
T ake a deep breath, plug your nose and get ready 
to go under. The Canadian economy seems 
poised to enter recession, even though the ‘R’ 
word is not being uttered in Ottawa, with a fed-

eral election now scheduled for Oct. 19.
A recession is widely defined as two consecutive quar-

ters of negative GDP growth. Canada is edging danger-
ously close to this territory, with negative growth in each 
of the first five months of 2015. Canada’s real GDP fell 
0.2% in May, the latest figures available at press time. 
While some economists aren’t yet ready to declare the 
economy in recession, others say it would take a June 
GDP miracle to avoid slipping into recession.

The Bank of Canada in July attempted to resuscitate 
the Canadian economy by way of an interest rate reduc-
tion. That move alone was seen by many as an admission 
the economy is in trouble, if not officially in recession. 

However, while a recession would be bad news for the 
Canadian trucking industry, there’s still hope among 
some leading economists that it can be skirted. Carlos 
Gomes, senior economist with Scotiabank, told Truck 
News economic fundamentals are still strong. 

Asked if Canada is in recession, Gomes instead re-

ferred to the current economic situation as a “two-speed 
economy.”

“If you look at domestic activity, it remains very resil-
ient. Consumer spending is doing well. Auto sales are at 
record highs. Housing activity is buoyant. Employment 
conditions have actually accelerated over the past year 
to about an average of 16,000 jobs created each month,” 
Gomes explained. “That’s a significant improvement 
from an average of about 10,000 during the previous two 
years. One part of the economy is doing well, however 
there is significant weakness on both the business in-
vestment side and the export side. That’s really the  
concern.”

Gomes suggested some one-time events – extreme 
cold weather last winter and forest fires and drought 
conditions this summer – have dampened economic 
growth.

“We are basically in the midst of somewhat of a slower 
pace of growth, but we do still have some positives out 
there,” he said. “I wouldn’t say we’re in the midst of a 
broad, generalized slowdown. The reality is that the pace 
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All signs are pointing towards a Canadian 
recession. Are you equipped to survive it?

By James Menzies
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By James Menzies
LONDON, ONTARIO

A prizefighter, looking for a reason to 
drag himself out of bed at some god-aw-
ful hour on a blustery morning to get in 
his roadwork, might cite for motivation 
the adage: ‘When I’m not training, my 
opponent probably is.’

But could anyone have guessed that 
the Thursday night before the Ontar-
io Truck Driving Championships, at 
around 9 p.m., when the sun was setting 
on an already long day, Home Hard-
ware’s entrants in the competition were 
just wrapping up a marathon six-hour 
practice session in the company’s yard? 
Their preparation paid off.

Home Hardware drivers won nine of 
22 awards presented at the provincial 
competition July 11, including the High-
est Points of the Day and Grand Cham-
pion awards, both of which went to Joe 
Kuntz, winner of the single-single divi-
sion. Home Hardware drivers will make 
up three of the five competitors who 
will go on to represent Team Ontario at 
the national championships in Regina, 
Sask. this fall. And none of this was by 
chance.

“The last couple Saturdays, I was 

Taking 
home the 
hardware
Home Hardware drivers 
shine in Ontario Truck 
Driving Championships
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Breaking barriers
Andreea Crisan, EVP of Andy 
Transport, is doing her part 
to make the industry more 
attractive to women.

Nosediving loonie
Canada’s dollar has reached 
its lowest value in more than 
a decade, making new iron 
much more expensive.

Lovin’ the LNG
Vedder Transport has bought 
Bison’s LNG trucks, even 
though they come with a 
discontinued engine.
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Cat to go it alone
Caterpillar has announced it 
is ending its truck partnership 
with Navistar and will bring 
production in-house.
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GDP growth 
is in decline, 
pushing the 
economy to 
the brink of a 
recession.
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HERE FOR THE
TOUGHEST JOBS.

WORK HARD—WITHOUT SACRIFICING  
COMFORT AND STYLE. 

Want a truck that stands up to heavy  
loads, tough jobs and harsh applications—
and does it all in style? The CT680 delivers. 
It features an attractive automotive 
appearance, industry-leading fit and finish, 
and choice of exterior trim levels. Plus, 
its set-forward axle, parabolic taper leaf 
suspension, premium sound insulation  
and trim, and spacious cab combine  
to set new standards for comfort and ride 
quality. All that, plus bumper-to-bumper 
dealer support.

You deserve a truck as heavy-duty as  
your work—and a bold design that sets 
you apart from the crowd. We’re built 
to meet that challenge. Learn more at 
DriveCat.com/CT680.
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OEM This 
Month

Last
Year

Freightliner 653 543

International 384 301

Kenworth 382 286

Mack 253 457

Peterbilt 317 360

Volvo 452 534

Western Star 214 230

TOTALS 2655 2711

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

Freightliner 297 347 110 196 1,718 604 157 76 2 24 3,531

Kenworth 270 483 89 76 439 467 83 0 0 0 1,907

Mack 65 102 42 24 497 141 17 37 0 0 925

International 86 223 29 99 900 247 66 16 44 17 1,727

Peterbilt 207 370 60 83 275 308 55 1 0 0 1,359

Volvo 260 220 44 120 926 402 51 53 0 8 2,084

Western Star 175 249 31 33 198 165 33 30 3 5 922

TOTALS 1,360 1,994 405 631 4,953 2,334 462 213 49 54 12,455

After a strong start to the year, May Class 8 
truck sales proved disappointing. Sales for the 
month experienced a setback, falling short of 
the mark set for the same period the last three 
years. There were 2,655 Class 8 trucks sold 
into the Canadian market in May, compared 
to 2,711 in 2014, 2,712 in 2014 and 3,166 
in 2012. Although Freightliner and Kenworth 
enjoyed a year-over-year increase in their sales 
numbers, the rest of the OEs suffered worse 
performances than the previous year. 

Monthly Class 8 Sales – May 15 Historical Comparison – May 15 Sales

Historical Comparison – YTD May 15Class 8 Sales (YTD May 15) by Province and OEM

Despite the disappointing May results, Class 8 truck sales after the first four months in the Canadian market have been strong enough to make for the fifth best sales results YTD 
going back to 1999. No doubt the slumping economies in Canada’s western provinces are having an impact on Class 8 truck sales but there is hope for a pickup in economic activ-
ity there as energy pricing returns to higher levels.

Canadian Class 8 truck sales rose slightly in May above the previous month. The market has now 
enjoyed 15 straight months of sales above 2,000 and March was the first month of sales above 
3,000 since the Great Recession. Prior to the current streak the market enjoyed a 10 month pace 
of sales coming in above the 2,000 mark. The strong and steady numbers are reminiscent of the 
industry’s capacity boom years. Market analysts remain optimistic about continued growth into 2016.

Market Share Class 8 – May 15 YTD12-Month Sales Trends
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*SAE J1321 Fuel Consumption Tests. Actual results will vary depending upon vehicle type, load and other driving conditions.

New Delo® 400 XLE Synblend SAE 10W-30 helps minimize operating costs by improving 
fuel economy up to 3.6% with short haul trucks (Class 6) and 1% with long haul trucks 

(Class 8) compared to SAE 15W-40 oil.* Plus, Delo products with ISOSYN® Technology 
help provide extended service protection, maximize engine durability and minimize 
operating costs. Learn how much your business could save on fuel costs with the new  
Delo Fuel Economy Calculator at ChevronDelo.com

Now Available!
Delo®

 400 XLE Synblend 10W-30
Let’s minimize operating costs  
with improved fuel economy.

© 2015 Chevron Canada Limited. All rights reserved. All trademarks are the property of Chevron Intellectual Property LLC or their respective owners.

Market leader Freightliner’s share has dropped slightly since jumping out 
to a 30% share back in March but at 28% it still remains commanding.  
Volvo remains in second place with a steady 17% share with Kenworth 
not far behind at 15%. Peterbilt is enjoying an 11% market share while 
Mack and Western Star remain tied with a 7% slice of the market each.

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

2,800 2,562 2,170 2,796 2,925 2,421 2,689 2,076 2,022 3,052 2,650 2,655

Western Star 7%
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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

SitAtum cON et,  
corpratepratempullam sinum quam ver que et 
libusam, nes quibus rum pratepratempullam sinum 
quam ver que et libusam, nes quibus

2004 GReAt DANe 53’ HeAteR VANS  
53’, tandem Axle Air Ride, 11 R 22.5 tires, White 
Aluminum Sides, Swing Rear Doors, metal Lined 
Logistic Post interior, thermo King HK-iii Diesel 
Heaters, certified.

2006 ALutRec 48’ tRiDem 
ALumiNum StePDecK  
48’, tridem Axle Air Ride, 17.5 tires on Aluminum 
Wheels, Light Weight All Aluminum Design with 
extra Low Deck Height, Front Headboard, Broker 
Light Package.

2006-2009 cAPAcitY SHuNt tRucKS  
Off-Road and Road Legal models available, 
cummins Diesel engines, Allison Automatic 
transmission, Heavy Duty Hydraulic 5th Wheels, 
Automatic Greasing System, many just off Full-
maintenance Leases, excellent condition

2008 OttAWA Yt-30 SHuNt tRucKS  
200hp cummins engines, Allison Automatic 
transmissions, Fully Licensed for Road Operation, 
70,000lb. Hydraulic 5th Wheel, Automatic Greaser, 
Very Good Shape.

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

USED TRAILERS 
WANTED!!!

Glasvan Great Dane is your full-service trailer dealership with a huge variety of 
carefully spec’d gear in stock and arriving soon. Our manufacturers also lead with 
specialized custom production and our knowledgeable staff will carefully listen to 
your requirements and prepare a spec and quotation for factory build. All of our 
equipment is backed by our full parts, service and repair teams.

WE HAVE WHAT 
yOU’RE LOOKING FOR.

glasvangreatdane.com
info@glasvangreatdane.com
1∙888∙GLASVAN (452∙7826)
Five southern Ontario Locations to serve you;  Two locations in Mississauga, Putnam, Alliston and Whitby.

New and Used, Parts, Service, Mobile Support and Rentals, Full Maintenance, Leasing.
Ministry of Transportation (MOT) Inspection and Certification Facility

Doonan 53’ tridem All Steel dovetail  
stepdecks with 3 (three) folding flip ramps

Landoll tridem full deck 
tilts Landoll tandem and tridem  
hydraulic beavertails full hot dip 
galvanized protection

New Autocar DOt  
and tier3 Off Road 
powered Shunt trucks

Great Dane tandem and 
tridem 53’ combo flats 
with optional Verduyn 
Sliding tarp Kits

Doonan 40 ton  
mechanical extendable 48’-69’  
Detachable with optional pin on 3rd axle

New 2016 etnyre 
SPiF quad and  
tri-axle Live Bottoms

Great Dane Sheet and Post and  
composite Plate dry vans with 16”, 24” and 48”  
logistic post spacing available, skirted and non

etnyre Paver Special 
55 ton Hydraulic 
Detachable

2010 CAPACITY TJ5000 
OFF-ROAD SHUNT TRUCKS
Cummins QSB Engine (No DPF/SCR/Urea), Allison 
Automatic Transmission, Air Ride Rear Axle and Cab, 
100,000 lb. Hydraulic 5th Wheel, Auto Greaser,  
New Paint. (2009-2012 Road Legal & Off Road 
Units Also Available)

2006 UTILITY 53’ TRIDEM REEFER
53', Tridem Air Ride, 11R22.5 Tires, Aluminum 
Wheels, Stainless Steel Front & Rear, Swing Doors, 
HD Flat Aluminum Floor, (2) Rows of Logistic Track, 
Smartway Side Skirts, Carrier Ultra Reefer Unit. 
Safetied and Reefer Serviced.

(5) 2012 FREIGHTLINER  
M2 DAY CABS
Cummins ISC Engine, 300 HP, Allison Automatic 
Transmission, 12/23 Axles, Air Ride Rear Suspen-
sion, 158” Wheelbase, Automatic Greasing System, 
Freshly Painted Cabs and Rims Available.

2013 GREAT DANE 
53’ TRIDEM MULTI-TEMP REEFER
53’, Tridem Air Ride with Front Axle Lift, 22.5 Tires, 
Aluminum Wheels, Swing Doors, Aluminum Duct 
Floor, Interior Logistics, SmartTruck Undertray 
System, Broker LED Light Package, Thermo King 
Spectrum Dual Temp Reefer Unit.

2006-08 GREAT DANE  
48’ SPIF QUAD AXLE VANS
48’, SPIF Compliant Quad Axle, Air Ride, Lift/Steer 
Axle at Front, 22.5 Tires, Aluminum wheels, Swing 
Rear Doors, Logistic Post Interior with Heavy Duty 
Scuff Liner, Safety Certified.

USED TRAILERS WANTED!!! 
All Makes, Models and Quantities. Call Mike Hignett at 905-625-5843

2008 HYUNDAI 
48’ ROLL UP DOOR REEFER
48’, Tandem Air Ride, 22.5 Tires, Roll Up Rear Door, 
Flat Aluminum Floor, Interior Logistic Track, High 
Output Carrier Ultima 53 Reefer unit with 10,900 
hours. Safety Certified.
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You’ve spent your entire working life 
building your own business; don’t 
you owe it to yourself to maximize its 
value before selling it?

Too many companies, it turns out, 
fail to do so, and as a result some 
leave millions of dollars on the table 
when it comes time to cash out. 

That was the take-away from a re-
cent interview I did with Mike Mc-
Carron, who having sold MSM Trans-
portation within the past couple 
years and then overseeing M&A for 
Wheels Group before launching Left 
Lane Associates, a firm dedicated 
to the monetization of transporta-
tion companies, knows a thing or two 
about this topic.

McCarron told me too many truck-
ing company owners wait until they 
have to sell – often due to circum-
stances beyond their control – before 
developing a plan to do so. 

By waiting until you’re in a situa-
tion where you’re forced to sell the 
business, you lose leverage and could 
potentially have to settle for an unfa-
vourable deal.

Want to cash in? 
Start planning now
McCarron’s advice is to set your 

business up so it’s a desirable target, 
even if you have no imminent plans 
to sell.

“Great companies aren’t sold, 
they’re bought,” he told me. 

That way, when a suitor comes 
along, you don’t have to spend nine 
months getting the books in order 
and the housecleaning done before 
initiating discussions. 

“By that time, they’re long gone,” 
McCarron warned.

So what can you do now, to ensure 
you’re at least in a good position to 
entertain offers or quickly transition 
into selling mode? Here are a few tips:

• Make the business less dependent 
on you: Buyers don’t want a company 
that can’t function without the owner 
or his/her relationships;

• Get customers on contracts: A 
contract may be worth only the paper 
it’s written on these days, but it’s still 
better than no contract at all;

• Diversify your business: Having 
too much of your business reliant on 
one or few customers is a red f lag for 

prospective buyers;
• Get organized: 

Have a CRM (custom-
er relationship man-
agement) system and 
documented proce-
dures in place;

• Demonstrate 
growth: Buyers are 
most interested in 
companies that are 
growing, so when it 
comes time to sell, 
accelerate – don’t de-
celerate – sales ef-
forts. For more in-
formation on selling 
your trucking com-
pany, see pg. 23 of 
this issue. 

If you’re on the other side of the 
table, however, and looking to grow 
your company through acquisition, 
then you won’t want to miss this 
year’s Surface Transportation Sum-
mit Oct. 14. 

McCarron will moderate a discussion 
at the event that will include some of this 

industry’s top M&A experts. For more 
information about the event, visit www.
SurfaceTransportationSummit.com. 

Take action on 
sleep apnea

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.

Editorial 
Comment
JAMES MENZIES

A few issues ago I wrote about (excuse 
the pun) waking up to the dangers of 
sleep apnea, thanks to a conference 
on the subject I moderated for North-
bridge Insurance. 

Referencing first-hand accounts 
from people in our own industry I fo-
cused on the consequences of allow-
ing sleep apnea to go untreated (see 
my column in the June issues of Truck 
News and Truck West). 

The chronic sleep deprivation 
caused by sleep apnea results in day-
time sleepiness, slow reflexes, poor 
concentration, and an increased risk 
of accidents. Sleep apnea can also 
lead to serious health problems over 
time, including diabetes, high blood 
pressure, heart disease, stroke and 
weight gain. 

With this column I want to focus on 

the consequences that extend beyond 
the obvious health concerns. 

I want to look at the legal and in-
surance implications you, as a mo-
tor carrier manager or owner, face if 
you have drivers on your staff suffer-
ing from sleep apnea and do nothing 
about it, particularly in the case that 
an accident is linked to a driver suf-
fering from sleep apnea.

While the US is waiting for the Fed-
eral Motor Carrier Safety Adminis-
tration (FMCSA) to provide a formal 
ruling on dealing with sleep apnea, 
it has already set guidance on factors 
that need to be considered in deter-
mining whether employees should 
be tested for sleep apnea – neck size, 
BMI, etc. 

Although the guidance is just that 
– guidance that doesn’t carry any leg-

islative weight – many US carriers are 
already testing their drivers for sleep 
apnea. 

The result of those companies al-
ready testing sets a new standard. 
There are companies testing in Can-
ada too. The fact they’re testing for 
sleep apnea sets a new standard in 
Canada as well. 

Carriers that choose not to test, 
even though they know some of their 
competitors are testing, will face a 
higher probability of being found 
negligent by the courts in cases where 
sleep apnea is found to be a factor in 
a crash.

The fact that we don’t have any cur-
rent legislation that specifically man-
dates testing is going to be irrelevant 
because once there’s an accident the 
prosecutor is simply going to say, 

“Well, if you knew about the conse-
quences of sleep apnea, why didn’t 
you do any testing?”

The risk of not testing becomes 
even more significant for carriers 
hauling into the US where prosecu-
tors are keen to “inflame and in-
flate” – inflame the jury to inflate the 
award. In such cases all the things 
that you are doing, or not doing, 
around sleep apnea – the diagnosis 
and treatment of it, the way you ap-
proach it, the records you keep, the 
communications you have with your 
drivers – will come into play into de-
termining the size of the award.

The consequences of sleep apnea 
are becoming well known. 

As an industry we have an obliga-
tion to make sure that we deal with 
this head on. If we don’t, the trial law-
yers are going to ensure that we do. 

Lou Smyrlis can be reached by phone at 
(416) 510-6881 or by e-mail at lou@Trans-
portationMedia.ca. You can also follow him 
on Twitter at Twitter.com/LouSmyrlis.
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TORONTO 
2332 DREW RD., 
MISSISSAUGA, ONT. L5S 1B8
Call: Murphy Barton, Vince Cutrara, 
Rob Moorehouse, Todd Warren,  
John Gwynne, Zak Ray

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

MONTREAL
1100 RUE COURVAL, 
LACHINE, QUEBEC H8T 3P5
Call: Mario Perrino, Michel Pouliot
Raymond Lanthier, Sean Ireland, 
Hugh Davis 

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

DROP DECKS

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

TANDEMS/TRIDEMS 
• AIR RIDE

New And Used Sales

Rentals 

Long Term Finance Lease

Full Service Trailer & Reefer Shops 
Providing Maintenance And Parts

ACTION
TRAILER SALES INC.

53' x 102" HigH Cube ReefeRs, 
1071⁄2" i.H. fRont, 1091⁄2" i.H. 
ReaR, 981⁄2" i.W. ReCessed  

“e” tRaCk, H.d. duCt flooR, 
stainless fRont & ReaR, 

Vents, led lites –  
WeigHt 12.155 lbs.  
(standaRd Model)  

H.d. intRaax aiR Ride susp. 
aluM. WHeels.

UTILITY 3000R

(21) 2006-07-09 UTILITY 53' 
TRIDEM REEFERS

CaRRieR dual teMp units, Hen-
dRiCkson aiR Ride suspension on 
5' and 5' spReads, Hd flat aluMi-
nuM flooR, 24" aluMinuM sCuff 
lineR, inteRioR ligHts 2 RoWs of 
ReCessed “e” tRaCk, oVeRHead 

ReaR dooR, Clean,  
Well Maintained units.

(n.a.p.)

2011 VANGUARD 36' x 102" REEFER
Carrier dual temp units. Set up for Randall center seal  

insulated 2100A unit with 4200 engine hours, stainless 
front panels, Radius corners, rear door case and bumper, 

24" aluminum scuff liner, 1 row recessed “E” track, HD flat 
aluminum floor, overhead rear door, Hendrickson air ride 

susp., aluminum wheels, new brakes, very clean.

48' AND 53' REEFER TRAILERS
Equipped with all electric refrigeration units,  

both overhead and swing rear doors available.

“REFRIGERATED STORAGE VANS  
– SALE OR RENT”

2004 WABASH 48' FLAT DECK 
10' spread, aluminum wheels,  

winches & straps.

2014 VANGUARD 53' x 102" PLATE VAN
Automotive interior protection package, aluminum roof, 

logistic slots, air ride suspension, galvanized door case and 
bumper, excellent condition.

2011 STOUGHTON 53' x 102" TRIDEM AXLE  
PLATE VAN

Hendrickson 6' and 6' spread air ride suspension, aluminum 
roof, logistic slots, very clean.

(4) 48' WILSON ALUMINUM COMBO FLATS
With Roll-Tite Retractable tarp system, Hendrickson air 
ride suspension with 10' spread and aluminum wheels, 

aluminum tool box.

(12) NEW 53' x 102" UTILITY DRY FREIGHT VANS
Pre-painted Black side panels, stainless front panels,  

radius corners, wing plates and rear doors, vents,  
skylights, extra light pkg., Hendrickson air ride suspension, 

aluminum wheels.

2008 MANAC 53' x 102" TRIDEM AXLE  
INSULATED VAN

Carrier diesel heater, Hendrickson 6' and 6' spread air ride 
suspension, upper deck loading system, 12" hardwood 

scuff liner, quad door locks, galvanized door case,  
exterior rub rail.

(2) 2008 STRICK
53' x 102" DROP FRAME 

VANS

autoMotiVe pRoteCtion pkg. 
245/70R 17.5 tiRes, tiRe  

inflation systeM, MilWaukee 
lift, exteRioR Rub Rail,  

VERY CLEAN.

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

13,180 Lbs.
110" Door Opening

HendRiCkson aiR Ride 
suspension, logistiC side 

posts – aluM. oR tRansluCent 
Roof aVailable, stainless ReaR 

dooR Case, 12" CoRRugated 
steel sCuff lineR,  

24" steel tHResHold plate.  
PRICEd RIghT!

ALUMINUM  
COMBO FLATS
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Unreserved public  
equipment auction

  See complete listings at  rbauction.com/Toronto   

September 23–24 (Wed–Thu) 8 amToronto, ON    
Equipment includes
Truck tractors, dump trucks, service trucks, 
plow trucks, van trailers, end dump trailers 
& much more
On-site inspection hours
Mon–Fri, 8 am–5 pm

Bid in person or online
▸  No minimum bids or reserve prices
▸  Test and inspect on-site
▸  Open to the public, free registration
Financing & leasing available
Up to 100% financing, with no money 
down.

Location
3 Manchester Court, Bolton, ON
More items added daily
Call about selling: 905.857.2422

1 of 4 – 2011 Peterbilt 386 1 of 2 – Unused – 2016 Western Star 4700SF 1 of 6 – 2014 Kenworth T680

MV Dealer No. 4585592

We now offer low-rate leasing. Apply today.
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Driver turnover 
in the US drops 
sharply in Q1
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Trucking 
conditions 
reach three-
year low: FTR 
BLOOMINGTON, INDIANA

FTR’s Trucking Conditions Index fell 
25% to a three-year low of 4.91 be-
cause of softer capacity, pricing and 
fuel prices. According to FTR, tight 
capacity from earlier in 2015 has 
eased after the partial suspension of 
the latest HoS changes. FTR predicts 
the Trucking Conditions Index will 
soon move up into more positive ter-
ritory in the coming months.

“While the market has notably 
softened, conditions for fleets are still 
quite positive and indicate how well 
they are able to manage the current 
headwinds,” said Jonathan Starks, 
FTR’s director of Transportation Anal-
ysis. “One significant benefit is that 
fuel costs have dropped substantial-
ly and have yet to significantly rise. 
A sharp rise in diesel would be very 
troubling for many of the marginal 
carriers. Another benefit has been the 
slow-growing freight environment 
which has allowed fleets to re-engi-
neer their lanes in order to take bet-
ter advantage of drivers hours. While 
the capacity situation has definitely 
eased since last year, it is still well 
above historical levels and should 
keep contract rates, at minimum, sta-
ble with a potential to grow stronger 
by early 2016.” 

ARLINGTON, VIRGINIA

Driver turnover in the US dropped 
sharply in the first quarter, reaching 
its lowest levels in years.

“Clearly, the decline in driver turn-
over in the first quarter was sig-
nificant,” ATA chief economist Bob 
Costello said, “but what is less clear is 
why it dropped so much and wheth-
er turnover will continue to remain 
low.”

Turnover rates at large and small 
truckload fleets dropped 12%. 

This brought turnover at large fleets 
(more than US$30 million in revenue) 
to 84%, marking the first time it has 
fallen below 90% since 2011. 

For smaller fleets, turnover dropped 
to 83%.

“Drivers continue to be in high de-
mand, so we still see the risks posed 
to the economy and our industry by 
the shortage of drivers,” Costello said. 
“The drop in turnover was likely, at 
least partially, connected to a tempo-
rary slowdown in freight movements 
in the quarter, as well as improved 
retention efforts of f leets across the 
board. But I would not be surprised if 
turnover edges higher in the quarters 
ahead.”

During the quarter, turnover at less-
than-truckload fleets fell one percent-
age point to 9%, its lowest level since 
the second quarter of 2013.  

WASHINGTON, D.C. 

The National Transportation Safe-
ty Board wants commercial trucks to 
carry crash-proof event data record-
ers, following an investigation into a 
California crash between a truck and 
motorcoach that resulted in 10 fatali-
ties in April 2014.

The crash involved a 2007 Volvo 
tractor-trailer operated by FedEx. 

Investigators were unable to deter-
mine why the truck crossed the me-
dian.

The investigation revealed inad-
equacies in fire performance stan-
dards for motorcoaches. However, the 
lack of event data recorders on the 
truck and motorchoach made the in-
vestigation more difficult to conduct, 
according to NTSB chairman Chris-

topher Hart. The truck’s ECM was de-
stroyed in the crash and subsequent 
fire.

“With access to event data record-
ers, we might have been able to deter-
mine why the truck crossed the me-
dian, which could have enabled us to 
make recommendations to prevent 
it from happening again,” Hart said. 
“Much of the reason that aviation is 
so safe today is that we have required 
such recorders for decades so that we 
can learn the lessons of accidents. But 
they are still not required in commer-
cial trucks or motorcoaches despite 
more than a decade of recommenda-
tions by the NTSB.”

The NTSB is now repeating calls 
for dedicated crash electronic data 
recorders to be installed in all new 
heavy trucks.  

NTSB calls for black boxes in trucks

US truck tonnage soft in June
WASHINGTON, D.C.

US for-hire truck tonnage slid 0.5% in June, following a revised gain of 0.8% in May, ac-
cording to the latest data from the American Trucking Associations.

The index was up 1.8% compared to June 2014, greater than the 1.5% year-over-year 
gain posted in May. Year-to-date through June, US for-hire truck tonnage was up 3.4% 
over the same period in 2014.

“With flat factory output and falling retail sales, I’m not surprised tonnage was soft in 
June,” said ATA chief economist Bob Costello. “I also remain concerned over the elevat-
ed inventory-to-sales ratio for retailers, wholesalers, and manufacturers, which suggests 
soft tonnage in the months ahead until the ratio falls. I remain hopeful that the inventory 
correction will transpire this summer. When the correction ends, truck freight – helped by 
better personal consumption – will accelerate.” 
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Big-rig drivers’ oasis (5,4)
Bumper to back of cab spec. abbr. (1,1,1)
Tripmeter reset reading (1,1,1,1,1)
Inter-rig chat device (1,1,5)
Tot’s Tonka-truck terrain  
“BJ and the Bear” Kenworth model  
NASCAR pit-stop fuel handler (3,3)
Dashboard info sources  
No, on 9-Across device  
Drivers’ compartments  
Cold-cargo carriers  
’70s Road Boss brand  
Parking area  
Unionized truckers

Truck technician’s investment  
Flexible driveshaft couplings (1,6)
Stickshift topper  
Smokey’s signed souvenir  
PIN component  
“10-4, good _____”  
Tailgate-party sights  
Even-number interstate orientation (4,4)
’80s GMC conventional  
Mack vocational model  
Eastern ON-based carrier since ’78  
Trailer brand, ____ Dane  
Rig’s detailed design, in short  
Certain routes, briefly
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Diesel Particulate Filter
 Cleaning Service and Repairs

Clean
ash 

loaded

clean Filters 

save $$$

DPF aFter-Market rePlaceMent Filters now available

www.texisexhaust.com

         has
the solution.

905.795.2838
fax 905.678.3030

1.800.267.4740
canada & u.s. hotline

see our aD Page 64 
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QUEBEC10

By Carroll McCormick
SALABERRY-DE-VALLEYFIELD, QUE.

Sitting at the boss’s end of the ta-

ble in a glassed-in conference room, 
Andreea Crisan fields my questions 
about her aspirations for the trucking 
industry. “Whether we like it or not, 

the industry is not a cool place. There 
is a lot of room for improvement,” 
she says. Crisan is passionate about 
helping to make the industry a better 
place. 

Executive vice-president of Salaber-
ry-de-Valleyfield, Que.-based Andy 
Transport, the 66th ranked Canadian 

carrier by size this year, Crisan grew 
up immersed in the company her fa-
ther and company president, Ilie Cri-
san started in 2001. 

She helped paint her dad’s first trac-
tor and did the payroll for a second 
driver as a pre-teen. “As the company 
grew, my tasks diversified and became 

Revolutionary woman

Call our Watts Line from anywhere in Canada

1-800-268-0871
DON STEWART or MIKE TROTTER

905-453-6724

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

DEPENDABLE
Truck & Tank

LIMITED
BRAMPTON, ONTARIOwww.dependable.ca

DEPENDABLE QUALITY FOR OVER 39 YEARS!  PRODUCTS * SERVICE * PARTS
www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  

3499 & 5500 USWG Barrels in stock Another 20,000 L, 4 compartment in progress –  
others available – give us your spec’s for a quick delivery!

PROUD SUPPLIER OF QUALITY, CUSTOM BUILT PROPANE,  
PETROLEUM AND WATER TRUCKS

www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  www.dependable.ca  

1998 HUTCHINSON PUP TRAILER
Single axle turning circle + Tandem axle suspension 3 comp., 10,000 – 5,000 – 

10,000 L, Bottom Load – Gravity – Suction Line.

FLUSHER TRUCK REFURBISHED

1993 FREIGHTLINER FL80
Cummins 5.9 L ISB Engine, 2 Front plus 1 R/S flushers, Hose and reel in sidebox, 

Direct drive Gorman-Rupp pump and Diesel Engine in rear cabinet.
 

Single and Tandem Axle Cab & Chassis available too!
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more complex; for example, logbooks, 
safety, customs clearance, dispatch 
and customer service,” Crisan says. 

While in university, and even dur-
ing her stint with a law firm in Shang-
hai, she did even more complex work 
for the company, such as writing and 
reviewing contracts, branding, Web 
site work, policies, procedures and 
forms, and bidding on projects. She re-
ceived her law degree in 2012, and that 
year she committed full-time to Andy, 
her namesake. 

“It was really (at Andy Transport) 
that I felt that I got my calling. Here I 
feel that everything is for my company. 
This is the one business I wanted to see 
expand. I have a love of the industry, a 
belief in the company. The opportuni-
ty I have here to be part of the growth 
and decision making – it’s very rare for 
someone my age,” Crisan says.

Crisan is the public face of a fleet 
numbering 250 tractors, 400-plus 
trailers and a handful of flatbeds; 
her dad prefers working in the back-
ground. Her internal responsibilities 
include operations, legal, safety, mar-
keting, strategic decision-making (of 
which she is in charge) and IT.

Four trucking industry topics partic-
ularly interest her: women, entry-level 
drivers, regulations, and law enforce-
ment. She acknowledges without hesi-
tation that she wants to be an advocate 
for women. “I want to create aware-
ness. I’m interested in participating at 
roundtables. I want to be an inspiration 
to younger women in general.”

She is active with the Women in 
Trucking Association (Quebec Charter) 
and has hosted a class of women from 
Option Ressource Travail, a Valleyfield 
organization that helps women get into 
male-dominated industries. 

“I talked about the industry and 
how it works. One of our women driv-
ers spoke with them. I gave them a 
tour,” she says. “I do think it is impor-
tant to let women know that the indus-
try exists and that it is open to wel-
coming women.”

On the one hand, she sees progress. 
“I think that in Canada we are starting 
to see the first steps towards making 
the industry more women-friendly,” 
she says.

That is certainly the case at Andy, 
where women are a majority in opera-
tions, represent half of the safety team 
and run IT. The company currently 
has just a couple of female drivers. It is 
working to change that by, for example, 
recruiting drivers’ wives, with some 
success. “We are creating the aware-
ness. It is an option,” Crisan says.

“There are certain things we can do, 
such as with the equipment we buy; 
for example, comfortable and adjust-
able seats, and more adjustable seat-
belts. We try to accommodate our 
women drivers by giving them easi-
er routes, routes so that they can get 
home more often,” she notes.

Continued on page 13

The opportunity 
I have here to be 
part of the growth 
and decision 
making – it’s very 
rare for someone 
my age.”
Andreea Crisan

“

 

2007 GMC 6500  
Tilt and load truck, missing stinger 

and light bar. Whole or parts.

2006 FORD F650  
C7 Cat., Allison auto, Hyd. Brakes.

$9,500.

2011 KENWORTH T800
ISX, 18 spd., 16 & 46’s.

 For Parts.

2013 IH 7600
Maxxforce 9, auto trans., 20/40 axles, 

No Brand.

WE BUY TRUCKS
Ask for JAMES or RON

E-Mail: james@morgansdiesel.com

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

CASH OR
BANK DRAFT

Fax: (613) 546-4206
CREDIT CARD PURCHASES ARE SUBJECT TO A 

3% PRICE INCREASE

(613) 546-0431

www.morgansdiesel.com
Check out our Online Inventory!

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

kingston, ontario

SERVICE BODIES
Dual and single wheel.

Good Condition.

1993 HITACHI 
8781 hours, LX200C, 26.5 x 25.0 

tires, water in engine oil.

2014 JLG TELEHANDLER
Model G10-55A turbo, fire damaged, 

Cummins eng. Ser. # 0160060128

2013 BRANDON
20' Steel dump box.

2012 KENWORTH T800  
Paccar engine, 13 spd., 12/40’s.

 For Parts. 

2015 WESTERN STAR 
DD 16L 600 hp, 18918B trans., 

20/46 axles, 11,000 kms., branded 
irrepairable.

On parle Francais ici.  
Demandez pour Darlene.

1994 CAPACITY SHUNT
IH diesel, fleet maintained, 21,012 
miles, S#RS247940, works good.

$8500.

2014 IH WORKSTAR  
Maxxforce 7, auto, nice reefer. 

Whole or parts.

2004 IH 4300  
DT-466, 6 spd., 12/23 axles.

2005 GMC 7500 
Cat C7, auto, 12/20’s, clean van body.

For Parts.

2009 FREIGHTLINER M2-112
M-B 350 hp, 10 spd., 12 & 40’s,  

rear axle damage. Whole or Parts

SOLD
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IPS pays & processes your invoices  
within 8 business hours. Guaranteed.

Trusted in transportation

11 - 1535 Meyerside Drive
Mississauga, ON  L5T 1M9

Toll Free: 1.888.503.4528
Tel: 905.670.4838

Fax: 905.670.4221

Whether you use owner-operators or company drivers, 
run flatbeds or reefers, IPS can help grow your business 
and maximize your profits. With our specialized staff and 
experience in all facets of your industry, we are prepared to 
work as your partner. IPS can offer swift and efficient payment 
of all your invoices, extensive knowledge of industry rates and 
the best credit database in the transportation industry. Work 
smarter, not harder. Choose IPS.

We know the trucking industry

1 2 3 4 5

IPS.indd   1 14-11-07   9:13 AM

http://invoicepayment.ca
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“We are still in the early stages of 
seeing women in all ranks of truck-
ing,” Crisan adds. “Companies need to 
set up the framework to deal with sex-
ual harassment and aggressiveness.” 
As for the road experience, she spent 
her high school summers crisscross-
ing the continent with her dad, and 
knows the scene. 

“To be honest it is not all that 
attractive for women to be part 
of it,” she observes. “It is getting 
better at some truck stops, cleaner, 
more lighting, but challenges 
include showers, safety and 
parking availability. There are more 
improvements to be made, like gyms, 
healthier food, and hotel rooms. 
People have higher expectations now.”

Working conditions are important 
to all entry-level people. Two years ago 
Andy signed up with IdleAir, a Knox-
ville, Tenn. company that connects 
truck cabs to electricity, air-condition-
ing, satellite TV and the Internet. 

“The engine can be left off. The 
driver can relax and sleep better at 
night,” Crisan says. 

Layover hotels and rebates for 
memberships in fitness clubs like Én-
ergie Cardio and GoodLife Fitness, 
some of which are next to truck stops, 
are other ways Andy makes drivers’ 
lives more pleasant.

On the topic of wages, she says, 
“Drivers play a crucial role in the 
economy, but their wages are dis-
proportionate to the risks and work-
ing conditions. Look at any job when 
an employee makes a mistake. The 
consequences are very different than 

when a driver makes a mistake. The 
consequences can be a high fine that 
is out of proportion to the offense. 
You take someone in an office or in 
another industry – it is very rare to 
touch an employee’s pocket or im-
age. I just feel like everyone is breath-
ing on the drivers. From regulators, 
shippers, law enforcement…some are 
looking down (on us). If the industry 
had a better image, that would solve 
some of its concerns.”

Crisan’s interest in regulations fol-
lows naturally from her legal train-
ing. However, she makes a curi-
ous observation: “In law school I did 
not have one optional or mandatory 
course in transportation law. It is the 
same in other programs. By introduc-
ing transportation early in the edu-
cation system, it would create aware-
ness and curiosity about entering 
the system. We have to create more 
awareness.”

And then there is law enforcement. 
Crisan would like to speak to 
regulatory bodies and enforcement 

agencies about trucking. 
“The feedback I get from most drivers is that two camps have 

been created and that there is little cooperation between the 
two. Some officers can be really harsh toward drivers, and not 
show respect,” she observes. 

Here again she has first-hand knowledge, having once suf-
fered a traumatizing experience at the hands of police on a run 
with her dad in the US.

“We should all focus on the common goal of promoting road 
safety and security, while making sure that everyone is treated 
with respect,” she says.

Crisan is carefully choosing paths into positions where she 
can exert an influence. 

“I am ambitious and opinionated. I know what my values 
are. I am very picky about what organizations I join. They re-
ally have to fit.”

At 25 years old, she acknowledges that she might not be 
quite ready to join a club of the more established women in the 
trucking industry, so I suggested she start her own. 

She smiled her enigmatic smile and replied, “With whom? It 
would be just me.” Andreea Crisan

Andy Transport executive wants to 
help draw more women to trucking
Continued from page 11

We should all 
focus on the 
common goal 
of promoting 
road safety and 
security.”
Andreea Crisan

“
At Brandt Finance we’ll deliver flexible  
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in the yard with my co-workers and 
they helped me get backed into the al-
ley dock. Backing the shorter trailer, 
it can get away from you pretty quick-
ly,” recalled Grand Champion Kuntz in 
an interview with Truck News just mo-
ments after learning he’d won. “It took 
me probably 50 tries to get where I felt I 
had control of it. We practiced Thursday 
afternoon for about six hours. The guys 
I work with were telling me the things I 
was doing wrong.”

This from a championship veteran; 
Kuntz is the only driver who has com-
peted in the Central Ontario Truck Driv-
ing Championships every year it’s been 
in existence. Despite the uncertainty 
he felt just days before the competition, 
Kuntz said he knew he nailed it when he 

completed his run that afternoon.
“I did know it,” he said. “I had so 

much room when I went through the 
serpentine and offset alley. I cleared the 

diminishing turns, down to one inch on 
each side and then I felt really good at 
the stop sign. I think I nailed every one 
of them. I’m not bragging – it just went 

good. It was one of those days where 
things clicked and I’ve often said, when 
you’re hot in a tournament, nobody’s 
going to beat you, and I felt hot today.”

No one was prouder of ‘The Home 
Team’s’ performance than fleet manag-
er Dennis Shantz, who was there at the 
awards banquet to support them.

 “I’m very proud,” he told Truck 
News following the awards presenta-
tions, amidst an ecstatic group of driv-
ers. “They all worked very hard at it. I 
couldn’t be more proud of them for their 
accomplishment. They take it serious-
ly, they coach each other on it and it’s a 
team effort. They’ll practice in our yard 
about half a dozen times in preparation 
for each competition.”

It’s that company support that sets 
competitors up for success, champion-
ship committee president Ewen Steele 
pointed out in remarks at the banquet.

“They can’t do this alone,” he said. 
“Employers create the atmosphere from 
which champions come.”

This year, the competition at the pro-
vincials was as fierce as ever. Preetpal 
Nijjar was the defending national cham-
pion in the tandem-tandem division. 
He was relegated to second spot in this 
year’s provincials, even though he felt he 
put together a strong run.

“Today was great. I have a good feel-
ing,” the owner/operator of Flyers 
Trucking said after his drive. “But it’s 
getting tougher. There are a lot more 
drivers coming in. They have good skills 
and they come with a lot of practice.”

Sebastian Tatar, a driver with Con-
Way Freight was one of the relative new-
comers, competing for just the second 
time.

“This is my second year, and I think 
it’s harder,” he said as the competition 
was winding down. “Last year, I had 
no expectations on myself, I just gave it 
my best. But every time you do some-
thing you put yourself one level up and 
you want to do better. The track always 
changes. Every year it’s at a different lo-
cation, so you can’t get used to the track 
and you never know what to expect. It’s 
always a little bit different.”

The change in course didn’t seem to 
bother him one bit; Tatar won the sin-
gle-tandem division and will represent 
Team Ontario in Regina.

All the drivers who competed in the 
provincials July 11 earned their way in. 
They had to finish among the top four 
in the Toronto or Central Ontario re-
gional championships, or one of sev-
eral OTDC-sanctioned competitions 
put on by individual fleets and/or mu-
nicipalities. The competition is grow-
ing and an effort is underway to put on 
an Eastern Ontario regional champion-
ship next year.

Next year is a big one for the Ontario 

Practice pays 
off for Home 
Hardware drivers
Continued from page 1

A competitor backs into a seemingly impossible space during the provincial championships.
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competition. Not only will it be its 70th, 
but it will also be Ontario’s turn to host 
the national championships, slated for 
next fall in Brantford, Ont. at the munic-
ipal airport there.

On July 11, 50 drivers and more than 
60 volunteers endured the hot, hazy 
July weather at the Flying J in London, 
Ont. Two courses were set up and trucks 
were efficiently run through them from 
9 a.m. until about 2:30 p.m. In addition 
to the obstacle course, drivers also had 
to complete a written knowledge test 
and perform a timed pre-trip inspection 
under the supervision of an MTO trans-
port enforcement officer. No pressure!

For the first time, three drivers aced 
the pre-trip with perfect scores: Mike 
Hamilton, City of Brampton; Wayne 
Burnett, Home Hardware; and Rob 
Hunter, Waste Management.

The driving course was unforgiving. I 
watched one straight truck after anoth-
er bump the rails in the alley dock until 
I finally had to question the judges: “Is it 
even possible?”

“Sure,” they said, measuring the dis-
tance between the barriers to reas-
sure me, and perhaps even themselves. 
Sure enough, Truck 12 came along and 
backed perfectly between the barriers, 
proving it was indeed possible. A couple 

The results
Straight Truck

Mike Hamilton – City of Brampton
Gerry Morgan – Morgan Firewood
Darin Bacon – Miller Waste Systems 

– Halton

Single-Single
Joe Kuntz – Home Hardware Stores
Shawn Pietracupa – Con-Way 

Freight
Rick Dobie – Con-Way Freight

Single-Tandem
Sebastian Tatar – Con-Way Freight
William Wolfe – Home Hardware 

Stores
Bryon Winfield – Home Hardware 

Stores

Tandem-Tandem
Shawn Matheson – Home Hardware 

Stores
Preetpal Nijjar – Flyers Trucking
Ryan Tremblay – Kriska Holdings

B-Train
Wayne Burnett – Home Hardware 

Stores
Stephen Hughes – Canada Cartage
Dan Cogdon – YRC Reimer

Powder Puff: Kelly Ward

Highest Points of the Day: Joe Kuntz 
– Home Hardware Stores

Rookie of the Year: Darin Bacon – 
Miller Waste Systems – Halton

Highest Pre-trip Award (A three-
way tie, with each driver acing the 
pre-trip):

Mike Hamilton – City of Brampton
Wayne Burnett – Home Hardware 

Systems
Rob Hunter – Waste Management – 

Kingston

MTO Safety Award: Wayne Burnett – 
Home Hardware Stores

Grand Champion: Joe Kuntz – Home 
Hardware Stores 

more trucks also nailed this section, but 
then hit a barrier as they pulled forward, 
the drivers’ minds perhaps having al-
ready moved on to the next obstacle. 
There’s no room for error in this com-
petition and even the briefest attention 
lapse will be punished with a points de-
duction.

While the province’s best drivers 
demonstrated their skills on the course, 
the top MTO inspection officers were 

taking part in their own competition 
at the same venue, to determine which 
of them will represent Ontario in the 
North America-wide inspectors’ compe-
tition later this year in St. Louis, Mo. 

(For results from the inspectors’ cham-
pionships, see pg. 16)

Even the significant others were invit-
ed to compete in a day-long celebration 
of competition. The Powder Puff con-
test allowed drivers’ wives to test their 

skills on a short obstacle course be-
hind the wheel of a Dodge Ram pickup. 
Kelly Ward won this competition and 
received the same treatment at the ban-
quet as the winning truck drivers, mi-
nus the trip to Regina.

Don Danbrook, a longtime advocate 
of the championships was recognized at 
the banquet with the Bill Russell Award, 
for his tireless support of the champion-
ships. 

Left, a driver completes the pre-trip inspection. At right, Grand Champion Joe Kuntz collects his trophy.

Canada’s One-Stop Trailer Shop named one of 

Canada’s Best Managed Companies

1 855 327 9757  |  trailerwizards.com

Trailer Wizards has been delivering dependable, professional service nationwide 
for over 50 years and is now one of Canada’s Best Managed Companies.

Put our award-winning trailer expertise to work for you. Contact us today.

RENTAL   |   LEASING   |   SALES   |   SERVICE   |   PARTS   |   STORAGETRAILER

pg 1, 14-15, 18-19 tn sept v3.indd   15 15-08-10   12:36 PM

http://www.trailerwizards.com


ONTARIO16

By James Menzies
LONDON, ONTARIO

When you roll across the scales in 
Western Ontario and transport en-
forcement officer Steve McPherson is 
on duty, you better have your ducks in a 
row. The eagle-eyed MTO enforcement 
officer was named Grand Champion at 
Ontario’s 22nd annual NSC Challenge, 
held July 11 at the Flying J in London, 
Ont., alongside the Ontario Truck Driv-
ing Championships. 

McPherson was one of 10 transport 
enforcement officers who competed in 
the provincial championships, repre-
senting the west region. 

He will now go on to represent On-
tario in the North American Inspec-
tor Championships in St. Louis, Mo. 
Aug. 10-14. Ontario traditionally has 
fared well at the North America-wide 
competition, according to Peter Hurst, 
MTO’s director of carrier safety and 
enforcement, who spoke at the awards 
banquet.

“Overall, the MTO has had four 
Grand Champions in the North Amer-
ican competition since 1997 and that 
is an achievement that is unequaled 
anywhere,” Hurst said to applause. 

He also noted Ontario’s on-road 
safety performance has steadi-
ly improved, a trend that continued 
through this year’s Roadcheck, with 

an out-of-service rate of 15% – down 
6% from last year – in Ontario, Hurst 
revealed.  Hurst also heaped praise on 
the professional drivers in attendance, 
who earlier that day competed in the 
Ontario Truck Driving Championships 
at the same venue, and lauded the col-
laborative nature of the event.

“It’s a unique opportunity for the of-
ficers and drivers to meet in a collab-
orative environment, as opposed to 

one that might be more combative, to 
share their knowledge and appreciate 
that we share the same goals,” Hurst 
said. “That goal is safety.”

Jeff Hudebine, director, regional op-
erations, road user safety division with 
the MTO, told   during the competi-
tion that the event pits the top truck 
inspectors from across Ontario against 
each other. Under the blazing July 
sun the coverall-clad officers were re-

MTO enforcement officers put to the test
Steve McPherson will represent Ontario at North America-wide event

Steve McPherson won the provincial inspector’s championships and will 
go on to represent Ontario at the North America-wide competition in Au-
gust in St. Louis, Mo. 

quired to: complete a full commercial 
motor vehicle inspection, dangerous 
goods inspection, motorcoach inspec-
tion and also to interview a driver and 
inspect their logbook. 

“It’s about celebrating and reward-
ing excellence,” Hudebine said. 

This year’s winners were: 
Deputy Minister’s Award: Jennifer 

Grabar
Motor Coach Inspection: Tom 

McKeon
Dangerous Goods Inspection: 

Hank Dubee
Level 3 Inspection: Paul Wheeler
Level 1 Inspection: Mike Arbuckle
Second Runner-Up: Mike Arbuckle
First Runner-Up: Mike Wozniak
2015 Grand Champion: Steve 

McPherson 

By Ron Stang

LONDON, ONTARIO

London’s Talbot Street bridge has 
been a trucker’s worst nightmare.

The bridge has become notorious 
for slicing off the tops of truck vans 
and, despite city efforts, it appears lit-
tle can be done to prevent unsuspect-
ing drivers from hitting the 3.3-me-
tre-high overpass supporting one 
Canadian Pacific Railway track.

Crashes into the bridge have be-
come a local joke with long-time Lon-
doners waiting for the next crash to 
happen. The bridge even has its own 
Twitter feed featuring Gandalf from 
The Lord of the Rings commanding, 
“You shall not pass!” 

Since 2010 there have been 18 such 
incidents.

Yet it’s a bit of a puzzle why so 
many truckers, many of whom seem 
to be amateur, smash into the over-
pass on the narrow two-lane road 
which connects the north side of the 
city to downtown, but which is not a 
truck route.

It’s not as if truckers haven’t been 
warned.

Besides the height notification on 
steel beams protecting the bridge on 
both sides, the streets surrounding 
the bridge are “littered” with warning 
signs, says Doug MacRae, London’s 
manager of transportation planning 
and design.

For example, about a block away on 
each side of the bridge there are over-
sized signs indicating Talbot Street is 
not a truck route and warning of “low 
subway” ahead. 

“They’re big and visible,” MacRae said.

London 
bridge 
is eating 
trucks
Exasperated locals 
can’t figure out why 
trucks keep hitting 
the Talbot St. bridge

Tony Jelicic
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Moreover there are other signs, 
such as on busy arterial Oxford 
Street, a truck route, which runs east 
and west just half a block north. 

“They’re smaller on Oxford just be-
cause there’s a whole lot of signs on 
Oxford, there’s not as much space,” 
MacRae said. But, he said, altogether, 
“We’ve gone beyond the normal sig-
nage for sure.”

But Ward 13 councillor Tanya Park 
said one problem is that for north-
bound drivers there is no sign indi-
cating a way to exit Talbot Street near 
the bridge.

For example, there is “no signage” 
indicating that Ann Street is “the last 
exit point prior to the bridge.” Picca-
dilly Street is one block further north 
and the very last street before the 
bridge. 

“However, a portion of Piccadilly is 
a one-way in the opposite direction 
and there is no exit for drivers to use,” 
she said.

Park also said Google Maps could 
be improved because Google doesn’t 
indicate there is a low bridge.

Some citizens have come up with 
presumably failsafe proposals to 
warn truckers.

John Hogg, a retired high school 
auto shop instructor, suggested at a 
recent public meeting on the city’s 
future that a cable could be strung 
across the road prior to the bridge 
with a light metal sign.

The sign would do double-du-
ty, featuring characters from Lon-
don’s colourful past, such as Peg Leg 
Brown, a notorious criminal, or Slip-
pery the Seal, a seal which escaped 
from an animal park in the 1950s.

“So if a trucker went into it, he 
would obviously hear these things 
scraping, would stop, and he could 
back out and get out of there, rather 
than tearing his truck all apart,” Hogg 
reasoned.

Gary Manley, a retired Ford Mo-
tor supervisor, suggested a high-tech 
warning.

This would be a swing bar. When 
a vehicle touches it the bar would 
swing away and trigger an electrical 
warning sign.

“It would be easy to operate be-
cause it would just click on an electric 
switch which would go to a light-up 
sign at the height of a cab of a truck 
and saying ‘Stop’ and then give a 
message why – ‘You’re too high, low 
bridge ahead’ – something like that,” 
he said. The city’s MacRae was wary 
of these unconventional warnings. 

“There are not standard road 
designs for that kind of stuff,” he 
said. “You’d have to make sure it was 
designed properly, right? I wouldn’t 
want to risk having something above 
the roadway that would be hit by a 
truck and then potentially fall or get 
dislocated or hit another vehicle or 
hit a pedestrian.”

MacRae suggested most of the 
crashes have involved rented cube 
trucks used by local university stu-
dents for moving purposes.

“They’re not your professional 
truck drivers,” he said.

Yet a dairy delivery truck from To-
ronto crashed into the bridge  

Apr. 30 and accident images show 
tractor-trailers that have plowed into 
the overpass.

Councillor Park, who said she’s 

“begun the initial conversations with 
staff to discuss future options,” also 
suggested there’s a point where com-
mon sense should come into play.

“My late father was a truck driver 
and he would express his frustration 
with his fellow drivers who ignored 
signs that advised what the clearance 
of underpasses were, and felt the 
onus was on the driver to read warn-
ing signs and to be aware of the size 
of their vehicle and trailer.”  

My late father was a truck driver and he 
would express his frustration with his 
fellow drivers who ignored signs.”
Tanya Park, London city councillor

“
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of growth is more moderate than 
what we were expecting, because of 
these one-time events. We think that 
it will pick up some momentum in 
the second half of the year.”

While Gomes said Canada’s eco-
nomic growth has been “somewhat 
disappointing,” he also said we may 
be able to ride the coattails of a 
strengthening US economy.

“The financial shape of US house-
holds is probably the best it’s been 
in several decades,” Gomes, who 
will be giving an economic over-
view at the Surface Transportation 
Summit Oct. 14, pointed out. “While 
growth may be a little bit weaker 
than we were expecting the funda-

mental backdrop remains very, very 
positive. In fact, if you look at inter-
est rates, not only here, but global-
ly, they are very, very low. Central 
banks around the world continue to 
have very loose and stimulative poli-
cies. That leads to very supportive 
financial conditions, which is really 
the key driver of economic growth. 
It’s only really when you get finan-
cial conditions becoming signifi-
cantly tightened that you have cause 
for concern.”

Gomes, whose outlook on the 
economy tends to be relatively 
optimistic – and accurate – may 
not be concerned, but how are 
truckers doing on the front lines? It 
depends who you ask, of course, and 
when Truck News went asking, we 
heard the full range of responses. 
They varied widely depending on 
geographic region, commodities 
hauled and size of the organization. 
We heard that for the first time this 
year since the Great Recession, 
there has been a noticeable summer 
slowdown. We heard freight has all 
but disappeared in certain segments. 
And we heard business is great, 
which is a rarely heard admission in 
this business – even when it’s true.

Bill Cameron, owner of small On-
tario-based f latdeck carrier Parks 
Transportation, said freight is still 
available, but has become less pre-
dictable than it once was.

“I’ve noticed that customers are 
waiting until the last minute to pull 
the trigger on taking a load,” Cam-
eron said. “They don’t want it in-
voiced to them until they know it’s 
going to turn right around and leave 
again. This is with both f latbed and 
the food product we move in dry 
vans. Also, we’re taking more build-
ing material loads that are only three 
quarters full. Pre-recession in 2008, 
they might take what they needed 
for a particular job and then fill up 
the truck with whatever additional 
inventory they normally sold. Now, 
they don’t want to inventory any-
thing. There seems to be no predict-
ability of who, among our regular 
customers, will want their loads or 
when.”

However, just after providing that 
response, Parks Transportation re-
ceived a significant order for freight.

“This is the ‘wave pattern’ we’ve 
been riding since 2009,” Cameron 
said.

The picture is grimmer for owner/
operators, especially in hard-hit Al-
berta, where stubbornly low oil pric-
es and the arrival of a new govern-
ment have changed the face of the 
province.

“We would not be buying a truck 
in today’s environment,” said Greg 
Decker, owner of Triple Decker 
Transport, with a truck leased to 
Mullen Group. “We are suffering 
from an extreme downturn in freight 
volumes, with rates down up to 25% 
and no fuel surcharge on many or-
ders. We are hauling machines on 
six axles that used to be exclusive 
to seven axles. Our permit costs are 
up accordingly, due to weight. It’s 
no fun right now to own a truck. We 
missed the minimum money to pay 
the bills last month by 30%. This 
month has the possibility of hit-
ting the minimum – if there is a load 

Fundamentals still sound, 
says Scotiabank’s Gomes
Continued from page 1
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waiting for me in Texas on Monday. 
If not, we will miss by 30% again this 
month.”

Fortunately for Decker, the load 
was there, though it was headed to 
the yard to sit for three weeks before 
its final delivery. 

The scene has been equally 
challenging for Canada’s publicly 
traded carriers. TransForce, the 
largest of them all, reduced its 
guidance in late July after a softer-
than-expected first half, thanks to 
major volume declines in Alberta 
and the lack of a manufacturing 
resurgence in Ontario that was 
hoped for in light of a weakening 
loonie.

“The economy in Canada has 
contracted since the beginning of 

this year and the reduced business 
activity in the oilpatch has had more 
far-reaching impacts than originally 
anticipated,” chairman, president 
and CEO Alain Bedard said during 
an earnings call with analysts. 
“When we were making our plan in 
September-October of 2014, we never 
anticipated the backlash of this oil 
situation that affected so much in 
Alberta, Saskatchewan and also had 
some ripple effect in Ontario. With 
the 75-78 cent Canadian dollar, we 
thought that if this happens, the 
Ontario – and to a certain degree, 
maybe Quebec – manufacturing base 
should get a boost. We had major 
issues in Alberta and Saskatchewan 
and we didn’t get that benefit in 
Ontario.”

Bedard said the situation in Alber-
ta is “really bad and I think it’s going 
to get worse.”

He still hopes for a manufacturing 
resurgence in Ontario but said he’s 
not counting on it.“In theory, with 
the Canadian dollar being at 75 
cents, we should start to see things 
start moving in Ontario, but we 
haven’t seen it,” he said. 

“My guys think it’s going to 
happen but we haven’t seen it. The 
Canadian economy is not moving at 
all.”

At Mullen Group, a company pri-
marily focused on the oilfield servic-
es segment, things were much worse, 
with net profit plummeting 96.5% in 

the second quarter. For Mullen, its 
trucking and logistics segment was 
its saviour in the first half of 2015. 
This is the segment in which the 
company will be looking to invest 
its capital and to grow, according to 
Murray Mullen, chairman and CEO 
of Mullen Group.

“We are always looking at acquisi-
tions to augment our growth, but we 
do not do acquisitions for growth, we 
do them because they are strategic, 
and because they meet our financial 
thresholds. Trucking and logistics 
is our favourite area of focus at this 
time,” Mullen said.

Economic uncertainty, however, 
seems to have dampened mergers 
and acquisitions activity through 
the first half of 2015. It’s possible 

the major buyers, TransForce 
and Mullen, are still digesting 
their large acquisitions from last 
year (Contrans and Gardewine 
Group, respectively), but in a low 
interest rate environment, industry 
observers are surprised there hasn’t 
been more movement.

“Frankly, I was expecting a lot 
more (M&A activity),” Roger Poirier, 
managing director, invesment bank-
ing with Cormark Securities, told 
Truck News, noting the lack of activ-
ity could be due in part to segments 
that are underperforming. “I would 
say that people were expecting EBIT-
DA, for the most part, to be better 
than it is.” 

One of the biggest variables affect-
ing trucking companies and owner/
operators is the value of the Cana-
dian dollar. It was at about 76 cents 
versus the US greenback in early Au-
gust, its lowest level since 2004. This 
is a two-sided coin for trucking com-
panies; some can bill US-based cus-
tomers in US dollars, benefiting their 
bottom line. But all must pay more 
for equipment, which can prohib-
it growth – especially for those who 
can’t bill out receivables in US cur-
rency.

Gomes told Truck News Scotiabank 
just downgraded its outlook for the 
Canadian dollar, which could mean 
further increases to new equipment 
prices.

“We think it’s likely to ease off be-

low 75 cents in the coming months,” 
Gomes said of the value of the loo-
nie, relative to the US dollar. The po-
tential benefit of a cheap loonie is 
that manufacturing in Canada be-
comes more attractive.

“That should provide some sup-
port to manufacturing activity,” 
Gomes said of the sinking loonie. 
“That being said, things such as the 
machinery sector will still continue 
to be impacted by slowing demand 
from the oil and gas sector. We esti-
mate that demand from the oil and 
gas sector to oil and gas machinery is 
down, probably something in the or-
der of about 30%.”

While growth may be a little bit weaker 
than we were expecting, the fundamental 
backdrop remains very, very positive.”
Carlos Gomes, Scotiabank

“

Still, he remains optimistic a 
strong US economy can mitigate the 
effects of a weaker one in Canada – 
at least for a time.

“I think the key point here is that 
we’ve started to see the US numbers 
get better,” Gomes stressed. “The 
first quarter GDP in the US came in 
at 0.6%. The second quarter, came in 
at 2.3%, a clear step up from where it 
had been. We’re expecting growth in 
excess of 2.5% for the remainder of 
2015 and maybe a small and further 
improvement in 2016. I think that 
would go a long way in providing 
additional support for the Canadian 
manufacturing sector.” 

More trucks than freight available 
on Canada’s spot market
TORONTO, ONTARIO

The TransCore Link Logistics Canadian Spot Market Index saw a big spike in truck avail-
ability in July, building on June’s swell in truck capacity.

Equipment capacity jumped in the month of July, as trucks posted were up 10% from 
last month and 30% year-over-year. The equipment-to-load ratio almost doubled from July 
2014’s 1.89, to 3.71 – a 96% increase in truck capacity. Month-over-month, the ratio in-
creased from 2.53, representing a 47% change.

In addition, TransCore claims the equipment-to-loads ratio is the highest reported since 
2009.

Though load volumes fell to the lowest levels all year in July, it is typical for the summer 
months.

TransCore also claims July also had two fewer shipping days for separate holidays ob-
served in Canada and in the US. Volumes decreased 25% month-over-month, and 32% 
year-over-year.

Cross-border loads exiting Canada went down 20%, and loads entering Canada dropped 
42% year-over-year, while intra-Canada load volumes represented 29% of the total vol-
umes and were down 21% year-over-year. Pub_Burrowes2013_10,125x3,625-D4.pdf   1   2013-12-11   15:30
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Canadian fleets and owner/op-
erators looking to purchase 
new equipment may be in 
for a serious case of sticker 

shock.
New trucks, built and priced by US-

based manufacturers, are becoming 
more expensive in Canada as the loonie 
dives in value to, at press time, about 76 
cents compared to the US greenback. 
That’s the worst it’s been in more than 
a decade and analysts are expecting it 
to decline further.

Just over a year ago, when the loonie 
was worth 89.09 cents US – at that 
time its lowest point in four years – 
Mackie Moving Systems manager of 
fleet services Derek Varley told Truck 
News in an interview that every cent 
the loonie drops adds about $6,750 to 
the cost of a $135,000 truck. His crystal 
ball was working well then, and he had 
just placed an order for new equipment 
to get ahead of a potentially cheaper 
loonie.

“There’s a lot of money to be saved 
with good planning,” Varley told us last 
spring. “It behooves fleet managers 
or owners, whoever is doing purchas-
ing, to understand what may take place 
with the dollar and what is happening 
with the dollar and to work those pro-
jections to your advantage. I’m looking 
three months ahead. There are some 
strong projections that by mid-summer 
it could be back to an 85-cent dollar 
and that’s not going to be a fun time to 
be replacing equipment.”

Most fleets that are in the market for 
new equipment would welcome that 
85-cent dollar about now. New trucks 
in some Canadian markets will now 
cost you more than a single-family 
home or condominium.

One owner/operator we heard from 
went shopping for new iron in Cal-
gary and was told the exchange rate on 
a new truck was 31%. A Volvo VNL780 
was priced at $175,000, resulting in 
monthly payments of about $4,500.

Ontario-based owner/operator 
Shawn Marcil told us he priced out a 
comparable replacement for his cur-
rent tri-axle Western Star, which cost 
him $186,000 in 2013. That same truck 
today costs $230,000.

“And you still have all kinds of 
dumbasses cutting rates,” said an in-
credulous Marcil. “We have guys in 
Sault Ste. Marie that are working for as 
low as $53/hour. They should all have 
to buy new trucks and see how long 
they last.”

Even dump trucks with fewer op-
tions have prices in the window rang-
ing from $200,000 to $213,000 in north-
ern Ontario, Marcil says. 

And guess what? The next round 
of EPA/NHTSA fuel economy stan-
dards for heavy-duty trucks, slated to 
go into effect in 2018, will add another 
US$10,000-$12,000 to the cost of a new 
Class 8 truck.

“The EPA madness has to stop,” Mar-
cil says. “Remember a few years ago 
when a highway tractor was dirt cheap 
compared to a dump truck? I’ve even 

seen tractors with sleepers on the lot 
for $186,000-$200,000 – and they don’t 
even have a body or hydraulics  
on them.”

For Greg Decker, owner of Alberta-
based Triple Decker Transport, the 
decision to buy a truck in 2013 – before 
the precipitous decline of the loonie – 
may have kept him in the business.

“I am oh so glad we bought our truck 
in February 2013,” he told Truck News. 

“It was ordered in September 2012 and 
the exchange rate we had was 1.5%...
The truck price alone was $142,000, 
plus extras. With the exchange rate 
now, the truck would be approximately, 
at a 22% exchange, $176,000 plus an ex-
tra $32,500 for upgrades. The total bill 
today would be approximately $208,500 
– an extra $36,500 difference.”

Decker worries further cost increases 
– driven by the EPA and exacerbated by 
a weak Canadian dollar – could drive 
owner/operators to extinction.

“I see a $250,000 truck being the 
normal price in a few years’ time,” he 
said. “I see a drastic reduction in the 
O/O ranks coming really soon. There 
is no way a young person can save up 
enough money for a down payment on 
a truck anymore. So once the old-tim-
ers retire, the numbers will fall.”

We asked Mike Sharpe, dealer prin-
cipal of Hamilton, Ont.-based East-
gate Truck Centre, if there was any way 
customers could mitigate the effect of 
currency swings, in the absence of any 
crystal balls.

Loonie’s downward spiral 
causing sticker shock

By James Menzies

Up to 20% less rolling resistance than competitors

The 703ZL is a World-Class Premium Drive Tire with cutting-edge 
technology to deliver unmatched fuel efficiency.  The revolutionary 
703ZL is engineered with the latest advanced compounding technol-
ogy, superior tread design and casing construction that offer longer 
treadwear and the lowest rolling resistance in its category.

THERE’S MORE TO
DRIVE TIRES THAN YOU THINK.

“As a dealer, we don’t have any con-
trol over exchange rates,” he noted. “We 
are tied to the OEM process. As regu-

lation and technology costs increased 
over the last 10 years, the strengthen-
ing (Canadian) dollar helped mask the 
rise, and in turn benefited Canadian 
truck purchasers. When the dollar goes 
the other way, the impact is more vis-
ible. However, it can benefit cross-bor-
der receivables in some cases. Canadi-
an-specific operators, unfortunately do 
not see that benefit. We try the best to 
plan based on the current information 
we have – it’s all we can do.” 
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I see a $250,000 
truck being the 
normal price in a 
few years’ time.”
Greg Decker, O/O
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INDIANAPOLIS, INDIANA

Whether it wants one or not, the US 
trucking industry is getting a bit of 
a breather. Capacity utilization has 
dropped to a more normalized 95% 
and the impact of regulatory drag 
on truck capacity has decreased, 
according to Noel Perry, truck and 
transportation expert for industry 
analyst FTR. 

He was speaking during FTR’s re-
cent State of Freight Webinar on Key 
Transportation Issues. However, he 
also said the reduced pressure on 
trucking capacity could be short-lived, 
with as many as 23 regulations still 
on FMCSA’s to-do list, many of which 
could reduce the trucking industry’s 
productivity.

“Right now in mid-2015, because 
freight growth has slowed and be-
cause the FMCSA is in the business 
of studying and writing regulations 
and not publishing new ones, there is 
a reduction in regulatory risk and the 
marketplace is relatively quiet,” Perry 
explained.

However, he noted regulations that 
should come into effect in 2017 – in-
cluding the mandatory use of speed 
limiters and electronic logging devices 
– will require a “substantial amount of 
additional hires.”

“When that happens we get (capaci-
ty) tightness,” Perry said. “The regula-
tory risks are real; just not in 2015 but 
in late 2016 and certainly in 2017.”

Perry said the US is currently short 
about 100,000 drivers, which is “nor-
mal for a recovery” and “something 
the industry handles pretty well.” 
However, he said with the onslaught of 
new productivity-choking regulations 
expected in the next couple years, the 
US could be short as many as 300,000-
400,000 drivers by 2017, which would 
be unprecedented.

Speaking to the economy and US 
manufacturing, Jonathan Starks, di-
rector, transportation analysis with 
FTR, said there’s been a definite slow-
down.

The ISM manufacturing index has 
weakened considerably over the past 
six months, as has industrial produc-
tion. Business investment has slowed 
as well. 

“It may take another three months 
to get business investment going again 
and another three months to get it to 
show up in the freight market, so for 
the next three to six months the freight 
market’s probably going to be a bit 
weaker,” Starks said.

He noted truck loadings have been 
sliding, as have spot market rates, 
which tend to change more quickly in 
response to actual market conditions 
than do contract rates. 

Carriers, however, continue to do 
well financially. Starks said the pub-
licly traded US carriers FTR watches 
closely are doing well, thanks in large 
part to reduced fuel costs. In fact, 
they’re even enjoying profit margins 
better than in 2004, the industry’s last 
heyday.

Driver wages, including benefits, 
have climbed about 15%, Starks noted, 

partially offsetting declining diesel 
prices. 

Asked if we should be bracing for a 
US recession, given the weakening of 
some economic indicators and the fact 
there hasn’t been one in close to seven 
years – the traditional economic cycle 
– Perry said he’s not yet too worried.

“In the last three recoveries we’ve 
gone beyond that seven-year average 
(between recessions), so there’s reason 
to hope we’ll be out sometime in 2017 
or 2018 before the economy weakens,” 
he said. “The bad news is, the glob-

al economy is not healthy. We’re all 
aware of the Greece problems. You’re 
probably aware the Chinese stock 
market is plummeting down 30% and 
headed for more. So there’s a possibil-

Trucking’s getting a breather 
with weakening freight demand

By James Menzies
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canada

ity of a globally induced recession in 
the US beginning sometime next year. 
It’s not something I’d bet on yet, but 
it’s something I’d have in my contin-
gency plans.” 

By James Menzies

TORONTO, ONTARIO 

Don’t think you can stomach another 
recession? Tired of the grind? Ready to 
cash in on a lifetime of hard work? With 
tougher economic times potentially on 
the horizon, more trucking company 
owners may be looking for an exit from 
the industry.

However, few have done the work 

necessary to maximize their monetary 
returns and fewer still have a formal 
exit strategy in place. That’s accord-
ing to Mike McCarron, former owner of 
MSM Transportation and now own-
er of Left Lane Associates, a new firm 
dedicated to monetizing transportation 
companies. 

“Too many people don’t think about 

So, you’re ready to cash in?
 

Continued on page 25
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selling their business,” said McCarron. 
“They don’t plan until they have to and 
then, frankly, they’re leaving millions 
of dollars on the table.”

McCarron said most owners sell due 
to external circumstances he refers to 
as the four Ds: Death, Divorce, Disease 
or Dick partner. When it comes time 
to sell, there’s little that can be done 
about the key numbers – revenue, net 
income, EBITDA, etc. So the objective 
becomes to increase as much as pos-
sible the multiplier a prospective buyer 
will pay for your business.

“The numbers don’t change – the 
numbers are the numbers,” McCar-
ron said. “At that point in time, that’s 
what they are, so worry about getting 
a higher multiplier. That’s what the 
game’s all about. That’s the difference 
between an average deal and a great 
deal. If you get a buyer from a three 
multiplier to a five multiplier, that 
could be worth $2 million. You have to 
reap the rewards of a lifetime of value 
and it’s incredible how many people 
do not plan to monetize their business. 
Turning something into cash is very 
difficult and the one thing you control 
is the multiplier.”

When you’ve decided to put your 
business up for sale, there are several 
things you can do to drive up the mul-
tiplier. For starters, make sure you re-
ally want to sell your business, warns 
Roger Poirier, managing director, in-
vestment banking with Cormark  
Securities. 

“I’ll tell you what the biggest imped-

iment is,” Poirier told Truck News. “It’s 
just making sure that the ownership 
group is actually committed to do-
ing something and they already know 
what their parameters are. Of course, 
make sure your financials are in order, 
make sure all the contracts are easily 
accessible, make sure you’ve got a data 
room – but people can help you with 
that. That’s the kind of stuff we do and 
a whole bunch of other people do. But 
the biggest issue is, you’ll get to a sales 
process and they end up being not 
committed or unsure. And then the 
worst thing about that is you end up 
wasting a lot of peoples’ time and inev-
itably transactions don’t happen. I can 
tell you that has stopped a couple deals 
from happening this year.”

Getting cold feet may be a natural 
part of the selling process, but backing 
out of a deal will make it more difficult 
to sell in the future once you’ve estab-
lished a flaky reputation.

Sellers should have a well-defined 
want list in place before they put their 
company up for sale. For example, do 
you want to include real estate in the 
transaction or keep it and operate a 
lease-back? Do you want yourself, a 
family member or partner, to main-
tain a role within the company once 
the deal is concluded? Those are the 
types of decisions that should be made 
before commencing negotiations, ac-
cording to Poirier.

Selling your business is a lot like 
selling a home, said McCarron. The 
market will determine the range of 
prices within a neighbourhood, but 
by staging your home and giving it 

greater curb appeal you can shift the 
value of your home towards the upper 
end of that market range.

“What changes is where you fit in 
the neighbourhood,” he explained. “If 
you’re a good company and you have 
things like customers on contracts, 
you have owners that the business is 
not overly relying on, you have little 

customer concentration, you’re grow-
ing, you’ve got a customer relation-
ship management system, you’ve got 
documented procedures – you’re going 
to get a higher multiplier than the guy 
that doesn’t have that.”

However, what you need more than 
anything if you expect to appeal to a 
prospective buyer, is profitability. 

“If they’re not EBITDA positive, then 
all they’re going to get is the value of 
the assets,” Poirier said. “Because you 
can’t pay a multiple of nothing.”

One trucking company manager we 
spoke to said too many owners have 
little to show in the way of profits at the 
end of the year, aside from a nice sal-
ary for themselves. Generating a large 
enough profit to enjoy a decent living 
is fine – but it isn’t enough to entice a 

prospective buyer.
While there has been little in the 

way of M&A activity so far this year, 
Poirier said some deals are in the pipe-
line and there remains a solid base of 
interested buyers. Asked what these 
buyers are looking for in a target, Po-
irier said “I don’t think size is as im-
portant as culture. Culture meaning 
operating culture, so safety is critical. 
You’ve got good operating margins, 
good EBITDA margins. Niche markets 
are always worth more. If you’ve got a 
niche business that tends to be more 
defendable, buyers are always inter-
ested in that. I think companies that 
have good EBITDA margins and good 
safety track records (will command 
more) – and lower driver turnover in 
this environment is a really big plus as 
well. If you’re buying a company that 
has a track record of 100% driver turn-
over, which is reasonably common out 
there, you’re buying yourself a world 
of headaches. Lower driver turnover 
equals better corporate culture equals 
easier transition.”

Lastly, when it does come time to 
sell, get help. McCarron’s former com-
pany, MSM Transportation, paid an 
investment banking fee of nearly half 
a million dollars. He said it was worth 
every penny.

“What I’ve learned through the pro-
cess is that you can’t do it alone,” he 
said. “You need a middleman to sell 
your business. Negotiations get per-
sonal and that’s why a lot of deals fail, 
because they get too personal. By the 
time the deal’s done, they hate each 
other.” 

develop a plan and stick to it when selling your company
Continued from page 23

Lower driver 
turnover in this 
environment is a 
really big plus.”
Roger Poirier, Cormark

“

pg 23-25 tn sept v3.indd   25 15-08-10   2:47 PM

http://www.castroldiesel.com


NOTES:

BUILD SCALE:

TRIM AREA:
BLEED:
SAFETY:

JAN Kelley Marketing, its employees and agents (collectively referred to as “JKM”) shall not be held liable for any loss or damage suffered by you, or by any third party, from 
the use of these marketing materials (the “Materials”) if they have been modified, distorted, combined with third party content, or manipulated in whole or in part by any 
party other than JKM. Further, once the proof of the Materials has been approved by you, JKM shall not be liable for any loss or damage suffered by you or any third party 
arising from any alleged or actual defect in the Materials or in any way arising from their reproduction by a party other than JKM.

1/1

10.125"x 15.5"

XXXXX

DOCKET #:

PROOF #: ARTIST: DATE:
CLIENT:

FILE NAME:

AD NUMBER:
RESOLUTION:
COLOURS:

12060

CMYK

PC

300 DPI

01 SS August 7, 2015 3:17 PM
12060_DURON_PCS_P_051_2015_E_Truck News/West

0.25"
0.25"

Now you don’t have to compromise engine protection for fuel economy. DURONTM-E UHP 5W-30  
delivers up to 2x* better wear protection AND 4%** better fuel economy. 

Ready to start saving? See 10 steps for Success When Shifting to a Lower Viscosity Engine Oil  
and find out what it can mean for your bottom line. Visit us at DURON-EUHP5W30.ca

2x* better wear protection AND 4%** better fuel economy.  

Petro-Canada is a Suncor business
TMTrademark of Suncor Energy Inc. Used under licence.

*  Based on results from the Daimler OM 646 LA industry recognized test.

** Fuel economy results are based on the generally accepted and industry recognized SAE J1321 Type II fuel consumption test. Comparison of fuel economy is relative to  
 DURON-E 15W-40, and in combination with TRAXONTM Synthetic 75W-90 (relative to a TRAXON 85W-140) gear oil. Actual results are dependent on external factors 
 including, but not limited to: driving terrain, weather conditions, tire pressure and severity of operating conditions.

THERE’S ONLY 

TO GET IMPROVED FUEL ECONOMY  
AND ENGINE PROTECTION IN A 5W-30.

Petro-Canada.indd   1 15-08-08   10:56 AM

http://duron-euhp5w30.ca


 

Autumn is the season of heavy 
scarves, leaves changing co-
lour, and pumpkin-flavoured 
everything. But for the truck-

ing world, autumn is convoy season. 
Across the country, fleets and their 

drivers start up their big rigs for a mul-
titude of good causes beginning in Sep-
tember. Many of the truck convoys are in 
support of the Special Olympics’ provin-
cial chapters, while others are to raise 
money for cancer awareness.

Truck News has put together a list of 
some of the high-profile convoys hap-
pening across Canada this coming fall, 
and chances are you’ll be near one. 

•
On Sept. 12, Special Olympics Saskatch-
ewan is once again participating in the 
World’s Largest Truck Convoy, an inter-
national celebration of the transport in-
dustry to raise funds and awareness for 
special athletes. Truck drivers through-
out participating provinces and states 
across North America do the convoy to 
support those with intellectual disabili-
ties. This year the convoy in Saskatch-
ewan travels a total of 248 kilometres – 
from Saskatoon to Regina with a stop to 
pick up extra truckers in Chamberlain. 

Chelsea Fidler, the director of market-
ing and development at Special Olympics 
Saskatchewan said the day is one that  

everyone looks forward to. 
“We have a lot of passionate truckers 

that have been involved in the convoy 
forever and they all really enjoy being a 
part of it and a lot of them will bring fam-
ily along with them,” she said. 

She added that the truckers take off 
from Saskatoon at around 8:15 in the 
morning and get to Regina by noon in 
time for a celebratory BBQ. This year, the 
province is shaking things up and treat-
ing drivers to a pancake breakfast before 
they start up their trucks the morning of 
the convoy. Fidler said the goal for this 
year’s convoy would be around the same 
amount the organization raised last year 
– $40,000. 

•
Manitoba is also participating in the 
World’s Largest Truck Convoy in support 
of the province’s Special Olympics on 
Sept. 12. Steven Dreger, the manager of 
communications and media relations at 
Special Olympics Manitoba said this year 
the focus is to keep it growing. 

“Our goal is always to keep growing 
and last year we had 190 trucks and that 
was a terrific number so it’s going to be 
a hard thing to beat,” he said. “We have 
grown in numbers over the years, so we 
always hope to gain a few more trucks 

Convoy countdown
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each year. I think we can do it because 
we have a great committee and a really 
amazing trucking community.”

Dreger added that the truck drivers re-
ally enjoy the day because it’s a chance to 
catch up with old friends. 

“The truckers really enjoy the truck 
convoy because it’s a day where the 
whole industry gets together, and a lot of 
the guys only see each other once a year 
and its at the convoy,” he said.  

Last year, the convoy raised $60,000 for 
the province’s Special Olympics. 

“That is amazing,” Dreger said of the 
money raised last year. “Coming from 
Special Olympics staff in Manitoba, the 
money raised is an awesome bonus for 
our organization. We provide sporting 
opportunities for over 1,600 athletes so 
that money goes a long way to provid-
ing travelling opportunities and equip-
ment and booking facilities for all differ-
ent sports that we provide, so whatever is 
raised is really great for us.” 

Dreger said the Manitoba convoy is 
special because athletes themselves get 
involved in the truck convoy. “The ath-
letes really enjoy going to the event too,” 
he said. “We love it when our athletes 
come out to our fundraising events, they 
also really enjoy the day. Some athletes 
even sit in with the drivers.” 

•
On the East Coast, Nova Scotia is once 
again trying to hit capacity with the 
number of trucks registered for the 
World’s Largest Convoy. Last year the 
event saw 152 trucks and raised $70,000 
in support of Special Olympics Nova Sco-
tia. This year, the event is slotted for Sept. 
19 and is expected to see the same sort of 
results. Anne Marie Shannon, director, 
events and communications for the Spe-
cial Olympics Nova Scotia, said partici-
pation is already almost at the halfway 
point with 81 trucks registered. 

“We’re capped at 150 trucks because 
of the route that we choose, so we’ve got 
a lot of officers coming to do traffic patrol 
along the route, too” she explained. 

The convoy begins at DND Shearwa-
ter, moves into Dartmouth, Cole Har-
bour, and Eastern Passage. The con-
voy ends when the trucks circle back to 
Shearwater.

“We’ve considered changing the route 
but the folks seem to love it,” she said. 
“They line the streets for it. So they come 
to expect it. The community seems to re-
ally rally around it. So we’re hoping for 
150 trucks this year again.”

The monetary goal for the convoy this 
year has been raised a bit to $75,000, 
which shouldn’t be too hard for the prov-
ince that really goes all out for the event. 

Back by popular demand is Ice Road 
Trucker celebrity Alex Debogorski – he is 
one again going to be the convoy mar-
shal. He will also be doing meet and 
greets with interested patrons. 

“We have a new entertainment piece 
as well – Charlie A’Court,” added Shan-
non. “He’s five-time ECMA award winner 
and he is going to come perform.” 

In addition, Shannon explained the 
hype of being the lead truck for the day 
also helps ramp up the funds. The truck 
driver who raises the most pledges is 
deemed the lead truck. 

“Last year, the lead truck was from a 
small company out of Truro, N.S., and 
they raised $10,000 in pledges,” she said. 
“Prior to that, we’ve had truckers raise 
$1,500 to be the lead. So it was an emo-
tional day.” 

Special Olympics Nova Scotia also 
refreshed its Web site for the convoy to 
make it easy to navigate and added a new 

tagline for the day.  
“Big Rigs, Big Hearts, Big Results,” said 

Shannon. “We went with that because 
it encompassed a lot of things. Big rigs 
because of the trucks in the convoy. Big 
hearts because of the donors and the 
people who participate. And big results 
being the end result of fundraising.”

Shannon said she is excited for the day 
to arrive.  

“You know honestly, it’s the most fun 
event I do for the Special Olympics,” she 
said. “The spirit is so hard to describe, it’s 
just amazing.”

•
The World’s Largest Truck Convoy in Al-
berta has been pushed back to Oct. 17. 
According to Andi McDonald of the Spe-
cial Olympics Alberta, there will only be 
one convoy in the province this year (in 
year’s past they had two – one in Grand 
Prairie and one in Calgary). 

The convoy will run out of Cal-
gary this year and the Special Olym-
pics team there hopes to raise close to 
$100,000 with 50-100 trucks expected 
to participate this year. 

•
Raising money and awareness for breast 
cancer research is Trucking for a Cure’s 
specialty. The organization holds two 
convoys for the cause in the fall – one in 
Prescott, Ont. and the other in Wood-
stock, Ont. This year’s Prescott convoy 
is slotted for Sept. 19 and according to 
Joanne Mackenzie, the goal is to get 30 
trucks to participate in the event this year 
to raise more than $20,000. 

She added there is a new element to 
the convoy in Prescott this year that will 
make it a community event. 

“What’s new this year is the town is 
getting pinked out,” she said. “So the 
storefronts are pinked out. It’s called the 
Pink Ribbon Storefront Challenge – both 
towns, Prescott and Brockville will be 
taking on the challenge to ‘pink out’ their 
storefronts. They’ve got a week before  
the convoy to prepare and decorate and 
put their ballots in. There’s going to be 
prizes and the townspeople vote on the 
winner.”

In Woodstock, the convoy is a little big-
ger, averaging 80 trucks. This year Mack-

enzie said she hopes to raise $70,000 with 
the convoy that is taking place on Oct. 3.

“It seems like everyone is still on board 
and the drivers seem excited, some of 
the drivers have actually got their pledge 
forms earlier this year which is really 
good,” she said. “We really want more 
people to get involved in the wonderful 
event.” All proceeds raised at the Truck-
ing for a Cure convoys go towards the  
Canadian Breast Cancer Foundation. 

•
The Convoy for Hope – Atlantic that takes 
place in New Brunswick has been sched-
uled for Sept. 19. Last year, the convoy 
had 23 trucks participating and raised 
more than $22,000 for breast, colon, lung 
and prostate cancer education, preven-
tion, research and treatment in the At-
lantic chapter.

•
Details of the Ontario Truck Convoy for 
the Special Olympics have yet to be re-
leased. Patrons interested should go to 
www.truckconvoy.ca where details such 
as date and venue are expected to be 
posted soon. 

convoy season
Continued from page 27
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andatory entry-
level training is 
going to become 
the only topic 
to date that I’ve 
written about in 

this column more than once. In June, I 
e-mailed Ontario’s Transport Minister 
with my concerns that this legislation 
– like the speed limiter law before it – 
seemed to be an invitation-only affair. 
If you don’t have an Ontario Trucking 
Association membership, your opinions 
appear to be unwanted and ignored.

My e-mail was quite clear that I don’t 
hold this opinion because of any feeling 
of disdain towards the OTA. They’re a 
group of businesspeople, most with huge 
business interests. It’s foolish to suggest 
they have no right to use their incredible 
influence to sway policy any way they 
wish to. 

I do have a problem with the way 
they react to any contradiction of their 
collective opinion. This always seems 
to gravitate towards name calling, with 
opponents referred to as ‘law-breakers’ or 
‘environmentally irresponsible.’ 

Healthy debate is how better solutions 
are found. It’s illogical and self-righteous 
to assume there will never be any alter-
native, constructive ideas presented, or 
different variations and improvements 
on the original idea. If anyone’s proposal 
or theory is strong enough, it should sur-
vive debate, maybe even thrive because 

of it. Attempted refusals to allow conflict-
ing opinions just escalates the animos-
ity in this industry. In a free democracy, 
no one group or individual can sensibly 
assume omnipotent superiority over ev-
eryone else. A paid membership-style as-
sociation isn’t, or shouldn’t be, an arm of 
the government.

My issue here is with the Ontario 
Liberals, and the way such legislation 
is again being handled behind closed 
doors. I reminded the Minister that OTA 
member trucks comprise less than 50% 
of Ontario trucks; the rest of us also have 
a wealth of experience and opinions to 
add. 

All citizens have a constitutional right 
to participate, and to be informed. If this 
law is to be a proper and effective piece 
of legislation, which it must be, then it 
deserves full co-operation and partici-
pation from all of the industry, not just 
the vocal minority. With the high level of 
public distrust towards this government, 
any mandatory driver training standard 
would be a better designed law had it 
been constructed during a minority 
government. 

Google ‘mandatory entry-level train-
ing,’ and you’ll come up with nothing, 
beyond the announcement that it’s to be 
addressed. The ministry tells me there’s a 
public session scheduled for September. 
Then why has there been no public 
announcement? Why the mystery? 

Supposedly, 200 hours is the chosen 

course duration. How do you install time 
parameters across the board? Some driv-
ers, with previous equipment experience, 
may not require nearly that much train-
ing. For some, 70 to 100 hours of training 
may be enough. Someone who’s nev-
er even walked around a truck may still 
be far from satisfactory after 200 hours. 
My suggestion is a background experi-
ence check and aptitude test, followed by 
a high school-style curriculum system, 
where three different skill levels deter-
mine the course length. Assign a fixed 
length course to every industry aspect; 
load securement, road rules, mechani-
cal knowledge, etc. Failed a course? Take 
that course semester again, until you’ve 
passed each unit. 

We’ve heard that 24 hours is the 
time chosen to be spent in a manual 
transmission vehicle, which absolutely 
infuriates me. I grew up around farm and 
construction equipment. By my twenties, 
I was familiar and somewhat handy with 
various types of equipment, but I can 
honestly say that 24 hours in a manual 
transmission wouldn’t have been 
enough. However, once proficient, I’ve 
had opportunities to (unwillingly) drive 
automatic/automated trucks. Instruction 
for those, with existing skills, took about 
two minutes. Learn the most difficult 
task first, thoroughly; the easy tasks are 
even simpler then. 

It’s time-consuming trying to commu-
nicate with the government, but they’ve 

responded twice now – by phone, not 
just e-mail – for which I thank them. I 
expressed my concerns. I’m not entire-
ly sure they were heard though. I asked 
for an e-mail address to provide input, 
which was promised, but it hasn’t mate-
rialized yet, so I’ve included what I have, 
for now.

The results of this law will determine 
the people who share our highways, and 
that concerns everybody. Are you happy 
with all the drivers we share roads with 
now? I’m not. In June and July of 2012, 
I wrote columns about driver training 
standards. Now, magically, it’s a pressing 
piece of business. 

Many of you have constructive ideas – 
likely better than mine – and they need 
to be heard – now. Start burying the 
transport ministry with e-mails with 
your experience-based suggestions, and 
ask for inclusion in the process. 

Forward them to your own MPP 
also, but please, only constructive, well 
thought out ideas. You’ll send the cause 
backwards if your e-mail is a poorly 
spelled rant offering nothing construc-
tive, or little more than profanity and 
insults. Constructive debate is in all our 
best interests. The minister’s e-mail ad-
dresses are:  sdelduca.mpp.co@liberal.
ola.org. Also, minister.mto@ontario.ca. 
The parliamentary secretary is paul.har-
bottle@ontario.ca.

I think this issue is more important 
than many people realize. Please, 
get involved, and help make it occur 
properly.  

It’s time to get 
serious about MELT

Bill Cameron and his wife Nancy own and 
operate Parks Transportation, a flatdeck 
trucking company. Bill can be reached at 
williamcameron.bc@gmail.com.
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FUEL DELIVERY

•  Parts inventory for the Petroleum, chemical,  
food grade, propane, & dry bulk tanks

• B620 inspections (V,K,I,P,T,UC,WF) 
• Hose tests and inspections 
• Vapour and Ullage tests and certifications 
• Weld repairs (Steel, Stainless Steel, & Aluminum) 
•  Measurement Canada certified meter  

calibrations. Dave Vanstrien & Blair Noble  
authorized service providers.
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ross-border carriers will 
all be familiar with the 
Compliance, Safety and 
Accountability (CSA) rat-
ings established by the 
US Federal Motor Car-

rier Safety Administration (FMCSA). 
The related scores are based on seven 
BASICs, tracking problems with unsafe 
driving, hours-of-service, driver fit-
ness, controlled substances and alco-
hol, vehicle maintenance, hazardous 
materials, and a crash indicator.

Passing grades allow trucks to 
stay on the road. Poor scores lead 
to sanctions. And while the rating 
system is specific to activities in the 
US, a driver’s bad habits don’t stop at 
the border, either. Left unchecked, 
those habits can lead to fines and 
collisions alike.

The challenges don’t end there. 
With the exception of hazardous 
material data and crash indicators, 
the scores are a matter of public 
record. The data can be reviewed 
by anyone who knows a f leet’s DoT 
number. And it will be difficult to 
secure a new customer who has cause 
to worry about potential delays or 
damaged freight. 

Fleets are often surprised at how 
quickly they can slip outside allow-
able thresholds. Even if they are 
avoiding costly collisions, the small-
er point totals assigned to illegal lane 

changes or failing taillights contin-
ue to accumulate. Every point will 
contribute to the CSA score for 24 
months. New data collected through 
the underlying Safety Measurement 
System (SMS) – which tracks driver 
and vehicle violations during road-
side inspections, crash reports from 
the previous two years, and collision 
results – keeps coming.

The most recent problems also 
have a greater influence on the final 
scores. Violations recorded in the last 
six months are graded three times 
higher than those that occurred 
more than a year ago. Those that 
happen between six months and a 
year ago are scored two times higher 
than the older results. Mix in a few 
serious violations, such as crashes 
that involve injuries or the release of 
hazardous materials, and a f leet is 
quickly in trouble.

The warning letter comes first. A 
full investigation follows if things 
don’t improve.

Regular reviews can help to identi-
fy emerging issues before they attract 
the attention of enforcement teams or 
lead to other unwanted costs. In most 
cases, f leets can get the information 
they need by checking the scores ev-
ery quarter. Those who discover trou-
bling trends may want to review the 
data every month until underlying is-
sues are resolved.

When it comes to vehicle-related 
scores, the three most common 
issues involve brakes, lights and tires, 
according to the FMCSA. An increase 
in these challenges might be cause 
to review the pre-trip and preventive 
maintenance procedures.

The most common source of 
driver-related points come in the 
form of hours-of-service or logbook 
violations, driver qualifications and 
speeding. They are cause to explore 
fatigue management programs, driver 
files, and commitments to defensive 
driving. Hiring strategies will deserve 
attention of their own, to ensure that 
candidates are being assessed for 
everything from attitudes to skills 
behind the wheel.

The Pre-employment Screening 
Program (PSP) gives recruiters a 
chance to review five years of the 
driver’s crash information and three 
years of inspection data. Each is 
updated monthly, so the insight will 
be up to date. Managers can take this 
a step further by getting a driver’s 
consent to regularly review the data 
to ensure that f leet records remain 
accurate.

It’s true that a f leet won’t inher-
it a job candidate’s past violations, 
but bad habits will remain. And any 
points these drivers accumulate 
while on the job will remain on the 
f leet’s record for two years, even after 

someone is fired.
Still, the sources of the unwanted 

scores are not always the driver’s 
fault. It’s why safety-focused f leets 
also consider whether there are 
problems with the underlying 
corporate culture. The problems 
with hours-of-service records could 
be traced to dispatchers who feel 
pressure to move freight at all costs. 
Out-of-service violations might 
involve maintenance teams who are 
failing to complete proper repairs. In 
situations like that, disciplining the 
driver won’t solve the issue.

New business can be a challenge 
of its own. A f leet that secures a new 
customer, for example, may be taking 
a larger number of trips past roadside 
inspection stations, increasing the 
exposure to random inspections. 

Even the number of kilometres 
makes a difference. The CSA scores 
are based on vehicle miles travelled 
per average number of power units. 
Therefore, safety teams will want to 
ensure that their fleets are using up-
dated information, particularly as 
business evolves.It’s just a good idea 
to remember that everyone is keeping 
score.  

Cover all the BASICs 
with CSA scoresbill cowan

This month’s expert is Bill Cowan, senior 
risk services trainer. Bill has served the 
trucking industry for over 35 years as a 
driver, safety manager, driver trainer and 
in loss control and risk management.  
Northbridge Insurance is a leading Canadian 
commercial insurer built on the strength of 
four companies with a longstanding history 
in the marketplace and has been serving the 
trucking industry for more than 60 years. 
You can visit them at www.nbins.com.
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s Canada’s only national 
association representing 
the views and interests 
of private carriers since 
1977, the Private Motor 
Truck Council of Canada, 

its directors and members have been 
working hard to increase the value, 
education and networking opportunities 
available to our members – both current 
and future.

Our annual conference in June has 
long been regarded as one of the best 
educational and networking events in 
the industry, and this past year’s record 
attendance would indicate the word 
is spreading even further. With this in 
mind – and indications being that edu-
cation and networking rank among the 
top values members hope to gain from 
our association – we have been working 
on plans to host more educational sem-
inars throughout the year.  

The first of these seminars will take 
place in Truro, N.S. on Sept. 16. This 
is a joint seminar being held with the 
Trucking Human Resources Sector 
Council Atlantic. This 4.5-hour semi-
nar will include insight from labour 
lawyer Kimberley D. Pochini, who will 
present on understanding our respon-
sibilities as leaders. She will present 
on the complexities of dealing with 
mental illness in the workplace, in-
cluding the applicable legislation, the 
duty to accommodate, an employer’s 

right to medical information, recent 
legal cases as well as available re-
sources for employers. 

Following this seminar will be the top-
ic of Medical Marijuana and the Work-
place, presented by Dr. Barry Kurtzer, a 
physician with more than 30 years of ex-
perience providing occupational health 
programs to employers. 

This session will cover: How Can-
ada’s federal medical marijuana reg-
ulatory changes could impact the 
transportation industry; medical 
qualification to drive issues as per the 
Canadian Council of Motor Transport 
Administrators (CCMTA) and the Ca-
nadian Medical Association (CMA); 
the health benefits and risks of using 
medical marijuana, including the ef-
fect of medical marijuana on driving 
and workplace safety; unique consid-
erations (including case examples) of 
workers in safety-sensitive jobs who 
use medical marijuana; and the game 
plan for employers, including con-
siderations around policy, supervisor 
training, and job physical demands 
analysis/safety impact evaluations. 

Attendance for this seminar is free for 
private fleets, however you must register 
to attend as space is limited. 

The second in our seminar series 
will take place on Oct. 22 in Mississau-
ga, Ont., and will include the aforemen-
tioned medical marijuana seminar, 
again presented by Driver Check and  

Dr. Kurtzer. This event will also include  
a private fleet issues roundtable featur-
ing three prominent private fleet man-
agers. This session will be monitored by 
John G Smith. The cost to attend is only 
$25 for PMTC members, and $100 for 
non-members. 

Our third seminar series will take 
place on Jan. 13 in Mississauga, from 9 
to 11 a.m. At this seminar the Ministry of 
Transportation of Ontario will do an in-
depth presentation and overview on  
Ontario’s CVOR Program. 

Senior MTO officials will also answer 
questions in an open forum at the 
conclusion, and address other topical 
information at the time of the seminar. 
The cost to attend this seminar will also 
be $25 for PMTC members, and $100 for 
non-members. 

The PMTC has also recently an-
nounced two educational scholarship 
programs for members. 

The Young Leaders Education Bur-
sary will provide over $1,300 in funding 
for two eligible PMTC members, starting 
with our 2016 conference. 

The money will fund two of the four 
courses needed for students to com-
plete the PMTC Logistics Management 
Graduate Program, which includes four 
selected courses from the CITT program 
of study. 

Our second recent funding announce-
ment is called the PMTC Professional 
Commercial Motor Vehicle Driver Train-

ing Scholarship. Through a partnership 
with KRTS, we will be able to offer, for 
one qualified PMTC member per year, 
a full PTDI- and TTSAO-certified train-
ing curriculum, which will help a student 
emerge with the skills and confidence 
necessary to enter the professional driv-
ing field with a mandatory entry level of 
training. The cost of the entire training 
program will be funded by the PMTC, 
KRTS and its partners. 

Over the last few months, the 
PMTC has added many value-add-
ed products and services at member-
only discounted rates, to supplement 
some of the value-added services that 
were already in place. 

Some examples are: TTSAO provid-
ing NRCan Smart Driver fuel-efficien-
cy training to PMTC members; MEE 
(Making Eligibility Easier) making its 
online driver profile and eligibility 
program service to PMTC members at 
preferred rates; an OHS insider news-
letter provided to PMTC members at 
significantly reduced rates; PMTC 
online driver’s academy, powered by 
CarriersEdge and KRTS; PMTC mem-
ber pricing for industry-leading on-
line transportation-specific training 
courses; reduced pricing for drug and 
alcohol testing and programs pro-
vided by Driver Check; and a soon-
to-be-announced PMTC nationwide 
driver’s licence verification checks, 
powered by VerX Direct, at special 
PMTC member prices.  

PMTC’s offering more
educational events

A
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Mike Millian is president of the Private Motor 
Truck Council of Canada, the only national 
association that represents the views and 
interests of the private fleet industry. He can 
be reached at trucks@pmtc.ca. 

Mike Millian
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ress 1 if you know the ex-
tension of the person you 
want to speak to. Press 2 if 
nothing on our menu re-
sembles the department 
you are looking for. Press 

3 if you want to travel in a time machine 
circa 30 years ago when you still had the 
ability to pick up the phone and talk to a 
live human being with less than 20 digits.

Who hasn’t at some point wished for 
prompts like that last one? Perhaps tech-
nology has improved our ability to com-
municate quicker, but it’s also meant an 
erosion of interpersonal contact. Ironi-
cally, though, it might not be long before 
some of you who still value doing busi-
ness with a human voice start feeling 
nostalgic for voicemail.

Recently, a major US bank and inter-
national beverage maker eliminated the 
ability of customers to contact the major-
ity of their employees via voicemail. The 
reasons given include cost savings and 
the availability of more efficient means of 
communication; ie. texts and e-mail.

There’s little question in this era texts 
and e-mail are a faster, more efficient, 
means to reach people – my own voice-
mail prompts members to contact me via 
e-mail for faster service. But is the com-
plete elimination of voicemail really the 
right decision if you’re trying to promote 
better communication with a customer? 
When a customer reaches out to you by 
phone are they really asking you to make 
a quick decision on their behalf or are 
they looking for a decision with a person-
al touch? 

The decisions the business commu-
nity makes regarding voicemail not only 
signal a technological evolution in how 
businesses communicate with each oth-
er – no different than the elimination of 
telegraphs and faxes – but an evolution in 
how we as a society value personal inter-
action. Now, don’t get me wrong. I’m all 
for technology and efficiency. Basically, 
signaling to your customer that no one 
will be home when they call just doesn’t 
cut it for me. You may not always want to 
talk to your customer at times, but they 
want to talk to you when they decide they 
are going to dial your number. 

Perhaps some of these companies 
should have experimented with voice-
to-text/e-mail options. It might be costly, 
but I’m guessing it’s a technology that 
could placate a few of us old-school-
ers, where each side gets to deliver and 
receive communication in the man-
ner they’re most comfortable with. 

Ultimately, the main issue for me is 
not which technology choices we make 
as companies, but how we as business-
es value personal contact with our cus-
tomers. Throughout my years of work-
ing with many successful fleet owners 
and suppliers across Canada, how much 
they value personal interaction among 
themselves and their customers is still 
the most common and consistent attri-
bute they all share. The successful own-
ers make it a point to visit their customers 
regularly. The personal connections and 
the value of eye-to-eye meetings contin-
ue to be paramount. These connections 
reinforce to customers they are dealing 
with a person of action who can attend 
to their needs and solve their problems, 
and not another faceless corporation that 
queues up their customers behind the 
cybernetic customer service counter.   

Sure, e-mail and texts can provide you 
with a simple ‘yes’ or ‘no’ answer, but 

seeing or hearing how that answer is de-
livered really tells you the way a company 
feels about the value of its product or ser-
vice, its support for customers, etc. 

OTA, I think, has adapted to evolving 
trends the right way. In many ways it has 
remained ahead of the curve in our in-
dustry by using different technologies to 
communicate important information to 
our membership the best way possible.

When the Ontario economy went 
through its dramatic restructuring start-
ing in 2008, OTA began looking for new 
ways to become more efficient in our 
communications. Skype, webinars, e-
newsletters and video became the most 
efficient ways to deliver messages. 

The use of this technology was a big 
hit with members, but relying exclusive-
ly on this technology long-term presents 

the same potential risks as those faced 
by companies eliminating voicemail - 
the loss of personal contact with mem-
bers. That’s why when we evolve with the 
times we try to do it by respecting our 
members’ needs and level of comfort. 

In 2015, OTA began ramping up more 
open public meetings at our offices. The 
issues varied, but truthfully, most could 
have been addressed over the Internet or 
by survey. But based on the level of atten-
dance at these functions, it was evident 
that members strongly value the abil-
ity to come out and speak their minds 
and listen to the thoughts of their fellow 
trucking managers and executives. This 
is a good thing. OTA will continue to pur-
sue more ways to create personal inter-
action between members and staff. Look 
for more forums where members can get 

involved in policy development, learn-
ing best practices, and being informed on 
new compliance and enforcement prac-
tices in our sector.  

These forums and other events will 
also continue to create new network-
ing opportunities for members. OTA’s 
Car and Bike Rally in September and the 
Executive Convention in November are 
two excellent upcoming opportunities to 
build lasting business and personal re-
lationships, improve your business and, 
most importantly, have fun and simply 
enjoy the industry you belong to. 

OTA is an organization is worth your 
time. And when you’re a member, there’s 
always a real person here to answer your 
call. Plus, you can leave any one of us as 
many voicemails as you like! At least as 
long as phones still exist. 

Maintaining a 
personal connection

Steve Laskowski is senior vice-president of 
the Canadian Trucking Alliance and Ontario 
Trucking Association. He has been involved 
in various files including environmental and 
cross-border matters, domestic and interna-
tional taxation of trucking activities and 
intermodal relations. 
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’m getting restless. Not be-
cause I’ve yet to pull the trig-
ger on an APU. But I have 
found a solution that works 
perfectly. 

It’s so simple I wish I had 
thought of it before. I’ve just stopped 
worrying about the issue entirely. If it’s 
too hot to sleep, I run the truck. If it’s 
nice and cool, I don’t. 

Problem solved.
My restlessness now is due to 

reaching a performance plateau. 
There isn’t much more I can do with 
my business now to improve it. 

I’ve struck a nice balance between 
being out there earning a buck and 
being at home with my family and 
friends and enjoying the fruits of my 
labour. 

I could micro-manage things and 
possibly save a little money here and 
there, but there’s always the danger of 
spending $10 trying to save $5 when 
you start doing that.

So I have a few options available to 
take my business to the next level. I 
could increase the revenue and prof-
its on my current truck by working it 
more, either by running team or us-
ing a part-time driver to drive it while 
I am taking my home time. 

Running team is not an option for 
me, which leaves a part-time driver as 
the only consideration. 

I could also increase my revenue by 
adding another truck or getting my 
own authority and finding my own 
work, both of which I have done in 
the past.

However it’s not that simple. Add-
ing another truck adds a whole lot of 
headaches too. 

First of all, I’d need a truck. I know 
exactly which one I would go for as 
I already have one, but the current 
model is quite a bit more expensive 
than the one I have due to a combina-
tion of increased prices and the dis-
parity between the US and Canadian 
dollars. 

I know the truck would still make 
money – on paper, at least – but I 
would need a driver and good ones 
are thin on the ground. 

Back in Britain, when I ran a small 
f leet, things were different. 

I had been in the industry all my 
working life and as such I knew a lot 
of drivers from working alongside 
them. I knew which of them I want-
ed behind the wheel of my trucks and 
which I didn’t. Over here, it’s differ-
ent. 

I haven’t been around long enough 
to know who’s good and who isn’t. 
I have friends who drive truck, but 
most of them are themselves owner/
operators.

In any case, employing family or 

friends is not a very good idea in my 
experience. Been there, done that. So 
then I’d have to advertise and put the 
word out there. Been there and done 
that, too. 

One guy had the perfect resume, 
many years of experience ending as 
a driver-trainer for a very reputable 
company and a reference from his 
previous employer that could only 
have been better if it had been written 
by his mum, so I snapped him up. I 
now believe that the reference was so 
good because the previous employer 
wanted to make sure I gave him the 
job and took him off their hands. 

This leaves me with the option of 
going out on my own and running 
under my own authority. I’ve done it 
before. 

In fact, in Britain it is the only way 
you can become an owner/operator; 
running on another carrier’s author-
ity and insurance is illegal. 

I’m quite good at sales, I know how 
to pick loads, negotiate a good rate 
and be two or three steps ahead of 
myself when doing so in order to keep 
moving with high-paying loads. 

All the information needed to do so 
is readily available if you know how to 
use the load boards. 

However I would need a trailer and 
a yard to park my truck and trailer. 
I would need to be responsible for 

making sure I get paid in full and on 
time. I’d need a fuel card and every-
thing I had to buy would be a retail 
prices, as I would no longer get f leet 
discounts.

I would still be better off finan-
cially if I did everything right, but 
it wouldn’t take much for circum-
stances beyond my control to throw 
a rather large wrench in the works – 
something as simple as a missed ap-
pointment due to weather, traffic, de-
lays in loading, a breakdown, illness 
or family emergency or even a situa-
tion like I was recently faced with. 

I loaded in Vancouver for deliv-
ery into Calgary and when I loaded I 
phoned the receiver to make a deliv-
ery appointment for the next day. It 
was early afternoon when I was ready 
to roll and the receiver had already 
finished for the day. 

I arrived in Calgary that night and 
took my break. When I started again 
the next day I called the receiver 
again and was informed that they 
were making bookings five days in 
advance. 

With my own trailer I would now be 
stuck with a load for the next week, if 
you included the weekend. 

Yes, I would’ve charged demur-
rage, but I would’ve already had 
my next load or two organized and 
would have to cancel those, which 
could have cost me a penalty charge 
on top of harming my reputation for 
reliability.

None of the above is a factor with 
the carrier I’m leased to now. If I have 
a problem and cannot continue with 
a load, they can easily repower it. If 
a receiver decides they don’t want 
their freight, I just take the trailer to 
the nearest terminal and get another 
trailer. I don’t have to chase my mon-
ey or worry about any of the back of-
fice stuff. 

Considering all this, I suddenly 
don’t feel so restless anymore. 

The only reason I’m in a position to 
move my business forward is because 
of the work I’ve done and the pay-
ments I’ve received from my carrier 
for doing so. 

The grass may well be greener on 
the other side of the fence, but only 
because it has a lot more “fertilizer” 
shovelled on it. 

As soon as I jump the fence it’s go-
ing to be me that’s doing the shovel-
ling and this is something any owner/
operator needs to think about before 
taking the next step – because that 
next step could very easily leave them 
up to the eyeballs in “fertilizer.” 

Taking the business 
to the next level

A fourth generation trucker and trucking 
journalist, Mark Lee uses his 25 years of 
transcontinental trucking in Europe, Asia, 
North Africa and now North America to pro-
vide an alternative view of life on the road.
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’ve written about service ve-
hicle expenses for the past 
two columns and discussed 
the rules for claiming this 
expense. But let’s put this 
all together with some real 

numbers so you can see what this re-
ally means to you.

The big auto makers use 25,000 ki-
lometres a year as their standard al-
lowance in their lease agreements 
so that’s what we’ll use as a baseline. 
We’ll also assume the following an-
nual expenses: insurance; $2,000; 
fuel, $2,400; licence, $120; and main-
tenance, $1,000.

Let’s also assume that what you 
paid for your vehicle equals at least 
the maximum value on your capital 
cost allowance (CCA) schedule – say, 
$30,000. Without getting hung up on 
specific CCA rules, this means you 
have CCA claims of $9,000, $6,300, 
and $4,410 over three years. 

You also have a loan on this vehicle 
and the interest charges on the loan 
balance for these years are $1,500, 
$1,300, and $1,000 respectively.

Now it’s time to calculate the busi-
ness use of the vehicle. But before I 
do, this warrants repeating: commut-
ing from your home to your truck – 
regardless of whether it’s parked at 
the terminal, the mall, your buddy’s 
farm, or a customer’s yard – is consid-
ered personal use, not business.

So thanks to your trusty service ve-
hicle journal you determine that 10% 
of the distance you log is for business 
use. That means you can claim ex-
penses of $1,602, $1,312, and $1,093 
each of these years. If your log shows 
25% business use, your claims are 
$4,005, $3,280 and $2,732.

Multiply these numbers by 30% 
to determine your tax savings and – 
well, it’s not much. Any tax reduction 
is good, of course, but it’s not really 
significant unless you can show 50% 
or more.

Should you lease?
With a lease, the CCA and interest 
disappear and your lease payment is 
claimed instead. The max lease deduc-
tion is $800 per month and your yearly 
expenses are $9,600 in lease payments 
and $5,520 annual expenses. Therefore 
a claim of 10% business use gets you 
$1,512 in expenses for the year while 
25% gets you $3,780.

Inside the numbers
So let’s go inside the numbers on this 
and analyze a 25% expense claim. 

If you drive your vehicle 25,000 ki-
lometres per year, that means 6,250 
kilometres are for your business. Each 
month, you need to show that you 
travel 520 kilometres on trips to the 
bank, your carrier, accountant, repair 
shops, chasing after employees, or 
other valid business trips.

But 520 kilometres a month is a lot 
of travel, even if you get “creative” 
with your service vehicle log. Heck, 
at 60 km/h, that’s 8.5 hours of driving 
each month.

Travel reimbursement
CRA allows another way to calculate a 
service vehicle claim.

If you’re an incorporated owner/op-
erator and an employee of your busi-
ness, CRA allows a reimbursement al-

lowance of 55 cents per kilometre for 
the first 5,000 kms and then 49 cents 
after that. 

We do have some sole proprietor 
owner/operators using this method as 
well, assuming that this is a reason-
able approach and CRA will allow it. 
It can be less work as you do not need 
to keep all of the receipts for your ex-
penses; however, the business use log 
is still an absolute. The business can 
still even claim GST/HST from this 
monthly payment to you.

The concept is simple as each 
month you would show a detailed use 
of your vehicle and then the business 
would write you a cheque for your 
mileage. This allowance or reim-
bursement is tax-free to you while the 

business claims the whole expense. 
If you pay a higher per-kilometre rate 
than what CRA allows, or you just pay 

yourself a set per month allowance, 
the amount becomes taxable to you.

Let’s go back to our 6,250 kilome-
tres per year of business travel using 
these per-kilometre reimbursement 
rates. The business would write you 
cheques totaling $3,362.50 during the 
year. Wow! That’s right in the same 
ballpark, isn’t it?

Every situation is different. An 
owner/operator living in Toronto 
and working with a local carrier will 
log completely different distances of 
business travel compared to someone 
out in the country on RR 2.

The important thing is that you 
properly document and claim your 
travel expense. It’s one of the most 
misunderstood (and abused) deduc-
tions that CRA sees – and one of the 
first an auditor will look for. 

Where the rubber 
hits the road
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Scott Taylor is vice president of TFS Group, 
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turn preparation, and other business servic-
es for owner/operators. Learn more at  
www.tfsgroup.com or call 800-461-5970 to 
become a client.

The important 
thing is that 
you properly 
document and 
claim your travel 
expense.
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Trucks, cars, pickups, fork lift, mining, 
graders, quarries, lawn & garden, 
ATV and off-road:

We strive to give you the greatest quality of service
and products, through our commitment to our

customers and never settling for good enough.

Barrie .............................................................................................705.737.1345
Belleville ...............................................................................613.966.7798
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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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1-866-6BENSON
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his past July I was do-
ing my regular gig, a 
rounder from our ter-
minal in southwestern 
Ontario up to Winnipeg 
and back. 

It was my first week back after two 
weeks of vacation and the first leg 
went off without a hitch.

 It was good to be back in the saddle 
again cruising through Northern On-
tario on a beautiful weekend. 

That Monday morning I hooked 
on to my wagon heading down to the 
Twin Cities from Winnipeg and my 
first break was in Fargo to grab a cup 
of coffee. 

I got back on the road now heading 
east into Minnesota on I-94 and that’s 
when the “tinkling” sound started.

Had I picked up some debris off the 
highway, which might be stuck to my 
grille or front axle? I played with the 
throttle a little; definitely not engine-
related. 

No vibration through the steering 
wheel, no play in the steers, no pull-
ing to the left or right. 

Tapped the brakes. 
Nope, the sound remained con-

stant. 
Adjusted my mirrors to check all 

my drives. 
Nope – besides I’d just done a walk-

around a few minutes before and all 
was good. 

I opened my windows all the way 
and couldn’t hear anything unusual 
over the howl of the wind, but as soon 
as I closed the windows there it was 
again. 

Damn, it sounded like it was com-
ing from behind the dash. 

So I started banging on the dash-
board as if I could beat the sound out 
of it. 

Nothing. 
That tinkling, whistling, rattling 

sound was still there and it was driv-
ing me nuts.

Enough was enough. 
Next exit, I was ready to hit the 

shoulder of the off-ramp and pop the 
hood to see what was up. 

That’s when I felt the breeze on my 
arm and it hit me.

 I’d left the top bunk windows in 
the sleeper open. I started laughing at 
myself. 

Coming south on I-29 into Fargo 
I had had a tailwind all the way so 
there was no whistle from the win-
dows, but as soon as I started heading 
east on I-94 after grabbing my coffee, 
that tailwind was now a crosswind so 
the tinkling, rattling and whistling 
began. 

And I was hearing it through the 
dash because the Cascadia I drive has 
vents for the upper bunk right in front 
of the bunk window.

 It was like listening to your par-
ents’ conversation in the kitchen 
through the heating duct in your bed-
room when you were a kid.

If truck drivers share anything in 
common, it is the fact that we are all 
in tune with our ride in a way that 
normal people think is somewhere 
between eccentric and downright 
weird. 

As soon as we hear something out 
of the ordinary, smell something out 
of the ordinary, feel something out of 
the ordinary, or see something out of 

the ordinary, it sets us on high alert 
and we have to have an answer to put 
our minds at rest.

It’s this attention to detail that sep-
arates us from other drivers on the 
road.

 It’s a quality that extends outside 
of the cab. 

It’s that whisper of wet, salted pave-
ment at night that suddenly goes qui-
et and you know you’re now on black 
ice even though the appearance of 
the pavement hasn’t changed. 

It’s driving on that winding moun-
tain road on a foggy late winter morn-
ing and noticing that the snow on 
your shoulder is freshly plowed but 
the other shoulder isn’t, so you know 
that grader or plow is just ahead of 

you working the shoulder even before 
you see it. 

It’s seeing the crosswind at the tree 
break before it hits you, or preparing 
for the ice on that shaded corner be-
fore you reach it. 

It’s knowing there are two more 
deer about to follow that first one out 
of the bush. 

That’s trucking, isn’t it? 
To be always prepared for the un-

expected and play it out in your mind 
ahead of time even though you may 
have been down that road a thousand 
times.

Finally, a shout-out to the officers 
working out of the OPP detachment in 
Wawa, Ont. 

I go through there every week and 

on the Saturday prior to Christmas 
last year I was stopped at their RIDE 
check where I was recognized from 
my picture that appears next to this 
column. 

As we chatted, the officer asked me 
to remind everyone to turn on their 
headlights day or night. 

Well, wouldn’t you know I pulled 
up to another RIDE check in Wawa 
this past July and that same officer 
said with a smile, “There are still a 
lot of drivers running around up here 
with no lights on.”

One of the tenets of defensive driv-
ing is: Make sure they see you. 

So let’s all show our emergency re-
sponders some respect and turn on 
those headlights. 

Being in tune with
your ride

T
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Al Goodhall has been a professional long-
haul driver since 1998. He shares his 
experiences via his ‘Over the Road’ blog 
at http://truckingacrosscanada.blogspot.
com. You can also follow him on Twitter 
at @Al_Goodhall.

AL GOODHALL
Over the Road

ON OCTOBER 14th 2015, PLEASE PLAN ON 
JOINING CANADA’S TOP TRANSPORTATION EXECUTIVES 

FOR A DAY OF EDUCATION & NETWORKING.

THE ECONOMY IN 2016:  Leading economic experts provide their projections  
for the coming year & industry executives outline their strategic response.

THE VIEW FROM THE TOP:  The transportation executive’s perspective on the 
major trends driving transportation in 2016 and beyond.

SHIPPER-CARRIER ROUNDTABLE:  How should shippers and carriers react 
to the challenges shaping the transportation industry? Leading shippers and 
carriers participate in a frank and open discussion.

THE FUTURE OF RETAIL DISTRIBUTION IN CANADA: E-commerce, omni-
channel distribution, smart apps, same-day delivery are all  profoundly changing 
the way retailers do business and impacting every facet of logistics and 
transportation. How should transportation professionals adapt?

CARRIER BENCHMARKING: Do you know how your company stacks up against 
the competition on key variables such as cost per mile & revenue per mile? How 
to find out without breaking competition laws.

BEST PRACTICES IN MERGERS & ACQUISITIONS: Hear from the experts on the 
best way to go about buying a trucking company, freight broker or full service 
logistics provider.

SHIPPER & CARRIER SCORECARDS: Straight talk on the metrics and measure-
ment tools used to see how shipper and carrier goals and expectations align 
with each other.

IS OUTSOURCING TO A 3PL THE RIGHT STRATEGY FOR YOUR BUSINESS?: 
Learn what the latest research reveals about 3PL utilization and effectiveness 
and hear first hand from a major shipper who embarked on an exploration and 
evaluation of 3PL services.

We have created an agenda that truly addresses the many 
challenges facing both Shipper and Carrier executives.
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oes lower back pain 
sometimes get on your 
nerves? If you have 
pain that shoots out 
from your lower back, 
travels to your buttock 

and then down the back of one of your 
legs through your thighs and calves, 
you may have sciatica. 

Up to 40% of North Americans, 
mostly men, report having had 
sciatica at least once in their lifetime, 
most commonly between the ages of 
40 and 50. 

Sciatica pain is unpredictable. 
It can f lare up anywhere along 
the sciatic nerve pathway like an 
excruciating electric shock, or feel 
milder, like a steady ache or burning. 

It may cause tingling or muscle 
weakness in the foot on the affected 
side or it may send pain to one part of 
your leg and tingling to another – all 
at the same time.

For some people, the pain from sci-
atica is severe and debilitating. For 
others, it may just be an intermittent 
inconvenience. For some, the pain 
gets worse when sitting; others find 
standing up more painful. 

Some activities that may increase 
the severity of sciatic pain are pro-
longed sitting or standing, or stand-
ing after sitting in a lower position, 
such as standing up after sitting on 
the toilet. Even coughing, sneezing, 
laughing, bending slightly backward, 
or passing a hard bowel movement 

can make the pain worse.
Sciatica is the result of an irritated 

sciatic nerve but usually no specific 
injury triggers the onset of sciatica. 

However, the pain does sometime 
suddenly appear after a person lifts 
something heavy or moves quickly. 
About 90% of sciatica is caused by a 
herniated disc. 

Other common triggers are lum-
bar spinal stenosis (a narrowing of 
the spinal canal in the lower back), 
degenerative disc disease (a break-
down of the discs that cushion the 
space between the vertebrae), spon-
dylosthesis (a condition where one 
vertebra slips forward over another 
one), a ruptured disc (the outer edge 
of a disc ruptures, reducing the disc’s 

shock-absorbency qualities), and pir-
iformis syndrome (the sciatic nerve 
becomes deeply trapped in the piri-
formis buttock muscle). 

Some risk factors for developing 
sciatica are age-related bone 
conditions, such as osteoarthritis 
and fractures caused by osteoporosis. 
Excess weight, especially when 
localized in the abdominal area, 
increases the stress on the spine. 

So does sleeping on a soft, 
unsupportive mattress. 

Any jobs that include twisting your 
back or carrying heavy loads increase 
your risk. 

Since prolonged sitting and a 
sedentary lifestyle are also risk 
factors, driving truck puts you at a 
high risk of developing sciatica. 

Although it’s not always possible 
to prevent sciatica from occurring 
or recurring, acting on the following 
suggestions will help protect your 
back. Exercise regularly to maintain 
your overall health – particularly 
your back’s health. Concentrate on 
your core muscles – the abdominal 
and lower back muscles that are 
essential for maintaining proper 
posture and alignment.  

Maintain proper posture when 
sitting. In your rig, use a lumbar 
support or place a small pillow, rolled 
towel, or a paper towel roll between 
your seat and the small of your back 
to maintain its normal curve. 

Outside your rig, sit in a chair with 
armrests, good lower back support, 
and a swivel base. Always keep your 
knees and hips level. 

Practice good body mechanics. 
When standing for a long time, 
occasionally raise one foot to rest 
on a stool or small box. When lifting 
something heavy, use the muscles in 
your lower extremities to carry the 
weight; move straight up and down, 
keeping your back straight, bending 
only at the knees. Hold the load 
close to your body; avoid lifting and 
twisting at the same time. Get a hand 
if the object is awkward or heavy. 

If you experience sciatica, you can 
probably manage it on your own. 
You’ll heal better if you keep moving. 
Just don’t repeat the action that first 
triggered the pain. 

Even though a day or two of rest 
may temporarily provide some relief, 
your signs and symptoms will worsen 
if you remain inactive longer. 

So, try applying cold packs for the 
first few days (for about 20 minutes 
at a time). After a couple of days, ap-
ply heat, using hot packs, a heat lamp, 
or a heating pad on low. Slow, steady 
stretching may relieve nerve root 
compression (for about 30 seconds 
each time). 

Use pain-relievers like ibuprofen 
and naproxen as necessary. Acupunc-
ture or chiropractic care may also 
help.

Mild sciatica usually goes away 
on its own…eventually. However, 
see your doctor immediately if you 
experience sudden, severe pain in 
your lower back or leg, and numbness 
or muscle weakness in your leg, or if 
the pain appears after a violent injury 
or accident, or if you lose control of 
your bowels or bladder. In very rare 
cases, sciatica indicates more serious 
medical conditions like a blood clot, 
tumour or abscess.

Always remember to watch your 
back and keep on trucking. 

Sciatica: Getting on 
your nerves?

D
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Karen Bowen is a professional health and 
nutrition consultant, and she can be reached 
at karen_bowen@yahoo.com.

KAREN BOWEN

Preventive
Maintenance
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ENGINEERED FOR
SEVERE DUTY PROTECTION

Under today’s trucking conditions, piston temperatures are hitting new highs that can  
lead to oxidation and viscosity increase that compromises an oil’s ability to protect
your engine. You can now protect your engine against Severe Duty conditions with
Delo 400 SD SAE 15W-30. It’s a new kind of oil engineered, using patent pending
technology, to protect engines under Severe Duty conditions.

To know more about Severe Duty visit thisissevereduty.ca 
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By Sonia Straface

BRAMPTON, ONTARIO

The theme at this year’s 17th an-
nual TransCore Link Conference in 
Brampton, Ont. was all about brand-
ing and networking.

Attendees who gathered at the Li-
onhead Golf & Country Club for the 
event were challenged to meet new 
people and collect as many business 
cards as they could during the morn-
ing conference as part of TransCore’s 
effort to get people to connect with 
those outside their network.

And to push the idea of why net-
working is important, TransCore or-
ganized a panel of experts who had 
a “fireside chat” about the power of 
personal branding.

There to moderate the discussion 
was industry veteran, Mike McCar-
ron. McCarron is currently presi-
dent of Left Lane Associates, a firm 
that specializes in the monetizing of 
transport companies. Experts on the 
panel included: Sue Douglas, presi-
dent of SDC Manager Solutions, who 
does HR consulting, internal brand-
ing and is a culture specialist; David 
Kincaid, founder and CEO of Lev-
el5 Strategy Group and brand expert 
whose clients include Harley-David-
son and Petro-Canada; and Roger 
Clarkson, an executive coach whose 
clients include Canadian Tire and 
Walmart.

McCarron said he was passionate 
about the topic because he believes 
that trucking as an industry was be-
hind the times.

“I don’t think we place enough (em-
phasis) on our personal brands and 
I don’t think we work on our per-
sonal brands enough,” he said. “The 
margins are awful and it’s because 
we haven’t adapted as an industry. 
I don’t think people appreciate the 
type of opportunities they are losing 
because they have a weak or non-ex-
istent personal brand.”

What is your personal brand?
To get things going, McCarron asked 
each panelist to define what exactly 
the term “personal brand” meant to 
them.

“It’s just who you are, there’s not 
a science to it – it’s what you do and 
how you act,” said Douglas. “I don’t 
think there is a difference between 
personal and professional brand. 
They should be the same because you 
should be consistent all the time.”

Clarkson agreed with Douglas add-
ing your brand is the impression you 
give others, while Kincaid explained 
your brand is closely tied with your 
reputation.

“The world, the way it works to-
day, it’s no longer a seller’s market, 
it’s a buyer’s market. When I started, 
you could control branding…it was 
a packaged goods brand universe,” 
he said. “Today I no longer have that 
control. We lose the control over how 
the marketplace views you because in 
one shared YouTube clip of you stum-
bling around in a conference or a bad 

Developing 
a personal 
brand

Continued on page 41

“POWER OF PERSONAL BRAND” SURVEY RESULTS

36% 64% 

Do you have a 
personal brand

strategy?
YES NO

30% 
14% 

25% 

84% 

36% 

Do you have a _____ Profile?

13% 
YES

87% 
NO

Do you think a personal branding 
strategy would help

increase your
margins?

90% YES

10% NO

Do you follow 
yourself on 

Google 
Alerts?

TOTAL NUMBER OF RESPONDENTS 69

EXHAUST SYSTEM INSTALLATIONS FOR

ALL MAKES and MODELS

THE TRUCK EXHAUST PLACE

(905) 670-0100   1-800-385-8801
1365 BONHILL RD., MISSISSAUGA  L5T 1M1
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2015 Cummins
Rede� ning Tour Stops

1 6/13 Columbus, IN ★
2 6/15 Dayton, OH
3 6/17 Grand Rapids, MI
4 6/24 Toronto, ON, Canada ★
5 7/8 Chicago, IL
6 7/10 Milwaukee, WI
7 7/14 Minneapolis, MN
8 7/17 Fargo, ND
9 7/21 Winnipeg, MB, Canada
10 7/24 Edmonton, AB, Canada
11 7/27 Vancouver, BC, Canada
12 7/29 Seattle, WA
13 7/31 Portland, OR
14 8/4 Sacramento, CA
15 8/7 Phoenix, AZ
16 8/11 Salt Lake City, UT ★
17 8/14 Denver, CO
18 8/18 Houston, TX
19 8/21 Dallas, TX ★
20 8/25 Orlando, FL
21 8/28 Atlanta, GA
22 9/1 Chattanooga, TN
23 9/3 Nashville, TN
24 9/9 Memphis, TN
25 9/14 St. Louis, MO
26 9/15 Kansas City, MO
27 9/16 Omaha, NE
28 9/19 Englishtown, NJ
29 9/23 Boston, MA
30 9/25 Syracuse, NY
31 9/28 Baltimore, MD
32 9/30 Richmond, VA
33 10/2 Charlotte, NC
34 10/6 Indianapolis, IN

★ Power Stop Location 

Tour schedule is subject to change. 

33

The Future Is Arriving Faster Than Ever.

Cummins is showcasing our industry-leading technology in a major tour across 
North America, stopping in dozens of cities along the way. The Rede� ning Tour 
is your chance to experience in person how Cummins is rede� ning ef� ciency for 
the entire trucking industry and � nd out how our advanced technology can add 
value for your business. The tour includes everything from the current ISX15 to 
the ISB6.7, ADEPT™ dynamic powertrain technology, Connected Diagnostics,™ 
the SmartAdvantage™ Powertrain, Cummins Westport natural gas engines and 
a preview of our 2017 ISX15 and Single Module aftertreatment system.

Follow the tour on Twitter:

For details and the latest 
tour schedule, visit:

©2015 Cummins Inc., Box 3005, Columbus, IN  47202-3005 U.S.A.

Cummins Inc.indd   1 15-07-22   3:25 PM

http://CumminsTour.com
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Tweet, suddenly you lose control. It’s 
your brand and your reputation…a 
brand is your promise to people.”

Branding takes time
Technology has helped people by al-
lowing them to expand their brands 
into the online world. Social media 
has changed the game in terms of 
how someone is viewed online. Even 
a simple Google search can have 
someone determine whether or not 
they want to work with or hire you. 
McCarron brought this up to the pan-
elists and asked them to explain how 
people should begin to manage their 
brand, especially the one they are 
putting online.

Douglas brought up the concept 
of how to add value to your brand by 
fulfilling your promise to the indus-
try.

“If anyone needs something, they 
should see me as a resource – that’s 
the brand I’m trying to propagate,” 
she said.

To do this, Douglas said she uses 
social media regularly to confirm this 
by posting articles that might interest 
her followers and that are relevant to 
the image she wants to uphold.

“I have to say, (I spend at) least an 
hour a day, if not more working on 
my brand, because it’s critical and 
it’s constantly out there,” she said. “I 
get at least 20 new Twitter followers a 
day because I’m constantly propagat-
ing my brand...I’m a resource so they 
expect me to be giving insight by put-
ting them in touch. Every day I have 
to post something on LinkedIn and 
Twitter or I can’t sleep.”

The panelists added that network-
ing within and outside of your indus-
try is important in perpetuating your 
brand, though they fear that most 
people don’t understand what net-
working really is.

“Networking is an over-abused and 
misunderstood word,” said Kincaid. 
“Meeting some people isn’t network-
ing…and networking isn’t going to ev-
ery industry event.”

He said a good rule of thumb is that 
if the event isn’t taking you into a new 
space to meet new people to add val-
ue to your brand, then it isn’t really 
“networking.”

What to do if you have no brand or 
a bad brand
For those who don’t have a brand, 
getting started can be tricky. The 
panelists advised that if you’re look-
ing into building your brand, it’s im-
portant to point out your strengths as 
well as your visions and goals.

“It starts with a purpose, or a goal 
or a vision,” said Kincaid. “It can be 
something tangible like ‘I want to re-
tire at 60’ or ‘I want to help more peo-
ple.’ But without a vision you get up 
every day…and you’re not moving in a 
specific direction.”

“Be true to yourself and don’t com-
mit to something you can’t accom-
plish,” added Douglas on how to get 
started developing your brand. “Don’t 
be afraid of self-promotion. You are a 
product.”

“I try to get people to stop and 
think about themselves,” said Clark-
son. “And we go back and look at their 
career and brainstorm key accom-
plishments and build on that.”

Having no brand and having a bad 

brand are equally offensive because 
you get lost in the industry, claims 
Douglas.

“If people can’t see value with you, 
then you become price comparing and 
you may as well be using RFPs,” she 
said. “Because of my brand, I get 100% 
of my business through referrals…
price does not become a discussion 
factor when you see the value. If you 
have a brand and you are adding value 
then price is not your differentiator.”

However, if you have a bad brand, 
said Kincaid, you’ve got a major issue, 
because now you have to change the 

public’s mind.
“Spending too much time on your 

blog or on Twitter telling people how 
dependable you are, stop doing that,” 
he said. “You’re wasting your money, 
you’re telling the market something 
they don’t believe. You’re wasting  
resources. You need to personally  
fix the ingredients of the service 

you’re selling.”
He added that no matter how bad 

your brand and reputation are within 
the industry, they can be fixed, but it 
won’t be easy.

“Anything is reparable if you put 
in the effort and time and it’s impor-
tant to you,” he said, adding that you 
have to own up to your faults and re-
pair the problem directly to rebrand 
yourself.

And finally, if you work for a com-
pany that has a bad brand, the solu-
tion is simple, according to the pan-
elists.

“Go work somewhere else,” said 
Douglas. “There can’t be a conflict 
between your brand and your com-
pany’s brand. It shades your own 
personal brand …You’ve got to work 
somewhere that aligns with your own 
values.” 

Continued from page 39

BRANDING

Bad brand vs no brand: Which is worse?

Networking is an over-abused and 
misunderstood word. Meeting some 
people isn’t networking.”
David Kincaid, Level5 Strategy Group

“
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SEEKING DRIVERS & OWNER OPERATORS,
drivers for flatbed and reefer, trainees from accredited schools, 
apprentices & licensed mechanics, and on-the-road driver 
trainers. Positions also available out of BC and PQ.
East Coast Premium 
changing from $0.03cpm to $0.04cpm 
Between: (ON, PQ, NB, NS) and 
(NY, PA, NJ, RI, MD, DE, DC, MA, ME, VT, NH, CT)

Introducing: 
Select Mid-West Premium $0.04cpm
Between: (ON, PQ, NB, NS) and 
(Ohio, Michigan, Indiana)

New O/O Pay:  
Open Board $1.13 
Dedicated $1.12

“I feel at home working in the Bulk Division 

at Challenger. It fits my lifestyle. That’s the 

thing about Challenger – they have many 

different divisions that fit different drivers 

and different lifestyles. You  can 

do what’s right for you.  

AtAt Challenger, I have 

definately found what’s 

right for me.”

– Doug, Bulk Driver 

bulk

1.800.334.5142 
fax: 1.888.876.0870  
email: recruiting@challenger.com 
www.challenger.com

enjoy the ride,  we’ll take care of the rest

Consider joining Challenger’s Bulk Division, 
which offers many benefits to its drivers! 
NotNot only will your routes allow you to return home daily, you 
can work weekends if desired and we offer attainable trip 
pay bonuses.  If you want variety, we have other freight and 
year-round work available as a break or change.  The Bulk 
Division offers each driver a dedicated dispatcher and has 
new trucks entering service with 500HP engines and 
18 speed transmissions.  
ContactContact us today to learn more, and find out if the 
Bulk Division is the right fit for you! 

A new pay package 
Benefits starting Day One
A pay rate to match
  experience level
Tuition reimbursement 
  for qualified trainees
Paid orientationPaid orientation

Challenger Offers: 

Challenger Motor Freight.indd   5 15-08-07   2:02 PM

mailto:recruiting@challenger.com
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MISSISSAUGA, ONTARIO

This year’s Fleet Safety Council An-
nual Educational Conference will 
be held at the Centre for Health and 
Safety Innovation (5110 Creekbank 
Road, Mississauga, Ont.) on Oct. 2, 
2015.

This event brings together f leet 
safety professionals from the truck, 
bus, and courier industries as well 
as insurance and many other relat-
ed businesses to discuss the latest in 
driver training, staff development, 
and risk management techniques.

The Annual Educational Confer-
ence is a venue for professionals from 
across Ontario who represent a trans-
portation sector workforce of more 
than 68,500. Organizers say it’s an 
opportunity to connect with industry 
peers while learning valuable safe-
ty-related skills and information that 
can be directly applied to the work-
place.

This year’s conference is in a new 
format, comprised of several speak-
ers in a one-day event at the Cen-
tre for Health and Safety Innovation, 
which is also IHSA’s head office.

Speakers at this year’s event in-
clude:

• Mark Bonner (Ministry of Trans-
portation) – Commercial Motor Vehi-
cle Enforcement/Education

• Mark Murrell and Jane Jazrawy 
(Carriers Edge) – Secrets of the Best 
Fleets to Drive for

• Patsy Marshall (University of 
Guelph) – Personality Dimensions

• Brett Carson (Ontario Provincial 
Police) – Driving as a Task: What are 
the Human Factors?

This is the 50th anniversary of the 
Fleet Safety Council in Ontario. 

For more information, visit  
www.fleetsafetycouncil.com.  

Fleet Safety 
Council 
conference 
details revealed

SAFETY 43

Is hiring  
COMPANY DRIVERS 

Sign on bonus up to 

$ 7000* 
* Certain conditions may apply  

Contact us: 
1-800-267-2000 Ext: 4237 

www.sgt.ca 
jobs@sgt.ca 

Please call Adrian:  (416) 677 – 2636

Driver 
Single 0.46 
Teams 0.60
Local $ 20 / hour 

O/O 
Single $1.23 + FSC 
Teams $1.28 + FSC 
Current FSC 0.16 

    AZ Drivers
  & Owner
Operators 
     RequiReD 

Automotive Dedicated Runs & Reefer FL, TX, CA
Dedicated runs to Alabama and Louisville Ky. 
Steady work year round 
Clean abstract, Driving records & Criminal search 
with minimum 2 years Experience a Must 
Many more incentives

Fuel PROgRAm
 incentives
Please call for details

neW
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For additional information E-mail or Call Kriska Toll Free:

recruiting@kriska.com / 800.461.8000 Ex 5252 / kriskajobs.com

Kriska Recognizes That Experience Goes a Long Way!

"Everyday I get to work with people
who inspire me and make me feel
good about the job that I do".

– JENNIFER DUVAL, KRISKA DRIVER/TRAINER

Kriska, is committed to Employment Equity and encourages applications from women, 
visible minorities, persons with disabilities and aboriginal peoples.

A PROUD
CANADIAN
CARRIER
SINCE 1978

Kriska is a premier provider of asset-based transportation services

PRESCOTT / MISSISSAUGA / LONDON
MONTREAL / BELLEVILLE

Transportation • Logistics • Warehousing

KRISKA: 
ON THE ROAD, ONLINE!
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announcements 45

Great Dane has shaken things up with 
its leadership team.

Rob Ulsh has been promoted to 
vice-president, dealer and interna-
tional sales. He is replacing Chris 
Hammond who was named executive 
vice-president of sales. In his new po-
sition, Ulsh will be leading the compa-
ny’s independent dealer sales network 
(and its sales support teams) in both 
domestic and international markets. 
Prior to accepting this position, he was 
a regional sales manager.

Cyndi Rogers has joined the Great 
Dane team in the newly created posi-
tion of director of marketing commu-
nications. In the new position, Rogers 
will lead a team focused on the com-
pany’s internal and external com-
munications programs. She has more 
than 15 years of marketing communi-
cations experience.

Finally, David Grant has also 
been appointed to a newly created 
role of director, customer experi-
ence management. He will oversee 
development and implementation of 
a company-wide strategy to ensure 
co-ordinated delivery of services and 
information. Before accepting this 
position, Grant was the company’s 
marketing director.

•
Wabco announced it has appointed 
Jon Morrison president for its Americas 
business unit.

He is a 30-year veteran of the global 
transportation industry.

Before accepting the role as presi-
dent, Morrison was president, North 
America for American axle & manu-
facturing, and before that he held the 
position of vice-president, vehicle 
dynamics and controls with Wabco. 
From 2006 to 2014, Morrison was pres-
ident and general manager of Meri-
tor Wabco. Morrison will be based at 
the company’s North American head-
quarters in Rochester Hills, Michigan, 
and will oversee all planning, finance, 
sales, marketing, engineering, prod-
uct development and manufacturing 
activities.

•
If you’ve ever toured the Mack Trucks 
Historical Museum with curator Don 
Schumaker, then you’ve undoubted-
ly left there better informed about the 
history of Mack and the trucking in-
dustry in general.

The passionate museum curator 
was recently awarded the Historian of 
the Industry Award by the American 
Truck Historical Society.

“Don has made significant contri-
butions to protecting and promot-
ing the history of Mack Trucks, and 
we’re proud to see his efforts recog-
nized with the Historian of the Indus-
try Award,” said Stephen Roy, presi-
dent of Mack Trucks North America. 
“Through his decades of service, first 
as an employee and then as curator of 
the museum, Don has been a true am-
bassador for Mack.”

Schumaker joined Mack as a test lab 
mechanic in 1957 and retired from the 
company in 1995. However, after six 
months of retirement he rejoined the 
company to work at the Mack Trucks 
Historical Museum in 1996, becoming 
curator in 2008.

He plans to retire from his current 
role at the end of this year. 

 
 

 
 

OWNER OPERATORS

Ask us about our new leasing program
www.drivetransx.ca     1.877.787.2679

G R O U P  O F  C O M PA N I E S

APPLY NOW AND START YOUR SUCCESS

Start up Costs
No Slow Down
We Have
Miles!

RATES
TEAM

NEW

CANADA ONLY TEAMS $1.18
USA TEAMS $1.20  

Find out about your lanes today!

pg 45 tn sept v3.indd   45 15-08-10   3:22 PM

http://www.drivetransx.ca
http://www.erbgroup.com


ONE CARRIER.
ONE FAMILY.

We are Hyndman, the new face of Celadon in Canada. The 
name might have changed, but the unbeatable driver support, 

Join our growing family today!

800-499-4997
DriveHyndman.com

Celebrated Past. Exciting Future.
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GREENSBORO, NORth caROliNa

Mack Trucks has reached a milestone 
with its GuardDog Connect, recently 
delivering its 25,000th truck equipped 
with the remote diagnostics system.

The truck, a Mack Pinnacle, was de-
livered to Cresson, Texas-based 3 Star 
Daylighting. GuardDog Connect was 
launched in 2014. 

It monitors critical fault codes and 
gives the truck operator an early warn-
ing about issues that could result in 
downtime if gone unnoticed. Mack 
claims the system has reduced diag-
nostic time by up to 70% and repair 
time by 21%.

GuardDog Connect is standard in 
Mack Granite, Pinnacle and Titan 

models as well as the TerraPro concrete 
pumper. The company’s Uptime Cen-
ter in Greensboro, N.C. monitors fault 
codes remotely and then advises the 
operator or owner on the best course of 
action when a problem arises.

“I have used the GuardDog system 
twice so far, and it is very informative 
and keeps you up to date when issues 
arise,” said Aaron Hall, fleet manager for 
3 Star Daylighting, which hauls waste 
water from oilfields in the Barnett Shale. 
“The trucks we used in the past com-
pletely relied on drivers and the infor-
mation they gave me. I love how the On-
eCall customer service reps are friendly 
and willing to help with any issue, rec-
ommending a dealership in the imme-
diate area for servicing the truck.” 

mack reaches GuardDog 
Connect milestone

International lands major truck deal
liSlE, illiNOiS

International has secured a large supply deal with a major leasing company. The company 
says it has reached a deal to provide 9,000 new Class 8 on-highway tractors to a subsid-
iary of Celadon Group. The order will cover deliveries through the end of 2017, according to 
the truck maker. The trucks will primarily be International ProStar and LoneStar tractors 
powered by the Cummins ISX15 engine.

“Customers continue to recognize that the heavy-duty products we are building today are 
among the best we have built in decades, with uptime and fuel economy performance that 
leads the industry,” said Bill Kozek, president, Navistar Truck and Parts. “This customer 
has experienced our new products first-hand and their International models are leading 
the way in fuel economy performance when compared to competitive models.” 

Test
In search of

ExpEriEncEd drivErs

www.wiersmatrucking.com
call recruiting 

1-800-265-2449 ext 4 or 5 Kitchener, Ontario

•  Hiring for flatbed 
and van

•  Clean CVOR
•  Have a valid passport 
or Fast card

•  Willing to travel to 
the Us

    Requires 
Owner Operators
Local Drivers (F/T & P/T) 

& U.S. Drivers

We RequiRe
Clean, reliable tractor
2 yrs. experience
Clean driving record
Good work attitude

Call: 888-772-6542
Fax: 519-827-9279

joe@doyletransportation.ca
www.doyletransportation.ca

We OFFeR
Steady work
Highest rates in the industry
Weekends off
Great work environment

5072 Whitelaw Road, Guelph, Ontario N1H 6J2 • 519-827-0431

           Please call Kara

877-790-1226 ext. 2242www.contransflatbedgroup.com

                  LOOKING FOR 
         U.S. CAPABLE 
    OWNER OPERATORS
            COMPANY DRIVERS&

SIGN ON 
BONUS

US CAPABLE OWNER OPERATORS 
& COMPANY DRIVERS

NEW MILEAGE RATE
OUT OF NORTHERN ONTARIO FOR OO’s

      New

 2015
equipment

NEW ACCOUNTS & STEADY WORK
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YOUNTVILLE, CaLIfOrNIa

It takes more than investments in 
bricks in mortar to expand the capac-
ity and maximize the efficiency of a 
dealer network.

Investments must also be made into 
new processes if dealerships are to 
make the most of their existing space 
and improve their throughput. Fried-
rich Baumann, senior vice-president, 
aftermarket with Daimler Trucks 
North America, said the biggest of 
these investments within the DTNA 
organization is Elite Support. It’s a 
voluntary program that recognizes 
dealers that meet more than 123 per-
formance criteria. Dealers must also 
re-certify each year, meeting continu-
ously tougher standards.

Participating dealers meet each 
year to refine the entry require-
ments and add new criteria. So far, 
179 North American dealers belong 
to the program and they are offering 
an elevated service level to customers 
and achieving some valuable inter-
nal benefits as well.  One of the new 
requirements, added just this year, is 
that Elite Support dealers will soon 
need to be able to provide customers 
with information that will allow them 
to make decisions regarding their 
truck, driver and freight within two 
hours of a service event.

“This is really important for many 
reasons that directly impact the cus-
tomer,” said Catherine Auckland, di-
rector, aftermarket marketing with 
DTNA. “It allows the customer to make 
a decision about the big three (driver, 
truck and load) within two hours and 
enables improved throughput at the 
dealership because every truck’s issue 
is known before it arrives.”

Brad Fauvre, president, Velocity Ve-
hicle Group with 24 locations in Cali-
fornia, Nevada and Arizona, said be-
coming an Elite Support dealer has 
been beneficial in many ways.

“For those of us who have im-
plemented it, it has fundamentally 
changed how we go about the busi-
ness,” Fauvre said during a press 
event. He noted the average turn-
around time at one of Velocity’s loca-
tions was five days before becoming 
an Elite Support dealer; it has been re-
duced to less than three days. Fauvre 
said a sidelined truck costs its owner 
about $1,000 a day in lost revenue.

“If we can save them a couple days, 
it really drives to their bottom line,” he 
said.

Part of the process of becoming cer-
tified involves cleaning and organiz-
ing facilities.

“Tools can clutter and you might 
have a bay that’s used to store jacks 
and other types of tools,” explained 
Rick Reynolds, president and dealer 
principal of Peach State Truck Centers. 
“A dynamic of this program has been 
a lean systems approach. See where 
clutter is, eliminate waste, bring better 
order to our shops. That brings addi-
tional capacity to our shops.”

“My facility is 50 years old,” add-
ed Scott Pharr, president of Western 
Star dealer Piedmont Truck Center in 
Greensboro, N.C. “It took a big effort to 
get it cleaned up. Our people are more 
proud of it today.”

Customers, it turns out, also care 

about a shop’s cleanliness, confirmed 
Ray Hufnagel, president of truck fleet 
Plastic Express. 

“We do care about how clean the 
shop is,” he said. “If you don’t have 
a clean shop, you’re probably not 
running an efficient shop. We walk 
through and look at things.”

Elite Support dealers also aim to 

provide a consistent level of service, 
even for transient customers. A fleet 
based in Edmonton, Alta. should re-
ceive the same quality service at an 
Elite Support dealership in Florida as 
it does at its local shop, dealers claim.

“That’s the beauty of the Elite Sup-
port program; there’s a level of qual-
ity and consistency not only in the way 
customers are treated, but the process 
the truck will follow to get repaired,” 

said Reynolds. 
Fauvre said about 80% of the work 

done at some of his locations is for tran-
sient customers. They don’t get treated 
any differently than locals, he insisted.

“We’ve always seen it as terrific busi-

Dealers, customers benefiting 
from DTNA’s Elite Support
By James Menzies
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BUILD YOUR BUSINESS WITH BISON
A COMPANY THAT VALUES YOUR CONTRIBUTION

1.800.462.4766
drive@bisontransport.com

bisondriving.com
Bison Transport is committed to Employment Equity and Diversity

ness,” he said of transient customers. 
“We have to execute well on all of it.”

Elite Support dealers who took part 
in a panel discussion said becoming 
certified has helped them retain 
technicians, who see their earnings 
increase due to improved efficiencies 
and take more pride in their cleaner, 
better-organized workplace.

And as customers learn about the 
program, some are seeking out Elite 
Support dealers.

“Our customers understand they get 
a higher level of service from an Elite 
Support dealer than they would get 
from a non-Elite Support dealer,” said 
Baumann. 

For Hufnagel, who once changed 
his entire fleet over to Freightliner 
from another brand because a deal-
er refused to cover a clutch job that 
Hufnagel said should’ve been under 
warranty, improvements at the dealer 
level have been critical in helping him 
run his business. “You lose a truck for 
a day, that’s revenue you’ll never re-
place,” he said. 

equipment

if you don’t have a clean shop, you’re 
probably not running an efficient shop. We 
walk through and look at things.”
Ray Hufnagel, Plastic Express

“
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By Jim Bray

DUNTON HOT SPRINGS, COlORaDO

Don’t call Mercedes-Benz’ soon-to-be-
released Metris a mini-van. That’s the 
mostly unspoken but highly evident 
sentiment from Mercedes-Benz, which 
is unleashing its mid-sized alternative 
to the popular Sprinter commercial 
van in October of this year. 

“The target group is really commer-
cial customers,” said Mathias Geisen, 
general manager, product manage-
ment and marketing, for Mercedes-
Benz Vans USA, adding with a smile 
that “We will not keep anyone from 
buying this van, because we’re paid to 
sell cars.” 

Since the Metris is aimed at com-
mercial customers, differences be-
tween it and a consumer van include 
such touches as a more utilitarian in-
terior that’s designed to be cleaned 
easily and which doesn’t include typi-

cal Mercedes luxury touches such as 
leather and higher quality plastics. 
The interior is still typically Mercedes, 
however; if you’re familiar with con-
temporary Mercedes-Benz instrument 
panel and control layouts you’ll be 

right at home with the Metris. 
On a recent press preview of the Me-

tris, we not only got to learn about and 
experience the new commercial van, 
but also got some additional seat time 
and insight into the Sprinter and some 

of its many possible configurations. 
The event included a three-plus 

hour road trip around the southern 
end of the Rocky mountains in Col-
orado, along some fabulous driving 
roads culminating with a luncheon at 
the ski resort of Telluride, at a top-of-
the-world restaurant looking down on 
the village from an elevation of about 
11,000 feet. 

The vans were empty of payload, 
so it isn’t known how spry they’ll be 
when loaded for action, but given how 
the high altitudes and accompanying 
thin air challenged the vehicles’ 
performance, they’ll undoubtedly 
work as advertised. Mostly, anyway; 
I drove back to Durango for the flight 
home in an unladen four cylinder 
Sprinter that had been converted into 
a nifty little dump truck and though 
it drove well empty, I thought it might 
have been better on the hilly sections 
with the V6 diesel and its extra oomph. 
That said, I never had issues keeping 
up with or passing traffic.

The Metris is a rear wheel drive al-
ternative to such other small vans 
such as Ford’s Transit Connect, Nis-
san’s NV200 SV and the RAM C/V 
Tradesman. It’s designed to bridge 
the gap between mini-vans and, well, 
maxi-vans such as the Sprinter. 

“We decided to go for a mid-sized 
van because we think it’s the right size 
to fit into the marketing requirements 
(in North America),” Geisen said. “We 
think this size makes a lot of sense for 
the customer. With the Metris we are 
able to combine the small footprint 
with the capabilities of the large vans 
and we think this segment is really the 
right one, especially when it comes to 
handling – the van offers good payload 
and good cargo capacity (for driving 
in) crowded cities.”

“The important word is garage-
ability,” added Bernie Glaser, vice-
president and managing director of 
Daimler Vans USA. “We talked to cus-
tomers and some…like a small van 
concept that fits into a garage, but 
then complain that it doesn’t hold 
enough of the things they need to put 
in there.” 

Glaser noted that the Metris will fit 
into any parking garage, yet “it brings 
50% more payload than the Ford Tran-
sit Connect. We think we really have 
something here, the right size, the 
right van at the right price.”

While the Metris is new to North 
America, it’s already on sale in oth-
er parts of the world, as the Vito. The 
cargo van comes basically as an emp-
ty shell which can be configured in a 
wide variety of ways to ensure it can 
handle its owners’ tasks.

At least initially, the Metris will be 
available with only one engine choice: 
a four cylinder gas engine adapted for 
towing and “van use” considerations 
from the power plant Mercedes-Benz 
puts into its new C-Class and CLA 
cars. In the Metris it’s rated at 208 hp 
and 258 lb.-ft. of torque, and comes 
mated to a seven-speed automat-
ic transmission with a good manual 
mode that came in very handy on the 
many hilly sections of our test drives. 

No diesel option is on the horizon, 
the Benz officials said, because the gas 
engine, which is tuned to use regular 
fuel, is better suited for an urban van 
that makes lots of starts and stops.

The Metris will be available at first 
only with rear wheel drive, but Glaser 
said a four wheel drive option could be 
offered down the road. 

Metris vans will be sold side-by-side 
with their Sprinter siblings at Mer-
cedes-Benz commercial van dealers. 
Pre-orders are now being taken. 

mercedes shows off its new ‘right-sized’ commercial van

Mercedes-Benz says its new Metris has been right-sized for this market.
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$1.25/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

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

ALL EQUIPMENT MUST PASS COMPANY INSPECTION
MUST HAVE CURRENT ABSTRACTS IN GOOD CONDITION

  Canadian
HIGHWAY WORK

OLDER TRUCK? CAN’T GET HIRED? 
WE NEED YOU!

Based out of Mississauga, Cambridge and Ajax

Now Hiring DAYCABS 
for Local Work

Double-D Transport
      is looking for 
AZ cross border drivers 
1 van\reefer and 1 flatbed driver 

We have a variety of freight from long 
haul to 500 mile radius to regional 
loads, pick your desired destination. 

We have a good benefit package,  
and a great safety bonus program. 

Ask about our salary pay package  
for verified experienced drivers. 

Contact Ron at 
519-865-3543 cell 

519-751-0400 office 
ron@doubledtransport.com

FLATBED OWNER OPERATORS 
ALSO WELCOME

Our team has been serving the transpOrtatiOn industry fOr nearly 50 years!

TANK
“Exclusively Food”

      Please call
1-877-932-TANK (8265) 

or Fax: 613-933-4598

(All miles – Pro Mile Practical)

Company drivers
$.416/miles
$19.00/hour local
Benefits paid By company

mileage rate
$1.20-$1.26

fuel  
Capped @ $ .50/l

We alsO pay
•  local rate $52/hr
•  Backhaul rate @ $100 ea ($50 load/unload)
•  Waiting time and layovers
•  tolls, hVut, Bridge crossings, decals, ifta
•  in house maintenance @ $60/hr,  

parts/tires @ cost
•  cellular phone allowance
•   family Benefits available
•   low cost insurance available
•   Weekly direct deposit
•   simple settlements – no Grey areas

$1,000  
sign on bonus  to new brokers

•  Grade 12 or equivalent, Class A to Z.  
(Pertinent experience as a truck driver may be considered for candidates without Grade 12).

•  Pertinent knowledge of mechanics, availability, knowledge of custom regulations  
& hours of service.

•  Ability to prove preventive driving in order to reduce operational costs.

These positions are located in the Pickering, ON location.
Min. of 2 yrs. experience on the road.
Main tasks: Corridor between Niagara Falls (NY) and the  
Montreal (Qc) area with tri-axles and quad loads.

TRUCK
DRIVERS

Cascades Transport Inc. requires

Please call:  819-363-5804
Apply via Fax or Email: 819-363-5846

karen_le_gresley@cascades.com

We Require
Broker with or without own 53' Reefer Trailer
Reliable late model equipment 2008 and up
Minimum 2 years experience
Positive, professional attitude
Cross border experience
2 Company Drivers

We Offer
Year round work
Paid bi-monthly in 
Canadian and US funds

 OWNER
OPERATORS
 WANTED

For more 
information call 

Ron or Bob 
800-265-3680
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kellacott@laidlawvan.ca / fax: 519.766.0437 / www.laidlawvan.ca

NOW
HIRING!

1.800.263.8267
CALL TOLL FREE

If YOU have a Professional Attitude & a Desire to Succeed

Attention KEN ELLACOTT

Loaded with APU’s & Satellite Radio

Brand New 2016 Trucks are in!

• Operating mainly within a 1200 mi radius of the Toronto area • Home weekly • Satellite 
with In-Cab Scanning • Stable environment • Company Drivers can take their truck home

SEEKING Open Board Company 
Drivers and Owner Operators!

$1.19
$1.16

$1.23

$
.244           

PER EMPTY MILE
ALL AREAS

PER MILE JULY 2015
FUEL SURCHARGE

PER LOADED MILE
ALL OTHER AREAS

PER LOADED MILE
U.S. EASTERN SEABOARD

TANDEM AXLE
OWNER OPERATORS:

COMPANY DRIVER
RATES GUARANTEED:

PER MILE
$.46
TANDEM AXLE

PER MILE$.48
QUAD AXLE

ASK ABOUT OUR PART TIME OPPORTUNITIES!

MARITIME
OWNER OPERATORS

& COMPANY DRIVERS
Call BETH TAYLOR

Toll Free: 1.800.561.9040
for details or fax your resume:

506.633.4731
or e-mail:

mtaylor@laidlawvan.ca
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Cat to bring truck 
production in-house; 
Navistar responds by 
saying it will launch 
new severe-service 
truck of its own

By James Menzies

PEORIA, IllInOIs

Caterpillar and Navistar are 
splitting up, but both manu-
facturers say their future in 
the vocational truck market 

is bright.
Cat announced in late July it plans 

to bring production of its vocation-
al trucks to its own plant in Victoria, 
Texas. Navistar responded almost im-

mediately, announcing it will intro-
duce its own severe-service vocational 
truck in 2016, drawing on “intellectual 

property and technology” developed 
during the partnership.

But Caterpillar truck executives, in 

an interview with Truck News indicat-
ed the split is amicable.

“We’ve been working cooperatively 
for some period of time to reach this 
point. We both walk away with good 
experience from the venture, but we’re 
heading in slightly different directions 
now,” said Chris Chadwick, Caterpil-
lar’s director of the global on-highway 
truck group.

He said he’s not concerned about a 
new competitive product hitting the 
market, even if it is built by a poten-
tially jilted-feeling former partner.

“There are plenty of strong competi-
tors out there, but we believe we are 
well positioned to continue to grow our 
business, and grow our market share 
as we add new products and features to 
the product line,” Chadwick said.

Officials said the company is excited 
about taking over complete produc-
tion of its trucks, and managing that 
process from cradle to grave within 
the Caterpillar organization.

“From the onset that wasn’t the 
main goal,” Ron Schultz, sales and 
product support manager with Cat-
erpillar said of the change. “But as 
we got further into our development 
of the truck and with our customers 
it became evident that for us to take 
this to the next level, it’s a very posi-
tive move for Cat to bring the design 
and manufacturing in-house. We felt 
to take it to the next level, bringing it 
in-house is the right way to go.”

He said there weren’t any produc-
tion-related issues under the previous 
arrangement, but added “With the 
move to Victoria, we have a world-
class facility that produces our ex-
cavators at the highest quality levels 
around the world. So we felt this loca-
tion, from a quality perspective, is the 
right one to choose. Then we coupled 
that with the supply base and the lo-
gistics and it became evident that this 
was the right location to choose.”

The fruits of the joint venture will 
live on, including the bold, stylish 
design of the truck, which will be re-
tained, as well as the CT13 engine, 
which was built upon the Navistar N13 
platform.

Cat also is continuing with plans to 
offer a 15-litre engine later this year. It 
should be remembered that when Cat-
erpillar joined with Navistar to build 
this truck, a 15-litre Navistar engine 
was in development. 

When Navistar shelved that pro-
gram, it left Caterpillar without a 15L 
offering in a market segment that, es-
pecially in Canada, really demands a 
15-litre option.

Dave Schmitz, product manager for 
the on-highway truck group, said the 
plan to introduce a 15L engine lat-
er this year remains in place, but he 
wouldn’t divulge further information.

“We are still on track for that,” he 
said. “We’re not in a position now to 
comment on the 15L.”

With the 15-litre in place, Cater-
pillar feels good about the segment 
coverage it will achieve with its cur-
rent line, which consists of the CT660, 
CT680 and CT681. 

“With our set-forward axle and set-
back axle complete line with a 13- and a 
15-litre product, we feel that will serve 
the needs of all the vocational truck cus-
tomers,” said Schultz. Chadwick added 
Caterpillar will soon be adding a sleeper 
cab to its lineup as well.

The transition to production at Vic-
toria will begin immediately, with 
trucks scheduled to roll off the assem-

Caterpillar ends truck deal with navistar
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bly line there in the first half of next 
year. 

“I think the choice of Victoria is very 
strategic for us,” Chadwick explained. 
“It’s an excellent plant. It’s a facility 
that has gone through a start-up very 
recently and did it in a flawless man-
ner. So it’s got the right infrastructure 
and the right mentality to give us a re-
ally high quality start-up and really to 
replicate the work they did in excava-
tion. We’re extremely excited about 
that choice and very positive about 
what the team down there can bring to 
us as we enter into the truck business 
as a full-line OEM.”

Schultz added bringing production 
in-house also offers Cat the opportu-
nity to better differentiate itself in the 
market.

“We feel our large differentiating 
factor is our dealer network that has 
served these customers so well in the 
construction industry and bringing a 
full line to them from an end-to-end 
Cat product perspective will be our 
key differentiator,” he said. “From a 
product perspective, we see initially 
the product is going to be the same as 
we’re getting today, just built in a Cat 
factory. Over time, we’ll start to see 
our focus is on this transition in the 
short-term. The next 18 months, be-
yond that, we will start to update the 
product with other features and ben-
efits that our customers desire.”

Cat executives wouldn’t reveal how 
production costs or pricing would be 
affected by the change.

“The key perspective of the move is 
(to gain) more control over the manu-
facturing process,” Schmitz said. 

“We have what is called Caterpil-
lar Production Systems in the facil-
ity and it’s something that Caterpillar 
has been working on with machinery 
that has a great reputation for quality 
throughout the world. We want to le-
verage that as much as possible. Just 
gaining control over that whole pro-
cess – we just see so many benefits to 
that,” he added.

“There is a capital investment re-
quired,” Chadwick added. “So, obvi-
ously we have got to make that pay. 
We’ve got more direct control over the 
entire end-to-end business, so I think 
that gives us more ability to directly 
influence the cost and do so in a high-
er-velocity manner.” 

By James Menzies

YOUNTVILLE, CALIFORNIA

Having recently taken a minority 
ownership stake in tech company Zo-
nar, Daimler Trucks North America 
(DTNA) is already making the most 
of that arrangement and transferring 
to Zonar aspects of its telematics of-
ferings.

Detroit Connect’s Visibility Fleet 
Software and On-Board Tablet brands 
will be transferred to Zonar. Visibility 
will now be known as Zonar’s Ground 
Traffic Control f leet tracking system. 
The Tablet will be referred to as Zo-
nar’s 2020 tablet. 

The reorganization won’t affect 
customers, DTNA says.

Meanwhile, DTNA’s Detroit Virtual 
Technician remote diagnostics plat-
form will retain its current branding, 
but Zonar will handle the manage-
ment of subscriptions.

“There’s a significant opportunity 
to gain important insights through 
connectivity to ultimately provide a 
more dynamic customer experience,” 
said Matthew Pfaffenbach, director of 
telematics for DTNA. “Our arrange-
ment with Zonar ultimately strength-
ens our telematics capabilities.” 

DTNA invited Zonar executives to 
attend an aftermarket and telematics-
themed press event here in late July. 
The recent purchase (terms of the 
deal or the percentage of Zonar DTNA 
now owns, haven’t been disclosed) al-
lows Zonar to maintain its autonomy 
and continue providing its services to 
other OEMs. It also allows DTNA to 
bring in-house further telematics ex-
pertise.

“Zonar has always been a valued 
supplier of ours, but there’s some-
thing to be said about having a vested 
interest together,” said Pfaffenbach. 
“While it’s a minority stake, the per-
centage of ownership is not as critical 
as the level of collaboration we have.”

DTNA CEO Martin Daum now sits 
on the Zonar board under the current 
arrangement.

The two companies are already 
working together to develop the 
next generation of Virtual Techni-

cian. Also in the works is a new “Ve-
hicle Connectivity Platform,” which 
Pfaffenbach said will combine an on-
board device with a back office sys-
tem that will “provide a new level of 
connectivity to customers.”

Zonar and Daimler will also work 
together to make remote diagnostics 
more predictive. Brett Brinton, co-
founder, president and CEO of Zonar 
said the company has already done 
prototype tests that can determine, 
for example, when a turbocharger is 
likely to wear out. 

“We can tell when the failure is go-
ing to occur with the DPF system. 
That’s an example of what’s possible 
in the future,” Brinton said.

Currently available today, Virtual 
Technician allows f leets to appropri-
ately respond to fault codes generat-
ed by the engine and aftertreatment 
system. 

About 20% of all fault codes gener-
ated are “driver actionable,” meaning 

the driver can solve the problem on 
his own without taking the truck out 
of service. 

This allows the operator to reduce 
downtime, or when repairs are re-
quired, to expedite the process since 
nearby dealers will be notified in ad-
vance of the issue, giving them time 
to ready a bay and ensure the re-
quired parts are available.

Getting parts to dealers quickly is 
another area of focus for DTNA. It is 
currently running overnight deliv-
ery services in some regions. Parts 
ordered by 4 p.m. are delivered over-
night by dedicated drivers who have 
access to the facility. The parts are in 
the dealership by 5 or 6 a.m. so that 
repairs can begin as soon as the facil-
ity opens.

By the end of this year, more than 
50% of DTNA dealerships will have 
access to overnight parts delivery, 
said Friedrich Baumann, senior vice-
president, aftermarket, DTNA. 

DTNA, Zonar working on next-generation telematics

                O/O pay package  
Base rate per mile: $1.06 (sgl)  $1.10 (tm) 
U.S. premium:         $1.08 (sgl)  $1.14 (tm) 
Utilization Bonus:   $0.05 - $0.08 /mile 
Fuel Rebate:            $0.45/litre 
Safety Bonus / Sign on Bonus / Fuel Bonus 
Plates / Insurance / Tolls / Permits covered 

                Lanes 
   ON-WPG-US single  
   ON-U.S. (IL, IA, MI, OH, PA)  
   Canada Only Teams (ON-WPG) 
              Canada / U.S. Teams  

      C/O Pay Pkg too! 
                

•  All Tolls, Border Crossings  
and Empty Miles paid

• Paid Waiting Time
•  Some Dedicated Lanes  

 still available

AZ O/O’s
WANTED
IMMEDIATELY

Must have minimum 2 years experience
and clean abstracts.

FOR CANADIAN
AND U.S. RUNS

FUEL CAPPED AT 
$0.70 PER LITRE

$1.33/MILE 
(U.S. MILES)

$1.23/MILE 
(CDN MILES)

Contact Recruiting at 905-677-0111
or e-mail info to kimpearce@tbmgroup.ca 
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Ryder’s 
Canadian 
techs shine 
in Top Tech
competition 
ALLENTOWN, PENNSYLVANIA

The top heavy-duty truck technicians 
from Ryder System gathered recently 
at the Mack Customer Center in 
Allentown, Pa. for the 2015 Ryder Top 
Technician Recognition Program.

The program rewards and recogniz-
es the best and brightest maintenance 
technicians. 

This year, four of the top eight per-
formers were Canadians from Ryder’s 
team of more than 5,000 US- and Cana-
da-based technicians.

The competition begins with three 
rounds of challenging written and 
hands-on tests that measure technical 
training qualifications, customer ser-
vice performance and quality work-
manship. 

Eight finalists are then selected to 
travel to the Mack Customer Center for 
the final series of 10 rigorous hands-on 
skill tests, covering everything from ve-
hicle electronics to preventive mainte-
nance.

After all was said and done, Stephen 
Radford of Charlotte, North Carolina 
earned the title of 2015 Top Technician. 
The award came with a cash prize and 
the keys to a 2015 Chevrolet Corvette. 
Darek Mowinski, of Windsor, Ont. and 
Christopher Barnett were named the 
second and third place winners respec-
tively, with each receiving a cash prize. 

The other finalists were:
• David Berdovich of Harvey, Ill.;
• Kenneth Bilyea of London, Ont.;
• Trevor Cox of Bensenville, Ill.;
• Derick Hebert of London, Ont.;
• Neil Smerek of Kitchener, Ont.
All of the finalists will join 2014’s 

Top Tech winner Frederick Morra to 
represent Team Ryder at the 2015 TMC 
SuperTech National Technician Skills 
Competition, beginning Sept. 21 in 
Orlando, Fla. 

Tallman adds 
heavy-haul 
Fontaine trailers
MISSISSAUGA, ONTARIO

Tallman Group has announced it is 
now selling Fontaine heavy-haul trail-
ers at all nine of its locations.

Tallman became Fontaine’s Ontar-
io distributor for platform trailers last 
April.

“We are continuing to see tremen-
dous growth and interest in the Fon-
taine product lineup as it offers our 
customers the opportunity for more 
payload. Now, we are excited to be 
able to offer our customers the Fon-
taine Heavy Haul trailers they have 
been asking for,” says Ray Veeneman, 
manager, business development, Tall-
man Group.  

    Please contact Lindsay Galloway

800-267-2197 ext. 327   I   lgalloway@cooney.ca   I   www.cooney.ca

WE OFFER

• Home EVERY weekend

• Competitive rates

• Modern equipment

• Referral Bonus program

YOU PROVIDE:

• Clean credentials & FAST eligibility

•  A willingness and ability to cross border

• 2 years verifiable experience

•  A commitment to service our customers

Currently offering International positions  
running out of ALL terminals - Montreal, 
Prescott, Ottawa, Kingston, Belleville,  
Toronto and Brantford

Come and join
our team today!

Our Flatbed and Van 
divisions are Expanding!

All new model equipment
Dedicated Trucks
Competitive Wage Packages
Full Benefits Packages
Direct Deposit
24/7 Satellite & Personalized Dispatch
Flexible Home Time
O/O Packages $1.50-1.60/mile
All Expenses Paid by us
All Miles Paid 
Fuel Discount and Fuel Cards
Safety Bonuses
Repair Shop and Fuel on-site

New Graduates Welcome

Company Drivers
and Owner Operators

US Long/Short haUL

Leasing opportunities available

Contact Kamila Mancuso 

800-784-5774 
9:00am-5:00pm ET

kamila@btcexpress.ca
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Durham Truck 
& Equipment 
expands
PETERBOROUGH, ONTARIO

Durham Truck & Equipment an-
nounced recently that is it opening a 
new location in Peterborough, Ont.. 
The new facility is a 10,000 sq.-ft. parts 
and service branch that sits on 4.5 
acres of property.

According to Emily Paterson, vice-
president of operations at Durham 
Truck & Equipment, the increase in 
customer demand in an expanding 
market brought on the need for the 
new location.

“Being local will allow us to better 
serve our existing customer base and 
provide opportunities for growth and 
expansion of our business and that of 
the manufacturers we represent,” she 
said. “From a service perspective we 
were not providing our customers with 
easy access to routine service proce-
dures and repairs.  With six bays avail-
able in Peterborough, the need for a 
more accessible repair facility will be 
satisfied.”

Paterson added that the new loca-
tion will help the company become 
more efficient and serve its customers 
better.

“We didn’t feel we were giving the 
area the attention it deserved,” she 
said. “Where we only made parts de-
liveries twice a day, we were miss-
ing the in between deliveries that a 
local presence would allow.  As well, 
much of the service business was lost 
to competitors or to other repair shops 
leaving our customers without quali-
fied Mack, Volvo and Isuzu solutions 
to their service and parts needs.”

According to the company, the new 
location will have six to eight staff 
members to start, with a nightshift 
role being added in the next six 
months as required.

“Our sales operation will continue 
to be headquartered in Ajax, Ont. until 
such time that we see an increase 
in demand in that area to require 
a full-time sales team,” Paterson 
said. “However, sales support will be 
available at all times.”

As far as driver amenities go, Pat-
erson said the company is renovating 
to include a waiting area with a coffee 
bar and restroom facilities. She add-
ed that as the location expands there 
would be an opportunity to add more 
driver amenities.  

Beaver Truck 
Centre adds new 
Brandon location
BRANDON, MANITOBA 

Beaver Truck Centre has announced it 
will be opening a new location in Bran-
don. The new Volvo dealership will be 
managed by Patrick Southall and Norm 
Verboom, the company announced. 
Southall will serve as operations manag-
er and Verboom will be sales manager.

The recently completed dealership is 
located at the northeast corner of Hwys. 1 
and 10. It features a 16,000 sq.-ft. building 
with 10 service bays, a large open parts 
area and a truck sales department.  

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

OWNER OPERATORS
Currently In Need of

TOLL FREE:

1-866-569-7964

Please call or drop by and speak to our recruiting department for more details. 
1018 Parkinson Rd., Woodstock, Ontario

Visit our website: 
www.keypointcarriers.com

10 REASONS 

We’re the  
Carrier for you:

1.   Lots of Long Haul Miles
2.   Dry Van Freight
3.   Competitive Rate Per Mile
4.   Fuel Surcharge Program
5.   Safety Bonus Program
6.    Paid Plates, Insurance, Fuel Tax, Bridge 

Tolls, Road Tolls, Scales and Faxes

  7.    In-house Discounted Shop Rate
  8.   Weekly Direct Deposit
  9.    Access to Company Fuel Accounts
10.     Personal Communication with  

Dispatch

NEW BUSINESS OPPORTUNITIES FOR: 

Highway O/O’s (Ontario Runs)

GTA based City O/O’s
GTA based Company Drivers

If interested please fax your resume to  
the Safety Department along with a  
Current Abstract, CVOR & Criminal Search 
and Tractor information.

Fax: 416.621.2416 or email us at:  
recruiting@wilsonstrucklines.com

Visit our website at: 
www.wilsonstrucklines.com

•  $1,500.00 SIGNING BONUS FOR O/O’s
•   Year Round Ontario Miles 
•   Minimum of 2 years Experience 
•   Late Model Tractor 
•   Premium Paid on Back Haul 

(loads over 400 km) 

•   All Miles Paid – Top Rates
•   Wait Time Paid
•  All Stops Paid 
•   Set Weekly Schedule 
•   Fuel Capped @ 43 cents/litre 
•   Company Paid Group Health Plan
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Loads paid on per ton basis PLUS Fuel Surcharge
with a minimum per mile Guarantee.

VaLid Canadian PaSSPort a MUSt
FaSt Card an aSSet

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  
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Optimus Prime attends open 
house at Eastgate Truck Centre
By Sonia Straface
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Eastgate Truck Centre didn’t host 
your typical customer appreciation 
day in early July. Sure, there 
was a free BBQ lunch and great 
conversation for all who attended, but 
the dealership had a special truck for 
its customers and their families to get 
up close and personal with – Optimus 
Prime.

“The one that is on display outside 
today is one of two (Transformers) 
vehicles,” said Matthew Gervais, 
district sales manager, Western Star 
Truck Sales. “The vehicle (on display 
today) is the stunt vehicle from the 
movie that all the action scenes 
are done with. The other vehicle is 
termed the ‘glamour vehicle’ which 
has a customized interior. This is not 
a copy, this is the actual vehicle from 
the movie, so it’s seen some action…
This truck is the workhorse.”

Eastgate’s customer appreciation 
day went from noon until 9 p.m. on 
July 8, something that new addition 
Mike Sharpe says is necessary 
because of the tricky schedules in the 
transportation industry.

“It’s also to allow our customers to 
bring their families,” he said, noting 
that Optimus is especially popular 
with younger children.

“Essentially the day is an 
opportunity to thank our customers 
with a BBQ and an exclusive look 
an Optimus Prime,” he said. “It’s 
also another great opportunity to 
showcase our facility. And we have 
some new staff, including myself, 
and we can meet and greet some of 
our customers and showcase our 

portfolio of products at the same 
time.”

Sharpe became Eastgate’s dealer 
principal in June, and says the day 
gave him the chance to meet with 
existing clients and make new ones. 
So far, he says he is enjoying his 
role with the company and plans 
on growing Eastgate’s share and 
increasing the customer experience.

“I was in the dealerships years ago 
before I was with Eaton,” he said. 
“And it feels good to be back. It’s a fa-
miliar area…and I’m really  
enjoying it.”

Sharpe added that as an ownership 
partner he hopes to bring all the 
knowledge and experience he has 
from his 20 years in various sales, 
service and management positions 
within the industry and make the 

dealership that much stronger.
If you missed Eastgate’s customer 

appreciation day, Sharpe says not to 
worry as the company plans to make 
the event an annual one.

“We haven’t had (a customer ap-
preciation day) in a bit, but it’s some-
thing we’d like to see in the future,” 
he said. “We’re looking into making it 
an annual thing.” 

Mike Sharpe, new dealer principal at Eastgate Truck Centre, had a special 
guest on-hand at the dealership’s recent open house.

navistar first 
to offer eaton 
procision
liSlE, illinoiS

Navistar has announced it will be first to 
market with the Eaton Procision line of 
dual-clutch transmissions for its Inter-
national DuraStar medium-duty trucks. 
The new transmissions deliver a sig-
nificant fuel economy advantage when 
compared to a similarly equipped ve-
hicle with a torque converter automatic 
transmission, the company claims.

“Through our partnership with Ea-
ton, we’re offering our customers ad-
vanced technologies that provide safe 
and easy operation for any driver,” said 
Jeff Sass, Navistar senior vice-president, 
North America Truck Sales and Market-
ing. “Coupled with the reliability of our 
medium-duty platform, the Eaton Proci-
sion transmission delivers the uptime 
and efficiency our customers require in 
many driving environments.”

Dual-clutch technology allows for 
more efficient acceleration from a 
stopped position and optimizes shift 
points that efficiently get to top gear. 
Gear changes can be made by swapping 
the engine torque between clutches with 
the next gear pre-selected.  
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ABBOTSFORD, B.C. 

Westport may have discontinued 
production of its 15-litre liquefied 
natural gas engine, but that hasn’t 
prevented one of its biggest fans, Vedder 
Transport, from adding to its LNG fleet.

Vedder announced in early August 
it has acquired all 15 LNG-powered 
Peterbilts owned by Bison Transport. 
When Bison made it known that it 
wanted out of its LNG trucks, the timing 
couldn’t have been better for Vedder, 
which had just received an offer for an 
additional dairy contract if it could be 
served by its LNG fleet.

Vedder already had 50 trucks in 
service with the Westport 15-litre 
engine and president Fred Zweep 
said he couldn’t be happier with their 
performance.

“We’re always looking at continuing 
to expand our 15-litre LNG fleet simply 
because of the success we’ve had with 
it,” Zweep said in an interview with 
Truck News. “The success comes in a few 
forms. The technology is bulletproof. 
In our one 15-litre fleet we operate at 
140,000-lb GVW in both directions 
and we’re pushing almost 850,000 
kilometres on 15 of the vehicles in 
that fleet and from a technological 
perspective, the engine has been robust, 
the technology related to the LNG has 
been robust and any of the maintenance 
issues we’ve seen are typical wear and 
tear issues related to the terrain we’re 
going up and over.”

Zweep said Vedder’s customers 
appreciate the environmental benefits 
of running LNG trucks and have come 
to request their contracts to be serviced 
by those vehicles.

“Going back about 90 days ago, one 
of our large dairy clients offered us an 
opportunity to expand our business and 
one of the requirements was, they really 
wanted us to expand our natural gas 
presence within that footprint. So when 
Bison made it known to the Peterbilt 
organization that they were looking to 
divest themselves out of their existing 
fleet of 15-litre LNG engines, we took the 
opportunity to have a long look at their 
equipment and made the purchase of 
it,” Zweep explained.

Those trucks have been on the road 
for nearly three years and Vedder 
plans to run them for another five 
years or more before redeploying them 
within the Vedder organization. While 
the 15L Westport engine has been 
discontinued, Zweep said he’s confident 
the engines can be rebuilt and their life 
expectancies extended.

“Most people in the trucking industry 
look at the life of a vehicle at 560,000-
850,000 kilometres and they are looking 
to move that equipment out of the fleet 
because of the maintenance spike that 
typically occurs within that range. 
We want to keep this equipment far 
longer. The expertise of being able to 
rebuild that engine is certainly there, 
the technology is available to us. We’re 
looking at two engines essentially – the 
diesel block and the LNG components – 
and the diesel block we’re not concerned 

about and the LNG components we’re 
not concerned about,” Zweep said. 
“Peterbilt Pacific maintains our LNG 
fleet and they have a robust workforce 
that has embraced the LNG technology. 
We’re not concerned about rebuilding 
that engine whatsoever. We feel we 
have relationships with the appropriate 
people to rebuild our engines.”

The trucks also will be refurbished 
at about a million kilometres so drivers 
will continue to enjoy a comfortable 

vehicle to operate, Zweep added.
But before they’re deployed into the 

Vedder fleet, the trucks will have to 
undergo a significant reconfiguration. 
Vedder likes to relocate the wiring 
harnesses to prevent issues it has 
encountered on its existing LNG 
trucks and the trucks also have to 
be configured to accommodate the 
hydraulic systems required within the 
dairy operations.

“We have to move the DEF tank and 
we have to move the 50-litre diesel tank 
to create frame rail space to enable us 
to put hydraulic pumps onto the frame 
rail,” Zweep said. “We’re going to paint 
them and they’ll come out looking 
brand new.”

While the Cummins ISX12 G is the 
natural gas engine receiving the most 
attention of late, Zweep said it’s not 
an option for the heavy payloads and 
challenging terrain the company runs.

“The 15-litre where we operate 
here in Western Canada is certainly 
a requirement,” he said. “The 12-litre 
being produced today doesn’t hit the 

Vedder expands LNG fleet with 
purchase of Bison units

By James Menzies

Join the family. 
Drive the business.
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“I’ve been driving long 
enough to know when 
you are in good company. 
And this good company is 
like being with family.”
Stevie G., Rosedale Owner Operator 14-years

Friendly drivers 
are so welcome

Qualified LCV Drivers needed for  
Mississauga and Montreal

Company Highway Drivers: $1,100 
take home per week on average

Owner Operators: New higher mileage rates  

horsepower we would require to move 
140,000-lb GVW.”

With Bison now out of the LNG 
picture, two Shell LNG fuelling stations 
in Alberta may have an uncertain 
future. 

At a recent press event, Truck News 
asked company representatives if those 
fuelling stations were still viable given 
the absence of a 15-litre LNG engine in 
the marketplace.

“The station is viable,” said Scott 
Hartman, downstream LNG application 
specialist, before Bison sold off its LNG 
units. “We’d have liked to have Westport 
trucks still being manufactured the 
last couple years. But there’s a new 
Cummins Westport engine, the ISX12 G, 
there’s a Volvo engine offering in Europe 
that’s similar to the Westport system 
that’ll be released in the next two years, 
so there are plenty of other OEMs now 
realizing the natural gas area is an 
attractive area to build their products. 
We will continue to build that (fuelling) 
network. It’s not ideal, but others are 
stepping into that space.” 
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OKOTOKS, AlberTA

Mullen Group reported its second 
quarter earnings July 21 and they re-
f lected the woeful state of Canada’s 
oil and gas industry.

Revenue in the oilfield services di-
vision was down 36.8% to $111.2 mil-
lion compared to the second quarter 
of 2014. The trucking/logistics sector, 
however, enjoyed a 26.3% increase in 
revenue to $174.1 million.

Net income for the company was 
down 96.5% year-over-year during 
the second quarter, to $900,000, com-
pared to $25.6 million during the 
same period last year.

For the six-month period end-
ing June 30, Mullen’s net income was 
down 94% to $3.7 million.

Of course, much of the decline was 
due to the reduction in oil and gas 
drilling activity. Those losses were 
partially offset by stronger revenues 
in the trucking/logistics segment, 
which were bolstered with the acqui-
sitions of Gardewine Group and Ber-
nard Transport.

Chairman and CEO Murray Mullen 
outlined some of the headwinds fac-
ing the company.

“Our Trucking/Logistics segment 
continues to produce positive results, 
including record operating income of 
$29.4 million and higher margins,” he 
said. 

“I am most pleased with these re-
sults given the state of the economy, 
which continues to underperform. In 
particular, the Alberta economy is in 
the midst of a significant slowdown 

making this performance even more 
impressive. 

“Unfortunately, our overall results 
continue to be negatively impacted 
by the slowdown in capital spend-
ing and drilling activity by the oil 
and natural gas industry in western 
Canada, which remains under tre-
mendous stress due to low oil and 
natural gas prices. Nevertheless, we 
adjusted to the realities of the mar-
ket in what I can only describe as 
very challenging. Our strategy of op-
erating a diversified business mod-
el accompanied by the initiatives we 
implemented last year allowed Mullen 
Group to minimize the impacts of 
the slowdown in our oilfield related 
business.”

Mullen offered no insight into 
when conditions in Canada’s oilpatch 
could improve.

“These are very difficult times for 
anyone involved in the oil and natu-
ral gas industry, which I expect will 
continue until oil and natural gas 
prices recover from current levels. 
The timing of the recovery remains 
uncertain, however we have experi-
enced cyclical downturns many times 
and will manage our business appro-
priately,” Mullen said. 

“Fortunately, we strengthened our 
balance sheet last year and complet-
ed some timely acquisitions focused 
on the trucking and logistics sector, 
providing at least some positive in an 
otherwise pretty difficult market en-
vironment. We are well positioned to 
take advantage of future opportuni-
ties that will inevitably arise.” 

MONTreAl, Quebec

The anticipated benefit of a weak Ca-
nadian dollar – a boost to manufactur-
ing in Ontario and Quebec – has yet 
to materialize, causing TransForce in 
late July to reduce its earnings outlook 
for the rest of the year.

TransForce reported its Q2 earnings 
July 23. They were up substantially 
on major acquisitions made last year. 
However, Alain Bedard, chairman, 
president and CEO, warned analysts 
on a conference call that there has yet 
to be any improvement in manufac-
turing in Central Canada, even in light 
of a rapidly falling loonie.

Improved exports from Ontario and 
Quebec had been counted on to offset 
substantial freight losses in Alberta.

“The economy in Canada has con-
tracted since the beginning of this 
year and the reduced business activ-
ity in the oilpatch has had more far-
reaching impacts than originally an-
ticipated,” Bedard said. “When we 
were making our plan in September-
October of 2014, we never anticipated 
the backlash of this oil situation that 
affected so much in Alberta, Saskatch-
ewan and also had some ripple effect 
in Ontario. With the 75-78 cent Ca-
nadian dollar, we thought that if this 
happens, the Ontario – and to a cer-
tain degree, maybe Quebec – manu-
facturing base should get a boost. We 
had major issues in Alberta and Sas-
katchewan and we didn’t get that ben-
efit in Ontario.”

Bedard hinted there’ll be news re-
garding the company’s waste division 
by the end of the year. It was widely ex-
pected TransForce would divest itself 
of this business, but Bedard didn’t rule 
out becoming a buyer in this segment 
due to currently depressed valuations.

LTL revenue was down 20% in Al-
berta, and Bedard said “We don’t an-
ticipate any improvement there. We’re 
getting adjusted to that new reality 
that Alberta is never going to be like it 
was a year ago or two years ago.”

Alberta is the only weak spot in the 
company’s truckload division as well, 
Bedard noted, however he added there 
were some unforeseen variables such 
as forest fires that also had a negative 
affect on volumes. Still, he’s not ex-
pecting a turnaround in Alberta any 
time soon.

“In October last year we were opti-
mistic, but now we’re more cautious. 
This Alberta situation is really bad and 
I think it’s going to get worse. We have 
a situation there where a lot of people 
are losing their jobs, salaries are rolled 
back and they have a new government 
there and taxes are going to increase. 
That is why we are very cautious about 
Western Canada,” Bedard said.

However, he remains upbeat about 
the US market, its last-mile and same-
day operations in the US and Canada 
and its package and courier division, 
as well as its waste management divi-
sion. Bedard said it’s too early to make 
projections for 2016, however he said “I 
think 2016 will be better than 2015.” 

Mullen Group sees Q2 net income drop 96.5% Pain in Alberta, no gain in Ontario behind 
TransForce’s lowered expectations
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Purolator 
names 
carriers of 
the year
TORONTO, ONTaRiO

Purolator recently announced the recipi-
ents of its 2014 Carrier of the Year Awards.

Laidlaw won the Short Haul Carrier of 
the Year, while Ayr Motor Express was 
named Long Haul Carrier of the Year.

“Our team at Purolator congratulates 
Laidlaw and Ayr Motor Express for their 
outstanding performance in reflecting 
Purolator’s quality standard and corpo-
rate values,” said Joe Lombardo, direc-
tor, transportation, Purolator. “Our annual 
Carrier of the Year Award publicly recog-
nizes our top-performing line-haul carri-
ers, which play an integral role in helping 
Purolator successfully deliver our custom-
ers’ promises.”

The award was introduced back in 1996 
and objectively evaluates Purolator’s carri-
ers in key areas like on-time performance 
and customer service.

Both winners commented on receiving 
the award.

“Laidlaw’s reputation is built on service, 
and receiving Purolator’s award for Short 
Haul Carrier of the Year is a testament to 
our drivers’ and employees’ commitment to 
consistent and reliable service,” said Don 
Morrison, vice-president, sales and mar-
keting, Laidlaw. “We are proud to be a part 
of Purolator’s family and recipient of their 
recognition for commitment to service.”

“Ayr Motor Express is honoured to be 
publicly recognized as Purolator’s 2014 
Long Haul Carrier of the Year and proud 
to be a key player in Purolator’s success 
as a business,” said Seth Keenan, direc-
tor of operations, Ayr Motor Express. “We 
work extremely hard every day to ensure 
Purolator is provided is provided with the 
best service possible. Our secret to receiv-
ing this award is not a science – just good 
teamwork, dedication and consistency 
from our drivers and operations team.” 

Titanium Group 
to bring in 240 
new Volvos
WOODBRiDGE, ONTaRiO

Titanium Group has announced it’s 
adding 240 new Volvo VNL 670 trucks 
to its fleet. The first shipments have 
already arrived, with the company 
scheduled to take delivery of 140 this 
year and in early 2016. It has also se-
cured build slots for an additional 100 
trucks scheduled for delivery next 
year, the company announced.

“The increase in the size of our fleet 
is a direct response to our customers 
needs in our core markets where ac-
cess to freight capacity has become 
limited,” announced Ted Daniel, Tita-
nium Group CEO.

The company currently operates 
350 power units.  

TORONTO, ONTaRiO

Canada Cartage announced it will be 
releasing a series of three private truck 
fleet benchmarking tools to provide 
senior management teams with re-
search tools to help them assess their 
fleet’s ROI. The tools come as a result of 
a study (which has yet to be released) 
conducted by the Private Motor Truck 
Council of Canada (PMTC) which re-
veals that 61% of fleets do not bench-

mark their costs or performance. 
“Our firm offers fleet outsourcing, 

which is an option that is used by many 
successful small, medium, and large 
Canadian companies, but the model 
isn’t right for everyone,” said president 
and CEO Jeff Lindsay. “These research 
guides and interactive tools come at the 
topic from an objective standpoint, and 
will help senior decision makers un-
derstand which option makes the most 
sense for their company.” 

Canada Cartage introduces benchmarking tools

Dicom acquires US-based Extra Express
MONTREaL, QuEBEc

Dicom Transportation Group announced recently that it has acquired Extra Express, 
an asset-light provider based in Los Angeles. Dicom said that it will be integrating 
the services of Extra Express into its existing portfolio of expedited, regional parcel 
transportation, LTL, full-truckload, cross-border, and final mile network capabilities.

“Extra Express provides Dicom with significant final mile density in California and 
across the Western United States,” said Scott Dobak, Dicom CEO. 
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Goodyear has announced the release 
of its new G186 MSA UniCircle retread 
for mixed-service fleets. According 
to the company the new retread fea-
tures spliceless technology and boasts 
zig-zag circumferential grooves for 
all-season traction. In addition, the 
UniCircle treads are automatically po-
sitioned on casings using laser-guided 
technology and are precision-stitched, 
making the retread uniform and bal-
anced, which helps extend casing life 
and mileage.

•
Michelin has introduced a new wide-
base trailer tire it says offers reduc-
tions in irregular wear and improved 
fuel economy. The new Michelin X 
One Multi Energy T is billed as the 
company’s next-generation single 
trailer tire. It’s SmartWay-verified and 

available in size 455/55R22.5, com-
plementing the previously launched 
445/50R22.5. Michelin says X One 
wide-base tires can increase payload 
by more than 700 lbs compared to tra-
ditional duals. Also available is the 
Michelin X One Multi Energy T Pre-
Mold retread, in sizes 375/425 and 
385/435. This tire produces 7% less 
rolling resistance than the X One XTE, 
which it replaces.

•
Bridgestone Commercial recently 
rolled out its newest retread product – 
Bandag B760 FuelTech. The new B760 
FuelTech is a drive retread designed 
for tandem axle tractors in truckload 
and LTL applications. It is EP Smart-
Way verified and California Air Re-
sources Board compliant. The com-
pany claims it is a retread solution that 
balances tread life, traction and fuel 
efficiency. It is available in four tread 
sizes in the US and Canada – 210 mm 
through 240 mm. To learn more about 
the benefits of retreading, visit  
www.retreadinstead.com.

trailers

Trail King has announced the 
expansion of its agricultural trailer 
line, following its acquisition of 
Dakota Trailer Manufacturing. Select 
products absorbed from Dakota are 
to be marketed with the Trail King 
name. Dakota is a manufacturer 
of aluminum grain trailers for the 
agricultural market. Trail King’s 
agriculture line includes an aluminum 
hopper trailer that is optimized 
for farming operations and is available 
in sizes ranging from 22- 52-ft. with 
specifications offered for US and 
Canadian markets; an aluminum 
hopper conveyor trailer for multi-
purpose use, it is available in 41- or 45-
ft. variations; and a rolled side super 
hi-lite ag trailer, what the company 
calls the “best companion for hauling 
feed, seed, fertilizer, and other high-
volume products.”

components

Road Choice Truck Parts rolled out six 
more new replacement product cat-
egories to its product line. The new-
est additions to the portfolio include 
diesel particulate filters (DPF), heavy-
duty commercial batteries, truck fend-
ers, wheel bearings, wheel seals and 
CB antennas and radios. The company 
says the new products are designed to 

offer owners of out-of-warranty trucks 
quality and reliability with parts cov-
ered under a minimum, one-year war-
ranty. More info is available at  
www.roadchoice.com.

•
Fleet Engineers announced the re-
lease of a wide version of its popular 
AeroFlap mud flap. The new mud flap 
called the AF-19, is 19 inches wide and 
is sized for wide-base tires. Accord-
ing to the company, the flap offers the 
best spray suppression and aerody-
namic value and was made with fuel-
conscious fleet managers in mind. The 
company’s patented diamond-pat-
terned designs allow water and air to 
flow through the flap which reduces 
vehicle drag and increases fuel mile-
age. The flow of water and air also 
helps improve safety because of the re-
duction of rain spray on the road. You 
can find more information about the 
AeroFlap at www.FleetEngineers.com. 

•
Eaton has enhanced its commercial 
vehicle aftermarket offerings with 
a new name and the addition 
of multiple new genuine Fuller 
transmission components. What was 
previously known as the bulk product 
line is now the Rebuilder Bulk Pack 
line. The name change is to better 
reflect the program’s target audience, 
the company said, that will now have 
the opportunity to purchase 11 new 
additions to the Rebuilder Bulk Pack’s 
portfolio of products, bringing the 
total number of offerings to more 
than 135 transmission parts. The 
complete lineup of Rebuilder Bulk 
Pack components is available at www.
Roadranger.com.  

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
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USED EASTWAY TANK NEW

2016 WESTERN STAR 4700 280 hp, Automatic 
3499 Propane Bobtail, Stainless steel rear enclosure.
 Stock WS20163499

2010 INTERNATIONAL 350 hp, 20,000L 4 comp’t 
aluminum tank, dual pumping/metering equipment, fast 
pump outlets, bottom load. Stock 2010 Int

TWIN STERLINGS, 2008, 370 hp, 10 spd,  
autogreaser, 20,000L 5 comp’t, air manifold, dual pump-
ing, bott. loading – CLEAN UNITS – MUST BE SEEN!

2014 WESTERN STAR 300 hp, 10 spd., 16+23 air 
ride, 11,500L 4 comp’t, bott. load, dual pumping equip-
ment, only 96,000 miles. 

2016 WESTERN STAR 4700 c/w 20,000L four 
comp’t aluminum tank, dual pumping/metering,  
bottom loading, vapor recovery.  Stock 2016 WS

2015 INTERNATIONAL TERRA STAR 4x4 c/w 
5000L 2 comp’t aluminum tank, single set of pumping and 
metering equipment.

2002 STERLING Cat, 10 spd., 18+40 axles, 20,000L 
5 comp’t tank, air manifold, bott load, dual pumping 
equipment, Midcom.  

2003 STERLING LT9500 c/w 20,000L 4 comp’t 
aluminum tank, dual pumping and metering equipment, 
bottom loading, vapour recovery.

2012 STAINLESS STEEL 2000 gallon tank w/manhole 
cover, sump sills w/plastic isolator. Stock #T0014

2015 INTERNATIONAL 7500 N-10 ENGINE  
350 hp, 10 spd., 20 + 40’s, fuel and water tanks in stock 
– ready to mount. Full warranty. 

2006 INTERNATIONAL 330 hp, 20+40 axles, air 
ride, 20,000 L 4 comp’t aluminum tank, dual pumping/
metering equipment. 

2001 WATER TRUCK FL80 Cat, auto, 3600 gal.,  
4 flushers, 2 spray bars, 4" Monarch pump, hydraulic 
drive, only 73,000 miles. READY TO WORK!

WE ARE LOOKING FOR TRADES • WE RENT FUEL TANKS
We Manufacture and Sell Various Types of Tank Trucks ◆ Oil ◆ Propane ◆ Water ◆ Fire ◆ Refuelers

1995 Merivale Road, Ottawa ON K2G 1G1
Neil Greene: ngreene@eastwaytank.com • www.eastwaytank.comTrusted Since 1968 Trusted Since 1968

WATER TRUCK

1-888-729-7817
x24

GREENSBORO, NORTH CAROLINA

Volvo and Mack have introduced new 
pre-paid preventive maintenance plans 
in an effort to help customers reduce 
their operating costs. The maintenance 
plans cover all model year 2011 and 
newer Mack and Volvo trucks, powered 
by Mack and Volvo engines. 

“Volvo is always looking for oppor-
tunities to help protect the customer’s 
investment,” said Magnus Gustafson, 
director of service contracts and work-
shop solutions. “By proactively focus-
ing on service, we help keep the cus-
tomer on the road by routinely placing 
the care of their truck in the hands of 
highly trained Volvo technicians.”

“The new pre-paid preventive main-
tenance plans demonstrate Mack’s 

commitment to the customers’ bot-
tom line by helping them control their 
maintenance expenses,” said David 
Pardue, Mack vice-president of after-
market business development. “We’ve 
created these plans with flexibility in 
mind, so customers can select a plan 
that best aligns with their business 
needs. No matter what application – 
normal duty, heavy-haul or severe-du-
ty – we offer a plan that covers it.”

The plans are pre-paid contracts 
that offer various levels of coverage. 
They lock in current parts and labour 
rates and increase customer control of 
maintenance expenses.

Three specific plans are available, 
with coverage ranging from basic oil 
changes and 74-point inspections, to 
more in-depth maintenance.  

Volvo, Mack introduce new maintenance plans
Volvo Group customers can now purchase pre-paid maintenance plans.

C.U.T.C.INC
• Canadian Licensing
• FMCSA (ICC Authority)
• DOT Registrations
• IFTA Registrations
• Fuel Tax Reporting
• Unified Carrier Registration
• PARS/PAPS/ACE
• Corporate Registrations
• Regulations
• IRP Registration
• Bonded Carrier Status

Trucking
    made Simple
Trucking
    made Simple

For more information call  866-927-8294
or visit our web site at www.cutcinc.ca
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ccording to 17th cen-
tury English political 
philosopher Thomas 
Hobbes, life is “nasty, 
brutish and short” for 
individuals in a state of 

nature, that is, not governed by a strong 
undivided political power.

Replace “short” with “interminably 
long” and you’ve got a pretty good defini-
tion of the federal election campaign un-

derway – not only is it the longest in Ca-
nadian history, it’s likely to be the most 
nasty and brutish battle ever witnessed 
in this country, not to mention the most 
expensive.

With the three major parties in a dead 
heat heading into the election, the out-
come is anybody’s guess: to paraphrase 
the Toronto Star pundits, whether Harp-
er’s Conservatives score a rare, fourth 
straight win, or Canadians elect their 

first ever NDP government, or the Liber-
als rebound from the political penalty 
box, this electoral contest promises to be 
one for the history books. By the time you 
read this, you’ve probably heard every-
one’s opinion on every conceivable issue, 
so I have no intention of going there. In-
stead, I’m here to harangue you to act on 
your own opinion, and vote. 

There’s absolutely no excuse anymore 
why you can’t. Voting in a Canadian fed-
eral election is one of the few things that’s 
actually easy for truck drivers to do, de-
spite hectic and unpredictable schedules, 
and pretty good odds that you’ll be miles 
from home on election day. 

With our National Register of Electors, 
the permanent computerized database 
of Canadians who are qualified to vote, 
you’re already on the voter’s list, and will 
be mailed a voter information card tell-
ing you when and where to vote. If you’re 
not sure whether or not you’re registered, 
help is only a mouse-click away on the 
Elections Canada Web site (www.elec-
tions.ca) where you can check or update 
your voter registration, or even register 
online.  If you can’t vote on election day 
(Oct. 19), you can vote earlier at one of 
four advance polls (Oct. 9, 10, 11 and 12) 
or anytime at one of 400 Elections Can-
ada offices across the country. Or you 
can skip the line-ups altogether and vote 
by mail. To do this, you’ll need a special 
ballot, which you can get from Elections 
Canada, either through the Web site or by 
telephone. You can mail that ballot any-
time, from anywhere in the world, in the 
envelope provided.

So now we’ve established that there’s 
no excuse for not casting your vote, why 
the heck should you?   

Most of us old enough to have a few 
elections under our belts are skeptical 
or downright cynical when it comes to 
campaign rhetoric and election promis-
es. It’s not without reason truckers often 
feel invisible; our day-to-day concerns 
can easily get lost in discussions on key 
issues like the economy, the environ-
ment and national security. But elections 
are about a lot more than which politi-

cal party we’ll vote into office. The whole 
campaign process provides a perfect op-
portunity to raise trucking issues with 
the political hopefuls who’ll be knocking 
at your door looking for your vote.  

Our “first past the post” electoral sys-
tem means that the candidate who wins 
your riding will represent you in Parlia-
ment, regardless of which party forms 
the government. When the dust settles, 
that person is the one who will be sitting 
in the House, working on committees, 
debating issues, and voting on Bills. 

Although trucking issues aren’t likely 
to top a Prime Minister’s priority list, an 
MP who understands this industry and 
its issues will be more helpful than one 
who doesn’t.  While the federal govern-
ment has relatively little jurisdiction over 
transportation compared to provincial 
governments, there is no shortage of is-
sues for truckers to discuss with political 
hopefuls.  When they’re laying out their 
plans for economic renewal, politicians 
need to be reminded the economy moves 
by truck.  

Infrastructure investment is probably 
the most tangible way average Canadians 
see their governments in action, so infra-
structure dollars – both spent and prom-
ised – are a popular tool for governments 
before and during an election.   

But we need politicians to understand 
that infrastructure is so much more than 
public transit and a few miles of twin-
ning and a new overpass here and there. 
Our crumbling infrastructure and lack of 
rest areas and truck parking puts drivers 
at risk on a daily basis. It’s time the feds 
showed some leadership in addressing 
these problems, rather than squabbling 
with provinces over funding and juris-
diction.  The environment? Here’s an-
other area where an enlightened federal 
government could show more leadership. 
Canada needs a comprehensive green 
plan, not a patchwork of conflicting poli-
cies and regulations. And we need prac-
tical, accessible, incentive programs at 
all levels that support an industry strug-
gling with the high cost of adopting green 
technologies that would not only help 
improve fuel economy and GHG reduc-
tion today, but would also give trucking 
a leg up in meeting tighter and more ex-
pensive regulation only a couple of years 
away.  Many labour and human resource 
issues facing trucking fall under the pur-
view of the federal government. A re-
gime that is truly concerned with labour 
shortages – critically acute in the truck-
ing industry – needs to be reminded that 
its stubborn refusal to recognize truck-
ing as a skilled trade disqualifies young, 
under-employed or displaced workers 
from the very programs that have been 
put in place to ensure adequate, afford-
able training is available to thousands of 
Canadians to fill empty jobs.

And don’t let any candidate off the 
hook in discussing overtime pay for truck 
drivers as outlined in Part III (Labour 
Standards) of the Canada Labour Code, 
a mandate that government – along 
with a good part of the industry – would 
rather no one talked about. And the list 
goes on. So when the candidates come 
around asking for your support, let them 
know what’s on your mind. Talk to them 
about the industry and what changes you 
want to see, then ask them how they’re 
prepared to support you. I know clichés 
about exercising your right to vote start to 
wear thin after a while, but here’s one to 
think about: bad politicians are elected 
by good people who don’t vote.  

Vote for, vote 
against, but vote

Joanne Ritchie is executive director of 
OBAC. Do you elect for change? E-mail her at 
jritchie@obac.ca or call toll free  
888-794-9990. 
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E-mail:
kkoras@trucknews.com

Also On-Line at: 
www.trucknews.com

Ad runs one month

$129.00

w/Picture
$99.00

Copy only

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

Funding Options • 24/7/365 Service

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

riacobelli@liquidcapitalcorp.com

Bad Debt Collection Service
Equipment Financing Solutions

Brokers • Ask How Our  
Quick Pay Program

Can Help Your Business!

Joanne Ritchie

Voice 
of the o/o

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

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

RAD 
COOLANT 

PIPES

Available in 
Aluminized or 
Stainless Steel

Pipes also available for Freightliner,
Peterbilt and Western Star

Built to Outlast OEM Pipes

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

OPEN SATURDAYS & WEEKNIGHTS

1850 GAGE CRT. MISSISSAUGA

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

8 AM - MIDNIGHT
MON - THURS

TEXIS

www.texisexhaust.com

DIESEL PARTICULATE FILTER
Cleaning Service and Repairs

CLEAN
ASH 

LOADED

CLEAN FILTERS 

SAVE $$$

DPF AFTER-MARKET REPLACEMENT FILTERS NOW AVAILABLE

Complete Selection
of Aluminum Accessories
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Our mufflers 
are stronger, 

last longer and 
save you $$$!

See Puzzle
on page 9
and our ad  
on page 64

Call us at 905-795-2838

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

www.statesideconsultants.com

we guarantee it!

business 
Days!

With over 40 years experience in the Transportation & Insurance Industry!

 Start
your own

trucking
company

We can put you in the
driver’s seat in as little as 

   21

Call for a

FREE
consultation
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BROUGHT TO YOU BY MICHELIN® XDS®2 RETREAD
MICHELIN’S BEST ALL-SEASON TRACTION RETREAD

By Edo van Belkom 

THE STORY SO FAR
Mark gets a regular route from Edmonton to 
Yellowknife transporting supplies for the win-
ter ice road. Halfway through his first trip 
he gets sleepy and nearly drives off the road. 
When he takes a break and gets out of his 
truck, he’s swarmed by insects. After jumping 
back into his truck, he is fighting off the bugs 
all the way to High Level.

Mark reaches Yellowknife and immediately 
hits his bunk in the yard in an attempt to get 
some much-needed sleep. However, Johnny 
Jones, a driver Mark had helped in the past 
recognizes Mother Load and refuses to go 
away until Mark lets him take him into town. 
Mark has a great time, but gets little sleep, 
making driving even more of a challenge.

Back in Edmonton, Mark rents a hotel 
room and plans on getting some serious sleep. 
But his mother calls and tells him his father 
had nearly died but is now out of the hospi-
tal. Mark can’t fall back asleep. The next day 
he’s tired and while he’s driving the MacKen-
zie Highway watches the driver in front of him 
fall asleep and drive off the road. 

•
Mark stayed with the driver until a police 
officer from Peace River showed up to take 
over the scene. While Mark waited, he chat-
ted with the driver and discovered that the 
two men were very much alike.

“My wife wanted me to make more mon-
ey,” he said. “So I came up here hoping to 
make a killing in a couple of months. But ev-
ery time my cell phone comes into range she 
calls me up and nags me about how hard it is 
to manage the kids without me being there 
and wants me to come home. All I can think 
about is how she wants me to make more money but 
never be away from home. I can’t sleep at all and my last 
cell phone bill was killer.”

Mark suggested he changed cell phone providers, 
or just keep his phone turned off and deal with every-
thing at once when he returns home, instead of every 
day by phone. When the officer finally arrived, Mark 
said good-bye, wished the man luck and was back on 
the MacKenzie headed north. By now he was well late 
of his ETA in Yellowknife, but there was nothing much 
he could do about it. To Mark’s mind there was noth-
ing more important than helping out a fellow driver in 
distress…even if all that meant was listening to the man 
complain about his life. In addition to being late how-
ever, Mark was also drowsy and found himself nodding 
off and jerking his head back upright more than a few 
times. Mark knew he was playing a dangerous game.

After all, driver fatigue was a contributing factor in 
40% of all heavy truck crashes. And, large trucks ac-
counted for 13% of all vehicle deaths while they repre-
sented only 3% of vehicles on the road. If that weren’t 
bad enough, reports have determined that the risk of 
crash doubled between the eighth and tenth hour of 
driving, and doubled again between the tenth and  
eleventh hour. That was a bad one because Mark’s  
drive was roughly eight hours for each leg, so if he  
were delayed or slowed for any reason his chances of  
an accident in the final few kilometres would be sub-
stantially higher.

At least Mark was not part of the group of drivers that 
was most at-risk for a sleep-related accident. That’s be-
cause he was older and presumable wiser than younger 
drivers who often drove in situations that were likely 
to contribute to increased fatigue. Mark didn’t play the 
“I think I can make it” game anymore, but he played it 
plenty of times in his youth. But despite knowing all of 
that, Mark still found himself drowsy at the wheel and 
at risk of a sleep-related accident. How did he get to  
this point?

He’d planned his trips, built-in rest stops and over-
night sleeps. He had done all he could to ensure he was 
well rested, but the other parts of his life hadn’t co-oper-
ated. He’d been awakened every time he’d tried to sleep 
and then his mind wouldn’t let him get back to sleep 
even when he had the chance. And now, he was driving 
while dangerously close to falling asleep at the wheel. 

He needed to find a place to stop so he could take a 
nap, or maybe even a couple hours of sleep. But even 
that was a tall order as this part of the MacKenzie High-
way didn’t have much in the way of shoulders. There 
was really nowhere for him to stop.

He managed to pour himself a cup of coffee while 
driving and the caffeine helped him to remain awake, 
but he still needed to find a rest spot where he could 
take a rest. Then, up ahead, he saw a spot where the 
highway’s shoulder widened. As he studied the point 
in the distance, Mother Load drifted right onto the 
shoulder and Mark was shocked into realizing that he’d 

nearly fallen asleep while fixated on finding 
a spot where he could get some sleep. Things 
were worse than he’d thought. Mark decided 
he couldn’t risk driving any further. 

He decided on a spot on the highway that 
was behind a large highway sign listing the 
three next towns. They were all too far for 
Mark to reach safely, so he parked Mother 
Load slightly past the sign, hoping that it’s 
thick wooden posts would take the brunt 
of a trucker – a trucker much like himself – 
that might fall asleep behind the wheel and 
drift onto the shoulder right where Mark had 
pulled over. If nothing else, they’d hit the sign 
first and either slow down before they hit 
Mark or swerved off the highway completely.

Once Mark was parked, he put out some 
reflective flares behind Mother load, initi-
ated his hazard lights, and climbed into the 
bunk for some much needed rest.

•
Hours late but in one piece, Mark pulled into 
the yard in Yellowknife. When he checked 
into the office, the man behind the coun-
ter asked Mark if he’d be interested in a load 
back to Edmonton that afternoon.

“I’ve got to get some sleep,” Mark said.
“You can get your eight hours in, and pull 

out of here by five.”
“No, you don’t understand. I need to get 

some sleep.”
The man nodded. “Everybody does...but 

everybody needs money too. That’s why most 
guys are up here, isn’t it? Trying to make as 
much money as they can.” The guy looked 
Mark over. “I figured that’s why you’re here.”

“Money’s valuable,” Mark said. “But so is 
my life. I’ll take that load, IF it’s still available 
when I wake up tomorrow morning.”

“Somebody’ll probably take it by then.”
“Then I’ll take the next one.”
“Can’t say when that will be.”
Mark smiled. “There’s always another load, but  

I’ve only got one life. I’d rather take a chance on there 
not being a load for me than not making my next  
destination.”

“Suit yourself, pal. I’m sure I’ll find somebody else.”  
“I bet you will.”
Mark turned and left the office. He walked over to 

Mother Load, grabbed his overnight bag and locked her 
up tight. If he slept in the truck, someone might recog-
nize it and wake him up.

He walked into Yellowknife, stopped in at the first  
hotel he came across and booked himself a room for the 
night. He signed the register “Mark S. Snaurus.”

The clerk behind the desk looked at the register and 
asked, “What kind of name is that?”

“It’s an ancient Latin name meaning Terrible Sleep-
ing Lizard.” 

“Oh.”
Mark left the lobby and found his room. 
He left a “Do Not Disturb” sign on the door, called the 

lobby and requested that no calls be forwarded to his 
room. Finally, even though his cell phone didn’t work 
this far north, he shut it off anyway and tossed it into the 
closet. Then he lay back, counted a single sheep, and 
fell into a deep, deep sleep. 

Mark Dalton returns next month in another adventure. Ill
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Mark Dalton : owner/operator

Miles to go 
before I sleep
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By Sonia Straface

TORONTO, ONTaRiO

The next Healthy Fleet Challenge 
has been scheduled. The three-
month walking challenge is set to 
start on Sept. 1 and unlike the last 
challenge, this one will carry on for 
the full three months with no break 
months in between.

The challenge was created 
by Healthy Trucker (and is in 
partnership with the American 
Trucking Associations and Truck 
News) with the goal of getting the 
industry more active. The challenge 
measures competitors’ daily steps 
and uses an online leaderboard 
to help drive competitors to the 
top. The team with the most steps 
at the end of the challenge wins 
bragging rights and, not to mention 
a healthier lifestyle.

“It’s not just drivers that have a 
sedentary job, many of us in the 
office sit for long periods of time 
too”, said Melodie Champion one 
of the lead nutritionists/health 
coaches at Healthy Trucker. “It is 
possible to have fun and get healthy 
at work and on the road; Healthy 
Fleet proves this by bringing these 
two worlds together in a fun and 
exciting way.”

To sign up for the challenge, 
individuals need to purchase 
either a Fitbit or Withings device 
(wearable technology) or download 

the free MOVES application that 
turns your iPhone or Android device 
into a pedometer. These devices 

will track your daily activity and 
automatically send it to the online 
leaderboard.

The leaderboard is live on  
www.HealthyFleet.com and ranks 
each company by the number of 
steps that team members take. Each 
team will also get their very own 
leaderboard that will show a real 
time step count for each employee 
and driver that is participating. 

The company team leaderboard 
is a great way to create an inter-
nal company step challenge around 
steps, miles or calories burned, 
Healthy Trucker said.

According to Healthy Trucker 
there is a lot of improvements to the 
challenge this time around.

Going forward, interested patrons 
and readers can join the challenge 
under the ATA or Truck News 
team, if they don’t have a team 
themselves. This allows individuals 
to get active without waiting around 
for their company to step up to the 

challenge.
The challenge Web site has also 

received a facelift with additional 

features exclusively available to 
companies that subscribe to the 
Healthy Fleet wellness solution.

“We wanted to offer some addi-
tional perks to our members to thank 
them for their support,” said Aaron 
Lindsay, vice-president, marketing 
at Healthy Trucker. “Healthy Fleet 
subscribers can now set up inter-
nal challenges between branches or 

departments. Drivers can compete 
against management, or in cases 
where a company has a branch in the 
East, they can take on their counter-
parts in West. In addition, we have 
also added a new profile page to 
highlight the company’s logo.”

All Healthy Fleet teams will also 
have the ability to set personal well-
ness goals and  a new progress bar 
will help track how close an individ-
ual is to their goal. Once you have a 
device or application you have two 
options to join the challenge:

• Individuals can sign up by 
joining the Truck News or ATA team 
at www.HealthyFleet.com

• Companies can sign up by send-
ing us a jpeg of your logo to info@
healthyfleet.com

To learn more and set up a team, 
please visit www.HealthyFleet.com 
or call 855-569-2514.  

Next healthy Fleet Challenge set to begin Sept. 1

Drivers can compete against 
management, or…they can take on their 
counterparts (in different regions).”
Aaron Lindsay, Healthy Trucker

“
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“They stole  
my truck.”

“Uh, no.  
Not yet.”“Are you  

all right?”
“So, why are 
you calling  
me first?”“Yes”

“Did you 
call the  
police?”

“Call the  
police  

and then 
call me 
back.”

“Because 
it is your 
truck 
and…”By Edo Van Belkom

        fter his truck is hijacked, Vic suddenly finds  
         himself alone on the side of the road. After a few 
         moments wondering what he should do next, he 
calls his dispatcher, Bud, to tell him what happened.

        ic is ecstatic. He hasn’t really made 
         much money driving for Bud compared    
         to the last trucking company he 
worked for, but he’s getting better trucks to 
drive, and the loads – when they’re not being 
stolen from him – have been improving too. 
When he gets to the yard and is shown the 
truck, Vic’s heart sinks. It’s filthy dirty and 
the inside looks as if it had been used as a 
garbage can by the previous driver. 

      he truck is a write-off, but Bud is happy because it means his insurance claim will be a simple matter of replace      
       ment rather than repair. Vic, on the other hand, is disheartened because now he’s got no truck to drive. Still, Bud  
       assures Vic he has another truck for him. One of his drivers left to drive for a big US company and Vic can have 
his truck. It’s newer and better than the truck Vic had been driving up until now.

       ic calls the police 
        and tells them 
        what happened. 
They are interested 
in his crime and ask 
him to come into the 
station to file a report. 
Eager for some help, 
he agrees to go to the 
police, but only after 
he hangs up does he 
realize he doesn’t have 
a way to get there.

      fter finishing with the police, Vic calls 
       Bud to let him know that the police  
       have all his information and that 
they’ve been trying to catch these guys 
for a while now. 
In fact, some of what Vic told them was 
really helpful to their investigation. 
Bud tells him not to worry...

       nd just a day later  
        the police call Vic    
        to tell him they’ve 
found his truck. Bud 
gives him a ride out to 
where the truck was 
abandoned.

 “Can you tell me  
what any of these  

guys look like?”
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ic wonders if his   
 brother-in-law still has     
 a taxi he could drive.

“That’s terrific, I bet in a couple of 
days the police will find your truck 

and you’ll be driving again in no time.”

“You’re going  
to be back  

on the road  
in no 
time.”

“You think so?”
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he medical term for age 
spots is solar lentigi-
nes. In most cases, age 
spots appear as small 
f lat spots that are usu-
ally brown or black in 

colour. 
They range in size from very small 

to more than half an inch in diameter. 
They may occur as a solitary spot or in 
groups. 

Some age spots may resemble can-
cerous growths, however the vast ma-
jority of them are harmless and do 
not require any form of treatment.  
Age spots are caused by years of  
exposure to ultraviolet light from  
the sun. 

Artificial forms of ultraviolet light 
such as tanning beds may also con-
tribute to the development of age 
spots.  

The pigment in the surface layers 
of the skin, which gives your skin its 
natural colour, is called melanin. 

Ultraviolet light speeds up the 
body’s production of melanin. 

On areas of your skin that have 
many years of exposure to sunlight, 
age spots may develop due to an in-
crease of melanin concentrations.

Although anyone can develop age 
spots, people who have light skin and 
have a history of frequent or intense 
sunburns are at higher risk. In ad-
dition, people over the age of 50 are 
more likely to have age spots. 

It is always good practice to con-
sult with your doctor if you notice any 

Watch 
for age 
spots

Dr. Christopher H. Singh runs Trans Canada 
Chiropractic at the 230 Truck Stop in  
Woodstock, Ont. He can be reached at  
519-421-2024.
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new skin changes. 
Spots or lesions that are darkly co-

loured, rapidly increasing in size, 
have irregular borders or have an un-
usual combination of colours should 
be evaluated by a doctor as soon as 
possible. Your doctor can usually di-
agnose age spots by visually inspect-
ing your skin. 

If your family doctor thinks the 
spots looks suspicious, they will like-
ly perform a skin biopsy in which a 
small sample of your skin will be sent 
for microscopic analysis.  

Depending on the results of the 
skin biopsy, your doctor may or may 
not refer you to a dermatologist, a 
doctor who specializes in skin  
conditions.

Many people do not like the ap-
pearance of age spots. As such, there 
are several treatment options avail-
able. Prescription bleaching creams 
and chemical peels may help to re-
duce the appearance of age spots.  
Laser and light therapy are another 
option. 

This type of treatment consists 
of pulsing intense light over the age 
spot, which destroys the cells that 
produce melanin. 

Finally, dermabrasion is another 
popular treatment in which the sur-
face of the skin is sanded down with a 
rotating brush. 

It is important to know that age 
spot treatments are often considered 
to be cosmetic in nature. Thus, many 
insurance companies will not cover 
the cost. 

Here are a few prevention tips to 
keep in mind: Try to avoid exposure 
to the sun’s rays during the early af-
ternoons when they are most intense. 
Schedule outdoor activities during 
the early morning and later in the 
evening. 

Use a sunscreen with an SPF factor 
of at least 30. It is important to apply 
sunscreen liberally, and re-apply ev-
ery two hours. 

Finally, cover up exposed skin as 
much as possible.

Until next month, drive safely! 
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Dr. Chris singh

Back behind 
the wheel

Missing Since: Sept 15, 2005

Date of Birth: Nov 23, 1984  

Missing From: Montreal, Quebec 

Height: 5’9” 

Weight: 154 lbs.

Eye Colour: Blue 

Hair Colour: Light Brown

JAMES SCHULTZ 

OR CONTACT YOUR LOCAL POLICE DEPARTMENT. ALL CALLS CONFIDENTIAL.

missingkids.ca

IF YOU HAVE ANY INFORMATION ABOUT THIS MISSING PERSON,  

1-866-KID-TIPS
PLEASE VISIT OUR WEBSITE OR CALL US TOLL-FREE

(1-866-543-8477)

missingkids.ca is a program of and trade-mark of
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Sometimes trucking can be an old boys’ 
club, run by men who have been in the 
game a while. But Seaway Express, based 
out of Cornwall, Ont., doesn’t see it that 
way. The company’s GM is the president’s 
young daughter, Melanie Hamel, who is 
running things out there and shows no 
signs of inexperience. Sonia Straface 
caught up with her recently. 

here is no shortage of 
father and son stories 
when we talk about 
trucking. You know the 
story – Dad stumbles 
into trucking looking 

for work way back when, loves the open 
road and being able to be behind the 
wheel of a big rig, Son follows in Dad’s 
footsteps and chooses trucking as his 
career – but that’s not how the story of 
Seaway Express, a fleet based out of 
Cornwall, Ont. goes. 

Back in May 1990, Bob Gauthier, an 
experienced dispatcher, and his wife 
Linda started Seaway Express with 
just a five-ton truck and their home of-
fice. Their goal was to provide over-
night transport between Eastern On-
tario and Quebec, a corridor they 
believed wasn’t covered as well as it 
should be. Today, the business – which 
just celebrated its 25th anniversary – is 
flourishing and is in the very capable 
hands of Gauthier’s daughter, Melanie 
Hamel. 

To date, the company boasts 25 
trucks, 55 employees, 60 trailers and a 
truckload of awards to boot. 

It has been named Business of the 
Year by Cornwall’s Chamber of Com-
merce twice, has won the Award of Ex-
cellence in Entrepreneurship by the 
Ontario Trucking Association, and 
in 1999, the company was dubbed an 
“Excellent” rated carrier by the MTO. 
This rating, according to the company, 
has remained unchanged to this date. 

The company hauls mostly general 
freight or as Hamel puts it, “anything 
that goes into a Wal-Mart store.” 

Hamel is currently Seaway’s general 
manager, and while her parents are still 
very much involved in the family busi-
ness, she seems to be running the show. 

She admits that though trucking 
wasn’t her first career option (she went 
to journalism school, initially) it was 
always in the back of her mind be-
cause of the family business. 

“My start in trucking started when 
I was a kid,” she said. “It’s a family 

the last word Brought to you by bf goodrich
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seaway express: in the hands of a daughter

      Melanie  
(left) with 

her parents      
Bob and Linda

company so my siblings and I have all 
worked here at some point. We would 
always have conversations about work 
and trucking around the dinner table, 
so it was always there.” 

And though her career at Seaway 
started in between university semes-
ters in the summer, she now handles 
everything from marketing to human 
resources to safety at Seaway.

“I do a little bit of everything, really,” 
she said. 

The company’s success, according 
to Hamel is two-fold: its unique loca-
tion and its people. 

“I think we’ve been so success-
ful because we’re very good in the 
area that we cover,” she said. “We’re 
the triangle of Cornwall, Ottawa and 
Montreal. We’ve always stayed with-
in that area, so we’ve learned how to 
do a great job within that small niche 
market. And I also think that custom-
er service is the number one reason 
why we’ve been doing so well. We have 
great people, great staff, great driv-
ers and because of all the team work 
involved, we’re able to succeed in the 
area that we cover.”

Hamel added that her father cred-
its the company’s success to some key 
customers that joined his venture back 
in 1990. 

“When the company first started, 
there were a few key customers that 
(my dad) credits to building the suc-
cess of Seaway,” she said. “The cus-

tomers took a chance with him, and 
took him on as their carrier and as a 
result, it led to buying a bigger truck, 
and from there (my parents) were able 
to buy a 53-ft. trailer and grow the 
business – by first renting out a ware-
house, then eventually buying a ware-
house.”

Though Seaway is doing incredibly 
well, it isn’t immune to the same prob-
lems that seem to be strangling the  
industry. 

Hamel said the changing economy 
is a concern for her business, as well as 
the trend of companies growing their 

distribution centres. 
“Having less raw materials to move 

is certainly a concern,” she said. “An-
other concern is larger box stores con-
trolling their transportation with their 
own private fleets. This makes it diffi-
cult to us to compete.” 

One trend that isn’t affecting Sea-
way is the driver shortage, partly be-
cause of the nature of company, which 
doesn’t do any long-haul work. 

“I know finding qualified drivers is 
certainly a trend in the industry, but 
we’re pretty lucky,” Hamel said. “We’ve 
got great drivers and once they get on 
board, they stay, so our turnover is 
quite low because drivers are able to be 
home for supper. We don’t do any long-
haul so they’re able to be home.”

Hamel added that the company’s 
approach to its drivers is a definite 
reason as to why they aren’t going any-
where. 

“We think that as long as we treat 
the employees right, they’ll stay and 
that’s what we noticed,” she said. “And 

so even though we know there is a dif-
ficulty to find qualified drivers, we’ve 
been lucky to have a great team and 
they’ve stuck around. It’s a great en-
vironment here, and I think everyone 
is really respectful. I think everybody 
enjoys what they’re doing. I think just 
our overall culture at the company is 
to be as efficient and customer-driven 
and I think everyone here, from our 
dispatchers to our drivers get that.  
Everyone works hard to represent Sea-
way as best as they can.” 

Seaway celebrated its 25th anniver-
sary in June with a customer apprecia-
tion BBQ where local dignitaries and 
customers were invited to toast the 
staff for their hard work over the years. 

“Some of the very first customers 
and employees and people who took a 
chance on Seaway were invited to the 
BBQ,” said Hamel. “And it was a great 
success, we had a great turn out. It 
was a great way to celebrate our 25th 
and later in the afternoon we held an 
employee appreciation BBQ so all the 
staff and their families came.”

As for the next 25 years, Hamel is 
certain that the future of Seaway and 
the future of trucking is a bright one. 

“I think transportation will always 
be needed,” she said. 

“I think at the end of the day every-
thing needs to be transported to a final 
destination, so I don’t think the future 
of trucking is dismal in any way. I’m 
optimistic that trucking will be needed 
for a very long time.”  

i know finding qualified drivers is 
certainly a trend in the industry, but we’re 
pretty lucky. we’ve got great drivers and 
once they get on board, they stay.” 
Melanie Hamel, Seaway Express
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You don’t have time for surprises, so GuardDog® Connect provides 24/7 proactive 
monitoring of your truck. When it detects a problem, a OneCall® agent connects 
you with our coast-to-coast dealer and repair network to quickly get you back on 
the road. And our fl eet management tools further enhance operational performance, 
reduce cost and increase safety. Because with Mack, it’s always all systems go.
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Volvo Trucks. Driving Progress

Uptime means road time. 
enjoy the view.

volvo trucks uptime services

Uptime saves you more than just money. It saves your trust, reputation, and 
business.  That’s why we created Volvo Trucks Uptime Services. We connect 
you to immediate live support from a Volvo agent whenever you need it with 
our 24/7 Volvo Action Service. Our Remote Diagnostics predicts, identifies, 
and reports a service event, reducing diagnosing time by as much as 70%. 
Our team locates and sends ahead the parts you need, reducing repair time 
by up to 22%. And our coast-to-coast Volvo Dealer Network connects it all. 
Know the road ahead.

Learn more: volvotrucks.ca/Uptime
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