
OWEN SOUND, ONTARIO

S ometime when you’re on the way to Owen Sound 
and you’re passing through Chatsworth, take the 
first road running west and head back north again 
on the third road to your right. Drive a few miles 

and keep your eyes peeled on the right side and you’ll see 
something pretty neat. A 1964 Model B61 Mack tractor up 
about 60 feet in the air, mounted on a steel cylinder, high 
above the pastoral farmlands of Grey County, Ont.

I’ve heard that some Air Canada pilots use it as a navi-
gation marker. But one thing is certain, when you see the 
“Mack on a Stick,” you know you’re in the King brothers’ 
territory. Wayne King has a collection of about a dozen re-
stored ‘Bulldogs’ on the farm below the suspended B-61, 
and his brother Robert has his sizable collection of vintage 
trucks, mostly Autocars and a couple of Oshkosh snow-
plows, at his farm one concession to the north.

The Kings are historical truck collectors and restorers. 
This is a special breed of trucker passionate about pre-
serving and retaining a physical record of the trucks they 
drove and admired. And there is usually a strong familial 

connection. E C King Contracting was started by Robert 
and Wayne’s parents, Laurine and Elma, in 1946. 

By the time the company was sold to Miller Paving in 
1973, it was a thriving concern with 140 employees, five 
concrete plants, an asphalt operation, a quarry and sev-
eral gravel pits. 

“We easily had more than 50 trucks on the road,” says 
Wayne. “We had 20 Redi-Mix trucks alone, as well as a lot 
of Cat equipment and Linkbelt shovels.”

The family business may have been sold long ago, but its 
legacy of vintage Autocars, Whites and Macks lives on in 
the brothers’ collections. Robert has kept and restored the 
very first new truck he ever drove – a 1968 Ford – to mint 
condition. But one of his sharpest units is a 1956 Autocar 
that he spent 15 years restoring. 

“I bought it in California and it was just a piece of junk, 
bare frame rails, but the aluminum cab was salvage-
able,” he says. “Dad had a ’56 Autocar and I wanted to re-
store it and paint it up in the company colours, orange and 
green.”

Barn find of a different kind
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We offer a detailed look at the King brothers’ 
extraordinary collection of antique trucks

By Harry Rudolfs
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By James Menzies

If you’re having trouble figuring 
out how to interpret the inconsis-
tent and unusual economic indi-
cators you’re seeing, take heart, 

even economists are struggling with it.
Noel Perry, senior transportation 

expert with industry forecaster FTR, 
says many economists have been wait-
ing for the US to break out of its slow 
growth recovery and return to steadier 
growth of 3-3.2%, but it’s just not hap-
pening.

“The economics community is hav-
ing difficulty accepting it,” Perry said 
of a US GDP growth rate that’s been 
just over 2% in recent quarters. “Ev-
erybody thinks we’re about to jump 
out of what they think to be abnormal 
growth, back into normal growth. It 
hasn’t happened and I don’t think it’s 
going to happen.”

FTR is projecting US GDP growth of 
2.4% in 2016, just slightly better than 
current levels. 

However, Perry is quick to add, 
“Our forecast is very optimistic.”

A record crowd tuned in for FTR’s 
recent State of Freight Webinar. Perry 
warned them of several risks on the 
horizon, including the chance of a 
global recession. 

“Our economy is inextricably linked 

What does 
US trucking 
have in store 
this year?
Growth, but also risk.
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On-road workouts
Think it’s impossible to work 
out while on the road? You’ll 
reconsider when you see 
these on-road exercises.

A new truck!
International has introduced 
the HX Series – its first new 
model introduction since the 
TerraStar in 2010.

Don’t get squeezed
Shopping for a used truck? 
We offer tips on how to avoid 
a lemon.
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11L heavyweight
Paccar’s new 11-litre MX 
engine isn’t for everyone, but 
it’s surprisingly stout. We test 
drove it on Texas highways.
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Wayne 
and Robert 
King own a 
fascinating 

collection of 
classic Macks.
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 UNDERSTANDING
  TRUCKING’S 
SILENT GIANT

Private trucking is a large part of Canada’s trucking industry, comprising of more than 11,000 fleets. 

Information on this sector is hard to come by, however, our annual Equipment Buying Trends Survey 

includes strong response from the private truck sector and sheds light on its practices and purchas-

ing intentions. Private fleets engage in shorter hauls with 60% of their activities being of a regional/

local nature. They are also primarily small operations with the majority running fewer than 10 vehi-

cles. Almost half the heavy duty vehicles in the private fleet are more than 8 years old but three 

quarters of private carriers have plans to replace at least 10% of their heavy duty trucks this year.
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There’s an article making the rounds 
this month, as much for its unusual 
source as for what it contains. Cosmo-
politan, the women’s magazine that’s 
better known for its ‘10 Great Ways to 
Improve Your Sex Life’-type articles, 
featured the perspective of Arielle 
Pardes, a former professional driver.

What a great platform from which to 
educate a largely untapped labour pool 
– women – about the career opportuni-
ties that exist in the trucking industry. 
And for the most part, it was a fair and 
balanced representation of the good, the 
bad and the ugly that pro drivers – male 
or female – will experience when em-
barking on a career behind the wheel. 

There were, however, a couple items in 
the article that caused me to do a double 
take. None more so than this one: “You 
learn to get by on a shower a few times a 
week (or less) and hold your bladder for 
as long as possible, because every min-
ute you’re stopped at a rest stop is lost in-
come. Some truck drivers even wear dia-
pers to avoid stopping at bathrooms – not 
kidding.”

Truckers in diapers?: 
Cosmo’s odd take
Really? In 15 years of covering this in-

dustry and interacting daily with profes-
sional drivers, I’ve yet to meet a diaper-
wearing trucker. How can I be sure? Well, 
true, I’ve never asked, but let’s call it a 
pretty good hunch. 

Yes, bathrooms are few and far be-
tween and stopping for breaks will cost 
you a couple bucks when paid by the 
mile, but if you need to wear a diaper to 
make money in this business then you 
probably need to ask yourself some ques-
tions about who you’re working for and 
why you’re doing this.

That far-fetched line alone probably 
chased off many more potential recruits 
from this industry than the rest of it 
could have drawn in. 

The other point I took issue with was 
‘Forget about working out or eating well.’ 

“You’re sitting all day driving, then 
you’re sleeping,” Pardes writes. “That’s 
your life for as long as it takes to get 
home. Forget exercising; you’re bare-
ly standing up throughout the day. The 
only way to make money is if your truck 
is moving, and as long as your truck is 

moving, you’re on your butt.”
I know it’s incredibly dif-

ficult to maintain a healthy 
lifestyle while driving over-
the-road. But it’s not impos-
sible and I am frequently in-
spired by pro drivers who 
have committed to maintain-
ing a healthy lifestyle despite 
all the challenges associated 
with doing so as a professional 
driver.

Check out pg. 18-19 of this 
issue of Truck News for some 
great on-road workouts that can be done 
in and around the truck, pretty much 
anywhere you find yourself parked.

Truck stops and fleets are doing their 
best to make healthy meals and snacks 
available. It’s becoming increasing-
ly rare to visit a trucking company that 
doesn’t have a fruit bowl out for drivers. 
Online communities have been created 
to share tips on cooking healthy meals 
inside the cab. 

There has never been more informa-
tion and resources available for profes-

sional drivers who want to lead a healthy 
lifestyle. It can be done. 

I never thought I’d be using this space 
to counter an opinion piece in Cosmo. 
Tune in next month when I share 10 tips 
for truckers on how to enhance your sex 
life. None of them will involve diapers. 

Go ahead, take 
your best shot

The view 
with Lou
LOU SMYRLIS

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

Editorial 
Comment
JAMES MENZIES

Must admit, I’m feeling a bit like a pin 
cushion of late. My column last month 
criticizing the Owner-Operator Inde-
pendent Drivers Association (OOIDA) 
for what I strongly believe is an irre-
sponsible opposition to the electronic 
logging device (ELD) mandate in the 
US, generated more than a few angry 
retorts from readers.

There were those who thought that 
since I don’t drive for a living, I don’t have 
the right to be commenting on things 
that affect the lives of those who do. True, 
I don’t drive for a living but I have been 
writing about transportation issues for 
more than 25 years and in that time I’ve 
spoken with hundreds of fleet owners, 
managers, technology specialists, legisla-
tors, enforcement officials and more than 
my share of company drivers and owner/
operators. I would say that makes for a 
well-rounded view of issues. And never 
when approached by a professional driv-

er who wanted to complain about a new 
technology or a regulation did I think he 
or she shouldn’t be heard because they 
weren’t engineers or legislators.

There were those, such as Johanne 
Couture, who think ELD technology is 
an “added financial burden to small car-
riers.” Sorry folks but the “financial bur-
den” argument is used every time a new 
technology is mandated – by carriers, 
drivers, and OEMs, depending on what is 
being mandated. 

I’ve heard this argument so many 
times, for so many different occasions, I 
can’t take it seriously. The sky is falling, 
the sky is falling, is the cry that goes out 
every time. Except the sky doesn’t fall.

There were also those who insisted 
carriers will use this technology to force 
tired drivers back on the road if the logs 
show they still have legal driving time 
available. I agree that’s possible. But I’m 
willing to bet those who attempt to do so 

would be the same carriers who think 
nothing of asking drivers to keep two log-
books so they can cheat the system now.

But enough from this “irresponsi-
ble moron,” as one of you affectionately 
called me. Let’s hear what others have to 
say about ELDs. John G Smith, editor of 
Private Motor Carrier, in his column last 
month wrote that evidence from current 
ELD use actually shows a drop in form 
and manner violations, such as missing 
lines and blank cells: “Such problems ac-
counted for 16% of violations during 2016. 
Those who failed to keep a duty status up 
to date accounted for 8%. Both of these 
situations were more common than the 
share of drivers who were behind the 
wheel eight hours after their most recent 
off-duty or sleeper time (7.43%) or driving 
beyond a 14-hour duty period (4.37%).” 

Gerald Janosik, a driver with Gor-
ski Bulk Transport, a carrier which has 
been using ELDs for several years, wrote 

a letter to the editor about ELDs for our 
sister publication, Today’s Trucking. In 
Janosik’s own words: “From my expe-
rience, ELDs reduce paperwork for the 
driver and eliminate mistakes. Overall 
the DoT on both sides of the border tend 
to wave trucks through more often with 
ELDs.” Janosik added: “ELDs can prove 
to be very positive if you work for the 
right company and if, as a driver, you are 
open to change.”

Which gets us to the heart of the issue: 
resistance to change. I remember when I 
first started writing about transportation 
more than two decades ago, the rage was 
all about the threat of Big Brother intru-
sion into drivers’ lives brought by satellite 
tracking. No driver wanted that technol-
ogy in their cab. How many of you now 
would do without it?

Call me crazy but 25 years from now I 
think you will be saying the same thing 
about ELDs. In the meantime, feel free to 
keep on telling me otherwise.  

Lou Smyrlis can be reached by phone at 
(416) 510-6881 or by e-mail at lou@new-
com.ca You can also follow him on Twitter 
at Twitter.com/LouSmyrlis.
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Fleets should prepare for the effect rising fuel 
costs will have on their business later this year

Bankruptcies could occur as fuel 
prices begin to climb: FTR

March 2016TRUCK 
NEWS 7BUSINESS

7up to the world economy,” Perry said. 
“The biggest extreme downside risk is 
the chance of a global recession.”

He noted countries such as Spain, 
Brazil and Argentina are already in 
recession and China’s manufacturing 
economy is as well. China’s stock mar-
ket is down about 40%, which Perry 
said is a “canary in the coalmine.”

“There’s a real chance of troubles 
in the global economy and we think 
there’s about a 15-20% chance those 
troubles could be severe enough in 
the year 2016 that they could lead to 
the beginning of substantial econom-
ic troubles for us sometime later in the 
year,” Perry warned.

While the US economy has chugged 
ahead thanks to consumer spend-
ing, industrial production – a major 
contributor to truck freight – has been 
weak, Perry pointed out. 

So far through the recovery, truck-
ing’s growth has outpaced that of gen-
eral GDP by a greater margin than in 
the past, Perry said. If that changes, it 
could be bad news for trucking. Still, 
FTR is projecting freight growth of 
around 3% in 2016.

FTR continues to warn of the effect 
regulatory drag could have on capac-
ity in 2017 and beyond. If capacity uti-
lization crosses the 100% threshold – 
and it’s expected to in 2018 when the 
impact of productivity-choking regu-
lations are felt – the trucking industry 
will struggle to find enough drivers to 
move freight.

“We’re already hiring a million peo-
ple a year and if you ask us to hire an-
other 100,000, we can’t keep up,” Perry 
said.

Currently, capacity utilization is at 
about 95%, resulting in a soft pricing 
environment, though Perry said some 
forward-thinking shippers are accept-
ing rate increases and locking in ca-
pacity in advance of the coming tight-
ness.

When it comes to fuel prices, people 
should pay attention to Perry. He de-
clared in 2014, the same year crude 
was worth more than $100 a barrel, 
that the “energy crisis is over” for a 
while.

“When I say a while, I mean as long 
as I’m going to live on this earth and 
I intend to live for another 30 years,” 
Perry said then.

He reiterated that stance in Janu-
ary, but did warn diesel prices should 

start rising this year and fleets bet-
ter be prepared. Showing how diesel 
prices track in relation to crude, diesel 
prices in the US have actually fallen 
more than they should have versus 
crude. As this relationship normalizes, 
coupled with an expected increase in 
crude oil prices, diesel could be in for 
a considerable hike later in 2016, Perry 
warned.

If the price of crude doubles from 
current levels to about $60 per barrel 
(typically the break-even point of pro-
ducing it), then diesel will rise about 
25%, Perry explained.

“And 25% on $2.25 is almost a buck,” 
he pointed out. “We know it will occur, 
we don’t know quite when. Plan for it 
to occur in the second half of 2016.”

When fuel prices rise suddenly, 
trucking bankruptcies occur, Perry 
said, because there’s a lag between 
when fleets are paying for fuel and 
when they can recover increases via 
the fuel surcharge. 

“When (diesel) prices are falling like 
they have been over the past year, peo-
ple get a nice infusion in cash. When 
prices rise, the opposite happens,” 
Perry reasoned. “This affects owner/
operators and the big guys; it may af-
fect the owner/operators a little bit 
more because they’re less able to man-
age those kinds of things.”

Rising fuel prices will also affect 
fleet profitability. 

Asked if this is a good time to be en-
tering the trucking industry or invest-
ing in new equipment, Perry said it 
depends on a carrier’s situation. It’s a 
great time to replace aging equipment, 
he noted, but he cautioned against 
adding capacity.

“This is not a good time to enter the 
marketplace, there are big exposures 
in terms of downturns in demand and 
also in fuel,” he said. 

“I would be hesitant as a trucker in 
any segment of business to be put-
ting out big hunks of capital right 
now, with one exception. In times of 
good cash f low, right now is a good 
time to young-up your f leet. Get rid 
of the last 10% of dogs you have that 
drivers don’t like and that have high 
maintenance costs. This is a great 
time to be buying equipment because 
it will make your cash f low position 
very strong if the market does weaken 
over the next two to three years. But I 
would not be putting any speculative 
capital for growth into this business 
for a while.” 

Continued from page 1

US truck tonnage up 1% in December
WASHINGTON, D.C.

The American Trucking Associations’ For-Hire Truck Tonnage Index went up by 1% in De-
cember after a decrease of 0.9% in November. 

Year-over-year, the index went up by 1.1%, better than November’s 0.2% gain from No-
vember 2014. Tonnage was up 2.6% for all of 2015 when compared to 2014.

“Tonnage ended 2015 on a strong note, but it was not strong for the year as a whole,” 
said ATA chief economist Bob Costello. “With year-over-year gains averaging just 1.2% 
over the last four months, there was a clear deceleration in truck tonnage.

“At the expense of sounding like a broken record, I remain concerned about the high level 
of inventories throughout the supply chain. The total business inventory-to-sales record is at 
the highest level in over a decade, excluding the Great Recession period. This will have a neg-
ative impact on truck freight volumes over the next few months at least. And, this inventory 
cycle is overriding any strength from consumer spending and housing at the moment.” 

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

Don’t expect any major acquisitions 
from TransForce during the first half 
of 2016. Alain Bedard, chairman and 
CEO of Canada’s largest trucking firm, 
says buying back TransForce shares is 
the best deal going.

Addressing analysts and business 
press on an earnings call, Bedard said 
TransForce will buy back and elim-
inate about 10% of its outstanding 
shares, which are currently trading at 
about 6x EBITDA – a bargain, accord-
ing to Bedard.

“We’re not buying something that’s 
unknown,” Bedard said. “If you are do-
ing a truckload deal, there’s always a 
risk.”

Later in 2016, however, TransForce 
could make a move to bolster its US 
truckload segment.

Bedard said TransForce will also 
close unprofitable LTL terminals in 
Canada this year and focus on areas 
with stronger margins. The company 
recently sold its Kamloops terminal 
and others could be shuttered as well.

“Kamloops was great 20 years ago,” 
Bedard said. “Nowadays, with the 
competition we have and the de-
pressed market, it doesn’t make sense 
to be there. We have other markets 
where it doesn’t make sense to be there 
so that’s going to be part of our 2016 
plan, to focus on high-density areas 
where we can make a difference with 
our technology and our service.”

TransForce’s LTL business is what 

keeps Bedard up at night, he admit-
ted, particularly in hard-hit Western 
Canada.

“The situation in Alberta is terrible. 
It’s terrible and it’s going to get worse,” 

Bedard said. “I think that it has al-
ready spread to Ontario and the rest 
of Canada. The Canadian consumer is 
depressed…Our LTL market is terrible 
because Alberta was our best market 
until a year ago and now it’s our worst 
market. We’re down 25% in volume 
there and it’s going to get worse. Cal-
gary is like a ghost town now.”

Western Canada contributes only 
16% of TransForce’s revenue, Bedard 
pointed out.

He is more bullish on the company’s 
US truckload and package and cou-
rier businesses. He said US consumer 
spending is still strong. 

“I’m still convinced that sometime, 
maybe late in 2016, there will be some 

kind of a combination between us and 
somebody else that is going to create a 
stronger, great truckload (business) in 
the US,” Bedard said.

TransForce has the cash, having re-
cently sold off its waste management 
business, though much of that will go 
towards buying back its own shares. 

Bedard said the waste management 
sale was a good one for everyone in-

What will be TransForce’s next big buy? Probably itself.

We’re not buying 
something that’s 
unknown. If you 
are doing a TL deal, 
there’s always a 
risk.”
Alain Bedard, TransForce

“

volved.
“A lot of people were laughing at me 

when I bought the company in 2005,” 
he said. “We generated a profit of over 
$500 million with these transactions. 
We built a great business, we had a 
solid team and we sold it at a fair price 
to GFL and we made a huge gain and 
the buyer is happy because it bought a 
tremendous company.” 

Safety record a bright spot for Mullen in ’15
OKOTOKS, ALBERTA

Last year was one to forget for trucking companies serving the oil patch and 2016 is look-
ing equally tenuous, but if there was a bright spot for Mullen Group it was the performance 
of its trucking/logistics companies, and in particular their safety records. Speaking on a 
conference call with analysts, Mullen Group CEO and chairman Murray Mullen said “You 
can measure this by any statistic – injury frequency, lost time claims, cargo and equip-
ment damage – they’re not just down in each measurement, they’re down significantly. In 
fact, I’d say they’re world class.”

Mullen also said the company improved its processes to maintain its operating margins.
“These are the things we can control here at Mullen Group,” he said. “ I want to acknowl-

edge the hard work and dedication of our entire team. Our people did us proud last year.”
What Mullen – and other oilfield services providers – can’t control, is the crashing of 

commodity prices. 
“The entire industry ecosystem is a total mess,” Mullen said of the oil and gas sector.
Interestingly, Mullen’s trucking/logistics business, which traditionally contributed about 

40% of total revenue, this year chipped in 60% while oilfield services dropped to 40%.
Despite the challenges, Mullen said the company was able to maintain its strong balance 

sheet and will be conservative moving forward. It’s not actively pursuing acquisitions in the 
trucking industry and is even less interested in buying companies serving the oilfields.

“We’ll still do a great acquisition but I’m playing defense right now, I’m not playing of-
fense,” Mullen said. “I will never put the company at risk by trying to play offense. This is a 
year of positioning.” 
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By James Menzies

MISSISSAUGA, ONTARIO

A panel of M&A deal-makers was as-
sembled at the 2015 Surface Transpor-
tation Summit, to shed light on how to 
successfully acquire and integrate a 
company into an existing business.

The panel was moderated by Mike 
McCarron, a former partner in MSM 
Transportation, who sold that business 
and then went on to form Left Lane As-
sociates, a new company geared to-
wards helping trucking company and 
freight broker owners to monetize their 
businesses.

Here are six questions that were an-
swered during the session:

Should you grow organically or 
by acquisition?
Douglas Davis, co-founder and part-
ner of StakUp, who also has experience 
selling his own transportation business, 
said companies should not focus on ac-
quisitions alone to grow their business.

“Every good company has an organic 
growth strategy and they may supple-
ment that with acquisitions,” he said.

He noted acquisitions can contrib-
ute to faster growth, but they also bring 
greater risks than organic growth.

“Get the best of both worlds by sup-
plementing an organic growth strategy 
with acquisitions,” he advised.

How can you learn about
acquisition opportunities?
If you haven’t been identified by invest-

ment bankers as a potential buyer, than 
you may never hear about opportunities 
that may have been the perfect fit for 
your growth strategy.

Robert Hickey, managing director, 
RBC Mid-Market M&A, said companies 
looking for acquisition opportunities 
should work with an investment banker 
and let them know what they’re look-
ing for.

“If we don’t know you, we’re not going 
to come and talk to you,” he said. “If you 
have enough touch points out there in 
the financial services community, you 
will start to see ideas coming your way.”

Prospective buyers, said Hickey, need 
to develop a pipeline, so they have expo-
sure to opportunities that are out there.

Is the company you’re interested in 
the right fit for your business?
Just because you’ve identified a success-
ful company that’s available for pur-
chase, doesn’t mean you should rush to 
make a deal. Doug Nix, vice-chairper-
son, Corporate Finance Associates, said 
you must first determine whether or not 
the prospective acquisition is a good fit 
for your business.

“One of the most overlooked steps is 
ensuring every deal supports your cor-
porate strategy,” Nix said. “If it doesn’t 
support the strategy, you may as well be 
buying beauty salons and tucking them 
into your organization.”

Hickey said a buyer must first “know 
itself” before it sets out to make an ac-
quisition.

Most deals that fail, do so because 
“the underlying assumptions behind 

the transaction were incorrect, because 
the company didn’t do Phase 1, which is 
know itself,” Hickey explained.

Are you capable of integrating the 
new business?
Once a deal has been reached, the LOI 
signed and the champagne glasses 
clinked, Davis said that’s when the real 
work begins. It’s time to integrate the 
business and this is a step many buyers 
are unprepared for. Before setting out 
to make an acquisition, panelists said 
companies need to assess their ability to 
successfully integrate their purchase.

“You have to think about how you’re 
going to integrate it,” Hickey said. “If you 
don’t have good awareness of your own 
P&Ls, it’s very difficult to conceive how 
you can integrate another business.”

Davis said a company looking to 
grow by 50% through acquisition needs 
to determine whether or not its man-
agement team is strong enough to run 
a business that’s suddenly at 150% of its 
previous size.

“You need to make sure your man-
agement team is appropriately set up as 
well,” he said.

How can you ensure customer 
retention?
Before pursuing a company, consid-
er whether the current owner or the 
company itself owns the business rela-
tionships. 

“Often it’s the owner of the compa-
ny that owns those relationships,” said 
Davis. “If its top five customers are 73% 
of the business and the owner is best 

friends with them, then without him the 
business isn’t worth anything.”

Davis pointed out what you’re really 
buying is future revenue streams. One 
way to gain a comfort level regarding 
the nature of the customer relationships 
is to meet with the customers, an ap-
proach that could be met with some re-

sistance by the seller.
Davis suggested to “Create a deal 

structure that has a fairly large earn-
out based on customer retention. You 
would like to have the owners assist in 
the transition and they are much more 
motivated when they have some money 
hanging behind.”

Nix said once the letter of intent has 
been signed, it’s okay for sellers to dis-
close customer names and to arrange a 
meeting with key clients. Normally such 
meetings are brief and no issues arise. 
The customers generally just want to be 
assured of a consistent service level un-
der the new ownership. But meetings 

Six questions to ask before making an acquisition

No two businesses 
are the same…
There are a whole 
bunch of factors 
that drive value in 
a company.”
Robert Hickey, RBC

“
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with customers shouldn’t take place un-
til the latter stages of a deal, Nix added.

“Do all the due diligence, negotiate 
the purchase agreement, then we can go 
talk to customers,” Nix said. “You don’t 
want to disrupt customers or employees 
in the event it doesn’t come to fruition.”

What multiple should you 
expect to pay?
Don’t obsess over the multiple com-
manded by recent deals, panelists 
agreed. Instead, focus on what the com-
pany is worth to you.

“No two business are the same,” said 
Hickey. “Two companies can be doing 
$5-million EBITDA, but one is asset-
heavy and one is asset-light. EBITDA 
doesn’t capture that. One may be grow-
ing at 10% per year and the other at 2% 
per year. One may have three custom-
ers, one may have 300 customers. There 
are a whole bunch of factors that drive 
value in a company.”

Hickey added, “The multiple is a great 
guidepost that you back into. Don’t say 
‘I’m going to pay 5x EBITDA for this 

business because that’s where they nor-
mally trade’…the value of any business 
is unique and it’s arrived at by a fairly 
detailed negotiation.”

Nix pointed out, “It’s the buyer that 
sets the value of the business, not the 
seller. The right way to do it is to say, 
what is the business worth to me as the 
buyer.”

The trading multiple, however, could 
become a negotiating strategy, Nix add-
ed.

There’s also a considerable gap be-
tween the value of freight brokers versus 
asset-based trucking companies, so it’s 
important to differentiate between them 
when discussing multiples, Nix said. He 
said there’s a “huge appetite” for $8-mil-
lion freight brokers, driven mostly due 
to the customer relationships they hold.  
But, “On the trucking side, it’s hard to 
see much more than asset value in the 
small guys,” Nix said.

Trucking companies that have a 
niche, or some differentiator in their 
market, however, could command more 
value, he added.  

VersaCold buys 
trucking firm
VANCOUVER, BRITISH COLUMBIA

VersaCold Logistics Services has an-
nounced its acquisition of the assets of 
cross-border carrier Gary Heer Transport. 
The move marks VersaCold’s entry into the 
US cross-border transportation segment. 
The company will launch its new subsidiary 
VersaCold North America Transportation 
Solutions (VNATS) in the first quarter of 
2016. Gary Heer Transport provides cross-
border refrigerated trucking between 
Western Canada and the US.

“This acquisition marks an exciting time 
of growth and service expansion at our 
company,” said Douglas Harrison, president 
and CEO of VersaCold. “By offering cross-
border transportation services through 
VNATS, we continue to live our vision of be-
ing our customer’s most trusted and reliable 
long-term partner by providing new and in-
novative solutions and services that enable 
them to achieve great business success.”

“We are proud to join VersaCold and 
to be a part of a team that is not only the 
leader in its space, but the fastest grow-
ing,” added Gary Heer, president of Gary 
Heer Transport.  

Southeastern 
Freight Lines 
eyes Canada
LEXINGTON, SOUTH CAROLINA

Southeastern Freight Lines is enhancing 
its service into Canada, with the addi-
tion of door-to-door cross-border deliv-
eries between Canada and the US. The 
company says it has a Canadian team 
based in Toronto, which will stream-
line operations to service customers be-
tween the US and all points in Canada.

“The new and improved Canada 
cross-border service is a natural ex-
tension of Southeastern’s US brand, 
focused on bringing the same quality 
without question service in the states 
to our Canadian customers,” said Bob 
Bullock, vice-president of internation-
al for Southeastern Freight Lines.  
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But lackluster January orders point to a slower 2016

Record trailer shipments, Class 8 
sleeper sales in 2015: ACT Research

14 BUSINESS

COLUMBUS, INDIANA

The trailer manufacturing industry en-
joyed its best shipment year ever in 2015, 
according to ACT Research. The previous 
record was set in 1999.

“Despite trailer net orders in Decem-
ber falling 31% month-over-month and 
38% year-over-year, the solid order sea-
son continues for this segment of the 
commercial vehicle industry,” said Frank 
Maly, director, CV transportation analy-
sis and research at ACT. “Two factors im-
pacted December’s orders: the continued 
front-loading of the order season, along 
with market headwinds from freight 
rates and volumes that had already been 
reflected in Class 8 order levels.”

He added, “Softness in dry vans and 

reefers were responsible for the poor or-
der comparisons, as large fleets took an 
early order board position, so December 
was not that surprising.”

Maly said 2016 has kicked off with the 
best order boards in more than 20 years.

And with December truck order num-
bers now in the books, 2015 also post-
ed the best year ever for production and 
sales of Class 8 sleeper tractors, accord-
ing to ACT.

Commercial vehicle orders finished 
2015 strong with 28,150 and 22,450 net or-
ders for Classes 8 and Classes 5-7 vehicles 
in December, respectively, ACT reports.

“Most notable was the US Class 8 
sleeper tractor segment, which had its 
best production and sales year in his-
tory,” said Steve Tam, vice-president, 
commercial vehicle sector with ACT Re-
search. “Carriers anxious to take advan-
tage of more fuel-efficient trucks, spurred 
by strong freight rate growth in the first 
part of the year, get the nod as the drivers 
behind the story.”

Tam added, however, that 2016 is ex-

pected to be a different situation. He ex-
plained, “Faced with excess freight haul-
ing capacity and slowing freight growth, 
freight rates have softened to the point 
where many truckers are now taking a 
wait-and-see approach before commit-
ting to more new equipment.”

Initial orders for January confirm the 
excitement for truck builders and dealers 
could be short-lived. Preliminary figures 
from ACT Research indicate Classes 5-8 
orders of 36,400 units, the third lowest 
volume of the past eight moths.

“Economic reports over the course 
of January were broadly disappointing, 
with industrial-related data points par-
ticularly soft,” said Kenny Vieth, ACT’s 
president and senior analyst. “Ongoing 
weakness in the freight-intensive manu-
facturing sector continued to weigh on 
capacity utilization following a year in 
which Class 8 tractor retail sales fell just 
short of an all-time record. As a result of 
the soft supply/demand environment, 
the lackluster Class 8 order trend that 
started in late 2015 continued into 2016.”

Class 8 preliminary orders, at 18,200 
units, were down 48% against January 
2015. January orders were also 35% lower 
than a better than expected December, 
ACT reports. 

Despite the soft start, Jonathan Starks, 
chief operating officer at FTR, suggested 
orders should strengthen later this year.

“Orders in 2014 equaled a strong 
376,000, 2015 was down from that to 
just 284,000 orders and now 2016 is 
starting off even weaker. It is not look-
ing to be a strong year,” he noted. 
“However, the fundamentals for freight 
and demand for truck services should 
hold up well enough to keep the market 
at replacement levels. In order to see 
that occur we would expect to see or-
ders improve as we get into the spring 
months and fleets finalize their plans 
for 2016 expenditures.” 

Many truckers 
are now taking 
a wait-and-see 
approach.”
Steve Tam, ACT Research
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TORONTO, ONTARIO

TransCore reports load volumes in-
creased in January, on the heels of 
four consecutive months of declines.

January spot market freight vol-
umes were up 12% above December 

but down 28% year-over-year.
The freight index has shown alter-

nate highs and lows for the month 
of January for the past three years. 
Compared to December of the prior 
year, January 2016 was above De-
cember 2015; January 2015 was be-
low December 2014, a year of record-
breaking highs, and January 2014 was 
above December 2013, TransCore re-
ports.

Cross-border loads leaving Cana-
da were down 18% and loads coming 
into Canada were down 33% year-
over-year. Intra-Canada load volumes 
were down 25% y-o-y. Equipment 
availability was also lower, reflecting 
a 5% reduction in capacity compared 
to December. However, equipment 
postings were above January 2015 lev-
els by 28%. 

Canadian spot market freight 
volumes rise in January

Turnover rises 
at large US 
truckload carriers
ARLINGTON, VIRGINIA

The annualized driver turnover rate 
at large truckload carriers rose 13 
points to 100% in the third quarter of 
2015. This means turnover is the high-
est it has been in three years.

The rate at smaller truckload car-
riers fell to 68%, the lowest it’s been 
since Q4 2011.

“It is just one data point, so it is hard 
to draw any real conclusions on what 
is happening with turnover,” ATA chief 
economist Bob Costello said. “How-
ever, the increase in the turnover rate 
at large carriers matches up with what 
we’ve been hearing anecdotally from 
fleets: that the market for drivers con-
tinues to be tight.” 
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Volvo posts 
record year 
in 2015
GREENSBORO, NORTH CAROLINA

Volvo Trucks North America announced it 
has posted record results, achieving all-
time highs in 2015 for US, Canada and NAF-
TA Class 8 retail sales.

Volvo also reached record penetration 
levels for Volvo engines, I-Shift automated 
manual transmissions and XE powertrain 
packages.

Its US retail market share was a record 
12.4% in 2015, up 0.4% from 2014. 

Market share climbed 1% in Canada to 
a record 16.3% (4,884 vehicles compared 
to 4,510 in 2014). In addition, Volvo also 
achieved a record 12.2% NAFTA market 
share (36,940 vehicles), compared with 
11.9% (32,281) in 2014. 

Volvo attributed its record-breaking 
2015 to positive customer response to its 
fuel-efficient vehicles and powertrain and 
its uptime support. 

“We are very proud of our people, 
whose dedication allowed us to make 
these great achievements,” said Goran 
Nyberg, president of Volvo Trucks North 
America. “It’s clear from our strong per-
formance that the market continues to see 
the fuel efficiency benefits offered by our 
powertrain and aerodynamic truck de-
sign, combined with our commitment to 
maximizing uptime for customers. While 
we are very pleased with our 2015 results, 
we will continue to seek opportunities to 
make advancements in products, service 
and support that positively impact the 
bottom line of our customers.” 

NOTICE TO TRUCKERS  
2016 SPRING LOAD RESTRICTIONS

Under the Highway Traffic Act, the province enforces reduced load 
restrictions on trucks to protect Ontario’s highways during spring thaw, 

when road damage is most likely to occur. 

RESTRICTION ON PERMITS ISSUED UNDER THE  
HIGHWAY TRAFFIC ACT: 

All annual and project permits for moving of 
heavy vehicle loads, objects or structures, 
in excess of limits set out in the Act, unless 
otherwise specified are not valid on any highways 
during the months of March and April, in the 
southern portion of Ontario, and March, April and 
May in the northern portion.

For this restriction, the province is divided, west 
to east, by a line formed by the Severn River 
to Regional Rd. 169; Regional Rd. 169 from 

Washago to Hwy. 12;  Hwy. 12, from Regional Rd. 
169 to Hwy. 7, north of Sunderland;  Hwy. 7, from 
Hwy. 12 to Regional Rd. 7B at Carleton Place; 
Regional Rd. 7B to Hwy. 15; and Regional Rd. 29 
to Arnprior.

Single trip permits, for moving of overloads on 
highways not designated in Schedules 1, 2 and 
3, may be issued, but are subject to axle controls 
established by the Ministry of Transportation.

Reduced load limits will be in effect where and when signs are posted depending on road 
and weather conditions.

To find out more, please visit:

BLEED

ontario.ca/truckloads

NOTICE TO TRUCKERS  
2016 SPRING LOAD RESTRICTIONS

Under the Highway Traffic Act, the province enforces reduced load 
restrictions on trucks to protect Ontario’s highways during spring thaw, 

when road damage is most likely to occur. 

RESTRICTION ON PERMITS ISSUED UNDER THE  
HIGHWAY TRAFFIC ACT: 

All annual and project permits for moving of 
heavy vehicle loads, objects or structures, 
in excess of limits set out in the Act, unless 
otherwise specified are not valid on any highways 
during the months of March and April, in the 
southern portion of Ontario, and March, April and 
May in the northern portion.

For this restriction, the province is divided, west 
to east, by a line formed by the Severn River 
to Regional Rd. 169; Regional Rd. 169 from 

Washago to Hwy. 12;  Hwy. 12, from Regional Rd. 
169 to Hwy. 7, north of Sunderland;  Hwy. 7, from 
Hwy. 12 to Regional Rd. 7B at Carleton Place; 
Regional Rd. 7B to Hwy. 15; and Regional Rd. 29 
to Arnprior.

Single trip permits, for moving of overloads on 
highways not designated in Schedules 1, 2 and 
3, may be issued, but are subject to axle controls 
established by the Ministry of Transportation.

Reduced load limits will be in effect where and when signs are posted depending on road 
and weather conditions.

To find out more, please visit:

BLEED

ontario.ca/truckloads

NOTICE TO TRUCKERS  
2016 SPRING LOAD RESTRICTIONS

Under the Highway Traffic Act, the province enforces reduced load 
restrictions on trucks to protect Ontario’s highways during spring thaw, 

when road damage is most likely to occur. 

RESTRICTION ON PERMITS ISSUED UNDER THE  
HIGHWAY TRAFFIC ACT: 

All annual and project permits for moving of 
heavy vehicle loads, objects or structures, 
in excess of limits set out in the Act, unless 
otherwise specified are not valid on any highways 
during the months of March and April, in the 
southern portion of Ontario, and March, April and 
May in the northern portion.

For this restriction, the province is divided, west 
to east, by a line formed by the Severn River 
to Regional Rd. 169; Regional Rd. 169 from 

Washago to Hwy. 12;  Hwy. 12, from Regional Rd. 
169 to Hwy. 7, north of Sunderland;  Hwy. 7, from 
Hwy. 12 to Regional Rd. 7B at Carleton Place; 
Regional Rd. 7B to Hwy. 15; and Regional Rd. 29 
to Arnprior.

Single trip permits, for moving of overloads on 
highways not designated in Schedules 1, 2 and 
3, may be issued, but are subject to axle controls 
established by the Ministry of Transportation.

Reduced load limits will be in effect where and when signs are posted depending on road 
and weather conditions.

To find out more, please visit:

BLEED

ontario.ca/truckloads

DON'T LET
WINTER

STOP YOU

*Based on field test data – Fairbanks, Alaska, February 2013

CRITICAL HEATING FROM EBERSPAECHER
Don’t let winter conditions keep you off the road. Trust Eberspaecher  
Climate Control Systems to keep your engine running smoothly.

Eberspaecher’s Hydronic D5 heater offers engine and  
supplemental cabin preheating so you can combat winter  
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Robert explains his aesthetic when re-
storing vintage trucks. “My dad used 
to take me down to the Mack or White 

showroom in Toronto when we would 
be picking up a new truck. That’s the 
way I want them to look,” he says, “the 
way you first see them sitting in the 
dealership.”

Robert’s ’56 Autocar is no slouch 
on the road, powered by a 320-horse 
“supercharged” Cummins engine 
and a 5x4 two-stick Spicer transmis-
sion with overdrive available in both 
boxes. 

“I could hop in it right now and I 
know it would do a good day’s work 
for me,” he says. 

When truck restorers rebuild a 

truck, the result is usually superior to 
the product that rolled off the line so 
many decades ago.

For many vintage truck enthusi-
asts, the annual truck show put on by 
the Antique Truck Club of America in 
Macungie, Pa. is a must-attend event, 
and the brothers frequently make 
the pilgrimage. The show usually in-
cludes a lot of Macks, as it’s just down 
the road from Mack’s historic HQ in 
Allentown.

Robert usually makes the trip to 
Macungie using his 1984 Autocar as 
a power unit pulling a 53-ft. Talbert 
sliding axle trailer so he can f loat 
down a couple of his other treasures 
like his two Dodge Powerwagons, a 
1949 and 1951. 

“I was once offered $50,000 for one 
of them at the show in Pennsylvania. 
A guy came running up beside us as 
we pulled in the gate,” he recalls.  

When brother Wayne has some 
equipment to move, whether to Ma-
cungie, or anywhere else in North 
America, he relies on his 1988 Mack 
Superliner. It’s a 15-speed with a 
500-horse V8 engine that’s souped up 
– he’s polished the ports, redone the 
fuel system and added a 610-horse 
power turbo that was originally in-
tended for a high-powered Australian 
Mack. “I can tell you that it puts out a 
whole lot more than 500 horsepower,” 
he says.

For the most part, Wayne sticks to 
restoring Macks (although he has a 
WC 22 and a WC24 White in his shed). 
His first truck was a 4400 White but 
he drove his share of B-Models and 
was the first person in the Owen 
Sound area to bring home an R-Model 
Mack in 1966. 

“You couldn’t kill those old Macks 
and Whites. Especially the WC 22. 
They were underpowered like cra-
zy but they wouldn’t quit. My dad got 
his first A-Model Mack in 1953, then 
added his first B-Model in 1955. Then 
a whole bunch of them in 1957. Later 
on he went to the R-Models. Some of 
them were the DM version with off-
set cabs that were used as cement 
trucks.”

Most of Wayne’s Macks are ex-
tremely collectible. Besides the high-
ly coveted Superliners in his shed, 
he’s got a couple of LTs from the ’40s 
and an LJ as well as an F-Model. But 
Wayne thinks that the nature of his-
torical truck collecting is changing.  

“The guys are getting older and 
some of them are gone. Young guys 
are more interested in chrome and 
something f lashy.” 

But Doug Grieves, a past president 
of the Antique Truck Society of Cana-
da thinks there is still a place for the 
avid collector, even as prices for some 
vintage trucks have dropped. 

“Steven Proctor, one of the boys 
of Proctor’s Cartage, in his 30s now, 
grew up around trucks and collects 
Freightliners. He must have a doz-

Mack on a stick
Continued from page 1

Legend has it pilots used the King Bros.’ Mack, mounted high atop a pole, as a navigational aid.

You couldn’t kill 
those old Macks 
and Whites. 
They were 
underpowered 
like crazy but they 
wouldn’t quit.”
Wayne King
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en of them. Ross Mackie just put his 
old 1964 Kenworth back on the road, 
and George Tackaberry has a crew 
rebuilding old trucks and putting up 
buildings to keep them in. It’s usu-
ally the companies who take great 
pride in their equipment, like the 
Kings, Proctors, Paddocks, Mackies 
and Tackaberrys, who are the most 
interested in historical trucks,” says 
Grieves. 

The Antique Truck Society of Can-
ada had a good run in the 1980s, but 
has been in retirement for some time. 
But new players like the Great Lakes 
Truck Club are stepping up to con-
tinue the tradition of preserving our 
trucking history. 

The group’s annual truck show in 
Clifford, Ont., is well attended by en-
thusiasts and collectors alike.

The Internet may have changed the 
world but it hasn’t affected the King 
brothers much. 

When Wayne and Robert are look-
ing around for parts or a particular 
model or a truck, they put the word 
out to a few friends and collectors via 
their landlines, and often as not they 
find what they’re looking for. 

However, Wayne admits the phone 
calls from collectors are getting rarer 
these days, and good parts are getting 
difficult to source. 

“Not long ago I had a guy come 
around looking for piston sleeves for 
an old Mack engine. Heads are get-
ting really hard to find, too. Even the 
bias ply tires that the old trucks run 
on – the only place you can get them 
is from China,” he says

The brothers’ collections are great, 
but I’m intrigued about the B61 sit-
ting on a pole. What gave Wayne the 
idea to put it up there? 

“When we were kids our parents 
took us to visit some friends in Arkan-
sas who owned a cement plant,” he 
relates. 

“That’s where I saw a cement truck 
about 25 feet in the air. Years later I 
decided if I ever get enough parts to-
gether from all the B-Model Macks 
that come through my shop, I’d do the 
same thing. So in 1989, after about 25 
model Bs, I finally had enough parts 
to put together this 1964 B-Model. 
One day a friend of mine who works 
as a crane operator at Douglas Point 
called me up and asked me if I was 
still looking for some lengths of pipe. 
‘You better get over here,’ he told me. 
‘They’re cleaning out the pipe shop.’ 
So I got all the pipe for $400.”

But getting a Mack tractor 60 feet 
in the air was an engineering feat, 
and one worthy of Cirque du Soleil to 
boot. 

“I dug a hole 12 feet deep and set 
the pipe in 120 tons of concrete,” he 
says. “At the time I was part-owner 
of a crane company and rode up with 
the truck standing on the frame near 
the fifth wheel and holding onto the 
cable. It was a bit of a windy day so we 

Above: Robert and Wayne King flank trucking pioneer Ross Mackie. Left: A classic B-95 Mack Thermodyne.

had to jostle it around a bit to get it to 
fit. All I could do was use hand sig-
nals with the crane operator. When 
we finally got it landed, and after I’d 
unhooked all the cables and lifting 
rings, I sat on the lifting ball and rode 
it back to the ground. I’m not sure 
what WSIB would say about that these 
days.”

That was 26 years ago. In those 
days, Wayne had the tractor elec-
trified with clearance and running 
lights. 

It must have been quite a sight in 
the night sky. 

He recalls that a friend of his was 
working at the old PPG glass plant in 
Owen Sound and had taken off early 

and had a few drinks. 
“On his way home he went past my 

place and when he saw the truck in 
the air he thought he’d had too much 
to drink,” says Wayne. “He came back 
the next morning to make sure he 
wasn’t seeing things. That first week 
seven cars drove off the road and had 
to be pulled out.” 

Tony Jelicic
Director, Business Development, Eastern Canada

tjelicic@transcourt.com

1 888 407 3830 · transcourt.com
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Choosing a salad over a cheeseburger, 
getting eight hours of sleep instead of 
staying up to binge-watch your favou-
rite Netflix show, and visiting your doc-
tor on a regular basis are all practices 
that most people do to stay healthy. Un-
fortunately, one healthy practice that 
gets swept under the rug – mainly be-
cause it’s time-consuming, challeng-
ing and sometimes unpleasant – is ex-
ercise. 

The average Canadian is supposed 
to be getting 150 minutes of moder-
ate to vigorous aerobic exercise per 
day, according to the Canadian Physi-

cal Activity Guidelines. That can be 
hard to achieve when you’re sitting be-
hind the steering wheel of a truck all 
day and your eyes – let alone the rest of 
your body – are too tired to even think 
about working out when you finally get 
parked at the end of a long shift. But 
keeping your body active is something 
that all drivers should be doing to not 
only improve their overall health, but 
to remain a safe, efficient driver. 

“Because they sit for hours at a time, 
we need to get drivers up and out of 
their seat to get the blood flowing, circu-
lation going and we need to keep their 
heart healthy,” said Melodie Champion, 
certified health coach. “Staying active 
keeps them more alert, which makes 
them a safer driver on the road.”

Working out on the road Champion said that when working 
out while on the road, it’s all about time 
management and mixing both cardio-
vascular activities with strength train-
ing activities. Cardiovascular exercises 
are part of the 150 minutes of activ-
ity you need to get each week; that can 
be a brisk walk, a run or a bike ride. 
Strength training exercises, also called 
resistance exercises, are activities that 
induce muscular contraction building 
strength, like weight lifting, or exercis-
es like sit-ups and push-ups. 

Cardio
Since time is such an issue for drivers, 
Champion suggests breaking up the 30 
minutes of cardio needed each work-
day (to make 150 minutes per week) 
into three 10-minute intervals. Before 
starting a new workout routine involv-
ing cardio, she suggests evaluating 
your current fitness level. 

If walking is enough to raise your 
heart rate and makes your breath-
ing somewhat laboured, then walking 
is enough cardio for you to start with, 

By Sonia Straface

18 FITNESS

Champion said. If walking seems easy 
to you, and doesn’t get your heart rate 
up, you should move to a light jog or 
run, she said. 

“If you need to challenge yourself 
even more, great cardio is using a skip 
rope or jump rope for 10 minutes at a 
time, three times a day,” she said. “Be-
cause that’s such minimal equipment 
for drivers and it’s easy to pack and 
store in the truck.”  

Strength training
Statistics Canada says that close to half 
of all truck drivers are between the 
ages 45 and 64 – an age where a simple 
slip and fall could mean bone fractures 
and breaks. Combat this and make 
your bones and body stronger and less 
susceptible to breaks through strength 
training. The national guidelines sug-
gest that these sorts of exercises should 
be added to workout regimes at least 
two days per week. 

“Strength training is extremely im-
portant because we want to maintain 
an adequate amount of muscle mass 
on our bodies that does make us stron-
ger,” Champion said. “We do have a lot 
of lifting and twisting that are a part 
of being a driver, so we want to keep 
our functional movements as part of 
our workouts as well. Muscle mass also 
helps us burn more calories through-
out the day. For every pound of muscle 
you have, you burn another 50-75 calo-
ries a day at rest. So strength training is 
also important in maintaining a proper 
weight.” 

Champion suggests mixing up your 
strength training exercises to work 
out as many muscle groups as possi-
ble. Three exercises she recommends 
for strength training are body squats, 
push-ups and sit-ups. 

Body squats involve standing with 
your feet flat on the ground, shoul-
der-width apart, with your shoulders 
back to start. Next, put your weight on 
your heels and squat back and down 
at the knee – like you’re about to sit in 
a chair. Then go back to the starting 
position. Make sure to keep your head 
and chest up during this move. Cham-
pion recommends doing this for  
10-12 reps. 

If this move becomes too easy, add a 
kettlebell (another easy piece of equip-
ment to pack in your truck, because 
unlike dumbbells, you only need one, 

Fitness expert Melodie Champion explains how 
easy it is to stay active on the road 
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bushings, to shock absorbers, 
SAF-HOLLAND Original Service 
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Champion said) and make it a goblet 
squat but holding the weight with both 
hands at your chest while completing 
squats for 10-12 reps. 

If you’re not sure how much weight 
you should be lifting when it comes to 
purchasing weights, Champion said to 
look at your form while performing the 
moves with the weight. 

“You want to be able to maintain 
proper form at all times,” she said. “If 
the weight is too heavy, you’re going to 
be struggling to do that, so you have 
to decrease your weight. You want to 
be able to perform each exercise 10-12 
times, and that number 12 should be a 
struggle but while maintaining proper 
form.”

Push-ups can also be modified. If 
you find a regular push-up on your 
hands and toes too challenging for 10-
12 reps, then make it easier by complet-
ing the push-ups on your knees or put 
your hands on the bumper of the truck, 
said Champion. If you find a regular 
push-up too easy after 12 reps, increase 
the intensity by putting your feet up on 
the step of your truck, with your hands 
on the ground.  

Sit-ups are the last strength train-
ing exercise Champion recommended 
for drivers because they target the ab-
dominal muscles, where men especial-
ly (that comprises more than 95% of the 
driver population) carry most of their 
excess weight. 

“And that’s simply just lifting your 
body up towards your knees and 
down,” she said. “If they have a sleeper 
cab, they can do it right in their bunk 
before they even get up in the morn-
ing.” 

Getting an exercise regime started is 
half the battle but for most drivers it’s 
something that pays off. 

Seven years ago, Mariusz Rozan-
ski, 47, an owner/operator who drives 
for Verspeeten Cartage out of Ingersoll, 
Ont., noticed he was gaining weight at a 
pace he was uncomfortable with. 

“I noticed I was gaining weight very 
fast because I was sitting all the time 
and I had to keep buying pants in a big-
ger size. Finally I decided I had to start 
doing something,” he said.

He, like Champion suggests, started 
off slowly. 

“When the trailer was getting loaded 
and unloaded I would stretch gently or 
go for a light walk while I waited,” Ro-
zanski said. “From there, depending on 
my schedule, I would wake up (before 
my shift started) and go for a walk at 
the truck stop.”

Today, Rozanski runs and trains for 
marathons with three of his other truck 
driving friends three times per week 
(he qualified for the Boston Marathon 
with a time of 3:24:39). He said he start-
ed running by slowly adding it to his 
routine by doing intervals (ie. walking 
for 10 minutes, running for one min-
ute, then a week later, walking for nine 
minutes running for two minutes and 
so on). 

He added that one of his favourite ac-
tivities to do while on the road is swim, 
and said that technology has helped 
him on his fitness journey. 

“On my iPhone I have an app called 
SwimRadar that helps me to locate 
swimming pools that are nearby,” he 
said. “So if I know I have time to kill, 
I can go to the app and find a nearby 
pool to swim at.”

Most of the time, he said, where there 
is a swimming pool, there is a gym with 
facilities so he can kill three birds with 
one stone – swim for cardio, complete 
his strength training at the gym, and 
then shower. 

Gary Wilm, a driver in his late 50s, 
who has been driving for more than 30 

years, said adding exercise to his day 
not only helps him physically, but men-
tally too. 

“I find walking remarkably therapeu-
tic,” he said. “It really calms you down 
and it’s low-impact, which is good for 
us old guys.”

Wilm said when he was in his 20s 
and 30s he was a gym rat, but fell out 
of that routine when he started driv-

ing long-haul because of how little time 
drivers get when they are on the road, 
while sitting for most of their day. 

“I found it hard to get motivated,” he 
said, adding that he, too, like Rozan-
ski, started off just walking around the 
parking lot of truck stops. 

Today, Wilm brings barbells and ket-
tlebells along with him in the truck so 
when he has free time before or after 

Melodie Champion, certified 
health coach, says if you’re 
a beginner, this exercise 
routine will help you get 
started in feeling more fit 
and energetic. 

Start with four to five 
minutes of a light warm-up, 
like a quick walk or light jog. 
Then do:

• 10 Body squats
• 10 Sit-ups
• 10 Push-ups 

Do that three times as a 
circuit with a short 15- to 
20-second break between 
circuits.

End with a brisk walk or 
light jog for another four to 
five minutes. 

Add to that a 20-minute 
walk after dinner and you hit 
your 30-minute cardio goal 
per day. 

a shift he can perform basic exercises 
outside his truck, like bicep curls and 
lunges. 

He admits sometimes he feels a lit-
tle silly being the only driver at a truck 
stop working out, but said more re-
cently drivers are coming up to him 
and asking about his exercise routine – 
which he thinks is an excellent start to 
making the industry more fit.           

PUTTING IT
ALL TOGETHER

Competitive Pricing   |   Fleet & Owner-operator Programs   |   Personalized Service
TRUCKING  INSURANCE  SPECIALISTS
CONTEST!
WIN: A two night trip to Niagara 
on the Lake... only for truckers!

How to enter
Come and meet us at booth 
1613, hall 1, at Truck World
(April 14th, 15th and 16th, 2016) 
and:
 • Ask us for a quotation
 • Existing clients of Burrowes 
  will be automatically entered 
  upon visiting our booth 1613.

Prize includes
• 2 nights in a hotel in the beautiful 
 town of Niagara on the Lake
• A tour of a winery
The contest ends April 17th, 2016. 
The draw will be on June 16th, 2016. 

CARDINAL  888-657-3329
HAMILTON  888-690-0010

pg 18-19 tn march v4.indd   19 16-02-16   2:39 PM



very time you stand out-
side your rig when it’s 
running, you experience 
an occupational hazard 
– diesel fumes – a recog-
nized toxic substance. 

In recent years the composition of 
diesel fuel has become less toxic and 
diesel engines have become more ef-
ficient; however, inhaling diesel fumes 
over an extended period of time can 
still lead to acute or short-term health 
effects. 

Diesel fuel, like gasoline, is a hydro-
carbon-based fuel. Short-term exposure 
to diesel fumes, such as when you fuel 
your truck or clean up a small spill, can 
temporarily irritate your eyes, skin or re-
spiratory tract and/or cause dizziness, 
headache or nausea. However, longer-
term exposure may lead to more serious 
health concerns, such as lung cancer, 
kidney damage, and increased risk of 
heart attack. 

Diesel exhaust, a specific type of die-
sel fume, has more negative health ef-
fects than regular diesel fumes. Short-
term exposure can irritate your eyes, 
nose, throat and lungs; it can cause 
coughs, bronchitis, headaches, light-
headedness and nausea.

Lengthy exposure to diesel exhaust 
may increase your risk of develop-
ing asthma, a variety of lung diseases, 
heart disease, as well as brain and im-
mune system issues. In studies using 

human volunteers, exposure to diesel 
exhaust particles made people with al-
lergies more susceptible to the mate-
rials to which they were allergic, like 
dust and pollen. Exposure may also 
trigger lung inflammation, aggravating 
chronic respiratory symptoms and in-
creasing the frequency and severity of 
asthma attacks.

The 40 different toxic compounds 
found in diesel exhaust can cause im-
mediate and serious health concerns.  
A complex mixture of fine particles and 
gases, diesel exhaust contains both 
unburned diesel fuel and particulates 
(soot). The primary dangerous sub-
stances found in diesel exhaust include 
particulate matter, carbon monoxide, 
nitrogen oxides, hydrocarbons, volatile 
organic compounds, and other hazard-
ous gases. 

Diesel particulate matter (DPM), 
sometimes called diesel exhaust parti-
cles (DEP), is the term used for the solid 
or liquid particles the exhaust carries 
into the air. Some particles are visible 
as soot or smoke, but most are fine par-
ticulate matter, which is composed of 
very small objects floating in the air, 
like dust, dirt, soot, smoke, and liquid 
droplets. Ninety per cent of diesel par-
ticulate matter is considered fine par-
ticulate matter (less than 2.5 microns 
in diameter). 

Diesel particulate also contains die-
sel soot and aerosols, including: ash 

particulates, metallic abrasion parti-
cles, silicates and sulfates. Since the fine 
particles are so small, you easily inhale 
them deeply into your lungs where they 
are quickly transported into your blood-
stream. So, people with existing heart or 
lung disease, asthma or other respira-
tory problems are most sensitive to the 
health effects of these fine particles. 

As well, the particulates’ rough sur-
faces catch and carry other harmful, 
environmental toxins along with them 
as you breathe them deeply into your 
lungs. Inhaling this particulate matter 
may aggravate asthma, bronchitis, em-
physema, and/or cause coughing and 
difficult or painful breathing, decreased 
lung function, weakening of the heart, 
heart attacks and/or premature death.

Carbon monoxide, another compo-
nent of diesel exhaust, reduces your 
blood’s ability to deliver oxygen to your 
organs, damaging these organs. Ex-
tremely high concentrations cause 
death. Nitrogen oxide, also found in 
diesel exhaust, covers a group of high-
ly reactive gases composed of various 
amounts of nitrogen and oxygen. 

Low levels of nitrogen oxide can irri-
tate your eyes, throat, lungs and cause 
coughing, shortness of breath, tiredness 
and nausea. However, breathing high 
concentrations can trigger more serious 
symptoms like rapid burning, spasms 
and swelling of the throat and upper re-
spiratory tract, reduced oxygen in your 

tissues and a build up of fluid in your 
lungs. 

Nitrogen oxides damage lung tissue, 
lower your body’s resistance to respira-
tory infections and can increase the se-
verity of chronic lung diseases, such as 
asthma.

Since studies show that people who 
work around diesel equipment, includ-
ing truck drivers, are more likely to de-
velop these health issues than work-
ers not exposed to diesel emissions, it 
is important to take precautions. Even 
though you may not be able to avoid 
fumes altogether, you reduce your risk. 

Avoid breathing diesel fumes as much 
as possible. If you must idle your truck 
in an enclosed area, such as a service 
bay or warehouse, keep the idling time 
as short as possible. As well, be sure the 
ventilation system is working efficiently. 
When available, use local exhaust ven-
tilation with intake and exhaust fans, 
since this is most effective. Use a tail-
pipe or stack exhaust, too. 

However, if no local exhaust venti-
lation is available, avoid running your 
rig inside. When necessary, use gen-
eral ventilation practices: open doors 
and windows, use floor fans and/or roof 
vents and fans. Since general ventilation 
distributes exhaust throughout the in-
side of the building is less effective, keep 
idling time to a minimum.

Most people are exposed to diesel ex-
haust fumes daily, but your exposure 
 is higher. 

Take these precautions and let your 
health risks disappear into thin air.  

Breathing dangerous
diesel fumes 

Karen Bowen is a professional health and 
nutrition consultant, and she can be reached 
at karen_bowen@yahoo.com.
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KAREN BOWEN
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Unreserved public equipment auctions

2 of 3 – International ProStar | Toronto

5 of 7 – 2012 Peterbilt 587 | Toronto

2009 Kenworth T800B | Toronto 1 of 2 – 2013 & 2012 Volvo VNL64T | Montreal

2 of 3 – Western Star 4900SA | Toronto

5 – Kenworth T800 | Montreal

4 – Volvo VNL670 | Toronto

55,274+ items in 130+ auctions including

  See full auction and equipment listings at  rbauction.com   

237
0+
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Toronto Mar 9–10
Grande Prairie Mar 14–15
Saskatoon Mar 21
Chilliwack Mar 23
Montreal Mar 23–24
Regina Apr 5
Truro Apr 6

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. 

More items added daily
Call about selling: 1.800.211.3983

Special limited-time financing offer! No payments for 90 days*

MV Dealer No. 4585592, Licence de commerçant 69767, Dealer License 69767 
*Limited-time offer from Ritchie Bros. Financial Services. OAC. Terms & conditions apply. See rbauction.com/financing.
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LAS VEGAS, NEVADA

With a Vegas-worthy production, In-
ternational Trucks showed for the 
first time its new HX Series vocational 
trucks.

The reveal came in advance of 
World of Concrete and starred a truck 
that Bill Kozek, president, truck and 
parts with Navistar, said will return 
International to the front of the pack 
in the vocational truck segment.

 “The HX will be a catalyst for In-
ternational to regain leadership in the 
premium vocational market segment 
where we historically had led,” Kozek 
said. “When I came here, one of the 
first discussions was about how we 
needed a vehicle like the HX to com-
pete and to win in the construction, 
heavy-haul and mixer segments again. 
Today, we see the results of several 
years of hard work come to life.”

The HX represents International’s 
first new model since 2010 when it in-
troduced the TerraStar Class 4/5 truck. 
Four HX Series models will be avail-
able: the HX515, a 115-inch BBC set-
forward axle straight truck; a HX615, 
a 115-inch BBC set-back axle truck or 
tractor; the HX620, a 120-inch BBC 
set-back axle truck or tractor; and a 
fourth model, the HX520, which will 
debut at Truck World in Toronto in 
April. The HX520 will be a 120-inch 
BBC set-forward truck or tractor in-
tended for heavy applications and the 
likely best-seller among HX models in 
Canada, which is why International 
chose to launch it here.

The 515 and 615 will be powered 
by Navistar’s N13 engine while the 
HX520 and HX620 will get Cummins 
ISX15 power.

The front end of the new truck is 
curvier than the PayStar it replaces, 
and it also boasts a more stylish interi-
or. And it was introduced to customers 
and dealers in style, too. A newscast 
cut into the presentation on large TV 
monitors to break the story of an Inter-
national truck that had been comman-
deered by a fleeing Elvis impersonator 
who had robbed a local casino.

A police chase ensued, and ended in 
a yard within sight of the Strip, where 

customers and dealers were gathered. 
After some stunt driving at the launch 
site, Elvis was arrested by a heroic cop, 
who turned out to be none other than 
Denny Mooney, Navistar’s senior vice-
president, global product develop-
ment.

Only in Vegas.
“Of course we couldn’t pass up in-

troducing our new truck in an over the 
top way,” Mooney said. “It’s Vegas – 
they wrote the book on being over the 
top.”

Three HX trucks were presented for 
ride-and-drive opportunities. A lap 
around the short makeshift off-road 
course revealed a truck that rides well, 
turns tight and features a high-end, 
comfortable interior.

“At its core, the HX represents the 
ultimate in endurance; a truck de-
signed to tackle the most punishing 
loads and to run long and run hard 
and to keep the operator comfortable 
when he’s doing his job,” Mooney ex-
plained.

International said the truck was de-
signed around four principle attri-
butes: strength and durability; driver 
productivity; style; and uptime. The 
HX Series can trace its roots to a for-
mer joint venture between Navistar 
and Caterpillar. Signs of that former 
partnership are most prominent in 
the interior. Soft touch points, snappy, 
solid rocker switches and a center con-
sole that angles toward the driver and 
provides easy access to controls are 
among the similarities.

Outside, the truck features stylish 
halogen headlights with a distinctive 
LED brow. The hood slopes and tapers 

in to provide greater forward visibil-
ity than the PayStar. A raised sightline 
down the centre of the hood helps driv-
ers orient themselves. Mooney said the 
HX offers the best forward visibility 
in the segment as well as a larger rear 
window for rearward visibility.

The wheels cut 40 degrees for a tight 
turning radius.

The truck was also built to be light-
er. A three-piece Metton hood is light-
er than fiberglass, the cab is alumi-
num and the 12.5-inch frame rails 
offer all the strength of double 10-inch 
frames, but at less overall weight, In-
ternational claims. The truck also 
boasts the industry’s strongest tow 
pin, rated at 150,000 lbs for extreme 
recoveries. The truck I drove had clas-
sic-styled external air cleaners, an op-
tion on the longer BBC models.

Mooney said designers were chal-
lenged to beat the truck up during the 
product validation process.

“As part of the product develop-
ment process and validation testing, 
the HX series was tested extensive-
ly in our labs in Melrose Park, Ill. and 
our new proving grounds in Indiana,” 
Mooney said. “We ran accelerated life 
testing on the shaker – this simulates 
10 years of wear and tear of a severe-
service truck in extremely difficult 
duty cycles. We also put it through the 
most rigorous portions of our prov-
ing grounds. The bottom line is, I told 
our test engineering team to take this 
truck and punish it. I wanted them to 

International’s new HX Series truck makes showy debut
It’s International’s first new model since 2010 
and will replace the long-running PayStar

By James Menzies

try to break it – after all, we know how 
our customers use these trucks. When 
things broke, we redesigned them so 
they didn’t break and when things 
came loose, we found ways to make 
them stronger.”

Nice touches such as LED light-
ing inside the cab, a tilting, telescop-
ing steering column, air-conditioning, 
power locks and power windows are 
all standard. The smooth ride is attrib-
uted in part to a new DriverFirst cab 
air suspension with 52-inch springs.

Jeff Sass, senior vice-president with 
Navistar, said International bucked 
the trend towards vertical integra-
tion, opting instead for an approach he 
dubbed as “open integration.”

“This is where we work seamlessly 
with leading component manufactur-
ers and integrate leading technologies 
into our trucks,” he said.

The launch of the HX seems to have 
given International Trucks back some 
of its swagger.

“It has been a few years since we 
were able to say we had the product 
able to compete and win in the severe-
service market,” Sass said. “With the 
HX Series, we are now able to com-
plete our offerings in the construc-
tion and concrete markets. This will 
now give International Truck the most 
comprehensive severe-service lineup 
in the industry.”

Sass said 132 HX trucks have al-
ready been ordered, even though the 
truck has just now been shown to the 
public. Kozek said the launch repre-
sents a great step forward in Interna-
tional’s resurgence.

“As I reflect on where we are today, 
I’m incredibly proud of where we are 
as a company,” he said. “Today we’re 
building the best trucks we’ve ever 
built; our quality metrics show it and 
more importantly, our customers rec-
ognize it and believe it.” International introduced its new HX Series at a press event just off the Las Vegas Strip before World of Concrete.

The new International HX vocational truck offers a more modern, stylish 
design than the PayStar it replaces. 

The truck was 
designed around 
four attributes: 
strength; 
productivity; style; 
and uptime.
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The North American Council for 
Freight Efficiency (NACFE) has issued 
a new report to help fleets determine 
which fuel-saving devices and practic-
es work as advertised.

The organization looked at five basic 
test methods widely used today, includ-
ing: computer modeling; wind tunnel 
testing; track testing; on-road testing; 
and fleet composite testing, in which 
a segment of the fleet will be equipped 
with the device and compared to the 
portion of the fleet that is not.

NACFE’s Mike Roeth urged fleets 
to consider data from all the available 
testing methods before deciding to in-
vest in a technology.

“Seek multiple methods and look 
for trends,” he said. “Don’t fall in love 
with a single test; one test is one test. 
Where we can have multiple tests and 
look for trends with different test data 
that’s out there is where I think the 
most confidence in a number can be 
found.”

The NACFE report indicated “there 
is no single correct method for fuel 
economy evaluation and each test has 
costs and complexities that need to be 
considered.” NACFE also pointed out 
the industry will benefit greatly from 
the more widespread sharing of test 
information.

“Having realistic expectations 
around payback of technologies is vi-
tally important so fleets make the 
right decisions about which technolo-
gies make sense for them,” said Rick 
Mihelic, NACFE program manager.

The study revealed six insights 
that should serve as best practices for 
fleets, truck and trailer OEMs, manu-
facturers and others looking to vali-
date the savings offered by technolo-
gies. They include:

Understand Accuracy vs. Precision: 
The terms accurate and precise are 
not interchangeable. Precise is how 
closely a test result will be repeated 
by additional tests. Accurate is how 
well the test compares to a known ref-
erence value. Claims that a device is 
precise does not mean it is accurate. 
These two terms are often misused or 
incorrectly conflated. 

Recognize that Data Exists and Shar-
ing is Needed: A large amount of test-
ing data for various technologies from 
various individual manufacturers ex-
ists already. It is mainly kept private, 
even when no competitive advan-
tage is gained. All stakeholders should 
work to uncover and share the best 
available data for decision making. 

This will also reduce the resources be-
ing spent on redundant testing. 

Clarify Objectives: All stakeholders 
should be clear in advance on what 
their review of testing data seeks to 
confirm or discover. For instance, 
manufacturers may want to learn how 
a device performs in many configura-
tions and duty cycles, or may want to 
determine a metric such as drag coef-
ficient, while fleets may want to con-
firm how a device performs in their 
very specific configuration and duty 
cycle, or seek a metric such as fuel 
burn. Different testing methods would 
be most appropriate for each. 

Adjust to Real-World Operations: The 
results from various tests must always 
be adjusted to the particular duty cycle 
under consideration before paybacks 
can be calculated. For example, track 
testing may have been performed at a 
consistent speed of 65 mph, but trucks 
in a fleet may spend the majority of 
their time at 58 mph – such deviations 
must be overlaid onto the test results. 

Be Comfortable with a Range: Adopt-
ing many proven fuel-efficiency tech-
nologies can reasonably be expected 
to improve performance, but the exact 

degree of improvement will depend 
on a fleet’s specific operations, and 
will likely vary over time in response 
to many other real-world factors. The 
metric of “degree of improvement” is 
likewise key; efforts to determine ef-
ficiency should be conducted relative 
to a baseline of current performance, 
and not an absolute. 

Seek Multiple Methods and Look 
for Trends: In determining efficiency, 
multiple sets of test results likely can-
not be compared or averaged in order 
to determine the exact performance of 
a technology. Rather, data from a vari-
ety of test methods should be consid-
ered side by side, keeping the particu-
lars of each method in mind, in order 
to look for trends and gain confidence 
on results such as the minimum effi-
ciency gain a technology will offer. 

NACFE has been busy of late, pub-
lishing a new study every month. It 
has also created a Resources page at 
TruckingEfficiency.org, where fleets 
can find more tools to determine a 
payback on the various technologies 
in the marketplace. The full Confi-
dence Report on evaluating efficiency 
can also be downloaded free of charge 
at TruckingEfficiency.org. 

NACFE report offers tips on how to evaluate fuel-saving devices

Cat’s CT681 enters full production
LAS VEGAS, NEVADA

Caterpillar has announced its model CT681 vocational truck is now in full production.
The CT681 is a Class 8 set-forward axle truck intended for snow plow, concrete mixer, 

dump and super dump applications. The company says it conducted extensive testing on 
the new model before putting it in full production.

“This process provides a crucial feedback loop between our customers and our voca-
tional truck product team, identifying any required changes to design and production,” 
said Dave Schmitz, global on-highway truck product manager. “Customers who have 
tested the truck tell us it drives well, it’s powerful, it’s quiet and their drivers enjoy getting 
behind the wheel. Based on this feedback, we’re confident the CT681 is ready to handle 
whatever tough jobs our customers throw at it.”  

Cat says its field follow program is the equivalent to more than three years of heavy 
truck use. 

The company boasts an industrial, attachment-ready design and a comfortable, produc-
tive cab for drivers.

It’s powered by a Cat CT Series vocational truck engine with up to 430 hp and peak 
torque ratings from 1,250-1,550 lb.-ft. An optional Cat CX31 automatic transmission is 
available, as well as the Eaton UltraShift Plus vocational transmission and a variety of 
manual offerings.

“We designed the CT681 based on hundreds of hours of customer input,” said George 
Taylor, director of Caterpillar’s global on-highway truck group. “The result is a truck that’s 
built to maximize payloads, work hard and last for years, even in the toughest applications, 
and the success of our field follow program bears that out.” 

Caterpillar announced its CT681 is now in full production, following a 
lengthy field follow evaluation process

MISSISSAUGA, ONTARIO

Vision Truck Center of Mississauga, 
Ont. is among the first four Mack deal-
ers to earn the Certified Uptime Cen-
ters designation.

Qualifying dealers have been prov-
en to deliver faster and more efficient 
service to customers, Mack claims. 
They do so through standardized 
workflows and service processes, and 
redesigned service bays.

The other three dealers to earn the 
designation include: Vanguard Truck 
Center of Phoenix, Az.; Nextran Truck 
Center of Birmingham, Ala.; and West-
fall O’Dell Truck Sales of Kansas City, 
Mo. Each of the first four dealers to 
qualify were part of Mack’s Certified 
Uptime Center pilot program.

“It’s important that our customers’ 
trucks are on the road working earn-
ing money for them,” said Stephen 
Roy, president of Mack Trucks North 

America. “Through our Mack Certi-
fied Uptime Centers, we’ve completely 
re-thought our approach to how trucks 
are diagnosed and repaired, enabling 
us to get trucks serviced and back to 
the customer as quickly as possible.”

The program evaluates dealers on 
28 required process elements, ranging 
from shop organization to implemen-
tation of diagnostic tools, Mack says. 

“We, along with other dealer groups, 
worked closely with Mack to gather 
proven ideas that help improve the 
service process for customers,” said 
John Slotegraaf, dealer principal, Vi-
sion Truck Center. “In fact, many of 
the 28 process steps required for cer-
tification are tried-and-true methods 
that have been tested every day at the 
dealer level.”

It takes about eight weeks for a Mack 
dealer to become certified. They must 
undergo a final assessment to deter-
mine they meet all the criteria. 

Vision Truck Center among first Mack 
dealers to earn uptime designation

Cummins stretches DPF cleaning intervals, 
offers new extended protection plan
COLUMBUS, INDIANA

Cummins has extended the cleaning intervals on its diesel particulate filters (DPFs) and in-
troduced a new Encore Xtra protection plan for certain engines. The new offerings lower to-
tal cost of ownership and enhance residual values, the company announced.

It has pushed out DPF ash cleaning intervals on its 2016 ISX15 to 500,000 miles or 
804,672 kms in conventional linehaul applications where fuel economy is greater than 5.5 
mpg. Cummins said it was able to do so through design enhancements that reduced oil 
consumption and ash accumulation. Its new Encore Xtra in-service extended protection 
plan is available for 2010 and 2013 ISX12 and ISX15 engines. The plan must be registered 
by six years/650,000 miles and after any current extended coverage has expired, the com-
pany announced. The new extended coverage plan is available to original owners in recog-
nition of customers who run longer trade cycles.

“Cummins is dedicated to customer-focused innovation in everything we do,” said Amy 
Boerger, vice-president, sales and support. “These actions are not only a testament of our 
confidence in our products, but also a commitment to our brand promise of dependability.” 
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DENTON, TEXAS 

It wasn’t long ago, many f leet man-
agers had trouble getting their 
heads around a 13-litre engine be-
ing sufficient to haul required pay-
loads. The 15-litre was king, and it 
still is in many parts of North Amer-
ica, especially here in Canada.

However, the 13-litre has made 
significant in-roads in the North 
American market and now the 11-li-
tres are coming. Paccar recently an-
nounced introduction of its MX-11 
engine, a 10.8-litre powerplant avail-
able with from 335-430 hp and 1,150-
1,550 lb.-ft. of torque.

I recently had the chance to drive 
a Peterbilt 579 with EPIQ pack-
age and the MX-11 engine in and 
around Denton, Texas, where Peter-
bilt builds these trucks. The engine 
itself is built in Paccar’s Mississippi 
engine plant and though it was born 
in Europe just more than a year ago, 
many of the engine’s components 
are now manufactured in Missis-
sippi and then shipped to Europe 
for installation. So the engine does 
have some significant North Ameri-
can DNA in it. The MX-11 sold here 
will be further configured for North 
American duty cycles.

The engine just recently entered 
production, having undergone ex-
tensive field testing with a variety of 
f leets. 

It is limited to a gross combina-
tion weight of 80,000 lbs and that 
will rule it out for certain lanes and 
applications in Canada. 

However, Anthony Gansle, Peter-
bilt’s marketing manager for on-
highway products, says it will be 
ideal for regional haul and vocation-
al applications, or on weight-sensi-
tive bulk routes. The MX-11 weighs 
about 400 lbs less than the MX-13, 
which is itself about 400 lbs light-
er than a 15-litre. If you can con-
vert that weight savings directly into 
payload, the 11-litre becomes very 
compelling. It’s also a nice alterna-
tive for f leets currently spec’ing a 9L 
but wanting a little more power.

But you also want to be careful 

where you deploy it, especially when 
downsizing from a 13-litre. The en-
gine pulled well on my drive in Tex-
as, but our route was devoid of much 
in the way of hills. We were loaded 
to about 63,000 lbs, which is pretty 
typical for line-haul applications. 

The MX-11 I drove was rated at the 
maximum 430 hp and 1,550 lb.-ft. of 
torque. It never felt lacking for power. 
But this was Texas; I’d be reticent to 
spec’ this engine in a truck that’ll be 
crossing the Roger’s Pass with regu-
larity.

That said, there’s a place for it. 
If you’re hauling light loads on flat 
roads, an 11-litre engine with 430 hp 
may well be all you need. Paccar says 
the engine will provide the same re-
liability that customers have come to 
expect from the MX-13. Like its 13-li-
tre brother, the MX-11 has a B10 life 
of a million miles, which means 90% 
should go that far without requiring 
any significant overhaul. 

There’s lots of parts commonality 
between the two engines. The big-
gest difference in the design is that 
the MX-11 features an overhead cam 
while the MX-13 has an in-block cam. 

The MX-11 weighs 2,200 lbs 
dry and is backed by a two-year, 
250,000-mile (400,000-km) warran-
ty. It can run 60,000 miles (96,000 
kms) between oil changes in line-
haul applications with idle time of 
less than 20%. In vocational appli-
cations, the engine can go 30,000 
miles (40,000 kms) between oil 
changes. 

The engine was extremely qui-
et on my drive. This is the result of 
a well-built cab and also an overall 
quieter-running engine.

The transmission was a 10-speed 
Fuller Advantage Series automated 
manual. That’s the one with no oil 
cooler, contributing to overall fuel 
economy improvements thanks to 
its lighter weight and the reduced 
oil churn-related friction within the 
transmission. 

The powertrain featured the new 
Neutral Coast option, which dis-
engages the transmission on slight 
declines to save fuel. It was also 

equipped with Predictive Cruise, 
which better utilizes the truck’s 
momentum on grades to save even 
more fuel.

The truck I drove was nothing 
short of stunning to look at. The 
Model 579 EPIQ featured all the lat-
est fuel-saving technologies. It was 
painted in a new colour dubbed Leg-
endary Red. Gansle said he took Pe-
terbilt’s traditional red to the paint 
shop and said he wanted them to 
make it sparkle in the sun like a bass 
boat. The paint pros layered glass on 
metal to give it that dazzling glim-
mering effect when the sun hits it. 
There are now 10 Legendary paint 
colours available.

The 579 was also comfortable to 
drive. It was decked out with all the 
options, including the premium in-
terior. The leather seats and steering 
wheel were stylish and comfortable. 
In fact, all touch points screamed 
quality. Even the rocker switches 
snapped authoritatively into place. 
The door closed with a passenger 
car-type whoosh and created a seal 
that minimized wind noise.

The smaller MX-11 engine al-
lowed for a shorter hood, affording 
excellent forward visibility. 

The fuel-saving EPIQ package has 
seen a few slight changes since I last 
drove a Peterbilt 579 late last year. 
Initially, a tire pressure monitor-
ing system was required to quali-
fy as an EPIQ spec’, but customers 
were luke-warm to that option and 
so now Peterbilt’s SmartAir battery-
based no-idle system can be chosen 
in its place.

Peterbilt is also expanding the 

chassis fairings available as part of 
the EPIQ package. A chassis fair-
ing that covers the tandems is now 
in pre-production, offering slightly 
greater fuel savings than the origi-
nal, which stopped at the rear of 
the sleeper cab. And this year a new 
fairing will be launched specifically 
for day cabs, which ends at the back 
of the cab.

The truck I drove had a 58-inch 
sleeper, a new option for the 579, 
which is ideal for drivers who won’t 
be living out of the truck but want 
to be comfortable those few nights 
they’re away from home. The sleep-
er cab was nicely appointed with a 
f latscreen TV, mini-fridge and suffi-
cient storage. 

The truck also had disc brakes 
all-around. Fleets that were lucky 
enough to be involved in field testing 
are reporting back good numbers in 
terms of fuel efficiency and perfor-
mance, according to Gansle. He sees 
a lot of opportunity for the MX-11.

“We think the 11-litre will take 
over in a lot of those applications 
where the customer doesn’t need a 
500-hp engine,” he said.  

New Paccar MX-11 engine punches above its weight
It’s not for everyone, but the MX-11 provides 
significant weight savings compared to a 13L or 
extra power when upgrading from a nine

By James Menzies

Above: We test drove a Peterbilt Model 579 EPIQ tractor in the company’s 
newest paint colour – Legendary Red. Below: The Paccar MX-11 engine.
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CLEVELAND, OHIO 

In an announcement Canadian fleets 
will welcome, Eaton says it is expand-
ing its Fuller Advantage Series auto-
mated manual transmissions to cover 
vocational applications and gross ve-
hicle weights of up to 110,000 lbs.

Previously the Fuller Advantage 
was a linehaul spec’ limited to a 
GVW of 80,000 lbs.

“The Fuller Advantage automated 
transmission has proven to be ex-
tremely reliable,” said Evan Vijitha-
kumara, product strategy manager, 
Eaton. “Now it’s ready for vocational 
duty with 110,000-lb GCW capabil-
ity, six- and eight-bolt PTO openings, 
and driver confidence features such 
as Hill Start Aid and intelligent gear 
selection logic.”

The Fuller Advantage Series auto-

mated 10-speed is available with op-
tional Urge to Move and Creep Mode, 
as well as Blended Pedal functional-
ity, giving vocational operators great-
er control at low speeds.

The transmission features a preci-
sion lubrication system that reduc-
es oil churn-related energy losses by 
nearly 33%. And with less heat gen-
erated, it does not require a trans-
mission fluid cooler and their corre-
sponding lines and fittings, resulting 
in a lighter-weight, more efficient 
transmission. 

It also comes with an oil level sight 
glass, making it easier for routine oil 
checks. And the precision lube sys-
tem uses only 16 pints of oil – near-
ly half that required by traditional 
transmissions. 

“Vocational fleets currently op-
erating our FR series manual trans-

mission, and who are considering an 
automated transmission in their next 
truck, will really appreciate the per-
formance and peace of mind that the 
cooler-less Fuller Advantage trans-
mission offers,” said Molly Doyle, 
heavy-duty transmission sales man-
ager, Eaton. 

Eaton expands Advantage Series automated 10-speedTop Pete 
dealers 
recognized
DENTON, TEXAS 

Four Canadian Peterbilt dealers were re-
cent recipients of Best in Class awards 
from the truck maker.

Cervus Equipment Peterbilt (Cal John-
son), Peterbilt Manitoba (Doug Danyl-
chuk), Stahl Peterbilt (Eddy Stahl) and 
Transdiff Peterbilt (Pierre, Guillaume and 
Jean-Phillipe Pouliot) received Best in 
Class awards during Peterbilt’s recent 
dealer meetings. Best in Class awards 
recognize Peterbilt’s top performing deal-
er groups.

The company named The Larson 
Group its 2015 North American Dealer of 
the year. 

“The Larson Group Peterbilt is consis-
tently one of our top performing dealers 
and we are pleased to recognize them as 
our 2015 North American Dealer of the 
Year,” said Darrin Siver, Peterbilt general 
manager and Paccar vice-president. “Not 
only did they add three new dealerships, 
they added the first dedicated TRP parts 
store and were among the first dealer-
ships to embrace Peterbilt’s Rapid Check 
expedited diagnostics program and the 
SmartLINQ onboard diagnostic telematics 
technology.” 

Mack makes 
telematics 
standard on 
TerraPro
LAS VEGAS, NEVADA

Mack Trucks has made Guard-
Dog Connect standard on its Terra-
Pro cabover models equipped with 
Mack’s MP engine. 

It made the announcement at 
World of Concrete.

TerraPro trucks are spec’d for ap-
plications including concrete pump, 
dump, mixer or refuse.

GuardDog Connect is Mack’s re-
mote diagnostic and repair planning 
system. It monitors fault codes gen-
erated by the engine and advises the 
truck’s owner on the best course of 
action.

“Customers responded so favour-
ably to GuardDog Connect that we 
extended the solution to all our Ter-
raPro Cabover models equipped 
with a Mack engine,” said Stephen 
Roy, president of Mack Trucks North 
America. “The Uptime support of-
fered by GuardDog Connect, as well 
as our Mack OneCall support ser-
vice agents, Uptime Center staffed 
by dedicated professionals and our 
body builder support team, is unpar-
alleled in the industry.”

GuardDog Connect was already 
standard on TerraPro trucks with 
concrete pump chassis, which, ac-
cording to Mack, made it the first 
OEM to offer proactive support ser-
vice for pump applications. It is also 
standard on the Mack Pinnacle, 
Granite and Titan by Mack. 
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o you spent the last 
month ripping your 
house apart and run-
ning your hands under 
the bunk mattress for any 
shred of paper that might 

justify a tax deduction.
If there’s one thing you can do ev-

ery day to put yourself in the best 
possible position to take advantage 
of potential claims, it’s to be diligent 
about collecting receipts and other 
source documents.

Source documents, according to 
Canada Revenue Agency, represent 
“proof of transactions”: sales invoic-
es, purchase receipts, contracts, bank 
deposit slips, bank statements, and 
cancelled cheques.

They also include cash register 
slips, credit card receipts, purchase 
orders, work orders, delivery slips,  
e-mails, and general correspondence 
in support of the transaction.

It’s worth it to get organized. A re-
ceipt can be just a wadded up piece of 
paper or it can save you hard-earned 
money.

Let’s say you buy a pen for a buck. 
Pretty cheap, right?

Without the receipt, you won’t be 
entitled to a refund on the GST/HST 
that you paid. Right there, that’s sev-
en to 15 cents. You also can’t claim 
the pen as an expense against your 
gross income, so you’ll pay income 
tax on that dollar you paid for the 
pen. If your net income is around 
$40,000 that means 30 cents income 
tax and five cents in CPP. 

So now that cheap pen cost you 
$1.42 to $1.50 with all the taxes. That 
receipt is a valuable little ticket.

A better way 
Think about it. How many times have 
you pulled cash out of your pocket 
and not kept the receipt? How many 
times have you bought personal and 
business items together and put the 
receipt in your personal records and 
not your business books? How many 
times have you used your person-
al credit card because your business 
card wasn’t handy and not charged 
your company back appropriately?

Why do you put yourself through 
this stress every year?

There is a better way. Talk to your 
accountant about a system to orga-
nize receipts where you do most of 
your day-to-day business: in the cab.

We give our clients accordion-style 
file folders marked with categories 
like meals and showers, fuel, etc. Four 
times a year, they put the whole folder 
– with the receipts inside – into a big 
envelope and courier it to us (we pay 
the freight). 

This gives them a place to file re-

ceipts as they come in and makes it 
easier for us to prepare their GST/HST 
returns (most file quarterly). 

Better still, together we get a clear-
er picture of their finances every 
quarter of the business year and not 
just the year-end.

Quarterly review
A quarterly review can highlight gaps 
in information. I can’t tell you how 
many times a client has found a major 
repair receipt under a truck seat after a 
review of the last three months’ finan-
cial statements clearly showed that a 
big expense item was missing. 

This probably would have been over-
looked with only an annual review.

Many clients come to us only at 

tax time. They want us to look over 
their returns for nuts-and-bolts ex-
pense claims like fuel and insurance 
but also to provide input on other 
items that can potentially reduce the 
amount of tax they owe. 

Some ask for help with trucking-
specific issues because someone else 
has given them bad advice or service.

For clients that we’ve worked with 
all year long, there’s a plan in place, 
whether it’s income splitting with 
family; taking all interest and fee 
charges from all loans, mortgages, 
and lines of credit; expensing medi-
cal premiums; properly deducting 
a new service vehicle lease or loan; 
re-financing their truck; or discuss-
ing the big engine job they had done 

in May and the rental they used for a 
week while the truck was in the shop.

They see the benefit of having an 
accountant that knows trucking. For 
example, meal claims continue to 
baff le the inexperienced. When new 
clients bring me their previous years’ 
returns, the most common mistakes 
involve mishandled meal claims. In-
corporated, sole proprietor, employee 
– they all have trouble understanding 
what to claim and how to back it up.

March shouldn’t be the one time of 
year you scramble for receipts or your 
accountant’s phone number. Talk to 
your accountant about a tax plan you 
can use every day, starting with a way 
to maintain financial records you can 
review quarterly. 

Just the ticket: How 
to manage receipts

S
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Small Fleet, 
Big Attitude
SCOTT TAYLOR

Tax
Talk

Scott Taylor is vice-president of TFS Group, 
a Waterloo, Ont., company that provides ac-
counting, fuel tax reporting, and other busi-
ness services for truck fleets and owner/op-
erators. For more information, visit  
www.tfsgroup.com or call 800-461-5970.

March shouldn’t 
be the one time of 
year you scramble 
for receipts or 
your accountant’s 
phone number. 
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rivers make split-
second decisions 
all day, every day. 
That’s a fact. 

A driver is not 
able to, and defi-

nitely does not want to, send their de-
cisions to committee or put off a deci-
sion until the next legislative session. 
But that is the way the world works 
when it comes to the bureaucracy that 
governs our industry. 

To coin a phrase; it drives drivers 
crazy. This point was made clear to 
me when I was doing a little review of 
some of my past columns and came 
across Keeping an open mind about 
the potential of electronic on-board re-
corders, a piece I wrote for the April 
2010 issue of Truck News.

The theme of this piece was the 
need for drivers to have f lexibility in 
how they plan their day. That same 
theme repeated itself in my column 
last month. That’s six years folks, and 
we’re still waiting on a decision on 
electronic logging devices here in the 
great white north.

I’ve been searching for a way to 
convince my fellow drivers to partici-
pate in events that take place outside 
the wheelhouse of the truck in order 
to influence the decision makers. I’ve 
had little success convincing drivers 
to participate in industry safety meet-
ings and events. 

I know there is incredible value to 
be had to the individual driver and to 
the industry as a whole because driv-
ers are the repository of safety knowl-
edge through lived experience that is 
largely left untapped. 

Drivers detest inaction, indecisive-
ness and bureaucracy. Combine that 
with the authoritarian nature of the 
leadership that has molded this in-
dustry over the years and it has left 
drivers feeling that participation is 
fruitless.

But we should never lose sight of 
the fact that as individual drivers, we 
do have influence. The late Stephen 
Covey wrote about the circles of in-
f luence we all have in our lives and 
how they overlap with others. 

One of the influences we have as 
drivers is within the companies we 
work for or are affiliated with as own-
er/operators. 

We neglect to take an active role 
in events and meetings put on by the 
very companies we depend upon for 
our livelihood. The owners and exec-
utives of those companies (no matter 
how big or small) have a much larger 
influence than the individual driv-
er within the transportation hierar-
chy. We can tap in to that and make 
our voices heard simply by participat-
ing actively in something as simple as 
driver safety meetings.

I think that drivers should be us-
ing this channel to question decisions 
and policy. 

It has been my experience that 
questioning authority rather than 
simply accepting decisions that af-
fect your daily life is appreciated by 
your employer and business associ-
ates when it is done in an objectively 
critical way. 

It’s not about who can scream 
the loudest to get their own way. It’s 
about bringing the wealth of your ex-
perience to the table. 

As a group, drivers don’t do that. 
I’ve sat in many driver meetings over 
the years with people that have had 
plenty to gripe about at the truck 
stop but when it comes to piping up 
in front of the company executive in 
a group session, they remain silent. 
Why? This is the perfect setting for 
discussion and debate about the is-
sues that really matter to drivers.

Drivers should realize that if you 
can impress your experience and 
ideas upon the managers and own-
ers, then the driver’s circle of influ-
ence within the industry is expanded 
in turn.

But the responsibility for cul-
ture change doesn’t fall solely on the 
shoulders of drivers. Far from it. This 

was made clear to me in a recent dis-
cussion with a colleague about par-
ticipating in industry events as a 
driver.

Networking and educational events 
are sponsored by a wide range of 
trucking industry players.

 The top 100 Canadian trucking 
companies along with carrier organi-
zations play a heavy role in sponsor-
ing these events. 

As a consequence, many of their 
own employees are participants as 
speakers, panelists, etc. This is fair 
in the sense that they are footing the 
bill, but it doesn’t speak to the diver-
sity within our industry. 

There are thousands upon thou-
sands of individual drivers that don’t 

have a carrier to pay fees of up to $300 
or more for an educational seminar 
and networking event, plus those 
drivers have to take unpaid time off 
to participate.

 This needs to change. These events 
not only educate but they drive policy 
and influence trucking culture in a 
big way.

So let’s try and make our voices 
heard, drivers, however we can. You 
don’t have to attend a seminar you 
only have to speak up at your next 
drivers’ meeting and ask that your 
views be shared widely. 

Then you can share your experi-
ence through social media so your 
fellow drivers can benefit. 

You do have influence, please  
use it. 

Getting involved in 
decision making 

D
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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://truck-
ingacrosscanada.blogspot.com. You can also 
follow him on Twitter at @Al_Goodhall.

AL GOODHALL
Over the Road
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Opportunities available for Company Drivers & Owner Operators:

∙Open Board or Scheduled Teams
∙Canada/US Shorthaul
∙Canada/US Longhaul

Contact us today and find out why Drivers choose Bison.

DRIVE WITH US
NORTH AMERICA’S SAFEST FLEET
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Loads paid on per ton basis PLUS Fuel Surcharge
with a minimum per mile Guarantee.

WE PRESENTLY HAVE THE  
FOLLOWING POSITIONS AVAILABLE

8    Owner Operators for Canada/U.S. B-Trains 

    2   Owner Operators for ON / PQ / NY 
       on aluminum 4 axles 

C A R R I E R S  BULK  G P  I N C .

WE PAY YOUR 1ST MONTH 
TRUCK PAYMENT & WAGES

Multi-Axle
Dump Division

MAKE YOUR SWITCH TO OUR FAMILY
with No Start-Up Costs

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  
medical insurance plus optional truck  
payment insurance

•  Excellent fuel prices with company  
fuel and credit cards

•  Clean and well maintained equipment

• Steady year round volumes

• Dedicated Trailers

• Pre-dispatched Daily

• Optional Weekend Work

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

Laidlaw Dumps-Bulk.indd   1 16-01-13   4:08 PM



TransX has new and exciting opportunities  
available for owner operators.

•  USA teams $1.20

•  No slow downs

•  We have miles!

0
START UP

COSTS

Let TransX help build your success!
Visit drivetransx.ca or call 1-877-787-2679 for more information

Join one of Canada’s premier transportation  
companies today and get the pay and miles 
you deserve!

Your life  
Your lane

ne of my indicators of 
how things are going 
out on the road is the 
kind of phone calls I 
receive. I’m still on the 
receiving end of dia-

tribes about unexpected deductions, 
crappy equipment, or a dispatcher with 
an iffy interpretation of compliant. But 
more often than not these days, the 
calls are inquiries or requests for infor-
mation before things go haywire. 

I’m encouraged that the message 
seems to be getting through; with a 
shortage of qualified drivers that’s 
reaching GDP-limiting proportions, 
and a growing number of carriers who 
are committed to making trucking a 
well-paying, safe and satisfying career 
option, drivers have choices. And with 
the tools and technology available to-
day, there is no reason for those choices 
to be uninformed.

There is a ton of information out 
there on how to choose a carrier. For 
example, a Google search on “How to 
choose the best trucking company to 
work for” will give you close to 13 mil-
lion hits. The problem then becomes 
finding the best tips and advice on 
finding the best company. 

If you persevere, you can weed out 
several million gurus, and the sensible 
information surfaces. The most helpful 
advice-givers will tell you to first nar-
row the field of carriers you’ll want to 
research by setting some basic param-
eters: what type of freight you’d like to 
haul, how often you’d like to get home 
and where you’d like to drive.  

They’ll also give practical advice 
on the questions you absolutely need 
answered in order to make an in-
formed decision. And the list is long: 
there’s compensation, operating poli-
cies, safety, maintenance, and train-
ing. And don’t forget retirement and 
benefit plans, wellness programs, and 
opportunities for advancement. Don’t 
hesitate to inquire about the company’s 
business: are they profitable, is their 
business growing, and what’s their 
turnover rate?

Talk to other drivers, dispatchers, 
mechanics, and customers if you can. 
Compare what they’re saying with what 
the recruiter is telling you, and be wary 
of discrepancies.

But all that good advice and where to 
find it wasn’t one bit helpful to the driv-
er I got a call from last week. 

Sam is an experienced driver who 
has been out of the biz for a few years. 
Carrier X has a terminal in his home 
town, so he walked in off the street and 
asked if they were hiring. The office 
manager asked a few basic questions, 
then they walked around the yard a bit, 
talking about the operation. The next 
day Sam got a call saying he was hired 
and could he do a quick run that night? 
Another driver had called in sick. Wow, 
that was easy.

On the first trip, Sam got stopped 
at a scale and soon discovered a few 
things about the carrier that he wasn’t 
told during the interview. The carrier is 
on a watch-list for unpaid fines, it has 
a rather poor safety record, the cargo 
in the box wasn’t exactly as the bills of 
lading suggested, and the registration 
for the trailer had expired. And he was 
overweight.

When Sam got back to the yard, he 
handed the carrier the $254 ticket he 

got, and quit. He called me the next 
day; he didn’t get paid for the trip, and 
he was afraid if he asked for his mon-
ey, the carrier would make him pay 
the fine. 

I asked how much was he owed for 
the trip. He wasn’t sure, they hadn’t 
really talked about money. And, Sam 
sheepishly admitted, they hadn’t actu-
ally done any of the paperwork yet. 

His only excuse was that he was anx-
ious to get working, and he’d been driv-
ing by that company’s yard for years, so 
he figured they were okay.

I told Sam that if he was really seri-
ous about getting back into the indus-
try, I’d help him. I spent some time with 
him, and I think he’s back on track. Me? 
Not so much. After a couple of hours 

on the phone and the Internet, walking 
Sam through all the “should-dos” I dis-
covered that finding the right carrier 
can take an inordinate amount of time 
and patience: the homework required 
is not for the faint of heart.

But what really got me was how dif-
ficult it can be to tick off number one 
on everyone’s list: checking a carrier’s 
safety record. If the carrier operates in 
the US, you’re ahead of the game – you 
have access to FMCSA’s SAFER System 
and a carrier’s CSA scores – but in Can-
ada, it’s a difficult thing to do.

Every jurisdiction monitors the 
safety performance of its carriers and 
maintains a database of carrier pro-
files. This “report card” is a summary 
of the carrier’s performance, its com-

pliance to on-road and administrative 
requirements, and its conviction, in-
spection and accident information, but 
of course, it’s confidential. 

Three jurisdictions make limited 
info available to the public, such as 
business name and contact informa-
tion, and current safety rating (defined 
differently in various jurisdictions, by 
the way). Manitoba’s C-SNAP is most 
accessible. Ontario has a free snapshot, 
but the CVOR Level I Abstract with 
slightly more information will cost you 
$5. And a diligent search of the Quebec 
Web site will eventually lead to you to a 
free one-pager.  

At the end of the day, after exercis-
ing due diligence, and weighing all the 
pros and cons, it can be a mighty big 
leap of faith to choose one carrier over 
another. Good luck Sam. 

The job of 
finding work

O
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Small Fleet, 
Big Attitude
JOANNE RITCHIE

Voice 
of the O/O

Joanne Ritchie is executive director of OBAC. 
Do you have faith in the system? E-mail her 
at jritchie@obac.ca or call toll free  
888-794-9990.
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Visit our website: 
www.keypointcarriers.com

CURRENTLY IN NEED OF
OWNER OPERATORS

Please call or drop by and speak to our  
RECRUITING DEPARTMENT for more details.

1018 Parkinson Rd., Woodstock, Ontario

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

TOLL FREE:

1-866-569-7964

TRUCK 
DRIVERS

Transport Inc.

Requires

•  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. Shuttle 
between Pickering (ON) and Niagara 
Falls (NY) with 3 or 4 axle loads.

Please call:

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

karen_le_gresley@cascades.com

      THERE IS A 

 BIG DIFFERENCE
     WORKING FOR

SEEKING DRIVERS  
WITH AZ LICENCE FOR U.S.

•  Fulltime Steady Work  
•  Dry Van Tandem Axle
•  We do multiple deliveries   
•  Miles available 2700 wkly
•  Paid Border
•   Paid each Pick up and Delivery
• Annual Increases
• Trip Bonus
• Disability Benefits

       

 BIG DIFFERENCE
     

CALL
1-800-388-8947 x270 & 238

HEAD OFFICE: BRAMPTON, ON

YEARLY INCOME

 $70K-$80K

SIGN ON
BONUS$500
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tarting April 1, Canadian 
drivers with Class 5 (and 
in some cases Class 3) 
or Class G licences must 
meet new medical stan-
dards to operate commer-

cial vehicles in the US.
US law will require the drivers of a 

commercial vehicle with a GVW of  
4,536 kgs or more to have completed a 
medical examination indicating they are 
physically qualified to safely operate a 
commercial vehicle in the US. Canadian 
licensed commercial drivers are quali-
fied to operate in the US if they meet all 
of the requirements to operate in Canada 
and do not have: insulin-dependent dia-
betes; hearing impairment; or epilepsy, 
requiring anti-convulsant medication for 
control.

Why the change? Currently the Cana-
da-US reciprocity agreement recognizes 
a Canadian commercial licence as proof 
that a medical has been completed.

The US FMCSA, however, has recent-
ly identified Canadian drivers operating 
commercial vehicles in the US with  
Class 5 or Class G driver’s licences (in 
some cases Class 3 as well) as needing 
to come into compliance with US law by 
April 1. These drivers are not required to 
obtain medicals in most Canadian ju-
risdictions currently, and therefore have 
been operating in the US outside of cur-
rent US regulations. 

There are three options suggested by 
the FMCSA to obtain the appropriate 
medical confirmation in advance of  
April 1: Each Canadian jurisdiction is of-
fering some or all of these solutions (ex-
cept as noted) for its residents. The three 
options are: Submit a completed FMCSA 
Medical Report form;  Upgrade existing 
Class 5 (G-class in Ontario) or in some 
cases, a Class 3 licence to a licence class 
whereby a medical report is required) or; 
Seek the services of a certified FMCSA 
medical examiner and be issued a medi-
cal certificate.

Drivers failing to obtain appropriate 
medical confirmation by April 1, 2016 
may be subject to fines and/or the vehicle 
may be placed out-of-service by US en-
forcement. Once obtained, it is important 
to note that proof of medical confirma-
tion must be in the driver’s possession 
when operating in the US after April 1. 
Questions about this policy can be di-
rected to FMCSA at 202-366-4001. 

The options that are being offered by 
each jurisdiction are listed below.  Please 
contact the Minister of Transportation’s 
office for the region you are in to obtain 
complete instructions and forms, or feel 
free to contact the PMTC office. 

Alberta and Saskatchewan: Both of 
these provinces are offering all three of 
the above options to their drivers. Both 
have a Medical Exam Form available. 
Saskatchewan’s is online and Alberta’s 
medical form is available at any Alberta 
Registry Agent office or at most doctor’s 
offices.

British Columbia: The Ministry is 
advising drivers that they can upgrade 
their licence to one that complies with 
the medical standards or have a medical 
done by an approved physician (per the 
FMCSA list).

Manitoba: The Ministry of Transpor-
tation has advised drivers of two-axle 
commercial motor vehicles of 4,536 kgs 
or more that they will need to either have 
a medical done by a physician on FMC-
SA’s approved list, or upgrade to a  

Class 3 licence, which requires a medical 
that meets the required standards.

Newfoundland: For drivers of ‘light-
duty’ trucks with a Class 5 licence that 
cross into the US, the Ministry is provid-
ing a letter of confirmation when they 
complete a medical and submit it for re-
view and meet the FMCSA’s standards.

New Brunswick:  Will be advising 
drivers who may be affected to either 
upgrade to a commercial N.B. driver’s li-
cence or to submit a medical form com-
pleted by their physician to the Regis-
trar’s office for review. If they meet the 
medical standards for a commercial driv-
er, they will be issued a Medical Confir-
mation Letter signed by the Registrar.  

Nova Scotia: Will not be offering a 
Medical Confirmation Letter or an en-

dorsement on their licence, so it will 
be advising affected drivers to obtain a 
medical using FMCSA’s approved list, or 
to upgrade their licence to a commercial 
one requiring a periodic medical.

Northwest Territories:  No word yet 
on their plan of action in regards to this. 

Nunavut: This does not apply; their 
weight restriction is in line with the US.

Ontario: Ontario is offering all three 
of the outlined solutions. Forms and info 
are available on the MTO’s Web site.

P.E.I.: The Ministry is offering an en-
dorsement on the Class 5 licence. When 
the driver has a medical completed they 
can bring or fax it in to the Ministry for 
approval. For $20 they can have a dupli-
cate licence issued with the “M” endorse-
ment showing they meet the medical re-

quirements.
Quebec:  At the time I penned this ar-

ticle, Quebec indicated it was “in the pro-
cess of evaluating different solutions to 
enable Quebec drivers to comply with 
the FMCSA regulation. No decision has 
been made yet.”

Yukon Territories:  Will be advising 
drivers to upgrade to a commercial class 
licence. 

If you are in need of having FMCSA 
driver medicals completed, you can con-
tact DriverCheck at www.drivercheck.
ca for more information. Bottom line, 
to protect your company and your driv-
ers, ensure if you have a driver who will 
be operating a CMV into the US, regard-
less of their licence class, that they have a 
proper medical completed and filed prior 
to entering the US. 

New medical 
requirements coming

S
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Mike Millian is president of the Private Mo-
tor Truck Council of Canada, the only national 
association that represents the views and in-
terests of the private fleet industry. He can be 
reached at trucks@pmtc.ca. 

MIKE MILLIAN

Private
Matters

INSIGHTS

slhrecruiting@slh.ca    1.855.564.8029 slh.ca

SINGLE Company Drivers & Owner-Operators
(ON, QC & Maritimes into the USA)

TEAM Company Drivers & Owner-Operators
(ON, QC & Western Canada)

NOW HIRING

TORONTO AND
MONTREAL BASED O/O

$2,000
SIGN ON BONUS
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COMPANY DRIVERS - SINGLE OR TEAM

• Minimum 1 year verifi able experience required
• Fast card drivers receive .01 cent per mile bonus
• Full benefi ts paid • Group RRSP provided

OWNER OPERATORS - SINGLE OR TEAM

• Fuel cards provided, in addition to paid tolls and bridges
• Reduced labour rate and part discount from our in-house shop
• New Owner-Operators: Receive 4 free services (80,000 kms)

READY TO GET STARTED? Contact Janet Schmitz:
519.740.6500 Ext. 224 | Cell: 519.209.3230 | jschmitz@transfrt.com

OR YOU CAN APPLY ONLINE at www.transfrt.com

Trans-Frt. McNamara 1126 Industrial Road, Waydom Industrial Park, R.R. #1 Ayr, ON  NOB 1E0  |  519.740.6500  |  1.800.265.7875  |  Fax: 519.740.6185  |  www.transfrt.com

TRANS-FRT. McNAMARA IS CURRENTLY SEEKING EXPERIENCED

COMPANY DRIVERS & OWNER OPERATORS
SINGLE OR TEAM, LONG-HAUL OR REG IONAL DRIVERS NEEDED

Our family owned, family operated carrier 
offers steady work year round, with 

consistent miles. We have terminals in 
Ontario, Alberta, British Columbia & California. 

NEW EQUIPMENT   
* ARRIVING * 

THE OPEN ROAD
AWAITS.

McNamara_Tabloid.indd   1 2016-02-12   10:49 AM
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www.contransflatbedgroup.com

OPPORTUNITIES IN 
   NORTHERN ONTARIO

NEW

2016
EQUIPMENT

SIGN ON 
BONUS
EXPERIENCED 
US CAPABLE 
OWNER OPERATORS 
& COMPANY DRIVERS

STEADY YEAR
   ROUND WORK

PLEASE CALL KARA   877-790-1226 ext. 2242

Opportunities for
Newly Licensed

      Drivers

very business is only 
as good as its employ-
ees. After all, they are 
ultimately the ones 
who actually interact 
with customers, repair 

equipment and safely move freight up 
and down the highway.

Those who stick to formal hiring 
strategies have the best chance of 
finding the people who will deliver a 
competitive edge.

A formal strategy begins by paint-
ing the picture of an ideal employee, 
and the details can differ from one 
f leet to the next. 

Some recruiters want to see three 
years on the job, experience with 
cross-border trips or comfort with 
f latbed equipment. 

An ideal driver’s abstract, mean-
while, might show no preventable 
crashes.

Regardless of what the require-
ments may be, there are good reasons 
to develop a formal list. In addition 
to the fact that insurers will want the 
information documented on a f leet’s 
letterhead, it offers an important ref-
erence tool for everyone involved in 
the hiring process. 

By comparing people to a pic-
ture of the ideal job candidate, f leets 
know when they have found a per-
fect match. In cases where someone is 
hired despite a few minor shortcom-
ings – like a lack of experience with a 
specific piece of equipment – manag-
ers will also be able to identify exactly 
where some extra training might be 
needed. 

The potential content in a driver’s 
abstract shows why such a list can be 
so important to the business. 

While f leets tend to set limits for 
moving violations or demerit points 
when looking for new employees, any 
shortcoming can be a sign of chal-
lenges to come. 

Research by the American Trans-
portation Research Institute (ATRI), 
has highlighted the pivotal role that 
driver-related factors play in truck 
crashes. ATRI conducted research has 
identified specific truck driver behav-
iours that are the most predictive of 
future truck crash involvement.

Carriers that ship freight through 
the US have the chance to tap into the 
Federal Motor Carrier Safety Admin-
istration’s (FMCSA’s) Pre-Employ-
ment Screening Program (PSP). The 
program helps carriers make more in-
formed hiring decisions by providing 
secure, electronic access to a com-
mercial driver’s five-year crash and 
three-year inspection history from 
the FMCSA Motor Carrier Manage-
ment Information System (MCMIS).

But a look at a newly licensed driv-
er’s record at the wheel of a car can 
offer important insight as well. 

A trio of speeding tickets or a 
charge for careless driving reflects 
habits that can be carried into a truck 
cab, so new hires who have question-
able records would likely benefit from 
some training in defensive driving 
before beginning the job.

As important as these abstracts can 
be, a properly completed application 
form can offer some insight of  
its own. 

Every blank space can hide impor-
tant information, especially when 

asking a question such as whether 
the licence has ever been suspended 
or looking for details about a driver’s 
collision history.

 It will be up to the interviewer to 
make sure that every question is ad-
dressed.

Criminal background checks will 
build on this information and spot 
those who are unable to cross the 
border because they were convicted 
of a crime, and will even uncover po-
tential threats to a f leet’s equipment 
and cargo.

The results of any written tests, 
meanwhile, can show how well a new 
employee understands issues like 
Hours of Service rules.

 In this case the test might involve 

nothing more than providing the de-
tails of a typical trip and asking the 
driver to complete a sample log sheet. 

All of these documents can build a 
foundation for any driver’s file. 

Safety managers who enhance 
that with a few dates will know ex-
actly when the employee’s licence or 
training in transporting dangerous 
goods will need to be renewed in the 
months and years to come. 

There will be no question about 
who has completed the employment 
drug and alcohol tests needed to 
cross the border. 

Dates can even be set for future 
employment reviews or in-cab  
evaluations.

Above all, they help to show that 

Formal hiring programs
identify the best 

E
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This month’s expert is Kevin Cole, risk ser-
vices specialist. Kevin has served the truck-
ing industry for more than 25 years pro-
viding loss control and risk management 
services to the trucking industry. North-
bridge Insurance is a leading Canadian com-
mercial insurer built on the strength of four 
companies with a long-standing history in 
the marketplace and has been serving the 
trucking industry for more than 60 years. 
You can visit them at www.nbins.com.

the f leet demonstrates due diligence 
in the hiring process.

There is no question that this pro-
cess might involve setting the bar a 
little higher than the one that ex-
ists today. But the f leets that take this 
step will enjoy all the benefits that 
come with a skilled employee. 

The best candidates in the job mar-
ket will also look far and wide for 
the safest employers, and a detailed 
search process will help to prove 
when a carrier has passed the test 
and become an employer of choice. 

KEVIN COLE

Ask the
Expert
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or most individuals, vari-
cose veins are simply 
a nuisance or cosmet-
ic problem. However, in 
more severe cases, vari-
cose veins can cause sig-

nificant pain and discomfort and may 
lead to more serious health issues. 

Unlike arteries, veins transport de-ox-
ygenated blood from the rest of the body 
back to the heart. Although any vein in 
the body may become varicose, the veins 

in the lower limbs are more susceptible. 
This is due the fact that the veins in the 
leg must work against the force of gravity 
in order to return the blood to the heart. 
Therefore, the pressure in the veins of the 
lower limbs is elevated when compared 
to the rest of the body. 

Tiny one-way valves are located in the 
veins of the body. Healthy valves only let 
the blood flow towards the heart but pre-
vent backflow. Muscle contractions in 
the lower limbs as well as the elasticity 

of the vein walls act like a pump to help 
return the blood to the heart against the 
force of gravity. 

The symptoms of varicose veins vary 
from person to person. In most cases, the 
first symptom that is noticed is veins that 
are dark purple or blue in colour. Often, 
the veins will appear to be twisted, bulg-
ing cords in the lower leg. If pain is pres-
ent, it is often described as a heavy, ach-
ing feeling in the leg. Other symptoms 
include itching, burning or throbbing 
around the affected vein. The pain asso-
ciated with varicose veins usually wors-
ens after sitting or standing for long peri-
ods of time. 

There are several causes for varicose 
veins. Most commonly, it is due to in-
creased age. As we age, our veins lose 
elasticity in their walls, which may al-
low blood to flow backwards away from 
the heart. In addition, wear and tear of 
the valves may also allow the backflow 
of blood. These two factors will lead to 
blood pooling in the veins, which in turn 
will cause the veins to enlarge and be-
come varicose. 

Another common cause of varicose 
veins is pregnancy. During pregnancy, 
there are significant changes in a wom-
an’s circulatory system. These changes 
may cause a woman to develop varicose 
veins for the first time or cause existing 
varicose veins to worsen. 

Finally, professions that require you to 
either stand or sit for long periods of time 

may put you at an increased risk of vari-
cose veins. Maintaining a static position 
for extended periods of time reduces the 
amount of blood flow in the body. This is 
one of the reasons that I recommend that 
my patients who are professional truck 
drivers try their best to get out of the 
truck as often as possible. 

Your doctor will be able to diagnose 
varicose veins by taking a detailed his-
tory and performing a physical exami-
nation. If necessary, your doctor will rec-
ommend an ultrasound test to confirm 
the diagnosis. 

The good news is that treatment for 
most cases of varicose veins doesn’t in-
clude invasive procedures. The first form 
of treatment is usually wearing compres-
sion stockings. These stockings provide 
pressure to help the veins move the blood 
more efficiently. If conservative treat-
ments fail, your doctor may recommend 
sclerotherapy. During this procedure, 
the doctor injects a solution into the vari-
cose veins which causes them to scar and 
close up. 

Within weeks of treatment, the veins 
generally decrease in size and fade away. 
This procedure may need to be repeated 
if it doesn’t fully work the first time. 

Doctors are now starting to use lasers 
in the treatment of varicose veins. Laser 
surgery works using light to shrink the 
size of the veins.

It is important to discuss all the possi-
ble treatments with your doctor in order 
to decide which is best for you.

Until next month, drive safely.  

Dealing with 
varicose veins

F

HEALTH

DR. CHRIS SINGH

Back behind 
the wheel

Dr. Christopher H. Singh runs Trans Can-
ada Chiropractic at the 230 Truck Stop in 
Woodstock, Ont. He can be reached at 519-
421-2024. 
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going the extra mile
Siemens Transportation Group Inc.

Currently Hiring Company Drivers and Owner Operators for our U.S. and Domestic Fleet
Mountain driving experience required
LCV experience preferred
Join a company with heritage, credibility and exceptional values
Ask about our Lease to Own program!
Contact us at: driver.recruitment@kindersleytransport.com or 1.888.878.9585

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 @ $70/hr,  

Parts/Tires @ Cost
•  Cellular Phone Allowance
•   Family Benefits Available
•   Buy down insurance $5,000
•   Weekly Direct Deposit
•   Simple Settlements – No Grey Areas

$1,000  
SIGN ON BONUS  

TO NEW BROKERS

IMMEDIATE
OPENINGS!
SAFETY BONUSES
LOTS OF MILES
PAID WEEKLY

We require a minimum of 3 years cross border experience/clean CVOR
Please call 289-816-0460 or email: recruiting@millcroftlogistics.com

Be part of our fast
growing Team! HAMILTON AREA

Owner Operators
TRUCK ONLY
Start at $1.30/mile + fuel (LOADED & EMPTY)

TRUCK & TRAILER
85% of gross

TRUCK TRAILER & AUTHORITIES
92% of gross

Drivers Start at $0.50/mile
(BENEFITS AVAILABLE AFTER 3 MONTHS)
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1-800-263-1361
53' Dry Van & Flatbed Divisions
Randy Tempeny  Ext # 50013

Booth 4404 

ASK ABOUT OUR NEW LEASE PACKAGE

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

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

  Canadian
HIGHWAY WORK

OLDER TRUCK?
CAN’T GET HIRED?

NOW HIRING
DAYCABS
FOR LOCAL WORK

NEW RATES
$1.27/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 ALSO HIRING FOR

CROSS BORDER RUNS

BASED OUT OF 
MISSISSAUGA, 
CAMBRIDGE

and AJAX

WE NEED YOU!

 
 
 
 
 
 
 
  
  
 
 
 
 
 
 
  

For well established international flatbed company to run 
the U.S. out of Southern Ontario 

4751 Christie Drive Beamsville, ON L0R1B4 
Ph: 1-800-363-4676 fax: 905-563-4900 

www.jlinetransport.com 

 

Please Contact Margaret  
jobs@jlinetransport.com 

 

Come to a place that treats you like family 

  Excellent percentage pkg 
  Plus 100% Fuel Surcharge 
  No hold back 
  Biweekly direct deposit 
  Paid fleet insurance 
  Home most weekends 
  Open door policy 
  Benefit package 

 

  Competitive mileage rates 
  Paid picks/drops, tarping & layovers 
  Well maintained late model equipment 
  Benefit package 
  Home most weekends 
 Weekly direct deposit 
 
 

Recent Mileage 
Rate Increase! 

Contact Danielle! 
1-855-MCKEVIT  (1-855-625-3848)

Fax 1-888-905-7482
danieller@mckevitt-trucking.com

www.mckevitt.ca

NOW HIRING!
Regional CANADA/USA 
Company Drivers and 

Owner Operators!

DEDICATED
DAY RUNS

and
EXCELLENT

MILES!

McKEVITT
TRUCKING
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ne of the reasons I 
bought a new truck and 
then a nearly new truck 
was the manufacturer’s 
extended warranty. 

Even though the war-
ranties run up to many thousands of 
dollars, I was happy to make a one-off 
payment, as I didn’t want to get hit with 
any big bills in the future. 

My first truck developed an oil leak 
that required nearly $6,000 of labour 
alone, so the warranty almost paid for 
itself and any future issues it has will 
mean that purchasing the manufactur-
er’s extended warranty will have been a 
sound investment.

The second truck, which is the same 
age as the other one, also came with the 

balance of the extended warranty, so 
it also has the safety cushion that is so 
necessary with the cost of repairs to the 
complicated technology on a modern 
truck. This point was highlighted by the 
recent experience of a friend.

He had taken the truck to the dealer 
for a major service, including a change 
of all the lubes, transmission and rear 
ends included. They also changed a 
few filters and things in the aftertreat-
ment system and this was unsurpris-
ingly the source of the problem he faced; 
the dreaded “Go to the dealer and watch 
them scratch their heads in bewilder-
ment” light came up on the dash, fol-
lowed by a notification that the truck 
would de-rate in 240 minutes. Fortu-
nately he was within an hour or so of a 

dealer. Unfortunately, it was Saturday 
and he wouldn’t make it until they had 
shut up shop for the weekend. So just 
four hours after leaving the yard and 
starting the trip, he was parked for at 
least 48 hours. 

Luckily he wasn’t under a hot load 
and it wouldn’t cause too many prob-
lems, but 48 hours lost is still two full 
shifts or two days with your loved ones – 
and don’t forget that 48 hours was a best 
case scenario. 

If parts are not in stock or it’s a big job, 
it could run much longer and that’s only 
once you manage to get into the shop 
in the first place – that could take a few 
days, too.

In the end, it didn’t turn out to be 
anything serious, at least not in terms 

of time to fix. The cost, however, was 
definitely on the serious side, especially 
with the current exchange rate. 

The bill came out at roughly $3,000 
and the only part needing to be replaced 
was the DEF pump. Now this part had 
been removed as part of the service the 
truck had just undergone and that just 
goes to show how fragile these expen-
sive systems are. I’m not suggesting that 
it was negligence by the technician that 
removed and replaced the pump, not at 
all; these parts are so sophisticated that 
they can go bad if you look at them the 
wrong way.

My friend had also opted to take out 
the extended warranty and this repair 
and a couple of other minor, zero down-
time part replacements mean that he 
has also made a good investment in the 
extended warranty. He has a couple of 
years, depending on how hard he runs, 
before the warranty expires so, like me, 
he’s in good shape for any future part 
failures.

Mechanically these new trucks with 
their core components made of high-
quality materials with very fine toler-
ances that are lubricated by high-quali-
ty oils have the ability to easily run for a 
million trouble-free miles. 

It’s the stuff that is bolted on to them 
that is another matter entirely and that 
creates a huge dilemma.

What do you do when your truck hits 
that half a million miles and the war-
ranty expires? 

Do you trade it for a new one? Or do 
you take the chance that luck will be on 
your side? It isn’t like running a worn out 

engine, where oil consumption or blow-
by will give you a good idea of any im-
pending big buck repairs. 

These extremely expensive emis-
sions systems can go wrong at any time 
and you only get a 240-minute warning, 
which barely gives you enough time to 
write out all the zeroes on the check you 
will soon be handing over.

A couple of those kinds of break-
downs have the potential to cost as 
much as a year’s payments on a new 
truck, so the logical choice appears to be 
to trade up to a new truck. 

However, with a 40% penalty on the 
dollar at the moment, that isn’t a no-
brainer. 

Take my first truck as an example; to 
order an exact replacement today would 
cost me nearly $60,000 more than I paid 
less than two years ago. That’s a grand 
a month, plus interest for five years and 
that would pay for 20 $3,000 break-
downs.

So there is no right or wrong answer. 
I’m hoping that the dollars align to 
within a few cents of each other, which 
would make the decision a lot easier. If 
not, it looks as though I will be in for a lot 
of sleepless nights in the not too distant  
future.  

The essential
extended warranty

O
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MARK LEE

You say tomato
I say tomahto

A fourth generation trucker and trucking 
journalist, Mark Lee uses his 25 years of 
transcontinental trucking in Europe, Asia, 
North Africa and now North America to pro-
vide an alternative view of life on the road.

What do you do 
when your truck 
hits that half a 
million miles 
and the warranty 
expires? 
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WE HAVE MOVED!
6950 KENDERRY GATE

MISSISSAUGA, ON L5T 2S7

YOUR GOALS ARE OUR PRIORITY.

DARTMOUTH
MONTREAL

MISSISSAUGA
WOODSTOCK

WINNIPEG

EDMONTON

CALGARY

VANCOUVER

A-1 PERSONNEL
905-564-1040

support@a-1personnel.com

KEE HUMAN RESOURCES
1-800-661-0037

recruit@keehumanresources.com

VISIT US AT 
BOOTH 4316

WE ARE NOW HIRING
Drivers, Owner Operators, 
Singles & Teams, Labourers

& Dock Workers
Canada & USA / Full & Part Time

keehumanresources.com

 @KEE_HR

he never-never plan is a 
phrase that younger driv-
ers won’t recognize; it’s 
not a term that gets much 
press anymore. When I 
started driving, it was a 

common phrase, and well named. The 
modern, politically correct term is ‘car-
rier lease purchase.’

There were numerous versions of what 
‘never-never’ stood for. It was typically 
defined as combinations of any of the fol-
lowing, and likely dozens more: Never 
own the truck, never make money, never 
get home, never escape debt.

A couple decades ago, these plans 
seemed, almost always, to be nothing 
more than a scam, where the carrier in-
creased profits by luring unsuspecting 
drivers into a company-sponsored truck 
purchase, one which usually resulted in 
financial failure and the carrier repos-
sessing the partially paid truck. 

These plans were rife with stories of 
drivers being pushed beyond their physi-
cal limits, hauling loads nobody wanted 
to undesirable locations, under threat 
of losing the truck if they refused. These 
drivers were usually the last dispatched 
during slow periods, in an effort to finan-
cially bleed them even further.

In the early nineties, I cautiously in-
quired to a well-known, reputable flatbed 
carrier about its lease-purchase plan. I 
was shocked at the brutal honesty from 
the recruiter.

“I don’t have any right now, but leave 
your number. We take them back all the 
time. I’ll have one for you soon.” Honest-
ly, I can’t make this stuff up.

The term seems to be used consider-
ably less in recent years, likely because 
manufacturer financing became so easy 
to obtain. I fear though, that with a con-
tinuing sluggish economy, this practice 
could regain its old name. 

Lately, I’ve become aware of a lease 
purchase being offered which sounds 
suspiciously like it qualifies as a ‘never- 
never’ plan. The carrier offers new iron, 
company spec’, with no money down. 

Current company drivers are en-
couraged to become owner/operators 
through this program, with the prom-
ise that if they default on payments in the 
first two years they may turn in the truck, 
and regain their company driver posi-
tion, without penalty.  Isn’t that gener-
ous? With the notorious downtime asso-
ciated with new trucks, the first two years 
are the critical time when new truck 
gremlins are eliminated, usually involv-
ing plenty of downtime. 

This carrier is nearly guaranteed, like 
the never-never days, to take back most 
trucks, partially paid for, with most reli-
ability issues cured, destroying the mo-
rale of their own people. I’ll never under-
stand this attitude, which, like low driver 
pay, directs so much effort toward finan-
cially destroying the best front line staff.

Some trucking companies, bless them, 
have a fair, transparent lease purchase 
program, which benefits both parties. 
The driver gets a kick-start to no-mon-
ey-down truck ownership, knowing they 
will be kept busy because in a fair pro-
gram, the carrier doesn’t want to repos-
sess the truck. 

No-money-down can be very appeal-
ing, in an age where people are getting 
more financially responsible, and may 
be trying to rapidly pay a mortgage or put 
kids through school, so cash down pay-
ments are difficult at best. 

I’ve heard of one carrier, who I wish I 
could name to give appropriate credit, 
that has created a program where your 
payments and a future repair fund are 
deducted as a percentage of revenue. If 
the wheels aren’t turning, you pay noth-
ing. This carrier, a very big one, if you can 
imagine my praising a large carrier, obvi-
ously wants to grow their company in a 
mutually beneficial manner.

You may assume that with a company 
as small as mine, I’d know nothing about 
carrier lease purchasing. On the con-
trary, we’ve offered it, albeit with used 
equipment (which meant lower pay-
ments and usually only a one-year term) 
so I’ve seen how this can be either benefi-
cial or disastrous to both parties. 

One tractor purchase helped a highly 

skilled, efficient driver rebuild his dam-
aged credit rating, while enjoying a reli-
able truck and a good job. A trailer pur-
chase later wasn’t quite as successful; 
the driver left for another company at the 
term’s end, with no notice, and his final 
payment bounced. 

We had to chase him to his new em-
ployer, a carrier we did business with. 

The final transaction was a tractor for 
a driver that wasn’t nearly the opera-
tor he was initially thought to be. In the 
second month, after apparently rarely 
performing a pre-trip, and not noticing a 
previously stable truck steering strangely, 
he almost lost a front hub assembly after 
running it out of oil from an undetected 
leaking wheel seal, destroying a hub and 
spindle. 

His belligerent attitude got the truck 
impounded at a repair shop which de-
manded advance payment before the re-
pair was made. I paid out double his cur-
rent lease payments in repairs, and drove 
200 miles to retrieve my now filthy and 
smoke-filled truck. The key to properly 
entering or avoiding a lease purchase is 
the contract. We’re truck drivers, not law-
yers, so the best money you can spend is 
having any contract – either employment 
or lease-purchase – reviewed by an ac-
countant and/or lawyer, something that, 
strangely, almost nobody does. 

Spending several hundred dollars to 
discover a pending financial disaster isn’t 
a waste, it’s an investment. Nobody will 
protect your financial future as well as 
you will. Please, both driver and carrier, 
do your due diligence, and avoid a ‘never-
never’ nightmare. 

Avoiding the ‘never-
never’ lease plan

T
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BILL CAMERON

Small Fleet, 
Big Attitude
Small Fleet, 
Big Attitude

Bill Cameron and his wife Nancy own and 
operate Parks Transportation, a small flat-
deck trucking company. Bill can be reached 
at williamcameron.bc@gmail.com.
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kellacott@laidlawvan.ca / fax: 519.766.0437 / www.laidlawvan.ca

1.800.263.8267
CALL TOLL FREE

If YOU have a Professional Attitude & a Desire to Succeed

Attention KEN ELLACOTT

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

SEEKING Open Board Company 
Drivers and Owner Operators!

COMPANY DRIVER
RATES GUARANTEED:

PER MILE
$.46
TANDEM AXLE

PER MILE$.48
QUAD AXLEASK ABOUT OUR PART TIME OPPORTUNITIES!

LIKE us on Facebook

$1.25
$1.16

$1.29

$
.14           

PER EMPTY MILE
ALL AREAS

PER MILE JAN 2016
FUEL SURCHARGE

PER LOADED MILE
ALL OTHER AREAS

PER LOADED MILE
U.S. EASTERN 
SEABOARD

TANDEM AXLE
OWNER OPERATORS: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

Introducing
New Owner

Operator Rates
for 2016!
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Nadine Gauthier

For the love of trucking
Meet Nadine Gauthier, Quebec’s first 
female Highway Ambassador

By Carroll McCormick
MONTREAL, QUEBEC

Nadine Gauthier wants people to know 
that the trucking industry is a great place 
to work, and a pretty fine place for wom-
en, too. And in her new role as a spokes-
person for the industry – an Ambassa-
deur de la route, or Highway Ambassador 
– she has a special platform from which 
to spread the good word.

The first woman ever to be chosen as 
an Ambassador (and the third employ-
ee with the freight and logistics compa-
ny Simard to receive the honour) since 
the QTA created the program 15 years 
ago, Gauthier is thrilled, especially with 

the opportunity to share her experiences 
with young people. 

“As the first and only woman Ambas-
sador, I think this offers the industry an 
incredible window in time. I can talk 
about really great careers in the industry. 
Before, I would talk about Simard at (the 
provincial driver training school) but 
as an Ambassador, I can talk about the 
whole industry,” she says.

Gauthier is one of only 37 Ambas-
sadors ever chosen. The current team, 
picked last September, has six members, 
all with exemplary records, chosen to 
promote highway safety and talk with 
high school students about career possi-
bilities. They will do a three-year stint in 
and around their day jobs. 

Gauthier has already spoken to groups 
of high school students. She shows up in 
a semi. 

“The students are allowed to go in the 
truck, see the buttons. They ask ques-
tions about transport, the border. ‘How 
much do drivers earn a year?’ ‘Do they 
work at night?’ ‘Is it difficult to drive a 
truck?’ ‘Have you had an accident?’” 

Other questions from the mouths of 
15-year-olds seeing a trucker up close 
for the first time include, ‘How do I wash 
myself?’ ‘How do I take a shower?’ ‘How 
do you wash your clothes?’ ‘What goes on 
in a truck stop?’ 

Gauthier agrees that the girls’ ques-
tions can contain unspoken concerns 
about things like safety, comfort and ac-
ceptance. Here, Gauthier has a special 
perspective on what women can expect. 

“I am speaking of things I understand. 
It is perhaps less intimidating. The girls 

want to know what the experience is like.”
Gauthier’s first six years in the indus-

try were as a trucker hauling containers 
around Montreal. 

“I loved it,” she says. She left Simard 
in 2010 for a year-and-a-half to work as a 
private trucking school instructor, then 
Simard asked her back to be their head 
trainer. In 2015 she was promoted to su-
pervisor of training and compliance. 
Then, last year, Simard nominated her as 
a candidate for les Ambassadeurs de la 
route. It’s an old love story, how men fall 
into the trade – man meets truck, man 
falls in love with truck – but surely there 
must be a special siren call for women? 
When I ask Gauthier how she came to be 
a trucker, she smiles – she smiles a lot – 
looks at her hands and dives in. 

“I believe it is genetic in our family. My 
grandfather on my mother’s side was a 
trucker in Charlevoix. My mother’s two 
brothers were truckers. My mother had 
four children and three became truckers. 
One sister, one brother (and Nadine),” 
she says. 

Her first trip in a truck was when she 
was 11. Many more followed, but it was 
years later before she took the wheel. 
She worked 10 years in the hotel indus-
try in her hometown, Charlevoix, then 
moved to the big city, Montreal, where 
she worked six years in industrial secu-
rity. At the age of 30, she tapped her sis-
ter – who team drove with her husband, 
worked as an instructor and as an evalu-
ator with the Société de l’assurance auto-
mobile du Québec (SAAQ) – to teach her 
how to drive. 

The truck was a Volvo, Gauthier re-
calls. “I practiced with my sister and got 
my probationary licence. I took the test at 
the SAAQ and got my Class 1 on the 29th 
of September 2004. My sister was a great 
teacher.”

Early that winter Gauthier went to an 
open house at Simard. She filled out an 
application on the spot and, “I passed the 
road test: manual transmission, semi, 
backing into a dock. There were no fa-
vours,” Gauthier says. Presto! On Dec. 13, 
she was hauling containers for her daily 
bread.

Speed ahead six years, and Gauthier 
takes a break from Simard to teach truck-
ing, but all the while maintaining close 
contact with Simard, even feeding the 
company a few drivers. Then, she tells 
me, “The person in charge of training re-
tired. Simard asked me if I would like to 
come back and take the position.”

So is trucking a tough place for wom-
en? Gauthier thinks not. “I thought that 
people thought it was fun to have a fe-
male driver around. Men had a good im-
age of me because I could do the job. I 
proved that I was capable of doing my 
job. The guys protected me a lot. Women 
have no idea how much the other drivers 
can take care of you.”

And now she has the perfect platform 
from which to encourage others. 
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By Sonia Straface

CORUNNA, ONTARIO

They say if you last your first year in 
trucking, you’re hooked for life. 

And it must be true if the average 
age of Canada’s professional commer-
cial drivers continues to rise. 

One of these drivers who became 
addicted to trucking since she first 
climbed up into a cab is La Vonne 
Walker of Corunna, Ont. 

She is a veteran truck driver having 
been in the industry for nearly four 
decades. 

Truck driving is all she knows, hav-
ing started the career when she was 
fresh out of high school at the age of 
18. She claims truck driving is a ca-
reer she loves and wishes more wom-
en tried. 

Walker started her career at the ad-
vice of her brothers, Lawny and Lau-
rie, who were truck drivers them-
selves. 

They’d often take Walker with them 
on trips to Toronto and she instantly 
fell in love with life on the road.    

“My driving career just kind of ex-
panded after that,” she said. “I started 
with my brothers and then I got mar-
ried to a truck driver and after that 
my husband and I teamed off-and-on 
all of our lives, basically.”

She has worked all over the indus-
try, mostly as a driver, but also tried 
her hand at dispatching. 

Her longest driving gig was with 
Mackie Moving Systems, where she 
worked for 21 years. 

“Mackie was a great company to 
work for,” she said. 

“I really enjoyed working with 
them. They were there for everything. 
If I had a problem, I could always go 
to (management).” 

After her husband Les passed away 
in 2002, Walker and her brother drove 
team for the company all over the US 
and Canada for close to 12 years. 

She took a leave from the compa-
ny after her brother Lawny passed in 
2014, saying highway driving wasn’t 
something she wanted to do any-
more.  

Today, she works for Wicks Con-
struction based out of Sarnia, Ont. 
and drives a gravel truck. 

“The guys I work with are awe-
some, they’re all really good,” she 
said, although she admits some peo-
ple in the industry (save for her em-
ployers and fellow coworkers) aren’t 
exactly fair to women.  

“As a female driver, I am treated 
differently,” Walker said. “It seems 
like you have to do twice as much as 
a man to be considered half as good 
as them. As soon as a female walks in, 
a wall goes up and they think ‘Okay, 
let see if you can do your job.’ I find 
that. It always seems like there’s two 
sets of rules: one for men and one for 
women. There is discrimination, and 
I think there always will be.” 

She recalls a time when she worked 
for a lumber company and her driv-
ing job involved unloading bags of ce-
ment from the truck. 

“I went to deliver bags of cement 
to a customer,” she said. “And I had 
one guy stand back and watch me un-
load these bags of cement and he said 
‘Well okay, if you think you can do it, 
do it’. I was kind of upset. I mean, if I 
were a man, they would have helped 
me. But because I’m a woman, I have 
to prove I can do it.” 

On top of that, she said there’s the 

harassment that sometimes comes 
with being the only woman at truck 
stops. 

“There’s always catcalls from some 
guys, too, and all that stuff,” she add-
ed.

Despite this, Walker claims she 
likes her job and is good at it. She in-
sists her biggest mission as a female 
truck driver isn’t to just get more 
women into the industry but to in-
form the public what the job is really 
about. 

“I want people to know that there 
is more to trucking than just driv-
ing a truck around a parking lot, like 
ministers do to promote trucking to 
women,” she said, referencing a dem-
onstration by an Ontario politician 
last year. 

“There’s a lot of work involved. 
There are other things to consid-
er, too when you are driving. You’ve 
got to get your loads on and off that 
trailer. Are you going to run team? 
Are you going to run single? If there 
are any problems with the truck can 
you handle that? It’s just not getting 
behind a steering wheel and driv-
ing a truck. There’s so much more to 

that, so many more aspects behind 
the scenes. There are a lot of skills in-
volved. It’s a professional job.” 

She added that the bonuses of the 
truck driving career are never high-
lighted, either, making it harder for 
women and younger people to join 
the industry.  

“It’s a great career choice,” she said. 
“If you like to travel and see the coun-
try, it’s one way to do it. Plus, the pay-
cheques are not too bad either. I have 
a friend who I introduced trucking to 
back in the ’90s and she’s still driv-
ing.” 

Walker is currently 58 years old and 
plans to hang her keys up in two years 
when she retires. 

She said she couldn’t picture her-
self doing anything but trucking, and 
sincerely loves the work she does. 

She is a proud and professional 
truck driver through and through. 
She is an advocate for trucking, who 
wants the public to know the depth 
and challenges of the job, but also its 
benefits.   

La Vonne Walker blazed a trail for female truckers

La Vonne Walker with her late 
brother Lawny. 

Rosedale Transport 
is an equal opportunity 

employer.

We need Owner-Operators
Company Highway Drivers: $0.514/mile

Call or visit us to discuss new higher mileage rates.  

“Rosedale is looking to  
expand their roster of 
professional drivers. 
Check out our team,  
I’m glad I did.”
Steve C., Rosedale Owner Operator 7-years

Join the family. 
Drive the business.

rosedale.ca/drivers
T1.855.721.3962 | F1.844.314.5953

VisiT us aT The following Job faiRs: 

The Trucking network Mega Job fair, March 12th, booth 4, Pearson Convention Centre – brampton
Truck world 2016, april 15th & 16th, booth 4206, international Centre – Toronto
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By James Menzies

TORONTO, ONTARIO 

The new Mercedes Metris cargo van 
has been “right-sized” for urban en-
vironments, the company says, ef-
fectively creating a new segment that 
provides more cargo capacity than 
small urban-style vans but greater 
maneuverability than full-sized cargo 
vans such as its full-sized sibling, the 
Sprinter.

The new Metris, available now, 
boasts about 50% more cargo volume 
than small-sized vans such as the 
Ford Transit Connect or Chevy City 
Express. However, it’s also easier to 
handle in tight urban environments 
than large vans such as the Mercedes 

Sprinter or Ford Transit. To demon-
strate this, Merecdes-Benz Canada 
handed the keys to a small fleet of Me-
trises to a gaggle of trucking and au-
tomotive journalists and said, ‘See ya 
downtown.’

The route Mercedes plotted took us 
on some of Toronto’s oldest, narrow-
est streets and had us rendezvous in 
the underground parking garage of the 
Four Seasons hotel downtown – a place 
the high-roof Sprinter could not go.

The maneuverability and handling 
of the Metris are well suited for this 
type of urban driving, yet Mercedes 
was able to pack a lot of cargo-carry-
ing space within the van’s small foot-
print. There’s a full 50 inches between 

the wheel wells, affording enough 
room to place a pallet.

The van itself is available in one 
size: It’s just over five metres long and 
has a 126-inch wheelbase. Because of 
this short wheelbase it boasts a tight 
turning radius, which will be appreci-

ated when making downtown deliver-
ies or working on busy job sites. The 
Metris is slightly narrower than the 
Sprinter and rides slightly lower, with 
a roof height of 74.4 inches, making it 
garageable.

The cargo van (a passenger version 
is also available) offers 5.27 cubic me-
tres of cargo volume with a bed that’s 
111.5 inches long. A cleverly designed 
optional partition is integrated with 
the seats and stops short of the floor, 
providing additional storage space 
along the floor for longer items such as 
ladders or lumber. Its maximum pay-
load is 2,502 lbs and it has a towing ca-
pacity of nearly 5,000 lbs. An optional 
towing package, including electronic 
stability, is available.

Barn-style rear doors open 270 de-
grees for ease of loading. 

All told, the cargo-carrying capacity 
is competitive with full-sized vans.

“It comes close to the payload ca-
pacity of a lot of the larger vans, but 
the maneuverability and dimensions 
make it useful in urban environments 
where there’s a little less space to work 
in,” said Curtis Calwell, product man-
ager, Mercedes-Benz Canada.

The Metris is based on the popu-
lar Vito model in Europe, but has been 
North Americanized; look no fur-
ther than the large cupholders to ac-
commodate our extra large double-
doubles for evidence of that. The van 
boasts a comfortable interior, as you’d 
expect from Mercedes, and is load-
ed up with safety features including 
Crosswind Assist and Attention Assist, 
which are both standard.

Crosswind Assist keeps the van on 
course when it’s being buffeted by 
strong crosswinds and Attention As-
sist notices variances in driving style 
that could be indicative of fatique, and 
provides a friendly suggestion to the 
driver to take a break.

Other driver assistance options in-
clude: Lane Keeping Assist; Collision 
Prevention Assist; Active Parking As-
sist; and a rearview camera. Add’em 
all up and you have an incredibly safe 
and driver-friendly vehicle for city 
driving.

An optional package is available 
that provides a wall lining and floor 
rails so upfitters can easily install 
shelving and compartments without 
drilling into the floor or walls. These 
items can then be removed later with-
out causing any damage to the vehicle, 
allowing it to be repurposed for resale. 

The Metris is powered by a four-cyl-
inder, 2.0L turbocharged gasoline en-
gine that puts out 208 hp and  
258 lb.-ft. of torque. It’s mated to a  
7G-Tronic Plus automatic transmis-
sion. There’s no diesel offering avail-
able at this time.

Mercedes has submitted its fuel 
economy data to the EPA and is await-
ing confirmation, but claims the Me-

Mercedes’ city slicker
The all-new Mercedes Metris allows city 
delivery drivers to work in luxury

The interior of the new Mercedes Metris (inset) can be customized to han-
dle any type of job you want to throw at it.

ASK ABOUT OUR
PERFORMANCE BONUS!

JOIN THE FORBES-HEWLETT FAMILY WHERE WE 

OFFER PREMIUM EQUIPMENT, COMPETITIVE PAY WITH 

YEARLY INCREASES, EXCELLENT BENEFITS, HOME TIME 

AND JOB SECURITY!

PHONE: (905) 455-2211 TF: 1-800-387-5832
FORBESHEWLETT.COM

Email us in confi dence at drive@fhtp.com
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tris will average about 10.5 litres per 
100 kilometres. 

After product demonstrations and 
lunch, we took the Metris for a drive 
north of Toronto, to Uxbridge, and 
then circled back to Mississauga on a 
combination of highways and second-
ary roads. The van – both cargo and 
passenger variants – drove beautifully. 
But is it too nice for a work van? That’s 
hard to say. There’s a theory out there 
that the plumber can’t show up at the 
job site driving a Mercedes because 
his customer will think he’s being 
overcharged.

I don’t buy into that. I want the Mer-
cedes-driving plumber working on my 
pipes, because that Mercedes sym-
bol conveys a level of success, and you 
don’t become a successful contractor 
by ripping off your customers. 

Priced at $33,900 MSRP, custom-
ers will have to dig a little deeper into 
their pockets when upgrading from a 
Plain Jane work van, but given the Me-
tris’s stylish design and driver- and 
safety-oriented features, there’ll be 
plenty who decide they’ve earned it 
and won’t hesitate to do so.

The new Mercedes-Benz Metris is 
available for order and can now be 
found on Canadian dealer lots.  

Sprinter Worker 
aimed at 
cost-conscious 
customers
CHICAGO, ILLINOIS

Mercedes-Benz Vans has announced the 
new Worker model, adding to the compa-
ny’s Sprinter series.

“We are pleased to announce the new 
Sprinter Worker model, which is every 
bit as capable as the rest of our Sprinter 
line-up at an even more attractive start-
ing price: $32,495,” said Bernie Glaser, 
vice-president of Mercedes-Benz Vans in 
the US. “The Sprinter brand is no stranger 
to hard work and we are making a state-
ment by targeting the heart of the com-
mercial van market by offering a simple 
and straightforward model designed for 
plumbers, electricians, HVAC specialists, 
general contractors and similar fields. The 
Sprinter offers the best value, as well as 
simple and straightforward packaging for 
our toughest customers.”

The Sprinter Worker includes both the 
2500 and heavy-duty 3500 models. The 
company says the Worker offers maximum 
capacity and customization potential for 
aftermarket van interiors and exteriors.

It boasts a 144-inch wheelbase, stan-
dard roof height, 137.4-inch cargo floor 
length, 66.5-inch interior standing height, 
319.1 cu.-ft. of cargo space, a four-cylinder 
diesel engine and a 7G-Tronic seven-speed 
transmission. Available in white only, the 
Worker has a canvas for signage, advertis-
ing and graphics and has a total roof load 
capacity of 660 lbs. Ladder racks and roof 
attachments can be added. 

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

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

Contact Kamila Mancuso 

800-784-5774 9:00am-5:00pm ET
kamila@btcepxress.ca

Leasing Opportunities
Available

WE KEEP THINGS 

COOL
OR

FROZEN
THROUGHOUT NORTH AMERICA

“ THE GOLD 
STANDARD 
IN FRESH 
AND FROZEN 
TRUCKLOAD”

BRANTFORD ONTARIO

ATTENTION
   DRIVERS

THE LAST THING YOU NEED IS MORE MILES.
What you really need is more money per mile

and more time with your family.
Empire transportation Ltd. is a family run business 

based in Grimsby, Ontario.
We specialize in flatbed and heavy haul work and

pay some of the best rates in the industry.

Hourly Rate starts at $22.50 and increases to  
$24.50 in the first year. Loaded Mileage Rate starts at $0.55

and increases to $0.60 in the first year.

+ great premiums for oversize loads.
            + an additional 3 cents for all US Miles – Loaded or Empty.

          + great benefits, safety incentives and a Registered Pension Plan.

               STOP SPINNING YOUR WHEELS AND CALL NOW
                   1-800-263-0240 and ask for Jodie at extension 228
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48% 44%

25% 21%

9% 11%

17% 25%

Owner/Operators Fleets

manual 18 speed manual 18 speed

manual 13 speed manual 13 speed

manual 10 speed manual 10 speed

automatic automatic

When selecting a used truck, which type of transmission 
are you most likely to prefer?

Owner/Operators Fleets

Are you planning to purchase a used truck(s) in 2016?

90% NO

10%
YES

84% NO

16%
YES

Don’t get squeezed when buying a used truck
Respected truck dealers offer five 
tips on how to avoid buying a lemon 
when shopping for a used truck 

A word on warranties
Whether or not to pay for an extended warranty, above and beyond the basic coverage of-
fered by the dealer, is a controversial topic and one on which not everyone agrees.

“For anything 2006 and onward, we suggest to get the extended warranty,” said Man-
jinder Singh Bajwa, assistant branch manager, Arrow Truck Sales in Toronto. “The warran-
ty may cost $5,000 but if down the road something went wrong, rebuilding an engine can 
sometimes cost $20,000-$25,000. In that case it has worked. I’ve seen many cases where 
it has worked for that.”

However, Scott Taylor, owner of Tayson Truck & Equipment in Regina, Sask. shudders at 
the mention of extended warranties. 

“In my 17-plus years in the industry I have come to loathe the word ‘warranty’,” Tay-
lor said. “It is fine for a new truck manufacturer to offer warranty, but in the used truck 
world, warranty is a word all too often thrown around with no meaning. When someone 
offers warranty, be very wary of it. Quite often a truck may carry a few thousand miles of 
manufacturer’s warranty, but at this point it would take a catastrophic failure to actually 
get anything from them.”

Taylor said many of the parts that can lead to a major problem are not covered under 
the warranty, resulting in a denied claim. He said this isn’t a result of manufacturer’s mis-
leading customers about what their warranty covers, but more often a misunderstanding 
by the operator about what is and isn’t covered under the warranty.

When buying a used truck with original warranty remaining, Taylor said it’s important 
to double-check with the manufacturer to determine what is and isn’t covered. Taylor is 
skeptical of used truck dealers that offer a warranty.

“In my business, to avoid any issues or confusion, we do not claim to offer a warranty,” 
he said. “Instead we offer a protection plan or simply stand behind and honour a failure if 
something were to occur after the truck is delivered. This, I believe, is a far more honest 
and forthright way and shows a company’s integrity and commitment to the customer.”

Vik Gupta, vice-president, sales and operations with Pride Group Enterprises in Missis-
sauga, also urges customers to understand what’s covered if they shell out for a third-par-
ty extended warranty.

“I would definitely recommend an extended warranty, provided one can afford it,” he 
said. “But extended warranties are not cheap and with the new emissions standards, the 
repairs can be astronomical. But at the same time, these extended warranty companies 
are putting a cap on what they will cover and the dollar figure they’ll pay for the repairs. 
It’s one of those things where the purchaser has to make that decision, whether to spend 
$5,000-$6,000 extra for the extended warranty. Maybe to some, it’s worth it.” 

Buying a used truck always 
involves some risk. But with 
the exchange rate pricing 
new trucks right out of the 

budget of many small fleets and own-
er/operators, the used truck market is 
heating up. The low price of the loo-
nie is even drawing buyers from the 
northern states into Canada, where 
they’re snapping up low-mileage used 
Class 8 tractors at a healthy discount 
compared to buying at home in US 
dollars.

Manjinder Singh Bajwa, assistant 
branch manager with Arrow Truck 
Sales in Toronto says there’s been a 
noticeable increase in US buyers shop-
ping for used trucks in Canada and 
he’s anticipating tightness in supply by 
the second half of this year. This is ex-
acerbated by the fact many fleets are 
holding onto their trucks longer before 
trading them in due to the premium 
they paid for their new iron as the Ca-
nadian dollar has plummeted.

This increased competition for 
quality used trucks means buyers may 
not have the luxury of being as selec-
tive as in the past when supply was 
plentiful. But they shouldn’t fall into 
the trap of taking whatever they can 
get, because a truck that isn’t properly 
spec’d for the application will not gen-
erate the revenue required in today’s 
market.

We asked some respected used 
truck dealers how buyers can protect 
themselves in this market and ensure 
they don’t end up buying a lemon. 

Choose the right truck for the job
Just because you’re buying a pre-
owned truck doesn’t mean you should 
settle for any spec’s. Be sure to shop 
around until you find the right truck 
for your application.

“I’ve always said not to under-buy 
and never to over-buy,” said Vik Gupta, 
vice-president of sales and operations 
at Pride Group Enterprises. “Buy what 
you can afford an drive what you real-

ly like to drive. That’s the key.”
A heavy-haul spec’ that’s deployed 

into a linehaul application hauling 
auto parts will burn more fuel than 
necessary, pointed out Singh Bajwa.

Scott Taylor, owner of Tayson Truck 
& Equipment in Regina, Sask. concurs.

“Be sure you are getting the right 
spec’ for your application,” he urged. 
“There are people in this indus-
try who will sell you something they 
have on the lot or something they 
own – not what you may need to do 
your job properly. I have seen many 
times where a customer buys a truck 
and ends up considering the truck 
they bought a lemon, yet quite often it 
is not the truck itself, it is the way the 
truck is spec’d. The wrong gear ratio, 
not enough power, the wrong trans-
mission or a combination of these 
will not give you the performance 
that you require.”

Used truck buyers may also want to 
avoid trucks that were among the first 
to come equipped with the newest 
emissions systems such as diesel par-
ticulate filters (DPFs), as many of these 
early systems experienced reliabili-
ty issues that have since been worked 
through.

Gupta suggested looking for used 
trucks that are 2013 or 2014 model year 
vehicles as they give the best combina-
tion of reliability and efficiency. They 
should have about 300,000-400,000 
miles on them by now.

Singh Bajwa steers customers to-
wards anything of a 2009 model year 
or newer. He said dealers can connect 
the ECM to a diagnostic tool and de-
termine the soot level in the particu-
late filter. A high soot level could im-
ply other problems with the engine or 
emissions system. This is a service pri-
vate sellers may not be able to provide, 
he pointed out.

Reconsider your traditional spec’s
It used to be the secondary market 
wanted big power and manual trans-

missions. However, dealers say inter-
est in 13-litre engines and automated 
transmissions has increased drastical-
ly. Gupta said fleets that traditionally 
spec’d manual transmissions are now 
seeking out used trucks with automat-
ed gearboxes so they can be efficiently 
driven by every driver in the fleet.

“With the huge driver shortage it 
makes much more sense to have a 
transmission or technology in your 
fleet which everybody can drive,” 
Gupta said. 

Demand for automated transmis-
sions has increased to the point where 
they now command more money than 
a 10-speed manual. Initially, f leets 
were reticent to buy automated trans-
missions because they feared the re-

sale value would be less. 

Do a background check
Once you’ve found a truck that meets 
your needs, do a background check on 
both the seller and the vehicle itself. 
Make sure the dealer is reputable and 
that the truck has a clean history. Gup-
ta suggests getting a Carfax report or 
checking government records to see if 
it’s been involved in a wreck that could 
cause structural issues.

Taylor suggested asking the seller 
for the paperwork associated with any 
major work done on the truck.

“All too often trucks are sold with a 
rebuilt engine, transmission, clutch 

Continued on page 56
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ON-SITE KINGPIN REMANUFACTURING
• Superior Equipment • Patented in U.S.A. & Canada
• Exceeds SAE and DOT specifications/regulations • Guaranteed Workmanship
• Only Company to test SAE J133 & J400 • Fully Insured

CCWWBB CCEERRTTIIFFIIEEDD CCOOMMPPAANNYY •• CCWWBB CCEERRTTIIFFIIEEDD WWEELLDDEERRSS 
KINGPIN GAUGES

Top Quality aluminum Kingpin gauges. Won’t stretch.

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

to the bolster plate and kingpin.

MOBILE SERVICE
VViissiitt oouurr WWeebbssiittee aatt:: www.kingpinspecialists.com

EE--mmaaiill:: rkingpin69@aol.com

CCaallll uuss TToollll FFrreeee @@ 1-888-221-7774 
For the Dealer Nearest You

TOLL FREE NUMBERS FOR YOUR NEAREST DEALER 
QQuueebbeecc aanndd tthhee MMaarriittiimmeess 1-888-939-1011 
OOnnttaarriioo 1-888-221-7774
WWeesstteerrnn ((AAllbbeerrttaa && SSaasskkaattcchheewwaann)) 1-877-912-1209 
BBrriittiisshh CCoolluummbbiiaa 1-800-427-5865
IInn tthhee UU..SS.. 1-888-221-7774

wwwwww..kkiinnggppiinnssppeecciiaalliissttss..ccoomm  �  rrkkiinnggppiinn6699@@aaooll..ccoomm

����������������
ALL TRUCK AND INDUSTRIAL 

RADIATORS, CHARGE AIR COOLERS
& A/C CONDENSERS

������������	����������
����
����������

Monday-Friday: 8 am-6 pm  •  Saturday: 9 am-2 pm
Hwy. 410 & Steeles

#10 Hale Road, Brampton, ON  L6W 3M1
905-487-1209 • 1-877-950-0099 

After hours: 905-487-1209

K/W area
519-621-1209 

After hours: 
519-621-1209
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We Ship 
Across 
Ontario

We Ship 
Across 
Ontario
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• We specialize in rebuilding ALL makes of High Quality Differentials, 
Transmissions, Mid-Range and Steering Gears. 

• We offer competitive price on ALL our units sold. 
• We have ALL ratios and models in stock! 

• Fast, Honest and Reliable Service. 
• We pick up and deliver!

575 Keele St., Toronto, ON M6N 3E4
Tel.: 647-629-8035 Cell: 647-403-0612 Fax: 289-752-4565

Email: maximumpowertrain@gmail.com
www.maximumpowertrain.com
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Looking to buy a truck or trailer online?

LOOK NO FURTHER 

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

Selling some iron? You’ve got options!
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Over 200 Used Reefers In Our Yard . . . Ready To Roll!!

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, Danick Bilodeau

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

NNeeww aanndd UUsseedd SSaalleess

RReennttaallss

LLoonngg TTeerrmm FFiinnaannccee LLeeaassee

FFuullll SSeerrvviiccee TTrraaiilleerr && RReeeeffeerr SShhooppss
PPrroovviiddiinngg MMaaiinntteennaannccee AAnndd PPaarrttss

ACTION
TRAILER SALES INC.

TANDEMS/TRIDEMS
• AIR RIDE

DROP DECKS
ALUMINUM

COMBO FLATS

(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. -102535

UTILITY 3000R

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. -35153

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

HENDRICKSON AIR RIDE SUSPEN-
SION, LOGISTIC SIDE POSTS –
ALUM. OR TRANSLUCENT ROOF
AVAILABLE, STAINLESS REAR
DOOR CASE, 12" CORRUGATED
STEEL SCUFF LINER,  24" STEEL
THRESHOLD PLATE. -102537

PRICED RIGHT!

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

CARRIER DUAL TEMP UNITS,
HEN-DRICKSON AIR RIDE SUS-
PENSION ON 5' AND 5' SPREADS,
HD FLAT ALUMI-NUM FLOOR, 24"
ALUMINUM SCUFF LINER, INTE-
RIOR LIGHTS 2 ROWS OF RE-
CESSED “E” TRACK, OVERHEAD
REAR DOOR, CLEAN,  WELL
MAINTAINED UNITS.(N.A.P.) 

-102536

2014 GREAT DANE 53’ X 102” VAN
Vents front and rear, 6 sky lights, aluminum roof, 

air ride suspension, logistic posts, 
exterior rub rail. -112363

LIKE NEW CONDITION. 

2007 GREAT DANE 53'X102" TRIDEM 
REFRIGERATED VAN

Thermo King Sb210, Stainless Front Panels, 
Radius Corners, & Overhead Rear Door Panels, 

6’ And 6’ Spread Hendrickson Air Ride Suspension,
Aluminum Wheels, Hd Flat Aluminum Floor. -100591

2016 CHEETAH EXTENDABLE CONTAINER CHASSIS 
Tridem spring suspension,  
as new condition. -102039

(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. -102039

AVAILABLE IMMEDIATELY - MONTREAL BRANCH 
(15) NEW UTILITY 53’ X 102” 
TRIDEM INSULATED VANS

Pintle hooks, disc brakes, prep’d for heaters, 
well spec’d units. -112362

ALSO 10 NEW TANDEMS SIMILAR SPECS
AVAILABLE SOON. 

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

winches & straps. -96434

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. - 98483

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

both overhead and swing rear doors available. -84096

13,180 Lbs.
110" Door Opening

“REFRIGERATED STORAGE VANS
- SALE OR RENT”

March 2016March 2016
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Atlantis Radiator
TRUCK AUTO SERVICE INC.

SSPPEECCIIAALLIISSTTSS IINN TTRRUUCCKK
&& IINNDDUUSSTTRRIIAALL RRAADDIIAATTOORRSS

YYOOUURR CCOOMMPPLLEETTEE CCOOOOLLIINNGG SSYYSSTTEEMM SSEERRVVIICCEE
•• RRaadd •• AAiirr CChhaarrggee CCoooolleerr •• AACC CCoonnddeennsseerr

•• WWee  SShhiipp AAccrroossss CCaannaaddaa
•• FFRREEEE IInnssppeeccttiioonn && EEssttiimmaattee
•• CCeerrttiiffiieedd TTeecchhnniicciiaannss
•• AAllll WWoorrkk WWaarrrraannttiieedd

wwwwww..aattllaannttiissrraaddiiaattoorr..ccaa

55990000 DDiixxiiee RRdd..,, UUnniitt 1111,, MMiissssiissssaauuggaa,, OONN LL44WW 11EE99
((990055)) 667700--33669966 •• 11--880000--771166--33008811

FFaaxx:: ((990055)) 667700--22228833 

44 HHoouurr
DDrriivvee--TThhrruu SSeerrvviiccee

((MMoosstt TTrruucckkss)) Open Monday to
Saturday

DI
XI

E 
RD

.

HWY 401

SHAWSON DR.

N

BRITANNIA RD.

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

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

RAD 
COOLANT 

PIPES

Available in 
Aluminized or 
Stainless Steel

Pipes also available for Freightliner,
Peterbilt and Western Star

Built to Outlast OEM Pipes

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

OPEN SATURDAYS & WEEKNIGHTS

1850 GAGE CRT. MISSISSAUGA

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

8 AM - MIDNIGHT
MON - THURS

TEXIS

www.texisexhaust.com

DIESEL PARTICULATE FILTER
Cleaning Service and Repairsp

CLEAN
ASH 

LOADED

CLEAN FILTERS 

SAVE $$$

DPF AFTER-MARKET REPLACEMENT FILTERS NOW AVAILABLE

DDDDIESEL P ATEE FFFFFILTER

Complete Selection
of Aluminum Accessories

March 2016

• New & Rebuilt Radiators
• Air Charge Coolers
•• NNeeww && RReebbuuiilltt RRaaddiiaattoorrss
•• AAiirr CChhaarrggee CCoooolleerrss

• A/C Condensers
• Fuel Tanks
•• AA//CC CCoonnddeennsseerrss
•• FFuueell TTaannkkss

1-888-603-1655
905-795-9009

11--888888--660033--11665555
990055--779955--99000099

• PICK-UP & DELIVERY • Shipping Across Ontario & Canada

(Most
Models)

TRUCK, BUS, INDUSTRIAL & CONSTRUCTION EQUIPMENT SERVICE

4 HOUR DRIVE-IN SERVICE44 HHOOUURR DDRRIIVVEE--IINN SSEERRVVIICCEE
1775 Shawson Drive, Unit #1, 
Mississauga, ON L4W 1N8

407

DI
XI
E 
RD

.

401AT
LA

NT
IC
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R.

SHAWSON DR.

N

BRITANNIA RD.

www.kingradiator.cawwwwww..kkiinnggrraaddiiaattoorr..ccaa

-111812

-111816

-111811

-111810
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Selling some iron? You’ve got options!
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New online
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2015 INTL- BRAND NEW UNIT IN STOCK- ORDERED
AT PAR DOLLAR- FULL FACTORY WARRANTY-
READY FOR NEW OR USED WATER, PROPANE OR
OIL TANK INSTALL -97533

RARE 2011 FL 7200 GAL BOBTAIL, DETROIT, 10 SP,
QT TANK, SIDE LOADER, DON’T DELAY. -98217

2011 PAYSTAR, 475HP, 18 SP, PUP READY, EAGLE
PKG, 5,000 GAL, 4C, NEW RUBBER, LOADED, READY
TO WORK -100806

2003 PETERBILT, 315 HP CUMMINS, 10 SP, 18,500L
3 COMPT HUTCH TANK, PUMP, METER AND LC ELEC-
TRONICS, BOTT LOAD READY, AIR MANIFOLD,
CLEAN, 212 MILES. -112237

2016 FL PROPANE BOBTAIL, M2, 270 HP CUMMINS,
AUTO, ALUM WHEELS, NEW 3499 BARRELL, LCR II,
PRINTER. READY TO WORK. -100933

2002 CUSTOM PUMPER - TOP MOUNT, 1250 HALE
PUMP, 1,000 GAL TANK, HIGH SIDE CABINETS BOTH
SIDES, STAINLESS BODY, MANY OPTIONS. MINT. -

95114

TANKS, TANKS,  TANKS, NEW AND USED BAR-
RELS IN STOCK. CALL TO DISCUSS  YOUR
REQUIREMENTS. -100811

1999 STERLING, CAT, 9 SPEED, 3000 GALLON 4
COMPT ALUMINUM TANK, 306 CODED, RUNS
LIKE A TOP. -100800

2016 W. STAR- ONLY 2 LEFT- THESE WERE
ORDERED AT A BETTER FOREX RATE- WE HAVE ONE
AUTO AND ONE 10 SPEED LEFT- DON’T DELAY. -76395

2016 PROPANE BOBTAIL- W. STAR, CUMMINS,
AUTO, ALUM WHEELS, WHITE CAB, 3499 TANK,
SIDE LOAD, 5 FUNCTION BASE. -88569

2009 STERLING, 350 HP, 10 SP, 20,000L 4
COMPT, DUAL PUMPS&METERS, BOTT
LOAD, AUTOLUBE, 245 MILES. -112240

NEW USEDEASTWAY TANKEASTWAY TANK
THE TANK EXPERTS

1995 FORD TANKER TRUCK, CUMMINS ENG;
N14, 370 HP, 13 SPD TRANS; 18 & 40 AXLE(S),
AIR RIDE SUSP; 20,000L ALUM. TANK, 1C, CAN
BE USED FOR FUEL, JET FUEL OR NON-POT
WATER. -101502

JET REFUELERS – 5000, 6500, 8000 & 10,000 GAL-
LON UNITS IN STOCK – SOME WITH LIFT DECKS -
CALL FOR INFO -98805

2010 INTL, 350 HP, 10 SP, AIR RIDE, 20,000L, 5C,
DUAL PUMPS, SAFETY RAILS, B.L., V.R. -100805

OLD FOREX

RATE

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

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

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

2011 INTL, 350HP, 10SP, 20+40 AXLES, AIR RIDE,
20,000L, 5C, GRAVITY METER, DUAL PUMPS, BOTT
LOAD, MIDCOM, 330KM. -102524

$105K
 +

TANK

SUPPLIES FOR ALL YOUR FLATBED EQUIPMENT NEEDS www.trisontarps.ca

www.trisontarps.ca
1-866-948-2777
519-720-9464

33 Kippax Court, 
Brantford, ON 

N3S 0E5 99

CANADIAN MADE TARPS!

Trailers    Dump Trucks   Live Bottoms   
  Hoppers   Bins    Sheet Plastic

A Division of  
Trison Tarps
A Di i i f

Fully Stocked Showroom!

  RETARP ROLLING SYSTEMS

  CABLE SYSTEMS

ROLLING TARP SYSTEMS

ELECTRIC OR MANUAL  
SIDE ROLL SYSTEMS

ROLL OFF TARP SYSTEMS

Distributor for:

Heavy Duty (UHMW)
•  3-4 times more wear resistant than  

HMW liner
•  High impact strength (light rock, larger 

rock, heavier hauling, dirt, clay and farm  
commodities)

• Our best seller
•  Liner thickness ranges from 1/4" to 3/4"  

and up to 16' wide
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TRUCK & TANK

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

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

2007 
WESTERN STAR 4900
MBE 400-450, 10 Spd,
16/23’s, 4 Compt Alum.
CSAB620 DOT Tank,  2 2.5
Blackmer Pumps And 2 Nep-
tune Meters, 4 Air Emerg’y
Valves, Remote PTO’S, Auto
Throttle.  -101717

1998 HUTCHINSON
PUP
Refurbished, S/A Turn Circle,
T/A Susp., 25,000 litre 
3 Compt, Bottom Load.
-101719

2009 
STERLING L8500 
17,000 litre 4 Compt 
Dependable Aluminum Tank,
Dual Pumps/Meters. 
-101718

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

Contact one of our sales representatives today
don@dependable.ca or mike@dependable.ca

1-800-268-0871 � 905-453-6724
www.dependable.ca

2005 
FREIGHTLINER
Series 60 DD, 400 HP, 
Auto Shift, 20,000 Litre 4
Compartment, Dual Pumping,
Bottom Loading, DOT
Safetied, B620
-102552

2003 
KENWORTH T300 
C7 Cat., 9 Spd, 
2950 USWG Propane Bobtail,
LCRII, DOT Safetied, 
B620 -102565

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

2016 KENWORTH T370 FUEL TRUCK, C/W 3499 USWG PROPANE 
BOBTAIL. -112425

2016 KENWORTH T880 FUEL TRUCK, C/W 20,000 LITRE 4 COMPART-
MENT POLISHED ALUMINUM TANK, DUAL PUMPING AND METERING
EQUIPMENT, BOTTOM LOADING. -112422

2016 FREIGHTLINER
114SD
Automatic Trans, 5500 USWG
Propane Bobtail. -112423

TMTV
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SOCTOBER 13, 2016

OCTOBER 13, 2016

OCTOBER
2016

13

OCTOBER
2016

13

Please plan on joining the Country’s Top  
Transportation & Shipping Executives for a day 

of Education & Networking

Please plan on joining the Country’s Top  

Transportation & Shipping Executives for a day 

of Education & Networking

SURFACE

SURFACE

ummit

ummit

TRANSPORTATION

TRANSPORTATION

2016

2016

International Centre

International Centre

NEW LOCATION

NEW LOCATION

December 201534

TN_marletplace_temp.indd   9 11/27/15   8:51 AM

    See more than 250,000 square feet  
of new trucks, trailers and equipment

 New Products

 Recruitment Pavilion

 Fleet Managers’ Breakfast

  Canadian Fleet Maintenance Summit

International Centre, Toronto, ON 

Thursday April 14 – 10:00 am to 6:00 pm

Friday April 15 – 10:00 am to 6:00 pm

Saturday April 16 – 9:00 am to 5:00 pm

The Meeting Place 
For Canada’s 

Trucking Industry

www.truckworld.ca
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/
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WE MOVE IRON

Canada’s Largest 
On-Line Source for 

Heavy Trucks 
and Trailers! 

  

Check Ou
t

Our New
Website!
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TMTV

New online episode
every Thursday

TVTMTMTMTVTVTV

.trucknews.com/videos/www

y Thursdayever
New online episode

.trucknews.com/videos/

y Thursday
New online episode 500,000+ views

March 2016
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1248 McAdoo’s Lane, R.R. #1, Glenburnie
(Kingston), Ontario K0H 1S0

Service en francais aussi, demandez pour Darlene

EASTERN ONTARIO’S BIGGEST USED PARTS DEALER!

HOURS: 
Monday to Friday  

8:00 a.m. - 5:00 p.m. 
Closed Saturday and Sunday

WE ACCEPT CASH & BANK DRAFT - NON CASH PURCHASE SUBJECT TO 3% INCREASE

Check Out Our Online Inventory
www.morgansdiesel.com

1983 CHAMPION 760 GRADER
DETROIT ENG; W/SNOW WING, STOCK
#220-01 -98976 $12,000 

1999 MACK CL700
E9 V-8 MACK 500, T-2180 TRANS;
20F/110R PLANETARIES, 700,000K.
STOCK #222-07 -100408

SERVICE BODIES 
DUAL & SINGLE WHEEL, 

GOOD CONDITION, STOCK #216-02
-98984

2004 KENWORTH W900 
CAT C15, 13 SPD., 12 & 40’s, SINGLE

TURBO, FOR PARTS OR SALE.
STOCK #225-06. -112674

CAPACITY SHUNT TRUCK
INT 466 ENG; STK#218-16 -97359

$10,000 

2009 INTERNATIONAL PROSTAR
CUMMINS ISX 485, AUTOSHIFT, 12/40’s,
BURNT IN CAB, FOR PARTS OR SALE.
STOCK #225-05.  -112675

1990 MACK RD
E6 350 HP, 8LL, 20 FR, 46 REARS,
STOCK #207-20 -86043

2013 INTERNATIONAL WORKSTAR
MAXXFORCE 9, AUTOMATIC, 18/40's,
STOCK #217-01  -111793

2004 INTERNATIONAL 4300 
DT466, 7 SPD., 26' BOX W/HYDRAULIC
LIFT GATE, STOCK #215-13 -93286

2011 PETERBILT 386 
C13, 13 SPD., 12 & 40'S, STOCK #222-05
-101116

CAT 240v 3 PHASE 100 AMP 
GENERATOR

STOCK #223-15. -111794

2005 MACK VISION CXN613
MACK AC485, 18 SPD; 463 EATONS,
HEND., 746,000K, 22.5, 4:11, RUNS
GOOD NEEDS SOME BODY TLC,
STOCK #220-20 -101578

1993 HITACHI
LX200C, 8781 HRS., 28.5 X 25 TIRES,
WATER IN ENGINE OIL. STOCK #219-08 -
101579

2011 IH FUEL TRUCK
MAXXFORCE 10, AUTO TRANS; 

20 & 46 AXLES, STOCK #222-21 -101581

JAMES OR RON 800-267-0633
TEL: 613-546-0431 FAX: (613) 546-4206

E-Mail: james@morgansdiesel.com

1989 JOHN DEERE 644E
HIGH HOURS, RUNS AND WORKS
WELL. STOCK # 214-17 -98975

$16,000 
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TVTV

y Thursdayever
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.trucknews.com/videos/

TVTVTMTMTMTVTV

episode
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y Thursdayever
.trucknews.com/videos/www

500,000+ views

y Thursday
.trucknews.com/videos/

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

TRUCK MUFFLERS
BUILT TO LAST

• Y-PIPES  • TURBO PIPES
• INTERMEDIATE PIPES

Celebrating 
   33Years!

COOLANT PIPES
FOR MOST MAKES

PROVIDING HEAVY DUTY EXHAUST SOLUTIONS SINCE 1982

FREIGHTLINER PIPES

INTERMEDIATE

TURBO

Y-PIPE

INLET

THE 
TRUCK
EXHAUST
PLACE

DPF
CLEANING 
AVAILABLE

www.totalexhaust.com

CANADA’S 
ST SOLUTIO

1#TRUCK EXHAUST
 SHOP
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MONCTON�

FREDERICTON

�

�
SAINT JOHN

�NEW GLASGOW

�WOODSTOCK

BATHURST�

for “THE WORLD’S 
BEST TRUCKS©”
for “THE WORLD’S 
BEST TRUCKS©”

ALL MODELS IN STOCK!

��

www.bayviewtrucks.com

� Rentals

� Full Service Leasing

� 5 Service Locations

�Body Shop

� New Trucks

� Used Trucks

Your Maritimes

Dealer
Moncton, NB 506-862-0953
Saint John, NB 506-633-1116
Woodstock, NB (Sales) 506-325-1420
New Glasgow, NS 902-752-5502
Bathurst, NB 506-548-9980
Fredericton, NB 506-451-2100
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April 13, 2016 • International Centre • Toronto, Canada

Join us for a full day of education and networking
•  Discover intelligent maintenance and equipment spec’ing  
 strategies from the experts
•  Participate in lively discussions about the future of the industry
•  Learn strategies that can be applied to your operation
•  Canadian Fleet Maintenance Manager of the Year Award  
 presentation

In conjunction with PIT Group, Newcom is proud to bring together the ATSSA, 
CTEA, OTA and TMTA for the first industry-wide supported CFMS to be held at 
Truck World, taking place on Wednesday, April 13, 2016 at the International  
Centre. Merging with the previous PIT Conference this partnership will bring 
together the best expertise to ensure a successful CFMS.

Re-introducing a  
53 year old institution. 
Dedicated to truck fleet 
maintenance professionals.

Registration to CFMS 
includes: 
• CFMS Pass  
• Truck World Kickoff Breakfast 
• Truck World Show Pass SHOW PASS

SHOW PASS

To register or for more information, visit: 
www.trucksummit.ca

Produced by:Silver Sponsor:

Lunch Sponsor:

Award 
Sponsor:

In conjunction with:

Association Partners:

 1938 - 75TH - 2013 1938 - 75TH - 2013

SHOW PASS
SHOW PASS

CFMS full page tab Feb.indd   1 16-02-12   3:04 PMCFMS tab.indd   1 16-02-12   3:54 PM

http://www.trucksummit.ca


Pass the toughness test
with Eco-flaps®.

Made from durable, high-impact nylon, Eco-flaps® splash guards 
pass the toughness test by increasing durability and providing 
longer life than competitive flaps. Molded, aerodynamic channels 
reduce wind resistance, moving air and water through the flap 
surface with minimal drag to improve fuel economy up to 3.5%. 
Boasting a full 2-year warranty. Available in 24-, 27-, 30-, and 
36-inch lengths. Call us at 423-468-4315, or visit us at ecoflaps.com.

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

Funding Options • 24/7/365 Service

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

riacobelli@liquidcapitalcorp.com

Bad Debt Collection Service
Equipment Financing Solutions

Brokers • Ask How Our  
Quick Pay Program

Can Help Your Business!

MarTarp Inc.
Keep it dry, keep it profitable!
Lumber tarps/gravel truck tarps/trailer 
tarps/repairs
Contact us for a free quote!
Call (519) 923-3500 
Email info@martarp.com
www.martarp.com

classifieds CLASSIFIEDS classifieds classifieds clas-
sifieds classifieds CLASSIFIEDS classifieds classifieds 
classifieds CLASSIFIEDS classifieds CLASSIFIEDS classi-
fieds CLASSIFIEDS classifieds classifieds classifieds 
classifieds CLASSIFIEDS classifieds classifieds claClassifieds

Contact Doug: 
doug@newcom.ca

Ad runs one month. 

$140.00
w/Picture

Also On-Line at: 
www.trucknews.com

USED TRUCKS56

Continued from page 44

Used trucks: Inspect the truck before you buy it

FLEETS

or differentials,” he said. “Without pa-
perwork, it is a null and void point. 
Unfortunately there are dealerships 
and people out there that will sell you 
a truck they claim to have had ma-
jor work done and it turns out it never 
was, or may it had some minor work 
done and was sold as a complete re-
build. If major work was done, it more 
than likely was done at a reputable 
shop and with a little digging you can 
generally find some paperwork.”

Also look into the reputation of the 
seller. Customers are more likely to 
complain than to praise a dealer so 
if you find a dealer has more positive 
feedback than negative, they should 
be safe to deal with, Taylor said.

Get the truck inspected
Even if the truck checks out initially 

and appears to have had no issues in 
the past, it’s still a good idea to have it 
inspected by a third-party shop. They 
should inspect the powertrain com-

ponents and also verify the odometer 
mileage.

Singh Bajwa said there are still un-
scrupulous sellers out there rolling 

back odometers. He said to verify the 
odometer reading against the ECM 
mileage and take note that the ECM 
readout will be in miles on a Canadian 
truck while the odometer will read in 
kilometres.

“A thorough inspection of the truck 
is the primary thing any customer 
should do always,” Gupta said. 

“A thorough inspection is the first 
measure they should take. Then obvi-
ously they should take it out for a test 
drive.”

Taylor said to be skeptical of a seller 
that won’t allow you to take the truck 
for an independent inspection. 

Be wary of shiny
Many owner/operators are attracted to 
bling, a fresh paint job and a well-pol-
ished exterior. However, Taylor said a 
truck that looks too good may be con-
cealing flaws.

“All of us know a shiny truck always 
gets lots of looks,” Taylor said. “Be-
ware. Shiny does not always mean 
great condition. Most reputable deal-
ers work very hard to have our trucks 
look like they’re in showroom con-
dition, but that is only one aspect of 
the reconditioning of a unit. A dealer 
should be able to tell you exactly what 
they have done to each unit to get 
them ready for sale and then back it 
up with invoices and work orders. All 
this gives the customer a clear idea of 
how the truck has been prepared for 
sale and allows them to make an edu-
cated decision.” 

March 2016TRUCK 
NEWS

What matters most? 
What are the most important considerations for used truck buyers when selecting a truck? 

We posed the question in our latest Truck Equipment Buying Trends Survey.

OWNER/OPERATORS

1     Availability of parts

2     History of the truck

3     Age of truck/mileage

4     Type of transmission

5    Horsepower

1     Availability of parts

2     Age of truck/mileage

3     GVW/payload capacity

4     Type of transmission

5    Axle ratio & history of truck (tied)

pg 56 tn march v2.indd   56 16-02-16   4:00 PM
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By Edo van Belkom 

THE STORY SO FAR
Bud convinces Mark to go undercover at  
a trucking firm to see if he can help stop 
cargo thefts from the company.

•
The company was named Chenai Truck-
ing and was owned by a pair of South 
Asian men who were born in that part 
of India. Mark had an appointment with 
the owners on Monday morning at nine, 
but he got to their Brampton truck yard 
a half-hour early so he could take a good 
look around.

The first thing that struck him was that 
there was no one in the security kiosk at 
the entrance to the yard, very few light 
standards and even fewer working lights, 
and no security cameras anywhere in the 
yard. The only security feature the place 
had – if you could call it that – were sever-
al office windows that faced out into the 
yard. That was fine during the day, but 
without adequate lighting there was no 
way anyone could see what was going on 
out there at night, even if they were still 
in the officer working late.

When the time for his appointment 
rolled around, Mark entered the truck-
ing office and told the woman behind the 
front desk that he was there to meet  
Sunny and Premal. She asked him to 
have a seat, but one of the two men ap-
peared before she had the chance to 
summon him on the phone.

“Good morning,” the man said, ex-
tending his hand. “I’m Sunny.”

“Mark. Mark Dalton.”
“Glad you could make it.” He turned. “We can talk 

in my office.”
Mark followed Sunny into a small room just off the 

reception area. He stepped in and Sunny closed the 
door behind him. 

“Please, sit.”
Mark took one of the hard plastic seats facing 

the office. It was a threadbare office with just a 
few filing cabinets spread around the room. There 
was wood panelling on the walls with a handful 
of trucking industry calendars hanging from nails 
hammered into the wood. None of the calendars 
were for the current year.

Sunny squeezed around the wooden desk taking 
up most of the space in the room and sat in the big of-
fice chair behind it. “You were here early.”

Mark was surprised that these were the first words 
out of his mouth, but eventually nodded. “Just want-
ed to see what your set-up was like.”

“And?”
“You need a security gate with a security guard in 

it 24/7, and a couple of security cameras covering the 
entire yard…for a start.”

Sunny nodded. “We are working on getting those 
things. Money’s a little tight right now with so many 
thefts from our yard, but we’ll get a proper set-up 
eventually.”

“Money’s an issue everywhere,” Mark said. “But 
if you don’t fix your security issues and reduce 
your thefts, companies aren’t going to want to ship 

with you.”
Sunny smiled. “It doesn’t cost us when one of our 

trucks gets stolen.”
Mark was taken aback by the man’s comment, 

but did his best to maintain a poker face. How could 
someone be so casual about having cargo stolen right 
from under his nose? Any trucking company owner 
Mark had ever known would be incensed and most 
would camp out in their yard with a video camera 
and a shotgun after the first theft. This guy didn’t 
seem to care. 

“That might be true,” Mark said at last. “But your 
customers can’t be thrilled that they’re losing  
product.”

“Of course not, but that’s why they have  
insurance.”

“How long have you been in business?” Mark asked 
after a lengthy moment of silence.

“Chenai Trucking has been operating for 15 years.”
Mark took a good look at Sunny. He was young – 

very young – and he didn’t look much like a truck 
person. His clothes were new and a bit on the flashy 
side and his haircut was almost a work of art with the 
sides shaved tight and a precise part down the right 
side of his head. “You don’t look like you’ve had a li-
cence for more than 10.”

Sunny smiled. “This company was founded by 
my father-in-law, Premal. He started with a single 
straight truck, and now we have five company drivers 
and 15 owner/operators driving for us.”

“Where is he now?”

“In the hospital. He’s having cancer 
treatments.” A pause. “He’s getting bet-
ter, but it’s likely he won’t be back at work 
anytime soon.”

Mark took a moment to form a picture 
of what was going on at this company. 
Basically, the owner was getting old and 
a new guard was taking over…someone 
who was probably looking to squeeze as 
much out of the company as he could. 
Mark didn’t like the vibe he was getting 
from this man, Sunny. 

“With so many drivers,” he said, “what 
do you need me for?” 

“You sir,” Sunny said, leaning forward 
on his desk, “came highly recommended. 
As I understand it, you’ve foiled thieves 
and robbers all over Canada.”

Mark smiled.
“After I was told your name I asked 

some of my drivers if they’d ever heard of 
you and they said they had. One told me 
you foiled a smuggling ring in the United 
States. Another told me you once had an 
organized crime hitman target you in 
Northern Canada and you put them all in 
jail without getting a scratch on you.”

“Well, yeah… those things are true.” 
Mark was flattered. All of the reserva-
tions he’d had just a few minutes before 
were gone.”

“So. You’re the best. Who else do we 
need?”

 “I can’t argue with that,” Mark said, 
beaming. “I’m your man.”

• 
Cargo theft was always a problem in 
the trucking industry but the trend had 

spiked in past years with over 400 reported thefts last 
year in Southern Ontario alone with losses in Canada 
costing upwards of $5 billion. Considering that 90% 
of everything is moved by a truck as some point, it’s 
not surprising that just about anything and every-
thing has been stolen by cargo thieves from candy to 
inkjet cartridges, laundry soap to potato chips.   

Thieves had taken a couple of Mark’s loads over 
the years but this was the first time he’d be taking 
loads hoping his load would get stolen. 

That afternoon, Mark showed up at a warehouse in 
Mississauga for a load of electronics headed for a dis-
tributor in North Bay. When the shipper – a man of 
South Asian descent – realized Mark was there work-
ing for Chenai Trucking, there was a confused look 
on his face.

“You here for Chenai?” 
“Yeah,” Mark said. “Why?”
“You’re so…white”
“Is that not allowed?”
“First I’ve seen working for them.” A smile. “Chenai 

is a province in India. All of their drivers, except for 
you, have been Indian.”

Mark smiled, understanding he was obviously a 
fish out of water. “They’ve had a lot of cargo stolen. I 
was hired to help try and stop it.”

“I see,” said the shipper. “You think you can help?”
Mark smiled. “I’m going to try.” 

- Mark Dalton returns next month in Dalton Under-
cover Part 3. Ill
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HELP US 

Deliver Change 
In November and December 2015, we need your 

help to participate in a cross-country food collection 

and distribution initiative to help fight hunger in our 

communities. To learn more about the many ways to 

get involved, please visit our website today.

Trucks For Change Network 
is a non-profit association of leading highway carriers supporting 
communities. Together our members have helped charities across 
Canada deliver over 10 million pounds of donated food and  
materials to those in need. We thank the following industry partners 
for making our work possible:

www.trucksforchange.org

1-YEAR warranty (parts & labour)
SPECIALIZED mechanics

MORE THAN 100
SERVICE CENTRES
TO SERVE YOU

Subscribe to our newsletter to be the
erst to know about our new service centres! www.truckpro.ca
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E-logs are not the answer
Dear Editor:

RE: OOIDA’s irresponsible stance on ELDs
Lou, for a guy who has never driven a truck or owned a piece of equipment you want to 

talk logic about a topic about which you have no clue?
ELDs are just one more cost to operate with no benefit at all to the driver.
Carrier associations are responsible for all that ails this industry. They are in bed with 

government because they are big and cumbersome and inefficient with layer upon layer of 
administration that accomplishes nothing.

You made a comment a couple of years ago that the long hood was dead and gone and 
you were wrong then, too. Just took delivery of a 2015 W900L in December. International, 
Peterbilt, Kenworth and even Freightliner all offer hoods to the real-life truck driver.

I have been at this for 47 years and driven over 4.5 million miles over every kinda road 
imaginable and still haven’t seen it all yet, because every day out here is a new and danger-
ous adventure with lower standards for drivers and attitudes like yours and bureaucrats’ 
who think safety, skill, efficiency and pride in your work comes from a can or computer.

OOIDA has been the best advocate for the owner/operator. 
You want a better, safer, more efficient trucking industry? 
The answers are simple, it’s not rocket science. More owner/operators with skin in the 

game, less regulations on the industry, penalties to poor shippers and receivers, stan-
dardize equipment rules continent-wide and get over global warming or climate change or 
whatever the phony science is this week. 

Steve Robertson

Get real on ELDs
Dear Editor: 

RE: OOIDA’s irresponsible stance on 
ELDs

I beg to differ with your opinion, 
which I believe echoes the CTA and 
OTA, also representing big carri-
ers. OOIDA has always taken a stand 
against ELDs, because it represents 
small carriers, many of them a one-
truck operation, which include 90% of 
carriers in North America. This added 
cost of technology and unnecessary 
monitoring is an added financial bur-
den to small carriers who have already 
structured their business to meet HoS 
rules constraints.

The one-truck operator doesn’t have 
a back office to monitor and adminis-
ter this unnecessary technology. ELDs 
are an added cost, and an unwanted 
intrusion into private business.

We have all seen numerous exam-
ples of big carriers who have made the 
switch to ELDs, and a large number of 
their drivers lose 25% of their pre-ELD 
revenue. 

Let’s be realistic, most people can’t 
afford to lose that revenue.

The problem with the ELD debate is 
the realists versus the idealists and we 
will never agree. 

Johanne Couture

Dear Editor:

RE: OOIDA’s irresponsible stance on 
ELDs

Spot on. ELDs force all parties in-
volved in scheduling and predicting a 
driver’s day to not make loose or com-
pressing assumptions about real time-
lines.

We can finally look back on those 
days of bragging about running two 
logbooks to run Florida and back solo 
in five days  as unacceptable behaviour. 

As for the harassment angle, the real 
influences and pressures to drivers are 

much more subtle that what OOIDA 
thinks. It’s more like having to com-
pete for miles with drivers who cheat 
and run themselves to the ground be-
fore their time. Some like to use words 
‘eager’ or ‘hard-working’ to describe 
the drivers that become the apple of 
the dispatcher’s eye, but sometimes 
they’re just of no mind, no proper pace 
and workaholics.

Hopefully, the hourly rate variables 
in the equation of the drivers’ day will 
get the memo. 

Angelo Diplacido

ELDs are long overdue

Dear Editor:

RE: The Nipigon River Bridge fiasco
This is one of the most enlightened 

opinion pieces on this subject l have 
read to date. 

Our governments need to start look-
ing longer-term. Thank you, Joanne!

As an engineer (licensed in the 
province of Ontario) I am astonished 
at the opinions being offered by “arm-
chair” experts. 

Frankly, it is unprofessional to make 
any comment until the final report is 
issued (ie. the facts are known). 

The root cause of any failure may 
be an installation issue, counterfeit 
or non-conformant materials, incom-
plete geo-technical investigation, de-
sign errors or a combination of the 
above. 

Marilyn Spink

Ritchie hits the mark in piece on 
Nipigon River Bridge fiasco
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And now, we bring that same value to the trucking industry.

Dependability.  
We’ve made it affordable since 1892.

The Uniroyal® LS24TM gives you what you want in a long- ‐haul  
steer/all- position tire. It comes with sacrificial rib design and  
micro- siping that combat irregular wear. For a long- ‐lasting  
steer/all- ‐position regional tire, choose the Uniroyal® RS20TM. 
Both are SmartWay® verified.

By Edo Van Belkom

       ic gets a load of high end electronics that is destined for a warehouse in the Southern United States. 
        He does his usual great job of managing his time, avoiding bad weather and traffic congestion, and has 
        his truck running at optimum efficiency. Not only does he make his destination on time, but gets there 
early, arriving just before dawn.

      lthough there is no one else in the 
       entire yard, Vic is not unseen as 
       he moves around his rig.

      fter pulling into 
       the lot Vic has 
       time on his 
hands and decides 
to do a post-trip 
circle-check to 
make sure his 
truck’s still in 
good shape after 
a long highway run. 
He bundles up for 
the cold morning 
that’s still waiting 
for the sun to rise 
and gets out to 
inspect his truck 
and trailer.

      ow in handcuffs, the Sheriffs bring Vic over 
       to their patrol car. People have come out of 
       the trucking office to see what’s going on.

          eah, there’s a strange man prowling around our truck yard  
           and it looks like he’s up to no good.” A pause. “He sure 
           doesn’t look like he’s from around here.”
Vic continues his circle-check and is standing at the back of his 
trailer checking the seal when...
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“Y“Sheriff?”

“Now, who ARE you?”

“POLICE! Don’t Move!”

       ic is confused by 
        what’s going on. 
        Surely, there has 
to be some mistake. He 
thinks that this is all 
a misunderstanding. If 
he can just show them 
who he is, show them 
some paperwork for the 
load that everything will 
be all right. He reaches 
into his pocket for his 
identification and is 
tackled by police.
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Trailer Wizards names new Ontario v.p.;  
Bison celebrates its first three million miler; 
and Groupe Morneau promotes from within.

Trailer Wizards appointed Terry Maw 
as its new vice-president of sales for 
the Ontario region in early February. 
In his new position, Maw will lead the 
Ontario rental, lease, and dealership 
sales teams, as well as manage select 
national and regional accounts. Maw is 
an industry veteran and before joining 
Trailer Wizards, he was director of cor-
porate sales at Wabash Canada.

“Terry brings with him 25 years of 
experience, knowledge, and a strong 
reputation in the transportation indus-
try,” said Anne McKee, Trailer Wiz-
ards’ chief operating officer. “He is well 
equipped to successfully lead Ontario’s 
sales team and provide our customers 
with quality trailer solutions, expertise 
and customer service they have come 
to expect from Trailer Wizards.”

•
Bison Transport announced one of 
its drivers, Roger Maltman of Winni-
peg, has become the company’s first 
to complete three million consecu-
tive accident-free miles. Maltman has 
been a driver with Bison since Sep-
tember 1994 and reached the mile-
stone on his way to Calgary on Jan. 26.

“Ultimately it’s me behind the 
wheel, but there are a large group of 
people doing their jobs with expertise, 
which enables me to do mine at a high 
performance level,” Maltman said of 
his achievement. “We have the best 
equipment there is and a great opera-
tions staff.”

Nearly 1.8 million of his safe miles 
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are part of Bison’s long combination 
vehicle (LCV) network.

“Roger has been a model of con-
sistency in our organization and 
achieved this milestone through his 
incredible dedication to safety,” said 
Garth Pitzel, director of safety and 
driver development. “He has repre-
sented Bison and the transportation 
industry with the utmost professional-
ism throughout his illustrious career.”

•
Groupe Morneau announced it has ap-
pointed Sabrina Levesque as its new 
general manager of Morneau Sego.

In her new position, Levesque will be 
in charge of the the Far North special-
ized service. She has been with Groupe 
Morneau for more than 15 years and oc-
cupied multiple positions that allowed 
her to acquire administrative manage-
ment skills as well as human resources 
expertise. Going forward, she will pri-
marily manage the administrative and 
operational teams, optimize the related 
processes and ensure the continued 
long-term development of this special-
ized service within the group.

•
Members of the 2016 Kenworth Ser-
vice Council have been named, and 
two Canadians make up the list of 
leading Kenworth Truck Company 
service managers. Canadian reps are 
Adam Burrough, Edmonton Ken-
worth, Edmonton, Alta.; and Grant 
Easton, Kenworth Truck Centres of 
Ontario, Concord, Ont. 

Driverlink is proud to protect the privacy of your personal information as required under federal privacy laws. If you would like to see a 
copy of our privacy policy, please go to www.driverlink.com/privacy.asp. If you would like a printed copy of our privacy policy, please 
call us at 1-800-263-6149 and we will be happy to mail one to you.

By �lling out and signing this application, I agree to abide by Driverlink’s terms and conditions and consent to the use of 
personal information according to the Driverlink privacy policy.

I am able and willing to cross the Canada/U.S. border to haul loads.
I am FAST approved (for expedited border crossing).
Would you like to be contacted by driver agencies?
Has your license ever been suspended?

Yes No
Yes No
Yes No
Yes No

BEST WAY TO CONTACT ME: Home Tel Cell OtherEmail

Signature: Date:

COMPLETE AND FAX TO 905-795-0539
We will enter your information on Driverlink where companies and recruiters search for drivers. 

OWNER OPERATOR? Manufacturer Year/Model Engine/Size

CERTIFICATION / TRAINING: Doubles/Triples

Air Brake Adjustment

Air Brake (Drive)

Over-Size Loads

Hazmat

Tankers

Name of School

Name of Course Completed

Can you lift 50lbs? Yes No

Prov/State Start/End DateCity

TO REGISTER

www.trucknews.com

www.driverlink.com       |       support@driverlink.com

SIGN UP FOR FREE TODAY

CAREERS

North America’s best resource for trucking jobs

FIND THE BEST COMPANIES 

TO WORK FOR 

Owner Operator Local

Moving

Hwy Team

Driver TrainerLease Purchase

Hwy Single/Company Driver

Other

WORK PREFERENCES:

PREFERRED DRIVING REGION: North America Canada only

First Name Last Name

Prov/State Postal/Zip Email

CityAddress

Home Tel Cell

(THIS WILL BE YOUR USERNAME ACCOUNT)

Last Employer

City Prov/StateStart/End Date

Contact Person Tel

WORK EXPERIENCE:

TOTAL TRUCK DRIVING EXPERIENCE /yrs

Driverlink is proud to protect the privacy of your personal information as required under federal privacy laws. If you would like to see a 
copy of our privacy policy, please go to www.driverlink.com/privacy.asp. If you would like a printed copy of our privacy policy, please 
call us at 1-800-263-6149 and we will be happy to mail one to you.

By �lling out and signing this application, I agree to abide by Driverlink’s terms and conditions and consent to the use of 
personal information according to the Driverlink privacy policy.

I am able and willing to cross the Canada/U.S. border to haul loads.
I am FAST approved (for expedited border crossing).
Would you like to be contacted by driver agencies?
Has your license ever been suspended?

Yes No
Yes No
Yes No
Yes No

BEST WAY TO CONTACT ME: Home Tel Cell OtherEmail

Signature: Date:

COMPLETE AND FAX TO 905-795-0539
We will enter your information on Driverlink where companies and recruiters search for drivers. 

OWNER OPERATOR? Manufacturer Year/Model Engine/Size

CERTIFICATION / TRAINING: Doubles/Triples

Air Brake Adjustment

Air Brake (Drive)

Over-Size Loads

Hazmat

Tankers

Name of School

Name of Course Completed

Can you lift 50lbs? Yes No

Prov/State Start/End DateCity

TO REGISTER

www.trucknews.com

www.driverlink.com       |       support@driverlink.com

SIGN UP FOR FREE TODAY

CAREERS

North America’s best resource for trucking jobs

FIND THE BEST COMPANIES 

TO WORK FOR 

Owner Operator Local

Moving

Hwy Team

Driver TrainerLease Purchase

Hwy Single/Company Driver

Other

WORK PREFERENCES:

PREFERRED DRIVING REGION: North America Canada only

First Name Last Name

Prov/State Postal/Zip Email

CityAddress

Home Tel Cell

(THIS WILL BE YOUR USERNAME ACCOUNT)

Last Employer

City Prov/StateStart/End Date

Contact Person Tel

WORK EXPERIENCE:

TOTAL TRUCK DRIVING EXPERIENCE /yrs

pg 61 tn mar v3.indd   61 16-02-16   4:15 PM

http://www.tfsgroup.com
http://www.driverlink.com
mailto:support@driverlink.com
http://www.driverlink.com
mailto:support@driverlink.com
http://www.driverlink.com/privacy.asp
http://www.trucknews.com
http://www.driverlink.com/privacy.asp
http://www.trucknews.com


62

Since 2004, Falcon Motor Xpress has had 
its eye on being the best in the business 
of hauling general freight. Its president, 
Andy Grewal, expanded the company from 
one truck to 250 and shows no signs of 
slowing down that growth. Sonia Straface 
caught up with senior staff members of 
Falcon to talk about its road to success. 
 

ike many trucking 
companies across the 
country, Falcon Mo-
tor Xpress’ began with 
a single truck. The dif-
ference is Andy Grewal, 

the current president and co-founder, 
turned that single truck he was driving 
not into a fleet of a handful of trucks, 
but rather, he turned it into a fleet of 
250 trucks, 450 trailers and to date, he 
employs close to 400 people. 

Falcon Motor Xpress currently op-
erates out of Caledon, Ont. and since 
its humble beginnings in March 2004, 
the business has seen tremendous 
growth hauling general freight, like 
tissue paper, food and beverage prod-
ucts and even auto parts.

The success of the company, ac-
cording members of its senior staff, is 
because of the team it has cultivated 
over the years, the dedication to its 
service quality and the infinite wis-
dom of Grewal, its president.

“I think our biggest strength is 
our team,” said the company’s safety 
and recruiting manager, Dave Sprag-
ge. “We’ve got a very great team and 
we’ve got people in the right place. 
Whenever there’s a problem we all 
come together to solve it.” 

Just one example of how the team 
rallied was last year after the busi-
ness moved into its newest office.  

“We had a DoT audit last February 
and we all kind of came together and 
worked a little bit late on the week-
end to prepare for the audit because 
at the same time, we moved in Janu-
ary,” Spragge explained. “Between 
the move and the audit, it was quite 
hectic trying to pull everything to-
gether.”

“So whether you were in sales, 
whether you were in the garage, or 
whether you were insurance, it was 
all hands on deck,” added Dean Price, 
director of sales for Falcon. “We all 
pulled together – and with f lying co-
lours, might I add.”

Jack Morasse, the sales manager at 
Falcon, credits the company’s success 
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Falcon Motor Xpress spreads its wings 
to the customer service its drivers 
provide on a daily basis. 

“To me, our service is our biggest 
strength,” he said. “If you don’t have 
service, it doesn’t matter who you are. 

“I mean a success story is one cus-
tomer we had, they were a load a 
month, and now we’re getting 50 
loads a week. It took me a couple 
years to get in there, but once we 
got in, they saw our service and now 
they’re one of our major customers. I 
mean I could be the (best) salesman 
in the world, but if you don’t have ser-
vice, it doesn’t matter.” 

The common thread when discuss-
ing Falcon’s road to success with all 
three senior staff members, Spragge, 
Price and Morasse is the mention of 
president Grewal. 

“Your voice doesn’t go unrecog-
nized here,” said Price. “So Andy 
will…and he doesn’t even know he’s 
saying it, but he’ll ask, ‘What do you 
think?’ and he’ll ask a lot of his em-
ployees.” 

“I think it’s safe to say he believes 
in empowerment,” said Lisa Arsenau, 
Falcon’s insurance broker. 

“He really believes in employee 
empowerment and whether or not the 
opinion is taken and acted on, it’s still 
a valued opinion from anyone in the 
company.”

Morasse said Grewal’s hands-on 
management style is because of how 
well the president knows trucking.  

“It’s all about knowing the busi-
ness and Andy can do any job in the 
terminal,” he explained. “And I’ll tell 
you, I’ve been around a long time and 

that’s not the case for many owners.”
Grewal, a man of few words, said 

his management style is to simply 
treat his employees the way he would 
want to be treated. 

“I make it clear to my drivers (that) 
if they have a problem, even on the 
road at two in the morning, they can 
call me,” he said.

Of course, like every trucking busi-
ness in Canada today, Falcon has its 
fair share of challenges, including 
the weak Canadian dollar. Its largest 
challenge by far, though, is the lack of 
quality drivers interested in the job. 

Though the company isn’t affected 
by the shortage right now (because all 
of their trucks have drivers in them), 
it is affecting its ability to grow at a 
faster pace than it is used to. 

“Not many companies can say they 
are turning down business, but we do 
because we don’t have enough driv-
ers,” said Morasse. 

“And we’d rather turn down busi-
ness than not be able to deliver on the 
service. We don’t over-promise and 
under-deliver here.” 

Fortunately, the company’s turn-
over rate is significantly lower than 
the industry standard so for now Fal-
con’s drivers are staying behind the 
wheel.

 Morasse said he believes it’s a 
combination of running preferable 
routes, the new equipment they drive, 
great medical benefits and the open-
door policy. 

For now, the company says it is 
looking forward to continuing its 
steady growth in the near future. 

Its employees are excited to move 
into Falcon’s new facility – a 5,000 
sq.-ft. office built on 17 acres of land 
complete with a yard, wash bay, and 
garage – just across the street from its 
current office space this coming April 
because it has  
outgrown its old space that it moved 
into just a few years ago. Looks like 
Falcon has spread its wings and is 
ready to soar. 

Owners
Andy 

Grewal 
(left) and

Jarnail 
Sidhu 
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Not many companies can say they are 
turning down business, but we do because 
we don’t have enough drivers. And we’d 
rather turn down business than not be 
able to deliver on the service. We don’t 
over-promise and under-deliver here.” 
Jack Morasse, Falcon Motor Xpress
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Volvo Trucks. Driving ProgressFind out more march 21st

Simply meeting expectations is not enough. At Volvo Trucks,  
we insist on driving progress.

A new day is 

dawning.
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For more than a century, Great Dane has delivered unparalleled American-

made products. As the times have changed, our products have changed

too, incorporating smarter technology, greater innovation and better

customization. But running through every refrigerated and dry freight 

trailer, every flatbed and every truck body we make is one thing that will

never change: our commitment to helping you get the job done. Let’s go.

GreatDaneTrailers.com

GREAT DANE AND THE OVAL ARE REGISTERED TRADEMARKS OF GREAT DANE LIMITED PARTNERSHIP

GLASVAN GREAT DANE
Alliston, ON
Mississauga, ON
Putnam, ON
Whitby, ON

PACIFIC COAST 
HEAVY TRUCK GROUP
Surrey, BC
Delta, BC
Kamloops, BC

GREAT DANE OF MONTREAL
Montreal, QC

MAXIM TRUCK AND TRAILER
Brandon, MB
Winnipeg, MB
Prince Albert, SK
Regina, SK
Saskatoon, SK
Calgary, AB
Edmonton, AB

NOVA ENTERPRISES LTD.
Truro, NS

UNIVERSAL TRUCK AND TRAILER
Dieppe, NB
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