
BRAMPTON, ONTARIO

It wasn’t just the weather that was causing a number of pro-
fessional drivers to sweat May 28 – 32 drivers from Toron-
to and the GTA participated in the Toronto Regional Truck 
Driving Championships and it was the heat of the competi-
tion that kept the drivers perspiring.

The annual competition took place at Brampton’s Pow-
erade Centre parking lot. Thirty-two drivers competed in a 
three-part competition in order to prove they are the best 
driver regionally and to move on to the provincial champi-
onships that are set for mid-July in Kingston, Ont.

Drivers started the competition with a written test at 7:30 
a.m., next moved on to a timed pre-trip inspection where 
they had to identify five defects with an MTO officer watch-
ing over them in just eight minutes. Then finally, they got 
into their truck class of choice and took to the driving ob-
stacle course. Classes included: straight truck; single-sin-
gle; single-tandem; tandem-tandem; and B-Train.

The drivers were more than excited for their chance to 
climb up in the truck and show off what they could do in 
the obstacle course – mostly because most of them have 
done the course before. One such driver, Daryl Poole who 
drove in the straight truck category, said he couldn’t even 
remember if this was his fifteenth or sixteenth time at the 
regionals.

Poole, a driver for YRC Reimer for 19 years, placed second 
last year at the same event and first in 2014.

“I always come back and do this for the people. Not only 
to join the people I work with, but with the other guys that 
compete,” he said. “There’s such a camaraderie there. It’s 
like sports – we all play for a different team but at the end of 
the day we’re all friends and we all have fun.”

Poole went around the course quite quickly, however he 
did have some trouble when going through the offset al-
ley, and his truck scraped one side. Despite this, he said the 
pre-trip is always the most nerve-racking part of the com-
petition.

“The MTO officer is right there watching you and you re-
ally want to make sure you don’t make a mistake,” he said.

The MTO officers, along with the organizers and judg-
es of each obstacle, are all volunteers and take hours out of 
their day, and year, to prepare for the championships and 
donate their time. Funding from the event comes solely 
from registration fees collected and sponsors.

Poole said he is proud to be a part of YRC and it means so 
much that they not only support him participating in the 
event, but they support the championships itself. Just this 
year, YRC donated trucks to the competition (each driver 
has to drive the same truck in the class to even the playing 
field).

“It means a lot (to have my employers and co-workers 
here) to root for me,” he said. “It goes to show I’m appreciat-
ed. They really show their support by coming out to root for 
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Some of the most skilled Toronto-area truck drivers went 

head-to-head at the Regional Truck Driving Championships

By Sonia Straface

Continued on page 8
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By James Menzies
WOODBRIDGE, ONTARIO

Titanium Transportation Group 
was never meant to stay small. 
The vision was always to grow, 
even when Titanium was op-

erating as a freight brokerage in 2002 
from its 500 sq.-ft. headquarters, which 
sat atop a sketchy strip plaza at Toronto’s 
Dufferin and Finch.

“We couldn’t get anywhere else to rent 
to us,” recalled Marilyn Daniel, chief 
operating officer of Titanium, now 400 
trucks strong and one of Canada’s few 
publicly traded transportation compa-
nies. “We had nothing. People wanted se-
curity deposits.”

What Marilyn, and husband Ted, did 
have, was a varied business background 
– none of which involved trucking. That, 
and an opportunity. Ted worked in the fi-
nance industry and worked on corporate 
turnarounds. One of the companies he 
was involved with attracted the attention 
of TransForce, Canada’s largest trucking 
company led by Alain Bedard. Trans-

A look inside one 
of Canada’s fastest 
growing trucking firms
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Driving for Profit
A report from the latest 
Driving for Profit seminar, 
which looked at HR best 
practices and wellness.

Driving the HX
We test drive International’s 
new HX-series truck with an 
all-new interior that brings 
luxury to the work site.

Fastfrate turns 50
Consolidated Fastfrate 
is planning a summer of 
celebrations this year as it 
marks 50 years in business.
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Spec’ing shunts
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AFTER

Team of experts with over  
8 years of experience in  
modification of 10 to 12 wheels 
(new & used).

Specialized welding.

Frame straightening.

Bee line Laser alignment.

Transformation of sleeper into single tractor.

Frame modification (shorten/lengthen).

Tel.: 819-643-6565  Fax: 819-643-9595
1736 Atmec Gatineau, Qc, J8R 3Y4
www.cconversion.com
DIVISION OF 144778 CANADA INC.

SWB
BUDGET IS NOT AN
OBSTACLE TO 
PERFORMANCE 
ANYMORE

CCO Authorized Link SWB (Spring Walking Beam)
Tandem Steer suspension installer & retailer
•  Walking Beam offers rugged durability &  

even weight distribution

•  Improved wheel alignment with 5 points of adjustment to  

lock in wheel alignment, simplify maintenance and  

extend service life

• 2 grease points vs 10 = less maintenance

• Comparable cost to classic 4 spring suspensions
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NEITHER RAIN, NOR SNOW 

NOR 23 HOURS OF DARKNESS

NOR THE FAILED MISSIONS OF TRUCKERS’ PAST 

NOR ACTS OF GOD. . .

SHALL STAY ME AND THESE CHAINED-UP 

WHEELS FROM REACHING THE FINAL OUTPOSTS

OF THIS VAST FRONTIER
Lisa Kelly on History

®
 Network’s Ice Road Truckers

®

Delo® user since 2005

UNCOMMON JOBS REQUIRE UNCOMMON TOUGHNESS

© 2016 Chevron Canada Limited. All rights reserved. All trademarks are the property of Chevron Intellectual Property LLC.

SHIPPER SAVVY – PART II  
Get to know your customers better
O

ur annual Survey of the Canadian Logistics Professional shows that the 

supply chain managers your sales team is calling upon wear many different 

hats. While three-quarters are involved with the transportation function within 

their organization, many also have responsibilities for warehousing and inventory/

material control and customer service. The majority are in the 46 to 55 age range 

and have around 18 years of job experience. They lead small teams with almost a 

third supervising fewer than 10 people and 36% having no one reporting to them.
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As I write this column, the news net-
works are rightly dominated by cover-
age of another mass shooting in the US, 
this time at an Orlando nightclub. It’s 
hard at times to comprehend the ha-
tred that exists in this world anymore.

On a smaller scale, it’s all around 
us, even within the trucking industry. 
YouTube and Facebook and Twitter are 
full of shaming videos and images di-
rected at truck drivers. Sadly, many are 
even posted by truck drivers. It seems 
just driving for the wrong company is 
enough to earn you the scorn of your 
peers.

I was recently chatting with a friend 
who complained of speeding trucks on 
Ontario’s Highways 11 and 17. He likes 
to stick to 90 km/h to maximize his 
fuel economy but he said the pressure 
from other truck drivers to go faster is 
constant. The belligerence over the CB 
radio has become little more than con-
stant noise. Those airwaves used to be 
reserved for good-natured conversa-
tion and helpful warnings of potential 
hazards between drivers. 

Fortunately, camaraderie is still on 
display at certain functions, even if you 
have to go look for it.

I spent a recent Saturday in Kitch-
ener attending the Central Ontario Re-
gional Truck Driving Championships. 
You can read coverage of that event, as 
well as the Toronto regionals, in this is-
sue. What’s refreshing about the cham-
pionships is that while every driver 
competes with hopes of winning, the 
support that exists among the partici-
pants is incredible.

Drivers help each other prepare, 
share tips and advice and root each 
other on. Back at their terminals they 
encourage new entrants to join and of-
ten gather prior to the event to practice 
with one another. Camaraderie is alive 
and well at the truck driving champi-
onships and you can find such compe-
titions from coast to coast across Cana-
da. It’s an event worth supporting.

Another event where camaraderie 
between drivers will be on full display 
is coming up over the Canada Day long 
weekend. The Clifford Antique Truck 

Show put on by the 
Great Lakes Truck Club 
will be held in Clifford, 
Ont. July 1-3. What a 
great way to enjoy the 
long weekend.

This event brings to-
gether truck enthusi-
asts from all over, and 
from multiple genera-
tions. They all share 
a passion for classic 
trucks. And the orga-
nizers are strict about 
the show’s mission. 
“Please no aerodynamic trucks new-
er than 1996,” they say on their poster. 
“Only trucks with classic-styled hoods 
with exposed air cleaners and stacks.”

This diligence about remaining true 
to their roots is what helps promote ca-
maraderie at the event. Everyone who 
attends has a shared interest in clas-
sic iron. As the event has grown, or-
ganizers have resisted the urge to lose 
sight of their original purpose. The 
show isn’t about shiny new trucks or 

big name music acts or making money. 
General admission is $5. I hope to see 
you there.

No, camaraderie in trucking isn’t 
dead. You just need to know where to 
look for it. 

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.

JAMES MENZIES

In a couple of months the sweet distrac-
tion of warm and lazy summer days 
spent relaxing at the cottage will all too 
quickly fade to the sobering fall ritual 
of planning for the year ahead. Yet how 
do you plan for a future held captive to a 
stubbornly slow growing yet dangerous-
ly volatile economy made all the more 
treacherous by disruptive technologies?

Attending our annual Surface Trans-
portation Summit would be a good start. 
For several years now, we along with our 
sister publication Canadian Shipper and 
Dan Goodwill and Associates, have been 
bringing shippers and carriers together 
under one roof to face and understand 
the challenges and opportunities that lie 
ahead. Carlos Gomes, one of Canada’s 
leading economists, along with transpor-
tation industry analysts Walter Spracklin 
and John Larkin will be on-hand to share 
their insights on how low prices, a deval-
ued Loonie, a new federal government 

keen on spurring economic growth and a 
strengthening US economy will combine 
to impact existing business paradigms 
and freight operations. And carrier ex-
ecutives will be on-hand to outline their 
thoughts on the coming year and how 
they will be shaping their business strat-
egy accordingly.

Another favourite session back this 
year is The View from the Top, with rail, 
trucking, 3PL and OEM executives shar-
ing where they plan to take their organi-
zations in 2017.

But this year’s Summit will also look 
much further ahead with a keynote pre-
sentation on the future of trucking tech-
nology from Ian Wright, CEO of Wright-
speed and co-founder of famous electric 
vehicle manufacturer, Tesla Motors. 
Wright will zero in on the impact of elec-
tric drive technology to date and share 
a vision grounded in today’s economic 
landscape for proliferating EVs and al-

ternative systems and the tremendous 
impact they will have on the commercial 
transportation industry.

A fixture of the Summit, my Shipper-
Carrier Roundtable, will include influ-
ential industry executives representing 
carrier, shipper and 3PL perspectives. 
As always, we will focus on some of the 
toughest and thorniest subjects facing 
transportation and the executives on the 
panel are chosen for their willingness to 
tell it like it is.

We are not stopping there. The after-
noon will include a session on emerg-
ing freight transportation services with 
the potential to significantly disrupt how 
transportation is carried out; a panel dis-
cussion on the supply chain of tomorrow; 
and down-to-earth strategies to drive 
revenues and cost reductions in chal-
lenging economic times.  

Preparing for the great changes will 
require paving the way for the next gen-

eration of leaders. Our leadership and 
mentoring session will examine proven 
approaches to attract more high-quality 
management into the trucking industry 
and mentoring strategies that drive re-
sults. We close with an inspiring keynote 
on reaching new heights in your career 
from Ian Evans, who knows a thing or 
two about what it takes to do so, having 
climbed five of the world’s seven highest 
peaks when he’s not busy restructuring 
and refinancing transport companies.

The Summit has also always been de-
signed as a great networking opportuni-
ty and this year we take it a step further. 
The Freight Management Association 
of Canada, a supporting partner of the 
Summit, will be celebrating its 100th an-
niversary with a reception sure to attract 
some of the nation’s most powerful ship-
pers. I hope to see you there Thursday 
Oct. 13 at our new venue, The Interna-
tional Centre. To find out more, go to  
SurfaceTransportationSummit.com. 

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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Reserve today to get the 
Early Bird Rate!

REGISTRATION
NOW OPEN

www.surfacetransportationsummit.com

October 13, 2016



TORONTO, ONTARIO

The Ontario government released the 
details of its Climate Change Action 
Plan on June 8 in an attempt to accel-
erate the use of clean technologies to 
reduce greenhouse gas pollution and 
fight climate change in the province.

Among other things, the plan out-
lined how it will affect the trucking 
industry going forward.

The plan outlined that Ontario will 
invest up to $170 million over four 
years in a new Green Commercial Ve-
hicle Program. 

The program will give incentives to 
eligible businesses that want to buy 
low-carbon commercial vehicles and 
technologies to reduce emissions, in-
cluding electric and natural gas-pow-
ered trucks, aerodynamic devices, 
anti-idling devices and electric trailer 
refrigeration.

The province also said in the an-
nouncement that it is investing up to 
$100 million over four years as it in-
tends to work with the Ontario Truck-
ing Association, Union Gas, Enbridge 
and others to establish a network of 
natural gas and low- or zero carbon 
fuelling stations. 

The plan is to have more natu-
ral gas-powered vehicles on the road 
since it has a lower carbon content 
than diesel and also burns cleaner, 
producing less local air pollution.

The OTA said it is pleased with the 
strategies outlined in the new Cli-
mate Change Action Plan. 

“Today’s announcement makes it 
easier for Ontario trucking compa-
nies to transition to greener, low car-
bon-intensive fuels such as electric 
and natural gas technology and spur 
market penetration of proven fuel-
cutting aerodynamic and anti-idling 
products,” said Stephen Laskowski, 
president of the OTA on the day of the 
announcement.  

“By de-risking investment in these 
technologies, the Ontario govern-
ment is allowing the trucking indus-
try – already a leader in putting car-
bon-reducing, fuel-efficient tools to 
work – to accelerate the shift to more 
advanced, cutting edge alternatives 
that further reduce the industry’s  
carbon footprint and increase eco-
nomic competitiveness.”

To educate the industry on this 
opportunity, the OTA said it will be 
hosting a workshop in July. Anyone 
interested in attending or who would 
like more info on this issue should e-
mail publicaffairs@ontruck.org.

“With this announcement, the 
Government of Ontario has created a 
watershed opportunity for the com-
mercial natural gas vehicle industry 
to market innovative environmental 
products and technology to our sec-
tor,” added Laskowski. “What we have 
now is a partner in government that 
will work with us to bring about GHG 
reductions even more quickly. It’s 
now time for the private sector to 
maximize this opportunity through 
leadership and cooperation.”

The program is expected to launch 
in 2017-2018. 
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CHICAGO, ILLINOIS

The North American Commercial 
Vehicle Show (NACV Show) has an-
nounced that Daimler Trucks North 
America (DTNA) and Navistar have 
signed letters of intent to exhibit at 
the inaugural NACV Show in Atlan-
ta, Ga. from September 18-22, 2017, 
as well as the 2019 and 2021 NACV 
Shows. 

Both truck makers are also repre-
sented on the NACV Show exhibitor 
advisory committee.

“Daimler Trucks North America 
has diligently reviewed numerous 
concepts and proposals for the next 
evolution in shows and exhibitions in 
the North American commercial ve-
hicle market, and we have chosen the 
North American Commercial Vehicle 
(NACV) Show as the one commercial 
vehicle event that can meet our busi-
ness goals and needs,” said Daimler 
Trucks North America president and 
CEO Martin Daum. “The NACV Show 
is the perfect platform for Daim-
ler Trucks North America to connect 
with our suppliers and f leet custom-
ers, launch new products and meet 
with industry press.”

David Giroux, director corpo-
rate communications and corporate 
marketing at Daimler Trucks North 
America continued, “The NACV Show 
will be the one industry show to spot-
light technologies from both truck 
manufacturers and suppliers alike to 
give North American f leet customers 
access to new innovations from sup-
pliers and manufacturers.”

The NACV Show is organized and 
managed jointly by Newcom Media 
USA and Hannover Fairs USA (HFU-
SA). The NACV Show targets North 
American-based commercial f leet 
owners, heavy-duty vocational appli-
cations, commercial and light com-
mercial vehicle dealers, distributors, 
original equipment manufacturers, 
service suppliers, and the commer-
cial vehicle trade media. 

The first three biennial NACV 
Shows will be held in Atlanta.

“The NACV Show’s focus on the 
North American f leets market, trade 
press and its every-other-year cycle 
are the contributing factors that in-
f luenced our decision to exhibit,” said 
Navistar president and CEO Troy A. 
Clarke. “Navistar looks forward to 
utilizing the NACV Show to launch 
new products and to meet face-to-
face with suppliers, f leet customers 
and industry press.”

Senior vice-president of truck sales 
and marketing Jeff Sass continued, 
“The NACV Show will be the foremost 
North American gathering place for 
anyone involved in the business of 
commercial vehicles. Navistar’s com-
mitment to exhibit at the NACV Show 
is critical to our marketing strategy.”

“The NACV Show is devoted to fea-
turing groundbreaking innovations 
from the world’s most important com-
mercial vehicle brands,” added Joe 
Glionna, vice-president of Newcom. 
To register to exhibit or attend North 
American Commercial Vehicle 2017, 
visit www.nacvshow.com or contact 
HFUSA sales director, Ethan Carter at 
ecarter@hfusa.com or (773)796-4250. 

Daimler, Navistar 
commit to new 
commercial 
vehicle show

MONTREAL, QUEBEC 

Thanks to its rapid expansion, Andy 
Transport has opened a new office in 
Montreal, the company announced.

The new office is approximately 5,000 
sq.-ft. and is the third home for Andy 
Transport’s team. It is located 3950 Hick-
more street in the Montreal borough of 
Saint-Laurent, and was built to accom-
modate an increasing staff following the 
rapid growth of the company. 

Andy Transport said the new space al-
lows Andy to grow its core teams, while 
positioning itself in a central location 
closer to its existing and prospective cli-
ents. Felix Tue, the architect who was 
trusted with the conception and the in-
terior design of the new offices, said that 
while working on the project he wanted 
to recreate the dynamic character of the 
company as well as its entrepreneur-
ial spirit. The new office features airy 
and modern concepts lit by natural light 

windows and a living area that is divid-
ed by OSB walls. In addition, the mate-
rials used are environmentally-friendly 
and recyclable.

“We opened the new offices to bet-
ter accommodate our drivers, mechan-
ics and office staff that live on the island 
of Montreal and on the North Shore of 
Montreal. Some of them had been com-
muting for years to our head office. We 
wanted to help improve their work-fam-
ily balance by shortening their com-
mute time,” said Ilie Crisan, founder 
and president of Andy Transport.

“In order to participate in the work 
and family reconciliation of our staff, we 
made some internal changes accord-
ing to our employees’ needs and com-
mute distances. Today, the Montreal 
office is home to some operations staff, 
legal and marketing departments, as 
well as workstations for mobile employ-
ees,” added Andreea Crisan, executive 
v.p. and COO of Andy Transport. 

Andy’s new Montreal office was designed with natural light in mind. 

WASHINGTON, D.C. 

Buckle up! The US Department of Transpor-

tation’s Federal Motor Carrier Safety Admin-

istration announced recently that passen-

gers riding in large commercial trucks will 

be required to use seat belts whenever the 

vehicles are operated on public roads in in-

terstate commerce. The rule will come into 

effect on Aug. 8, 2016. The new rule holds 

motor carriers and drivers responsible for 

ensuring that passengers riding in large 

commercial trucks are using seat belts.

“Seat belts save lives – period,” said US 

Transportation secretary Anthony Foxx. 

“Whether you’re a driver or passenger, in a 

personal vehicle or large truck, the simple 

act of wearing a safety belt significantly re-

duces the risk of fatality in a crash.”

 Statistics show that in 2014, 37 pas-

sengers travelling without seat belts in the 

cab of a large truck were killed in roadway 

crashes, according to the most recent data 

from the National Highway Traffic Safety 

Administration (NHTSA). Of this number, 

approximately one-third were ejected from 

the truck cab.

“Using a seat belt is one of the safest, 

easiest, and smartest choices drivers and 

passengers can make before starting out 

on any road trip,” added FMCSA acting ad-

ministrator Scott Darling. “This rule further 

protects large truck occupants and will un-

doubtedly save more lives.” 
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me but also by sponsoring the event.”
Things were looking good for Kev-

in Bradshaw, who placed first in the 
regionals last year. He completed the 
course without any major hiccups – to 
be expected from a driver who at his 
first championships just three years ago 
placed first in the straight truck class. 
He says he keeps coming back year af-
ter year because of the friends he’s made 
and because of what the championships 
have done for the industry.

“I think it takes the bad out of truck-
ing,” he said. “People thrive on nega-
tivity within the industry. All the good 
doesn’t get recognized. So this competi-
tion brings a different view on the indus-
try that is needed because it is a great in-
dustry with great companies and great 
drivers. I’d like to see this competition 
get bigger every year because I know 
this event is great for all of us. ”

Out of the 32 drivers competing, 
there was just one female driver in the 
competition – Jennifer Duval – who 
has been driving with Kriska for more 
than a decade. It was Duval’s first time 
competing, something she said she 
had to do after watching the skills por-
tion of the competition last year.

“I watched it last year and although 
I’m a very nervous person, I saw the 
obstacle course and thought, I could 
do this – I know I’m a relatively good 
driver,” she said. “So I signed up just 
for the experience and to have fun.”

Though Duval said she’d be happy 
to place in the competition, what she 
really wants is to show other women 
that they can compete, too.

“Really, I want to represent wom-
en in trucking and basically if men 
can do it then so can women,” she 
said. “I think people should be able to 
be proud of what they do and just be 
able to get out there and show off their 

By James Menzies
KITCHENER, ONTARIO 

The competition was strong at this 
year’s Central Ontario Regional Truck 
Driving Championships June 11, with 
no one company dominating the 
event.

Erb Transport, FedEx Freight, Chal-
lenger Motor Freight, Home Hardware 
Stores and Flanagan Food Service had 
drivers winning the various catego-
ries. Home Hardware, which always 
fields an impressive roster, won the 
Team Award while Challenger’s John 
Weston was named Grand Champion. 
Weston also won the tandem-tandem 
category.

The highest points total of the day 
was earned by FedEx Freight’s Ricar-
do Santos. His colleague John Gillil-
and won the Rookie award and Wil-
liam Wolfe of Home Hardware won 

skills…especially women.”
Winners of the Toronto and Cen-

tral Ontario Regional Truck Driving 
Championships will head to the Pro-
vincials in mid-July. Winners of the 
provincial competition will go on to 
represent Ontario in the Nationals this 
fall. The top three winners in each 
class (except for those in which fewer 
enrolled) from the 2016 Toronto Re-
gional Championships are as follows:

Straight Truck

Daryl Poole – YRC Reimer
Kevin Bradshaw – Canada Cartage
Jim Smith – Speedy Transport

Single-Single

Blair Gerelus – YRC Reimer
Marc Lefebvre – Canada Cartage
Martin Jacobs – YRC Reimer

Single-Tandem

Peter Walton – JD Smith
Danny Wink – Speedy Transport
Kerry Ellsworth – YRC Reimer

Tandem-Tandem

Craig Babin – Speedy Transport
Ryan Tremblay – Kriska Holdings
Louis Carette – Kriska Holdings

B-Train

Dan Congdon – YRC Reimer
Stephen Hughes – Canada Cartage

Rookie of the Year

Jennifer Duval – Kriska Holdings

Team Winner: Canada Cartage

Grand Champion: Peter Walton – JD 
Smith.  

Continued from page 1

The obstacle course is most drivers’ favourite part of the competition. 

Central Ontario 
drivers vie 
for spot in 
provincials
A full field of 43 drivers 

competed in the Central 

Ontario Regional Truck 

Driving Championships
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the Safety award. The competition 
was held under mostly sunny skies but 
gusting winds made the course setup 
a challenge. 

Tom Boehler of Erb Transport was 
course marshall and he said the Con-
estoga College parking lot was ideal, 
even if a little tight.

“Our biggest challenge is the clo-
verleaf. It’s 133 feet square so one light 
standard will be an obstacle barrier 
they have to go around. We don’t have a 
lot of choice sometimes,” Boehler said. 
“We try to create a really nice flow for 
the drivers to follow. This is a good ven-
ue. Conestoga’s been great to us.”

This was the CORTDC’s fifth year at 
this location. Boehler has been course 
marshall for about 16 years and prior 
to that, he competed in the champion-
ships for about 10. 

Dennis Shantz, safety director for 
Home Hardware, was the committee 
chair this year. He said the commit-
tee was pleased with the turnout – 43 
drivers registered, up sharply from 
the 32 who competed last year. Home 
Hardware itself entered 10 drivers, its 
largest field to date.

Shantz said there’s a benefit to the 
companies who support their drivers’ 
participation.

“As a company, if you’re fortunate 
enough to do well, you get some very 
good recognition,” he said. “I think 
there’s a big value to it. I think it pro-
motes safety. You’re talking about the 
best drivers out there on the road. You 
do have to qualify; you have to have 
a good driving record and a clean ab-
stract. The companies that have driv-
ers in it are safety-oriented.”

At Home Hardware, preparations 

for the competition begin weeks in ad-
vance. Drivers set up their own obsta-
cle courses in the company’s yard and 
help each other practice.

“They started practicing close to a 
month ago,” said Shantz. “They put to-
gether some obstacles they made out 
of ABS piping in our yard. When they 
come off a run they’ll get a group of 
them together and practice in the yard 
till seven or eight at night. Last night, 
they were practicing till 8:30 or so. 
They help each other out and set it up 
for different classes.”

The preparation paid off, with Home 
Hardware winning the Team Award.

Joe Kuntz was one of Home Hard-
ware’s competitors. Last year he won 
the single-single division in the pro-
vincials and was also Grand Champi-
on. This year, he was relegated to third 

place in his category, showing how 
difficult it is to repeat.

“The course was tougher,” he noted. 
“The approach to the alley dock was 
tricky, but it’s the same for everyone.”

One of the biggest challenges, he 
noted, is quickly getting accustomed 
to an unfamiliar truck. But again, he 
pointed out it’s the same for everyone– 
no one is at a disadvantage. His advice 
to new competitors is to pay attention 
during the walk-through and pace off 
the distance between obstacles. He 
encourages all drivers to get involved.

“Give it a shot,” he said. “Nobody’s 
going to laugh at you if you knock 
something over. You won’t break any-
thing. Give it a shot and you’ll learn 
something and the next year you’ll 
learn from your mistakes.”

Kuntz has been driving for Home 

Hardware for seven years, running 
linehaul in Ontario and Quebec. 

This year’s winners, with the top 
four in each category going on to the 
provincials, were:

Straight truck

Stew Jutzi – Erb Transport
Ian Weidemann – Home Hardware 

Stores
Satnam Singh Saini – FedEx Freight 

Canada
Domingo Restituyo – FedEx Freight

Single-single

Ricardo Santos – FedEx Freight
Clary Ward –  XPO Logistics
Joe Kuntz –  Home Hardware
John Gilliland – FedEx Freight

Single-tandem

William Wolfe – Home Hardware
Andrew Demerchant – Flanagan 

Food Service
Jeff Lambkin – Erb Transport
Bryon Winfield – Home Hardware

Tandem-tandem

John Weston – Challenger Motor 
Freight

Shawn Matheson – Home Hardware
Tom Griffiths – Home Hardware
Gary Schumacher – Gay Lea Foods

B-Train

Gregory Hecktus – Flanagan Food 
Service

Wayne Burnett – Home Hardware
Peter Raschke – Linamar Transpor-

tation
Dylan Burnett – Home Hardware

Team Award: Home Hardware  

Joe Kuntz, defending provincial champ, finished third this year.
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Across
  1
  6

8
9

10
11
14
16
18
19
23
24
25
26

Surrey, BC-based carrier

Tractor and trailer

International emblem shape

Aluminum wheel brand

LTL word

Coiled tractor-to-trailer cable

Kenworth and Peterbilt parent

Truck News fictional driver Mark

Truck transmission brand

Break truck-stop rule, perhaps

Roll in neutral

Castrol diesel engine oil

Driver’s compensation

Decorative wheel trim (3,6)

  1
  2
 3
4
5
6
7

12
13
15
17
20
21
22

Down
Stone stoppers behind wheels

Driver pairs

Air horn location

Dipstick mark meaning (3,3)

NRCan transport partnership name

Income tax file item

Component that meshes around

Canada’s Steel Capital

CB needs

Cow Town

Boucherville-based carrier

Tire type

Canadian police force, briefly (1,1,1,1)

Woodstock, ON medium-duty maker
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By James Menzies
MISSISSAUGA, ONTARIO

Company drivers working for the Top 
20 Best Fleets to Drive For last year 
earned more money on fewer miles.

The Truckload Carriers Association 
(TCA) awards program, which is ad-
ministered by Mark Murrell and Jane 
Jazrawy of CarriersEdge, celebrates 
the best workplaces and HR practices 
in trucking. It also provides a snapshot 
of what the most successful fleets are 
doing to attract and retain drivers.

Last year, company drivers work-
ing for the Top 20 Best Fleets averaged 
income of $59,199, up from $56,330 in 
2014. That marked about a 5% increase 
in pay while they saw their miles de-
crease 1.61% to 109,989 on average. 
(Administrators did not differentiate 
between US and Canadian curren-
cies, but plan to do so in future years). 
The average pay for these drivers was 
53.82 cents per mile, a 5.8% increase 
year-over-year, on the heels of a simi-
lar increase in 2014, meaning earnings 
among Best Fleets drivers have gone 
up nearly 12% over the past two years.

It was a different story entirely for 
owner/operators, who saw their gross 
income decrease in 2015 from $192,135 
to $164,936. That marks a 14.16% de-
crease in revenue while their miles 
increased 1.16%. Owner/operators av-
eraged about $1.50 per mile in 2015. 
CarriersEdge president Mark Murrell, 
when speaking at a Driving for Prof-
it seminar June 1, said the decrease in 
owner/operator earnings bears watch-
ing, but it may simply represent a nor-
malization after a large spike in 2014; 
owner/ops still earned more last year 
than in 2013.

One trend that continues to emerge 
among Best Fleets winners is the move 
towards guaranteed pay, whether it 
be the assurance of a certain number 
of miles each month or a minimum 
weekly base pay. Murrell said 20% of 
the Best Fleets now offers some form 
of guaranteed pay.

“That’s an interesting shift for us 
and I think it’s going to grow a lot more 
from there, because drivers are getting 
fed up with inconsistencies in pay,” 
Murrell said.

Fleets are also doing better at pay-
ing for delays. Murrell said more 
fleets are now paying drivers for de-
lays starting with the first hour. He 
also noted a shift towards experience-
based compensation, where a driver 
with 20 years’ experience will receive 
more per mile than a rookie. 

“More and more fleets are waking up 
to that and making adjustments accord-
ingly and they’re starting to bring driv-
ers in a higher pay rate if they have more 
verifiable experience,” Murrell said.

Fleets that place among the Top 20 
in the Best Fleets to Drive For pro-
gram tend to have strong communica-
tion with drivers. But this goes beyond 
having an “open door policy,” ex-
plained Jazrawy.

“Communication is the number one 
indicator of whether your workplace 
is effective or not effective, because 
everything we do in our companies is 
about communication,” she explained. 
While virtually every fleet claims to 
have an open door policy, Jazrawy said 
that’s not enough, as it still places the 
onus on drivers to raise concerns and 
many are reticent to do so. More effec-
tive communications strategies active-
ly seek input from drivers, she noted.

“An open door policy as part of a 
communications strategy is fine, but 
don’t rely on it,” she urged. 

The Best Fleets winners solicit feed-
back in a variety of ways, including 
through surveys, town hall meet-
ings, driver meetings, driver advisory 
boards and conference calls. It’s im-
portant to act on concerns raised by 
drivers, Jazrawy noted. 

One of the biggest complaints from 
drivers centres around fairness in 
compensation and dispatch. FTC 
Transportation, the 2016 Best Overall 
Fleet to Drive For in the small fleet di-
vision, addresses this by examining its 
drivers’ earnings over a 10-week roll-
ing average. 

“Having that manual oversight and 
watching the 10-week rolling average 
makes sure nobody has too many bad 
weeks in a row,” Murrell said.

Some fleets are going to great 

lengths to offer drivers a unique expe-
rience. Central Oregon Truck Compa-
ny has a concierge service that greets 
drivers when they return from a trip. 

“The driver gets out of their truck 

and they’re met by a concierge who 
cleans their truck and gets them a cof-
fee,” explained Jazrawy.

More fleets are also building custom 
apps to improve communication and 
connectivity among drivers. Grand Is-

land Express has an app that allows 
drivers to rate their load and shipper, 
moments after a delivery.

This year, program administra-
tors sorted through 592 pages of driv-
er comments and found what driv-
ers want from their employers hasn’t 
changed much in recent years. They 
continue to rank access to good facili-
ties, showers, microwaves and Inter-
net among their priorities. Other re-
quests include truck washes, RSP/401 
(k) savings plans and sleeping quar-
ters at terminals. Drivers also ex-
pressed a desire to be informed on 
how their company is performing 
relative to others. They also like good 
equipment, flexibility, home time and 
safety programs. Nominations for the 
2017 Best Fleets to Drive For program 
open up in September. 

For more information, visit  
www.BestFleetsToDriveFor.com. 

Mark Murrell, CarriersEdge
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It takes just two things to live a healthy 
life as a professional driver: knowl-
edge and commitment. That was the 
message from an inspiring panel dis-
cussion on driver health and well-
ness, held at a recent Driving for Profit 
seminar. Andrea Morley, a nutritionist 
with NAL Insurance’s Healthy Trucker 
program, said drivers can be healthy 
on the road if they’re prepared and 
educated. That means planning for a 
healthy trip before setting out.

“The number one tip we tell drivers 
is to pack whatever food you can in the 
truck,” she said. “It’s easy for them to 
do. If they cross the border, that’s just 
a hurdle, not a barrier. As soon as you 
cross, stop at a Walmart Supercentre 
and pick up everything you need for 
your trip. Drivers tell us Walmarts are 
their best friends. They have massive 

parking lots, a huge variety of items 
and prices are affordable.”

Morley said drivers have demonstrat-
ed incredible ingenuity when it comes to 
preparing healthy meals in their cabs.

“The portable cooking equipment 

that’s out there is incredible,” she said. 
“You’d be shocked at how many driv-
ers use rice cookers to cook full-blown 
meals right in their truck.”

Professional drivers are suscepti-
ble to many health conditions, includ-
ing metabolic syndrome, a condition 

defined by the presence of high blood 
pressure, blood sugar and cholesterol 
and excess body fat. 

“When someone has any one of 
these conditions, they are going to 
be at risk for things like heart attack, 

stroke or diabetes,” Morley explained. 
“When all four conditions are present, 
that’s the biggest warning sign that 
you have to take action immediately or 
you will at some point in your life, be 
diagnosed with diabetes or will have a 
heart attack or stroke.”

Morley said metabolic syndrome is 
a risk for drivers, since they are often 
overweight, have a sedentary lifestyle 
and are constantly confronted with 
unhealthy food options. However, she 
also noted alternatives are available, 
and truck stops are increasingly of-
fering healthier options. She doesn’t 
buy into the theory that drivers are too 
busy to maintain their health.

“Think about some of the absolute 
fittest people you know,” she coun-
tered. “Some of the fittest people you 
know are the busiest people you know. 
We have to make the choice to get a 
workout in. Take advantage of every 
spare minute you have, whether it’s 
before work, during a break, after work 
or during your days off.”

Mario Da Silva, director, corpo-
rate services with Challenger Motor 
Freight, says his company has pro-
moted health and wellness for sev-
eral years and has seen a change in 
its staff and drivers. He said more 
drivers are now carrying bikes and 
weights with them on the road, run-
ning, walking and doing simple 
things like parking further away in 
truck stop parking lots. 

Challenger also reaches out to driv-
ers’ families to get them on-board 
and ensure drivers have support at 
home. The company takes part in 
Healthy Trucker’s Healthy Fleet Chal-
lenge and makes the Healthy Trucker 
program available to its employees. 
Da Silva himself has participated and 
dropped more than 30 lbs. He admit-
ted not all drivers were initially eager 
to participate.

“At first it was slow,” he acknowl-
edged, adding the company now has 
more than 400 people taking part in 
NAL Insurance’s Healthy Trucker pro-
gram. “It works for those employees 
who want to make that choice (to get 
healthy),” Da Silva added.

His advice to fleets looking to imple-
ment a wellness program is to “Take it 
slow, get your employees involved, cel-
ebrate your wins and just have fun.”

When developing a health and well-
ness program, mental health should 
not be overlooked, added Kelly Mc-
Naughton, regional clinical manager 
with Shepell. 

“We know drivers spend a lot of time 
alone in the truck, thinking of things 
going on at home, their partner at 
home, finances…depression can set in, 
there’s anxiety,” she said. McNaugh-
ton noted a driver who’s suffering from 
mental illness is not able to perform at 
work to the best of their ability and is 
unlikely to approach their employer to 
discuss their problems. 

“Drivers are not robots, they’re hu-
mans,” she said, encouraging fleets to 
check in on the wellbeing of their driv-
ers, especially when there are signs 
something may be amiss.

“The best thing a company can do is 
approach…say to somebody ‘I’ve no-
ticed some changes with you and seen 
a bit of a difference. Are you okay?’ 
Just put out a feeler, give them licence 
to talk and open the door,” she said.

Da Silva agreed. He recalled speak-
ing to a driver who showed an unchar-
acteristic spike in risky driving be-
haviours. It turned out the driver was 
having problems at home. He was giv-
en a different route that would get him 
home more frequently.

“It’s hard for employees to come 
to you, they think they’re going to be 
shunned,” he said. “It’s important to 
engage your employees.” 

Knowledge, commitment all that’s needed to be a healthy trucker

Andrea Morley, Healthy TruckerA
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Force itself was growing rapidly through 
acquisitions.

“It looked like he was having a lot of 
fun,” Ted recalled of his chance meeting 
with Bedard. The Daniels realized the 
trucking industry was ripe for consolida-
tion but also knew their fledgling truck-
ing business needed a “deep pocket part-
ner” to fund its growth.

“Banks are not going to help you grow 
by taking on any risk,” Ted Daniel said in 
a recent interview with Truck News. “We 
needed a strong private equity partner 
who could help fund our growth.”

Titanium had bought its first truck in 
2005 and was operating as both an asset- 
and non-asset based transport company 
when it attracted private equity investors. 
It experienced some of its early growth 
through the recession years of 2008 and 
2009.

“Those were good years for us,” Mari-
lyn recalled. “We had an advantage. 
Where people were scaling back, we had 
nothing to scale back.”

In 2011, Titanium Group made its first 
acquisition, bringing Flex-Mor Industries 
into the fold and more than doubling in 
size to about 80 power units. 

“Flex-Mor Industries was a really 
transformational acquisition,” Mari-
lyn said. “It really moved us from a little 
company to a much bigger company.”

The deal was funded though a com-
bination of shares and cash, which was 
provided by the company’s private eq-
uity partners. “We had a three-year plan 
to pay them back,” Marilyn recalled. “We 
paid them back in one.”

That was the first of eight acquisitions 
Titanium has made over the past five 
years, making it one of Canada’s most 
active buyers of transportation compa-
nies. The biggest of those deals came last 
year when Titanium announced the ac-
quisition of Muskoka Transportation, its 
100-plus power units and 170 employees. 
Marilyn said while every deal is different, 
they’ve all been successful.

“There is no formula for an acquisi-
tion,” she said. “You can’t say ‘I’m going 
to open the book, go to page one and here 
is how it’s going to transact’.”

Titanium Transportation Group listed 
on the Toronto Stock Exchange (TSX) last 
spring, giving it access to more capital to 
fund its growth. Management has stated 
they hope to grow at a pace of two ac-
quisitions per year. Already busting out 

of its current location on Zenway Blvd. 
in Woodbridge, the company is eagerly 
planning a move into a new terminal and 
headquarters in Caledon, Ont. this sum-
mer. Having established itself as an am-
bitious buyer of transport businesses, the 
Daniels say there is no shortage of targets 
in Titanium’s pipeline.

“We have at least half a dozen non-dis-
closure agreements that we’re currently 
under,” Ted said. “It’s not a question of 
leads, it’s a question of making sure that 
the acquisition we do next will be a good 
fit, that it’s a win-win.”

Titanium likes to make deals that in-
volve not just cash, but also shares in the 
company, so the previous owners main-
tain a vested interest in the company and 
its growth. They’re willing to look at com-
panies that are under financial duress, 
their balanced sheets strained.

“I can fix a bad balance sheet with a 
cheque,” Ted quipped, adding the work 
then begins to fix the underlying prob-
lems within the business.

“A cheque won’t fix the problem, 
but it will help set the stage to address 
the problems that led to a bad balance 
sheet,” Marilyn added.

Often, these companies have fallen 
into financial hardship because they’ve 
failed to keep pace with technological 
change. In some cases, the Daniels say, 
Titanium can fix these organizations by 

investing in and implementing the tech-
nologies it’s already using.

“The fact that you had a bad year or 
two or three doesn’t mean you’re not 
good at what you do,” Marilyn said. “It 
just means the industry is getting really 
sophisticated and you need the money to 
function in it.”

When a business owner approach-
es Titanium to inquire about a sale, Ted 
starts the process by viewing the poten-
tial match through his financial lens. 
His expertise are in finance, Marilyn’s in 
operations. It’s she who gets giddy at the 
sight of freshly polished chrome.

Ted starts by asking the tough money 
questions, such as “Have you crystallized 
your capital gains exemption?”

Once he’s analyzed the financials, 
Marilyn gets involved, and takes a hard 

look at the operational side of the busi-
ness. Their roles and responsibilities in 
developing a deal rarely intersect. Mari-
lyn’s advice to prospective sellers is to be 
honest and transparent from the start. 
Prepare the business for sale and emp-
ty the closets of any skeletons. Integrity 
above all else is what she’s looking for in a 
business owner with whom to do a deal.

“You have to have integrity,” she said. 
“That’s one of the biggest things. I have 
to see what your business is like. If it’s 
bad, it doesn’t mean I’m not going to 
buy it and if it’s good, it doesn’t mean 
I’m going to buy it. Prepare your busi-
ness. And that doesn’t mean sprucing it 
up and putting fresh flowers in the vase. 
It means stripping out what you’ve put 
through there that you shouldn’t be put-
ting through there.”

When a deal is announced, Titanium 
management acts quickly to communi-
cate the details to employees of the ac-
quired company. Titanium doesn’t have 
a history of gutting the companies it 
takes over.

“I’m not looking to wipe out some-
body’s business,” Marilyn stressed. “I’m 
looking to take the best out of it and make 
it even better.”

Marilyn is well aware that drivers 
are in high demand and can jump ship 
before ever setting foot in a Titanium-
owned truck.

“That’s the first thing I tell them,” she 
said, when asked how she addresses 
newly acquired drivers once a deal has 
been made. “We’ve always been very 
driver-centric. We really try to make sure 
we remember where our business hap-
pens. It happens on the dock, so you 
need a good core (of drivers). I tell them 
we have high driver retention and a low 
turnover rate for a reason, so it’s up to 
them. In most cases they like what they 
hear. The retention we’ve had on every 
acquisition has been excellent.”

Titanium has a full pipeline 
of potential acquisitions
Continued from page 1

Marilyn and Ted Daniel have grown Titanium from a small brokerage atop 

a sketchy strip plaza to one of Canada’s fastest growing trucking firms.

Becoming a publicly traded company on the Toronto Stock Exchange was an expensive, la-

borious, all-encompassing process. But being publicly traded is yielding some surprising 

benefits, beyond access to capital to fund Titanium’s ambitious growth strategy.

Ted Daniel, CEO of Titanium Transportation, acknowledged “It’s expensive to go public. 

It’s an ordeal, to be honest. But having said that, we feel the benefits outweighed the cost 

in terms of what it’s going to offer the Titanium Group.”

One of the biggest surprises to Daniel and his wife Marilyn, COO, is how enthusiastically 

employees, including drivers, have embraced the concept. 

“As part of our initial private placement, 95% of our driver pool bought shares,” Ted said.

“It was a humble experience,” Marilyn added. “We had our driver meeting and they were 

lined up for hours filling out the forms. So many drivers came up to me and said ‘I’ve never 

owned a stock in my life, I’m so proud. Can I put owner on the door?’ It was such an in-

credible feeling.”

Titanium is now working on developing a formal share ownership plan for its employees, 

which will be extended to new hires and employees that are brought on-board through ac-

quisition. Marilyn’s goal is for long-term employees who’ve invested in the company and be-

lieve in its future to retire comfortably because of those investments.

“My greatest wish is that my staff, in 10, 15, 20 years, whenever they are retiring, that 

this is the greatest gift I can give to them,” she said. “I hope that when their time to en-

joy their lives comes, that they can cash in on their shares at that time and they’ve gotten 

something from us, something from the business that they have helped build, that not a lot 

of companies could offer people.” 
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For the third consecutive year, Trison 
Tarps thanked its customers and sup-
porters by hosting a pig roast May 25.

Paul Vandenberg, president of Tri-
son Tarps, has cooked more than 
20 pigs on his custom-built smok-
er, mostly for charitable causes. Two 
years ago, he hosted a pig roast to cel-
ebrate the opening of Trison’s new 
48,000 sq.-ft. facility. Last year, he re-
peated the event in honour of the com-
pany’s tenth anniversary. And this 
year he held the pig roast again, well, 
just because.

Asked if the Trison customer appre-
ciation pig roast is now officially an 
annual event, Vanderberg said “It kind 
of looks like it.”

This year he upped the ante, smok-
ing a 295-lb pig, enough to feed more 
than 400 people. He fired up the smok-
er at 2 a.m.

“I’ll be sleeping at 4 o’clock,” he 
joked, while dishing out heapings of 
smoked pork to guests. Vandenberg 
manned the smoker all day but he 
credited his wife with putting in even 
more time than him. She prepared 
the baked goods and helped set up for 

the event.
Vandenberg was pleased with the 

turnout. Shortly after noon, he said 
about 300 guests had already filed 
through. 

“I was hoping for about 300 but we’ll 
get more than that for sure,” he said. 
“We’ve seen that already. We’re pretty 
happy with that. I won’t be eating it all 
myself.”

The tarp business is doing well, he 
added.

“Business has been good, I cannot 
complain at all,” Vandenberg said. “It’s 
been a good year so far. We’re still sell-
ing quality because the cheaper prod-
ucts are not our strong point. We stick 
with quality and it seems to work. 
There’s still resistance to the overseas 
market.”

Trison’s tarps are manufactured in 
Ontario. 

The company employs about 30 
people. In addition to tarping systems 
and tie-downs, the company also op-
erates Rock Hard Liners, providing 
liners for trucks and dump bodies. 

Trison Tarps is a family-run busi-
ness. It was named after Vandenberg’s 
three sons, Brad, Matt and Doug, who 
are all involved in the business. 

Paul Vandenberg, president of Trison Tarps, dishes out a hearty serving 

of pork at the company’s third annual pig roast. Vandenberg fired up the 

smoker at 2 a.m. and fed more than 300 guests.

LAURENS, SOUTH CAROLINA 

Slumping truck sales have not kept 
Western Star from growing its mar-
ket share and sales numbers so far this 
year.

Kelley Platt, president of Western 
Star, said she believes the truck maker 
she oversees is the only one to have 
sold more trucks through the first few 
months of this year than last, when 
overall Class 8 truck demand was con-
siderably stronger. And this despite 
the fact orders from Western Canada’s 
oilpatch – where Western Star has tra-
ditionally been strong – have dried up 
as oil prices have plunged.

Platt, when addressing truck jour-
nalists during a press briefing in mid-
May, noted her thoughts are with 
those who were displaced by the Fort 
McMurray wildfires.

“Our thoughts are certainly with 
those folks this week, as they fight that 
horrific fire and we hope there are 
Western Stars up there helping them 
do that,” she said.

Even with the oilpatch in a rut, 
Western Star has grown its North 
American market share. This year, 
said Platt, the company will sell twice 
as many trucks as it did in 2010. Can-
ada still represents about 30% of its 
build, with 65% of sales coming from 
the US and 5% from Australia.

Platt said Western Star owned 5.6% 
of the vocational market in 2015, up 
from 4.5% the year before and 3.8% 
in 2013. In Canada, its market share 
ranges from 8-11% and in some re-
gions is greater than 25%, Platt noted.

Its overall North American market 
share is 3% year-to-date, up from 2.6% 
through the same period last year and 
1.9% in 2010. Platt chalked the growth 
up to an expanding dealer network 

and versatile product line.
“Our product line is diverse and 

comprehensive and fully capable of 
appealing to any truck customers,” 
she said. Sales have been buoyed with 
the release last year of the Western 
Star 5700XE, the truck maker’s first 
aerodynamic highway tractor. Deal-
ers have 100 demonstration units out 
in the field and fleets that have pur-
chased the trucks are seeing fuel econ-
omy of better than 7 mpg, Platt said.

One Winnipeg fleet was so enam-
ored with the truck it changed its cor-
porate logo to complement the truck’s 
styling. 

“They said it changes their image in 
the business,” Platt said.

Through mid-March, Western Star 
had delivered 750 5700XEs to 331 cus-
tomers. Many fleets, Platt said, are us-
ing it as a reward truck for their best 
drivers. Mike Guarino, on-highway 
and municipal segment manager with 
Western Star, acknowledged the com-
pany was the last OEM to develop an 
aerodynamic on-highway tractor. But 
being last had its benefits, and he said 
he’s convinced the company got it 
right.

“We saw a need in the marketplace 
and decided to do it and do it the right 
way,” he said. 

Western Star says testing has shown 
the 5700XE has the second best fuel 
economy in the segment, behind 
only the Freightliner Cascadia. Other 
trucks have better aero, Guarino ad-
mitted, but he said that’s more than 
offset by efficiencies provided by the 
integrated Detroit powertrain.

The 5700XE can only be had with 
Detroit power, something Platt said 
has not been a deterrent. Eaton trans-
missions and the Detroit DT12 auto-
mated manual are available.  

Western Star increases sales, 
defying slumping truck market

The sharp looking Western Star 5700XE has given the brand a boost.
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By Sonia Straface
DUBLIN, VIRGINIA

The key to being successful in truck-
ing? Keep up with technology and 
keep up with your customers – at least, 
that’s what Volvo executives say.

At Volvo’s New River Valley truck 
manufacturing plant in Dublin, Va. 
on May 11, Goran Nyberg, president 
of Volvo Trucks North America and 
Claes Nilsson, Volvo Group executive 
v.p. and president of Volvo Trucks, 
gave trade journalists an inside look 
at how Volvo will  be moving forward 
in 2016 and beyond. 

And they were specific: Volvo will 
be focusing on technology and their 
customers in the future.

Volvo Trucks North America came 
out of 2015 with record numbers – 
achieving all-time highs for US, Cana-
da and NAFTA Class 8 retail sales.

“But 2016 has started off a bit more 
challenging than we expected,” Ny-
berg said. “I would say the first quarter 
and the beginning of the second quar-
ter is a bit soft. We have to adjust and 
level ourselves with the new normal.”

Both Nilsson and Nyberg confirmed 
that they expect the industry to see 
250,000 Class 8 net orders this year.

To continue its growth, Nilsson said 
Volvo wants to position itself as a tech-
nology leader.

“We really want to be a technology 
leader,” he said. “In terms of innova-
tion…we have launched a number of 

features which have been technology 
leading. Right now we are focusing on 
some interesting areas of technology 
like platooning, autonomous vehicles 
and alternative fuels.”

Volvo has also launched a num-
ber of new products as of late, Nyberg 
added, that are both technologically 
advanced and add value to its cus-
tomers.

“We have launched new features 
and values to our customers,” Ny-
berg said. “As you know we upgraded 
our engine platforms, we upgraded 
our transmissions, not only with the 
crawler gears, but improved gear shift-
ing all with the focus on delivering 
better fuel efficiency and also the new 
technology platform for the future.”

Nyberg said that he believes the 
next big “game-changer” in the indus-
try will be connectivity and how it will 
help advance predictive maintenance 
efforts.

“We are looking more at predictive 
maintenance – proactively being able 
to predict the faults that are about to 
happen,” Nyberg said. “Traditionally, 
the transportation industry has been 
designed to react when an unplanned 
event happens. We are moving the 
game to be ahead of the ball and try to 
predict and prevent things from hap-
pening. And when they happen we are 
proactive.”

He pointed to the company’s new 
Uptime Centers that have been de-
signed to triage trucks to get them on 
the road faster. This year the company 

put in place a formal certification for 
those Volvo dealerships who were get-
ting the job done right.

“We have launched the concept 
where we certify our dealers and we 
call them Certified Uptime Centers,” 
he added. “That’s more than just a 
rubber stamp or plaque on the wall. 
(There’s) a three-phased way to cer-
tify a dealer. We are looking at the 
whole of the market process…parts 
availability, workshop planning, tri-
age…This will be a win-win situa-
tion…It will help us to better com-
municate to our customers so when 
a truck goes down, if it’s a quick fix, 
we can turn it around. But if it’s a 
major event, we can communicate 
to them that it’s a major event and 
tell them they need to put in a spare 
truck. Communication is key. Trucks 
will break down in the future. But it’s 
about how efficient we can be to turn 
that truck around and maximize our 
uptime.”

Platooning is also on the company’s 
radar. In 2015 Volvo invested in truck 
platooning pioneer Peloton Technol-
ogy and now says it has a platoon-
ing product they are working on. The 
company says it plans to showcase 
these developments soon, in mid-June 
in San Jose, Calif.

In terms of customer-focus, Nilsson 
said it’s a matter of gaining customer 
satisfaction by having the right prod-
uct offering.

“I would like to see us taking a big-
ger share of the (North American) 

market,” he explained. “But I would 
really like us to own that with cus-
tomer satisfaction and having the 
right product offer and making sure 
that we are very efficient in what 
we’re doing and how we take care of 
our customer…and how we deliver 
products and how we deliver spare 
products and everything else. But it’s 
also in my point of view very much 
about attitude and personality.”

Nilsson said that it makes a world of 
difference when you compare a work-
shop manager who is thinking about 
the customer versus one who isn’t.

“What is nice about our industry, is 
we are still in a relationship industry,” 
he said. “We’re looking for people that 
like to take care of the customer.”

At its New River Valley plant, Volvo 
is also building a separate Custom-
er Experience Center. It broke ground 
in September 2015 and will feature a 
product showroom spotlighting the 
complete lineup of Volvo heavy-duty 
truck, engine and transmission mod-
els. It will also have training rooms 
and a theatre.

The grand opening for the new cen-
tre, which is still being built, is set for 
2017.

“We are moving forward,” Nyberg 
said. “We are happy to celebrate the 
record year. Is it good enough? Of 
course it’s not. More is better. We be-
lieve that we can, especially with the 
addition of product features, address 
a wider audience with our product 
lineup.” 
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Class 8 truck orders have fallen sharp-
ly in the early months of 2016, but Kurt 
Swihart, director of marketing for Ken-
worth, is maintaining an optimistic 
view. Speaking to trade press journal-
ists in May, Swihart said Kenworth pre-
dicts Canada/US Class 8 retail sales 
to total between 220,000 and 250,000 
units this year. That’s down from about 
280,000 last year, but Swihart pointed 
out this year is still likely to be the third 
best year of the past decade.

“It’s still a very healthy market, a 
very good market for the truck indus-
try,” he said.

Swihart gave a number of reasons 
why he thinks demand for new trucks 
will remain healthy, including an up-
tick in US for-hire truck tonnage, the 
return of manufacturing activity to 
positive territory and strong housing 
and construction activity. There has 
also been lots of road and commercial 
construction in the US, driving de-
mand for vocational trucks.

“Anecdotally, we hear stories from 
dealers saying it’s difficult for them to 
keep stock dump trucks on their lots,” 
Swihart related. “As soon as they get 
T880 dump trucks in stock, they’re 
able to sell those.”

And with oil prices on the rise, Swi-
hart said he’s anticipating the return 
of demand in the oil and gas industry.

“There are a lot of good indicators 
out in the market and we feel this year 
is off to a good start and that 2016 will 
be a very good year for Kenworth,” 
Swihart predicted.

The Chillicothe truck plant, where 
Kenworth T680s and T880s are built, 
has been busy, producing 128 trucks a 
day. The day shift is running at capac-
ity while the second shift is running at 
about half of capacity. Judy McTigue, 
plant manager, said Kenworth reacted 
quickly to softening market conditions, 
which allowed it to adjust its staffing 
levels in accordance with demand. That 
has kept things steady so far this year.

There’s also a major construction 

project underway at the plant. A new 
25,000 sq.-ft. parts management sys-
tem and automated storage facility is 
being built on top of the existing plant, 
at a cost of US$17 million. Current-
ly, Kenworth stores painted cabs and 
hoods outside in the elements, but the 
new storage facility will allow it to free 
up outside space while keeping paint-
ed components protected from the ele-
ments.

“Painted product will never go out-
side anymore,” McTigue said. The new 
facility is expected to be up and run-
ning by November.

Swihart said these are exciting 
times for Kenworth, which is riding 
the popularity of its new flagship T680 
and T880 models. Those two trucks 
now comprise 90% of Kenworth truck 
production in Chillicothe. 

Despite slowdown, Kenworth remains 
optimistic about truck market
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By Carroll McCormick

MONTREAL, QUEBEC

David Morneau’s voice overflows with 
enthusiasm as he talks about the con-
certed effort that is spooling up to at-
tract young blood to the transportation 
industry. The message? It’s cool and 
there are oodles of good-paying careers. 

The stakes have never been higher. 
The province could be 6,900 drivers 
short by 2020, according to a 2013 Con-
ference Board of Canada report. Camo-
Route did its own survey this year, with 
similar findings. “It is a huge amount 
of drivers, and IT, mechanics…we’re 

going to have a huge problem,” says 
Morneau, director of business develop-
ment, Morneau Eskimo, a division of 
Groupe Morneau.

Morneau is a fourth-generation 
member of a trucking family with a 
large stake in the industry. Commit-
ted and energetic, a year ago he accept-
ed an appointment as chairman of the 
board of the Fondation Pour la Forma-
tion en Transport Routier (Foundation 
for Training in Road Transport) and as 
president of the Workforce Commit-
tee of the Quebec Trucking Association 
(QTA).

Last summer he said, “My goal is to 
put every type of training in the trans-
portation industry on the table and have 
everyone working in concert.” Catching 
up with him this June, I asked him how 
the battle was shaping up.

Right off, Morneau mentions the 
spike in interest in what the Foundation 
and Workforce Committee had to say at 
the QTA’s annual general meeting this 
April. “Five years ago there, maybe 5% of 

the AGM attendants went to the meet-
ing. This year it was about 50%. People 
want to know about the evolution of the 
workforce.”

He then directs me to a Web site 
called Pas de camion pas de saucisses.

com (No trucks, no sausages) at  
www.pasdecamions.com. It is part of a 
QTA marketing campaign, assisted with 
manpower and financial help from the 
Foundation and Workforce Committee 
to raise the profile of the trucking indus-
try among the 15- to 24-year-old crowd. 

“We wanted to make (the Web site) 
fun for the young people. We want to tell 
them that the trucking industry exists. 
You have your iPhones, Pepsi, chips be-

cause trucks deliver them. There are a 
lot of jobs in this industry, so why not get 
involved?” Morneau says by way of ex-
plaining the purpose of the Web site. 

The marketing campaign goes fur-
ther, Morneau adds. “We’ve made a lot 
of publicity on the Web site, social me-
dia, bus stops, the Metro (Montreal sub-
way system). It tells the 15- to 24-year-
olds what we are doing.” 

The goal is to make people realize 
that they are very dependent on trucks 
and transport for just about everything, 
including their cool lifestyles.

The marketing campaign also in-
cludes sending brochures to career 
counsellors around the province to tell 
them about the transportation industry. 
Schools must be part of the solution, but 
some are also part of the problem.

Take the province’s CEGEPs, those 
schools that bridge high schools and 
universities. Several of them have trans-
portation progams, but some of the en-
trance requirements are driving people 
away, according to Morneau. 

The Foundation and Workforce Com-
mittee have conveyed their concerns 
to the Ministry of Education but Mor-
neau realizes that getting the entrance 
requirements changed will not be easy. 
“It is a long, long shot. It won’t be done in 
a year.”

On a much brighter note, Morneau is 
excited that the Société de l’assurance 
automobile du Québec (SAAQ) has ap-
proved the training of up 300 teens be-
tween the ages of 17 and 18 for a spe-
cial driver training program. “This is a 
major step in our industry. Everybody is 
now really involved,” he said.

Optimistic that the new program will 
fix the little hiccups and bugs in the 
40-student pilot program that conclud-
ed in 2014, Morneau says, “Now every-
one is calling us and the SAAQ, ask-
ing ‘When are they coming? We want to 
have these young people.’”

The Foundation and Workforce Com-
mittee gave bursaries to 18 people at 
this spring’s QTA AGM, and according 
to Morneau, the attendees were enthusi-
astic. “They got a standing ovation from 
the 500 (attendees). People were saying, 
‘We are going somewhere.’ I receive e-
mails and calls every week from trans-
porters, suppliers, who want to give 
money for the bursaries. People want to 
get inside this project.”

Foundation and Workforce Com-
mittee funds are also being invested in 
production of the CEGEP courses that 
industry people can take to add to their 
skills. Every type of training is being put 
on the table, Morneau says. “It is unbe-
lievable. I don’t think that anyone has 
ever seen that. The transportation in-
dustry is really competitive, but we all 
need drivers. We want to tell other in-
dustries that it takes drivers to deliver 
your products; 2020 and 2025 will be 
hard if we don’t do anything about it.”

Quebec’s trucking industry is pulling together 

to solve the looming workforce crisis

David Morneau, Morneau Eskimo

The first assistance program designed for Professional Truck Drivers and 
their Families that offers 24/7 confidential help for all of life’s stresses. 
Whether you are dealing with depression, anxiety, or relationship and 

family challenges, you can count on us for immediate help.



The first month of the Healthy Fleet step challenge of 2016 is over and 
participants really stepped up their game this time around.

The challenge was created by Healthy Trucker (and is in partnership 
with the American Trucking Associations and Truck News) with the goal 
of getting the industry more active. The challenge measures competitors’ 
daily steps and uses an online leaderboard to help drive competitors to 
the top.

In total, all participants walked a total of 201,840,765 steps for the 
month of May. This marks the first time the challenge has made it past 
the 2 million step mark! All those steps add up to more than 100,900 
miles walked (another first) and 9.2 million calories burned.

The competition takes a break in the month of June, but resumes 
promptly on July 1 until July 30.

Now for the May winners….

Top 5 with 10 team members or more:
1. Elgin – averaged 11,906 steps per day – 13 team members

2. Challenger – averaged 11,164 steps per day –  
 19 team members

3. SLH – averaged 10,083 steps per day – 15 team members

4. Carmen Transportation group – averaged 9,979 steps per day –  
 14 team members

5. Quik X – averaged 9,799 steps per day – 19 team members

Top 5 with 3 team members or more:
1. Stream Logistics– averaged 20,613 steps per day – 3 team members

2. Kingsway Transport – averaged 18,825 steps per day –  
 4 team members

3. Elgin – averaged 11,906 steps per day – 13 team members

4. Coastal Pacific Xpress – averaged 11,527 steps per day –  
 4 team members

5. Challenger – averaged 11,164 steps per day – 19 team members

Top 5 participants:
1. Paul Bomben – TST Overland Express – averaged 34,966 steps per day

2. Chris Illes – Stream Logistics – averaged 30,598 steps per day

3. Mary Wilson – Northbridge – averaged 28,776 steps per day

4. Andrew Stratton – Kingsway Transport – averaged 26,877 steps per day

5. Franco Casciato – Carmen Transportation – averaged 26,248 steps per day

Healthy Trucker reminds those interested 
that they can join the challenge at any time  
by e-mailing info@healthyfleet.com.

First Leg of 
Healthy Fleet 
Challenge
Breaks  
Record

Supporting Partner

Sponsors:

Challenger: Making the competition look easy

Just like its name suggests, Challenger Motor Freight is a major competitor in the 
Healthy Fleet Challenge. 

Challenger has been a supporter of Healthy Trucker, a division of NAL Insurance, 
from the beginning. The fleet was the first to sign on to the Healthy Trucker Corporate 
Wellness program in June 2014. Although it took a bit of time to get participation 
ramped up, Challenger now has over 400 O/Os, drivers and staff enrolled in the 
program. The program gives carriers the education and tools needed to help their 
owner/operators, company drivers and staff on the path to wellness. The program also 
provides users with an online health evaluation, a personalized fitness and nutrition plan, 
daily text tips, an online food and exercise log and a weekly newsletter.

Challenger joined the walking challenge shortly thereafter and only had a handful of 
competitors at first, but today it boasts 19 team members that are always near or at the 
top of the online leaderboard. 

The Challenger team crushed the competition in the first month of the 2016 Healthy 
Fleet Challenge – making both the Top 5 with 3 or more participants and the Top 5 with 
10 or more participants. All 19 team members walked an average of 11,164 steps per 
day. 

Challenger was also the overall winner of the 5-month long challenge in 2015 that 
ran from January to May. At the time, it only had 9 team members, but they walked a 
whopping 15,209 steps per day – the most the challenge had ever seen before from a 
group of that size. 

Mario Da Silva, Challenger’s director of corporate services said that joining the Healthy 
Fleet walking challenge has changed the company entirely. 

“Now we see our employees walking around all the time,” Da Silva said. “People are 
going for a morning walk. They’re walking on their lunches. We see people in the yard 
and parking lot getting in their steps and two years ago, before this challenge started, 
we didn’t see that. Everyone here is so much more active than they ever were.”

Some team members even managed to drop the extra weight they had been lugging 
around for years. Like Mark Andersen, Challenger’s driver relations co-ordinator. 

Andersen said since joining the challenge he’s dropped 85 lbs in just 13 months. His 
weight loss turned heads in the office and even encouraged his co-workers to step up 
and join the competition. 

“For me, I tried every diet and fad out there and this was it,” Andersen said. “This 
is what worked for me. I did make a few adjustments to my eating habits, but I really 
increased my exercise and it made the weight come off. I still have 10 more lbs to go but 
I feel amazing.”  

Da Silva himself dropped 30 lbs since joining the program, and Robert Brake, another 
team member, lost 40 lbs. 

But the best part about the challenge, according to Da Silva and Andersen is that it’s 
not a tedious exercise regimen – it’s actually fun. 

“Everyone on the team really enjoys being on it. It’s fun for us,” Andersen said. “I think 
the leaderboard too…it motivates us to see how much your co-workers are walking. I 
knew myself and Robert (Brake, a fellow Challenger co-worker) we always challenge each 
other, and taunt each other and cheer each other on every day.” 

An integral part of the Challenger walking team was Donna Baird, a 30+ year 
Challenger employee who was instrumental in the team taking first place in the 2015 
competition. 

“She took it seriously,” Da Silva recalled. “She walked all the time, instead of taking 
the elevator, she’d take the stairs. She’d wake up early to get her steps in. She was a 
great team member for us.”

Unfortunately, in December 2015, Baird lost her battle with cancer at just 52 years old.  
“Near the end, she felt really bad that she couldn’t be on the treadmill to help the 

team,” Da Silva said. “She is definitely a missed team member.”
However, Baird’s legacy lives on and both Da Silva and Andersen claim that she is a 

big role model and inspiration to the team each and every day.  
“She is still a huge inspiration to us every day,” Da Silva said. “Because if she was able 

to do it, it takes away the excuses for everyone else.” 



By James Menzies

TORONTO, ONTARIO

Asked if commercial vehicle wheel 
separations can be completely pre-
vented, all members of a Canadian 
Fleet Maintenance Summit (CFMS) 
panel gave a resounding “yes.”

However, that ambitious goal will 
only be achieved if wheel installa-
tions are done properly, by qualified 
and well-trained people. Rolf Vander-
Zwaag, manager, maintenance and 
technical issues with the Ontario 
Trucking Association (OTA), said there 
is nothing fundamentally wrong with 
the equipment that’s in use today. 

Problems arise when technicians 
or wheel installers take short cuts and 
don’t follow the procedures laid out 
through the wheel installer course 
that’s mandatory in Ontario for any-
one, aside from licensed mechanics, 
who performs wheel installations.

About 700 people each year go 
through the program but VanderZ-
waag acknowledged many eventually 
return to their bad habits.

“One of the disappointing things 
I hear from instructors is they train 
them and they go back to the work-
place and fall back under old habits 
again,” VanderZwaag said. “Training 
is one part of it but having them rigor-
ously follow those procedures is what 
makes the program successful.”

The province is now considering 
making wheel installers re-take the 
course every few years to maintain 
their certification. 

Dave McDonald, commercial sales 
manager, Northern Ontario with 
Bridgestone, said one of the biggest 
mistakes wheel installers make is not 
using lubrication. 

“A hub-piloted wheel torque is lu-
bricated torque,” he said. “People are 
still putting them on dry and it’s a big 
problem.”

He also said installers need to care-
fully clean and inspect all parts before 
assembling the wheel and to use qual-
ity parts.

“I get the fact you want to save mon-
ey on your maintenance budget, but 
buying a cheaper nut to hold the wheel 

on is not a place you want to save your 
money,” McDonald said.

VanderZwaag said even the best 
wheel installers can have a bad day. 
Processes need to be in place to en-
sure any mistakes are identified before 
a wheel separation occurs.

“You need deliberate checklists, de-
liberate procedures,” he said. “If a step 
is forgotten when putting a wheel on, 
it could have fatal consequences. In-
dividuals that are doing the work need 
to have that discipline in doing that 
work and in some cases have a sec-
ond person involved in some of those 
procedures because when something 
slips, the price can be very high.”

Brandon Uzarek, field engineer with 
Accuride, said shops need to promote 
a culture of safety.

“You need manager buy-in,” he said, 
urging managers not to rush wheel in-
stallations. 

McDonald agreed. “Our industry 
creates a desire for speed. The min-
ute that happens, the technician takes 
some shortcuts,” he said. “I tell them, 
if it takes 45 minutes to do the job, 
you can’t do it in 30 or you’re missing 
something. The first thing that goes is 

lubrication and the second thing that 
goes is the cleaning of the parts.”

Technicians also need to be armed 
with the right tools to do the job and to 
know how to properly use them.

“A torque wrench is not a luxury, it’s 
a necessity. You have to have it,” said 
Bryan Hantke, product manager, hand 
tools and torque products with Snap-
On. He said torque wrenches should 
be calibrated yearly or every 5,000 cy-
cles, whichever comes first, as well as 
whenever dropped.

Panelists also emphasized the im-

portance of torque checks after an in-
stallation is performed. 

“The torque check is an audit of the 
installation and that’s how you need 
to look at it,” VanderZwaag said. “If 
something went wrong with the in-
stallation, there’s still a chance you 
can find it.”

If a problem is identified during the 
torque check, VanderZwaag said it’s 
not good enough to just fix it; inves-
tigate why the problem occurred and 
address any issues that led up to it so 
it doesn’t happen again. “It’s a qual-
ity control check of the installation,” 
he said.

Kerri Wirachowsky, head, enforce-
ment program evaluation with the 
Ministry of Transportation, noted 
wheel separations appear to be on the 
rise in Ontario but the stats don’t tell 
the entire story. The MTO has urged 
its enforcement partners to better re-
port wheel separations and as a result, 
the numbers have increased. Ontar-
io is the only jurisdiction that tracks 
wheel-offs.

“I have thousands of pictures of 
wheels that have come off or almost 
come off,” Wirachowsky said. She said 
most wheel separations are fastener-
related. Wirachowsky urged drivers to 
do a better job inspecting their wheels.

“When I can take a wheel fastener 
off with my hand and give it to a driv-

er, there’s no reason he couldn’t have 
found it before me,” she said, noting 
the signs of a wheel problem enforce-
ment officers look for should be easily 
identified by drivers during their pre-
trip inspections.

“Do I truly believe every driver 
knows how to identify defects when 
doing their pre-trip? No, I don’t. Just 
because they drive it doesn’t mean 
they inspect it,” Wirachowsky said. 
“We don’t expect drivers to do more 
than what I can do. We don’t expect 
drivers to have a torque wrench. We 
expect them to look at the wheel, look 
for cracks, oil in the hubs, leaking 
wheel seals, missing fasteners, bro-
ken studs. That’s what I expect them 
to do. I have 1,000 pictures from all 
over North America. I would have no 
pictures if drivers identified those 
types of violations on their trip in-
spections.”

The MTO, in response to a spat of 
high-profile wheel separations in 
Ontario, responded with a focused 
enforcement campaign. During a 
four-month Operation Wheel Check 
campaign that ended March 31, the 
MTO examined 4,000 trucks and 
37,300 wheel assemblies. Of those, 462 
wheel-related violations were spotted 
and 289 were placed out of service. All 
462 trucks had to remain parked on-
site until repairs were made.  

Commercial vehicle enforcement officers say most signs of a potential 

wheel separation can be identified during pre-trip inspections. 

Bryan Hantke, SnapOn
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Missing Since: February 24, 2013 

Date of Birth: September 7, 1992

Missing From: Calgary, AB

Height: 6’3” 

Weight: 165 lbs

Eye Colour: Blue 

Hair Colour: Blond

SCHUYLER RHYS BIERKOS

OR CONTACT YOUR LOCAL POLICE DEPARTMENT. ALL CALLS CONFIDENTIAL.

missingkids.ca

IF YOU HAVE ANY INFORMATION ABOUT THIS MISSING PERSON,  

1-866-KID-TIPS
PLEASE VISIT OUR WEBSITE OR CALL US TOLL-FREE

(1-866-543-8477)

missingkids.ca is a program of 
and trade-mark of

Child Find (Ontario) Inc. is an affiliate of the Canadian Centre for Child Protection Inc. 
Together, they provide missing children services in the Province of Ontario.
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The deluge of data being generated by 
today’s trucks can be overwhelming to 
manage. Now imagine you have 180,000 
vehicles generating such data and you’ll 
empathize with Bill Dawson, vice-presi-
dent of maintenance operations and en-
gineering with Ryder System. Dawson 
was a keynote speaker at the Canadian 
Fleet Maintenance Summit (CFMS) held 
in Toronto Apr. 13.

“Having access to that data and be-
ing able to use it are two very different 
things,” Dawson said of the information 

generated by today’s vehicles. 
The availability of such data has com-

pletely changed the role of the techni-
cian, Dawson said. 

“The technician’s life, historically 
speaking, was about the mechanical as-
pect of the job and the tools associated 
with that. Now, most of what we do is 
electronic,” Dawson explained. 

Ryder has a skills competition for its 
5,200 technicians and those who finish 
among the top often do not fit the tradi-
tional profile of a mechanic. 

“The folks that are competing at an 
elite level now and getting to the top are 

not what we’d consider historically to 
be our most sound mechanical techni-
cians,” Dawson said. “They are the best 
by far at managing information. They 
tend to be on the younger side. They 
come up using this technology and 
they’re open and accepting of technology 
and they’ve mastered it. That, in the fu-
ture, is what’s going to separate the qual-
ity of technicians from the excellent to 
the average.”

Ryder, said Dawson, is using data 
generated by its customers’ vehicles to 
better understand their businesses and 
to help them improve their efficiency. It 

can also be used to become easier to do 
business with, for example, by allowing 
customers to self-select maintenance 
appointments.

That data can also be used by Ryder to 
help its customers select the best spec’s 
for their specific application. Perhaps 
most importantly, analyzing data can 
help Ryder help its customers better un-
derstand their operating costs.

“There are a lot of folks in our busi-
ness that truly don’t understand their 
costs and don’t have a system to support 

Big data brings big opportunities, challenges: Ryder’s Dawson

Continued on page 21

For leasing enquiries please contact:  Matt Muir  •  mmuir@99years.ca

• 205 & 101 Doney Crescent in Concord, Ontario
• Facility #1: 86,000 sf cross dock with 128 TL doors
• Facility #2: 31,000 sf cross dock with 75 TL doors
• Separate office space in each facility
• Separate maintenance garage in each facility
• 30 ac. allows additional parking and outside storage for lease
• Opportunity is for 2016 occupancy; can be subdivided

CROSS DOCKS – AVAILABLE FOR LEASE
30 acre site – PRIME HWY 407 & EAST OF HWY 400 VICINITY

  •  BULK AGGREGATE STORAGE  •  HEAVY EQUIPMENT PARKING  •  CONSTRUCTION YARD

C.U.T.C.INC
• Canadian Licensing
• FMCSA (ICC Authority)
• DOT Registrations
• IFTA Registrations
• Fuel Tax Reporting
• Unified Carrier Registration
• PARS/PAPS/ACE
• Corporate Registrations
• Regulations
• IRP Registration
• Bonded Carrier Status

Trucking
    

made
 Simple

Trucking
    

made
 Simple

For more information call  866-927-8294
or visit our web site at www.cutcinc.ca

www.    tankmart.com

UNIT S007 – 2016 TROXELL 4000 cu. ft. mobile storage silo, 
in time for the cement season, avail. for sale or lease. Call

NEW 2016 REMTEC 57,000L 6 comp’t TC-406 petroleum 
quads, well spec’d with disc brakes or drums. Call
Long term lease option avail.

UNIT 10058 – 2002 BEALL R.T.A.C. B-train, DOT-406, 
62,500 Lts, 5 compts, B/L, vapor recovery, air ride, complete 
new  paint job and all new inspections.

UNIT 10155 – 2008 POLAR 6800 USG DOT-407 stainless 
one compt. double conical, air ride, super clean unit, includes 
all tests.

2016 NEW REMTEC 49,000L TC-406 convertible aluminum 
hot product quad, pump-off line, heat coils. Michelin’s.  Call

UNIT 9914 – TREMCAR 5000 i.g. MC-307 insulated s/s dbl 
conical tanker, very good barrel and jacket, in shop for new 
subframe and frame paint, w/safety & B-620. Call

UNIT 9830 SELECTION OF (3) Non-RTAC, aluminum, multi 
compt B-trains, Spring ride, alum. wheels. Well priced. Call

UNIT S501 – NEW 2016 TANKON (FRP) 7400 I.G. fiber-
glass TC-412 with top and bottom offloading, alum. wheels,  
Michelin tires.

UNIT 9882 – 2002 BEDARD 1600 cu.ft. aluminum pneumatic  
cement quad, 72’’ x 72’’ 99’’ spreads, sold as is or safetied.
UNIT 9882 – 2002 BEDARD 1600 cu ft aluminum pneumaticUNIT 9836 – 1995 ADVANCE (RTAC) aluminum B-Train, 

60,000L, 5 comp’ts, TC-306 spring ride, clean solid unit, 
safetied.

SELECTION OF (2) TREMCAR 8500 I.G. insulated s/s DOT 
407 quads, recent trades, all have been thru the shop, new  
safeties & B 620’s, located in Oakville & Laval. Call

UNIT 10160 – 1990 HUTCH 27,000L, aluminum single 
compt, non-code pup, 72’’ spring ride, O.A length 27’. 
Safetied.

UNIT S300 – NEW 2016 TREMCAR 1850 cu.ft. aluminum 
pneumatic quad, 6’’ valves, 5’’ alum. discharge line, alum. 
wheels, Michelin tires.

BURLINGTON BRANCH
4420 South Service Rd.

Call Kevin Brown, Mario Sosic
1-800-268-1456 • (905) 465-1355

SELECTION OF 1997-97 TREMCAR 6400 I.G. DOT-407 in-
sulated one compt quads with stainless frames and new  

inspections. Clean solid units. Call

SELECTION OF 1997 97 TREMCAR 6400 I G DOT 407 in

MONTREAL BRANCH
Call Ron Laberge, Camille Pettinato, 

Sylvain Lavoie
1-800-363-2262 • (514) 323-5510

Tankmart International

Rental Units and Service at both Branches

Feature Unit of the Month



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 



measuring their costs properly,” Dawson 
explained. Ryder has developed a Total 
Cost of Operation (TCO) tool that helps 
its customers compare their operating 
costs against industry standards. 

Dawson gave other examples as well of 
how Ryder is using big data.

The company is aiming for the elimi-
nation of unplanned downtime, by ana-
lyzing data generated by the fleet. This 
involves moving towards predictive 
maintenance, replacing parts before they 
break based on data generated by like ve-
hicles in similar applications. 

Today’s remote diagnostics platforms 
are only the beginning, Dawson said, 
noting he looks forward to the day when 
the call centres can be eliminated and 
the truck will tell the operator directly 
what is wrong and how to react.

Dawson also noted preventive main-
tenance programs can be improved 
through the interpretation of data. Today, 
he said, application is often overlooked 
when a PM program is developed. 

“There’s a big difference between 
hauling milk in Brooklyn and hauling 
mattresses in Nebraska,” he said. “Heat, 
idle time, stops are all going to drive 
component wear and failure at very dif-
ferent rates.”

Dawson envisions a day when every 
truck will have a unit-specific PM pro-
gram.

“There may be trucks you only see 
once a year and trucks you’ll see seven or 
eight times a year,” he said.

Because Ryder services trucks built 

by all the OEMs, the training of techni-
cians is paramount, Dawson said. Ry-
der provides its technicians with about 
40 hours of training each year, using 
different methods including YouTube, 
social media and distance learning. 
This is important, because warranty 
recovery is a big dollar item for Ryder 
and the OEMs want to be assured the 
technicians working on the equipment 
are properly trained.

Dawson also looks forward to being 
able to use big data to better manage the 
company’s parts inventory system. 

“When you route vehicles based on 
fault codes and you know where they’re 
going and what the failure is, there’s no 
reason the part shouldn’t be there when 
needed,” Dawson said. 

Of course, the potential of improv-
ing efficiency through the analysis of big 
data will only be possible if overseen by 
a capable manager. As a result, the role 
of the maintenance manager is evolving, 
Dawson reiterated.

“These maintenance managers now 
need to be data-driven, they need to 
be analytical, they need to be able to 
(wade) through the noise and make key 
business decisions and that’s differ-
ent than walking through making sure 
the shop is clean,” he said. “It’s going to 
change the nature of the people we pro-
mote into these jobs, the recruiting we 
undergo to find them and how we per-
formance-manage the people we have. 
Those who’ve done the job a long time 
and have one set of skills may not have 
the skills they need to carry us and you 
into the future.” 
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WE REQUIRE:
•  We require some secondary 

education
• Positive Attitude
• Professional Appearance
• Teams Welcome
•  35 positions available for 

drivers
•  Minimum 2 years verifiable 

OTR experience

Kelsey Trail Trucking
has an Immediate Need

for Full Time and Long Haul 
Company Drivers

WE OFFER:
•  $.42/mile single or $.25/mile teams  

or greater subject to experience
• Paid picks/drops/tarping 
•  Qualify for Safety, Performance, and  

Retention Bonus as well as Deferred Profit  
Sharing after 6 months of employment

•  Well established company with  
excellent opportunities

• Monthly minimum of $4000
• Direct Deposit
• Excellent miles
•  Company Health & Dental Benefit  

Program after 1 year of employment
• Clothing allowance
• Cell Phone allowance

Ph: 1-888-564-8161  I  Fax: 705-436-9706  I  email: recruiting@kelseytrail.com

 www.kelseytrail.com

No U.S.A.
Saskatoon, SK 

Innisfil, ON

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

K.D.I. TRANSPORTATION INC.
Is looking for

COMPANY DRIVERS
Looking for container and trailer work with  

AZ licence for Ontario work only.

* Steady Work Year-Round *

•   Wait time for container paid from arrival  
inside terminal to departing

• Minimum 3 yrs. experience
•  Great competitive rate based on experience

Please call:
(905) 564-7222 or fax resume to: (905) 564-7232

Ask for Dejan Ivanovski

 All trips one way 
loaded and one way 
empty pay same 





‘Big data’ does not 

mean having lots of 

data. It’s about  

interpreting that data 

and using it to drive 

sound business  

decisions in your fleet.

TORONTO, ONTARIO

Fleet executives can easily drown 
in the tsunami of data being gener-
ated by today’s vehicles, but ignor-
ing that data can be equally deadly. A 
Canadian Fleet Maintenance Summit 
(CFMS) panel explored the electron-
ics revolution and trucking of the fu-
ture, providing insights into how to 
manage big data.

Managing big data

Many people today don’t truly under-
stand what the term “big data” actu-
ally means. Having lots of data does 
not equate to big data, panelists ex-
plained, unless you know how to make 
that data actionable.

“Most people have lots of data, but 
lots of data is not big data,” explained 
Michael Riemer, vice-president, prod-
ucts and channel marketing with De-
cisiv. “Big data is actionable, meaning-
ful information.”

Data that’s used to drive decision-
making must be good data, otherwise it 
will lead a fleet to make bad decisions, 
added Ric Bedard, president of Cetaris. 
For instance, reading fuel consumption 
off the ECU may not be accurate enough 
to influence a decision to invest in a cer-
tain fuel-saving technology.

“Relying on meter readings is a big 
mistake,” he said. “I see 3-5% vari-
ance…step back and make sure your 
fundamental numbers are right before 
you build your decisions around those 
numbers.”

Fleets looking to tap into data to im-
prove their operations should start by 
having a clear plan, explained Yves 
Maurais, technical director, asset 
management, purchasing and confor-
mity with Groupe Robert.

“Clearly define what your needs are,” 
he suggested. “Once you know what 
you’re looking for, it becomes easier to 
get the correct tool for what you want 
to know. Know your limitations. It’s 
very easy to get submerged by data and 
you have way too much stuff, you don’t 
know what to do with it. It’s important 
to set your goals as far as what you want 
to do and where you want to go.”

How can data be used to 

improve profitability?

Analyzing data can provide fleets with 
many opportunities to reduce costs 

Keeping 
pace 
with the 
electronics 
revolution

By James Menzies

Continued on page 25 

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

Contact Rodney or Tracey today for details!   Email: drive@f1freightsystems.com   Phone: 877-557-6555

Now Hiring! Quality A/Z Owner/Operators & 

Company Highway Drivers For Cross Border

runs between Ontario & the U.S.

We are an Established Carrier based in Mississauga, Ontario  
hauling TL & LTL with 53' Van & Reefer Trailers across a variety of lanes as far 
as the West Coast, South West, Texas, Mid West, around the Great Lakes and 

South East areas (No Northeastern Seaboard). We also have a Second Terminal 
located in Belleville, Ontario and a network of terminals across the U.S.

Recently Updated Pay, Benefits  
  & Incentive Packages!
Fun, Friendly and Family Oriented Workplace 
Steady, Year-Round Work Available 
Flexible Short & Long Haul Runs Available 
Clean & Fuel Efficient Equipment 
Dedicated Trucks (No Slip Seating) 
No Touch Freight 
Free On-Site Parking 
Full City Operation to handle GTA P & D's
      All Paperwork prepared by dispatch for you 
      (Inbound PARS, Outbound PAPS & E-Manifests) 
               *Valid Fast Card is preferred 

G. Zavitz Ltd.
COMPANY HIGHWAY DRIVERS

$.52 PER MILE OFF THE HUB

 All picks and drops paid

  Dedicated tractor serviced by our in-house 

garage

  Easier HOS compliance with our terminal  

only 5 miles from the border

  Highway drivers spend less nights in the truck 

by having our local fleet pick up and deliver in 

Southern Ontario. No more wasting your HOS 

delivering in Toronto when you’d rather be on 

the highway!

OWNER OPERATORS
$1.315 ALL MILES

  Fuel surcharge paid on all miles

  All picks and drops paid

  Benefit programs available

  Fuel cards / Paid tolls / Paid plates

  Easier HOS compliance with our terminal only  

5 miles from the border

To Apply Please Call Recruiting

      1-800-263-7168 option 3

www.gzavitz.com

Opportunities from Niagara Falls, Mississauga, Cambridge

HIGHWAY
DRIVERS

PLUS PICKS & DROPS

We are looking for the BEST!

And we are willing to PAY!

52¢
EXPERIENCED*

*2 years’ experience



(800) 499-4997  |  DRIVEHYNDMAN.CA

At Hyndman, we reward hard work. In 
addition to our comprehensive pay, 
company paid benefits starting on Day 
1, and 2 pay days per week, Hyndman 
offers many outstanding bonus 
opportunities.  Join our success today 
and let us reward your hard work!

» CLEAN INSPECTION BONUS
» PRODUCTIVITY INCREASE BONUS
» DRIVER REFERRAL BONUS
» SAFETY BONUS
» QUARTERLY MILEAGE BONUS
» $2,000 TEAM SIGN-ON BONUS



or improve profitability. For example, 
many fleets aren’t taking full advan-
tage of the warrantees available to 
them when replacing parts, noted  
Cetaris’s Bedard.

“We built our company on the 
premise that if you just manage your 
warranty, it’ll pay for the software and 
another headcount even if you don’t 
use it for anything else,” he said. “It’s 
such a simple one. I call it the low-
hanging fruit.”

Fleets can also use data to deter-
mine what fuel-saving technologies 
are worth investing in or which eas-
ily avoidable infractions are leading to 
roadside violations.

“It’s not efficient to be sitting at a 
weigh scale waiting for someone to 
come out with a lightbulb for a head-
lamp,” said Kirk Altrichter, vice-pres-
ident of maintenance for Crete Car-
rier Corp. He said his company began 
spec’ing LED headlamps and has seen 
a significant reduction in headlight 
violations. 

Data can also be used to refine pre-
ventive maintenance programs. Too 
often, said Riemer, PM programs are 
not tailored to individual duty cycles.

Improving uptime

Keeping trucks on the road and out of 
the shop also contributes to profitabil-
ity and can be assisted through the 
use of technology and interpretation 
of the data it generates. The greatest 
example of this today is remote diag-
nostics, which advises an operator of 

a potential problem with the vehicle 
and then suggests the most appropri-
ate course of action.

Skip Yeakel, principal engineer, gov-
ernment industry academia link with 
Volvo Group, said his company has 
seen remote diagnostics reduce diag-
nostic times by 70% and repair times 
by 50%. And the technology is avail-
able to all operators, big and small.

“The small fleets can behave as the 
big ones if they embrace the tools the 
dealers and OEMs have today that we 
never had before,” he said. 

But Altrichter said improvements to 
today’s remote diagnostics platforms 
are still needed to make them more 
fleet-friendly.

“I still think there’s a tremendous 
amount of work to be done,” he said, 
adding that he brand-specific remote 
diagnostics platforms are not practi-
cal in a mixed fleet. He also said it’s 
difficult for the fleet manager to pin-
point which fault codes should trigger 
an alarm.

“Which ones do you need to pay at-
tention to?” he said. “When I turned 
on fault code monitoring a while ago, 
you could get 11 fault codes or every-
thing. I said, let’s get everything. It 
was probably not the right move. We 
ended up turning it off pretty quickly 
and the 11 fault codes weren’t the right 
ones, either.”

The goal is for remote diagnostics 
to become more predictive in nature, 
so it can warn a fleet, based on data col-
lected from a broad population of vehi-
cles, when certain components are  
likely to break before they do. 

Putting data to work for you
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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 RATESWWWWWWWWWWWWW RRRRRRRRRRRAAAAAATTTESW RRRRRRRRRRARRAAAAATTTRATTTTESES
$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!

100 TRUCKS STRONG – VANS, FLATS AND OVERSIZE 
FAMILY OWNED AND OPERATED 

TRUCK LOAD CARRIER 
VANS 0.49 PER MILE LOADED/EMPTY

REQUIREMENTS
»   Good attitude – Team player
»  2 years over the road 

»

»

FLATS STARTING AT  
0.51 PER MILE  
LOADED/EMPTY 
»
»
»
»
»
»
»
»  

CURRENTLY SEEKING AZ 
CROSS BORDER DRIVERS 
FOR OUR VAN AND 
FLATBED DIVISION.

FLEETWAY TRANSPORT INC.

SAFETY P E

— Since 1983 —

“Exclusively Food”

$.416/MILES

$19.00/HOUR LOCAL

BENEFITS PAID BY COMPANY

(All miles – Pro Mile Practical)
We offer a 
$500.00  

yearly safety 
bonus

“Exclusively Food”
TANK

          Please call

1-877-932-TANK (8265) 
or Fax: 613-933-4598

$1,000  
SIGN ON BONUS  

TO NEW BROKERS

OUR TEAM HAS BEEN SERVING THE TRANSPORTATION INDUSTRY FOR NEARLY 50 YEARS!

•  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

•   Weekly Direct Deposit

•   Simple Settlements – No Grey Areas

L l R t $52/HR

WE ALSO PAY



TORONTO, ONTARIO 

D
rivers who are accus-
tomed to being jostled 
around all day inside a 
noisy old dump truck 
will soon discover there’s 

a much better option. The new Inter-
national HX-series vocational trucks, 
set to replace the long-running In-
ternational PayStar, boast an interior 

that’s in a completely different class 
than its predecessor when it comes to 
driver comfort and amenities.

Three of the four HX models were 
introduced at World of Concrete in Las 
Vegas earlier this year and the HX520 
made its debut here in Canada, at 
Truck World. The HX620, expected to 
be the top-seller among the four mod-
els, starred at Truck World alongside 
an HX520 decked out in a Tackaberry 

Construction paint scheme. Tackaber-
ry took delivery of the very first HX520 
to be delivered into Canada.

But it was the set-back axle HX620 
that I was able to talk my way into for 
a few hours following Truck World. A 
quick lap around a makeshift con-
struction site in Las Vegas in January 
left me wanting some more time be-
hind the wheel of International’s new-
est model.

I was given a corporate-owned dem-
onstration truck that’s currently tour-
ing the dealer circuit. I picked the 
truck up at Tallman Truck Centre’s 
Mississauga location the morning of 
Apr. 18 and was joined by Chad Sem-
ler, product marketing manager with 
International Truck, for the drive. Up-
grades from the PayStar can be found 
all around the vehicle.

What’s immediately noticeable at 
first glance is a more rounded front 
end, featuring a bolder grille. It’s a 
steel grille with a stylish chrome-plat-
ed surround and optional vertical bars 
to give it an even tougher look. 

The chassis itself is carried over 
from the PayStar product but new op-
tions have been added, including a 
new “super-single” 12.5-inch thick 
RBM frame rail. It saves about 43 lbs 
from the previous double-10 frame rail 
but more importantly, it also reduces 
corrosion jacking that can occur be-
tween adjacent metals. 

Also new is an optional centre tow 
pin rated to 150,000 lbs, so a truck and 
trailer can be pulled from sticky situ-
ations, in many cases without first 
needing to be decoupled.  

The headlamps are a reflector-style 
halogen design with a smart-looking 
LED brow, which also doubles as the 
daytime running light. Traditionally, 
the headlight bulbs are run at a lower 
energy setting to meet Canada’s day-
time running light requirements, but 
that reduces bulb life, Semler pointed 
out. Why not LED headlamps?

“In a word, cost,” Semler explained. 
“The LED headlights are still very ex-
pensive. They perform very well and 
use less energy but they’re still very ex-
pensive and for a vocational truck that 
tends to get beat up a lot, it made more 

DRIVING THE 

International 
HX620

EQUIPMENT:

36 TRUCKS

VOLVO & 
PROSTAR 

B TRAINS AND 
53' QUAD AXLE
TRAILERS

DETAILS OF THE JOB:
SAFETY FOCUSED
• Uniform provided

• Position based out of Mississauga Ontario

•  Variable hours – day/afternoon shifts,  
weekend work

•  Deliveries across Ontario,  
short and long haul

• Shunt work available

• B Train training provided

T – 647-274-3776   E – stephanie.matthews@labatt.com

6 Bunk Trucks
30 Day Cabs

Eaton Automatic
18 speed transmission

Hauling up to 
90,000 lb
Payloads

The HX series could represent a 
severe-service revival for International

By James Menzies

secure your career
Siemens Transportation Group Inc.

Hiring Company Drivers and Owner Operators for our U.S. Fleet

U.S. Fleet drivers must be willing and able to cross border

Ask about our Lease to Own and Driver Training Programs

Contact us at driver.recruitment@edgetransport.com or 1.888.878.9585

      Experience the 

 BIG DIFFERENCE

•  DRIVE 2014 & 2015  

FREIGHTLINER AND VOLVOS

• HOME WEEKLY

• FULLTIME - work each week

• HEALTH AND DENTAL BENEFITS

       

 BIG DIFFERENCE
     

CALL

1-800-388-8947 x270 & 238

HEAD OFFICE: BRAMPTON, ON

OSS

NOW HIRING 

DRIVERS
with AZ Licence &
FAST Card for U.S.

GUARANTEE TO MAKE .51¢/MILE 
OR WE WILL CUT A CHEQUE FOR 

THE DIFFERENCE



sense to stay with something that was 
more cost-effective to replace.”

Aside from the headlamps, all other 
lighting on and inside the truck is LED. 
The headlamps can be replaced with-
out tools, allowing for quick and easy 
on-site repairs. 

The HX maintains an aluminum 
cab with a three-piece Metton hood. 
The hood is spring-loaded for nearly 
effortless opening; no more standing 
on the bumper and heaving open the 
hood. The hood opens to reveal easy 
access to all the fluid containers. The 
splash guards raise with the hood to 
provide even greater access to under-
hood components.

International will offer external air 
cleaners on the HX520 and HX620, 
the two longer wheelbase offerings 
(120- and 119-inch BBC, respectively) 
within the family. Semler said exter-
nal cleaners offer longer service inter-
vals because they can provide greater 
filtration capacity, but he noted they’re 
becoming more difficult to spec’ as 
on-highway cabs are increasingly be-
ing repurposed for vocational appli-
cations. In addition to the two lon-
ger wheelbase models, there’s also an 
HX515 and HX615, with 114-inch and 
115-inch BBCs, respectively. Those 
shorter trucks will offer International’s 
N13 engine while the longer models 
will come with the Cummins ISX15.

My HX620 had an ISX15 rated at 500 
hp and 1,650 lb.-ft. of torque, but you 
can spec’ this truck out with up to 600 
hp and 2,050 lb.-ft. The HX620 is avail-
able in tractor or truck configuration 
for a variety of vocational applications, 
including heavy-haul, oilfield and of 
course, dump. The truck I drove was 
fitted with a dump body.

While the exterior of the HX620 is a 
noticeable upgrade over the PayStar 
in terms of styling, it’s the interior that 
really sets it apart. And it’s this interi-
or that was heavily inspired by Navi-
star’s now-defunct partnership with 
Caterpillar. As luck would have it, with 
Caterpillar announcing its withdraw-
al from the truck business earlier this 
year, the stylish interior now belongs 
solely to International. I’d say it was a 
fruitful venture for them.

“Basically, between the A-pillars, the 
front dash structure was a Cat-inspired 
carryover,” Semler explained. There 
are subtle differences. The gauges look 
slightly different and the rocker switch-
es are different, too. But for the most 
part, this is the dash that was co-devel-
oped with Caterpillar and found inside 
the now-discontinued Cat trucks. 

Among the carryovers is a combined 
speedometer/tachometer. I like it be-
cause it makes better use of the limited 
real estate on the dash cluster, but it 
takes a bit of getting used to.

The steering wheel is designed to al-
low a full view of the gauges. A center 
console is tilted towards the driver to 
allow better access to other controls 
than the PayStar’s flat panel offered. 
The truck I drove had the Diamond 
interior, which included some styl-
ing upgrades such as faux wood on 
the dash and an ‘HX’ stitched into the 
door panels.

International slimmed down the 
door panels to create more interior 
space but this doesn’t appear to have 
increased wind and road noise. The 
cab is nicely laid out with small touch-
es that contribute to a nicer work en-
vironment. Examples of this include 
hooks on the rear wall for hanging 
high-vis vests, winter coats and hard-
hats and extra large cupholders and 
storage areas that can be found all over 
the place. One such storage area sits on 
the dash and is rubber-lined so keys, 

phones or a tablet can be placed there 
without sliding around and making 
noise. If the owner forgoes the in-dash 
infotainment option – and most voca-
tional customers do – that area is also 
used for additional storage.

It wouldn’t be fair to evaluate the ride 
of the HX, since we were completely 
empty and these trucks aren’t designed 
to run empty, but it was quiet. Semler 
attributed this to improved insulation 
in the floor and cowl areas. The HX has 
longer front springs – 52 inches versus 
the previous 48-inch design –  which 
also improves ride quality, as does a 
new DriverFirst cab air suspension.

All International trucks now come 
standard with Navistar’s OnCom-
mand Connection remote diagnostics 
platform and the benefits of this are 
starting to be appreciated among the 
vocational crowd. When a fault code 
appears, the operator is given insight 
into the most appropriate course of ac-
tion and that’s not just useful informa-
tion when the truck is on-highway, far 
from home. Think of the mixer opera-

tor who receives a fault code and needs 
to know whether to continue on his 
route or get the cement poured, pron-
to, before the truck is disabled and 
the cement hardens inside the barrel. 
That’s some pretty vital information 
customers now have access to.

Navistar is currently working with 
body builders to feed their fault codes 
through the same system, which 
would be even more beneficial to vo-
cational customers. Telematics should 
no longer be considered the exclusive 
domain of the linehaul segment.

Visibility out of the HX620 is excel-
lent, thanks to its sloped hood and 
large one-piece windshield. Mirrors 
are door-mounted so they don’t im-
pede entry and egress. It’s a comfort-
able truck to drive and also a safe 
vehicle to operate. Weaving my way 
through typically heavy Hwy. 401 traf-
fic was less stressful because of the ex-
cellent visibility. The 18-speed Eaton 
UltraShift Plus automated transmis-
sion also contributed to its drivability 
in traffic. Of course, Allison automat-

ics and a full slate of manual transmis-
sions are also available.

The HX-series has been well received 
by the market. Some 300 were sold at the 
Las Vegas launch and about the same 
number have been sold since then, Sem-
ler told me. Tallman Truck Centre has 
sold 23 HX units already as of this writ-
ing, and has another 15 on order.

“Among the first orders, we saw a 
higher concentration of orders from 
Canadian dealers,” Semler said. “The 
Canadian market has been very anx-
ious for this truck.”

For good reason. The HX is a ma-
jor upgrade in terms of styling and er-
gonomics over the PayStar. New op-
tions such as the 150,000-lb tow pin 
and 12.5-inch single frame rail add to 
its robustness, and the availability of 
the Cummins ISX15 with ratings of up 
to 600 hp mean this is a truck that can 
be deployed into basically any severe-
service application. And as an added 
bonus, it will look good doing even the 
dirtiest of jobs. The HX series is now in 
full production. 
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WE’RE HIRING!
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

LOOKING FOR
Drivers, Owner Operators, 
Singles & Teams, Labourers

& Dock Workers
Canada & USA / Full & Part Time

keehumanresources.com

 @KEE_HR



LAURENS, SOUTH CAROLINA

Western Star, known around the 
world as the brand behind Optimus 
Prime in the Hollywood blockbuster 
Transformers, has brought the con-
cept to life through a new truck that 
can be converted – in minutes and 
without tools – into a completely dif-
ferent vehicle.

The new MBT-40 is built on the West-
ern Star 6900 chassis configured for 
off-road applications. MBT stands for 
Multi-Body Transformer, for its ability 
to quickly change from one vocation to 
another. 

Western Star recently demonstrat-
ed the concept for the first time at Mi-
chelin’s Laurens Proving Grounds. A 
fully functional water truck was con-
verted into a dump truck in just eight 
minutes. The conversion was per-
formed by the driver without assistance 
or the need for any tools.

A Palfinger G68 hooklift rose from 
the chassis and removed the tank 
body from the truck, setting it on the 
ground. The same hooklift was then 
attached to a nearby dump body, 
which was then lifted and secured into 
place. From water truck to dump truck 
in eight minutes.

“You can drive to any road and see 
a water truck sitting there,” said John 

Tomlinson, XD and vocational sales 
manager, Western Star. “It’s a chas-
sis he’s paid $700,000 for and it’s sitting 

on the road doing nothing. Now I can 
water in the afternoon and dump all 
morning and it’s quicker to change that 
than it is to fuel a truck up.”

Western Star is working with a vari-
ety of body builders to add applications 
to the mix. It can also convert the truck 
to a flatdeck and soon more options, in-
cluding crane and vacuum trucks will 
be possible. 

“We’ll supply the cab to any body 
builder that wants to play with us and 
they’ll make equipment for it,” Tom-
linson said. “A construction company 
with a couple pieces of equipment can 
move dirt a lot faster, and can do things 
quicker with just a change of thinking.”

Tomlinson said body builders are ex-
cited about the concept and lining up to 
have their bodies integrated. The con-
trols inside the cab are used to control 
each body type. Bodies are typically 
less expensive because the hydraulics 
are built into the truck chassis.

It can even be converted from a truck 
to tractor, with the addition of a dump 
trailer with integrated fifth wheel. 

The MBT-40 is less expensive than 
traditional off-road machines as well as 
being more versatile, Tomlinson point-
ed out. Carco Industries worked with 
Western Star to integrate the hook lift 
and various bodies.

“The MBT-40 package is a game 
changer in construction applications 
for its ability to be multiple pieces of 
equipment in one chassis,” said Tom-
linson. “The development of this plat-
form was all about finding better eco-
nomic ways of filling needs for our 
customers. Off-road chassis equipment 
can be expensive to buy and maintain 
and new emissions levels are making 
the investment even more costly.”

Also new is an Extreme Duty (XD) 
off-road package that simplifies the 
ordering process for customers and 
dealers. It consists of a standard set of 
specifications to fit most job require-
ments. It can be built on the 4900 and 
6900 chassis. 

Spec’s include rugged hood and fend-
ers, slipper springs on the front suspen-
sion, Allison transmission and avail-
ability of on- and off-road engines. 
Tomlinson said the XD trucks will offer 
lower maintenance costs and improved 
parts availability and a perfect option 
for customers that tend to over-spec’ 
their off-road equipment.

“If you have a very expensive piece of 
equipment and 95% of the time you’re 
doing conventional hauling, we have a 
solution for that and it’s much cheaper 
to run and buy,” Tomlinson said, add-
ing the XD machines can be bought for 
as much as $100,000 less than articulat-
ed Cat and Volvo machines often found 
in such applications.

Western Star’s MBT-40 can be converted from 

water to dump truck in less than 10 minutes

By James Menzies

The Western Star MBT-40 sheds its water tank for conversion.

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



Let TransX help drive 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
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LAS VEGAS, NEVADA

When testing and evaluating poten-
tial technologies for your f leet, it’s 
important to understand what test 
to use and what those results actu-
ally mean. 

At the Truckload Carriers Asso-
ciation’s annual convention in Las 
Vegas in early March, experts on 
equipment testing spoke to attend-
ees about how to get meaningful re-
sults through equipment testing. 

Yves Provencher, director of PIT 
Group – which has tested more than 
250 technologies on a test track in 
Quebec – was one of the presenters 
on the topic. 

He explained that though many in 
the trucking industry rely on equip-
ment test results (including govern-
ment and suppliers), carriers should 
be especially interested because it is 
the only way to find the right tech-
nology for their unique operation. 

“Carriers need meaningful re-
sults and to be meaningful, those 
tests need to be as close as possible 
to their current operations,” he said. 
“Tests should be performed with 
their trucks, their drivers, and on 
the same roads on which they oper-
ate. That’s what would be ideal for a 
f leet.”

Provencher explained the several 
types of tests available to f leets and 
listed off some of the pros and cons 
of each. 

Over-the-road testing represents 
a f leet’s exact operation, he said. It 
measures the f leet’s real fuel con-
sumption, because it uses the f leet’s 
actual trucks and drivers. 

Though this kind of test can yield 
the best results, Provencher said 
over-the-road testing is also not as 
cheap as it may look because of how 
long these tests take. 

Track testing is another way to 
test new technologies for your f leet. 
By testing on a track you can mimic 
your operation by using your same 
trucks and drivers, but there are 
limitations to how many times you 
can run the test and when you can 
run the test, he said. 

“It can be costly to run, too,” he 
said. “You cannot run a track test 
as easily as you want because some 
people don’t just have a track in 
their backyard and they can’t just 
run the test whenever they want to.” 

Lab testing is another option. 
This type of test is controlled and is 
relatively cheap to run and easy to 
schedule, however, most of the time 
the results are only as good as the 
testing facility and they provide a 
fraction of the data, Provencher  
explained. 

Computer simulations are also 
controlled and easier to schedule, 
however they are expensive. 

“It’s important to decide what 
you’re trying to achieve and what 
you want to measure before you 
choose which type of test you 
should run,” he said. 

He added that f leet managers and 
senior executives should also let 
staff know about the testing so the 
entire company can get on-board. 

Getting drivers’ support on a new 
technology is key to a successful im-
plementation, he said. 

Lloyd Palum, vice-president of 
engineering at Vnomics, explained 
that while these initial tests are a 
good starting point for analyzing 
new technologies, they should not 
be where testing ends for a f leet. 

“The key here is that you really 
can’t fall in love with any one par-
ticular test method. 

“They are all good in their own 
right for testing different things. But 
you have to keep in mind that you’re 
not going to get what you need just 
from one test,” he said. 

Palum went on to say that further 

The secret to testing equipment like a pro
extrapolation needs to occur af-
ter the initial testing because f leets 
should be measuring their fuel f low 
rate to determine the potential of 
what the truck can achieve fuel-wise 
versus what the truck is actually 
consuming. 

“Everybody knows how drivers  
affect fuel economy but this kind  
of control can lead you in a way 
where the playing field is even,” he 
explained. 

“What you want to rate the driver 
on is not miles per gallon but how 
close they are to the potential of the 
fuel economy you found they are 
possible of achieving.” 

Palum concluded the presenta-
tion saying: “Controlled tests are 
absolutely necessary to set the stage 
but f leet-wide data analytics can de-
liver the true understanding of fuel-
saving technologies.” 

By Sonia Straface

Experts give TCA attendees advice on how to 

get meaningful results from equipment testing COLUMBUS, INDIANA

Preliminary net orders for Class 8 trucks 

in May were down 31% year-over-year 

but up 4% compared to April. ACT Re-

search reports there were 14,300 Class 8 

units booked in May and 17,100 Classes 

5-7 orders placed. 

“Three consecutive months of decidedly 

lower net orders for heavy-duty commer-

cial vehicles appear more closely aligned 

with current activity in the manufacturing 

and energy sectors of the broader econo-

my,” said Steve Tam, ACT’s vice-president, 

commercial vehicle sector. “While metrics 

in these segments are improving, they can 

best be described as not being as bad as 

they were previously.”

Tam said slower order activity is also 

due to an overcapacity narrative and re-

sulting soft freight rate environment. 
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’m not so sure when employee 
orientation became onboard-
ing, but the concept is the new 
normal in many organizations, 
as labour shortages ramp up 
competition for attracting and 

retaining skilled workers in just about ev-
ery industry sector.

Orientation and onboarding are not 
the same thing; in fact, using them in-
terchangeably makes many HR special-
ists cringe. We’re familiar with the idea 
of orientation, but even a modest amount 
of research about onboarding turns up a 
mind-boggling range of definitions, and 
no shortage of information and advice.

Orientation is the easier concept to get 
your head around; it’s meant to share es-
sential information new hires need to 
know, and usually includes a ton of pa-

perwork. It outlines company policies 
and procedures and is generally not very 
interactive. Orientation is a one-time 
event, even if it lasts for two or three days.

Onboarding is much longer process. It 
could last weeks or months; some say the 
longer the better. 

When I asked what a good onboard-
ing process looks like, one of my HR 
guru friends told me that onboarding is 
meant to ingrain the company culture 
and way of working, and should reinforce 
everything the new hire was told dur-
ing recruiting and orientation. “It should 
incentivize new hires to do their best 
work,” she told me. “It should make them 
happy with their decision; it should de-
velop, coach and mentor; it should turn a 
great hire into a great employee.” 

When I asked her how many truck-

ing companies’ hiring practices came to 
mind with that description of onboard-
ing, her answer was: “Not enough…but 
many are starting to develop onboard-
ing processes, whether they call it that 
or not.” The bottom line, she tells me, is 
that onboarding encourages employee 
engagement, and engaged workers are 
happier, safer, and more productive than 
those who aren’t; the ultimate payoff is 
increased loyalty and reduced turnover. 

Last month I wrote about how 
through-the-roof turnover numbers nev-
er cease to amaze me whenever the ATA 
releases its quarterly turnover data. 

In defense of the CEOs who try to jus-
tify skyrocketing numbers, I can accept 
the explanation that newly-licensed driv-
ers skew the turnover numbers. Older 
drivers are leaving the industry faster 

than new drivers are coming in; with ex-
perienced drivers harder to come by, car-
riers are increasingly hiring drivers with 
little or no experience; larger fleets have 
more seats to fill, so they’re more likely to 
be the ones hiring new drivers; it’s those 
new drivers who are more likely to leave 
within the first 90 days of being hired, 
pushing up turnover numbers for large 
carriers. 

This is why it’s becoming increasingly 
clear that carriers need to develop fin-
ishing programs to integrate new drivers 
into the company, and be prepared for a 
lot of hand-holding and empathy as those 
drivers navigate their first miles and 
months on the road.

Trucking is by no means the only in-
dustry that struggles to keep new hires 
beyond the three-month hump; it’s a 
challenge for employers in just about 
every field you can think of. As I men-
tioned last month, these early days are 
so important that big-name employers 
have transformed their approach to ori-
entation and adopted bold new practices 
called “extreme onboarding.” 

Imagining how some of these prac-
tices would work in trucking can be hi-
larious. For example, one company has 
a month-long onboarding program, the 
first four days of which are characterized 
by games, skits, costumes, thumping 
music, and a limbo bar. Or how about the 
high-tech company that sends incoming 
employees on a weeklong scavenger hunt 
designed to bring them up to speed on 
company culture and company jargon? 

By capitalizing on the growing ac-
ceptance and popularity of everything 
online, many companies are leveraging 
cyberspace in their onboarding process-
es. One electronics company has devel-
oped an interactive onboarding comput-
er game where new hires can select from 
game modules on industry basics, cor-
porate history, and culture, then answer 
quiz-show type questions and get imme-
diate feedback. 

Technology allows companies to start 
the onboarding process even before the 
official first day. 

A number of companies send new 
employees electronic welcome packets 
which include links to company videos, 
virtual tours of facilities, information on 
company history and core values, and ac-
cess to websites where they can complete 
paperwork for benefits enrollment, taxes 
and direct deposit. 

But ultimately, a carrier’s onboarding 
process has to be its own, and it has to be 
designed so that new drivers are intro-
duced into the real world and lifestyle of 
the company that’s about to hand them 
over the keys. As my friend said, the on-
boarding process should reinforce ev-
erything the driver was told during the 
recruiting and orientation process. If it 
doesn’t, don’t expect that driver to make 
it past the 90-day mark.

Onboarding can be practical as well as 
glamorous; here are a handful of practic-
es that could be included in any carrier’s 
onboarding process: provide new em-
ployees with a list of Q&As covering ar-
eas of concern from previous new hires; 
provide a method that allows new hires 
to ask questions without being embar-
rassed; provide a glossary of acronyms, 
buzzwords and a who’s who list of key 
people at the company; develop the ca-
pability to continue onboarding remotely 
using the Intranet, social media and tele-
conferencing. How simple is that?

Another nugget from my HR friend? 
The best onboarding programs start in 
the recruitment process. And that’s an-
other column for another day. 

Joanne Ritchie is executive director of OBAC. 
Onboard yet? E-mail her at jritchie@obac.ca 
or call toll free 888-794-9990.
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saw a report recently that 
said the average age of a truck 
driver in this county is 47, 
and almost 30% of the driv-
ing force is 55 or older. That 
makes truck drivers one of 

the oldest workforces in Canada.
But if you’re an average-aged own-

er/operator you might also have a way 
to skew the numbers in a younger di-
rection. In fact, he or she might be sit-
ting on your couch right now, eating 
your food and waiting for the laundry 
to finish.

Every summer I hear from clients 
with tax and accounting questions 
about how to bring a kid onto the pay-
roll because they need a driver or 
someone to help around the shop or 
office. In addition to filling an open 
job, hiring your son or daughter can 
generate big savings from a tax stand-
point, especially if you’re splitting in-
come among family members who are 
in a lower tax bracket than you are.

Rules for relatives

Canada Revenue Agency has specific 
rules for hiring relatives, but above all 
there are three guidelines to remem-
ber.

First, family members must actual-

ly do the work for which they are paid. 
It can’t be some frivolous project that 
you wouldn’t otherwise hire someone 
else to do.

Second, CRA defines a “relative” as 
someone who is connected by blood 
relationship (like a father and son), 
marriage, common-law partnership, 
or adoption. You can be related to a 
corporation if you’re related to one or 
more of the people who control the 
corporation, or when a corporation 
employs someone who controls more 
than 40% of the corporation’s voting 
shares.

Finally, you need to determine 
whether you have make source de-
ductions like Employment Insurance 
and/or Canada Pension Plan. It’s not 
always clear.

The Employment Insurance Act 
states that employees who are relat-
ed to their employer – be that a sole 

proprietor or corporation – may not 
be eligible for EI benefits and should 
not have EI premiums deducted from 
their pay because they do not deal 
with each other “at arm’s length.” 

On the other hand, some employ-
ees who are relatives may indeed 
qualify for EI. For instance, a related 
employee may be insurable if it’s rea-
sonable to conclude that you would 
have hired a non-related person to do 
the same job at a similar rate of pay. 

What is reasonable? Consider these 
three CRA criteria:

How much? The pay, terms, and 
other conditions of the job should be 
in line with what a non-relative would 
accept for similar work. 

How long? The timing of a job – 
when it occurs and how long it lasts – 

should correspond reasonably to the 
length of time such work should take 
to perform, and to the employer’s 
normal business cycle and history.

How important? Is the job really 
necessary to the business? Have you 
historically hired an employee to per-
form this work?

If you’re not sure whether you need 
to deduct EI premiums for a relative, 
ask CRA to rule on your case. Rulings 
clarify your obligation as the employ-
er and will define whether your em-
ployee is covered should he make an 
EI claim (due to lay-off, pregnancy, or 
sickness).

To request a ruling, send a letter or 
a completed Form CPT-1 to the near-
est tax services office no later than 
June 30 of the year following the year 

in which the employment occurred.
If you have a payroll account and are 
registered on My Business Account, 
you can use the “Request a CPP/EI 
ruling service” online.

Other business

I’ve helped countless owner/opera-
tors and small trucking business-
es bring the next generation into the 
fold, and these days I’m seeing more 
clients hire a spouse, parent, or other 
grey-haired relative who will do noth-
ing to reduce the average age of Can-
ada’s driving population but certainly 
can contribute to the business.

Before you take that step, ask your 
accountant to walk you through the 
process including how to structure 
an employment agreement that will 
stand up to scrutiny in an audit – and 
at the next family dinner. 

Scott Taylor is vice-president of TFS Group, 
providing accounting, bookkeeping, tax re-
turn preparation, and other business ser-
vices for owner/operators. Learn more at 
www.tfsgroup.com or call 800-461-5970.
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Pick your freight and plan your tours

Up to $215,000 USD per year in revenue potential  |  Weekly settlements in U.S. dollars

$3,000 lease-on incentive — for a limited time!

Schneider Purchase Power Program®: Leverage Schneider’s buying power to save thousands in 
business costs such as fuel, tires, insurance and maintenance

Many loads are drop-and-hook

Access to no-cost in-cab communications device and Schneider facilities with a wide variety of 
amenities

PICK YOUR OWN FREIGHT 
SCHNEIDER’S “CHOICE” PROGRAM NOW OPEN  
TO CANADIAN OWNER-OPERATORS
Thousands of owner-operator truck drivers have already discovered the uniqueness of 
Schneider’s Percentage Lease (“Choice” program) in the United States. Now, the unparalleled 
opportunity to pick your freight and plan your tours is open to small business owner-operators 
north of the border. This is a game changer.

schneiderowneroperators.com
866-928-2125

“You really do 

     control your  
       own destiny.”                              

      -Christopher, owner-operator doing business with Schneider 

ork the first 
two weeks 
without pay 
and then 
we’ll pay 
you 10 cents 

per mile while training.’ That was an of-
fer made to a newly licensed driver by 
a potential employer. This information 
came to me through a trusted associate.

‘I was told by a potential employer 
that I had to pay a $100 fee when I did 
my road test. They would refund it to me 
if they hired me.’ That was from a thread 
in a trucking Facebook group posted by 
a Canadian veteran transitioning to the 
trucking industry.

‘With over 30 years’ experience, a 
clean driving record, and loyalty to my 

employer, why am I being paid the same 
rate per mile as new hires, some with 
little experience and a dirty driving ab-
stract?’ Again, from a driver comment-
ing in a Facebook trucking group.

I could go on with comments like 
these gleaned from social media and 
fellow drivers I have come to know over 
the years. The hand wringing about the 
driver shortage continues, but to those 
of us who work the front lines, it is ob-
vious where the problem lies. It is all 
about how drivers are treated. It’s about 
respect, or rather, the lack of it. For those 
of us who work for legitimate profession-
al carriers that treat drivers as partners 
in their businesses, not pawns, we shake 
our heads in dismay.

I do my best each month when I sit 

down to write this column to put a posi-
tive light on the career I have chosen, 
not because I feel it is my duty but be-
cause I love what I do. My career in 
trucking has been my salvation both 
personally and financially. It’s a great 
way to earn a living. But if I had not cast 
my lot with J&R Hall Transportation 13 
years ago, where would I be today? I am 
truly grateful to be where I am.

It is difficult to address the negative 
hiring practices and poor treatment driv-
ers receive at the hands of employers. 

Where does a new recruit to the in-
dustry turn when faced with a situation 
they recognize as questionable, but have 
no knowledge or industry experience to 
guide them? The fox has been minding 
the henhouse for a long time but driv-

ers are becoming much savvier in their 
ability to weed out the shady operators. 

Social media groups are not only 
sharing experiences and rating carriers 
through their own commentary but are 
also helping newly licensed drivers to 
maneuver their way around government 
Web sites and use CVOR and CSA scores 
to weed out the carriers with poor safety 
ratings. If a carrier isn’t taking the time 
to do things right on the operations and 
maintenance side of their business, it is 
a strong indicator they probably don’t 
take the time to maintain and nurture 
their human resources.

Training and certification. It is long 
past time to recognize this truck driv-
ing profession as a skilled trade. I know I 
sound like a broken record; every month 
I come back to this same theme. But it 
is the one issue that cuts across all lines 
of the trucking industry. If we had a sys-
tem in place with the same approach to 
training and certification as other trades 
do, we would be able to tackle this issue 
of a driver shortage in earnest. 

We have to face the fact that there is 

no shortage of people wanting to earn a 
decent living but there is a shortage of 
people that will accept being treated like 
crap.

Let’s go back and look at the exam-
ple of the newly licensed driver look-
ing for work. This individual has been 
unemployed for a period of time, has 
scrimped, saved, and tried to source 
funding for the $6,000-$8,000 they need 
to complete a legitimate training course. 

They have been told by recruiters 
there is an abundance of good paying 
jobs with on-the-job training. But upon 
graduation the sharks are circling ready 
to pick off their victims one by one. 

Many of these new graduates are hun-
gry for work, any work, because the bill 
collectors are at the door, the rent needs 
to be paid, and their family needs to be 
cared for. 

I have been there myself. Desperation 
can easily cloud sound reasoning.

So unfortunately many new recruits 
accept these sub-standard offers of em-
ployment and many of them don’t last in 
the industry.

 They end up driving crappy equip-
ment at a poor rate of pay and their ex-
pectations of a new and exciting career 
are shattered. 

It is easy to sit back and say that peo-
ple don’t need to accept to work under 
those conditions. But that does not fix 
what is broken. 

We need to train, certify, and recog-
nize our drivers as professionals and 
make sure the wages and benefits reflect 
those skills and training. 

It’s the right thing to do. Period. 

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.

‘W
AL GOODHALL



ver the past couple of 
years I have helped a 
few friends transition 
from company driv-
er to owner/operator. 
As strange as it may 

sound, it all started because of an ear 
infection. I was due to f ly to Kenworth 
in Washington to play around in some 
new trucks for this magazine. 

I had a friend giving me a ride to 
the airport and on the way up, I start-
ed to feel a bit weird, my balance was 
off and I had a terrible earache and 
fever. 

The girl at the check-in desk ad-
vised me not to f ly, so I called my 
friend and he turned around and 
picked me up. 

After a quick visit to a walk-in 
clinic and a course of antibiotics, we 
stopped off at a truck dealership and 
my friend put a holding deposit on a 
brand new truck.

That was as spontaneous as it gets. 
Another friend asked about becoming 
an O/O, but decided against it at first. 
We had some rather heated conversa-
tions about the subject, as I thought 
he was an excellent candidate to be-
come an owner/operator and that 
he would be able to make very good 
money. In fact his wife and I almost 
forced him into it, but it was a very 
long process.

It’s been a good decision for them 
both. 

Another half a dozen or so drivers 
have also asked for and received my 
advice.

 Now I don’t pretend to know it all, 
far from it. In fact, the first piece of 
advice I give somebody is to ask other 
people for their advice. As the saying 
goes, there are many ways to skin a 
cat. The meaning behind the meta-
phor is spot on. There is no magic  
formula.

Or is there? 

I think there is, not just in trucking, 
but in business in general. My philos-
ophy is to keep it simple. You want to 
build up your savings? Simple, spend 
less than you earn! Really, it’s as easy 
as that. 

You can come up with all kinds of 
strategies, but that philosophy will 
work every time, guaranteed.

It’s the same with everything about 
owning and operating your own 
truck. Keep it simple, don’t overthink 
things. 

One friend spent countless hours 
trying to spec’ the perfect truck. He 
was even in a dilemma over which 
starter motor to have. It took every 
ounce of diplomacy I possessed to deal 
with those phone calls. In the end, he 
bought a truck from  stock. I have no 
idea which starter motor it has, but 

whichever one it is has worked just 
fine for the past couple of years.

The same applies to your choice of 
carrier, or what area of trucking you 
decide to go into. 

If you are happy at your current car-
rier and they have owner/operator po-
sitions available, then why look else-
where? You know exactly what you can 
expect and you have the advantage 
of running your company truck as if 
it were your own and working out the 
important numbers (the ones that go 
into your bank) as you wait for all your 
ducks to line up in a row.

You may hear of other carriers that 
pay more, or are better in some other 
way, but what you hear at the truck stop 
lunch counter and what really happens 

are often two very different things.
 You will also know that different 

types of freight pay different rates. 
For example, f latbed rates are usually 
higher than dry van, but consider all 
the extra costs involved in running 
a f latbed – tarp repairs, replacement 
straps and bungees, a headache rack 
and tool boxes – and the difference in 
rates starts to balance out. 

Not only that, but when you’re try-
ing to pull a tarp that has blown off 
your load and is now covering your 
cab in -40 C, you’ll question whether 
that extra 10 cents per mile is worth it 
and I’m pretty sure your answer will 
be a resounding NO!

Reefer is the same – you can earn 
more, but there can be a lot of waiting 

around for fresh produce, frozen loads 
often deliver in the middle of the night 
and can play havoc with your hours-
of-service and you have to add the cost 
of reefer fuel in some cases too.

So again, keep it simple. Do some-
thing you’re comfortable with. 

The object of being in business is 
of course to make as much money as 
you can, but if you’re making yourself 
miserable and you hate what you’re 
doing, those extra few bucks are re-
ally not worth it.

Keep it simple. Buy the truck you 
need, which is one that’s reliable and 
economical. Do a job that you don’t 
hate and do it at a carrier you feel 
comfortable with. Oh, and spend less 
than you earn and you’ll be surprised 
how easy it is. 

O

July 2016TRUCK 
NEWS

MARK LEE

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.



emember when I apol-
ogized for visiting the 
same specific topic a 
second time? Sorry, but 
here comes Chapter 3 
on MELT (Mandatory 

Entry-Level Training), which is hope-
fully the final installment.

After reading the draft of the pro-
posed training legislation, there’s very 
little of significance that I strongly 
disagree with, aside from an obvious 
omission. 

I had understood that it was almost 
unanimous that training must be con-
ducted primarily using manual trans-
missions, but somehow in the process, 
that was changed. Since the Ministries 
of Transportation and Training, Col-

leges and Universities fundamental-
ly wouldn’t realize the importance of 
manual transmission training, obvi-
ously strong influences changed their 
thinking. 

I was pleased to notice that the skills 
training requirement includes blind-
side backing, something I recommend-
ed. New drivers are usually told not 
to blindside under any circumstance, 
but what if the next available choice is 
to back out into traffic? Better to have 
some limited practice. Other than the 
transmission issue, the legislation is 
workable. There are some aspects of 
the process that I wasn’t happy about, 
however.

First, and least significant, guide-
lines were divided into two categories: 

mandatory and recommended. The 
‘recommended’ column had plenty of 
unnecessary filler, such as personal 
hygiene and conflict resolution. Those 
are basic life skills, not something that 
belongs in an expensive skills training 
course.

Next, there’s nothing to allow ‘time 
credits’ for previous related work expe-
rience. People who already have exten-
sive machinery or off-road truck expe-
rience simply won’t need the training 
that a fresh rookie will.

When I first heard that talks about 
MELT were already taking place, I 
began e-mailing everybody in the 
Transport Ministry I could find, final-
ly receiving a return call from a very 
pleasant staffer who assured me that 

only a couple meetings had been held 
with “the industry.” 

I reminded her there had been none 
that I was aware of. She reiterated 
that a couple meetings had been held 
with the Ontario Trucking Associa-
tion (OTA). I corrected her, pointing out 
they are not the entire industry. 

I reminded her of the animosity that 
existed from the speed limiter law, ba-
sically constructed by the OTA and 
rubber-stamped by the government. 
She forwarded my information to the 
Ministry of Training, Colleges and 
Universities, who contacted me and 
seemed interested in feedback from 
smaller industry members. 

I was told I would be on the list of 
stakeholders involved in future meet-
ings. I was invited to one, in Septem-
ber 2015, where my place was quickly 
evident. Other than school owners, in-
surance people, and MTCU personnel, 
the only non-OTA (or other association) 
guy was me. One outspoken industry 
member exhibited extremely childish 
measures to emphasize his disdain for 
my presence. 

I was seated in a group of really nice 
people, and left with the opinion that 
this was the start of something benefi-
cial that I could finally be a part of and 
that the valuable points raised that day 
would be expanded on.

Other than a follow up online sur-
vey, I was never contacted again, even 
though I was told I would be. Yet last 
month, I read in PMTC president Mike 
Millian’s column that he has been in-
volved in “over 20” such meetings. In 
other words, the attitude seems to have 
been to invite the little guy once, then 
maybe he’ll shut up. A number of small-
er operators whose contact information 
I relayed to the MTCU as interested par-
ties were never contacted at all.

There were two other points I’ve 
raised, repeatedly. One, that driver 
trainers also need to meet a standard 
criteria, so the bar isn’t consistently 
lowered. Second, pass further legisla-
tion forcing insurance companies to al-
low small trucking companies to hire 
new graduates, since they’ll now be 
trained to a much higher level. Those 
two items, like my repeated suggestion 
of an allowable credit for prior experi-
ence will never see the light of day, be-
cause the right people don’t want it.

Petty as it sounds, I have to admit what 
really frustrates me about this is that it 
took a Toronto Star expose about driver 
mills to spur the government into action. 
As far back as 2012 in this magazine I was 
calling for a standardized, mandated 
training course, and a more difficult test 
procedure. The only response I got was a 
couple disgruntled drivers. Now, it’s ur-
gent government business. 

The biggest issue I have is the invita-
tion-only aspect to developing MELT. 
I’ve never denied the vast experience 
that exists within the OTA, TTSAO or 
other organizations, but there are huge 
numbers of industry members who be-
long to no organizations, who also have 
plenty of input to add. We not only of-
fered, but put effort into being involved, 
despite the scheduling difficulties it 
would involve, yet were almost entirely 
shut out of any face-to-face meetings. 

The problems of this industry affect 
us all differently, so the input of various 
viewpoints should be a requirement and, 
more importantly, our democratic right 
to be involved. Is anybody in Queen’s 
Park or Ottawa listening? I doubt it. 

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.

R
BILL CAMERON



Hino Motors Canada has named Yu-
miko Kawamura the company’s new 
president, succeeding Shuichi Kaneko, 
who held the position for four years 
and has moved into the general man-
ager position for Hino’s European and 
African division.

Kawamura, who was group leader of 
the company’s Asia Oceania market, 
gained 20 years of experience with Hino 
Japan and has extensive knowledge 
of selling and marketing to the North 
American market. Hino said Kawamu-
ra has been instrumental in develop-
ing and exceeding the strategic launch 
of new models designed for the North 
American market, and played a criti-
cal role in the launch of the Woodstock, 
Ont. assembly plant in 2006.

•
Great Dane has announced the hiring 
of Brian Sage as executive vice-presi-
dent of manufacturing.

Sage will work with Sam Gupta, ex-
ecutive vice-president of manufac-
turing, for several months during a 
transition period before taking over 
full responsibility for manufactur-
ing. Gupta plans to retire in early 2017, 
Great Dane announced.

•
Sulakhan ‘Sam’ Johal, CEO of Pride 
Group Enterprises, was named the 
winner of the Road Today Entrepre-
neur of the Year Award at the annual 
Road Today Show held in Brampton on 
May 28.

The Road Today Excellence Awards 
selection committee was unanimous 
in recognizing Johal for his profession-
al service, commitment, vision, dedi-
cation and accomplishments in the 
trucking industry, organizers said. Jo-
hal founded Pride Truck Sales in 2010. 

•
Navistar has named Roman Lewinsky 
as president, Navistar Canada and re-
gional sales vice-president.

Lewinsky joined Navistar in 1994 
and has held positions of increasing 
responsibility in manufacturing at 
the Chatham assembly plant, in Gar-
land and Mexico, used trucks and fleet 
truck sales. Most recently he was the 
director of dealer sales for Canada.

•
Merrick Murphy has been named 
president of the Alcoa Wheel and 
Transportation Products (AWTP) busi-
ness. Murphy will be reporting to Tim 
Myers, who recently assumed the role 
of group president, Alcoa Transporta-
tion and Construction Solutions (TCS). 

Before accepting his new posi-
tion, Murphy was vice-president and 
general manager for Alcoa’s Com-
mercial Vehicle Wheel business in the 
Asia Pacific region. He earlier held 
the same position in the Americas. In 
these roles, he oversaw the business 
unit’s regional operations, sales, dis-
tribution and growth agenda, building 
strong connections with AWTP cus-
tomers and markets. In his new role, 
he will be based in Cleveland, Ohio, at 
AWTP headquarters.

•
Eric Higgs has been named the 
new vice-president of marketing for 
Bridgestone Americas’ commercial 
tire business. Higgs will be responsi-
ble for leading the marketing strategy 
and efforts for the commercial group, 
and will have direct marketing leader-
ship of the Bridgestone TBR, Bandag 
and OTR businesses.  

Hino and Navistar 

name new Canadian 

presidents, Great Dane 

gets a new v.p.

C A R R I E R S  V A N  L P
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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 
and 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!

LIKE us on Facebook

COMPANY DRIVER
RATES GUARANTEED:

$0.46
TANDEM AXLE

PER MILE

PER MILE

$0.48
QUAD AXLE
( OFFERING CANADA ONLY )

$1.25
$1.16

$1.29

$
.196           

PER EMPTY MILE
ALL AREAS

PER MILE MAY 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



If you’re in the market for a new terminal tractor, 
you’re in for quite the shopping trip. The task of se-
lecting a shunt truck for your operation isn’t a quick 
decision anymore, at least that’s what dealers are 
telling us; gone are the days when shunt trucks were 
simple pieces of equipment. Today, they can be 
spec’d every which way and those spec’s can make 
or break your business. 

We spoke with shunt truck dealers and experts 
and asked them what those in the market should be 
paying attention to when they are thinking of pur-
chasing a new terminal tractor. 

 Buy or lease?
When it comes to buying versus leasing your shunt 
truck, dealers are finding that more customers are see-
ing the benefits of leasing and opting to go that route. 

“It really depends on the application of the vehi-
cle,” said Michael Kirby, v.p. of sales and operation 
for Capacity of Ontario. “But we find a lot of private 
motor fleets lease these trucks because it puts all the 
onus on the dealer.” 

George Cobham Jr., v.p. of sales and marketing for 
Glasvan Trailers, said the move to leasing (and it’s 
not just private fleets) is because business owners 
don’t want to own that asset and don’t want to main-
tain terminal tractors as well as their highway fleet.   

“They just want to put fuel and DEF fluid in and 
put a driver in it,” he said. “They don’t want to deal 
with the disposal of the truck…so leasing continues 
to be something that is of interest to people. There’s 
more interest in it, we’re seeing now. Especially 
with all the upcoming emissions compliance, peo-
ple don’t want to maintain them themselves. Those 
who used to purchase now leave it up to those who 
sell them to maintain them.” 

Aidan Bolger, president and CEO of Tico of Can-
ada, said he believes leasing is the future because 
having full-service leases gives customers “more 
bang for their buck.” 

John Uppington, sales manager at Kalmar-Ottawa 
for the Tallman Group said sometimes the decision 
to purchase or lease has more to do with simple ac-
counting than anything else. 

“I don’t know that there is a trend one way or the 
other when it comes to buying or leasing,” he said. 
“It’s almost entirely an accounting decision. One year 
a customer will buy and the next year they’ll lease.” 

 Think of the driver
More shunt trucks today are being spec’d to better 
accommodate the driver. And a happy driver means 
a successful business. 

“We are bringing in all of our stock with air-con-
ditioning now. In the past, some people didn’t like 
the idea of drivers going in and out of the air-con-
ditioned cab into the heat,” explained Cobham Jr. 
“There were health concerns about that. But now 
with the driver shortage, drivers are less likely 
to drive a truck that doesn’t have A/C so that is a 
trend we’re seeing – keeping drivers comfortable. I 
wouldn’t say it’s something people need to have, but 
it’s something they should look at. Adding A/C after 
the fact adds $3,000 to the price tag.” 

In addition to air-conditioning, more fleet owners 
are looking for ergonomic seats for their drivers. 

“We are finding that certain companies are in-
vesting more money in the actual seat itself,” said 
Bolger. “One that has lumbar support and is more 
ergonomic. Before, they would just buy the cheapest 
seat and put it in because that was the way a num-
ber of people operated…but soon they realized at 
the end of the day if you have a happy driver, you 
have an individual who is going to do a better job.” 

Uppington said he also noticed a trend towards 
more comfortable seat options at Kalmar-Ottawa 
and added that it recently introduced a Bose Ride 
seat option on new shunt trucks. 

Kirby said that to add extra cushion for the driver, 
Capacity is noticing more customers are requesting 
to have the truck spec’d with an air ride rear sus-
pension in addition to the cab air ride. 

 Get techy
Telematics isn’t going away anytime soon. Predic-
tive maintenance software is becoming a major as-
set for Class 8 vehicle owners and now that trend 

is trickling down to shunt trucks, according to the 
dealers we spoke to. 

“In terms of trends, we as a group, we’re doing a 
lot with telematics integration,” said Kirby. “It’s a 
hot industry topic and everyone is big on reporting 
predictive analytics so we want our customers to 
have that in the shunt trucks.”

Uppington added that computers and telemat-
ics are for the shunt truck of the future and will be a 
central point on the dash. 

Just recently, Glasvan Great Dane announced that 
it is offering Geotab telematics on Autocar shunt 
tractors. The system will provide: engine and emis-
sions system-related alerts; engine idle reports; 
event logs such as rough hook-ups, harsh braking 
and cornering at excessive speeds and truck-specif-
ic time-stamped performance and operational data.

Just like fleets that use telematics for their on-
road fleets, plugging those telematics into their 
shunt truck will give them the same benefits, deal-
ers explained. Telematics can help owners save on 
fuel consumption, reduce downtime and can ex-
tend the life of equipment. 

 Remember the maintenance 

When it comes to maintenance, it’s important to stick 
to a preventive maintenance schedule, said Kirby. 

“On the maintenance side, we highly encourage 
customers to pay attention to their DPF cleaning,” 
he said. “Typically what we’re finding is that cus-
tomers are extending that for too long. We’re advis-
ing customers to have it inspected bi-annually as a 
best practice. They really need to stay on top of their 
PM schedules.”

He added that when thinking about maintenance 
it’s important to keep in mind the environment the 
truck will be operating in. Will it be dusty, for exam-
ple? If it is, “you will turn air filters more frequently, 
so keep that in mind,” Kirby warned.

Finally, he said, an important factor when main-
taining your vehicle is to ensure your driver knows 
how to operate it. 

“Make sure your driver knows how to use the 
shunt truck. Don’t just assume because they are a 
driver they know how to use it,” he said. 

 Don’t forget the fifth wheel
The fifth wheel is another important aspect of the 
terminal truck that shouldn’t be overlooked, Cob-

ham Jr. stressed. 
“The fifth wheel is an item that people glaze 

over,” he said. “But you’re asking that fifth wheel 
to couple up to 50-75 trailers a day, so it will 
wear out. You need to be spec’ing one that’s 
stronger and one that’s designed for shunting 
and will last longer. You don’t put the same fifth 
wheel on a shunt truck that you put on a high-
way truck. You can, but it doesn’t last and it is 

what everybody does.” 
A smart buyer is up-spec’ing the fifth wheel, ac-

cording to Cobham Jr. 

 Know your dealer 
Finally, knowing your dealer is a major component 
of buying or leasing a new shunt truck. 

“The knowledge of the dealer is important,” ex-
plained Cobham Jr. “Think about how important 
shunt trucks are to the dealer. Look to see if offers 
rentals. Ask if they offer leasing. Equipment can go 
down and what is the ability to access other trucks, 
when they go down? Fortunately, they are breaking 
down on your doorstep, not out in the middle of the 
road, but still, there isn’t a shunt truck provider on 
every corner, so you want to be alongside a dealer 
that has a strong rental fleet so that even if you’re 
purchasing your truck, if something puts that truck 
down, you know you can get another one without it 
affecting your business.”

Kirby echoed this point saying: “Make sure you 
have a maintenance partner…make sure your ser-
vice provider has the hours that are in line with 
your hours to make sure you can get that thing back 
on the road as soon as possible. Shunt trucks are 
critical pieces of equipment for the supply chain, so 
don’t ignore them.” 

SIX
things to consider 
when shopping for 

a shunt truck
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TRUCK NEWS

1248 McAdoo’s Lane, R.R. #1, Glenburnie
(Kingston), Ontario K0H 1S0

Service en francais aussi, demandez pour Darlene

DIESEL TRUCK PARTS INC.

2013 MACK CXU613
MACK MP8 500 HP, 18 SPD., 14/46 AXLES,
70" SLEEPER, 200,000 MILES, STOCK
#225-20. -115179

$85,000

1995 INTERNATIONAL 4900 
CRANE TRUCK

INTERNATIONAL ENGINE; DT, 250
HORSEPOWER, 6 SPD TRANSMISSION;
HYD. BRAKES, HIAB KNUCKLE CRANE,
16' FLATDECK, STOCK #225-21. -116270

2004 KENWORTH W900L
CATERPILLAR ENGINE; C15 SINGLE
TURBO, 12 AND 40'S AXLE(S), NICE
CLEAN, REPAIRABLE UNIT, STOCK #225-
06. -160150

2002 MACK RD 
E7 460, FULLER 8LL, 20/20/46’s,
NEEDS SUSP. WORK, EXCAV BOX
CAB SHIELD DAMAGE, BRANDED
SALVAGE, STOCK #225-01 -112676

CALL JAMES OR RON 877-627-2104
E-Mail: james@morgansdiesel.com

See Our Complete Inventory at 
www.morgansdiesel.com

“2”

AVAILABLE

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

WATER TRUCK !!!  2006 W STAR, MERCEDES
DIESEL, AUTOMATIC, ALUMINUM TANK, SPRAY BAR
- CALL FOR DETAILS – WON’T LAST! -116738

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 WESTERN STAR  FUEL TRUCK, DETROIT
ENGINE; DD13, 20,000L 4-C TANK, DUAL 
EQUIPMENT. IN STOCK- READY TO WORK. FULL
WARRANTY. -123445

2016 PROPANE BOBTAIL- W. STAR, CUMMINS,
AUTO, ALUM WHEELS, WHITE CAB, 3499 TANK,
SIDE LOAD, 5 FUNCTION BASE. -88569

2009 STERLING FUEL TRUCK, 20,000 L, 4-C, 
DUAL  PUMPS, AIR MANI, 3 REELS. 205,000 MILES.
-123447

NEW USEDEASTWAY TANKEASTWAY TANK
THE TANK EXPERTS

2005 ADVANCE QUAD, 56,000 LITER, 5
COMPT, GRAVITY METER, ALUM WHEELS,
PRICED TO SELL! -135752

2001 WESTERN STAR  FUEL TRUCK, CATERPILLAR
ENG; 475 HP, 20,000L ADVANCE TANK, DUAL PUMP-
ING IN SIDE CABINETS, REAR HITCH. -115108

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

$105K +
TANK

$3,999/MO

O.A.C.

2005 STERLING FUEL TRUCK, CATERPILLAR
ENGINE; C10, 10 SPD TRANSMISSION;
20,000 L, DUAL PUMPS & GRAVITY METER. -
123448

2004 FREIGHTLINER M2 FUEL TRUCK, MERCEDES
ENGINE; 450 HORSEPOWER, 13 SPD TRANSMIS-
SION; 18 & 40 AXLE(S), 16,800L 4 COMP
ADVANCED ALUMINUM TANK, 2 LC M10 METERS
P/S BOX, 2 HOSE REELS D/S BOX, AIR MANIFOLD,
BOTTOM LOADING, REAR HITCH. -154980

SOLD
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SOCTOBER 13, 2016

OCTOBER
2016

13Please plan on joining the Country’s Top  
Transportation & Shipping Executives for a day 

of Education & Networking

SURFACE
ummit

TRANSPORTATION
2016 International Centre

NEW LOCATION

TMTV

New online
episode

every Thursday

TTVTMMMTTVTTVTMMMTTV

500 000+ views

y Thursdayever
episode

New online

.trucknews.com/videos/www

y Thursday
episode

New online

.trucknews.com/videos/
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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

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

CWB CCERTIFIED CCOMPANY •• CCWB CCERTIFIED WWELDERS 
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
Visit oour WWebsite aat: www.kingpinspecialists.com

E-mail: rkingpin69@aol.com

Call uus TToll FFree @@ 1-888-221-7774 
For the Dealer Nearest You

TOLL FREE NUMBERS FOR YOUR NEAREST DEALER 
Quebec aand tthe MMaritimes 1-888-939-1011 
Ontario 1-888-221-7774
Western ((Alberta && SSaskatchewan) 1-877-912-1209 
British CColumbia 1-800-427-5865
In tthe UU.S. 1-888-221-7774

www.kingpinspecialists.com    rrkingpin69@aol.com

Free!

  
 

www.truckops.ca
  

Getting a new job
is life-affirming! 

www.truckops.ca TRUCK NEWS
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Atlantis Radiator
TRUCK AUTO SERVICE INC.

SSPECIALISTS IIN TTRUCK
& IINDUSTRIAL RRADIATORS

YOUR CCOMPLETE CCOOLING SSYSTEM SSERVICE
• RRad •• AAir CCharge CCooler •• AAC CCondenser

• WWe  SShip AAcross CCanada
• FREE Inspection && EEstimate
• CCertified TTechnicians
• AAll WWork WWarrantied

www.atlantisradiator.ca

5900 DDixie RRd., UUnit 111, MMississauga, OON LL4W 11E9
(905) 6670-3696 •• 11-800-716-3081

Fax: ((905) 6670-2283 

4 HHour
Drive-Thru SService

(Most TTrucks) Open Monday to
Saturday

DI
XI

E 
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.

HWY 401

SHAWSON DR.

N

BRITANNIA RD.
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Fully SStocked SShowroom!

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

� Trailers � Dump Trucks � Live Bottoms
� Hoppers � Bins � Sheet Plastic

Electric or Manual
Side Roll System

Cable Systems

Retarp Rolling Systems

Distributor for:

Rolling Tarp 
Systems

Roll-off Tarp Systems

SUPPLIES FOR ALL YOUR FLATBED EQUIPMENT NEEDS               www.trisontarps.ca

A Division of Trison Tarps

33 Kippax Court, 
Brantford, ON

N3S 0E5

www.trisontarps.ca
1-866-948-2777
519-720-9464

I  U
I  P

P  M

CAPACITY
OF ONTARIO INFO@CAPACITYTRUCK.COM

WWW.CAPACITYTRUCK.COM

Capacity Shunt Trucks lead the  

industry in design and durability.

Capacity Shunt Trucks are the 

hardest working shunt trucks. 

Capacity of Ontario offers 

convenient and reliable onsite  
shunt service.

Sales  �  Parts  �  Service  �  Leasing  �  Rentals

®

Uptime is important to you. We offer real time performance insights with  

custom remote vehicle reporting and telematics integration. 

SHUNT TRUCK YOU NEED.  AT THE PRICE YOU WANT. 

  

 

 

 

  

   

 

  

  

 

 

 

  

   

 

  

  

 

 

 

  

   

 

  

  

 

 

 

  

   

 

  

  

 

 

 

  

   

 

  

  

 

 

 

  

   

 

  

  

 

 

 

  

   

 

  

  

 

 

 

  

   

 

  

  

 

 

 

  

   

 

  

  

 

 

 

  

   

 

  

  

 

 

 

  

   

 

  

Follow us WE MOVE IRON

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

Check Out Our New Website!

Selling some iron? 
You’ve got options! &
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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 Neptune Meters, 4 Air
Emerg’y Valves, Remote
PTO’S, Auto Throttle.  -101717

1995 
FORD LN8000
210 Horsepower, Automatic
Transmission; 11,000L One
Comp't Alum. Tank, Single
Set Pumping/Metering
Equipment, Midcom Etc
Meter. Great For Equipment
Fuelling. -116213

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 PETERBILT TRI-AXLE
25,000 Litre Aluminum Water Tank, Street Flusher, Dust Control 

and Watering Unit-154984

2016 WESTERN STAR 4700 TANDEM
17,000 Litre , 2 Compartment Aluminum Tank, 

Dual Equipment. -156187

2006 
STERLING L9500
Cat C11, Automatic, 20/40
Axles, Air Ride, 20,000l 
4 Compt Alum Tank, Dual
Pump/Meter Equipment, 
Bottom Loading, Midcom, 
Dot Cert. -115194

1995 
FREIGHTLINER FL80
3200 Gal. Alum. Flusher, 
4 Nozzles, Hose Reel, Spray
Bars, 4” Pump W/Separate
Diesel Engine. Mint Condition. 
City Owned And Serviced 
Regularly! -116214
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416-388-5647416-388-5647
Instagram: Kings_Chrome
www.facebook.com/kingschrome

- Bumpers
- Grills
- Sunvisors

- Stacks
- Polish
- LED Lights

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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Across 
Ontario

We Ship 
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TMTV

New online episode
every Thursday
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.trucknews.com/videos/www

y Thursdayever
ew online episode

.trucknews.com/videos/

500 000+ views
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Follow us

Looking to buy a truck or trailer online?

LOOK NO FURTHER 

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

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 
 34Years!

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 SOLUTI

1#TRUCK EXHAUST
 SHOP

• New & Rebuilt Radiators
• Air Charge Coolers
• NNew && RRebuilt RRadiators
• AAir CCharge CCoolers

• A/C Condensers
• Fuel Tanks
• AA/C CCondensers
• FFuel TTanks

1-888-603-1655
905-795-9009

1-888-603-1655
905-795-9009

• PICK-UP & DELIVERY • Shipping Across Ontario & Canada

(Most
Models)

TRUCK, BUS, INDUSTRIAL & CONSTRUCTION EQUIPMENT SERVICE

4 HOUR DRIVE-IN SERVICE4 HHOUR DDRIVE-IN SSERVICE
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.cawww.kingradiator.ca
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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

New aand UUsed SSales

Rentals

Long TTerm FFinance LLease

Full SService TTrailer && RReefer SShops
Providing MMaintenance AAnd PParts

ACTION
TRAILER SALES INC.

TANDEMS/TRIDEMS
• AIR RIDE

DROP DECKS
ALUMINUM

COMBO FLATS

2013 VANGUARD 53'x102"
TRIDEM REEFER

NEW UTILITY 
53'x102" 3000R

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!

2009 UTILITY 48’ X 102 TRIDEM REEFER
Carrier XTC unit 6825 hours, Hendrickson tridem 6’ and 

6’ spread air ride suspension, Curb side door, HD flat 
aluminum floor, overhead rear door, Maxon 5500 railgate, 

16” aluminum scuff liner, 1 row recessed 
“E” Track. -151756

2013 MANAC 53’ X 102” TRIDEM DRY FREIGHT VAN
6’ and 6’ spread Hendrickson air ride suspension,

disc brakes, 12” hardwood scuff liner, 

translucent roof, exterior rub rail, 

galvanized door case. -151752

2013 UTILITY 53’ X 102” TRIDEM DRY FREIGHT VAN
Hendrickson 6’ and 6’ spread tridem air ride 

suspension, quad door locks, translucent roof, 

HD specs. -151753

(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. -96433

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. 

2007 WABASH 48’ X 102” REEFER
Carrier unit, overhead rear door, HD flat aluminum

floor, 24” aluminum scuff liner, air ride suspension, 

exceptional condition. -151754

(5) 2008 Wabash 53’ x 102” Reefers
Carrier XTC units, stainless front panels, 

radius corners, rear doors and bumpers, front & rear
vents, exterior scuff rail, side skirt, aluminum wheels,

1 row recessed “E” track,  duct floor,  
GOOD OVERALL CONDITION. -123449 

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”

(100) 2011/2012 UTILITY 53'x102" REEFERS

CARRIER 2100 UNITS, DUCT
FLOOR, HENDRICKSON 
AIR RIDE SUSPENSION, 

445/50 22.5 MICHELIN SUPER
SINGLES, TIRE INFLATION 

, STAINLESS REAR DOORS,
DOOR CASE AND REAR BUMPER,
REAR  DOOR VENT, SIDE SKIRTS,

SPARE TIRE CARRIER, WELL 
MAINTAINED FLEET UNITS.

(N.A.P.) -102536

TRADES - 
ARRIVING SOON!

CARRIER 2100 WITH 1960 HRS, 
HENDRICKSON SUSPENSION

WITH 6’ AND 6’ SPREADS, 
DISC BRAKES, HD FLAT 

ALUMINUM FLOOR, OVERHEAD
REAR DOOR WITH SS DOOR

CASE & BUMPER, 
2 ROWS OF RECESSED
“E” TRACK, EXTERIOR 

RUB RAIL. -151755
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TORONTO, ONTARIO

‘If you could do it alone, you would 
have done it already.’ That’s the mot-
to behind one of the most, if not the 
most, successful weight loss programs 
in Canada. And it’s one that was de-
signed specifically for men. 

Harvey Brooker’s Weight Loss for 
Men has been a sort of Mecca for over-
weight and obese men in the Greater 
Toronto Area for decades. Thousands 
of men from all over make the pilgrim-
age to Dufferin Street and up the large 
set of stairs to the weekly support 
meetings. And thousands of men have 
lost their beer bellies, hit their goal 
weight and, most importantly – have 
kept it off all thanks to the program. 

The man behind it all – Harvey 
Brooker – is now 72 and is still incred-
ibly dedicated to changing the lives of 
men who believe it’s in them to lose 
the weight. 

The weight loss program is most-
ly focused on education and motiva-
tion. With a six, nine, or 12-month 
membership, men can attend weekly 
meetings on Sundays, Wednesdays or 
Thursdays. The meetings have a short, 
educational portion, where men learn 
what foods to eat, how to order food 
at a restaurant and how to shop at the 
grocery store and a longer motivation-
al portion where Brooker encourages 
his patients to continue on their jour-
ney to weight loss and a healthy life-
style. Brooker also does one-on-one 
sessions with individual patients. The 
classes mostly focus on healthy eating 
habits, though everyone is careful to 
stress this is a not a diet program – it’s 
a lifestyle change. 

The blend of education and motiva-
tion in his classes was intentional, ac-
cording to Brooker, who has done his 
homework and is always researching 
and improving his weekly presenta-
tions. Especially when you consider 
doctors are among his clientele.

“My first love is motivation,” he 
said. “I’ve had to learn about the edu-
cation part of it all. I’ve had doctors 
and dentists in my classes. I even had 
a neurologist recently, who knows all 
about the nervous system, but doesn’t 
know how to control his own eating. 
So that’s why it’s important to have 
both education and motivation. And 
even the interaction with other men 
in the class… continued attendance 
is imperative because support is the 
only thing that works long-term when 
you’re talking weight loss.”

The program officially launched in 
1985, but didn’t gain traction until the 
late ’90s and early 2000s when Brook-
er turned his advertisements to local 
radio stations and some major sto-
ries were published about him in the 
Toronto Star and the Toronto Sun that 
outlined the program’s unique  
success. 

One of the Brooker’s most vocal 
and famous patients is Toronto’s own 
mayor, John Tory, who dropped 40 lbs 

when he joined the program in Octo-
ber of 2010. Over the years, Brooker said 
he’s helped people of all types – physi-
cians, lawyers, even truck drivers. But 
the one constant: the program is for 
men and men only. 

“I decided to start an all men’s class 
because I found that men had abso-
lutely no answer to how to train them-
selves on how to eat properly and men 
basically didn’t know about nutrition 
and healthy eating at all,” Brooker told 
Truck News. “They don’t understand 
food, and historically, they are trained 
and expected to eat large portions, be-
cause their fathers and grandfathers 
did it. But what most men forget is for 
most, their fathers and grandfathers 
weren’t idle and sitting behind a  
desk or wheel for most of the hours of 
the day.”

Frank Rossi (not his actual name) 
said he made the choice to join Brook-
er’s program after several health is-
sues he had compounded together and 
he was put in a corner. 

Rossi has been a professional truck 
driver since he graduated high school. 
He is currently 62 years old, and in 
January 2015, when he joined the pro-
gram, he weighed 265 lbs – the heavi-
est he’s ever been. 

Rossi said his weight started to 
pile on after he got married at 32. He 
started having hip problems and he 
walked with a limp. By the age of 38, 
he couldn’t walk comfortably and end-
ed up having a total hip replacement. 
Just seven years after that, he had an-
other total hip replacement. After that, 
he had an ankle replacement. 

“After the surgery, my doctor said to 
me, ‘With your weight, you’ll be lucky 
if you get 10 years out of it.  

Keep the weight off and you could get 
a few more years out of the new an-
kle,’” Rossi said. “On top of that, I had 
some cholesterol issues and I had to 
take medication for it. My wife used  
to say to me that I would snore a lot 
and I would stop breathing during my 
sleep so…I just felt that my days were 
numbered and that if I didn’t look af-
ter myself and change my lifestyle, 
these things were going to catch up 
with me.”

So, he decided to join the Harvey 
Brooker program, whose advertise-
ments he had been hearing for years 
on the radio while on the highway. 
And in seven months, he lost 90 lbs. 

“He really opened my eyes on how 
to control hunger and what foods to 
eat,” Rossi said of Brooker. 

In the weekly classes, Rossi said he 
enjoyed learning about portion con-
trol – something he never thought 
about – and how to effectively navigate 
a grocery store to get the most nutri-
tious food. 

“The program taught me to walk 
around the perimeter of the store 
where you can find fruits and vegeta-
bles, fish and dairy products. And how 
to avoid the centre aisles where all the 
canned and processed foods are kept,” 
he said. “I had the hardest time adapt-
ing to portion control, which you learn 
about in the classes. I’m Italian so I 

have to look at all this beautiful food 
and we have a lot of parties but I know 
now when to walk away from the table 
when I’ve had enough.”

He said though the educational ses-
sions are informative, the best part of 
the program is the camaraderie and 
having the support of other men in the 
program. 

“You hook up with some guys in 

there and we share ideas and what 
works for them, what didn’t work,” he 
said. “It’s like you’re part of a team. 
And now, I’m more energized. I care 
about how I look. I dress well. I feel 
sharper. I can walk comfortably now 
without being out of breath. I don’t 
snore anymore. My wife isn’t con-
cerned about me. My doctor is amazed 
and he even took me off the cholester-
ol medication.”

Another driver who joined the pro-
gram is Karl, who didn’t want his sur-
name published.  Karl, 51, is a profes-
sional driver who has been driving 
since he was 18 years old. 

Unlike Rossi, Karl didn’t have  
any major health issues that he knew 
about. 

“My blood pressure was high but I 
was never on any medication,” he said. 
“I joined because I got tired of look-
ing at myself in the mirror. You know, 
when you have to go to another wed-
ding, and I didn’t fit in my suit, then I 
had to buy more clothes. I was tired of 
not being happy with myself.”

Most alarming, between his driver 
physicals he was gaining 20-25 lbs.  

So in September of 2014, he joined 
Brooker’s program weighing in at 329 
lbs. By his 50th birthday in April of the 
next year, he dropped 80 lbs. Today, 
Karl weighs 208 lbs – he lost 121 lbs to-
tal with the program, going from a size 

44 waist to a 34/36 and from 3XL shirt 
size, to L/XL. He has been maintain-
ing his weight for three months.  

In the beginning of his weight loss 
journey, Karl said the biggest struggle 
was being tempted by fast food while 
on the road. 

“So what they tell you in the pro-
gram is to always have healthy snacks 
on-hand,” he said. “That way you 
don’t have to pull into the McDon-
alds. I keep my cooler full of good stuff 
– fresh fruits and veggies, cereal, tur-
key sandwiches, salads. Sometimes by 
the end of the day, I have stuff to bring 
home with me because I haven’t eat-
en it all. Before the program, it would 
be burgers or fast food anytime I was 
hungry.”

And if Karl is thinking about buying 
that bag of chips or a chocolate bar to 
tide him over until dinnertime, Brook-
er is one step ahead of him. Though 
the comparison of Brooker’s Dufferin 
facility to Mecca may seem far fetched, 
it’s not when you realize that his pa-
tients look at him like a guru or sav-
iour because, in essence, he has saved, 
or extended their lives. 

“When you join, you get a medal-
lion,” explained Karl. “It’s almost like 
AA. It has a picture of him on it with 
words of encouragement. I always car-
ry it in my wallet. So when I’m buying 
something, it’s like he’s always watch-
ing me. And it reminds me how far 
I’ve come. I owe Harvey everything 
– his program really changes people’s 
lives.”  
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By Sonia Straface

Karl (above) joined the Harvey Brooker program in September 2014 weighing 

329 lbs (left). Today, Karl weighs 208 lbs (right). 

Harvey Brooker’s 

Weight Loss for 

Men program 

gives truckers 

real results

Karl, professional driver 

Harvey Brooker
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By James Menzies

WOODBRIDGE, ONTARIO

Consolidated Fastfrate this year is cel-
ebrating its 50th year in business and will 
recognize 192 employees who have been 
with the company for 20 years or more.

Six of those employees have been with 
the company for more than 45 years. Ron 
Tepper, founder and CEO of Tepper Hold-
ings, which owns and operates Consoli-
dated Fastfrate, said in an interview with 
Truck News that recognizing long-term 
employees will be the priority when the 
milestone is celebrated this September. 
An event will be held Sept. 26 at the com-
pany’s main terminal in Woodbridge, 

Ont., followed by gatherings at each of its 
other terminals across Canada. The com-
pany employs more than 1,700 people.

“This company is 50 years old in an 
industry in which it’s exceedingly dif-
ficult to survive 50 years,” Tepper said. 

The company plans to decorate trailers 
to commemorate the milestone and will 
present awards to its longest-serving em-
ployees.  While Tepper said the focus will 
be on the employees, there’s also some 
satisfaction on his part from taking over 

a company that was in trouble, modern-
izing it, reshaping it to take advantage of 
shifting trade patterns and strengthen-
ing its profitability. Tepper and partners 
got involved with Consolidated Fastfrate 
in 1994, buying it from the struggling 
publicly traded Federal Industries, a steel 
maker that was looking to shed its trans-
portation businesses.

“They had just gone through the pro-
cess of liquidating Motorways when I 
showed up on their doorstep and it was a 
very expensive process,” Tepper recalled. 
“I didn’t know most of that. I did know 
they were in trouble and were looking for 
someone to take things over with as little 
cost to them as possible as opposed to 
how much money they could get for it.”

The deal was completed in 1994 and 
Tepper, through Tepper Holdings, bought 
out his partners three years later.

Tepper said the company implement-
ed an Executive Information System 
(EIS) to gain better visibility into its costs.

“We measure every single thing we do 
that’s measurable, every single day,” Tep-
per said. “We see it every night around 
midnight, so we look at our activity for 
the day and we can see how we per-
formed. We can see our pickup costs, de-
livery costs, linehaul costs and beyond 
costs, where we take product from our fa-
cility and give it to someone who servic-
es an area we don’t service. Every single 
revenue bucket we have a cost associated 
with that and we have a margin require-
ment and we can see every single night 
if we hit our numbers or didn’t hit our 
numbers. We can get into the last two or 
three days of the month and tell you what 
our P&L is going to look like within 2-3%. 
There are no surprises.”

This ability to better see and manage 
costs helped get Fastfrate back on track 
and is, in Tepper’s mind, “The foremost 
reason for the success of our company.”

The company has also added tech-
nologies to give customers and manage-
ment better visibility into the shipments 
it makes.

“The further and deeper into the sup-
ply chain we’re capable of going, the 
more visibility the customer gets and the 
more visibility we get,” Tepper explained. 
“With visibility we can plan. With plan-
ning, we can be more efficient, get better 
cube utilization, better speed and so on.”

The company has undergone an evo-
lution under its current ownership, 
which saw it transform from a third-par-
ty repositioner of boxcars for Canadian 
Pacific Railway, to an asset-based orga-
nization whose tentacles reach deep into 
the supply chain. The company accepts 
containers at various Canadian ports and 
then transloads freight at its own facili-
ties from 40-ft. containers to more eco-
nomical 53-ft. containers. 

“It’s a whole different way of doing it,” 
Tepper explained. “We went from being 
in CP-owned boxcar terminals to buy-
ing and building our own facilities right 
across the country.”

Today, Consolidated Fastfrate moves 
about 30,000 containers a year. 

Of course this brings additional chal-
lenges, managing assets and their associ-
ated fixed costs within a segment that is 
so closely linked to the overall economy, 
seasonal shipping patterns and weath-
er. Still, Tepper said he feels honoured to 
be a part of the organization through its 
transformation and is eager to celebrate 
its success with the people behind it.

“This business has changed signifi-
cantly and through that change, we’ve 
kept so many people that have been here 
before, during and after the changes, and 
that’s the incredible part,” he said. “I’m 
just lucky to be at the helm of this more 
than anything, watching the people 
who have come from where they were to 
where they are.” 

Consolidated Fastfrate plans nationwide events to honour  
long-term employees, celebrate 50 years in business

Ron Tepper reflects back on the 50-year history of Consolidated Fastfrate.



hile cargo loss 
is a topic that 
has been dis-
cussed numer-
ous times, it’s 
a topic wor-

thy of review due to the number of 
claims dealing with theft, tampering 
or damage. 

Thefts of full loads is common in 
urban areas, as pilferage can occur 
while the cargo is being stored on 
a dock. Also, damage can occur in 
transit or during loading and  
unloading. 

The most important practice to 
keep in mind is to secure the cargo 
because the carrier and driver are 
both responsible for the care, custo-
dy and control of the cargo from the 
time of pick-up until the time of  
delivery.

Trucking companies have a respon-
sibility for providing their staff with 
effective and up-to-date training on 
cargo security and safety. 

This ensures that goods and items 
are in place, secured, and organized.

To avoid cargo loss and claims, 
drivers should observe loading and 
unloading events, where possible. 
Ensure there are written policies on 
load security and the use of locking 
devices, such as heavy-duty pad locks 
and cable/bolt seals. 

In addition, the use of cargo re-
straints and dunnage are an impor-
tant tool to incorporate as a part of 
your practice. 

Dunnage could include such ma-
terials as wood blocking and brac-
ing, air bags, cardboard, large tarps, 
shrink-wrap and more. 

These devices will help protect and 
secure the cargo in the event of hard 
braking, hard acceleration, and  

This month’s expert is David Goruk. David 
is a risk services specialist and has served 
the trucking industry for more than 25 years 
providing 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.
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general movement within or on the 
trailer. 

Another best practice for cargo se-
curity is to keep a log of all persons 
entering the secured site. 

Any unknown personnel on the 
property should be challenged on 
their intentions and escorted off the 
property if they do not have proper 
identification and a valid reason to  
be there. 

Further, employees of the facility 
should receive criminal background 
checks upon hire with regular re-
views throughout their employment. 
Terminals should be secured by fenc-
ing with controlled access points, 
such as gates that either automatically 
close, or are manned by trained security 
personnel.

 Terminals can be secured using 
roving security patrols, closed circuit 
cameras (CCTV), signage, and security 
lighting.

When thieves are being watched, 
either through cameras or by people, 
the desire to steal or pilfer is reduced. 
Signage in a yard stating that the area 
is patrolled and monitored by CCTV 
discourages most criminals. 

Yards should be well lit and trailer 
doors secured. 

The use of pin locks and glad-hand 
locks can also be incorporated on 
parked trailers. 

Remember to lock power units, and 
then place the keys in a locked key 
box inside the office.

The reduction of cargo theft and 
damage lowers or eliminates the cost 
of claims, product waste, and danger-
ous interactions. 

In addition, these strategies keep 
overall insurance costs down while 
protecting customer and carrier  
reputations.

Theft is only a crime of opportu-
nity. Protect cargo and your reputa-
tion. Stop the criminal element. Well-
trained drivers and dock staff can 
help your operation spot would-be 
thieves. 

Don’t give potential thieves the op-
portunity to conduct their operations 
on your watch. 

DAVID GORUK

www.tfsgroup.com

Our mufflers 
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By Edo van Belkom 

Mark dropped off his load in Scarbor-
ough and was trying to hurry up to a 
truck yard in northeast Brampton be-
fore the GTA’s rush hour traffic made 
the trip take three times as long as it 
should. But while the trip – in the mid-
dle of a weekday – shouldn’t have taken 
more than 45 minutes, one hour tops, 
he was sitting in downtown Toronto 
traffic behind a line of cars that had not 
moved in more than half an hour.

At first Mark thought it was just nor-
mal downtown traffic. Then he thought 
there might be construction going on 
that would account for the delay. After 
that, the possibility of a major accident 
crossed his mind, the kind where some-
one loses their life and the police close 
down everything for hours while they 
conduct their investigation.

But none of that seemed to be  
going on. 

In fact, nothing had moved for a long, 
long time…so long, in fact, that most 
people had shut their vehicles down 
and were standing in the roadway try-
ing to see what was going on up ahead.

Mark decided to shut down Mother 
Load as well, seeing as all he’d been do-
ing up till now was wasting time and 
burning diesel. When he got out of his 
truck, he caught the eye of the man 
who’d been driving the car in front of 
him. 

“Do you know what’s going on?” Mark asked.
The man shrugged. “Just a long line of cars from 

what I can see.”
Mark nodded. Then he saw a woman on the side-

walk coming up the street. Surely she must know 
what the problem was. “Excuse me,” Mark said. 
“What’s going on down there?”

“The taxi drivers,” she said. “They’re protesting 
Goober.”

“Protesting what?”
“Goober. You know, the app-based ridesharing 

service.”
“Oh, okay. I’ve heard of that,” Mark said, having 

read about the company that claimed to connect 
people who wanted a ride somewhere with people 
who had the ability to give those people a ride.

“I wish I had heard of it,” the woman sneered. 
“Otherwise I wouldn’t have had to walk all this 
way.”

Mark was tempted to offer the woman a ride, but 
if he ever got out of this jam, he was headed in the 
other direction. “Sorry, I’d like to help you, but I’m 
going the wrong way.”

She smiled and looked at the long line of cars in 
front of Mother Load. “Buddy, you’re not going any-
where.”

Mark looked down the road and figured she 
was right. He climbed back up into his cab and 
switched on the radio hoping to relax.

Then, just as he closed his eyes, there was a 
knock on his door.

Mark looked out the window to see a South Asian 
man offering him up a piece of paper. “Read it!” the 
man said.

Mark was curious. Obviously, this man was one 
of the protesting taxi drivers and he was hand-
ing out the document that outlined what their beef 
was. Mark rolled down his window and took the 
f lyer.

In a nutshell, Goober claimed to be nothing more 
than a technological middle-man offering a much 
needed service. The cab drivers however, consid-
ered Goober to be something much more sinister, 
an unlicensed and unregulated taxi service that 
connected riders with amateur drivers who were 
looking to make a fast buck.

Mark certainly felt for the cab drivers. After all, 
here was a service that was basically trying to un-
dercut their businesses, offering the same service 
but without having to deal with all the regulations 
and licences that cost business owners money and 
assured some level of safety for the user. In addition 
to those concerns there were big questions about 
insurance and the ultimate fate of the taxi industry.

People’s livelihoods were at stake.
But while Mark understood the cabbie’s con-

cerns, he also wondered if services like Goober 
weren’t the wave of the future. The Internet and all 
of its related technologies had changed everything 
about the way we lived our lives. 

   So why not the taxi industry?
   And, why not the trucking industry?
As the thought struck him, Mark glanced over to 

the empty seat to his right. He wasn’t 
moving right now so there wasn’t a lot  
of value to that seat. But, what was the 
value of that seat when he travelled 
from Toronto to Miami, or Montreal to 
Ottawa? 

And so, with more than enough time 
on his hands, Mark took out his phone 
and went to a popular bus company’s 
Web site and inquired to see what the 
cost of a bus ticket from Toronto to say, 
Vancouver. A few flicks of the thumb 
later and he had the answer.

The cost of the trip ranged some-
where between $370 and $550, which at 
first glance didn’t seem like very much, 
but that was the cost of just a single, 
one-way trip. Mark was making trips 
like that every week and if he could earn 
an extra $400 a week just by offering the 
otherwise empty seat to someone look-
ing for a ride he could easily earn some-
thing in the neighbourhood of an ex-
tra $20,000 a year. Mark let the amount 
swirl around inside his brain. Twenty 
grand.

It would buy a lot of fuel. Pay for a lot 
of insurance. Look really good in his 
bank account.

   It seemed a little too good to be 
true…so what about the downside?

For one, Mark would not want to have 
anyone sleeping in his truck overnight. 
Sure, he could charge them more mon-
ey if they did, but he really didn’t want 

to get that cozy with his clientele. He was comfort-
able providing rides, but that was it. There was also 
the possibility of passengers wanting to stop some-
where to eat or use the bathroom and that could 
start to affect his schedule. If he started showing up 
late for a pick-up or delivery, he’d quickly get a rep-
utation that would hurt his chances of getting the 
best loads.

But being late in the trucking industry happened 
all the time for all kinds of reasons. Taxi driver pro-
tests, for example.

A quick check of his watch told Mark that he’d 
been waiting in this traffic jam for well over an 
hour. What was the cost of that to his business? 
While he sympathized with the cabbies, they were 
costing him money at the moment and that didn’t 
seem like a good way to make your point.

And so, in a fit of irritated anger, Mark took out 
his phone again and visited the Goober Web site. 
There was no way he would take a passenger from 
Toronto to Vancouver on his upcoming trip, but 
maybe he could find people looking for shorter 
trips, like Toronto to Timmins, Timmins to Win-
nipeg, and so on and so on all the way across the 
country.

   It was worth a try. A way to make a bit of ex-
tra money, maybe have some fun along the way. He 
clicked on the icon that said, “Sign Up Now!”

   After all, what could go wrong? 

Mark Dalton returns next month in Goober for  
hire Part 2. 

CONTACT YOUR LOCAL REPRESENTATIVE  
OR VISIT MICHELINTRUCK.COM.
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Missing Since: February 24, 2013 

Date of Birth: September 7, 1992

Missing From: Calgary, AB

Height: 6’3” 

Weight: 165 lbs

Eye Colour: Blue 

Hair Colour: Blond

SCHUYLER RHYS BIERKOS

OR CONTACT YOUR LOCAL POLICE DEPARTMENT. ALL CALLS CONFIDENTIAL.

missingkids.ca

IF YOU HAVE ANY INFORMATION ABOUT THIS MISSING PERSON,  

1-866-KID-TIPS
PLEASE VISIT OUR WEBSITE OR CALL US TOLL-FREE

(1-866-543-8477)

missingkids.ca is a program of 
and trade-mark of

Child Find (Ontario) Inc. is an affiliate of the Canadian Centre for Child Protection Inc. 
Together, they provide missing children services in the Province of Ontario.
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By James Menzies
GRAND RAPIDS, MICHIGAN

In an effort to accelerate the penetration 
of air disc brakes in the North American 
market, SAF-Holland is addressing one 
of the most frequently cited excuses to 
stick with drums: cost.

The company says it has leveraged its 
economies of scale and buying power 
with its global suppliers to reduce the 
purchase price of its new P89 trailer air 
disc brake system by about 40%, bring-
ing affordability to the masses. Tradi-
tionally, customers of tandem trailers 
would have to incur about a US$3,500 
price increase to equip a trailer with 
disc brakes. 

“Now, disc brake technology is within 
reach for fleets that were traditionally 
spec’ing drum brakes,” said Roger Jan-
sen, product manager, trailer axles and 
suspensions with SAF-Holland when 
introducing the new P89 to trade press 
journalists on June 9.

Steffen Schewerda, SAF-Holland pres-
ident, Americas, noted fleets today ac-
cept the performance and maintenance 
benefits air disc brakes offer, but are still 
reticent to shell out the significant up-
charge at the point of purchase. 

“There is a prohibitively high thresh-
old in terms of the premium when trail-
er OEMs price these products to the 
market,” he said. “We truly believe we 
can change the picture here with this 
product.”

Disc brakes have become a standard 
specification in Europe and in 2013, 
SAF-Holland produced its two mil-
lionth disc brake-equipped axle. With 
economies of scale come opportuni-
ties to reduce production costs and 
SAF-Holland is looking to pass those 
savings onto its North American fleet 
customer base to encourage the more 
widespread adoption of disc brakes 
here, where fewer than 10% of trailers 
are spec’d with disc brakes, accord-
ing to Schewerda. (The percentage is 
higher in Canada, he noted). 

The company would like to see 20-
25% of North American trailers ordered 
with disc brakes by 2020.

“We think that is realistic,” Schewer-
da said. “The technology is robust. I be-
lieve some companies can offer attrac-
tive commercial conditions to the OEMs 
that drive this penetration and as the 
fleets are catching on, they see the ad-
vantages of disc brakes.”

One fleet that has already made 
the conversion is Pinnacle Express, a 
24-tractor fleet out of Ann Arbor, Mich., 
which specializes in hauling aviation 
fuel. It is running disc brakes on all its 
tractors and trailers and Jim Fox, vice-
president and general manager, said he 
would never go back.

“We’re never going back to drum 
brakes at Pinnacle Express,” he said. 
“There’s more uptime. Yeah, it’s a little 
bit more expensive but the way I look at 
it, these brakes last three times as long 
as drums.”

Fox has estimated he sees a return on 
investment within 18 months. The only 
maintenance that’s required is chang-
ing the pads every three years and he 
says it takes more time to pull the wheel 
off than to swap out the pads. The P89 
requires no greasing.

“Our trailers are almost mainte-
nance-free now,” he said. “We’re only 
worried about tire pressure and lights. 
We don’t have to take the trailer in every 
90 days to grease the slack adjuster and 
the S-cam and to ensure the bushings 
aren’t wearing out.”

He also said they’re safer to operate. 
In one instance a driver loaded to 65 
tons had to dynamite the brakes when a 
car stopped in front of him. He estimat-
ed he came to a complete stop within 
235 feet, avoiding the collision.

Bill Hicks, director, product plan-
ning, Americas with SAF-Holland, said 
a fully disc-equipped tractor-trailer can 
stop from 75 mph in 341 feet, 81 feet less 
distance than a drum-equipped ve-
hicle. The drum-fitted truck would still 
be travelling at 15 mph when the disc-
equipped truck was completely stopped, 
he added.

“This is life and death in many cases,” 
he added. 

Part of the challenge in getting the 
North American market to make the 
switch to disc brakes is convincing them 
problems associated with early genera-
tion products seen in the 70s and 80s 
have been completely resolved. 

“The product, to be honest, was not 
ready,” Hicks said of those early gen-
eration disc brakes, which came with 
undersized rotors that were prone to 
cracking and other shortcomings. Sec-
ond generation disc brakes arrived here 
in the early 2000s and have addressed 
those issues. But while North Ameri-
can fleets have come to accept the per-
formance and maintenance benefits of 
disc brakes, the initial purchase price 
has remained a barrier to growth. Jan-
sen said this will be addressed with the 
P89 platform. 

The P89, in addition to costing about 
40% less than today’s trailer air disc 
brake systems, is also weight-neutral 
compared to drums. It features SAF’s 
SBS 2220 caliper and a 430-mm diam-

eter vented rotor. A dual piston design 
applies pressure more evenly across the 
brake lining than a single piston system, 
Jansen explained. And the 45-mm thick 
rotor provides up to 30% more wear vol-
ume than other offerings, he added. 

A tapered spindle is available, which 
reduces weight by about 10 lbs per axle. 
The P89 is backed by a five-year  
warranty.

For customers wanting a more pre-
mium offering – and willing to continue 
paying the upcharge seen today of about 
US$1,750 per axle – the new P89 Plus of-
fers a more robust, bi-metallic SAF Inte-
gral rotor, which expands and contracts 
in a radial direction, keeping the brak-
ing surface flat and eliminating the so-
called umbrella effect, which causes the 

rotor to bend inward in the middle. The 
P89 Plus also comes with a seven-year 
maintenance-free bearing system, fea-
turing large 89-mm front and rear bear-
ings that are individually sealed and 
lubricated with high-temperature long-
life grease. SAF-Holland officials say 
testing has shown the P89 Plus bearing 
system delivers up to four times better 
bearing life. The P89 Plus is backed by a 
seven-year warranty but is about 30 lbs 
per axle heavier than the P89.

Both braking systems are available for 
order today on the SAF CBX air-ride and 
ULX spring-ride trailer suspensions. 

“Our aim is to be both the high vol-
ume supplier with the P89 and the top  
of the line supplier with the P89 Plus,” 
Jansen said. 

Plans to bring affordability to the masses to 

jumpstart disc brake adoption in North America

The new P89 air disc brake system for trailers is now available for order.
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“I can do this!”

By Edo Van Belkom

      ic returns home after a long and adventurous trip deep into the southern United States. He was detained by law 
       enforcement authorities in the States and then held for questioning by the  Canada Border Service Agency when
       he tried getting back into Canada. As it is every time he returns from a long trip, his wife, son and daughter are 
there to greet him at the truck yard and drive him home.

       ic is happy everyone is
        so happy to see him, 
        but he has another 
load waiting and will have 
to cut his return short. “I’d 
love to spend more time 
at home but here is a load 
for Montreal that has to 
be there the day after 
tomorrow.”

“But you’re gone all the 
time,” his wife says. “It was 
never like this in the old 
country.”

Vic smiles. “Canada is a big, 
beautiful country. Everything 
is far away from each other 
and there is much work for 
truck drivers.”

      his is so exciting!” Vic’s wife 
       says as he starts up the 
       truck and gets ready to 
move. For him it’s just another 
run to Montreal, something he’s 
done dozens, if not hundreds of 
times before. But for her it’s an 
adventure, something truly new 
and exciting. If he’d known it would 
be so much fun for her he would 
have done it a long time ago.

      ut after a few hours on the highway, she begins to turn her 
       attention from outside to inside. She watches him guide 
       the truck, shift gears every so often, and check his mirrors 
for the traffic around him. At last she says, “Driving this truck 
doesn’t look too difficult.”

“Traffic is light,” Vic says. “The weather is good, it’s daylight 
out, the road is straight, the truck is running well and we have 
plenty of time.”

“I’m sure driving can be a lot harder, but it doesn’t seem to be 
that hard right now.”

      ic considers it. It would be nice to have 
       someone riding with him on the drive, 
       and it would be a lot of fun to watch 
his wife wonder at the countryside as 
it rolled by, but there were practical 
considerations to think about as well. 
“Who will look after the children while you 
are gone?”

“My sister can take them in for a couple 
of days. She’s invited them over to stay 
many times before. It would be fun... like a 
holiday.”

Vic finds he can’t say no. “Sure. Why not?”

“You are so lucky to see so much of this country.”

“Sometimes, I wish you could see it too. It’s hard to enjoy 
something without having someone else to share it with.”

      he next day, 
       with the  
       kids at Vic’s 
sister-in-law’s 
house, Vic and 
his wife prepare 
for the drive to 
Montreal.
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“We were waiting so long. 
You are more than a day late.”

All Vic can think is, “What have I got myself into?”

“Why don’t 
you take me 
with you to 
Montreal?”

“I hope you will be home for a few days 
now. We’ve missed you so much.”
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Buy, Sell, Prosper
Thousands of trucks, thousands of trailers. Whether you’re buying or

selling, you need to use Truck and Trailer. You don’t have to take our

word for it, ask our customers why they keep coming back.

Canada’s #1 Source for Heavy Trucks and Trailers

truckandtrailer.ca

1-877-682-7469



It takes a special kind of carier to haul  
giant loads on a daily basis – and Brant-
ford’s Fleetway Transport has it all figured 
out. Sonia Straface spoke with David Rees 
of Fleetway to ask how they found  
success in this oversized business.  
 

oving special-
ized, oversized, 
overweight 
equipment is a 
job only fit for a 
carrier that has 

the experience and personnel to exe-
cute such a daunting task. 

But for Fleetway Transport, moving 
mining equipment from southern On-
tario to the port of Baltimore is just an-
other day. 

Fleetway is a specialty carrier based 
out of Brantford, Ont. that hauls most-
ly humongous loads across Canada 
and the eastern half of the US. The 
company has been around since the 
early ’80s and its history is part of the 
reason why Fleetway has been suc-
cessful, according to current presi-
dent, David Rees. 

Rees is the fourth generation to run 
the family business, which originally 
was called Rees Transport. Rees was 
started by David’s great grandfather 
and was eventually sold to Maislin 
Transport in 1979. Shortly after, Fleet-
way was born, starting out as a leas-
ing company. Through smart man-
agement and business advice being 
passed down through the generations 
over the years, Fleetway has posi-
tioned itself into being one of Ontario’s 
premier specialty carriers. 

Today the company boasts 92 power 
units and 300 trailers and its business 
is sectioned off into two main divi-
sions: flatdeck and dry van. 

On the flatdeck side, Fleetway 
moves everything from structural 
steel to hospital curtains to forestry 
and mining equipment. The division 
has also been included on a number of 
notable projects including the Free-
dom Towers rebuild in New York City. 
On its dry van side, Fleetway hauls re-
frigerated products – like grocery cool-
er display cases – to major retailers. 

Like many trucking companies, 
Rees says the reason for the company’s 
ongoing success is simple: the people 
who work for him. 

“For a transportation company to be 
successful you have to be very good at 
what you do and you have to have the 

M

right people to help you. So we’re real-
ly in the people business,” he said. “It’s 
changed a lot over the last 20 years 
how we handle associates. Today, we 
provide them with the best tools, the 
best training, the best technology, and 
comfort to enhance and exceed cus-
tomer expectations. Buying the equip-
ment is easy. It’s the drivers, the ad-
ministrative people, the technicians 
that make Fleetway so successful.”

Rees said that by hiring the best 
and providing them with the resourc-
es they need, Fleetway has essentially 
built one smooth-operating machine 
that can work well together.

One example Rees gave of how well 
operations, dispatch, and drivers work 
together was on a recent delivery to 
new a condominium construction site 
in downtown Toronto. 

“We have a site downtown at Yonge 
and Eglinton,” he said. “So the op-
erations people drove down and met 
with the customer on site, because the 
logistics was a nightmare in down-
town Toronto. So freight was being 
delivered to the highrise. Trucks all 
had to be marshalled in and out. So 
we scoped out the site, we had spot-
ters and escorts and police to block 
off the site, just to make the process as 
smooth as we could make it. And after, 
the customer said they’ve never seen a 
job go so smooth before. We had to use 
special 37-ft trailers that we had made 
for this customer because we knew 
we couldn’t get 53-ft trailers in there. 
There was no room. We had over-di-
mensional loads going there, dry vans 
driving in and out. It was for an exist-
ing customer of ours and they were re-
ally happy with the operations people 
and the drivers and the efficiency of 
the whole day.”

Not only has the company perfect-
ed how to move large items from Point 
A to B, it has learned that diversifica-
tion is key to success. In its terminal 
in Brantford, Fleetway has a mainte-
nance shop complete with six drive-
through bays where it has 10 techni-
cians doing all its maintenance. It also 
has a 24,000 sq.-ft. warehousing facil-
ity that will soon double in size on its 
15-acre lot to better serve its custom-
ers’ warehousing needs. 

Of course, though the company has 
almost all of its trucks full, Rees said 
its biggest problem is the driver short-
age. To combat this, Rees said Fleet-
way is a regular advertiser and has 
been working with local colleges and 

high schools in the area to find young, 
enthusiastic drivers who want to be on 
the road. 

“The average age of our employ-
ees is 52,” he said. “So our focus in 
the next four years is replacing those 
20-year-plus employees. To do that, 
we’ve put youth into driving posi-
tions. We’ve invested in their training 
and have started developing them to 
complement our long-term employees 
here.”

Rees said new hires go through a 
rigorous three-month training pro-
gram that is often run by Fleetway’s 
risk management safety director. Over 
the course of the three months, new 
drivers learn all about cargo secure-
ment, the importance of a driver’s ap-
pearance and how to do a proper pre-
trip inspection. 

“The vision is to provide them with 
the best equipment, tools, training, 
and environment to sustain them for 
a long period of time,” he said. “A lot 
of the time (new drivers) work with a 
senior driver for an extended period 
of time until operations and the risk 
manager has the confidence in him/
her to let him/her loose. We also try to 
keep them within a 400-mile radius in 
the first year.” 

Today, Fleetway boasts a below-in-
dustry average driver turnover rate 
and Rees said he believes his driv-
ers are sticking around for multiple 
reasons: the company’s dedication to 

safety, the new equipment the compa-
ny invests in and its adoption of new 
technology. 

Safety is important to Fleetway sim-
ply because of the nature and value 
of the products it hauls. The compa-
ny has quarterly safety meetings and 
with its in-house maintenance shop, it 
has found new ways to be even safer.

In addition, Fleetway drivers enjoy 
driving Freightliner Cascadias and 
being in the loop with the latest tech-
nology. 

Rees said that the company rolled 
out e-logs more than two years ago 
and his drivers were thrilled to do 
away with the old paper logs. 

“It’s been a very smooth transition,” 
he said. “It has exceeded our expecta-
tions. We’re hoping Canada mandates 
them – the sooner the better. The driv-
ers actually do fewer miles and make 
the same money with them. The driv-
ers have their day planned out and 
with the e-logs we are finally getting 
customers on side, because they un-
derstand HoS rules better now.”

So far, Fleetway has grown organi-
cally as its customer base has grown, 
but Rees hinted that it is on the acqui-
sition path. 

“I don’t have an expectation to grow 
to 500 trucks, I don’t want 500 trucks 
but I think we could be at 150 within a 
couple years,” he said of Fleetway’s fu-
ture. “But unless it’s a fit for our opera-
tion, we’re not interested.”  

David 
Rees
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Take control of the  
miles ahead with  
these long-lasting  
BFGoodrich® tires

 

Take control today at BFGoodrichTruckTires.com



Unreserved public  
equipment auctions

Featuring top name trucks & trailers 
Freightliner, Kenworth, Peterbilt and more, 

including late model fleet trucks

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.

Montreal, QC
July 7 (Thursday) 8 am
Location
1373 Rue Brière, Mont-Saint-Hilaire, QC 

More items added daily
Call about selling: 450.464.2888 

Toronto, ON
July 13 (Wednesday) 8 am
Location
3 Manchester Court, Bolton, ON

More items added daily
Call about selling: 905.857.2422 

  See complete listings at  rbauction.com   

2012 Peterbilt 367 w/Hiab 322EP-5 7400 Kg | Montreal

3 of 4 – Peterbilt 335 | Toronto

2 – International 4300 SBA | Montreal

2007 Sterling LT9500 w/Manitex 30102 30 Ton | Montreal

3 – 2011 International ProStar | Toronto

1 of 2 – 2016 Hino 338 | Toronto

1 of 3 – 2009 Freightliner Argosy | Montreal

2 – Unused – 2017 Western Star 4700SF | Toronto

2007 Link-Belt HTC8690 90 Ton | Toronto 3 – 2013 International ProStar | Montreal

Dealer License 69767, MV Dealer No. 4585592 OAC.  

Fast, flexible leasing and financing available – up to 100%, $0 down
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weather and environment, driver performance, etc.  © 2016 MNA(C)I. All rights reserved. The “Michelin Man” is a registered trademark licensed by Michelin North America, Inc. (C14032)

Switch to MICHELIN® X One® wide base single tires to save up to 10% in fuel1  
and 1,410 pounds in payload.

To learn more, visit michelintruck.com. 

BECAUSE YOUR BOTTOM LINE COUNTS,
rely on MICHELIN®

  
X One® tires


