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B.C. log trucks no longer require ABS, auto-slack adjusters
By James Menzies

PRINCE GEORGE, B.C. – 
B.C.’s Commercial Vehicle Safety 
and Enforcement (CVSE) agency 
has exempted log trucks operating 
primarily on forest and industrial 
roads from complying with regu-
lations requiring anti-lock brak-
ing systems (ABS) and automatic 
slack adjusters.

The agency issued a notice to 
inspection facilities and autho-
rized inspectors on Dec. 31, 2011 
indicating: “By means of this no-
tice, the requirement for inspec-
tion criteria of anti-lock brakes 
as stated in the Vehicle Inspec-
tion Manual is amended so that 
vehicles equipped with (ABS) 
components that may not meet 

inspection criteria or that do not 
function as OEM and that operate 
primarily on industrial or forest 
service roads may pass a provin-
cial inspection.”

The notice pertains to the B.C. 
Vehicle Inspection Manual regu-
lation that requires vehicles with 
a GVWR of greater than 10,000 

WASHINGTON, D.C. – The 
much-anticipated revisions to US 
hours-of-service regulations were 
released just prior to Christmas, 
retaining the 11-hour driving day 
but earning the scorn of the in-
dustry just the same.

While it seemed lawmakers 
aimed to appease the trucking in-
dustry and special interest groups 
alike with the revisions, by tak-
ing the perceived safe road and 
retaining the 11-hour driving day 
while reducing weekly driving 
limits, it seems the rules have in-
stead angered everyone.

While daily driving time was 
not changed from 11 hours, the 
maximum hours a driver can work 
per week was reduced by 12 to 70, 
by limiting drivers to one 34-hour 
restart per seven-day period. The 
new rules, laid out by the Federal 
Motor Carrier Safety Administra-
tion (FMCSA) also require driv-
ers to take at least two nights’ rest 
between 1 and 5 a.m. during each 
reset period.

The revisions also require driv-
ers to take a half-hour break after 
driving for eight consecutive hours.

New US 
HoS rules 
revealed
Rules retain 11-hour 
driving day, but  
require more breaks

See page 16
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THE ROAD TO SUCCESS 
IS NEVER DOWNHILL.

It’s a long way to the top. That’s why we build trucks ready to haul your business to the front of the pack. 
With 5%* better fuel economy, exceptional driver comfort and nationwide customer support, Freightliner 
keeps your drivers happy and your vehicles on the road and earning. To learn more about how we can help 
you take your fl eet to the top, visit FreightlinerTrucks.com/FleetSpotlight.
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THE ROAD TO SUCCESS 
IS NEVER DOWNHILL.

It’s a long way to the top. That’s why we build trucks ready to haul your business to the front of the pack. 
With 5%* better fuel economy, exceptional driver comfort and nationwide customer support, Freightliner 
keeps your drivers happy and your vehicles on the road and earning. To learn more about how we can help 
you take your fl eet to the top, visit FreightlinerTrucks.com/FleetSpotlight.
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OEM This Month Last Year

Freightliner 713 488

International 461 466

Kenworth 546 278

Mack 169 148

320 194 193

Sterling 0 0

Volvo 303 206

Western Star 151 107

TOTALS 2663 1887

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

Freightliner 342 677 150 302 3,152 927 252 109 4 30 5,945

Kenworth 467 1,827 294 187 822 978 121 0 0 0 4,696

Mack 63 220 126 65 721 216 39 28 0 37 1,515

International 293 760 94 286 1,764 1,023 249 130 30 73 4,702

Peterbilt 316 796 219 251 495 379 127 27 0 0 2,610

Volvo 182 156 105 259 1,113 470 116 55 0 6 2,462

Western Star 302 511 64 29 242 239 55 67 0 11 1,520

TOTALS 1,965 4,947 1,052 1,379 8,309 4,232 959 416 34 157 23,450

Canadian Class 8 truck sales had a 
strong month in November. The 2,663 
Class 8 trucks sold far surpassed the 
monthly totals from last year as well 
as 2007 to 2009 and from 2000 
to 2003. November sales also sur-
passed the five-year average by more 
than 600 units. This follows on the 
heels of a strong October showing for 
Class 8 sales.

Monthly Class 8 Sales – Nov 11 Historical Comparison – Nov 11 Sales

Historical Comparison – YTD Nov 11

Class 8 Sales (YTD Nov 11) by Province and OEM

Despite the economic uncertainty, Class 8 truck sales continue to rebound in 2011 buoyed by years of deferred purchases – one fifth of Canada’s Class 8 truck fleet is more than 
5 years old. The YTD sales totals are now significantly better than the sales figures posted in 2010, 2009 and 2008 and also better than the YTD results of 2001, 2002 and 2003. 
They’re not far off the pre-recession sales totals from 2007 and are running above the five-year average. Our forecast for 2011 was for Class 8 sales to come in between a low of 
23,100 and a high of 24,300 but a decent December will push sales past the projected high mark.

With one month left to report to close out 2011, Freightliner continues to hang on to the mar-
ket share lead in the Canadian Class 8 market, enjoying a commanding 26% market share. 
International, a former market leader who has adopted different engine emissions technol-
ogy than the rest of the OEs, is battling it out with Kenworth for second place. That battle is 
so tight that Navistar leads by just 6 more trucks sold YTD. Petebilt and Volvo are the only 
other two manufacturers enjoying a 10% or greater share of the Canadian Class 8 market. 

The 2,663 trucks sold in November made for the sixth month this year with sales above 2,000. 
With October also being above 2,000, the year’s final quarter will be a strong one. Sales 
have also come within less than 200 of achieving the 2,000 mark on three more months.

Market Share Class 8 – Nov 11 YTD12 – Month Sales Trend

Source: Canadian Motor Vehicle Manufacturers Association

WHEN YOUR ENGINE PARTS
ARE PROTECTED WITH DELO® ELC,
EVERYTHING’S COOL.
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A company product

DELO® DELIVERS CONFIDENCETM

Sometimes, all you need to hear is: everything’s cool. With Delo® Extended 

Life Coolants, not only do you get cool, but you get the technology leadership, 

protection and confidence you need to focus on your business. Delo ELC 

is formulated to reduce maintenance and inventory costs by delivering 

1.2 Million km of worry-free protection without the need for any additional additives. 

Whether you’re running newer EGR or ACERT™ technology engines, or running 

engines using various fuel types, Delo ELC delivers complete cooling system protection. 

When you consider the value of using Delo ELC, you 

may find that the most important part of your 

engine isn’t a part at all, but the fluid that 

keeps it cool. Learn more about Delo ELC 

and The Delo® Performance Advantage™

online at www.deloperformance.com.
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When bad decisions are made on an enormous scale
You’re going to read about a cou-
ple of bad decisions in this month’s 
Truck West. Or if you are a regu-
lar visitor to our Web site, you’ve 
likely read about them already. 
We all make bad decisions once 
in a while. Some of us, more often 
than others. 

The US Federal Motor Carrier 
Safety Administration (FMCSA) 
should know better. By pander-
ing to special interest (read, anti-
truck groups) and re-opening the 
hours-of-service rules for com-
mercial drivers at a time when 
truck safety performance was 
better than it has ever been, the 
agency was unable to disguise its 
true agenda.

The rules, released late on the 
afternoon of Dec. 23, while the 
agency surely hoped many indus-
try observers would be preoccu-
pied with the looming holidays, 
make little sense, particularly if 
you were to believe the changes 
were truly aimed at improving 
highway safety.

The rules, in short, require driv-
ers to take a 30-minute break after 
eight hours of consecutive driving. 
Fine. But they also require driv-
ers using the 34-hour reset to take 
at least two nights off (between 1 
and 5 a.m.) during that reset pe-
riod. That’s just wrong.

For one, this will make over-
night parking spaces – already a 
luxury in many areas – even hard-
er to come by as drivers time their 
reset to comply with the require-
ment. It’ll also put more trucks 
on the road in the morning rush 
hour, where they’ll be jockeying 
for space with morning commuters 
as they come off their reset. And 
additionally, the new requirement 
will present a difficult adjustment 
for drivers who regularly drive at 
night and whose sleep patterns 
have adjusted accordingly.

The FMCSA backed off its 

threat to reduce daily driving time 
from 11 hours to 10 – the lone sil-
ver lining for the trucking indus-
try – but in doing so, it managed 
to upset not only the industry but 
also those groups that advocated 
for the changes in the first place. 
So in the end, no one’s happy, and 
the rules will likely be challenged 
in the courts at an enormous ex-
pense to taxpayers and the lobby 
groups that represent the interests 
of carriers. 

And speaking of bad decisions, 
banana conglomerate Chiquita 
got some really bad advice from 
environmental group ForestEth-
ics, which advised the company 
to take a public 
stance against fuel 
sourced from Can-
ada’s oil sands.

The policy might 
have slipped be-
neath the radar, but 
when the media got 
wind of it, a fire-
storm erupted that 
brought national 
attention to Chiq-
uita’s hypocrisy. 

B y  e n c o u r -
aging its trans-
port providers to 
avoid buying fuel 
sourced from the 
‘tar sands,’ Chiq-
uita indirectly en-
dorsed oil from the 
Middle East, where 
crimes against hu-
manity routinely 
exceed any per-
c e ive d  c r i m e s 
against the envi-

ronment, which may or may not 
be occurring in Western Canada, 
depending on your perspective.

Also, old news reports about 
Chiquita paying terrorist orga-
nizations to protect its work-
ers suddenly became fresh news 
once again. Did you know Chiq-
uita funded Colombian terrorists? 
I didn’t. But I do now. Is it a co-
incidence that Dole bananas are 
looking a little riper in the super-
market these days?  

As I said before, we all make 
bad decisions now and again. 
These two bad decisions of epic 
proportions should make us all 
feel a little better about our own 
comparatively minor missteps.  n

Maximize uptime, minimize risk
I don’t often use this space to dis-
cuss new products, preferring in-
stead to address the many issues 
that plague the industry. My recent 
travels, however, brought to my at-
tention a product that addresses an 
issue that I think will acquire in-
creased attention in the “new nor-
mal” of slow economic growth and 
continuing high costs of operation: 
the need for all fleets, but smaller 
fleets in particular, to greatly boost 
their operating efficiencies by in-
vesting in technology.

Research from the US shows that 
the pain of the slow economic recov-
ery is not being felt equally across 
the industry. US truck freight vol-
umes grew overall in 2011 but large 
carriers grew their volumes at a sig-
nificantly faster pace than small car-
riers were able to do. 

The same disparity has been re-
corded with US carrier revenues. 
Whereas large carriers were grow-
ing their revenues at about a 9% clip 
in 2011, small carriers could only 
muster one third of that.

To survive in such a tough cli-
mate, small carriers have to be able 
to squeeze every minute of uptime 
out of their equipment. Yet in the 

absence of good information, it’s all 
too difficult to identify problem ar-
eas and all too easy to make wrong 
decisions.

Take for example what happens 
when a Check Engine light comes 
on. The seemingly prudent thing for 
the driver to do would to be abort 
delivery and drive the truck to the 
closest repair shop so a technician 
can have a look. But did you know 
that there are a couple of hundred 
fault codes that could bring that 
Check Engine light on, and the ma-
jority don’t require that the truck be 
pulled immediately out of service? 

In the majority of cases the de-
livery can still be made and the 
truck serviced at the next opportu-
nity. But how do you know when 
that’s the case? Should you allow 
your drivers to guess and risk ma-
jor damage to the engine?

That brings me to a product called 
Virtual Technician, offered as stan-

– Lou Smyrlis can be reached by 
phone at (416) 510-6881 or by  
e-mail at lou@TransportationMe-
dia.ca. You can also follow him on  
Twitter at Twitter.com/LouSmyrlis.
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The view
with Lou
LOU SMyRLIS

dard on every EPA2010 Freightlin-
er truck (optional on Western Star 
trucks) equipped with a Detroit en-
gine. I got an in-depth look at Virtu-
al Technician during a press trip ar-
ranged recently by Daimler Trucks 
North America. 

The on-board diagnostic system 
provides real-time engine diagnos-
tics, enabling drivers and fleet man-
agers to evaluate what to do when 
the engine service light comes on 
in the truck. The system provides a 
technical snapshot of the engine’s 
status to the Detroit Customer Sup-
port Centre as soon as the Check 
Engine light comes on. The Support 
Centre then determines the exact 
issue, recommended service, how 
soon the engine needs to be ser-
viced, and closest authorized De-
troit service location and relays the 
information to the fleet. As compa-
ny officials pointed out, in many in-
stances the truck can keep running.

But the difference is that by le-
veraging technology the guesswork 
has been removed so uptime can be 
maximized with no risk. n

Editorial 
Comment
JAMeS MeNzIeS

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

CALGARY, Alta. – The ninth annu-
al 18 Wheels of Christmas campaign 
collected more than 100,000 lbs of do-
nations for local food banks this past 
Christmas season.

This year’s campaign kicked off with 
K97 FM radio host Terry Evans liter-
ally living in the 53-foot trailer in Ed-
monton until enough food was collect-
ed to force him out the rear doors. It 
took four days to reach the goal, allow-
ing Evans to take his sleeping bag and 
abandon his trailer home, organizers 
told Truck West.

Edmonton alone collected 60,000 
lbs of food as part of the Christmas 
food drive, which calls on folks in the 
transportation industry to donate cash 
or food, which is then donated to their 
local food bank. The event is coordi-
nated by Rosenau Transport, which 
donates a specially decorated 53-ft. 
trailer to the effort.

This year’s campaign visited Ed-
monton, Calgary and Okotoks, Alta., 

Sparwood, B.C., Regina and Saska-
toon, Sask. and Brandon, Man. 

For their part Saskatoon-area do-
nors contributed 15,600 lbs of food.

“This donation ensures that we 
can meet people’s needs in the com-

ing months. We could not be more 
please with 18 Wheels of Christmas, 
their supporters and donors, tremen-
dous show of support for the commu-
nity,” said Laurie O’Connor, interim 
CEO of the Food Bank and Learn-

ing Centre. Sparwood, B.C. repre-
sented the smallest community to 
take part, yet still contributed more 
than $2,900 in cash donations, orga-
nizers say. Those funds were given to 
the Sparwood Food Bank for the pur-
chase of food and supplies.

This year marked the first time 
Regina and Brandon were involved 
in the campaign. And Calgary, home 
of the original 18 Wheels of Christ-
mas, raised about 30,000 lbs of food in 
large part due to the donations of Flu-
or Canada and the Fluor Cares com-
mittee. It raised $3,300 in cash and 
1,650 lbs of food all on its own.

Event organizer and co-founder 
Colleen Nickel told Truck West the 
trailer will carry the names of do-
nors and will be put back into regu-
lar service until the next Christmas 
campaign. n

B.C. Transport 
Minister puts 
speed limiter 
concerns to rest
VICTORIA, B.C. – The North 
American Truckers Guild 
(NATG) says it has been assured 
by B.C. Transportation Minister 
Blair Lekstrom that there are no 
plans to implement speed limiter 
legislation in that province.

In a letter to the Guild, Lek-
strom wrote: “Please be assured 
British Columbia is not planning 
to legislate the mandatory use 
of speed limiters. An estimated 
43% of commercial vehicles oper-
ating within our province already 
have their speed managed volun-
tarily through speed limiters. As 
well, Transport Canada has de-
termined that the mountainous 
topography of our province con-
tributes to 97.2% of heavy trucks 
operating at speeds less than 105 
km/h, compared to 40 to 70% for 
other provinces.”

Lekstrom also hinted that the 
four western provinces would 
likely collaborate on any such leg-
islation as part of the New West 
Partnership Trade Agreement.

“This agreement is intended 
to eliminate trade, investment 
and labour mobility barriers 
between the three provinces,” 
Lekstrom wrote. “As such, po-
tential regulatory changes, 
such as the mandatory use of 
speed limiters, would need to 
be considered within the con-
text of British Columbia’s com-
mitment to the New West Part-
nership Trade Agreement.” n

Cash, food collected by growing 18 Wheels of Christmas campaign

bigger and better: The 18 Wheels of Christmas campaign continues to 
grow, expanding its reach throughout Western Canada.
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logging

lbs to be equipped with ABS if 
manufactured on or after April 
1, 2000.

Also on Dec. 31, the agency is-
sued an amendment notice indi-
cating “air brake equipped vehi-
cles with manual slack adjusters 
that operate primarily on in-
dustrial or forest service roads  
may pass a provincial mechanical 
inspection.”

That amendment stems from 
Bulletin 03-10 issued on Aug. 
30, 2010, which outlaws replac-
ing automatic slack adjusters with 
manual slack adjusters on vehicles 
manufactured on or after May 31, 
1996.

The two amendments are be-
ing heralded as a major victory 
for log haulers, who have pointed 
out concerns with ABS and auto-
matic slack adjuster safety on log-
ging roads.

“CVSE as been made aware 
that some vehicles in B.C. that 
operate primarily on industrial 
and/or forest service roads may 
have issues with the proper opera-
tion of (automatic slack adjusters/
anti-lock brakes) due to adverse 
road bed conditions,” the agency 
said in its notices.

The CVSE defines industri-
al and forest service roads as “A 
road on Crown or private land 
used primarily for transporta-
tion by motor vehicle of natural 
resources, whether raw, processed 
or manufactured, or machinery, 
materials or personnel, and in-
cludes all bridges, wharves, log 
dumps and works forming a part 
of the road.”

One log hauler told Truck West 
the amendments were significant, 
but did not go far enough towards 
addressing trucks that spend a sig-
nificant part of their time on-high-
way. Nonetheless, the Central Interi-
or Logging Association trumped the 
announcements as a major victory.

In its Jan. 6 FactsFax bulletin, 
the association said “The CILA 
worked hard on this file, follow-
ing up on years of work by CILA 
member Lloyd Inwood from 
Quesnel. We want to acknowl-
edge Lloyd’s tireless efforts to 
make log hauling more efficient 
and sustainable and the rules per-
taining to log trucks more reason-
able and practical.”

In a September e-mail to CILA, 
Inwood outlined some of his con-
cerns with ABS performance in 
the bush. 

They included: amber light 
coming on for no apparent rea-
son; plastic brake valves getting 
broken by rocks; loss of brakes 
on steep hills; spongy brakes on 
gravel roads; and poor perfor-
mance compared to non-ABS 
trailers. 

Inwood also expressed frus-
tration over the durability of the 
plastic used to secure wires to the 
air lines and cam tubes being de-
stroyed by rocks and debris on 
logging roads. 

“In the mud the fine wires are 

cut or pulled out of the dust cov-
ers, causing sensor gap issues. On 
the mechanical suspension trail-
er, ECU fails from vibrations or 
breaks the port off the air tank,” 
Inwood pointed out.

As for automatic slack adjust-
ers, MaryAnne Arcand, CILA ex-
ecutive director, told Truck West 
“My understanding is it had to do 
with them not functioning prop-
erly in mud, snow and ice condi-
tions. Those concerns are now 
also being directed at the poten-
tial move by Transport Canada to 
(mandate) disc brakes on trucks, 
which we will try to stop before 
it happens, rather than fight it for 
10 years afterward.”

Meanwhile, loggers are lauding 

the decision by the province to al-
low non-ABS trailers and manual 
slack adjusters on logging appa-
ratus. But it does raise the ques-
tion about the use of the term 
‘primarily.’ 

For instance, would a truck that 
serves within an off-road logging 
application part of the year, but 
on-highway hauling goods during 
certain times of the year qualify 
for the exemption?

When pressed for clarification 
by CILA, CVSE director Brian 
Murray provided the following 
interpretation: “If a truck/trailer 
is being used on a logging road/
resource road to assist in logging 
operations between the minimum 
mandatory six-month vehicle in-

spections, then it is deemed to be 
primarily used on an industrial 
road or FSR (forest service road). 
Logging shows can move multiple 
times in a year and create a mul-
titude of differing off-highway ki-
lometres run vs. on-highway ki-
lometres – depending on where 
the timber licence is located in 
the bush. 

“Some of these trucks may 
also be used to haul other re-
source commodities or lowbed 
equipment on FSRs and indus-
trial roads during spring break-
up for road repairs or construc-
tion of access roads and to 
mobilize fire equipment during 
logging down times. In the end 
it’s all about a braking system 
that functions properly, and a 
greater onus is now put on the 
operator and carrier to ensure 
this is done when presented with 
these options.” n

Loggers say ABS, auto-slacks have no place in the bush
Faulty warning lights, ECU failures, poor performance and 
broken parts among the problems affecting off-road truckers
Continued from page 1
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opinion

The times, they are a changing…but 
are you? You may have a yard full of 
new equipment, the latest technol-
ogy and a vocabulary full of buzz-
words, but do you still think like 
you’re in the dark ages?

We’re leaking bodies from the in-
dustry and like any leak, it’ll only 
get worse. There’s already a driv-
er shortage. Although this in itself 
may not be affecting you right now, 
but it will, even if you’re currently 
fully staffed. As the shortage wors-
ens, companies will raise their game 
and drivers that you thought were 
around for life suddenly fall down 
with ‘The grass is greener on the 
other side’ syndrome and hand in 
their two weeks’ notice.

I have a solution to not only re-
cruitment and staff retention, but 
also to increased productivity. It’s 
very simple; all you have to do is 
put a smile on people’s faces. Hap-
py workers are good workers. I base 
this on my own experiences of be-
ing an employer and an employ-
ee. I have put it into practice, as 
an employee by quitting a job if I 
was unhappy and as an employer 
by trying to create a happy work-
ing environment. 

Now I said my solution was sim-
ple, I never said it would be easy 
though! As the saying goes, you can 
please some of the people all of the 
time, all of the people some of the 
time, but you can’t please all of the 
people all of the time. You may have 
a solution that you use, but has it 
moved with the times?

Every year or two at most com-
panies, drivers get a cent-per-mile 
increase. A driver doesn’t have to 
do anything to earn this reward, 
apart from not quitting. In my mind 
this does nothing to increase pro-
ductivity, it just encourages drivers 
to stay under the radar. If nothing 
else changes and they continue to do 
this for the next 20 years, they’ll be 
earning another 10 cents per mile 
and can afford to do 10,000 miles a 
month instead of 12,000.

Now don’t get me wrong, I’m all 
in favour of rewarding loyalty, but 
will an annual/bi-annual increase be 
enough to stop people leaping to the 
greener side of the fence? Is it not 
time to introduce some kind of win-
win situation for carriers and drivers?

The present system of rewarding 
length of service can mean that a 
20-year veteran doing 10,000 miles a 
month will cost a company the same 
as a driver with less service doing 
more revenue-earning miles. That’s 
hardly efficient, it’s nice, but it’s not 
efficient and efficiency will play a 
very important role in the success of 
any carrier as they struggle through 
a driver shortage.

In the 21st century, efficiency is 
the name of the game. Fuel prices 
are going up quicker than rates, so 
carriers are looking at ways to make 
more of their revenue into profit. 
Aerodynamic trucks, side skirts on 
trailers, idle-reduction equipment, 
autoshift transmissions, speed lim-
iters, turnpike doubles, team driver 
operations, all of these are invest-
ments. They all cost money, yet they 
all bring a financial return and this 
is why companies make the invest-
ments in the first place. But why 
stop at equipment?

If a company maximizes the po-
tential of its existing workforce, it 
also becomes more efficient, which 
translates to more money in the bank, 
as has been proven with more effi-
cient trucks and operations. So why 
not share this increased profit a bit? 
The current length of service increas-
es only encourage mediocrity. Make 
no waves and keep your head down 
and little by little your wages go up. 
But how about a productivity-based 
bonus structure? Then everybody is 
a winner; drivers get more money and 
carriers make more profit – it’s hardly 
rocket science.

There are various ways to incorpo-

rate productivity bonuses, methods 
such as introducing mileage thresh-
olds – an extra cent a mile for all 
miles over 10,000 for example – or 
bonuses for fuel economy or keeping 
under a specific speed. Maybe even 
an extra $50 per day for running out 
over a weekend. Any or all of these 
would be a good place to start. To 
go even further, the top five drivers 
could be rewarded with things like 
satellite radio subscriptions, meal 
vouchers or a Timmies Card.

One other thing that many of you 
will be aware of is what the driver 
leaves behind when he heads out on 
the road. For the driver it’s a del-
icate balancing act trying to keep 
family and the boss happy. If you’re 
going to reward the driver for run-
ning out over a weekend or doing a 
turnaround they’re not the only one 
making a sacrifice, their families 
also suffer. Your HR department 
has a contact address and the name 
of next of kin, so you could send 
them a Timmies Card or something 
branded with the company logo that 

will get used regularly, along with a 
small note of thanks. If you send out 
something with the company logo it 
will also have the benefit of being 
seen by others and therefore has ad-
vertising potential too.

Now all this may seem a little 
far-fetched, but trust me, a compa-
ny that offers these kinds of incen-
tives will not have driverless trucks 
in the yard when the driver short-
age comes around. Add productiv-
ity bonuses to the current length of 
service increases and happy drivers 
will be encouraged to do their best 
while they stick around for years 
and years and the company will ben-
efit from the increased productivity, 
so everyone’s a winner. n

Why some bonuses are BS

mark lee

You say tomato,
I say tomahto

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

I had breakfast with a buddy a 
short while ago and he’s a guy that 
is usually upbeat and looking at 
the sunny side of things. 

So as we were talking about the 
state of affairs out here on the 
road, I was a little taken aback 
when he said that it just wasn’t 
any fun anymore. 

I’ve heard similar statements 
from many drivers over the past 
couple of years and I usually just 
put it off to a venting of frustra-
tions when a couple of drivers get 
together. 

But as I thought about our con-
versation afterward, I realized 
that these types of comments are 
coming from drivers that I don’t 
usually associate with a lot of 
bitching about nothing. 

They are coming from seasoned 
drivers with lots of experience. My 
overall impression is that folks are 
simply tired out and run down. So 
naturally I wondered if the driver 
shortage that gets so much ink in 
the trucking media these days is 
showing up in the way of added 
stress and fatigue on drivers? 

Lots has been written about at-
tracting new blood to the industry 
but not so much about what the 
effects are on the existing pool 
of drivers that are picking up the 
slack.

Think of our present drivers as 
a group of elite athletes. Okay, I 
know this may be a stretch, but 
bear with me. You’re watching 
game seven of a Stanley Cup fi-
nal. More than half of the players 
on both teams are seasoned vet-
erans, well past the halfway point 
of their careers. But the chips are 
down and they all have their game 
on, playing with an intensity of 
guys half their age. 

You know when the game is 
done that there is no way these 
players could play every game in 
a long season with that same lev-
el of effort. But when called on, 
they get the job done.

So now back to our present 
team of drivers. More than half of 
us are well past the halfway point 
in our careers and many of us are 
feeling the effects. Those effects 
are reflected in the general state 
of our health. 

For the past few years we’ve 
been called on to pick up the 
slack and put in the extra effort. 
Most of us have had our game on 
and risen to the call. But unlike a 
group of athletes that ‘peak’ for a 
playoff series, we just keep going 
with no end in sight. 

Unlike the hockey players, we 
don’t have an off-season to recov-
er or someone to substitute for us 
for a game or two during the reg-
ular season.

We have also been handicapped 
in a number of ways. The refer-
ees in our industry are calling a 
tight game. 

Despite the greater demands on 
our time, we face harsher penal-
ties if we break the rules. Up un-
til a few years ago our game was 
open-ended, allowing us the flexi-
bility to stretch out our duties and 
rest in between. Now we have to 
complete many of our jobs within 
a tighter window of time or face 

a penalty. 
Our income has not kept up 

with inflation over the past cou-
ple of decades, so the once above-
average income we enjoyed has 
shrunk to an average middle class 
income at best. 

No longer does a driver have 
the luxury to take time whenever 
he or she wants, to recharge with 
family and friends. Many of us are 
working paycheque to paycheque, 
living on the road, and just going 
home to visit.

In my opinion there is not a 
driver shortage at all. Drivers now 
receive an average income for an 

above-average investment of time 
in an industry where bureaucracy 
has run amuck. 

As a result, the freedom of the 
open road does not hold the same 
attraction to potential drivers and 
is quickly losing its luster within 
the existing pool of drivers.

Shrinking incomes and longer 
work hours are not unique to the 
trucking industry. 

It’s a story repeated across a 
broad swath of our society. 

The message we are getting on 
the front lines is one of austerity. 
We are told to do more with less 
in order for companies to remain 
competitive and create more jobs. 

At the same time we receive 
constant messages to consume 
more, which fuels economic 
growth. Earn less but spend more? 
Maybe I’m getting the wrong mes-
sage but I don’t think so.

The good news is that many of 
us work for smaller family-owned 
businesses that don’t operate by 
the same rules of austerity as the 
large public corporations. 

But they don’t have the deep 
pockets that their large competi-
tors do, so they can’t keep their 
drivers happy by throwing money 
at them. 

They need to find creative ways 
to keep and attract drivers. As 
drivers we can help them do that 
and in doing so help ourselves. 

I’ll come back to this in future 
columns. n

Exploring the real reasons behind the driver shortage

Al GoodhAll

Over the Road

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

In February, the emphasis on per-
sonal income tax planning shifts to 
personal income tax return prepa-
ration. Because 2012 is a leap year, 
you have an extra day to find the 
income statements, assessment no-
tices, receipts, logbooks, and any-
thing else you need to back up your 
claims. Lucky you.

With the April 30 filing deadline 
just around the corner, here are four 
things to consider as you get your 
return ready:

Your RRSP contribution

The RRSP deadline this year is Feb. 
29, so many Canadians will spend 
this month scraping together what 
they can to make a contribution – 
and wonder whether they’re throw-
ing good money after bad given the 
volatility of the markets. I always re-
mind people of two things: 

1. Putting something away is bet-

ter than doing nothing. If you don’t 
put it away today, chances are you’ll 
never have it or keep it yourself.

2. An RRSP is probably the best 
vehicle you have to reduce your tax 
obligation because you can deduct 
the amount you contribute from your 
earned income. Your tax rate is 25-
40% depending on your income. In-
vest $1,000 in your RRSP and it’s 
like getting $250 to $400 back in 
your hands today because part of 
your return on investment is the up-
front tax savings.

I’m not a financial advisor, but you 
can consider GICs and other low-risk 
RRSP-eligible investments (I suspect 

you don’t hear much about these be-
cause there’s not much commission 
in it for the guy selling them to you). 
You can always park your $1,000 at 
0.05% until you’re more comfort-
able making higher-risk, higher-
yield investments.

The office in the home

Having an office at home is a great 
way to keep records and other 
work organized while generating 
some useful tax deductions. It can 
also attract the attention of audi-
tors, so it’s important to under-
stand the rules.

First and foremost, the workspace 
must be your principle place of busi-
ness. You can deduct a percentage 
of home maintenance costs such as 
heating, insurance, electricity, and 
cleaning materials. You can also de-
duct a portion of your property tax-
es, mortgage interest, or, if you rent 

your home, you can deduct part of 
the rent. 

To determine the percentage to 
deduct for business use, calculate 
the area of the workspace divided 
by the total area of your home. If 
you use a room for business and per-
sonal use, then calculate how many 
hours in the day you use the room 
for business and divide that amount 
by 24 hours. Multiply this result by 
the business part of your total home 
expenses.

Be careful about deducting ren-
ovations. It may be tempting to 
save tax dollars today by expens-
ing CCA (Capital Cost Allowance) 
from home renovations or deter-
mining a value on your office, but 
capital gain and recapture rules 
will apply when you sell your home 
or go out of business. Since housing 
tends to go up in value, you’ll likely 
have a taxable gain on the sale for 
any percentage of your home you 
depreciated as a business asset. The 
short-term tax savings that you en-
joyed over many years would have 
to be repaid to the government all 
at once.

One more thing: The amount you 
can deduct for business use of home 
expenses cannot be more than your 
net income from the business. In 
other words, you can’t use these ex-
penses to increase or create a busi-
ness loss.

Hiring credit 
for small business

The HCSB is a one-time credit of 
up to $1,000 based on the increase 
in an employer’s employment insur-
ance (EI) premiums paid for 2011 
over those paid for 2010. Here’s how 
it works:

To be eligible for the credit, the 
total EI premiums paid by the 
business must have been $10,000 
or less in 2010 and increased in 
2011. The credit is calculated as 
the difference between these two 
amounts up to a maximum of 
$1,000. The CRA will automati-
cally calculate the credit when an 
eligible employer’s 2011 T4 infor-
mation return is filed.

This isn’t a personal income tax 
issue, but it’s still important for 
owner/operators who paid EI pre-
miums for their employees in 2010 
and 2011. 

File on time

Even if you can’t afford to pay the 
balance, filing the return on time can 
save you penalties and fees. If your 
return is late, there’s a minimum 5% 
penalty of the balance owing, plus 
1% per month for a maximum of 12 
months. If you have filed late before, 
the penalties may be higher.

If you need help preparing your 
personal income tax return, see a 
qualified professional, preferably 
one who knows the trucking busi-
ness (and that meals are at 80% this 
year). Then, on May 1, get back into 
tax-planning mode. n

– Scott Taylor is vice-president of 
TFS Group, providing account-
ing, bookkeeping, tax return prep-
aration, and other business ser-
vices for owner/operators. Learn 
more at www.tfsgroup.com or call  
800-461-5970.

Four tips for filing your 2011 income tax return
Tax Talk
Scott taylor

COMPANY DRIVERS: 
CALGARY - VANCOUVER 

Visit us online at www.arnoldbros.com or  
E-mail: recruiting@arnoldbros.com  

1-855-JOIN ABT 

CONTAINER RUNS  

Also Hiring: Owner Op for Vancouver-Sicamous Switch. Depart Mon home Sat 
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By Julia Kuzeljevich
TORONTO, Ont. – Between 
Twitter tweets, Facebook friend-
ing, profiling on LinkedIn, or 
posting the latest viral video on 
YouTube, social media’s buzz-
words will be more or less famil-
iar to all. 

But can social media bring value 
to your business? 

The true value of social media 
is in the interaction that the vari-
ous sites enable, and in harnessing 
the relationships between compa-
nies and customers.

“It’s word of mouth on ste-
roids,” said Kim McWatt, direc-
tor and social media expert at Jan 
Kelley Marketing, and a speaker 
at the Ontario Trucking Associa-
tion’s 2011 convention.

There are five very practical 
reasons that people are looking 
to get in touch through social me-
dia, said McWatt: customer expec-
tations, marketing insight, public 
relations, search engine optimiza-
tion, and lead generation.

“The people you are interact-
ing with through social media are 
some of the best leads you can get. 
Fifty-nine per cent of B2B buy-
ers today are engaged online, and 
75% of B2B purchasers use so-
cial media at least once a week,” 
she said.

Increasingly, as more custom-
ers go online to do their research, 
businesses are seeing a phenom-
enon called “disintermediation,” 
with the ‘middleman’ cut right out 
of the picture.

“The challenge will be how to 
talk to the online customer effi-
ciently,” said McWatt, especially 
as the next generation of potential 
customers, Generation Y, which 
numbers 80 million, is very tech-
savvy, skeptical, impatient, and 
carries high expectations.

With over 200 million 140-char-
acter tweets going out every day, 
Twitter makes for a real-time 
information network that can 
help you build relationships, re-
spond to comments and que-
ries, “retweet” others’ informa-
tion, and review your followers to 
see if any key influencers are in  
the mix.

“You can leverage the real-time 
nature of twitter by getting feed-
back, asking questions, floating 
ideas, and creating polls,” said 
McWatt.

Facebook, with more than 800 
million active users, is a social 
utility that helps people com-
municate more efficiently with 
friends, family and co-workers.

“From a company standpoint, 
Facebook pages allow you to le-
verage your connections and en-
gage people in a customer service 
fashion – your networks expand as 
more people like your page. Have 
a ‘like’ button on your company 
Web site linking to Facebook, and 
run Facebook ads. Because of the 
targeted message, you can reach a 
lot of people,” said McWatt.

Over three billion videos are 
viewed on YouTube each day. Set-
ting up a ‘brand channel’ with in-
formation about how your prod-

ucts and services work could get 
your name recognized. 

“You are trying to provide real 
value to your followers, with an 
80% focus on knowledge transfer 
and engagement, and 20% focus 
on shameless self-promotion. If 
you go the opposite way, though, 
it’s a sure-fire way to get people 
disengaged,” said McWatt.

Social media also makes a great 
recruiting and retention tool. On-
line professional network Linke-
dIn posted, as of November 
2011, 135 million professionals’ 
profiles. Over 50% of LinkedIn 
members are now international, 
and 75% of Fortune 100 compa-
nies use LinkedIn to hire, said Pe-
ter Gima, SMB national manager, 
LinkedIn Canada.

“You have a chance to put your 
own personal profile on there, 
to customize your Web site list-
ings, join groups to network with  
others, and include apps that 
highlight your expertise,” said 
McWatt.

Company pages on LinkedIn 
should include a company over-
view, list of services, products, 
and should incorporate any blog 
and Twitter feeds.

Your professional identity is go-
ing online, and information is ac-
cessible everywhere. How people 
are using and consuming infor-
mation is changing as well, said 
Gima.

“The difference between an 
audience and a community is in 
which direction the chairs are 
pointing.LinkedIn’s mission is 
to connect the world’s profes-
sionals to make them more pro-
ductive and successful. The or-
ganizational branding aspect is 
what do you want people to know 
about your company? Your job is 
to make sure you are a strong par-
ticipant in what’s going on. The 
world owns your brand to a large 
extent, but just make sure you’re 
a participant in it,” said Gima.

With Linkedin.com/bench-
markingstudies, you can find out, 
within your industry, which com-
panies are doing well, who is not, 
and who is hiring, noted Gima.

“We recommend that as many 
of your employees get on Linke-
dIn as possible. Leverage them as 
assets – as an extension of your 
brand. Follow yourself and follow 
your competitors on their com-
pany page. You will also find out 
who is following your organiza-
tion. You are going to get an aw-
ful lot of people commenting on 
your brand – be active in that,” 
said Gima.

Mike McCarron, managing 
partner, MSM Transportation, 
got engaged in social media this 
year in reaction to feeling “out of 
sync with people who worked for 
me,” he said.

“When business was awful, and 
when I saw the stats and did some 
reading, I found out that our cus-
tomers were making big decisions 
using social media. We were us-
ing an old-fashioned relationship 
model. It scared me a little bit; 
the power equation has shifted. I 

don’t control the perception any-
more – that’s controlled by the en-
gagement that I have out there,” 
he said.

The result of this move to “peo-
ple power”?

“The world has moved toward 
total transparency. I think it’s 
moving the right way. You have 
to be very aware of that; it’s stag-
gering what that can do. You 
can’t hoard and release informa-
tion when and where you want 
it. There is so much informa-
tion out there and you have to be 
very careful about the message. 
Many times people come in for an  
interview knowing more about 
me than I do myself,” added  
McCarron.

Filtering the message?

When it comes to controlling any 
potentially negative feedback 
from your employees or clients 
through social media, “My recom-
mendation is to bring in an educa-
tor on what you would like them 
to do and not do,” said Gima.

“I’d prefer pushing people to-
wards us than trying to control 
something you can’t control,” said 
McCarron.

“If you have a plan in place to 
deal with negative comments, 
such as engaging (those who’ve 
made the comments), giving them 
the information they need, then 
all of a sudden you have a convert. 
The more you’re transparent, the 
more that you’re talking openly, 
the more likely you’ll have some-
one saying ‘I want to deal with 

this company’,” said McWatt.
Make sure you are aware of 

the time and resources involved 
in any social media activity, said 
McWatt. 

For example, when you’re man-
aging a Twitter feed, you’re trying 
to provide real-time information, 
you’re doing research.

“You have to do what makes 
sense for your organization with 
the resources that you have, 
the right content, and the right 
messaging. You do also have to 
make sure that you’re monitor-
ing throughout the day. If you do 
nothing else, listen to what’s go-
ing on out in the market. You can 
set up something as simple as a 
Google alert, with a daily search 
focusing on a particular keyword, 
or Google reader, gathering the 
tone of the industry from various 
feeds,” she said.

Do set some guidelines. Do not 
argue or debate, or discuss legal 
or financial issues. Express regret 
authentically, and offer an apol-
ogy if warranted by fact. 

Don’t be mediocre across all 
the social media channels. If you 
are posting comments and no one 
is talking back to you, think about 
the content, said McWatt. 

“When they do engage, make 
sure you talk to them. More con-
tent is being generated by the 
user than by the corporations. 
People make the brand. If you’re 
not talking with your customers 
and guiding people you’re miss-
ing out on a lot of opportunities,” 
she said. n

Harnessing social media
The ‘best practices’ of online interaction

feature
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Across
  1.   Loading and unloading areas (8,5)
  8.  Alcoa or Budd product
  9.  QC-made stainless-steel tanker brand
10.  Bombardier personal watercraft (3,3)
11.  Petro-Can diesel-engine oil
13.  City sections in provincial maps
15.  Mack auto-manual transmission
18.  Uni, bi and tri suffix
20.  Volvo’s answer to 15-Across (1,5)
23.  Home of “Green Mountain State” plates
24.  Hippie van bumper sticker
25.  Winnipeg-based carrier (6,7)

Try it online at www.trucknews.com

Down
  1.  CAA services for four-wheelers
  2.  Cold-cargo carriers
  3.  Ran at slowest engine speed
  4.  Defunct GMC cabovers
  5.  Obeyed triangular sign
  6.  ASCAR driver
  7.  ’11 Mercedes-Benz commercial van
12.  “Yours to _____,” ON-plate slogan
14.  Nickname for Coquihalla Hwy. 5 (3,4)
16.  Add air to tire
17.  Ring-type truck hitch
19.  Matchbox and Dinky competitor
21.  Increase engine output, slangily (3,2)
22.  Tachometer readout, briefly

pg 13 tw feb.indd   13 18/01/12   4:36 PM

http://www.trucknews.com


Page 14 TRUCK WEST February 2012

border

TORONTO, Ont. – Food com-
pany Chiquita Brands, famous for 
its bananas, has taken some ma-
jor heat in Canada after encour-
aging its transportation providers 
to shun oil derived from Canada’s 
“tar sands.”

The company told transport-
ers, including third-party truck-
ing firms, to avoid – where possi-
ble – purchasing fuel sourced from 
Alberta’s oilsands and partnered 
with ForestEthics to monitor and 
identify the source of fuel used by 

its transporters.
ForestEthics’ Aaron Sanger 

lauded the move, declaring: “Can-
ada’s tar sands is all risk and no 
benefit for leading American 
brands like Chiquita that are re-
solved to reduce environmental 
problems, so they are working 
hard to get tar sands out of their 
transportation footprint.”

The environmental group then 
went on the offensive and waged 
a smear campaign against banana 
rival Dole for failing to take simi-

lar action. However, the announce-
ment was greeted with a healthy 
dose of reality when news outlets 
reported it in Canada.

The Canadian Trucking Alli-
ance (CTA) was among the groups 
that sought clarification from the 
company. Chiquita blamed the 
press for inaccurate reports and 
backpedaled on its position.

“Press reports have inaccurate-
ly stated that we have boycotted 
or banned Canadian oil. What 
we have stated is our goal to…
reduce our carbon footprint. To 
achieve this, Chiquita is also tak-
ing advantage of opportunities to 
reduce its consumption of petro-
leum, through increased vehicle 
efficiency, use of alternative fuels, 
and reduced vehicle usage,” Chiq-
uita’s Manuel Rodriguez, senior 
vice-president of government and 
international affairs and corpo-
rate responsibility said in a written 
response to CTA. “With regard 
to our fuel usage in particular,  

we have encouraged our suppli-
ers to source, where possible, vari-
ous fuel sources that have a low-
er carbon footprint and commit  
to a strategy of continuous  
improvement.”

Meanwhile, ForestEthics post-
ed on its Web site a letter written 
by Chiquita, which said: “We are 
committed to directing our trans-
portation providers to avoid, where 
possible, fuels from tar sands re-
fineries and to adopt a strategy of 
continuous improvement towards 
the elimination of those fuels. We 
have recently confirmed this pol-
icy with our company’s providers 
through an RFP process to ensure 
that this fuel is not being used for 
ground trucking transportation.”

CTA chief David Bradley said 
Chiquita’s response to the puz-
zling policy was okay…for now.

“We will have further follow-up 
with Chiquita’s supply chain op-
erations staff, but the company’s 
response suggests that no embargo 
on oilsands-based fuel is or will be 
put in place,” he said. n

Billionaire bridge 
owner jailed
DETROIT, Mich. – As Truck 
West went to press, Ambassa-
dor Bridge owner and billion-
aire Manuel ‘Matty’ Moroun 
was sitting in a Detroit jail cell, 
locked up for contempt of court.

The 84-year-old executive 
was put in jail Jan. 12 for fail-
ing to complete court-ordered 
roadwork on the US side of 
the bridge – which connects 
Detroit and Windsor – to the 
court’s satisfaction, according 
to a report from The Journal 
of Commerce. Detroit Inter-
national Bridge president Dan 
Stamper was also put behind 
bars, having been jailed a year 
ago in the same case.

Last February, Wayne Coun-
ty Circuit Judge Prentis Edwards 
ruled the bridge company had not 
carried out its end of a contract 
with the Michigan Department of 
Transportation (MDOT) to com-
plete the $230 million Ambassa-
dor Gateway Project. 

The bridge company was to 
build a ramp over city streets 
that provided direct access to 
the bridge from I-75 and I-96 on 
the southwest side of Detroit, 
according to the JOC report. 

MDOT sued, arguing that 
DIBC’s ramp was intended 
to be the approach for a sec-
ond Detroit River bridge ad-
jacent to the Ambassador: the 
$5.3-billion New International 
Trade Crossing.

Over the past two years, Mo-
roun and his family have fought 
to block construction of the sec-
ond bridge, having proposed a pri-
vately-owned twin span instead.

Moroun argued that he should 
be excused from his Jan. 12 
court appearance, stating the 
bridge was owned by a holding 
company comprised of family 
members. 

He was likely to stay behind 
bars for a few days until an ap-
peal could be made, according 
to the report.  n

Have they gone bananas?
Chiquita shuns Canadian oil; 
asks transporters to avoid using 
it ‘where possible.’
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“Trucking is a difficult job, and a big 
rig can be deadly when a driver is 
tired and overworked,” said Trans-
portation Secretary Ray LaHood. 
“This final rule will help prevent 
fatigue-related truck crashes and 
save lives. Truck drivers deserve a 
work environment that allows them 
to perform their jobs safely.”

FMCSA administrator Anne 
Ferro added “This final rule is the 
culmination of the most extensive 
and transparent public outreach 
effort in our agency’s history. 
With robust input from all areas 
of the trucking community, cou-
pled with the latest scientific re-
search, we carefully crafted a rule 
acknowledging that when truck-
ers are rested, alert and focused 
on safety, it makes our roadways 
safer.”

However, the final rule may be 
anything but final. The Ameri-
can Trucking Associations and 
Truckload Carriers Association 
had lawyers at the ready to chal-
lenge any revisions to the rules 
that were not in the industry’s 
favour. And the safety organiza-
tions behind the revisions were 
also likely to challenge any rul-
ing they felt didn’t go far enough. 
Stay tuned for reaction. 

The full rules can be viewed at 
www.fmcsa.dot.gov. 

OOIDA fires first shots

The Owner-Operator Indepen-
dent Drivers Association (OOI-
DA) was the first to respond to 
the new rules, declaring them a 
“one-size-fits-all approach” that 
will do nothing to improve high-
way safety.

“Collectively, the changes in 
this rule will have a dramatic ef-
fect on the lives and livelihoods 
of small-business truckers. The 
changes are unnecessary and un-
welcome and will result in no sig-
nificant safety gains,” said execu-
tive OOIDA vice-president Todd 
Spencer.

OOIDA was hoping any chang-
es would involve more flexibility 
for truckers.

“Compliance with any regula-
tion is already a challenge be-
cause everyone else in the supply 
chain is free to waste the driver’s 
time loading or unloading with 
no accountability,” said Spencer. 
“The hours-of-service regulations 
should instead be more flexible to 
allow drivers to sleep when tired 
and to work when rested and not 
penalize them for doing so. It’s 
the only way to reach significant 
gains in highway safety and re-
duce non-compliance.”

OOIDA pointed out the new 
rules will have a negative impact 
on productivity and the earning 
potential of truck drivers and 
owner/operators. The FMCSA 
noted the cost to industry is esti-
mated to be US$470 million with 
benefits totaling $630 million. 

“Despite the fact that truck-
ing has never been safer, federal 

regulators and big businesses con-
tinue to push for mandates that 
hurt small-business truckers,” 
said Spencer. “According to the 
latest data, fatigue is a factor in 
only 1.4% of all fatal wrecks in-
volving truckers.”

ATA also unhappy

The American Trucking Associa-
tions (ATA) was also, in its words, 
frustrated and disappointed with 
the new rules. Like OOIDA, ATA 
said the new rules will do nothing 
to improve highway safety.

“Today’s announcement of a 

new rule on the hours-of-service is 
completely unsurprising. What is 
surprising and new to us is that for 
the first time in the agency’s histo-
ry, FMCSA has chosen to eschew a 
stream of positive safety data and 
cave in to a vocal anti-truck mi-
nority and issue a rule that will 
have no positive impact on safe-
ty,” ATA president and CEO Bill 

Graves said. 
“From the beginning of this pro-

cess in October 2009, the agency 
set itself on a course to fix a rule 
that’s not only not broken, but by 
all objective accounts is working 
to improve highway safety. Unfor-
tunately, along the way, FMCSA 
twisted data and, as part of this fi-
nal rule, is using unjustified causal 
estimates to justify unnecessary 
changes.”

The ATA pointed out truck-
involved fatalities have declined 
29.9% since the current rules 
went into effect in 2004, even 
while miles travelled by trucks 
has increased dramatically.

“By forcing through these 
changes FMCSA has created a sit-
uation that will ultimately please 

no one, with the likely exception 
of organized labour,” said Dan 
England, ATA chair and chair 
of C.R. England. 

“Both the trucking industry 
and consumers will suffer the 
impact of reduced productivity 
and higher costs. Also, groups 
that have historically been criti-
cal of the current hours-of-ser-

vice rules won’t be happy since 
they will have once again failed 
to obtain an unjustified reduc-
tion in allowable daily driving 
time. Further, it is entirely pos-
sible that these changes may ac-
tually increase truck-involved 
crashes by forcing trucks to have 
more interaction with passenger 
vehicles and increasing the risk 
to all drivers.”

The ATA also pointed out the 
rules will put more trucks on the 
road in peak traffic times as it re-
quires drivers to rest from 1 to 5 
a.m. twice per week.

“By mandating drivers include two 
periods between 1 a.m. and 5 a.m. as 
part of a ‘restart’ period, FMCSA is 
assuring that every day as America 
is commuting to work, thousands of 
truck drivers will be joining them, 
creating additional and unnecessary 
congestion and putting motorists and 
those professional drivers at greater 
risk,” Graves said. 

“The largest percentage of truck-
involved crashes occur between 6 
a.m. and noon, so this change not 
only effectively destroys the pro-
vision of the current rule most cit-
ed by professional drivers as ben-
eficial, but it will put more trucks 
on the road during the statistically 
riskiest time of the day.”

Graves said the ATA will con-
sider its legal options and noted it 
will be 18 months before the new 
rules take effect, giving it plenty 
of time to mount a challenge. n

By James Menzies
OTTAWA, Ont. – David Brad-
ley, head of the Canadian Truck-
ing Alliance (CTA), has weighed 
in on the new final rule on US 
hours-of-service, indicating the 
changes are disappointing and 
unnecessary and will impact cer-
tain Canadian carriers.

The revisions, announced just be-
fore Christmas, retain the 11-hour 
driving day but impose new restric-
tions on drivers, including a man-
datory 30-minute break after eight 
hours of consecutive driving and the 
need to take two nights off per week 
when using the 34-hour reset. It also 
limits drivers to one reset within a 
seven-day period, effectively limit-
ing a driver’s work week to 70 hours 
from the previous 82.

While Bradley said there’s been 
no indication Canada will imple-
ment changes to its own HoS rules, 
the issue remains an “emotional” 
one, and so the industry must re-
main vigilant. 

Bradley lamented that US legis-
lators seem to have lost their focus 
on more important issues, such as 
mandating electronic on-board re-
corders (EOBRs) to ensure com-
pliance with the rules and driver 
wellness initiatives, because so 
much time and energy has been 
spent debating the hours-of-ser-
vice regulations.

“I believe attention in the US 

to these important initiatives has 
been sidetracked at least in part 
by the ongoing debate and legal 
wrangling over the US hours-of-
service rules once again,” Bradley 
told Truck West.

Bradley also expressed disap-
pointment that US lawmakers didn’t 
seem to consider Canada’s own 
hours-of-service regulations, which 
provide greater flexibility to carriers 
without compromising safety.

“Whether it’s the hours-of-
service rules or truck weights 
and dimensions standards, they 
need only look at Canada, their 
next door neighbour, to see how 
a more flexible set of rules can 
work without compromising safe-
ty,” Bradley said.

Nonetheless, Bradley conceded 
Canadian carriers will have to play 
by the US rules when travelling 
south of the border and he suggest-
ed certain operations will be affect-
ed by the changes more than others.

“The degree to which they are 
impacted will depend in large 
part on the type of operation,” 
Bradley said. “Just as in the US, 
the irregular route, long distance 
truckload hauler is likely to feel 
the pinch the most. Also, I think 
many carriers will tell you that 
the last round of changes that led 
to the current rules necessitated 
an increase in purchased local 
P&D costs as drivers were run-

ning out of time to make final 
delivery within the fixed work-
ing window. Delays, whether due 
to border crossings, waiting to be 
unloaded at DC’s or traffic con-
gestion, became much harder 
to tolerate. The new rules won’t 
make that any easier.”

Bradley expressed frustration 
that the ‘Made-in-Canada’ reset 
provision was changed, but con-
ceded it could’ve been worse.

“Like ATA, we are disappoint-
ed that the reset provision is be-
ing changed, particularly since it 
was an idea that started here in 
Canada in a report on potential 
hours-of-service changes commis-
sioned by OTA in the early ’90s,” 
Bradley said. 

“I suppose it could have been 
worse – FMCSA could have got-
ten rid of the 34-hour reset alto-
gether, but I find the rationale for 
the changes to the reset provisions 
hard to justify. Not only will there 
be a productivity impact but it does 
create the potential to put trucks 
on the road later in the morning 
for drivers coming off resets – po-
tentially increasing truck traffic 
during rush hour periods. I know 
many Canadian carriers and driv-
ers would really have liked to see 
some flexibility in the use of sleep-
er berths restored. While that was 
never really in the cards, it’s still 
disappointing.”

Barring a legal challenge, the 
new US hours-of-service regula-
tions are slated to go into effect 
in 2013.  n

Wonders why Americans didn’t look to Canada 
for a more flexible solution that works

CTA’s Bradley disappointed in new rules

New rules dubbed ‘disappointing’, ‘unnecessary’
The US played it safe with its new  
HoS rules. Now, no one’s happy.
Continued from page 1

‘FMCSA is assuring that every day, as America 
is commuting to work, thousands of  

truck drivers will be joining them,’
Bill Graves, American Trucking Associations
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Out 
with

the old

By Ingrid Phaneuf
TORONTO, Ont. – It’s hard to put a 
number on the average life of a trailer, 
say industry experts, because the lon-
gevity of your trailer all depends on 
what you buy and how you maintain 
it, not to mention safety and environ-
mental regulations and customers who 
won’t load trailers once they reach a 
certain age. But there are some hard 
and fast rules about how to get the best 
return on your investment.

“Right now we’re looking at an aver-
age life of 10 to 15 years for most trail-
ers,” says Mike Hignett, used equip-
ment manager for Glasvan Trailers. 
“But equipment with more compo-
nents and technology, like reefers, tend 
to have a shorter life” (around seven to 
10 years) he explains. “So it’s not un-
common for a flatbed to outlast every 
other type of trailer on the road.”

When it comes to trailers in gener-
al, regular maintenance of suspension 
and braking components is essential to 
extending life.

“Suspension components, brakes 
and bushings have to be maintained. 
If you grease components regularly 
you’ll get more life out of them,” says 
Hignett. “Other things, like brakes 
can be changed regularly. But if you 
ignore these things for any length of 
time that’s where it can get expensive. 
You end up with a trailer that’s only 
good for scrap or storage.” 

Structural integrity compromised by 
wear and tear during loading and un-
loading is another killer, say experts.

“In reefers especially, the floors, if 
they’re not built or spec’d properly, 
can crack over time due to big forklifts 
loading pallets that are too heavy,” says 
Hignett. Aluminum floors can also 
suffer from the regular use of harsh 

cleaning chemicals. “Then, if the fibre-
glass sub-panel underneath the floor 
gets broken, and you don’t seal it up, all 
that water and all those chemicals on 
the road get sucked up in to the insu-
lation. Then you’ll have to replace the 
floor, which is very expensive.” 

Rust constitutes another serious, but 
preventable threat to trailer longevity.

“In a lot of cases, we see corrosion 
issues in body panels, rails, cross-mem-
bers and elsewhere due to salts and cal-
cium and other stuff they’re using on 
the road,” says Conny Weyers, presi-
dent of Trailers Canada.

“The problem with steel is rust,” 
points out Nick Lambevski, v.p. at 
Transport Trailer Sales.  “What peo-
ple should be doing is sandblasting and 
painting every five years, which is ex-
pensive but you have to do it, otherwise 
your cross-members will have holes in 
them and that’s too expensive to fix.”

Spec’ing for ROI

It’s no secret that spending a little more 
up front on extras and new technolo-
gy designed to extend the life of your 
trailer will get you a better return on 
your investment.

Lambevski says corrosion is the 
main reason many of his customers are 
switching to aluminum when it comes 
to floors and crossbeams. Rust-bust-
ing galvanized steel components are 
another recipe for longer trailer life, 
points out Tom Ramsden, vice-pres-
ident of sales for Manac. There are 
even measures you can take to extend 
the life of insulation in reefers.

“There are tiny gas bubbles in the 
insulation they blow into the wall of 
a reefer,” Hignett says. “Over time, 
these bubbles work their way towards 
the interior of the trailer and leak out 

through the lining. Over time, the 
insulation stops working as well, and 
the refrigeration unit has to work 
harder and use more fuel to main-
tain the temperature.” 

Hignett points out special linings 
are also available to prevent this “out-
gassing” and extend the life of reefers.

Unfortunately, diligent maintenance 
and spec’ing just aren’t good enough 
to meet the requirements of some 
shippers, never mind governments 
targeting everything from emissions 
to road wear.

“GM has a 120-month rule on trail-
ers,” points out Weyers. Hignett points 
to Californian regulations requiring 
add-ons to control reefer emissions. 
“It’s just too expensive to put on all 
the aftermarket equipment required.”

And last but not least, local regu-
lations, such as Ontario’s SPIF (Safe, 
Productive, Infrastructure Friendly) 
trailer initiative may put otherwise 
functional older trailers out to pasture.

“As of 2015, lift axles on five-axle 
trailers are going to be obsolete be-
cause they’re putting too much stress 
on the roads,” says Lambevski. “So 
we’re getting a lot of five-axle trade-
ins now.” 

So what do you do with a trailer that 
isn’t quite scrap but isn’t qualified, for 
one reason or another, to do what it 
was originally spec’d to do?

Second life or sale?

Selling or trading in your old trailer 
can all depend on whether it can be put 
to further use. Some fleets find ways 
to repurpose them.

“I’ve seen dry vans and flatbeds 
repurposed for shorter hauls,” says 
Trailers Canada’s Weyers. Even reefers 
that used to do long-haul can get a sec-

ond life running locally or regionally. 
Still, carriers whose businesses aren’t 
diverse enough to repurpose are going 
to have to look at other options. Trail-
er manufacturers have mixed opinions 
on whether it’s worth your while to act 
as your own vendor or to trade in.

For larger carriers with regular 
equipment renewal programs (once 
every seven years or so, on average) the 
value of trade-ins is without question. 
But used trailers that are still in good 
condition may fetch an even better 
price through private sale, if you have 
the space to accommodate a parked 
trailer and time for tire kickers.

“Some carriers have their own di-
visions to get rid of used equipment 
and they’re sure to get the best dollar 
they can that way. Obviously you make 
more if you cut out the middle man,” 
says Manac’s Ramsden. Some deal-
ers may even offer to sell used trailers 
on consignment. Auctions, although 
there’s no price guarantee, are also an 
option. Even so, most buyers would 
prefer to buy used equipment from a 
dealer who can guarantee it’s been cer-
tified for the road.

Of course, there are many used 
trailer owners who, due to the eco-
nomic downturn, have opted to con-
tinue to run their trailers or even park 
them rather than try to trade them in 
and buy new. Trailers that have been 
parked for a couple of years are prob-
ably only fit for scrap, say dealers.

“About the worst thing you can do 
to a trailer is keep it parked in the 
yard,” says Ramsden. “It may sound 
contradictory but if it’s running down 
the road at least you know it’s in work-
ing condition.”

Owners of trailers no longer fit for 
the road have three options: repair 
them prior to trading them in, sell 
them or trade them in as-is, or sell 
them for storage.

Chances are repairing a trailer that’s 
unsound will cost more than it’s worth. 
Trading such a trailer in will get you 
the going price for scrap metal. As for 
storage: “Fifteen years ago there was 
a market for storage – you could sell 
your trailers off for $1,000 or $2,000 
and they’d get parked in a field or on a 
building lot. But now that market has 
dried up quite a bit,” says Hignett. “In-
surance companies may not cover inju-
ries caused by climbing up into trailers, 
so people prefer to use old shipping 
containers that sit right down on the 
ground. Now those trailers that would 
have been used for warehousing are 
mostly being scrapped.”

Factor in the cost when it comes to 
deciding whether to maintain or sell a 
trailer. Are you getting a good ROI or 
is it time to cut your losses?

If it is time to sell or trade in, keep 
in mind the price you get will depend 
on your trailer’s roadworthiness.  Last 
but not least, keep in mind that mar-
ket fluctuations, dependant on sea-
sonal and economic factors, will also 
have an impact on whether you get the 
price you hope for. Dealers say they 
generally see more demand for reef-
ers and flatbeds in the spring. But in-
creased demand may be impacted by 
a recent glut of trailers in the market, 
says Hignett.

“I believe we’re going to be seeing 
an upswing in trade-ins in 2012, be-
cause the economy is starting to im-
prove and people who’ve been hang-
ing on to their trailers will start trying 
to trade them in. Unfortunately they 
may be in for a surprise when they dis-
cover their value isn’t what they think 
they should be,” he warns. n

trailers
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people

Bison Transport driver Randy Ste-
ingart has reached two million con-
secutive, accident-free driving miles 
with the company. Steingart has 
been with Bison for 18 years as a 
company driver and is the carrier’s 
eighth driver to reach the milestone. 
Currently, Steingart drives between 
Winnipeg and Grenfell, Sask.

“We are proud to have profes-
sional, safe drivers like Randy and 
congratulate him on his accomplish-
ment. Randy is among many of our 
drivers who continuously work hard 
and are dedicated to safe driving, 
thus making it possible to be named 
for the sixth time, winner of the cov-
eted TCA National Fleet Safety 
Award Grand Prize for 2011,” said 
Garth Pitzel, director of safety and 
driver development for Bison.

•
Both Volvo and Mack have an-
nounced changes to their execu-
tive teams. Ron Huibers has been 
named president of North Ameri-
can sales and marketing for Volvo 
Trucks, while Kevin Flaherty has 
been given the same title under the 
Mack Trucks banner. The appoint-
ments will see Huibers and Flaherty 
responsible for the commercial activ-
ities of their respective companies. 

They will both continue to report 
to Dennis Slagle, who as part of a 
recently announced reorganization 
has been promoted to Volvo Group’s  
executive vice-president for truck 
sales and marketing in the Americas.

•
Maxim Truck and Trailer has added 
Ed Holloway to the company’s Que-
bec sales team. Holloway’s career 
background includes sales, business 
development, operations, asset and ad-
ministrative management at a senior 
and executive level, including nearly 20 
years with Maxim in Western Canada.

•
The B.C. Trucking Association 
(BCTA) has appointed Trace Acres 
as its vice-president. In his new role, 
Acres, the former director of corpo-
rate communications and public af-
fairs at the B.C. Automobile Associa-
tion (BCAA), will be responsible for 
all communications regarding BCTA 
policies and advocacy on behalf of the 
trucking industry, and for identifying 
ways of further advancing the associ-
ation’s stated mission, the association 
announced. n

N. Yanke Transfer driver named Highway Angel
SASKATOON, Sask. – Gyslain ‘Juice’ Lemelin, a driver for N. Yanke 
Transfer, has been named a Highway Angel by the Truckload Carriers 
Association (TCA) after he helped save a couple and their belongings 
from their burning pick-up truck.

Lemelin was driving on the Trans-Canada Highway on Oct. 23, 2011 
when he was passed by motorists in a pick-up, who were travelling with 
their two dogs and pulling a camper.

As they passed Lemelin, he recognized the burning, chemical-like 
odour of a burning transmission. 

“I had a feeling they weren’t going to get very far,” said Lemelin, who 
has had training as a mechanic. “I’ve smelled that smell before. I knew it 
was the transmission – transmission fluid is highly flammable.”

Lemelin decided to follow the vehicle and soon after, he saw a puff of 
white smoke and knew they were in trouble. Lemelin pulled up to the 
vehicle and by then flames had spread all over the pick-up truck’s hood. 
The battery was melting and the ground underneath the truck was on fire.

Lemelin used his fire extinguisher to put out the blaze while the motorists 
removed their valuables from the camper. He then remained at the scene 
and let them use his cell phone to call for help. 

The motorists later wrote a letter to N. Yanke Transfer, praising Lemelin 
for his actions.

“Please tell (Lemelin) that random acts of kindness don’t go without 
notice, and we are both grateful that he didn’t just drive on by like everyone 
else,” they wrote. n
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company profile

By Jim Bray
CALGARY, Alta. – Talk about a 
business that’s always picking up.

City Wide Towing and Recovery 
Service, a Calgary-based company 
that’s been in operation since 1963, 
has seen steady growth since it was 
acquired by its current owners some 
two decades ago. 

CEO Rob Voelk, who owns the 
business with his wife, Wendy, credits 
the company’s success to a focus on 
customer service. Voelk admits the 
native-born Calgary couple knew lit-
tle about trucking – let alone towing 
– when they decided to jump in with 
both feet a couple of decades back, 
which made the move a big gamble 
on their part.

Which raises the question of why 
anyone in their right mind would 
want to make such a drastic and risky 
change if they knew nothing about the 
new gig? As it turns out, it came down 
to money. 

“I was an electrician,” Voelk says. 
“I only worked about 10 months of the 
year and I wanted something I could 
work year-round – more of a steady 
income, I guess.” So the Voelks, in 
partnership with Wendy’s father (who 
operated an electrical wholesale busi-
ness at the time) bought long-time 
Calgary business Buster’s Towing 
and Recovery Service, starting them 
on a path from which they’ve never 
had to look back. 

“The three of us ended up going 
into a partnership with Buster’s,” Rob 
Voelk says, “which was a little outside 
everyone’s comfort level, to be sure.” 
Not only that, but Buster’s had fallen 
on hard times when the Voelks took 
over. “It had passed through a couple 
of hands at that point and it hadn’t re-
ally been kept up,” Voelk remembers, 
“so we bought new equipment, took  
a bunch of courses and learned the  
industry.”

Learning the industry was vital, of 
course, since the electrical and towing 
industries don’t have much in common. 
“I didn’t even have a Class 1 licence 
when we bought the company,” Voelk 
notes. “It was starting from ground 
zero. You’re not a trucker, you’re not 
a tower, you’re not anything.”

Voelk thinks that lack of experience 
actually worked in their favour, how-
ever. “It might be the best way to get 
into it, because you know nothing,” he 
says. “We came in and all we knew was 
customer service. We were all in ser-
vice industries, so we knew what cus-
tomers wanted: good reliable service, 
good equipment, an agreed price, that 
was the basis of our business.”

Voelk admits that his biggest chal-
lenge upon taking over the reins was 
trusting the existing staff to help them 
as they learned the ropes. 

“It was a rocky start. On day one, 
one guy ended up quitting for no ap-
parent reason, just kind of slid his keys 
under the door and we were one driv-
er short.” But he took a lot of courses, 
read a lot of books and, “Once I got my 
Class 1 and started feeling confident 
about what’s going on, and getting a 
better feeling every day, it got better.”

The Voelks used tow shows as a 
learning experience. “You get to meet 
lots of industry leaders and you get a 

feel for what’s out there, for what 
other people are doing and what kind 
of equipment’s out there,” he says. 

It paid off. Within about a year and 
a half the Voelks were comfortable 
enough to start expanding their em-
pire by buying out City Wide Towing. 
But rather than folding City Wide 
under Buster’s existing umbrella, the 
Voelks did the opposite. “City Wide al-
ways had the more well known name, 
for smaller towing,” Voelk says.

The Voelks didn’t want to cut 
Buster’s loose, though Rob Voelk 
admits it has been phased out to a 
certain extent. “We always wanted 
to keep the name around,” he says, 
noting the company’s “very proud 
history.” Buster’s has been a Calgary 
mainstay, he says, “a very solid com-
pany that was known for heavy truck 
towing. And that’s always been our 
passion. Heavy truck towing is how 
we got into this thing.”

The Voelks ended up buying out 
their paternal partner and, in 2005, 
moved City Wide to its current loca-
tion, a nine-acre lot large enough to 
let them expand as required. Right 
now, however, they have enough ex-
cess space that they rent some out to 
other companies. 

City Wide’s fleet now numbers 
85 trucks of varying sizes, includ-
ing five trailers, four tandem decks, 
five heavy tow trucks and a bunch 
of one-, two- and three-tonne trucks 
and tilt beds. “We run 53-foot tilt 
bed trailers,” Voelk says, “so we 
move equipment, buses, a lot of con-
tainers, things like that.”

Besides customer service, another 
commitment Voelk says contributed 
to City Wide’s success is the company’s 
dedication to safety. “We’ve got our 
Certificate of Recognition, and that’s 
opened up doors to a lot of places that 
maybe some others can’t go,” he says, 
noting that clients such as the City of 
Calgary, for example, require a COR 
if you want to do business with them. 
“You have to have a solid safety pro-
gram,” he says, noting that “a lot of oil 
and gas companies are the same now; 
if you don’t have a Certificate of Rec-
ognition or some type of safety stan-
dard they won’t let you on site.” 

City Wide Towing has also branched 
into a few other areas Voelk says are 
designed to help them be more effi-
cient and competitive. This includes 
the development of its own software. 

“All our trucks are on GPS and we 
have computerized dispatch,” he says, 
adding, “when you have that many 
trucks it’s very hard to keep track of 
them, so we’ve got software that choos-
es the closest truck that can provide 
the best service.” 

As for the towing industry itself, 
Voelk notes that it has changed a lot 
over the years. “When we first bought 
Buster’s, we could do maybe half the 
work we can today,” he says. “Because 
the trucks now are just so much easi-
er to load and unload, and the drivers 
are better now, more skilled.” He re-
members that, back in the day, “You 
used to just about have to dismantle a 
truck to find a place to pick it up, but 
now we’ve got wheel lifts, you can pick 
them up by the tire, by the axles, it’s a 
lot easier than it once was.”

Air cushion recovery is another 
area in which City Wide’s capabilities 
helped bring it some interesting gigs 
over the years.

“We did a ton of air cushion recov-
ery,” Voelk says, “including on a DC-9 
jet that fell through the tarmac at Cal-
gary International Airport. And we 
were flown out to Vancouver to help 
do the recovery when an L-1011 went 
off the runway. We were very well-
known for that kind of thing.”

City Wide doesn’t use air cushions 
as much today, Voelk says, mostly be-
cause “trailers are a lot lighter now,” 
he says. “And when they flip over on 
their sides you can upright them a lot 
of the time, but once you’ve done that 
you can’t do much with them because 
they’re so fragile.”

Air cushions still come in han-
dy sometimes, however. Voelk says 
they’re particularly popular with cus-
tomers who haul refrigerated product 
like meat or seafood. 

“They like to have air cushions 
used because they don’t want a 
bunch of seals broken,” he says, “Be-
cause you end up losing a lot of value 
in the product.”

The company has bought a lot of 
its own support equipment over the 
years, so it can respond more quickly 
to calls. “We used to rely on other peo-
ple to help us, but you could never do 
things in a timely fashion,” Voelk says. 
“You know, some guy’s truck’s rolled 
over and you need a forklift at 2 a.m. 
or you need shrink wrap or a banding 
machine to band lumber together. We 
ended up buying all this stuff.” 

Not only that, Voelk says, but City 
Wide can tailor its response to the 
job as well. “We’ll send a small truck 
around to see what we need so we can 
send the right equipment out,” he says. 
“There are some companies out there 
where the first thing they want to do 
is send a bunch of trucks and equip-
ment and they’ll all just sit there and 
bill by the hour. I don’t think that’s fair 
to the customer. I think he should pay 
for what’s required and if it isn’t re-
quired we just won’t send it.”

Voelk thinks some towing com-
panies have given the industry as a 
whole a reputation for piracy. “It’s 
frustrating,” he says. “There are some 
terrible operators out there, and there 
are small guys now getting tow trucks 
but if they’re only getting one trip a 
month you don’t have to be an ac-
countant to figure out they need to 
make their money on that one job, 
which is not fair for the customer. We 
certainly distance ourselves from that 

type of thing.”
Trucking companies don’t have 

to deal with such operators, he says, 
regardless of where they may hap-
pen to be steered by authorities on 
the scene. “Unless they’re blocking 
the highway there’s no reason it can’t 
wait until a company can arrive that 
they do business with,” he says, not-
ing that he’s seen some horrendous 
bills from less-than-scrupulous com-
panies who take advantage of such 
roadside situations. 

City Wide has managed for the most 
part to avoid the driver shortage that 
plagues the industry as a whole, at least 
so far – a fact Voelk attributes to his 
company being a good place to work. 

“The great part about being a driver 
in this business is you’re around town 
every night,” he says. “We have a dedi-
cated night driver so a lot of times our 
drivers don’t have to go out at night.” 

Voelk admits all hasn’t been rosy at 
City Wide. “Every year has its chal-
lenges,” he says. “We’ve had some 
tough years and I’m sure we’ll see 
some more coming, with the way the 
industry goes.” He recites a list of chal-
lenges they’ve faced, including a year 
when a shortage of new trucks meant 
they couldn’t buy any when they need-
ed to. He also remembers times when 
they faced fuel shortages, or skyrocket-
ing prices, and times when they’ve had 
trouble finding good drivers. 

“It’s so busy it’s booming and your 
phone is ringing off the hook,” he says, 
“But you can’t find the quality of 
driver you want.” 

Then there’s the economy. “I always 
thought the towing business was re-
cession proof,” Voelk admits, “but I 
changed my mind after that last one. 
We noticed it. It affected us.”

Looking ahead, Voelk says he’d 
like City Wide Towing to expand 
even more. “We’re always looking to 
expand,” he says. “I’d like to see us 
have 100 trucks next year.”

With size comes strength, but ac-
cording to Voelk there’s more to it 
than just getting bigger for the sake of 
it.  And even while City Wide expands 
steadily, the company hasn’t gotten so 
big that Voelk can’t still find time to 
go out in the trucks once in a while. 

“I like driving,” he says. “I don’t 
drive nearly as much as I used to, 
but it’s a lot of fun when you get 
to meet the customers on the side 
of the road, and being able to help 
people. It’s an interesting job and 
each one is different, every guy has 
a different story when you’re bring-
ing them back.” n

Heavy tow business was a fresh start for Calgary entrepreneurs
Buster’s Towing lives on as part of 
City Wide Towing and Recovery

on the move: CEO Rob Voelk has big plans for City Wide Towing, including 
growing the fleet of tow vehicles to more than 100 units.

pg 21 tw feb v3.indd   21 18/01/12   4:39 PM



Page 22 TRUCK WEST February 2012

health

Another year has passed. Each 
New Year’s celebration reminds 
us that the years are creeping by. 
Recently, my lower back has been 
sending its own painful reminder. 
Your back may be sending you the 
same message.

Unfortunately, degeneration of 
the spine is a natural occurrence 
that accompanies aging. Some 
common reasons we have trouble 
with our spines are: heredity, obe-
sity, injury, as well as normal wear 
and tear. The biochemical chang-

es caused by aging can affect the 
discs that cushion the area between 
the spinal vertebrae. These chang-
es, along with the usual wear and 
tear to the spine over the years, can 
weaken part of the discs, making 
them less effective shock absorb-
ers. Sometimes bone spurs form 
on the spine, which can cause ad-
ditional pain. 

If your back is causing you pain, 
usually a day or two of rest will be 
enough to get over it. Ice packs or 
heat packs may help, too. However, 
if you haven’t improved after a few 
days of rest, you may have a more 
serious condition. 

One particular degenerative spi-
nal condition to consider is spondy-
losis. It affects most people over the 
age of 50 to some extent. Spondylo-
sis can be found in any area of the 
spine, but let’s focus on this condi-
tion in your lower back: lumosacral 
spondylosis. 

Lumosacral spondylosis, outside 
of age-related degeneration, is usu-
ally caused by a repetitive strain in-
jury from an activity in which you 
move or hold your spine without 
paying attention to its ergonomic 
position, such as excessive hours 
of driving. 

With lumosacral spondylosis, 
you’ll feel back pain and stiffness 
when you first wake up. Usual-
ly, this will fade as your muscles 
loosen up. However, lifting, bend-
ing and sitting for long periods of 
time can cause or increase the pain, 
since these activities put pressure 
on the lower part of your spine. If 
your discs have seriously degener-
ated, ruptured, or are irritating the 
nerves from a bone spur, the symp-
toms will be more severe. Your legs 
may begin tingling, getting weak, 
or becoming numb. They may 
also experience muscle spasms or 
numbness. In some extreme cas-
es, you may have bowel or bladder 
problems.

Since there may be many causes 
of these same symptoms, a doctor’s 
diagnosis is necessary. Your medi-
cal examination should include tak-
ing your medical history, listening 
to your symptoms, and examining 
your spine for signs of abnormali-
ties, muscle spasm or tenderness. 
The doctor will test your range of 
motion to see if you have any trou-
ble bending, rotating or extending 
your spine. 

Sometimes an X-ray or MRI 
(magnetic resonance imaging) will 
be given to see if there are bone 
spurs or narrowing between the 
vertebrae from disc degeneration. 
Interestingly, the water content in 
your discs can also be seen on an 
MRI, which lets your doctor judge 
how effectively they are working as 
shock absorbers. 

Fortunately, usually non-surgi-
cal treatment can effectively relieve 
your symptoms. Physical therapy is 
most commonly prescribed in the 
early stages to help relieve pain and 
increase your range-of-motion. 

During physical therapy treat-
ment you will learn exercises that 
will strengthen your back (para-
vertebral) muscles and stomach 
(abdominal) muscles. These exer-
cises help build strength, while in-
creasing range-of-motion and flex-
ibility to better support your spine. 

Physical therapists may also 
use heat, ultrasound and electri-
cal stimulation to reduce pain and 
muscle spasms. Analgesics, anti-in-
flammatory medications and mus-
cle relaxants may also be recom-
mended for pain. In addition, your 
physical therapist will coach you on 
lifestyle changes that will help you 
improve and maintain your back 
health.

Special shoe inserts, orthotics, 
designed to keep the foot in the op-
timal position to support the weight 
of the body, can also help reduce 
symptoms. A properly adjusted 
lumbar support would really help 
stabilize your spine while you’re 
on the road. Losing weight extra 
weight would help, too. Ultimate-
ly, if your pain is severe and your 
job requires lifting heavy objects or 
bending, your doctor may recom-
mend that you use an orthotic back 
brace or even move to a job that is 
less demanding to your spine. 

The American Academy of Or-
thopedic Surgeons supports manip-
ulation as an effective holistic treat-
ment, which is typically done by a 
chiropractor, or a physical thera-
pist. Certain movements may re-
adjust the bones in the spine and 
result in pressure relief. 

However, I recommend that you 
consult your doctor to make sure 
this treatment is appropriate for 
your particular condition.  In the 
most severe cases of lumosacral 
spondylosis, surgery may be need-
ed to remove damaged discs or fuse 
part of the spine. This last resort 
is usually only considered in situa-
tions when a person’s pain is severe 
or when the spine is compressed. 

As this year begins, make a reso-
lution to watch your back. Eat well. 
Stay fit. Lose weight. And see a 
doctor if necessary. The future is 
yours. n

Watch your back

– Karen Bowen is a profession-
al health and nutrit ion consul-
tant , and she can be reached at 
karen_ bowen @yahoo.com.

Karen Bowen

Preventive
Maintenance

Your ad will appear simultaneously 
on three jobs websites: 

www.truckops.ca, www.transportplanet.com 
and www.hirelogistics.ca

Guess who found
a new job? Getting a new job
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Fleet Executive

Are you stuck in a job, and  
looking for something new? 

Well, you too can find a job in 
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and supply chain professionals.

Job Postings 
Are Free!
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MORE

MAKE

The time you save 
using LinkDispatch 
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Fast.  
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CANADA’S BEST DISPATCH PROGRAM

FREE 30 DAY TRIAL - CALL
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www.transcore.ca
scan & see what’s new!
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By James Menzies
TORONTO, Ont. – Growing up on 
a dairy farm, Gary Salisbury, presi-
dent and CEO of Fikes Truck Line 
and chair of the Truckload Carriers 
Association, initially saw the truck-
ing industry as an escape from long 
workdays.

At the time, a trucking career 
seemed comparatively simple, Salis-
bury recounted during the most re-
cent Driving for Profit seminar.

“All I knew was I didn’t want 
to be in the dairy business, where 
you were up at 4 a.m. and not get-
ting back into the house until eight 
or 10 p.m.,” Salisbury said. “So I 
chose the trucking industry where 
I had to work 24 hours a day, seven 
days a week.”

The affable Salisbury became 
a star-eyed owner/operator in 
1981, and quickly learned there 
was more to the job than cruising 
down the open highway without a 
care in the world.

“I was not a good owner/opera-
tor,” he now admits. “I didn’t treat 
it like a business and I think that’s 
the downfall of some of our guys 
today. I treated it like a lifestyle. I 
couldn’t tell you what my cost-per-
mile was; if I had money at the end of 
the month, I was making money and 
if I had month left over at the end of 
the money, I wasn’t doing real good.”

At that time, the idea of one day 
running the company he was hauling 
for was unthinkable. When modera-
tor Lou Smyrlis asked Salisbury how 
he would respond if someone were 
to tell him then that he’d one day be 
CEO, he retorted: “I’d say ‘Put down 
the crack pipe’.”

Yet, Salisbury’s success story is 
proof that hard work, passion, em-
pathy and a positive attitude can 
take you a long way in the truck-
ing business. 

The human element

After putting in some time behind 
the wheel, Salisbury accepted a job 
as dispatcher with Fikes Truck Line, 
a Hope, Arkansas-based open deck 
carrier that now generates about $70 
million in avenue revenue. 

It was in that role that Salisbury 
learned about the human dynam-
ic of managing a fleet. His experi-
ence from behind the wheel gave 
Salisbury the ability to appreciate 
how dispatching decisions would im-
pact the O/O on the other end of 
the phone.

“I was able to understand that 
when an owner/operator calls in, the 
one thing he has is time. And dur-
ing that time, all he does is think,” 
Salisbury explained. 

“If he goes from Chicago to Dal-
las, he gets to Dallas and gets un-
loaded and picks up that phone and 
if the dispatcher is uncaring and says 
‘I’ve got this load out of Dallas go-
ing to San Antonio,’ well, that’s not 
what (the O/O) had in his mind. For 
the past 10 hours he was thinking 
about going back to Chicago…A lot 
of (dispatchers) don’t know what it 
feels like to hear ‘I don’t have any-
thing, call me back in an hour’.”

Salisbury learned dispatchers 
must “sell the freight” to the own-

er/operator, especially in a compa-
ny like Fikes which has a ‘no forced 
dispatch’ policy.

“What helped me in management 
was learning you have to be a me-
diator, you have to be a salesman 
whether you are selling to the cus-
tomer or to the owner/operator,” 
Salisbury said.

He credits Jim Smith, chairman of 
Fikes and its owner since 1981, with 
taking a chance on young owner/op-
erators and bringing them into the 
ranks of management. 

“Jim was patient and he mentored 
all of us who came in,” Salisbury re-
called. It was from Jim that Salisbury 
learned a golden lesson: “Even today, 
we tell our executives to start train-
ing their replacement. You need to 
have someone in place who can do 
your job better than you can. They 
make you look good and if you want 
to move up in the company, you have 
a replacement that does your job bet-
ter than you. That’s a very difficult 
thing to do.”

Salisbury’s climb through the 
ranks of Fikes Truck Line culmi-
nated in 2008 when he was named 
president and CEO, hot on the heels 
of a record year and now staring an 

ugly recession in the face. 
At first, Salisbury said he was un-

fazed by the economic slowdown. 
The company was running 550 
trucks and success was coming easily.

“Historically, Fikes had always 
grown during a recession,” Salisbury 
recalled. “We had a very loyal cus-
tomer base and we always did well. I 
thought ‘Well, it’s going to slow down 
for others, but not really for us.’ The 
reality is, it did. By the end of the 
first quarter (of 2009) we were a lit-
tle over half a million dollars in the 
red and we had to lay some people 
off; we made some tough decisions.”

Fikes shrunk the fleet from 550 

trucks to 450 by the end of the first 
half of 09. 

“We buckled down, stopped 
spending money,” Salisbury said. 
The hardest part though, was let-
ting some long-term employees go.

“That was one of the most diffi-
cult days,” Salisbury said of the day 
he had to notify some long-serving 
staffers their job was being cut. Put-
ting on a brave face the next day was 
equally challenging.

“People say I’m callous, I’m really 
not. But as a leader, you have to give 
the people that are still there hope,” 
he said. “You have to keep a posi-
tive attitude. The next day you have 
to come in like it’s a new world. You 
still have to have respect for those 
who are gone, but you have to come 
in and be very positive.”

The turnaround came quickly 
for Fikes Truck Line. It dealt with 
a severe shortage of flatdeck freight 
by diversifying and adding military 
freight and logistics to its portfolio. 

“We have learned that success-
ful companies, when they stopped 
adapting, went out of business,” 
Salisbury said. By the end of 2009, 
Fikes had repaid its line of credit and 
returned to the black.

“It continues to be a challenge to-
day, things have gotten better this 
year but not where we’d like to see 
it,” he said. 

Fikes remains a smaller company 
than it was at its peak, now operating 
300 trucks. Salisbury said the com-
pany is very cautious about the types 
of new business it takes on.

“Our number one strategy is to do 
a credit check on customers,” Salis-
bury said. “We don’t care if it’s good 
freight and it pays well; if you don’t 
get paid, it doesn’t help you much.” 
He said the company doesn’t al-
low outstanding invoices to exceed 
30 days and is averaging 23. “If it 

goes that way, we quit hauling their 
freight.” 

O/O-friendly freight

He also said Fikes – a fleet com-
prised entirely of lease-operators 
– only seeks out owner/operator-
friendly freight. 

“If I’m going to sell a lane, it better 
be a lane our guys like to haul and it 
better be easy to haul,” he said. “If it 
needs 8-ft. drop tarps and takes six 
hours to load, you may haul one load 
and that’s it.”

Like many trucking companies 
here in Canada, finding qualified 
owner/operators is proving difficult 
for the carrier. 

Fikes’ short-term answer is to 
seek out O/Os who may have been 
unsuccessful in the past due to cir-
cumstances, help them secure non-
traditional financing to purchase an 
affordable used truck spec’d to Fikes’ 
liking and then to provide them with 
the business training they need to 
ensure their success.

Seeking a career path

Long-term, the company is trying to 
find ways to attract younger work-
ers, and Salisbury feels strongly the 
answer is to provide them with a ca-
reer path beyond driving the truck.

“The younger generation doesn’t 
want to go to work for a company 
for 30 years and then retire,” he 
said. “When we were raised, you’d 
go work for a company, stay there 
and get the gold watch. This new gen-
eration wants electronics, they want 
satellites and they also want to know 
‘If I drive this truck for five or 10 
years, what do I do next?’ We’ve got 
to grab that guy or gal early when 
they’re coming out of school, show 
them a career path they can be suc-
cessful in and show them that the 
trucking industry is not just about 
driving a truck.” 

While Salisbury isn’t the first truck-
ing exec to identify the need for a ca-
reer path, his company may be one of 
the best at following through. Just as 
Salisbury transitioned from owner/
operator to company executive, much 
of Fikes’ management ranks today 
consists of former drivers.

For his part, Salisbury said while he 
now knows truckers work every bit as 
hard as farmers, the trucking industry 
holds one decided advantage. 

“I don’t have to milk the truck,” 
he joked. n

Gary Salisbury: From owner/operator to CEO
Fikes Truck Line CEO sought a career in trucking to escape the farm

in conversation: The latest Driving for Profit seminar featured editorial 
director Lou Smyrlis interviewing Fikes Truck Line’s Gary Salisbury (left).

‘I was not a good owner/operator…I couldn’t 
tell you what my cost-per-mile was; if I had 

money at the end of the month, I was making 
money and if I had month left over at the end 

of the money, I wasn’t doing real good,’ 
Gary Salisbury, Fikes Truck Line

both sides of the wheel: Gary 
Salisbury charted a course from O/O 
to CEO, giving him a unique perspec-
tive on the industry.
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By Jim Bray
CALGARY, Alta. – The prov-
ince of Alberta is hoping fines as-
sessed to a trucking company and 
employee after a tragic accident can  
provide learning experiences that 
help ensure such incidents don’t 
happen again. 

The accident in question hap-
pened at Volker Stevin Contract-
ing’s Calgary yard in August of 
2008, and saw 20-year-old James 
Rintoul crushed under the wheels 
of a long combination vehicle 
(LCV) trailer he was helping a 
driver back up. 

The company involved, Denel 
Trucking, and employee Keith 
Hargrave were fined $286,500 and 
$10,000, respectively, after both 
pleaded guilty under the provin-
cial Occupational Health and Safe-
ty Act (OHSA).  

Denel was ordered to pay 
$144,000 to the Job Safety Skills 
Society, $109,000 of which would 
be allocated for the JobSafe Pro-
gram, while $35,000 was earmarked 
to establish a scholarship program 
in honour of the deceased worker. 
Another $131,000 was earmarked 
for the Alberta Motor Transport 
Association (AMTA) so it can de-
velop a course in the safe operation 
of specialized LCVs. 

Hargrave also was slapped with 
a $1,500 “victim surcharge” after 
pleading guilty to failing to protect 
his own safety and that of other 
workers.

According to the Statement of 
Facts agreed to between the Crown 
and the company, victim Rintoul 
was working as a dolly operator, 
helping move a tractor, double 
gooseneck frame and an indepen-
dently-steered dolly into the Volker 
Stevin wash bay. He was steering 
the dolly while walking alongside. 
Hargrave served as a spotter and 
was initially on the driver’s side in 
front of the truck, watching for ob-
structions. When the driver turned 
the transport to align it with the 
bay, Hargrave moved over to the 
passenger side and lost sight of, and 
communication with, the victim, 
who became trapped when his foot 
got caught under the dolly’s rear 
wheels. 

Denel Trucking admitted it had 
failed “to identify the hazards as-
sociated with the manual steering 
of a moving dolly; failing to provide 
Mr. Rintoul with the alternatives to 
avoid manually steering the mov-
ing dolly while walking alongside 
it, instead permitting him to be in 
the range of the moving dolly and 
its wheels; and failing to ensure the 
workers used the available two-way 
communication devices (radios) to 
assist in maintaining communica-
tion while steering the dolly.” 

As for Hargrave, the Statement 
says he failed to “take reasonable 
care to protect the health and safe-
ty of Mr. Rintoul when he left his 
spotting position” as well as failing 
to “maintain any sight of, or con-
tact with, Mr. Rintoul.”

“Essentially,” says Barrie Har-
rison, spokesman for the Occu-
pational Health and Safety sec-
tion of Alberta Human Services, 
“what they’re saying is they failed 
to identify hazards associated with 
the manual steering of a moving 
dolly that forced (the victim) to 
walk alongside it while it was mov-
ing, instead of having some better 
mechanisms in place.” 

Harrison says the civil charges, 
laid under the OHS Act, also car-
ried the potential for a prison term 
though the courts have yet to im-
pose such a penalty.  

One thing that made this partic-
ular case stand out, Harrison says, 
was that “It is rare, though not 
unheard of, to have an individual 
charged as well. In this case, there 
was obviously reason enough to be-
lieve that an individual had signifi-
cant responsibility and that’s why 
(he) was convicted as well.” 

OHS brought the charges after  
conducting its own investigation,  

Harrison says. 
“We then share our findings with 

the Crown prosecutors, who review 
the file and determine whether they 
believe there’s a reasonable likeli-
hood of conviction and that it’s in 
the best interests of Albertans to 
lay the charges,” he explains. 

Cases such as this one, Harrison 
says, are typically argued in front 
of a judge alone, and “In this case 
the company entered a guilty plea,” 
which made the prosecution more 
straightforward.  

“Sometimes the companies just 
recognize that they are indeed at 
fault,” Harrison says. 

In this particular case, discus-
sions about “creative sentencing” 
led to the decision to send a por-
tion of the penalty to the Job Safety 
Skills Society and the AMTA in-
stead of merely to the government’s 
general revenues. 

“What we’re seeing more and 
more of is that Section 41.1 (of 
the OHS Act) allows that some 
of the penalty can go…to groups 
that somehow have a link to educa-
tion or training that can help pre-
vent these sorts of incidents from 
happening again,” Harrison says. 
Hargraves’ $10,000 fine does go 
straight to the government, how-
ever, while the $1,500 victim sur-
charge – which Harrison says is a 
standard percentage – “Goes to a 
fund set up for victims to access 
when they require it.” 

A major fine such as the one un-
der discussion here may seem like 
a heckuva chunk of change for a 
trucking company struggling to 
compete and remain profitable 
in an uncertain and highly com-
petitive market environment, but  

Harrison says such things are taken 
into consideration when fines are 
assessed. 

“What you don’t want is a penal-
ty so severe that the company can-
not pay it and declares bankrupt-
cy or has to go under,” he notes. 
“That’s not in the best interest of 
anybody, including the people who 
still work for the company.” 

He admits there’ve been cases 
where companies have declared 
bankruptcy and therefore couldn’t 
follow through with the assessed 
penalty assessed, “But that is few 
and far between. The Crown prose-
cutors do the due diligence to hope-
fully avoid that from happening.” 

The idea, he says, is that “You 
want it to sting, but it serves no pur-
pose to have a fine hefty enough 
that they can’t pay it and other peo-
ple lose their jobs.”  

As for the AMTA’s portion, ex-
ecutive director Don Wilson wel-
comes the money, though he says 
they don’t yet know exactly to what 

use it’ll be earmarked. 
“We put in a proposal,” he says, 

“but other than the announcement 
from OHS that the funding would 
be coming, we haven’t had any 
more contact with them, nor has 
the money made it to the AMTA. 
I really thought we would’ve heard 
some direction from them, but it 
hasn’t happened yet.”

Wilson says the organization will 
probably use the funds to expand 
its existing LCV program and “de-
sign it around specialized equip-

ment like steerable dollies on trailers 
and the like.” 

The incident also gives the 
AMTA a chance to help get some 
messages out to the industry. 
“When they actually went after 
that individual for $10,000 person-
ally,” Wilson says, “that should say 
a lot, and I think we need to get the 
message out that you need to take 
the role of spotter extremely seri-
ously, that you’d better be on the 
ball and doing what’s expected of 
you because there are liabilities. I 
think some people take that pretty 
lightly.”

If you’re a spotter, he says, 
“You’d better assume all the re-
sponsibilities that go along with it. 
I don’t think that’s communicated a 
lot and we’re going to work on that 
to bring that out to folks.”

This particular case doesn’t 
mark the first time the province 
has approached the AMTA in such 
a situation. 

“They did one of these a few 
years ago, where we got $65,000 to 
develop a loading course,” Wilson 
says, noting the new course would 
undoubtedly be offered to employ-
ers through the AMTA’s facility. 

He doesn’t know if the govern-
ment will make such a course man-
datory, but says “They could very 
well say if you’re operating that 
kind of equipment you have to have 
a card or certificate on it.” It could 
also lead to a situation in which the 
AMTA trains the trainers: “The 
company brings in their safety guys 
and then they take it to their em-
ployees.” 

However it shakes out, Wilson 
says, the AMTA already has a han-
dle on it. 

“We’re not starting from scratch,” 
he says. “We’ll build on the long 
combination vehicle course we 
have, and work in the specialized 
stuff. We’ll obviously bring in in-
dustry folks to help us with the de-
velopment because they’re the guys 
who’ll be using it.”

Wilson says that, as with other 
AMTA offerings, the course would 
be offered to any Alberta trucking 
company whether it’s a member of 
the Association or not.  n

Sending a message
LCV spotter personally fined in death of co-worker

‘It is rare, though not unheard of, to have an  
individual charged as well,’ 
Barrie Harrison, Alberta Human Services

No matter 
which hat 
you wear…

There’s 
strength in 
numbers.

Whether you’re an owner/operator, an affiliate or a friend 
of the Alberta construction trucking industry, become a 

member and make your voice heard with ACTA.

To find out more, visit 
www.myacta.ca
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By James Menzies
GUELPH, Ont. – MacKinnon 
Transport, a family-run compa-
ny with a storied 80-year history, 
dropped a bombshell on the indus-
try in mid-December, when it no-
tified its drivers and creditors it  
was filing a Notice of Intent (NOI) 
under the Bankruptcy and Insol-
vency Act.

The move buys the company time 
to restructure its finances and come 
to terms with its creditors. It does 
not necessarily precede a bankruptcy 
and many carriers have successful-
ly filed an NOI and later emerged 
from creditor protection.

A s  f i r s t  rep or t e d  by  
Trucknews.com, a message was sent 
to drivers via satellite on Dec. 13, 
informing them the company had 
filed an NOI and was proceeding 
with a restructuring. 

“Let me stress that this is not a 
bankruptcy of MacKinnon Trans-
port,” Alex MacKinnon, senior 
vice-president of finance and ad-
ministration wrote in the message. 
“We have a NOI to make a propos-
al which offers creditor protection 
strategy, that will provide the time 
and stability necessary to complete 
financial restructuring, which will 
make MacKinnon Transport a 
stronger industry competitor with 
a renewed financial outlook.”

The very next day, MacKinnon 
sent another message advising driv-
ers that MacKinnon’s van division 
was being sold to Laidlaw Van LP, 
ensuring the continued employment 
of van division drivers and owner/op-
erators. The announcement caught 
Greg Rumble, president and COO 
of Laidlaw’s parent company Con-
trans, by surprise when reached for 

MacKinnon Transport files notice of intent, restructures

comment by Truck West.
“It’s really very, very prema-

ture to make any comment at 
this point in time. We are going 
through a due diligence process 
and once that process is finished, 
we will be able to determine how 
we proceed,” Rumble told Truck 
West on Dec. 14, noting formal 
discussions concerning an acqui-
sition could not commence until 
the NOI was filed. When asked 
if Laidlaw was interested in tak-
ing on MacKinnon’s van division 
drivers, Rumble said “If every-

thing goes through, it’s definitely 
true. But there’s a process that’s 
going on. And it is indicated in 
the process that they intend to 
file an NOI. They haven’t filed it 
yet to my knowledge and if you 
haven’t filed it, you can’t complete 
a transaction under the Bankrupt-
cy Act until that’s filed and the 
trustee in bankruptcy does his 
job…are we interested? Absolute-
ly, yes we are. We are proceeding 
with our due diligence. Absolute-
ly I would love to conclude this 
deal.” He then joked “If an NOI 
has been filed, let me know.”

Finally, on Jan. 16, the deal be-
came official, with Contrans CEO 
Stan Dunford announcing: “This is 
a real boost for the growth of our 
Laidlaw Van division. The combi-

nation of MacKinnon’s van business 
with our existing operations will pro-
vide a benefit to drivers and custom-
ers and will generate overall efficien-
cies. It has been a pleasure working 
with the MacKinnon team through 
their restructuring process and we 
are pleased to add this division to 
our group.”

The deal covers about 80 drivers 
and O/Os. Evan MacKinnon, presi-
dent and CEO of MacKinnon Trans-
port said the deal ensures 95% of 
the company’s staff would remain 
employed through the restructur-
ing process.

“Our objectives were to ensure 
the future existence of MacKin-
non Transport, while preserving 
as many jobs of all those who work 
here as possible,” Evan MacKin-

non said in a statement on Dec. 
16. “Through our business deal 
with Laidlaw Van LP, we have 
jointly achieved preservation of 
95% of the jobs of the MacKin-
non employees and independent 
contractors – a huge success in 
these challenging times of excess  
unemployment.”

He also said the carrier would 
be returning to its roots as a “pre-
mier flatbed carrier.”

“I remain confident that our goal 
of achieving the financial stabili-
ty of MacKinnon Transport as a 
strong flatbed player in the North 
American trucking industry will be 
preserved,” MacKinnon said. 

He blamed the company’s prob-
lems on a “perfect storm” of events 
brought on by “market conditions” 

and an “unsuccessful acquisition.” 
MacKinnon purchased LE Walker 
in the summer of 2009 and in De-
cember of that year placed it into 
creditor protection, from which 
it did not emerge. He stressed 
MacKinnon Transport will con-
tinue to operate and serve its 
customers as it goes through the  
restructuring process.

MacKinnon’s problems caught 
many in the industry – including 
most of its drivers – off-guard. The 
company has always been consid-
ered one of Canada’s most suc-
cessful flatdeck carriers, operating  
approximately 270 trucks. 

It has also won fleet safety awards 
from Volvo Trucks and the Truck-
load Carriers Association. MacK-
innon has also been named a Best 
Fleet to Drive For under a program 
run by CarriersEdge and the Truck-
load Carriers Association. And 
MacKinnon has been named one of 
Canada’s 50 Best Managed Compa-
nies on numerous occasions.

Contrans’ Rumble hinted at the 
Ontario Trucking Association 
(OTA) convention last November 
that Contrans would be looking 
for enticing opportunities.

“It’s a great time to be looking 
for acquisitions,” Rumble said at 
the time. “You get a chance to 
see what a company was able to 
do through the toughest econom-
ic times in 25 years. If the com-
pany has done reasonably well in 
the 2008-2010 period, I’m willing 
to pay for that. We’ll pay a fair 
market value and allow the com-
pany to continue doing what it has 
been doing. We’re prepared to pay 
for companies that have done well 
through the recession.” 

When asked if those remarks 
would indicate that MacKinnon’s 
van division has weathered the 
storm in reasonably good health, 
Rumble retorted: “I wouldn’t  
assume that.”  n

Contrans acquires van division, rolls 
it into Laidlaw Van LP operations

‘Our objectives were to ensure the future existence 
of MacKinnon Transport, while preserving as many 

jobs of all those who work here as possible,’
Evan MacKinnon, MacKinnon Transport

OKOTOKS, Alta. – Mullen Group is 
allotting about $25 million in capital 
towards purchases for its truckling/lo-
gistics segment, to be used “primarily” 
to replace trucks and trailers.

In its 2012 capital expenditure plan, 
Mullen said it would be buying about 
60 trucks and 200 trailers this year. 

It will also be adding to its “pipeline 
on wheels” by adding equipment to its 
fluid hauling fleet.

Mullen Group said in a release it is 
confident about 2012, so much so it 
is increasing its overall capital spend-
ing to $100 million, not including any  
acquisitions.

 “This decision reflects not only our 
confidence in the long-term prospects 
for the markets Mullen Group serves 
but also in our 27 independently oper-
ated business units. We want to ensure 
that our employees continue to have 
access to the best and most efficient 
equipment and have best-in-class fa-
cilities in which to work, as these are 
integral components of our quality 
initiatives,” said Murray K. Mullen, 
chairman and CEO.

The company also plans to invest in 
facilities, including the development 

of an industrial park in northeast Ed-
monton, which will facilitate the mul-
timodal movement of industrial and 
energy-related products.

“Mullen Group believes it is a com-
petitive advantage to own facilities in 
key strategic areas so when attractive 
opportunities arise they will be pur-
sued. The commencement of the de-
velopment of a transload and distribu-
tion centre in northeast Edmonton is 
an initiative that we believe will result 
in further opportunities to serve the 
Alberta market and thereby expand 
our presence in this growing market,” 
said Stephen H. Lockwood, president 
and co-CEO. 

Mullen also said it would be look-
ing for acquisitions in the oilfield ser-
vices as well as the trucking/logistics 
segment.

“There are significant issues and 
challenges that continue to dominate 
the headlines, events well beyond our 
control. Here at the Mullen Group we 
are taking an optimistic view that 2012 
will be another great year for our or-
ganization and we intend on taking  
full advantage of the opportunities,” 
Mullen said. n

Optimistic Mullen Group earmarks 
$25M for new equipment in 2012

Trucking legend Don Schneider dies
GREEN BAY, Wis. – Donald Schneider, chairman emeritus and former 
president and CEO of Schneider National, has died. Schneider died Jan. 13 
after a lengthy battle with Alzheimer’s disease. He was 76. 

Born in 1935, Schneider started working for the family business while in high 
school in the early 1950s, first as a mechanic’s helper and then as a truck driver. 
He continued in this capacity while attending St. Norbert College in De Pere, 
Wis., in the late 1950s, using the job to fund his college education.

Schneider graduated from St. Norbert College with an undergraduate degree 
in business and married his wife, Patricia, in 1957. After serving a 13-month 
military tour of duty in Korea, Schneider returned to the US and enrolled in 
graduate school at the Wharton School of Business at the University of 
Pennsylvania. Upon earning his master’s degree from Wharton, he returned 
to the Green Bay area in 1961 to join his father’s trucking company as a 
manager. In 1976, Schneider officially became president of the company.

Schneider led the family business for more than 25 years, a span that included 
deregulation in the early 1980s and saw the carrier become the first to adopt 
satellite-based communications in its trucks. 

In 1993, Schneider founded Schneider Logistics to help customers to manage 
the flow of materials, funds and information throughout their supply chains. 
He also formed Schneider Communications, a regional telecommunications 
company, in 1982. 

Schneider retired from the day-to-day responsibilities in 2002, selecting then 
chief operating officer Chris Lofgren to succeed him as president and CEO. 
Schneider continued on as chairman of the board for the privately held firm 
until 2007 when he reached the board’s mandatory retirement age.

Schneider was also an active philanthropist in the Green Bay area. In 
1982 Schneider founded the company’s charitable arm, the Schneider  
National Foundation, which has donated millions of dollars and thousands of 
volunteer hours to charities in need since its founding, according to officials.  
Schneider National has created a site to share memories about Don Schneider at  
www.schneidernational.com. n
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Daimler Trucks North America unveils addition of Detroit axles to powertrain portfolio
By Lou Smyrlis

MIAMI, Fla. – When Daimler 
Trucks North America (DTNA) 
launched the Detroit brand in Oc-
tober 2011, it envisioned a brand 
that stood for more than its well-
known engine offerings. Jan. 11, 
at a special briefing for the busi-
ness press, DTNA unveiled the 
first steps it has taken to expand 
the Detroit product to encompass 
additional powertrain components.

DTNA announced Detroit ax-
les are now available to order for 
Freightliner Trucks, Western Star, 
Thomas Built Bus and Freightliner 
Custom Chassis vehicles. It marks 
the first time that the former De-
troit Diesel brand has offered ax-
les. Produced at the same facility 
as Detroit’s engines, Detroit axles 
include a wide range of configura-
tion options and compatibility with  
all braking systems offered by 
Daimler Trucks.

“This will be a core product for 
Detroit; it will not be a side proj-
ect,” emphasized David Hames, 
general manager, marketing and 
strategy, DTNA.

Hames said this is the first step 
towards what he called a “vehicle 
integration” strategy. 

“Powered by Detroit will even-
tually mean the full powertrain,” 
Hames promised. The company is 
also looking at transmissions and 
at alternative-fueled engines.

Hames also took time to stress 
the difference between DTNA’s 
“vehicle integration” strategy and 
the “vertical integration” strategy 
many truck OEMs employ (and 
which some carriers and O/Os may 
not be particularly fond of, as it  
reduces choice.)

“Vertical integration is owning 
your supply chain for the sake of 
owning your supply chain. Vehicle 
integration is about coming up with 
solutions that give your customers 
a competitive advantage and allow 
us to differentiate ourselves in the 
marketplace,” Hames said. “The 
next big opportunity for Daimler 
is how to optimize the powertrain 
by matching the final drive ratios to 

the efficiency characteristics of the 
engine. Doing that without a ‘cap-
tive’ engine is a challenge.” 

(DTNA will, however, continue 
to offer both Meritor and Dana ax-
les for customers who wish to go 
with those brands on their trucks).

Another reason DTNA wants to 
have control of its own axle supply 
is to ensure it does not become sub-
ject to supplier constraints down 
the road. As Mark Lampert, DT-
NA’s senior vice-president, sales 
and marketing, acknowledged, the 
supply shortages that have plagued 
all OEMs have not gone away. Sup-
plier ability to grow their opera-
tions remains problematic even 
though the North American econ-
omy is not rebounding as quickly 
as after past recessions.

Here is more information on the 
new Detroit axles:

Steer axles

Available with ratings from 6,000-
20,000 lbs – including a 12,500-lb 
rating – and featuring a weight-
optimized I-beam, Detroit’s steer 
axles, designed specifically for 
DTNA vehicles, are up to 40 lbs 
lighter than competitors (13 lbs 
lighter on average), resulting in 
more payload capacity and greater 
productivity, according to DTNA.

Brad Williamson, manager, en-
gine and component marketing, 
DTNA, said the steer axles include 
several design advantages. One of 
these advantages is a needle-bear-
ing design, rather than using bush-

ings, as a way to reduce wear and 
tighten tolerances. 

The end result should be bet-
ter performance and less mainte-
nance, according to Williamson. 
The use of friction and thrust bear-
ings should also reduce chatter and 
enhance steerability. The axles’ I-
beam design is coupled with an ad-
vanced steering layout, resulting in 
a sharper wheel cut of up to 55 de-
grees – enhancing maneuverabil-
ity in the tight turns experienced 
in more urban applications. 

Williamson said Detroit is offer-
ing 12 ratings, compared to seven 
for Meritor.

“We have the ratings customers 
need to cover their applications,” 
he stressed.

Single rear axles

Available with weight ratings from 
13,000-23,000 lbs, Detroit’s propri-
etary single rear axles have preci-
sion-machined gear sets, which 
Williamson said will boost efficien-
cy and provide higher torque and 
quieter operation. They are also de-
signed with fewer parts and a larger 
differential for greater stability on 
the road and improved durability. 

“We have the right solution for 
every application,” said William-
son. “Detroit axles are engineered 
tough and built to withstand the 
harshest of conditions.” 

Tandem rear axles

Detroit did away with the pinion 
head bearing on its tandem rear  

a lighter steer: Detroit’s new steer axles weigh up to 40 lbs less than 
competitive models, Daimler Trucks North America announced.

axles in order to create more space 
for a larger and stronger differential. 
Combine that with a Topoid offset 
design that makes for a nearly zero-
degree driveline angle between each 
axle and Williamson says you end up 
with a design that reduces vibration 
and increases durability. 

Additional benefits of Detroit’s 
tandem axles include an oil deflec-
tor which ensures full lubrication 
of the power divider at very low 
speeds, eliminating the need for an 
expensive oil pump; an input seal 
located inside the bearing cage and 
separated from the threaded ring 
for improved sealing, reducing deg-
radation and oil leaks; and a larger 
power divider for improved stabil-
ity and reliability. Optional driv-
er-controlled or automatic differ-
ential locks further enhance grip 
and traction. 

Detroit tandem axles are avail-
able from 34,000-46,000 lbs, in-
cluding an intermediate track 
40,000-lb alternative for switch-
ing between wide-based single and 
dual tires. 

As important as the new prod-
uct designs may be, how they are 
supported in the field is just as, or 
perhaps even more important, Wil-
liamson said. 

A study of more than 600 buy-
ers recently conducted by DTNA 
found that when it comes to pur-
chasing axles, the top factors driv-
ing the purchasing decision had to 
do with service and warranty.

Detroit’s warranty on the axles is 
five years, 750,000 miles. William-
son emphasized Detroit can sup-
port its axles in the field through 
its more than 600 locations in the 
US and Canada. 

The Detroit Carrier Exchange 
Program enables dealers to ex-
change or upgrade axles on trucks 
post-build up to three times 
with no penalty to ensure fleets 
get the exact gearing they need.  
For more information, go to  
www.DetroitDiesel.com.  n

By Lou Smyrlis
MIAMI, Fla. – Despite the slug-
gish economic recovery, Daimler 
Trucks North America (DTNA) 
expects the North American Class 
8 market to bounce back in 2012 
with retail sales of 232,000 trucks. 
About 27,500 of those are expect-
ed to be sold in Canada, accord-
ing to a market overview provided 
by Mark Lampert, DTNA’s senior 
vice-president, sales and market-
ing. In comparison, retail sales 
for the North American Class 8 
market came in around 183,000 
in 2011, with about 25,000 com-
ing from Canada.

“We are back to what we call 
a ‘normal’ marketplace in terms 
of production over the past six 
months,” Lampert said. Still, he 
said over the next year he does 
not see North American fleets 
growing their capacity. 

“About 95% of sales are based 
on replacement demand. We are 
seeing very small growth…We 
still feel that during the first and 

second quarter of 2012 the in-
dustry will be running the oldest 
fleet in memory,” Lampert said. 
He figured the North American 
truck fleet is somewhere between 
6.7 and 6.9 years old, on average. 
In Canada, records show that only 
about one fifth of heavy-duty 
trucks are less than five years old.

He does see the average age 
starting to come down in 2012, 
however, as carriers large and 
small move to get rid of the old-
er trucks in their fleets, which 
are likely starting to cause them 
maintenance-related issues.

(Research presented at the 
American Trucking Associations 
conference last fall, showed that 
heavy-duty truck maintenance 
costs averaged about five cents 
per mile up to the vehicle’s first 
550,000 miles. After a vehicle 
crossed that threshold, however, 
maintenance costs ballooned to 
an average of 15 cents per mile).

He said that demand is broad-
based, with orders coming from 

truckload, LTL, most vocation-
al segments as well as large and 
small fleets.

Looking at the North American 
Class 6-7 market, Lampert fore-
cast sales of about 108,000 vehi-
cles for 2012 with about 8,000 of 
those coming from Canada.

Lampert, however, warned that 
the supply shortages – both in raw 
materials and parts – are not over, 
despite the rather tepid recovery. 
He said the financial hit many 
suppliers took during the reces-
sion is making it difficult for them 
to invest the money necessary to 
meet future growth demand and 
he is worried about what would 
happen should the economy re-
cover to the point where GDP was 
growing at 3-4%. 

He added that capacity con-
straints cut into DTNA’s own 
sales this year, benefiting some 
of its competitors. But he does not 
see that continuing in 2012 and 
expects DTNA to grow its mar-
ket share this year. n

DTNA forecasts North American Class 8 sales of 232,000 units
Raydan gets better 
offer, former deal 
with Link on hold
EDMONTON, Alta. – A bet-
ter deal has come along for  
Raydan Manufacturing, which 
was set to sell its suspension busi-
ness to Link. 

A numbered Alberta company, 
owned by businessman and cur-
rent Raydan shareholder Bill 
Kocken, has offered about $1.96 
million for the company. Ray-
dan’s board of directors agreed 
it was a “superior” proposal to 
the one offered by Link.

“After carefully weighing the 
alternatives, in consultation with 
our legal and financial advisors, 
the board of directors has con-
cluded that the (new) offer pro-
vides greater shareholder value 
than Link’s existing offer,” said 
Ray English, president and CEO 
of Raydan.

Link has five business days from 
Jan. 9 to decide whether or not to 
submit a matching proposal or to 
accept a termination fee. n 
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REGINA, Sask. – Custom Truck 
Sales president Brent Leach has 
been nominated for the Truck 
Dealer of the Year award from the 
American Truck Dealers (ATD). 
The winner will be announced at 
the 49th annual ATD Convention 
and Expo in Las Vegas Feb. 4. 

Leach started in truck retailing 
after high school, working in the 
parts department of the business 
begun by his father and grandfa-
ther in 1965. He continued to work 
in the parts department during 
summer breaks from college. And 
after receiving a bachelor’s degree 
in accounting from the University 
of Saskatchewan, he returned to 
install and operate its first dealer 
business system. 

Soon Leach was appointed the 
company’s controller. In 1986, when 
the dealership opened its third loca-
tion in Winnipeg, Leach joined his 

two brothers and a branch manager 
to become a partner in that dealer-
ship. He retained his responsibili-
ties as corporate controller for the 
Saskatchewan operation and also 
became corporate controller for the 
new dealership. In 2001, the two 
companies merged and Leach be-
came president and CFO.

“Our longevity is due to the out-
standing people we have in our or-
ganization. We have maintained 
our major fleet accounts for over 
25 years while keeping our smaller 
accounts for as long as 40 years,” 
says Leach. “We have increased our 
market penetration into all sectors 
of the industry, selling trucks to cus-
tomers in diverse fields including oil 
field, construction, agricultural, for-
estry, mining and over-the-road.”

Custom Truck Sales has received 
a number of awards for outstand-
ing performance from Kenworth. 

The dealership was named North 
American Dealer of the Year in 
both 1997 and 2007, and received 
Gold Awards in 2007, 2008, 2009 
and 2010 for its rankings as a Top 
5 dealer in overall performance for 
Kenworth for North America. 

An active member of his com-
munity, Leach served as a board 
member of the Victorian Order of 
Nurses from 1990-1992 and as a vol-
unteer coach for the Hockey Regina 
organization from 2001-2009. The 
dealership also has donated funds 
to support after-school activities 
at a local school, including many 
sports. Leach says his most mean-
ingful contribution has been made 
through coaching hockey. 

“As a volunteer coach you be-
come responsible for the develop-
ment of children’s skills and atti-
tudes in teamwork and competition; 
when you see them succeed it is very 

rewarding,” he says. 
Nominees for the award are eval-

uated on several categories, includ-
ing dealership performance, civic 
contributions and industry leader-
ship. The winner and runner-up will 
be chosen by a panel of professors 
from Indiana University’s Kelley 
School of Business. n

Custom Truck Sales up for prestigious ATD Dealer of the Year award

brent leach

MISSISSAUGA, Ont. – Trailer 
Wizards has inked a deal to sell 
Vanguard trailers across Canada, 
and has acquired its dealerships 
in Vancouver, Calgary, Winnipeg, 
Montreal and Moncton, the compa-
ny announced. The new locations 
add to Trailer Wizards’ existing 
trailer rental and leasing facilities 
across Canada, the company an-
nounced, and was part of the com-
pany’s coast-to-coast trailer strate-
gy implemented by president Doug 
Vanderspek in 2008.

“We’re proudly Canadian and our 
goal was to build a trailer network 
nationwide so that a trucking com-
pany in Vancouver can go to the 
same people for trailer service and 
parts as far away as Halifax,” said 
Vanderspek. “With the establish-
ment of trailer dealerships, our cus-
tomers can now purchase brand new 
trailers from the same folks they’re 
used to leasing them from.”

Mark Diamantopoulos, vice-pres-
ident of sales, said Trailer Wizards 
was drawn to Vanguard because 
“They’re a great North American-
made trailer with many standard 
premium features. I’ve been in this 
industry for over 15 years and Van-
guard trailers are terrific value for 
fleets that need a solid, durable 
trailer with low lifecycle mainte-
nance costs and hassles.”

The company says it will offer 
finance leases, warranties, main-
tenance and repair services, au-
thorized parts and a competitive 
trade-in program for Vanguard 
trailers, including dry vans, reefers 
and heated trailers. The company 

says it will stock certain trailers and 
take custom orders for others.

Meanwhile, the company has also 
added to its staff. Anne McKee was 
hired as director, human resourc-
es. She was formerly director of HR 
with Quik X Transportation, where 
she built HR functions including a 
comprehensive occupational health 
and safety program, the company 
announced.

“We work in an industry that is of-
ten disrupted by personnel challenges 
and turnover. I want our employees to 
know they will be taken care of. Anne 
shares our vision of creating a collab-
orative, respectful, safe, work family,” 
Vanderspek announced.

McKee will be based out of Trailer 
Wizards’ Mississauga facility and is 
available at 905-670-7077.

Daran Ultican has joined Trail-
er Wizards’ Moncton sales team.  
Ultican previously held positions with 
Utility Trailer and Access Trailers.

“This is a man who lives and 
breathes trailers,” said Dave Skaa-
rup, Atlantic v.p. of Trailer Wiz-
ards. “We wanted to add a top gun 
to our sales division and we knew 
Daran was the guy.” Ultican can be 
reached at 506-870-1027 or through 
Trailer Wizards’ Moncton branch at 
125 MacNaughton Ave.

Also, Grant Elsley has been hired 
for dealership sales at the company’s 
Mississauga location. His number is 
416-910-1486.

“Grant brings solid industry ex-
perience in buying and selling trail-
ers and will be a definite asset to 
the dealership sales team,” the 
company said. n

Trailer Wizards to sell Vanguard 
trailers; adds to sales, HR teams

anne mckee daran Ultican grant elsley

Roll-Tite rolls into new home
BRANTFORD, Ont. – Retractable tarp system manufacturer Roll-Tite has 
announced it is pulling up stakes at its Norwich, Ont. headquarters and moving 
into a new “technologically advanced” facility in Brantford. The new facility, at 
490 Elgin Street, Unit 1 in Brantford, is just minutes from Hwy. 401, the com-
pany announced. The relocation is part of its previously announced restruc-
turing, aimed at supporting company growth, manufacturing and operating 
improvements and closer proximity to distribution channels, the company said.

“We are excited to move our manufacturing facilities and corporate head-
quarters to Brantford, Ont.,” said company president, Roman Pankiw. “This 
move provides improved access to quality resources and strengthens our foun-
dation to more efficiently advance product development, product quality and 
customer satisfaction.”  n
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safety

There’s a law that drivers should 
be aware of, even though it seems 
there may be very little enforce-
ment; another example of a ‘Gummy 
Law’: laws with no teeth. 

I am referring to the National 
Safety Code Standard 10 Cargo 
Securement (Division 1, Sections 
2 and 3) as well as the FMCSR 
(392.9). 

Although the National Safety 
Code is, more or less, a suggestion 
that the feds would like the prov-
inces to undertake, the Regulation 
363 turns this National Safety Code 
Standard 10 into law.  

The National Safety Code 
Standard 10, as with the FMCSR 
392.9, states “all drivers shall stop 
and check their load within the 
first 80 kms and then again ev-
ery three hours or 240 kms (150 
miles), whichever comes first.”

Personally, I know of no driv-
ers who have ever been fined for 
not following the NSC Standard 
10 or the 392.9 of the FMCSR, 
for driving for more than three 
hours straight. 

It could be because in the reg-
ulations it states that a driver is 
not required to stop if the doors 
are sealed or it is impossible to 
check the load.  

I would like to point out that 
I have physically sat with many 
MTO and DoT auditors while au-
diting a company’s compliance. 

Not once had the auditor – 
MTO or DoT – looked at, or 
questioned a driver’s compliance 
when driving for more than three 
hours straight, as long as the driver’s 
logs were compliant as well as all 
documentation, fuel stops, bor-
der crossings, tolls, faxes, etc. in 
order.

On the safety side of things; 
while working at a large transport 
company as a safety and compli-
ance officer, this company had a 
policy that stated the “driver shall 
stop every two hours to do a load 
check, tire check, circle check, re-
gardless if the trailer was sealed 
or not, and check to see if the 
brakes or axles were or were not 
heating up.”

This would have proved to be 
beneficial for the company and 
the driver, had a certain driver 
done just that. 

However, the driver did not stop 
after the recommended two hours 
and due to the spike brake being 
on, ever so slightly, the brakes 
heated up and caused a fire. 

The driver had enough time to 
pull the tractor away from the 
trailer, saving the tractor. 

However, the trailer and load 
were lost. 

This could have been avoid-
ed had the driver stopped inside 
those two hours to stretch his/her 
legs and do a quick walk around 
the trailer and tractor, as our pol-
icy stated, and as the law states 
(every three hours, as stated by 

the law).
Personally, I am not a big be-

liever in a truck driver being paid 
by the mile. 

This forces the driver into a 
‘piecework’ kind of deal, which I 
believe was the case with the driv-
er who had the fire. 

This kind of compensation forc-
es a driver to constantly think 
about his/her pay, in regards to 
miles, and not being able to make 
it to the next drop-off or pick-up, 
thus creating stress on the driver 
and causing the driver to concen-
trate on his/her mileage rather 
than the road.  

This pay schedule also forces 
the driver to break or bend a law 
or regulation every now and then 
to try to make a couple of extra 
bucks. 

However, in the long run, the 
driver will lose. 

The driver may think of driv-
ing according to their miles rather 
than their hours. 

This can get a driver in trouble 
once the documentation is looked 
at and examined. 

The driver may not stop every 
three hours, according to com-
pany policy, Standard 10 or the 
FMCSR. 

The driver may not do a profes-
sional pre-trip inspection before 
starting their trip, since they feel 
they are not being paid for such. 
There are many examples of these 
so-called ‘Gummy Laws’ that lack 
teeth. 

It makes me wonder about the 
time and energy wasted by the 
politicians who rallied for the 
change, the stakeholders and peo-
ple who opposed it or agreed with 
it, the commissions who looked it 
over, the organizations that held 
meetings to try to stop it or help 
it along, the lawyers who had a 
hand in trying to close each and 
every loophole…

The list goes on. n

– Martin Cowie has over three 
decades of over-the-road expe-
rience. He has over three years 
as a manager and instructor of 
a truck driving school, training 
safety and compliance theory to 
students through a private career 
college. He has also performed 
safety and compliance of a very 
large fleet and has been a consul-
tant for more than two years, as-
sisting small, medium and large 
companies with compliance in 
regards to MTO and the DoT. 
He is currently a consultant and 
educator for the transportation 
industry. He can be reached at  
martin@transcorpsafety.com.

Regularly stopping to inspect 
load, equipment is the law

martin cowie

Guest 
Column

Even if the trailer doors are sealed, stopping 
for periodic inspections is a good idea

Missing Since: August 27, 2011

Date of Birth: December 5, 1990

Missing From:
Siksika First Nation,  
Alberta, Canada

Build: Medium - 5’4”, 165lbs

Eye Colour: Brown

Hair Colour: Dark Brown

Characteristics:
Last seen wearing: brown sweater 
and black pants with a red stripe 

DESIREE OLDWOMAN

missingkids.ca

IF YOU HAVE ANY INFORMATION ABOUT THIS MISSING PERSON,  

1-866-KID-TIPS
OR CONTACT GLEICHEN RCMP (403) 734-3056 

OR YOUR LOCAL POLICE DEPARTMENT. ALL CALLS CONFIDENTIAL

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.

INCREASE RETURNS ON 
YOUR TRUCK INVESTMENT

Tel  1.800.668.5458    Fax  905.671.2358
sales@flocomponents.com  www.flocomponents.com 

DISTRIBUTION VALVES

LUBE PUMP

Components by:

For Total Lube Solutions, 
GO WITH THE FLO!

AUTOMATIC LUBE SYSTEMS
√    Reduce Unplanned Downtime
√    Increase Life of Components
√    Lower Operating Costs
√    Systems Installed at Your Location 
√    Use Your Standard In-Shop Grease
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And with premium new tires not always available or affordable, there’s 
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Especially when you use quality Bridgestone casings. And since retreads 

require 70% less oil to make, they’re as good for the planet as they are for 
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retreading has always been smart.
lately, it’s been downright brilliant.
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safety

Everyone who feels threatened by 
electronic recordings usually re-
fers to Big Brother. There was no 
escaping the party leader’s men-
acing presence in the novel 1984. 
Posters warned characters that 
“Big Brother is watching you” 
and “telescreens” monitored every 
activity.

The fleets and drivers who take 
the time to understand the elec-
tronics on a modern truck are 
more likely to be thankful for the 
watchful eyes.

Consider what these tools can 
do. The Electronic Control Mod-
ules (ECMs) on engines now mon-
itor a long list of potential faults 
and control the combustion pro-
cess. Global Positioning Systems 
and satellite networks track where 
loads are at a moment’s notice. 
And everyone is more connected 
than ever thanks to cell phones 
and e-mail. 

Electronic logbooks offer a per-
fect example of the difference that 
electronic data can make.

It’s no secret that the Federal 
Motor Carrier Safety Adminis-
tration (FMCSA) in the US is 
looking to eventually mandate 
the use of electronic on-board re-
corders (EOBRs) on every inter-
state truck. But a growing num-
ber of fleets are already enjoying 
the power of these devices before 
they become the law. 

EOBRs eliminate many of the 
simple paperwork errors that 
can be frustrating for drivers 
and fleets alike. Rather than be-
ing measured on how well they 

mark lines on a grid or fill out 
blank spaces at the top of a log 
sheet, drivers simply press a but-
ton whenever they change their 
duty status. Dispatchers know ex-
actly how much time remains in a 
driver’s workday and when loads 
will need to be parked.

Errors which can lead to fines 
or marks on safety ratings become 
a thing of the past. In addition to 
that, the businesses can reassign 
workers who are feeding logbook 
pages into electronic readers.

Of course, this is hardly the 
only electronic tool that can help 
to manage driver and business  
activities.

Consider the latest genera-
tion of Global Positioning Sys-
tems that give fleets the chance 
to introduce geofencing strate-
gies, sounding an alarm whenev-
er a truck strays outside a specific 
area. That can alert dispatchers 

about stolen or hijacked equip-
ment as well as drivers who may 
be lost. By noticing a truck that 
has not moved at all, a fleet may 
identify a driver who has been in-
jured and needs medical help.

The benefits of these tools even 
extend to shippers, as the sys-
tems send automated messages 
about freight locations. E-mails 
can be generated when someone 
leaves the yard, clears Customs, 
or comes within an hour of a load-
ing dock. And this is the type of 
information that can reduce po-
tential delays at a loading dock, 
as well as the time invested in an-
swering calls which ask about the 
status of a load.

Another technology in the 
form of camera-based systems 
that sound a warning whenever a 
driver strays from a lane will ob-
viously help to prevent single-ve-
hicle rollovers, but the benefits of 
these recordings don’t end there. 
The videos can also be used as a 
training tool to show drivers spe-
cific examples of driving habits 
that need to be improved.

These systems can also record 
important details in the seconds 
before or after a collision. One 
owner/operator who installed 
video equipment of his own was 
immediately able to show a State 
Trooper that he had been cut off 
by a motorist who claimed to be in 
the right. He was allowed to con-
tinue his trip without any delay.

Of course, valuable electronic 
data is not limited to those who 
invest in cutting-edge technolo-
gy. The same ECMs that control 
any modern engine can also gen-
erate reports about fuel economy, 
a driver’s shift points, hard brak-
ing and coasting habits. 

Every one of these factors de-
serves to be tracked. Drivers who 
are involved in too many hard 
braking events, for example, are 
likely too aggressive behind the 
wheel. That can raise the risk of 
collisions, causes parts like tires 
and brakes to wear out prema-
turely, and lowers fuel economy.

Fleets can base benchmarks 
for the different measurements 
by tracking their overall experi-
ence with trucks on similar trips. 
Those that travel exclusively in 
the Greater Toronto Area can 
be expected to have more sudden 
brake applications at lower speeds 
than a long-haul driver, but it is 
possible to compare the experi-
ence of a driver’s peers.

And when managers take the 
time to compare available data, 
the opportunities to improve a 
business are endless. n

– This month’s contributing expert 
Ross Johnson has over 25 years 
experience in occupational health 
and safety, fleet safety management 
and driver training. He started with 
Markel as a training specialist in 
2002 prior to becoming a safety 
and training services, senior advi-
sor in 2004. Send your questions, 
feedback and comments about this 
column to info@markel.ca. Markel 
is the country’s largest trucking in-
surer providing more than 50 years 
of continuous service to the trans-
portation industry.

Electronic tools offer more insight than ever before

ross johnson

Ask the Expert

Another notch in our 
 growing Award Belt

www.trucknews.com/videos/

Trucknews.com’s WebTV show Transportation Matters has won a silver
award in the Best Video or Multimedia Feature category at the third annual 
Canadian Online Publishing Awards. The awards recognize excellence  
in online editorial and innovation by Canadian magazine, newspaper,  
broadcast and Web site publishers. 

The silver-winning episode was “Big Beer Run,” which originally aired 
last winter and chronicled Challenger Motor Freight’s 10-day trek across  
the GTA hauling six massive beer tanks for Molson-Coors.
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To fi nd a dealer on the road, visit www.utdealers.mobi
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Perhaps it’s because we’re obsessed with innovation, thermodynamics and real-world durability. 

 Some things are

       worth repeating.
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All indications are that senior drivers 
are finally about to get a break. The 
current law requires anyone 65 or old-
er to pass an annual road test in order 
to continue holding a commercial li-
cence.  The Ontario Trucking Associ-
ation and Owner-Operators Business 
Association of Canada have reported 
that the Ontario Transport Minister 
has assured them that he’s looking into 
making the renewal an easier process, 
if not eliminating it altogether.

For years the process has puzzled 
me. If experience is the greatest teach-
er, then shouldn’t rookie drivers be the 
ones subjected to this annual testing 
fiasco? 

Senior drivers to get a fair shake?

Rob Wilkins

Publisher’s 
Comment

If I was a fleet owner or manager, I 
think I’d feel a lot more comfortable 
knowing my $100,000 investment is 
being captained by someone who has 
spent years driving through snow, 
freezing rain and whatever else na-
ture throws at them.  

If the new 65 is the old 55 (or in my 
case, the new 54 is the old 39, sorry 
couldn’t resist) then consideration, at 
the very least, should be given to push-
ing annual testing back just a tad. If 
they’re not going to eliminate it alto-
gether, am I out of line to suggest 70 or 
75 should be the new threshold?

I know there’s going to be those who 
argue seniors experience declining re-
action time, poor or impeded judg-
ment and a host of other problems. 
Here’s a wake-up call, you don’t have 
to be a senior to experience these! 
They can happen to anybody.

My dad just turned 88. He is fully in-
dependent, takes Tai Chi twice a week, 
volunteers at the seniors home (help-
ing feed people 20 years his younger) 
and manages his own finances and af-
fairs. He still drives.  In order for him 
to keep up his G licence, he takes a 
written test every two years. He scored 
100% on his last test.  Don’t go tell-
ing him that his driving capabilities are 
suspect just because of his age.  

I applaud the Minister for finally 
doing something. I just hope he’s not 
blowing wind on this one. If you’re a 
senior, hang in there. The industry 
needs you! n 

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

opinion

NIAGARA FALLS, Ont. – Truck 
West has partnered with Alexis 
Broadcasting Company to produce 
and promote a new syndicated ra-
dio show called Trucker Radio.

While the show was first heard in 
its current form on Jan. 7, it actual-
ly has a history dating back to 2006, 
when radio veteran Stan Camp-
bell partnered with radio program 
syndicator Steve Graham to pro-
duce the Canadian Trucking Ra-
dio show. 

“Steve had formed a tenta-
tive partnership with a fledgling 
trucking magazine based in Osha-
wa,” Campbell recalls. “Together, 
they decided to fill a void for the 
Canadian trucking industry. Sev-
eral trucking radio shows existed 
in the US, but there were none in 
Canada.”

Graham decided to market the 
program to country music sta-
tions and soon had 15 stations on-
board, marking the launch of the 
one-hour program. Shortly there-
after, the show was extended to 
two hours. But eight months later, 
the magazine went out of business, 
leaving the program in a state of 
flux. In 2008, Campbell and Gra-
ham changed the focus of the show 

to include all drivers and renamed 
it Driver Radio. Hindsight being 
20/20, Campbell now regrets the 
change.

“Trucking news was watered 
down in an attempt to go after a 
wider audience,” he admits. “As a 
result, the show lost much of the 
trucker audience.”

In October 2010, Campbell’s 
company, Alexis Broadcasting 
Company, purchased the show for 
an undisclosed amount and began 
to target truckers in the second 

hour of the two-hour program.
Still, Campbell felt the show 

lacked direction and a clearly de-
fined target. That’s when he ap-
proached Truck West “with an eye 
towards a strategic partnership 
between Truck West and the radio 
show.”

Truck West executive editor 
James Menzies began providing 
weekly trucking news updates and 
the magazine began contributing 
guests. As the calendar turned 
to 2012, Campbell had reached 

Introducing the new Trucker Radio show

on the air: Truck News publisher Rob Wilkins (left) and Alexis Broadcast-
ing Company co-owner Stan Campbell agree to partner on a new trucker radio 
show.   Photo by Adam Ledlow

an agreement with Truck West 
publisher Rob Wilkins to launch 
Trucker Radio, a full two-hour 
show featuring an entertaining mix 
of country music and trucking in-
dustry banter. Campbell hosts the 
show along with co-host Tim De-
nis, another longtime radio pro-
fessional. Menzies continues to 
provide weekly news updates and 
other Truck West personalities in-
cluding columnists Mark Lee and 
Harry Rudolfs frequently call in 
as guests to discuss the hot topics 
facing professional truck drivers. 
Other well-known trucking per-
sonalities including Alfy Meyer (a 
health-conscious professional driv-
er), Ellen Voie (Women in Truck-
ing) and Ray Haight (Transrep) 
will round out the lineup.

The show can now be heard on 
more than 30 stations across Can-
ada as well as in the northern US. 
Campbell admits neither he nor 
Denis are truckers, but says the 
combination of radio pros and 
trucking pros is what makes the 
show work. Two of Campbell’s sons 
are truck drivers and he is dialed 
in to trucking issues.

For more information on Trucker 
Radio, to listen online or to check 
out a complete list of stations car-
rying the show, visit its Web site at  
www.TruckerRadio.com.  n

announcement

TRY IT ONLINE AT  www.trucknews.com

This month’s 

CROSSWORD 

SOLUTION
is brought to you by
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To maximize your engine performance and fuel efficiency, we guarantee the 
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the performance of your fleet depends on the purity of your DEF, there’s no 
such thing as being too careful.
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Man and Moose 
on the Loose

Mark Dalton: Owner/Operator

FICTION� Part��2

THE STORY SO FAR:
Mark is on the Rock, behind schedule 
with a load of fresh fish headed for 
Montreal. He’s got to go to the bath-
room something awful, but doesn’t re-
ally want to stop. Not only is he late, 
there’s a maniac on the loose and he 
doesn’t want to risk a chance encoun-
ter. But eventually he just has to go 
and looks for some newspaper to do 
his business, only to hit a moose lum-
bering onto the highway…

•
Mother Load skidded to a halt.

Mark had the steering wheel in a 
white-knuckle grip, breathing hard and 
keeping his eyes closed tight. Four, five 
more deep breaths then a final long, 
long sigh.

The engine was still running, rattling 
out a constant rhythm at idle speed as 
if it were stopped at a light in Calgary 
or Montreal. 

He sniffed at the air and knew right 
away that he’d soiled himself, but knew 
he’d been lucky if that was the worst 
that had happened to him. But there 
was another smell in the cab. Moose, 
both the musky smell of its outsides and 
the copper-blood taint of its insides.

At last Mark opened his eyes and 
lifted his head. The windshield was 
spattered with blood and a three-point 
section of antler rested on top of the 
engine cowl.

“It must have been a big one,” Mark 
whispered under his breath. He sat up 
straight in his seat and saw the other 
section of antler – the part still con-
nected to the moose’s head – rising up 
from the front of the truck like a massive 
hood ornament. “Really big.”

•
Mark walked slowly around the front 
of his truck assessing the carnage from 
every angle. 

“Oh, Mother,” he said.
The head and antlers of the moose 

had punched a hole through the front 
of his rig just to the right of the radia-
tor, between the grille and the left-front 
fender, hopefully missing the rad and 
any of the hoses that connected it to 
the engine. Further along, the bulk of 
the body had impacted the grille, hit-
ting it square enough to spread the im-
pact out across the entire front of the 
truck. But the moose must have reared 
up on its hind legs, or made an attempt 

to dart away because one of its front 
legs was lodged in behind the bum-
per, securing the animal to the truck.

And there was blood.
It was everywhere, on the road, on 

the truck, even on some of the sur-
rounding trees. And what Mark first 
thought was coolant leaking from his 
rad turned out to be still more blood 
draining from the moose’s lifeless body.

“This is going to be messy,” Mark 
said.

With both hands, he grabbed hold 
of the antlers and pulled with all his 
might. The moose barely moved. 

Mark took a step back and consid-
ered his options. He could probably 
drive the truck a short distance, but he 
risked the animal coming loose as he 
drove and the body wreaking havoc 
with his engine, wheels and trailer, not 
to mention everyone else on the road.

He climbed back into the truck, start-
ed the engine – thankfully it still worked 
fine – and backed up a few feet. He’d 
hoped the moose would pull free but 
all he did was drag it down the road.  

Mark sighed. He’d have to cut the 
thing loose.

He shut off the engine, climbed out 
of the truck and took the axe he used 
to do tire checks from one of the truck’s 
outside compartments. 

“Sorry, but I’ve got to do this,” he 
told the dead moose, then proceed-
ed to cut it away from Mother Load.

It wasn’t the first time Mark had hit 
a wild animal on the road. He once 
grazed a deer in Ontario, just hitting 
the animal hard enough to break its 
neck. When he stopped to assess 
the damage he found no mark on 
Mother Load and no evidence any-
thing was wrong with the deer other 
than its shoulder had dropped and its 
head lolled around on its neck as if 
it were on the end of a damp sock. 
He was pulling the deer off the road 
when a hunter who’d been up north 
all weekend and hadn’t shot a thing 
stopped and asked if he could have 
the deer. Mark couldn’t see why not, 
so they loaded the deer into the back 
of the man’s van and he drove off…
like the whole thing had never even 
happened.

But this was no deer. This was a 
moose, four times the size and entan-
gled in the front of Mark’s truck like it 

were caught in a trap. Once in a life-
time for Mark, but a daily occurrence 
out here on the Rock.

He’d read articles about Newfound-
land’s moose and it seemed that the 
problem was only getting worse.

First of all, Moose were now out-
numbering people four to one and 
the kicker was that the animal wasn’t 
even indigenous to Newfoundland, 
but had been brought over from Lab-
rador a hundred years ago as a source 
of food. Great idea, but how much 
moose can you eat when there’s an 
estimated 110,000 of the animals on 
the island and they’re the ones eating 
all the vegetation, turning entire forests 
into grassland. 

“Thousand-pound rabbits on stilts,” is 
how they were referred to by no less an 
authority than Canadian Geographic 
magazine. That, and they killed peo-
ple on the road too. Maybe not this 
time, but there were some 800 seri-
ous accidents involving moose report-
ed each year.

’Well,’ thought Mark as he swung his 
axe one last time, ‘at least I’ve done my 
part to help cull the herd.’ 

The moose’s body came away from 
the leg and landed on the road with 
a thud. Then he pulled on the leg and 
after several hard tugs, the limb came 
free leaving a giant hole in the grille 
just over the bumper.

Mark tossed the leg aside and 
checked out Mother Load. She was 
covered in blood and would stink pret-
ty bad once he got going, but nothing 
major looked to be broken and the 
truck was still drivable. Heck, he might 

By Edo van Belkom
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Licence renewed
FICTION Part 2

right now, but his birthday’s coming up
in a month, and he’s scared to death of
losing his licence. That isn’t going to
happen is it?” 

“Not if he renews his licence.”
“This year?”
“And every year after 65.”
“That doesn’t seem fair. He hasn’t

had a problem in years…in fact he’s
never had an accident in his life.”

“That’s admirable sir, but research
has shown that older drivers are more
likely to develop medical conditions
that affect their ability to drive. After
65, drivers are one-and-a-half times
more likely to have an accident than
drivers between 45 and 64.”

She knew her stuff, that was for sure.
And Mark could concede the fact that
as drivers got older they had more
health issues. So an eye test and a
physical were probably a good idea,
but that didn’t explain the rest of it. “So
why do they have to be road-tested
too?”

She paused, as if thinking. “The li-
cence renewal process has been devel-
oped with the help and consultation of
the people in the industry to enhance
truck safety. That includes re-assess-
ment of a person’s driving ability.”

Mark sighed, knowing he probably
wasn’t going to get anywhere with this
woman. “You know, a lot of drivers
have to rent trucks and trailers to take
their tests, costing them money and a
day off work just to keep their licence.”

“That’s unfortunate.”
“And if a driver has been on the

road 40 years without a problem, why
should he have to prove he can still
drive? That seems like age discrimina-
tion to me.”

“The ministry regularly reviews the
renewal requirements. If you have con-
cerns – as you obviously do – then I
suggest writing to the Ontario
Transport Minister, or your member of
provincial parliament.”

“Write a letter?”
“Yes, sir.”
Mark hung up the phone. ‘So be it,’

thought Mark. If there’s a test, then it
was his job to make sure Charlie
passed it.

•

Mark met Charlie in the parking lot of
a truck yard out by the airport. Charlie
was sitting in his pick-up at the far end
of the yard and when Mark pulled in,
he wasted no time getting out of his
truck and hopping into Mother Load.
He scaled the cab so easily and
slipped in the open passenger side
door so effortlessly, Mark would have
never have guessed the man was a

The story so far…
Mark is looking for a load. Bud has a
sweet one to California that won’t be
ready for a few days. In the meantime,
Bud asks Mark to help an older driver,
Charlie Knowles, get his licence re-
newed. Charlie’s a real character and
Mark agrees to help out.

•

Mark had agreed to help prepare
Charlie Knowles for all the tests he
needed to complete in order to get his
commercial driver’s licence renewed,
but what that meant, Mark didn’t have
a clue. Other than a physical every
few years, Mark hadn’t been tested on
his driving ability since he’d first re-
ceived his licence and that had been
some 15 years ago. How could he pre-
pare someone for something he didn’t
know anything about?

So he logged onto the Internet and
checked out the Ontario Ministry of
Transportation’s Web site, but was un-
able to find anything about driver li-
cence renewals for commercial drivers
65 and over. Although Mark wasn’t a
computer genius, he’d used the Internet
before and could usually find what he
was looking for, so his results were
puzzling. There was a section for driv-
ers renewing their licences over 80,
and all kinds of help with renewing ex-
pired licences and booking appoint-
ments for new tests, but nothing about
what Mark wanted to know. Mark
wondered if he’d missed something on
the site, but to the best of his abilities
he couldn’t find anything about the
MTO’s licensing policy regarding old-
er commercial drivers.

Mark had hoped that the Web site
would help him understand the reason-
ing behind the policy, but the fact that
he couldn’t find anything – even using
the site’s own search engine – made
him think that perhaps the program
was too new, or the ministry wasn’t
very proud of it, or it was just another
tax-grab kind of program like Drive
Clean. There had to be some real rea-
sons drivers were required to jump
through all sorts of hoops just because
their most recent birthday was their
65th? Mark wanted to know what they
were, so he decided to call them up
and ask.

It took a while before he got con-
nected to a human being who could
answer his questions, but when the
right woman finally came on the line
she was both pleasant and profession-
al. 

“How can I help you?”
Mark decided to start slowly. “Yeah,

my dad is a truck driver and he’s 64

By Edo van Belkom

senior citizen.
“You Mark Dalton?” Charlie asked

in his thick Scottish accent.
“You don’t remember me?”
Charlie looked at him strangely.

“Should I?”
Mark smiled and related the story of

the early days of his truck driving ca-
reer when he’d been recently divorced
and he’d let his personal appearance
get out of hand. He’d looked like a
bum, but Charlie had called him a los-
er. “Do you remember that?”

Charlie’s eyes narrowed as he
looked Mark over. “Aye, I remember.
You were a loser then. You still could
be. I don’t know that much about you.”

Mark had considered thanking the
man for shaking him up enough to get
his life back on track, but it didn’t seem
the right time for it now.

“How much you gonna charge
me?”

“What?” Mark said. He hadn’t
thought to charge anything. As far as
he knew he was doing Bud a favour.
“Did Bud tell you you’d have to pay?”

“He didn’t, but I’ve called around to
the schools and some of them charge
$3,000... and that’s just for a refresher
course.”

“That’s a lot of money.”
“You bet it’s a lot of money, especial-

ly when I’ve been driving truck twice
as long as the snot-nosed boy who’ll
be teaching me has been on the plan-
et.”

Mark was aware of the insult, but he
couldn’t help but smile. Charlie was
such a character. Who else could insult
someone who was doing something
nice for them? “Bud asked me to do
this. I wasn’t going to charge you any-
thing.”

What passed for a smile appeared

on Charlie’s face. “Then the price is
right,” he said, continuing to stare at
Mark through narrowed eyes. “And
what about using your truck for the
test? You’ll be charging me for that, I
suppose?”

Again, Mark hadn’t thought about
what truck Charlie would use.
Obviously the man had no truck of his
own and would have to rent one to do
the test. Renting a truck was a costly
endeavour, especially when it would
be for just a few hours. “I guess I could
let you use my truck.”

“For free?”
Mark didn’t like the word free. He

was doing a favour for Bud and that
implied that Bud would return the
favour some day. But as far as Charlie
was concerned, the use of truck would
indeed be free. “Yes,” he said at last.
“Free.”

Charlie nodded. “Good. But you bet-
ter get a trailer. I can’t exactly drop a
trailer on the day of the test if there isn’t
one attached to the truck now, can I?”

Speaking of tests, Mark had been
interacting with Charlie for all of five
minutes and he felt like he was the one
who was being tested – most of all his
patience. “I’ll make sure,” he sighed at
last.

“Right then! Let’s get started.”  �

– Mark Dalton returns next
month in Part 3 of Licence
Renewed.

Did you know that there are two full-length
novels featuring Mark Dalton?: Mark Dalton

“SmartDriver” and Mark Dalton “Troubleload.”
For your free copy register with ecoENERGY for

Fleets (Fleet Smart) at fleetsmart.gc.ca

even be able to get back to Ontario so 
his regular mechanics could work on it.

Imagine the looks on their faces 
when I pull in to the shop, he thought.

He wiped his hands on his pants and 
realized he was covered in blood. 

He’d have to fix that too.
But for now, he was even later than 

he was before and he had to get back 
on the road in a hurry. And at least 
now he didn’t have to go to the bath-
room any more.

Mark took off his jacket, turned it 
inside out and laid it over the driver’s 
seat. He started up the engine again 
and was relieved to hear it was still 
running fine. Then he put it into gear 
and let out the clutch, back on his way.

The radio was on and the station 
was doing another update on the 
hunt for the “hunting party killer” as 
he was now being called. “A fourth 
hunter has now died in hospital and 
police have stepped up their hunt for 
the killer they believe is now making 
his way south…”

Mark sighed, “Too bad it wasn’t that 
guy I hit.” n

– Mark Dalton returns next month in 
the conclusion of Man and Moose on 
the Loose.

Did you know that there are two full-length  
novels featuring Mark Dalton?: Mark Dalton 

“SmartDriver” and Mark Dalton “Troubleload.”  
For your free copy register with ecoENERGY for 
Fleets (Fleet Smart) at fleetsmart.gc.ca. Both  

are also available in audio book format.

Illustration by Glenn McEvoy
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health

Like many professional drivers, I 
have been diagnosed with obstruc-
tive sleep apnea (OSA), a sleep 
disorder that causes the airway 
to partially collapse during sleep, 
preventing the sufferer from at-
taining any restorative rest.

I started using a CPAP (Con-
tinuous Positive Airway Pres-
sure) breathing machine to treat 
my sleep apnea in 2007. 

That was over four years ago. It 
has made a world of difference for 
not only me, but for my family and 
also Swift Transportation of Ari-
zona, my employer since 2002. I’m 
kept busy running all 48 US states, 
with frequent trips into Canada. 

I like my trips to Canada very 
much. It gives me the chance to 
lay a lip over a fabulous Tim Hor-
ton’s coffee or two! Incredibly 
good stuff.   

To say the journey to treat my 
sleep apnea is a life-changing ex-
perience would be a definite un-
derstatement. In fact, I can proudly 
say I’m a sleep apnea success story. 

Yes, I am now a better, safer 
driver, but it goes farther than 
that. I am also a more alert, fo-
cused and productive driver, too. 

However, this whole journey 
isn’t about me. For anyone who 
suffers from sleep apnea, it’s about 

working with your employer and 
making a personal commitment 
to start the process moving. Help 
them help you. As the first Swift 
driver to be treated in our com-
pany’s sleep apnea pilot program, 
there was plenty of opportunity 
for learning – what worked, what 
didn’t, what needed to be fine-
tuned – and constructively apply-
ing lessons learned to help pave 
the way for those Swift drivers 
who’d be following in my foot-
steps on their own paths to a bet-
ter, healthier way of life. 

Part of this ongoing learning pro-
cess meant working with Precision 
Pulmonary Diagnostics (PPD) of 
Houston, Texas, which manages 
Swift’s sleep apnea program and, 
over a period of months, field-test-
ing CPAP breathing machines on 
trucks. I have tested four units. 

All did the job as they were de-
signed to do, provided, of course, 
attention was paid to regular in-
spection and cleaning of the ma-
chine. Most of them required use 

of a 300-watt power inverter that 
was provided and installed by 
Swift. This is yet another mainte-
nance item.   

It’s important to understand 
these CPAP units were original-
ly configured for home-use only; 
that is, operated in a clean, con-
stant temperature environment, 
and with little or no movement. 

The only deviation to this light 
routine might be the occasional 
away-from-home trip to go visit 
your Uncle Buck, something last-
ing no more than a few days. In 
short, a pretty tame environment.

In-truck use of CPAP breathing 
machines and a driver’s life on the 
road is anything but tame. 

Many of us know just how stren-
uous it can be.

Round-the-clock truck move-
ment, often in a 24/7 operating 
environment in variable weather 
conditions offers some challenges: 
exposure to vibration, jolts, dust, 
oppressive humidity, extreme dry-
ness, numbing cold, and searing 
heat are some of the conditions 
CPAP breathing units face on a 
truck. Neglect of regular inspec-
tion and cleaning by an inatten-
tive driver is also, quite often, the 
handmaiden of premature ma-
chine failure. 

Fortunately, some CPAP unit 
manufacturers have listened to 
the driver feedback and have 
taken it very seriously. Recently, 
ResMed rolled out a more robust 

“military grade” breathing unit 
that incorporates several signifi-
cant improvements. Its new unit 
is not only better, but is complete-
ly quiet. 

Best news of all, however, is it 
comes with new interchangeable 
power modes. I use the 12-volt 
power converter for use in the 
truck. At home, the regular 110-volt 
power supply works fine. 

Engineers listened and came 
out with a CPAP breathing unit 
that can better handle the day-in, 
day-out variable conditions that 
are found on any truck. 

My only remaining wish is for 
the major truck manufacturers to 
step forward by designing a remov-
able multi-purpose shelf or rack 
to house and protect your CPAP 
breathing machine. 

This is something that, in my 
opinion, is sorely needed. And 
sooner, rather than later. 

In the meantime, driver life on 
the road with a CPAP breathing 
machine is not only possible, but is 
easily done. All it takes is you, with 
a personal commitment, to start 
your own journey on the path to a 
better, healthier way of life. I wish 
you all nothing but the very best. n

– Ken Armstrong is a nine-year 
senior driver-mentor with Swift 
Transportation based in Memphis, 
Tenn. He runs all 48 US States and 
Canada. He and his family reside 
in Clarkston, Mich.

CPAP machines: Are they tough enough for the truck?
A new military-grade machine offers 
hope for a more rigorous option

  kenneth armstrong
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were bought out.
•

Isaak Bergen, a driver with Rex 
Trucking out of St. Thomas, Ont., 
says he fears all the recent mergers 
will mean “a bunch of giants” (will 

be) running the country.
“The more that merge, the less 

competition there is and you have 
no right to do anything, just do as 
they tell you,” he says.  

Bergen says he’d be concerned 
whether he would continue to have 
good runs and make decent money in 
the event of a buy-out, but the com-
bination of mergers and cutbacks 
these days have truckers merely 
“surviving.”  

•
Tom Craig, a company driver with 
Bruce R. Smith, a carrier that filed 
for creditor protection back in 2009, 
but emerged a year later, says the 
company’s situation hasn’t changed 
despite its past financial troubles.

MILTON, Ont. – It’s a sign of the 
post-recession era that many truck-
ing companies have fallen on hard 
times financially, prompting a sig-
nificant number of restructurings, 
mergers and acquisitions and even 
bankruptcies. 

Major players like TransForce 
and Contrans have been snatching  
up carriers left, right and centre, 
while prominent companies like 
MacKinnon Transport have been 
forced to refocus their business 
through financial restructuring (see 
pg. 26 for more details). 

But where does this trend to-
wards consolidation leave drivers? 
New ownership can lead to a pleth-
ora of changes, including changes 
to rates, routes and benefits, and, in 
some cases, drivers can find them-
selves kicked to the curb. Is indus-
try uncertainty weighing heavily on 
their minds? 

We spoke with drivers at the Fifth 
Wheel Truck Stop in Milton, Ont. 
to find out what their biggest con-
cerns would be if their employer 

But does the threat of a buy-out 
weight on his mind? 

“For now, no,” he says. “I know 
other companies have merged 
like TransForce…(but here) 
John (Smith) is still running the  
business.”

•  

Gregory DeVaughn, a driver with 
Steven’s Transport out of Dallas, 
Texas, says he’d be worried about 
his job security in the event of a 
buy-out.

“I’m not sure I’d have a job, be-
cause once they get bought out, 
there’s a tendency for a lot of 
change, a lot of shake-up,” he told 
Truck West. 

“I’ve been with Steven’s a few 
years now and they have a good 
reputation; they seem to be pretty 
stable and pretty steady. I think if 
anyone were to do the buying out, 
Steven’s would do the buying.”  

•

Roy Hamilton, a driver with Trans-
port America out of Minneapolis, 
Minn., says his biggest concern 
would be what company is doing 
the buying.

“Who took over the company? 
What type of company would it be? 
That would be my biggest concern. 
How stable was the company tak-
ing it over?” 

However, Hamilton says in the 
trucking business, most compa-
nies operate more or less the same 
way, so he assumes changes would 
be few. 

“You pick up freight you deliv-
er freight, it’s all the same. It’s just 
a different name that owns the 
truck.” n

– Do you have a topic idea for 
the Truck Stop Question? Con-
tact Adam Ledlow on Twitter at  
Twitter.com/adamledlow or by  
e-mail at adam@transportation-
media.ca and we may feature your 
question in an upcoming issue of 
Truck West. 

TSQ

? What would be your 
biggest concern if your 

employer was bought out?

Truck Stop
 Question

adam ledlow 
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