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By Jim Bray

CALGARY, Alta. – Calgary and its sur-
rounding area is well positioned for the 
adoption of natural gas as a transpor-
tation fuel. That, at least, is the word 
according to a newly published report 
from the Van Horne Institute at the Uni-
versity of Calgary. 

The 70-page report, entitled Natu-
ral Gas – The Transportation Fuel of the 
Future for the Calgary Region, was pre-
pared for natural gas giant Encana and 
Alberta Energy and, perhaps not sur-
prisingly, it paints a rosy picture of the 
benefits of converting to natural gas. 
That doesn’t mean we’re going to wake 
up some morning in the near future and 
find diesel engines relegated to a motor-
ing museum somewhere, of course, but 
if the study is to be believed, the doors 
are wide open to a broader adoption of 
the greener gas in the Calgary area and 
beyond. 

There are problems to be addressed 
before the fuel becomes mainstream, 
of course, but Reg Johnston, the re-
port’s author, thinks these are eminently  
addressable. 

Regular readers of Truck West know 
there’s a movement already toward 

A natural 
home for 
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Diesel supply shortages have driven up the cost of fuel in Western Canada, but fleets here may be suffering because surcharge formulas don’t take such disparities 
into consideration. Western associations are sounding the alarm for fleets and shippers.                                                           Photo by WowTrucksCalendar.com

WINNIPEG, Man. – Fuel prices are rising, 
but they’re rising at different rates in differ-
ent parts of the country, and the Manitoba 
Trucking Association (MTA) wants the in-
dustry to do a better job of explaining those 
differences.

The MTA is urging trucking companies and 
the trucking industry as a whole to take the 
time and inform shippers about the reasons 
behind the price changes.

For example, it notes that prices in Western 
Canada were higher in recent months due to 
local geographic factors – specifically a Shell 
plant shutdown in Edmonton, Suncor equip-
ment failure in Fort McMurray, and a power 
loss incident in Edmonton.

The MTA said doing a better job of edu-
cating customers is necessary since fuel sur-
charges often don’t reflect the rates trucking 
companies should be receiving, especially 
when the surcharges are calculated using a 
program based on the FCA (Freight Carri-
er’s Association) index – a model built only 
on retail diesel prices drawn from Ontario 
and Quebec.

The association encourages its members 
to explain the situation to carriers as part of 
the process of negotiating contracts that in-
clude temporary measures to compensate for 
the price differences.

The MTA also suggests the industry warn 
its clients that fuel surcharge rates are likely 
to increase in the future.

The Alberta Motor Transport Association 
(AMTA) was quick to agree. In a notice posted 
on its Web site, the association wrote: “AMTA 
is adding its voice to the industry chorus en-
couraging…fleets to make shippers aware 
that diesel fuel prices have dramatically in-
creased in the west because of refinery issues; 
based on these increases it may be prudent 
for parties to examine their current fuel sur-
charge program.”

The AMTA urged carrier members and the 
trucking industry in general to discuss options 
with their customers to provide temporary re-
lief from these latest cost impacts as well as 
make shippers aware of the fluctuation in fuel 
prices across Canada and to expect higher fuel 
surcharges because of it.

Fuel surcharge 
disparitiesReach us at 

our Western 
Canada news 
bureau

Contact  
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jim@transporta-
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Purchasing the Freightliner Cascadia® Evolution is a strategic move. This truck model is a high-performing 
asset with a strong return on investment. In fact, it achieves up to a 7% increase in fuel economy over 
our EPA 2010-compliant model. With the newly designed Detroit™ DD15® engine and optional DT12™ 
transmission, powertrain ef� ciency is further enhanced. And its ease-of-maintenance and long-term reliability 
help maximize uptime, which lowers your total cost of ownership. Sound like a plan? See real-world examples 
of successful � eets running the Cascadia Evolution at FreightlinerTrucks.com/FleetSpotlight.

SEE THIS TRUCK
IN ACTION

Competitive financing available through Daimler Truck Financial. For the Freightliner Trucks dealer nearest you, call 1-800-FTL-HELP. www.freightlinertrucks.com. FTL/MC-A-1322. 
Specifications are subject to change without notice. Copyright © 2014. Daimler Trucks North America LLC. All rights reserved. Freightliner Trucks is a division of Daimler Trucks North America LLC, a Daimler company.
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OEM This 
Month

Last
Year

Freightliner 578 723

International 391 236

Kenworth 341 421

Mack 150 164

Peterbilt 283 343

Volvo 434 312

Western Star 184 212

TOTALS 2361 2411

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

Freightliner 521 748 198 364 2,819 1,115 364 118 25 50 6,322

Kenworth 710 1,663 448 104 753 801 98 0 0 0 4,577

Mack 152 320 181 61 734 341 73 70 0 14 1,946

International 144 639 78 188 1,757 726 121 47 34 34 3,768

Peterbilt 476 1,184 303 215 615 472 161 53 0 0 3,479

Volvo 345 287 120 212 1,419 752 132 65 0 8 3,340

Western Star 338 711 74 70 436 416 55 86 5 20 2,211

TOTALS 2,686 5,552 1,402 1,214 8,533 4,623 1,004 439 64 126 25,643

The 2,361 trucks sold in November reflected 
a return to the trend Class 8 sales have 
experienced for most of 2013, coming in slightly 
behind last year’s totals. October’s higher than 
2012 totals was an aberration. It made for the 
seventh best November going back to 1999. Only 
International and Volvo posted slightly higher 
figures than the previous year. The sales total 
for the month is also more than 400 above the  
five-year average.

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

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

YTD Class 8 sales of 25,643 places 2013 more than 2,600 trucks behind last year’s pace but also more than 4,700 above the five-year average. So far this is the 7th best year in 
sales going back to 1999 and the slippage we were expecting for the final quarter did not surface. Assuming truck sales of 2,300-2,400 in December, sales for 2013 will come in 
very close to our revised estimate of around 28,500 vehicles.

Class 8 sales in 2013 may not be as strong as last year’s but they have come in above 2,000, remi-
niscent of the industry’s capacity boom years of 2005 to 2007, for nine straight months now. The 
big question was whether sales would hold up over the summer months and they did. The next 
question was how they will hold up for the final quarter of 2013 and October and November have 
both shown positive results.

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

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

2,326 1,916 1,808 2,442 2,669 2,721 2,346 2.239 2,252 2,347 2,618 2,361

Chevron Global Lubricants CS6.indd   4 14-01-14   3:18 PM
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ust before Christmas, I had 
the opportunity to sit in on a 
roundtable discussion host-
ed by Mike McCarron, who 
heads mergers and acquisi-
tions for Wheels Group. Mc-
Carron was one of the Ms in 
MSM Transportation, which 
he and his partners sold to 
Wheels Group last year.

Now he works at Wheels, where he is 
looking to help consolidate the Cana-
dian 3PL space. McCarron assembled 
a group of ‘power brokers’ to discuss 
industry trends and where they see the 
3PL industry going in the years ahead.

Included in the discussion were: 
Manny Speranza, FBI-Freight; John 
Tittel, Hot Freight International; John 
Flaherty, HTS Freight Logistics; Ian 
MacDonald, ShipNorthAmerica 
Transportation; Larry Cox, Polaris 
Transport Group; and Eric Carusi, 
Transpro Freight Systems.

Interestingly, throughout the dis-
cussion it occurred to me that freight 
brokers have many of the same con-
cerns Canadian truckers do. They 
worry about consolidation and the 
impact of losing access to small-sized 
carriers. They feel personal relation-
ships are still the key to success in 
business. And they recognize tech-
nology – and the ability and willing-
ness to invest in it – is pivotal to com-
panies that want to remain relevant 
going forward.

Their insights into the evolving 
sales process also included some good 
advice for motor carriers.

“It’s very difficult to door-knock like 

we did 25 years ago. We tried hiring 
some people on salary and it didn’t 
work out. Today, the guy who con-
trols that freight may be in Los An-
geles. I see companies investing less 
in outside sales. It’s too costly to make 
a sales call. You still have to have that 
relationship, but it may be at a differ-
ent level,” noted Speranza.

These brokers also agreed that the 
3PLs – or carriers, for that matter – that 
invests in technology and has the abil-
ity to provide real-time visibility of 
freight, will be the ones that succeed.

“Any carrier can get their hands on 
good software that can notify custom-
ers of shipment statuses,” Tittel said. 
“That’s a big development. In years 
gone by, you had to create your own 
software or buy expensive software. 
Now a carrier with five to 10 trucks 
can get a dispatch system right off the 
Internet.”

Added Polaris’ Cox: “The num-

ber one question in this industry is 
‘Where’s my freight’?” The ability to 
answer this question in real-time is 
becoming increasingly important, 
whether you’re a broker or asset-based 
trucking company.

The challenges – and the oppor-
tunities – facing freight brokers and 
motor carriers are similar. Going 
forward, success will hinge on their 
ability to forge strong relationships 
with customers, to continue invest-
ing in technology and to differentiate 
their service offerings from their com-
petitors.  To read a three-part series 
I wrote from the day’s discussions, 
visit Trucknews.com and search for 
‘The future of freight brokering.’  

 

he trucking and taxicab 
industries, despite the 
obvious differences in the 
sizes of vehicles used and 
the distances travelled, 
share similar operation-
al challenges: managing 

capacity, reducing empty miles, and op-
erating across jurisdictional borders. 

Yet the two industries have travelled 
two very distinct roads since the 1980s. 
Trucking was deregulated while the 
taxicab industry remains very much in 
the clutch of market supply controls. A 
recent study from the Conference Board 
of Canada, We Have Been Here Before: 
Supply Chain Management in Transpor-
tation, pulls no punches in choosing 
which has proven the better path.

The study concludes that deregu-
lation has proven to be good for both 
motor carriers and shippers; prices fell 
while productivity increased. It points 
out that from 1986 (the last year of regu-
lation) to 2003, trucking industry total 
factor productivity increased by an av-
erage 1.7% per year. Prices meanwhile 
increased by just 0.8% per year on av-
erage in nominal terms and actually 

dropped in real terms. And this took 
place despite average increases in input 
prices such as fuel, labour, and the cost 
of new trucks, of 2.6% per year.

In other words, carriers, despite facing 
higher costs, were forced by the competi-
tion created by deregulation to innovate 
to the point that their productivity gains 
not only helped them overcome rising 
costs but to pass on a substantial part of 
those productivity gains on to their cus-
tomers. The study estimates 87% of pro-
ductivity gains have been used to hold 
down output prices in the face of rising 
costs. And yet deregulation also helped 
for-hire trucking grow from a $9-billion 
industry to nearly $30 billion (in nomi-
nal terms) over the same period.

By contrast, the consequences of 
continued stringent market regula-
tion in the taxicab industry include: 
high capitalized values of licenc-

es, ultimately paid by higher prices 
charged to customers; and higher 
taxicab miles stemming from re-
strictions on picking up passengers 
in neighbouring municipalities.

In other words, the study concludes, 
the regulated taxicab industry is both 
more expensive and less efficient than it 
should be. I agree deregulation was best 
for the trucking industry. I’m just not 
sure it’s quite as good as it is made out 
to be. Does passing on 87% of produc-
tivity gains to hold down prices make 
for an industry worth investing in long 
term? Does it make for an industry eco-
nomically healthy enough to continue 
to invest in innovation or their people? 
Interestingly, the study itself points out 
that prior to deregulation truck driv-
ers and their helpers earned wages es-
timated to be 50% above the competi-
tive level. Not too many drivers these 
days will tell you they earn a fair wage.

I can’t see ever turning back the clock 
on deregulation. But let’s be clear-eyed 
about the sacrifices made and the pit-
falls that may lie ahead.  

Lou Smyrlis can be reached by 
phone at (416) 510-6881 or by  
e-mail at lou@Transportation 
Media.ca. You can follow him on  
Twitter at @LouSmyrlis.

The future of freight brokering

The deal on deregulation

James Menzies

Editorial
Comment

J

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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6   alberta

adopting natural gas, though so far it’s 
more of a pilot project-type thing than 
a mainstream groundswell. 

But Johnston, owner of RJ T&L Con-
sulting, noted in the report that there 
are early adoption opportunities that 
could give farsighted companies a com-
petitive leg up.

Johnston noted that natural gas use 
leads to fuel savings, makes a positive 
impact on the environment (despite gas 
still being a fossil fuel) and could also 
help attract investment to the region. 
And he says it’s happening already, in 
limited ways. 

“We found a lot of precedents already 
in the market, which was a good sign,” 
he told Truck West, pointing to proj-
ects that are either underway current-
ly or in the planning stages by such di-
verse outlets as Calgary Transit, Calgary 
Waste and Recycling and Bison Trans-
port. Adding fuel to the growing fire are 
the facts that Calgary has its first public 
access LNG facility – at a Shell Flying J 
Travel Plaza in the city’s southeast quad-
rant – and CN is looking at natural gas 
fuel for the rail side of things. 

“Those are good findings, good signs 
that there’s ways to find solutions that 
are cost-effective,” he said, “so the busi-
ness case is there and the interest is 
there in some point or form.”  

Johnston’s study looked at each trans-
portation segment, including passenger 
vehicles, to see if the vehicles and the re-
fuelling infrastructure are ready to start, 
well, cooking with gas. And while imple-
mentation in the region is more a rip-
ple than a wave so far, “at the end of the 
day,” he said, “I think there’s a healthy 
amount of adoption there, if the mod-
el holds true, to motivate the players to 
keep going at this. I think the region is 
positioned well.”

As for LNG as it relates to the truck-
ing industry specifically, Johnston said 
he’s optimistic. 

“We know the logistics industry uses 
a lot of fuel and (is looking for ways to 
save money), and we know that there are 
governing bodies that are interested in 
them reducing their CO

2
 footprint, so 

there’s some good characteristics about 
that particular sector that make it a good 
candidate for adoption.”

The big if, of course, is infrastructure, 
but Johnston noted that the trucking in-
dustry needs less of a network than or-
dinary citizens do because “you can set 
up the corridor approach to refuelling. 
Unlike with a commuter car, you don’t 
need fuelling stations at 75, 80 places in 
one city. You can get away with a few re-
fuelling stations along the way.” 

Another legitimate reason to look at 
natural gas is as a way to avoid or extend 
the possibly inevitable day when there’s 
either no more oil to be found under-
ground or the world chokes in a cloud of 
haze. Or both. “Lots of companies, lots 
of folks out there doing long-term out-
looks at energy consumption are saying 
that natural gas has got to bridge us off 
of fossil fuels at some point in time in 
order to keep up with energy demand 
and environmental impacts,” Johnston 
said, citing one of the other studies he 
used in his research. 

On the other hand, while natural gas’s 
current low price is another strong rea-
son to consider it, it seems as if new oil 
deposits are being found all the time. 

Could that mean there’s an oil glut com-
ing that could make its price competi-
tive with natural gas? Johnston doesn’t 
think it’ll happen in the near future. “In 
the study I looked at and quoted in the 
report, they continue to see a gap be-
tween the two. I guess it depends how 
far out you want to look.”

He noted, however, that the situation 
isn’t completely unprecedented, in that 
some f leets embraced propane in the 
1980s. 

But “then they started pricing pro-
pane like gas and some of (the) cost 
savings went away” he said, speculat-
ing that fears of a repeat of such a sce-
nario could make some people skittish 
about making the capital investment to 
natural gas conversion. 

“At the end of the day it is a very com-
plex decision and it’s very specific for 

each organization,” he said. “But what 
we predicted is that if early adopters 
start to gain a competitive advantage, 

then you’ll see… everybody come on 
board and there’ll be more adoption 
from there.”

Johnston thinks that’s quite likely, cit-

ing early successes in Quebec and Brit-
ish Columbia. “There are companies out 
there saying very positive things about 

their adoption, includ-
ing cost savings and 
environmental impact, 
and so if that positive 
experience keeps up 
then I think you’ll see 
others having to switch.” 

A nd w h i le muc h 
needs to happen before 
everyone jumps into a 
pool of liquefied natu-
ral gas, good strides are 
being made in some areas 
already – including the 

trucking industry. 
“It varies for each segment,” Johnston 

said, “but to summarize for the heavy-
haul industry, we’ve got the beginning 

Natural gas a natural Alberta solution: Report
Continued from page 1

‘At the end of the 
day it is a very 
complex decision.’ 

  Reg Johnston
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“I’m old school,” says 

Brian Kurtz. “When I 

started my trucking 
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of infrastructure, in a corridor perspec-
tive that we’re starting to see. We’ve got 
upstream gas plants being built by ma-
jor players that feed into that, so the 
infrastructure side of things is looking 
better.” 

He doesn’t think it’s enough, though. 
“We need continued investment,” he 
said. “We need to find great tractor so-
lutions to align with that infrastructure 
so there’s a good business case for the 
end-user and, further to that, we need 
government to work on it as well and 
provide as much stability within that 
decision-making process and make the 
business case easier for local companies 
to convert and start purchasing f leets.” 

If that happens, Johnston said, “like a 
lot of things, once you get an economy 
of scale and momentum then you’ll see 
greater adoption.”

When asked if he’s calling for tax dol-
lars to be used to encourage natural gas 
adoption, Johnston was quick to reply 
“yes, absolutely. At the end of the day, 

the government has to pick a way to go 
on a lot of issues if they want that result 
in their jurisdiction. So if you believe 

in the outcome being a cheaper way to 
move our goods around, which is great 
for our economy, and with the outcome 

Alberta truckers 
to pay less for WCB
EDMONTON, Alta. – Alberta trucking 
companies will pay less for Workers 
Compensation Board (WCB) coverage 
in 2014, the Alberta Motor Transport 
Association says.

It was informed recently of the rate 
decreases in three groups: trucking 
general; trucking specialized; and gar-
bage collection/disposal.

Rates are based on the industry’s 
overall performance. 

The AMTA reports trucking general 
rates will go down 12.47%; trucking 
specialized will decrease 13.66%; and 
garbage collection/disposal rates will 
decrease 5.06%. 

of a lower CO
2
 impact, which is great for 

the economy as well, then I think gov-
ernment should do that.” 

One way Johnston thinks government 
could help is by giving natural gas-fired 
trucks a bit of a break. 

“You carry more weight on the truck 
for the fuelling system,” he said, “and 
that reduces the load you can put on the 
back. There’s interest in having a slight 
adjustment done on the vehicle weights 
so they can carry the same payload.”

But Johnston said the most significant 
barrier to natural gas adoption has little 
to do with infrastructure or price: it’s 
the fact that it’s change, and that means 
people must be willing to change. And 
that means following the lead of places 
such as Brazil and parts of Europe, who 
have been using natural gas for a long 
time already and are reaping the ben-
efits. Johnston said he’d like to expand 
his findings to include a broader view 
well beyond the Calgary region, but so 
far there isn’t the funding. He thinks the 
reaction to this particular work could 
help spur a f low of dough, though. 

“We’re hoping to get this paper out 
into the market and see what thought 
it provokes, because that was the main 
intent,” he said, “but at the same time it 
would be good to take a look at other re-
gions, since from an adoption perspec-
tive – in the heavy hauling industry in 
particular – you’re looking at national 
systems that have to change, from both 
a vehicle production perspective and a 
refueling infrastructure perspective.” 

The idea, he said, is to “create enough 
interest and momentum in the market, 
in both the public and private spaces, to 
keep this top of mind and keep people 
working at implementing it.” 

A new report says Alberta is a great place to expand the use of natural gas as a transportation fuel.
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LANGLEY, B.C. – The B.C. Trucking As-
sociation (BCTA) has created a reference 
guide for carriers looking to recruit driv-
ers from overseas.

The 55-page International Trucking 
Reference: Roads, Rules and Drivers guide 
identifies key considerations for carriers 
that wish to hire immigrant drivers. It 
provides an overview of the trucking en-
vironment in 10 countries to help motor 
carriers understand how the skills and 
experience of an immigrant driver may 
translate to a professional career in B.C., 
the association announced.

The International Trucking Reference 
was developed with input from carri-
ers about the information they require 
to make hiring decisions about drivers 
who’ve gained the majority of their ex-

perience outside of Canada.
“Given that most B.C. trucking com-

panies are small- to mid-sized, they may 
not have the staff to research the back-
ground of a job applicant with foreign ex-
perience. BCTA is pleased that funding 
from the federal and provincial govern-
ments has allowed us to create the Inter-
national Trucking Reference, a depend-
able, easy-to-use resource that will save 
employers time and help them make 
better-informed hiring decisions,” said 
Louise Yako, BCTA president and CEO.

The guide was authored by Ottawa-
based training and consulting firm 
Graybridge Malkalm. Countries includ-
ed in the guide are: India, Ireland, Italy, 
Mexico, the Philippines, Poland, Korea, 
Romania, Russia, the Ukraine and the 
United Kingdom. The guide provides 
a profile of the driving environment in 
each country, including training stan-
dards and commercial vehicle types.

“Immigrants who call B.C. home 
bring a wealth of talent to our province 
– talent that employers can tap into as 
long as they know how to recognize the 
skills and experience. BCTA’s project will 
help employers understand the working 
environments of qualified profession-
al drivers who have immigrated from 
other countries, and give them confi-
dence they are hiring people with the 
skills their companies – and our econ-
omy – need,” said Minister of Jobs, Tour-
ism and Skills Training and Responsible 
for Labour, Shirley Bond.

The free guide can be accessed at 
www.bctrucking.com/careers.  

South Fraser 
Perimeter Road 
now open
DELTA, B.C. – B.C.’s South Fraser Pe-
rimeter Road has opened to traffic.
The new four-lane highway will provide 
greater access to Vancouver ports and 
will alleviate congestion in the region.

“The completion of the South Fra-
ser Perimeter Road is good news for 
the Metro Vancouver region. It means 
a better road network and more ca-
pacity to transport goods to and from 
fast-growing markets throughout the 
Asia-Pacific region,” said MP Kerry-
Lynne Findlay. “This project demon-
strates that when we work together 
with our partners through the Asia Pa-
cific Gateway and Corridor Initiative, 
we can develop projects that facilitate 
international trade and create jobs and 
economic growth in local communities 
across Canada.”

The new highway connects all five 
major Fraser River crossings to im-
prove transit times. For instance, 
travel time between Hwy. 1 and the 
Tsawwassen ferry terminal is now 
less than 30 minutes, or half what 
it would take using Hwy. 10, the prov-
ince claims.

The new route will provide about 
7,000 long-term jobs along the corri-
dor, the province claims. It will also 
separate commercial traffic from resi-
dential areas. 

BCTA releases guide to 
hiring foreign drivers
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Gord Cooper talks 
about Kenworth 
restoration
CALGARY, Alta. – As Kenworth cele-
brates its 90th anniversary, the truck 
maker took time recently to recognize 
the truck restorations completed by 
some of its biggest Canadian fans.

Among them was Gord Cooper of 
Calgary, Alta., who restored a 1935 
Kenworth Model 89. Cooper came 
across his Model 89 at the 1992 Amer-
ican Truck Historical Society (ATHS) 
Antique Truck Show in Vancouver, 
Wash. He noticed the three-ton sin-
gle drive axle f latbed truck still ran 
with its original 65-hp gas engine, 
four-speed manual transmission, 
two-speed Brown-Lipe auxiliary 
transmission and Timken two-speed 
rear axle. 

However, the wood frame cab and 
exterior were in poor shape.

“It had been repainted an ugly util-
ity orange colour, but I still fell in love 
with it,” Cooper said. He bought the 
truck from Pat Stump of Yakima, 
Wash., who found it sitting aban-
doned in the corner of a field near 
Yakima with a layer of Mount St. Hel-
ens ash still covering its dashboard 
and much of its interior. 

With help of his friends in the Pio-
neer Chapter of the American Truck 
Historical Society, Cooper finished 
the restoration, complete with a re-
built stakebed.

Since then, Cooper has restored 
a number of Kenworth trucks, in-
cluding a 1957 Kenworth 923 con-
ventional, which was featured in the 
Kenworth Truck Company’s 75th An-
niversary in 1998. 

The Kenworth 923 also served as 
the bridal carriage in three wed-
dings, including his own wedding 
and the wedding of his daughter. He’s 
currently restoring a 1926 Kenworth 
Model OL.

“I have been a diehard Kenworth 
fan for most of my life,” said Cooper, 
who owns and operates O.C.E.A.N. 
Hauling and Hotshot, a light oilfield 
hauling company based in Calgary. 

His company runs several Ken-
worths including a 2003 tri-drive 
Kenworth T800 with a 15-ton hy-
draulic picker.

Equally passionate is Pierre Aubin, 
who has owned five Kenworth K100s 
throughout the 80s and 90s.

“Over the last two years, I searched 
for one and with the help of one of my 
drivers, Luc Lemieux, I found the one 
I wanted,” Aubin said. “Luc found it in 
Land-O-Lakes, Fla.” 

Aubin drove it back to Montreal, 
where he had it refurbished.

Aubin occasionally takes his refur-
bished 1986 Kenworth K100 out for 
short two- or three-day trips. 
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moved here to be with 
the love of my life. I hope 
he realizes on nights like 
this when I drive home 
from work, I risk my life 
to live with him!”

That was a comment 
made by one of my friends after a har-
rowing winter drive from London to her 
home in Tillsonburg. It made me realize 
that what I consider fun and challeng-
ing is to most people an experience they 
would rather do without. When it comes 
to winter driving, the majority of peo-
ple are white-knuckling it out there, and 
it shows. My driving experiences over 
this past holiday season reinforced my 
belief that the greatest hazard we face 
on the road as professional drivers, is in 
fact, other drivers. You can manage the 
curves that Mother Nature throws at you 
pretty well, but managing the actions of 
other drivers is a different story.

By far the majority of “accidents” I saw 
over the course of the 2013 holiday break 
involved a single vehicle. 

The majority of people had simply 
run off the road and the bulk of those 
events resulted in a simple winch back 
on to the road accompanied by a bruised 
ego. It wasn’t difficult to pick out the 

higher speed events: rollovers and ve-
hicles that had ridden the guardrail or 
retaining wall for extended distances. 
I’ve found that the best practice for stay-
ing safe in the winter months is to sim-
ply stay as far away from other drivers 
as you can, or at least give it your best 
shot. If there is a pack of vehicles travel-
ling together, bumper to bumper dur-
ing poor weather events, I don’t want to 
be near them. I know that’s easier said 
than done when faced with some of the 
busiest travel days of the year.

When I do have to travel close to oth-
ers, I try to bear in mind that most folks 
behind the wheel of passenger vehicles 
(some commercial vehicles too, let’s not 
forget) are pretty nervous on snow and 
ice. Patience. Patience. Patience. That’s 
the key. Although I admit my patience 
wears pretty thin at times.

That leaves a minority group of driv-
ers that usually make driving truly mis-
erable for the rest of us. You know, the 

ones that may be sliding into you from 
behind, or spinning out in front of you, 
or bouncing off a wall or guardrail and 
ending up underneath you. They exude 
overconfidence and a general disregard 
for safety. If you are practicing patience 
you would call this group of drivers a 
challenge. My friend’s comment also 
spoke to the value we place on differ-
ent classes of work. When I tell some-
one that I drive for a living, it can sound 
like a pretty cushy job, or at least pretty 
simple and straightforward. 

It’s not often a person views a profes-
sional driver’s job through the anxiety 
they have experienced driving in crappy 
weather. When the average person rec-
ognizes that driving may put their life at 
risk, it says a lot about what we expose 
ourselves to every day as professional 
drivers. In fact, it’s easy for us to forget 
about that and become complacent as 
we tackle the daily grind. 

When I get out in the nasty weather 
it gives me a true appreciation of how 
much I enjoy my work. 

In a funny sort of way, coping with 
the risks we face on the road every day 
is where I find the greatest joy in the job. 
After all, that’s where true freedom lies 
isn’t it? Having the ability to choose your 

own path down the road. 
The comment my friend made about 

the stress of her commute got me think-
ing about a lot of different anxieties we 
face as drivers. But my mind always 
comes back to the issues we face sur-
rounding our freedom of choice and the 
effect that has on our personal safety and 
that of the travelling public. Road safe-
ty is about the driver behind the wheel 
making the right choices. Those choices 
extend beyond the decisions we make 
when we are behind the wheel. 

Over the course of the last few de-
cades, professional drivers have found 
their hands increasingly tied when it 
comes to how they manage their time, 
when they should drive, and when they 
should rest. The freedom of the open 
road is the greatest attraction the truck-
ing industry has to offer when it comes 
to recruiting and retaining people with 
the right skill set and personality traits 
to get the job done in the best and worst 
of conditions. That freedom continues 
to be eroded through hours-of-service 
legislation, consolidation of the industry 
through mergers and acquisitions, and 
technology implemented to control ac-
tions of drivers rather than complement 
their skills.

My friend reminded me we put our 
lives on the line every day in our pro-
fession. Our safety is dependent on our 
freedom to choose. Is that something we 
have given up on? 

Al Goodhall has been a professional 
long-haul driver since 1998. You can 
follow him on Twitter at @Al_Goodhall.

Excessive regulations are 
eroding the freedom of the job
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t’s February and those of us 
in the tax business are feel-
ing like Santa as we make our 
lists and check them twice. 
We want to make sure clients 
know about payroll source 
remittance payments, T4/T5 

summaries (due Feb. 28), RRSP con-
tributions (due March 1), and all the 
other data necessary to file their per-
sonal income tax return.

So while you’re gathering up log-
books, cell phone bills, utility bills, 
T4’s, etc., here’s a little advice about 
items not to leave unchecked:

Income splitting: The object here is to 
have income taxed at the lowest possi-
ble rate by splitting your income with 
your spouse or children, assuming that 
they’re in a lower tax bracket than you. 

Any income paid to your spouse, 
son, or daughter has to be shown on 
their return and has to be reasonable 

given the work they have done for 
you. If a wage from you means that 
your spouse or child’s refund will be 
reduced, just write them a cheque for 
what they should have received and 
call it good. Guaranteed, the amount 
is less than what you would have writ-
ten to CRA.

Tuition and education: If you have 
kids in college or university, you can 
transfer up to $5,000 of your child’s tu-
ition and education amount to your re-
turn as a deduction. The school will is-
sue a tax slip showing the tuition paid 
for the year and number of months 

attended to calculate the education 
amount.

Caregiver and family caregiver: You 
can claim caregiver-related expenses 
if you maintained a dwelling where 
a dependent person with a physical 
or mental impairment lives with you. 
Just so we’re clear, a dependent can 
be a child, grandchild, brother, sis-
ter, aunt, uncle, niece, nephew, par-
ent, or grandparent of yours or your 
spouse or common-law partner. If the 
dependent is a parent or grandpar-
ent, he or she had to have been born 
in 1948 or earlier.

Medical expenses: Include any pre-
miums you or your spouse/common-
law partner paid to an insurance com-
pany (not a government body) for 
medical coverage, along with receipts 
for the actual drugs, glasses, hearing 
aids, and dental and medical servic-
es you paid for your family. CRA has 
a great list on its Web site if you want 
to see what qualifies as a deductible 
expense. If you’re self-employed, the 
premiums may be better listed as a 
business expense rather than a medi-
cal expense on your return.

Donations: It does not matter wheth-
er your name or your spouse’s name is 
on the slip or receipt, it’s generally best 
to group all of your donations together 
and claim them on one tax return. This 
is especially true if the total is more 
than $200 as you will get a larger tax-
credit deduction.

Talk to your accountant about CRA’s 
new first-time donor’s “super” credit. It 
gives you an extra 25% tax credit when 
you claim your charitable donation tax 
credit. You qualify as a first-time do-
nor if neither you nor your spouse or 
common-law partner has claimed the 
charitable donation tax credit since 
2007.

A word about tax services: There are 
lots of people out there who want to 
help you file your tax return. They in-
clude big accounting firms, accoun-
tants that specialize in a particular 
industry like trucking, national tax-
prep chains, the bookkeeper looking to 
make a little money on the side – and 
they all vary in knowledge, services, 
qualifications, and cost.

Once you find someone you trust, 
get your family’s returns all done at 
the same place. I don’t understand 
why some couples have different 
services preparing their tax returns. 
Unless your spouse is in some sort 
of specialty business (like trucking), 
your returns should be done by the 
same person to ensure all income and 
deductions are used to the maximum 
benefit. Most of the credits you may 
qualify for are based on household in-
come. It saves confusion and hassle if 
all of your returns are done together.

Whether you were naughty or nice in 
2013, CRA does not care (unless your 
naughtiness includes tax fraud). We all 
must file a tax return. 

So for goodness sake, be good to 
yourself and take time to prepare. It’s 
the best way to ensure that your re-
turn is accurate, on time, and takes 
into account all the tax planning you 
did throughout the year. 

Scott Taylor is vice-president of TFS 
Group, providing accounting, bookkeep-
ing, tax return preparation, and other 
business services for owner/operators. 
Learn more at www.tfsgroup.com or call  
800-461-5970.

Six deductions you don’t want 
to miss out on this tax season

I
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reight needs to move. The 
business of trucking de-
pends on it. The secret is to 
ensure that freight doesn’t 
move off a trailer before a 
trip is complete.

North America’s Cargo 
Securement Standard – applied in Can-
ada as National Safety Code 10 – defines 
the various steps which will keep cargo 
snug and secure during a journey. It is 
where fleets and drivers alike learn how 
to apply tools such as straps, chains and 
hooks to hold freight as varied as logs, 
skids, metal coils and rolled paper. Re-

lated fleet training programs and manu-
als tend to focus on the specific loads a 
driver will encounter.

But as important as the number and 
placement of load security devices will 
always be, there are other factors to con-
sider in the efforts to avoid spills or fines.

Cargo straps offer a perfect example. 

Those which are safely stowed away 
when not in use can be protected against 
common causes of nicks and cuts, and 
they are certainly easier to manipulate 
when protected against salt, ice and 
snow. Other options will shield the straps 
that are in place. Premium designs of-
ten come with plastic wear sleeves that 
protect against abrasion, while plastic 
corner protectors shield the straps from 
sharp edges on the cargo itself.

In each case, the required number 
of straps is dictated by clearly marked 
Working Load Limits, and the quality of 
the related markings will make a differ-

ence of its own. Some roadside inspec-
tors have been known to reject straps be-
cause the recorded limits were simply 
too faded to read. 

It is not the only cargo securement de-
vice that deserves ongoing inspections 
during circle checks. The bungee cords 
which hold tarps in place are prone to 
their own weather-related damage. 
Those that are always left exposed to the 
elements will begin to crack. And, if the 
cords snap, the hooks at their ends will 
become dangerous projectiles. 

Even seemingly rugged links of chain 
can use some added support. While 
load binders help to pull the links snug 
against a piece of cargo, the drivers 
who apply the leverage of an oversized 
bar can actually stretch the links out of 
shape; rusty chains might break alto-
gether. The threats are not limited to the 
chain, either. Long bars applied to over-
tightened binders have been known to 
snap back at the drivers who use them.

The hooks used to connect straps 
and chains to their respective anchor 
points complete the job. Straps which 
are fed under a rub rail, for example, can 
be locked firmly in place with a closed 
hook. Well-maintained binders, mean-
while, are properly secured with dedi-
cated mechanical locking devices rather 
than makeshift anchors made from coat 
hangers or O-rings. 

A few pieces of personal protective 
apparel will shield drivers against any 
swinging or snapping straps in the pro-
cess. Work gloves are a start, but safe-
ty glasses will be a welcome protector 
if a bungee cord breaks free or if sand 
and gravel begins to fly off the surface 
of a tarp on a windy day. Safety boots 
will help to secure proper footing when 
climbing on top of any load to inspect the 
different securement devices.

As important as each tool will be, driv-
ers also have a chance to enhance car-
go security by observing how freight is 
stacked inside a trailer. Those hauling 
half a load, for example, can pile goods 
in staggered tiers. This lowers the centre 
of gravity and makes a trailer less prone 
to tipping. Filling vacant spaces with 
dunnage materials or air bags will keep 
items from shifting side to side, while 
a few sheets of plywood will distribute 
the pressure from a load bar and hold 
everything tight. Stacking the heaviest 
freight on the driver’s side of the trail-
er – so it sits close to the highest point 
in the lane – helps to keep a trailer from 
pulling toward the shoulder of the road. 
And when the heaviest trailer is placed in 
the lead position on an A-train, the con-
figuration will travel in the straightest-
possible path.

The final step in any commitment to 
load security involves actions in the driv-
er’s seat. Freight is more likely to topple 
if trucks head too quickly into a highway 
off-ramp, and seemingly secured cargo 
can be dislodged when trailers are al-
lowed to slam into loading docks. The 
light touch of an accelerator or brake 
pedal will limit the forces which can 
cause trouble. Actions like those should 
help everyone feel more secure.  

This month’s expert is David Goruk, a 
risk services specialist who has served 
the trucking industry for more than 25 
years. Northbridge Insurance is a lead-
ing Canadian commercial insurer built 
on the strength of four companies and 
has been serving the trucking industry 
for more than 60 years. You can visit 
them at www.nbins.com.

Proper tools and techniques 
help keep cargo secure

David Goruk

Ask the 
ExpertF
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•  Currently looking for Canada/U.S. 
Owner Operators

•  New Rates for Canada/US  
Company Drivers

• New Peterbilt 579 Tractors

Visit us at www.transx.com
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Ancra Canada has named Mike Com-
stock western Canada regional sales 
manager for its cargo systems division 
products. Comstock brings more than 
20 years of industry experience in the 
heavy-duty transportation industry at 
the fleet management and supplier lev-
els, announced Brian Larocque, manag-
ing director for Ancra Canada.

Meanwhile, Neil McCall was named 
to the position of central Canadian re-
gional sales manager.

According to Larocque, McCall 
brings with him over 25 years of sales 
and service experience as a territory 
manager for the heavy-duty transpor-
tation aftermarket and OEM markets.

•
Cummins Westport has named Gor-
don Exel president. He assumed his 
new role Jan. 1.

“Gordon’s experience with Cum-
mins Westport and solid understand-
ing of the customers and markets are 
key assets that will contribute to the on-
going success of Cummins Westport,” 
said Ed Pence, Cummins vice-president 
and general manager, High Horsepower 
Engine Business.

Exel joined Westport in 2002 as vice-
president and general manager Ameri-
cas for CWI and spent 10 years at CWI. 
In 2012, he moved to Westport’s Europe-
an office in Lyon, France, as vice-pres-
ident, sales and marketing.

Jim Arthurs, current Cummins 
Westport president, will be returning 
to a senior leadership position at West-
port, the company announced.

•
Eaton Roadranger kicked off 2014 with 
new appointments for three employ-
ees. The regional sales manager posi-
tion has been awarded to Mike Sharpe, 
who will assume the role of Canadian 
regional sales manager for the Eaton 
Roadranger Field Marketing Organi-
zation. Sharpe has been with Eaton in 
Canada for nine years, most recently as 
a territory sales manager.

Steve McCallum has been named 
territory sales manager, responsible 
for executing sales strategies within 
the Central Ontario region (including 
the Greater Toronto Area). McCallum 
has been with Eaton in Canada for 18 
years, most recently as a territory ser-
vice manager.

Bud Ralf has been named territory 
service manager for Central Ontario. 
As a territory service manager, Ralf will 
be responsible for executing the ser-
vice strategies within the territory, the 
company announced. 

•
Rob Phillips has been named president 
and chief operating officer of Phillips 
Industries.

He represents the fourth generation 
of the Philips family to lead the compa-
ny, succeeding Bob Phillips, who will 
stay on as chairman and CEO. Mean-
while, the company has named Dave 
Phillips executive vice-president.

Phillips Industries makes electrical 
and air brake interface equipment for 
commercial vehicles.

“It’s time to pass the baton to the 
next runner as we look to the future 
and even more success for the compa-
ny,” said Bob Phillips, who has led the 
company for 50 years. “With this latest 
transition, Phillips falls into a very elite 
group of only 3% of family-owned busi-
nesses that survive into the fourth gen-
eration. I’m confident Rob and Dave 
will build on the Phillips legacy and 
make it even stronger.” 

HEAD OFFICE: 739 LAGIMODIERE BLVD. WINNIPEG, MANITOBA 

ALBERTA TERMINAL: 5300 55TH STREET S.E. CALGARY, ALBERTA 

BC/AB general freight (must be based near Clg or Van. 1 position only. $0.45/mile) 

LCV (must be based out of Calgary or Edmonton. 2 positions available. $0.53/mile) 

BC/AB Container 
Quality home time 
Health and Dental Benefits 
Steady Miles: Singles average 11-12k per month 
Sign on Bonus: C/O $1000 per driver.  O/O $1500 per truck 
Great Pay: C/O drivers can expect to earn  $40k-$65k annually 
                                                                                (salary earning subject to mileage expectations) 

564-6228 
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By James Menzies

When it comes to removing weight from 
a Class 8 truck, how do you determine 
the value of a single pound removed? 
That’s one of the questions Volvo sought 
to determine when optimizing its re-
gional haul tractors for lighter weight.

To find an answer to this question, 
Volvo approached several weight-
sensitive customers, whose answers 
ranged $6-$12 for every pound saved.

The fact customers were willing 
to pay a premium for lighter-weight 
trucks sent Volvo on a quest to de-
velop the Optimized Series of region-
al haul tractors – a line of eight VNL 
and VNM tractors that were designed 
to be as lightweight as possible. The 
new line includes: the VNL 300, 430, 
430 mid-roof and 630 mid-roof; and 
the VNM 200, 430, 430 mid-roof and 
630 mid-roof. This new series of re-
gional-haul tractors runs the gamut 
from day cabs to 62-inch mid-roof 
sleepers, suiting everything from 
local drivers to those who are on the 

road for two to three nights at a time.
The VNM trucks have a 10-inch 

shorter bumper-to-back-of-cab (BBC) 
than the VNLs, but share the same cab. 
The easiest way to differentiate them at 
a glance is that the hockey stick-shaped 
vents on the side of the VNL hoods are 
simple rectangles on the VNMs. With 
the exception of the VNL 630, each of 
these trucks is powered by the Volvo 
D11 engine. But most intriguing of 
all; they each provide up to 1,200 lbs 
in weight savings, which means more 
payload for bulk and tanker operators 
and improved fuel efficiency for those 
running heavy.

How’d Volvo find 1,200 lbs of weight 
savings in its Optimized Series? Chris 
Sadler, product marketing manager, 
regional haul, said the savings came 
from: vendor components (190 lbs); 
aluminum components (150 lbs); wide-
base tires and aluminum wheels (300 
lbs); an aluminum fifth wheel (240 lbs); 
and a 6x2 axle (380 lbs). That’s 1,260, if 
you’re keeping score, and doesn’t even 
take into consideration the 300 lbs in 

weight that moving from the D13 to the 
smaller D11 will net.

Granted, Volvo knows not every cus-
tomer will want or require every one of 
those weight-saving options. 

“You may need that 13-litre engine 
or some other features that are not in 
these spec’s,” Stadler acknowledged. 
“But the key point here is, you’re go-
ing to see value in taking weight out 
of the truck.”

How much value? That, of course, 
depends on application. Examining 

customer scenarios where payload is 
paramount, Stadler said a fuel hauler 
could increase its profits by $95,000 
per year if it increases payload by just 
320 lbs. His calculations are based on 
carrying an extra 50 gallons of fuel per 
trip, making three deliveries a day, 250 
days a year. That totals 37,000 gallons 
of extra product delivered at the end 
of the year.

Those are heady numbers, and offer 
insight into why bulk haulers would 
consider paying extra for a lighter-
weight truck. And they’ll pretty much 
have to. The reality of lightweighting 
is that aluminum components, wide-
base tires and the like are generally 
more expensive than their more con-
ventional, but heavier counterparts. 

“Aluminum can be very pricey in 
this market, so usually what hap-
pens is when you get into lightweight 
(spec’ing), you’re going to pay a little 
bit more,” Stadler noted.

Bulk haulers understand the value 
of additional payload, but the bigger 
question, at least here in Canada, is 
will they trust the unfamiliar compo-
nents such as 6x2 axles or the D11 en-
gine? Volvo says it has customers in the 
Upper Midwest running 6x2 vehicles 
without any issues relating to traction 
– one of the most common concerns 
among fleets. These trucks use the 
Meritor FueLite 6x2 with electronics 
that shift weight to the powered axle 
in low-traction situations. It should be 
noted, not every province allows 6x2s 
at this time, though that could change.

Every truck in the Optimized Se-
ries line-up features the FueLite 6x2 
rear axle, but customers can order the 
weight-reducing components a la carte 
and still enjoy some savings.

Canadian customers may also be 
uneasy about using a D11 engine in 
place of the popular D13. The D11 has 
some faithful fans here in Canada. I 
recently visited auto parts hauler Ver-
speeten Cartage and was surprised 
to find many of the trucks in its yard 
were D11-powered. Count me among 
the skeptics that a D11 would provide 
sufficient power to pull 80,000 lbs 
across even moderately hilly terrain; 
at least till I had the chance to drive 
one of these vehicles over about 100 
miles of more-than-moderately hilly 
terrain in Virginia. 

The truck I drove was the VNM 430 
mid-roof sleeper and I was pulling a 

Driving Volvo’s Optimized Series VNM
Volvo has optimized its regional haul 
tractors to save weight. But is the D11 
engine up to the task? We took one out 
into the Virginia hills to find out.

This Volvo VNM with D11 engine was loaded to close to 80,000 lbs, and was 
able to hold top gear up most of the grades we encountered.

Over 75 resellers 
in Canada to 

better serve you
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unbaffled loaded tanker trailer gross-
ing about 78,000 lbs. 

John Moore, marketing product 
manager, powertrain, admitted Vol-
vo would likely have suggested the D13 
if I were to run these hills on a regular 
basis. But they wanted to prove the D11 
could handle the grades, and it cer-
tainly could. 

The I-Shift held top gear up most of 
the hills and I was able to hold my own 
with traffic. The engine strained while 
pulling some of the steeper hills I en-
countered on my drive, but I never felt 
like a moving chicane – at least not to 
other truck traffic.

The speed limit is 70 mph in Vir-
ginia – trucks included – and so yes, 
I was getting passed, but not because 
the engine was grossly underpowered. 
The D11 engine was actually nice to 
drive on the flatter sections of road. It 
seemed a tad quieter than the D13 and 
it wasn’t a big downgrade in terms of 
terms of torque or power.

Moore bristles at any suggestion the 
D11 is a “throwaway” engine or bored-
out 9-litre. 

“It’s one of our most reliable en-
gines,” he said. “It’s actually reverse-
engineered from our 13-litre. If you 
look at the size of the bearings on 
this, the bearing surfaces are larger 
than those of the 13-litre Paccar MX 
or the 13-litre MaxxForce. They’re also 
equal to the size of the DD15 and DD16. 
These engines can easily get a million 
miles without any problems.”

Volvo backs the D11 with the same 
base warranty it offers on its 13L. But 
it does have its limitations. Volvo holds 
firm on its 80,000-lb GVW rating for 
the D11 and it doesn’t suggest run-
ning it over the Rockies on a regular 
basis. It’s best suited for regional haul 
applications grossing no more than  
80,000 lbs and with cruise speeds of 
63 mph or less.  

“We don’t want to underpower a ve-
hicle, because drivers are going to hate 
it and they’ll think it’s a bad engine. It’s 
not, but it can be put into the wrong ap-
plication, so you have to be very care-
ful here,” Moore said.

Volvo’s keen on promoting the D11 
engine because it is well suited for a 
wide range of regional haul applica-
tions and that’s a segment where the 
truck maker wants to grow its pres-
ence. Volvo recently expanded its 
popular XE (exceptional efficiency) 
powertrain package to include the 
D11. This involves mating the engine 
to an I-Shift overdrive transmission 
with a ratio of 0.78:1 and axle ratios of 
2.64-2.80. Spec’d this way, the sweet 
spot is widened and the engine runs 
about 200 rpm slower, providing a 
fuel savings of about 3%.

But the XE package isn’t for every-
one. Moore said it works best in appli-
cations where vehicles are running at 
high speeds and delivering dimin-
ishing loads. Spec’ing trucks, as if it 
wasn’t complex enough to begin with, 
is even more so today with the advent 
of more sophisticated powertrains and 
a broader array of lightweight compo-
nents. Volvo seems to want to chal-
lenge truck buyers to re-evaluate some 
of their traditional spec’ing decisions. 
That may mean different spec’s with-
in the fleet for different customer sets.

“The day of having one truck for ev-
erything is pretty much gone,” Moore 
said. “Customers can’t afford to lose 
money every year because the truck 
is not optimized.”  

Train Trailer Rentals has placed an 
order for 700 Manac van trailers, 
which the company believes to be 
the single largest Canadian trailer 
order ever.

“Seven hundred vans, one order, 
one basic specification is, to the 
best of my knowledge, the largest 
Canadian trailer order ever seen by 
any manufacturer. 

“Our ability to secure this busi-
ness from Train Trailer Rentals is 
based on years of collaboration 
and mutual support. It is also a 
tribute to our employees’ commit-
ment to providing a cost competi-
tive product, the solid design of 
our UltraPlate model and an excel-
lent level of service,” said Charles 
Dutil, president of Manac. 

Production of the trailers will be-
gin in the first quarter of 2014 and 
will be completed by the end of the 
third quarter, Manac announced in 
a release. 

“After recently amalgamating 
Westvan and Train Trailer Rent-
als, this transaction secures our 
position as a leader in the full-ser-
vice trailer rental sector in Cana-
da,” said Rick Kloepfer, president 
of Train Trailer Rentals. 

“We were focused on quality 
and performance in the purchase 
of these trailers. We’re certain 
the team at Manac will provide 
comprehensive, leading-edge sup-
port, which is extremely impor-
tant to us.” For more info, visit  
www.manac.ca.  

Train Trailer Rental places largest 
single order ever for van trailers: Manac

SAF-Holland 
offers lifetime 
warranty
 SAF-Holland has announced it’s offer-
ing a lifetime warranty on its Atlas 55, 
Atlas 65 and Mark V landing gear.

The warranty covers defects in ma-
terial and workmanship for as long 
as customers own their trailers, and 
is part of the 10-year NoLube landing 
gear option, the company announced.

The NoLube option eliminates the 
need for greasing for 10 years after the 
in-service date of the vehicle.

“Fleet owners have told us they want 
to keep their trailers longer. We listened 
and we’re helping,” said Randy Flana-
gan, director, sales and marketing. “By 
offering this lifetime coverage, provid-
ing the up-time peace of mind they’ve 
requested.” 

•  Dry Van $1.13 Base plus F.S.C adjusted weekly

• Paid pick-ups and drops after 1st

• Fuel cards provided

• Paid tolls and Bridges

•  Reduced labour rate and part discount  
from in house shop

• Bi-weekly settlement

Trans Frt McNamara is seeking

10 Experienced
          Owner Operators

TeaM or SiNgle
operaTioN

Steady work year round with consistent miles 
Terminals in Ontario, Alberta, British Columbia and California

Contact Janet Schmitz: jschmitz@transfrt.com
1126 Industrial Road, Waydom Industrial Park, R.R. #1 Ayr, Ontario, Canada  N0B 1E0

1-800-265-7875   l   519-740-6500 ext 224    l    cell: 519-209-3230    l     Fax: 519-740-6185

Also accepting 
applications for 

Company Drivers

• Minimum 1 year  
verifiable experience

• Fast card drivers -  
.01 cent per mile bonus

• Benefits  • Pension Plan
• Group RRSP
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22   trailers

By Harry Rudolfs

Another LCV season has come and gone 
in Ontario, and by most measures the 
program has been a success in this prov-
ince. As of October 2013, there were 295 
LCV permits shared between 72 carri-
ers, and we can expect the program to 
keep ramping up. But as the double-53s 
sleep for the winter, let’s not forget the 
heavy-hauling doubles that keep motor-
ing no matter what the weather or time 
of the year.

I’m talking B-trains here: one tractor 
pulling two trailers coupled together by 
means of a fifth wheel attached direct-
ly to the rear of the lead trailer. These 
sets have earned their keep on Canadian 
highways for more than three decades: 
60 feet of combined trailers grossing up 
to 63,500 kgs/140,000 lbs. And not to be 
confused with A-trains: two pup trailers 
hauling much lighter payloads linked to-
gether by a pintle hook and ring extend-
ed from a converter dolly, a kind of roll-
ing fifth-wheel assembly. By eliminating 
the ambulatory converter, the B-train 
removes a point of articulation and has 
been proven to be more stable and much 
safer than A-train “wiggle-wagons.”

I first encountered B-trains in the 
mid-80s, during a one-day training ses-
sion for a bulk job in London, Ont. This 
particular company hauled everything 
in those buckets. The trainer was a se-
nior driver who sat in the passenger seat 
while I delivered coils of steel to Wayne, 
Mich., crushed glass to Wallaceburg, a 
load of corn to Labatt’s in London, and 
finished the shift loading up more steel 
coils on a set of flats in Hamilton. 

Years later I was hired as a fleet driv-
er for Eaton’s and pulled their aging B-
trains for a couple of years, just before 
that great Canadian institution closed 
its doors in 1999. No bulk commodities 
here; this was light stuff going to de-
partment stores, and versatility was the 
name of the game. One driver could cov-
er two stores in Montreal or Ottawa, all 
pin-to-pin work. 

The driver-trainer at Eaton’s told me 
not to worry about backing up. “You 
never have to,” he said. But when I got 
to the Bayshore Mall in Ottawa on my 

first night run, it sure seemed a lot easi-
er to try reversing into an adjacent door 
rather than splitting the trailers. It took 
me 45 minutes to figure out how to back 
the trailer in straight, but after that I got 
pretty good at it, even jackknifing the set 
at times to get into some tricky docks.

I’ve always liked the solid feel of a 
good set of doubles when they’re loaded 
and set up right. They turn much tighter 
and some drivers will tell you they pre-
fer them to 53-footers. Even better, most 
companies pay a premium to pull them. 

So what makes a good B-train driver? 
“The same thing that makes a good LCV 
driver,” says Desmond Hearn of Cross-
roads Training Academy in Barrie, Ont. 
“Attention to detail, safety procedures, 
lots of experience and excellent driving 
skills.” 

His driving school has one client that 
is particularly keen on cultivating B-
train drivers, and Hearn can provide 
specialized training for candidates look-
ing to upgrade. 

“They’ve got to be able to back them 
up,” adds Hearn. “Our customer deliv-
ers to some difficult places and wants 
the drivers to be skilled with this equip-
ment.” Unlike LCV certification, no for-
mal training programs for “train” drivers 
exist in this province, but Hearn thinks 
they should. 

“An operator should be certified for 
every piece of equipment they use – B-
trains, A-trains, tankers, anything like 
that – that shows they have received 
training and understand how to oper-
ate it safely. Why not?” he asks.

My most recent experience with B-
trains occurred a few weeks ago. Puro-
lator has been running a set for the last 
year, leased from SLH and I’ve been 
chomping at the bit to try them out. 
My chance came the other week when 
the driver-trainer pulled me aside for a 
few hours. I practiced hooking, split-
ting, sliding the tuck-away fifth wheel, 
hooking again, followed by a short run 
up Hwy. 427, followed by more hooking 
and splitting.

This was a fairly new set of gleaming 
Manacs, and frankly I expected there 
would be some technological changes 
in 15 years. But these were essentially 

Ode to the B-train
Canadians may not have invented 
the B-train. It depends on who you 
ask. But we certainly have put it to 
good use from coast to coast.

The B-train has been widely adopted across Canada, 
though its origins are subject to debate. 
Photo by WowTrucksCalendar.com.
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the same as Eaton’s old corrugated wag-
ons, except they are lighter and stronger, 
and the sliding bogies are stainless steel 
these days.

The configuration is almost exactly 
like the first prototypes developed by 
Hutchinson Industries of Toronto way 
back in the mid-70s. But before I make 
the case for the B-train as the symbol of 
Canadian unity, here’s a little about its 
genesis: Shippers and truckers have al-
ways liked the idea of running more than 
one trailer. If a teamster could hook two 
wagons behind his animals it stands to 
reason he could almost double his rev-
enue. Wagon “trains” of double wagons 
were not unusual on the Cariboo Wag-
on Trail in British Columbia back in the 
1860s. And those early coupling sys-
tems may have been the precursors of 
the technology used on modern trailer 
trains. As far as the claim that the mod-
ern B-train originated in Canada, let’s 
look at the history. The late Martin Phip-
pard (historian, truck enthusiast and for-
mer assistant editor of sister publication 
Motortruck, who passed away recently 
in England) disputes the contention that 
the B-train was born here in an engag-
ing article “B-Trains, Interlinks and B-
Doubles” found on www.hankstruck-
pictures.ca (well worth the read).

Phippard claims the earliest exam-
ple of a B-train was fabricated by Dan 
Keeney, a truck line owner in Califor-
nia, way back in 1947, who was the first 
visionary to install a fifth wheel on the 
back of a trailer. In Canada not much lat-
er, according to Doug McKenzie, “My 
dad was an owner/operator with Tank 
Truck Transport back in the 50s and he 
frequently mentioned that they had de-
veloped one for their use.” 

Veteran trucking interloper and con-
sultant Ken Hellawell recalls that Adam 
Ledig was driving a flatdeck B-Train set 
for OK Transportation of Scarborough, 
Ont., back in 1961. “The front deck had a 
fifth wheel bolted on the back which was 
mounted on another piece of frame that 
fit inside the lead trailer’s frame.” 

As Phippard notes, “It is a moot point 
as to whether a trucker engaged in haul-
ing lumber from Ontario saw and copied 
the 1970s B-train configuration from a 
Michigan-based steel hauler, or whether 
it was the other way around.” 

Personally I liken the phenomenon 
of monkeys on separate islands discov-
ering hand tools about the same time. 
Something was in the zeitgeist in that 
era. B-trains and C-trains (now obso-
lete), seemed to solve a weight problem 
as evidenced by several bad crashes in 
the GTA and Michigan in the early 70s. 
These major mishaps involved heavi-
ly-laden A-trains hauling fuel and lum-
ber. A subsequent Michigan DoT study 
determined that weight was an impor-
tant factor, and to this date Michigan has 
some of the stiffest axle-weight restric-
tions, which is why you need six axles 
for the same load that can be handled 
by four axles in Ontario. It also explains 
why Michigan is one of the few US states 
that is accepting of B-trains. 

The Canadian connection takes us to 
a shop in Downsview, Ont. in 1976, to a 
family-owned business founded by Wil-
liam J. Hutchinson in 1918. Imperial Oil 
engineers had approached a tank trailer 
manufacturer about designing a cou-
pling system that would safely accom-
modate heavy loads; the detachable “A” 
train converter was too unstable. Right 
from the get-go, engineers at Hutchinson 
and Imperial Oil were looking at moving 
the maximum 63,500 kgs (140,000 lbs).

“Yes it was exciting,” says Ralph 
Hutchinson Jr., who was directing the 
project for Hutchinson Industries. “It 
was a fairly new concept. There had been 
smaller versions of B-trains in the States, 
but we had to start from scratch in deal-
ing with weight issues like weight dis-
placement, for instance. It was a steep 
learning curve.” 

These days, Joe DeSimone is vice-
president of sales at Tremcar (which ac-
quired Hutchinson several years ago), 
but in 1976 he was a novice engineer who 
had just started with the family-owned 
company. He wasn’t directly involved in 
the B-train initiative, but he remembers 
the buzz around the activity, and the first 
attempts to fabricate a prototype. 

“We were very instrumental in the 
development,” says DeSimone. “We 
did something unusual for those days – 
hired an outside engineering firm to do 
a stress analysis at the back of the lead 
trailer. That resulted in a very good base, 
and it allowed the development of the B-

train. Along the way we refined the de-
sign, using less material but making it 
stronger, streamlined the components, 
made it more visually appealing, and 
brought the two trailers closer together.”

The B-train has always been a win-
ning formula in Canada. By the early 80s 
a number of other trailer manufacturers 
had jumped into the market with their 
own B-train offerings. 

Among them was Manac, which 
today calls itself the leader in  
B-train manufacturing in North Amer-
ica. In 1982 they built some of the first 
B-trains for Labatt’s using the revolu-
tionary hide-away fifth wheel. The trail-
ers could be joined and loaded straight 
through or split at the transfer point 
without requiring cross docking. The 
vice-president of sales at Manac, Tom 
Ramsden, estimates they sell about 500 
sets yearly of “flats, dumps and vans,” 
the majority to Canadian customers.

“Typically a customer will want 60 feet 
of trailers overall, either 30/30 or 32/28,” 

says Ramsden. “We’ve changed some 
little things over the years on the frame, 
making it stronger and maintenance eas-
ier. But what hasn’t change is the slide-
away bogie activated by a third gladhand, 
that’s pretty well unique to us.”

The B-train may have been discovered 
in California or Whitehorse or New Zea-
land prior to 1977, but Canadians have 
warmly embraced the design while the 
US has shown only lukewarm interest. 

Besides Michigan and Washington, 
and a few grain states in the Midwest, 
“Canadian-style” B-trains are rarely 
seen south of the border. Some states 
even prohibit their operation within 
their jurisdictions.

But in Canada, B-trains are well rep-
resented in every province and you can 
run coast-to-coast with a gross of 62,500 
kgs and never have a weight problem at 
the scales. Fact is, B-trains are as Cana-
dian as hockey, lacrosse, back bacon and 
maple syrup. And that’s the way we like 
it!  

Proven to withstand harsh, heavy-duty applications. 
The MARK V™ is the strongest, toughest landing gear 

in the industry. Built in Canada, the MARK V offers all 

the advantages you expect from SAF-HOLLAND products,  
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© 2013 SAF-HOLLAND, Inc. All rights reserved.
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hard world.
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24   tires

By James Menzies

hen you purchase 
tires, do you think 
of them as an asset 
or a necessary ex-
penditure? Just how 
you think of tires at 
the point of purchase 

may influence the care and mainte-
nance they receive over their life-cy-
cle. And that, in turn, could impact your 
tire-related expenses, one way or the 
other. Tires, and the air inside them, 
are the only things separating a vehicle 
from the road surface. Without them, 
your truck gets nowhere. So tire experts 
can be forgiven for becoming frustrat-

ed when tires don’t get the respect they 
deserve and viewed as an asset. Truck 
West recently caught up with tire pro-
fessionals from leading suppliers to find 
out how fleets and owner/operators can 
lower their tire-related costs.

This is Part 2 of a two-part series. 
Part 1, in the January issue of Truck 
West, focused on the importance of in-
flation pressure and the not-so-sub-
tle differences between the various 
SmartWay-approved tires.

Tires as a messenger
Regular tire inspections allow operators 
to not only monitor the health of their 
tires, but other aspects of their vehicles 
as well. Stephane Beaudoin, marketing 
manager, Michelin truck tires, encourag-
es customers to think of tires as a messen-
ger. “If you have a mechanical problem, 
it’s going to show in your tire,” Beaudoin 
said. “Check your tires, and as soon as 
you see some irregular wear, make sure 
your bearings and things like that are in 
order. A lot of times we neglect the trailer, 
and the trailer will have some effect on 
your tractor (tires).”

Greg Cressman, technical services di-
rector, Yokohama, added “A regular tire 
inspection program – either by a fleet or 
a servicing dealer – will spot such things 
as low air, lack of valve caps, mismatched 
duals, misapplied tread patterns, align-
ment wear, mechanical wear, drive-re-
lated conditions, tires ready to be pulled 
for recap to save casings and so on.” 

Rotation and alignment
One of those conditions that may be 

present if irregular wear begins to show, 
is a truck or trailer that’s out of align-
ment. Beaudoin suggested users take a 
tread depth gauge to compare the wear 
of the tires at various positions. If the 
tread depth is consistent, the vehicle is 
likely properly aligned, but if the tread 
depth measures 16 mms at some posi-
tions and 12 at others, “you know you 
have a problem,” she warned.

Trailer alignments are often over-
looked, but also impact tread wear, 
she added. Trucks that pull a dedicat-
ed trailer could see costly tire wear 
if the trailer is not properly aligned. 
Beaudoin said Michelin also recom-
mends tires be rotated when there is 
more than 4/32nds difference between 
the tread depth at steer and drive po-
sitions, or more than 2/32nds differ-
ence between right and left tires on the 
same axle.

Retreadability
Most fleets today are taking advantage 
of retreading as a way to maximize their 
tire investment, but even those who are 
reticent to retread can capitalize on the 
trend. There’s a healthy market for cas-
ings that are in good condition, which 
varies seasonally and geographical-
ly, said Bert Jones, product marketing 
manager at Bridgestone Commercial 
Solutions.

W
Generating savings out of air

In Part 2 of this 
series on tires, 
we examine ways 
fleets and O/Os 
can maximize their 
tire investments.
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“There is a strong demand for cas-

ings,” he said. “It varies throughout 
the year; it’s higher in the summer 
than it is in the winter and it moves 
through different geographic areas. 
You can have spot shortages. There is 
a strong market and need for retread-
able casings.”

The retreadability of a casing should 
be a consideration when choosing a 
tire. Retreaders themselves have sig-
nificant data they can share, which in-
dicates the tire brands and models that 
provide the most retreads.

“Ask the tire supplier or a mem-
ber of a network, what are the sta-
tistics that are available that show 
the average age of scrap for a partic-
ular manufacturer, how many times 
have those tires been retreaded and 
what are some of the conditions of 
the scrap rate?” advised Goodyear’s 
Donn Kramer, director of marketing 
and product innovation. 

Goodyear and other tire manufac-
turers track the scrap rate of their own 
and competitive tires, as well as the 
average age of the casing when it was 
removed from service.

But buying a retreadable tire is not 
enough, added Jones. 

“Air pressure, properly maintained, 
increases the life of the casing so you 
can retread it,” he said. “So you’re pre-
serving your asset, you’re preserving 
the value of the casing that you paid for 
when you bought the new tire.”

Yokohama’s Cressman agreed. 
“Proper maintenance and usage pro-
cedures – air pressure maintenance, 
speed and load included – will allow 
the casing to reach its full retread po-
tential,” he said. “Of course, no system 
is perfect, and it’s possible to lose even 
the best casing at mile number one due 
to a road hazard.”

Note also, the use of aftermarket tire 
sealants can complicate retreading. 
Goodyear’s Kramer pointed out any af-
termarket sealant must first be removed 
from the chamber, otherwise it could 
cause a fire during retreading.

Wide-base tires gaining 
widespread acceptance
Wide-base single tires continue to gain 
prominence, even though improve-
ments in the performance of tradi-
tional duals may have slightly dimin-
ished the fuel economy advantage of 
single tires.

“If you took a non-fuel efficient dual 
setting and you went to a fuel-efficient 
– or SmartWay-approved – set of du-
als, you might get as much as a 5% im-
provement (in fuel economy),” Kramer 
explained. “If you went from non-fuel 
duals to wide-base, SmartWay-approved 
(tires), you could get as much as a 7% fuel 
economy improvement. So there’s still a 
slight improvement (from duals to sin-
gles) but the gap has narrowed signifi-
cantly.”

While the performance of low roll-
ing resistance duals can compete with 
that of singles, the real advantage of 
wide-base tires is the weight savings 
they provide – about 400 lbs. 

“The big opportunity there is to in-
crease revenue per load,” said Jones. 
“That’s why they’re so popular with 
bulk haulers. If they can get several 
hundred pounds of (additional) reve-
nue out of that truck, that’s a big thing. 
I still don’t see where it can be justified 
strictly on fuel economy.”

Another concern with wide-base 
tires is that they can cause an enor-

mous amount of damage when a blow-
out occurs, Kramer noted, meaning 
maintaining proper inflation pres-
sures becomes even more crucial when 

running wide-base singles. Wide-base 
single tires, noted Jones, are still a 
young technology. He pointed out the 
tire industry has a century of experi-

ence with conventional tires and 40 
years with radials.

“We only have about a decade with 
ultra-wide-base tires and that technol-
ogy is advancing rapidly, so I think it 
will continue to gain share in the mar-
ketplace,” Jones predicted.

The biggest barrier to the more 
widespread adoption of wide-base 
tires are regulatory in nature, said 
Michelin’s Beaudoin. “In Canada, 
what’s stopping us from having even 
more growth is the fact we can’t run 
them with the same carrying capac-
ity out west as we can with duals,” 
she said. “That’s the only thing that’s 
keeping an explosion of the growth 
in Canada.”

She said Michelin is hoping to make 
some headway with legislators some-
time this year. The trucking industry 
is on-board and also lobbying deci-
sion-makers to approve full weights 
to be pulled by tractors running wide-
base tires. 

Maintaining inflation pressures is especially important with wide-base tires, 
since a blow-out can cause considerable damage.
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ith Western Canadian shippers being quite 
optimistic with their freight volume projec-
tions for this year (see Inside the Numbers in 
your January issue of Truck West) should we 
expect to see upward pressure on rates? Ship-
per perceptions on available capacity has 

much to do with determining their willingness to accept 
higher rates and they see both TL and LTL getting close to 
balanced capacity but not being quite there yet, according to 
the results from our annual Transportation Buying Trends 

research, conducted in partnership with CITA and CITT. The 
majority of shippers (42.1%) expect TL pricing to increase in 
2014 but for the increase to be in the range of 5% or less. More 
(55.6%) expect increases in LTL service but again expect rate 
hikes to be in the range of 5% or less. Interestingly 43% of 
Canadian shippers indicate that higher rates and/or sur-
charges have affected at least some of their modal mix deci-
sions in the past. In the next issue we will take a closer look at 
the circumstances under which trucking loses business to 
rail and vice versa. 

GETTING 
REAL ON 
RATES
What Western Canadian  
shippers expeCt to pay for 
truCking serviCes in 2014

W

Western shipper expectations 
for TL core pricing in 2014

Western shipper expectations 
for LTL core pricing in 2014

Surcharges Western Canadian shippers 
currently paying on TL service

Surcharges Western Canadian shippers 
currently paying on LTL service
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and/or surcharges affected 
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Manitoulin Transport’s attempted pur-
chase of Vitran’s Canadian LTL opera-
tions was thwarted, after TransForce 
stepped in Dec. 20 with a better offer.

Vitran announced on Dec. 9 that it 
was selling to Manitoulin at a price of 
US$6 per share, in a deal estimated to 
be worth about $128 million. Vitran had 
already divested its US operations last 
Fall, but in Canada continued to oper-
ate out of 23 terminals.

On Dec. 20, however, TransForce, 
which already held 19.95% of Vitran, 
announced it would pay $6.50 per 
share, a “superior offer” that Manito-
ulin was given five business days to 
match. On Dec. 30, Vitran announced 
it was terminating its agreement with 
Manitoulin and would instead sell to 
TransForce. But Manitoulin didn’t walk 
away from the deal empty-handed – it 
received a $4-million termination fee 
for its troubles.

TransForce’s offer of $6.50/share was 
a good deal for shareholders, represent-
ing an 11.6% premium over the share’s 
price at the close of trading on Dec. 9 
and a 41.38% premium over its closing 
price Sept. 20, when Vitran announced 
it was selling its US operations.

“We are delighted to have reached 
agreement with Vitran for what repre-
sents the acquisition of an important 
strategic asset for TransForce with 
considerable synergistic benefits in 
the near term and into the future,” an-
nounced Alain Bedard, chairman and 
CEO of TransForce. “We are looking for-
ward to leveraging the strengths of both 
companies to enhance our service of-
fering for our customers and welcom-
ing the Vitran employees to the Trans-
Force team.”

Walter Spracklin, an analyst with 
RBC Capital Markets and Erin Lytollis, 
an associate with the same firm, point-
ed out that TransForce’s TL and LTL 
operations currently generate com-
bined revenue of $1.2 billion and ex-
pect the company’s recent acquisition 
of Clarke Transport and Clarke Road 
Transport to lift traditional trucking 
revenues by $190 million (15%) in 2014. 
TransForce’s bid to acquire Vitran’s 
Canadian LTL operations positions 
the company to increase LTL and TL 
revenues by a total of almost $400 mil-
lion (30%) next year, they said.

“In this context, TransForce is poised 
to materially enhance its share of the 
Canadian traditional trucking mar-
ket, which aligns with management’s 
strategic objective of consolidating this 
industry,” Spracklin and Lytolis said. 
They added that the full offer price is 
justified, calculating that TransForce’s 
bid equates to 9.5x trailing EV/EBITDA, 
which they considered to be a “full offer 
at the high end of recent transactions.”

“We believe the premium multiple 
is justified by TransForce’s opportuni-
ty to improve pricing power in the LTL 
segment by further consolidating the 
Canadian market. In addition, we be-
lieve management would be able to ex-
tract synergy from this transaction by 
improving the operating efficiency of 
Vitran’s operations,” Spracklin and Ly-
tolis said.

David Newman, director of institu-

tional equity research, transportation 
and industrial products with Cormark 
Securities, agreed the deal made sense 
for TransForce.

“Clearly, TransForce has line of sight 
on good synergies in terms of corporate 
costs, SG&A, elimination of public com-
pany costs and potential asset rational-
ization, as well as improved pricing,” 
Newman said. “It could be an accre-
tive deal for TransForce at these levels. 
The TransForce-Vitran combination is 
a good fit in terms of geography, cus-
tomers and terminals, especially with 
Clarke, which was recently acquired by 
TransForce.”  

TransForce scoops Vitran 
out from under Manitoulin

Missing Since: February 24, 2013 

Date of Birth: September 7, 1992

Missing From: Calgary, AB

Height: 6’3” 

Weight: 165 lbs

Eye Colour: Blue 

Hair Colour: Blond

SCHUYLER RHYS BIERKOS

OR CONTACT YOUR LOCAL POLICE DEPARTMENT. ALL CALLS CONFIDENTIAL.

missingkids.ca

IF YOU HAVE ANY INFORMATION ABOUT THIS MISSING PERSON,  

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

(1-866-543-8477)

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

Child Find (Ontario) Inc. is an affiliate of the Canadian Centre for Child Protection Inc. 
Together, they provide missing children services in the Province of Ontario.
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Mark is attending Truxpo Can, his favourite truck show 
of all. While he’s at a booth he overhears two men talk-
ing. One tells a story about how a driver got him in trou-
ble with the police, while the other says a driver put co-
loured diesel into his tanks. Both men would sure like 
to find the guy. Mark knows they are talking about him 
and slinks away.

Then, as Mark is having a bite at the food court, he 
overhears two other drivers talking about how some guy 
got him in trouble with the law, one with the Canada Bor-
der Services Agency, the other with police. Mark knows 
for sure they’re talking about him because he knows one 
of them by name. He needs to get away and calls Bud for 
a load.  Hoping to get away, Mark tries to get to Mother 
Load but there are a bunch of men hanging out by his 
truck waiting for him. He decides to wait them out and 
heads back into the show… 

•
Mark flashed the show pass hanging from his lanyard 
at the front entrance. There were three security guards 
watching over the entrance and to be honest, none of 
them looked like they’d be much good in a fight. Two 
of them were elderly South Asian men who were prob-
ably excellent security guards but who would likely 
want no part of any rough stuff. The other was a mid-
dle-aged woman who was standing off to the side with 
a radio on her belt. Mark figured she was a supervisor 
and decided to ask her a question. “Hi there,” he said.

“Hello. Are you enjoying the show?”
“It’s been interesting.”
“Better than boring.”
“Sure. Uh, I’d like to ask you a question if I could.”
“Go ahead.” 
Mark wondered how to phrase it, then decided there 

was no way to sugarcoat what he had to say. “There are a 
few men out in the parking lot hanging around my truck. 
My guess is that they want to do me some harm and I was 
wondering if I could get a security escort to walk me out 
to my truck?”

The woman looked at Mark a while, then shook her head 
slightly. “Do you owe money on your truck?”

“What? No.”
“Been cheating with someone else’s wife?”
“No. Not at all.”
She smiled at Mark like she didn’t believe him. Then she 

said, “We’re responsible for the security of the show and 
its gate, as well as the assets of the exhibitors. If you’ve got 
a matter outside the show, I suggest you call the police.” 
Mark nodded politely, “Thanks.” He’d expected her to say as 
much, but thought there was no harm in asking. He hadn’t 
expect to be judged, but then again, why on earth would 
men be waiting for him out in the lot with the intention of 
hurting him? Money and sex were the two things that came 
most easily to mind.

Mark left the security guard and moved trepidatiously 
onto the show floor. With each step his head swivelled left 
and right, front and back certain that someone was follow-
ing him. Of course, no one was staring at him or following 
him around the show, but that was only because they were 
that sneaky. When it happened, when the beating finally 
came, there would be no warning, no fanfare, just a hand 
on his shoulder and a quick punch to the face. Then, after 
he’d fallen to the ground there would be a series of kicks to 

the gut and a final boot to the head.
Mark took a deep breath and another long look around. 

Unbelievably, there actually was someone staring at him. 
He looked away, took five, six steps down the aisle, then 
turned around to take another look. The young, blonde-
haired man in a tan golf shirt and light brown pants was 
still behind him, keeping pace. And now he was waving, 
as if to say hello. Mark stepped it up and was almost power-
walking through the show. “Excuse me,” he said. “Pardon. 
Pardon me.” But people weren’t moving aside fast enough 
and when he looked about again, the blonde-haired man 
was upon him.

“Mark,” he said.
“Mark who?” Mark said.
“Mark you! Mark Dalton.”
Mark stopped dead in his tracks. He felt almost as Rum-

pelstiltskin must have felt once his name was known to all. 
There was no more flight left in Mark’s body. No more fight 
either. Whatever was going to happen was going to hap-
pen and Mark was just going to let things run their course.

“Man, you’re a hard guy to track down.”
“That’s good to know,” Mark said.
“Yeah, when we saw that you were registered for the show 

we were keeping an eye out for you. Luckily security let us 
know that you’d just come through the main entrance or 
we might never have caught up with you.”

Mark grabbed the show pass at the end of the lanyard 
hanging from his neck. He turned it over and saw his name 
spelled out in big black lettering.

“Okay, so you found me. Now what?”
“What do you mean?”
“What did I ever do to you?”
“What? No, nothing,” the man said, seeming genuinely 

confused. “I’m working the show with my girlfriend. She’s 
with the company that puts these shows together…she 
wants to meet you.” Mark wondered what he’d ever done 
to turn a woman against him and all he could think of was 
an ex-wife and a few ex-girlfriends, all of them too old for 
a man this young. “Okay, so what did I ever do to her?”

“I’d rather she tell you. I’ll bring you to her if you don’t 
mind.”

Mark was caught and there seemed no way out. He 
might as well go along with this and hope that he might 
catch a break along the way.

“This way,” the man said. Mark followed. He led Mark 
past a barrier that read “Employees Only” and then into 
a room that was obviously an office for the company that 
ran the truck show. 

“Here she is,” he told Mark. Then he turned to the 
young woman and said,  “I found him.”

“Great,” she said. “I’m so glad to meet you again.”
“Again?”
“You probably don’t recognize me,” she said.
Mark looked more closely at her and saw something 

familiar in her face, but just couldn’t place it.
“I’m a few years older now and in a lot better shape 

than when you found me.”
“Found you?”
“It was a truck stop outside of Belleville. I was a lot 

lizard back then, stealing out of trucks and doing what-
ever I had to do to survive.” She glanced over at her boy-
friend. Obviously they’d discussed her past. 

“I think I remember now,” Mark said.
“When you caught me stealing out of your truck 

you didn’t turn me over to the police. Instead you got 
me something to eat and called home.” Mark remem-
bered now. At the time he’d felt sneaky getting her back 

in touch with her mom, but he knew it had been the right 
thing to do.

“Home life was better when I returned. I finished school, 
then studied communications in college. It’s funny how I 
ended up with a company that puts on truck shows, but I 
think I was able to convince them in my interview that I 
knew a lot about trucks…inside and out.” Mark slumped 
back in his seat. “Wow!” he said with a sigh. “This is fan-
tastic. Unbelievable.”

“It’s a great story is what it is,” the boyfriend said, an ear-
to-ear grin on his face. 

“Yeah, I suppose it is,” Mark said. “But that’s not what 
I mean.” He then went on to explain what had been hap-
pening to him at the show and about his efforts to leave the 
place without a fight.

“Don’t worry,” she said. “I think I can help.”
•

An hour later, Mark stepped out of the show office and head-
ed for the exit. By the time he reached it, the public address 
system for the entire conference centre came on…just as 
they’d planned. 

“Your attention please. Truxpo Can is proud to an-
nounce the grand prize winner in our show sweepstakes. 
The winner is Mr. Mark Dalton.” A pause. “That’s Mr. Mark 
Dalton our winner. If you kindly attend the show’s main 
entrance to pick up your prize it will be held for you for 
the next 20 minutes.”

Mark thrust his shoulders back and walked out of the 
truck show with his head held high. He could see several of 
the men who’d been waiting for him out in the parking lot 
running to the front entrance of the exhibit hall to meet him.

“Enjoy the show boys,” he said under his breath. “I 
sure did.”  

  fiction   Mark Dalton: owner/operator TRUCK WEST fEbRUaRy 201428
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ow a re t hose new 
y e a r ’s  re s olut ion s 
coming? I did the usu-
al resolutions – you 
know, eat less, drink 
less, love more, the 
usual psychological 

panaceas that last till the first time 
a buddy wants to go for a beer. Yeah, 
in my case that was January 2nd.  

I hope whatever you resolved, if 
anything, is easier for you to obtain 
than it is for a writer with a distinct 
lack of willpower. And even less 
“won’t power!”

Still, it never hurts to strive to be 
better. Nothing wrong with that at 
all. Heck, the relentless pursuit of 
perfection is a worthwhile pastime, 
even though we know we’ll never get 
there regardless of how hard we try. 
It’s worthwhile because we not only 
improve our own selves, we make it 
more difficult for those kids coming 
up behind us, whining for us to get 
out of the way. Let them wait – and 
work – for their time.

But I digress….
I hope you all had some quality 

time off over the holidays and got to 
recharge your batteries a tad. Gosh 
knows, it’s full speed ahead now into 
a challenging 2014! Good luck with 
whatever your challenges may be.

Maxim-um benefit 
to education
The f irst kudos of the New Year 
(though of course the event hap-
pened in late 2013), goes to Max-
im Truck & Trailer. From Christine 
Payne of Red River College and Max-
im’s Harry Dornn comes news that 

after the Winnipeg-based compa-
ny donated the substantial sum 
of $100,000 to the Red River Col-
lege Training Centre, a classroom 
was named after the company and 
a plaque unveiled in honour of the 
gift, made in support of the College’s 
Heavy Equipment Training Centre 
(HETC). 

From the word according to Payne 
and Dornn: “the Maxim classroom 
signifies the long-standing part-
nership bet ween Ma x im Truck 
& Trailer and Red River College 
which includes support of Alum-
ni and student success and a gen-
erous $100,000 pledge to the Heavy 
Equipment Transportation Centre 
in 2012.”

Maxim master Doug Harvey has 
been a driving force in the success of 
the activities related to the HETC’s 
fundraising campaign that “will 
benefit apprentices and the indus-
try for years to come.” Harvey sat in 
the Capital Campaign Chair chair 
for the fundraising campaign and 
helped put together a group of in-
dustry reps to support the project.

His commitment brought praise 
from the president and CEO of Red 
River College as well. “Doug Har-
vey’s contributions to Red River Col-
lege and to various causes and or-
ganizations demonstrate what an 
incredible philanthropist and friend 
he is to the Manitoba community,” 
said Stephanie Forsyth. “With his 
passion for the transportation in-
dustry (Doug) has been one of the 
most inf luential reasons for indus-
try engagement in this monumental 
project that has allowed the realiza-
tion of a 60,000 sq.-ft. state-of-the-

art technical training centre.”
Har vey noted that the impor-

tance of heavy-duty technicians to 
our businesses cannot be overstat-
ed, and said “we are proud to sup-
port a first-class training centre at 
Red River College that helps pro-
mote, attract and train heavy duty 
technicians for the transportation 
industry.”

Dancing the 
Cabinet shuff le
Just as Alberta’s truckers were get-
ting used to training Ric McIver 
as the province’s new Transporta-
tion Minister, that pesky ragamuf-
fin Alison Redford shuff led her ship 
of state’s deck chairs and named 
Wayne Drysdale the new Minister 
of Transportation. McIver has been 
moved to Infrastructure.

Drysdale is the MLA for Grande 
Prairie-Wapiti, and his last gig in 
the Redford cabal was as Minister 
of Infrastructure, so he and McIver 
have basically switched offices and 
briefcases. 

I hope the new blood listens to the 
AMTA and the rest of the industry. 
They could start with super-sin-
gles, skilled profession designation 
as well as fostering common sense 
rules and less BS.

You bet I’m holding my breath!

Alberta youth link up 
with trucking industry
From the AMTA comes news of some 
20 young adults who spent a day ex-
ploring careers in the trucking in-
dustry by visiting Bison Transport. 
There, they toured the company’s 
Calgary facility, talked to staffers 
about their jobs and even got be-
hind the wheel of a truck driving 
simulator. 

The program, called Linking Up, 
is a pilot project of the Van Horne 
Institute (see the piece on their re-
port on natural gas adoption else-
where in this issue). The purpose is 
to help get young adults interested 
in supply chain careers.  

The AMTA worked closely with Bi-
son Transport to deliver an experi-
ence that featured talks from Bison 
staff – from senior executives and 
managers to dispatchers, drivers 
and safety counsellors. Topics cov-
ered included issues such as the cru-
cial role the trucking industry plays 
in the economy overall, as well as 
sustainability in trucking in general 
and at Bison in particular.

After that, AMTA Road Knight Reg 
Moulding (who just happens to be 
with Bison Transport) gave a look at 
the wide variety of careers available 
in trucking, both behind the wheel 

and behind the scenes. A Bison dis-
patch supervisor later spoke about 
his career path and his job. 

After the event, Kathryn Semcow, 
the Van Horne Institute’s Linking Up 
project consultant, said “I like that 
the participants were exposed to dif-
ferent professions surrounding the 
industry, and that they were able to 
actually touch a truck and practice 
driving one. There are a few partic-
ipants who are interested in truck-
ing, and left the visit inspired.”  

Linking Up is a pilot project sup-
ported by the Government of Alber-
ta in partnership with the feds. It’s 
open to youth aged between 18 and 
24 who are not currently in educa-
tion, employment or training. 

Maybe a blow has been struck 
against the personnel shortage!

PIC changes
As noted in a recent Brayings, Al-
berta’s Partners In Compliance 
program saw the departure of Lorri 
Christensen recently. She was the 
dynamo who filled the program di-
rector’s role for the last two years. 

The move prompted some soul-
searching at the AMTA, which said 
in its latest news blast that “we are 
taking the opportunity to review 
the administrative structure, pol-
icy and procedure and operations 
of the program. More important 
than the possibility that we might 
improve day-to-day operations, the 
review committee will focus on in-
creased and sustainable funding as 
we build into the future. The pro-
gram is growing as more excellent 
carriers come forward and even bet-
ter, more carriers become excellent.”

First up was to f ind someone 
to fill Lorri’s shoes. And they did, 
hiring internally. Kim Hrushens-
ki, who was coordinator, has been 
named the new manager of Partners 
In Compliance. Now they need to 
find someone to fill Kim’s shoes and 
they’ll be off to the races.  

Anyone interested in applying 
for this or other opportunities with 
the AMTA is invited to check out its  
Web site www.amta.ca for further 
information. 

That’s it for another Brayings (hey, 
I can hear those cheers)! As always, 
please let me know of people, events 
or things you think your indus-
try peers (assuming you have any!) 
should know about. We don’t prom-
ise not to edit, nor do we claim we 
won’t steal your words verbatim, 
but we will do our best to get your 
story out to our readers relative-
ly intact. So drop me an email at  
jim@transportationmedia.ca and we 
can take it from there.

Maxim president Doug Harvey is pictured with Red River College president and 
CEO Stephanie Forsyth as they celebrate the naming of a new classroom.

30 
jim’s brayings

Welcome to Jim’s Brayings, a quick look at some interesting commu-
nity news items from across the west that we think will interest you. If 
you have some news you think will be a good match for this column, 
pop me off an e-mail at jim@transportationmedia.ca. We can’t run  
everything, of course, but we’ll try to get in as much as space permits…
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