
By Derek Clouthier

LLOYDMINSTER, Alta. – Grant Aune 
witnessed his fair share of deaths and 
injuries while working for the RCMP 
investigating traffic collisions in B.C.’s 
Lower Mainland, but none more dif-
ficult than the loss of not one, but two 
of his brothers to a highway collision.

“The first 25 years of my profession-
al career was purely reactive,” Aune 
said, explaining that as an RCMP col-
lision reconstructionist he was only 
able to attend road collisions after 
they occurred. “I never had an oppor-
tunity in that 25 years in the Mounted 
Police to do what I’m doing this morn-
ing, and that’s to talk to people and 
pass on information actively to hope-
fully prevent you from ever being in-
volved in an incident.”

Aune is now the owner of Advan-
tage Fleet Services, which provides 
proactive risk management and loss 
prevention to companies in various 
business sectors in Canada and the 
US for areas such as, but not limited 
to, driver assessments, training, com-
mercial vehicle incident investigation 
and collision reconstruction.

Presenting to attendees of the Al-
berta Motor Transport Association’s 
(AMTA) 2016 Lloydminster Safety 
Conference and Trade Show Jan. 27, 
Aune touched upon several ‘shocking’ 
statistics about incidents on North 
American highways and posed six 
challenges to not only those who make 
their living behind the wheel, but ev-
eryone with a driver’s licence.

“What’s happening on our high-
ways and byways is an epidem-
ic,” Aune said. “The statistics are  
alarming.”

Some of those statistics are getting 
better, at least when it comes to the 
number of traffic-related fatalities 
on Canadian roads, but Aune cau-
tioned not to be too optimistic about 
the numbers.

“I’m here to tell you that it’s not  
because we’re better drivers. It has 
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Making a career change to trucking 16 years ago, Laurie and Kelly Gordon haven’t looked back.

By Derek Clouthier

MUNDARE, Alta. – Kelly and Laurie Gordon 
did it 16 years ago, and they say you can do 
it too.

The couple, who live on an acreage east of 
Edmonton, made the decision to become full-
time truck drivers when they were unhappy 
with the direction their careers were taking 
them and decided to steer a different way.

And since that day in 1999, neither has 
looked back.

Despite his love of driving and the truck-
ing community, Kelly said he is concerned 
with how the industry attracts new drivers, 
and believes that for the right type of person, 
trucking could be the perfect fit.

“Because of what’s going on in the econo-
my, in Alberta in particular with a lot of peo-
ple out of work,” he said, “I thought it was im-
portant to give insight into the fact that this 
can be done.”

Kelly studied journalism at the British Co-
lumbia Institute of Technology and worked in 
media relations for Edmonton Police Services 

and Edmonton airports. Like most parents, 
Kelly’s wanted him to go to post-secondary 
school and as he put it, ‘be somebody.’

Kelly grew up in Kitimat, B.C., where he 
drove in a logging truck for the first time and 
fell in love.

“I’d drive by trucks and look at them and 
wonder what it’s like to be in there,” he said.

When Kelly met Laurie, the couple had a 
tradition where every now and then each took 
a turn purchasing something ‘extravagant’ for 
themselves, and being his turn, Kelly made 
the choice in 1999 that they get their Class 1 
licences.

“It wasn’t to make a career of it, it was just 
something to do that I had always wanted to 
do as a kid, and I just wanted to see if I could 
get it,” Kelly said. “I never thought I’d get the 
licence.”

The rest is history.
Now the couple, who drive for Canada  

Cartage Systems, hopes the next crop of driv-
ers is eagerly waiting on the horizon, but 
Kelly is concerned with how the industry is  
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Volvo Trucks. Driving ProgressFind out more march 21st

Simply meeting expectations is not enough. At Volvo Trucks,  
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Understanding Trucking’s 
SILENT GIANT
Private trucking is a large and vital part of Western Canada’s trucking industry. 

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

Buying Trends Survey sheds light on its practices and purchasing intentions.  

Private fleets engage in shorter hauls with more than a third of their activities  

being of a regional/local nature while a fifth are involved in construction and 

forestry. They are also primarily small operations with the majority running fewer 

than 10 vehicles. More than a third of the heavy duty vehicles in the private fleet are 

more than 10 years old but almost three quarters of private carriers have plans to 

replace at least 10% of their heavy duty trucks this year.
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*SAE J1321 Fuel Consumption Tests. Actual results will vary depending upon vehicle type, load and other driving conditions.

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

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

Now Available!
Delo®

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

© 2015 Chevron Canada Limited. All rights reserved. All trademarks are the property of Chevron Intellectual Property LLC or their respective owners.
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When it comes to safe driving habits, 
there are so many factors that come into 
play, and how these dynamics are regu-
lated can have both positive and nega-
tive outcomes.

The Alberta Motor Transport Asso-
ciation (AMTA) held the first of sev-
eral planned safety conferences in 
Lloydminster Jan. 27, and it was an eye-
opening event, particularly after hearing 
the inaugural presentation from Grant 
Aune, who, after losing two of his broth-
ers to vehicle collisions, it is understand-
able why he speaks so passionately about 
the importance of being safe while be-
hind the wheel.

To sum up a lengthy and detailed pre-
sentation, Aune’s basic message was 
that ‘good drivers just drive,’ meaning 
if you’re a good driver, you don’t let any-
thing distract you from your primary 
task at hand…driving. As highlighted 
during the presentation, it is not sim-
ply cellphones that cause distractions, 
but everything that takes your mind off 
driving.

Drinking a beverage, eating a bag 
of chips or a chocolate bar, listening 
to music or the news, talking to your 
passenger(s), reading a billboard adver-
tisement…the list is endless.

So, even though the message is a 
good one, is it logical to think that driv-

ers could keep their mind 100% focused 
at all times?

The simple and honest answer is no. 
It’s what I like to call the ‘world peace’ 
aspiration…we’d all love for it to happen, 
but it never will.

Like Aune rightly pointed out, regu-
lations like Alberta’s distracted driving 
law are not completely working. He said 
it’s not about the ‘hand held’ aspect of 
the device, but the driver’s focus being 
drawn to something other than driving.

Aune went so far as to say that many 
people are simply hiding their cell-
phones on their laps, making the situa-
tion worse, as they are now looking down 
and not at the road at all, when prior to 
the law, drivers did not have to hide their 
phones for fear of repercussions, so they 
kept them up at eye level, which partial-
ly kept their vision where it should be.

But nitpicking this issue does no good. 
Besides, if people followed the current 
law, we wouldn’t have the distracted 
driving problem that we do. What then 
are some more realistic steps drivers 

and companies that deal with 
drivers can do to ensure road 
safety?

In the trucking industry, 
companies could go all in and 
forbid the use of cellphones 
while driving. With a zero-tol-
erance policy, companies could 
mandate immediate dismissal 
for rule-breakers.

With the use of electronic 
logging devices, coupled with 
the relative ease seeing when 
a cellphone has been used, it 
wouldn’t be difficult to manage 
this. Some feel stiffer penalties 
would help deter people from 
using their cellphones while 
driving; true for some, but it 
would not eradicate the epidemic…laws 
can only do so much, which brings me 
to the theme of another conference pre-
senter, Spencer Beach – attitude.

You can’t regulate attitudes and be-
haviours, which means it is impossible to 
ensure every driver is not being distract-
ed, particularly your non-professional 
driver, which make up the majority of 
motorists. Technology is a wonderful 
thing, but, to sound like an old fogey, 
it’s also dangerous. 

Not in the sci-fi movie sense, where 
robots take over the world, but that it 

has become such a distraction to our 
everyday lives. Whether we are enjoy-
ing a sunny day, out for a family meal, 
watching our kids in the school play 
or driving down the highway, our fac-
es are buried in our devices, and before 
we know it, we’ve missed what’s truly 
important.  

Derek Clouthier can be reached  
by phone at (403) 969-1506 or  
by email at derek@newcom.ca.  
You can also follow him on Twitter  
at @DerekClouthier.

Five years ago, when the issue of man-
dating electronic logging devices first 
started to heat up, I commented in 
this space that I found the “consistent 
and loud opposition coming from the 
Owner-Operator Independent Drivers 
Association (OOIDA) puzzling, if not 
irresponsible.”

The US Federal Motor Carrier Ad-
ministration (FMCSA) has now issued 
its long-awaited final rule on ELDs, 
making them mandatory for truckers 
in the US as of December 2017.  

It comes as no surprise that OOIDA 
remains vehemently opposed. Read-
ing through OOIDA’s defense of its po-
sition on ELDs, I’m no longer puzzled. I 
think I understand what drives OOIDA 
logic – and I use that term very loose-
ly – on this issue. And I consider their 
position even more irresponsible than 
I did five years ago. OOIDA had previ-
ously scuttled FMCSA’s plan to man-
date ELDs with a legal challenge that 

argued ELDs could be used by ship-
pers and carriers to harass drivers 
into using up all their legally available 
driving time, even when tired. Bit of a 
stretch, I thought, but OK, let’s make 
sure drivers don’t get abused by un-
scrupulous carriers and shippers.

This time, a few weeks before pub-
lishing its final rule on ELDs, FMCSA 
passed a law that prohibits the coer-
cion of drivers by motor carriers, ship-
pers and receivers. It even went so far 
as to build into the final rule safe-
guards to prevent driver harassment, 
including the requirement for a mute 
button on the device that can help pre-
vent a driver from being disturbed by 

dispatch while in the sleeper berth.
What’s left for OOIDA to oppose? 

Nothing, if you’re willing to take a logi-
cal approach to the situation. But that’s 
clearly not OOIDA’s plan. From what I 
can see, there are two reasons OOIDA 
remains opposed to this legislation.

First, because it is legislation sup-
ported by the American Trucking As-
sociations, a carrier association. And 
in OOIDA’s “us versus them” view of 
things, legislation supported by carri-
ers can’t be good for O/Os. The sec-
ond reason is that OOIDA would rather 
keep hiding our industry’s dirtiest se-
cret – the fact that paper logs are easy 
to falsify and often are – than do any-
thing about it.

Right now the fallout from ineffi-
ciencies caused by delays, paperwork 
errors and other issues all too often 
get pushed down to the driver. Driv-
ers, faced with the possibility of losing 
income or running out of hours before 
getting home as a result of these inef-
ficiencies, feel compelled to cheat the 
logbook. Yes, that puts some money in 

drivers’ pockets. Yes, it gets them home 
more often. But it also keeps our bro-
ken system of HoS broken forever. 

If it was much harder to cheat the sys-
tem, as would be the case with ELDs, 
carriers would have to deal with the in-
efficiencies in their operations. They 
would have to confront shipper prac-
tices that delay drivers and they would 
have the data at hand to prove it. This 
will not be easy. It will require change. 
But in the end, OOIDA’s own members 
stand to benefit. So why isn’t OOIDA in 
favour of ELDs? Jim Johnston, OOIDA 
president and CEO, describes the ELD 
rule as “absolutely the most outrageous 
intrusion into the rights of professional 
truckers imaginable.” I think OOIDA’s 
opposition shows “absolutely the most 
outrageous abandonment of the rights 
of professional truckers imaginable.” 

Lou Smyrlis can be reached  
by phone at (416) 510-6881 or  
by email at lou@newcom.ca.  
You can also follow him on Twitter  
at @LouSmyrlis.
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Come hear these dynamic speakers discuss topics related to the Professional Truck Driver.

12:30  1:30  2:30  

Targeted at the professional truck driver 
who operates a heavy commercial vehicle.  
Hear Grant speak on key issues for today’s 
professional driver.

It’s not easy being a professional truck driver.  
This session will help you understand the 
effects of fatigue on the body as well as 
provide practical strategies to maximize 
energy and improve your sleep.

You’ve seen him on Global TV, now see him 
in person!  Dr. Hister will tantalize you with 
simple steps anyone can and should take for 
optimum health.

Standard of Care – 
It Saves to Be Safe

Grant Aune, President
Advantage Fleet Services Inc.

I’ll Sleep When I’m Dead Simple Steps for a Longer, 
Healthier, Happier Life

Mike Harnett, BPE, Kin, ESS Dr. Art Hister

Sessions, speakers, times and events are subject to change without notice.

VP Human Factors, SIX Safety Systems

Speaker Series
on Health and Safety

Held at Truxpo 
Tradex Abbotsford     May 13, 2016

       FREE WITH
                      ADMISSION

www.safetydriven/truxpoFor a complimentary pass please visit:

Professional Truck Drivers

Owner Operators
Business Owners

Staff and Family
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By Derek Clouthier

CALGARY, Alta. – Gene Orlick re-
members that his father was a pow-
erful man. More than 50 years after 
launching the family business, Orlick 
Transport, Max Orlick died at his B.C. 
home Jan. 17.

“He was quite inf luential in his 
day,” Gene said of his father. “A lot 
of pioneers were like that.”

Max followed in his brother Tom’s 
tire tracks, who began his trucking 
career in 1948 with a body job tanker 
truck running oil from Leduc, home 
of Leduc No. 1, the first major crude 
oil discovery in Western Canada, 
which kicked off the boom of petro-
leum exploration in the region.

Max started driving for the agricul-
ture industry in the Edmonton area 
until his brother asked that the two 
join forces.

“When the new days came around 
– when I came around – we moved to 
Calgary and opened up a branch,” 
Gene said. “My dad was involved in 
the growth of that company.”

Max, along with his brother, start-
ed Orlick Transport in 1965.

Gene recalls with striking clarity 
how he and his family were always 
involved in the day-to-day busi-
ness, learning the company from the 
ground up.

“(My dad) was always the pow-
erful guy with the drivers and with 
the customers,” he said. “Everybody 

liked him, everybody wanted to be 
around him. He was a very power-
ful influence on everybody in a pos-
itive way.”

As Max grew the Orlick business, 
recessions, like the one Alberta is ex-
periencing now, were not a foreign 
concept.

“Orlick Transport always grew in 
the recessions. They always bought 
trucks in the recession,” Gene said. 
“They just had this way of not sitting 
back and saying, ‘Oh well, poor us.’ 
They just got focused and dealt with 
customers that needed service and 
developed that ‘service is our prod-
uct’ kind of motto…that’s what I use 
today.

It’s made me, going through this 
2016 recessionary time, focus ev-
ery day on the 50-60 employees we 
have…those families we are respon-
sible for. You need to make sure they 
have a paycheque every two weeks.”

Gene has kept the business, now 
called Orlicks Inc., a family affair, 
with his wife and two daughters 
helping manage the day-to-day op-
erations.

“It’s kind of throwing me back to 
the old days watching dad do it,” 
Gene said of the pride he feels when 
he sees his family taking the helm.

Gene’s daughters are the third gen-
eration in the Orlick family business. 
The new Orlicks Inc. is quite differ-
ent than the original, as Gene and 
his wife, Nancy, started the compa-

ny with two trucks and have ‘enjoyed 
the goodwill from the old Orlick 
Transport’, Gene admitted.

But goodwill is not the only thing 
Gene learned from his father.

“He taught me a lot of right from 
wrong,” he said. “I saw how people 
surrounded him, and I think I’ve got 
that skill set now.”

Though communication and peo-
ple skills was passed down from his 
father, Gene absorbed the financial 
side of things from his uncle Tom, 
who taught him not how to ask for 
money, but how to manage his busi-
ness more efficiently.

“People aren’t going to look after 
you, you have to look after yourself,” 
Gene said. “I found that was anoth-

er family lesson that is important 
because there is no charity…we all 
worked for whatever we got.”

Despite bearing a new name, the 
family business remains true to its 
roots, having learned the lessons 
passed down from its late pioneer, 
even bringing back its retro logo, 
which is found on the Orlick trucks 
today.

“That’s come full circle and it’s 
kind of neat,” Gene said. “I saw a 
driver yesterday who came by to say 
condolences for dad, and he said 
the new trucks were awesome and it 
brought back memories.”

Perhaps the best way to honour 
someone who is gone is not to change 
what isn’t broken. 

Orlick family carries on Alberta trucking pioneer’s legacy

Gene, left, and Geoff Orlick’s, right, father, Max, who was a pioneer in the truck-
ing industry, passed away Jan. 17 at his home in B.C.
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April 13, 2016 • International Centre • Toronto, Canada

Join us for a full day of education and networking
•  Discover intelligent maintenance and equipment spec’ing  
 strategies from the experts
•  Participate in lively discussions about the future of the industry
•  Learn strategies that can be applied to your operation
•  Canadian Fleet Maintenance Manager of the Year Award  
 presentation

In conjunction with PIT Group, Newcom is proud to bring together the ATSSA, 
CTEA, OTA and TMTA for the first industry-wide supported CFMS to be held at 
Truck World, taking place on Wednesday, April 13, 2016 at the International  
Centre. Merging with the previous PIT Conference this partnership will bring 
together the best expertise to ensure a successful CFMS.

Re-introducing a  
53 year old institution. 
Dedicated to truck fleet 
maintenance professionals.

Registration to CFMS 
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• CFMS Pass  
• Truck World Kickoff Breakfast 
• Truck World Show Pass SHOW PASS
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Award 
Sponsor:
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1 855 327 9757  |  trailerwizards.com

RENTAL   |   LEASING   |   SALES   |   STORAGE   |   PARTS   |   SERVICETRAILER

Safe, dependable  
& professional 

25+ locations 
across Canada

Giving you convenient, 
coast-to-coast coverage

25,000+ diverse 
rental & lease trailers

Delivering the trailer you need,  
when you need it

50+ years  
of expertise

Providing you award 
winning trailer solutions

Make Trailer Wizards 
your first call.

EDMONTON, Alta. – Edmonton has 
been declared by Freightliner to be 
one of North America’s hardest work-
ing cities.

It joins New York City, Charlotte, 
N.C. and Seattle-Tacoma as the 2016 
recipients. The Hardest Working Cit-
ies program from Freightliner hon-
ours cities that spearhead commu-
nity growth and innovation.

“A s t he lead i ng voc at iona l 
truck manufacturer, we created 
the  Freightliner Hardest Working 
Cities  program because it’s clear 
that vibrant local economies count 
on severe duty trucks, and the men 
and women who operate them, for 
essential jobs, such as building high-
ways, delivering construction mate-
rials, plowing snow and hauling re-
fuse. Hard work matters and it should 
be celebrated,” said Allan Haggai, 
marketing communications man-
ager, Freightliner Trucks. 

“We think it’s important to ac-
knowledge cities and workers using 
products like ours to positively im-
pact their communities.”

So far, Toronto, Ont. is the only 

other Canadian city to make the list. 
Freightliner hosts a celebration in the 
winning cities, inviting elected offi-
cials and business leaders to accept 
the award. It also visits city work sites 
and delivers gifts and food. So far, 
Freightliner has visited 12 work sites 
and thanked about 800 workers. 

“This is not only a great occasion 
for the Freightliner Trucks family to 
celebrate what our company stands 
for, but a chance to honour those 
who work hard, while building strong 
communities,” said Mary Aufdem-
berg, director of product marketing, 
Freightliner Trucks. “Whether you are 
operating a truck, maintaining it, or 
building it, our industry is an amazing 
place to develop a career.” 

Freightliner declares Edmonton 
a hardest working city

Banner year 
for 18 Wheels 
of Christmas 
campaign
CALGARY, Alta. – Records were 
broken in the 2015 installment of 
the 18 Wheels of Christmas cam-
paign, with the Calgary food bank 
receiving more than 35,000 pounds 
of food and over $16,000 in dona-
tions, and the Edmonton food bank 
getting 92,377 pounds of food and 
just shy of $10,000 in funds.

“With the downturn in the econ-
omy, access to food banks across 
the country has increased with the 
majority of users being young fami-
lies,” said 18 Wheels of Christmas 
organizers in a letter to 2015 cam-
paign supporters. 

“A special thank you to Shannon 
and Mike with the AMTA (Alberta 
Motor Transport Association). With-
out the enthusiasm, time and ideas 
of all these people we could not 
have made the impact we did this 
year.”

The 18 Wheels of Christmas ini-
tiative is coordinated by Rosenau 
Transport and supported by the 
AMTA, and challenges Western Ca-
nadian transportation companies 
to collect and donate food for food 
banks in Alberta, Saskatchewan 
and B.C.

Other food bank locations to re-
ceive donations included Grande 
Prairie, Alta., Saskatoon, Sask., 
Lloydminster, Alta., Dawson Creek, 
B.C., and Medicine Hat, Alta, which 
received 35 boxes of food, 150 
hampers and $13,000 in cash. 
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DON’T JUST FIT...

FIT RIGHT

SPECIFY ORIGINAL PARTS FOR YOUR CBX SUSPENSION

CBX Trailer Suspension Series

Specify SAF-HOLLAND Original Parts for Peak Performance.

© 2016 SAF-HOLLAND, Inc. All rights reserved.

www.safholland.ca  519-537-3494

Digitally modifi ed image–no horses were injured or harmed in the creation of this advertisement.

Keep your thoroughbred 
performing at its best with 
SAF-HOLLAND Original 
Service parts.

Never settle for inferior, will-fi t 
jockey parts. Staying out in front 
of the pack requires high quality 
service parts, engineered with the 
total suspension system in mind.

From air springs, to pivot 
bushings, to shock absorbers, 
SAF-HOLLAND Original Service 
Parts and components will assure 
the winning performance that 
you are looking for.

CBX-FitRight-HalfPg-TN.indd   1 2/16/16   10:46 AM

VANCOUVER, B.C. – Ten Port Metro 
Vancouver trucking companies have 
filed suit against the payment of ret-
roactive wages to drivers in the sec-
tor, bringing the Office of the British 
Columbia Container Trucking Com-
missioner and B.C. government to 
court.

Unifor, the union representing the 
employees, said the pay is owed to 
the drivers, that the suit ‘has no mer-
it’ and that the companies’ actions 
could threaten stability at Port Metro 
Vancouver.

Unifor is urging customers to con-
tinue conducting business at the 
port with companies that accept the 
new minimum rates established by 
the government.

“Last month at the bargaining ta-
ble, we achieved long-term labour 
peace at the port, but these compa-

nies would rather drag us back into 
a bitter fight over wages,” said Jer-
ry Dias, Unifor’s national president. 
“There is a wage f loor that applies 
equally to all companies, but this 
lawsuit seeks to take money out of 
truckers’ pockets. It’s pure greed.”

The companies f iling the suit  
include:

• Aheer Transportation 
• Bestlink Transport 
• Burton Delivery Service 
• Gantry Trucking 
• Gur-Ish Trucking 
• Indian River Transport 
• Roadstar Transport 
• Sunlover Holding 
• Triangle Transportation, and 
• T.S.D. Holding Inc.

“Undercutting in this sector has al-

ways been a problem and now we see 
clearly which truck company own-
ers want to continue to drive wag-
es down. Shippers now need to play 
their part toward stability by refusing 
to do business with these companies 
who refuse to treat their drivers fair-
ly,” said Gavin McGarrigle, Unifor’s 
B.C. area director. 

“The provincial government needs 
to mount a vigorous defense of its 
own legislation to make sure that 
truckers receive the full payment of 
all wages owed.”

The back-and-forth between Port 
Metro Vancouver companies and em-
ployees has been ongoing since 2014 
and stems from the contention that 
drivers were not being paid what they 
should have been by the respective 
companies that employed them.

In late November following an au-

dit of several of the port’s container 
trucking businesses, the Office of the 
British Columbia Container Trucking 
Commissioner ruled that the compa-
nies were not paying drivers the ret-
roactive rates that was agreed upon 
in March 2014. 

B.C. container haulers sue province over back pay

BCTA recommends 
10-lane bridge, tolls 
to province
LANGLEY, B.C. – The British Co-
lumbia Trucking Association (BCTA) 
announced its support for the prov-
ince’s proposed improvements to re-
place the George Massey Tunnel with 
a 10-lane bridge, as well as placing a 
toll on all Metro Vancouver bridge 
crossings and increasing the vertical 
clearance of overpasses to a mini-
mum of 5.5 metres.

The BCTA’s Lower Mainland 
Transportation Issues Committee 
submitted its recommendations to 
the provincial government follow-
ing a consultation process that end-
ed Jan. 28.

The 10-lane bridge that would re-
place the George Massey Tunnel 
would see five lanes in each direc-
tion, an HOV/transit lane and sepa-
rate lane for trucks and other slow-
moving vehicles to help navigate the 
grade of the bridge.

The George Massey Tunnel Re-
placement Project aims to improve 
the capacity of Highway 99, which 
the BCTA says is an important goods 
movement corridor in the area.

With the potential move toward 
tolling all bridge crossings in the re-
gion, the BCTA said it would like to 
see a consistent vehicle classification 
system in place for tolling purposes.

The BCTA’s recommendations for 
the project were as follows:

• Build a 10-lane bridge in order 
to avoid congestion on opening day, 
and ensure the bridge can accom-
modate growth in traffic volume and 
goods movement throughout its life 
cycle;

• Toll all bridge crossings in Met-
ro Vancouver to avoid significant 
traffic diversion to free alternative 
routes and as a move towards a mo-
bility pricing scheme for transporta-
tion infrastructure;

• Use TransLink’s vehicle clas-
sifications (currently in place for 
the Golden Ears Bridge) for tolling 
purposes for the GMT replacement 
bridge and all other tolled crossings 
in the Lower Mainland;

• Institute a Traffic Advisory Com-
mittee similar to the one used suc-
cessfully for the Port Mann/Highway 
1 Improvement Project, including 
representatives from BCTA, in order 
to guide traffic management during 
construction of the new bridge;

• Include penalty clauses for con-
gestion in the construction contract 
to assist with traffic management 
planning; and

• Increase vertical clearance of 
overpasses to a minimum of 5.5 me-
tres to accommodate oversize loads 
and project cargo. 
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here is a great deal of 
hype surrounding digi-
tal engagement, but at 
the end of the day it’s just 
another form of media to 
be employed to advance 
your business goals. But 

too many organizations wade into digi-
tal media with no plan or goal in mind 
for what they hope to achieve. 

The key to using social media for busi-
ness success comes down to making 
sure your digital communication activ-
ity aligns with your business goals and 
your communication plan. What is re-
ally needed is an understanding of the 
message you want to get out, what your 
communication objectives are and who 
the audience is.

Should your business participate in 
social media?  Social media engagement, 
because of its interactive capacity, pro-
vides businesses with an unprecedent-
ed opportunity to facilitate and partici-
pate in two-way dialogue. Social media 
is not a magic solution to a company’s 
communications challenges, but an ad-
ditional (and often more immediate) way 
to reach customers, and everyone else 
your organization has a connection with 
or wants to connect with. 

On the other hand, social media can 
also help misinformation and rumors 
spread easily, increase workload and 
stress for those inside the organization 
tasked with participating and discour-
age face-to-face interaction. Here are a 
few tips to help manage your social me-
dia presence:

Pick social media spokespersons 
and platform 
Every business should designate specific 
individuals to participate in social me-
dia on behalf of the organization. Make 
sure you provide employees with social 
media training. Don’t pick people just 
because they are frequent users of so-
cial media. Consumption does not make 
a person a skillful or strategic commu-
nicator. A badly handled post or Tweet 
can go viral in seconds, and undoing the 
damage can be next to impossible. 

Timing
Social media profiles should contain a 
disclaimer with information about the 
hours when responses can be expected 
and the kind of dialogue/behaviour ex-
pected. When is the best time to post? 
Aside from “regularly,” and “respond in 
a timely fashion when required,” the best 
time to post is when you have something 
useful to share. Use social media posts 
to encourage visits back to your online 
newsletter, Web site and so on.

General conduct on social media
Ensure your content is interesting, time-
ly and sensitive to user needs. Simple 
questions and concerns can easily be 
addressed through social media; oth-
ers in the user community will appre-
ciate your good customer service and 
also benefit from your answer. Exchang-
es that require private information or 
that cannot be answered easily online 
should be taken out of social media and 

into more traditional channels, such as 
e-mail, phone or in-person meetings 
when appropriate.

 
Adding value
Quality is more important that quantity. 
If you need to resort to fluff (Throwback 
Thursday, Friday Funny sort of stuff), 
are you really advancing your business 
goals? Social media is a great way to 
share information others have created: 
look for posts to share or Retweet to show 
you agree or endorse another organiza-
tion’s position. Be careful to only align 
yourself with third parties that actually 
resonant with your business goals and 
objectives. Try not to send followers to 
links on other organizations’ Web sites. 

Dealing with negative comments
Remember that social media is an en-
gagement tool: you should get replies, 
reaction and response. You can’t con-
trol those, but you CAN control how 

your company reacts, and how you re-
spond reveals your organization’s true 
character. Do not let a negative ques-
tion or comment sit unanswered for 
longer than a few hours during work 
hours.

Responding to a comment
Comments on social media mean your 
audience is engaging with you, which 
is what you want. Before you respond, 
do these things: 
* Do you have the facts right? If you 
aren’t an authority on a subject, send 
someone to the expert rather than re-
sponding yourself.
* Is the answer something the general 
public should be able to see? If there’s 
any reason the answer should not be 
shared publicly, respond by asking the 
poster for their contact info so you can 
respond directly. This shows the rest 
of your followers that you’ve respond-
ed, but doesn’t risk any private infor-
mation.
* Does the response advance your or-
ganization’s communication goal?

Tools for listening
Monitoring tools are constantly being 
developed that allow better and bet-

ter ways to follow conversations, track 
mentions and stay on top of topics in 
your industry. 

Measurement
Counting followers and likes is the first 
and easiest way to measure the impact 
of social media. But don’t be fooled – 
neither of these actually confirms the 
quality of the audience you are reach-
ing. Real measurement requires that 
you use metrics that evaluate whether 
you are creating action through social 
media (sales) and what the long-term 
impact is on audience behaviour (in-
fluence). 

Create a social media policy
We’ve all heard stories of employ-
ees posting inappropriate content on 
Facebook and Twitter then getting 
marched to the door. This calls for a 
crystal clear set of rules and guidelines 
to help employees understand the ap-
propriate use of social media. The pol-
icy should include: the importance of 
identifying themselves as being affili-
ated with your company; that sharing 
confidential company information is 
always forbidden; and whether engag-
ing online during work hours is per-
mitted. 

Rebecka Freels, former CTA and OTA 
communications director, operates a 
Calgary-based marketing, communica-
tions and events practice with clients in 
the transportation industry. She can be 
reached at Rebecka@beyondwordscom-
munications.com 

Social media:  Tips for 
translating social into sales

Rebecka Freels

Communicating
strategically

OPINION

leasing experience...
The best tank

just a phone call away

Expansive, highest quality fleet · Personalized service
Customized solutions · Excellent value · Coast-to-coast

Kevin Quick
VP, Business Development, Western Canada

kquick@transcourt.com

1 888 407 3830 · transcourt.com
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o you spent the last month 
ripping your house apart 
and running your hands un-
der the bunk mattress for any 
shred of paper that might jus-
tify a tax deduction.

If there’s one thing you can 
do every day to put yourself in the best 
possible position to take advantage of 
potential claims, it’s to be diligent about 
collecting receipts and other source doc-
uments. Source documents, according 
to Canada Revenue Agency, represent 
“proof of transactions”: sales invoices, 
purchase receipts, contracts, bank de-

posit slips, bank statements and can-
celled cheques.

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

It’s worth it to get organized. A receipt 

can be just a wadded up piece of paper 
or it can save you hard-earned money. 
Let’s say you buy a pen for a buck. Pret-
ty cheap, right? Without the receipt, you 
won’t be entitled to a refund on the GST/
HST that you paid. Right there, that’s 
seven to 15 cents. You also can’t claim 
the pen as an expense against your gross 
income, so you’ll pay income tax on that 
dollar you paid for the pen.

If your net income is around $40,000 
that means 30 cents income tax and five 
cents in CPP.  So now that cheap pen cost 
you $1.42 to $1.50 with all the taxes. That 
receipt is a valuable little ticket.

A better way 
Think about it. How many times have 
you pulled cash out of your pocket and 
not kept the receipt? How many times 
have you bought personal and busi-
ness items together and put the receipt 
in your personal records and not your 
business books? How many times have 
you used your personal credit card be-
cause your business card wasn’t handy 
and not charged your company back 
appropriately? Why do you put yourself 
through this stress every year?

There is a better way.
Talk to your accountant about a sys-

tem to organize receipts where you do 
most of your day-to-day business: in 
the cab.

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

This gives them a place to file receipts 
as they come in and makes it easier for us 
to prepare their GST/HST returns (most 
file quarterly). Better still, together we get 
a clearer picture of their finances every 
quarter of the business year and not just 
the year-end.

Quarterly review
A quarterly review can highlight gaps in 
information. I can’t tell you how many 
times a client has found a major repair 
receipt under a truck seat after a review 
of the last three months’ financial state-
ments clearly showed that a big expense 
item was missing. 
     This probably would have been over-
looked with only an annual review.

Many clients come to us only at tax 
time. 

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

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

For clients that we’ve worked with all 
year long, there’s a plan in place, wheth-
er it’s income splitting with family; tak-
ing all interest and fee charges from all 
loans, mortgages and lines of credit; ex-
pensing medical premiums; properly 
deducting a new service vehicle lease or 
loan; re-financing their truck; or discuss-
ing the big engine job they had done in 
May and the rental they used for a week 
while the truck was in the shop.

They see the benefit of having an ac-
countant that knows trucking. For ex-
ample, meal claims continue to baffle 
the inexperienced. When new clients 
bring me their previous years’ returns, 
the most common mistakes involve mis-
handled meal claims.

Incorporated, sole proprietor, employ-
ee – they all have trouble understand-
ing what to claim and how to back it up.

March shouldn’t be the one time of 
year you scramble for receipts or your 
accountant’s phone number.

Talk to your accountant about a tax 
plan you can use every day, starting with 
a way to maintain financial records you 
can review quarterly. 

Scott Taylor is vice-president of TFS Group, 
a Waterloo, Ont., company that provides 
accounting, fuel tax reporting and oth-
er business services for truck fleets and 
owner/operators. For information, visit  
www.tfsgroup.com or call 800-461-5970.  

Just the ticket:
How to manage receipts

S

14   TAX TALK

Pass the toughness test
with Eco-flaps®.

Made from durable, high-impact nylon, Eco-flaps® splash guards 
pass the toughness test by increasing durability and providing 
longer life than competitive flaps. Molded, aerodynamic channels 
reduce wind resistance, moving air and water through the flap 
surface with minimal drag to improve fuel economy up to 3.5%. 
Boasting a full 2-year warranty. Available in 24-, 27-, 30-, and 
36-inch lengths. Call us at 423-468-4315, or visit us at ecoflaps.com.

Scott Taylor

Tax Talk
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By Derek Clouthier

VIBANK, Sask. – A workingman 
needs something to keep himself 
busy after retirement, and for for-
mer truck driver and mechanic Bri-
an Scammell, that hobby began and 
continues thanks to the encourage-
ment of his family.

“My dad was a carpenter, so I 
started back when I was old enough 
to carry a hammer,” said Scammell.

In a 16x30-foot workshop about 
50 kms outside Regina in Vibank, 
Sask., Scammell began car ving 
wooden models of everything from 
trucks, trains and cars, to chairs, 
wishing wells and piggybanks near-
ly a decade ago, and it’s only grown 
since then.

“Ten years ago, my daughter 
wanted some stuff made for her, 
and that’s when I started making 
some stuff, like that little pull train,” 
Scammell said, “and it kind of just 
progressed from there.”

Then Scammell had a request for 
something he was quite familiar with.

“I had a guy come and ask if I 
could make him a Peterbilt with a 
f latbed trailer,” he said, “and I didn’t 
see why not.”

Scammell uses various types of 
wood for his carvings, from pine, 
poplar, cedar and maple, and takes 
pictures of the trucks he wants 
to car ve as a start ing point of  
reference.

“I’ve made a lot of those 1/20 
scale trucks for kids,” he said. “The 
big trucks are 1/16 scale for the  
adult kids.”

Scammell’s wife then paints and 
stains the finished product, “Until,” 
he joked, “her garden starts up in 
the spring.”

Scammell started in the truck-
ing industry when he was 16 years 
old, hauling gravel in Hamilton, 
Ont. before his family moved to  

North Bay, Ont. 
He moved out west in the early 

‘80s to work for Trimac Transpor-
tation, spending the majority of his 
career in the shop fixing trucks. 

Though he said one of the things 
he misses most about trucking was 
“going up and down the road seeing 
different things every day,” Scam-
mell does not miss the many times 
he found himself laying in the snow 
bank fixing a broken down semi. 

As for his carvings, Scammell 
said he now wants to get more into  
making semi-trucks.

“I’ve got plans here now for a  
gravel trailer, a tanker, and continue 
on from there,” he said. 

Wood carvings keep retired trucker busy

Brian Scammell has created wood carvings since long before retirement. 
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Unreserved public  
truck auctions

1 of 3 – 2015 Kenworth T800 Winch 
Grande Prairie

Unused – 2015 International ProStar  
Chilliwack

  See complete listings at  rbauction.com   

2010 International LoneStar | Chilliwack

Unused – 2015 International 4400 
Chilliwack

1 of 2 – 2015 Kenworth T800, 2014 Gerry’s 70 Ton, 2014 Gerry’s Jeep & 2012 Gerry’s Booster 
Grande Prairie

2 – 2015 Kenworth T800 Winch & 2 – 2014 Gerry’s 50 Ton | Grande Prairie

Featuring top name trucks  
& trailers 
Freightliner, Kenworth, Peterbilt and 
more, including late model fleet trucks
Bid in person or online
▸  No minimum bids or reserve prices
▸  Test and inspect on-site
▸  Open to the public, free registration
Financing & leasing available
Up to 100% financing,  
with no money down. 
 

Chilliwack, BC
March 23 (Wed) 8 am
Location
42275 Industrial Way
Chilliwack, BC V2R 0P4
More items added daily
Call about selling: 604.823.2700

Grande Prairie, AB
March 14–15 (Mon–Tue) 8 am
Location
721076 Range Road 51
Grande Prairie, AB T8X 4G1
More items added daily
Call about selling: 780.538.1100

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

MV Dealer #10539,  Auction Company License #303043 
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attracting these new drivers.
“This industry can be its own worst 

enemy when it tries to recruit,” he 
said, “and trying to pull this indus-
try together into one unified voice is 
just about impossible.”

Kelly said he was listening to a 
trucking radio station and was tak-
en aback by the negative issues be-
ing discussed on the show, which he 
feels would do nothing but drive po-
tential drivers away.

“To me, that is not representative 
of the industry,” he said, “and I think 
there’s a lot more positive things to 
be said about it.”

Kelly said that when it comes to 
trying to attract the next generation 
of drivers, pop culture and the media 
tends to promote the industry with 
stereotypical images of what a truck 
driver is, and fails to appeal to the 
diverse range of people who may be 
looking at driving as a career.

“It you’re going to attract the next 
generation of drivers you’ve got to 
show more sides to the industry,” 
Kelly explained, “and that it can be 
hip, and that young people can find 
this very attractive.”

Kelly also said he often hears of 
complaints that drivers ‘can’t get 
enough miles, they’re mistreated 
by dispatchers and they can’t make 
money.’

“We’ve been doing this 16 years,” 
he said, “and we’ve never experi-
enced any of that, none of it. In fact, 
we are making the most money we’ve 
ever been making in our lives. I don’t 
know where that is coming from. I 
just tend to believe that that’s not as 
prominent you might think it is if you 
listen to certain radio shows or read 
certain magazines.”

Kelly does admit that there’s one 
sacrifice every driver must make.

“If you’re looking for the stereotyp-
ical lifestyle,” he said, “if you want to 
be nine-to-five and you want to go 
and drink beer and play darts with 
your friends on Tuesday nights and 
play hockey on Thursday, that’s like-
ly not going to happen. If you want 
to see North America, and really get 
a lot of perspective on what Cana-
da and the US is all about, really see 
nature at her best and worst and get 
yourself tested, this is a great place 
to do it.”

Kelly said his and Laurie’s inte-
gration into the world of trucking 
went fairly smoothly, and that any-
one with good people and listening 
skills could thrive in the industry.

“We’re very atypical truck drivers, 
Laurie and I. We don’t look like truck 
drivers, we don’t have typical truck 
driving backgrounds,” Kelly said. 
“We’re a couple of white-collared 
people who just wanted to spend the 
best time of every day together instead 
of being apart and coming home and 
giving each other what we had left, 
which seemed kind of pointless to be 
married if we were going to do that. 
You meet such a diverse, interesting 
group of people out here. There are 
people out here who have PhDs, who 
are journalists…they are from every 
walk of life…lots of retired law en-
forcement officers. There’s an under-
current of drivers in this industry who 

are very atypical, you just don’t get to 
hear about them very often.”

Other than the obvious – loving 
to drive – Kelly and Laurie said any-

one looking to get into the trucking 
industry should first get properly 

trained.
“Don’t learn from 

your boyfriend or 
husband, go to a 
great school,” Lau-
rie advised. “I can’t 
say that enough. 
Spend the money 
and get the proper 
training.”

Kelly said anyone 
with a penchant for 
shop and engines, 
operating a truck is 
a great place to be.

And Laurie, who 
was a server at Cha-

teau Lacombe’s La Ronde restaurant 
in Edmonton prior to getting behind 

the wheel, said women have noth-
ing to fear.

“It is definitely a male-dominated 
profession, probably with 90% men,” 
she said. 

“Driving is driving, it doesn’t real-
ly matter how big you are or if you’re 
female or male. It’s nothing to be 
afraid of, really, driving isn’t really 
that hard. It takes a bit of practice and 
you’re going to be really good at some 
things and not so good at others, and 
you’re going to have good days and 
bad days. It’s pretty scary at first…
it’s pretty intimidating, but it’s just 
like anything.”

“This industry can appeal to any-
body and it doesn’t matter what walk 
of life you come from,” added Kelly. 
“Why not go and try it? What do you 
have to lose?”  

No regrets for couple who took to trucking
Continued from page 1

‘This industry can 
appeal to anybody 
and it doesn’t matter 
what walk of life you 
come from.’ 
Kelly Gordon
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nothing to do with better drivers,” he 
said. “(It’s) technology. Technology is 
happening fast. It’s not going to be long 
until you push a button in your car and 
it will take you to work.”

Garnering his statistics from Trans-
portation Canada, Aune pointed out 
that over a 20-year period, traffic fatali-
ties have dropped, falling to just under 
2,000 in 2013, but that the number of 
crashes have continued to climb.

“Technology is what has reduced fa-
talities,” Aune said. “Collisions are ac-
tually going the other way…we have 
more collisions. All we are doing sta-
tistically is we are converting fatali-
ties to serious injury (and) serious in-
jury to injury…we are not reducing the 
amount of crashes.”

Overall, 57,171 people have died in 
vehicle-related incidents in Canada 
over the last 20 years.

Some of the technological advance-
ments Aune highlighted were ABS 
brakes, crumple zones, airbags, trac-
tion control, side curtains, lane depar-
ture warnings, front and rear radar and 
cameras. These technologies have also 
helped to reduce the number of serious 
injuries resulting from traffic collisions – 
in 2013, there were approximately 10,000, 
and over the course of two decades there 
have been 303,049 in Canada.

All traffic-related injuries in Canada 
over the last 20 years bring that num-
ber to over four million. So what causes 
all of these incidents? According to 
Aune, 97% of the time it’s the driver.

“Of the crashes I have investigat-
ed, 99.99% someone was to blame,” 
he said.

Aune said traffic collisions all hap-
pen the same way, and it starts with 
the startled driver not looking in the 
right place at the right time, resulting 
in a loss of control.

And once there is a loss of control, 
Aune said all that is left is luck.

Get informed
Aune said drivers must be informed 
about what can happen if they become 
a startled driver, both statistically and 
legally.

He spoke about ‘standard of care,’ a 
Canadian law that came into effect in 
1967 the means drivers are liable for 
their actions, and that those who driv-
er for a living, either part- or full-time, 
must be kept to a higher standard of 
care, or they can be sued for their ac-
tions, much like in the US with its ‘ve-
hicular homicide’ legislation.

Change your attitude
‘It will never happen to me.’

“It can in a heartbeat,” said Aune, 
“and it will take your heartbeat away.”

Aune said that most of the people in 
the room, particularly the men, were 
not as good a driver as they thought 
they were, and they must continue to 
learn every day.

“It’s only a matter of time until it 
happens to you.”

Eliminate ‘accident’ from 
your vocabulary
Reiterating his point, Aune said crashes 
are almost always the fault of the driver 
and that the ‘accident’ is what happens 
after the preventable action of the driver.

“The driver is responsible for the tool 
of his trade,” Aune stressed, saying that 

when there is a mechanical failure, it 
is the driver’s job to ensure it is fixed 
and cannot simply place blame on the 
vehicle for the incident.

Slow down
“Speed kills,” said Aune, adding that 
speed was a factor in every collision he 
has investigated. He added that it is not 
only fast drivers who cause hazardous 
situations, but also slow drivers.

On a road with a posted speed lim-
it of 100 km/h, those travelling at 70 
km/h are just as much of an issue as 
the ones going 140 km/h.

“Everything about speed is a nega-
tive,” said Aune. “It disadvantages you 
in every way.”

Aune said that in the transportation 
world, a driver’s efficiency is going to ef-
fect their productivity, so keeping fuel 
costs low and putting less wear and tear 

on the vehicle was all a positive.

Driving is an art, not an act
Aune admits that it is not difficult to 
drive; what’s hard is to focus on that 
drive. To see if you can focus on your 
drive, Aune said to try two things: see 
how long you can go without touch-
ing your brakes; and, fill a cup nearly 
to the top with water and see how long 
you can go without spilling it.

Wear your seatbelt
More than 50% of the fatalities Aune 
has investigated involved someone not 
wearing their seatbelt.

“It’s not about you,” Aune said, “it’s 
about your family.”

Aune said drivers and trucking com-
panies must turn compliance and spin 
it into a best practice and make it a pos-
itive. He also said that most of the sto-
ries drivers hear about how someone 
survived an accident because they 
were not wearing their seatbelt are 

‘bullshit,’ and that the odds are always 
in the favour of those wearing a belt.

•
“My sole goal of the day today is to have 
you walk out that door thinking about 
what you’ve heard,” said Aune. “Driv-
ing is a mindset, the problem is that we 
turn it into a concept and what happens 
is that driving becomes second or third 
nature…we start thinking about every-
thing else but driving.”

With vehicle crashes costing the 
province of Alberta about $3 billion a 
year, Aune said that distracted driv-
ing has become a huge problem, and 
that as of 2013, every province and 
state in the US reported it being the 
main cause of collisions, for the first 
time ahead of alcohol. He said truck-
ing company managers must ‘walk 
the talk’ when it comes to safe driv-
ing habits, and “If it’s not important 
to you, then why should it be impor-
tant to them?

“Good drivers just drive.” 

Driven to educate drivers
Continued from page 1
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By Derek Clouthier

LLOYDMINSTER, Alta. – Regardless of 
how many safety measures a company 
or individual employee takes, injuries 
on the workplace are inevitable – and 
this is why the Workers’ Compensation 
Board (WCB) exists.

Companies in the trucking industry 
by law must be registered with the WCB, 
and considering, as WCB modified work 
account manager Deborah Nilsen point-
ed out, that the general trucking sector 
had the second highest claims costs for 
workplace accidents, behind only con-
struction, it’s vital that employees are 
properly attended to when injured.

“In the perfect world, there is no 
WCB needed,” Nilsen told attendees of 
the Alberta Motor Transport Associa-
tion’s (AMTA) 2016 Lloydminster Safety 
Conference and Trade Show. “Things do 

happen, people do get injured.”
Nilsen said that when employees do 

get injured, an early and safe return to 
the workplace is ‘instrumental.’

“You have to take charge of this,” she 
said, highlighting the fact that the WCB 
is an insurance company, and like any 
insurer, the more a company uses or 
submits a claim with them, the higher 
premiums that company will end up 
paying, as liability increases.

Nilsen advised that when a compa-
ny does need to submit a claim for an 
injured worker, it is important that the 
company manage the situation properly 
to lower the claim’s costs, which have a 
direct effect on premiums.

Nilsen said it was ‘frustrating’ when 
companies do not properly follow safety 
measures, as it simply ends up having a 
effect on the business’ premiums, caus-
ing them to rise.

Based on $100 of insurable earn-
ings, the average premium costs with 
the WCB is $1.01. Those in the general 
trucking business pay $3.58, and spe-
cialized trucking forks over $2.43. The 
highest premiums were $5.75 and the 
lowest came in at 14 cents.

“This is all in your hands,” Nilsen said, 
asking managers to look at their claim’s 
costs and implement proper safety pro-
grams to help minimize workplace inju-
ries and costs. She added that the range 
in cost one company can pay for its year-
ly premiums to another is $343,000.

Nilsen’s presentation also stressed the 
importance of getting injured employees 
back to work in one capacity or another, 
saying ‘time was of the essence.’

“We need to keep the worker feeling 
like a worker,” she explained, saying that 
it’s not laziness that leads an injured em-
ployee to sit around and do nothing, it’s 

a mindset. Nilsen said providing mod-
ified work duties to an injured worker 
can have several advantages, including 
boosting the moral of the employee and, 
for the company, getting at least some 
level of productivity out of the injured 
worker.

“It’s so much more productive to have 
people going back to work than being at 
home in that downward spiral,” Nilsen 
said. Reducing disability days and get-
ting an injured employee back to work 
with modified duties must meet cer-
tain criteria, which include meeting the 
worker’s restrictions, engaging them in 
the workforce, promoting gradual res-
toration back to regular duties, work 
must be meaningful and productive 
and it must not create financial hard-
ship for the employee. Nilsen admitted 
that there was a lot of gray area when it 
comes to a WCB claim and hat situations 
are not always clear or black and white.

“Things can change quickly with re-
gards to a claim,” she said. “We are see-
ing with the economic downturn, there 
are a lot of interesting claims coming in.”

The WCB always gives workers the 
‘benefit of the doubt’ when it comes of 
claims, which is why Nilsen said it was 
so important for companies to ensure 
they submit all the information about 
an incident they possibly can.

Companies and employees can ap-
peal a claim for up to one year after a 
decision has been made. Employers pay 
100% of the premium costs for WCB, and 
workers give up their right to sue in the 
event of an injury. The WCB is not-for-
profit and also a no-fault insurer. It rep-
resents an estimated 161,000 companies, 
covering over two million workers. Each 
province has its own WCB, as it is not a 
national entity. 

Safer workplaces save employers money

Medical marijuana 
seminar coming to 
Alberta
WETASKIWIN, Alta. – The Private Mo-
tor Truck Council of Canada (PMTC) 
will be hosting the third of its regional 
seminars on Canada’s medical marijua-
na industry in Wetaskiwin, Alta. May 3.

The PMTC said the seminar would 
be delivered by occupational health 
field physician Dr. Barry Kurtzer and 
is aimed at helping employers address 
the increasingly complex workplace 
problems created by the country’s 
evolving medical marijuana industry.

“The PMTC continues to expand its 
educational and networking offerings,” 
said Mike Millian, PMTC president. 
“This seminar was previously held in 
Nova Scotia and Ontario, and we want 
to ensure the valuable information that 
is presented at this seminar is made 
available to our members in as many 
regions of this great country as pos-
sible. Non-members are encouraged 
to register as well.”

The seminar, which will run from 
1-3:30 p.m., will cover how medical 
marijuana regulatory changes could 
impact the transportation industry; 
medical qualification to drive issues; 
health benefits and risks of using medi-
cal marijuana; and the game plan for 
employers. Contact Vanessa Cox at 
info@pmtc.ca or call 905-827-0587 to 
register for the seminar. Cost is $25 
for PMTC and DriverCheck members, 
$100 for non-members. 
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By Derek Clouthier

LLOYDMINSTER, Alta. – There are 
certainly different degrees to which  
a person can get hurt while on the 
workplace – anything from a cut on 
the finger, a knock to the head, to 
something far more serious and life-
threatening.

The Alberta Motor Transport Asso-
ciation (AMTA) addressed workplace 
safety with its first of several planned 
events, the 2016 Lloydminster Safety 
Conference and Trade Show Jan. 27, 
and if the personal story of keynote 
speaker Spencer Beach was intend-
ed to pull at a person’s heartstrings, 
while shining a powerful light on 
what can happen if safety is not tak-
en seriously, it achieved its goal.

Beach’s story is one that depicts 
with graphic detail the events that 
turned the one-time flooring service 
worker into an advocate for workplace 
safety, not through more government 
regulation, but a change in attitude 
and behaviour in employees and com-
pany management.

“After getting hurt, I did some-
thing unique that most injured work-
ers don’t: I became passionate about 
safety and I became fully educated,” 
Beach told AMTA conference attend-
ees. “And when I was in the educa-
tion process, I thought, ‘Why am I 
even here?’ They know everything, 
and yet people continue to get hurt 
at phenomenal rates. We know what 
it takes to keep people safe, so where 
I decided to focus is in the behaviours 
that people bring to the workplace.”

Beach said he estimates that there 
are somewhere in the area of 200,000 
workplace injuries every year in Al-
berta, and despite the fact that there 
have been no new laws added to 
health and safety in a number of 
years, people continue to get hurt.

“That tells me that everything we 
need to know about health and safety 
already exists,” Beach said, “so why 
is it that so many people continue to 
get hurt? The answer to that is quite 
simple: it’s behaviours.”

Bill C-45 was the last health and 
safety law to be added, and part of 
the reason it was passed in 2004 was 
because of Beach’s accident.

The bill states: “Every one who un-
dertakes, or has the authority, to di-
rect how another person does work 
or performs a task is under a legal 
duty to take reasonable steps to pre-

vent bodily harm to that person, or 
any other person, arising from that 
work or task.”

“Basically, what that law says,” 
Beach added, “is that management 
needs to be held accountable that they 
make every reasonable step to provide 
a safe place.”

Beach, however, said that getting 
people to change their attitudes to-
ward workplace safety can be a chal-
lenge.

“I can tell you that 10 years ago, I 
didn’t really know that much about 
safety either. I was that kind of guy 
who would have fought it if I had to,” 
he said. “Ultimately, what we’re try-
ing to achieve is getting people home 

each and every day…that’s all we’re 
trying to do.”

Beach’s story began April 24, 2003.
As a service worker for an Edmon-

ton flooring company, Beach over-
looked 14 crews, fixing mistakes any 
made.

“About the only difference between 
me and the rest of you is that I didn’t 
have a safety system to follow,” Beach 
said. “I don’t think there’s any one of 
you who can say you don’t have a safe-
ty system at work.”

On his last inspection of the day, 
Beach was faced with having to re-

move all of the lino-
leum flooring because 
the wrong colour had 
been installed.

Beach’s boss told 
him of an old meth-
od that would help 
make his job easier 
and quicker, which in-
volved using a chem-
ical, dumping it on 
the f loor a few litres 
at a time and letting 
is soak in for a couple 
minutes. The chemical 

would react with the glue and the li-
noleum would come up much like a 
‘wet Band-Aid.’

The only issue was the fumes.
Beach said he did what he was 

taught, and turned the home’s ther-
mostat down to its lowest setting – 16 
degrees Celsius – to rid an ignition 
source, and ensured there was ven-
tilation.

Near the end of the work day, 
around 4 p.m., Beach was nearly done, 
and the last worker assisting Beach 
left the house, closing the door be-
hind him.

“I heard a loud whistle, and then 
‘bang!’” Beach said. “A fire ignited out 
of nowhere and engulfed my entire 

body. The fire was so thick, I couldn’t 
see through it, as the flames danced 
all around me. It was everywhere…
floor to ceiling, wall to wall, and I was 
in the middle of it.”

What Beach had not realized was 
that the day’s high temperature was 
19 degrees Celsius, but had fallen be-
low 16 degrees, causing the furnace to 
kick in for the first time unexpectedly.

Beach struggled for several minutes 
to open any door, but all the air was 
sucked back into the house to feed the 
fire, and they were stuck shut.

At one point, Beach curled into a 
ball and gave up.

“I’m told this fire reached 1,500 
degrees Celsius instantly because 
of the chemical I was working with,” 
Beach explained. “To put that in per-
spective, the average house burns at 
about 700 degree Celsius, and they 
cremate bodies at 1,500 degrees, so 
I hope you can understand when I 
say that all my energy was drained 
in less than 20 seconds.”

Eventually Beach said he found 
strength for one last burst and was fi-
nally able to open a door to the garage, 
but when he leapt out of the house, he 
landed in the pile of linoleum flooring 
where it was being disposed, starting 
a second fire in the garage.

“At this point, I thought nothing 
else could possibly happen to me,” 
he said, “and I could see sunshine.”

Beach then ran out of the garage 
outside, collapsing on his back, with 
everything going black.

Laying in a coma with 90% of his 
body burned and his wife four months 
pregnant, Beach was given a 5% 
chance of survival.

“The doctors literally gave me the 
option to die if I wanted,” he said.

Following bouts of depression, an-
ger, pain and the desire to take his 
own life, Beach said what turned his 
life was the birth of his daughter.

The hardest part of dealing with 
the incident for Beach is not the injury  
itself, but how it has affected those 
around him.

His wife became depressed and the 
two lived apart for two years, and his 
brother lost his job, his home, wres-
tled with alcohol abuse and spent 
time in jail, all due to his struggle  
to deal with what happened to his  
sibling.

“You guys are seeing the ripple ef-
fect, right?” Beach asked. “The real-
ity that they don’t tell you about the 
ripple effect is that it never ends. Even 
going on to my thirteenth year since 
my incident, there’re still people in 
my life who are finally catching up. 
That ripple effect is 100% inclusive of 
everyone you care about.”

This ripple effect is what painted 
the theme for the entire AMTA Safety 
Conference and Trade Show – It’s not 
about you, it’s about your family.

Beach continues to speak at events 
about the importance of workplace 
safety and the attitudes and behav-
iours that go along with that, and 
meets with groups of workers who 
are struggling the most coping with 
their workplace injuries.

“I’ve found a way to turn this story 
into something so much more for so 
many people to where it’s actually be-
come a positive,” Beach said, “so don’t 
cry for me.” 

Workplace safety starts with attitude and behaviour

LLOYDMINSTER, Alta. – Rules are not meant to be broken 
when it comes to highway safety, and Alberta’s Commercial 
Vehicle Enforcement (CVE) division is tasked with ensuring 
regulations are followed.

Wes Roth, a sergeant with CVE, was one of four present-
ers at the Alberta Motor Transport Association’s (AMTA) 
2016 Lloydminster Safety Conference and Trade Show Jan. 
27, and his focus was on the issue of cargo securement, 
which he said was the most common violation found during 
2015 commercial vehicle inspections. Roth said improp-
erly secured cargo causes damage and injuries every day 
in Canada, and the cost resulting from an injury is about 
$250,000, while a death comes in at upwards of $1 million.

“To me that’s not the biggest concern,” Roth said, “it’s 
somebody who’s killed or injured, their families have to live 
with that.”

Roth said there were approximately 26,600 commercial 
vehicle inspections conducted by CVE officers in 2015, and 
of that amount, about 19,400 defect were found, with cargo 
securement making up the largest portion.

Roth added that 13% of cargo securement issues in com-
mercial vehicles results in that vehicle being placed out-
of-service.

“Cargo is not just the stuff we haul to make money,” Roth 
urged, saying drivers must also take into consideration the 
materials in the cab, which could cause an issue if a colli-
sion occurred.

He highlighted several factors that can cause a load to 
shift during transportation, including braking, cornering, 
hills, airflow and rough roads.

“All of these things,” Roth said, “the cargo securement 

standard addresses.”
Despite the number of inspections in 2015, Roth said 

that number has been going down over the last five years 
due to having fewer CVE officers available.

“Inspections are going down, out-of-service is going up,” 
Roth said. “That’s not a good trend you want to see.”

Roth pointed to four factors that can help any driver trans-
port cargo safely: choose a suitable vehicle; position the 
load properly; use suitable securement equipment; and pro-
vide adequate cargo securement.

Two types of cargo securement were emphasised; the 
tie-down and restraining methods.

Cargo securement rules vary depending on the product 
being secured and its positioning. An extensive breakdown 
of these rules can be found at ccmta.ca, both for the tie-
down and restraining methods.

Roth emphasized that though the use of chains, straps 
and rope are approved for cargo securement, tarp and rub-
ber straps were not.

For the restraining method, other approved securement 
products include bars, beams, stabilizers and friction mats, 
which Roth said resolve all securement issues other than 
tipping.

Drivers must inspect the securement of their cargo ev-
ery three hours, every 240 kms or when there is a change 
of driver.

The standard for cargo securement has been in place 
since 2004, and it is very similar to the standards in place 
south of the border.

The Province of Alberta recently signed on to a new stan-
dard, updating its regulations to that of 2013. 

Cargo securement essential for highway safety

‘Ultimately, what we’re 
trying to achieve is 
getting people home 
each and every day.’ 

  Spencer Beach
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Turnout at AMTA’s Lloydminster 
safety conference higher than expected

LLOYDMINSTER, Alta. – The Alberta Motor Transport Association (AMTA) 
held the first of several planned safety conferences Jan. 27 in Lloydminster, 
Alta., and the event was bigger than expected.

Michelle Spacil, co-ordinator of injury reduction and training for the 
AMTA, said they were aiming for 100 attendees, but ended up getting 
around 120 for the all-day safety event.

Titled Safety – A Mindset, not a Concept, the 2016 Lloydminster Safety 
Conference and Trade Show featured four presentations, kicking off with 
Grant Aune from Advantage Fleet Services speaking about his years of ex-
perience as an RCMP officer investigating collisions, and now the work his 
company does to try to stop traffic fatalities before they happen.

Aune outlined several alarming statistics on vehicle fatalities in Alber-
ta, Canada and the US, as well as what was causing those incidents. Aune 
urged those in attendance that ‘good drivers just drive’, and challenged 
the audience to be better, more attentive drivers.

The second presentation from Deborah Nilsen of the Alberta Workers’ 
Compensation Board (WCB) highlighted the differences between com-
panies that operate with a proper safety program in place and those that 
do not, including variances in premiums and the correct procedures both 
workers and companies must take when an injury occurs in the workplace.

Sergeant Wes Roth of Commercial Vehicle Enforcement spoke to the im-
portance of cargo securement.

Roth said improperly secured cargo causes damage and injuries in Al-
berta every day, and that the Cargo Securement Standard – Alberta recent-
ly signed an agreement upgrading to the 2013 standard – regulates how 
cargo must be secured, either by the tie-down or direct restraint method.

The conference’s final presenter knows all too well about the impor-
tance of workplace safety.

Spencer Beach chronicled his emotionally stirring, yet very real story of 
how he survived a chemical fire that gave him third- and fourth-degree 
burns to 90% of his body, leaving him with less than a 5% chance of survival.

Beach’s life was forever, altered, but he now says he would not change 
anything about what happened to him that day, as he now works to help 
educate others on the importance of having the right ‘attitude’ when it 
comes to workplace safety.

Several companies and organizations provided booths with safety in-
formation for conference attendees.

The AMTA hopes to provide additional safety conferences in the com-
ing years in smaller communities throughout the province. For a more in 
depth look into the presentations, see pages 1, 19, 20, and 22. 
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By Derek Clouthier

DAYTONA BEACH, Fla. – “We’ve al-
ways made a heck of a highway truck 
and that’s never truer than today,” said 
Mack Trucks vice-president of market-
ing John Walsh, “and this partnership 
allows us to continue to get that mes-
sage out to make sure that the industry 
and customers are taking a close look 
at Mack.”

That Feb. 16 announcement was 
that Mack had signed a multi-year 
deal to become the official hauler of 
NASCAR – a partnership that means 
Mack has provided 11 of its Pinnacle 
sleeper models to transport equip-
ment throughout NASCAR’s 10-month, 
36-race season, logging an estimated 
450,000 miles during that time.

“Mack and NASCAR are two fun-
damentally American brands, and we 
couldn’t be more excited to join forces 
and serve as the ‘official hauler of NAS-
CAR,’” said Walsh. “This partnership 
enables us to get Mack, our trucks and 
our technology in front of millions of 
NASCAR fans, a significant number of 
whom are part of the transportation 
industry.”

About half of the trucks Mack pro-
vided to NASCAR are axle-forward, 
with the other half being axle-back. 
The fleet boasts Mack’s 13-liter MP8 
engine, Mack mDRIVE automated 
manual transmission and GuardDog 
Connect, a telematics system that 
maximizes uptime.

“It gives us a chance to demonstrate 
the capabilities of our entire sleeper 
line on the highway side,” Walsh said. 
“They all have gold bulldogs, and what 
that means for us is Mack engine, Mack 
transmission, Mack axles (and) a fully-
integrated Mack pedigree powertrain. 
We are providing to the sport the best-

of-the-best when it comes to the Mack 
highway offer.

“It’s fair to say that these are custom-
designed to the needs and require-
ments of the sport.”

Walsh said the partnership was a no-
brainer for Mack from a business per-
spective, as it provides the company 
several avenues to parade its product 
before those in the trucking industry.

“Our primary intent in getting in-
volved with this partnership is to grow 
our business,” he said. “That’s why 
we’re doing it. It gives us the chance 
to put our brand in front of millions 
of people both at the races as well as 
through the other channels that NAS-
CAR uses to engage with its fans. These 
are fans that are extremely loyal, not 
only to the sport of NASCAR, but also 
to the official sponsors like us, so 
there’s a level of loyalty here that’s re-
ally unprecedented.

“And, if you take a deeper dive into 
that fan base, the fan base includes 
a significant number of what I’ll call 

transportation industry decision mak-
ers…folks who play key roles into de-
termining which brand of trucks their 
companies operate. The fan base also 
includes a significant number of truck 
drivers, and there’s a severe driver 
shortage in our industry today, and 
it’s become an increasing concern of 
our customers.”

Walsh added that NASCAR did have 
some ‘unique’ requirements when it 
came to the trucks Mack provided, but 
meeting those requirements were no 
issue for the company.

“It wasn’t a big deal for us to meet 
them,” he said, “because that’s what 
we do every day.”

Walsh said Mack talks about ‘ap-
plication excellence’, which means 
the company designs its trucks to do  
exactly what its customers want them 
to do.

Walsh said the partnership with 
NASCAR would also allow Mack to 
exhibit a product the company needs 
to bring to the forefront.

“We sometimes get pigeon-holed as 
a vocational truck maker – a victim of 
our own success on the construction 
and refuse side – but we’ve acknowl-
edged that we have some work to do 
on the big sleeper part of the market,” 
Walsh said. “It’s traditionally about 
half the market here in the United 
States…it’s a focus area for us.

“This partnership allows us to fur-
ther communicate and demonstrate 
the value of Mack to those two key au-
diences – decision makers and drivers. 
It also allows us to provide to our cus-
tomers what I’ll call up-close and un-
forgettable looks at the sport that only 
official partners can provide.”

Mack revealed its partnership with 
NASCAR in Daytona Beach, Fla. to a 
small group of media outlets – Truck 
West being one – prior to the official 
announcement, which was made dur-
ing NASCAR’s media day at the Day-
tona International Speedway.

The Daytona 500 was the inaugural 
trip for NASCAR’s fleet of Mack Pinna-
cle sleeper models, which Mack says 
are built for any challenge the open 
road can throw at it.

“The Mack Trucks brand has been 
a part of American culture for more 
than a century and is globally rec-
ognized for manufacturing a best-
in-class product,” said Steve Phelps, 
NASCAR executive vice-president 
and chief marketing officer. “The 
custom-designed Pinnacle models 
are masterfully engineered and we 
are proud that they will lead the NAS-
CAR convoy to the track each race 
weekend.”

“This is a very significant announce-
ment for us,” Walsh added, “because 
our dealers are energized around 
it and our employees are energized 
around it.” 

Mack partners with NASCAR to put highway models on display

Mack Trucks’ vice-president of marketing John Walsh stands by one of the Pin-
nacle sleeper models his company provided to NASCAR during the partnership 
announcement at the Daytona 500 media day Feb. 16 in Daytona Beach, Fla.

The North American Council for Freight 
Efficiency (NACFE) has issued a new re-
port to help fleets determine which fu-
el-saving devices and practices work as 
advertised. The organization looked 
at five basic test methods widely used 
today, including: computer modeling; 
wind tunnel testing; track testing; on-
road testing; and fleet composite test-
ing, in which a segment of the fleet will 
be equipped with the device and com-
pared to the portion of the fleet that 
is not.

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

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

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

the more widespread sharing of test 
information.

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

The study revealed six insights that 
should serve as best practices for fleets, 
truck and trailer OEMs, manufactur-
ers and others looking to validate the 
savings offered by technologies. They 
include:

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

Recognize that data exists and shar-
ing is needed: A large amount of test-
ing data for various technologies from 
various individual manufacturers ex-

ists already. It is mainly kept private, 
even when no competitive advantage 
is gained. All stakeholders should work 
to uncover and share the best available 
data for decision making. This will also 
reduce the resources being spent on 
redundant testing. 

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

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

Be comfortable with a range: Adopt-

ing many proven fuel-efficiency tech-
nologies can reasonably be expected 
to improve performance, but the exact 
degree of improvement will depend 
on a fleet’s specific operations, and 
will likely vary over time in response 
to many other real-world factors. The 
metric of “degree of improvement” is 
likewise key; efforts to determine ef-
ficiency should be conducted relative 
to a baseline of current performance, 
and not an absolute. 

Seek multiple methods and look for 
trends: In determining efficiency, mul-
tiple sets of test results likely cannot 
be compared or averaged in order to 
determine the exact performance of a 
technology. Rather, data from a variety 
of test methods should be considered 
side by side, keeping the particulars of 
each method in mind, in order to look 
for trends and gain confidence on re-
sults such as the minimum efficiency 
gain a technology will offer. 

NACFE has been busy of late, publish-
ing a new study every month. It has also 
created a Resources page at TruckingEf-
ficiency.org, where fleets can find more 
tools to determine a payback on the var-
ious technologies in the marketplace. 
The full Confidence Report on evaluat-
ing efficiency can also be downloaded 
for free at TruckingEfficiency.org. 

NACFE shares tips on how to 
evaluate fuel-saving devices
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By James Menzies

LAS VEGAS, Nev. – With a Vegas-wor-
thy production, International Trucks 
showed for the first time its new HX 
Series vocational trucks.

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

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

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

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

The front end of the new truck is 
curvier than the PayStar it replaces, 
and it also boasts a more stylish in-
terior. And it was introduced to cus-
tomers and dealers in style, too. A 
newscast cut into the presentation on 
large TV monitors to break the sto-
ry of an International truck that had 
been commandeered by a fleeing El-
vis impersonator who had robbed a 
local casino.

A police chase ensued, and end-
ed in a yard within sight of the Strip, 

where customers and dealers were 
gathered. 

After some stunt driving at the 
launch site, Elvis was arrested by a he-
roic cop, who turned out to be none 
other than Denny Mooney, Navistar’s 
senior vice-president, global product 
development.

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

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

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

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

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

Outside, the truck features stylish 
halogen headlights with a distinctive 
LED brow. The hood slopes and tapers 
in to provide greater forward visibil-
ity than the PayStar. A raised sight-
line down the centre of the hood helps 
drivers orient themselves. Mooney 
said the HX offers the best forward 
visibility in the segment as well as  
a larger rear window for rearward  
visibility.

The wheels cut 40 degrees for a tight 
turning radius.

The truck was also built to be light-
er. A three-piece Metton hood is light-
er than fiberglass, the cab is alumi-
num and the 12.5-inch frame rails 

offer all the strength of double 10-inch 
frames, but at less overall weight, In-
ternational claims. 

The truck also boasts the industry’s 
strongest tow pin, rated at 150,000 lbs 
for extreme recoveries. The truck I 
drove had classic-styled external air 
cleaners, an option on the longer BBC 
models.

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

“As part of the product develop-
ment process and validation testing, 
the HX series was tested extensively 
in our labs in Melrose Park, Ill. and 
our new proving grounds in Indiana,” 
Mooney said. “We ran accelerated life 
testing on the shaker – this simulates 
10 years of wear and tear of a severe-
service truck in extremely difficult 
duty cycles. We also put it through the 
most rigorous portions of our prov-
ing grounds. The bottom line is, I told 
our test engineering team to take this 
truck and punish it. I wanted them 
to try to break it – after all, we know 
how our customers use these trucks. 
When things broke, we redesigned 
them so they didn’t break and when 
things came loose, we found ways to 
make them stronger.”

Nice touches such as LED light-
ing inside the cab, a tilting, telescop-

ing steering column, air-condition-
ing, power locks and power windows 
are all standard. The smooth ride is 
attributed in part to a new Driver-
First cab air suspension with 52-inch 
springs.

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

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

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

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

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

“As I reflect on where we are today, 
I’m incredibly proud of where we are 
as a company,” he said. “Today we’re 
building the best trucks we’ve ever 
built; our quality metrics show it and 
more importantly, our customers rec-
ognize it and believe it.” 

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

International launched its new HX Series vocational truck on a work site just off the Las Vegas Strip.

The HX Series is International’s first new model since 2010 when it introduced 
the TerraStar. 

The truck features a curvier hood and 
bold stance.
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Cat’s CT681 enters full production
LAS VEGAS, Nev. – Caterpillar has announced its model CT681 vocational 
truck is now in full production.

The CT681 is a Class 8 set-forward axle truck intended for snow plow, 
concrete mixer, dump and super dump applications. The company says 
it conducted extensive testing on the new model before putting it in full 
production.

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

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

The company boasts an industrial, attachment-ready design and a com-
fortable, productive cab for drivers.

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

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

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

CLEVELAND, Ohio – In an announce-
ment Canadian fleets will welcome, 
Eaton says it is expanding its Fuller 
Advantage Series automated manual 
transmissions to cover vocational ap-
plications and gross vehicle weights of 
up to 110,000 lbs.

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

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

The Fuller Advantage Series auto-
mated 10-speed is available with op-
tional Urge to Move and Creep Mode, 
as well as Blended Pedal functional-
ity, giving vocational operators greater 

control at low speeds.
The transmission features a preci-

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

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

“Vocational fleets currently operat-
ing our FR series manual transmission, 
and who are considering an automated 
transmission in their next truck, will 
really appreciate the performance and 
peace of mind that the cooler-less Full-
er Advantage transmission offers,” said 
Molly Doyle, heavy-duty transmission 
sales manager, Eaton. 

Eaton approves Fuller Advantage 
AMT for vocational applications LAS VEGAS, Nev. – Mack Trucks has 

made GuardDog Connect standard on 
its TerraPro cabover models equipped 
with Mack’s MP engine. 

It made the announcement at World 
of Concrete.

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

GuardDog Connect is Mack’s remote 
diagnostic and repair planning sys-
tem. It monitors fault codes generated 
by the engine and advises the truck’s 
owner on the best course of action.

“Customers responded so favour-
ably to GuardDog Connect that we ex-
tended the solution to all our TerraPro 
Cabover models equipped with a Mack 
engine,” said Stephen Roy, president 
of Mack Trucks North America. “The 
Uptime support offered by GuardDog 
Connect, as well as our Mack One-
Call support service agents, Uptime 

Mack makes telematics standard on TerraPro

Center staffed by dedicated profession-
als and our body builder support team, 
is unparalleled in the industry.”

GuardDog Connect was already 
standard on TerraPro trucks with con-
crete pump chassis, which, according 
to Mack, made it the first OEM to of-
fer proactive support service for pump 
applications. It is also standard on the 
Mack Pinnacle, Granite and Titan by 
Mack. 
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very business is only as 
good as its employees. Af-
ter all, they are ultimate-
ly the ones who actually 
interact with customers, 
repair equipment and 
safely move freight up 

and down the highway.
Those who stick to formal hiring 

strategies have the best chance of find-
ing the people who will deliver a com-
petitive edge.

A formal strategy begins by painting 
the picture of an ideal employee, and 
the details can differ from one fleet to 
the next. Some recruiters want to see 
three years on the job, experience with 
cross-border trips or comfort with flat-
bed equipment. 

An ideal driver’s abstract, meanwhile, 
might show no preventable crashes. Re-
gardless of what the requirements may 
be, there are good reasons to develop a 
formal list. In addition to the fact that in-
surers will want the information docu-
mented on a fleet’s letterhead, it offers 
an important reference tool for everyone 
involved in the hiring process. 

By comparing people to a picture 
of the ideal job candidate, fleets know 
when they have found a perfect match. 
In cases where someone is hired de-
spite a few minor shortcomings – like a 
lack of experience with a specific piece 
of equipment – managers will also be 
able to identify exactly where some ex-
tra training might be needed. 

The potential content in a driver’s ab-
stract shows why such a list can be so 
important to the business. While fleets 
tend to set limits for moving violations 
or demerit points when looking for new 
employees, any shortcoming could be a 
sign of challenges to come. 

Research by the American Transpor-
tation Research Institute (ATRI), has 
highlighted the pivotal role that driv-
er-related factors play in truck crashes. 
ATRI-conducted research has identified 
specific truck driver behaviours that are 
the most predictive of future truck crash 
involvement.

Carriers that ship freight through the 
US have the chance to tap into the Feder-
al Motor Carrier Safety Administration’s 
(FMCSA’s) Pre-Employment Screening 
Program (PSP). The program helps car-
riers make more informed hiring deci-
sions by providing secure, electronic ac-
cess to a commercial driver’s five-year 
crash and three-year inspection histo-
ry from the FMCSA Motor Carrier Man-
agement Information System (MCMIS).

But a look at a newly licensed driver’s 
record at the wheel of a car can offer im-
portant insight as well. 

A trio of speeding tickets or a charge 
for careless driving reflects habits that 
can be carried into a truck cab, so new 
hires who have questionable records 
would likely benefit from some training 
in defensive driving before beginning 
the job. As important as these abstracts 
can be, a properly completed application 
form can offer some insight of its own. 
Every blank space can hide important 
information, especially when asking a 
question, such as whether the licence 

has ever been suspended, or looking for 
details about a driver’s collision history.

 It will be up to the interviewer to make 
sure that every question is addressed.

Criminal background checks will 
build on this information and spot those 
who are unable to cross the border be-
cause they were convicted of a crime, 

and will even uncover potential threats 
to a fleet’s equipment and cargo.

The results of any written tests, mean-
while, can show how well a new employ-
ee understands issues like Hours of Ser-
vice rules. In this case, the test might 
involve nothing more than providing the 
details of a typical trip and asking the 
driver to complete a sample log sheet. 

All of these documents can build a 
foundation for any driver’s file. Safety 
managers who enhance that with a few 
dates will know exactly when the em-
ployee’s licence or training in transport-
ing dangerous goods will need to be re-
newed in the months and years to come. 

There will be no question about who 
has completed the employment drug 
and alcohol tests needed to cross the 
border. Dates can even be set for future 
employment reviews or in-cab evalua-
tions. Above all, they help to show that 
the fleet demonstrates due diligence in 
the hiring process. There is no question 

that this process might involve setting 
the bar a little higher than the one that 
exists today. But the fleets that take this 
step will enjoy all the benefits that come 
with a skilled employee. 

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

This month’s expert is Kevin Cole, risk 
services specialist. Kevin has served the 
trucking industry for more than 25 years 
providing loss control and risk manage-
ment services to the trucking industry. 
Northbridge Insurance is a leading Ca-
nadian commercial insurer built on the 
strength of four companies with a long-
standing history in the marketplace and 
has been serving the trucking industry for 
more than 60 years. You can visit them at 
www.nbins.com.

Hiring programs
identify the best 

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

Even though the war-
ranties run up to many 

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

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

The second truck, which is the same 
age as the other one, also came with 
the balance of the extended warranty, 
so it also has the safety cushion that is 
so necessary with the cost of repairs to 
the complicated technology on a mod-
ern truck. This point was highlighted 
by the recent experience of a friend.

He had taken the truck to the dealer 
for a major service, including a change 
of all the lubes, transmission and rear 
ends included. They also changed a 
few filters and things in the aftertreat-

ment system and this was unsurpris-
ingly the source of the problem he 
faced; the dreaded “Go to the dealer 
and watch them scratch their heads 
in bewilderment” light came up on the 
dash, followed by a notification that 
the truck would de-rate in 240 min-
utes. Fortunately, he was within an 
hour or so of a dealer. Unfortunately, 
it was Saturday and he wouldn’t make 
it until they had shut up shop for the 
weekend. So, just four hours after leav-
ing the yard and starting the trip, he 
was parked for at least 48 hours. 

Luckily, he wasn’t under a hot load 
and it wouldn’t cause too many prob-
lems, but 48 hours lost is still two full 
shifts or two days with your loved ones 
– and don’t forget that 48 hours was 
a best case scenario. If parts are not 
in stock or it’s a big job, it could run 
much longer and that’s only once you 
manage to get into the shop in the first 
place – that could take a few days, too.

In the end, it didn’t turn out to be 
anything serious, at least not in terms 
of time to fix. The cost, however, was 
definitely on the serious side, especial-
ly with the current exchange rate. 

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

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

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

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

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

Do you trade it for a new one, or do 

you take the chance that luck will be on 
your side? It isn’t like running a worn 
out engine, where oil consumption or 
blow-by will give you a good idea of any 
impending big buck repairs. 

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

A couple of those kinds of break-
downs have the potential to cost as 
much as a year’s payments on a new 
truck, so the logical choice appears to 
be to trade up to a new truck. However, 
with a 40% penalty on the dollar at the 
moment, that isn’t a no-brainer. 

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

So, there is no right or wrong answer. 
I’m hoping that the dollars align to 
within a few cents of each other, which 
would make the decision a lot easier.

I f not, it look s as t hough 
I will be in for a lot of sleep-
less nights in the not too distant  
future. 

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

The essential 
extended warranty

Mark Lee
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he word ‘audit’ is a seri-
ous word. It conjures up 
feelings of dread in most 
people.

But at the IFTA/IRP 
(International Fuel Tax 
Association/Internation-

al Registration Plan) Audit Workshop in 
Las Vegas last month, the top adminis-
trators of the fuel tax and licensing pro-
grams used a compliance audit in a way 
that made both wily fleet tax pros like me 
and rank beginners more comfortable 
with the process. They devoted much 
of the three-day program to analyz-

ing actual carrier data – manual source 
documents, GPS data, manual and card 
lock (invoiced) fuel purchase data, etc. 
– and leading auditors, administrators 
and folks from industry in a deep dive 
of a compliance audit.

It’s an important exercise because 
when it comes to the IFTA, we’re all 

about to leap into the uncharted waters 
of ‘electronic credentialing.’

Off the paper trail 
A credential, as we say in the language 
of the IFTA, is a licence. Traditionally, it’s 
a piece of paper and a set of decals to in-
dicate that you’re licensed to report and 
pay fuel tax. You are required to make 
copies of the licence and carry one in 
each qualified motor vehicle.

But is a piece of paper really neces-
sary? Just because you have paper cre-
dentials doesn’t mean they’re valid or 
prove that you paid your tax. On the oth-
er hand, maybe you’ve filed your returns 
and are fully paid up but don’t have a 
physical copy of your credentials. 

Starting next month and running 
through November, the IFTA is conduct-
ing a pilot project on electronic creden-
tials. For participating carriers, creden-
tials will be available for display as PDFs 
on tablets, smartphones and other de-

vices. Carriers will still be required to 
carry paper credentials and affix decals 
to their IFTA-licensed vehicles, but clear-
ly we’re moving toward an electronic for-
mat. The pilot should start to answer es-
sential questions about how to manage 
electronic credentials and other types 
of data in the future.

Remember, the whole idea behind the 
IFTA is that it’s supposed to be a simpler 
way for 58 member states and provinces 
to manage fuel tax and make sure every 
jurisdiction gets its fair share. 

But going electronic is complicated. 
Right now, there is no standard way to 
‘read’ electronic data among IFTA juris-
dictions. There are many different types 
of bar codes, scanners and other smart 
devices out there, and it’s expensive to 
outfit inspectors with new hardware. 
Converting government databases to a 
common set of information requires a 
lot of trial and error, and it takes time 
for everyone – government and industry 
alike – to change and adjust accordingly.

Of course, no one can agree on how 
electronic credentials should roll out 
and when, but the pilot is a step in that 
direction. There are even some compa-
nies that make its IFTA licence available 
to its drivers through a link on the com-
pany Web site.

Audit questions
As we stand on the ledge and look down 
on waves of change, one thing that the 
IFTA/IRP Audit Workshop made clear 
was the fact that we’re all still trying to 
get the basics down. Under the IFTA 
and IRP, what constitutes a trip? Is it a 
round trip from origin to destination and 
back home? Is it a week’s worth of trav-
el?  What about GPS records?  Does GPS 
satisfy the very specific requirements 
for reporting distance? What internal 
controls should a carrier have to make 
sure it’s collecting the right data? What 
sources of information could an audi-
tor use to learn as much about the car-
rier as possible?

During the workshops, tax adminis-
trators and auditors were constantly re-
viewing these questions, looking at pol-
icies, sharing notes and refining their 
approach. They talked openly about 
what they look for during a compliance 
review.

These conversations were like trea-
sure at the bottom of the ocean – gold. 
I only wish more carriers had attended. 
If you run a truck fleet, consider this: 
Would you send your fleet tax com-
pliance manager to next year’s meet-
ing if he or she could learn something 
that would help you avoid penalties and 
fines? It’s a question I’d love to ask the 
company that was charged $15,000 each 
for three IFTA decals it could not account 
for. (True story). 

The bottom line is there’s huge value 
in attending events like the IFTA/IRP 
Audit Workshop. 

It’s one week out of the year when we 
can peer into the audit process with-
out dread and ask every question un-
der the sun.

Like, “Fifteen grand for a missing  
decal? Seriously?” Yup, seriously.  

Sandy Johnson has been managing IFTA, 
IRP and other fleet taxes for more than 
25 years. She operates FleetTaxPro.com, 
which provides vehicle tax and licence 
compliance services for trucking opera-
tions ranging from single vehicles to large 
fleets. She can be reached at 877-860-
8025 or FleetTaxPro.com.

A deep dive in
Las Vegas

Sandy Johnson

Permits &
LicensingT
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rivers make split-second 
decisions all day, every 
day. That’s a fact. 

A driver is not able to, 
and definitely does not 
want to, send their de-
cisions to committee or 

put off a decision until the next legisla-
tive session. But that is the way the world 
works when it comes to the bureaucracy 
that governs our industry. 

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

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

I’ve been searching for a way to con-
vince my fellow drivers to participate in 
events that take place outside the wheel-
house of the truck in order to influence 
the decision makers. I’ve had little suc-
cess convincing drivers to participate 
in industry safety meetings and events. 

I know there is incredible value to 
be had to the individual driver and to 
the industry as a whole because drivers 
are the repository of safety knowledge 
through lived experience that is largely 
left untapped. Drivers detest inaction, 
indecisiveness and bureaucracy. Com-
bine that with the authoritarian nature 
of the leadership that has molded this in-
dustry over the years and it has left driv-
ers feeling that participation is fruitless.

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

One of the influences we have as driv-
ers is within the companies we work for 
or are affiliated with as owner/operators. 

We neglect to take an active role in 
events and meetings put on by the very 
companies we depend upon for our live-
lihood. The owners and executives of 
those companies (no matter how big or 
small) have a much larger influence than 
the individual driver within the trans-
portation hierarchy. We can tap in to that 
and make our voices heard simply by 
participating actively in something as 
simple as driver safety meetings.

I think that drivers should be using 
this channel to question decisions and 
policy. It has been my experience that 
questioning authority rather than simply 
accepting decisions that affect your daily 
life is appreciated by your employer and 
business associates when it is done in 
an objectively critical way.  It’s not about 
who can scream the loudest to get their 
own way. It’s about bringing the wealth 
of your experience to the table. 

As a group, drivers don’t do that. I’ve 
sat in many driver meetings over the 
years with people who have had plenty 

to gripe about at the truck stop, but when 
it comes to piping up in front of the com-
pany executive in a group session, they 
remain silent. Why? This is the perfect 
setting for discussion and debate about 
the issues that really matter to drivers.

Drivers should realize that if you can 
impress your experience and ideas upon 

the managers and owners, then the driv-
er’s circle of influence within the indus-
try is expanded in turn.

But the responsibility for culture 
change doesn’t fall solely on the shoul-
ders of drivers. Far from it. This was 
made clear to me in a recent discussion 
with a colleague about participating in 
industry events as a driver. Network-
ing and educational events are spon-
sored by a wide range of trucking in-
dustry players.

The top 100 Canadian trucking com-
panies along with carrier organiza-
tions play a heavy role in sponsoring 
these events. As a consequence, many 
of their own employees are participants 
as speakers, panelists, etc. This is fair in 
the sense that they are footing the bill, 
but it doesn’t speak to the diversity with-
in our industry. There are thousands 
upon thousands of individual drivers 
that don’t have a carrier to pay fees of up 
to $300 or more for an educational sem-

inar and networking event, plus those 
drivers have to take unpaid time off to 
participate.

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

So let’s try and make our voices 
heard, drivers, however we can. You 
don’t have to attend a seminar, you 
only have to speak up at your next driv-
ers’ meeting and ask that your views 
be shared widely. Then you can share 
your experience through social me-
dia so your fellow drivers can ben-
efit. You do have influence, please  
use it. 

Al Goodhall has been a professional 
long-haul driver since 1998. He shares 
his experiences via his ‘Over the Road’ 
blog at http://truckingacrosscanada.
blogspot.com. You can also follow him 
on Twitter at @Al_Goodhall.

Getting involved in
decision making 

Al Goodhall

Over the   
Road
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Whether or not to pay for an extended warranty, above and beyond the basic 
coverage offered by the dealer, is a controversial topic and one on which not 
everyone agrees.

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

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

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

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

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

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

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

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

Don’t get squeezed when buying a used truck
Respected truck dealers offer five 
tips on how to avoid buying a lemon 
when shopping for a used truck 
Buying a used truck always involves 
some risk. But with the exchange rate 
pricing new trucks right out of the bud-
get of many small fleets and owner/op-
erators, the used truck market is heat-
ing up. The low price of the loonie is 
even drawing buyers from the north-
ern states into Canada, where they’re 
snapping up low-mileage used Class 8 
tractors at a healthy discount compared 
to buying at home in US dollars.

Manjinder Singh Bajwa, assistant 
branch manager with Arrow Truck 
Sales in Toronto, says there’s been a no-
ticeable increase in US buyers shopping 
for used trucks in Canada and he’s an-
ticipating tightness in supply by the sec-
ond half of this year. This is exacerbat-
ed by the fact many fleets are holding 
onto their trucks longer before trading 
them in due to the premium they paid 
for their new iron as the Canadian dol-
lar has plummeted.

This increased competition for qual-
ity used trucks means buyers may not 
have the luxury of being as selective as 
in the past when supply was plentiful. 
But they shouldn’t fall into the trap of 
taking whatever they can get, because 
a truck that isn’t properly spec’d for the 

application will not generate the reve-
nue required in today’s market.

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

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

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

A heavy-haul spec’ that’s deployed 
into a linehaul application hauling auto 
parts will burn more fuel than neces-
sary, pointed out Singh Bajwa.

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

“Be sure you are getting the right 
spec’ for your application,” he urged. 
“There are people in this industry who 
will sell you something they have on the 
lot or something they own – not what 

you may need to do your job properly. I 
have seen many times where a custom-
er buys a truck and ends up consider-
ing the truck they bought a lemon, yet 
quite often it is not the truck itself, it is 
the way the truck is spec’d. The wrong 
gear ratio, not enough power, the wrong 
transmission or a combination of these 
will not give you the performance that 
you require.”

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

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

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

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

“With the huge driver shortage, it 
makes much more sense to have a 
transmission or technology in your 
fleet which everybody can drive,” Gup-
ta said. Demand for automated trans-
missions has increased to the point 
where they now command more mon-
ey than a 10-speed manual. Initially, 
fleets were reticent to buy automated 
transmissions because they feared the 
resale value would be less. 

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

A word on warranties

Continued on page 49
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let Riordan customize a 
Lease to Own Program

• Trucks
• Trailers

• Equipment
• New or Used

RIORDAN LEASING INC
1-800-572-0562 or (519) 579-8193

1158 King St. E., Kitchener, ON N2G 2N4

RIORDAN LEASING INC
1-800-572-0562 or (519) 579-8193

1158 King St. E., Kitchener, ON N2G 2N4 Technical information www.airtab.com
To purchase 970-663-9075 or www.buyairtab.com

Using Airtabs™ will add stability 
to your tractor and/or trailer…

... improve tractor 
and trailer handling 
in crosswinds 
and improve your 
mirror visibility 
in wet conditions.

� � � � � �

    See more than 250,000 square feet  
of new trucks, trailers and equipment

 New Products

 Recruitment Pavilion

 Fleet Managers’ Breakfast

  Canadian Fleet Maintenance Summit

International Centre, Toronto, ON 

Thursday April 14 – 10:00 am to 6:00 pm

Friday April 15 – 10:00 am to 6:00 pm

Saturday April 16 – 9:00 am to 5:00 pm

The Meeting Place 
For Canada’s 

Trucking Industry

www.truckworld.ca
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www.truckworld.ca

Platinum Sponsor:

      

 

 

 

  

 

   

   

  

 
 

www.truckworld.ca

Gold Sponsors:

      

 

 

 

  

 

   

   

  

 
 

Endorsed by: Of�cial Media:

      

 

 

 

  

 

   

   

  

 
 

Partner:
South Asian Of�cial Media:

Selling some iron? 
You’ve got options! &
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wwwwww..ffrreeiigghhttlliinneerr..mmbb..ccaa “Since 1991”

Flexible
Down Payment

Program

Excellent
Selection

- Over 80 -
New Cascadias
in Inventory

Limited Time Offer, 
Dealer Payment Top-Up 

Up to $3,500
Added To Your Down Payment

In Stock Trucks Only ... Call for Details

2016
Cascadia
As Low As

$2,750/month
O.A.C.

Call For Details!

QUALITY RECONDITIONED TRUCKS

We Want Your Trade

NEED GREAT USED TRUCKS FOR YOUR CONTRACT? ... WITH FLEXIBLE PAYMENT TERMS? .... PLEASE CALL TODAY!!

2005 FREIGHTLINER 
CLASSIC 120 

HIGHWAY TRACTOR
70" MID-ROOF SLEEPER, MBE , 13 SPD

TRANS; 450 HP, 12-40000 AXLE(S) -
113641

2006 
PETERBILT 379 

HIGHWAY TRACTOR
63" SLEEPER, CATERPILLAR ENG; C13,

10 SPD TRANS -102553

2016 
FREIGHTLINER 108 SD 

DUMP TRUCK
CUMMINS ENG; 370 HP, AUTOMATIC

TRANS; 16/40 AXLE(S), NEW 16 FOOT
BOX . -101353

2016 
NEU-STAR TRIDEM AXLE

STEEL END DUMP
IN STOCK ... INSTANT DELIVERY 

... LEASE PROGRAMS AVAILABLE! -98493

Winnipeg
/Head Office

888-584-9129
2058 Logan Avenue, 

Winnipeg MB R2R 0H9

Brandon
888-617-3209

1731 Middleton Avenue, 
Brandon MB R7C 1A7

• Sales • Service •Parts 

All Locations

1-877-627-0560

IN STOCK! ONLY 
“1” LEFT!

Winnipeg East
204-661-3000

380 Transport Road., 
Winnipeg, MB., R2C 2Z2

2006 
STERLING 

CAT. ENG; AUTOMATIC TRANS;
12/21 AXLE(S), 21000  MECH

BODY WITH HIAB CRANE. -101352

2013 FREIGHTLINER CASCDNIA  HIGHWAY TRACTOR
72" SLEEPER, DD13 ULTRA SHIFT,

OWN ME FROM ONLY $1435/MONTH OAC -102554

2012 FREIGHTLINER
CASCADIA 

HIGHWAY TRACTOR
DD 15, 13 SPD TRANS; 
13-40000 72 RR. -113597
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Free!

  
 

www.truckops.ca
  

Getting a new job
is life-af�rming! 

www.truckops.ca TRUCK NEWS
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TMTV

  

500,000+ views 

www.trucknews.com/videos/w

 

 

 

 

New online
episode

every Thursday

 

 

        

TMTV

500,000+ views 

  

www.trucknews.com/videos/w

New online
episode

every Thursday
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ALL OUR RETAIL TRUCKS GO THROUGH OUR SERVICE SHOP WITH OUR USED VEHICLE MAINTENANCE APPRAISAL PROGRAM AND A COMPLETE 
SAFETY, WITH ALL WORK DONE. TRUCKS ARE TURN KEY ROAD READY. CONTACT ANY OF OUR BRANCHES FOR MORE DETAILS TODAY!

WWW.CUSTOMTRUCK.CA

2016 KENWORTH T880 
PACCAR ENG; MX13, 485 HP, 18 SPD TRANS; 12K/40K
AXLE(S), AG400L SUSP; 193" WHEELBASE, WHITE IN
COLOR -99161 SER.#979858

2016 KENWORTH T370 CRANE TRUCK
PACCAR ENG; PX7, 300 HP, AUTOMATIC TRANS; 12K/22K
AXLE(S), HAS210L SUSP; 153" WHEELBASE, STELLAR
CRANE -101130 SER.#982785

2016 KENWORTH T370 DUMP TRUCK
PACCAR ENG; PX9, 350 HP, AUTOMATIC TRANS; 16K/40K
AXLE(S), HAS402 SUSP; 195" WHEELBASE -98417
SER.#978328

2016 KENWORTH T370 DUMP TRUCK
PACCAR ENG; PX9, AUTOMATIC TRANS; 300 HP, 16K/40K
AXLE(S), HAS402 SUSP; 189" WHEELBASE. -101274
SER.#978323

2016 KENWORTH T880 MIXER TRUCK
PACCAR ENG; MX13, 455 HP, AUTOMATIC TRANS;
20K/69K AXLE(S), PRIMAAX SUSP; 244" WHEELBASE,
NEW SCHWING 10.5 YARD MIXER. -96832 SER.#978256

2016 KENWORTH W900B LOGGING TRUCK
38" SLEEPER, CUMMINS ENG; ISX15, 550 HP, 18 SPD
TRANS; 13.2K/46K AXLE(S), NEWAY ADZ246 SUSP; 244"
WHEELBASE, BLACK IN COLOR. - 98118 SER.#979929

2016 KENWORTH T370 CAB & CHASSIS
PACCAR ENG; PX9, 300 HP, AUTOMATIC TRANS; 14.6K/22K
AXLE(S), PHOTO SHOWN IS A REPRESENTATION AND MAY
DIFFER SLIGHTLY FROM ACTUAL TRUCK. -99435
SER.#983267

2016 KENWORTH T370 FEED/GRAIN TRUCK
PACCAR ENG; PX9, 350 HP, AUTOMATIC TRANS; 16K/40K
AXLE(S), HAS402 SUSP; 220" WHEELBASE -98295
SER.#978326

2007 KENWORTH T2000 
CAT. ENG; C13, 430 HP, AUTOSHIFT TRANS; 12K/40K
AXLE(S), CONSIGNMENT. PRE-EMISSION. -101562
SER.#994607

2013 PETERBILT 388 HIGHWAY TRACTOR
63" ULTRA SLEEPER, PACCAR ENG; MX13, 455 HP, 18 SPD
TRANS; 12000 FA AXLE(S), PB LOW AIR LEAF SUSP; 244"
WHEELBASE, 771,946 KMS -101667 SER.#143893

2012 WESTERN STAR 4900FA HEAVY-HAUL DAYCAB
DETROIT ENG; DDEC15, 18 SPD TRANS; 530 HP, 12K/46K
AXLE(S), AIRLINER SUSP; 210" WHEELBASE, MULTIPLE
UNITS TO CHOOSE FROM, ALL WITH SIMILAR SPEC'S. LOW
KMS. FOR THE YEAR. -99779 SER..#BE9877

2013 PETERBILT 367 DAYCAB TRACTOR
EXT. DAYCAB SLEEPER, PACCAR ENG; MX1`3, 18 SPD
TRANS; 485 HP, 12K/SUPER 40K AXLE(S), 3.73 RATIO,
AIRLINER SUSP; 207" WHEELBASE, GREEN IN COLOR,
RECENT CONSIGNMENT. REAR FENDERS. LOW MILEAGE.
494,250 KMS. -112057 SER.#DD195337

2004 WESTERN STAR 4864 DUMP TRUCK
DETROIT ENG; DDEC, 18 SPD TRANS; 500 HP, 20K/46K
AXLE(S), 4.30 RATIO, AIRLINER SUSP; 210" WHEELBASE,
WHITE IN COLOR, 210,000 KMS. -112233 SER.#PN28151

2012 INTERNATIONAL PROSTAR HIGHWAY TRACTOR
73" HIGHRISE SLEEPER, INTERNATIONAL ENG; MAXXFORCE
13, 18 SPD TRANS; 475 HP, 12,350K/40K AXLE(S), BLUE IN
COLOR, CONSIGNMENT. WET KIT, FULL STAINLESS REAR
FENDERS 23,397 KMS -102060 SER.#672295

2011 KENWORTH T700 HIGHWAY TRACTOR
75” ACAD SLEEPER, PACCAR ENG; MX13, 18 SPD
TRANS; 485 HP, 13.2K/40K AXLE(S), AG400 SUSP; 244"
WHEELBASE, WHITE IN COLOR, 837,576 KMS. -101624
SER.#947351

2013 KENWORTH T660 
72 ACAD SLEEPER, PACCAR ENG; MX13, 485 HP, 18 SPD
TRANS; AG400 SUSP; 236" WHEELBASE, BLACK IN
COLOR, FULL REAR FENDERS -100297 SER.#959137

BRANDON
1240 Highland Ave.
1-888-979-5692

Dennis Wastle - New/Used Sales
Cory Nakonechny - New/Used Trailers &

Used Truck Sales
Todd Border - Bus. Mgr.

ESTEVAN
89 Escana St.

1-866-332-2121
TRUCK PARTS 

& SERVICE CENTER

WINNIPEG
357 Oak Point Hwy
1-888-979-0957

Jim Bednar, Andy Willerton,
Richard Prokopich - Truck Sales 
Bryan Johnson – Trailer & Used

Truck Sales
Todd Border – Bus. Mgr.

REGINA
520 Park Street

1-888-979-0394
Bob Wirtz, Lenny Janz, 

Erin Found - Sales
Gordon Wood - Bus. Mgr.

SASKATOON
2410 Northridge Drive
1-888-979-2615
Chad Kemp, Guy Tatlow, 
Vince Boechler - Sales

Gordon Wood - Bus. Mgr.

SWIFT CURRENT
175 Industrial Dr.

1-888-297-8191
Erin Found - Sales 

Gordon Wood - Bus. Mgr.

Quality Pre-Owned Trucks

NEW TRUCK SALES EVENT!
UP TO $10,000 IN PRICING INCENTIVES! 

ON SELECT IN-STOCK TRUCKS!
A FEW EXAMPLES OF CURRENT STOCK

New and Used Trailers

NEW DOEPKER STEEL B TRAIN GRAIN BULKER.
WHITE/GREEN WITH YELLOW TARP. -112424
SER.#GB19913

2016 DOEPKER
45 FEET', ALUMINUM HOPPER DUMP. -111790
SER.#AL19906

(2) DOEPKER ALL ALUMINUM LEGACY 
SUPER B GRAIN BULKERS

LIGHTEST TRAILERS OF THEIR KIND IN THE MARKET. HIGH-
EST VOLUME CAPACITY. MANY OPTIONS AND COLORS ARE
AVAILABLE. CALL FOR MORE INFORMATION. FINANCING IS
AVAILABLE O.A.C. -101607 SER.#AL20029

NEW 2015  IMPACT TANDEM END DUMP
ALUM WHEELS, ELECTRIC TARP, 1/2 ROUND MINIMIZER
FENDERS, MANY MORE OPTIONS, CALL FOR DETAILS,
TRAILER IN BRANDON MB. -93280 SER.#SG18035

Kenworth Dealer Serving the Canadian Prairies & Beyond
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MACK TRUCKS ARE BORN READY

   
   

       
      

      
  

     
      

      
      

 

    
        
       

       
   

    
        

       
    

     
     

     
        

      
    

    
       

      
 

  
        

       
      

      
        

      

  
       

       
     

    
     
   VALID TILL OCTOBER 2017 OR UNTIL

4   

    
       

    � 13,000 HOURS,
R      � RT46-160 RATIO,
4       

      
  588,371 KM, STOCK #90065. -

EDMONTON: 18110 – 118 Avenue, T5S 2G2
GRANDE PRAIRIE: 11401-96 Avenue, T8V 5M3
RED DEER: 262 Burnt Park Drive, T4S 2L4

TOLL-FREE (855) 866-0841TOLL-FREE (855) 866-0841

     
   T2C 4S6

4

FOR MORE INVENTORY GO TO:
WWW.NORTRUX.COM

   * PLUS LICENSE, REGISTRATION AND TAXES
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2015 MACK CHU613 STRAIGHT TRUCK W/VAN
MP8-415C ENG., 3.55  RATIO, 296" WHEELBASE, 

EMPIRE STEAM & PRESSURE
STK:014078 -101670

2013 CHU613 TC406 16000L TANK
MP8-505C ENG., 18 SP, 3.91 RATIO,255" WHEELBASE,

TC406 ALUMINUM 16000L TANK
STK: 005829 -101669

2016 MACK CXU613
70" MR,  MP8-505C+ ENG; 18 SPD TRANS; 

3.79 RATIO, 221" WHEELBASE, HOLLAND FIFTH
WHEEL, STK# 015818 -112411

2016 CHU613 TANDEM GRAIN
MP8-415C ENG., 3.90 RATIO, 249" WHEELBASE,

NEUSTAR GRAIN BOX
STK: 016439 -101692

2016 MACK CXU613 D/C M-DRIVE MACK RM 
DAYCAB TRACTOR

MP8, 505 HP, 3.79 RATIO, 197" WHEELBASE,
HOLLAND FIFTH WHEEL, STK: 16288 -101691

2016 CHU613 70" HD MDRIVE RAWHIDE
MP8-505C+ ENG., 3.73 RATIO, 243" WHEELBASE, 
HOLLAND FIFTH WHEEL, MIDRISE SLEEPER BOX,

STK: 016519 -101674

2015 MACK COMBO VAC VACUUM TRUCK
MP8, 505 HP, 18 SPD TRANS; 3200 GAL. DEBRIS,
1000 GAL. WATER, 1,000,000 BTU BURNER, 1600

CFM NVE BLOWER. STK: 012978 -101712

2015 GU813 ROLL-OFF
MP7-365C ENG., 6SP TRANS., 4.30 RATIO,

261" WHEELBASE, 
STK:013879 -101671

2016 GU714 TRIDEM MIXER
MP7-405M ENG., 6SP TRANS, 4.30 RATIO

237" WHEELBASE,
STK:015641 -101672

2016 CHU613 48" HD LLOYD 
MP8-505C+ ENG., 18SP, 3.91 RATIO

237" WHEELBASE, FONTAINE FIFTH WHEEL
STK:015854 -101693

2015 MACK Model 
Year Blowout!

2015 MACK Model 
Year Blowout!

2015 MACK GU713 
TANK TRUCK

DAY CAB, MP8-505C HP, FRONT
AXLE: 18.0 REAR AXLE: 46 AXLE(S),
275" WHEELBASE, WHITE IN COLOR,
JASPER TANK 16,500+/- LITRES
(100661), STK#35365.  -94034

2015 MACK CXU613 
HIGHWAY TRACTOR

70” MR SLEEPER, MP8-505C+, 18-SP FULLER,
FRONT AXLE: 14.6 REAR AXLE: S440 AXLE(S),
231" WHEELBASE, SILVER IN COLOR,
STK#35345. -94046

2015 MACK CXU613 
HIGHWAY TRACTOR

48” FT SLEEPER, MP8-505C+, 18-SP
FULLER, FRONT AXLE: 13.2 REAR AXLE:
S440 AXLE(S), 209" WHEELBASE, RED IN
COLOR, STK#35341. -93506

2015 MACK CXU614 
HIGHWAY TRACTOR

56” FT SLEEPER, MP8-505C+, 18-SP MACK,
FRONT AXLE: 14.6 TRI-DRIVE, 265" WHEEL-
BASE, BLACK IN COLOR, STK#35285 -93509

2015 MACK CHU613 
HIGHWAY TRACTOR

60” MR SLEEPER MP8-505C T318 18-SP
MACK, FRONT AXLE: 14.6 REAR AXLE:
S440 AXLE(S), 235" WHEELBASE, WHITE
IN COLOR, STOCK#35266. -93460

2015 MACK CXU613 
DAYCAB

MP8-505C, T318 18-SP MACK, FRONT AXLE
14.6 – REAR AXLE S440, RATIO 3.79, WB 209”,
MACK AIR SUSPENSION, AZTEC GOLD
METALLIC, 15’ ALUMINUM GRAVEL BOX,
STK#35159 -93459

2015 MACK GU812 
VAN/PANEL 

STEAM TRUCK  DAYCAB
MP7-325M, ALLISON 3000 TRANSMIS-
SION, FRONT AXLE 12 - STEAMER,
AIR SUSP, WB 230”, RATIO 4.30, 22”
VAN BODY, STK#35247  -93072
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  E BORN READY

2016 MACK GU713 
SNOW - PLOW/SANDER TRUCK

MACK ENG; MP8-455M, 6 SPD TRANS; 455 HP,
FXL20 MACK 20000LB / REAR AXLE S440
44000LB AXLE(S), AL461 -MACK AIR SUSP SUSP;
STK# 50257 -112681

2016 MACK CHU613 RAWHIDE  
70" MIDRISE SLEEPER, MP8-505C+, 505 HP, M-
DRIVE TMD12AO TRANS; 14.6/46 AXLE(S), AIR SUS-
PENSION, LEASE TO OWN! CALL FOR DETAILS,
STOCK #50304 -101643

2015 MACK GU713 DUMP TRUCK
MP8, 505 HP, 18 SPD TRANS; 16.5/44 AXLE(S), AIR
RIDE SUSP; 15' RENN BOX,TARP AND HITCH 2300
NO SLACK PINTLE, ONE OF TWO RIGGED AND
READY, STOCK #50158. -101660

2015 MACK GU714 TANK TRUCK
MACK ENG; MP8, 425 HP, 18 SPD TRANS; 20/50
AXLE(S), AIR RIDE SUSP; TRUCK HAS AN ADVANCE
ENGINEERING PRODUCTS 22,500 LITRE/ONE COM-
PARTMENT DIVIDED INTO TWO SECTIONS ALU-
MINUM TC407 TANK, STOCK #50039. -101662

(2) 2015 MACK CXU613 DAYCAB TRACTORS
MP8, 505 HP, 18 SPD. MANUAL TRANS; 12,000 LB.
FRONT AXLE(S), AIR SUSP; 185" WHEELBASE, WHITE
IN COLOR, STK#50096 -101713 

2015 MACK TITAN HEAVY-HAUL DAYCAB
36” SLEEPER, MP10, 555 HP, 18 SPD. FULLER
TRANS; 18/46 AXLE(S), AIR RIDE SUSP; STOCK
#50180. -101656

2016 MACK CHU613
MACK ENG; MP8, 505 HP, M-DRIVE 12 SPEED TRANS;
14.6/46 AXLE(S), AIR RIDE SUSP; LEASE TO OWN!
CALL FOR DETAILS, STOCK #50175.  -101659

2016 MACK GU533 STRAIGHT TRUCK DECK SPEC
CUMMINS ENG; ISL, 345 HP, ALLISON 6 SPEED AUTO
TRANS; 16.5/40 AXLE(S), AIR RIDE SUSP; STOCK
#50285. -101647

2013 MACK CXU613
60” MIDRISE SLEEPER, MACK ENGINE; MP8, 505 HP,
M-DRIVE AUTO TRANS, FXL12, 12,000 / REAR 40000
AXLE(S), MACK AIR RIDE SUSPENSION; 227”"
WHEELBASE, EXTENDED ENG WARRANTY: PLATINUM
PLUS $500 DEDUCTIBLE US: 60 MONTHS/400,000
MILES -  VALID TILL OCTOBER 2017 OR UNTIL
400,000 MILES. STK#90068 -112680

2009 MACK GU813 DUMP TRUCK
MP8-485M ENG; 18 SPD TRANS; 485 HP, 18,000
AXLE(S), OTHER IN COLOR, � 13,000 HOURS,
RTLO18918B F/A, 18,000 LBS. R/A � RT46-160 RATIO,
4.30 AUTO GREASER, MAROON IN COLOR, ENG,
SHUTDOWN, 15’ GRAVEL BOX, HITCH AND MANUAL
TARP,  588,371 KM, STOCK #90065. -101931

      
     

       

    TransWesternTruck.com

5555 - 80 Ave SE, 
Calgary, AB  T2C 4S6

403-279-3000

Doug
Holmes

Jon
Whalley

Stuart
Rude

    

www.mackmanitoba.com   * PLUS LICENSE, REGISTRATION AND TAXES

“MACK PRIDE”
SINCE 1958

Winnipeg
385 Eagle Drive, Grp 200 R7C 1A9

Phone: 204-772-0316

Brandon
1874 1st Street Nor th, R7C-1A9

Phone: 204-727-2549

MACKMACK
SALES & SERVICE OF MANITOBA LTD.SALES & SERVICE OF MANITOBA LTD.

IN STOCK INVENTORY

2016 MACK CHU613 HIGHWAY TRACTOR
70" MR SLEEPER, MACK ENG; MP8, 18 SPD TRANS; 505
HP, 12/40 AXLE(S), MAXLITE SUSP; 243" WHEELBASE,
WHITE IN COLOR, INTERIOR: GRAND TOURING PACK-
AGES. -102522 STK#25062

2016 MACK CHU613 HIGHWAY TRACTOR
70" MR SLEEPER, MACK ENG; MP8, 18 SPD TRANS;
505 HP, 12/40 AXLE(S), MAXLITE SUSP; 243" WHEEL-
BASE, WHITE IN COLOR, INTERIOR: GRAND TOURING
PACKAGE, 22.5 TIRES. -102521 STK#25063

2016 MACK CXU613 STRAIGHT TRUCK
(CAB AND CHASSIS)

MACK ENG; MP8, 6 SPD TRANS; 445 HP, 14.6/40
AXLE(S), 4.11 RATIO, AL461 SUSP; 203" WHEELBASE,
WHITE IN COLOR, SPEC'D FOR 15-16' BOX OR DECK. -

111803 STK#53628

2011 MACK CXU613 HIGHWAY TRACTOR
70" HR SLEEPER, MACK ENG; MP8, 13 SPD TRANS; 485
HP, 12/40 AXLE(S), 3.58 RATIO, AIR RIDE  SUSP; 229"
WHEELBASE, WHITE IN COLOR. -111805 STK#13029

$54,000

2016 MACK CXU613 DAYCAB TRACTOR
MACK ENG; MP8, 18 SPD TRANS; 445 HP, 12/40
AXLE(S), 3.55 RATIO, AL461 SUSP; 203" WHEELBASE,
WHITE IN COLOR. -111797 STK#77867

2016 MACK CHU613 HIGHWAY TRACTOR
70 MR SLEEPER, MACK ENG; MP8, 12 SPD TRANS; 505
HP, 12/40 AXLE(S), 3.36 RATIO, MAXLITE SUSP; 243"
WHEELBASE, WHITE IN COLOR, RAWHIDE PACKAGE. -

111800 STK#22014

2016 MACK CHU613 HIGHWAY TRACTOR
70" MR SLEEPER, MACK ENG; MP8, 12 SPD TRANS; 505
HP, 12/40 AXLE(S), 3.55 RATIO, MAXLITE SUSP; 243"
WHEELBASE, WHITE IN COLOR, RAWHIDE PACKAGE. -

111801 STK#22013

2016 MACK CXU613 DAYCAB TRACTOR
MACK ENG; MP8, 18 SPD TRANS; 445 HP, 12/40
AXLE(S), MAXLITE SUSP; 197" WHEELBASE, WHITE IN
COLOR. -102525 STK#77868

2016 MACK CXU613 DAYCAB TRACTOR
MACK ENG; MP8, 13 SPD TRANS; 405E HP, 12/40
AXLE(S), MAXLITE SUSP; 197" WHEELBASE, WHITE IN
COLOR. -102532 STK#77870

2013 MACK CXU613 HIGHWAY TRACTOR
70" MR SLEEPER, MACK ENG; MP8, 13 SPD TRANS;
505 HP, 12/40 AXLE(S), AL461 SUSP; 233" WHEEL-
BASE, BLUE IN COLOR, PLATINUM WARRANTY RE-
MAINING ON UNIT, APU INCLUDED 704 KMS. -111804

STK#15008 $79,000

PRICE 

REDUCED

1-800-561-13181-800-561-1318
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WE MOVE IRON

Canada’s Largest 
On-Line Source for 

Heavy Trucks 
and Trailers! 

  

Check Ou
t

Our New
Website!

42

TMTV

New online episode
every Thursday

TTTMMTTVTV

.trucknews.com/videos/www

y Thursdayever
New online episode

.trucknews.com/videos/

y Thursday
New online episode 500 000+ views

March 2016
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1-888-995-2459

2009 FREIGHTLINER M2-106 
STRAIGHT TRUCK W/VAN

CUMMINS ENG; ISB, 200 HP, ALLISON AUTO 3000HS TRANS; 
28’ VAN BODY, WALK RAMP,  8’ BOX, 31,000# GVW. STK #616963, 

224,000 KMS. -100546

SURREY/CALGARY

2009 FREIGHTLINER M2 106 
STRAIGHT TRUCK W/VAN

ALLISON AUTO. TRANS; 26’, ALUMINUM TAILGATE, 
AIR BRAKES, 33,000# GVW, 165,000 KMS, 

STK #611209. -99038

CALGARY

2008 FORD F450 
STRAIGHT TRUCK W/VAN

6.4L ENG; 325 HP, 5 SPD. AUTO TRANS; 
16 FT BOX, 223,000 KMS, 
STK #376252 . -102540

SURREY/CALGARY

2008 FREIGHTLINER M2 112 STRAIGHT TRUCK W/VAN
MERCEDES ENG; MBE 4000, 370 HP, 6 SPD. AUTO TRANS; TANDEM AXLE(S),

28 FT BOX. STK# 421031. 355,600 KMS -101654

CALGARY

2009 FREIGHTLINER CASCADIA DAYCAB TRACTOR
DETROIT ENG; 14.0L, 470 HP, 13 SPD. AUTO TRANS; 12/40 AXLE(S), 

195" WHEELBASE, LOCKING DIFFS.
STK#438479 446 KMS. -101196

SURREY

2008 FORD E-450 CUBE VAN
DIESEL POWERSTROKE ENG; AUTOMATIC TRANS; 
16’ BOX, RAMP, STK #448629 214,000 KMS. -112332

SURREY

2012 FREIGHTLINER CASCADIA 
HIGHWAY TRACTOR

DETROIT ENG; DD15, 500 HP, 18 SPD TRANS; 12 & 40
AXLE(S), STK #855595 698,000 KMS -101653

CALGARY

2005 FREIGHTLINER M2 REFRIGERATED TRUCK
CAT. ENG; C7, 250 HP, 5 SPD. AUTO TRANS; 

26FT BOX, MULTI TEMP REEFER, POWER LIFT GATE, 
52,000LBS GVW. STK #426735. 255,300 KMS. -102541

CALGARY

2010 FREIGHTLINER CASCADIA HIGHWAY TRACTOR
DETROIT ENG; 14.8L, 505 HP, 13 SPD TRANS;

12 & 40 AXLE(S), 904,000 KM,
STK #622077. S. -101167

CALGARY

$43,750 $19,053

$41,500

“4” TOCHOOSEFROM

“3” TOCHOOSEFROM

$43,000

$78,500

$19,675

$43,289 $55,909

$56,000

Financing
Available

*Conditions apply. Please see your sales 
representative or details. Panel and pickup trucks may

have been previously used in a daily rental
application. Overstock prices do not include
12 month warranty. All pricing excludes

applicable taxes.

2007 FREIGHTLINER M2 112 
STRAIGHT TRUCK (CAB AND CHASSIS)

CAT. ENG; C11, 335 HP, 10 SPD TRANS; TANDEM AXLE(S), 
STK #481211 233,400 KMS. -99037

CALGARY

2008/2009 INTERNATIONAL 8600 
SINGLE/AXLE TRACTORS

CAT/CUMMINS ENG; 10 SPD TRANS; LEAF SPRING
SUSP; 152" WHEELBASE, ENG BRAKE, STK #398878.

OVERSTOCK, FROM 232,000 KMS. -97190

SURREY

“3” TO 

CHOOSE FROM

ALBERTA
CALGARY

4535 8A Street NE 
(John Davidson)

BRITISH COLUMBIA
SURREY
9616 188 Street
(Darryl Wood)

$25,888

$46,750
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Looking to buy a truck 
or trailer online?

   

LOOK NO FURTHER 

   
    

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

info@truckandtrailer.ca
www.truckandtrailer.ca

Follow us
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Loadshare® Air Helper Springs

ADDITIONAL BENEFITS

for more information contact:
Canadian Loadshare®

79 Bessemer Road, Unit 15, London, Ontario, Canada N6E 1P9

Tel: (519) 649-7420 Fax: (519) 649-7421

IDEAL APPL ICAT IONS INCLUDE

www.canadianloadshare.com

for Trucks & Trailers

USA Inquiries - www.fsip.com

Maximizes weight transfer directly 
from chassis to front axle. (up to 8,000 lbs.) 

“Distri
butor 

Inquir
ies 

Welco
me”

• maintains correct steering geometry
• improve ride quality in both conventional

and cabover trucks
• adjust to varying load requirements or road conditions

with the help of convenient in-cab controls

• refuse compactors
• utility trucks

• snowplows/wing plows
• buses

• concrete mixers
• dump trucks

• lift axle equipped trucks
• highway tractors

• maintain proper ride height
• increase vehicle stability
• improve handling and steering
• reduce leaf spring wear and drive train 

maintenance

“GREASE FREE”
5TH WHEEL 

SLIP PLATES

CANADA’S #1 DISTRIBUTOR OF ONE-PIECE PLASTIC LINERSCANADA’S #1 DISTRIBUTOR OF ONE-PIECE PLASTIC LINERS

ASK FOR BRUCE SMITH

CALL 
(519) 977-4614

16’ WIDTHS
NOW 

AVAILABLE

DEALER/INSTALLER

INQUIRIES 

WELCOME

ORDER YOUR “FACTORY WELDED” UHMW DUMP LINER KIT TODAY! 
INSTALLATIONS AVAILABLE!

ONLY
$135.00 EA
CASH & CARRY

For Western Canada Sales and Installations Call Your Local Fort Garry Location 
or Call Bruce Smith @ 519-977-4614

“CUSTOMIZED TO SUIT YOUR NEEDS”
• UP TO 16’ WIDTHS • VARIOUS LENGTHS & THICKNESSES 

• TRIED & TESTED with GRAIN & GRAVEL
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John Kennedy: johnjr@baytruck.com
FAX: 905-670-6673 

www.baytruck.com * Taxes & fees not included in advertised price

FINANCING AVAILABLE

CALL John 1-877-620-0223
WORLDWIDE

DELIVERY
20 YEARS IN BUSINESS

1-877-620-02231-877-620-0223
No Big Words 

or Fancy Promises! 
25 years in business, thousands 

of satisfied customers.

7895 Tranmere, Unit #1, 
Mississauga, ON L5S 1V9

2007 INTERNATIONAL 9200I DAYCAB TRACTOR

CUMMINS ENG; ISX, 10 SPD TRANS;
400 HP, 12 & 40 AXLE(S), 3.90
RATIO, AIR SUSP; 168" WHEELBASE,
WHITE IN COLOR, CLEAN TRUCK.
AUTO GREASERS. SOLD WITH
SAFETY AND ETEST.  718,365 KMS.
-102482

NEW 
ADDRESS

2007 INTERNATIONAL 9200I DAYCAB TRACTOR

CUMMINS ENG; ISM, 10 SPD
TRANS; 370 HP, 12 & 40 AXLE(S),
3.90 RATIO, AIR SUSP; 167"
WHEELBASE, WHITE IN COLOR,
LOW LOW KMS. PRE EMISSIONS
CUMMINS. LIKE NEW. NEW AN-
NUAL INSPECTION, NEW TIRES,
NEW FRAME PAINT. EXTRA CLEAN
TRUCK.  276,526 KMS. -112270

2007 INTERNATIONAL 9200I DAYCAB TRACTOR

CUMMINS ENG; ISM, 10 SPD
TRANS; 370 HP, 12 & 40
AXLE(S), 3.90 RATIO, AIR
SUSP; 167" WHEELBASE,
WHITE IN COLOR, CLEAN PRE-
EMISSIONS DAYCAB. CUM-
MINS! NEW ANNUAL
INSPECTION. COMPLETE SERV-
ICE. VERY CLEAN.  819,136
KMS. -98582

$39,995

$31,995

$28,995

Visit us online at:
www.grainmaster.mb.ca

grainmst@grainmaster.mb.ca
1600 Springfield Road, Box 56, Group 525, R.R. 5

Winnipeg, MB R2C 2Z2

“GRAINMASTER HAS BEEN PROUDLY SERVING THE 
WESTERN CANADA TRUCKING INDUSTRY SINCE 1962.”

CONTACT US TODAY FOR FURTHER DETAILS!
Toll Free: 1-888-562-3470

Local (204) 224-1697 Fax: (204) 224-2474

  

GRAINMASTER TRUCK EQUIPMENT
is now a Full Line

Stocking Distributor.
We feature Reefer & Dry Freight Aluminum

Van Bodies. Many Sizes In Stock.
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Follow us
/

WE MOVE IRON

Canada’s Largest On-Line
Source for Heavy Trucks 

and Trailers! 

 

� � � � � � �

  

  
   
  

  

 
 

Check Out Our 
New Website!
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Edmonton
Henry Schmidt - 780-918-9978
Tom Procinsky - 780-446-8810

Calgary
Dave Hull - 403-801-5642

Manitoba
Dave Hull - 403-801-5642

British Columbia
Tom Taylor - 604-805-0648

Saskatchewan
Ron Gurski - 306-230-6688

• Full Service Repair Facility
• 24/7 Mobile Repair Service
• CVIPs (Trucks & Trailers)
• Large Parts Inventory
• Fleet Maintenance

NEW 
HYUNDAI 

TRI-FLATBEDS 
IN STOCK 

-99102

NEW 
2017 

REITNOUERS
VARIOUS MODELS 

IN STOCK
-97991

TOLL FREE: 1-800-661-5960 
Visit us at www.kingpintrailers.ca

Sales, Service 
& Parts

15210 Yellowhead Trail, 
Edmonton, Alberta T5V 1A1

(780) 447-1970

FFLLEEEETT UUPPDDAATTEE
JJoohhnnssoonn’’ss CCoonnssttrruuccttiioonn LLttdd..

(15) 2007 MIDLAND 
TRAILERS BOTTOM DUMPS 

-98825

ASKING 
$30.000 EACH

(3) 2013 INTERNATIONAL
MAXFORCE 15 550HP ENGINE,

46,000 REAR AXLE,
14,500 FRONT,

18 SPEED TRANSMISSION. -98828

(2) 2007 INTERNATIONAL
9900I

550HP CUMMINS ISX ENGINE,
46,000 REAR AXLE,

14,500 FRONT AXLE,
18 SPEED TRANSMISSION. -98829

(7) THE 2014 
PETERBILT 367’S
550HP ISX CUMMINS,

46,000  REAR DIFFERENTIAL,
18 SPEED TRANSMISSION,
14,500 FRONT AXLE. -98827

Phone: 709-639-2303
Cell: 709-632-9191

rmcoles@johnsonconstruction.ca

Jo

hnson’s Construction Ltd.���
Corner Brook, NL

$$3300,,000000FFOORR AA SSEETT!!

AALLLL UUNNIITTSS RREEAADDYY TTOO WWOORRKK!!
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HELP US 

Deliver Change 
In November and December 2015, we need your 

help to participate in a cross-country food collection 

and distribution initiative to help fight hunger in our 

communities. To learn more about the many ways to 

get involved, please visit our website today.

Trucks For Change Network 
is a non-profit association of leading highway 

carriers supporting communities. Together our 

members have helped charities across Canada 

deliver over 10 million pounds of donated food 

and materials to those in need. We thank the 

following industry partners for making our  

work possible:

www.trucksforchange.org

Deliv
HELP US
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Western Canada’s Trucking Newspaper Since 1989 •  www.trucknews.com

SUBSCRIBE
NOW!READING SOMEONE

ELSE’S COPY?
Have your own!

MOVING?
REQUALIFY?

Call (416) 442 5600 ext. 3553

Company ______________________________________________________________________________________________

Name ______________________________________________

Address  _______________________________________________________________________________________________   

City ________________________________________  Province ________________________  Postal Code  ____________

Phone: (       ) ____________  Ext. ______   Fax: (       ) ____________  Email _____________________________________

Title ______________________________________________

CHANGE OF ADDRESS ONLY
Serial # from code line on mailing label

1     1    4

 Canada USA Foreign � Charge Card � Cheque Enclosed

� Visa     � Mastercard     � Amex

No: _____________________________________________

Expiry Date: ______________________________________

Signature:_______________________  Date: ____________

 1 Year � $43.95 � $109.95 � $109.95
  (+ applicable taxes)

 2 Years � $66.95
  (+ applicable taxes)

 Single Copy � $8.00 � $10.00 � $10.00
  Quebec Residents Add 7.5% QST; AB, MB, PE, SK, QC & 
  Territories Add 5% GST; BC, NF, NB & ON Add 13% HST; NS 15%.

DO YOU WISH
TO RECEIVE 

OR CONTINUE 
TO RECEIVE

TRUCk WEST

❏ YES     ❏ NO

Signature

Date

PLEASE ANSWER THE FOLLOWING QUESTIONS

1)   How many vehicles are based at or controlled from this location? Please indicate quantities by type: 
___ No. of Straight Trucks     ___ No. of Trailers     ___ No. of Buses     ___ No. of Truck-Tractors     ___ No. of Off-Road Vehicles

2)  Does this location operate, control or administer one or more vehicles in any of the following Gross Vehicle Weight (GVW) categories?  Please check YES or NO:
 14,969 kg. & over (33,001 lbs. & over)   ❏ YES   ❏ NO  
 11,794-14,968 kg. (26,001-33,000 lbs.)  ❏ YES   ❏ NO  

3) This location operates, controls or administers:
 Diesel powered vehicles  ❏ YES   ❏ NO     Refrigerated vehicles  ❏ YES   ❏ NO     Pickups or Utility Vans  ❏ YES   ❏ NO     Propane powered vehicles  ❏ YES   ❏ NO

4) Do you operate maintenance facilities at this location?    ❏ YES   ❏ NO       IF YES, do you employ mechanics?........   ❏ YES   ❏ NO

5) Indicate your PRIMARY type of business by checking ONLY ONE of the following:
 a) ❏ For Hire/Contract Trucking (hauling for others)
 b) ❏ Lease/Rental
 c) ❏ Food Production / Distribution / Beverages
 d) ❏ Farming

6) Are you involved in the purchase of equipment or replacement parts? ❏ YES   ❏ NO

7) Are you responsible either directly or indirectly for equipment maintenance? ❏ YES   ❏ NO

 e) ❏ Government (Fed., Prov., Local)
 f) ❏ Public Utility (electric, gas, telephone)
 g) ❏ Construction / Mining / Sand & Gravel
 h) ❏ Petroleum / Dry Bulk / Chemicals / Tank

 i) ❏ Manufacturing / Processing
 j i) ❏ Retail
 jii) ❏ Wholesale
 k) ❏ Logging / Lumber

 b) ❏ Bus Transportation
 m) ❏ Other (Please specify) 

Under 4,536 kg. (10,000 lbs.)  ❏ YES   ❏ NO8,846-11,793 kg. (19,501-26,000 lbs.)  ❏ YES   ❏ NO
4,536-8,845 kg. (10,000-19,500 lbs.)   ❏ YES   ❏ NO

Send payment to: Truck West, 80 Valleybrook Drive, Toronto, Ontario M3B 2S9 Today

USED TRUCKS

Missing Since: March 20, 1993

Date of Birth: May 14, 1974

Missing From:
Charlottetown, Prince Edward 
Island

Height: 5’7” / 170cm

Weight: 145lbs / 66kg

Eye Colour: Brown

Hair Colour: Dark brown

Characteristics: Wears glasses

Steven O’Brien

missingkids.ca

iF YOU HAve AnY inFOrMAtiOn ABOUt tHiS MiSSinG PerSOn,  

1-866-KID-TIPS
Or COntACt YOUr LOCAL POLiCe DePArtMent. 

ALL CALLS COnFiDentiAL.

PLeASe viSit OUr WeBSite Or CALL US tOLL-Free

(1-866-543-8477)

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

Child Find (Ontario) Inc. is an affiliate of the Canadian Centre for Child Protection Inc. 
Together, they provide missing children services in the Province of Ontario.

Taylor suggested asking the seller for 
the paperwork associated with any ma-
jor work done on the truck.

“All too often, trucks are sold with a 
rebuilt engine, transmission, clutch or 
differentials,” he said. “Without paper-
work, it is a null and void point. Unfortu-
nately, there are dealerships and people 
out there that will sell you a truck they 
claim to have had major work done and 
it turns out it never was, or maybe it had 
some minor work done and was sold as 
a complete rebuild. If major work was 
done, it more than likely was done at a 
reputable shop and with a little digging 
you can generally find some paperwork.”

Also look into the reputation of the 
seller. Customers are more likely to 
complain than to praise a dealer, so 
if you find a dealer has more positive 
feedback than negative, they should be 
safe to deal with, Taylor said.

Get the truck inspected
Even if the truck checks out initially and 
appears to have had no issues in the past, 
it’s still a good idea to have it inspected 
by a third-party shop. They should in-
spect the powertrain components and 
also verify the odometer mileage. Singh 
Bajwa said there are still unscrupulous 
sellers out there rolling back odometers. 
He said to verify the odometer reading 
against the ECM mileage and take note 
that the ECM readout will be in miles on 
a Canadian truck while the odometer 
will read in kilometres.

“A thorough inspection of the truck is 
the primary thing any customer should 
do always,” Gupta said. “A thorough in-
spection is the first measure they should 
take. Then obviously they should take 
it out for a test drive.”

Taylor said to be skeptical of a seller 
that won’t allow you to take the truck 
for an independent inspection. 

Be wary of shiny
Many owner/operators are attracted to 
bling, a fresh paint job and a well-pol-
ished exterior. However, Taylor said a 
truck that looks too good may be con-
cealing flaws.

“All of us know a shiny truck always 
gets lots of looks,” Taylor said. “Beware. 
Shiny does not always mean great con-
dition. Most reputable dealers work 
very hard to have our trucks look like 
they’re in showroom condition, but that 
is only one aspect of the recondition-
ing of a unit. A dealer should be able 
to tell you exactly what they have done 
to each unit to get them ready for sale 
and then back it up with invoices and 
work orders. All this gives the customer 

a clear idea of how the truck has been 
prepared for sale and allows them to 
make an educated decision.” 

Inspect before you buy
Continued from page 34

FLEETS

What matters most? 
What are the most important considerations for used truck buyers when selecting a truck? 

We posed the question in our latest Truck Equipment Buying Trends Survey.

OWNER/OPERATORS

1     Availability of parts

2     History of the truck

3     Age of truck/mileage

4     Type of transmission

5    Horsepower

1     Availability of parts

2     Age of truck/mileage

3     GVW/payload capacity

4     Type of transmission

5    Axle ratio & history of truck (tied)
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By Edo van Belkom

THE STORY SO FAR
Bud convinces Mark to go undercover at  
a trucking firm to see if he can help stop cargo thefts 
from the company.

•
The company was named Chenai Trucking and was 
owned by a pair of South Asian men who were born 
in that part of India. Mark had an appointment with 
the owners on Monday morning at nine, but he got 
to their Brampton truck yard a half-hour early so he 
could take a good look around.

The first thing that struck him was that there was 
no one in the security kiosk at the entrance to the 
yard, very few light standards and even fewer work-
ing lights, and no security cameras anywhere in the 
yard. The only security feature the place had – if you 
could call it that – were several office windows that 
faced out into the yard. That was fine during the day, 
but without adequate lighting there was no way any-
one could see what was going on out there at night, 
even if they were still in the officer working late.

When the time for his appointment rolled around, 
Mark entered the trucking office and told the wom-
an behind the front desk that he was there to meet  
Sunny and Premal. She asked him to have a seat, 
but one of the two men appeared before she had the 
chance to summon him on the phone.

“Good morning,” the man said, extending his 
hand. “I’m Sunny.”

“Mark. Mark Dalton.”
“Glad you could make it.” He turned. “We can talk 

in my office.”
Mark followed Sunny into a small room just off 

the reception area. He stepped in and Sunny closed 
the door behind him. 

“Please, sit.”
Mark took one of the hard plastic seats facing the 

office. It was a threadbare office with just a few filing 
cabinets spread around the room. There was wood 
panelling on the walls with a handful of trucking in-
dustry calendars hanging from nails hammered into 
the wood. None of the calendars were for the current 
year.

Sunny squeezed around the wooden desk taking up 
most of the space in the room and sat in the big office 
chair behind it. “You were here early.”

Mark was surprised that these were the first words 
out of his mouth, but eventually nodded. “Just wanted 
to see what your set-up was like.”

“And?”
“You need a security gate with a security guard in 

it 24/7, and a couple of security cameras covering the 
entire yard…for a start.”

Sunny nodded. “We are working on getting those 
things. Money’s a little tight right now with so many 
thefts from our yard, but we’ll get a proper set-up even-
tually.”

“Money’s an issue everywhere,” Mark said. “But 
if you don’t fix your security issues and reduce your 
thefts, companies aren’t going to want to ship with 
you.”

Sunny smiled. “It doesn’t cost us when one of our 
trucks gets stolen.”

Mark was taken aback by the man’s comment, but 

did his best to maintain a poker face. How could some-
one be so casual about having cargo stolen right from 
under his nose? Any trucking company owner Mark 
had ever known would be incensed and most would 
camp out in their yard with a video camera and a shot-
gun after the first theft. This guy didn’t seem to care. 

“That might be true,” Mark said at last. “But 
your customers can’t be thrilled that they’re losing  
product.”

“Of course not, but that’s why they have  
insurance.”

“How long have you been in business?” Mark asked 
after a lengthy moment of silence.

“Chenai Trucking has been operating for 15 years.”
Mark took a good look at Sunny. He was young – very 

young – and he didn’t look much like a truck person. 
His clothes were new and a bit on the flashy side and 
his haircut was almost a work of art with the sides 
shaved tight and a precise part down the right side of 
his head. “You don’t look like you’ve had a licence for 
more than 10.”

Sunny smiled. “This company was founded by my 
father-in-law, Premal. He started with a single straight 
truck, and now we have five company drivers and 15 
owner/operators driving for us.”

“Where is he now?”
“In the hospital. He’s having cancer treatments.” A 

pause. “He’s getting better, but it’s likely he won’t be 
back at work anytime soon.”

Mark took a moment to form a picture of what was 

going on at this company. Basically, the 
owner was getting old and a new guard 
was taking over…someone who was 
probably looking to squeeze as much 
out of the company as he could. Mark 
didn’t like the vibe he was getting from 
this man, Sunny. 

“With so many drivers,” he said, “what 
do you need me for?” 

“You sir,” Sunny said, leaning for-
ward on his desk, “came highly recom-
mended. As I understand it, you’ve foiled 
thieves and robbers all over Canada.” 

Mark smiled.
“After I was told your name I asked 

some of my drivers if they’d ever heard of 
you and they said they had. One told me 
you foiled a smuggling ring in the United 
States. Another told me you once had an 
organized crime hitman target you in 
Northern Canada and you put them all 
in jail without getting a scratch on you.”

“Well, yeah… those things are true.” 
Mark was flattered. All of the reserva-
tions he’d had just a few minutes before 
were gone.”

“So. You’re the best. Who else do we 
need?”

 “I can’t argue with that,” Mark said, 
beaming. “I’m your man.”

• 
Cargo theft was always a problem in 
the trucking industry but the trend had 
spiked in past years with over 400 re-
ported thefts last year in Southern On-
tario alone with losses in Canada costing 

upwards of $5 billion. Considering that 90% of every-
thing is moved by a truck as some point, it’s not sur-
prising that just about anything and everything has 
been stolen by cargo thieves from candy to inkjet car-
tridges, laundry soap to potato chips.   

Thieves had taken a couple of Mark’s loads over the 
years but this was the first time he’d be taking loads 
hoping his load would get stolen. 

That afternoon, Mark showed up at a warehouse 
in Mississauga for a load of electronics headed for a 
distributor in North Bay. When the shipper – a man of 
South Asian descent – realized Mark was there work-
ing for Chenai Trucking, there was a confused look 
on his face.

“You here for Chenai?” 
“Yeah,” Mark said. “Why?”
“You’re so…white”
“Is that not allowed?”
“First I’ve seen working for them.” A smile. “Chenai 

is a province in India. All of their drivers, except for 
you, have been Indian.”

Mark smiled, understanding he was obviously a fish 
out of water. “They’ve had a lot of cargo stolen. I was 
hired to help try and stop it.”

“I see,” said the shipper. “You think you can help?”
Mark smiled. 
“I’m going to try.”  

- Mark Dalton returns next month in Dalton Under-
cover Part 3.  
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OKOTOKS, Alta. – Last year was one to 
forget for trucking companies serving 
the oil patch, and 2016 is looking equally 
tenuous, but if there was a bright spot for 
Mullen Group it was the performance of 
its trucking/logistics companies, and in 
particular their safety records.

Speaking on a conference call with 
analysts Thursday, Mullen Group CEO 
and chairman Murray Mullen said, “You 
can measure this by any statistic - in-
jury frequency, lost time claims, cargo 

and equipment damage – they’re not 
just down in each measurement, they’re 
down significantly. In fact, I’d say they’re 
world class.”

Mullen also said the company im-
proved its processes to maintain its op-
erating margins.

“These are the things we can control 
here at Mullen Group,” he said. “ I want 
to acknowledge the hard work and dedi-
cation of our entire team. Our people did 

us proud last year.”
What Mullen – and other oilfield ser-

vices providers – can’t control, is the 
crashing of commodity prices. 

“The entire industry ecosystem is a 
total mess,” Mullen said of the oil and 
gas sector.

Interestingly, Mullen’s trucking/logis-
tics business, which traditionally con-
tributed about 40% of total revenue, this 
year chipped in 60%, while oilfield ser-
vices dropped to 40%.

Despite the challeng-
es, Mullen said the com-
pany was able to main-
tain its strong balance 
sheet and will be con-
servative moving for-
ward. It’s not actively 
pursuing acquisitions 
in the trucking indus-
try and is even less inter-
ested buying companies 
serving the oilfields.

“We’ll still do a great 
acquisition, but I’m 

playing defense right now, I’m not play-
ing offense,” Mullen said. “I will never 
put the company at risk by trying to play 
offense. This is a year of positioning.”

However, he said Mullen isn’t inter-
ested in buying its struggling oil patch 
competitors. 

“They’re a bunch of zombies out 
there,” he said.

Mullen said he’s seeing some signs of 
stress in the general economy - especial-

ly in Alberta - but nothing too discon-
certing yet. 

Mullen said the integration of 
Gardewine has gone well and he singled 
out Kleysen Transport as a top performer 
within the group.

Mullen characterized the rate envi-
ronment in the oil patch as “total cha-
os” but he reiterated his company won’t 
run equipment at a loss just to keep the 
wheels turning.

“We do not go to work to lose money,” 
he said. “Everybody knows it in our or-

ganization. If we’re going to lose money, 
we’ll do it because we don’t go to work, 
not because we go to work.”

Mullen said low commodity prices 
should benefit consumers in the form 
of lower energy prices, but he’s not see-
ing much of a silver lining.

“Unfortunately, the benefit from 
the commodity price decline is prob-
ably being eaten up by higher food 
costs because the dollar has been 
crushed,” he said. “The consumer is 
kind of stuck.” 

Safety record a bright spot for Mullen Group in 2015

‘The entire (oil 
and gas) industry 
ecosystem is a 
total mess.’ 
Murray Mullen, Mullen Group

2016 Best Fleets to Drive For revealed
ALEXANDRIA, Va. – The Truckload Carriers Association together with Carri-
ersEdge announced the 2016 Best Fleets To Drive For in late January.

According to the companies, the 8th annual Best Fleets To Drive For program 
recognizes 20 for-hire trucking companies across North America for their out-
standing workplace experience and professional drivers. One quarter of the Best 
Fleets to Drive For this year were Canadian carriers.

The five Canadian companies recognized as the 2016 Best Fleets to Drive for 
were: Bison Transport of Winnipeg, Manitoba; Challenger Motor Freight of Cam-
bridge, Ontario; Erb Group of New Hamburg, Ontario; Kriska Holdings of Prescott, 
Ontario; and TransPro Freight Systems of Milton, Ontario. 

“For 2016, we’ve noticed a trend toward the theme of ‘flexibility’ in job struc-
ture and routing, as well as team communication,” said Jane Jazrawy, CEO of 
CarriersEdge. “From within the Top 20 winner pool, it seems that many compa-
nies are creating different types of jobs so drivers have more options that suit 
their lifestyles.  We’re seeing more and more communication going out on Face-
book, meetings via web or conference call, and similar things that just gener-
ally make life more convenient for professional drivers. Fleets are also moving 
more of their business into mobile apps or Web sites, and, in many cases, are 
providing devices directly to their drivers.” 

For leasing enquiries please contact:  Jay Camacho  •  jcamacho@99years.ca  •  905-761-4273

• 205 & 101 Doney Crescent in Concord, Ontario

• Facility #1: 86,000 sf cross dock with 128 TL doors

• Facility #2: 31,000 sf cross dock with 75 TL doors

• Separate office space in each facility

• Separate maintenance garage in each facility

• 30 ac. allows additional parking and outside storage for lease

• Opportunity is for 2016 occupancy; can be subdivided

CROSS DOCKS – AVAILABLE FOR LEASE
30 acre site – PRIME HWY 407 & EAST OF HWY 400 VICINITY
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And now, we bring that same value to the trucking industry.

Dependability.  
We’ve made it affordable since 1892.

The Uniroyal® HS50™ a tough, reliable on/off-road tire that fights 
chips and cuts. It also has deep tread and solid ribs for long wear. 
The Uniroyal® HD60™, built to grab whatever surface you’re  
working on. Thanks to TigerClaw Traction. Like the HS50,  
it comes with an additional summit ply for durability  
and retreadability.
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By Edo Van Belkom

       ic gets a load of high end electronics that is destined for a warehouse in the Southern United States. 
        He does his usual great job of managing his time, avoiding bad weather and traffic congestion, and has 
        his truck running at optimum efficiency. Not only does he make his destination on time, but gets there 
early, arriving just before dawn.

      lthough there is no one else in the 
       entire yard, Vic is not unseen as 
       he moves around his rig.

      fter pulling into 
       the lot Vic has 
       time on his 
hands and decides 
to do a post-trip 
circle-check to 
make sure his 
truck’s still in 
good shape after 
a long highway run. 
He bundles up for 
the cold morning 
that’s still waiting 
for the sun to rise 
and gets out to 
inspect his truck 
and trailer.

      ow in handcuffs, the Sheriffs bring Vic over 
       to their patrol car. People have come out of 
       the trucking office to see what’s going on.

          eah, there’s a strange man prowling around our truck yard  
           and it looks like he’s up to no good.” A pause. “He sure 
           doesn’t look like he’s from around here.”
Vic continues his circle-check and is standing at the back of his 
trailer checking the seal when...
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“Y“Sheriff?”

“Now, who ARE you?”

“POLICE! Don’t Move!”

       ic is confused by 
        what’s going on. 
        Surely, there has 
to be some mistake. He 
thinks that this is all 
a misunderstanding. If 
he can just show them 
who he is, show them 
some paperwork for the 
load that everything will 
be all right. He reaches 
into his pocket for his 
identification and is 
tackled by police.
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VersaCold buys trucking firm
VANCOUVER, B.C. – VersaCold Logis-
tics Services has announced its acquisi-
tion of the assets of cross-border carrier 
Gary Heer Transport. The move marks 
VersaCold’s entry into the US cross-bor-
der transportation segment. The com-
pany will launch its new subsidiary Ver-
saCold North America Transportation 
Solutions (VNATS) in the first quarter 
of 2016. Gary Heer Transport provides 
cross-border refrigerated trucking be-
tween Western Canada and the US.

“This acquisition marks an exciting 
time of growth and service expansion 

at our company,” said Douglas Harri-
son, president and CEO of VersaCold. 
“By offering cross-border transportation 
services through VNATS, we continue 
to live our vision of being our custom-
ers’ most trusted and reliable long-term 
partner by providing new and innova-
tive solutions and services that enable 
them to achieve great business success.”

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

Bison recognizes three million miler
WINNIPEG, Man. –  Bison Transport announced one of its drivers, Roger Maltman 
of Winnipeg, has become the company’s first to complete three million consecu-
tive accident-free miles. Maltman has been a driver with Bison since September 
1994 and reached the milestone on his way to Calgary Jan. 26.

“Ultimately it’s me behind the wheel, but there are a large group of people 
doing their jobs with expertise, which enables me to do mine at a high perfor-
mance level,” Maltman said of his achievement. “We have the best equipment 
there is and a great operations staff.”

Nearly 1.8 million of his safe miles are part of Bison’s long combination ve-
hicle (LCV) network.

“Roger has been a model of consistency in our organization and achieved this 
milestone through his incredible dedication to safety,” said Garth Pitzel, director 
of safety and driver development. “He has represented Bison and the transporta-
tion industry with the utmost professionalism throughout his illustrious career.”

Maltman said the secret of success is staying focused on the moment and 
being aware of your surroundings. “You always have to concentrate on the next 
mile,” he said. “You have to know your equipment, always be paying attention 
to traffic and using clues to anticipate what might happen next on the road.”

Driverlink is proud to protect the privacy of your personal information as required under federal privacy laws. If you would like to see a 
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By Derek Clouthier

EDMONTON, Alta. –‘The lil’ company 
with a big heart.’ That’s the motto be-
hind the continued success and growth 
of the lil’ Edmonton, Alta. company that 
got its start hauling water to oilfield drill-
ing rigs in 1994, and now boasts over 45 
trucks and support units and a more var-
ied portfolio.

“We’ve diversified a lot more out of the 
oil patch,” said Josh Laczko, president, 
CEO and majority owner of Rebel Heart 
Trucking. “It’s not that we’re out of it, it’s 
just that we’re doing more things. We re-
ally started to focus about a year ago on 
drinking water, so we now service a lot 
of the Adrossen, Sherwood Park and To-
field areas. We have two trucks full time 
that haul water out there.”

While completing college, Laczko was 
looking for some work when he popped 
into the Rebel Heart office and soon 
found himself working part time.

“The winter of 2013, we started talking 
about buying the company,” Laczko re-
called, “and 16 months later, I purchased 
a majority of the company.”

Since then, he has continued to work 
on diversifying the company’s business 
in an effort to bring more stabilization to 
the company and its employees.

“Like any business, you’re super busy, 
super slow, super busy, super slow, so 
we want to get more steady work,” Lac-
zko said. “It helps the company to have 
a more steady cash flow, it helps staff 
have steady paycheques…it’s good for 
everybody.”

Laczko said the company’s ability to 
haul more potable water has brought 
more stability to the business.

Rebel Heart remains involved in ice 
road building and hauling water for hy-
draulic fracturing operations.

“It’s just that there’s not much of that 
to go around anymore,” said Laczko. “So 
a lot of our work is a lot more localized…
everything is a lot closer to home now.”

Roughly 40% of Rebel Heart’s business 
is centered around the oil and gas indus-
try, with another 40% for commercial/in-
dustrial and the remainder in residential 

and miscellaneous. 
They cover an area that circles the 

Edmonton area from Redwater, Fort 
Saskatchewan, Josephburg, Leduc and 
Spruce Grove, but have sent trucks to 
Moose Jaw, Fort McMurray, Edson and 
are willing to service all of Western Can-
ada. The past year has also brought the 
company more into the wide world of 
technology.

“The biggest thing has been how we’ve 
been able to use technology to our ad-
vantage,” Laczko explained. “We track 
loads for customers, and with all the 
spreadsheets using Google Sheets and 
using cloud technology we’re able to 
share with our customers what we’re 
doing and they’re able to see what our 
trucks are doing on site. That’s been a 
really important part of our continued 
success.”

Despite his youth, Laczko said he is 
far from the most tech savvy at Rebel 
Heart, and commends his staff for tak-
ing a leadership role and being a huge 
part of the implementation of various 
new technologies.

Creating a safe workplace is another 
item on the top of Laczko’s priority list, 
as the president and majority owner has 
for the time being taken the role of safety 
manager onto his plate.

Laczko said he is currently handling 
the company’s safety program because 
they have had a string of ‘bad luck’ hiring 
safety managers, but now have a consul-
tant that is coming in and it appears that 
that person will eventually be retained 
as a permanent employee.

“Obviously all things are my respon-
sibility whether they go good or bad,” 
Laczko said of the company’s safety 
measures.

“It’s so important. I remember eight 
years ago when I used to work north of 
Slave Lake, (safety) just didn’t matter; 
you got it done and you left. It’s unbe-
lievable how much that has changed in 
the last 10 years. It’s not so much about 
speed anymore, it’s about getting it done 
right and safely. Those are really the only 
two things that matter. Money almost al-
ways comes after those two things now.”

Laczko said he believes the reason 
people’s attitude toward safety has 
changed is because the culture in soci-
ety has changed.

“No one wants to get hurt,” he said, 
“and as reasonable people, no one wants 
to see anyone get hurt.”

Though he said 2016 would bring a 
certain degree of maintaining the status 
quo, Laczko remains vigilant to strike 
at the right business opportunity at the 
right time.

“We do have some growth in mind, 
but it has to make sense and it has to be 
for the right reasons,” he said. “If we add 
to our existing business or go into a new 
one it will have to complement a busi-
ness we are already doing.

“There’s already been some opportu-
nities that have come up in the last six 
months, and they just weren’t the right 
ones.”

During the last recession in 2008-09, 
Laczko was managing a company, and 

he said this is the first time he has had 
to navigate the turbulent economic wa-
ters as an owner.

But Laczko isn’t shy about putting his 
two cents out there with respect to busi-
ness management.

“The ones that have sat back on their 
ass the last couple of years and just rode 
the wave of easy money and success, that 
is over, so if they’re not willing to get 
their hands dirty and get in there with 
their teams, they’re not going to last,” 
he said. “If they’re only in their office in 
their suits, it’s not going to work for them 
anymore. I’m not scared to get out there.”

For Laczko and Rebel Heart Truck-
ing, good business is not about putting 
all its eggs in one basket, it’s about not 
being afraid to be a little rebellious from 
time to time.

“History repeats itself to a point,” said 
Laczko, “but there’s always some chang-
es along the way that make it a little  
different.” 

President, CEO and majority owner of Rebel Heart Trucking, Josh Laczko, says 
creating a safe workplace is top priority.  
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Pushing forward 
with a big heart and a
hint of rebellion
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Take control today at BFGoodrichTruckTires.com
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Now you don’t have to compromise engine protection for fuel economy. DURONTM-E UHP 5W-30  
delivers up to 2x* better wear protection AND 4%** better fuel economy. 

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

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

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

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

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

THERE’S ONLY 
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No matter where you’ve traveled, Uniroyal® tires have been there. Families have trusted Uniroyal  
value for more than 120 years, and now we’re bringing that same value to the trucking industry. 
Truckers deserve a tire that works as hard as they do, at an affordable price.  
Visit uniroyaltrucktires.com to learn more.
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