
By Harry Rudolfs

CLOVERDALE, B.C. – It took a lot of meetings and 
about two years of work, but the collection of vintage 
trucks that was once at the core of the B.C. Transpor-
tation Museum, is once again back where it started 
in Cloverdale, B.C.

Eighteen of the trucks are now housed and on 
display in a building beside the Fraser Downs horse 
track. I recently walked in on a group of ardent vol-
unteers who were preparing the trucks for the grand 
opening on Victoria Day Weekend .

The spirit of volunteerism was everywhere. I 
found Brian Busby, a retired driver, behind the 
wheel of a 1929 White tanker painted up in Shell 
colours. The engine purrs along as Busby rolls it 
into the driveway. 

“It runs okay, but I need a swamper to help me 
steer it,” he joked.

Tex Bussey, another retiree and a former com-
mercial truck salesman, was doing a final patch 
on the floorboards of a 1941 Chevrolet Maple Leaf, 
manufactured in Oshawa, Ont., during WWII. An-
other retired driver Lloyd Lemky showed up to help 

with the preparations, and it was then I realized this 
museum is about more than just the vehicles – it’s 
also about the stories and the passion that the vol-
unteers bring to the artifacts. 

Lemky, for instance, was among the first drivers 
to haul A-train gasoline tankers for Trimac. 

“They thought we could do the job with 270-horse 
engines, when really we needed about 350,” he told 
me. “That is until we started to bill them by the hour 
instead of the trip. It would take me almost six hours 
to go from Hope to Princeton, and most of that was 
in second and third gear.”

The story of these trucks and their people is as 
varied as the history of trucking in British Colum-
bia. The bulk of the collection comes from Aubrey 
King, a trucking magnate who shut down his dray-
age business rather than cave into labour pressure 
from the International Brotherhood of Teamsters, 
who were courting his drivers at the time. 

King simply closed up operations and many of 
the trucks were preserved in mint condition in an 
old warehouse. One of the Chevrolet Maple Leafs 
had only 77 miles on the odometer.

Reach us at 
our Western 
Canada news 
bureau

Contact  
Jim Bray at:  
jim@transporta-
tionmedia.ca 
or call 
403-453-5558

Tex Bussey, a retired commercial truck salesman, is among the volunteers who’ve rescued a collection of antique trucks 
and found them a new home where they can be enjoyed by visitors. 

Continued on page 26
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Navistar’s Jack 
Allen tells AMTA 
conference more 
change is coming

By Jim Bray

BANFF, Alta. – Jack Allen thinks there 
are some pretty heavy-duty times com-
ing in the not too distant future – as if 
there haven’t been some already! But he 
also thinks that, rather than bemoan 
the situation, the industry should look 
at the changes as opportunities.

Allen, the new chief operating officer 
for Navistar, also told the 75th Alberta 
Motor Transport Association Manage-
ment Conference in this Rocky Moun-
tain resort town that his company is 
moving full steam, or at least “full die-
sel and alternate fuels,” ahead into that 
future and intends to be a big part of it.

Saying it’s a great privilege to be 
leading Navistar through what he 
called “a great time of transition and 
challenge,” Allen noted that the com-
pany – like the industry – faces some 
pretty big challenges, but everyone 
goes through challenges at one time or 
another. “To paraphrase Mark Twain,” 
he said, “the rumours of our demise 
have been greatly exaggerated. Despite 
some elegantly crafted obituaries I’ve 
read recently, we’re moving ahead with 
a renewed dedication and resolve.”  

But his address dealt more with 
what’s coming for the industry as a 
whole, in light of some possibly dis-
turbing trends and looming new rules. 
“If there’s one thing I’ve learned, 
there’s really no industry that is im-
mune to change. Change is the only 
constant we can count on, and we 
succeed by turning uncertainty and 
change into opportunity.” Allen said 
he believes the trucking industry has a 
tremendous future and it’s the shared 
responsibility of all the stakeholders to 
recognize that they need to adapt and, 
in some cases, even be “the driver of 
that change.”

One big change – and a good one – 
Allen bets is coming, is a more stable 
price for diesel fuel. He noted that the 
price of diesel has seesawed over 30% 
over the past three years, a situation 
exacerbated by instability in the Mid-
dle East and the European financial 
meltdown. 

“It seems like every global crisis 
there is results in the price of diesel 
fuel in North America being…on a wild 
ride,” he said, “And it’s very difficult to 
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and insight from industry experts and successful owner-operators 
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OEM This 
Month

Last Year

Freightliner 630 779

International 344 462

Kenworth 553 581

Mack 183 171

Peterbilt 308 330

Volvo 239 429

Western Star 185 183

TOTALS 2442 2935

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

Freightliner 165 190 38 101 703 288 60 35 1 10 1,591

Kenworth 290 468 103 27 169 195 31 0 0 0 1,283

Mack 39 95 36 26 132 73 18 4 0 1 424

International 34 179 9 27 415 216 32 8 3 9 932

Peterbilt 109 286 62 58 113 179 30 15 0 0 852

Volvo 60 36 21 35 235 147 29 15 0 1 579

Western Star 97 192 17 9 83 70 10 23 0 4 505

TOTALS 794 1,446 286 283 1,850 1,168 210 100 4 25 6,166

The first quarter has been a disappointing one for 
Class 8 truck sales in Canada. Although Class 8 
sales for the month returned to a level above 2,000 
and were about 400 units above the 5-year average, 
they were considerably behind the monthly total from 
2012. The drop reflects a six-month slide below last 
year’s totals. All truck makers, with the exception of 
Mack and Western Star which made minimal gains, 
have suffered setbacks in sales totals compared to 
the previous year.

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

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

With sales of 6,166 Class 8 trucks to close out the first quarter, 2013 is more than 1,000 units behind last year’s pace but also about 1,000 units above the five-year average. 
Assuming an 8-year life cycle for Class 8 trucks (a truck could go through several owners during this period), there are more than 35,000 trucks due for renewal in 2013. If 
in fact all those trucks are renewed that would put 2013 on pace with the sales totals posted in 2005, the second best Class 8 sales year in Canadian history. But after three 
months of disappointing results it is very unlikely this will happen in 2013.

After 15 straight months of sales coming in above the 2,000 mark, reminiscent of the industry’s 
capacity boom years of 2005 to 2007, they dropped slightly below 2,000 in January and yet again 
in February. They did rebound to over the 2,000 mark, however, in March but were still behind last 
year’s totals for the month. Over the past quarter we have been pointing to the worrisome trend  
of sales declining each month since October. In fact sales have been in general decline since the 
year’s high mark of 3,166  back in May. 

Market Share Class 8 – Mar 13 YTD12-Month Sales Trends
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Freightliner, last year’s Canadian market leader, has started off strong again, 
despite a drop in sales totals compared to the previous year. Kenworth 
finished 2012 in the number two spot for market share, its strong wide 
western network tapping into the stronger western economy. The company 
sits at 21% market share. Troubled Navistar International finished the year 
with 15% market share but has shown improvement in the first three months.

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

2,597 3,166 2,861 2,542 2,517 2,392 2,575 2,411 2,326 1,916 1,808 2,442
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recently had the good fortune 
of visiting Germany, home to 
the world’s largest truck man-
ufacturer, Daimler. The occa-
sion was the start of produc-
tion of the company’s Detroit 
DT12 automated manual 

transmission, which is now being in-
stalled in Freightliner trucks with the 
DD15 engine. 

The transmission is poised to make 
a big splash in North America, with 
many customers already placing or-
ders. The benefits of automated trans-
missions have been well documented. 
They include: fuel economy improve-
ments for less-experienced shifters; 
safety enhancements as a result of driv-
ers keeping two hands on the steering 
wheel; and improved efficiencies from 
functions such as eCoast, which dis-
engages the transmission on down-
hill grades, allowing the truck to cruise 
without consuming fuel. You can read 
more about the DT12 on pg. 32. 

While the plant tours and product 
presentations were interesting, I also 
found it fascinating to observe the sub-
tle – and not-so-subtle – differences be-
tween trucking in Germany compared 
to here. Would you believe trucking 
practically comes to a halt on weekends 
and holidays over there? On weekends, 
trucks are banned from the main high-
ways – the legendary Autobahns – from 
about lunchtime Saturday until Sun-
day night. The truck stops and park-
ing lots along the highway are packed 
with trucks and the freeways remain 
devoid of truck traffic, so motorists can 

have the roads to themselves and take 
full advantage of the non-existent (on 
stretches) speed limits. 

I chuckled at the thought of all the 
truck traffic along the 401 scrambling 
to find a place to park at the same time 
on a Saturday morning. Okay, it’s not 
that funny. There’d be pandemonium 
and pure chaos if this 
were to happen.

Such a restriction 
would also grind our 
economy to a halt. 
In Germany, trucks 
hauling perishables 
can continue on with 
their deliveries over 
the weekend but for 
the most part, the main 
highways are truck-
free. We simply have 
too much distance to 
cover in Canada to al-
low for a weekend truck 
ban. When an Ontario 
Trucking Association 
(OTA) delegation of 
trucking industry leaders visited Eu-
rope to see how mandatory speed lim-
iters were working over there, I notice 
they left this particular idea in Europe.

Another interesting difference be-
tween trucking in Canada and in Eu-
rope involves the trucks themselves. 
The obvious difference is that Europe-
ans predominantly run cabovers, for 
various reasons. But those cabovers in 
many cases are more technologically 
advanced than the trucks we run here. 
I rode in a Mercedes Actros equipped 
with all the latest systems, including 
one that uses radar to automatically 
apply the brakes and throttle in stop-
and-go traffic. Traffic jam? Just keep 
the truck between the lines and the 
truck will do the rest.

Some of these systems are already 

available on this side of the pond and 
others could easily be adapted to 
North American trucks, but the real-
ity is, most would fall under the cat-
egory of ‘nice-to-have-but-too-expen-
sive’ options. European truckers are 
more inclined to invest in the latest 
technologies. 

The other thing the Europeans do 
particularly well is, they know how to 
celebrate a holiday. Our visit to Ger-
many ran through May 1, which is May 

Day, or the German version of Labour 
Day. And labour they do not. Most of the 
stores were shut down so that the in-
habitants could carry on a laudable tra-
dition, in which they pack little wooden 
wagons full of beer and traipse about 
the countryside, catching up with old 
friends and making new ones.  This is a 
tradition I’d like to bring back to Cana-
da, but I worry if I left my property with 
a wagon full of beer, I’d be apprehended 
before I made it to my nearest neigh-
bour. Okay, like the weekend truck 
bans, I’ll leave that idea in Europe. 

e’ve ju st  come 
through a slower 
than expected first 
quarter with a great 
deal of uncertainty 
about what the next 
quarter will bring. 

Lingering downward pressure on 
rates continues to affect carrier reve-
nues just as it’s time to replace trucks 
that have gone considerably beyond 
previous life cycles and are becoming 
a drain on maintenance budgets. 

The country’s fleet managers and 
executives are clearly earning every 
penny of their paycheques these days 
trying to dodge multiple obstacles to 
business growth. 

And it looks like they will have to 
keep on dodging. Economic experts 
are calling 2010-2020 the Low Growth 
Decade. It’s a time that calls for the 
most innovative of business strate-
gies to get ahead.

We are hoping to be of some help 
in that regard with our next Surface 
Transportation Summit, which we put 
on in partnership with Dan Goodwill 
& Associates. 

The all-day event, scheduled for Oct. 

16 at our new venue The Mississauga 
Convention Centre, will bring togeth-
er carrier, shipper and industry sup-
plier executives to discuss the indus-
try’s most pressing issues and share 
insights on how to solve them.

We start off the Summit with an 
economic forecast provided by one 
of Canada’s leading economists and 
look at the implications for shippers 
and transportation providers as they 
prepare their 2014 business plans.  

Our most popular session from last 
year’s Summit, The View from the Top, 
is back featuring CEO perspectives on 
major transportation trends.  

For this track we assembled a blue 
chip group of transportation compa-
ny executives from the LTL, truckload, 
rail and insurance industries as well 
as arranged for insights from a lead-
ing global management consultancy.

We round out an information-

packed morning with expert panels 
examining the growth potential of 
dedicated transportation and inter-
modal services.

The afternoon will include several 
concurrent tracks, including insights 
on Best Practices to Cross Border 
Transportation; Leading an Effective 
Transportation Sales operation; Car-
rier Scorecards and Compliance Man-
agement, and the current environment 
for Mergers and Acquisition Strategies.

We close out the day with one of the 
hottest topics in transportation today: 
An in-depth look, from both the ship-
per and carrier perspective, on run-
ning a successful Freight RFP. 

But that’s not all. 
The Summit is designed to be of 

practical use to both shippers and car-
riers alike and last year attracted more 
than 200 transportation and supply 
chain executives. So it’s sure to pres-
ent delegates with the ideal business 
networking opportunity. 

To register, go to www.surfacetrans-
portationsummit.com. Looking for-
ward to seeing you there. 

Notes from a visit to Germany

See you at our 2013 Summit

James Menzies

Editorial
Comment

I

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

Lou Smyrli s  can be reached  
by phone at (416) 510-6881 or by e-mail 
at lou@TransportationMedia.ca. You 
can also follow him on Twitter at Twit-
ter.com/LouSmyrlis.

Lou Smyrlis

The view
with Lou
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Study proves emissions testing program for trucks unnecessary: BCTA
LANGLEY, B.C. – The B.C. Trucking As-
sociation (BCTA) says a mandatory Air-
Care-like emissions testing program for 
trucks would be wasteful and unneces-
sary, based on the results of a recent re-
mote sensing study of truck emissions.

The study, entitled Remote Sensing 
Device Trial for Monitoring Heavy-Du-
ty Vehicle Emissions and conducted in 
the Metro Vancouver area last summer 
and fall, concluded that most trucks 
tested are operating within the stan-
dards mandated for with their partic-
ular engine year, and that emissions 
from newer trucks reflect the increas-
ingly stringent engine emissions stan-
dards that were introduced in the 1990s 
and tightened significantly in 2007 and 
again in 2010. The study was commis-
sioned by Metro Vancouver in collabo-
ration with the Fraser Valley Regional 
District, AirCare, Port Metro Vancouver 

and the B.C. ministries of Environment 
and Transportation and Infrastructure.

“The Metro Vancouver study con-
firms what we already knew,” said Lou-
ise Yako, BCTA president and CEO. 
“The diesel engine emissions stan-

dards introduced in 1994 and tight-
ened further in 1998, 2004, 2007 and 
2010 are yielding impressive results in 
terms of reduced air emissions from 
trucks with diesel engines.”

The BCTA estimates that model year 

2007 and newer trucks currently ac-
count for 35% of the heavy-duty truck 
fleet across the province. The BCTA 
further estimates, based on a fleet re-
placement rate of 5.5% per year, that 
model year 2007 and newer trucks will 
make up more than half (52%) of all 
heavy-duty trucks in B.C. by 2015 and 
63% of the fleet by 2017.

“A large-scale AirCare-like emis-
sions testing program for trucks 
would impose unreasonable costs on 
the industry and produce very limit-
ed results,” added Yako, pointing to an 
emissions testing program for heavy-
duty trucks in Ontario which has pro-
duced a failure rate of less than 4%. “As 
older trucks are retired and replaced 
with newer, cleaner trucks, diesel 
emissions will naturally decline over 
time, making an onerous and expen-
sive testing program unnecessary.”

AMTA working on 
enhanced driver 
training standard
CALGARY, Alta. – The Alberta Mo-
tor Transport Association (AMTA) 
wants to develop a minimum com-
mercial driver training standard, 
and recognize drivers who’ve met 
the new standard with a special 
designation on their licence. The 
association says it will soon start de-
veloping the standard and will pres-
ent it to the province later this year.

“AMTA would like to see the prov-
ince recognize commercial truck 
drivers with a special designation on 
their licence,” said AMTA executive 
director Don Wilson. “Professional 
drivers should meet a training stan-
dard to attain a professional desig-
nation and maintain that designa-
tion through continuing education.”

AMTA president Dan Duckering, 
added “Professional drivers under-
go extensive training that goes well 
beyond what is required for a provin-
cial licence. Yet at this time there 
is no recognition for that advanced 
training or the high-level of skill 
that professional drivers attain.”

AMTA has put together a stakehold-
er committee it says spans many sec-
tors of the province’s economy, to col-
laborate on what the new standard 
should entail. The committee wont re-
establish qualifications for a Class 1 
licence, but instead will develop a pro-
fessional designation for those who 
transport goods for-hire.

“Albertans will benefit from mini-
mum commercial training standards 
for commercial drivers too,” said Wil-
son. “Setting a minimum standard 
will enhance road safety across the 
board and make driving a more at-
tractive occupation for career seek-
ers. We have targeted the fall to de-
liver a proposal to the minister. The 
committee has set out to determine 
what a minimum standard should 
consist of, to find a standard ac-
ceptable to all stakeholders and to 
outline what continuing education 
of commercial drivers will include.”

There are 132,000 Class 1 licence-
holders in Alberta. 
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By James Menzies

KNOXVILLE, Tenn. – On Apr. 15, law 
enforcement officers swept down on the 
headquarters of Pilot Flying J, as well as 
the residences of several of its employ-
ees. Three days later, the FBI released 
a 120-page affidavit, which detailed a 
long-running scheme the FBI alleged 
saw the truck stop chain short-change 
customers on their agreed-upon fuel re-
bates. The affidavit included damning 
transcripts of conversations secretly re-
corded by an FBI informant.

In those conversations, Pilot Flying J 
managers openly discussed how they 
would reduce the rebates paid to cus-
tomers without their knowledge. In one 
example, the company was alleged to 
have arbitrarily reduced a $10,000 rebate 
to $7,500, anticipating the carrier would 
be too unsophisticated to catch on.

In fact, it appeared the scheme was 
directed at smaller carriers that didn’t 
carefully monitor their fuel spending 
and negotiated rebates, though large 
fleets such as Mesilla Valley Transport 
and Western Express were also named 
as victims in the affidavit.

During a Nov. 19, 2012 sales meet-
ing, Brian Mosher, director of sales for 
national accounts, said in a recorded 
conversation: “Some of ’em don’t know 
what a spreadsheet is. I’m not kiddin’. 
So, again, my point is this: know your 
customer. Know what you’re sending 
him. Know what his preferences are, 
know how sophisticated he is, okay? If 
the guy’s sophisticated and he truly has 
gone out and gotten deals from the other 
competitors and he’s getting daily prices 
from us, don’t jack with his discounts be-
cause he’s gonna know, okay?”

Mosher, who was quoted extensively 
in the affidavit, explained in one record-
ed conversation the reasoning behind 
the tactics.

“It’s a fair price. You’re getting a fair 
price,” he said to a colleague. “And I’ll tell 
you this: If I send this guy $21,000 instead 
of 25, and (his) buying hasn’t changed? 
Well that’s a pretty fair price. I sent the 
guy 21 cents a gallon, you know. And 
he has no earthly idea what the hell he 
did to get 21 cents a gallon. Has no clue. 
But that’s when this whole thing start-
ed for me, was back when Flying J filed 
for bankruptcy, that’s when we started. 
And I had a handful of guys on rebates. 
And when you put something on paper 
or on a computer screen in front of me 
that says last month you paid $278,000 
in rebates, this month you’re gonna pay 
$798,000 in rebates, I’m goin’, ‘Oh whoa 
whoa, that’s not good, we’re not gonna 
do that.’ And that’s when we really start-
ed doin’ manual rebates and lookin’ at it 
and goin’, ‘Psst, here’s the real number’.” 

Added Heather Jones, regional ac-
count rep, to another employee: “And to 
the point of them not knowing, I mean, 
on a percentage-wise, very few of ’em ac-
tually ask for backup. I would say less 
than 10%.” 

To which Mosher said: “Yeah, you’re 
only gonna have a handful. And usually, 

guys, the guys that are asking for back-
up are the guys that are asking for pric-
ing up front.”

Of the 35 Pilot Flying J employees 
named in the affidavit, two live and 
work in Canada: Ron Carter, director of 
sales for Canada and Joe Sigurdson, re-
gional sales manager. It was unclear if 
any Canadian carriers were caught up 
in the alleged wrongdoings; none were 
named. The affidavit said those Pilot 
Flying J employees named “are or have 
been involved in, supervised, overseen, 

or supported, the direct sale of diesel fuel 
to Pilot customers since January 1, 2008.”

No formal charges have been laid 
against any of the employees.

Jimmy Haslam, CEO of the truck 
stop chain, was also 
named in the affida-
vit and was alleged to 
have been aware of the 
activities. He issued the 
following statement af-
ter the affidavit was re-
leased:  “I’ve read the 
affidavits. I now un-
derstand more clearly 
the questions the fed-
eral investigators are 
exploring. I maintain 
that the foundation of this company is 
built on its integrity and that any will-
ful wrongdoing by any employee of this 
company at any time is intolerable. We 
will continue to cooperate with the fed-
eral investigation and continue our own 
investigation in these allegations.”

Haslam later outlined a five-step plan 
to deal with the allegations, including: 
inviting in a field audit team to review all 
3,300 contracts the fuel supplier has with 
customers; placing several members of 

its field sales team on leave; converting 
all customers to electronic rebate calcu-
lation and payment systems; creating a 
new position of chief compliance officer; 
and the hiring  a special investigator to 
oversee and validate internal inquiries 
related to the investigation. 

Fuel fiasco
Pilot Flying J alleged to have fraudulently 
shortchanged customers’ fuel rebates

‘If the guy’s sophisticated...
don’t jack with his 
discounts because he’s 
gonna know, okay?’ 
Brian Mosher, Pilot Flying J
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10   british columbia

The trucks were eventually acquired by the 
B.C. Transportation Museum and were on 
display in Cloverdale from 1987-1992. At 
that time, the government changed hands 
(Social Credit was defeated by the provin-
cial NDP and the museum was shut down 
for economic reasons).

The Teamsters took over the collec-
tion in 1998 and added a few more vintage 
trucks over 12 years. Retired teamster and 
heavy-hauler Norm Lynch shepherded the 
museum in Port Coquitlam with his own 
army of volunteers when it was known 
as the Teamsters Freight Transportation  
Museum and Archives. 

As present director of the B.C. Vin-
tage Truck Museum, Paul Orazietti will 
tell you, “Museums don’t make money,” 
and the Teamsters ran into their own eco-
nomic roadblock, causing the collection to 
be mothballed in 2010. During this time, 
the Teamsters were shopping around the 
collection and seeing who would take 
the trucks for the nominal fee of $1, and  
provide the trucks with a new home and 
presentation space. 

Some B.C. communities were interest-
ed and for a time it looked like the trucks 
were going to Merritt, but eventually the 
Surrey District Historical Society came to 
bat for the project providing some fund-
ing and a location for the trucks.  Former 
curator Lynch is happy with the transfer. 

“Everything went smoothly. We wanted 
them to get the right equipment to move 
all the trucks and they’ve done that,” he 
said. “I think it’s a good location, a place 
that they can build on.”

Then it was time to line up some fund-
ing and that’s where the private donors 
came through – big time – according to 
Orazietti. He estimates the cost of mov-
ing 18 trucks, from Port Coquitlam to 
Cloverdale alone, would have cost in the 
neighbourhood of $50,000, but two tow-
ing companies, Partel and Unitow moved 
the trucks at no charge (six of the original 
collection are billeted out to various loca-
tions and are expected to join the other 
trucks at a later date).

Orazietti cites several local businesses 

that were also instrumental in this project: 
trucking company owner Bruno Zappo-
nel; the Lark Group of developers; Cobra 
Electrical, which installed and donated 
a $3,500 14-foot overhead door for the 
building; and Fraser Downs racetrack and  
casino which continues to support the  
endeavour.

Another tireless proponent of the proj-
ect was Bill Reid, former Social Credit 
Cabinet minister from the time of Pre-
mier Bill Bennet. Orazzietti told me that 
without the advocacy of Reid this museum 
would not have happened. 

In fact, Orazietti told me he that the up-
coming museum opening is a “mixed bag 
of euphoria” for him. On the one hand, the 
vintage truck museum is actually a real-
ity, while Reid, his mentor at the Surrey 
Historical Society and BIA, is in hospital 
with a terminal illness and probably won’t 
ever get to see the exhibition.

Although the B.C. Vintage Truck  
Museum has found a home, it’s only here 
for three years. Then the museum will 
have to find a new building. Orazietti 
thinks that space can be found near the 
present municipal museum and the re-
stored train station. The Fraser Valley His-
torical Rail Society already has a rail barn 
adjacent to the museum where a group of 
equally dedicated volunteers is restoring 
century-old electric trains.

“We’re in the business of marketing 
heritage,” Orazietti said. “At the centre of 
this is a dream of a heritage transporta-
tion park. I want to draw on some of the 
remarkable synergies in this area. Surrey 
is a major trucking hub in North America, 
and we have a lot of people interested in 
heritage transportation, from cars to buses, 
to trucks and trains.”

In the meantime, Orazietti is making 
the final preparations along with about 30 
tireless volunteers for the grand opening 
on Victoria Day which is also the weekend 
of the Cloverdale Rodeo, Canada’s sec-
ond biggest rodeo after the Calgary Stam-
pede. For now, the museum will be open 
on weekends during the summer and ad-
mission to the public will be free of charge 
or by donation.  

Continued from page 1

Museum on 
the move

Volunteers passionate about trucks and their history have been putting in countless 
hours to ensure the museum lives on.
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Down
Cargo trucked from Saint John, NB (9,4)
Trucking company’s rigs
Hammer-lane activity
Teen in driving-school car
Trip-odometer button
McCain frozen fries carrier
Volvo auto-manual transmission (1,5)
Walking-____ trailer
Vehicle volume
ON auto-insurance type (2,5)
Engine cooling-fan component
Squeegee kids’ workplaces (6,7)

Exhaust-system silencer
Really rural road description (3,4)
UltraShift transmission maker
Truck goods from Canada to USA
Bangor, ME 60-acre truck stop
Offramps
East, on road map
Goin’ down the road, QC style (2,5)
Add air to tire
Smokeys’ signed souvenirs
Unwanted CB sound
Traffic-court penalties, perhaps
Second O in used-truck-ad’s OBO
Traffic-light colour
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t has become increasingly dif-
ficult over the past decade for 
drivers to maintain a positive 
outlook day in and day out as 
they go about their business. 

I think the greatest chal-
lenge that drivers face in this 

industry is to not subscribe to a victim 
mentality. But unfortunately I think that 
a great majority of drivers do just that. 

Many drivers appear to believe that 
decision-making is becoming increas-
ingly out of their control, whether it’s de-
cisions made at the company policy level 
or decisions made at the legislative/com-
pliance level. In an industry that markets 
commercial driving as a career provid-
ing a high level of freedom and indepen-
dence to the individual, that’s a big prob-
lem don’t you think?

I’m into my 15th year now as a long-
haul driver and I’ve met some of the most 
creative problem-solvers in the guise of 
other drivers over the course of that time. 
But these days it seems the outlet that 
trucking has provided for that creativity 
and independent thinking is drying up. 

I think in large part that is due to 
how the trucking industry is adopt-
ing all the technological changes. I be-
lieve the driver has a lot bigger part to 
play in how technology is adopted and 
deployed than what we currently do. 
Whether we are talking about engine 
emissions, telematics, or EOBRs, the op-
erations, safety, and compliance side of 
trucking see technological advances in 
these areas as positives whereas drivers 
see these as the opposite.

Okay, I’m painting both sides with a 
very broad brush here so cut me a little 
slack. Let me see if I can use my own ex-
perience to make a few points.

Let’s start with emissions systems. 
First off let me say that I believe the in-
tent behind the adoption of this technol-
ogy is sound and I’m all for leaving a bet-
ter world behind for my grandchildren, 
or at least a world that offers them the 
same opportunities I’ve had. But elimi-
nating pollution of any type is ongoing 
and repairing damage already done 
through past activity is a long-term en-
deavor that all of us will have to pay for. 

The free ride on the fossil fuel train is 
over. But that doesn’t mean all the hard-
ship should fall on the shoulders of one 
group, such as owner/operators. 

Freight rates have to increase to cov-
er added costs. Fragile economy or not, 
consumers need to bear the true cost of 
getting products to market. Period. This 
technology comes with a price tag for the 
positive changes we all benefit from in 
the long run. We’re all consumers, we 
should all pay. If you disagree with me 
on this point that’s fine. Let’s move on 
to how I think this affects a driver’s free-
dom and independence.

It was not many years ago that the 
engine in your truck was free from any 
form of electronic gadgets. No electron-
ic control modules and no sensors. Like 
any mechanical device, they were not 
too difficult to understand. Mechani-
cal controls can be seen and fairly easily 
understood. The relationship between 
working parts is fairly obvious. 

For a driver – especially a driver that 

owns their own truck – maintaining that 
piece of equipment was simply part of 
the driving job. It was a part of the job 
that many of us took pride and pleasure 
in. The ability to service and maintain 
your own equipment added to the free-
dom and independence you would ex-
perience on the road. A driver would not 
find themselves sitting on the side of the 

road waiting for a tow because the en-
gine had shut itself down.

This past winter I’ve experienced 
downtime as a result of DEF pump 
failure, DEF dosing valve failure, and 
cracked DEF hoses. 

In each instance the only indication 
I had of a problem was a Check Engine 
light and a malfunction indicator lamp 
lighting up on my dash, accompanied by 
a loss of power of at least 25%. 

I have no idea how long I can drive be-
fore the engine de-rates even further. I 
have lost all independent control over 
my equipment with no means to correct 
it myself. Only other drivers can relate to 

the immense sense of frustration and 
stress this brings on.

Drivers are also experiencing this 
sense of ‘loss of control’ in other areas. 
The introduction of electronic on-board 
recorders and the ensuing expansion of 
telematics within the industry is leaving 
drivers with the feeling that Big Broth-
er is watching every move and decision 
making is increasingly being removed 
from the confines of the cab to the home 
office. This translates to a loss of inde-
pendent control the driver experiences 
and hence the loss of the sense of free-
dom that is an integral part of attracting 
professionals into this field.

I’ll come back to this topic next month 
and dig deeper into that victim mentality 
we seem to have fallen into. 

Al Goodhall has been a professional long-
haul driver since 1998. He shares his ex-
periences via his ‘Over the Road’ blog at 
truckingacrosscanada.blogspot.com.

Loss of independence, freedom causes 
drivers to adopt victim mentality

I

over the road

Al Goodhall
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carrier survey early this 
year gave results which 
had some industry in-
siders very concerned. 
Events of the last few 
months seem to suggest 
the survey was somewhat 

accurate. I don’t often believe such sur-
vey results; I don’t think I’ve ever re-
sponded to one, making me wonder how 
many others don’t either. 

Another potential skewing of results 
is the fact that many of these surveys 
are conducted by the Canadian Truck-
ing Alliance, American Trucking Asso-
ciations – or their provincial and state 
counterparts – which are not known for 
having a huge membership of small car-
riers. Also, viewing projections strictly 
on a percentage basis is not always ac-

curate. Unfortunately, there is really no 
other system to conduct a simple survey. 
I tend to believe this particular survey, 
I’m just not alarmed at the results.

The survey was the usual first-of-
the-year quiz, regarding optimism 
about your potential business growth, 
rate improvement, hiring, new equip-
ment purchases, etc. The survey showed 
that small carriers, unlike large carriers, 
were less optimistic about the future, 
less apt to buy new equipment or hire 
new people, and less likely to expand. 

On the surface, this would seem to be 
cause for concern, but when weighing 
all the facts, I don’t believe so.

Small carriers are less optimistic 
about rate increases, but we are also 
generally less concerned about it. Dur-
ing the recession, we watched as many 
large carriers slashed rates to ridiculous-
ly low levels (we started business in 1999, 
and our starting rates were far higher 
than what a lot of companies charged 
in 2009). 

Rates were reduced to keep massive 
amounts of equipment moving, and to 
retain drivers, and not always by choice. 
If a customer utilizing 100 of your trucks 
insists on rate reductions, the carrier ob-
viously had to at least consider it. In most 
cases, I guess a bean counter must have 
calculated that this could be done for a 
given time period without causing fi-
nancial devastation, while still main-
taining market share. Small carriers 
don’t have the equipment inventories 

to be able to sustain such actions, so our 
rates had to stay at least close to where 
they were. Most of us stayed afloat by 
offering a more personalized, reliable 
service that the large carriers, by virtue 
of their size, couldn’t offer. 

We traditionally work for smaller cus-
tomers, who have no interest in dealing 
with large carriers, or vice-versa. Any 
slowdowns in our business were dealt 
with by trimming high-maintenance 
or poor-paying customers, and losing 
staff that may have been less than desir-
able. Occasionally, a customer strays to 
the lower rate carrier, but they usually 
come back after they learn why we were 
worth more. 

When too many trucks show up with-
out the proper knowledge or accessories 
to safely haul the load – a reefer shows up 
for a van load, or a tridem trailer shows 
up for a US load, resulting in the load 
requiring reduction – we start to look 
like we are worth the extra money after 
all. Another extremely dangerous side-
effect of rate cutting is that you are set-
ting a precedent that you are able to work 
cheaper than you have been. It takes a 
very talented sales staff to increase rates 
to acceptable levels after several years of 
bargain-basement trucking, and even if 
successful, they’ll still instill a certain 
animosity in the shipper.

Small carriers feel less apt to hire this 
year, and less likely to expand our opera-
tion, because we know we can’t. There is 
still enough economic uncertainty that 
profitable, sustainable growth is barely 
possible. If it was, we can’t hire driving 
staff anyway, for reasons I have previ-
ously explained. A more prudent plan 
appears to be to continue at your present 
size, with the best of your current clien-
tele, and remain profitable.

We are much less likely to buy new 
equipment. I’m the poster child for that 
statement. I’ve never bought anything 
brand new in my life. The closest to new 
I’ve ever had was a one-year-old flatbed, 
purchased for 75% the cost of new. It’s a 
lot less difficult to grow if your equip-
ment costs are lower. Because of our 
small size, our maintenance is usually 
more diligent, so the older equipment 
can still be as reliable as new, especial-
ly in the case of power units. Even large 
carriers, who need new equipment be-
cause of driver retention and extended 
maintenance cycles, are not pleased 
with reliability or fuel mileage of the new 
tractors. Small carriers can’t afford the 
aggravation and expense of brand new 
iron waiting for weeks for emissions sys-
tems to be repaired, or higher fuel bills 
for the same trips, so we avoid it.

Stagnant growth in any industry is 
rarely a good thing, but it may be the 
new reality. I don’t believe in growth 
for the sake of growth; it needs to be 
profitable growth. Many will disagree, 
but I doubt that I will be in this industry 
long enough to see the type of economic 
growth that a lot of carriers are count-
ing on. I think that bluntly, this genera-
tion has had the daylights scared out of 
it by the economic meltdown, and even 
if anybody had money, it would take the 
next generation’s overspending to really 
get things moving. It seems to be a lot 
more prudent and responsible to make 
the best of what we have now, and at 
least for now, be happy with it. It may be 
the best we can realistically hope for. 

Bill Cameron owns and operate Parks 
Transportation. He can be reached at  
williamcameron.bc@gmail.com.

Staying small by choice

Bill Cameron
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ometimes you can say so 
much more by saying less; 
quite often two simple words 
can have a profound effect 
on a situation. Take the 
words “I do” for example. 
There’s only three letters 

between them, but say them at a cer-
tain time and they have life-changing 
consequences. At other times a single 
word will do. ‘Stop’ is one that is some-
times all that needs to be said. Anoth-
er is ‘no,’ although our industry has an 
aversion to using that word at the right 
time. Sure, we use it and hear it all the 
time, but it’s seldom beneficial to us.

I want to concentrate on two simple 
words this month, the words them-
selves will not have any effect what-
soever, but the meaning behind them 
could actually change things for the 
better for every last one of us.

The words I refer to are ‘common’ 
and ‘sense.’ Put together, they are al-
most a misnomer as common sense 
is a rare thing indeed. An application 
of common sense is all that’s needed 
to solve most of the problems we face. 
Applied properly, common sense will 
bring an end to so many of the things 
that cause problems in our industry.

Take the much publicized driver 
shortage. It’s a fact, not just something 
we use to fill pages in the magazines 
and it’s not only here now, it’s going to 
get so much worse. Use a bit of com-
mon sense and it’s easy to see why we 
have a shortage of drivers. Hardly any-
one wants to drive truck. We have to 
compete with every other niche in the 
labour market and apart from sailors, 
there aren’t many industries that re-
quire the long work hours and time 
away from home that driving truck 
presents. Added to that is the fact that, 
compared to most other jobs, wages are 
poor. Some jobs barely pay minimum 
wage if you work them out to an hour-
ly rate.

Common sense tells me that a career 
in trucking is not an attractive proposi-
tion for anyone who doesn’t have a love 
of trucks and trucking. It also tells me 
that continuing to do things the way 
they’re being done now is only going to 
make the situation worse. The true defi-
nition of insanity is to continue with the 
same behaviour and expect a different 
result, so common sense has to be the 
better option here, surely?

Let’s look at the reasons that truck-
ing isn’t a popular career choice. We 
need to do this so that we can elimi-
nate as many of the downsides as possi-
ble and make our industry more attrac-
tive; the nation’s economy depends on 
it. If we cannot find drivers to drive our 
trucks, industry will move to a country 
that doesn’t have problems delivering 
their products.

Throwing money at the problem is 
not the answer, not that a little extra 
wouldn’t help. That would do more to 
retain current truck drivers, something 
that also needs attention, but it’s the tip 
of the iceberg. 

We have to change our way of think-
ing. The recent use of LCVs has reduced 
driver requirements, but not every 
lane or type of freight can accommo-
date those, so we need to think lateral-
ly. Maybe we could use a relay system; 
instead of Winnipeg to Calgary, for ex-

ample, we could have a changeover at 
Regina and get a load moved in each 
direction and both trucks and drivers 
back at base at the end of their shift.

The trucks could even be used to do 
this run with a day and a night driver, 
not only getting drivers home, but im-
proving productivity at the same time. 
On paper it looks like the perfect solu-
tion, but it’s not, it still involves a shift 
that runs for four or five hours more 
than most other industries. 

The only way that we can compete 

with them is to do what they do; a 10- to 
12-hour working day is one of the rea-
sons people look at other careers before 
trucking. We may well be accustomed 
to working far longer hours, but look 
where that’s getting us. It’s time to ac-
cept that we cannot beat them, so we 
had better join them.

So that Winnipeg to Calgary run will 
now need a proper relay system with 
three tractor units moving one trailer in 
each direction. That will add costs – or 
will it? I mentioned earlier about using 
day and night drivers, well that’s impos-
sible if each driver is doing more than a 
12-hour shift, simple math tells us that. 
However, if the day driver is only doing 
10-12 hours, then it will be possible to 
use the truck overnight, so on-paper in-
creased productivity becomes real-life 

improved productivity and it’s the sec-
ond one that will add to the bottom line.

Obviously this will not work for ev-
ery operation. There is no one-size-
fits-all solution, but it’s a step in the 
right direction. We cannot fix every 
problem we face if we try and do it 
all with one magic bullet, but if we 
do what we can, when we can, and 
deal with our problems one at a time, 
we have a greater chance of success. 
That’s just common sense. 

A fourth generation trucker andtruck-
ing journalist, Mark Lee uses his 25 years 
of transcontinental trucking in Europe, 
Asia, North Africa and now North Amer-
ica to provide an alternative view of life 
onthe road. You can read his blog at 
www.brandttruck.com/blog.

Common sense can solve most of trucking’s problems

Mark Lee

You say tomato 
I say tomahto
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t’s easy to understand why 
many fleet managers focus on 
the open road when discuss-
ing employee health and safe-
ty. Large vehicles and high-
way speeds combine to form 
obvious threats to people and 

equipment alike. But many workplace 
dangers are found much closer to home.

Look no further than the simple walk 
from a parked truck to a fleet office. 
Drivers who choose to juggle a 32-ounce 
coffee and some paperwork, rather than 
securing three points of contact with the 
truck, can slip off a running board and 

break a leg. Tripping hazards can range 
from the debris in a parking lot to the air 
lines used to power tools in the hands 
of nearby mechanics.

Drivers are not the only employees 
to face on-the-job dangers, either. Me-
chanics have been known to wrench 
their backs when wrestling with heavy 

equipment, fall into unmarked pits, or 
be injured by unguarded tools. Ware-
house workers can be crushed by poorly 
stacked freight or injured in a fall from 
a loading dock. Office workers, mean-
while, could be trapped by blocked 
emergency exits or be threatened by 
fellow employees. 

They are just a few examples of the 
dangers which exist – and each of them 
can be tackled by an active health and 
safety committee.

The Canada Labour Code requires 
every company with 20 or more em-
ployees to establish a formal health and 

safety committee which meets at least 
nine times a year, documenting all re-
lated activities. Half of the committee’s 
members also need to be employees, re-
flecting the fact that workers tend to of-
fer valuable frontline insight into work-
place-related hazards. 

Their duties involve developing, im-
plementing and monitoring programs 
to prevent hazards; participating in in-
spections and studies around health 
and safety; keeping adequate records 
on workplace accidents; and assessing 
exposure to hazardous substances.

Related inspections must look for po-
tential hazards at least once a month, 
covering the entire workplace at least 
once a year. And the committees are 
also responsible for investigating inci-
dents or accidents of every sort, to see 
how they happened or can be avoided 
in the future. (Companies with 300 or 
more employees are expected to go a 
step further, introducing a policy com-
mittee which can tackle challenges 
across their broader organizations).

The emerging solutions don’t need to 
be limited to immediate threats. Driv-
ers, for example, have been known to 
develop carpal tunnel syndrome by 
resting their hands on vibrating gear-
shifts. Others have lost hearing in their 
left ears after decades of travelling with 
the window rolled down. Many strain-
related back injuries, meanwhile, could 
be solved by properly adjusting seats. All 
of these issues can be reduced through 
enhanced education and training.

The more immediate dangers are not 
limited to the actions of inexperienced 
employees, either. Look no further than 
drivers who open the barn doors of their 
trailers with one hand, even though a 
gust of wind could turn the door into a 
virtual sail and send someone into a live 
lane of traffic. Technicians have been 
known to remove guards from their 
tools to save a few seconds of time, and 
experienced warehouse workers have 
stepped right into the paths of forklifts 
that are always zipping up and down 
the aisles.

Specific guidelines for preventive 
measures like the amount of lighting 
required in a workplace are outlined in 
Canada Occupational Health and Safe-
ty Regulations. Ontario’s Infrastructure 
Health and Safety Association, funded 
by the Workplace Safety and Insurance 
Board, offers many free programs in-
cluding a workplace safety assessment 
to examine everything from existing 
safety programs to the Material Safety 
Data Sheets which identify hazardous 
materials. For its part, Ontario’s Fleet 
Safety Council meets 10 times a year, 
giving participants the chance to share 
best practices. Shippers have even been 
known to introduce standards that are 
much tougher than minimums estab-
lished under the Canada Labour Code. 

Insurance providers can offer some 
support of their own, helping to build on 
the best practices embraced by custom-
ers throughout the industry. Of course, 
some jobs will always be inherently 
dangerous. A fleet which transports the 
dynamite used for blasting rock cannot 
be expected to stop hauling explosives 
altogether. Fleets of every type also re-
quire people to work around moving 
machinery. This will never change. The 
goal is to limit any challenges which do 
exist, and always to put safety first. 

Jason Shiell is a senior risk services con-
sultant for Northbridge Insurance.

Health and safety committees 
can tackle an array of dangers

I
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Jason Shiell
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eviewing tax bills with 
owner/operator clients 
often leads to questions 
about incorporating. 
Folks are curious and 
want to know, “What 
would I have paid if I 

was incorporated?”
Instead of giving them a complex, 

detailed, and probably confusing an-
swer, I’ve learned to respond with a 
few questions of my own: Did you 
save any money this past year? Could 
you have saved any money this past 
year? Does your spouse work and if 
so, how much money does she make? 
How many days were you away last 
year (so I can calculate a meal claim)? 
It’s the start of a conversation that 
ultimately will lead to a good deci-
sion about how that owner/operator 
should structure his business.

If there’s one thing I’ve learned, it’s 
that everyone’s circumstances are 
different, there’s no one-size-fits-all 
solution, and you should have all the 
facts before you make up your mind 
about anything.

The problem is, when it comes to 
owner/operator taxes and finances, 
the facts get convoluted with opinion 
and buried under blanket statements. 

Half the time, it seems like the per-
son asking me whether he should in-
corporate has already made up his 
mind based on something he’s heard 
or read. 

He just wants me to confirm it.
Just last week I was talking to a new 

owner/operator and when the con-
versation naturally f lowed to incor-
poration he told me he read that an 
owner/operator doesn’t need to in-
corporate until he owns three trucks. 
I was f labbergasted. If it were that 
easy, we could all save ourselves a 
lot of time and get down to the only 
question that really matters: how 
many trucks do you own?

I told him I would never say any-
thing like that. Sometimes, of course, 
people hear only what they want 
hear, or they only hear part of the 
whole message.

So I circled back around and asked 
some questions about this new own-
er/operator’s business and personal 
life. He’s divorced, and his kids are 
grown and living on their own. He’s 
going to work at a long-haul carrier 
that will keep him out on the road 
for three weeks at a time. He rents 
a small apartment and his personal 
vehicle is paid for.

I said, “Wow, it sounds like you 
don’t need a lot of personal spend-
ing money to maintain your lifestyle. 
Are you going to make any changes?” 

Nope, he said. His priority is to 
drive as much as possible in order 
to make as much money as he can, 
and build up his savings before he’s 
too old to do so.

Based on the carrier pay package, 
this owner/operator’s goal is to gross 
about $200,000. After direct expenses 

(fuel, insurance, licence, payments 
and maintenance), he should have 
about $80,000 net income left. 

If he’s a sole proprietor, he makes 
whatever the truck makes, so his per-
sonal taxes will be based on $80,000.

I asked if he knew how much in-
come tax he’d have to pay on $80,000. 
He wasn’t exactly sure, but explained 
that he had made about that much as 
an employee the last few years, so he 
had some idea based on all the de-
ductions from his pay stubs. 

“Probably a lot,” he said. I did some 
quick calculations and told him it 
would be roughly $23,000. 

Yup, that’s a lot.
Then I asked how much of that 

$80,000 would he spend on rent, gro-
ceries, and personal living when not 
on the road. 

I explained the reason for asking 
was to do a corporate tax estimate. If 
he were to incorporate, his personal 

draws would become his income and 
any leftover money would stay in the 
hands of the corporation.

He estimated his draws would be 
$30,000. Back to my quick calcula-
tions, I determined that his personal 
tax bill will be $6,400 and his corpo-
ration’s tax bill will be $7,800. That 
totals $14,200, a whopping $8,800 less 
than this owner/operator would pay 
as a sole proprietor.

Yup, that’s a lot less. 
Next month we’ll go over a few an-

swers to my questions and how dif-
ferent answers explain why buddy on 
your left is incorporated while buddy 
on your right is not. 

Scott Taylor is vice-president of TFS 
Group, providing accounting, book-
keeping, tax return preparation, and 
other business services for owner/op-
erators. Learn more at www.tfsgroup.
com or call 800-461-5970.
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Scott Taylor
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uch has been written 
lately about the antici-
pated driver shortage, 
including the CTA’s 
Blue Ribbon Task 
Force on the Driver 
Shortage and the re-

cent release of the Conference Board 
of Canada’s report, Understanding the 
Driver Supply and Demand Gap and Its 
Implications for the Canadian Economy. 
Both reports received extensive media 
coverage at the times of their release, but 
beyond those blips of coverage, what do 
these reports mean for our industry?

First and foremost, these reports 
draw attention to a significant issue 
in our industry that is not often con-
sidered by anyone outside of trucking. 
What will happen to the Canadian econ-
omy should the trucking industry face a 
shortage of skilled drivers? Our econo-
my is dependent on trucks; by some es-
timates, approximately 95% of goods in 
this country have been on a truck at one 
point in their lifespan. Our biggest trad-
ing partner is the US, and 75% of goods 
traded with them travel by truck. We are 
an invisible industry, yet we are the in-
dustry that drives the Canadian econ-
omy. While rail is also an important 
and significant mode of transportation 
in this country, it simply cannot meet 
consumer demands the way the truck-
ing industry can. 

The trucking industry provides door-
to-door service, something that many 
of today’s shippers expect. Realistical-
ly, rail cannot and will not ever be able 
to provide the same level of service the 
trucking industry can. Even for goods 
transported long distances by rail, they 
must at some point be moved by truck 
from the rail line to the customer. The 
trucking industry gets the job done as 
demanded by shippers, and beyond that, 
by today’s consumers.

When attention is focused on an in-
dustry discussing labour shortages, it 
also encourages people to think about 
that industry as a viable option for a 
career. The trucking industry is such 
a unique industry in that people don’t 
have to get locked onto a certain career 
path; there is a fluidity and movement 
among career choices in our industry 
that is rare. For example, how many 
trucking companies do you know of 
where people have worn a number of dif-
ferent hats, including driver, dispatcher, 
safety/claims officer, and recruiter? 

I would suggest that many people 
in the trucking industry have had ca-
reer paths that did not necessarily take 
them on a straight line; rather, they ex-
perienced a variety of roles within the 
industry. Our industry is incredibly dy-
namic, and as a result, our people have 
opportunities that they might not find 
in other industries, moving from oper-
ations to human resources to driving, 
all within a period of a few years. Fur-
ther, with all of the various opportuni-
ties that we can provide to our people, 
we can find ways to retain good people. 
There is always room for growth – both 
as organizations and individuals – in our 
industry, which means that we can find 
ways to keep those people in our indus-
try who are real assets to our organiza-
tions. Extra media attention on the need 
for people in our industry makes peo-
ple think about and discover the wide 

range of opportunities and options that 
the trucking industry can provide them.

However, the recent media attention 
is good for our industry not only from an 
external point of view. Both of these re-
ports have made our industry look inter-
nally, and when an industry takes a hard 
look at itself, the results can be very posi-
tive for those in the industry. For exam-
ple, the Blue Ribbon Task Force on the 
Driver Shortage has identified several 
reasons why people might be discour-
aged from entering the trucking indus-
try. Some of those reasons include sig-

nificant periods away from home, hours 
of work, and driver wellness concerns. 
If we as an industry want to continue to 
attract good people to our industry, we 
need to resolve these issues.

The Blue Ribbon Task Force has come 
up with suggestions for how we can do 
that. Some of their suggestions, which 
are identified as ‘core values’ of the Blue 
Ribbon Task Force, include stop wasting 
drivers’ time (either at customers, in the 
shop, or waiting to hear back from dis-
patch), honouring time-off requests and 
respecting drivers’ time off once they 
are at home, placing a priority on driver 
wellness, and ensuring that our drivers’ 
safety when they are on the road. As is 
stated in the Blue Ribbon Task Force on 
the Driver Shortage, “carriers have the 
primary responsibility, influence, and 

control over quality of life issues in the 
driver occupation. They (carriers) need 
to hold their internal people (e.g. dis-
patchers, payroll, safety, etc.) account-
able for addressing driver concerns.”

The Conference Board report showed 
us that we have an aging demograph-
ic of drivers in our industry. That’s the 
glass half-empty perspective. The glass 
half-full view would say that we have 
a huge wealth of knowledge in our in-
dustry as to how we can improve things 
for drivers – lifestyle, pay issues, home 
time. It is anticipated that our industry 
will experience a driver shortage of over 
30,000 drivers by 2020 – let’s take advan-
tage now of what we have and learn, as 
an industry, how we can make trucking 
appealing to more people. 

Bob Dolyniuk is executive director of 
the Manitoba Trucking Association 
and a vice-president of the Canadian 
Trucking Alliance.

The implications of the driver shortage
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never know what to expect 
when I answer the OBAC 
phone. Sometimes it’s a driv-
er passing through town who 
has time to meet up for a cof-
fee, or perhaps someone call-
ing to join OBAC or renew their 

membership. But mostly it’s questions.
Probably two-to-one, the most com-

mon questions have something to do 
with Canadian weights and dimensions, 
which is why I keep the numbers of my 
weights and dimensions gurus handy. 
One of the most common questions, es-
pecially from our American friends and 
members, ‘Can I run a truck in Canada 
with a tractor wheelbase longer than 244 
inches?’ is easier to answer now. The an-
swer is yes, provided you use a formula to 
shorten the trailer wheelbase according-

ly, and in most jurisdictions, you’ll need 
a permit. Then a couple of weeks ago, 
one of our members called with what 
seemed a fairly straightforward query: “I 
have a truck with a 13,200-lb steer axle, 
and tires rated for 14,000 lbs. Can I run 
more than 12,000 lbs on a steer axle any-
where in Canada?” 

Bless his compliant little heart. Here’s 
a guy who wants to stay on the right side 
of the law, and naturally, I’m prepared 
to help.

The starting place is the more or less 

“national standards” document called 
the Heavy Truck Weight and Dimen-
sion Limits for Interprovincial Opera-
tions in Canada. Back in 1988, the federal 
and provincial/territorial ministers re-
sponsible for transportation endorsed a 
Memorandum of Understanding (MoU) 
intended to improve uniformity in regu-
lations covering four (later increased to 
eight) types of commercial vehicles op-
erating between provinces and territo-
ries on a nationwide highway system. 
The idea was that every province and 
territory would permit MoU-compliant 
vehicles to travel on a designated system 
of highways in their jurisdiction.

But of course – since this is Canada 
– each jurisdiction retains authority to 
allow more liberal weights and dimen-
sions, or different types of vehicle con-

figurations, for trucking operations in 
their own backyard. 

And just to add a bit more complexity, 
there are a number of regional agree-
ments in place: the Atlantic provinc-
es have endorsed uniform regulatory 
requirements throughout the region; 
Ontario and Quebec have established 
common standards on a variety of trac-
tor-trailer combinations; and more re-
cently, B.C., Alberta, and Saskatchewan 
have their own side deal on harmoniza-
tion under the New West Partnership. 
There’s a national committee called 
the Task Force on Vehicle Weights 
and Dimensions Policy whose job it is 
to manage the MoU and keep track of 
the various amendments and regional 
agreements. Assuming you knew about 
the MoU and about the Task Force, you 
could go to their Web sites and get the 
information I’ve just given you, and you 
would also find links to the weights and 
dimensions regulations in each province 
and territory. 

But if you didn’t know this (or didn’t 
call me to ask), and decided to Google, 
say, “Canadian truck weights and di-
mensions,” you’d get over two million 
hits, an intoxicating array of magazine 
articles, studies, and copies of regula-
tions, most of which are useless. The 
first two my search found, for example, 
were a 2003 study by a railway associa-
tion and a 2005 out-of-date copy of the 
MoU document. And, heaven forbid, if 
you searched for “12,000 lbs on a steer 
axle in Canada,” you’d probably draw a 
blank because you wouldn’t find pounds 
and steer axle and Canada in the same 
sentence.   

But my friend’s question is legitimate, 
and one more drivers are asking as truck 
weights continue to increase. Emissions 
systems are the chief culprit here, and 
most of the extra 1,000 lbs or so that re-
cent emissions hardware has added to a 
truck has gone straight to the steer axle. 

The standard steer axle weight limit 
for a highway truck in North America is 
12,000 lbs (5,500 kgs), but now we have 
trucks with 13,200-lb axles (6,000 kgs),  
so is there anywhere in Canada where 
we can load the steer axle up to that 
weight? In other words, do the provinces 
recognize that steer axles have become 
heavier, and do they allow for that extra 
1,000 lbs of weight? 

I’ve discovered that indeed, some 
provinces have recognized the prob-
lem with heavier loads on steer ax-
les on many late model trucks. B.C., 
Alberta, and Saskatchewan, un-
der the New West Partnership, have 
agreed to increase steer axle weight to  
6,000 kgs from the usual 5,500 kgs typ-
ically allowed on line-haul steer axles 
across the country.  Ontario, as well, al-
lows 6,000 kgs, although I had to confirm 
this with the resident MTO weights and 
dimensions expert who directed me to 
the specific regulation; the only refer-
ence my Web searching turned up was 
rules specific to LCVs. 

Next to finding a place to park your 
truck at the end of the day, the most chal-
lenging thing is figuring out where you 
can operate it legally in the first place. 
Save yourself a bit of aggravation by 
checking out the Compliance/Regula-
tory section of the Toolbox on obac.ca. 
And keep those calls – and the member-
ships – coming. 

Joanne Ritchie is executive director of 
OBAC. E-mail her at jritchie@obac.ca 
or call 888-794-9990.

Running compliant a weighty problem
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WINNIPEG, Man. – Bison Transport 
has announced the acquisitions of 
Searcy Trucking and its distribution 
division, Universal Reload.

Searcy Trucking of Winnipeg was 
founded in 1969 and is a family-owned 
carrier specializing in flatdeck transporta-
tion services. Its subsidiary Universal Re-
load offers 12 acres of outdoor storage and 
24,000 sq.-ft. of indoor space, specializing 
in open deck freight handling logistics.

Together, they operate 72 trucks, 90 
trailers and employ about 100 people. The 
acquisitions will continue to operate as a 
standalone company, Bison announced.

Norm Blagden, director of business de-
velopment for Bison Transport, has been 
named vice-president of Searcy Trucking, 
while Gerry Searcy will stay on as presi-
dent and CEO.

“The acquisition of Searcy Trucking is 
part of our continued investment in serv-
ing the transportation needs of the North 
American marketplace,” said Don Streu-
ber, president and CEO of Bison Trans-
port. “Searcy Trucking brings a commit-
ted management team, support staff and 

driver base, along with significant exper-
tise of flatdeck services. Through Bison, 
they will have access to the depth and 
support of a much larger national carrier,  
including our systems, IT, and adminis-
trative services.”

Gerry Searcy, president of Searcy Truck-
ing, added: “Bison Transport has proven 
their ability to build a strong transporta-
tion business, staying true to their core 
values, and committed to their people. We 
look forward to being part of that culture, 
and gaining from the administration, sys-
tems and marketing support, while at the 
same time running Searcy as a distinct 
separate business.” 

Bison buys Searcy, 
goes flatdecking

Manitoulin buys
Edmonton’s Matco
EDMONTON, Alta. - - Manitoulin 
Transport has acquired Matco Trans-
portation Systems of Edmonton. Es-
tablished in 1966, Matco is a fully 
integrated Canadian transportation 
services company providing domes-
tic and international freight, house-
hold goods relocation services and 
warehousing. Its geographic focus 
is Edmonton and Calgary in Alberta, 
the Northwest Territories and Yukon. 

 Matco is the second transpor-
tation company Manitoulin has ac-
quired in the last four weeks and 
its fifth acquisition since last May. 

 “We are delighted to announce 
that we have purchased Matco, a 
company known for more than 40 
years for its exceptional customer 
service, professionalism and exper-
tise,” said Don Goodwill, president 
of Manitoulin Transport. “This brings 
together two highly complementary 
businesses which should significant-
ly benefit both Manitoulin and Matco 
customers. Manitoulin customers 
now have the benefit of accessing 
expertise in the household reloca-
tion business, as well as even great-
er coverage in Canada’s northwest. 
Matco customers now benefit from 
easy access to Manitoulin Group of 
Companies full suite of services, 
and can continue to experience the 
same high level of customer service 
they have come to expect.”

 Matco has seven terminal loca-
tions in Edmonton, Calgary, Inuvik, 
Norman Wells, Yellowknife, Hay Riv-
er and Whitehorse. Matco will be 
lead by Wayne Wishloff, vice-presi-
dent and general manager. Founding 
partners Lloyd and Ray Anderson will 
stay on in a consulting capacity. 

GREEN BAY, Wis. – Schneider Na-
tional has reported declines in cargo 
theft rates for the sixth consecutive 
year. The company’s 2012 security 
results – including a 40% decline in 
full-truckload thefts and a 50% re-
duction in total value per load sto-
len – far exceed US industry rates for 
2012, according to the company.

According to FreightWatch’s In-
ternational 2012 Annual Cargo Theft 
Report, the overall number of nation-
wide stolen freight incidents in the 
US decreased by 0.5%. 

Schneider officials say the compa-
ny has steadily bucked the trend of 
rising cargo thefts in the industry, 
realizing a reduction from 25 thefts 
in 2006 to just eight last year. Schnei-
der moves about three million loads 

of freight each year.
Walter Fountain, director of safety 

and enterprise security at Schnei-
der, says the company concentrates 
on making ongoing improvements 
to its technology and training pro-
grams while emphasizing situational 
awareness and a load-specific com-
munication strategy across its f leet 
of 13,000 company drivers and inde-
pendent contractors.

“I’ve always believed our proac-
tive planning makes Schneider’s se-
curity program a success story year 
after year,” Fountain said. “It’s all 
about knowing the ins and outs of 
the freight we’re moving, keeping 
our customers updated, and arming 
our drivers with exceptional training 
and information.” 

Schneider reduces cargo 
theft for sixth straight year
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TW: Bison has been very active over 
the past couple of years acquiring other 
businesses, opening new terminals, ex-
perimenting with new fuel sources and 
growing to over 2,000 staff. Companies 
may lose their corporate focus when ex-
periencing such transition. How is Bison 
retaining its focus on the corporate strat-
egies that have made it successful? 

Penner: We’ve made the list of the 
Best Managed Companies every year 
since 1994. One of the best things 
about Bison is that we are a learning 
organization. Our core truckload busi-
ness is important and it generates the 
capability for us to expand into other 
opportunities. We are really using this 

approach to grow our people. We have 
the right number of eyes on the total 
picture and we are mentoring and de-
veloping people to take a more active 
role in building new opportunities.  

TW: Bison’s focus on safety also 
seems unwavering. Bison did very 
well at TCA’s National Safety Awards 
yet again, winning the Grand Prize for 
its safety record and programs. For the 
seventh consecutive year, Bison has 
attained the lowest US Department of 
Transportation recordable accident rate 
in its division and mileage category: 100 
million mile line-haul. And Bison also 
received the ATA’s President’s Trophy 

for being the safest fleet and having the 
best overall safety program, as well as 
ATA’s Safety Improvement Award for its 
reduction in workplace accidents and 
injuries. The benefits of operating such 
a safe fleet are obvious for the carrier 
but what are the benefits that accrue to 
the shippers you contract with?

Penner: The most critical benefit for 
shippers is that their product is reach-
ing its intended des-
tination safely and on 
time. As a carrier, we 
are serving our cus-
tomers’ customers and 
so we are keeping intact 
the shippers’ commit-
ment to serve their cli-
ents. If someone is ex-
pecting a load of cargo 
to arrive and it’s upside 
down in a ditch some-
where and they have to 
produce another load of 
that same cargo, there 
is a significant negative 
impact to the supply 
chain. As we grow into 
more challenging and 
rewarding opportunities – HazMat be-
ing a perfect example – we need to use 
our experience and strong safety record 
as leverage to support commodities and 
clients that critically rely on their freight 
being both safe and on time.

TW: Do you feel shippers in gener-
al appreciate the importance of con-
tracting with a carrier that walks the 
talk on safety? 

Penner: I believe the CSA legislation in 
the US has elevated clients’ interest and 
ability to look more deeply at the carri-
ers they partner with. I don’t believe it 
has yet had the full impact that carriers 
who put their time, money and energy 
in investing in the right safety strategies 
were hoping for. There is still an over-
riding focus on cost and if all things are 
equal then the safest carriers have an 

edge. But there is no question there are 
more conversations today about safety 
among the shipping community.

TW: Bison is one of the early adopt-
ers in the industry of natural gas power 
for its trucks. You’ve entered into a five-
year agreement with Shell Canada to run 
15 liquefied natural gas (LNG) tractors 
in Alberta. How is that project coming 
along and what are your expectations? 
Should shippers expect to see growth in 
your natural gas-powered fleet?

Penner: It’s a bit early to draw any 
conclusions on whether LNG is right 
for us. It was important for us to learn 
the technology. As mentioned earlier, 
we are a learning organization and for 
our fleet to be informed on what tech-
nologies are out there, whether it’s to 
power the truck or make us safer or 
manage our operating systems more 
efficiently, we need to know what that 
looks like. We’ve put these 15 trucks 
into play. 

They came into service Jan. 1 and we 
are now getting their utilization into 
a range where we are comfortable we 
can start to gather reliable data. Opti-
mizing the spec only comes through 
running the trucks and figuring out 
what works and what doesn’t work.

We have the LNG tractors working 
in our heavy-haul long combination 
vehicle operations. There are many 
little challenges to deal with, most of 
them expected and none of them cat-
astrophic. It’s on us to work through, 
fine tune and optimize the range on 
these vehicles. The technology works; 
we are just not sure if it is ultimate-
ly effective in the applications we are 
looking for. It’s expensive and today it 
limits our operational flexibility due 
to lack of infrastructure. We can over-
come a lot of that, however, there are 
still things that remain unclear. 

We are waiting to see what the fuel 
suppliers are going to do to provide 
appropriate infrastructure. There 
is also uncertainty about the long-
term road tax implications for natu-
ral gas. We believe Ottawa and the 
provinces will tax natural gas similar 
to how diesel is taxed. We are infra-
structure challenged in North Amer-
ica and as users of the highways, it is 
necessary for fleets to help fund high-
way improvements through fuel tax  

Expansion 
minded
Rob Penner, COO of Bison Transport, on 
how the company is leveraging its people 
and expertise to expand into new areas

‘It’s a bit early 
to draw any 
conclusions on 
whether LNG is 
right for us.’ 
Rob Penner, Bison Transport
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programs, but any new costs in the sys-
tem affect payback. Our business can’t 
afford to invest in this technology as 
an environmental initiative. It has to 
have its business case.

TW: Even if natural gas was taxed 
at the same rate of diesel, would it still 
not be cheaper?

Penner: It is still cheaper, but there 
are other factors to consider. The capi-
tal costs of equipment limit how much 
of this a private carrier like ourselves 
can fund. Do you buy 60 LNG powered 
tractors or 100 diesel? Those are going 
to be real fleet decisions. Is this an al-
ternative energy strategy or an envi-
ronmental play? What is the true im-
pact to the environment? There are 
differing opinions on the cost/bene-
fit/impacts and we are trying to go into 
this as informed as possible.

TW: What do your drivers think 
about the LNG vehicles?

Penner: There are lots of little start-up 
nuances surrounding spec’, electron-
ics and tuning that need to be worked 
through with each tractor to optimize 
it and we’ve tried to limit the impact to 
the driver of that. Our drivers have been 
understanding of the necessity to learn 
the technology. The truck itself is qui-
eter and does have plenty of power and 
after we worked the bugs out the driver 
feedback has been largely positive. 

TW: Bison recently purchased 
Searcy Trucking of Winnipeg, a fam-
ily-owned carrier specializing in flat-
deck services, and its distribution di-
vision, Universal Reload, which offers 
12 acres of outdoor storage and 24,000 
sq.-ft of indoor space, specializing in 
open deck freight handling logistics. 
Why was this the right move for Bison?

Penner: Customers routinely asked 
us if we had flatbed service and our 
logistics team has helped some of our 
key clients move flatdeck freight for 
years, so it is not completely foreign 
to us. As we look to acquire companies, 
our strategy is to find a strong busi-
ness with a solid platform that we can 
leverage. We will look at how we can 
better manage their cost base, add 
value or inject horsepower in terms 
of money, strategy and of course peo-
ple to help grow what is already a suc-
cessful business. Searcy is a well run 
company that did well through the re-
cession, did what needed to be done to 
protect their business and has looked 
after their customers and employees. 

TW: What is the strategic thinking 
behind this move to expand your ser-
vice offerings?

Penner: Although we are certain-
ly not a trucking giant in terms of the 
scope of North America, in Canada 
we run a very large van fleet and we 
are very conscious of what our over-
all growth capabilities and limitations 
might be. We don’t want to be too heav-
ily concentrated on a particular set of 
customers. We certainly don’t expect 
we could have 2,500 tractors doing ex-
actly what we do now in Canada. But 
we do understand there are many in-
dustry segments we are not a part of 
and so we can leverage our strengths 
– strategy, purchasing, safety, train-
ing, people development – in different 
segments of the marketplace. And we 
feel we can do that without being dis-
tracted. We have good people in our 
organization who can do bigger and 

better and more things. Trucking is 
about people. If you have good people 
and you can leverage good people you 
can grow your business. 

TW: Flatdeck was hit hard during the 
recession. Are there companies that 
would be available for sale if you want-
ed to expand your reach in that sphere?

Penner: Yes, we have looked at sev-
eral that are available. 

TW: What do you see as the major 
challenges that could get in the way of 
your growth plans for the future?  

Penner: The limiting factor is always 
people. Finding good people to attract 
into this industry and train and devel-
op has always been and will always be 
the biggest challenge.

TW: I’m glad you said “people” be-
cause a lot of companies in this indus-
try are focused on drivers when at-
tracting good people to all positions 
is important and challenging. 

Penner: The people who support 
your drivers and your customers are 
every bit as important. It is a team ef-
fort and an entire network that builds 
success. Drivers earn you money but 
if you don’t have good people who un-
derstand the driver’s role and how to 
provide true support, a driver won’t 
stick with you. Nor will your custom-
er. Bison has a great team and we are 
constantly looking to build the team. 
We strive to hire, train and develop the 
very best people in the industry so that 
we can ultimately provide the best in 
services for all involved.

TW: How do you see Bison evolving 
over the next five years in response to 
market trends and demands?

Penner: We will have maintained 
our culture of doing the right thing 
for our customers, our employees, 
our business and those we share the 
roads with. We will continue to build 
on our successes and expand our reach 
into market segments that require a 
higher level of expertise, complexity 
or risk management. We are an orga-
nization built to provide full service 
transportation solutions. Truckload 
van, heated, refrigerated and flatbed, 
expedited, HazMat and LTL services, 
LCV and asset-based logistics, inter-
modal, trailer on flatcar, boxcar, ware-
housing and distribution. What have I 
missed? Stay tuned! 

Buy and have installed 
select king pin 
sets and HD PLUS 
chassis parts at
TruckPro and obtain 
a 2 year warranty on parts and 
labour with unlimited mileage.

This warranty is honored by 
ALL TRUCKPROS
IN CANADA.

OFFER VALID FROM JUNE 1 TO JULY 31, 2013

IS DOUBLING THE WARRANTY
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he average cost of a Class 8 
truck has increased from 
$95,000 in 2006 to $125,000 
by 2012. With new truck 
prices seeing such a sig-
nificant increase, purchas-
ing a used truck is a com-

mon strategy for both Western Canada 
motor carriers and owner/operators. 
Our annual Equipment Buying Trends 
Survey indicates that 80% of Western 
Canada truckers have purchased a used 
truck in the past. The practice is particu-
larly prevalent among owner/opera-
tors, with 88% reporting they have done 
so in the past. Almost a quarter of fleets 
and owner/operators were looking to 
purchase used trucks in 2013. The main 
reasons cited for purchasing used in-

clude the need to add to the fleet due to 
company growth projections; increas-
ing cost of repairs on the current fleet; 
and looking to avoid engine emissions 
standards that come with the later mod-
el new trucks. 

The selection process, of course, is 
a critically important part of purchas-
ing used trucks. Our survey, however, 
found that used truck buyers feel they 
are quite knowledgeable about spec’ing 
used trucks. Overall, our survey respon-
dents rated their knowledge and ability 
to properly spec’ a used truck a 4.06 out 
of 5. O/Os were particularly confident 
of their abilities. They rated their knowl-
edge an average of 4.30 out of 5. 

The most important factors consid-
ered when selecting a used truck in-

clude the age and mileage of the truck, 
its history, availability of parts and the 
type of transmission. Manual 18-speeds 
are the most sought after transmissions, 
particularly by owner/operators. But 
interestingly, automatic transmissions 
were the most preferred by almost a 
quarter of respondents. 

Peterbilt, Kenworth and Freightliner 
are the three truck brands Western Can-
ada truckers are most likely to purchase 
when they buy used, our survey also 
found. This year’s Equipment Buying 
Trends Survey, which has been con-
ducted for more than a decade, launch-
es in May. Look for it in your e-mail and 
please respond. We look forward to 
sharing the latest results with you later 
this year.  

Purchased 
a used truck 

before 

Planning 
to buy used 

truck(s) in 2013

Top three reasons will be purchasing 
used trucks 

Type of transmission most likely to prefer on a used truck

GET 
USED 
TO IT
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thoughts on purChasing 
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T
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manage a fleet when (that happens).” 
Fortunately, new exploration tech-

niques are leading to significant 
growth in the domestic supply of oil, 
and projects like the Keystone XL pipe-
line could also play a significant role in 
the effort to get fuel to market, which 
Allen said could greatly stabilize the 
cost of diesel. 

Diesel is only one part of it, though. 
“Over the past decade, we’ve seen a 
number of technologies come to mar-

ket, things like hybrids and electronic 
drivetrains,” Allen said, “but if there’s 
one technology that people in this  
industry are really excited about, it’s 
natural gas.” 

Allen thinks natural gas may be the 
most significant change the industry 
has seen since commercial vehicles 
switched from gasoline to diesel power 
in the 1950s, and noted that new tech-
nologies such as fracking are making 
vast new reserves of the stuff avail-
able in the US and Canada. “There’s 

plenty of supply for today and for the 
future,” he said, “and because of this 
ample supply, it should cost less.”

Allen said another advantage to us-
ing natural gas is that “this is a domes-
tic solution, not a foreign solution. The 
next Arab Spring, the next European 
crisis, will not impact the price of nat-
ural gas, which should translate into 
more stable prices and, as an alter-
native to diesel, help moderate diesel 
price inflation and volatility as well.”

Not only that, but “the environmen-
talists like natural gas,” he pointed out. 
“It has 20% less carbon than an equiv-
alent energy unit of diesel.”

While he admitted that there’s a 
lot of work to be done before natural 
gas power is available widely (such as 
setting up infrastructure and getting 
the hardware price down) “if indus-
try volumes increase and more sup-
pliers come to market, we can expect 
these prices to fall. Natural gas has 
been called the fuel of the future for 

a long time, and I think that that fu-
ture is going to arrive sooner than we 
think,” he said.

Allen also expressed surprise that, 
considering current unemployment 
rates, there aren’t more people lining 
up to climb into cabs. He opined that 
the driver shortage isn’t just about how 
demographics and regulations make 
the profession less attractive to new 
people, however. “There’s also a social 
issue here,” he said. “Driving a truck 
doesn’t have the same appeal (to to-
day’s youth) as it did to previous gen-
erations. The thought of being on the 
road for an extended period of time, 
away from friends and family, is real-
ly an issue.” 

To combat this, Allen said, “you’re 
going to need to address the funda-
mental deterrence to driving trucks 
today, including quality of life.”  He 
warned that could come at a price, 
however, and said manufacturers have 
to help out here, too, by building prod-
ucts that are more driver-centric, eas-
ier to drive and safer, in order to help 
facilitate “shorter training periods for 
drivers to become more efficient and 
productive.” 

Many of these features exist today, 
such as automated manual trans-
missions, lane departure warning 
systems, parking assist, the use of 
more blind spot cameras and satel-
lite connectivity, but “they’re going to 
become more prevalent and sophisti-
cated,” he said.

Allen also blamed new rounds of 
regulations for challenging the in-
dustry’s bottom line. “Compliance 
has come at a price,” he said, noting 
that over the past decade emissions 
surcharges have added an average of 
more than $20,000 to the price of ev-
ery heavy truck sold and more than 
$10,000 on medium-duty trucks. Fur-
thermore, “used truck values today 
show that this added expense is not be-
ing retained over time…and as a result, 
fleets are being forced to adjust their 
depreciation schedules to reflect to-
day’s new reality.”

Allen doesn’t think we’ve seen the 
end of new rules, either. “The leaders 
in Ottawa and Washington alike have 
a strong regulation mindset,” he said. 
“It’s just the business they’re in.” 

He thinks new rules will be different 
from current ones that have focused 
mostly on vehicle systems, though. 
“We’ll see more stringent fuel stan-
dards and that means most manufac-
turers are going to have to ensure that 
each specific truck/trailer combina-
tion will meet regulations.” 

He predicts that manufacturers and 
suppliers will not only need to engi-
neer new technology, but “as an indus-
try, we have to keep in mind the cost 
that this could have on all of us. So we 
need to work together with the regula-
tors in a collaborative way so that they 
fully understand the financial impact 
of policy decisions that they make on 
our industry.”

The good news is that this is under 
way, both in Ottawa and Washington, 
and Allen credited many industry as-
sociations with playing an important 
role in this effort.

Allen also had some sobering 
thoughts about whether or not the 
trucking industry will return to what 
was considered its normal state of only 
a few years ago, before the bottom fell 
out of the economy. “What’s normal?” 
he asked rhetorically, noting that in the 

Change brings  
opportunities
Continued on page 1
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past several years, larger fleets have 
been growing, while small fleets are 
becoming scarcer. “A variety of factors 
have driven costs up to the point where 
it’s very difficult for many smaller op-
erators to survive,” he 
noted. “The burden of 
increased fuel costs, la-
bour costs, and regula-
tion have simply made 
the economics unfa-
vourable for too many 
trucking companies.”  

Fleets are also get-
ting older, which Al-
len said implies that 
“we really may have 
experienced a forma-
tive shift in the age 
of trucks on the road. 
With the increased 
costs due to emissions 
changes and access to 
capital, trucks are run-
ning fewer miles today and are last-
ing longer, so naturally vehicles on the 
road today are older. What many of us 
thought might be a pent up demand for 
trucks may not be at all. So welcome to 
the new normal.” 

The average length of hauls is also 
changing. “Many of our largest cus-
tomers have seen a significant shift…
over the past decade,” Allen said, citing 
a number of factors – one of the largest 
being the growth of rail and intermo-
dal. “In many cases, it’s simply more 
affordable to transport freight by rail 
than by truck,” he said. 

Allen also predicted that factors 
such as the expansion of the Panama 
Canal will have a dramatic impact 
on freight patterns throughout North 
America. “As new ports are opened 
to larger container ships at the east 
coast,” he said, “then more freight is 
going to arrive at those ports…closer 

to its final destination.” 
On a more positive note, Allen pre-

dicted that “there are going to be 
growth opportunities in places where 
there weren’t in the past.” 

He also predicted that his side of 
the industry will have to adapt as well, 
since its customer base is changing in 
order to remain competitive. “They’re 
bigger, more diverse, and they’re more 
national in scope,” he noted, “and 
they’re relying on our dealers for more 
support. I bet that these changes are 
permanent and they’re going to result 
in a more sophisticated level of cus-
tomer support and integration that ‘s 
going to be needed by the manufactur-
ers, dealers, and suppliers.”  

Allen’s bottom line is also upbeat. 
“Even with all this change and uncer-
tainty, I remain incredibly optimistic 
about the future,” he said. “Trucks 
aren’t going away. The economy 
thrives on trucks and there’s oppor-
tunity wherever you look. Commerce 
cannot and will not happen without 
trucks. This is a tremendous respon-
sibility that we all bear.”  

By Jim Bray

KANANASKIS, Alta. – Truckers on 
the Trans-Canada Highway may have 
a new place to stop, grab a bite, and 
maybe even play a few slots in the 
not-too-distant future.

That’s if a development envisioned 
by the Stoney Nakoda Nation goes 
ahead – and there’s no reason to 
think it won’t. 

In fact, the group sent out a Re-
quest for Proposals in early Febru-
ary asking for “experienced propo-
nents to form a business relationship 
with the Stoney Nakoda Nations for 
the design, construction and opera-
tion of a Travel Centre catering to the 
travelling public; particularly truck-
ers and large RVs.” 

The new development will take 
place on a big, f lat area at the junc-
tion of Hwys. 1 (the Trans-Canada) 
and 40 (the highway through Kanan-
askis), where the Stoney Nakoda Re-
sort, a hotel/casino complex that 
opened in 2008-2009, can be found. 

According to Tribal Administrator 
Heather Carnahan, the development 
is the next step in a journey the Na-
tions began more than a decade ago. 

“The Nation in 2002 held a refer-
endum vote to designate 240 acres 
of land for economic development,” 
Carnahan told Truck West, “and be-
cause it’s Reserve land and we have 
no choice but to be following the In-
dian Act, it allows outside investors 
to have some ability to invest in and 
have a financial interest registered 
on the land. So that’s why in this sit-
uation we’ve done a Request for Pro-
posals to have outside groups put in 
their expressions of interest and their 
proposals for putting a development 
on that land.”

Carnahan said that when they 
started the master planning, they 
had “envisioning sessions” with peo-
ple in various industries who helped 
come up with some ideas. 

“The thinking always included a 
travel centre type of development,” 

‘Even with all 
this change and 
uncertainty, I 
remain incredibly 
optimistic about 
the future.’ 
Jack Allen, Navistar

Kananaskis corner to 
blossom with truck-
friendly development

Continued on page 28
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she said, noting that “the intersection 
of the two major highways on that 
east-west thoroughfare is a good site 
for this – we’ve heard that repeated-
ly – and we’re hearing it again now.”

The idea is to develop destination 
properties, a concept into which the 
existing Resort and Casino obviously 
fits, with the new Travel Centre be-
ing envisioned as a way of “inviting 
people to come and stop and rest and 
relax at the site,” Carnahan said. 

They’re thinking along the lines 
of a Flying J-type of development 
that, she said, “would have enough 
parking for people and a truck stop…
with the amenities that people who 
do long-distance trucking are used 
to finding. We’re hoping to make it a 
bit of a rest stop for people.”

The Nation has received propos-
als – though Carnahan wouldn’t say 
how many, from whom or what ex-
actly was pitched – and now they’re 
in the review process. “I can’t talk 
about it too much, but we’re happy,” 
she said. “There’s lots of interest.”

As for who pays, and who owns the 
facilities, Carnahan said that when 
they did the RFP, they specifically 
allowed people to submit proposals 
dealing with different options. 

“We gave people a range,” she said. 
“We didn’t want to restrict people 
from bidding based on the structure, 
so people could bid as a strict land 
lease, people could bid as a co-own-
ership with the Nation or anywhere 
in between. So we have proposals in 
varying business structures. It will 
be a lease of some kind, a very long-
term lease.”

Carnahan said they’re hoping to 
get things going ASAP, and to have 
a facility open by the end of 2013, if 
possible. “That’s going to obviously 
depend on the construction season,” 
she admitted, “so let’s just say that we 
want to have construction underway 
in 2013 and be as far along as we can 
be by the end of the year.”

As for the reaction one might ex-
pect from environmental groups, it 
appears the Nations are getting the 
green light – or at least a grudging 
pass – which means construction 
shouldn’t be slowed down by any 
green issues. 

“We had an environmental as-
sessment done for this site when the 
Stoney Nakoda Resort and Casino 
was built and we’ve had environmen-
tal work done for this development,” 
Carnahan said, noting as well that 
“Highway 40 is already there and we 
aren’t proposing any new roads. And 
it’s not really a wildlife corridor.”

Carnahan said they haven’t even 
been contacted by environmental-
ists, and puts it down to the Nations’ 
record on matters green. 

“The Stoney Nakoda Nations are 
very respectful of the environment 
and of the wilds, so I think they are 
probably the best stewards we could 
possibly have on the environmental 
front,” she said. 

“The Nations would not do a devel-
opment that’s going to be detrimen-
tal to the land.”

Though Calgary and its facilities 
are only about an hour east of the de-
velopment, truckers and other trav-
ellers may enjoy the beautiful sur-
roundings of this particular location, 
which sits right on the eastern edge 
of the Rocky Mountains and offers 
some glorious views. 

That, and the fact that the devel-
opment will offer a restful area for 
truckers coming out of the often-
challenging mountains, could prove 
a pretty good incentive for truckers to 
stop and hang out for a while.

It undoubtedly won’t hurt the de-
velopment that it comes at a time 
when all kinds of traffic – commercial 
and private – are increasing through 
the area, offering a wonderful chance 
for the Nations to grab a piece of the 
disposable income flowing by. 

“The Reserve is right along the 
corridor that goes between Calgary 
and Canmore and Banff,” Carnah-
an pointed out, “and the Nations are 
seeing the growth in…tourism trav-
el that goes through and they are 
intending to be a part of that. And 
I think they’re excited to be a part 
of it, they’re excited to be contribu-
tors because this is going to make an 
amenity that will be available to peo-
ple using Kananaskis Park, people 
using Banff Park, and (the Nations) 
are really excited about this develop-
ment and welcoming more people to 
the site.”  

Truckers may soon have a new place to rest, relax, eat or play some slots before 
or after crossing the Rocky Mountains if a proposed development goes ahead.

New rest area to provide amenities for 
truckers in Rocky Mountain foothills
Continued from page 27
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By Adam Ledlow

“Doing something is better than do-
ing nothing.” A simple adage, and one 
that John Haines, national fleet direc-
tor for Canada Cartage and winner of 
this year’s Canadian Fleet Maintenance 
Manager of the Year award offered when 
asked to give advice to young techni-
cians and managers in the industry.

“You’ve got to work hard every day 
at it,” he told Truck West in his office at 
Canada Cartage’s Mississauga terminal. 
“You’re going to make mistakes – I’ve 
made lots of them over the years – but 
I’ve learned from them and, hopefully, 
the next time you do it better, and you do 
it better, and you do it better, and you’ll 
eventually score.”

The 35-year veteran was presented 
with the award at the 50th annual Cana-
dian Fleet Maintenance Seminar, host-
ed by the Toronto, Ottawa and Belleville 
chapters of the Automotive Transpor-
tation Service Superintendents’ Asso-
ciation (ATSSA). Steve de Sousa of Vol-
vo Trucks Canada, which sponsors the 
award, said Haines was chosen for his 
scheduled maintenance program, qual-
ity and frequency of training programs, 
major accomplishments and his con-
tributions to the industry and his com-
munity. Candidates for the prestigious 
award must manage a fleet of at least 25  
Class 8 vehicles, perform at least 80% of 
their own maintenance and repairs, be 
involved in spec’ing equipment and be 

charged with maintaining the fleet.
Haines surpassed those require-

ments, overseeing a diverse fleet that in-
cludes about 2,000 Class 8 power units 
– in addition to straight trucks and more 
than 27,000 trailers – operating out of 11 
terminals across Cana-
da. One of the challeng-
es of that diversity is the 
necessity to ensure me-
chanics are well-versed 
in a variety of skills, 
Haines said. 

“We cross-train all 
our mechanics. And 
that’s how we do our ap-
prentices too,” he says. 
“I find if we can get our 
apprentices and teach 
them right from day one 
– I start them at one end 
of the shop and work 
them right through to 
the other – by the time they’re finished 
and ready to write their licence, you can 
take that guy and put him anywhere.”

Apprenticeship is something Haines 
believes strongly in, having been rec-
ognized for his advocacy of Centenni-
al College’s apprenticeship program as 
part of his award win, but noted that the 
younger generation of appren-
tices coming into the industry 
represent “a different world” 
from the older guard of tech-
nicians – and have to be man-
aged differently as a result.

“It’s not like the old days when you 
used to get a kick in the backside and 
you learned your lessons; you can’t do 
that anymore. You’ve got to pat them on 
the back,” he says.

“With the computer games that young 

people (play), they get gratification right 
away with that. I think you’ve got to give 
them that gratification when they’re do-
ing their job. I think barking at them all 
the time is not a good thing. You have to 
talk to them and show them where the 
problems are. You want them to learn, 
not just to replace parts; why the prob-

lem happened or how to solve 
the problem. You want them 
to learn how to do the trou-
bleshooting. It’s a little pain-
ful at first, but you’re going to 
end up with a good person at 

the end of it.”
But the need for communication isn’t 

limited to younger staff, Haines insists, 
adding how crucial it is for all staff to 
“buy in” to a company’s way of operat-
ing – especially with frequent changes 
to technology.

“Talking to your staff is probably the 
best thing. Getting them to buy into the 
whole cost-efficient, cost-effective ways; 
they have to buy in. If they don’t buy in, 
you’re done,” he says. “It’s hard to get 
them to change, but we have to look at 
going forward with new products.”

One of those new products that truck 
technicians have had to adjust to are the 
latest generation of emissions-reducing 
engines. Though the engines have be-
come somewhat renowned as problem-
atic for fleets and their maintenance 
staffs, Haines admits that, in hindsight, 
fleets who opted for a pre-buy ahead of 
the new technology’s launch made a 
mistake and simply “delayed the trou-
ble we were going to have.”

“I think right now we’re starting to 
catch up,” he adds. “The industry and 
suppliers are realizing some of the mis-
takes they’ve made and they’re correct-
ing it. Things are a little bit better.” 

Haines says the biggest problem, cur-
rently, for the engines is the effect that 
idling is having on the diesel particulate 
filter (DPF) systems. 

“We’ve started a program where our 
idling is going to be a big issue this year 
and we’re going to stop it. Not only is it 
costing money for fuel, but it’s killing us 
on maintenance.”

That sort of conscious prevention has 
been part of Haines’ success at Canada 
Cartage via his “stringent” preventive 
maintenance program. Haines says that 
if trucks are coming in between PM pe-
riods, his supervisors work to discover 
if there are trends that spring up related 
to the year, make or model – or the me-
chanic performing the work. 

“Sometimes we need to do some more 
training for the mechanics,” he says. “We 
don’t want a truck coming in between 
PMs. Come-backs cost money, so if we 
can keep them on the road, that’s the 
way we like to do it.”

Canada Cartage’s maintenance shops 
also look to save money in environmen-
tally-friendly ways, recycling its oil and 
filters, and using high-efficiency lighting 
in the shops. The Mississauga branch 
is also looking into a new screw-type 
compressor for the shop. Shop safety is 
also number one with all the guys in the 
shop, Haines says. 

“Even if we bring a new guy in, like 
our co-op students, they go through our 
safety programs once a month, and our 
safety training and first aid courses.”

Haines says that his desire to con-
stantly improve processes at Canada 
Cartage stems from laying out some spe-
cific goals for himself.

“At the beginning of the year, I always 
try to set some goals; I’m going to work 
on this, I’m going to work on this and 
hopefully you can save the company 
some money, do a better job at main-
tenance and have a profitable year,” he 
says. “Hopefully that’s the way I’ll work 
myself all through my career: set the 
goals and try to go for them.”

With a career spanning four decades, 
and having reached a pinnacle with his 
award win, where will Haines head from 
here? “Well, I’ll go for v.p. next,” he jokes. 
“It’s been quite a ride, but I started out 
just like everybody else: on the floor as 
a grease mechanic. It goes to show, you 
can work hard, you can end up here.” 

John Haines, national fleet director with Canada Cartage, was named the Canadian Fleet Maintenance Manager of the Year.

Tops in the shop
John Haines discusses the importance of 
preparing your shop, staff and self for success.

Watch video of 
John Haines at 

TruckNews.com/
Videos

‘We don’t want 
a truck coming 
in between PMs. 
Come-backs cost 
money.’ 
John Haines, Canada Cartage
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By Harry Rudolfs

My trucking job mostly involves night 
driving between Toronto and Montreal, 
in all weather conditions. So I’m keen-
ly aware of the importance of a good 
headlight system. And commercial 
drivers obsess about lights all the time 
– just leave your fog lights on after the 
mist has cleared and you’ll hear about 
it on the CB. Don’t get me wrong. The 
halogen bulbs in my dedicated Volvo 
do a pretty good job illuminating the 
road. But recently I’ve noticed that the 
clearest and brightest low beams be-
long to Freightliners, specifically Pen-

ske-owned Cascadias, as they slide past 
me on the Big Road. 

I recalled seeing a news blurb some-
where about Penske outfitting its tractor 
fleet with LED headlights, and was gen-
uinely thrilled when editor James Men-
zies asked me to test drive one of the 
retrofits. So one April night my godson 
Zak and I booked a newish 10-speed 
Freightliner Cascadia with a 425-horse 
Cummins ISX engine, and went looking 
for “the darkness on the edge of town.”

Truck lighting has come a long way 
since 1896 when Karl Benz mounted 
candles on his prototype truck. From 
lanterns to acetylene lamps to sealed 

beams, to halogen, HID-Xenon and fi-
nally LED headlights, it’s always been 
about seeing and being seen. Over the 
years, lighting solutions have paralleled 
– and sometimes lagged behind – other 
aspects of the automotive trade. But oc-
casionally something new comes along 
that significantly moves the bar several 
notches.

The round two- and four-headlight 
sealed beam systems that we’re all fa-
miliar with were standard for 50 years 
or more, and rectangular headlights, 
mostly found on trucks, became more 
common after the 1970s. A major step 
forward came in the early 1980s when 
bulbs could be changed separately from 
the lens and reflector, followed in 1983 
by the halogen bulb. By replacing the 
vacuum lamps with halogen (a com-
bination of several gases) the tungsten 
filaments burned brighter.

Halogen remains the mainstay 
among trucking fleets but that could 
be changing. It tends to yellow with age 
and grow dimmer, and the bulb life is 
only about 1,000 hours. You often no-
tice the difference when replacing a 
burned-out headlight. The new one 

burns much brighter. Depending on the 
manufacturer, halogen headlights can 
lose 20% of their luminosity in only 160 
hours. Compare this to the “new gen-
eration” LED low beams which might 
eventually lose 7% of their output, but 
would take 20,000 hours to do so.

At 16 years of age, Zak is a physicist-
in-training, and patiently explained 
to me the difference between candle 
power and lumens, photons, neutrons 
and electrons, as we spent several hours 
trundling the back roads between To-
ronto and Georgetown looking for dark 
stretches of highway. This is the time of 
year when a lot of animals are moving 
around and getting struck, so we were 
actually hoping to see some wildlife 
darting in front of the truck. 

This didn’t happen, but the direction-
al fluting of the beams onto the shoul-
ders of the road was excellent. “Sixty 
degrees,” Zak announced when we 
stopped, measuring the sideways flar-
ing of the headlights with his protractor.

This is an intentional design feature, 
according to Brad Van Riper, chief tech-
nology officer at Truck-Lite, which pro-
duces the LED headlights. 

A truer light
Truck-Lite’s LED headlight system 
seems ready for prime time

TM

Missing Since: Apr 9, 2010

Date of Birth: Jan 7, 2007  (Ahmed)

Date of Birth: Aug 5, 2005 (Khalid)

Missing From: Manchester, UNITED KINGDOM, 
believed to be in Southern Ontario

Eye Colour: Brown

Hair Colour: Black

AHMED & KHALID ABUBAKAR

OR CONTACT YOUR LOCAL POLICE DEPARTMENT. ALL CALLS CONFIDENTIAL.

missingkids.ca

IF YOU HAVE ANY INFORMATION ABOUT THESE MISSING CHILDREN,  

1-866-KID-TIPS
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(1-866-543-8477)
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and trade-mark of

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

development and they wanted more 
light on the shoulder of the road, more 
visibility of fog posts, pedestrians and 
animals.”

To accomplish the enhanced “road-
shoulder” lighting, the design team 
went to computer simulation  technol-
ogy to formulate the complex reflector-
style beams of the Cascadia.  

“We used a computer-based optical 
design system to collect and direct the 
light to the area that we wanted,” says 
Van Riper.

Stellar is a word I would use for the 
overall performance, in more ways than 
one. Besides reaching further into the 
night than anything else I’d driven, the 
frequency and spectrum of the white 
light is meant to mimic that of sunlight 
or starlight. The only thing compara-
ble right now might be the HID-Xenon  
system available on Kenworth and  
Peterbilt packages. 

HID-Xenon lights are plenty bright, 
but tend to have a purple tint, swing-
ing towards the blue, or cooler, end 
of the spectrum. I talked to one driv-
er of a new Kenworth who thinks they 
are too bright. This is probably not the 
case, since all headlamp systems have 
to meet NHTSA standards. But this par-
ticular driver confided via CB radio, “I 
get flashed all the time.” 

By comparison, no one flashed their 
high beams at me while test driving the 
Penske Cascadia, but I personally think 
the intensity of both systems is about 
the same, though they have slightly dif-
ferent penumbras, and they are both 
brighter than that to which Joe High-
way is accustomed. 

I was nervous about the amount of 
light the LEDs were emitting. But to the 
credit of the Truck-Lite engineers, the 
horizontal cut-off of the LED’s beam 
lined up just below a car’s trunk lid at 
a stop light. LEDs are monochromat-
ic and narrowly focused. To fill out the 
rest of the light spectrum Truck-Lite 
used a blue chip that is coated with a 
phosphor. 

“There are many ways of doing this,” 
says Van Riper, “but the most effective 
way is by coating the top surface of the 
LED with a phosphor and when the blue 
wave length light sees the phosphor, it 
releases photons that fill the rest of the 
spectrum, giving you white light.”

Like sunlight, Truck-Lite LED light 
is designed to be neutral, sitting mid-
way between the cooler signature of the 
HIDs and the warmer halogen lights 
that we see on most of today’s trucks. 
Van Riper cites a study by the Univer-
sity of Michigan which suggests certain 
wavelengths of LED light suppress the 
release of melatonin, a naturally oc-
curring hormone that factors into one’s 
sleep cycles. 

“We’ve had feedback from a lot of 
drivers that they feel like they’re more 
alert,” he says.

Truck-Lite has never been that in-
terested in halogen technology and 
they see LED systems as the way for-
ward. In 2007 they were asked to de-
sign an LED system for the US Army 
which was field-tested on army trucks 
in Iraq and Afghanistan. They eventu-
ally sold 300,000 LED headlights to the 
US military. These days, the technolo-
gy is available to anyone as seven-inch 
round beams and five-inch rectangu-
lar units. 

But it is Truck-Lite’s application of 
LEDs to custom aerodynamic head-
lights like the Cascadia, which marks 

a new direction for the lighting manu-
facturer. According to Van Riper, LED 
headlights for several other truck makes 
and models should be available later 
this year.

After fumbling about on concession 
roads and secondary highways, Zak 
and I turned the Cascadia towards the 
industrial wilderness of Milton, Ont. 
Yes, lots more illumination in the dim-
ly-lit truck yards. Then I remembered a 
grocery store in Brampton where I used 
to make night deliveries. 

This site featured a set of receiving 
docks that was separated from the near-
by suburban townhouses by a wall. The 
area was always cluttered with debris, 
abandoned shopping carts and an over-
flow of garbage from the bulging refuse 
compressors. It was the loneliest feel-
ing pounding on the steel doors at night 
and ringing the bell for an eternity with 
some kind of small creatures shuffling 
around my feet, anxious for the night 
receiver to open the door.  

Not to my surprise, the delivery docks 
were the same, with the same amount 
of refuse and cabbage leaves scattered 
on the ground – only now I could see 
better. And once again I came to real-
ize why I don’t miss delivering to su-
permarket receiving docks, especially 
at night.

The last stop was the Husky Truck 
Stop off Dixie Road. There are always a 
number of tractors lined up in the park-
ing lot and I was hoping to get a picture 
of the LED lights beside a convention-
al system. Nothing doing. Guys are in 
their bunks and sleeping. Oh, there are 
always a few drivers fuelling, and a cou-
ple in the coffee shop, but despite a full 
yard, like most truck stops on a Friday 
night it’s a quiet place. But I finally did 
sidle up beside a fuel hauler, old style 
halogen, and there’s no contest in terms 
of brightness between the two.

The remarkable thing, I suppose, is 
how a technology that’s so clear and 
precise could be so much more effi-

cient. According to Van Riper, a rig and 
trailer completely outfitted in LEDs, as 
compared to a contemporary truck run-
ning on all incandescent lights, actu-
ally uses 33 less amps. This is signifi-
cant, especially to an owner with a big 
bunk and lots of electrical gadgets, who 
might have to otherwise consider going 
to a bigger alternator. The power sav-
ings may result in a reduction in fuel 
consumption which is currently un-
der study.

No question about the benefits and 
longevity of LED headlights, but the 
cost involved ($750)  is considerably 
more than halogen or HID-Xenon. But 
Van Riper estimates the price will come 
down as manufacturing and consumer 
demand heats up, and with Volvo and 
International coming online, that could 
happen sooner than later. 

Meanwhile, Truck-Lite’s offering in-
terested Canadian fleets free one-week 
trials to see the difference for them-
selves.  

Celebrating 50 Years of 
Dependable Service!

Thank you to everyone who 
has contributed to our 
success over the last 50 
years.

To celebrate, Trailer Wizards has 
set a goal to raise $50,000 for 
Food Banks Canada during our 
50th Anniversary year.  We have 
donated the first $25,000 to 
support the national programs 
of Food Banks Canada. We 
would like to challenge you, 
our customers and suppliers, 
to match our donation and 
raise an additional $25,000 
(which will support local food 
banks) during our nationwide 
Customer  Appreciation Days 
between April and June 2013. 

Customer Appreciation 
Days
Save the date and watch for 
details! 

  May 29 Calgary, AB
  May 30 Edmonton, AB
  June 6  Mississauga, ON
  June 7 & 8 Moncton, NB*
  June 12 Regina, SK
  June 13 Saskatoon, SK
  June 19 Montréal, QC
  (*at the Atlantic Truck Show)
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By James Menzies

GAGGENAU, Germany – The first pro-
duction model Detroit DT12 automat-
ed manual transmissions are now roll-
ing off an assembly line at Daimler’s 
Gaggenau, Germany powertrain plant.

Transmissions destined for the 
North American market will be built 
here until sometime in 2015, when 
production will shift to the company’s 
Redford, Mich. plant. The DT12 is cur-
rently available with the Detroit DD15 
engine in the Freightliner Cascadia. 
The first installation was scheduled 
to take place May 6 at Freightliner’s 
Cleveland, N.C. truck plant.

Daimler is expecting to sell about 
3,000 Freightliner tractors with the 
DT12 transmission this year alone. 
Currently, AMTs comprise about 10-
15% of the North American truck mar-
ket, but it’s a steadily growing segment.

In Germany, all Mercedes-Benz 
trucks feature a complete Daimler 
powertrain, the vast majority with 
an automated manual transmission. 
About 90% of the parts in the DT12 
are derived from the European ver-
sion. The most notable difference is 
that the DT12 has been converted to 
12-volt power, from 24.

The high parts commonality ben-
efits customers, because economies 
of scale allow Daimler to minimize its 
production costs, Dr. Frank Reintjes, 
head of global powertrain, procure-
ment and manufacturing engineering 
with Daimler Trucks told a group of 
visiting trucking journalists.

In North America, the DT12 will be 
made available with the DD13 engine 
this October and the DD16 next May. 
Availability in other models, includ-
ing Western Star, and the planned 
launch of eight- and 16-speed ver-
sions of the transmission are still be-
ing worked out.

Daimler officials said the DT12 of-
fers a 54 kg (119 lb) weight savings, 
thanks to its single coutershaft design 
and use of aluminum within the hous-
ing. It can handle GVWRs of up to 60 
tonnes and is available in four versions, 
suiting a wide range of applications.

Features include: eCoast, which al-
lows the truck to coast down a grade 
without consuming fuel; skip shift, 
which uses aggressive skip shifting to 
get the truck into top gear sooner; ac-
tive driveline protection; and option-
al direct drive. Drivers can switch be-
tween Performance and Economy 
modes or can override the gear selec-
tion in situations that warrant it.

Brad Williamson, manager of engine 
and component marketing with Daim-
ler Trucks North America (DTNA), said 
fleets could see fuel savings of about 
4% compared to trucks equipped with 
manual transmissions. Reintjes added 
the top-performing drivers in a fleet 
will be able to match, or come close 
to matching, the performance of the 
DT12, but those drivers are getting 
harder to find.

“To get educated, experienced, well-
trained drivers is one of the major chal-
lenges everywhere,” he said. “The av-
erage driver is significantly below the 
performance of what automated trans-
missions are offering as potential fuel 

consumption reductions.”
Fleet testing conducted by DTNA 

has shown a significant reduction in 
fuel consumption when the DT12 was 
placed into the fleet and benchmarked 
against trucks with manual transmis-
sions, Williamson added.

Other benefits of automated trans-
missions in general include easier han-
dling, improved safety and less driver 
fatigue. They’re particularly beneficial 
when bringing on and training drivers 
with limited experience.

The DT12 is being offered with a 
five-year/750,000 mile warranty. 

When production shifts to Redford, 
capacity will be for about 20,000-
30,000 transmissions per year. The 
transmissions assembled there will 
predominantly be sold into the North 
American market.

Williamson said initial f leet re-
sponse to the DT12 has been excellent, 
and drivers like it too, even if they’re 
initially resistant to the concept of au-
tomated transmissions.

“It’s going to be a great product,” he 
said. “It’s going to change the market 
in terms of what drivers accept.”

Daimler itself has good reason to be 
pushing a fully-integrated powertrain. 
Reintjes pointed out globally, the pow-
ertrain accounts for about 50% of the 
truck’s value chain. It also influences 
about 37% of a truck’s total cost of own-
ership (TCO). 

“If the powertrain or its components 
collapse, the truck is done,” Reintjes 
said. “If the truck operates (custom-
ers) hate two things: too high fuel con-
sumption and trucks being off the road 

and not earning money.”
Offering a completely integrated 

powertrain gives Daimler more con-
trol over the performance of its vehi-
cles. It also allows the manufacturer 
to optimize performance between the 
engine, transmission and other com-
ponents. AMTs in general cost more 
than manual transmissions. Daimler 
officials said the DT12 will be priced 
comparably to other automated trans-

Detroit’s DT12 ready to roll

missions in the market. There are cur-
rently 16 carriers in North America 
running pre-production DT12s and 
Williamson said they’re looking to add 
more to their fleets. 

The DT12 is being offered with Vir-
tual Technician, which remotely mon-
itors fault codes and then provides 
guidance to the customer when a prob-
lem is encountered, reducing down-
time. 

Daimler’s global focus 
paying off
woerTH & GaGGenaU, Germany – Despite a volatile 
truck market, Daimler Trucks’ vast global presence and 
unified engine strategy has helped the company retain its 
position as the largest truck manufacturer in the world.

“We are still number one by far,” Dr. Frank Reintjes, 
head of global powertrain, procurement and manufactur-
ing engineering with Daimler Trucks told visiting truck 
journalists in late April. “If you take shear size, we are 
far bigger (than Volvo Group) and we are far bigger than 
Volkswagen. We’re still the world’s largest manufactur-
er and our outlook is that we’ll stay there, at least com-
pared to the western competitors. If you include Chinese 
competitors, the picture is different; we are still number 
one but nevertheless, Chinese manufacturers are within 
the top five there.”

The primary benefit to being the world’s largest truck 
manufacturer is unmatched economies of scale, which 
Reintjes said allow the company to “generate customer 
value and translate that into market share and customer 
satisfaction.”

The backbone to Daimler’s strategy is its global Heavy-
Duty Engine Platform (HDEP), launched in 2007 and large-
ly derived from the Detroit Diesel engine built in the US. 
Engines produced under Daimler’s various brands around 
the world now boast 90% parts commonality, which helps 
control costs. Reintjes said a generally accepted rule 
within the commercial vehicle manufacturing business 
is that by doubling production volumes, you can reduce 
costs by 6-10%. 

That’s why the company now offers one common plat-
form across all displacements in each global market Daim-
ler serves.

Daimler is now applying those same principles to other 
components such as air compressors and turbochargers. 

The constant struggle to reduce costs mimics, in some 
ways, what the truck maker’s own customers are doing.

“Fleet customers are literally counting the beans,” Re-
intjes said. “They are calculating total cost of ownership 
to two digits after the decimal. They are very intelligent 
people. The times are over where truck operators, at the 
end of the month, calculated what (revenue) came in. The 
big fleets in the US are big companies and they are turn-
ing every stone to save money. So, operational excellence 
in our plants is a top job.”

The North American market remains a pillar of strength 
for Daimler, having obtained more than 40% of 2013 Class 
8 truck sales to date through its Freightliner brand.

“With market share above 40% in Class 8, that’s tre-
mendous and we are quite proud that with the HDEP en-
gine platform, that we could contribute to this excellent 
market position,” Reintjes said. However, he noted there 
are still challenges in other markets, particularly Europe.

“The debt crisis of the European states; this is driving 
down economic growth, and driving down GDP and spe-
cifically in southern Europe, the business is still shrink-
ing,” Reintjes said. 

One of the great challenges for a global truck manufac-
turer is to manage volatile – and at times unpredictable 
– demand cycles. For instance in 2009, production at 
Daimler’s Woerth truck plant fell 50% within six months. 

“Management of cycles is the top job within the truck 
business,” Reintjes said.

Daimler’s Woerth plant is the largest commercial vehi-
cle plant in the world, with a 1.2-kilometre assembly line. 
The plant is 2.9 million square metres in size and last year 
produced 90,000 trucks. It’s staffed by 12,000 employ-
ees and about 550 truckloads of parts are shipped into 
the facility each day. Assembly occurs in a just-in-time 
fashion, with required parts arriving exactly when they’re 
needed at specific spots along the production line.  

An employee at Daimler’s Gaggenau, Germany plant assembles a DT12  
automated transmission. Production will move to Michigan in 2015.

pg 32-33 tw june v3.indd   32 13-05-15   11:08 AM



TRUCK WEST jUnE 2013   33

PRINCE GEORGE, B.C. – Service 
technicians from Babine Truck and 
Equipment of Prince George, B.C. 
have earned first place at the 2012-
2013 Volvo Trucks North America Vis-
ta World Championship semi-finals. 
Conducted every two years, the com-
petition recognizes technician excel-
lence among Volvo dealer service per-
sonnel. By finishing first, Babine Truck 
and Equipment claims a spot among 
the best 32 teams in the world and 
will compete at the Vista World Finals  
June 25 in Gothenburg, Sweden.

Members of the winning team – Ty-
ler Kronebusch, Dan Orser, Matthew 
Giesbrecht and Clarence Oosterhoff 
– outperformed 208 other teams rep-
resenting Volvo dealers across North 
America. All four members of the 
Babine team are Volvo Master Tech-
nicians, the highest level of certifica-
tion for service technicians. 

 The 2012-2013 Vista competition – 
which stands for Volvo Internation-
al Service Training Award – began in 
August and included three rounds of 
online competition involving techni-
cal questions. The field was narrowed 
to five teams of finalists from the US 
and Canada which travelled to Volvo 
Trucks’ North American headquarters 
in Greensboro, N.C. for the final round. 

In Greensboro, the finalists were test-
ed on their knowledge of service and 
parts literature and ability to look up 
parts and service information within 
the Volvo system. Contestants also had 
to troubleshoot pre-determined faults 
placed on two Volvo trucks and a Volvo 
D13 engine. Volvo officials note that par-
ticipation in the competition requires 
a significant dedication of time and ef-
fort, with each of the five finalist teams 
investing up to 34 hours of additional 
service training throughout the process.

 The best preparation for the com-
petition, according to Babine’s Mat-
thew Giesbrecht “is doing our everyday 
jobs. We have to be keen and aware of 
every truck that comes into our shop, 
diagnose the issue, fix it to the best of 
our ability and get the customer satis-
fied. The competition has been a great 
team-building experience, creating a 
lot of unity within our team and the 
dealership,” Giesbrecht added. “It’s 
good to have a team of really accom-
plished individuals that can do their 
job and work well under pressure.”

This year’s competition was the larg-
est yet, with a 70% increase in dealership 
participation compared to 2011.  

“The high level of participation in 
the 2012-2013 competition is a real win 
for technicians, dealers and custom-

ers,” said Göran Nyberg, president of 
Volvo Trucks North American sales 
and marketing.  

Pictured (L-R): Tyler Kronebusch, Dan Orser, Clarence Oosterhoff and Matthew 
Giesbrecht from Babine Truck and Equipment of Prince George, B.C. earned first 
place at the Volvo Trucks North America Vista World Championship semi-finals.

B.C. techs win N.A. challenge

Navistar now shipping 
MaxxForce 13 with SCR
LISLE, Ill. – Navistar has started shipping its first International ProStar units pow-
ered by the company’s SCR-based MaxxForce 13 engine. The first units began 
shipping April 26 – ahead of schedule, according to the company – from truck 
manufacturing plants in Escobedo, Mexico and Springfield, Ohio. Earlier in the 
month, the company received certification for the SCR-based 13-litre engine from 
the US Environmental Protection Agency and the California Air Resources Board.

“Delivering our 13-litre engine ahead of schedule is another important 
milestone for Navistar and completes our transition to SCR-based heavy-
duty engine offerings,” said Troy Clarke, Navistar president and CEO. “We 
continue to receive great customer feedback on the refined 13-litre engines 
we’re delivering today. And, customers will continue to see outstanding lev-
els of quality, reliability and uptime with our 13-litre engine combined with 
the proven Cummins SCR aftertreatment system.”

  Navistar introduced its first SCR-based trucks for the US and Canadian 
markets in December with the launch of the International ProStar with the 
Cummins ISX 15-litre engine. The remaining line-up will be phased in over 
coming months, the company says . 
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By James Menzies

ATLANTA, Ga. – Meritor was absent 
from this year’s Mid-America Truck-
ing Show, having decided the consider-
able resources required to exhibit there 
would be better spent giving fleet cus-
tomers the chance to experience its 
products first-hand.

The first of those customer-orient-
ed events was held at Atlanta Motor 
Speedway in mid-April, with about 50 
fleets attending. The focus was on cur-

rently available technologies that can 
improve safety and/or efficiencies for 
fleet customers.

Customers were joined by more than 
50 Meritor engineers and technical 
product experts, who over the course 
of the day were readily available to dis-
cuss the technologies at a high level.

“We decided to put our funds towards 
doing these events and on technical pre-
sentations to end customers through the 
year,” said Timothy Burns, vice-presi-
dent, North America, with Meritor.

Products demonstrated included: 
Meritor’s RideSentry trailer suspen-
sion; the Q Plus drum brake and EX225 
disc brake; the RPL permanently lubri-
cated driveline; the FueLite 6x2 axle 
with electronically controlled air sus-
pension (ECAS); and collision mitiga-
tion systems from Meritor Wabco, in-
cluding the new OnGuard and their 
SmarTrac stability system.

As brakes go, Matt Creech of Meri-
tor’s brake group, said the new Q Plus 
drum brake, designed to meet tight-
er stopping distance requirements 
for tractor-trailers that went into ef-
fect in August 2011, have strengthened 
the value proposition for drum brakes. 
He said lining life has been extended 
up to 100%, meaning fleets with short 

trade-in cycles may never have to do 
a brake job.

The larger brakes are better at dissi-
pating heat and the new friction mate-
rial used on the Q Plus brakes has been 
specifically designed for either steer or 
drive axle positions.

With the new stopping distance re-
quirements, the steer axle is now pro-
viding an equal share of the braking 
power, meaning it’s working 60% hard-
er than it did previously. The enhance-
ments, Creech said, “change the whole 
dynamic of the vehicle, provide more 
even wear and better driver feel.”

While there was initially a wide-
ly held belief that disc brakes would 
be the only answer to the new stop-
ping distance requirements, Creech 
said Meritor’s Q Plus provides stopping 
power that’s almost equal to discs. The 
Q Plus boasts stopping capabilities of 
220-230 feet compared to 210-220 feet 
for disc brakes, both options well un-
der the new requirement of 250 feet.

Meritor has also taken weight out of 
the Q Plus, thanks to a stamped steel 
spider that shaves five to six pounds 
per wheel end, without a compromise 
in performance, Creech said.

Meanwhile, Meritor will soon be 
offering its EX225 disc brake in line-
haul applications, with Mack and Vol-
vo planning to offer it on steer axles 
in the third quarter and drive axles 
in the first quarter of 2014. Peterbilt 
is currently conducting field trials on 
the new disc brake, International is 
providing it upon special request and 
Freightliner and Western Star are ex-
pected to offer it next year.

Pad changes can be done up to 75% 
faster than a drum brake shoe replace-
ment, which was demonstrated at the 
Speedway, where fleet attendees had 
the opportunity to swap out a set of 
discs while a seasoned technician 
conducted a drum brake job nearby. 
The fastest of the truck guys was able 
to replace the discs in less than three 
minutes.

Still, Creech said the drum/disc 
debate must take into consideration 
many factors, not the least of which is 
purchase price. Creech said the high-
performing drum brakes are likely still 
a more attractive option for most line-
haul fleets, with the exception of those 
who are willing to pay a premium for 
enhanced performance.

Karl Mayer introduced the RPL 
driveline, which is the only perma-
nently lubed driveline on the market. 
It’s not exactly new – its development 
can be traced back the Rockwell days, 
hence the R in RPL – but Mayer said it’s 
not well known that the RPL is widely 
available and usually for less money 
than competitive models that require 
lubrication.

Meritor had on display an RPL drive-
line that was pulled and disassembled 
– and still in good shape – after 1.25 
million miles with a large US carrier. 
While fleets may be wary of lube-free 
drivelines, the RPL is backed by a four-
year/400,000-mile warranty. Mount-
ed with four bolts, it can be easily re-
moved if necessary.

The RPL makes up about 40% 
of Meritor’s driveline sales and it’s  
standard on Volvo trucks and an  

Taking the show on the road
Meritor invites fleet customers to 
experience an assortment of its products 
at first in a series of special events

SUBSCRIBE
NOW!READING SOMEONE

ELSE’S COPY?
Have your own!

MOVING?
REQUALIFY?

Send us your new address
in writing on this form.

Company ______________________________________________________________________________________________

Name ____________________________________________

Address _______________________________________________________________________________________________

City  __________________________________________________________________________________________________

Province  _________________________________________

Telephone: (       )  __________________________________

E-Mail ____________________________________________

Postal Code  ______________________________________

Fax: (       ) ________________________________________

Title ______________________________________________

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

1     1    4

 Canada USA Foreign ❏ Charge Card ❏ Cheque Enclosed
 $ $ $

1 Year ❏ 42.95 ❏ 107.95 ❏ 107.95
 (+ applicable taxes)

2 Years ❏ 65.95
 (+ applicable taxes)

Cda. Single Copy ❏ $  8.00
USA Single Copy ❏ $10.00
Foreign Single Copy ❏ $10.00
AB, MB, PE, SK, QC, 3 Territories Add 5% GST; BC, NF, NB, ON Add13% HST To Price; NS 15%.

DO YOU WISH
TO RECEIVE OR
(CONTINUE TO

RECEIVE

❏ YES     ❏ NO

Signature

Date

CLIP and MAIL

80 Valleybrook Drive,
Toronto, Ontario

M3B 2S9

TODAY!

With
Payment to

Visa No: ____________________________________

Mastercard No: ______________________________

Amex No: ___________________________________

Expiry Date: _________________________________

Signature: Date:

PLEASE ANSWER THE FOLLOWING QUESTIONS
2)   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

3)  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
 8,846-11,793 kg. (19,501-26,000 lbs.)... ❏  YES ❏  NO
 4,536-8,845 kg. (10,000-19,500 lbs.)..... ❏  YES ❏  NO
 Under 4,536 kg. (10,000 lbs.)................ ❏  YES ❏  NO

4) 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

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

6) 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
 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)  

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

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

GET YOUR PAPER

Quebec Residents Add 
QST (7.5%) To Total

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

pg 34-35 tw june v3.indd   34 13-05-15   3:41 PM

http://www.trucknews.com


TRUCK WEST jUnE 2013   35

unpublished option on others.
Mayer said fleet customers should 

be asking for it, because “There’s def-
initely a chance to upgrade perfor-
mance and lower the acquisition cost 
of your vehicle.” Grease savings alone, 
he noted, can total $414 based on 18 
grease jobs over 900,000 miles.

Sean Gainey, product manager for 
Meritor’s drive axle group, discussed 

Fleet managers try their hands at con-
ducting a brake job using Meritor’s 
soon-to-be-released EX225 disc brake.

the benefits of the 6x2 FueLite and 
Meritor Wabco ECAS. The FueLite 
reduces weight by 400 lbs, while the 
ECAS electronics seamlessly shift 
weight to the driven axle in low trac-
tion scenarios.

Gainey noted trucks have put on 
about 300-400 lbs over the past de-
cade due to new emissions systems, 
and a 6x2 spec’ can restore that lost 
payload. Fuel savings can total 2% or 
more, which amounts to $1,400 per 
year at $5/gallon averaging 7 mpg.

The FueLite comes standard with 
the DualTrac axle so wide-base tires 
can be used, providing another 370 lbs 
of savings, bringing the total weight 
savings to close to 800 lbs. 

ECAS is available as a retrofit kit 
for fleets that are using 6x2 axles and 
struggling with traction. Meritor rec-
ommends spec’ing the FueLite and 
ECAS together as a system. Officials 
told Truck West some Canadian fleets 
have expressed interest in 6x2 axles, 
but B.C., Ontario and Quebec have 
regulations on the book that current-
ly prohibit their use. Industry is work-
ing to have those rules – which were 
intended to address issues with lift ax-
les – clarified to allow the more wide-
spread use of 6x2 axles in Canada. 

Meritor is planning more customer-
focused events throughout the year.  

Petro-Canada to launch 
natural gas engine oil
Petro-Canada is developing a new oil formulated for natural gas engines, 
which will be available beginning in June. John Pettingill of Petro-Canada 
Lubricants gave maintenance managers a preview of the new Duron GEO LD 
15W-40 engine oil at the Canadian Fleet Maintenance Seminar. Natural gas 
engines require a special oil, because they operate at higher temperatures.

“Higher operating temperatures are something you need to think about” 
when operating natural gas engines, Pettingill warned. 

Natural gas engine oils require additional nitration and oxidation con-
trol, he said. Nitrogen, at high temperatures, has a thickening effect on 
the lubricant and can cause gelling and varnishing. 

“That makes it hard for that oil to pump through the engine and if you 
can’t pump the oil, you won’t get the protection you need for the engine,” 
Pettingill said. Soot control is less of an issue with natural gas engines, 
because they produce more ideal combustion conditions resulting in a more 
complete burn, and less soot, than traditional diesel engines. The trend in 
diesel engine oils has been to reduce ash content, but natural gas engines  
require a very specific level of sulfated ash, because it offers valve pro-
tection characteristics. The new natural gas engine oil will offer ideal 
flow, without much foaming or evaporation, with an optimized sulfated 
ash level for natural gas, Pettingill said.  

EDMONTON, Alta. – PacLease has  
presented its top franchise award to  
PacLease Edmonton Kenworth and 
Rush Truck Leasing – Houston. The 
awards recognize the top Peterbilt and 
Kenworth PacLease locations for suc-
cess in sales and for the effort employees 
put forth to deliver products and services 
that meet and exceed customer needs. 

“Franchise of the Year award win-
ners consistently display outstanding 
quality throughout their enterpris-
es,” said Neil Vonnahme, president of  

PacLease. “Award criteria were based 
on the PacLease Standards of Excel-
lence program. The standards eval-
uate PacLease locations in key func-
tional business areas based on quality  
performance.” 

PacLease also named its regional 
franchise award winners. Canadian 
regional winners included: 

• Northwest Region: PacLease  
Edmonton Kenworth, Edmonton

• Canada East Region: Kenworth  
Ontario PacLease, Concord, Ont. 

PacLease Edmonton  
Kenworth wins top  
franchise award
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By Edo Van Belkom

THE STORY SO FAR...
Mark has put the accident in Ontario behind him 
and delivered a load of snowmobile parts to Van-
couver. Bud gives him a load of livestock from B.C. 
to Quebec, and a return load back to B.C., to be 
driven in a convoy with two other drivers. 

After arriving at Fraser Farms, Mark meets his fel-
low drivers, Karl and Jerome, and watches his trailer 
being loaded with lambs. They’ll be driving 36 hours 
to Thunder Bay, offloading their lambs for a 12-hour 
rest, then continuing on to Quebec.

On the way, one of Mark’s lambs falls ill. At first 
they just to make it warmer in the trailer, but the ani-
mal gets worse. At another stop, Karl gives the lamb 
four aspirins and a Coke, which seems to perk it up 
for the rest of the trip…

•
When they reached Thunder Bay, the veterinari-
an was waiting for them. They unloaded Mark’s  
trailer first, singling out the sickly lamb for a visit 
with the vet.

The woman checked the animal out quickly with 
moves that looked like they’d been performed thou-
sands of times before. Then she took the animal’s 
temperature and was nodding her head before she 
was even done.

“Like I thought,” she said. “It’s got a bit of fever.” 
She rifled through the contents of the bag she’d 
brought with her and pulled out a large syringe 
pre-filled with some sort of medicine.

“What’s that?” Mark asked.
“Antibiotics, vitamins, a bunch of other stuff.” A 

shrug, and then a jab into the animal’s rump. “I just 
call it a boost.”

The serum was aptly named, Mark thought, because 
the lamb was soon able to get to its feet and make its way 
over to a nearby feed trough. After a couple of sniffs, it 
started eating.

“I think it’s going to be alright,” said the vet.
•

After the sheep and the three drivers had rested for 12 
hours, both were loaded back onto the trucks. Mark had 
watched his trailer being loaded and was happy to see 
that the sickly lamb was back with him, seemingly as fit 
for the journey as the rest of them.

“Way to hang in there,” Mark said.
Karl and Jerome just looked at him.
“He’s a fighter,” Mark said. “I like that.”
He’d expected the other drivers to laugh at him, but 

instead they nodded in agreement. Six hours later, they 
pulled into a truck stop on the Ontario-Quebec border. 
With just a few more hours to go to their destination, 
they decided to eat in rather than take their meals to go.

This gave Mark his first chance to ask the others about 
some of the things he’d been wondering since they’d left 
B.C. nearly three days before.  

“Things must be better now than when you first start-
ed driving livestock, eh?” he said.

“Yes and no,” Karl said. “The roads, no question, are 
better now, and while the trucks are better in a whole lot 
of different ways, they can sometimes be worse.”

“How’s that?”
“Well, 20 or 30 years ago it took an awful lot to stop 

a truck dead. No matter what it was, you could usu-
ally count on being able to limp into a service sta-

tion or make it a few more miles. Nowadays, one little 
thing goes wrong and you’ve got no choice but to call a  
mechanic.”

Mark nodded. Jerome, a man of few words, finally 
chirped up. “One time…my truck broke down just in-
side Ontario,” he said. “The mechanic was there in a 
couple hours, but he couldn’t get her going and it was 
getting close to the 48-hour limit for the animals to be 
inside the trailer.”

“So what did you do?” Mark wanted to know. Jerome 
smiled. “I called a nearby dairy company and they sent 
a truck to get the trailer and take it to Thunder Bay so 
the animals could be let off in time.”

“Sounds like a headache you don’t get hauling other 
products,” Mark said.  

“That’s right,” said Karl. “And that’s one of the rea-
sons why it’s hard to get young drivers to stick with our 
industry. There’s added responsibility, and a lot of driv-
ers don’t want it. It’s too bad because there’s no better 
feeling of pride a livestock driver has when delivering 
his product in good condition.”

“And receivers are appreciative too,” Jerome said.
Mark thought that last bit was a little over the top, but 

he didn’t say anything because it was obvious these 
men were very passionate about their work.

When they returned to their rigs after their meal, 
Mark checked on his load. To his dismay, the same an-
imal was again lying on its side, once again listless.

When he told Karl, the man shook his head. “The vet 
already gave it a shot so I’d rather not give it any more 
aspirin and Coke.”

“So what can I do?”
“It’s getting colder in the trailer. Obviously, the other 

ones can handle it, and this one can’t.”
“Gotcha,” Mark said.
Leaving Karl and Jerome out in the parking lot, Mark 

went back inside the restaurant and asked around for 
a big cardboard box. A staff member gave him a box 
that had contained a replacement part for the restau-
rant’s dishwasher and he took that out to Mother Load.

“That’ll work,” said Karl.
Mark opened up the trailer and filled the box with 

loose straw. Then he struggled to get the large box 
through the open passenger door and into Mother 
Load, but once he was past that the box fit snugly on 
the floor of the sleeper. 

Finally, he went back inside the trailer and grabbed 
the stricken lamb. The animal was too ill to put up a 
fight and within minutes he had it nestled into the box 
inside Mother Load’s warm, dry cab.

“Let’s go!” Mark said, eager to get underway. On the 
highway, he turned the cab heater on full blast. And 
after just a few hundred kilometres he heard: “Bah.” 
Mark laughed out loud. He’d thought it might work, 
but not this well.

“Hey little fella,” Mark said. “What do you think of 
Christmas?”

“Bah!”
“I bet you don’t like my dispatcher Bud, either, huh?”
“Bah!”
And on and on they went, conversing with each oth-

er until they arrived at their destination, a vast farm 
200 kilometres north of Montreal.

As each trailer was unloaded the receiver counted 
off the animals one-by-one, seemingly pleased with 
their condition and general wellbeing.

But when all three trailers had been emptied, he 
looked at Karl and said, “Did you have any casualties 

on the way?”
“Why?”
“Because you’re one short.”
“Hold on,” Mark said, hurrying out to Mother Load.
He came back holding the lamb in his arms. It wasn’t 

struggling against his hold, but it was making all kinds 
of noise like it wanted to be let go.

“It got sick on the way,” Mark said, putting the animal 
on the ground. The instant all four hoofs touched down 
the lamb gave a loud “Bah!” jumped forward, then kicked 
out with its rear hoofs.

“Doesn’t look like it was sick.”
“He just wanted some company,” Mark said. “You 

know, someone to talk to.” The receiver looked over the 
paperwork again and probably saw that one animal had 
been tended to by the vet in Thunder Bay. “Well, good on 
you. A lot of drivers would have let him pass.”

“Just doin’ my job,” Mark said, understanding now 
what Karl had said about feeling pride in making a good 
delivery.

“Well done,” Karl said. “How would you like working 
with us full-time?” 

Mark didn’t answer right away. When he did, he said 
“I’ll think about it.”

Another thing he’d be thinking about was meat. 
While he wasn’t about to become a vegetarian, or 
change his diet in any drastic way, he was sure he’d 
never be able to look at a hamburger, lamb chop or 
chicken finger the same way again. 

36   fiction   Mark Dalton: owner/operator

Did you know there are two full-length novels fea-
turing Mark Dalton?: Mark Dalton “SmartDriver” 
and Mark Dalton “Troubleload.” For your free copy 
register with eco ENERGY for Fleets (Fleet Smart) 
at fleetsmart.gc.ca. 
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recently had a flashback. I was 
17 and about to buy my first 
car, a very cool Buick Century, 
dark blue with a white landau 
roof complete with white fake 
leather interior and radial T/A’s. 
My mom was going to help fi-

nance the purchase. I still wonder to this 
day if my parents were being generous 
or if they were just sick of handing me 
the keys to the family Volvo. My friends 
nicknamed it the “Revolvo” and that car 
was a common sight Friday nights in the 
local donut shop parking lot.

My good friend Jack was a mechanic 
and volunteered to give the car a once-
over. Mechanically, it looked fine but 
there was something bothering him. The 
odometer numbers didn’t quit line up 
correctly. He removed it and after much 
deliberation, it was determined that it 
had been rolled back. Shattered, I had 
no choice but to pass on the deal. 

The flashback to my misspent youth 
was the result of a truck dealer in the To-
ronto area recently being convicted of 
doing the same thing. I thought it was 
next to impossible to roll back odome-
ters these days. After all, how do you roll 
back an LED? Apparently, this person got 
around the problem by installing new 
(or in this case old) speedometer units.

Regardless of how he did it, it’s highly 

illegal. It’s called fraud, plain and sim-
ple. He’s under house arrest, serving 18 
months probation and has been ordered 
to pay back $28,000 in restitution. With 
his reputation destroyed you’d think 
this would be enough to chase this guy 
out of the business. Wrong. What really 
burns my butt is that it’s believed he’s  
already opened up another dealership 
under a different name and is at the same 
time, trying to recoup some of the fine by  
suing a local fleet who supplied him 
with the trucks. He claims the paper-
work wasn’t completed properly.  

There are a lot of used truck deal-
ers out there that are worried they’ll be 
painted with the same brush. It’s not fair, 
but it’s going to happen. There may be a 
few bad apples, but the vast majority are 
honest and hard working. Got a line on 
a 2005 Freightliner with 68,000 kilome-
tres? Head south and buy that swamp-
land in Florida. You’ll be better off. 

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

Buyer beware

opinion

Rob Wilkins
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ever mind about that 
“spring has sprung” stuff. 
I write this on May 1 and 
here in Calgary we had 
flakes yesterday – and I 
don’t mean the type that 
occupied Olympic Plaza. 

It hasn’t stuck to the roads lately, which 
makes driving a bit nicer, but it certainly 
is turning out to be an interesting, if not 
particularly warm and pleasant spring. 
Must be that global warming stuff Al 
Gore and Suzuki talk about so endlessly.

Banff Springs eternal
Spring also brings the Alberta Motor 
Transport Association’s (AMTA’s) annu-
al Management Conference, held again 
this year at the Banff Springs (which 
should probably be renamed the Banff 
Neverending Winters now), a marvelous 
venue full of history, beautiful vistas and 
– as this year’s 1970s theme night showed 
– hippies and freaks. Hey, I dressed up 
too, though all I really needed to do is 
just attach a picture of myself from that 
era onto my face!

Anyway, this was the 75th such bash 
for the association, and it came off well, 
with some interesting breakout sessions 
(which until I attended them I thought 
meant they issued everyone with zits), 
the usual AGM and some fine dining 
courtesy of the Banff Springers, er, Nev-
erending Winters.

Thanks, and a tip of the word proces-
sor, to Don Wilson (whose clone showed 
up to play bass with NightLife on the 70s 
night), Peter Vaudry, Monica Schott, Bri-
an Bell, Dave Jorgenson, Bud Rice and 
the rest of the AMTA gang for their hos-
pitality and their kindness. It was nice 
meeting some of the people with whom 
I’ve interacted via phone or Skype, too, 
putting a face to their names and voices. 
It was nice touching base again with Paul 
Landry, too, former head of the BCTA, 
who was on hand for the festivities.

The Conference is also when the 
AMTA hands out its annual awards, 
and this year was no exception – with 
hardware copped by some extremely de-
serving individuals. Here’s a list of who 
won what:

Driver of the Year: Robert Wells, a 
proud lease/operator for Bison Trans-
port, who eschews a regular run be-
cause he’s happy to go wherever the job 
requires him.

Safety Person of the Year: Jude 
Groves, director of health, safety and en-
vironment with Diversified Transporta-
tion in Fort McMurray. 

AMTA Heritage Award and the 
American Truck Historical Gold-
en Achievement Award: Recogniz-
ing people who have spent 50 years or 
more in the trucking industry or a re-
lated business, this award went to Bob 

Peake (whose resume is so long it won’t 
fit here – heck, it could fill a library)!

Associate Trades Award: Bill Bereza, 
Fleet Brake, Calgary. 

Service to the Industry Award: Dan 
Duckering, Duckering’s Transport, Red 
Deer. Dan is also the outgoing president 
of the AMTA.

Which brings us to the new board, 
a gaggle of gregarious gents and “gen-
tettes,” who’ve stood up to be counted. 
Here’s how the AMTA’s executive board 
stacks up: President, Willie Hamel, Tri-
mac Transportation; senior vice-presi-
dent, Carl Rosenau, Rosenau Transport; 
vice-president, Jane Douziech, Mullen 
Group; and past president, Duckering’s 
Duckering. Congratulations to all and 
good luck! The AMTA’s second team of 
Road Knights, as outlined in last month’s 
Brayings (you do read it, don’t you?) was 
also introduced to much applause and 
adulation, as was appropriate.

Honourable Bison
No buffaloing here, just a congratula-
tory bit for Bison Transport driver John 
Lilley, who was named a Truckload Car-
riers Association (TCA) Highway Angel 
because of his help at a collision scene.

The incident happened last Dec. 11, 
when Kelowna-based Lilley – on his way 
to deliver a load – got stuck in a long line 
of traffic between Revelstoke and Gold-
en, B.C. Lilley heard over his CB radio a 
request for people with medical train-
ing and volunteered his 23 years of ex-
perience as an unpaid search and rescue 
medical technician for Kelowna Emer-
gency Services. 

Lilley was taken to the accident scene, 
where a driver had lost control of a pas-
senger vehicle entering a tunnel and 
slammed head on into another vehicle. 
Five people were in the car, but Lilley 
was asked to focus on the driver, which 
he did – checking the man’s vital signs 
and doing his best to maintain his pulse. 
Alas, despite Lilley’s best efforts, the 
driver didn’t make it, due perhaps to a 
40-minute delay (because of dense fog) 
before a helicopter could land and me-
divac the victim out. “I tried everything I 
possibly could,” Lilley said later. “I don’t 
regret what I tried. I know I did my best.”

For his efforts, Lilley was presented 
with a Highway Angel lapel pin, certifi-
cate and patch. Bison Transport also re-
ceived a certificate acknowledging that 
one of its drivers is a Highway Angel.

The Highway Angel program is spon-
sored by Internet Truckstop and, since 
its inception in 1997, has recognized 
hundreds of drivers as Highway Angels 
for their above-the-call-of-duty kind-
ness, courtesy, and courage.  

Congratulations, John. You’re a fine 
example for everyone in and out of the 
trucking industry.

Saskatchewan company 
named Distributor of Year
Kudos, too, to Redhead Equipment, 
named by Mack Trucks Canada as its 
2012 Distributor of the Year for Canada. 
The award recognizes top-performing 
distributors based on sales, facilities, 
service, general management, customer 
satisfaction, parts, personnel and com-
munity service. Dan Roberge, truck 
sales manager for Redhead’s Saskatoon 
operations, credited the staff – some of 
whom may not even be redheads, not 
that there’s anything wrong with that. 

“We’re very fortunate to have a great 
bunch of dedicated parts, service and 
sales people on the Redhead Mack 
team,” he said. And I warrant the Mack 
folk are “dog-gone” proud of them.

Pulling to fight cancer
Mark June 9 on your calendar if you’re 
in the Vermilion to Lloydminster, Alta., 
area. It’s the fourth annual – and ex-
panded for this year – Tony’s Convoy 
for Hope (in honour of Tony Rossi, who 
passed away from cancer in 2010). The 
Convoy starts at the Vermilion weigh 
scale with a pancake brekkie (sponsored 
by the Vermilion Rotary Club – to whom 
I’m sure the organizers say “Thanks Ver-
milion!”) at 9:30 a.m. sharp, then heads 
for the Lloydminster Ex grounds, where 
there’ll be stuff like a fundraising barbe-
cue. There’ll also be games for the kids, 
which sounds like a fair trade to me. 

This year adds a show-and-shine 
event, with prizes for the first, second 
and third best decorated truck. Organiz-
ers claim over $20,000 in prizes are up 
for grabs in all. There’ll also be a radio 
auction (in case you need a radio) put 
on by 106.1 FM The Goat (named, may-
be, because their music is “baaahd?”) in 
Lloydminster. 

A driving simulator will be on hand 
as well, in case you don’t get in enough 
driving during the week!

The event is organized by Tom Jack 
Trucking and Action Towing and Recov-
ery. For more information, or to get in-
volved, contact: Tom Jack (a.k.a. Truck-
er Tom), phone - 780 603-0140 or e-mail 
tomjacktrucking@hotmail.com. Or you 
can contact John or Ginette Buhnai at 
780-871-3347 or by e-mailing actiontow-
inglloyd@hotmail.com.

Proceeds go to the Cross Cancer In-
stitute Edmonton, for Patient Care and 
Research. To date, the events have raised 
$81,972.08, and that’s no small change!

In COR-igible
Jimmy Sandhu of the Trucking Safety 
Council of B.C. reports that Arrow Trans-
portation Systems, with offices in Kam-
loops and Vancouver, has achieved its 

Certificate Of Recognition. The COR ac-
knowledged the longtime transporta-
tion company’s commitment to work-
place safety – though the TSC’s blurb 
notes that it’s merely a natural step in the 
company’s pursuit of safety excellence.

According to Arrow’s safety director, 
Rick Viventi, focusing on the safety and 
well-being of their employees is impor-
tant to the company’s success and he ad-
vises other good employers to work pro-
actively to tackle challenges before they 
become problems. 

“We set high standards and live up to 
them,” Viventi said, noting that because 
of these efforts, he believes Arrow Trans-
portation Systems is a preferred place 
to work. Viventi said there were never 
any doubts as to the company’s pursuit 
of COR in B.C., especially since it has 
had its COR for over 19 years in Alberta.  

Helping bring missing 
children home faster
Here’s an initiative close to the heart of 
just about any parent. It’s called Code-
Search, and is being spurred by the 
Missing Children Society of Canada 
(MCSC). 

Executive director Amanda Pick 
outlined the program briefly at the 
AMTA’s Banff bash, and it sounds quite 
worthwhile. According to the MCSC, 
partner employees download a smart-
phone app and sign on as field agents 
who can be notified if a child goes 
missing – kind of an extra set of eyes 
and ears to help expand the search for 
the missing kid(s). 

And if the situation requires law en-
forcement or other resources in the 
search – anything from ATVs to heli-
copters and search and rescue trained 
personnel – they can be included in the 
search as well. 

Companies and organizations are 
already coming on board, including 
Tervita, who claims some 1,500 trucks, 
1,300 corporate cell phones and 4,000 
employees in Canada and the US. The 
Petroleum Services Association of Can-
ada, which represents over 250 member  
companies employing more than 65,000 
people, has also signed on.

For more information about Code-
Search visit: www.mcsc.ca/code_search, 
or contact Tricia Harder by email at part-
ners@mcsc.ca, or phone her at 800-661-
6160, ext 221. Let’s get those kids home 
again!  

That’s it for this month (is that a sigh of 
relief I hear?). Remember, if you have 
something you’d like to get off your chest, 
or that you think deserves publicizing to 
your industry peers, drop me an e-mail at  
jim@transportationmedia.ca. We can’t 
publish everything, but we sure try!

38 
jim’s brayings

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