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By Jim Bray

BANFF, Alta. – Alberta’s provincial 
government may be undergoing a peri-
od of serious navel gazing as the ruling 
party searches for a new leader, but ac-
cording to the province’s new Minister 
of Transportation the party’s problems 
won’t prevent the province from mov-
ing full speed ahead into the future.

Speaking at the Alberta Mo-
tor Transportation Association 
(AMTA)’s annual conference in 
Banff at the end of April, Wayne 
Drysdale also decried cuts that were 
made to his department’s budget 
previously. “We had to make some 
tough choices in the last couple of 
years,” he said, pointing to some 
$900 million that were cut out of 
previous budgets, “and of course it 
seems like the first thing that gets 
cut is maintenance. I’m committed 
to making sure that we get that mon-
ey back into maintaining our roads.”

Drysdale, the second term MLA 
for Grande Prairie-Wapiti – who 
took over the portfolio after a De-
cember 2013 cabinet shuffle – also 
noted that, while it’s important to 
ensure the province’s roads are 
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Gene Orlick said he wanted to pay tribute to his family’s history in trucking when he rebranded the fleet.

By Jim Bray

CALGARY, Alta. – It may not be “Back to the 
Future,” but Gene Orlick’s move to rebrand 
his f leet to honour his family is meant as a 
way to tip his corporate hat to those who 
came before him as he guides the business 
into the great unknown.

Orlick cut his trucking teeth working for 
his uncle Tom’s original Orlick Transport, 
a company that began in 1948 and kept the 
young Gene employed through the 1970s and 
80s, before being shut down in 1990 when 
Tom retired and sold the company’s assets. 
Gene Orlick set up his sequel company in 
1995 with two trucks and four trailers, trans-
porting pop bottles for Coca-Cola and since 
then, the company has grown to where it now 
employs about 55 people, with 30 trucks and 

150 trailers. The Orlicks, Gene and his wife 
Nancy, bought and sold real estate and saved 
their pennies to get the new company up and 
running. 

“We sold a big house and lived in a holiday 
trailer for a year and invested in the trucking 
company,” Orlick said. 

As for using the family name, with its long 
but not necessarily strictly related history, 
“I actually asked (Tom) and got his blessing. 
There’s goodwill attached to that but Tom and 
I had a famous relationship so that was never 
really an issue and now we are trying to give 
back and show we respect what they had.” 

He credited Nancy with the idea of going 
to red trucks when they purchase new trac-
tors, saying “That’s our family colour from 
way back, so I got together with my brother 

A tribute to 
the pastReach us at 

our Western 
Canada news 
bureau

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

trucknews.com

Continued on page 7

By Lou Smyrlis

WINNIPEG, Man. – It’s hard to believe 
but after 43 years in the industry, 17 of 
them as head of the Manitoba Truck-
ing Association, Bob Dolyniuk has re-
tired. Publisher and editorial direc-
tor Lou Smyrlis travelled to Winnipeg 
to spend some time with the industry 
icon a few days before his final day on 
the job. 

TW: After 43 years in the industry, 17 
of them with the MTA, can you believe 
the moment to leave is actually here? 

Saying 
bye to Bob

Gene Orlick honours family’s history 
with fleet’s new paint scheme

Continued on page 14
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Purchasing the Freightliner Cascadia® Evolution is a strategic move. This truck model is a high-performing 
asset with a strong return on investment. In fact, it achieves up to a 7% increase in fuel economy over 
our EPA 2010-compliant model. With the newly designed Detroit™ DD15® engine and optional DT12™ 
transmission, powertrain ef� ciency is further enhanced. And its ease-of-maintenance and long-term reliability 
help maximize uptime, which lowers your total cost of ownership. Sound like a plan? See real-world examples 
of successful � eets running the Cascadia Evolution at FreightlinerTrucks.com/FleetSpotlight.

SEE THIS TRUCK
IN ACTION

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

Last
Year

Freightliner 581 630

International 287 344

Kenworth 380 553

Mack 169 183

Peterbilt 330 308

Volvo 331 239

Western Star 166 185

TOTALS 2244 2442

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

Freightliner 115 176 53 71 620 253 58 28 1 8 1,383

Kenworth 141 434 90 1 161 149 12 0 0 0 988

Mack 34 63 36 24 209 52 4 7 0 3 432

International 33 148 21 28 383 167 36 9 4 12 841

Peterbilt 146 279 77 35 200 114 34 4 0 0 889

Volvo 97 106 20 60 340 115 35 12 0 1 786

Western Star 88 228 19 20 69 69 7 10 3 2 515

TOTALS 654 1,434 316 239 1,982 919 186 70 8 26 5,834

Class 8 truck sales, after starting the year on a 
mildly positive note with January surpassing last 
year’s totals, dipped below the previous year’s totals 
in February and have done the same in March. The 
month’s sales totals, although surpassing the 2,000 
mark, fell about 200 short of last year’s total. Last 
year’s market leaders Freightliner, Kenworth and 
International all suffered setbacks in March, falling 
behind last year’s totals.

Monthly Class 8 Sales – Mar 14 Historical Comparison – Mar 14 Sales

Historical Comparison – YTD Mar 14

Class 8 Sales (YTD Mar 14) by Province and OEM

There was optimism for an improvement in Class 8 truck sales in 2014 after 2013 proved a disappointing year. But the first numbers are showing worrisome results. Not only were 
the first quarter numbers nowhere close to those of 2012, the best year since the recession for Class 8 sales, but they are trailing last year’s results. As we have noted in our research 
talks across the country, although large and medium-sized carriers are in a buying mood, small carriers are not and that may be contributing to the lackluster Class 8 sales results.

After 10 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 con-
siderably further in February. Good news is that they bounced back in March, topping the 2,000 
mark again. Also, with the US economy regaining its stride and the value of the Canadian dollar 
dropping against the US dollar, economic forecasters anticipate exports will lead the Canadian 
economy in 2014. That may spark increased truck sales as trucking will be the main beneficiary.

Market Share Class 8 – Mar 14 YTD12-Month Sales Trends
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Freightliner, last year’s Canadian market leader, controls slightly more than 
one quarter of Class 8 truck sales at the close of the first quarter. Kenworth 
finished 2013 in the number two spot for market share, enjoying the fact 
that its strong western network is able to tap into the stronger western 
economy. But the company has faltered in the first quarter and currently  
sits with 17% market share, followed by fellow Paccar manufacturer, 
Peterbilt, at 15% of the market.

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

2,669 2,721 2,346 2.239 2,252 2,347 2,618 2,361 2,168 1,941 1,641 2,244

Chevron Global Lubricants CS6.indd   4 14-05-12   10:42 AM
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ou knew it would hap-
pen eventually. Since 
t he federal govern-
ment okayed the use of 
medicinal marijuana 
in 2001, many Canadi-
ans have resorted to the 

treatment to ease the suffering from 
conditions such as chronic pain. 
It stands to reason some of those  
Canadians would be truck drivers.

I spoke to one such truck driver in 
early May. Patti Satok was seriously 
injured on the job in 2005, when a  
1,500-lb skid fell on top of her. You 
can read her story on Trucknews.
com. But in short, her life since  
the accident has been extremely  
difficult.

She said seeking a prescription for 
medical marijuana was her last re-
sort. She says she’s medically and le-
gally disabled, suffering from post-
traumatic arthritis, fibromyalgia and 
is in need of several major surgeries.

Conventional prescriptions caused 
her physical and mental side-effects, 
she claims. She even considered  
suicide.

Satok told me she uses medical 
marijuana in honey form at night, 
while off-duty, to ease the pain and 
allow her to sleep. But the pre-em-
ployment drug test she recently 
failed doesn’t discriminate between 
legal and illegal forms of the drug.

Now the company that offered 
her the job – and had already put 
her through orientation – is scram-

bling. Its own pol-
icy handbook says 
the use of pre-
scription drugs is 
permitted, but il-
legal drugs, nat-
ural ly, are not.  
Satok rightly claims 
the marijuana she 
ingests while off-
duty is legal.

The American 
rules on this are 
less murky. 

The US DoT has 
clearly stated that 
a failed drug test is 
a failed drug test 
– it doesn’t matter 
if it results from 
smoking doobs on 
the weekend or in-
gesting prescribed 
marijuana for pain relief.

Don’t even go near the border with 
marijuana, medicinal or otherwise. 
But Satok’s job was domestic – no 
crossing the border required – and 
aside from the pre-employment drug 
test, it’s unlikely she’d have to pee in 
a cup again. She already did a stint 
with a driver services agency and 
didn’t run into the problem there.

One thing’s for certain: Many car-
riers will need to update their policy 
handbooks to reflect this new reality. 
But would it even matter? 

Satok argues that discrimination 
against medicinal marijuana users 
is just that – discrimination, and a 
violation of her rights as a Canadian. 
She’s not breaking any laws, she con-
tends, as long as the effects of her 
funny honey sandwiches have worn 
off before she gets behind the wheel. 
And she’s probably right.

This story emerged just as Truck 
West was going to press, but we’ll 
have follow-up articles online and 
in print in the weeks ahead. 

Some of them will include expert 
analysis and legal insight. Some will 
also explore what exactly medical 
marijuana is and how it differs from 
the stuff you may – or may not – have 
experimented with in your college 
days.

The industry needs to be aware of 
this issue and to understand its im-
plications. Satok said she’s willing to 
be the face of this issue in the truck-
ing industry. I bet no carrier is quite 
so eager.  

homever coined 
t he ph rase Go 
West Young Man, 
turns out to have 
been rather wise 
– at least if he was 
talking about op-

portunities in the transport industry.
Our research division polls f leet 

executives every year and the exec-
utives from Western Canada have 
been considerably happier than their 
counterparts in the rest of the coun-
try for the past few years. 

It’s no different this year with 
Western Canada fleet executives be-
ing the most optimistic in Canada 
about their company growth oppor-
tunities. That’s because the funda-
mentals – volumes and rates, seem to 
be on a more sound basis than any-
where else.

For example, our Transportation 
Buying Trends Survey found that 
48% of Western Canada motor carri-
ers expect an increase in their freight 
volumes this year, while 41% expect  
volumes to remain about the same. 

That’s a good deal better than what 
we found Canada-wide – only 40% of 
f leet managers are expecting volume 

increases in 2014 while the major-
ity (53%) expect volumes to remain 
the same. 

When you consider that Western 
Canada carriers are basing their fore-
casts for 2014 off a higher base in 2013 
than the rest of the country, the num-
bers look even more impressive.

What’s even more encouraging is 
that Western Canada shippers are 
even more optimistic about freight 
volumes than their service providers 
with 76% of them forecasting volume 
increases. 

In comparison only 59% of ship-
pers Canada wide are expecting 
freight volume increases.

When we consider rates Western 
Canada executives are on par with 
the rest of the country in terms of 
their outlook, with a bit more than a 
third expecting a climate where rate 
increases will be possible. 

The difference is in the size of the 

forecasted increases.  
While 47% of Western Canada car-

riers expect to push through increas-
es above 4% only 34% of motor carrier 
executives Canada wide expect the 
same. Conversely, while more than 
a fifth (22%) of motor carrier execu-
tives Canada wide acknowledge they 
will have to be satisfied with rate in-
creases in the 1-2% range for 2014, 
only 8% of Western Canada carriers 
think they will have to stick to in-
creases that meagre.

Given the more optimistic out-
look on freight volumes and rates, it 
comes as no surprise that Western 
Canada carriers are more willing to 
add to their f leets. 

The four Western Canada prov-
inces accounted for 45% of the  
Class 8 trucks purchased in the  
Canadian market in the first quarter 
of this year.

When things are this good, if 
you’ve gone West, I say stay West. 

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

Medical marijuana and trucking

Go west and stay west

James Menzies

Editorial
Comment

Y

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 Smyrlis

The view
with Lou
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and he designed our logos, same as 
for uncle Tom.”

Orlicks obviously has a lot of hard-
ware to rebrand, but it’ll be done by 
attrition. 

“Rebranding is expensive, obvi-
ously, so we want to do it in an orderly 
fashion,” Orlick said. “We have trucks 
that have life for another year or two, 
so they will stay white. It’s probably a 
three-year program before you’ll see 
a red pipeline up and down Hwy. 2.” 

Orlick is partial to the Kenworth 
brand, and has a picture of a 1973 
Orlicks Kenworth in his office. 

“It’s gorgeous,” he said. “It brought 
back some memories. And of course 
Kenworth is a quality tractor and 
we’re looking forward to working 
with that supplier. We think we have 
the bells and whistles sorted out and 
we’re looking forward to running a 
really good f leet.”

Besides retro-branding the trucks, 
Orlicks is also going all a-Twitter, 
thanks to input from some young 
folks. 

“I started mentoring SAIT stu-
dents,” Orlick said, “and they got us 
looking toward social media, Twit-
ter, Facebook and all that to attract 
drivers and different staff. We’ve also 

got some new decals we’re putting on 
trailers to attract new people as well.”

As for the new, old look, Orlick 
said “The tribute is to the Orlick 
family and not just us. There’s a lot 
of them and we’re just trying to hold 
that pride and carry it on to the third 
generation: our daughters. So it’s 
kind of fun. I was incredibly proud 
of that f leet and although I want-
ed my own identity when I started 
Gene Orlick Transport, it has now 
come full circle and the red trucks 
are back to stay. And we hope the 
new trucks and colours will attract 
more drivers to our company as well 
as retain them, a common goal with 
all carriers.”  

The retro look kicked off publicly at 
the beginning of April, with the deliv-
ery of six brand new Kenworths.  

Orlicks’ retro rebrand
Continued from page 1

CALGARY, Alta. – Bess Tank Lines 
has purchased High River, Alta.-based 
Cooney’s Farm Services, significant-
ly growing its chemical hauling capa-
bilities.

Bess Tank Lines, a division of Que-
bec-based B&B Group, is a family-
owned bulk carrier based in Calgary, 
providing services across Canada and 
the US. Ben Rouillard, executive vice-
president of B&B Group/Bess Tank 
Lines, told Truck West the deal will al-
low the growing company to expand 
its chemical hauling business.

Cooney’s was founded in 1972 by 
Dayle Ann and Keith Coonfer. Keith 
has since passed away and Dayle Ann 
is now ready to retire. Their son, Doug 
Coonfer, will remain on as operations 
manager.

“This strategic acquisition is a per-
fect fit for Bess Tank Lines whose foun-
dations are built on family values, 
safety and customer service,” Rouil-
lard said. “I would like to welcome the 
professional staff of Cooney’s, includ-
ing Doug Coonfer, who will remain the 
operations manager.”

Rouillard said Cooney’s was a good 
fit for Bess Tank Lines, because it’s a 
“well-managed and established fam-
ily-owned chemical hauling business 
with a solid reputation.”

Rouillard also wished Dayle Ann 
well in her retirement. “Dayle Ann has 
been a pioneer in the Alberta tank 
business and a mentor for a lot of us 
in the industry,” he said. Rouillard said 
Bess Tank Lines is looking to contin-
ue to grow and hinted further acqui-
sitions could be in store. 

Bess Tank Lines 
buys Cooney’s 
Farm Services

TM

A NEW SERVICE
FOR PRIVATE AND 
FOR-HIRE FLEETS...
RYDER ON-DEMAND
MAINTENANCE

Keeping your fleet on the road shouldn’t be complicated. That’s why we introduced  
On-Demand maintenance – the first of its kind in Canada. This flexible solution provides 
private fleets and for-hire carriers with pay-as-you-go preventive maintenance and repair, 
when and where it’s needed. 

With a network of well-equipped shops across the country, trained technicians and consistent  
processes, we’ll help you keep your fleet rolling. 

Learn more about On-Demand Maintenance:
1-866-227-3326
www.ryder.com/on-demand-canada Ryder and Ryder Logo are registered trademarks of Ryder System, Inc.

Copyright ©  2014 Ryder System, Inc.
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REGINA, Sask. – Truckers operating in 
Saskatchewan now have a few more op-
tions for where they can go and what 
they can pull.

The Government of Saskatchewan 
has approved new regulations that 
took effect on April 1. 

Although they have yet to be of-
ficially published in Hansard and 
made available to the public, Truck 
West has learned there are four ma-
jor changes.

Tridem-drive trucks can now tow 
pony trailers. According to the gov-
ernment, this will help minimize the 
number of trips, drivers and vehicles 
required to perform tasks such as mov-
ing office trailers, RVs and tool cribs.

Semi-trailers with tridem axle 
groups can operate at 24,000 kg on se-
lect highways where the axle spread is 
3.0 to 3.6 metres. They will operate on 
the same routes as B-trains. 

This regulation was adopted under 
the New West Partnership initiative 
(designed to reduce barriers to trade 
flow among the western provinces) as 
British Columbia and Alberta already 
have this allowance. 

The gross vehicle weight for tridem 
drive B-trains has increased to 61,800 kg 
from 54,500 kg on secondary weight high-
ways. This change was promoted by the 
Saskatchewan Association of Rural Mu-
nicipalities (SARM).

The list of primary weight highways 
where B-trains can operate at the max-

imum weight of 63,500 kg has been 
expanded. This is mainly due to con-
struction and bridgework being com-
pleted which has created upgraded in-
frastructure capable of handling the 
increased weight loads.

“We are pleased to see the govern-
ment responding to a resolution put 
forward by our members,” Saskatch-
ewan Association of Rural Municipali-
ties president Dave Marit said. “The 
increase in weight for tridem drive 
B-train combinations on secondary 
weight highways will help get prod-
uct coming out of rural areas to mar-

ket more efficiently.” 
According to the government, these 

new regulations are expected to be a 
benefit to the industry as a whole.

“These changes will enable industry 
to increase efficiency through reduced 
operating costs and reduced red tape,” 
Highways and Infrastructure Minister 
Don McMorris said. “The changes give 
industry more options for transport-
ing goods depending on the vehicle/
trailer combinations and internal di-
mensions.”

But Sandy Johnson, president of 
North Star Fleet Solutions, a Calgary-

based vehicle tax and license spe-
cialist, says there could be a catch for 
Alberta-based fleets looking to take 
advantage of the greater weights.

“To take advantage of these chang-
es, you may need to increase the al-
lowable weight on your prorate cab 
card for Saskatchewan,” she advises. 
“This involves submitting a request to 
the prorate office for a GVW increase. 
You pay the difference between your 
current weight and the new weight as 
well as a prorate administration fee 
($13) plus the registry service charge 
($9.45).”  

Saskatchewan truckers get greater flexibility

QUESNEL, B.C. – B.C.’s Commercial Vehicle Safety and En-
forcement (CVSE) division is running a pilot project, in which 
it reviews all loads transported to participating mills in an 
effort to crack down on overweight loads.

Truckers running overweight will no longer have to be 
caught red-handed under the program. CVSE will review 
all the loads delivered and will intervene with the local car-
rier safety inspector when overload trends are identified, 
according to a notice from the Central Interior Logging As-
sociation (CILA).

Though it’s not yet clear what the follow-ups from CVSE 
will entail, CILA warned members: “It could lead into costly 
fines or possible suspensions from hauling. This will be a 
significant change from CVSE monitoring weights of loads 
in the past as they will now see first-hand from the reports 

ALL weights of loads in a database format. This is public in-
formation under the haul billing system.”

The pilot is being conducted in the Quesnel area, but CILA 
also reports CVSE is considering expanding the program to 
cover other hauling areas in the province.

“If you are hauling overloads to make competitive rates 
you need to keep this in mind when negotiating,” CILA ad-
vised log haulers. “At the end of the day the licensees and 
contractors are all going to be accountable for overweights. 
They will no longer be part of doing business. If you have 
an accident that results in third-party injuries and it can be 
proven that you were overweight with a record of hauling 
overweights the legal ramifications will start at the driver 
and resonate all the way back to the licensees. The lawyers 
are just waiting for the first case.”  

CVSE cracking down on overweight log trucks
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Does it feel real?
Dolyniuk: It’s hard to imagine that it’s 

here but it is. No, it doesn’t feel real. You 
keep thinking I have to remember to do 
this and I have to remember to do that 
and then you realize, no I don’t have to. 
We’ve been in a transition period here 
with Terry (Shaw) for a couple of years 
now and as we get closer and closer to 
the final hour there are all the little 
things you try to remember to pass on. 
That’s what I’m focused on frankly, to 
make sure the transition is smooth.

TW: Forty three years is an incredibly 
long career. After so many years, how 
does one actually decide it is time to re-
tire? Is there a defining moment? How 
did you come to that decision?

Dolyniuk: The 17 years I’ve spent with 
the MTA is the first position I’ve had in 
my life that I’ve had for such an extend-

ed period of time. It has been a good ex-
perience, which has allowed me to help 
the MTA grow and become more recog-
nized. But you reach a point where you 
say to yourself you’ve done as much as 
you’re going to do and perhaps it’s time 
to turn the reins over to someone young-
er to carry forward. 

TW: There are a lot of leaders in the in-
dustry right now who are contemplating 
exactly what you’ve been contemplating 
because they are getting close to retire-
ment. Any advice for them in terms of 
what to think about in deciding when 
it’s time to move on to the next chapter 
in their lives?

Dolyniuk: Prepare yourself psycho-
logically that the time is going to come, 
because it is a major change in your life. 
You have to think what you are going 
to do after it. You have to have a plan 
beyond the day that you retire. The one 

thing I’m learning is that if 
you are busy before “retire-
ment,” you are going to be 
busy post retirement, that’s 
a given. I sit on a number of 
voluntary boards and as soon 
as people hear you are retir-
ing, everybody assumes you 
are going to have a whole 
bunch more time to dedicate 
to them. 

TW: On the very first day 
of your retirement, what will 
you be doing?

Dolyniuk: Not getting up 
early. I’ve already told my 
wife that for the first week 
don’t expect too much from 
me. I’m basically going to do 
what I want, if I want, when I 
want. At least for the first few 
days and then I have some things to do 
around the house and the cabin. That’s 
what’s going to occupy my time initially 
and then I want to plan a trip with my 

wife when it’s appropriate. But eventu-
ally I will be involved with local boards 
and committees. I couldn’t see myself 
not doing that. 

TW: You are one of the most recog-
nized and respected leaders in our in-
dustry. When you look back, what will 
you miss most?

Dolyniuk: The people. Without ques-
tion. I was talking with someone just 
yesterday about that. Not just people 
from the MTA but people from all over 
our industry. I sat on the board of the Ca-
nadian Trucking Alliance for a period of 
time and I have gotten to know people 
from Newfoundland to Vancouver from 
industry and government and they are 
such great people. That will be the hard 
part, disengaging from that community. 

TW: Tell me about your early years in 
the industry. How did you get your start?

Dolyniuk: My introduction to the in-
dustry was loading and unloading trail-
ers as a dock worker. I was out of school, 
I was making minimum wage – 90 cents 
an hour – working at a sheet metal fac-
tory and a friend of mine told me of a 
neighbour who was looking for some 
young fellas to load and unload trail-
ers for $3/hour. That was with Kingsway 
Transport back in the early 70s. I had 
a very good career with them right up 
to 1989, when they were purchased by 
Federal Industries. I transferred over to 
Motorways for five years till they were 
wound down and then Arnold Broth-
ers for a few years and then came to the 
MTA.

TW:  How did those early years spent 
in the industry, and really working from 
the ground up, shape the kind of leader 
you became for the MTA?

Dolyniuk: As a youth growing up I had 
the opportunity to be part of the Air Ca-
det movement, from the age of 12 to 18. 
They taught me leadership skills, peo-
ple management skills, effective speak-
ing. There was a gentleman there whom 
I would consider one of my first men-
tors and who got me turned on the right 
track. There were other mentors along 
the way who worked off my rougher edg-
es and pointed me in the right direction. 

TW: Of all the things you’ve been 
through over the past 43 years of your 
career, any regrets? Is there anything 
you won’t miss?

Dolyniuk: When I was a dock worker I 
had an opportunity to move into the of-
fice. I knew very little about the truck-
ing industry and the general manager 
told me there were two jobs open – a dis-
patcher job and a claims clerk job. I had 
no idea what the responsibilities for ei-
ther position were. 

The only question that came to mind 
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MTA’s Bob Dolyniuk retires
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was which job has the most paperwork? 
And of course it was the claims clerk job 
and I told them I don’t want to do that 
one. I guess the one thing I would take 
off the table is the administrative work 
but that goes with the job.

TW: W hat would you say is the 
achievement you are most proud of?

Dolyniuk: I’m leaving the MTA in a 
very healthy position, both membership 
wise and financially. We’ve got a good 
staff, an excellent board, and engaged 
members. Although we are a small orga-
nization, I consider the MTA one of the 
stronger associations in Canada.

TW:  That has to be a challenge be-
cause one of the things we’ve seen over 
the past 20 years is that as companies 
get leaner, everyone is working longer 
hours and it becomes difficult to find 
the time to devote to associations. How 
do you keep an association vibrant un-
der such circumstances?

Dolyniuk: Unlike other associations, 
we do not rely a lot on committees. 
You’re right; people don’t have a lot of 
time for meetings. That’s something we 
realized years ago so what we try to do 
is focus on the issues of importance to 
our members and deal with those issues. 

We have mechanisms in place when 
we require feedback from our mem-
bers that don’t require them to come in 
for meetings. When I first started here 
we used to have a board meeting every 
month. We now have one every two or 
three months. What we’ve tried to do 
is take as much of the grunt work away 
from the members and take it on our-
selves and then present it to the mem-
bers for their signoff.

TW: Aside from people working much 
longer hours, what else would you say 
has changed in the industry over the 
time you’ve been in it?

Dolyniuk: The RTAC standards was 
one of the biggest things we dealt with. It 
was a major step forward in my estima-
tion for the industry. And, of course, de-
regulation. There were many companies 
that benefitted from it and some who 
saw their demise as a result of it. Those 
were the two major issues which basi-
cally changed the industry into what it 
is today.

TW: The generation of folks who 
shaped the industry are either close to 
retirement or, like you, actually retir-
ing. There is also a new generation of 
folks coming up through the ranks into 
executive level positions. What would 
your advice be to the industry’s future 
leaders?

Dolyniuk: It would be no different 
than what I’ve shared with the staff here. 
If you want to figure out where you are 
going, you have to understand where 
you’ve come from. You’ve got to know 
your corporate history, the background 
to the issues you’re dealing with. From 
that you should be able to set your sights 
on where you want to go.

TW: Any last words?
Dolyniuk: I would truly like to thank 

all the people I’ve worked with during 
my career and what they’ve done to help 
me become who I am today. 

Dolyniuk made 
his mark on 
Manitoba’s 
trucking industry
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brought back up to snuff, the prov-
ince also needs to make investments 
in building up its core infrastructure 
and claimed that Budget 2014 out-
lines a clear roadmap of how the P.C. 
government is planning to do that. 
He promised that the province will 
invest $9.7 billion into transporta-
tion projects and programs over the 
next three years, a 30% – or $2.2 bil-
lion – increase over 2013’s provincial 
budget. 

He said that figure includes $5 bil-
lion in highway network projects, 
$3.1 billion in operational expens-
es – including spending for highway 
and bridge maintenance and pres-
ervation – and another billion and 
a half loonies in other support “that 
includes building roads and bridges, 
and investing in rehab of existing in-

frastructure as we prepare for con-
tinued growth.”

That growth, according to the Min-
ister, means there are some 100,000 
new Albertans – a figure Drysdale 
said equals a city the size of Red Deer 
– each year. “Of course with such rap-
id growth comes a few challenges,” 
he said, noting that these new Wild 
Rosers don’t bring the roads, bridg-
es, schools and hospitals they need 
with them, so “that means invest-
ments (are required) on our part to 
support both the current and future 
growth” and said a total of 228 ki-
lometres of new roads will be built 
across the province, as well as thou-
sands of kilometres more in upgrades 
and repairs. 

“Over the next three years we will 
invest $735 million in highway reha-
bilitation, an increase of $284 mil-

lion from 2013’s capital plan,” he said.
Some of the projects he outlined 

specifically included the long-await-
ed twinning of Highway 63 to Fort 
McMurray, which he said would be 
finished by 2016. “This will include 
three more rest areas along the high-
way as well as three staging areas for 
larger trucks,” he said. “These areas 
are critical in reducing driver fatigue 
and improving motorist safety along 
Highway 63.” He also noted signifi-
cant progress on the Calgary and Ed-
monton ring roads. “We completed 
nearly 90% of the $4.2 billion Edmon-
ton ring road,” he said, “and the final 
27 kilometres in the Northeast are 
scheduled to open in 2016 as well”  
and noted that the Southeast seg-
ment of Calgary’s ring road, opened 
in 2013, created 70 kilometres of 
free f low traffic around the city and 

brought the project to within 30% of 
completion. “And with our historic 
agreement with the Tsuu T’ina na-
tion last November,” he added, “we 
are now in the planning stages for the 
final leg to finish this project.” 

Drysdale also reported that work 
continues on the last 20 kilometres 
of Highway 43 west of Valleyview in 
northwest Alberta, part of the twin-
ning of the north-south corridor. 
“Weather permitting, this $1 bil-
lion investment will be completed 
this year, fulfilling our goal of hav-
ing more than 1000 kilometres of 
free f low traffic as part of the north-
south trade corridor,” he said. He 
also noted that the paving of High-
way 88 from Slave Lake to the High 
Level area is nearly complete as well, 
“providing industry a second north-
ern route to northwestern Alberta.”

Changes are also happening in the 
south. “Last December, on a really 
cold morning, I helped open the new 
$19 million westbound TransCanada 
bridge over the South Saskatchewan 
River in Medicine Hat,” Drysdale 
said, adding that work also contin-
ues on a $23 million interchange at 
the TransCanada Highway in Medi-
cine Hat, which he said is slated for 
completion this coming fall. 

He also promised that dozens of 
bridges will undergo replacement or 
rehab, depending on their condition. 
“With a provincial highway network 
as vast as Alberta’s, our list of rehab 
projects is never-ending,” he said, 
“but timely rehabilitation reduces 
the need for expensive reconstruc-
tion in the future.”

Perhaps in another nod to past cut-
backs, the Minister said he hasn’t 
been happy with the winter mainte-
nance of roads over the last couple of 
years, and that it seems to be getting 
worse. “I’ve been working with my 
department to really put more pres-
sure on these contractors to do a bet-
ter job and I’m really starting to push 
some of our guys to hold these guys 
to the fire and make sure the improve 
their performance,” he said. “Hope-
fully we’ll see a difference next win-
ter.” He noted that his people monitor 
contractors’ work regularly, “to en-
sure our expectations are being met 
and when they aren’t we levy demerit 
points and financial penalties.”

The Minister also highlighted Al-
berta’s work with the other western 
provinces to ensure that weights, 
dimensions and permit conditions 
– which includes training for driv-
ers – are consistent. “We have al-
ready signed Turnpike Double MOU 
for units which comply with legal 
weights,” he said, “and we’re con-
tinuing to work on harmonizing oth-
er configurations and are in the stag-
es of finalizing our MOU on Rocky 
Mountain Doubles.”

Drysdale also noted the province 
has been soliciting public and indus-
try input for a 50-year transportation 
strategy for Alberta, and that the lis-
tening process continues. 

“Draft strategies are on our website 
and we want to get even more feed-
back from all of our stakeholders and 
the public,” he said and he encour-
aged AMTA members to share their 
suggestions. “This is what is shap-
ing our transportation network to 
meet the needs of our children and 
our children’s children and beyond,” 
he said.

Alberta on right track, Drysdale assures AMTA members
Continued from page 1
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By Carolyn Gruske

VANCOUVER, B.C. – A group of truck-
ing companies is taking the federal 
government and Port Metro Vancou-
ver to court.

The 33 businesses have filed a no-
tice of civil claim in the Supreme 
Court of British Columbia. Accord-
ing to the lawyer representing them, 
Israel Chafetz of the Vancouver-based 
law firm Taylor Jordan Chafetz, the le-
gal action is a direct result of the fed-
eral government’s involvement in set-
tling the strike and work stoppage at 
the port earlier this year.

“The government went ahead and 
made a deal with (Unifor and the 
United Truckers’ Association) at the 
exclusion of the people who pay the 

bills. And then they all declared some 
great compromise,” said Chafetz ex-
plaining that the federal and provin-
cial governments only negotiated 
with the representatives of the drivers 
and not with the trucking companies 
while developing the 14-point Action 
Plan that resulted in drivers return-
ing to work.

“When one party to the trucking 
contract is excluded from the room, 
it’s pretty easy to make a deal. The 
people paying the bill weren’t there.”

Not only do the 33 trucking com-
panies object to being excluded from 
the negotiations, they feel the govern-
ment didn’t have jurisdiction to be in-
volved in the first place.

“What the federal government is 
doing is imposing rates on a provin-

cially regulated trucking business,” 
Chafetz said. He noted the fact that 
the provincial government was in-
volved in the negotiations “doesn’t 
change a thing” with regards to the 
claims of the suit.

As for the port, Chafetz said Port 
Metro Vancouver is also wrong in its 
actions.

“They used that deal that the gov-
ernment has and they are now in the 
process of imposing those terms as 
a condition of licensing. So in effect, 
cutting out the people who have to 
be responsible for paying for these 
things.”

In the 22-page claim filed with the 
court, the trucking companies cite a 
number of legal reasons for their be-
lief the government and the port acted 

incorrectly. In particular they men-
tion Sections 91 and 92 of the 1867 
Constitution Act and Section 52 of 
the 1982 Constitution Act. 

They argue that “the legislative ju-
risdiction on Parliament does not ex-
tend to regulating the labour relations 
of the Plaintiffs as provincially reg-
ulated entities, nor may Parliament 
prescribe minimum remuneration 
that the Plaintiff must pay the own-
er/operator with whom they directly 
contracted with or the provincially 
regulated owner/operator bargain-
ing units represented by Unifor-Van-
couver, including the MOA Load Rates 
and the terms set out in the Opera-
tions Regulation as amended from 
time to time.”

They also feel a certain section of 
the Operations Regulation was ultra 
vires (outside of legal jurisdiction) 
and as a result Port Metro Vancouver 
“had no authority to impose upon the 
Plaintiffs the requirement to pay own-
er/operators they contracted with or 
the provincially regulated owner/op-
erator bargaining units represented 
by Unifor-Vancouver the MOA Load 
Rates as a condition to obtain licences 
to access the ports.”

In addition to damages and interest, 
Chafetz said his clients are hoping the 
court sets aside the per-container fee 
increases as a condition of licensing. 
The suit also asks the court to declare 
the government’s actions outside of 
the legal jurisdiction granted to it un-
der the Constitution.

Chafetz said that rather than ne-
gotiate with the federal and provin-
cial governments, Unifor and the UTA 
should have dealt directly with the 
trucking companies.

On the union side, Gavin McGar-
rigle, B.C. area director for Unifor, 
said the fact the trucking compa-
nies wouldn’t negotiate – the union 
was without a collective agreement 
for nearly two years – meant the 
only people left to deal with were the  
government representatives. He 
also expressed his feelings about the  
civil suit.

“I think these trucking companies 
should be ashamed of themselves. It 
just proves once again, what we were 
saying during the dispute: these 
trucking companies don’t have any 
accountability to anyone. They want 
their right to undercut and drive rates 
into the ground to take precedence 
over everyone else. It seems that the 
trucking companies prefer chaos to 
stability.

“At the end of the day, we reached 
an agreement with both levels of gov-
ernment, so I’m not even sure where 
they are trying to go with this. We 
reached agreement with both levels 
of government precisely because of 
the failure of the trucking companies 
to come together as a cohesive group 
and sit down and bargain together an 
industry-wide agreement. Both levels 
of government ultimately stepped up 
and showed leadership on the issue, 
and here you have the trucking com-
panies saying they don’t want to play 
ball, they want to try to use legal ma-
neuvers to get out of paying reason-
able rates. It’s disgraceful. It’s abso-

B.C. trucking companies sue port, feds
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lutely shameful.”
Louise Yako, president and CEO of 

the B.C. Trucking Association (BCTA) 
said the organization doesn’t have an 
official position on the lawsuit, but 
understands how it resulted.

“Whenever you have this kind of 
situation that is resolved by parties 
who are not actual participants, it’s 
very difficult to come to a satisfactory 
ending. To the extent these trucking 
companies want to make known their 
dissatisfaction, this is a method they 
have chosen,” she said.

“In this case, there is no roadmap. 
That’s the difficulty of the situation. 
There are questions about jurisdic-
tion and there are multiple stakehold-
ers. It’s not clear who really should be 
participating.

“The initial dissatisfaction that was 
expressed by the drivers was all based 
around wait-times and turn-times at 
the terminals, and there is no direct 
relationship between the owner/op-
erators and the terminals. There is no 
direct relationship between the truck-
ing companies who contract the own-
er/operators and the terminals. That’s 
what makes this whole situation so 
difficult. There is a great deal of em-
pathy for the drivers’ situation – no-
body thinks it’s fair that they be sit-
ting around waiting – and the way in 
which they are compensated doesn’t 
address that wait-time issue for the 

most part. Although, there are some 
trucking companies that recognize 
that and have set up compensation 
terms to address that, but no one talks 
to those trucking companies, because 
they don’t have a problem with their 
owner/operators.”

She said that although the port ex-
perienced a strike in 2005 – a strike 
which also caused the federal govern-
ment to become involved – this year’s 
labour unrest is different because it 
affected more than just the truckers.

“There is a greater recognition of 
what is at stake and there is more at 
stake this time because export vol-
umes have grown considerably since 
2005, and they are projected to con-
tinue to grow. The federal govern-
ment, the provincial governments 
and private industry have invested a 
great deal of money in improving the 
infrastructure to facilitate the move-
ment of cargo,” Yako said.

Yako said the industry needs to 
work together to ensure the “spirit 
of the Action Plan” is met, and that 
“not all of the negative consequenc-
es of growth fall onto one group. We 
need to figure out a way to grow more 
gracefully than we have been.”

The odds, however, of that happen-
ing are fairly remote. 

Not only is the lawsuit by the truck-
ers progressing, Unifor’s McGarri-
gle said there has been another one 
launched as well.  

By Carolyn Gruske

VANCOUVER, B.C. – Port Metro Van-
couver is expanding its GPS program. 

A total of $1.71 million has been com-
mitted by the port and the federal and 
provincial governments in order to out-
fit the remaining 50% of the container 
truck fleet with the geotracking technol-
ogy. Originally, GPS transponders were 
placed in about half of the fleet qualified 
to operate under Port Metro Vancouver’s 
Truck Licensing System (TLS) between 
2012 and 2013 as part of the port’s Smart 
Fleet Trucking Strategy. 

The move to finish the GPS instal-
lation is a result of the efforts to imple-
ment the Joint Action Plan that was de-
veloped by the federal and provincial 
governments to end the labour unrest 
at the port earlier this year. By having a 
better understanding of the location of 
all of the container truck fleet, the port 
hopes to reduce congestion and wait-
times. According to a statement issued 
on behalf of the port and the two levels 
of government, the GPS-generated data 
“is also essential for the full implemen-
tation of the Joint Action Plan, including 
for elements such as a common reserva-
tion system, and for determining wait 
time fees.”

Transport Canada is contributing 
the majority of the funding, by provid-
ing $855,000. Port Metro Vancouver’s 
share is $595,000, and the B.C. Ministry 
of Transportation and Infrastructure is 
responsible for $260,000. Once the sys-

tem is fully in place, Port Metro Vancou-
ver will be the only port in North Amer-
ica to have GPS-monitoring for its entire 
truck fleet. 

The program schedule calls for all of 
the eligible trucks to be outfitted with 
the technology by July. 

Along with progress on GPS deploy-
ment, Port Metro Vancouver has re-
leased an update on the other steps tak-
en in support of the Joint Action Plan. 

To date, the steering committee de-
veloped to oversee the plan has met five 
times. Members of the committee in-
clude representatives from Transport 
Canada, the B.C. Ministry of Transpor-
tation, Port Metro Vancouver, the ma-
rine terminals, the United Truckers As-
sociation, Unifor and the Teamsters. 

In addition the port has been hold-
ing consultation meetings with parties 
interested in the future of the Truck Li-
censing System. 

So far 12 discussions have taken place 
and representatives from shippers, car-
riers and trucking companies have all 
submitted proposals about how they 
would like to see the TLS evolve. Medi-
ator Vincent Ready is scheduled to be-
gin reviewing all of the work done on 
the plan beginning in mid-May, and he 
is expected to produce his findings by 
mid-June. 

Outside of talks, the port has also 
created a staffed call centre to respond 
directly to questions from drivers and 
trucking companies about licensing and 
permit requirements.  

More port problems
Continued from page 16

Port’s GPS program gets boost
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Protective devices behind cabs (8,5)
Engine-power booster, briefly
Cabbie's common query (5,2)
International Class 8 tractor
Drivetrain-components brand
CB radio, slangily (3,3)
Prince Edward or Cape Breton
Lidar's speed-detection beam
Retread a tire
"Bud the Spud" singer Tom
Restaurateur in Arlo Guthrie song
Drivers' monthly obligations, perhaps 
(5,8)

Wi-Fi truck stop (3,4)
Cab-top noisemaker (3,4)
Anti-litter ___-a-Highway program
Highway-lodgings chain, ____ 
Johnson
Frozen-fries trailers
Highway hill's top
Greasy ____, slangy diner
Gladhands-connected line (3,4)
Highest-bidder truck sale
Mack motors
Prescott, ON-based carrier
Cartage company's delivery range
December 24th teamster, briefly
Post-crash insurance action
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“We used to haul a  

lot of construction  

materials to the 

States,” says Mr. 

Fillmore. “We had 

one customer who 

went from shipping  

8 to 12 loads a day  

to three loads in  

three years.” 

       Nobody knows 

trucking and logistics,  

or appreciates the 

unique challenges 

facing transportation 

companies, more than we do  

at Northbridge Insurance®*. 

With over 60 years of  

 

experience in the transportation  

industry, quite simply, we get 

trucking. With a culture of 

customer service, 

we understand  

that market  

forces can have  

a tremendous  

influence on  

your business,  

suddenly putting 

your insurance  

premiums at odds 

with your revenue. 

       “Because 

Northbridge are 

trucking specialists, 

they got it when  

my business changed  

dramatically,” says Mr. Fillmore. 

       Most insurance companies 

aren’t interested in re-evaluating 

your insurance contract in the  

middle of a term. They insist  

on reconciling at the end of  

the year, after your premiums 

have been paid in full—which, 

for some trucking companies, 

is too late. At Northbridge®,  

our flexible approach means 

that we’re open to making 

adjustments if your business 

needs change significantly 

throughout the year.  

       “Northbridge are great 

people,” says Mr. Fillmore.  

“Everyone who touches my  

file understands the trucking  

business. They proactively 

probe to see how my business 

is changing and offer up  

solutions.” 

       At Northbridge, we take 

the time to understand your 

business, whether you’re a 

“meat and potatoes” operator 

or a 1,000 truck fleet. 

       “I have the potential to go 

to market every year for price,” 

says Mr. Fillmore. “I don’t  

because I get the best value 

from Northbridge.” 

       Talk to your insurance  

broker. Learn how Northbridge 

Insurance empowers you  

with tools and resources  

so you can focus on what’s  

important—your customers 

and your profits. 

       “Working with Northbridge 

is more like a partnership,”  

says Mr. Fillmore. “They’re  

very helpful and they’re  

always there for us.”
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  Donnie Fillmore Jr., President, Atlantic Pacific Transport Ltd., Clairville, New Brunswick

“Our mileage was 75% to the 
United States in 2008.  

Then Wall Street collapsed.”

*Policies are underwritten by Northbridge Commercial Insurance Corporation. ®Registered trademark of Northbridge Financial Corporation (“Northbridge”). Used under license from Northbridge.

By Jim Bray

RED DEER, Alta. – An unfortunate but 
not-surprising blast of global warming 
tried to throw a monkey wrench into 
the Alberta Motor Transport Associa-
tion’s second annual Safety Conference 
in Red Deer on April 17, but in the end 
Mother Nature’s tantrum did little more 
than delay the start by a few minutes.

That was good news for the attend-
ees, who came from as far away as Le-
thbridge and Medicine Hat to sample 
topics from collision mitigation sys-
tems and sleep apnea to social media 
and e-learning. All was leavened with 
networking time between sessions as 
well as a presentation by Road Knight 
Ted Beals and displays by Commercial 
Vehicle Enforcement, Workers’ Com-
pensation, Partners In Compliance, 
the Western Canadian Pilot Car As-
sociation, the Office of Traffic Safety, 
and CN and CP police. 

Robert Greer of Bendix led the pre-
senters, outlining the Wingman col-
lision mitigation system, basically 
industrial-strength versions of tech-
nologies that are becoming common 
on passenger vehicles. The “Lexus” 
version of Wingman includes a full 
package of adaptive cruise control, col-
lision mitigation (such as stationary 
object alerts, which holler a warning 
if a metallic object – a stalled car, for 
example – is blocking the lane ahead) 
as well as the company’s ESP stability 
aid. Greer noted the equipment can 
help in collisions, rollovers, and other 
loss-of-control situations, and can also 
provide a data trail to keep you in your 
own loop regarding what’s happen-
ing on the road, transmitting stuff like 
following distance information, alerts 
given, and more – information Bendix 
says can help you “assess and update 
your driver training needs and support 
fleet operations.” 

It can even record videos you can 
use in litigation. Greer noted a case in 
which a car’s driver claimed a rear-end 
collision was the trucker’s fault, but the 
truck’s on-board video showed clear-
ly that the opposite was true. He said 
it saved the trucking company more 
than $40,000 it would otherwise have 
paid. 

Greer not only showcased the tech-
nology itself, but had advice for driv-
ers of equipment with the systems in-
stalled: don’t use it to replace your due 
diligence as a professional driver.

The day then took a bit of a turn 
away from things safety-related, with a 
couple of topics that could help truck-
ing companies advance their business-
es. The first, presented by marketing 
strategists Joe Whitbread and Jo Phil-
lips, looked at social media and how 
to exploit it without alienating people 
or having it become a “time pit” where 
your people spew Tweets all day but 
don’t get anything else done.

Whitbread and Phillips’ presenta-
tion, ‘Marketing Perception & Social 
Strategy,’ looked at issues such as in-
ternal versus external marketing and 
how a company’s message is perceived 
– saying companies should take care of 
the little things such as spelling mis-
takes and the like, which they said can 
cause the public to judge you badly. 

“We all judge,” they said. As for so-
cial media itself, “you own your mes-
sage,” Whitbread said in describing 

how it works, “but so does everyone 
else.” Their advice was to “play an ac-
tive role in your social media messag-
ing. Don’t just set it up and then not 
use it,” they said, noting that social 
media is an extension of your brand. 
And while organizations often put 
their youngest, most social media-
savvy person in charge, “make sure 
it’s someone passionate, who knows 
your brand well,” they said, “and check 
in to make sure the info is positive.” In 
other words, use it, don’t abuse or ig-
nore it. “If you don’t think it’s effective, 
you’re wrong,” they said.

The next segment saw Alexis Mac-
Millan and Greg Kureluk of Yardstick 
Software present on “creating engag-
ing e-learning.” 

The pair outlined some tips and 
warned of pitfalls to avoid, one tip being 
to use the “ADDIE” model – Analyze, 

Design, Develop, Implement, Evaluate 
– to come up with compelling course 
offerings. As for the actual course de-
velopment, their advice was to make 
it useful and practical, use real visuals 
and – because everyone knows a spoon-
ful of sugar helps the medicine go down 
– make learning a game as you impart 
the info you want soaked up. And use 
“story” scenarios to make your subject 
easier to identify with for the learner 
while eliminating barriers to accessing 
the material. “If you make learners mad 
before they even sign up for something, 
you’ve lost them,” said MacMillan.

After a networking lunch, Trimac’s 
Ted Beals made a quick presentation 
outlining how the AMTA Road Knights 
promote safe road between cars and 
trucks and talk about careers in the in-
dustry as a way to help ensure a new 
generation of blood. 

“We need to attract more people,” he 
said, noting also that “the road would 
be a lot safer if more motorists knew 
about road sharing.” 

He mentioned how the Road Knights 
visit driving schools, business and so-
cial clubs, and car clubs, saying “I have 
attended and given talks at job fairs, 
career days, given people advice on 
starting carriers in the trucking in-
dustry.” He noted with pride that “the 
vast majority of truckers are decent, 
hard working guys” and threw down 
a gauntlet for a next generation of 
Knights by telling them how to throw 
their hats into the ring.

Event host and AMTA past presi-
dent Dan Duckering praised Beals and 
his associates, saying it takes a lot of 
courage for anyone, let alone someone 
who’s had a completely different type 
of career for more than 30 years, to get 

Second AMTA safety conference expands on successful beginning
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up and speak in public like they do, 
and he thanked Beals and the Knights 
for what they do. He then introduced 
George Handley, a Calgary-based re-
spiratory therapist who works in areas 
such as the emergency room, inten-
sive care and traumatic brain injury 
research and has more than a nod-
ding acquaintance with sleep thera-
py. His Healthy Heart Sleep Company 
tests and treats people for obstructive 
sleep apnea (OSA). 

“It’s about more than just sleep,” was 
his message. He described the condi-
tion as the closure or partial closure 
of the upper airway resulting in frag-
mented sleep, which may lead to exces-
sive daytime sleepiness, loud snoring, 
intellectual deterioration, nocturnal 
choking and coughing and he outlined 
risk factors such as obesity, increas-
ing age, family history, anatomic ab-
normalities, small airway, alcohol or 
sedative use, smoking, or simply be-
ing male. He said that proven benefits 

to treatment include improved blood 
pressure and decreased risk of heart 
attack, potential help with diabetes 

and weight gain. 
Handley said OSA in the workforce 

can lead to greater absenteeism and 
lower productivity, and noted that un-
treated patients visit doctors and emer-
gency rooms more often. 

He estimated that 4-12% of the pub-
lic suffers from the problem, includ-

ing an estimated 24-60% of commer-
cial drivers. Successfully treating OSA 
cases can reduce the risk of crash sig-

nificantly, he said, and 
treatment can have 
a positive effect after 
as little as one night, 
though it usually takes 
longer – and there’s also 
the potential for back-
sliding when treatment 
ends. 

Ha nd ley recom-
mended that compa-
nies test and treat their 
drivers, citing a large 
American company he 

said decreased its healthcare costs by 
nearly 48% and accident rates by 73% 
while its driver retention record more 
than doubled.

Paul Gregg, Grimshaw Trucking’s 
director of safety, training and loss 
prevention, wrapped up the presenta-
tions with an entertaining look at the 

problem of “keeping critters out of your 
grille,” which basically means “how not 
to mow down moose,” though of course 
moose is only one species truckers can 
run into on the roads. Gregg said it’s 
important to understand why animals 
hang around highways, and cited fac-
tors such as road salt, various rutting 
seasons and the fact that hunters can’t 
hunt along highways (which encour-
ages critters to hang around there). Ju-
venile animals are also a problem be-
cause of their inexperience. 

“They don’t know any better,” Gregg 
said, noting that Grimshaw was hav-
ing up to a dozen hits a year, each cost-
ing the company about $50,000, but 
since it basically took the bull moose 
by the horn back in 2008 they’ve had 
only two “and both had extenuating 
circumstances.”

Animals perceive things and react 
differently than humans, Gregg said, 
and when they hear the sound of a 
truck coming it sounds to them like it’s 
farther away than it is. What Grimshaw 
did was to add a device to the bumper, 
wired into the cab, that projects sound 
in front so the animal thinks the truck 
is actually closer than it is – a ventril-
oquist’s trick Gregg said encourages 
the animal to make itself scarce. They 
tested the system – called the Hornet 
– with their drivers, got feedback and 
learned that “in most cases they work.” 
They don’t work in the parks, though. 
Gregg speculated it could be because 
animals there are accustomed to hu-
mans and noises. 

“Fortunately, speed limits are low 
enough that it isn’t as big a problem,” 
he added, noting that while such gad-
gets work well on moose, deer and elk, 
they do bupkis against buffalo. 

Gregg also noted that thermal imag-
ing units are becoming available that 
display a night vision-type picture on 
an in-cab monitor. 

“You can see unbelievably,” he said, 
claiming that in the dead of night you 
can easily see three to four times the 
distance as usual, “and when some-
thing live comes out it’s amazing how 
it shows up.” 

Thermal imaging units can range in 
price between $3,500-$4,000 – com-
pared to $350 or so for the sonic devic-
es – but Gregg said it’s a cheap invest-
ment compared to a hit. As for getting 
drivers to use such systems, “the big-
gest problem is complacency,” he said, 
noting that Grimshaw runs programs, 
does hazard alerts, safety meetings, etc.

Doug McFayden, AMTA’s manag-
er, injury reduction and training, was 
pleased with how the conference went 
and said the AMTA was happy with the 
attendance. 

“The room was set for 100 originally 
but we weren’t expecting the weather 
and there were some good people that 
didn’t show up. But to hit 85, that’s a 
good number.” 

He said reaction from the crowd was 
positive, and that the increased net-
working opportunities proved popular. 
“We knew we wanted longer breaks,” he 
said, noting it had been requested by 
attendees of last year’s event. “We also 
knew that people liked the trade show 
portion and in this case the commit-
tee decided to bring in more enforce-
ment-type people for the networking, 
because that’s the type of people they 
don’t see on a day-to-day basis.” 

The next step is to pore over the re-
sponse cards to fine tune next year’s 
event – or events, as it may turn out.  

‘The biggest 
problem is 
complacency.’ 

  Paul Gregg, Grimshaw Trucking
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Joey Kveragas knows what it 
means to get a show on the road. 
The owner-operator has support-

ed touring performers since the 1970s, 
hauling all types of scenery, lights and 
costumes for concerts and Broadway 
musicals. It was work for Clark Trans-
fer that led him to the role of moving 
productions such as Annie, Cats, and 
Phantom of the Opera, as well as tours 
by bands such as the Grateful Dead. 
“We’re in and out of Toronto quite a 
bit,” he says, referring to his trailer 
stu� ed with lights and costumes for 
The Lion King, soon to be performed at 
the Princess of Wales Theatre.

But he likely won’t see any of the 
actors and costumes transformed into 
a show. Kveragas has actually seen 
very few live performances over his 
decades-long career, despite playing 
a key role in bringing them to life. 
Most of his loads arrive before a set 
is assembled; he returns after the 
audience heads home.

There are still favourite venues. The 
North York Centre for the Performing 
Arts in northern Toronto is near the 
top of the list. His opinion is simply 
formed by factors such as highway 
access and the layout of loading docks. 
“A lot of the theatres are in older parts 
of towns, and the streets are tighter,” 
Kveragas explains. “A lot of them have 
upgraded and not necessarily made it 
easier for the trucks to get in.” 

S P O N S O R E D  A R T I C L E

Truckers, fl eets and the teams behind 
them make live events a reality
By John G. Smith

Tight spaces are not the only chal-
lenges for the truckers who move live 
shows from town to town. While their 
observations about tight schedules 
and bad weather will sound familiar 
to every professional driver, there is 
little time to spare with this cargo.

The shows must always go on.

Time is critical
“I consider this to be specialized 
freight because it’s very time-critical,” 
says Ron Moore, who joined Clark 
Transfer in 1983. “We operate 110% 
by the clock. We cannot be late. Our 
lives are totally planned.”

“This is the most time-critical freight 
you will ever pull,” agrees fellow 
owner-operator Gary Gra� , who began 
working with Clark Transfer after 
transporting Disney’s ice shows. “It’s 
critical to a whole bunch of people’s 
livelihoods.” 

It seems appropriate that fl eet presi-
dent Norma Molitch-Deull can quote 
William Shakespeare when describing 
the secret to this type of work. “Better 
three hours too soon than a minute too 
late,” she says, echoing words of the 
famed Bard. 

Molitch-Deull actually credits her 
father, Louis “Whitey” Molitch, for the 
idea of using trucks to move traveling 
production companies between dif-
ferent cities. “Nobody in the trucking 
industry would be doing what they’re 

doing – moving sets, lights, electri-
cal, all of that stu�  – anywhere in the 
United States, across state lines, if my 
father hadn’t invented the industry,” 
she insists. Productions tradition-
ally limited themselves to moving by 
rail from one community to the next. 
When working for Clark Transfer, her 
father secured a licence in 1949 to 
move a production of Mister Roberts. 
It was the beginning of their family 
business at the very least.

There have been plenty of shows 
since then. The fl eet that Molitch 
eventually purchased has supported 
tours for bands including The Who 
and The Rolling Stones; a Metro-
politan Opera performance of Norma 
with Sir Rudolf Bing; and some of 
the largest Broadway productions 
in history.

The drivers who are made for this 
business all share one thing in com-
mon, she says. “You get people who 
are hard-wired to be on time.” Closed 
roads? No excuse. “Without these 
drivers these shows don’t go on.”

Of course, these projects involve 
more than truckers alone. Moving 
a live production involves a long list 
of freight specialists from brokers to 
tour managers. Every load needs to be 
tightly coordinated to ensure every-
thing arrives in the right sequence. 

“There’s no leeway in this,” says Ste-
ven Piper, president of the Entertain-
ment Transportation Network. Trucks 
often need to arrive as soon as 90 
minutes after a fi nal curtain call. “The 
larger the show, the more complex the 
setup, the larger the crew required to 
do everything.” 

And there are no patterns to this 
business; no pre-defi ned lanes that 
will be repeated time and again. To-
day, Moore is moving every piece 
of scenery and lighting used in a 
Washington Ballet production of 
Peter Pan. At other times he is part of 
a larger team.

“You always have a backup plan,” 
adds Justin Carbone, vice-president 
of Sound Moves, a freight-forwarder 
which has supported shows for 
Shakira, Madonna and U2. The plans 
can certainly be complex given the 
nature of these moves. When U2 was 
running its 360 Tour, complete with 
a 51-metre-high stage known as the 
“claw”, it required 252 intermodal 
containers. 

Not everything is bigger. Molitch-

Deull observes that traveling musicals 
are smaller than they once were. 
Back in the 1990s, when Canadian 
theatrical producer Garth Drabinsky 
was creating shows, performances 
like Phantom of the Opera needed 
30 trailers. Miss Saigon, another of 
his musicals, had scenery including a 
full-size helicopter. But in the past fi ve 
years, Molitch-Deull has seen the num-
ber of trailers per production dwindle. 
Phantom performances now move 
in 18 trailers. The size of an assigned 
fl eet can even shrink during a tour, as a 
performance runs its course.

Gra�  notes that the loading and 
unloading process is more sophisti-
cated than ever. Each piece of cargo is 
assigned to a specifi c trailer and the 
spaces inside are mapped electroni-
cally. He has moved a traveling ver-
sion of Wicked-Munchkinland every 
three weeks for fi ve years. Every piece 
of the set has always been loaded the 
same way, so it will arrive in just the 
right order.  

“Shipping is moving stu�  from 
Point A to Point B in its simplest 
form,” Carbone says. “Shipping 
for a live event is more project 
management.”

The weather
Few factors challenge this role more 
than the weather. “Mother Nature,” 
says Moore, “sometimes doesn’t con-
sider what we’re doing.” 

Kveragas has driven through Okla-
homa City in the wake of devastating 
tornados, and traveled eerily quiet Los 
Angeles streets after an earthquake. 
He was part of one crew which helped 
to load equipment onto a stage in Roa-
noke, VA when stage hands were still 
fogged in a Pittsburgh, PA airport.  

Molitch-Deull recalls the time Clark 
Transfer had to send in a helicopter to 
lift a trailer that had rolled in a snow 
storm, on the way to support a pro-
duction of Wild Cats with Lucille Ball. 
“Every single time a wheel turns, unex-
pected things happen – snow storms, 
fi re ants, fi re, hurricanes, fl oods, we’ve 
dealt with it all,” she says.

Despite the long hours and tight 
timelines, Kveragas suggests this work 
is ideal for a professional trucker. He 
certainly prefers it over general freight.

Moore remembers days when he 
hauled general freight, and how 
warehouse teams greeted him with 
complaints about arriving too early. 

G e t  t h i s  s h o w
ON THE ROAD

The moving production of The Lion King is now on its way to 
Toronto’s Princess of Wales Theatre.
Photo courtesy of Clark Transfer



S P O N S O R E D  A R T I C L E

“It used to be, ‘What are you doing 
here today?’” he says. Now it’s 
di� erent. “We are wanted every-
where we go.”

Bus stops
Of course, professional drivers need to 
move more than the equipment alone. 
Ron “Bear” Jones has been at the 
wheel of a tour bus since the 1970s, 
when he supported a traveling show 
for a gospel act known as the Hemp-
hills. The patriarch of that family had 
bought their fi rst bus from a group 
known as the Blackwood Brothers, and 
then began to lease it to other acts.

The idea of a converted bus with 
sleeping quarters was a novel idea at 
the time, but it served a purpose. The 
Hemphills performed in famed venues 
such as Toronto’s Massey Hall, but also 
in smaller venues such as high school 
auditoriums. The bus was their home 
on the road. 

The fi rst band Jones drove other 
than the Hemphills was Boston, and 
he admits that he wasn’t too familiar 
with their music at the time. “I grew 
up in gospel,” he says, taking a brief 
break while preparing to bring the 
Backstreet Boys to Moncton, NB. But 
Boston had a show to perform. That’s 
all he needed to know. 

The number of Hemphill buses 
began to grow, and so did the client 
list. The fl eet was soon supporting acts 
such as Wings, Linda Ronstadt and 
The Who. There were as many as eight 
buses at one time. When there were 
two 65 Eagles left, the family’s father 
sold the leasing business to his sons 
Trent and Joey.

And they knew fi rst-hand how 
important the buses were to traveling 
shows. “We were our own crew, and 
set up our own sound, so we would do 
the load in, and we would perform, 
and load out and sometimes drive 
the bus,” Trent says of the Hemphills’ 
days on the road. “We had a unique 
perspective of what our clients go 
through.”

Joining the family group at the age 
of 12, Joey estimates that he covered 
2 million miles in his 20 years on the 
road. “The road is hard no matter 
what,” he says. “You’re leaving family. 
You’re leaving home.” 

When their business began, a big 
tour might include a pair of buses. 
Even the Commodores only had three. 
Today, Hemphill Brothers Coach Com-
pany includes more than 90 custom-
ized coaches, with as many as 18 or 19 
supporting a tour like Lady Gaga’s at 
any given time. 

Hemphill’s drivers refer to chal-
lenges which echo those mentioned by 

drivers who move the equipment. “No 
two venues are the same,” Trent says. 

And there is always the weather.
The most di�  cult day in Jones’ 

career came in 1990 when his bus 
carrying Gloria Estefan came upon a 
jackknifed truck on a snow-covered 
highway. Another truck slammed into 
them from behind. Estefan herself was 
nearly paralyzed in the wreck.

He eventually returned to work 
behind the wheel, but it wasn’t easy. 
“I was worried that people wouldn’t 
want to ride with me,” he admits. 
Jones was wrong. Members of KISS, 
who had hired him for the fi rst trip 

after the collision, o� ered some 
important moral support when he 
approached the site of the collision 
for the fi rst time. “They all sat 
around me,” he says of the band. 
“There’s some beautiful people in 
the business.”

Over the years, he can now say 
he has supported tours for people 
and groups such as Janet Jackson, 
Aerosmith, Peter Frampton, Lynyrd 
Skynyrd and Oprah. “You become 
part of their lives,” Jones says of the 
lengthy tour schedules. “It doesn’t 
matter to me that they’re big stars … 
you become friends.” 

G e t  t h i s  s h o w
ON THE ROAD

Clark Transfer has supported 
shows since 1949, including 

Capitol Concert Memorial Day 
events in 2005 (top) and 

Mamma Mia! (middle right). 
Photo courtesy of Clark Transfer

 
Owner-operator Gary Graff 

(middle left) has moved a traveling 
version of Wicked-Munchkinland 
every three weeks for five years. 

Photo by Tina Thomason
 

Joey Kveragas (bottom) has 
travelled through the aftermath of 

everything from tornados to an 
earthquake along the way. 
Photo courtesy of Clark Transfer
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We know Owner/Operators are at 
the heart of the trucking industry, 
investing both personally and 
financially in their businesses.  
We’re proud to take this opportunity 
to recognize the best among them. 

If you know an Owner/Operator who 
exemplifies professionalism while 
also demonstrating a clean driving 
record, a commitment to safety 
and a track record of community 
involvement, nominate them for this 
prestigious award by completing the 
application form.
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he International Fuel 
Tax Agreement (IFTA) is 
a reciprocity agreement 
among the lower 48 states 
and Canadian provinces 
that’s designed to make 
it simpler for motor carri-

ers that operate outside of their home 
jurisdiction to report and pay fuel tax. 

Vehicles registered under IFTA re-
ceive credentials that allow them to 
go to any IFTA jurisdiction without the 
need for individual trip permits. 

A single quarterly report filed with 
your base jurisdiction covers all of your 

travel; your base jurisdiction is respon-
sible for processing your return and 
apportioning funds to each jurisdic-
tion or requesting net refunds owed 
to you.

As a carrier, there are two things to 
remember about IFTA.

First, this system of tax collection 

is entirely dependent on carriers ac-
curately reporting mileage travelled 
and fuel that was purchased, received, 
and consumed. For IFTA, you must be 
able to substantiate this information 
for a period of four years from the filing 
date or the due date of the tax return 
to which they pertain, whichever is lat-
er. Late filings, missing or inaccurate 
data, or a shoddy system for collecting 
and maintaining records are big red 
flags for auditors, who not only repre-
sent their own jurisdiction’s interests 
but also the interests of all other IFTA 
jurisdictions.

The second thing is that just because 
IFTA is an “agreement” doesn’t mean 
that every jurisdiction has the same 
set of policies or regulations when it 
comes to fuel tax.

It’s important to take a more sys-
tematic approach to IFTA compliance. 
Here are three things fleets can do to 
reduce the risk of penalties and fines.

Report all distance on returns
You are required to report all distance 
for each vehicle licensed under your 
IFTA credentials. “Report all distance” 
means all distance, even if you didn’t 
travel or did not owe tax in the quarter, 
or your vehicle travelled outside your 
base jurisdiction infrequently.

For example, say you have a vehicle 
that travels 150,000 miles in one year; 
149,000 of those miles are travelled in 
your home jurisdiction and 1,000 miles 
are travelled in a neighboring jurisdic-
tion. All 150,000 miles and all fuel pur-
chases are reportable. You still must 
file an IFTA quarterly tax return and 
schedule(s) in four quarters of the year, 
even if you left your home jurisdiction 
only once during a single quarter of 
the year.

Without question, distance records 
are the most commonly cited issue 
during an IFTA audit. 

Know where your GPS data is
Vehicle tracking systems that use GPS 
or similar technology make it easier 
to capture distance data and produce 
the summary reports your jurisdiction 
requires. However, GPS in and of itself 
does not calculate distance. It only re-
cords, based on longitude and latitude, 
where a vehicle is at a given moment 
in time. Routing software and trans-
portation management systems do the 
distance calculation.

In many cases you can use this trip 
data to support your IFTA returns in 
addition to or in lieu of paper docu-
ments. However, an auditor will exam-
ine the system to determine whether 
the records meet IFTA criteria for ac-
curacy, reliability, and completeness, 
including how often a “ping” is collect-
ed for each vehicle. 

Check your fuel receipts
In order to claim credit for tax paid on 
a retail fuel purchase, your fuel receipt 
must show that the tax was paid at the 
pump or directly to the taxing jurisdic-
tion. Note that the original fuel receipt 
is not required (a copy is fine). 
But a receipt that shows evidence of 
erasures or alteration will be disal-
lowed unless you can demonstrate the 
receipt is valid. It’s a costly problem 
because you pay the tax twice: once 
at the pump and again on the IFTA re-
turn because you have to declare it as 
non-tax paid fuel.

Remember, the government pre-
sumes that you know what you’re 
agreeing to when you apply for your 
IFTA license. Knowing the rules set out 
by IFTA – and your home jurisdiction 
– will help reduce the risks associated 
with an audit. 

Sandy Johnson is the founder and man-
aging director at North Star Fleet Solu-
tions in Calgary. The company provides 
vehicle tax and licence compliance ser-
vices for trucking operations ranging 
from single vehicles to large fleets. She 
can be reached at 877-860-8025 or 
northstarfleet.com.

How to ensure compliance
with IFTA requirements

26   compliance
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ell that’s the first 
month done, only 
another 59 to go 
and I can become 
an owner/operator 
rather than just an 
operator!

My first week started in the class-
room, orientation, or a week of being 
told how to do the job I’ve been doing 
for the past 28 years by a washed-up 
old supertrucker. That’s what I thought 
until I started class. 

It actually turned out to be a very 
useful time, some of it refreshing my 
memory, other parts teaching me 
something new. 

Useful new stuff too and I’m actu-
ally glad I did it – to the point where I 
may volunteer to sit in for certain as-
pects on a regular basis so that I can 
keep on top of things in our constantly 
changing industry.

Then it was time to head out on my 
first trip.

 It was a bit of a mad rush to be hon-
est, lots of planning had gone into my 
new enterprise and I had picked up the 
truck the weekend before starting ori-
entation so the company could apply 
the decals, license the truck and fit the 
satellite system. 

My plan was to move in a bit at a 
time during the week, however it 
spent a couple of days locked in the 
body shop having the decals put on 
and every other evening locked away 
in the shop as the satellite installation 
didn’t go as easily as it should have. 
They also did a re-torque for me as the 
truck had been driven up rather than 
piggybacked so it had some miles on it.

The end result was that I got my 
truck back on Friday evening.

 I had to fit an inverter as it was too 
busy in the shop for them to do it, so I 
went and got some heavy-duty cables 
made, arriving at the auto-electrical 
shop just as the owner was turning the 
sign to closed. Lucky for me, he made 
up my cables – now to fit the thing. I 
wanted to tie into the shorepower sys-
tem so that I could use the electrical 
sockets located all around the cab, 
rather than using extension cords.

An easy job, right? You’d think so, 
but you would be wrong, especially as 
I had never wired a Canadian plug be-
fore so I had no idea which colour rep-
resented what. They’re different back 
in England, but fortunately Google 
came to the rescue, the inverter was 
securely mounted, wired up and good 
to go. 

But now I wanted to move the fire ex-
tinguisher from beside the seat into the 
side locker. I’m obsessive about keep-
ing a clean cab and dirty boots have 
no place on my floor, so I kick them 
off before I get in and put them beside 
the seat. The fire extinguisher’s loca-
tion made this impossible, so it had to 
be moved and mounted securely.

So now it was dark, my hands and 
arms were cut to ribbons and I had a 
car full of stuff to put away. I was sched-
uled to leave at 8 a.m. the next day, be-
cause I had wanted to hit the ground 

running and get out there making 
money as soon as possible. I had a deep 
and meaning-
ful conversa-
tion in my head 
about putting 
my mouth into 
gear before my 
brain and de-
cided that mov-
ing in would be 
postponed un-
til the morning.

I awoke the 
nex t day i n 
a cold sweat 
conv i nced I 
was about to 
be run over, 
but  t he i n-
cessant beeping was not a back-up 
alarm, it was my phone suggesting 
now would be a good time to drag 
myself out of my nice comfy bed and 

start making some money.
 First things first, coffee, except the 

dog had other ideas, galloping around 
the house like it was possessed, finally 
ending up at the back door. So I let her 
out, only for her to want to come back 
in again so she could tap on the door 
to be let out again – this continued for 
some time and I swear she was grin-

ning at me all the while.
I eventually escaped the madness 

when my wife came to my rescue and 
set off the two kilometres to the yard, 

threw all my stuff in a big heap in the 
sleeper and kept my fingers crossed 
that I hadn’t forgotten anything. 

I reported into the office, got my pa-
perwork, hooked onto my trailer, did 
a pre-trip and then the Check Engine 
light came on. I won’t repeat what I 
said, but you can be safe in the knowl-
edge that you won’t hear those words 
in church.

 However after calling the dealer 
I was told it was probably caused by 
the satellite installation draining the 
batteries down and it should clear it-
self after a few ignition cycles, which 
thankfully it did. As I write this I’m 
three weeks in already. The truck has 
performed faultlessly so far, I’m sitting 
at 8.89 mpg Imperial right now with 
19,000 kms under the bumper, which 
is fantastic for a brand new engine. 
In fact, it’s the highest mpg I’ve ever 
recorded on any truck I’ve owned or 
driven.

 I’ve had a couple of heavy loads and 
done three-and-a-half trips over the 
rocks, so it’s even more remarkable and 
I’m praying to the trucking gods that 
it continues. From my research and 
the experience of friends running the 
same truck, it looks like it will, I just 
hope for once that I’m not the excep-
tion to the rule.  

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

Preparing for maiden 
voyage as an owner/operator

Mark Lee

You say tomato 
I say tomahto

opinion

Over 75 resellers 
in Canada to 

better serve you

The truck has 
performed faultlessly 
so far. I’m sitting at 
8.89 mpg right now 
with 19,000 kms 
under the bumper. 
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o you filed your income tax 
return. If you’re like most 
Canadians, you spent last 
month hoping against hope 
that the next letter you get 
from Canada Revenue Agen-
cy (CRA) isn’t a note that says 

you underpaid. For an owner/operator 
or small fleet, taxes are a major business 
expense but they shouldn’t be a surprise. 

With planning and professional help, 
you can take the stress out of filing re-
turns and take control of the business 
side of your trucking business. Here’s 
where to start:

Review your NOA
A notice of assessment confirms that 
your tax return was accepted as filed or 
outlines any adjustments made by CRA. 

For your personal return, it will list 
your taxable income and any carry-for-
ward amounts you can apply for 2014, as 
well as the amount you can contribute to 

an RRSP or tax-free savings account this 
year. Check CRA’s assessment against 
your tax return. If there’s a discrepancy, 
or you disagree with CRA’s findings, con-
tact the tax centre that processed your 
return (better yet, call your accountant). 
You have one year from the filing dead-
line of the return in question to make 
an appeal.

Make corrections 
There are three ways to amend or correct 
your return once you’ve received your 
NOA: use the “change my return” option 
found in My Account at www.cra.gc.ca/

myaccount; send a completed Form T1-
ADJ, T1 Adjustment Request, to your tax 
centre; or send a signed letter to your tax 
centre asking for an adjustment to your 
return.

Get organized
Every year I’m asked what records to 
keep, where to keep them, and for how 
long. I’m always happy to answer.

When you’re running a business, 
you’re required by law to keep adequate 
records. They have to provide enough 
detail to determine your tax obligations 
and entitlements, and be supported by 
original documents. Knowing what re-
cords to keep and having a place to file 
them means you’re not going to miss out 
on deductions you’re entitled to because 
of a missing slip of paper or logbook.

Quarterly reviews
Organizing receipts and statements is 
the first step toward really managing 
your business. 

Your accountant can help you fur-
ther by providing statements each 
quarter, giving you a three-month 
snapshot of your finances. I can’t tell 
you how many times a client has found 
a major repair receipt under a truck 
seat months later, after a review of the 
last three months’ financial statements 
showed that a big expense item was 
missing. 

With financial statements provided 
quarterly, you can take advantage of de-
ductions and other tax-saving strategies 
before it’s too late.

Be on time
If you or your spouse or common-law 
partner is self-employed, you have un-
til midnight on June 16, 2014, to file your 
return. Even if you can’t pay all of your 
balance owing right away, you should 
still file your return on time.

If you’re late and have a balance ow-
ing, you’ll be charged a late-filing pen-
alty of 5% of your 2013 balance owing, 
plus 1% of your balance owing for each 
full month that your return is late, to a 
maximum of 12 months. 

The penalties are compounded if you 
fail to file over multiple years. Filing your 
income tax return and paying what you 
owe on time helps you avoid interest and 
penalty charges, and ensures that your 
benefit and credit payments (for exam-
ple, the Canada child tax benefit and 
the GST/HST tax credit) won’t be inter-
rupted. 

Ask for help
A good accountant will pay for himself. 
While you’re out earning a living, it’s his 
job to help you reduce your tax bill, bud-
get for expenses, decide whether to in-
corporate, and plan for retirement. No 
accountant worth his salt is going to miss 
a deadline because he can’t figure out 
the paperwork or he got involved doing 
something else and forgot.

If you think you’re too far gone to be 
helped, that your “system” is beyond re-
pair, then think again. I guarantee you 
that I’ve seen (and fixed) far worse than 
anything you can throw at me. In fact, I 
invite you try. Consider it the first step 
in the planning process.

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

So, you filed your personal 
income taxes.What next?

S
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he mere thought of return-
ing to a classroom can fill 
some drivers with dread, 
especially if their earlier 
learning experiences were 
shaped by droning teach-
ers, pop quizzes, and les-

sons that didn’t seem to apply to the “real 
world.” 

Fleet trainers who focus on the unique 
needs of adult learners can make the dif-
ference – enhancing the skills that help 
boost productivity, improve safety re-
cords, and comply with the ever-chang-
ing regulations which govern the truck-

ing industry. 
Malcolm Knowles, widely acknowl-

edged as an expert in adult education, 
identified many of the factors that can 
affect the way older learners view a train-
ing session. Adults motivate themselves, 
expect respect, draw on their own expe-
riences, focus on a training program’s 

ultimate goals, and take a practical ap-
proach to learning, he said.  “Adults need 
to know why they need to learn some-
thing before undertaking to learn it.” 

Let’s put that another way. Children 
may see “Because I said so” as an accept-
able answer. Drivers won’t. 

Motivating factors are just the begin-
ning. Effective training materials also 
recognize that trainees absorb content 
differently. 

Auditory learners pick up the details 
from a lecture or discussion, much like 
the setting in a traditional classroom, 
but visual learners glean most of their 

information from diagrams and images. 
Kinesthetic and tactile learners, many of 
whom are attracted to hands-on trades 
such as trucking, tend to rely more on 
hands-on experiences. 

Consider a lesson about conducting a 
circle check as an example.

 The auditory learners will be able to 
follow discussions about the individual 
steps and relate everything back to their 
personal experiences. Visual learners 
in the classroom absorb more from dia-
grams and videos showing how the steps 
are completed. The kinesthetic and tac-
tile learners, meanwhile, soak in most of 
their information when actually build-
ing up air pressure, checking fluid levels, 
and crawling under trailers.  

Formal lesson plans reflect all these 
realities and help everyone to achieve 
their goals.

The plans themselves actually include 
several parts. Their detailed notes for a 
trainer, for example, will ensure that in-
formation is delivered consistently from 
one class to the next, even if someone 
else has to deliver the content. They will 
also identify required training materials 
or props, questions to ask trainees, and 
when to schedule breaks. 

But as important as the plan may 
be, it will still rely on well-struc-
tured training materials to deliver the  
information.

For many trainers, this will involve a 
focus on PowerPoint slides. The good 
news is that these materials can support 
auditory and visual learners alike.

The challenge is that slides are  
often poorly designed. Pages might be 
crammed with paragraphs of text that 
nobody can read, transforming a pro-
jection screen into little more than a dis-
tracting eye chart. The text on a well-
structured slide is limited to a few words 
about a central method or theme. 

Only the instructor needs to see the 
detailed notes which guide the discus-
sions.  Any animation is also introduced 
to serve a specific purpose, such as re-
vealing a particular line of information 
that is being discussed or to keep learn-
ers from reading ahead of the instructor.

A related quiz or other evaluation tool 
will help to measure just how effective 
any of the training material actually 
was. If trainees consistently make errors 
when answering the same question, it 
may be time to revisit the way the con-
tent is being explained. The final scores, 
combined with real-world evaluations, 
will certainly help to ensure that driv-
ers have absorbed the necessary details.

And trainees are not the only peo-
ple who need to be graded. Feedback 
forms can give everyone the chance to 
describe how well trainers did their job. 
After all, even the most popular trainers 
have been known to fall into the trap of 
“edutainment,” playing an audience for 
laughs rather than sticking to the lesson 
plan. It proves that everyone has some-
thing to learn.  

This month’s expert is Charlie Chara-
lambous, risk services solutions train-
ing specialist. He has worked in adult 
education for almost 15 years as a train-
er, instructional designer, performance 
consultant and training specialist. 
Northbridge Insurance is a leading Ca-
nadian commercial insurer built on the 
strength of four companies with a long 
standing history in the marketplace and 
has been serving the trucking industry 
for more than 60 years. Visit them at  
www.nbins.com.

Adults can bring a unique
focus to the training room 

Charlie 
Charalambous

Ask the
ExpertT
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any carriers have in-
centive programs in 
place for their drivers 
and I’ve been won-
dering how effective 
these programs real-
ly are. 

Most programs are based on quarterly 
results that track percentage of idle-time, 
percentage of time on cruise control and 
keeping speed at or below a pre-deter-
mined maximum. The obvious purpose 
is to reduce fuel usage, since these cost 
savings go straight to a carrier’s bottom 
line. 

What piqued my curiosity about these 
programs was a conversation I had with 
a senior manager of a mid-sized carrier 
several months ago and it has been ger-
minating in the back of my mind ever 
since.

This particular carrier had been run-
ning a new incentive program for about 
a year and I knew the program was gen-
erous and simple in its structure, mak-
ing the bonus attainable for any driver 
worth his or her salt. So I was a little tak-
en aback when I was told yes, the compa-
ny was pleased with the cost savings but 
disappointed to find that drivers were 
taking more time off as a result. A ma-

jority (not all) of this company’s drivers 
saw an opportunity to take the bonus 
in the form of more home time rather 
than more money in the bank. The bo-
nus simply replaced the drivers’ regu-
lar earnings. So there was no net loss or 
gain to the drivers’ income. The carrier 
gained on the hard cost of fuel savings 
but lost on the productivity side. Inter-
esting, eh?

Put a group of truckers together and 
you’ll be hard-pressed to get them to 
reach a consensus on many of the hot-
button issues we face in the industry 
today. But one thing I believe we can 
all agree on is that time is money and 
a driver’s time is often not as respected 
as it should be. No, I don’t believe there 
is an intention on the part of carriers to 
screw drivers over in respect to their 
time, whether it be their time on the 
clock or personal time. But the fact is, 
a driver’s stress level is affected by time 
conflicts more than any other issue. Let’s 

take a look at a couple of obvious exam-
ples that we see time and again across 
our industry.

Dock delays: We hate dock delays. Pay-
ing us for dock delays only dulls the pain, 
it doesn’t resolve anything. Even a delay 
of only a few hours can cost us a whole 
day due to the nature of the hours-of-
service requirements or the fact we may 
miss a pick-up or drop later in the day 
and end up spending a night waiting for 
that shipper or receiver to open the fol-
lowing morning.

Equipment downtime: This has been 
a horrendous problem since the intro-
duction of the EPA07 and EPA10 regula-
tions. It’s not so much the initial break-
down as the time it takes to get the truck 
back up and running again. Sure, most 
companies – the reputable ones at least 
– compensate us in the form of layovers 
and house us in a motel until the repair 
is done. But a breakdown always seems 
to happen when you planned to be home 
for little Johnny’s birthday. 

You may look at the above two exam-
ples and say ‘Hey, wait a minute, that’s 
just trucking. Those are situations be-
yond a carrier’s control.’ Well, maybe 
they are. But I would bet that if drivers 
were paid by the hour for all of their on-

duty time, then carrier lobby groups 
would be all over shippers, receivers, 
and OEMs like ugly on an ape in order 
to resolve the problem. 

If that type of pressure failed to work 
then I think we would see freight rates 
start to reflect the true cost of doing 
business.

Then there are those unlucky drivers 
out there that find themselves working 
for the fly-by-night operators or the all-
around cheapskates. Many of us have 
been there, usually in our first year work-
ing in the trucking biz when we didn’t 
know any better. I could make a long 
list of time abuses these carriers typi-
cally pile on to drivers but I don’t have 
the space. If you work for one of these 
outfits don’t look for a bonus incentive 
program in your future as long as you 
stick with them.

Drivers, like anyone else, have an ex-
pectation of an income in line with their 
skill level and performance. We recog-
nize and embrace the commitment we 
have to make in order to succeed in this 
business. Incentive bonus programs rec-
ognize our skill, performance, and com-
mitment. Those same programs are also 
allowing the drivers that choose to do so 
improve their quality of life by taking ad-
ditional time off without a loss of overall 
income. That’s a good thing. 

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

The pros and cons of trucking
incentive programs 

over the road
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ost optimists really 
don’t like me. I’m at 
the other pole com-
pared to them. For the 
last couple decades 
I’ve been of the belief 
that a healthy dose of  

pessimism is usually really close to  
reality. 

With that in mind, I have a predic-
tion for a lot of small trucking com-
panies – my definition of ‘small’  is 10 
power units or fewer – that they may 
not like. 

I think, unless the North American 
economy improves – a lot – and the 
method of operation of a typical larger 
trucking company changes drastically, 
then most of us small operators will, 
within the next decade, go the way of 
the dodo bird. 

Since the mid-point of the recession, 
I’ve noticed an escalation in the num-
ber of small carriers losing longstand-
ing customers – sometimes the types 
of customers that used most of the car-
rier’s equipment. 

The reason is almost always rate-
related. The longest economic slow-
down in recent memory has driven 
even longstanding shippers and re-
ceivers to stray from loyal carriers to 
the cheapest trucks, sometimes even 
without comparable equipment. 

I’ve seen van carriers lose business 
over price, just to have the new carrier 
show up with reefers and require the 
load weight to be reduced. I’ve watched 
flatbed carriers lose freight over price, 
when the freight was previously deliv-
ered direct to job sites, only to find it 
was later showing up on site whenever 
the new carrier got around to it. 

Good service, sadly, seems not to 
matter anymore. I believe that truck-
ing companies are, in many cases, the 
final display of the manufacturer/dis-
tributor’s commitment of service to 
its customers. Is the damage to their 
reputation for customer service really 
worth the savings? 

Many small carriers have seen a 
large chunk of their business disap-
pear with little warning. How success-
ful do you think most are at replacing 
so much work in this economic cli-
mate, at rates that are comparable? 

Let’s not get into the utter ridic-
ulousness of carriers that still stay 
busy by cutting rates. That argument 
is getting old, and still not changing. 
If you don’t have some sort of special-
ty – skills, equipment, or geographi-
cal location – you are at risk of being 
shoved aside by another company with 
a sharper pencil. 

I get tired of the same trucking com-
pany owners, large and small, who 
complain about revenue and profits, 
then have their sales staff undercut ex-
isting rates to stay busy. The hypocrisy 
never seems to end.

Some of you who agree with what 
I’ve written so far, may think there’s 
a light at the end of the tunnel. In the 
last several months, this magazine has 
provided extensive coverage on merg-
ers and acquisitions; not only on the 
many trucking marriages, but how to 
prepare for the potential sale of your 
own business. 

I think it’s been exceptional and 
thorough coverage, and very educa-
tional. Unfortunately, for most small 
carriers, none of it applies to us. Blunt-
ly put, larger carriers will not buy you 
out, no matter the price, unless you 
have some sort of significant special-
ty with relatively new equipment. Why 
would they bother? They may have as 
many salespeople as you have drivers. 

If your workload is worth coveting 
(not likely, by their standards) you’ll 
likely just be underbid, or they can 
wait you out until you give up and 
then send their salespeople to your old  
customers. 

Think I’m over-reacting? In 2010, at 
the peak of the recession, with another 
significant trucking company closing 
almost monthly, I was hit by a mystery 
illness.

 We had several regular customers 
who collectively kept our trucks run-
ning both directions. We were very 
busy, and couldn’t hire enough good 
driving staff to keep me out of a truck. 

Since I couldn’t drive more than a 
couple hours at a time without severe 
pain, selling out seemed like a sensible 
option. I sent messages to the manag-
ers of several larger trucking compa-
nies, wrongly assuming that a profit-
able, busy company with a clean CVOR 
would be in high demand. 

Of the lot, only one returned the  
call, eventually making me an offer – 
sort of. 

Although I had stressed the reasons 
for selling were not financial, so this 
was no fire sale, they made an offer 
that was to include authorities, cus-
tomers, and all equipment for less than 
the value of the equipment itself. 

Luckily, the mystery illness left a 
couple months later. Honestly, only 
someone in financial duress would  
accept those conditions, leaving some-
one in my position with no sensible 
exit options. That experience rein-
forced my paranoia about the future. 

I think asking the questions we 
asked ourselves at that time are a good 
exercise for any small operator. Does 
too much of your revenue depend on 
too few customers? Is your debt load 
such that a complete liquidation would 
still leave you deep in the red? Would 
one misfortune (accident, injury, or 
even a big repair bill), be enough to 
sink you, or at least place you in dire 
financial straits?

 Decades ago, I was advised to not put 
too many eggs in one basket. Unlike rate 
slashing, that advice never gets old. 

Bill Cameron and his wife Nancy own 
and operate Parks Transportation, a 
four-truck flatdeck trucking company. 
Bill can be reached at williamcameron.
bc@gmail.com.

Why small carriers
will be extinct

M
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o you know any 
good carriers?” Of 
the dozens of calls 
and e-mails I get in 
a week, that’s one of 
the questions I get 
asked most often. It 

was such a frequent question eight years 
ago that it prompted a column, and I find 
it quite remarkable that despite signifi-
cant changes in the industry in the inter-
vening years, it still tops the list of FAQs.

For an industry so concerned about 
the shortage of qualified drivers that it 
has its own Web site (drivershortage.ca), 
the stories I hear from disillusioned driv-
ers demonstrates that many carriers still 
don’t see drivers as a valuable and non-
renewable resource. 

But it works both ways: despite near-
record demand, drivers are often all too 
eager to accept the next job offer they 
get, even if it’s no better than the job they 
are leaving. 

So on the one hand, you have all these 
good drivers looking for good carriers, 
and on the other, good carriers are tell-
ing me they can’t find good drivers: what 
kind of magic is going to bring these folks 
together? 

You’re sinking a lot into a relationship 

when you hire on with a carrier – your 
livelihood, your lifestyle, your health and 
safety – so of course you want that rela-
tionship to last. 

It’s not unlike getting married; you 
have to really know your partner before 
you get hitched. That’s more imperative 
today than ever before.  

The American Compliance, Safety 
and Accountability program, for exam-
ple, and the widespread use (and inevi-
table mandate) of electronic logging de-
vices has put more pressure than ever 
on fleets to “run compliant,” and fleets 
that rely on drivers to make up for lost 
time and various inefficiencies won’t 
survive long in this new world. Nor will 
fleets that make unrealistic promises of 
available miles and earning potential. 

I’m not so sure you can define a good 
or bad carrier (or a good or bad driver 
for that matter) – beyond the obvious – 
in universal terms. It really comes down 
to finding the job that suits your needs – 

and maybe more importantly, your tem-
perament and expectations. 

And today, I think most drivers would 
agree that it’s not all about the money. 

More than ever, a carrier’s manage-
ment style, its attitude to driver health 
and wellness, its relationships with cus-
tomers, the driving environment, and 
even the company’s approach to safety 
and compliance, are likely to factor into 
your carrier-choice decision.  

Can I recommend a good carrier? No 
way. But I can offer a few tips on how to 
narrow down your choices. 

First, you need to identify what’s im-
portant in a job.

Your relationship with any carrier is a 
two-way street, so you have to be willing 
to give and take when making your wish 
list. And leave the money out of the ques-
tion for this part of the exercise. 

Examine aspects like long or short 
runs; destinations or lanes; time away; 
minimum and maximum mileages; 
LTL, straight loads, or pin-to-pin; and 
so on. And think about the kind of car-
rier environment you want to work in: 
large or small; highly structured and 
corporate or a more laid-back, ‘take it 
as it comes’ company. 

Next, what kind of a worker are you? 
Do you want straight miles or are you 
willing to work a little for some extra 
money, like earning for picks and drops, 
pre-loading and unloading trailers? Are 
you a customer service-oriented driv-
er, or do you prefer to get in, get loaded, 
and get out? 

When you’ve sorted out what will 
make you happy, consider how much 

you expect to earn for the work you do. 
While what the carrier pays never seems 
quite enough, your expectations have to 
be realistic. 

Here’s where it pays to have done a 
thorough financial self-analysis. 

How much revenue do you need to 
cover all the business expenses (cost-
per-mile), your personal needs, and, if 
you’re an O/O, your profit? 

It all comes down to planning before 
you start calling carriers. Too often, I 
hear from drivers who’ve jumped out 
of the frying pan and right into the fire. 

They didn’t do their research before 
switching jobs, and the job they took to 
escape turns out to be just as bad – or 
worse – than the one they left. 

More than ever the relationship be-
tween the carrier and its drivers and 
owner/operators has to be based on 
openness and fairness.

Conversely, drivers and owner/opera-
tors who have unrealistic expectations – 
financial or otherwise – could find them-
selves unhirable, which is why I say it’s so 
important today that drivers and fleets 
understand each other’s needs. 

Next month, I’ll share the secrets of 
conducting a thorough interview with 
a carrier. 

You should be asking just as many 
questions as you’re answering – and 
who knows? Maybe the magic will  
happen. 

Joanne Ritchie is executive director of 
OBAC. What’s good for you? E-mail 
her at jritchie@obac.ca or call toll free  
888-794-9990.

How to find the 
right fit (Part 1)

Joanne Ritchie
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the O/O
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By Jason Rhyno

When Alex Debogorski laughs, your 
first instinct is to seek cover. It’s the 
laugh of a tickled giant, a giddy Zeus. 
Thunderbolts, you’re sure, have dis-
lodged boulders on a mountaintop 
somewhere and they are about to fall 
on you right now. Seek cover.

That laugh is one of the many De-
bogorski characteristics that make 
him exactly that: a character, one 

that makes him a fine fit for real-
ity television. A regular on Histo-
ry Channel’s reality show Ice Road 
Truckers, he’s managed to return for 
seven seasons and ride the wave of 
whatever level of celebrity a reality 
show star can reach. 

Dobogorski has other defining 
characteristics that make him a high-
ly entertaining character to watch: 
opinionated with a unique way of 
phrasing his words, funny and intel-

ligent, passionate and tender when 
needed, f lawed and human in a very 
relatable way. 

That’s your first lesson if you want 
to become a celebrity trucker. 

“If you wanna be on reality televi-
sion, you gotta be a character. You 
can’t be bland, you gotta have some-
thing,” he says point blank. “If you 
want to make a reality show, they 
don’t want to hear the story or the 
idea, they want to know who the 
characters are. It doesn’t matter 
if you are a poet or a musician, it’s 
about playing people; you gotta make 
them laugh, you gotta make them cry, 
you gotta make their emotions go up 
and down.”

Reality television has found a char-
acter goldmine in the land of blue 
collar professions (or the complete 
opposite of that: rich, bored house-
wives and Hollywood husbands). 
Thing is, your chances of becoming 
a reality television star are slim to 
none. You’d need to be in the right 
place at the right time and own the 
right personality. 

But if there is an industry where a 
segment of workers are more prone 
to becoming celebrities, it’s trucking: 
provincial associations have their 
Driver of the Year awards, industry 
magazines collect cash and prizes 
so they can award a lucky trucker 
every year, and truck manufactur-
ers recruit drivers to represent their 
products and brands at trade shows 
and dealer events. Carriers, too, will 
elevate their best drivers and trot 
them out at recruiting events. These 
drivers become local celebrities for 
a time, often called upon by main-
stream or local media for stories on 
the industry. 

And while that level of celebrity is 
perhaps nowhere near the level of an 
Ice Road Trucker, it’s not that far off 
and it’s still a pretty swanky deal.

Last summer Freightliner invited 
trade media to the Rosewood Man-
sion on Turtle Creek in Dallas, Texas 
during the Great American Truck-
ing Show. Fat shrimp, fancy cheeses, 
tasty meat, and some fine wine and 
beer greeted journalists, along with a 
small contingent of owner/operators. 

The O/Os were part of Freight-
liner’s Team Run Smart program, a 
group of hand-picked owner/opera-
tors whose job is to share tricks of the 
business with other truckers, attend 
trade shows and dealer events, and 
blog regularly. 

Before dinner was served, each 
driver got up and gave a small 
speech, not on Freightliner trucks, 
but rather on what they knew best: 
fuel economy, fitness, business op-
erations and so on. For the O/Os, this 
was a big deal. 

“These guys are kind of journalists 
now and they get to go to events that 
they normally do not get to attend 
because of their status,” explains 
Mike McHorse, marketing segment 
manager, on-highway, Freightliner 
Trucks. “And to some of them, hon-
estly, it’s a bit intimidating and I was 
impressed that they were able to get 
up in front of you people and talk. 
That was a big deal for them and they 
aren’t used to doing that. They love 
these things but they also fear them 
a little bit too.”

Team Run Smart member Lin-
da Caffee echoes McHorse: “Giving 
that talk at Dallas was so far out of 
my comfort zone it was unbelievable. 
We’re truckers and we’re not real so-
cial. It pushes us outside our comfort 
zone and it’s thrilling.” 

Companies want drivers. It’s good 
for business when Volvo picks up Ice 
Road Trucker Lisa Kelly to represent 
its brand, and good for Manitoulin 
Transport when Debogorski f lies its 
colours for an entire season. 

Take a quick look at the trucking 
community on Twitter and you’ll 
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see numerous drivers vying to be 
picked up by a company, the prover-
bial “For Sale” sign hanging around 
their necks. 

“I’m not looking for people to talk 
about how they love their Freightlin-
er,” explains McHorse when asked 
what characteristics he looks for in 
driver representatives. “I’m look-
ing for people that are successful at  
the business and are willing to  
share their success and how they 
achieved it.” 

He wants to see passion for the in-
dustry, a willingness to share and be 
involved. 

So what do these gigs pay? Not 
enough to quit your day job. 

McHorse says they compensate 
Team Run Smart members for any 
downtime due to industry events, 
and they also get a Freightliner truck, 
but it’s a lease deal, not a free truck. 

“It sounds like you get a pot full of 
money but by the time you’re done 
with a couple of agents and Revenue 
Canada, when you knock everything 
off at the end, it’s not any really big 
deal,” Debogorski explains. 

“It’s better than working two 
months on the winter road here, but 
I can’t stop working – I live in Yellow-
knife! My costs are $15,000 a month 
here. If I was like Lisa or some of the 
other people with a mobile home 
downtown, I’d be doing great, but I 
don’t: I’ve got equipment and pay-
ments on that equipment. If you’re 
not here all the time, then you lose 
your business. People aren’t going to 
wait for some celebrity truck driver to 

come back. Every time I come home 
I’m basically waiting to do a job.” 

(Still, he admits, it has improved 
his financial situation to a degree).

By all accounts, being a celebrity 
trucker is more like having two jobs. 

“Last year Lisa and I did five truck 
shows in the United Kingdom. I was 
in Louisville again this year. I did a 
six-week, 42-stop book tour with the 
longest tractor in the world. So that’s 
a lot of things people wouldn’t be do-

ing otherwise,” Debogorski explains. 
“It’s worth the investment to go 

to truck shows and learn about new 
products because it’s good for busi-
ness,” Caffee notes. 

“But yes, it is a time commitment 
and sometimes it is inconvenient to 
do some of these things but the pay-
back in our own personal growth…
it’s not a get rich program but it is 
an intangible asset. It brings excite-
ment and diversity to what we do, 
it keeps our minds focused and ac-
tive by talking to people and learn-
ing about our equipment.” 

No matter how big of a celebri-
ty you are, there’s a responsibility,  
Debogorski says. 

“I’ve had the opportunity to touch 
people all around the world. There’s 
seven billion people in the world, 
that’s a book with seven billion pages 
and you have a page in this book. And 
if you make your page a better page, 
you make it a better world. And a lot 
of times we’re responsible for other 
pages, and if you can lift somebody 
else up, we make a couple of more 
pages better pages. 

“I was in Wisconsin a couple of 
years ago meeting 850 people a day 
for two days in a row: I’ve got 30 sec-
onds to make eye contact, a connec-
tion, give you some advice, tell you a 
joke, lift you up, say something to the 
kids and maybe take a picture and 
try to leave you better. Sometimes 
people say ‘You made my month,’ for 
what-ever reason. Well that’s a big 
thing. I’ve improved the world for a 
few days for somebody.”  

Alex Debogorski, star of Ice Road Truckers, says if you want to get noticed  
outside trucking you need to be a ‘character.’ He certainly fits the bill.
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By James Menzies

CALGARY, Alta. – Pulling power is 
more than just a source of pride among 
owners of heavy-duty pickup trucks. 
These trucks usually have a job to do 
and that job normally entails hauling 
and towing some serious payload.

That’s why when GM redesigned its 
GMC Sierra and Chevy Silverado, it was 
particularly attentive to the towing and 
hauling requirements of its heavy-duty 
customers. About 20% of all full-sized 
pickups sold in Canada are of the heavy-
duty variety, which in 2013 represented 
about 62,000 trucks. The new-look 2015 
Sierra HD and Silverado HD will begin 
hitting dealer lots shortly and they’ll be 
greeted enthusiastically by customers 
looking for both a rugged and luxuri-
ous work truck.

GM recently made a small fleet of 
2015 Sierra HD and Silverado HD trucks 
available to truck and automotive jour-
nalists for a two-day drive through sce-
nic Southern Alberta. Along the way, 
we visited historical sites such as Head 
Smashed In Buffalo Jump, Bar U Ranch 
and Waterton Lakes National Park.

But the most beautiful spectacle 
of all, for those of us who appreciate 
power, was the sight of the industry’s 
three leading heavy-duty pickups as-
sembled for us at Bar U Ranch, where 
we’d have the opportunity to conduct 
a real-world, head-to-head compari-
son of their towing capabilities. A simi-
larly spec’d GMC Sierra HD 2500, Ford 
F250 and Ram 2500 were brought to-
gether, each pulling identical trailers 
upon which sat brand new John Deere 
tractors.

Their curb weights were similar, 
at about 7,500 lbs. We were invited to 
drive each of the trucks along a care-
fully planned route over the area’s roll-
ing hills and to conduct an exercise that 
would compare their towing capabili-
ties under real-world conditions. 

We lined the trucks up nose to tail 
(leaving a safe and consistent follow-
ing distance, of course) and when given 
the word via radio from the lead truck, 
buried the throttle. We repeated this 
exercise several times and each time 
watched as the lead Sierra HD pulled 
away from the F250, which in turn dis-

tanced itself from the Ram. No one was 
left in the dust, by any means, but the 
contrast was noticeable and the results 
consistent.

They were also surprising. After all, 
the Sierra HD has the lowest published 
torque among the three models. Prod-
uct manager Craig Couch credited the 
six-speed Allison transmission with 
giving the Sierra HD the edge. Allison 
builds what are truly heavy-duty trans-
missions; the ones found in the Sier-
ra and Silverado would be among the 
smallest it produces. Because this prod-
uct was over-engineered for pickup ap-
plications, it requires less torque man-
agement, meaning it can deliver 100% 
of the torque produced by the engine 
right to the wheels.

Horsepower and torque, as displayed 
on price sheets or proclaimed on ad-
vertisements, are measured at the en-
gine and not where the rubber meets 
the road, which Couch said can be mis-
leading.

“The weaker link of the Ford and 
the Ram would be their transmis-
sion, so they torque-manage,” Couch 
explained. “They pull fuel in first and 
second gear to prevent heat buildup, 
or too much torque for the transmis-
sion to handle at a given step in the 
transmission where it could do some 
damage. So they put a calibration 
in, where they’re not utilizing all the 
torque and horsepower that’s available 
to the transmission. We don’t torque-
manage to the extent the competition 
does, because the Allison transmis-
sion is more than capable of handling 
the torque demands the Duramax en-
gine puts out. We feel the weak link in 
the competitors’ drivetrains is their 
transmissions and it’s the strongest 
link in ours. Our truck has the low-
est stated torque of all three competi-
tors but it actually out-accelerates the 
competitors because we don’t have to 
torque-manage and you’re getting all 
the available torque to the wheels, all 
the time.”

The difference is especially notice-
able in the lower gears – the range in 
which our comparison was conduct-
ed (we let our speed drop to about 80 
km/h before getting into the throttle 
and accelerating back up to the posted 

limit of 100 km/h, up the steepest in-
clines we could find). But while the Si-
erra consistently pulled from the pack, 
all three trucks were more 
than capable of getting this 
hefty load up the hills with-
out labouring. Even GM 
people admit there’s not 
a bad heavy-duty pickup 
to choose from, and when 
you’re spending upwards of 
$90,000 for a four- (or six)-
wheeler, that’s a good thing. 
(The HD models start at 
about $37,000 but can run 
more than twice that when 
fully equipped).

In addition to offering 
what they feel is the most 
impressive low-rpm torque-
producer of the class, GM 
also has spent plenty of ef-
fort in building safety and comfort fea-
tures into their heavy-duty vehicles. 

This includes StabliTrak with Trail-
er Sway Control, which comes stan-
dard on all new 2015 Sierra and Sil-
verado HDs and an impressive exhaust 
brake that effectively holds your speed 
on down grades without burning up 
your brakes. A driver alert package is 
also available, including forward col-
lision alert as well as a lane departure 
warning system that’s unique to the 
HD segment.

The lane departure warning system 
produces haptic (vibrating) alerts on 
whichever side of the driver’s seat the 
vehicle is straying towards. It gets your 
attention and is less bothersome to pas-
sengers than audible alerts (as if a driv-
er who strays from their lane or fails to 
signal isn’t bothersome enough).

Both the Sierra and Silverado HD can 
be loaded up as a luxury personal vehi-
cle used for everyday driving and to tow 
RVs, boats or horse trailers on the week-
ends, or they can be utilized as true rev-
enue-producing work trucks. If you’re 
looking for the ultimate in luxury, then 
the Denali is your GMC Sierra. 

The two GMC Sierra Denali 2500s I 
drove were loaded to the max, were re-
markably quiet (especially for diesels) 
and incredibly comfortable. They were 
also functional, with an abundance of 
power outlets, sensibly placed controls 
and an eight-inch driver display that 
provided navigation and sound system 
info. About 25% of Sierra HD sales fea-
ture Denali trim.

On the Silverado HD side, the High 
Country trim will soon be offered, 
representing Chevrolet’s first premi-
um heavy-duty pickup. It will feature 
a chrome grille, unique wheels and an 
exclusive saddle brown interior with 
premium materials throughout. This 
truck will be right at home in Alberta, 
with its western-inspired colour palette.

If you’re wondering which of the two 

trucks is the better fit for your image 
and/or lifestyle, consider that the pow-
ertrain is identical so it comes down 
to your styling preference. The entire 
front-end clip has a different look, as 
do the sides of the boxes. The Sierra and 
Silverado HD are priced comparably 
and sales are split fairly evenly between 
the two brands.

The fuel economy achieved on my 
drive seemed reasonable (generally 
about 12 litres per 100 kms), but fuel 
economy in heavy-duty applications 
is a difficult thing to predict – especially 
when navigating the undulating hills of 
Southern Alberta. 

Heavy-duty pickups will perform 
such varied tasks, that fuel economy 
will differ significantly. So much so, 
that truck makers aren’t even required 
by environmental regulators to pub-
lish their fuel economy numbers for 
anything approved for a gross combi-
nation weight rating (GCWR) of more 
than 10,000 lbs.

The 2015 Sierra and Silverado HD 
trucks can be ordered with gasoline, 
compressed natural gas or diesel pow-
ertrains, though nearly 60% of custom-
ers choose diesel. 

The Duramax diesel 6.6L V8 en-
gine produces 397 hp and 765 lb.-ft. of 
torque, which as our drive attested, is 
easily managed by the robust six-speed 
Allison transmission. The trucks can 
haul 7,374 lbs or tow 19,600 lbs (by hitch) 
or 23,200 lbs (by fifth wheel). Look for 
the 2015 models of these trucks to hit 
dealer lots later this year. 

The Sierra 
and Silverado 
are priced 
comparably and 
sales are split 
fairly evenly. 

King of the hills
In head-to-head comparisons, the GMC 
Sierra HD outpulled its heavy-duty rivals

36   pickup trucks TRUCK WEST jUnE 2014  

The GMC Sierra HD Denali is pictured just outside the gates of Waterton Lakes 
National Park.

The Chevy Silverado HD pictured with its cousin the GMC Sierra HD by Oldman 
River Dam. The powertrain in the two trucks is identical.
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By John G. Smith

NASHVILLE, Tenn. – In the search for 
better fuel economy, a trailer can be a 
drag. Its tires add to rolling resistance, 
any uneven surfaces contribute un-
wanted friction, and traditional shapes 
hardly slice through the air with ease.

“Basically it’s a brick,” says Rod Eh-
rlich, senior vice-president and chief 
technology officer at Wabash Interna-
tional, and the holder of many trail-
er-related patents. The aerodynamic 
challenges are not limited to a box-like 
form, either. The gap between a tractor 
and trailer alters air pressures, while 
wheels and bogies create their own 
disturbances.

These are important challenges to 
overcome as the US Environmental 
Protection Agency (EPA) looks to limit 
greenhouse gas emissions – a target that 
can only be met by burning less fuel.

Trailer designs can make a differ-
ence, maintenance managers were 
told during the recent annual meet-
ing of the Technology & Maintenance 
Council of the American Trucking As-
sociations. The EPA’s SmartWay pro-
gram already offers its stamp of ap-
proval to units which improve typical 
fuel economy by 5% through the help 
of side skirts, weight savings, and gap 
reducers or boat tails. A new Smart-
Way Elite designation is being creat-
ed to identify trailers that offer gains 
of 9% or more. 

“We’re trying to come up with ways 
we can make the ideal streamlined ve-
hicle,” Ehrlich says. 

There have been streamlined shapes 
before. He refers to models from de-
cades ago which included rounded 
noses and roof lines, but those were 
abandoned. “They were expensive to 
build when you take metals and try to 
make compound curves,” Ehrlich says. 
Then there was the matter of fitting 
square boxes and skids into curved 
spaces; the classic challenge of try-
ing to fit a square peg in a round hole. 
“Anything that we do to interfere with 
that primary reason for it to exist is not 
a good compromise,” he says.

Still, there are many gains to be had. 
Trailer side skirts, now fitted on 

about half the trailers produced by 
Wabash, promise fuel savings of 4-7%. 
Trailer-mounted gap reducers offer 
their own gains of 1-2%. At the rear of 
the trailers, aerodynamic wings known 
as boat tails can boost savings by 1-6%, 
while underbody systems promise im-
provements of 1-2%. 

About one in four 53-ft. van trailers 
are fitted with at least one aerodynam-
ic device, says Mike Roeth, executive 
director of the North American Coun-
cil for Freight Efficiencies. Side skirts 
are the most popular of all, and they 
present few maintenance costs.

Beyond aerodynamics
The potential improvements are not 
limited to aerodynamic gains alone. 
Low rolling resistance (LRR) tires can 
reduce diesel demands by 3%, and 
wide-base tires offer savings of 3-5%. 
By automatically maintaining tire pres-
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better aero
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sures, tire inflation systems contribute 
another 1%. 

Then there are the opportunities to 
shed wasteful weight. A 1-1/8” com-
posite floor can be 265 lbs lighter than 
a traditional wood floor, and another 
100 lbs can be saved with a compos-
ite nose. “We can lower the weight of a 
trailer by 2,000 lbs pretty convenient-
ly,” Ehrlich says. But there’s a catch: “It 
costs money to take weight out.”

As promising as any gains may 
sound, Ehrlich says f leets need to 
consider the total cost of ownership 
behind any trailer changes. This 
means considering up-front costs, 
safety, service support, durability 
and warranties. 

“These are new devices,” he says. 
“How well are they going to be able to 
stand behind the product?”

Expected resale values and main-
tenance costs both need to be consid-
ered, agrees Roeth, whose group has 
studied changes made by “leadership 
fleets” including Canada’s Challeng-
er Motor Freight and Bison Transport. 

Claims also need to be proven. The 
tools for that can include everything 
from computational fluid dynamics 
(computer models showing how a trail-
er flows through the air), to wind tun-
nels, test trucks and road tests. Univer-
sities offer a valuable resource when 
analyzing test results, Ehrlich adds. 

C.R. England, which has 4,300 trac-
tors and 6,800 trailers, now devotes a 
pair of its own Class 8 tractors and 53-
ft. trailers to nothing but tests of po-
tential fuel-saving devices. Two full-

time drivers are dedicated to the work, 
while one-third of another employee’s 
time is used to coordinate the tests and 
analyze the data. Even though it is run-
ning two tests per week, at a cost of 
$2,500 each, the queue to review new 
components is now six months long. 

“It does take commitment,” says 
Ron Hall, the fleet’s senior director of 
equipment and fuel.

But the results have led to proven 
changes. C.R. England tractors and 
trailers are equipped with 44-inch 
fifth wheel gaps, perforated mud flaps, 
wheel covers, single-piece composite 
side skirts, boat tails, low rolling resis-
tance tires, and tire inflation systems.

Some fuel-saving tools were still re-
jected because of costs. Inventories of 
wide-base tires were thought to be too 
pricey to manage, and the fleet is “neu-
tral” in its view of aerodynamic changes 
on the trailer’s surface, behind the tan-

dem, and under the vehicle. Still, Hall 
stresses that the devices can still have 
a role to play in other fleets. “It may not 
be neutral for everyone,” he says. 

“The more data the better,” Roeth 
says. But he still believes that smaller 
fleets can conduct meaningful tests of 
their own. An operation with 15 trucks 
travelling the same route, for example, 
could simply add devices on a few of 
the trailers and measure the differenc-
es. “None of these tests are perfect,” 
he says. “None of these tests are bad.” 

Hidden opportunities
Potential fuel savings may even be hid-
ing inside the trailer. One option be-
ing explored by C.R. England, which 
specializes in temperature-controlled 
freight, includes extra floor insulation. 

“To us, fuel use on the trailer isn’t 
just what we save off the tractor. It’s 

also what we put into the reefer,” Hall 
says. This means tests also explore 
BTUs lost per hour, and use thermal 
imaging to identify where insulation 
might need to be improved.  

The focus on fuel economy contin-
ues when the fleet’s equipment is on the 
road, tracking fuel purchases by truck, 
cross-referencing the numbers to data 
from electronic control modules, and 
comparing fuel economy by specifica-
tion. “If the technology requires some 
kind of behavioural change by the driv-
er, the fuel test is not going to measure 
the management of that behaviour,” 
Hall explains. Trailer boat tails, for ex-
ample, still need to be opened.

And the ongoing costs of trailer 
enhancements are hardly limited to 
fuel. Hall adds between 25% and 50% 
to the cost of a new fuel-saving device 
to account for installation and main-
tenance. Even something that looks 
like it simply bolts into place can create 
secondary issues. C.R. England found 
that it had to mount side skirts aft of 
the landing gear, to make it easier to 
reach fuel tanks. Tire carriers also had 
to be remounted so they could still be 
reached. 

Targets for the second phase of the 
EPA’s limits on greenhouse gas emis-
sions will be published by March 31, 
2016, and will focus on vehicles, en-
gines and trailers alike. “We want 
real-world fuel savings,” says Den-
nis Johnson of the US Environmen-
tal Protection Agency’s technology 
assessment centre. “Not just data in 
a test cell.”  

Trailer skirts are proven to improve fuel economy by up to 5%.
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By  Jim Bray

CALGARY, Alta. – If the trucking in-
dustry is going to combat its personnel 
shortage, its people have to think out-
side the box and engage young people 
in a way that appeals to them directly. 

That’s according to Richard Warnock, 
the new interim executive director of 
the Alberta Motor Transport Associa-
tion (AMTA). Warnock told Truck West 
in a recent interview that a good starting 
point might be for trucking companies 
to focus on the long-term view, even to 
thinking about the retirement plans of 
people they haven’t even hired yet.

“If there’s a fault in our industry, it’s 
(lack of) pensions,” Warnock said. “We 
need to get the younger generation into 
the business of transportation and we 
can’t get them without giving them 
something. And what they need is se-
curity for their future.” 

Warnock noted that – like many of his 
peers – he didn’t think about retirement 
when he was young, but that was then 
and this is now. 

“Talk to a 20- or 25-year-old today 
and their mindset is definitely differ-
ent,” he said. “They have that ‘Freedom 
55’ number and want to know what 
you’re giving them so they can do that.” 

Warnock suggested companies devel-
op a penchant for pensions by steering 
young employees into self-contributed 
RRSPs for which they could match the 
individual’s contributions. 

“If we don’t do something for the fu-
ture,” he said, “we’ll have no one in 30 
or 40 years from now who wants to do 
this kind of work, not only in transporta-
tion, but any work where there’s no pen-
sion money.”

Besides pensions, another of the big-
gest challenges facing the industry that 
Warnock cited is that bugaboo of no 
commercial driver’s designation. 

“There’s no credibility, no apprentice-
ship program, no funding support for 
anyone to get in,” he said, “so if we set 
up programs as an industry and we want 
to make a driver professional, to train 
them young and get them into the busi-
ness, then there has to be a return for 

that in that they get some kind of credit, 
a certificate that says they’ve done (the 
training).”

Warnock thinks that lack of credibility 
contributes to the impression that truck-
ing isn’t a particularly glamorous pro-
fession, which he said works against the 
industry when parents are faced with 
paying for their kids’ post-secondary 
education. 

“Parents would sooner pay for uni-
versity for someone to become a doctor 
or lawyer than a truck driver,” he said, 
“so there’s a little bit of pushback from 
that side in parental guidance – saying 
don’t be a truck driver.” He thinks that 
impression can be changed by making 
truck driving a licensed trade. “Make it 
recognizable and you might make it at-
tractive,” he said.

What Warnock would like to see is 
a professional designation where “you 
could go from job to job or province to 
province and hold your head up high 
and go in there with your resume and 
your certificates, and say ‘I’m a truck 
driver and here’s my certificate, my pass, 
my commercial driver’s abstract, and 
so on.’” 

Until that happens, however, Warnock 
believes there will continue to be road-
blocks from a funding and a teaching 
point of view.

Corporate training centres are good, 
but Warnock doesn’t think they’re par-
ticularly useful when it comes to gaining 
professional designation. “Most compa-
nies train for what they do,” he said, “so if 
you are training in an LTL large organi-
zation world and that driver’s trained for 
that and then he wants to go and move 
rigs, or he wants to go haul lumber with 
Super-B’s, he’s not trained.” 

He’d like to see new drivers start their 
careers with entry-level training, cov-
ering the issues that are common with 
every company – hours-of-service, load 
securement, health and safety, and the 
like. “You cover those items and then 
give them credit for that – they know the 
basics, logbooks, hours-of-service, pre-
trip, and then the company can mould 
you from there, down their path.” 

The AMTA, Warnock said, is planning 

to put the concept of entry-level train-
ing before the provincial Transportation 
Minister. Getting the politicians’ atten-
tion might be easier said than done for 
a while, however, considering the politi-
cal turmoil in which the province of Al-
berta finds itself currently: not only have 
Transportation Ministers been playing 
musical chairs in cabinet over the past 
few years, but Premier Alison Redford’s 
sudden falling on her political sword has 
thrown the governing party into a round 
of political navel gazing and campaign-
ing that could push other issues to the 
back burners.

Warnock also noted that, while truck 
drivers are vital, they’re only one part of 
the industry whereas the labour short-
age is affecting the entire spectrum of 
the sector. 

“Truck driving is probably our num-
ber one priority,” he said, “but we want 
to get out there and promote our indus-
try, that we need safety people, we need 
dispatchers, dock workers, accountants. 
We’re a major employer in this province 
and need people.” 

One way to get that message out is 
to have outreach programs in schools 
so guidance councillors can let their 
charges know the trucking industry 
consists of more than driving a truck. 

“Some of the younger generation who 
want to get into trucking will want to go 
straight into dispatch or management or 
safety,” Warnock noted. “They have no 
interest in driving a truck and you will 
never get them to.”

Whatever tools end up being brought 
to bear on stemming the staff shortage, 
Warnock said they have to be used in a 
way that consumers won’t end up car-
rying the freight. 

Warnock suggested the industry look 
for other ways for companies to cope 
with rising costs, including such con-
cepts as truck trains that can help move 
goods with fewer drivers. 

“One of the things (the government) 
has going is they’re looking for industry 
and public input for a 50-year strategic 
plan for infrastructure and transporta-
tion in Alberta,” he said, adding the cave-
at that “if we’re going to have truck trains 
or a different way to move our goods on a 
more economical basis, we have to have 
the roads to do it on.” 

He said there’s talk about making the 
four-lane QE2 (Hwy. 2) six lanes wide to 
help handle the ever-increasing traffic 
flow, but he isn’t fond of the suggestion 

that the extra lanes be used for trucks 
only. “Stay right if you’re the slower traf-
fic,” he said, “but don’t say stay right be-
cause you’re a semi.”  

Whatever the roads scholars dream 
up, they’ll have to consider more than 
just the Queen Elizabeth II Highway, 
which is only one major route in a prov-
ince to which people continue flocking, 
putting ever more strain on the entire in-
frastructure. And while upgraded high-
ways could be a boon in the boonies, 
they won’t help unsnag things in the 
clogged urban corridors. 

“A driver used to be able to make sev-
en deliveries an hour,” Warnock said, 
“but you’re lucky to make one or two an 
hour today just because of the traffic.” 

One way to clear city streets would be 
by going to what Warnock described as 
“the cube van world,” in which semis 
haul goods to the edge of the urban cen-
tre and they’re then distributed through 
the city on smaller trucks. He thinks that 
could “definitely be a workable situa-
tion,” but doesn’t think it’s the answer 
to the personnel shortage. “We don’t 
have enough drivers now and you need 
even more drivers if you put the semis 
on the outside. So that’s probably not a 
good model to look at.”

The bottom line for Warnock is that 
changes are coming and are necessary, 
but the answer isn’t to make changes for 
the sake of it. 

“We need to keep the status quo un-
til we build something better,” he said, 
noting that it’s tough enough to make 
a dollar in the current business envi-
ronment, what with emission standards 
and other wallet wallops companies 
have been taking. “The price of that 
truck now compared with eight years 
ago is pretty well a $20,000 (premium) 
on the new vehicle market,” he said, 
“and maintenance costs with those en-
gines have gone up drastically. Some-
one has to pay those bills.”  

Trucking needs new thinking, strategies, to snag talent
We sit down with the AMTA’s newly 
installed interim executive director Richard 
Warnock for a discussion on the industry.

Richard Warnock
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Why some Western 
Canada fleets are 
Choosing offshore 
tire brands

TRUCK WEST jUnE 201442 inside the numbers

he use of offshore tire brands, made 
in countries such as China and India 
and sold at considerably lower cost 
but with sometimes questionable 
quality, has been growing over the 
past decade. Transportation Media 
Research has been tracking this de-
velopment annually since 2006. Al-
most half of Western Canada fleets 
responding to our Tire Buying 

Trends Survey indicate they have 
tried such brands, primarily in the 
trailer position but also increasingly 
in the drive position. Price is the 
prime motivator and half of those 
who have tried the offshore brands 
plan to continue using them, al-
though only 13% would completely 
replace their traditional brand cas-
ings with the offshore brands. 

Western Canada fleet 
intentions to continue 
using offshore brands

Western Canada 
fleet use of 

offshore tires

Consider replacing 
brand name tires with 

offshore brands
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EDMONTON, Alta. – The Alberta 
trucking community has lost one of 
its most prominent members with the 
death of William “Bill” Sokil.

Sokil, 83, was president and CEO of 
Edmonton-based Sokil Transportation 
Group, a company that has 877 pieces 
of equipment and 270 employees. 

Sokil also held the title of director-
at-large with the Alberta Motor Trans-
port Association (AMTA), a position 
that built upon Sokil’s two terms as 
president of the AMTA (formerly the 
Alberta Trucking Association). He 
was president from 1971-1972 and 
again for the 1979-1980 term. Sokil 
also served as chair of the Canadian 
Trucking Alliance. 

“I always had the greatest respect 
for his dynamic approach and ability 
to move issues forward to solution,” 
said Richard Warnock, acting exec-
utive director, AMTA. “Our industry 
owes him a debt of gratitude for his 
leadership.”

According to the AMTA, Sokil was 
“actively involved in legislative and 
regulatory affairs at the municipal, 
provincial, federal and international 
levels. He was regarded by many as a 
major force in the industry who led in 
a quiet way, someone who was ahead 
of his time and made things better for 
the entire industry.”

In remembering Sokil, David Brad-

ley, president and CEO, Canadian 
Trucking Alliance, described him as 
“one of the Alberta trucking pioneers 
and one of its great personalities.

However, Bill’s contribution and 
influence extended well beyond Al-
berta.” Bradley noted Sokil was “one 
of the architects of Canada’s current 
truck weights and dimensions stan-
dards. He will be missed. Our sym-
pathies to Bill’s sons, Greg and Rob, 
and to the entire Sokil family.”

Along with his sons and their fami-
lies, he is survived by his brother Rus-
sell. Members of the Sokil family are 
directly involved in the day-to-day 
operation of the Sokil Transportation 
Group, and the company, which was 
founded by Bill and Russell’s parents, 
remains a family-run operation.  

Bill Sokil passes away

Fleet owner 
named Woman 
of the Year
REGINA, Sask. – The National Associ-
ation of Professional Women (NAPW) 
has named Angelika Ringuette, owner 
and vice-president of Ashton Transport 
a 2014 Professional Woman of the Year. 

She is recognized for this prestigious 
award for her leadership in marketing. 

Formed almost 25 years ago, Ash-
ton Transport has a fleet of more than 
20 tractors and 70 trailers that provide 
service to Western Canada. 

Ringuette is looking forward to pro-
viding transport to the Keystone pipe-
line project and is an active member in 
her community, supporting organiza-
tions like Stars Air Ambulance and The 
Boys and Girls Club.   

AMTA changes 
job titles
CALGARY, Alta. – The Alberta Mo-
tor Transport Association (AMTA) has 
changed the titles of several board 
members and a staffer.

As of now, Carl Rosenau is the 
AMTA’s chairman of the board (for-
merly president), Jane Douziech is 
senior vice-chairman (formerly se-
nior vice-president), Rob Shopland 
is vice-chair (formerly v.p.), Willie 
Hamel is past chair (formerly past 
president) and Warnock is now pres-
ident and CEO. 
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By Edo Van Belkom

Mark was on the last of three round-trips he’d 
made between Vancouver and Calgary, moving 
stock into a new warehouse that was opening up 
in Alberta to supply the ever-growing oil and gas 
industry. With a day’s drive to Calgary, followed 
by a layover, it was time to find out where he’d be 
headed next. He grabbed his phone and called 
Bud. 

 “Hello?”
Mark checked the number. It was Bud’s num-

ber, but it didn’t sound much like Bud. “Is Bud 
there?”

“No he’s not,” the voice said. “Who’s this?”
“Mark.”
“Mark who?”
“Mark Dalton.”
“Oh,” the voice said in mixture of surprise and 

revelation. “So you’re Mark Dalton. I’ve heard a 
lot about you.”

“All good I hope,” Mark said. 
“Both good and bad, but I got to tell you...some 

of the bad stuff’s pretty cool.” He ended off with 
a laugh. “My name’s Bernie. My wife sometimes 
calls me Bernard, but never in a good way.”

“So you’re filling in for Bud?”
“Couple of days, yeah. He’ll be back next Mon-

day. What can I do for you?”
“How ’bout another load?”
“You’re on your way to Calgary?”
“That’s right.”
“And how old is your truck?”
Mark was taken aback. Asking Mother Load’s age 

was like asking a lady how old she was. He thought 
about saying, “None of your damn business,” but de-
cided on answering just to see where this was going. 
“Ten years old.” 

“Are you running on low rolling resistance tires, or 
the everyday kind?”

Back in 2010 when various states in the US began 
developing guidelines to help long-haul drivers to be-
come more fuel-efficient it only made sense to begin 
converting the tires on Mother Load to LRR tires. In 
the four years since, all 10 tires had been replaced, 
and the front tires had been changed twice. The cost 
per tire was only something like $10 or $30 more, so it 
made sense in the long run with the number of miles 
Mark drove each year. In fact, the tires had done a lot 
to help Mark shave a few percentage points off his 
annual fuel bill. 

“LRR,” said Mark.
“That’s great,” Bernie said. “I’ve got a great load of 

cowhide to go to a fashion supply house outside San 
Francisco.”

Mark sighed. “They wear a lot of leather there, do 
they?”

“Apparently.”
Mark shook his head. “I’ve heard there’s all kinds 

of problems driving through California for Canadi-
an carriers.”

“That’s got around, has it?”
“A lot of guys aren’t happy.”
“Yeah, well...if your tractor’s compliant, there 

shouldn’t be any problem. The California Air  
Resources Board’s SmartWay requirements are in  
effect, but this shipper is on top of it.”

“He told you that, did he?”

“Yeah. See, this guy is operating a large fleet of trail-
ers – California considers over 21 trailers a large fleet 
– so he only needs 75% of his trailers to be compliant 
to be able to ship into California.”

“Why are you even telling me this? If he’s shipping 
to California then shouldn’t every one of his trailers 
be compliant?”

“Next year they’ll all have to meet the standards. 
If he’s got a few stragglers he can always sell them off 
next year and meet that 100%. Anyway, the bottom 
line is that his trailer fleet is good and you shouldn’t 
have any problems.”

Mark laughed under his breath. He’d heard as-
surances like that enough times before to know that 
whenever anyone said, “Don’t worry,” or “It’s all been 
taken care of,” that was the time to run away and nev-
er look back. Still, a long haul into California with a 
layover in between was pretty tempting. “Is there a 
return load into Canada?”

“Of course. Auto parts to Edmonton.”
“Alright,” Mark said, hoping it was the right choice.
“Great. I’ll get back to you with the details.

•  
Early the next morning, Mark pulled into a busy truck 
yard with all manner of trailers lined up against the 
back fence. In addition to the usual line-up of box 
trailers there were two drop-frame trailers, a bunch 
of chassis trailers, a single curtain-side trailer, and 
three odd-shaped box-trailers all less than 53 feet in 
length that carried light cargo like potato chips or 
foam padding. 

All those types of trailers were exempt from Califor-
nia’s SmartWay regulations so Mark concentrated on 
the 53-foot or longer box trailers. If this guy’s fleet was 
75% compliant, then three out of four trailers would 
have fairings and skirting, but a quick count put the 
number at less than half the box trailers in the yard. 

Mark parked Mother Load 
by the office door and went 
in. There was a man in his 40s 
behind a desk looking fit and 
tanned...like he made runs into 
California himself all the time.

“I’m Mark Dalton,” he said. 
“You’ve got a load for me going 
to San Francisco.”

The man jumped up and 
shook Mark’s hand. “Pleased to 
meet you. I’m so glad you can 
take the load. It’s not always 
easy finding owner/operators 
who can drive into California 
on such short notice.”

“It sounds like a good run,” 
Mark said.

“It is, it is.” He led Mark over 
to an open loading bay door 
and pointed to a trailer across 

the yard. “That’s the one there,” he said pointing. 
“With the red Calway writing on the side.”

Mark studied the trailer and guessed it to be 
about 10 years old. It had a fairing up front but no 
skirts under its belly. That was important since you 
didn’t have to look too hard at the trailer to know it 
wasn’t SmartWay compliant. 

And even though it didn’t have to meet the stan-
dard yet, it was never a good thing to draw unwant-
ed attention. 

“So, this trailer’s not SmartWay approved.” 
They climbed down from the loading dock and be-

gan walking across the yard to the trailer. 
“That’s right,” he said, “it doesn’t meet the Smart-

Way requirements, but it doesn’t need to. Sure, it’s got 
no fairings on it, but it’s one of just three in my fleet of 
46 trailers that doesn’t have them, so I’m still within 
their compliance schedule.”

It all made sense, especially when outfitting a fleet 
of 46 trailers would cost something in the neighbor-
hood of $300,000. You couldn’t blame someone for 
having a few trailers out of compliance. Still, “Can’t 
you just give me a trailer with the fairings on it?” Mark 
asked. “There are plenty in the yard.”

“They’re not all mine, and all the ones I do have 
are in use. This load is time-sensitive, so it’s got to go 
on this trailer.”

Mark said nothing.
The man must have sensed Mark’s apprehen-

sion because he said, “Don’t worry. This particular  
trailer has been down into California and back a  
dozen times since the SmartWay regulations came 
into effect.” 

As they reached the trailer, he pointed to a ‘Smart-
Way’ sticker at the front of the trailer and knocked  
on it twice with his knuckles. “See, it’s part of the  
program.”

Mark nodded, his concerns satisfied.
This was going to be one fantastic trip. 

 

Did you know that there are two full-length novels 
featuring Mark Dalton?: Mark Dalton “SmartDriver” and 
Mark Dalton “Troubleload.” For your free copy, register with 
ecoENERGY for Fleets (Fleet Smart) at fleetsmart.gc.ca.
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Better border coming to Aldergrove
ALDERGROVE, B.C. – A new commercial facility at the Aldergrove border 
crossing is in the works and will help traffic congestion and improve  
efficiency says BC Trucking Association (BCTA). 

 Last month, the Minister of Public Safety and Emergency Preparedness 
Steven Blaney announced the federal government is investing nearly $18 
million to improvements for cross-border travellers. 

The new full-processing facility at Aldergrove is expected to be complete 
by early 2016. 

“We are extremely pleased that the government has recognized the value 
of Aldergrove to cross-border trade along with the Pacific Highway cross-
ing and Huntingdon in Abbotsford,” said Louise Yako, BCTA’s president 
and CEO. “Because Aldergrove was originally designed as a crossing for 
passenger cars, there was an understandable tendency to ‘stick with the 
program’ in terms of envisioning its future. But with input from our mem-
bers and the local business community, the ministry realized the oppor-
tunity to support and enhance trade via land border ports in the region.”

An authorization letter was required to use the port since August 2010 
for local area carriers only.

The new facility is good news for the Pacific Highway crossing; it will in 
turn be less congested and have fewer delays for commercial vehicles. 

BLOOMINGTON, Ind. – The lat-
est Trucking Conditions Index from 
FTR shows tightening capacity in the 
truckload sector. FTR says that tight-
ness could see some relief if freight 
growth slows in the second quarter 
as expected. 

Trucking capacity is projected to re-
main tight through the rest of the year. 

“Truckers should be feeling much 
better now that they have finally been 
able to use the ever tightening truck 
supply to get much needed rate gains,” 

said Jonathan Starks, FTR’s director of 
transportation analysis. 

“It looks like much of the supply-
and-demand balance is coming back 
down to a more ‘normal’ level as ship-
pers are finishing their spring freight 
season and the backlog of loads 
caused by the winter weather has 
largely subsided. ‘Normal’ remains a 
relative term since the industry con-
tinues to be operating at much higher 
levels of utilization than we have seen 
in the past.” 
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don’t know about you, but 
I’m tired of just whining 
about the weather and the 
nearly endless winter. Af-
ter all, as the great Mark 
Twain once said, everyone 
complains about the weath-

er but no one does anything about it. 
And heck, here it is the beginning of 
May as I write this and it’s supposed 
to snow again this weekend in Cal-
gary – and that doesn’t even include 
our normal late May snowfall! I’ve had 
enough. So I’m going to do something 
about it, and to fight this massive cool-
ing we’ve had, I’m going to expand my 
carbon footprint appropriately. I’m go-
ing to cut down trees, idle my vehicle 
with abandon and emit a lot of gaseous 
discharges. Take that, Al Suzuki and 
David Gore! 

On the other hand, I guess the only 
difference from SOP would be the cut-
ting down of trees…

Back from Banff 
At least the roads between Banff and 
Calgary were good this year during 
the last weekend of April. That’s when 
the Alberta Motor Transport Associa-
tion held its annual conference, and 

thanks to the AMTA for inviting me 
once again. This year, they relocated to 
the Rimrock Hotel (the past couple of 
years they held it at the Banff Springs). 
The Rimrock is actually a better ven-
ue; while it may lack the famous Banff 
Springs’ history, it’s a heckuva lot eas-
ier to get around and less pretentious, 
so that was great. Cheaper, too, that 
being relative in Banff. And the view’s 
great. Well, when you could see it be-
tween the snowflakes.

It was a great bash, too, with inter-
esting business sessions and a great 
motivational speech after Saturday’s 
lunch from the inimitable Mike “Pin-
ball” Clemons, CFL hall of famer who 
told the assembled multitude he’d 
walked away from the Argos’ coach’s 
office because he wanted to be a hall 
of fame dad. And that was the basic 
tenor of his speech – to suck it up and 
do the right thing because that’s what 
life is about – and it ain’t about us as 
individuals. 

Kudos to the always entertaining 
Gene Orlick for having the audacity 
to get Clemons to autograph his team 
cap – his Calgary Stampeders team hat! 

The AMTA’s Conference is usually 
like this: interesting business sessions, 
great food and a lot of laughs, and this 

year’s was no exception. Catch more 
coverage in the next issue. 

But in the meantime, perhaps the 
highlight of the AMTA’s AGM hap-
pened just after the meeting had ac-
tually adjourned, when board mem-
bers plodded out of the Rimrock, 
through the fresh snow, to partake in 
a mortgage burning ceremony for their  
Edmonton operations. As you can see 
from the accompanying picture, it was 
about as nice a way as there is to keep 
warm on an otherwise sunny Satur-
day in Banff!

There was also a series of awards 
handed out as usual; I’ll have a better 
look at them next month, too.

In Memoriam
Condolences to the loved ones and 
friends of William “Bill” Sokil, a pio-
neer in Alberta’s trucking industry. Bill 
passed away on April 25 at the age of 
83. He was president and CEO of Ed-
monton-based Sokil Transportation 
Group, which the AMTA says grew into 
one of Alberta’s most influential fleets, 
with operations across the country. Bill 
served two terms as president of the 
AMTA (which back then was called 
The Alberta Trucking Association) 
in the 1970’s and served as chairman  
of the Canadian Trucking Alliance  
as well.

Bill is survived by his two sons, 
Greg (Angie) and Robert (Valerie) four 
grandchildren, and brother, Russell. 
You can read more about Bill on pg. 43.

In Memoriam 2
Condolences, too, to the family and 
friends of Martin Marsolais, a long-
time logging contractor in B.C’s cen-
tral interior, who died at the age of 86 
on March 26. According to the Cen-
tral Interior Logging Association, Mar-
tin got his start in forestry at a tie mill 
in Edson, AB, and later moved to the 
Prince George area, where he worked 
for several years for the Lloyd Broth-
ers Sawmill. 

Martin eventually moved into log-

ging, establishing his own company 
and working all over the province. Lat-
er, he got a logging contact with Lake-
land Mills, and worked in the Prince 
George area for more than 40 years.

On the Roadeo again
Calling the best in the west! It’s time to 
start planning for the annual driving 
championships, so hone those skills 
and get ready to rumble. Starting from 
west to, well, not as west (I’d hate to 
call Manitoba “eastern!”), the BCTA’s 
version is set for June 21 at the Abbots-
ford Tradex Centre, where later in the 
year they’ll be rolling out the red car-
pet for Truxpo. To register, go to www.
bctrucking.com.
In Alberta, the AMTA-sponsored event 
will also be held on Saturday, June 21 
at the Griesbach Parade Square in  
Edmonton. For more details, contact 
the AMTA at www.amta.ca.

Saskatchewan marches to its own 
tune, holding its event on June 7 in Re-
gina, according to the STA. Besides the 
event, there’ll be breakfast, lunch, and 
an awards banquet. To register, or get 
more info, call 306-569-9696 or email 
Nicole Sinclair at nsinclair@sasktruck-
ing.com. 

Manitoba’s event, under the auspic-
es of the MTA, is also on June 21. It’s be-
ing held at Peterbilt MB, 1895 Brook-
side Blvd., Winnipeg with an awards 
banquet to follow at the Viscount Gort 
Hotel on Portage Avenue. You can 
download the registration form from 
Trucking.mb.ca. 

As always, drivers compete for priz-
es and honorary titles and finalists in 
each category move on to compete at 
the National Truck Driving Champion-
ship later this year in Quebec, so make 
sure your passport is current. 

That’s it for this month! As I always say, 
if you have an item you think deserves 
to be twisted out of shape and opined 
about here, please send me an email at 
jim@transportationmedia.ca. We can’t 
print everything, but we promise to try. 
See you next time!

AMTA board members participate in a mortgage burning ceremony for their  
Edmonton operations. From left: Don Achtemichuk, Bob Hill, Carl Rosenau,  
Shirley Norton, Gene Orlick.

46 
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…

TRUCK WEST JUnE 2014

CONGRATULATIONS!

To the Transportation Media editorial team

Proud winners of 9 Truck Writers of North America (TWNA) Awards

Finalists in 5 categories at the upcoming Kenneth R Wilson (KRW) Awards

TransporTaTionMedia
Truck News . Truck West . Fleet Executive . Canadian Shipper . TMTV . Surface Transportation Summit

I
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Whether you’re hauling across town or across the country, you need an engine oil as dependable as 
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