
By Jim Bray

CALGARY, Alta. – It’s a chance for Alber-
ta to lead the nation, and it just may help 
make the ‘unskilled’ career designation 
annoyance a thing of the past. 

If nothing else, it’s a first step.
That was the upshot from a presenta-

tion by outgoing Alberta Motor Trans-
port Association (AMTA) president Dan 
Duckering who, aided by AMTA director 
of safety operations, Brian Bell, fielded 
a few questions on the association’s at-
tempt to help develop minimum commer-
cial driving standards for the province of 
Alberta.

The topic was discussed during the AM-
TA’s annual Management Conference in 
Banff, prompting several thoughtful ques-
tions from the floor. Bell kicked things off 
with a briefing on the situation to date, 
then opened the floor to questions from 
delegates.

Bell noted off the top there are actually 
two committees involved, one made up 
of industry stakeholders as well as an ap-
propriately-named “steering” committee 
that consists, Bell said, of “industry-spe-
cific members as well as other affected 
industries that we have to consult with…
such as oil and gas, busing, driving train-
ing, construction and forestry.” He said 
there’s also representation from Trucking 
HR Canada (formerly the CTHRC) and Al-
berta Transportation.

The initiative, Bell said, began with a 
Fall 2012, meeting between AMTA board 
members Duckering, Willie Hamel and 
Rob Eskins, executive director Don Wil-
son and Transportation Minister Ric Mc-
Iver. “The minister asked for a proposal 
be given to him after consulting as many 
stakeholders as we possibly can,” Bell said, 
“so we set out to do that.”

Bell said the two committees are made 
up of about 60 people, and have already 
been at work. “They have discussed at 
great length the definition of commercial 
driver and currently we’re kind of look-
ing at the definition as defined by Trans-
port Canada,” he said. “We’ve looked at 
many different things and essentially, 
what we’re trying to establish is manda-
tory training for commercial drivers.”

The “mandatory” aspect is apparently 
quite a sore spot with some, but Bell and 
Duckering were quick to note that, while 
the standards may indeed be compulso-
ry, most credible companies in Alberta 
are already doing most, if not all, of what 
may eventually be required. 

“What we looked at was things that are 
already in existence,” Bell pointed out, “so 
the driver would have to have a pre-trip 
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Shelley Lothian was at a crossroads when she decided to embark on a career in trucking. She says she couldn’t be  
happier with the decision and is looking to transition into a safety-related position.

By Jim Bray

EDMONTON, Alta. – A self-styled country girl, 
Shelley Lothian is also a woman in love with her 
job – and the trucking industry she chose to be 
part of – after a couple of earlier careers didn’t 
work out. Lothian, 49, now calls Sherwood Park, 
Alta., home, but her story actually began in near-
by Edmonton, which coincidentally is home to 
Park Paving, the company for whom she’s been 
driving for the past couple of years. She actually 
grew up in Ardrossan, though, which is about 20 
kilometres east of the Alberta capital, and spent 
time in Fort Saskatchewan before settling in the 
bedroom community she now calls home. 

And while driving is clearly her passion now, 
her previous careers couldn’t have been more dif-
ferent. Lothian used to work in the printing indus-
try, but found it a tad “binding” when everything 
there got computerized, and that kind of drove her 
away. So she changed gears and entered a totally 
unrelated industry: food service. 

Ironically, considering the lack of skilled desig-
nation for truck drivers, Lothian (who’s single and 
has a grown daughter) got her Red Seal as a cook, 
and her gig evolved until she found herself work-
ing as a cake decorator, undoubtedly hoping that 
might put the icing on her career. It wasn’t to be, 
however; after about five years this gig also ended. 

“One day, I was putting a big carrot cake into 
a box and a tore all the TFCC’s (triangular fibro 
cartilage complex) in my wrist, so I couldn’t do 
that anymore,” she told Truck West. 

Lothian said the doctors operated on her right 
hand but they could only clean it up. 

“They can’t fix it,” she said, “so I pretty much 
had to get a new career.” And that’s when she 
started driving, in this case school buses – a busi-
ness that, like many in the industry, always seems 
to be picking up. 

“I got my Class 2 to drive my school bus and 
I did that for about six months,” she said, “and 
then a lady who drove one of the trucks for Park 
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issue, solve it quickly. TeamRunSmart.com is an online community of truck experts 
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OEM This 
Month

Last Year

Freightliner 744 556

International 344 400

Kenworth 449 550

Mack 187 228

Peterbilt 371 425

Volvo 384 273

Western Star 190 165

TOTALS 2669 2597

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

Freightliner 213 278 57 130 1,067 423 109 44 2 12 2,335

Kenworth 335 615 139 41 255 297 50 0 0 0 1,732

Mack 57 118 52 30 205 108 25 13 0 3 611

International 46 237 20 50 535 312 38 11 16 11 1,276

Peterbilt 167 413 91 81 164 233 52 22 0 0 1,223

Volvo 109 68 35 63 403 215 37 31 0 2 963

Western Star 127 229 23 16 120 115 14 37 1 13 695

TOTALS 1,054 1,958 417 411 2,749 1,703 325 158 19 41 8,835

After a disappointing first quarter in which each 
month’s totals trailed behind the previous year’s, 
sales picked up in April to outdistance the sales 
for the same period in 2012. It was actually the 
first time in six months that has occurred. Sales 
were also more than 600 units above the five-year 
average for the month. Market leader Freightliner 
made impressive sales gains from the previous year. 
Western Star and Volvo also beat their monthly totals 
from the previous year.

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

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

With sales YTD of 8,835 Class 8 trucks, 2013 is almost 1,000 units behind last year’s pace but also about 1,800 units above the five-year average. Assuming an 8-year life cycle 
for Class 8 trucks (a truck could go through several owners during this period), there are more than 35,000 trucks due for renewal in 2013. But reaching such a sales milestone 
this year is only likely if we have a strong second half, as was the case in 2011. Over the past five years, YTD sales by April have averaged 31% of the annual total. So the most 
likely scenario is for Class 8 sales to come in around 28,500 vehicles in 2013.

After 15 straight months of sales coming in above the 2,000 mark, reminiscent of the indus-
try’s capacity boom years of 2005 to 2007, they dropped slightly below 2,000 in January and 
yet again in February. They did rebound to over the 2,000 mark, however, in March but were 
still behind last year’s totals for the month. In April they stayed above the 2,000 mark and also 
surpassed the previous year’s totals.

Market Share Class 8 – Apr 13 YTD12-Month Sales Trends
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A strong April has kept Freightliner, last year’s Canadian market leader, in 
firm command of the market share lead. Kenworth finished 2012 in the 
number two spot for market share, its wide western  network tapping into 
the stronger western economy. The company still sits in second place with 
20% market share. Navistar International finished the year with 15% market 
share and is now in a close tie with Peterbilt with a 14% share of the Canadian 
Class 8 market.

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

3,166 2,861 2,542 2,517 2,392 2,575 2,411 2,326 1,916 1,808 2,442 2,669

Chevron Global Lubricants CS6.indd   4 13-06-13   12:29 PM
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he secret is out among the 
best run trucking compa-
nies, that a formal health 
and wellness plan for driv-
ers and other staff can de-
liver significant benefits 
to a carrier’s operations. It 

has often been said that a healthy driv-
er is a safe driver, and there’s growing 
evidence that drivers prefer to work for 
companies that help them achieve a 
healthier lifestyle.

This point was hammered home at 
two separate seminars I attended over 
the past few weeks. At the Best Fleets 
to Drive For seminar in Toronto, Car-
riersEdge president Mark Murrell said 
virtually all the top-performing fleets 
in the competition have some form of 
health and wellness program available 
to drivers. This is a significant change 
from when the program started just five 
years ago, when the topic didn’t appear 
on a single driver survey.

Just one day earlier, I attended the 
most recent Driving for Profit seminar, 
which featured a session on health and 
wellness programs. The session fea-
tured Trevor Kurtz, general manager 
of Brian Kurtz Trucking, Dave Dietrick, 
vice-president of human resources with 
Erb Group and Siphiwe Baleka, driver 
fitness coach with Prime Inc. Their suc-
cess stories were a source of inspiration 
for anyone who has struggled with at-
taining a healthy lifestyle and should 
also motivate fleet managers to take an 
active interest in the wellness of their 
drivers. Here are a few dos and don’ts 
that emerged from the information-

packed session:
Don’t assume there’s no interest: 

Kurtz admitted he approached the sub-
ject of driver health with some trepida-
tion, unsure how drivers would react 
to the idea of a company-driven health 
and wellness program. He broached the 
subject of joining the Truckload Carri-
ers Association’s Weight 
Loss Showdown during 
a driver’s meeting, and 
20 drivers out of 100 im-
mediately volunteered. 
Kurtz said he was pleas-
antly surprised at the 
interest level among 
the company’s driving 
force and other staff. 
Even more drivers be-
gan showing an interest 
once they noticed the 
results of their peers, 
he pointed out.

Don’t think it can’t 
be done: We’ve all 
heard the excuses – le-
gitimate excuses, to be 
sure – from drivers. There’s no place 
healthy to eat along the route, no time 
to exercise, etc. Baleka has created an 
exercise program for drivers that takes 
just 15 minutes and can be done any-
where, any time. You don’t need to run 
10 miles a day to attain noticeable re-
sults, he said. And eating habits don’t 
have to change drastically. For example, 
a footlong sub can be replaced with an 
equally fulfilling six-inch with double 
meat, effectively reducing your cab in-
take by half. Carbs are often to blame 
for weight gain. Carbs are energy, which 
if not burned off, are stored as fat.

Do provide the necessary tools: 
Some small investments by the fleet 
can go a long way towards helping 
drivers achieve their goals. Equipping 
truck cabs with fridges allows drivers 

more options for eating healthy on the 
road and helps them to avoid the truck 
stop buffets. Installing bike racks on the 
cab provides another option for exercis-
ing while on the road. Kurtz even pays 
lumper fees to drivers who choose to 
handbomb their own freight for those 
loads that require handbombing.

Do provide ongoing support: Once 
a formalized health and wellness pro-
gram has been initiated and drivers 
have begun reaching their weight-loss 

goals, it’s important to continue cele-
brating victories and keep the momen-
tum going. Kurtz said that’s one of the 
biggest lessons learned at Brian Kurtz 
Trucking. You don’t want the success 
pictures on the bulletin board to get too 
dated and you don’t want drivers revert-
ing back to their old habits, so ensure 
the program is continuous to achieve 
lasting results. Kurtz recommends so-
liciting the help of an office cheerleader 
to provide ongoing support and motiva-
tion to drivers who take part. For many 
more tips, see pg. 24. 

s natural gas a natural fit to 
replace diesel as the fuel of 
choice in trucking? Skip back 
three decades to the early 80s 
and Canada was a pioneer in 
supporting the development 
of natural gas vehicle tech-

nologies. 
But the infrastructure issues nev-

er got resolved, there were concerns 
about natural gas reserves, diesel pric-
es were low and people stopped talk-
ing about natural gas by the mid-90s. 

There are more than 16 million nat-
ural gas vehicles worldwide today but, 
despite the recent efforts of pioneers 
such as Robert and Bison Transport, 
you won’t find many in Canada. 

We are near the bottom of the list with 
less than 15,000 natural gas vehicles. 

Well, as they say, what goes round 
comes around and natural gas is back 
in the spotlight as an alternative fuel. 

The emergence of large shale gas re-
serves in both Canada and the US in re-
cent years have been a game changer. 

Now I’ve been accused of being a 
“tree hugger” more than once in my 
life and it’s a badge I wear proudly. (If 
you don’t believe clean air and water 

should be a priority, how can I take 
you seriously?) 

Some of my fellow “tree huggers,” 
however, are critical about natural 
gas exploration. But I am in favour of 
it. Why? Because in addition to be-
ing an environmentalist, I’m also a 
pragmatist.

Transportation is the second larg-
est sector in Canada in terms of en-
ergy consumption and it accounted 
for more than a third of the spike in 
greenhouse gas emissions between 
1990 and 2008. 

By 2020, it’s estimated the demand 
for energy from the transportation 
sector will increase by as much as 
30%. While I don’t believe natural gas 
is the ultimate solution for transpor-
tation, I do believe it’s a step in the 
right direction. By using natural gas 
to power medium- and heavy-duty 
trucks in Canada we can reduce GHG 

emissions by a quarter. 
At the same time, natural gas is at 

least 30% less expensive right now than 
diesel with plenty of supply available 
to keep pricing steady, which answers 
the concern that what is environmen-
tally friendly must also make econom-
ic sense.

There are legitimate concerns about 
the environmental impact of hydraulic 
fracking (the method by which natu-
ral gas is extracted from shale) but as 
CNN’s Fareed Zakaria, another tree 
hugger who is also a pragmatist, points 
out, the best studies show fracking can 
be done in a safe manner and most of 
the riskiest practices have been em-
ployed by a small number of lowest-
cost producers. In other words, there is 
simply a need for sensible regulation.

And speaking of sensible, we must 
also hear more from engine manu-
facturers about their plans for LNG-
powered vehicles, more from fuel pro-
ducers about planned investments in 
a natural gas infrastructure and more 
from government about how and when 
they plan to tax natural gas. 

Creating a healthy workplace

Is natural gas a natural fit?

James Menzies

Editorial
Comment

T

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

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

Lou Smyrlis

The view
with Lou
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6   in brief

KAMLOOPS, B.C. – The B.C. Truck-
ing Association (BCTA) has teamed up 
with the Kamloops/Thompson School 
District to help promote careers in the 
trucking industry to young people and 
to develop their skills for a career in 
trucking.

The partnership will result in the 
creation of a Professional Driver Train-
ing Program through NorKam Sec-
ondary School’s new Trades Centre of  
Excellence. Grade 10 students will be 
able to enroll in the new program be-
ginning in September 2014, the BCTA 
announced.

The program, dubbed the first of its 
kind in B.C., joins three other technical 
trades training programs at the NorK-
am Trades Centre of Excellence, which 
is currently in the design phase.

“Thanks to the vision of the Board of 
Education and senior administration, 
students with the interest and aptitude 
to pursue a career in trucking will have 
a head start in high school, mastering a 
curriculum endorsed by the industry, 
and they’ll be job ready upon gradua-
tion,” said Greg Howard, district prin-
cipal, Trades N’ Transitions.

Louise Yako, president and CEO of 
the BCTA, added: “Trucking compa-
nies across Canada are facing a short-
age of from 25,000 to 30,000 profes-
sional drivers by 2020, largely due to 
retirements in the industry. BCTA has 
been aware of the shortage for some 
time, but the challenge was to find 
a way to engage youth and promote 
their interest and entry in the indus-
try. We’re extremely excited to be tak-

ing part in this program.”
For its part, the BCTA will work with 

School District 73 to develop a training 
curriculum suitable for youth. 

It will include introductory modules 
for Grades 10 and 11 students, followed 
by a full semester of driver training in 
Grade 12, including use of a simulator. 

“Increased opportunities for all 
types of trades training are important 
for B.C. students,” said Howard. 

“By offering high school-level pro-
fessional truck driver training at the 
Trades Centre of Excellence, we’re 
making training more accessible 
and affordable for those who want a 
career in trucking. We’re also meet-
ing the needs of B.C.’s industry at the 
same time. It’s a terrific opportunity 
for both.”  

BCTA partners with high school to develop 
professional driver training program

Canada’s youth 
not oblivious to 
opportunities in 
trucking: Report
OTTAWA, Ont. – Young people may 
not be as down on the trucking in-
dustry as many thought, according 
to new research conducted for Truck-
ing HR Canada.

While today’s youth are concerned 
about the prospect of long periods 
away from home, long work hours, 
poor working conditions and per-
ceived safety risks in the trucking 
industry, the travel, independence, 
challenging work and steady em-
ployment opportunities do appeal 
to them. 

This according to the report To-
day’s Youth, Tomorrow’s Drivers: At-
tracting Canada’s Youth to Opportu-
nities in Trucking.

The report was based on extensive 
focus groups, site visits, online sur-
veys and interviews with high school 
students and educators.

Educators who took part noted stu-
dents are concerned about extended 
time away from home and safety risks, 
but said they are aware of the ongoing 
need for labour. 

The educators also expressed con-
cern about low pay rates within the 
industry.

Other barriers as well were identi-
fied by the study. 

It found today’s youth are less pas-
sionate about cars and driving than 
previous generations, are less likely 
to have a driver’s licence and likely 
to be inexperienced drivers into their 
early 20s.

Still, Trucking HR Canada found 
the study also offered reason for op-
timism, as many youth do recognize 
the availability of jobs within the  
industry.

“The researchers behind Today’s 
Youth, Tomorrow’s Drivers found that 
Canada’s youth have a relatively 
positive view of the trucking indus-
try, and are attracted by many of 
the benefits offered by industry ca-
reers,” says Tamara Miller, Trucking 
HR Canada’s director of programs 
and services. 

“This data can be used to refine 
messages which target youth. A re-
lated analysis of school-to-work pro-
grams can also be used to guide 
initiatives that will build bridges 
between the school system and ca-
reers in trucking.”  

The report laid out several key rec-
ommendations, including: develop-
ing marketing materials and brand-
ing elements specifically targeting 
youth; identifying or creating entry-
level career paths into driving occu-
pations, so that youths aged 19-25 
can find a role within the industry 
that may lead to driving careers; 
developing new industry-education 
partnerships; and using up-to-date 
National Occupational Standards, 
to review the opportunity for high 
schools and colleges to develop na-
tional driving-related curriculum. 

To download the full re -
port free of charge, visit  
www.truckinghr.com. Click Shop Now 
and then select Reports to find the full 
report.
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Change comes quickly in the trucking 
industry, and nowhere is that more evi-
dent than in the data collected through 
the Best Fleets to Drive For competition, 
conducted by the Truckload Carriers 
Association and CarriersEdge.

When the program was first started 
five years ago, CSA wasn’t yet in effect 
and the word Facebook didn’t appear 
on a single driver survey. 

In 2013, the surveys collected from 
drivers and fleets show that CSA has 
changed how drivers are evaluated 
and, in some cases, compensated, and 
carriers that don’t have a decent Face-
book page employ drivers who wish 
they did. Mark Murrell, president of 
CarriersEdge, recently shared some 
data from the thousands of driver sur-
veys and carrier interviews conducted 
under the program, which indicated 
working conditions are improving for 
both company drivers and owner/op-
erators; at least those working for the 
best-placing fleets.

A case in point, company drivers 
working for the Top 20 Best Fleets have 
seen their income increase 10.42% since 
the first year of the program, while their 
miles have decreased 6.89%, meaning 
they’re making more and driving less. 
As for owner/operators, they’ve seen 
their income increase 12.28% com-
pared to five years ago while their miles 
driven has decreased 7.97%. 

Meanwhile, the top-placing fleets in 
the competition seem to be improving 
their driver retention. In 2009, fleets in 
the Top 20 had an average score (mea-
sured across a variety of metrics) of 6.5, 
which represents turnover of about 
45%. In 2013, the top fleets averaged 
a score of 8.027, representing annual 
turnover of about 30%.

Murrell said program coordinators 
also examined the safety records of the 
Top 20 fleets and found fleets scored 
0.415 in 2009 and 0.307 in 2013 (based 
on DoT reportable accidents), repre-
senting another notable improvement.

“Among the best fleets over the last 
five years, pay is up, miles are down, 
they’re safer fleets and they’re seeing 
the benefit of that in terms of lower 
turnover among drivers,” Murrell said. 
“It speaks to a couple of things; Fleets 
are continuing to improve, the best of 
the best are continuing to get better 
and it also speaks to the fact the bar is 
raised every year in the Best Fleets to 
Drive For program.” For more informa-
tion on the Best Fleets program, visit 
www.BestFleetsToDriveFor.com.  

Best Fleets’ surveys show drivers 
earning more on fewer miles

US tonnage 
dips in April
ARLINGTON, Va. – US for-hire truck 
tonnage fell 0.2% in April, on the heels of 
a 0.9% gain in March, according to the 
latest data from the American Trucking 
Associations. The seasonally-adjusted 
index totaled 123.2 in April, compared 
to 123.5 in March. The highest ever re-
cording was 124.3 in December 2011. 
Compared to April 2012, the seasonal-
ly-adjusted index was up 4.3%, mark-
ing the largest y-o-y gain since January. 
Year-to-date, compared to the same 
period in 2012, tonnage is up 4%.

“The slight drop in tonnage during 
April fit with trends from other indus-
tries that drive a significant amount 
of truck freight, such as manufactur-
ing and housing,” ATA chief economist 
Bob Costello said, noting that in April, 
compared with the previous month, 
factory output slipped 0.4% while 
housing starts plunged 16.5%. “After 
rising significantly late last year and 
in January of this year, truck tonnage 
has been bouncing around a narrow, 
but elevated band over the last three 
months. It is also worth noting that the 
year-over-year comparisons are much 
better than expected just a few months 
ago and I’m hearing good comments 
about freight so far in May.”  

New US study shows heavy trucks 
safer than medium-duty trucks
ARLINGTON, Va. – A new report from the American Transportation Research In-
stitute (ATRI) suggests that combining medium- and heavy-duty truck crash sta-
tistics drags down the true safety record of the US heavy truck fleet.

The study separated and evaluated a decade’s worth of crashes for medium-
duty and heavy-duty trucks, identifying notable crash trends for each vehicle 
population.

The analysis revealed noticeable differences in safety trends between the two 
vehicle types, with medium-duty trucks generally performing worse than heavy-
duty trucks, ATRI reported.

“In order to continue to make progress in truck crash rates, we must improve 
our ability to target safety strategies across all segments of the industry,” said 
Keith Klein, COO of Transport America. “This research will enhance our indus-
try’s ability to customize safety solutions.”

“This research also points out that blending medium-duty crash statistics 
with heavy-duty crash statistics may unfairly drag down the safety gains made 
by heavy-duty truck fleets,” added American Trucking Associations president 
and CEO Bill Graves. “When it comes to truck safety, clearly one-size solutions 
do not fit all scenarios.”

The complete report can be downloaded from the agency’s Web site at  
www.atri-online.org.  

“ As an Owner Operator, Bison always keeps me busy, 
there is never a shortage of work. The dispatch, planners 
and safety people care about me and it is obvious.” 
Ariel, Bison Owner Operator since 2010.
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verybody remembers too 
well what trucking com-
panies went through lately, 
specifically in 2008-2009. 
How many new enemies 
would I make by saying I 
feel strongly that the next 

wave of the economic slowdown is com-
ing, and soon? 

I have no scientific reasoning, just a 
strong gut feeling, prompted by the ap-
pearance of a lot of familiar trends. I’ve 
heard nothing but optimism from poli-
ticians. The housing market in the US is, 
apparently, ready to explode. Strange. 
Our company, and several others we 
deal with, haul mostly building materi-
als, and none of us have noticed a resi-
dential housing-related upswing. 

Any increases have been government-
funded institutional or municipal build-
ings. Our company survived the reces-
sion by studying our own operation, 
carefully monitoring customer trends, 
and adjusting our own business accord-
ingly. We didn’t follow the pack mental-
ity of some other companies, and made 
our own decisions, predictions, and eva-
sive measures. What the market analysts 
were saying was often completely differ-
ent than the reality we were witnessing.

At the beginning of the recession, I 
chose not to replace a departing owner/
operator, and sold two trailers. I was ini-
tially branded a pessimist. A few months 

later, I didn’t have as many critics. I really 
didn’t care either way. I usually consid-
er pessimism to be more realistic than 
any other attitude. Something told me 
that what was happening was not going 
to be over quickly. Appropriate caution 
won the day. At the time, a lot of carriers 
combatted the reduction of southbound 
freight by greatly reducing rates, then 
increasing rates for northbound freight, 
sometimes to extremes. 

I warned anybody who would listen 
that this was doomed behaviour. Ca-
nadian manufacturers and distribu-
tors had not budgeted for huge freight 
increases. The effects of these behav-
iours are starting to come home. Since 
March, northbound freight has quickly 
slowed down and rates have slipped, 
because Canadian manufacturers 
have either slowed down production 
because of the increased freight costs, 
or sourced their raw materials domes-
tically. Higher freight may be all it took 
to equalize costs. 

This puts some carriers in the unenvi-
able and unsustainable situation of trav-
elling both directions too cheaply. How 

long can you survive in that situation, 
assuming you have even recovered from 
the initial shock of the recession? If you 
are still, as many are, just barely hang-
ing on and waiting for the long-promised 
economic upturn, you’re in deep trouble. 
There is a lot of old, tired equipment still 
running, waiting for economic improve-
ment to pay for its replacement. 

Lets add another bug in the ointment. 
Soon after this magazine hits the stands, 
the new US hours-of-service rules will 
become law. It has little or no effect on us 
500-mile carriers, but how many older, 
experienced, dare I say unreplaceable 
drivers will consider it to be the final leg-
islative straw on the proverbial camel’s 
back? What happens to your cost of op-
eration if your safe, qualified staff is re-
placed by lesser-quality drivers, if you 
can even find anybody at all to hire? The 
only hope small carriers have to replace 
staff is if, like five years ago, a rapid de-
crease in freight volumes sinks a num-
ber of large carriers, leaving some un-
employed drivers. 

Remember the start of the recession, 
when it became obvious that many large 
carriers relied on volumes, because of 
micro-thin profit margins? Volumes 
disappeared, and so did the less secure 
large carriers. Unfortunately, with an ag-
ing workforce, more drivers seem to take 
the demise of their employer as an op-
portunity to change not just jobs, but the 

line of work they do, or they just retire.
Smaller shippers rarely have carri-

ers under contract, because their re-
quirements and destinations are not 
consistent. However, prior to the reces-
sion, they would use the same carriers 
all the time. The higher level of service 
and product familiarity was worth the 
added expense. At the beginning of the 
recession, some shippers utilized huge, 
multi-national load brokers in an effort 
to trim freight costs. These working re-
lationships were rarely successful, so 
after the initial recessionary panic sub-
sided, the brokers were often dumped, 
and the carriers had their jobs back. I’ve 
seen this trend toward the use of bro-
kers emerge again lately. It is usually 
unsuccessful, and is therefore short-
lived, but the fact that it is even being 
attempted again tells me that Canadi-
an manufacturers are still not seeing 
the proper economic signs to encour-
age confidence.

So, am I crazy, or psychic? This is 
the one column I’ve written that would 
please me more than you can imagine, 
if a year from now I’m flooded with e-
mails reminding me how wrong I was. 
Right now though, my gut is telling me 
it’s gonna get ugly. 

Bill Cameron and his wife Nancy current-
ly own and operate Parks Transportation, 
a four-truck flatdeck trucking company.

Why Round 2 of the recession may be coming soon

opinion

Bill Cameron
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very driver’s seat offers 
the promise of an open 
road, but it can still be 
an isolated workplace. 
Ask any long-haul truck-
er who leaves a fleet yard 
for weeks at a time, receiv-

ing little or no feedback other than  
e-mails, text messages and the words 
on a cab’s satellite display. No news 
from the home office may even be seen 
as good news, especially when feed-
back is limited to reports about cus-
tomer complaints.

But ongoing performance reviews 
and constructive feedback help to en-
hance the behaviours of every employ-
ee. While most companies have estab-
lished annual performance reviews to 
discuss changes to compensation pack-
ages, those fleets that commit to quar-
terly reviews and other forms of regular 
feedback are in a better position to iden-
tify emerging problems before they be-
come bad habits. It all helps reinforce the 
best behaviours that will prepare em-
ployees for success.

And it can be the difference between 
a corrected problem and a lost safety 
bonus. The tone of the regular feed-
back is just as important as the topic it-
self. I once worked with a major carrier 
that committed to offering four types 
of positive reinforcement for every sin-
gle constructive criticism. This is the 
cornerstone of a process that supports 
behaviour-based safety principles, 
which applies the science of chang-
ing employee behaviours to solve re-
al-world problems such as higher col-
lision rates or poor fuel economy.

Positive feedback certainly makes a 
lasting impression. By encouraging a 
driver who is seen maintaining three 
points of contact while entering a cab, 
for example, a manager promotes the 
specific activity so it is repeated time and 
again. The same comments help to pro-
mote the organization’s broader com-
mitment to a safety-focused culture.

Changing behaviours through more 
formal feedback can be based on in-
formation collected through several 
sources. Electronic Control Modules 
and telematic systems deliver data that 
can identify everything from average 
speeds to the number of hard-braking 
events, which can help identify drivers 
who tend to speed or tailgate. But the 
comments from shippers and receiv-
ers can be equally valuable as long as 
fleets adopt processes to capture pos-
itive behaviours along with any com-
plaints. After all, something seen as a 
broad problem may be confined to a 
relationship with a single customer, or 
involve challenges with a specific traf-
fic lane rather than reflecting an over-
all approach to business.

Regardless of the topic, feedback that 
also reflects clearly defined behaviour 
benchmarks and expectations will be 
the most effective of all. Any expectation 
or goal has to be seen and understood 
before it can be achieved.

Of course, there are times when cor-
rective action will be required. Mistakes 
are made. Collisions happen. But the in-
formation can still be delivered in a con-
structive context, complete with solu-
tions, as part of the journey to lasting 
behavioural change.

Berating a driver for being late, for ex-
ample, is not enough. A better approach 
explores why schedules are not being 
met in the first place. 

Drivers who play a role in establish-
ing related solutions such as enhanced 
trip planning or support from a mentor 
will be more likely to see the corrective 
actions as a positive experience rather 
than a penalty. Some system-wide so-
lutions designed to minimize risks may 
even involve personnel from other com-

pany departments.
The choice of a setting in which to 

offer this feedback is as important as 
the message itself. The best areas offer 
a safe environment where a driver can 
speak openly, such as an office that has 
a closed door, rather than opting for an 
open cafeteria or cubicle farm. Docu-
ments relating to the review can then be 
signed and accepted by the driver, dem-
onstrating that the information was re-
ceived, and offer a chance for everyone 
to add related comments.

Once added to a driver’s file, the doc-
uments begin to offer a clear picture of 
how mindsets evolve from one review 
to the next.

And the formal process is only part of 
the equation. Ongoing discussions with 

drivers can help to reinforce a positive 
safety culture as long as they involve 
more than a simple pat on the back or 
the generic comment of “good job.” Spe-
cific examples which illustrate the posi-
tive or negative actions can be used to 
enhance performance and reach goals.

The ongoing reviews even play a role 
in driver recruiting and retention. Ev-
eryone wants to feel appreciated in the 
workplace, and happy drivers are always 
eager to spread positive messages about 
the corporate brand. It’s just another ex-
ample of the way ongoing feedback will 
support corporate goals.   

Albert Zimbalatti is an executive risk 
services consultant for Northbridge 
Insurance.

Performance reviews enhance driver behaviours

safety

Albert Zimbalatti

Ask the 
Expert
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By James Menzies
 

Don’t let his age fool you. Barely in his 
40s, Jeff Bryan, president and found-
er of Jeff Bryan Transport has been 
around the block. He leased his first 
truck at the age of 19, using it to haul 
pallets and topsoil across southwest-
ern Ontario.

From there, he slowly built the fleet, 
negotiating finance deals with bank-
ers on pay phones along his routes and 
hanging tarps on the sides of trailers 
over portable heaters to create make-
shift shops where and when they were 
needed. 

Bryan was featured in the popular 
How They Did It session at the most re-
cent Driving for Profit seminar, mod-
erated by Truck West editorial direc-
tor Lou Smyrlis. The seminar series is 
hosted by NAL Insurance and spon-
sored by Truck West, Dalton Timmis 
Insurance and Daimler Truck Finan-
cial. Today, Jeff Bryan Transport oper-
ates about 50 power units and Bryan 
himself is chair of the Ontario Truck-
ing Association (OTA). 

Bryan told attendees at the Driving 
for Profit event that he has built his com-
pany as a cost-focused organization.

“I’m not a sales-focused business 
owner,” he said. “I’m operations-fo-
cused. We manage our expenses and 
our operations and the sale will fol-
low behind.”

Among the changes Bryan has wit-
nessed over the years is the evolution 
of the shipper-carrier relationship. It’s 
still important to establish trust with 
the customer, but fancy dinners and 
late nights out are no longer required 
or expected, he noted.

“Relationships are different than 
they used to be,” he said. “Spending 
time with (customers), even on the 
phone is necessary but you don’t have 
to take them out for fancy dinners or 
to hockey games.”

Bryan suggests doing your home-
work, determining what issues are 
troubling your clients and then bring-
ing solutions to the table. “Look for 
things in their business that are caus-
ing them grief; that’s an opportunity 
for you to capitalize on,” he suggested.

Playing the antagonist, Smyrl-
is pointed out that it’s peculiar for a 
small fleet owner to head an organiza-
tion that’s perceived to primarily rep-
resent the interests of large carriers. 
Bryan said that perception is a myth, 
and that all 70 board members have an 
equal vote on industry issues, regard-
less of fleet size. He also pointed out 
the interests of carriers big and small 
are often aligned.

Take, for example, technology. Bry-
an said it’s a myth that smaller carriers 
can’t afford the latest safety systems 
and equipment and that not invest-
ing in them could prove more costly 
in the long run. 

His fleet spec’s automated transmis-
sions, stability and collision mitiga-
tion systems and disc brakes. All those 
systems cost money, but Bryan said 
the benefits are real.

“How do you put a dollar figure on 
accidents you haven’t had?” he asked. 
“We notice the front ends of our trucks 
are not getting banged up and the 
corners of our trucks aren’t getting 
smashed up. You save a ton of money 
when you’re not fixing a truck.”

Bryan is also a big proponent of 
electronic logs and supports an in-
dustry-wide mandate that would re-
quire their use by all carriers.

“We want to be safe,” he said. “We 
don’t want our drivers driving over 
their hours, because we need to stay 
compliant and we don’t want to see 
anybody get hurt.”

Jeff Bryan Transport is using e-logs, 
but Bryan admitted it’s frustrating 
when not all carriers are playing by 
the same set of rules. As an example, 
he spoke of a recent incident in which 
a truck sat waiting to be loaded at a 
customer dock until it was no longer 
legally possible to make the delivery 
on schedule. Within five minutes, he 
said, the customer found another car-
rier willing to meet the original deliv-
ery time.

“We could have done it too, but it 
was illegal,” he said. “Electronic logs 
will fix that problem. It will make it 

okay for everyone to be compliant and 
it will make it okay to tell the customer 
the truth.”

Drivers stand to benefit as well, Bry-
an added. He said he’d like to even-
tually pay his drivers an hourly wage 
with the help of electronic on-board 
recorders, but it’s difficult to do so 
when some companies are still ex-
ceeding legal driving limits.

“I want to go to e-logs and pay driv-
ers by the hour for their driving time. 
That way, when the guy’s in Drive, 
he’s getting paid by the hour wheth-
er he’s in a traffic jam or not. But we 
have to make sure we can financially 
do that in the environment we’re in,” 
Bryan said.

He said he’s confident a mandate is 
coming and wants to see Canada de-
velop its own rather than waiting to 
adopt the US standard. “We need to 
make sure we have the right plan for 
Canada,” Bryan said.

He also would like to see more re-
spect paid to professional drivers. Oth-
erwise, Bryan said, there will continue 
to be a shortage of qualified drivers.

“It can be a thankless job,” he ad-
mitted. “I understand that. A lot of 
times customers can be rigid and hard 
to deal with, the border can be diffi-
cult to deal with and they leave their 
family on Sunday and come home Fri-
days. It takes a special person to be a 
driver and that’s why we have a hard 

time finding guys.”
Recognizing the profession as a 

skilled trade will result in better-
trained drivers, will re-inject some 
pride into the workforce and ultimate-
ly will also drive increases in driver 
compensation, Bryan contended.

Asked about the future for small 
fleets, in an era of consolidation and 
high costs, Bryan said he remains 
bullish about the future.

“Not everybody is going to sell out 
to the large carriers and not every cus-
tomer is going to want to hire large car-
riers,” he responded. “Focus on what 
you’re good at, be good at what you 
do and make sure you look after your 
customers and drivers. There is not 
one large carrier out there that wasn’t 
a small carrier one day. People don’t 
drop out of the sky with 5,000 trucks. 
There’s lots of room in this market-
place for good carriers of all sizes.”

Even if the economy ramps up and 
freight demand surges, Bryan said 
he’ll be very cautious about adding 
capacity.

“It’s really easy to borrow money 
when things are going good, and real-
ly difficult to pay it back when things are 
not so good,” he said. “We’re not going to 
grow without some good business back-
ing behind it. We’re not going to grow 
for the sake of growing. We’re not count-
ing the number of trucks and we’re not 
counting top-line revenue.” 

OTA chair on e-logs, technology, respecting drivers 
Future is bright for small fleets that focus 
on what they’re good at, Jeff Bryan says
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henever I’m asked to 
explain what a cor-
poration is, I start 
by drawing two cir-
cles on my notepad. 
In one circle, I write 
the person’s name, in 

the other, I write “corp.” It’s a simple 
way to illustrate the point that the in-
dividual and corporation are separate 
legal entities. 

Maybe it’s better to think of these 
circles as electrically charged wires 
that should never touch, or pools of 
chemicals that shouldn’t mix. Be-
cause maintaining the distinction 
between the corporation and the in-
dividual is one of the biggest challeng-
es an incorporated owner/operator 
will face.

Why incorporate?
Incorporation encapsulates all the fi-
nancial and legal aspects of a business, 
walling them off from you, personally, 
and limiting your liability should the 
company go sour. 

For example, a corporation can 
claim bankruptcy without requiring 
the owner to do the same himself. Of 
course, the opposite is also true: the 
owner can claim personal bankruptcy 
without it affecting the corporation.

As a separate entity, the corporation 
conducts the business transactions. 
It signs the contract with the carrier, 
load broker, or customers. It makes 
money, showing income from truck-
ing and other services, and spends it, 
paying expenses incurred while run-
ning that business.

Money made by the company be-
longs to the company, not to you (re-
member the two circles). Likewise, 
the company can reimburse you for 
business expenses you pay on its be-
half. But when you draw out money 
for personal use – let’s call this “man-
agement wages” – it moves into your 
circle and becomes your income.

Tax planning
Incorporation brings the potential for 
tax savings. Again, think of those two 
circles. 

The corporation pays tax on the 
money inside of its circle (bank ac-
count), and you pay tax on whatever 
money moves into your circle from 
the corporation. The company can ex-
pense your management wages just 
like it does fuel, maintenance, and 
insurance, deducting it from earned 
income. 

After expenses, what’s left inside the 
corporate circle is taxed at a corporate 
rate, which is a much smaller tax rate 
than we real people have to pay.  

Think back to the client I wrote 
about last month, the single guy who 
nets $80,000 after all of his expens-
es, but only spends $30,000 person-
ally. He lives in Ontario, where the 
tax rate for Ontario corporations is 
15.5%. Individuals pay 25% tax on in-
come over $10,000 and our tax rates 
climb to 35% and higher as we earn 
more.

His tax calculation works like this: 

the company has $80,000 in income 
after expenses and spends an ad-
ditional $30,000 on a management 
wage. The remaining $50,000 net in-
come is taxed at 15.5% in Ontario, for 
a corporate tax bill of $7,750. If the 
owner/operator remained a sole pro-
prietor, the $50,000 would have been 
taxed at Ontario’s personal tax rate 
and generated additional personal tax 
of $16,600. By incorporating, he and 

his business saved $8,850 in taxes.

The best choice for you
For me to calculate potential income 
tax savings from incorporation, one of 
the biggest factors is how much money 
you need to run your home (mortgage 
payments, groceries, utilities, insur-
ance, property taxes, and, of course, all 
the extras like clothes, haircuts, home 
maintenance, eating out, kids’ sports, 
and other activities). 

If there’s nothing left in the corpo-
rate circle after you draw your man-
agement wage, the corporation would 
have no income left to be taxed at the 
lower rate. Your situation would be no 

different than when you were a sole 
proprietor. 

For many owner/operators, incor-
poration is a great way to maximize 
their earnings, reduce their tax obli-
gation, and keep their business and 
personal finances separate. However, 
what works for one person may not 
apply to you. Talk to a qualified ac-
countant to find out how to make the 
right choice. 

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

Incorporation: A tale of two circles

tax talk

Scott Taylor

Tax Talk
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e’re now into our 
sixth year since the 
amended Canadi-
an hours-of-service 
regulations came 
into effect on Jan. 
1, 2007. Remember 

those heady days? I remember being im-
pressed by the sleep research that had 
been done leading up to those changes. 

I felt at the time they were much need-
ed changes and they made a lot of sense. 
A driver would be able to operate based 
on their circadian rhythm and reduce fa-
tigue by getting a better quality of sleep/
rest. It was a good plan on paper. 

But even though the intent was to 
benefit the driver, I can remember 
twisting myself in every direction that 
first year to accommodate the move-
ment of freight. 

It fell to drivers (and safety depart-
ments) to adapt the new rules to the 
existing business model. I can remem-
ber the general sentiment being, “Well, 
you can’t expect shippers and receivers 
to change how they do business over-
night. They’re our customers after all.”

As a consequence of how these rules 
were implemented, we drivers contin-
ue to love to hate them. The one-size-
fits-all application doesn’t work for all 
drivers. The rules often hinder the effi-
cient use of a driver’s time, which ends 

up adding to their level of fatigue. Is 
it fair to say we were victimized by a 
piece of legislation that was originally 
proposed to make life better and safer 
for the commercial driver and for the 
public we share the roads with? 

I think it probably is. In fact, more 
and more drivers are endorsing the 
use of electronic on-board recorders 
to enforce these rules in order to bring 
the rest of the industry in line. Now 
this is only my opinion, based on my 
experience and feedback from other 
drivers – but I think it paints a fairly 
accurate picture.

So what happened? Why did we not 
benefit from all the years of research 
focused on the driver? Why do we con-
tinue to struggle with this legislation 
today? I think it is because of the lack of 
driver feedback at the planning stage.

For the last three years or so, I have 
been participating in a couple of trans-
portation health and safety groups. I’ve 
been attending monthly meetings as 
much as I possibly can and offering a 
driver’s perspective on the topics being 

discussed. One thing quickly became 
obvious to me: I am often the only driv-
er in the room. 

So, when it comes to raising driver 
concerns about pending legislation or 
rule changes that affect them, drivers 
are often represented by proxy only, 
in the form of a company’s safety and 
compliance department. 

Despite the best effort and inten-
tions of all the other parties involved 
in putting forward and implementing 
rules that affect drivers, those rules 
usually come up short in the eyes of 
the commercial driver.

There are over 300,000 active com-
mercial drivers in Canada. That’s a 
big number. With so much at stake, 
am I the only one who finds it unusu-
al that drivers are grossly underrep-
resented when it comes to how they 
are governed? 

How would the hours-of-service 
rules look today if drivers were rep-
resented in the planning stage in the 
same proportion they are represented 
in the industry? I think things would 
be different in a very positive way. But 
we’ll never know. What a shame.

By being involved in the planning 
and implementation process, peo-
ple usually take ownership of the fi-
nal product, which helps to ensure a 
positive outcome. By standing apart 

from the process, people tend to feel 
the final product has been foisted upon 
them. So it’s not surprising that rules 
originally intended to empower driv-
ers have left them feeling victimized.

So what is going to happen as the 
collection of data is expanded to in-
cab monitoring? Is this the direction 
telematics is headed in? Is this how 
high-risk drivers will be identified as 
technology rolls out? 

How will it affect the morale of the 
existing driver pool and does it matter 
to the next generation of drivers, or will 
monitoring technology simply not be 
a big deal to a new generation of driv-
ers brought up living openly online? 

I think it’s very important to the in-
dustry as a whole that we find a way 
to include a high level of driver feed-
back about data collection. If drivers 
don’t buy into this expanding tech-
nology that monitors their behaviour, 
it could present another roadblock in 
the recruiting and retention of profes-
sional drivers.

I don’t have a ready-made solution 
to resolving this communication prob-
lem, but it is becoming more important 
than ever that drivers be involved in 
the planning process. If drivers truly 
want to feel like partners in the process 
rather than victims of circumstance, 
they need to step up and take a seat at 
the table. 

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

Drivers need to actively participate 
in the rulemaking process

W
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irst of all, I want to say 
hello to my first ever fan! 
I was in Regina waiting 
for a truck to pull off the 
dock so I could back in 
and get my load off. The 
driver of that truck, a 

flat-top Lowmax Western Star from 
B.C. came over and said he was al-
most finished. On noticing my accent, 
he asked if I was the guy that had the 
magazine column and when I con-
firmed that, he told me that he en-
joyed my column and to keep up the 
good work. So, I know that at least two 
people read this column – the other 
one is my mother!

Now to business; I want to contin-
ue with my theme of common sense 
in regards to the recruitment and re-
tention of drivers. This subject has far-
reaching consequences if we don’t ad-
dress the problems we face.

As I’ve mentioned before, money is 
not the real issue. I do believe we are 
all underpaid, but I also believe that 
even a doubling of rates and wages 
wouldn’t have a major impact on the 
profits of the companies that we haul 
freight for. I also have enough com-
mon sense to realize that, no matter 
what I think, it will never happen as 
long as we have an apologetic attitude 
to what we do.

So we have to make changes to the 
way we do things, while at the same 
time, still doing the things we do. For 

starters, do we actually have a driver 
shortage? Trucking companies say we 
do, but I disagree.

We have 70 hours a week for work. 
Pre-trips, fuel-ups and checking in at 
shippers and receivers takes up, let’s 
say, five of those, so that’s 65 hours 
of driving time per week. At an easy 
to achieve average speed of 50 mph, 
a driver can make 13,000 miles in 
a four-week cycle. However this is 
trucking and there’s always some-
thing, so let’s drop that to 12,000 
miles. Easy enough, don’t you think?

So how is it that I constantly hear 
drivers complain that they can’t get 
10,000 miles in a month? Why do I 
hear drivers complain that they spend 
days waiting for a load? If there aren’t 
enough miles to get the drivers we 
have working to capacity, why do we 
need more drivers? 

There are a number of reasons; the 
drivers themselves could be all talk 
and no action. We all know drivers 
who do more miles at the lunch coun-
ter than they do behind the wheel. It 
could be that dispatch is not forward 
planning. It could be that the custom-
er is making demands that put trucks 

into the wrong places at the wrong 
times. Every one of these situations 
can be addressed without resorting to 
throwing more drivers at the problem.

In the current climate of a ‘driver 
shortage,’ drivers can get away with 
a bit more; something that would get 
a driver fired in quiet times will of-
ten be overlooked in busy times. Now 
as much as I campaign for the bet-
ter treatment of drivers, at the end of 
the day a driver is in essence noth-
ing more than part of the machine. 
We should all want the best machine 
possible, so underperforming drivers 
are a part of the problem and should 
not be tolerated.

Dispatchers are also part of the ma-
chine; if they’re not doing their jobs 
properly it can have a massive impact 
on fleet availability. They need to be 
proactive in finding the next load, so 
that trucks are not sitting. The stan-
dard reply to that situation is that they 
won’t take cheap freight, but some-
times that cheap freight is nowhere 
near as cheap as sitting for a day or two. 

In areas that are notorious for low 
freight volumes, the sales department 
needs to step up to the plate. These 
areas need more products than they 
produce, so charge the job from pick-
up to delivery and then on to an area 
where there is freight available, or 
partner up with a company that does 
have freight in that area and work out 
a reciprocal arrangement with that 

carrier, or even factor in the deadhead 
back to an area that does have freight 
and charge accordingly.

The world has changed; our industry 
needs to take a long, hard look at itself 
and start making some changes. Quite 
often we still do things the way we used 
to back in the day. Well, it doesn’t work 
that way anymore and we need to face 
up to that and deal with the problems 
we face. In times like these, there is a 
huge opportunity to really make some 
serious money and the companies that 
realize this and work out a way of tak-
ing advantage will go from strength to 
strength, while others will fall behind 
blaming the driver shortage for their 
lack of success.

The company I drive for has a phi-
losophy, which I describe as: ‘Tradi-
tional values, modern methods.’ They 
now use this as their motto. The tradi-
tional values part of it means they are a 
very good company to drive for and the 
modern method part of it means that I 
don’t sit around waiting for loads and 
I’m more than happy with my miles. We 
also don’t have a driver shortage and 
that is definitely not a coincidence.  

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

Making better use of the drivers we have

Mark Lee

You say tomato 
I say tomahtoF

Al Goodhall

Over the
road
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course, hours-of-service course, fatigue 
management, cargo securement, WY-
MIS and/or Transportation of Dangerous 
Goods, weights and dimensions. These 
are all things that commercial drivers are 
already required to have on their file.”

Ongoing learning appears to be a large 
focus of the committees as well, “so that 
commercial drivers are always main-
taining the knowledge required to oper-
ate commercial vehicles effectively and 
safely,” Bell said.  

As for where things stand right now, Bell 
pointed out that “the committees have 
much more to discuss before a proposal 
can go to the Minister. We try to meet once 
every three weeks.”

Duckering said the big thing for him “is 
for the committees to continue to meet” 
and noted they also need to start putting 
their members’ thoughts down on paper, 
so “we can start to tweak it a little bit, be-
cause where we’re at right now is, we’ve 
covered most of the basics in broad strokes 
and now it’s just getting down to looking 
at other angles.” 

Duckering admitted the mandatory 
aspect of any new standards could be a 
stumbling block, one of a few he can see, 
and noted that at least one industry sector 
thinks the answer isn’t to add more gov-
ernment regulation. 

“One of the things the oil and gas peo-
ple brought up was that this is all well 
and good but the industry should really 
be managing itself,” he said. “We shouldn’t 
have government involved every time we 
want something to happen.” 

It’s mostly stuff the government wants 
to see already, anyway, Duckering pointed 
out. “When Alberta Transportation pulls 
a carrier profile or does an audit on a car-
rier, they’re going to look for a majority of 
those courses in a driver’s file already, so 
it really is mandatory,” he said. “The dif-
ference is that right now we can have a lot 
of one- or two-truck operators, guys that…
go and buy a truck that (may be) no good 
anymore and hang their shingle out and 
then they can get a satisfactory unaudited 
safety profile. And that could potentially 

go on for years. And we heard from the 
driving schools that these guys get audited 
and then say ‘Hey, I need (this certifica-
tion) and I need it now’ and they’re trying 
to kind of rush that process.” 

The AMTA past president also said 
that, by enacting a mandatory standard 
for commercial drivers, “this would for-
malize it a little more. When Commer-
cial Vehicle Enforcement pull him over, 
we don’t have to wait for a flag to go off 
before he gets audited; as soon as he gets 
pulled over they’re going to look and see 
he doesn’t have what he needs.” 

Duckering noted that he worries there 
may be drivers on the road who “don’t 
have the training to even know the regu-
lations they’re required to operate under. 
There are rules they’re required to abide 
by and they don’t even know.”  

Duckering promised that for the large 
percentage of people who already follow 
the rules, “this should be a transparent, 
seamless change,” though he also warned 
that “for the people who aren’t, they’re go-
ing to have to pull up their socks a little bit 
and I don’t think that’s bad for us.”

The committees want any commercial 
driving standards to cover as many pro-
fessional drivers as possible. “We’re talk-
ing about commercial driver as defined by 
Transport Canada,” Duckering said, “so 
Class 5 guys driving the straight truck or 
Class 3 guys would be affected. I strongly 
feel that this proposal needs to affect ev-
eryone that drives commercially, regard-
less of class.”

Duckering noted that the committees 
had talked about taking one step at a time, 
starting with Class 1 drivers just to get the 
ball rolling, and he admitted that Alber-
ta Transportation may very well decide 
it wants to phase in any new standards. 
He thinks all classes should be included, 
though, because “if you’re a commercial 
driver, you should know the rules you  
operate under.”

The fact that any new regulations may 
involve continuing education doesn’t 
mean they’ll come at the annoyance of 
experienced drivers being forced to take 
the same courses over and over again. 

“What I think (continuing education) 
does is ensure they’re continuing to grow 
as a professional driver,” Duckering said. 
“The big thing for us is that, by continu-
ing to have that continuing education/
professional development component, it 
increases the driver quality all around.”

To help ensure a lack of redundancy, 
Duckering said, they’re hoping to have a 
mechanism in place so whatever train-
ing programs are already being offered 
by companies can be recognized – that 
drivers will come in at a basic level and 
then, as the driver continues a commer-
cial driver career, “training can be siloed 
in many different ways specific to whatev-
er he’s doing. And that will be recognized 
for that; the big part is that he’s continu-
ing to grow.”

One of Minister McIver’s concerns, 
Duckering said, was that a driver can 
get a Class 1 under the current system 
and not do anything with it for 15 years, 
then apply for a Class 1 job and not be up  
to speed with current requirements and 
conditions. 

Any new standards are hoped to be a 
step toward getting commercial driving 
considered as a skilled profession – the 
current lack of which has galled many 
in the industry for years. Duckering ex-
pressed his frustration at the feds and 
provinces passing the buck on the issue, 
with the feds saying that since there’s no 
entry-level training required, the profes-
sion truly is unskilled in their opinion. 

“I think a big thing for our federal car-
rier partners is that once we can start to 
point to our industry requiring training 
on entry, we potentially have the ability 
to affect change in some of those other 

areas that have been struggles for a long 
while,” Duckering said.

As for when that recognition might 
come, Duckering admitted he didn’t 
know – but he thinks the proposed min-
imum standards could help push that  
recognition. 

“What I can tell you is that every time 
we’ve met with (government), they’ve said 
‘Show us the entry-level training require-
ments and if you can’t show us that, we 
can’t change the unskilled designation.’ 
If we can address that part, that takes that 
part of the argument away.”

Duckering stressed that any new stan-
dards shouldn’t be onerous to most credi-
ble carriers. “All of these things we’re talk-
ing about aren’t new for the majority of 
us,” he said. “It’s already happening vol-
untarily and to me that’s why it’s not a real 
big jump.” 

He also assured the audience that the 
committees are committed to making any 
transition as painless as possible. “We 
want to put forward a proposal that’s a 
seamless as possible for all of the stake-
holders, to take away as much of the pain 
as possible,” he said.

The AMTA hopes to have its proposals 
ready for the Alberta government later this 
year, the idea – according to executive di-
rector Wilson, being “to see the province 
recognize commercial truck drivers with 
a special designation on their licence.” 

Wilson also noted that all Albertans will 
benefit from minimum commercial train-
ing standards for commercial drivers, be-
cause such standards “will enhance road 
safety across the board and make driving 
a more attractive occupation for career 
seekers.”

A stronger standard
Continued from page 1

Alberta is hoping to set a new standard for entry-level drivers. 
         Photo by Wowtruckscalendar.com
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By Jim Bray

BANFF, Alta. – The Alberta govern-
ment’s new austerity initiatives mean 
the trucking industry shouldn’t expect 
the province’s highway challenges to be 
taken care of in the near future.  

That was one of major takeaways 
from an address to the Alberta Motor 
Transport Association’s 75th annu-
al Management Conference, held in 
Banff. Speaking on behalf of Minister 
Ric McIver, director of transport engi-
neering Kim Durdle outlined some of 
the challenges the industry can look 
forward to over the next few years, as 
well as how the province proposes to 
approach them.

Durdle’s address wasn’t all fiscal 
doom and gloom, however. She also 
noted the significant contributions the 
transport industry makes to Alberta’s 
economy, noting that it’s “one of the life-
lines of this province,” and that with-
out it, the province’s goods and services 
wouldn’t move. “Albertans depend on 
our transportation network to get them 
to work, to school on time and to get 
them home safely and their products 
to and from market,” she said, adding 
the government also realizes that “your 
industry depends on the transportation 
network to deliver the goods Albertans 
use every day.”

It’s a network that’s getting a tad long 
in the tooth in places, however, and 
Durdle’s sobering message was that the 
province’s current lack of fiscal resourc-

es means it’s not only going to be a while 
before all the roads are dragged into the 
21st century, but that anyone hoping for 
such innovations as super-single tires 
to be allowed widely across the prov-
ince shouldn’t hold their breath, either.

“Budget 2013 is about responsible 
change,” Durdle noted, saying that 
her department has made – and is pre-
pared to continue making – the tough 

decisions necessary. “In the next three 
years, we’ll focus on protecting our 
valuable investments in infrastructure, 
smart spending and innovation, con-
necting Alberta to international mar-
kets and increasing safety on provin-
cial highways.”

That means the province will make 
“wise, planned investments and bor-
row when it makes sense to continue 
building the province,” Durdle said, in 
reference to the Redford government’s 
decision to pile up more debt to pay for 

its infrastructure plans. “Improving 
market access for Alberta and focus-
ing on our core transportation system is 
an investment in our economic future. 
This benefits all Albertans regardless of 
where they live and is smart use of tax-
payer dollars.”

Looking in the rearview mirror to 
happier financial times, Durdle out-
lined some of what she referred to as 

“significant invest-
ments in major new 
road projects in recent 
years,” saying they’ve 
benefited the truck-
ing industry. “In fact, 
we’ve invested nearly 
$73 billion in transpor-
tation infrastructure 
in the past 15 years to 
build what Albertans 
need and support the 
economic growth and 
quality of life we enjoy.”

That, of course, was 
then. “Unfortunately, you’re not going 
to see that level of activity both in new 
construction and rehabilitation in the 
next few years,” Durdle warned, noting 
that “the Department has had to make 
some pretty difficult decisions. How-
ever, we will maintain our core pro-
grams for municipalities and for safety 
and continue to improve market access 
for Alberta.”

Durdle said it’s important for the in-
dustry to understand that despite any 
belt-tightening, the province will still 
be investing more than $9 billion dol-
lars over the next three years, $6 billion 
of which will go toward “capital plan 
commitments” that include new and 
continuing construction and highway 
rehabilitation projects. 

“We’re also putting $3.3 billion into 
operating investments for highway and 
bridge maintenance and preservation 
and transportation safety programs,” 
she noted, claiming that the province 
is investing 1.4 billion loonies into the 
provincial highway network this year 
alone “which has far-reaching, long-
term benefits for all Albertans. And 
we will continue to partner with mu-
nicipalities to invest in roads, bridges, 
public transit and water and waste wa-
ter infrastructure.” 

Over the next few years, Durdle said, 
projects like Hwy. 63 (the twinning of 
the route to Fort McMurray), Stoney 
Trail and Anthony Henday (Calgary’s 
and Edmonton’s ring roads, respective-
ly) and the Canamex Corridor will be 
completed. None of these projects are 
new, however, but Durdle did promise 
that the province will also incorporate 
new technologies and better designs 
to “improve efficiencies, reduce opera-
tional and maintenance costs, and im-
prove how our transportation network 
serves Albertans.”

Whatever does manage to get fund-
ed going forward, the current finan-
cial reality is that “for the next few 
years, we won’t have the luxury of 
being able to do all the projects we’d 
like to see done,” Durdle said. On the 
other hand, tight money could force 
creativity, in that it “gives us the op-
portunities to take a good look at what 
we currently have and what we will 
need in order to support Albertans in 
the future.” Durdle promised that the 
province will work with its industry 
partners to find innovation and “take 

those ideas forward where they make 
sense. We’ll be looking at how we can 
do things better, more efficiently, ef-
fectively, smarter and always with the 
focus on public safety.”

Durdle also touched on issues such 
as alternative fuels and the driver short-
age. “We’re working with you on alter-
native fuels, which will give you some 
economies of scale,” she promised, say-
ing that while “Alberta Transportation 
supports the use of compressed and liq-
uefied natural gas as alternative fuels,” 
any conversions will have to be done in 
accordance with the Canadian Stan-
dards Association’s principles. 

Shifting gears to the overall topic of 
vehicle weights, Durdle had some po-
tentially bad news for the industry. 

“We will not be permitting addition-
al gross vehicle weight because of the 
need to protect our infrastructure from 
heavy loads,” she said, citing Alberta’s 
aging road system and bridge limita-
tions on some primary routes. “They 
have a weight limit design of 55,000 kgs, 
and of course our current maximum is 
62,500 kgs,” she explained, “so already 
our current loads exceed bridge capaci-
ties in a number of areas.”

Durdle also poured cold water on the 
“super-single” tire issue. 

“We’re still looking at the damage,” 
she said. “We’re concerned about the 
increased wear and tear and increased 
damage to the road surface from the 
wide-base single tires. We can’t put 
more stress on roads than they can 
handle.”

One of the industry’s biggest con-
cerns is the shortage of drivers, and 
Durdle promised the province will con-
tinue to work with the industry to help 
address it. 

“We’re also working with (Alberta) 
Enterprise and Advanced Education to 
ensure that (we can facilitate the move 
of) any new drivers coming into the 
province or from out of the country,” 
she said, “and we’re looking to indus-
try to support that program.” 

Durdle had kudos for the work the 
AMTA has begun on developing com-
mercial driver training standards, but 
noted that, while the province is inter-
ested in professional driver status, “It’s 
not on our regular radar now…it’s some-
thing that will have to be done at the 
national level.”

As far as electronic on-board re-
corders are concerned, Durdle said 
the province thinks they should be in-
dustry-driven rather than government-
mandated, and promised that Alberta 
will work with “national and interna-
tional groups to come up with broad 
standards that we will encourage, as 
opposed to legislating in that area.” 

The province is also against mandat-
ing speed limiters. Durdle claimed they 
would add to safety concerns on two-
lane, undivided highways “because 
trucks move slower than the posted 
maximum speed. We feel that other 
motorists will be waiting to pass them 
and this does nothing but create an un-
safe situation.”  

Durdle closed her remarks by men-
tioning the province’s new 511 Travel-
ler Information Service, launched in 
February as Alberta’s official provin-
cial road report service. Accessible by 
phone, mobile device or computer, the 
511 system replaces the Alberta Motor 
Association’s road reports. 

Motorists can access the system 24 
hours a day to learn more about the 
road and weather conditions. 

No sugar-coating from Alberta official

‘We will not 
be permitting 
additional gross 
vehicle weight,’ 
Kim Durdle, Alta. Transportation
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Windsor-Ambassador Bridge, Ont. 

2.57
2

Sarnia-Blue Water Bridge, Ont.

1.56
3

Fort Erie-Peace Bridge, Ont.

1.21
4

Pacific Highway/Douglas, B.C.

0.74
5

Niagara Falls-Queeston Bridge, Ont.

0.70
6

Lacolle, Que.

0.60
7

Emerson, Man.

0.36
8

Lansdowne, Ont.

0.33
9

Coutts, Alta.

0.31
10

North Portal, Sask.

0.19

TRUCK WEST jUly 201322 inside the numbers

t’s an unfortunate reality in 
Canada that unless roads and 
bridges are completely crum-
bling, it has proven difficult to 
make infrastructure spending 
a priority. When the business 
outlook is strong but future 

economic expansion is dependent on 
efficient transportation, this is a reality 
that is particularly hard to swallow. Ad-
dressing gaps in infrastructure spend-
ing is particularly important in West-
ern Canada where the economy has 
been much stronger than the rest of the 
country and so requires an infrastruc-
ture that can measure up. Is it?

Western Canada accounts for 48% 
of the heavy-duty vehicles in the 

country, almost 60% of the nation’s 
public road network (two-lane equiv-
alents) and 43% of the national high-
way system, as shown above from data 
gleaned from Transport Canada’s an-
nual Transportation in Canada report. 
Yet Western Canada also tends to have 
harsher winters and hotter summers, 
which wreak havoc on roads and it 
allows heavier weights in many re-
spects. There are also northern com-
munities which are requiring increas-
ing investments in infrastructure as 
they look to seize the opportunities 
presented by  mining and energy ex-
ploration and development as well as 
to address population growth.

In many cases however, provincial 

governments are struggling to keep up 
even with maintaining the status quo. 
Even in Manitoba, where the govern-
ment has committed $4 billion over 10 
years to infrastructure, it may not be 
enough to address the damage caused 
by years of neglect. As the Manitoba 
Trucking Association’s Bob Dolyniuk 
points out, Manitoba has somewhere 
between 3,000 and 4,000 bridges with 
hundreds if not thousands of those 
bridges reaching the end of their life 
span. Yet some of them haven’t been 
inspected in over a decade and the lon-
ger you allow something to deteriorate 
the more it costs to repair it or you may 
get to the point where you have to tear 
it down and start all over again. 

National Highway System   
in Western Canada (kilometres)

Medium- & Heavy-Duty Truck Statistics 
– Western Canada

ROAD 
TO THE 
FUTURE
Western Canada’s eConomy 

is groWing faster than the 

national average. Can its 

infrastruCture keep paCe?

40%
yeS

I

Manitoba

Saskatchewan

Alberta

British Columbia

Canada

Manitoba

Saskatchewan

Alberta

British Columbia

Canada

Manitoba

Saskatchewan

Alberta

British Columbia

Canada

Medium-Duty
Vehicles (thousands)

Heavy-Duty
Vehicles (thousands)

Medium-Duty
Vehicle km (millions)

Heavy-Duty Vehicle 
km (millions)

5,855

48.2

447

22.9

724

71.1

7,026

6.8%

27,601

415.6

4,492

626.7

5,917

1,043.30

38,010

100%

3,994

61.7

216

164.6

197

226.3

4,406

21.7%

2,432

29.5

—

198.7

238

228.2

2,671

21.9%

982

19.3

742

67.3

368

86.6

2,092

8.3%

Length of Public Road Network  
in Western Canada (two-lane equivalent thousand km)

  Core routes Feeder routes Northern / remote routes Total

  Paved Unpaved Total Share of Total

96.3 16.7 1,891 585

131.4 87.4 2,617 5,421

38.9 30.9 529 1,224

11.2 17.3 160 1,529

438 317.2 8,294 21,417

10 Largest Border 
Crossings for Trucks 

(volume in million 
movements)
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24   health

By James Menzies

iphiwe Baleka was a world-
class athlete before decid-
ing to embark on a career 
as a professional driver 
with Prime Inc.

“I’d never been over-
weight,” he recalled, when 

speaking at a recent Driving for Profit 
seminar on health and wellness. “I put 
on 15 pounds in the first two months. I 
got scared. I realized if I didn’t take re-
sponsibility for my health, I was going 
to end up like the statistics say: over-
weight.”

Baleka began developing a health 
and fitness plan specifically designed 
for professional drivers like himself, 
reflecting all the challenges drivers 
face, including an inconsistent sched-
ule and nomadic lifestyle.

“I had to figure out what was the 
most effective, least time-consum-
ing way to stay in shape on the road. 
I spent three years developing a pro-
gram that any truck driver could do. 
I’m not asking you to grill asparagus 
in your truck,” he said. 

Baleka’s fitness regimen can be done 
in as little as 15 minutes per day. Prime 
drivers are given a DVD outlining the 
workout and are also offered the op-
portunity to participate in a 13-week 
health and wellness program that 
teaches them how to exercise and eat 
well while on the road. There’s a $300 
cost for the program, which drivers 
pay up-front and is reimbursed by the 
company upon completion.

The program, said Baleka, was 
built with the realization that driv-
ers wouldn’t be prepared to radically 
adjust their eating habits. For exam-
ple, drivers who like to eat a footlong 

sub are advised to order a six-inch 
with double the meat; it’s just as fill-
ing with half the carbs. Carbohydrates 
are a major culprit in weight gain for 
truckers, Baleka said. Carbs are energy, 
which if not burned off immediately is 
stored as fat, leading to “trucker gut.”

The best approach to healthy eat-
ing is to start with a breakfast and eat 
small portions of high-protein foods 
frequently throughout the day, Baleka 
said. Avoid carbs whenever possible 
unless you’ll be exercising soon after.

Truck drivers are predisposed to 
gain weight because of the nature of 
their jobs, Baleka noted. A sedentary 
lifestyle causes hormonal changes 
that disrupt the body’s ability to reg-
ulate hunger, meaning drivers often 

feel hungry all the time or never, with 
both scenarios leading to overeating 
and, ultimately, weight gain. 

“The average person will say (truck-
ers) eat too much and are lazy,” he said. 
“That’s not true. There are biochemi-
cal and hormonal changes as a result 
of the occupation they are not even 
aware of.”

In the US and Canada, more carri-
ers are beginning to offer health and 
wellness programs for their drivers. As 

the driver population ages, progres-
sive carriers realize they need to help 
their drivers stay healthy. Asked why 
companies should take an interest in 
the health of their workers, Dave Di-
etrick, vice-president of human re-
sources with Erb Group said simply: 
“It’s the right thing to do. We have to 
be involved. We have to provide pro-
grams for them to become healthier.”

Erb has had an employee health 
and wellness plan for nearly five years, 
which started after company found-
er Vernon Erb suffered a heart attack 
and began discussing driver health 
with hospital staff during his stay at 
St. Mary’s Hospital. Upon his release, 
Erb partnered with the hospital to de-
velop an employee health program.

Brian Kurtz Trucking be-
came proactive about driver 
health when the Truckload 
Carriers Association an-
nounced its first Weight Loss 
Showdown. The program in-
volved support from the Lin-
dora Clinic, which provided 
a weight loss blueprint and 
then gave personal advice 
and support to drivers and 
office staff who participated 
in the 10-week challenge.

General manager Trevor 
Kurtz admitted he was initially wary 
of broaching the subject with drivers, 
unsure of how they’d react. 

“I wasn’t sure how it would be re-
ceived,” he said. “I threw it out there 
during a driver meeting. There were 
100 guys sitting there and more than 
20 put their hands up right away; some 
guys I didn’t expect. They knew we 
cared and there was an overwhelm-
ing response.”

Interest in the TCA Weight Loss 

Showdown was so high, that Kurtz 
formed two teams of 10: an official 
team that took part in the competi-
tion and another that participated in-
ternally. Brian Kurtz Trucking ensured 
the drivers had the tools necessary to 
succeed, including fridges in all the 
trucks.

“Every truck has a fridge in it and 
our guys fill the fridge before they 
leave. We have to cross the border, so 
that became a hurdle we had to work 
on. They’d leave a little earlier so they 
could stop at a grocery store when they 
cross the border and fill their fridge,” 
Kurtz said. The competition built ca-
maraderie among drivers and before 
long, Kurtz said, they could be heard 
at the terminal comparing shopping 
spots along their routes.

It’s also possible to eat healthy at 
truck stops and restaurants, Kurtz 
noted.

“It’s picking healthy choices,” he 
said. “There’s always something on 
the menu that’s going to be good for 
you. If you ask them not to deep-fry 
the chicken breast, they don’t have to.”

Erb is currently compiling a healthy 
cookbook of recipes that can be pre-
pared before or during a trip. Those 
150 recipes are now being evaluated 
by a team of University of Guelph nu-
tritionists, who’ll rate their nutrition-
al value.

“It provides them with some op-
tions,” Dietrick said. “Our goal is to 
have that out to all employees this year, 
so they can make those recipes to take 
out on the road.”

Baleka said drivers are advised to eat 
breakfast, and small meals every three 
hours when driving, which may seem 
counter-intuitive. But Kurtz and Diet-
rick said they’ve both followed the ad-
vice themselves and found it worked, 
eliminating late-evening food crav-
ings. Eating well is important, but so 
too is exercising. In developing his 
workout regimen, Baleka said he re-
alized it had to be fast and simple if 
truckers were to buy in.

“The further you have to go from 
your truck, the less likely you will 
be to work out,” he acknowledged. 
“The longer it takes to clean up after-
wards, the less likely you’ll be to work 
out. And it can’t be the kind of thing 
where you have to do it every day at 7 
o’clock. I learned you can get the ben-
efit of a one-hour workout in 15 min-
utes. Fifteen minutes is long enough to 
be effective for weight loss, but short 
enough and portable so you can fit it 
in anywhere, anytime. As a driver, you 
don’t know when you’ll have time, but 
you know you’ll have time.”

The 15-minute workout is vigorous, 
Baleka admitted, and Kurtz pointed 
out the word “vigorous” has different 
meanings to different drivers.

“Vigorous for one guy may be walk-
ing from the back of the truck stop 
parking lot to the front. We have guys 
who, by the time they’ve hooked up 
and done a circle check, you’d think 
they’d run a marathon. As long as they 
pick it up week by week – park a little 
further away, walk a little faster, walk 
around the truck a few more times,” 
Kurtz said.

The company also encourages driv-
ers to get in shape by paying lumper 
fees to the drivers themselves if they 
choose to handbomb their own freight.

Equally important is to have a 
“cheerleader” in the office to offer sup-
port and encouragement. Kurtz keeps 

S

For the health of it
Progressive carriers are seeing the benefits of offering drivers 
and office staff a formal health and wellness program.

‘I’m not asking 
you to grill 
asparagus in  
your truck.’ 
Siphiwe Baleka, Prime Inc.

Quality occupational health & safety support for the trucking industry.
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Advice and Program Support
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What fleets can do
Encourage participation

Celebrate, recognize achievements

Install bike racks on trucks upon request

Equip trucks with fridges

Provide incentives

Solicit an office “cheerleader” to provide support

Pay lumper fees to drivers who handbomb 
own freight

Work with local schools, hospitals to  
develop exercise/nutrition programs

Extend program to office staff, drivers’ families

What drivers can do
Reduce carbs, increase protein

Like subs? Substitute footlong with six-inch  
to reduce carbs. Still hungry? Add double meat.

Eat smaller meals more frequently  
throughout the day

Park at far end of the parking lot  
and walk

Do laps around the truck on breaks

Exercise vigorously at least  
15 minutes a day

Keep truck fridge packed with  
healthy choices
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a scale by the door. When drivers who 
are participating in a weight loss pro-
gram return to the terminal, they hop 
on the scale and their results are en-
tered into a spreadsheet. 

Dietrick said getting drivers’ fami-
lies involved is also important. Erb of-
fers the programs to drivers’ families 
and Brian Kurtz Trucking sends home 
information packages for family mem-
bers. Fleets also can help out by ensur-
ing the necessary tools are available. 
Kurtz said his company has installed 
bike racks on some drivers’ trucks. 
Prime offers foldable bikes that can 
be carried in the cab and encourages 
drivers to log their miles using a smart-
phone app. Some of the most avid cy-
clists in the fleet have biked close to 
350 miles in a single month during 
their travels, Baleka said.

Once a health and wellness program 
has been initiated, Kurtz said it’s im-
portant to keep the program going. 
Continue to celebrate achievements 
well after any formal program has con-
cluded, he stressed.

“You’ve gotta stay on top of it,” he 
said. “A big mistake we learned is when 
the program runs out, you need some-
body to keep it going.”

At Christmas time, Kurtz said driv-
ers who kept the weight off that they 
lost through the formal TCA program 
were given monetary rewards. 

If you don’t know where to start in 
developing a wellness program, Di-
etrick suggested turning to local ex-
perts at nearby colleges, universities 
and hospitals. Often, student groups 
will be available to provide expertise 
and guidance at no cost.

All three panelists at the Driving for 
Profit seminar said they’ve seen many 
success stories. But what defines a suc-
cessful health and wellness program 
varies. Kurtz said “We’ve seen 20% of 
our staff lose more than 5% of their 
body mass and keep it off for a year so 
far.”

Five employees have reduced in half 
– or completely eliminated – the medi-
cations they were on, he added. 

“Keeping it front and centre is the 
biggest hurdle right now,” he said. “We 
couldn’t be happier with the way our 

staff has responded.”
And it’s not just drivers. Kurtz said 

50% of the company’s operations staff 
has collectively lost 10% of its body 
mass. Erb’s Dietrick admitted it’s tough 
to measure a return on investment. 
However, he said 40% of Erb’s employ-
ees have participated in the programs 
it offers. 

At Prime, in 10 months, 130 drivers 
have enrolled in the program and 63% 
completed it and are in compliance, 
meaning they wear monitoring devices 
to prove they’ve stuck to the program 
and they log their food intake.

“Ninety per cent of those drivers 
lost an average of 19.3 lbs in 13 weeks,” 
Baleka said, noting that equates to 1.6 
lbs/week, which is better than the fit-
ness industry average of 1.3 lbs/week.

“This whole idea that you can’t do 
it in the truck – we’re smashing that, 
we’re doing better than the average,” 
he said. 

In addition to those who’ve enrolled 
in the full program, another 500 driv-
ers have used the workout DVD and 
they’ve lost 5,000 lbs – or 10 lbs per 
driver. Prime has set up an athletic 
division that helps drivers get to fit-
ness events they wish to participate in. 
Baleka said the target at Prime is for 
participants to shed 7% of their body 
weight in 13 weeks. Those who succeed 
are offered the opportunity to become 
mentors for others, and they’re paid 
extra to do so. While there’s no short-
age of individual success stories, Bale-
ka agreed it’s difficult to define a re-
turn on investment. He said Prime is 
studying data to see if there’s a corre-
lation between body mass index and 
preventable accidents.

“We know there are soft returns, but 
it’s going to take another two to three 
years to have Prime-specific data on 
results from our program,” he said. 
He encouraged carriers to look at their 
fleet’s BMI profile and see if it corre-
lates with slips and falls and other lost-
time injuries.

“If a disproportionate amount is 
coming from obese drivers, then obe-
sity is costing your company,” he said. 

Kurtz said a wellness program can 
be implemented without a lot of cost. 

He estimated it to be about $300 per 
driver, using the Lindora Clinic/TCA 
formula. He also suggested finding a 
cheerleader within the office to ad-
minister the program and provide 
support. 

While it may seem that living 
healthy on the road is impossible, driv-

ers who’ve made the lifestyle chang-
es report they now find it easier to live 
healthy on the road than at home. 
“They go home, and they say they can’t 
wait to get back in the truck,” said Bale-
ka. “They’re losing weight when in the 
truck because they have the opportu-
nity to focus on themselves.” 

We Require:
• Canada & USA Teams
• USA Singles
• Qualified Owner Operators 
with a professional attitude
• Minimum two years of verifiable experience
• Clean Abstract/CVOR
• Clean Criminal Search

recruiting@dayandrossinc.ca
www.dayross.ca
1-855-872-7602

Full Service. Full Coverage. Throughout North-America.
For all opportunities available, please visit www.dayross.ca

Day & Ross Is an Equal Opportunity Employer.

We Are Owner Operator Driven. 
Come and Grow with Us!

We offer:
Excellent pay package
Attractive benefits
Great mileage
Direct deposit
Subsidized fuel
Paid pick-up and delivery

We require:
Canada & USA teams
USA singles
LCV teams and singles
Dedicated switches
Qualified Owner Operators with
a professional attitude
Minimum two years of verifiable
experience
Clean abstract/CVOR
Clean criminal search

1-855-872-7602   recruiting@dayandrossinc.ca  www.dayross.ca

Full Service. Full Coverage throughout North America.

Day & Ross is an equal opportunity employer.

We Are Owner Operator Driven. 
Come and Grow with Us!

We offer:
Excellent pay package
Attractive benefits
Great mileage
Direct deposit
Subsidized fuel
Paid pick-up and delivery

We require:
Canada & USA teams
USA singles
LCV teams and singles
Dedicated switches
Qualified Owner Operators with
a professional attitude
Minimum two years of verifiable
experience
Clean abstract/CVOR
Clean criminal search

1-855-872-7602   recruiting@dayandrossinc.ca  www.dayross.ca

Full Service. Full Coverage throughout North America.

Day & Ross is an equal opportunity employer.

pg 24-25 tw july v3.indd   25 13-06-13   11:02 AM

mailto:recruiting@dayandrossinc.ca
http://www.dayross.ca


26   women in transport

Paving came on the bus with her daugh-
ter and said Park was looking for a tan-
dem driver.”  The Good Samaritan sug-
gested Lothian get her air brake ticket 
because she was sure Park would hire 
her. “So that weekend I went to get my 
air brake ticket and they hired me right 
that day,” Lothian said, “and I’ve been 
there ever since. I love it there; I love 
driving my truck.”

Despite that love for what she’s doing, 
Lothian has her sights set on targets be-
yond simply being behind the wheel of 
her truck – not that there’s anything sim-
ple about driving. 

“I have three more courses as a con-
struction safety officer and then I’ll have 
that ticket too,” she noted proudly, ad-
mitting that pursuing a safety career was 
the real reason she threw her hat into the 
construction gig ring in the first place. 

“I’d tried to get on as a flagger before 
that and they wouldn’t hire me,” she 

said, “but they hired me as a trucker and 
I did that so I could go into safety. Now I 
am almost done my courses.”  

Lothian hauls asphalt in one of the 
two tandems Park Paving operates. 

“We hire the rest out, so lots of time 
we’ll have 12, 14 trucks,” she said, “but 
it’s the Park trucks that have the most 
opportunities. If I want more hours, or 
need more hours, they’ll give me more 
hours hauling gravel or anything to all 
our construction sites.” 

As of the date of her conversation with 
Truck West, however, she wasn’t in the 
truck at all, despite opportunities to do 
so.  “(Park) did phone the other day and 
said (they) had some work for me right 
now if I want it,” she said, “but I’m going 
to finish these courses first and then I’ll 
go back to work.”

The safety courses Lothian is taking 
are through the auspices of the Alberta 
Construction Safety Association, but she 
has also studied with Edmonton’s Trans-
com Fleet Services. 

“I saw the dispatch course and it 
looked interesting – and I had free time 
on my hands – and so I went to it and it 
was just an amazing course,” she said. 
“(Transcom’s Roy Craigen) is so passion-
ate about the trucking industry and the 
whole course was just great; it was just 
uplifting and it made me feel good about 
being a truck driver.” Lothian said she 
learned a lot under Craigen’s tutelage, 
including “all the legislation in the con-
struction field.”

This is obviously a woman serious 
about advancing her career toward the 
safety side of the industry’s ledger, but 
she’s also realistic about what – and how 
long – it will take to reach that goal. And 
while she’ll be driving her truck again 

this year once construction season be-
gins, “what I’m hoping to do is eventu-
ally get into safety with the company that 
I’m with,” she said. 

Lothian bit the fiscal bullet to pursue 
her goal, paying her own way through 
the courses and, while she admits that 
funding her own education caused quite 
a hit on her pocketbook, “it’s so worth it 
and I think I’ll get it back over the years. 
Besides, I work so many hours driving 
my truck – like we work like 11, 12, 13 
hours a day, sometimes seven days a 
week – so you know I’m good (finan-
cially) for the season. Pay’s pretty good 
in trucking too.”

As for whether she has contemplated 
taking the leap to pursuing her Class 1 
so she can drive the bigger trucks, she 
doesn’t see it happening. 

“I’m not strong enough,” she said, not-
ing that she has been offered the chance. 
“My company said I can learn to drive 
one of the big trucks here and I could 

drive with someone 
who had a licence and I 
could use their truck to 
go and get my Class 1, 
too. They like me, I’m a 
good worker and I love 
my job – I’m one of the 
few people (in the work-
ing world) who loves my 
job. But it’s just too much 
on my wrist.”

Though Lothian loves 
her job now, it wasn’t al-
ways that way. When she 
was just starting out, 
she was intimidated by 

some of the more experienced drivers. 
Yet, perhaps surprisingly, she doesn’t 
think it had anything to do with her be-
ing a woman. 

“It was just because I was a new driv-
er,” she said. “Maybe I was too slow, I’ve 
dumped a couple times – so has every-
one, though – but then I got the hang of it 
right quick and now I just love the crews. 
They’re great to me and all the drivers 
are great to me.” 

As for the double X chromosome is-
sue, “I think people are realizing that it’s 
a changing world and women are doing 
these jobs,” she said. Lothian credits the 
lack of hassle over being female to some 
trail blazing women that went before her. 

Lothian also credits her positive at-
titude for being warmly received in the 
trucking industry. “I went in there with 
no attitude at all, just wanting to learn, 
so I think they got that and it made a dif-
ference,” she said. Lothian would like to 
see more people look at truck driving as 
a career, and encourages young people 
to investigate the industry. 

“I don’t see very many young people 
driving,” she said, “and I know that this 
is a time where the older (drivers) are re-
tiring so there are many positions avail-
able.” She bemoans the lack of a skilled 
profession designation, and thinks that 
could be why some potential newcomers 
look elsewhere for their careers. 

“I think maybe it’s stereotyped as a 
job (rather than a profession) and it’s 
not getting as much recognition as it de-
serves. I feel for the truckers who actu-
ally drive the big trucks because no one 
understands how heavy these are and 
how instantly they could kill them, so 
people don’t have that respect that they 
ought to for truck drivers.”  

Newcomer to industry has 
sights set on safety career
Continued from page 1 By Jim Bray

CALGARY, Alta. – If you can’t find 
enough white male bums to fill your 
organization’s vacant seats, you may 
be chasing the wrong people.

That was the upshot from Sher Za-
man, senior director, HR, safety and 
compliance, for Supply Chain Man-
agement (SCM), in a presentation he 
made to the Van Horne Institute’s En-
gage: Women in Supply Chain confer-
ence in Calgary. Zaman pointed out 
that there’s a whole world of diversity 
out there waiting to apply for gigs; it’s 
just a matter of learning how to reach 
out to it.

“If your referrals or your network 
that’s being referred are of the male 
or white majority,” Zaman told the 
conference’s audience, “then you’re 
really not tapping into other pools 
out there.” 

He was quick to note that looking 
beyond traditional gender and ethnic 
roles to find new blood isn’t meant as 
a kind of reverse discrimination; rath-
er, it’s just a way to fill positions in a 
workforce that’s facing severe person-
nel shortages in the near future, thanks 
to an aging workforce and burgeoning 
business. 

“This isn’t a women’s issue,” he said, 
“it’s a talent issue, and that’s how we ap-
proach it at SCM.”

SCM is working actively to address 
its talent shortage, Zaman said, and he 
outlined some of the company’s strat-
egies and experiences, using them as 
practical examples of how a company 
can cast a wider net than it may have 
traditionally in its attempts to fill holes 
in the organization.  

Adding women, young people and 
visible minorities to the workforce has 
to start with a commitment and a strat-
egy, Zaman said and he noted that, 
while SCM is still new to such things, 
the company has definitely jumped 
into the fray with both corporate feet. 
As with so many other things, however, 
the strategy started small. 

“Back in October we launched our 
first women’s workshop,” he said, “and 
it was really just to start some dialogue 
and discussion around the business.” 

Zaman said the company discov-
ered plenty of diverse viewpoints dur-
ing that dialogue, some positive, some 
indifferent, and “some not really under-
standing what the challenge was and 
why we would even look at developing 
programs to tap into other recruitment 
sources.” 

But from that beginning, they’ve 
either begun looking into or actually 
kicked off programs based around di-
versity management and inclusion, in-
cluding a focus on women.  

To ensure their message got out to a 
broader range of potential new hires, 
Zaman said, SCM started to use some 
outside-the-box thinking. 

“Traditionally, we would place an 
advert in the mainstream media and 
hope that would attract the talent that 
we needed to come into our organiza-
tion,” he said, “but we’re now more spe-
cific and segmented in our approach, so 
we look at the market in different levels, 
different channels.” 

This includes reaching out through 
community centres and through broad-

er advertising tactics – including tak-
ing out ads in different languages. Za-
man said they’re also tailoring those 
ads more for the desired audience, in 
that “we’ve (pictured) people within 
our own organization that reflect the 
broader community.”

The company also expressed public-
ly its commitment to diversity and in-
clusion in ways that are “visibly clear” 
when you enter their Web sites, read the 
president’s statement or see their ad-
vertising. 

It seems to be helping. Zaman told 
the audience about the company’s op-
eration in Cornwall, Ont., which not too 
long ago was struggling to find talent. 

“It’s an aging population,” he ex-
plained, “so we really tried to reach 
out further. We expanded our search 
into the Montreal area, we started tap-
ping into visible minorities, forming al-
liances with immigration groups, we of-
fered our building as a language school 
to teach English as a second language 
to some of those community agencies.” 

And within about a year, he said, “we 
increased our visible minority hiring 
by about 17% and those individuals in 
turn are bringing good people into our 
business.”

Another factor Zaman said has tra-
ditionally worked against recruitment 
in the supply chain management field 
has been the fact that few people grow 
up aspiring to such a career. 

“I think we have a moral responsi-
bility within our profession as well as 
a business responsibility to operate 
with the best talents,” he said, “but  
I think traditionally supply chain 
business hasn’t been something that 
people have discussions with their 
parents about.”  

Zaman thinks that should – and can 
– be changed, not only by supply chain 
careers being focused on more in edu-
cational institutions (which is starting 
to happen) but by today’s supply chain 
professionals becoming role models 
who can illustrate to others the ben-
efits of such careers and help mentor 
them once they enter the profession. 

Some new thinking is also in order. 
“We as a business tend not to take risks,” 
Zaman said. “We’re looking for some-
one with 10 years experience in sup-
ply chain, ideally within the systems 
that we operate. And that has worked 
to a certain degree; those people are 
successful for the most part, they con-
tribute to our business. But we need to 
change that model. We’re looking for 
competency across a broader spec-
trum of softer skills such as leading 
teams, developing others and manag-
ing chains.”

Once you’ve found that great new 
hire, you need to develop and retain 
that talent. There are probably as many 
ways of doing this as there are people, 
and Zaman highlighted some of the 
things SCM has learned when it comes 
to helping such employees flourish in 
the company.

One is to challenge your managers 
to look at things differently, to shatter 
biases and stereotypes. For example, 
“women are more likely to be stereo-
typed as being family focused and un-
willing to travel,” Zaman said, noting 
that “it can be an unconscious barrier 
to women being successful in broader 

Trouble filling those vacancies? Start 
by throwing away the old playbook

‘I’m one of the 
few people (in the 
working world) 
who loves my job.’ 

  Shelley Lothian
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roles: do I want to invest all this time 
(in a female employee) when I think 
they’re going to have a baby in the next 
few years?”  

Another lesson SCM has learned is 
to be more flexible when it comes to its 
expectations. “As recently as three years 
ago, mobility had been a factor in some 
of our high potential development pro-
grams,” Zaman said. “That is chang-
ing as we realize mobility shouldn’t be 
a factor if you’ve got strong candidates 
who may be settled in a certain area.” 

Flexibility can also mean making ac-
commodations for people’s career and 
life needs, for example taking into ac-
count the fact that women, thanks to 
that pesky thing called biology, tend 
to take time off at some point in their 
career. 

“Men can’t have babies at this point,” 
Zaman said, “so there’s a natural gap for 
people who wish to take an opportunity 
to have children.” 

He noted that, during his research, 
he found there’s actually an impedi-
ment to careers for women in develop-
ing further and “that one-year career 
break really impacted women in a fairly 
profound way, both in terms of career 
development and the pace of that de-
velopment. And also salary, which is 
disturbing from a moral perspective.”

Allowing more flexible working hours 
can also help encourage good people 
to join – and to stick around. And that 
could even make a company change 
how it looks at productivity itself. 

For example: “we were having a suc-
cession planning meeting last year,” 
Zaman said, “and we got onto the top-
ic of a particular individual. This per-
son leaves a little bit earlier than every-
body else, maybe around four o’clock, 
and that seemed to be the hang up for 
the succession planning group in dis-
cussing whether or not we were going to 
invest in moving this person forward.”

Then someone suggested that, in-
stead of looking at when the person 
goes home, perhaps they should look 
at what that person actually got done 
while at work. 

“The whole dynamic of the group 
changed and our succession planning 
meetings changed drastically from 
that,” Zaman noted. “So it really wasn’t 
about the fact that this individual left 
(early) because they had family com-
mitments, it was about what they got 
done during the time they were here 
and how they managed their business 
– and they managed it effectively, very 
effectively.”

Likewise, Zaman said, another in-
dividual was described by some of 
the succession planning committee 
as being a little bit meek and mild-
mannered. “But again, who cares?” he 
asked. “What were the results? How did 
they deliver? This individual is incred-
ibly talented, gets results, has a great, 
fantastic relationship with the client. So 
again, if it’s a question of just a person’s 
style, why should we be using that as a 
negative against individuals?”

It turned out to be a real eye-opener, 
Zaman said, which helped SCM learn 
to think differently about how it evalu-
ates people and measures the results of 
their work. And of course this can be 
applied to any employee, regardless of 
ethnic background or sex – including 
white males.

Zaman said this focus on flexibility 
extends beyond looking at the number 
of hours – or years – the various bums 
are occupying the seats; it also requires 

looking at different ways of getting  
the job done, whether through such 
strategies as allowing someone to work 
from home or through some broader  
accommodation. 

“We’ve looked at more part-time 
schedules for our shift workers,” he 
said. “We also do a lot of sabbaticals be-
cause we have a diverse population; lots 
of people want to take pilgrimages or 
extended leaves of absence to go home.”

SCM also incorporated a culture of 
inclusion into its values, and celebrates 
its multiplicity through a “diversity 
week” held each May. 

The company also commemorates 
such things as Black History Month, 
Chinese New Year and International 
Women’s Day.

To Zaman, a more diverse workforce 
isn’t just great for business and for suc-
cession planning in a time when more 
and more vacancies come open; it’s just 
plain good. 

“What’s good practice for women 
in supply chain or any organization is 
generally good practice for the broad-
er business,” he said, “and while gen-
der diversity is incredibly important for 
SCM…it is only one facet of the jour-
ney that we’re taking around diversity 
and inclusion. We are challenging our 
businesses to think differently and to 
challenge the way we’ve done things 
in the past.”

That doesn’t mean just leaping blind-
ly onto the diversity train, however. “Be 
realistic about what you want to do,” 
Zaman advised. 

“We’re not going to change the world 
overnight but we are building a migra-
tion path we can build upon to get us to 
a result where we have a culture that’s 
truly inclusive.”

By Jim Bray

CALGARY, Alta. -- There’s a gender divide in Canada’s sup-
ply chain management field, one that sees women’s salaries 
tending to lag behind men’s.

That’s the bad news – and of course it isn’t unique to the 
supply chain. The good news, according to Cheryl Parad-
owski, president and CEO of the Purchasing Management 
Association of Canada (PMAC), is that the supply chain 
management field is actually more equitable to women than 
some other sectors.

Speaking to the Van Horne Institute’s Engage! Women in 
Supply Chain conference at the University of Calgary’s down-
town campus, Paradowski outlined the results of an annual 
survey her organization conducts in conjunction with some 
key trade publications. 

“We have some trends from at least as far back as 2008, 
so we can see how (things) are progressing in the sector,” 
she said, noting that one of the primary areas into which 
they look include wages, where “currently the gap stands 
at just over $16,000 (per year) or about 17.7%.”

That’s a pretty significant chunk of change going unpaid 
and, according to Paradowski, that gap hasn’t changed sig-
nificantly in the past few years. 

“Salaries have progressed for both (sexes),” she noted, 
“but the gap in 2008 was 17.2%, so while salaries have 
grown, they’ve grown by 11.2% for men and only 10.6% for 
women.”

Not only that, but the cash chasm – which doesn’t loom 
large when the worker is starting out – gets wider the lon-
ger women stay in the workplace. 

“The split starts to come after 15 years in the industry and 
it gets even wider after 25 years or so,” Paradowski said.

As for the good news, “When it comes to the gender gap, 
supply chain management doesn’t look so bad,” Paradowski 
said, citing a 2010 Globe & Mail report, “because the over-

all gap across Canada in all sectors is 29.2%.”
Reasons for the disparity between the salaries of men 

and women include education, or lack thereof. “The gap is 
generally narrower the higher the level of a woman’s educa-
tion,” Paradowski said. 

Another fly in women’s ointment could be a reluctance to 
toot their own horns. 

“Whether it’s a lack of confidence or that we want to be 
sure we’re (qualified) 100% before we’re ready to go,” Para-
dowski said, “there’s a feeling that that factor plays into 
things.”

Still, Paradowski said, there are good demographic rea-
sons for confidence that things are looking up for ladies in 
transportation. 

“We are in a period of time within supply chain manage-
ment that presents a number of opportunities,” she said, 
“and now’s the time to be thinking about how we capital-
ize on them.”

Paradowski said the Supply Chain Sector Council esti-
mates there will be 66,000 positions that will have to be 
filled every year for the next five years, so there should be 
plenty of room for new bums in new and not-so-new seats. 

On the other hand, many businesses may actually be quite 
clueless about how to deal with the coming crunch. 

“The scarier statistic to me,” Paradowski said, “is when 
those numbers were posed to the companies who respond-
ed to the survey and they were asked how they were deal-
ing with those skill gaps as a company, over a third said 
they were going to steal them from other companies. I’m a 
little bit worried about the sustainability of that. It’s a bad 
strategy.”

Paradowski also thinks women in the industry need to stay 
ahead of the curve to help ensure there are enough women 
snagging gigs. Supply chain careers can also be attractive 
to women because the field is seen as allowing for some 
flexibility, some work-life balance. 

For women in transportation, wage gap still wide, 
but opportunities for change are coming
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By Jim Bray

CALGARY, Alta. – Don’t bring your 
work home with you! That, or similar, 
advice has been said by loved ones to 
bread winners since time immemorial, 
but can one really leave work at work? 
And does one even want to?

Balancing work and home life is 
a topic increasingly on the minds of 
workers and employees as an aging 
workforce looks toward retirement 
and recruiters scramble to find ways 
to help make their organizations at-
tractive to new workers.

This work-life balance was also a 
major topic of discussion at the ‘En-
gage! Women in Supply Chain’ confer-
ence ‘Meeting the Talent Challenge,’ 
held in Calgary, where a session on the 
topic offered some advice and exam-
ples of just how such a balance can be 
achieved in the real world. 

“Work-life balance means different 
things to different people,” noted Ruth 
Amarilla, manager of strategic spend 
management at Supply Chain Man-
agement for ConocoPhillips Canada. 
She told the crowd of some 140 attend-
ees the term can also mean different 
things to the same person, at different 
moments throughout life. And it isn’t 
something you just decide to do and 
then do. As Amarilla put it, “Work-life 
balance isn’t a destination, it’s a jour-
ney, so it doesn’t finish. It’s there with 
us all of our lives.”

Amarilla said there are two basic 
reasons why it’s important to create 
a workable balance between job and  
home: to have a satisfying life and to 
create a better version of yourself. Of 
course a satisfying life, like work/life 
balance itself, can be different depend-
ing on the eye of the beholder. 

“Sometimes we think that satisfac-
tion is when we have everything we 
want,” Amarilla said, “but sometimes 
we have everything we want and we 
are (still) not satisfied. So the basis of 
satisfaction is in our structure of val-
ues, in our set of priorities and in get-
ting to align those priorities and those 
values to our behaviours – how we’re 
going to get there.”

As for the self-improvement as-
pect, “Life will be about saying ‘yes’ to 
those things that are going to help us 
become a better version of ourselves 

and saying ‘no’ to those things that 
don’t.” Fortunately, she said, “it’s up 
to us. We have the power to do that 
and that is awesome.”

Balancing act
Achieving work-life balance doesn’t 
mean you should be trying to keep 
those separate planes of your existence 
completely distinct from each other. 

“You can’t separate work and life,” 
Amarilla said. “Work is part of life. 
When we have a great day at work, we 
go home and we feel energized. If we 
don’t have a very good day at work, 
we get home and we’re tired, we real-
ly don’t want to do anything else.” And, 
of course, what happens to us (or our 
loved ones) at home affects us when 
we go to work as well, in that “we’re 
not going to be focused on our work 
in the way we would be any other day.”

Finding the right balance will let 
you work more productively and get 
more accomplished, Amarilla said, 
and therefore give you greater ca-
reer satisfaction as well. On the oth-
er hand, you’ll also improve rela-
tionships with family, friends and 
co-workers and have “better physical 
and mental health and make choices 
about priorities, instead of (making) 
sacrifices,” she said.

An intimidating concept, perhaps, 
but as the old saw says, a journey of a 
thousand miles begins with a single 
step. Fortunately, Amarilla came to 
the event equipped with several small 
steps she said can help one achieve 
that workable work-life balance. 

The first step is to create an inspir-
ing vision for your life, a roadmap of 
sorts. Then, once you know the path 
you want your life to follow, you have to 
decide what your priorities are, mak-
ing sure they’re aligned with your per-
sonal values. Amarilla said they should 
also align with your current life situ-
ation, in which you might not hold 
some things to be as important as they 
were 10 years, or even two months, 
ago. “Things change,” Amarilla not-
ed. “They change because of our ob-
jectives, our families. There are a lot 
of factors in our lives that can make 
things change.”

Your roadmap drawn, it’s time to set 
the specific goals, the steps forward 

you need to take on life’s journey the 
way you want to. And don’t bite off 
more than you can chew. 

“When we set goals, it’s good to do 
it in short steps instead of long steps,” 
Amarilla said, “because when we do 
it in short steps, they are more man-
ageable, and we can reward ourselves 
when we achieve them.”

Amarilla also stressed the impor-
tance of striving for excellence in ev-
erything you do, “no matter what you 
do, no matter where you are, because 
at the end, we all want to do the right 
thing,” she said. “And when we do it 
right, we are happy. It doesn’t matter 
what you’re doing.”

It doesn’t hurt to be doing something 
you love, either – because, as Amaril-
la said, “you will do it better and that 
will make you happier. And you will 
get where you want to get faster, too.”

Managing time
Not surprisingly, Amarilla raised the is-
sue of time management – or misman-
agement – as a way to help reach your 
goals.  “Manage your time and energy,” 
she advised, noting that one should 
avoid procrastination. “We have some-
thing we don’t like to do, that we don’t 
want to do, and we leave it for tomor-
row because we can do it then. But 
then we have to do it tomorrow, added 
to all the other things we have to do to-
morrow already, so that increases our 
anxiety, and it is not healthy.” 

Try to keep your energy levels up, 
and keep your eye on the prize. “If we 
think about increasing our energy, we 
can think about having a healthier life,” 
Amarilla said, “eating better, we can 
change our diet, we can think about 
working out, which are all very im-
portant things.” Keeping your focus is 
part of this. “If you keep focused, then 
you’re going to try to finish what you 
start, you’re going to try to be more ef-
ficient at what you’re doing,” she said.

Amarilla also said one should main-
tain a positive attitude, combatting 
negative thoughts and replacing them 

with positive ones. That includes tak-
ing time to laugh. “Laughter is good for 
each of us when we do it and it’s also 
contagious, so it’s a win-win,” she said. 

Spread the load, too. “Share respon-
sibilities,” Amarilla suggested. “Try to 
have open communication, try to un-
derstand what the expectations of the 
other parties are. It can be family, your 
spouse, a friend – it can be a co-worker. 
Help them share responsibilities and 
even beyond that, maybe it’s time also 
to delegate responsibilities.” 

Don’t be afraid to seek help from 
others, either, whether friends, family 
or co-workers. “We all need help some-
times,” she said, “and it’s good to seek 
that help when we actually need it.”

And don’t forget to give others their 
due. “Express appreciation,” Amaril-
la advised. “Sometimes we underesti-
mate how important and powerful this 
is. It has such a strong positive effect 
on all of us.” The goodwill goes both 
ways, too. “It’s as nice to do it as to have 
someone express appreciation for you,” 
she said. “It does work.”

Other tips include simplifying your 
life, getting rid of complicated or com-
plicating things that don’t get you 
anywhere – the stuff that makes you 
wonder why you’re doing it. And you 
should stop periodically to think about 
your progress. 

“Reassess when needed,” Amaril-
la advised. “We are always changing 
our priorities, so we need to be reas-
sessing these things all the time. If we 
identify the outcome we are seeking, 
then we can drive our behaviors to get 
to that outcome.”

It takes discipline, of course – but 
what good things in life don’t, other 
than perhaps winning lottery tickets? 

The important thing to remember 
is to “decide what’s important for you, 
how are you going to set your priori-
ties and what will make you happy, 
not only today, but in the long run,” 
Amarilla said. “Having a balanced 
life isn’t easy, but it is worth it. And 
if we have a process, we can make it. 
It’s up to us.” 

Providing 
work-life 
balance
Not just a retention tool, 
it’s just good policy

Providing employees with a work-life balance can result in a more positive  
workplace and go a long way towards addressing a skills shortage.
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By Jim Bray

Also speaking at the session was 
Rauchelle Outtrim, category manag-
er, electrical power, for ConocoPhil-
lips Canada, who outlined the chang-
es through which her life has gone, 
as well as some of what she’s done to 
create and maintain her own work-
life balance. 

“When I’m not in the office, I go 
by the name of ‘Mommy,’” she told 
the crowd, noting that when she 
started with the company she was 
neither married, nor a mother. “My 
work-life balance began to change 
in 2006, in the middle of the Cono-
coPhillips takeover,” she said. “I was 
getting married in the same month as 
the takeover and decided to get right 
on having a baby, so needless to say, 
my work-life balance was no longer 
a one-person team.”

Outtrim said that she and her hus-
band realized how their lives were 
about to be transformed and that, “to 
achieve work-life balance and sanity, 
we would need to make some changes.” 

They both worked full-time jobs, 
which, like so many gigs, occasion-
ally spilled into evenings and week-
ends. They also had a long commute 
and a growing concern that their lit-
tle tyke wouldn’t have a good school 
in the new community in which they 
lived. 

“We didn’t want to see our little 
guy at five years old sitting on a bus 
and spending his quality time sit-
ting with other children on a bus,” 
she said, “so we reassessed our fam-
ily needs and priorities and decided 
to make some changes for the better.”

They decided to move into an older 
community that was not only clos-
er to work for both of them and had 
“an amazing day home” within two 
blocks of their house, but which also 
had two well-regarded schools with-
in walking distance. 

That took care of home life. But 
how about work? “In 2011, I moved 
within the company to a new role 
that gave me the ability to work f lex-
ible hours,” Outtrim said. “I get to 
work about 6:15-6:30 a.m. and stay 
till 3:30-4 p.m., depending on traffic 
and weather, and my husband takes 
the other shift. And the company was 
fantastic; as long as you were there 
during the core hours and you got 
your work done, it doesn’t really mat-
ter what your hours are.”

Now, her husband takes the fam-
ily’s morning routines and she bats 
clean-up.  

“Lucky for us, our day home takes 
(their child) to and from school dai-
ly,” she said, noting proudly that “as 
a family, we set our priorities now. 
Our son understands that, Monday 
to Friday, Mommy and Daddy both 
work and we both really enjoy our ca-
reers – and for him, school is his job 
at this point. When we are together in 
the evenings and weekends we try to 
enjoy every minute and not to over-
schedule our lives. We’re already 
busy enough!”

Outtrim also noted that, like any 
goal or priority set, “we need to con-
tinually review them to ensure they 
work for everyone in our family.”

Sue Tomney, CEO of the YWCA Cal-
gary, who also sat on the panel, be-

lieves a person can have it all, just 
not at the same time – and “it won’t 
all be perfect. Realizing that really 
helped me.” 

Tomney spent most of her working 
life in the corporate sector and thinks 
childcare is a huge, ongoing concern 
with women in the workplace today – 
and that it’s something more women 
should be speaking out about. 

“Imagine if you’re a woman who’s 
making maybe minimum wage or 
holding down two jobs; the child-
care piece (of the work-life balance 
puzzle) is gigantic, not just for their 
safety but it tugs at the heartstrings 
for any parent,” she said, admitting 
that “the most stressful moments 
of my career were always around 
childcare, and when you find it, it’s  
fantastic.”

Then there’s the issue of workplace 
support for work-life balance among 
the employees. 

“We are very lucky in Canada,” 
noted ConocoPhillips Canada’s Ruth 
Amarilla. “We have great programs, 
companies often give you a Friday or 
other time off. There are also plans 
that focus on health; there are com-
panies with fitness facilities and 
there are others that help support 
your family so people can feel better 
if they have problems. We can take 
advantage of them. And we do need 
to use them.”

Company-implemented programs 
aren’t available everywhere, howev-
er, which gives workers an opportu-
nity – indeed, the requirement – to 
challenge their employers to enact 
some. “I think it’s really important 
that we make the stand (at work) that 
there needs to be some balance and 
put that into perspective,” said Tom-
ney. “You have a voice and that voice 
matters.”

Amarilla agreed. “Talk to your em-
ployers and mention what your needs 
are, and how your needs affect work 
also,” she said, noting that she used 
to work for a company that didn’t 
have a lot of programs in place, but 
that they’ve implemented many in 
the past five years because employ-
ees pushed for them. 

Of course, there’s a difference be-
tween pushing and demanding. 

“It’s not pushing like going on 
strike,” Amarilla said. “It’s more 
just saying what you really need and 
trying to be reasonable and trying 
to mention the needs and how that 
will affect the company at the end.”

It’s important to keep in mind the 
effects of such strategies on a compa-
ny, too, to make your push more pal-
atable – or at least more understand-
able – to the corporate mindset. To 
Tomney, that means it isn’t enough 
to merely point out a problem; you 
need to show up with a potential so-
lution as well. 

Her recommended tack, since 
businesses exist to make money, is 
to “take a look at things like produc-
tivity or what are the issues that are 
holding your company back – or what 
things need tweaking – and draw a 
line (from problem to solution) and 
state your case. It may be a lot of work 
but…find a way to state your case in 
business-like terms.”

In other words, state your case so 
its inf luence on the bottom line is 

clear, because otherwise the mes-
sage might not get through. 

“We’d all love to think that every-
one has a big heart and they just want 
to do it because it’s the nice thing to 

Achieving work-life balance: Some real world examples

do,” Tomney said, “but at the end of 
the day you have to be able to show 
that there’s an incremental value to 
the organization for whatever the is-
sue might be.” 
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30   alternative fuels 

By James Menzies

SACRAMENTO, Calif. – Driving along 
I-80 just outside Sacramento, I’ve got 
the window down and my ears strained. 
I’m in a Volvo VNL day cab belonging 
to Texas-based Martin Transport with a 
D13 engine under the hood, mated to an  

I-Shift automated transmission. I’ve 
driven this truck before – or a reason-
able facsimile – but this time some-
thing’s different. 

The tanks mounted to the frame will 
tell you this truck is fuelled by dimethyl 
ether (DME). But try as I might to prove 
otherwise, from behind the wheel the 

truck drives, pulls and sounds just like 
a diesel. And that’s what Volvo loves 
about DME, and why it has been pub-
licly pounding the DME drum since as 
far back as 2005.

While the North American truck-
ing industry has come to equate natu-
ral gas with going green, along comes 

DME, which is in many ways cleaner, 
and potentially more energy-efficient 
than natural gas. DME is a manufac-
tured fuel, which can be produced us-
ing virtually any methane-containing 
feedstock, including cow manure, 
grass clippings, organic food waste and 
even natural gas itself. On a molecu-
lar level, because there are no carbon-
carbon bonds, the fuel burns excep-
tionally clean, producing absolutely 
no soot. This eliminates the need for 
a diesel particulate filter (DPF) and 
even cooled exhaust gas recircula-
tion (EGR), as well as its associated 
EGR valves and coolers.

Volvo has been testing DME in Swe-
den and North America – but mostly 
Sweden – for several years now and 
has accumulated 650,000 miles of re-
al-world testing. But it’s safe to say the 
industry’s trade journalists were sur-
prised when it was announced June 
6, in front of the California State Cap-
itol building, that Volvo will bring to 
market a DME-powered truck in North 
America as early as 2015.

DME, commonly used today as a 
propellant in aerosol sprays, includ-
ing asthma inhalers, is not yet widely 
available as a vehicle fuel. However, 
the impetus for Volvo’s announcement 
was a proprietary new, small-scale 
DME production method, developed 
by Oberon Fuels, which could produce 
DME at a customer’s own facility at a 
price that’s competitive with diesel. 
That got Volvo’s attention. 

“Our small-scale process enables 
the utilization of regional feedstocks 
to produce DME,” said Rebecca Bou-
dreaux, Ph.D., president of Oberon Fu-
els. “Cost-effective, regional fuel pro-
duction addresses the distribution 
issue, and offers the potential to by-
pass the need for a national fuelling 
infrastructure, while reducing the  
carbon footprint associated with 
transporting the feedstock and the 
fuel produced.”

Oberon, whose co-founder and chief 
operating officer Elliot Hicks hails 
from Saskatchewan, is planning to 
build skid-mounted production units 
that can be delivered to customer sites 
for the production of DME using local-
ly available feedstocks. The compa-
ny’s business model involves building, 
owning and operating the production 
units, which will be available in 4,500 
and 10,000 gallon per day versions, 
able to produce enough DME to fuel 60 
or 150 trucks, respectively. The first of 
these sites are going online in Brawley, 
Calif. and Chicago, Ill. this month. A 
4,500 gallon per day site would require 
about 100 tonnes of food waste daily, 
but it’s capable of producing smaller 
volumes, Boudreaux noted.

Oberon’s ability to cost-effectively 
produce DME for road transport was 
just what Volvo needed to take the next 
step towards commercializing DME-
powered vehicles. Goran Nyberg, pres-
ident of North American sales and 
marketing with Volvo, declared at the 
Capitol that “In 2015, Volvo will begin 
commercial production of DME-pow-
ered Volvo trucks in the US. This is a 
first for North America and a first for 

A new alternative
With all the buzz about natural gas, could it 
be that a lesser known alternative fuel holds 
even greater promise? Volvo thinks so.
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Volvo Group. Volvo is a pioneer in de-
veloping and testing DME as a viable 
fuel for heavy trucks and we feel very 
positive about the commercial poten-
tial in this market.”

Ed Saxman, marketing product 
manager, alternative fuels with Volvo, 
said the engine adaptation required to 
run off DME is actually quite simple. 
The D13 base engine doesn’t change 
drastically, with the exception of a new 
fuel system that will operate at much 
lower injection pressures.

“DME doesn’t make any soot, so we 
won’t need that very high fuel injection 
pressure,” Saxman said. “This engine 
design gets us back to basics. We are 
confident we can produce a reliable, 
durable engine out of the box with this 
low pressure injection.”

Customers won’t be sad to see the 
elimination of DPFs and EGR coolers, 
either. The DME design also does away 
with the seventh injector and could 
eventually eliminate selective cata-
lytic reduction (SCR), though the early 
versions will likely be SCR-equipped. 

Current DME prototypes being run 
by Texas-based Martin Transport – in-
cluding the one I drove –have a range 
of 600 miles, which Saxman said was 
the target needed to commercialize 
the vehicles. 

“We’re easily capable of putting 
enough fuel on the truck to do 600 
miles, which we feel is the needed 
range,” Saxman said. The first DME-
powered D13s will be rated at 425 hp 
and 1,750 lb.-ft. of torque, which is cur-
rently Volvo’s most popular rating. A 
500-hp version will follow. 

Comparisons to natural gas will be 
inevitable, since the trucking indus-
try has been gravitating towards com-
pressed and liquefied natural gas as the 
alternative fuels of choice. Fuel price 
and availability will continue to favour 
natural gas – and Volvo has no plans 
to abandon its natural gas product de-
velopment – but DME addresses some 
of the shortcomings of CNG and LNG.

CNG and LNG-powered trucks can 
cost $30,000 to $90,000 more than 

their diesel counterparts, and much 
of that is attributed to the cost of the 
fuel tanks. CNG is stored on the vehicle 
at 3,600 psi and LNG at temperatures 
of -260 F. Both scenarios require heavy 
and costly double-walled tanks.

DME is stored at ambient tempera-
tures at 75 psi, requiring a less expen-
sive steel tank that’s similar to a pro-
pane canister. For that reason, coupled 
with the simplicity of the base engine 
adaptation, Volvo is confident it will 
be able to sell DME-powered trucks 

at roughly the same cost as conven-
tional diesels. 

With 69,000 BTU per gallon, DME 
has energy density comparable to LNG 
(about half that of diesel and twice the 
punch of CNG) and doesn’t boil off over 
time, like LNG. 

“We can package DME on a truck 
with a shorter wheelbase and still have 
a greater range than either of the other 
two popular alternative fuels used to-
day,” Saxman said. 

DME may be the ultimate clean fuel. 
After all, Oberon’s manufacturing pro-
cess takes methane emis-
sions that would otherwise 
be released into the environ-
ment and locally converts 
them into an ultra-low-emis-
sion fuel. But even if both the 

truck and fuel are priced competitive-
ly with diesel, most fleets will want to 
see how DME can benefit their bottom 
lines, which is what makes natural gas 
so appealing, with fuel prices about 30% 
lower than diesel.

Saxman said there are many ben-
efits to DME that could pay back over 
time. For starters, the price of DME 
won’t be tied to crude oil, so users will 
be protected from the volatility of die-
sel prices. Fleets that make their own 
fuel won’t have to worry about how 

wars in the Middle East 
– or for that matter, re-
finery fires in Alberta – 
will influence their ac-
cess to fuel. 

DME may also ap-
peal to fleets – private 
or for-hire – that want 
to run the cleanest fu-
els possible to reduce 
their environmental 
footprint. However, 
the biggest bang for the 
buck may go to carriers 
that have ready access 
to feedstocks. 

For example, a fleet 
that transports munici-
pal waste to a landfill or 
a grocery chain that de-

livers product to stores where there’s an 
abundance of expired food that can be 
converted to fuel. Dairy fleets in rural 
areas, cattleliners delivering to feedlots, 
refuse trucks in major cities – there real-
ly are plenty of applications where DME 
makes sense from both an economical 
and environmental perspective. 

In the US, grocery giant Safeway has 
already agreed to pilot the next batch 
of DME trucks Volvo builds, using fuel 
that Oberon will produce for it at loca-
tions in the San Joaquin Valley.

Jonathan Mayes, senior vice-pres-
ident of government rela-
tions, public affairs and sus-
tainability for Safeway, said, 
“Our company continues to 
look for innovative ways to 
reduce our carbon footprint. 

Dimethyl ether (DME) is an alternative fuel produced from methane-containing feedstocks such as cow manure, grass clippings, food waste, etc. Volvo is  
commercializing a DME-powered truck that performs much like diesel, except cleaner. Martin Transport is currently running DME-fuelled Volvos in Texas.

‘DME doesn’t 
make any soot, 
so we don’t need 
that very high 
fuel injection 
pressure.’ 

  Ed Saxman, Volvo Trucks N.A.
Converting to a cleaner burning, re-
newable fuel such as DME presents a 
good opportunity. We are pleased to be 
working with Oberon Fuels and Volvo 
Trucks on this first-of-its-kind trial in 
North America.”

Because it has been thoroughly tested 
in Sweden, DME has been run in Cana-
dian-type conditions and Volvo officials 
said it thrives in cold weather, with no 
gelling. And Saxman pointed out that 
bacterial growth and algae formation, 
occasionally problematic in diesel stor-
age tanks, aren’t an issue either. 

There’s a lot to like about DME, in-
cluding from the driver’s seat. On my 
drive around Sacramento, it lived up to 
its promise of delivering diesel-like per-
formance, sound and feel, both at high-
way speeds and in stop-and-go traffic. 
I was grossing about 55,000 lbs with a 
gravel-filled belly dump in tow.  

Fuelling trucks with DME is simpler 
than natural gas. This propane-style 
pump retails for about $25,000.

Watch video about 
Volvo’s DME truck 
at TruckNews.com
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By James Menzies

LISLE, Ill. – Navistar Internation-
al has started a new chapter in its 
long history, rolling out the very first 
MaxxForce 13 engines with selective 
catalytic reduction (SCR) in its best-
selling ProStar tractor.

In doing so, the company is eager 
to put behind it the last few years, 
which have been marked by mis-
steps in its pursuit of achieving the 

stringent EPA10 emissions standards 
without urea-based SCR, which is 
used by all the other North Ameri-
can engine manufacturers. Navistar 
CEO Troy Clarke said he’s confident 
Navistar’s engine reliability issues, 
which resulted from overtaxing the  
MaxxForce 13 with too much exhaust 
gas recirculation (EGR), are behind 
them and promised the company is 
now back in the market with products 
capable of winning back customers.

“We’re excited to be back in the mar-
ket with an even bigger product portfo-
lio than we had at this time last year,” 
Clarke said during a recent ride-and-
drive event for the trucking press. “Our 
next challenge is to regain momentum 
in the marketplace. We don’t want to 
miss the selling season for major fleets, 
which takes place later this calendar 
year, so re-establishing our sales mo-
mentum is really important.”

For that reason, it was deemed es-
sential that Navistar hit all its self-
imposed deadlines when rolling out 
its SCR product line. That began with 
the International ProStar with Cum-
mins ISX15 last December and contin-
ued with the early (by days) launch of 
the ProStar with International Maxx-
Force 13 in April. Bringing Cummins 
back into the fold gave Navistar in-
stant street cred with customers and 
seems to have reinvigorated its dealer 
network. But the company’s ability to 
regain some of its former glory – it pre-
viously wrestled with Freightliner for a 
leadership position in Class 8 market 
share – will hinge largely on the suc-
cess of its new 13-litre MaxxForce.

Navistar has opted not to, as of yet, 
offer the 12-litre ISX, meaning its abil-
ity to prosper in this growing small-
er-displacement engine segment will 
depend on the performance and re-
liability of the previously maligned 
MaxxForce 13. Adding the proven 
Cummins SCR aftertreatment system 
to the MaxxForce 13 will allow it to be 
a better engine, so you can throw away 
any preconceived ideas you had about 
this engine. Without SCR, the Maxx-
Force never had a chance to perform 
to its full capabilities. 

So, what do we know about the 
MaxxForce with SCR? We know it’s a 
better engine than its predecessor, as 
it’s not choking on copious amounts of 
its own exhaust gas. We also know it 
has been married to the Cummins af-
tertreatment system, which is as prov-
en and reliable as any other aftertreat-
ment system in the market.

I recently chatted with Shane Spen-
cer, director of integrated reliabil-
ity and quality with Navistar, as we 
cruised along in an International Pro-
Star with MaxxForce 13 engine along 
the highways and country(ish) roads 
just outside Navistar’s world head-
quarters in Lisle, Ill. His enthusiasm 
for the new MaxxForce was palpable. 
This gearhead notices a difference in 
the performance before we even exit 
the parking lot.

“When you let the clutch out on the 
old 13L, you might have to nurse it a 
little bit and feather the clutch,” he re-
called. “This thing just goes. Getting 

that EGR out of there wakes the en-
gine up.”

Clarke said improved responsive-
ness is one of the first things customers 
will notice with the new MaxxForce. 
“The pedal tip-in feels significantly 
different than the pedal tip-in did pre-
viously,” he said. “That responsiveness 
means a lot as to how the driver feels. 
It’s easier to shift and there is no lag at 
any point in the cycle when letting up 
on the pedal to put it into gear.”

When you dial back EGR flow rates, 
good things happen within an en-
gine. Spencer, who has tested the SCR-
equipped MaxxForce engines exten-
sively, in all manner of climates and 
duty cycles, said one of the greatest 
benefits is that the engine is more pre-
dictable than its predecessor, which 
had its own, let’s say, quirks.

“It always does the same thing every 
time, which is something we struggled 
with in the EGR engines,” Spencer ad-
mitted.

It also looks as though it will per-
form better in cold weather. Having 
tested the new engine in Alaska this 
past winter, Spencer said there was a 
remarkable difference in how the new 
engine handled the low-density fuel 
used there.

“The light-density fuel drives the 
fuel system nuts, trying to get the right 
amount of fuel in at the right time,” he 
said. “That creates a stumble on most 
engines and it did on all of our engines. 
I was in Alaska in the February time-
frame and we did all kinds of maneu-
vers trying to make this thing stumble 
and we couldn’t get it to stumble. We 
worked for three to four years trying to 
get our other engines not to stumble 
under those conditions.”

By adapting an existing engine to 
utilize SCR exhaust aftertreatment in 
nine months, Navistar made it look 
easy. But the process was anything 
but. For starters, Navistar had to fig-
ure out how to get its engine control 
module (ECM) to speak with the af-
tertreatment control module (ACM) 
found on the Cummins aftertreatment 
system.

“Our guys knew right up-front that 
would be a challenge, because we’ve 
never talked to an ACM before,” Spen-
cer said. “There were a lot of late nights 
with our controls and electronics peo-
ple and Cummins’ controls people to 
understand how (the systems) were go-
ing to talk to each other.”

Another concern was to ensure the 
SCR system would be mounted to the 
vehicle in such a way that it would 
withstand the rigors of on-road truck-
ing without falling apart. Rather than 
reinvent the wheel, Navistar adopted 

Reloaded
International’s back in the game with a 
revamped 13L MaxxForce with SCR.

Navistar’s MaxxForce 13 engine 
with SCR is now available in the 
International ProStar.
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Eye Colour: Blue

Hair Colour: Brown
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all the hardware, mounting brack-
ets, etc. that were already used on 
the Cummins aftertreatment system 
paired with the ISX and then applied 
them to the MaxxForce-equipped Pro-
Star. 

“It’s been very robust,” Spencer said 
of the hardware associated with the 
SCR system.

Spencer credited Cummins with 
helping make the transition to SCR as 
painless as possible and noted Navi-
star benefited, in some ways, by add-
ing SCR later than other manufac-
turers, when all the bugs had been 
worked out.

The MaxxForce 13 we drove was 
rated at 450 hp and 1,550-1,700 lb.-ft. 
of torque, though it can be had with 
as little as 400 hp and as much as 550. 
It’s a versatile engine that is strik-
ingly quiet to operate, thanks in part 
to a compacted graphite iron (CGI) 
block that’s also lightweight and du-
rable. Navistar says the CGI block 
can reduce weight by as much as  
500 lbs compared to gray iron, yet it 
also boasts 75% higher tensile strength 
and nearly twice the fatigue strength 
as the more commonly used gray iron.

Contributing to the engine’s respon-
siveness is its dual sequential turbo-
chargers, the smaller of which provides 
immediate response upon throttle 
activation with the larger, secondary 
turbo providing peak power at higher 
speeds and on steep grades.

But while International custom-
ers and dealers have plenty to be 

excited about regarding the perfor-
mance of the new MaxxForce 13, it is 
reliability that will ultimately define 
the success of this engine in the long 
run. Navistar’s advertising an ambi-
tious 1.2 million mile B50 life, mean-
ing half the engines it produces will 
still run strong without any signifi-
cant overhauls at 1.2 million miles. 
That kind of reliability will go a long 
way towards winning back custom-
ers who may have been victims of 
the “higher than expected” warran-
ty costs that burdened the previous 
EGR-only MaxxForce. With 13-litre 
engines comprising such a large, and 
growing, segment of the Class 8 on-
highway market, and with the Maxx-
Force 13 the only such 13L engine on 
offer from Navistar, it’s vital that the 
new engine not only perform well, but 
perform well for a long, long time.

It’s not that engine noise, respon-
siveness and fuel economy are unim-
portant – they’re vitally so. But Navi-
star needs to definitively leave in its 
wake the quality issues that have 
plagued its products in recent years. 
Fortunately for them, they believe the 
new 13L MaxxForce is up to the task.

Clarke acknowledged customers will 
have the final word on the quality of 
the new MaxxForce. 

David Majors, vice-president, prod-
uct development with Navistar is op-
timistic this engine is up to the task. 
“These are the best trucks we’ve ever 
built,” he vowed, referencing quality 
metrics tracked by the company.  

By James Menzies

LISLE, Ill. – In a meeting with trade 
press journalists last month, Troy 
Clarke, head of Navistar International, 
spoke candidly about the company’s 
recent challenges and the reasons he 
thinks it has turned the corner.

“We don’t have any false preten-
sions as to where we might be,” he 
admitted. “Our (Class 8) market share 
is low right now; it’s neighbouring at 
14.5% and it was about 18% last year 
and higher than that the year before. 
Truthfully, it’s been tough selling prod-
ucts this year. People know we’re 
making this change (to SCR), they 
know we’ve been working through 
some quality issues and they have 
had every reason to stand on the side-
lines and say ‘We’re going to wait and 
see how Navistar has done.’ But now 
we’re back in the market, we have 
products to sell, we believe we’ve ad-
dressed any number of our quality is-
sues and the products we’re building 
today are far better than anyone has 
seen from Navistar since prior to 2010 
and maybe even prior to that.”

Clarke, who has steered Navistar 
through its difficult restructuring – 
shedding non-core businesses and re-
focusing on product quality – said he’s 
optimistic about where the company 
now stands.

“I believe we’ve got a shot at demon-
strating we can begin to gain market 
share by the end of this fiscal year,” 
he said, without giving a specific tar-
get. “We will go up.”

Clarke noted he took the helm at 
Navistar in the midst of a “perfect 
storm.” The North American truck 

market started 2012 strong, but saw 
sales decline in each subsequent quar-
ter. The wars in Iraq and Afghanistan 
were wound down, reducing the need 
for MRAP military vehicles produced by 
Navistar’s lucrative defense division.

“That was an important part of our 
business. Especially with the reces-
sion that started in 2008 in the truck-
ing industry, (the military business) did 
a lot to buoy our results,” Clarke said. 
Exacerbating the situation, “We had 
some higher than expected warran-
ty costs,” Clarke admitted. “Most of 
those warranty costs were associated 
with the big bore engine we had intro-
duced just before 2009 and we really 
had a significant number in the field at 
that particular point,” he said.

At that time, Clarke recalled, “it ap-
peared problems were showing up at 
our door as fast as you could put name 
tags on them.”

Still, the company enacted a bold 
restructuring plan that would see it 
through the turmoil. 

“We began systematically making 
changes,” Clarke explained. “We de-
cided to embark upon using SCR as 
opposed to EGR and began our path 
to put Cummins’ SCR system on our 
13-litre engines. We needed to do it on 
a very aggressive timeframe.”

The ISX15 was rolled out in the In-
ternational ProStar ahead of schedule 
last December, and the MaxxForce 13 
with SCR was also deployed just ahead 
of Navistar’s self-imposed deadline in 
April. Meanwhile, Navistar was elimi-
nating projects that weren’t core to its 
business (ie. the Mahindra joint ven-
ture in India and its RV and electric 
truck businesses) while other projects, 

including development of its own natu-
ral gas engines, were put “on pause.”

Clarke said the company has cut its 
costs by more than $200 million. 

It is now offering the popular Inter-
national ProStar with the Cummins 
ISX15 and the MaxxForce 13L with 
SCR – an engine it remains bullish 
about.

“We have been able to dial down the 
EGR and rely upon SCR to clean up the 
exhaust and we have found the engine 
is far more responsive,” Clarke said. 
The company feels very positive about 
its revamped product line, and for good 
reason. It’s quick to point out the In-
ternational ProStar and Cummins ISX 
engine were once a formidable com-
bination that enjoyed industry-leading 
market share. Still, Clarke is quick to 
add that customers will ultimately de-
termine whether Navistar has returned 
to its past glory.

“We’re dedicating ourselves to 
things like quality; not how we define 
it, but how our customers define it,” 
he said.

Clarke’s tone may have been absent 
the bravado of his Navistar predeces-
sors, but it certainly wasn’t lacking 
confidence. He noted the MaxxForce 
13 with SCR has accumulated more 

than a million miles of 
testing. Over the past 
10 months, the com-
pany has racked up 
more than 4.5 million 
miles in testing on its 
vehicles; more than in 
the two previous years 
combined. 

“I think that is one 
indicator of how we 
look at our business 
differently (than be-
fore),” he said, add-

ing that it surpassed its own field-
testing targets because the trucks 
were more reliable than expected 
right out of the gate. Clarke’s con-
fidence is based on the faith he has 
in the Navistar team and also the 
conversations he’s had with cus-
tomers. He said he spends Mon-
days and Fridays in the office, and 
the rest of the week meeting face-
to-face with customers. So far, he 
has met with about 250 customers, 
and has even closed deals for about 
1,000 trucks himself. 

Navistar CEO promises improved product quality, increased market share 

‘Truthfully, it’s 
been tough 
selling products 
this year.’ 

  Troy Clarke, CEO, Navistar
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Largest retread plant 
in Canada opened
GRANBY, Que. – Groupe Robert Ber-
nard has inaugurated the largest re-
treading plant in Canada, boasting 
70,000 sq.-ft. of floor space.

The retreader is the eighth in Can-
ada and the 80th in North America to 
use Michelin Retread Technologies 
(MRT), the companies announced. 
Groupe Robert Bernard has invested 
$3 million into the facility.

“We have full faith in the technol-
ogy offered by MRT and we have a 
strong relationship with the Michelin 
family going back 45 years,” said  
Jocelyn Bernard, vice-president of 
Groupe Robert Bernard. “Our new 
plant provides us with a larger shop 
floor of 70,000 sq.-ft. This will facili-
tate better production and storage. 
This will also help us reduce wait 
times for delivery.” 

Harold Phillips, chief operating of-
ficer, Michelin Canada, added: “Al-
though MRT Canada now has eight 
plants across the country, Robert Ber-
nard MRT is the only hybrid facility, 
which means it can manufacture high-
quality retread tires using Pre-Mold 
and Custom-Mold processes. With 
this expansion, Robert Bernard MRT 
is the largest retread plant in Canada. 
This will help the company meet the 
increasing demand for the highest-
quality MRT retread tires in Quebec.”

Michelin says its retreads incorpo-
rate new technologies, offering “in-
comparable treads and the most strin-
gent quality standards.” 

By James Menzies 

MELROSE PARK, Ill. – Navistar Inter-
national has nearly completed the inte-
gration of all truck and engine product 
development activities at its Melrose 
Park Test Center and Engine Plant.

The company has invested $90 mil-
lion into the facility, while bringing ac-
tivities previously conducted in Fort 
Wayne, Ind. to the location. Here, en-
gineers and product developers work 
together under one roof, just a short 
shuttle ride from Navistar’s global 
headquarters in Lisle, Ill.

Navistar has retained the test track 
at its Fort Wayne property but other 
engineering activities have been cen-
tralized in Melrose Park, Navistar of-
ficials said during a press tour of the 
facility in late May. 

The Fort Wayne facility is now on the 
block but many of its former employees 
have made the move to Melrose Park.

Steve Nash, operations director, 
IPD, product integration and vali-
dation, said the company is realiz-
ing improved efficiencies as a result 
of the cohabitation of its engineering 

workforces.
The facility now offers: 50 engine test 

cells; a corrosion lab with full vehicle 
chamber; a hot and cold chamber,  
capable of putting vehicles through 
their paces at temperatures ranging 
from -40 F to 130 F; a body develop-
ment lab to test frontal impact and roof 
strength capabilities while also test-
ing the durability of everything from 
cab doors to steps; a shaker test lab to 
simulate the punishment a truck will 
experience over its life-cycle; and de-
velopment and build bays, where new 
vehicles and engines can be developed 
and prototypes built.

Phase 2 of the expansion will in-
clude the installation of a wind tun-
nel, noise/vibration/harshness test-
ing capabilities and even a museum 
and cafeteria.

The site is also home to the manu-
facturing of Navistar’s inline 6 engines, 
including the MaxxForce DT, Maxx-
Force 9 and MaxxForce 10. The plant is 
currently producing about 70 engines 
per day while running one shift. 

The manufacturing section occu-
pies 1.5 million sq.-ft.  of space. Cer-

tain components, including blocks, 
cams and cranks are also built here 
and shipped to the company’s Hunts-
ville, Ala. big bore engine plant.

Nash said one of the greatest advan-
tages of the revamped Melrose Park 
facility is the ability to work on en-
gines and vehicles concurrently un-
der one roof.  

Maxim Truck and Trailer charity BBQ raises more than $16,000

Navistar brings R&D activities together at 
revamped Melrose Park facility

WINNIPEG, Man. – More than 600 
people dropped by Maxim Truck and 
Trailer May 29, contributing a total of 
$16,500 for charity.

Maxim said this year’s barbecue 
set a new record for funds raised in 
a single event.

“This year’s large selection of raffle 
prizes really helped us attract more 
people and raise more funds for chari-
ty,” said Steve Young, vice-president of 
parts at Maxim Truck and Trailer and 
chief organizer of this year’s event. 
“We owe a great deal of thanks to our 
vendors and suppliers for their gener-
ous support.”

All funds raised will go to Can-
cerCare Manitoba’s Challenge for 
Life program. A seven-member team 
from Maxim has now raised more 
than $48,000 for this year’s campaign, 
which culminated in a 20-kilometre 
walk on June 8.  

Ocean Trailer opens new B.C. dealership
DELTA, B.C. – Utility Trailer has announced the opening of a new Ocean 
Trailer dealership here, which will sell a full line of Utility’s dry van, flatbed 
and Tautliner curtainside trailers.

Ocean Trailer, founded by the Keay family in 1981, is one of more than 
100 Utility dealers across the Americas, the company announced. The new 
dealership sits on a 40-acre site. 

“We purchased the land over seven years ago, but struggled with land 
and environmental permits,” said Sid Keay, president of Ocean Trailer. “We 
finally had clearance and now opened up in a very strategic location in  
Delta. This area is progressively in development with a new highway sys-
tem and direct access to Vancouver’s largest port.”

The new facility is 75,000 sq.-ft. and now also serves as Ocean’s head-
quarters. The company employs more than 200 people and operates loca-
tions in Calgary, Edmonton and Winnipeg. The newest location is located 
at 9076 River Road in Delta, B.C. 

Visitors to Maxim Truck and Trailer’s annual charity barbecue brought with 
them a healthy appetite, and a lot of generosity.
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Good times, good causes

opinion

Rob Wilkins

Publisher’s
Comment

very two years, associate 
publisher Kathy Penner 
and I strap on our lobster 
bibs and head east to the 
Atlantic Truck Show. It 
represents a great oppor-
tunity to get reacquainted 

with our East Coast friends as well as 
to sample some of the world’s best sea-
food. We’ve just returned from this year’s 
edition and I’m happy to report that de-
spite Ma Nature’s best attempt to keep 
the crowds away with torrential rain, 
Noah was able to pull his Ark up to the 
Moncton Coliseum and drop off enough 
people to set a one-day record for atten-
dance. The event’s Lobster Night raised 
$16,000 raised for the Juvenile Diabetes 
Research Foundation. Congrats to all!

Another great event held in June was 
the annual Truck News/Chevron Char-
ity Golf Tournament. I may be just a bit 
biased, but this tournament has turned 
into one of the industry’s best. 

Money raised supports a charity that 
is dear to our hearts, the Make a Wish 
Foundation. This organization grants 
the wishes of children who have life-
threatening medical conditions. One 
hundred and forty four golfers enjoyed 
a near perfect day and early indications 
are we raised over $20,000!  

As always, these events don’t just 
happen. I’d like to recognize and thank 
the staffs of Chevron, Truck News/West 
and our good friends at NAL Insurance 

for their time in organizing the day. A 
special thank you to the sponsors who 
help make this day truly special. And 
to our participants, the money you do-
nated will make more than one child’s 
dream become a reality. (A quick side 
note, there were certain individuals 
that night whose generosity was off the 
charts. I won’t embarrass you by nam-
ing names, but words cannot describe 
our gratitude!)

We all know there are a number of well 
deserving charities. Unfortunately, un-
less you’re Warren Buffet or Bill Gates, 
we all need to be selective in who we do-
nate money to. It’s not an easy decision 
and in a perfect world every legit char-
ity would be well funded. (Then again, 
I suppose in a perfect world there would 
be no need for charities!) 

Either of the above charities are ex-
cellent choices for your hard-earned 
donation budget. It’s not always possi-
ble to donate money, but if you want to 
give, consider volunteering your time. 
You may be surprised at just how good 
it feels to give back. 

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

NEW ORLEANS, La. – Cummins to-
day announced availability of a full 
line of diesel and natural gas engines 
for the refuse truck industry.

The company says its diesel en-
gines will offer up to 2% better fuel 
economy than previous versions.

As diesel engines go, Cummins 

Bendix awards 
seven Canadian 
distributors
ELYRIA, Ohio – Bendix has honoured 37 
distributors, including seven from Cana-
da, for reaching its highest rank of plati-
num in its Premier Distributor Program 
(PDP). Distributors reaching platinum 
status represent the top 10% of compa-
nies in Bendix’s distributor network, the 
company announced. They are evaluat-
ed based on six key measurement areas, 
including more than just volume, mean-
ing all distributors have an equal chance 
to win recognition, the company says.

Canadian platinum distributors in-
clude: Bogar Truck Parts & Service, 
Windsor, Ont.; Buy-Rite Truck Parts, 
Mississauga, Ont.; CBS Parts, Sur-
rey, B.C.; Fort Garry Industries,  Win-
nipeg, Man.; Macpek, Quebec City, 
Que.; Quinte Truck and Trailer, Bel-
leville, Ont.; and Ressorts Maska, Saint  
Hyacinthe, Que.

“The newest platinum members of 
the Bendix Premier Distributor Pro-
gram continue our tradition of devel-
oping strong partnerships to provide 

the heavy-duty aftermarket 
with the highest levels of per-
formance, safety, value, and 
post-sales support,” said Tom 
Otter, Bendix vice-president 
of sales and marketing. 

Cummins offering diesel, natural gas engines for refuse market

Detroit’s Virtual Technician onboard 
diagnostic system wins Edison Award
PORTLAND, Ore. – Detroit’s Virtual Technician onboard diagnostic system has 
won a Silver Award in the Applied Technologies/Smart Systems category at the 
Edison Awards.

Established in 1987 and named after inventor Thomas Alva Edison, the Edison 
Awards honour excellence in product and service development, human-centred 
design and innovation. Evaluated by a panel of 3,000 judges, award winners rep-
resent game-changing products, services and excellence.

Detroit’s Virtual Technician technology is designed to help reduce downtime 
and decrease maintenance costs by providing a technical snapshot of the engine’s 
status as soon as the Check Engine light comes on. The Detroit Customer Support 
Center then relays the information to the provided contact to determine the exact 
issue, recommended service, how soon the engine needs to be serviced, and sup-
ply the closest authorized Detroit service location. Trained technicians are then 
alerted in advance of the customer’s arrival, so they can line up the parts, arrange 
for service and repair the problem.

“Being recognized with an Edison Award is a significant honor, and we are proud 
that Detroit Virtual Technician has earned this achievement,” said Richard Shear-
ing, general manager of sales for Detroit. “Virtual Technician is a ground-breaking 
technology that underscores our unwavering commitment to providing our cus-
tomers with the most advanced tools to increase productivity and efficiency.” 

will offer the ISX12 and ISL9 to re-
fuse truck customers. 

All engines will share a common 
electronic control unit (ECU), which 
will manage both the engine and the 
aftertreatment system, for improved 
overall combustion efficiency, the 
company announced at Waste Expo.

The engines meet the 2013 EPA 
emissions standards as well as 2014 
greenhouse gas regulations. 

On the natural gas side, Cummins 
Westport will offer the ISL G and 
ISX12 G engines, utilizing the same 
base engine and key components as 
their diesel counterparts.

The ISL G will be available with 
ratings from 250-320 hp while the 
ISX12 G will be available with 320-
350 hp. 

Customers can choose either an 
automatic or manual transmission 
with the ISX12 G. Full production of 
the 12-litre gas engine begins in Au-
gust.

Like their diesel counterparts, the 
ISX12 G and ISL G are EPA13 and 
GHG14 compliant.

“Cummins is committed to pro-
viding refuse customers a complete 
lineup of clean diesel and natural gas 
engines that will deliver better fuel 
economy, reliability and durability, 
with lower operating costs,” stated 
Jeff Jones, Cummins vice-president, 
North American engine business. 

“Cummins and Cummins West-
port remain focused on 
continually improving our 
proven technology to pro-
vide products that best 
meet the unique needs of 
our customers.” 

For more OEM/
Dealer News, visit 
TruckNews.com
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BROUGHT TO YOU BY MICHELIN® X® LINETM ENERGY D TIRE  
Michelin’s uncoMproMising highway drive tire 

By Edo Van Belkom

His adventure as a livestock hauler over and done 
with, Mark gave Bud a call, looking for a new load. 

“Hello?” said Bud.
“Hey Bud, it’s Mark.”
“Mark who?”
For Pete’s sake, Mark was getting tired of this. 

“Market Value, the driver against whom all others 
are judged.”

“Wow, aren’t you full of yourself today?”
“Did you hear how I saved a lamb on my last haul?”
“Yeah, I did actually. The company was pretty  

impressed and they’d be happy to have you back.”
“That’s nice to know, and I’m thrilled that it all 

worked out, but I don’t think I’ll be carrying animals 
again any time soon.”

“Why not?”
“It’s a lot of extra responsibility that I’d rather not 

have. I’ve got a hard enough time getting my loads 
to their destinations on time without having to keep 
them alive.”

“I hear ya.”
“Besides, I really don’t want to have to think twice 

every time I stop into Harvey’s and order an Angus 
burger. “

“Alright, then,” Bud said. “How about a load that’s 
big, dumb and heavy?”

“Big, dumb and heavy,” Mark said. “What are you  
gonna give me, a busload of dispatchers?”

“Oh, you are sooo funny. What you need is to take your 
act on the road.”

“But I already am on the road.”
“Then don’t quit your day job.”

•
Bud called back a couple of hours later. “Dalton?” 
Mark couldn’t resist giving him the business. “Yeah, 
who’s this?” He could hear Bud let out a sigh. “It’s Bud.”

“Bud who?”
“Bud Light.”
“Sorry, the only Bud I know is heavy. Three-hundred 

pounds or more.”
“You want this load or not?”
“What you got?”

•
It turned out that the big, dumb and heavy load was 
a trailer of reinforcement steel bars that needed to go 
from a steel mill just outside of Hamilton to a bridge 
under construction near Winnipeg. It was a nice load, 
a bit on the heavy side, but Mother Load had more 
than enough power for it. As long as he kept his speed 
at or below the limit, he’d be fine.

At the yard, Mark saw several trailers that were already 
loaded and awaiting their rides. Obviously there was 
plenty of work here for a driver who wanted it. However, 
the condition of the trailers themselves was a bit more 
telling. The rigs looked to be older models, with plenty 
of rust on the steel and an overall appearance that said 
“old and tired.”

Still, a company that produced steel wouldn’t be this 
busy if they didn’t have a track record of producing a 
quality product delivered on time, right? Mark parked 
Mother Load and went into the shipper’s office to col-
lect the paperwork.

“You Dalton?”
“That’s me.”
“Your dispatcher told me to say, ‘Dalton who?’ Does 

that mean anything to you?”
Mark had to force himself not to smile. “Not a thing, 

other than that guy is crazy.” 
“I don’t know,” the shipper shrugged. “Seemed  

alright to me.”
“You got a bill of lading for me?”
“Yeah, sure.”

•
Because of the condition of the trailer, Mark took his 
time doing his circle check. Sure everything was worn, 
but it was all in perfect working order and everything 
looked right. There were eight bundles of rebar on the 
trailer, four up front and four behind. Each bundle 
was banded by steel straps and the bundles were held 
down by eight heavy-duty straps, four straps over each 
set of four bundles. He tugged on each of the straps 
a couple of times and couldn’t help but feel like a car 
buyer kicking the tires at a dealership. 

Mark didn’t have a lot of experience with such heavy 
loads, but he did have plenty of years on the road and 
with that experience as a guide, everything appeared to 
look right. And, this company had been shipping steel for 
years themselves, surely they knew what they were doing 
when they sent a load out. Mark made some notations in 
his log book, then hooked up the trailer. All the connec-
tions came easily together and locked up tight. With six 
hours of drive time still left in his logbook, he could still 
get a lot of miles under his belt before the day was over.

•
Getting through Toronto was tough. Traffic was stop 
and go and with such a heavy load it wasn’t easy to do 
either. Mark tried to keep Mother Load moving slowly 
so he wouldn’t have to use the brakes or use first gear 
so often, but keeping a gap between himself and the 
vehicle in front of him seemed to be an invitation for 
everyone to cut in front of him – even when it wasn’t 
especially safe to do so.  Later, north of the city on 
the open highway, Mark was careful with his speed. 
He kept the needle of the speedometer right around 
100 km/h and the entire rig seemed to be happy at 
that speed.

But the rest of the drivers on the highway were  
another matter completely.

One hundred kilometres an hour was just too slow 
for the majority of drivers, even those with 18 wheels 
under their control. Mark understood that he was 
moving slower than most, and that people would want 
to get by him, but no one seemed willing to wait for a 
break in oncoming traffic. Drivers of cars, vans, and 
even small trucks were constantly risking lives to pass 
him and gain a few feet of highway. 

At first he tried backing off every time someone was 
trying to pass, but after a while he found he was con-
stantly trying to get his rig back up to 100. Eventually, 
he just kept his speed constant and if people wanted 
to get around him so bad, then they could do so at 
their own risk.

It wasn’t long until someone decided to play dare-
devil. Mark was steady at 100 while oncoming traffic 
was busy enough to make passing difficult. 

No problem for a driver of a Honda, though. Despite 
the solid yellow line. Despite a tanker truck approach-
ing in the southbound lane.

And despite the highway opening up to two lanes 
in less than five kilometres, this driver wanted in front 
of Mark…now!

“Wonder if he’ll make it?” Mark wondered aloud as 
he watched the Honda pull out from behind him and 

begin his pass. The car obviously didn’t have as much 
power as the driver thought because it seemed to sput-
ter in the passing lane, taking way too long to creep up 
Mark’s side.

“Give it up, buddy,” Mark said, keeping his speed 
steady.

Still, the Honda continued with the pass. The tanker 
was on them. Finally, the car found another gear and 
quickly shot past Mother Load.

But the gap had closed too quickly and the Honda cut 
right in front of Mark, nearly clipping Mother Load’s left 
front corner. Mark turned right to avoid a collision, driv-
ing onto the shoulder causing the trailer to fishtail behind 
him. It wasn’t a pleasant feeling – tons of steel moving 
back and forth, jerking the cab one way then the other.

It was the tail wagging the dog. Then something shud-
dered on the rig. Mark could feel the whole thing wanted 
to go right, but managed to muscle the steering wheel 
to keep all 24 of his wheels on the ground. The Honda 
was gone. Drivers continued passing him, honking their 
horns and giving him the finger for driving so danger-
ously. Who cared if it wasn’t his fault, if he’d been cut off, 
and he was actually doing a fine bit of driving just to keep 
his rig under control?

After a few hundred metres on the shoulder, Mark sig-
naled left and pulled back onto the highway. He brought 
it up to 80 and kept it there a while, taking deep breaths 
and wiping the sweat from his face, head and arms.

People were still honking at him, but he cared even 
less now. He was going to keep it straight and slow for as 
long as it took for his heart rate to get back to normal.  

– Mark Dalton returns next month in Part 2 of The 
Blame Game.
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Did you know there are two full-length novels fea-
turing Mark Dalton?: Mark Dalton “SmartDriver” 
and Mark Dalton “Troubleload.” For your free copy 
register with eco ENERGY for Fleets (Fleet Smart) 
at fleetsmart.gc.ca.
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TORONTO, Ont. – Canada Cartage has 
announced it will be increasing service 
to one of its key Western Canadian cli-
ents to serve an additional 26 stores, 
marking a 21% increase.

The new service was launched June 
2 and will provide outsourced fleet ser-
vices for store-to-customers home de-
livery of products including lumber, 
shingles, windows and other home 
renovation products. 

The trucks will be painted in the co-
lours of the store, but will be driven 
and managed by Canada Cartage, the 
company says.

Canada Cartage said the new busi-
ness resulted from the client’s evolving 

supply chain and their need to consoli-
date home delivery service from sev-
eral suppliers into one channel.

“We are delighted to expand our 
long-term partnership with one of 
our major clients as they increase 
their home delivery service offering 
to their customers,” said Paul Dunn, 
vice-president of the company’s Di-
rect2Home subsidiary. “Our focus for 
the first few months is managing their 
crucially important peak season with 
a complement of experienced drivers 
and expanding fleet. After that, we will 
look at improving existing processes to 
ensure we are operating at optimum 
efficiency.” 

Canada Cartage boosts 
Western presence

Mullen buys Jay’s Moving & Storage
REGINA, Sask. – Mullen Group announced today the acquisition of Jay’s 
Moving & Storage in a deal expected to close on June 1.

Jay’s, owned by Dennis Doehl and based in Regina, Sask., has been in 
business since 1964 and operates more than 600 trucks and trailers and 
11 full-service terminals, providing LTL transportation services.

In 2010, the company was named Saskatchewan’s Business of the Year 
by the Saskatchewan Chamber of Commerce.

“We are extremely pleased to add Jay’s to our organization,” said Mur-
ray Mullen, chairman and CEO of Mullen Group. “Dennis Doehl is a true 
entrepreneur starting with just a couple of trucks nearly 50 years ago. His 
company has an exceptional reputation for providing outstanding service 
to its customers and we look forward to working with the management 
team to enhance the service offerings to Mullen Group’s existing cus-
tomers and realizing on the potential synergies resulting from this acqui-
sition. This is a great company with an established history and a strong 
management team. As such, we anticipate a quick and smooth transition.”

Mullen said Doehl would stay on for the remainder of the year to assist with 
the transition. Jay’s will operate as a stand-alone company under the Mul-
len Group umbrella and is expected to add revenues of $35-$40 million. 

SLAVE LAKE, Alta. – Contrans Group 
has purchased waste collection com-
pany Deuce Disposal. Based in Slave 
Lake, Alta., Deuce has been providing 
waste collection services – including 
residential waste collection and recy-
cling, commercial waste collection/re-
cycling, metals processing and custom 
waste bin solutions – since 1981.

It is expected to bring annual reve-
nues of $9 million to Contrans.

“Since our entry into the waste col-
lection business in 2010, we have been 
looking to add to this line of business,” 

said Contrans chairman and chief ex-
ecutive officer Stan Dunford. 

“This successful business was built on 
a foundation of exceptional service. The 
team at Deuce has developed some cus-
tomized collection services for unique 
customers in their local area. There are 
numerous new investments in the local 
businesses and the oilfield production 
infrastructure, and we believe Deuce 
will successfully grow along with its cus-
tomers. This transaction adds a new di-
mension to our fast growing waste col-
lection business in Alberta.” 

Contrans expands waste division

Yanke rewards drivers 
for long-time service
SASKATOON, Sask. – Yanke Group recently celebrated the achievements of 47 
professional drivers and staff members, including five drivers who’ve reached two 
million miles with the company.

The awards were presented as part of Yanke’s quarterly Key Business Indica-
tor and Service Awards luncheon. Drivers reaching the two million mile mark 
with Yanke included: Gerald Hinks, Jason Hunter, Andrzej Jaworski, Paul Miller 
and Erin Skomoroh. Collectively, they’ve circled the globe more than 400 times 
in service to Yanke, the company points out.

“Our industry is one of constant change and transition. Many companies 
struggle to retain good people. We have endeavoured to put in place programs 
that make Yanke a desirable place to work and I am very proud of our retention 
record, and of these five operators specifically in their achievement,” said Russel 
Marcoux, president of Yanke Group of Companies. Drivers and staff with five, 
10, 15 and 20 years of service were also recognized at the event. 
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hank goodness for glob-
al warming – spring fi-
nally arrived in south-
ern Alberta just in time 
for us to miss our near-
ly annual Victoria Day 
weekend major snow-
fall. Perhaps we’ll get it 

during Stampede this year, maybe just 
in time for the parade! 

Barbecue season
Anyway, it’s now barbecue season 
(which in our household means it’s 
“someone else’s turn to barbecue” 
season, since I regularly turn out lit-
tle black rocks where meat used to be). 
In Alberta, that also means the Alberta 
Motor Transport Association’s annual 
string of driver barbecues (I was gob-
smacked to discover they don’t real-
ly cook drivers!), which kick off in this 
month of June. AMTA’s annual salutes 
to truckers are held at Alberta inspec-
tion stations, via the auspices of Alber-
ta’s Commercial Enforcement officers 

(and no, they aren’t there to shoot fish 
in a barrel thanks to having a captive 
audience – or so I was told when I at-
tended one on a particularly wet and 
nasty day a couple of years ago). 

The lunches are free (see, there is 
such a thing!) and drivers are invited 
to stop by as they pass. Here’s a list of 
this summer’s events: Vermillion, June 
20; Leduc, June 26; Whitecourt, July 
10; Dunmore, Aug. 9; Demmitt, Sept. 
11; and Balzac, Sept. 6. Don’t forget, 
if you’re at the first barbecue, to say 
“Thanks Vermilion!” as you drive off…

Driving standards 
Elsewhere in this issue I outline how 
the AMTA is helping to develop com-
mercial driver standards in Alberta, 
but the topic of upping the education 
ante for drivers is also high on the list 
of priorities in other western provinc-
es as well.

In beautiful British Columbia, the 
Immigrant Employment Council of 
B.C. has awarded the B.C. Trucking 

Association $196,000 to develop a pro-
fessional driver vocational assessment 
tool aimed at helping new Canadians 
who apply for positions as drivers, as 
well as employer licensing and train-
ing resources.

According to the BCTA, the tool will 
be meant to help assess an applicant’s 
“job-readiness” in terms of technical 
skills as well as with respect to “com-
munications, customer relations and 
other important qualities.” They’re go-
ing to test the tool on 25 pre-screened 
immigrants who are actively seek-
ing to work in the biz. The licensing 
and training resource for employers 
is meant as a reference tool that out-
lines the licensing and testing require-
ments, training regimen, and the like, 
that employers need to assess the qual-
ifications of applicants who have non-
Canadian licences and/or experience.

The money is part of 11 projects the 
Council is supporting to help employ-
ers, industry and business associations 
develop help integrate skilled immi-
grants into B.C. workplaces. 

The BCTA says it hopes to have both 
projects ready to go by March, 2014.

They aren’t sitting on their hands in 
Manitoba, either, where the MTA is of-
fering some summer courses designed 
to help drivers hone their skills. A Pro-
fessional Driver Improvement Course 
(PDIC) is set for July 9, with an LCV 
course scheduled for the following day.

According to the MTA, the PDIC 
course is designed to fine-tune a driv-
er’s skills. The course is taught from 
the professional truck driver’s per-
spective and is aimed at experienced 
drivers only. In fact, they recommend 
that participants have at least a year of 
professional truck driving under their 
belts before enrolling. 

The LCV course (July 10) is also 
aimed at experienced professional 
drivers. It meets the regulatory re-
quirements for LCV drivers in all four 
western provinces and is made up 
of four classroom hours and a three-
hour road test. The MTA also supplies 
a manual participants can keep upon 
completion of the course.

To qualify, you need to have 150,000 
kms (or 24 months) of driving experi-
ence on articulated vehicles. For info 
on either course, contact the MTA at 
204-632-6600. 

Positive negatives? 
Okay, the “negative” pun doesn’t work 
anymore in an era of digital photogra-
phy, but so what? Anyway, the BCTA, 
which is celebrating its centennial this 
year, is holding a photo contest for 
teens. To no one’s surprise, the theme 
is commercial road transportation 
in B.C., including trucks and motor 
coaches (I assume taxis don’t count, 
which should cut down on the damn 
Prius shots!). Photos “should capture 
something about the industry – people, 

trucks, cargo, motor coaches, whatever 
you’d like to highlight.”

The best part? Cash prizes! First 
place scoops $400, second place 
“snaps” up $200, and the third place 
entry scores $100. The contest is open 
to teenagers who are “children, step-
children, foster children or grandchil-
dren of owners OR current employees 
of a BCTA member company (motor 
carrier or associate member) who are 
13 to 18 years old during the term of the 
contest.” And isn’t that quite a mouth-
ful? Time is short to get involved, how-
ever: deadline is June 28.

The association is also throwing 
a 100th anniversary members’ open 
house on July 18 at its Langley office. 
The bash will feature a “delicious sum-
mer barbecue buffet lunch, swinging 
music and fun activities” as well as 
offering a first look at the photo con-
test-winning submissions as well as 
a chance to drive the Trucking Safe-
ty Council of B.C.’s remote-controlled 
tractor-trailer through what’s billed 
as “a fun and challenging obstacle 
course.” The lunch runs over an ex-
tended lunch hour from 11:30 to 2:30. 
For more info on the photo bombing or 
the bash, contact the BCTA at 604-888-
5319 or bcta@bctrucking.com. 

Getting the walk around
As opposed to the runaround? Truck-
ing HR Canada has unleashed the 
HR Circle Check, a free online tool 
designed to help fleet managers an-
alyze and improve their human re-
sources practices. Available at www.
truckingHR.com the tool, according to 
Tamara Miller, the group’s director of 
programs and services, is a self-assess-
ment tool that offers “a similar step-by-
step process for analyzing the policies 
and procedures used to attract, train 
and retain the people who work with 
the trucks.” 

Using the tool apparently only takes 
about 15 minutes, yet with it they say 
you can create a high-level overview 
of business practices such as:  Man-
aging the business concerns related 
to human resources; Attracting quali-
fied candidates; Managing the appli-
cation process; Screening and assess-
ing candidates; Hiring and orientation; 
Understanding retention and turnover; 
Mentoring new employees; Creating a 
high-performance workplace.

Fleets can also apparently use the re-
sults of the overviews to focus business-
planning efforts. 

That’s it for this month! As always, if 
you know of – or have – an event or an 
achievement you think deserves publiciz-
ing to your peers, fire me off an e-mail to 
jim@transportationmedia.ca. Naturally, 
we can only print what we have room for, 
and it has to fit into today’s ideas of good 
taste, so (as a lawyer once communicat-
ed to me) “govern yourself accordingly.” 

38 
jim’s brayings

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

Name:

Address:

Town/City:

Home phone:

Email:

Number of years in trucking/commodity hauled:

Primary truck and engine:

Number of vehicles:

Contracted to (if applicable):

How do you maximize fuel efficiency?:

My choice is based on:

Prov:

Bus. phone:

Postal code:

Safe driving record � Industry/community involvement � Heroism � Going "Green" Initiatives �

Explain:

Nominated by: Phone:

Mail completed forms to “AWARD” Truck News/Truck West, Attn: Kathy Penner
12 Concorde Place, Suite 800, Toronto, Ontario M3C 4J2

FORM MUST BE FILLED IN COMPLETELY AND NOMINEE MUST HAVE CLEAN DRIVER'S ABSTRACT

80 Valleybook Drive, Toronto, Ontario M3B 2S9

In addition to a ring fit for a champion, 
2013’s honouree will also receive

$6,000 cash!

 My choice is based on:

 n  Safe driving record   n  Industry/community involvement   n Heroism n Going “Green” Initiatives

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 below.
 20thOwner/OperatOr 

An n uAl   

Aw Ar d

Truck n ews and Truck west are proud to honour 
Canada’s top Owner/Operator every year.

Nominations must be received by June 14, 2013

THe Owner/OperaTOr Of THe year SHOuld be...
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24•7

“ GOODYEAR FLEET HQ GETS OUR TRUCKS ROLLING IN 2 HOURS, 16 MINUTES!”
STEVE GRAHAM – SCHNEIDER NATIONAL 

From call time to roll time, Goodyear’s 24/7 emergency roadside service is dedicated to getting you back on the road in as little as 
two hours. And that’s just the beginning of how Goodyear® can help improve your fleet’s profitability. When you sign up at no cost for 
Goodyear’s Fleet HQ program, you also benefit from a national network of more than 2,200 dealers, tire tracking & reporting, national 
pricing program and more. 

To learn more, call 1-866-Fleet-HQ or go to goodyeartrucktires.com.

©2013 Goodyear Canada Inc. All rights reserved.
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