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By Lou Smyrlis

WINNIPEG, Man. – There’s a new per-
son at the helm of the Manitoba Truck-
ing Association. Terry Shaw, who spent 
three years as the association’s gener-
al manager, moved into the executive 
director’s office after the retirement of 
the much respected Bob Dolyniuk (who 
spent 43 years in the industry, 17 of them 
as head of the MTA). Truck West pub-
lisher and editorial director Lou Smyr-
lis travelled to Winnipeg to get to know 
Shaw, and understand how he will shape 
the association in the years to come.

•
TW:  Bob Dolyniuk was the head of 

the Manitoba Trucking Association for a 
long time and was one of the best known 
and respected people in the industry. 

Now that he has retired, you are step-
ping in to run the association. How will 
your background before joining the MTA 
affect the kind of leader you will be? 

Shaw: I’m one of the guys in the indus-
try who doesn’t have a family history in 
trucking but I have been in the industry 
since 1996. One of the gentlemen I went 
to school with had a friend working at 
TransX at the time, and I ended up work-
ing at TransX for about five years in a va-
riety of roles. One of my first roles was 
as a log audit clerk. From there I worked 
through planning, dispatch, customer 
service and other positions. 

When I left TransX, I went to work for 
the Workers Compensation Board here 
in Manitoba for about a year and then 
went to Big Freight Systems – working 
out of their Steinbach office initially and 
over the years out of both their Stein-
bach and Winnipeg offices for just un-
der a decade. So in terms of leadership, 
I’ve had the opportunity to work for a 
large company and a smaller company 
to work with an LTL focus and a project-
related open deck focus. It was excel-
lent working and learning with the ex-
ecutives running these companies and 
capturing the elements that would work  
for me in terms of my own professional 
development. 

TW: It’s interesting that you do not 
have a family background in the in-
dustry. As you know, this is an indus-
try where family ties are common. Yet, 

Getting 
to know 
MTA’s new  
executive 
director

Western Canada’s Trucking Newspaper Since 1989 • September 2014 Volume 25, Issue 9

Pa
ge

 1
3

Pa
ge

 1
4

Pa
ge

 2
1

Pa
ge

 2
6A costly mistake: 

Permitting vs pro-rating. 
Understand the differences 
or face the consequences.

Not so fast: Al Goodhall 
offers a driver’s perspective 
on autonomous trucks.

Cool technologies: 
Refrigerated goods 
carriers are tracking cargo 
temperatures in real-time.

On the road: We take the 
new Volvo VNX heavy-hauler 
for a drive. Will it find a 
home in the oilpatch? 

Careers: 22, 23, 24, 
25, 26, 27, 28, 29

To view list of advertisers
see pg. 37PM

4
0

0
6

9
2

4
0

Manitoba driver Sidhil Kumar’s truck was shot up by unknown assailants while driving on I-94 in Wisconsin.

By Carolyn Gruske

BALDWIN, Wisc. – “Tat-tat-tat-tat-tat.” That’s 
how Sidhil Kumar described the sounds that 
first alerted him that something serious was 
happening. 

Kumar was driving a 2012 Peterbilt east along 
I-94 in Wisconsin. He had entered the US at the 
Pembina/Emerson border crossing and had re-
fuelled in St. Cloud, Minn. Friday, Aug. 1 was 
rapidly drawing to a close, as the clock was just 
about to come up on midnight. Until that point, 
the trip from Trappers Transport in Winnipeg 
had been uneventful. Kumar had done this 
run before – hauling a 53-ft reefer full of fro-
zen French fries from Manitoba to St. Johns, 
Mich. – so he thought he knew what to expect. 
He was planning on stopping for the night in ei-
ther Menomonie (about 40 miles up the road) or 
Black River Falls, depending on where he could 
find space, but he didn’t get that far. 

At that point in the night, traffic along the 
busy highway was light. Kumar, whose truck 
is limited to 62 mph, was cruising in the right 
lane. Everything was perfectly normal. That’s 
when he first spotted the red or maroon car. 

“It was in front of me for a while – a few min-
utes,” said Kumar in an exclusive interview with 
Truck West. “There was a white car as well, but 

this maroon car slowed down. It looked like 
it was going to take an exit, so I moved to the 
left lane because I didn’t want to slow down. 
Exit 16 was very close to me. This car was in the 
right lane, but I didn’t see the car. I couldn’t see 
it. When I went to the left lane, I guess the car 
came up to the normal speed and was driving 
parallel to me. I didn’t pay much attention to it. 
It was quite normal. I just passed it when I had 
enough space to move over.”

Kumar, however, quickly found a reason to 
start paying closer attention, even though by 
then it was too late. 

“I heard something like hammering on my 
cab. Like somebody was beating on the cab with 
a hammer. It was several shots. I know about 
bullets. I have a gun licence. But I never ex-
pected this: that somebody was shooting at my 
truck without any reason. There was no expec-
tation. There were a number of gunshots - I’d 
say 15 to 20. It was like tat-tat-tat-tat-tat. Then a 
stop. Then tat-tat-tat-tat. Then stop, then three, 
four or five shots again. Then stop, and again 
shots. It felt like non-stop for 10 or 15 seconds, 
like somebody hammering at me. It was a mix-
ture of bullet shots and hits. I know they fired 
more than 15 bullets at me. Maybe 20. 

“I didn’t realize exactly what was happening 
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It’s been a tough month for trucking in-
dustry advocates, as the industry has 
come under fire from numerous direc-
tions – in some cases deservingly so. 
Stateside, CNBC has run a series of ‘in-
vestigative reports’ that have presented 
an unfavourable portrayal of the truck-
ing industry and its safety record.

Unfavourable would be an under-
statement. The series set out to create a 
public furor over the issue of truck safe-
ty, forcing the American Trucking As-
sociations to respond. The ATA noted 
the trucking industry in the US spends 
more than $7 billion per year on safety. 
The sensational CNBC series is just the 
latest fallout from the crash earlier this 
summer involving a Walmart-owned 
tractor-trailer that plowed into a lim-
ousine carrying comedian Tracy Mor-
gan. Morgan was injured and his friend 
killed in the wreck.

Closer to home, an allegedly drunk 
guy in a truck (I can’t even refer to him 
as a truck driver) ran into the Burlington 
Skyway Bridge with his bucket raised, 
taking it out of commission for several 
days, including over the heavily-trav-
elled Civic Holiday weekend.

This prompted widespread criticism 
of the trucking industry and moved the 
Ontario Trucking Association to point 
out truck drivers are the least likely of 

any motorists to drive while 
under the influence of drugs 
or alcohol. They pointed to 
the fact that no truck driv-
er has been involved in a fa-
tal crash in Ontario while 
impaired, according to the 
province’s latest road safety 
statistics.

Still, the damage this in-
dividual brought upon the 
industry’s reputation can’t 
be undone. And then as if on 
cue, another Ontario truck 
driver was arrested in Mich-
igan and charged with im-
paired driving after being 
seen driving erratically.

It’s almost enough to 
make you lose faith in the in-
dustry. But it isn’t. Fortunately, at Truck 
News, we prefer to focus on the accom-
plishments of the truly professional driv-
ers, such as Jake and Mary Siemens, a 
husband-wife team you can read about 
on pg. 70, who have together racked up 
four million miles of safe driving. Each 
month, we dedicate this page to cele-
brating someone special from within 
the industry and there is no shortage of 
people from whom to choose. We’ve also 
been delivering unprecedented cover-
age of the Ontario Professional Truck 
Driving Championships and its com-
petitors. And while all this was going on, 
we’ve been knee-deep in nominations 
for our annual Truck News Owner/Op-
erator of the Year award. We’ve whittled 
the list of nominees into a short list of fi-
nalists and each of them are deserving 

of this, the most prestigious O/O award 
in the country. We’ll be announcing the 
winner in the weeks ahead.

So, while the truly unprofessional 
drivers are commanding a lot of atten-
tion in the mainstream media, we must 
remember the industry is still stacked 
with true professionals who every day 
go about their business without a lot of 
fanfare. Interest in their stories is limit-
ed to those of us with a connection to the 
trucking industry, but that doesn’t mean 
we shouldn’t continue to celebrate them. 
And we’ll continue to do just that.  

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 @JamesMenzies.

Can truck design become a significant 
tool in attracting a new generation of 
drivers? We got a better glimpse into 
that future this year than we have in 
some time. Question is, are we headed 
in the right direction?

To me that future looks a lot differ-
ent than the past. If the traditional 
box-shaped, low-tech, big power and 
fuel efficiency be damned design is 
what you crave, then I don’t think 
you will like what the future holds. If 
streamlined, high-tech, ergonomic, 
slipstream design turns your crank 
then I think you will. The truck of the 
future will look and feel a lot less like 
a tank and a lot more like a high-per-
formance airplane.

Walmart stretched our imagina-
tion at the start of the year with the 
Walmart Advanced Vehicle Experi-
ence or WAVE vehicle, a collabora-
tion between the retailer, Peterbilt, 
Great Dane Trailers, and Capstone 
Turbine. The fact that Peterbilt, per-
haps the brand most commonly as-
sociated with the traditional box-
shaped design many drivers have 
come to love over the years, was in-
volved perhaps is telling about where 
things are going. 

Much of the new design elements, 
such as the hybrid powertrain and 
convex-nosed trailer constructed 
from carbon fibre, are aimed towards 
greatly improving fuel efficiency. 

But the inside of the cab complete-

ly reinvents the current driver work-
space with a centred driver’s seat, and 
an electronic dashboard with custom-
izable gauges and performance data. 
The driver becomes the focal point of 
a much more technically sophisticat-
ed vehicle. But it also requires a future 
driver who is comfortable with and 
willing to be the focal point of much 
more intelligent machinery.

And then this summer Daimler 
Trucks demonstrated a truck which 
truly resembles the piloting of a com-
mercial airliner. Daimler’s first auton-
omous truck drives itself much of the 
time. Many of the technologies that 
make up the truck are already com-
mercially available safety systems. 

The self-driving trucks can be oper-
ated on existing road infrastructure, 
provided lane markings are clearly 
visible. 

The truck is smart enough to re-
spond to disabled vehicles parked on 
the shoulder of the road, to navigate 
stop-and-go traffic without driver in-
tervention and to cruise at highway 
speeds of up to 85 km/h. 

Certain maneuvers require the 
driver to take over, including overtak-

ing other vehicles but it’s expected at 
least 50% of the time an autonomous 
truck would operate without any driv-
er involvement at all. 

So if drivers of the future can be ex-
cused from a good half of the driv-
ing, what would they do with their 
time? They can use their seat time to 
perform other work duties that have 
traditionally been handled by office 
staff, according to Daimler, such as 
invoicing, planning deliveries and ar-
ranging future loads. Like the WAVE 
concept vehicle, it requires a driver 
who is attracted to a job that is much 
different than today’s driving job. 

In other words, technology already 
available today has the potential to 
radically change the driving profes-
sion. Is this the forward step the in-
dustry has been struggling to take  
to make the driving profession more 
attractive? 

I would love to hear from you 
on that, particularly from younger  
drivers. 

You can e-mail me your thoughts 
at lou@transportationmedia.ca. 
Also be sure to check out pg. 14 for a  
driver’s perspective on self-driving 
trucks.  

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

Celebrating the professional driver

What will the future truck look like?
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OEM This 
Month

Last
Year

Freightliner 686 588

International 382 300

Kenworth 407 368

Mack 217 234

Peterbilt 304 337

Volvo 576 277

Western Star 228 242

TOTALS 2800 2346

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

Freightliner 307 505 115 162 1,425 526 147 63 1 21 3,272

Kenworth 303 936 215 1 363 397 42 0 0 0 2,257

Mack 77 193 86 67 583 140 14 23 5 13 1,201

International 72 292 38 74 932 332 78 29 5 21 1,873

Peterbilt 255 687 162 105 360 236 75 11 0 0 1,891

Volvo 276 297 59 171 1,013 331 105 53 0 1 2,306

Western Star 163 422 41 65 190 182 28 34 3 4 1,132

TOTALS 1,453 3,332 716 645 4,866 2,144 489 213 14 60 13,932

June was a breath of fresh air for Canadian Class 
8 truck sales. After dipping below the previous 
year’s pace for four straight months, June’s sales 
totals soared above last year’s. The month’s sales 
totals were the fifth best June totals dating back 
to 1999. Volvo in particular showed significant 
improvement to their numbers over the past year 
while Freightliner, International and Kenworth also 
surpassed their previous year’s numbers.

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

Historical Comparison – YTD June 14
Class 8 Sales (YTD June 14) by Province and OEM

The optimism for an improvement in Class 8 truck sales in 2014 after 2013 proved a disappointing year was quickly fading, despite improving fortunes for trucking companies. Then 
the June sales figures came in, blowing past last year’s totals. YTD numbers are still nowhere close to those of 2012, the best year since the recession for Class 8 sales, but they 
are now ahead of last year’s results. With small carriers more willing to purchase new trucks than they have been in years, according to our latest research, and all carriers feeling 
more optimistic, could the second half of 2014 be a memorable one?

June has proved the best sales month of the past year. After 10 straight months of sales coming 
in above the 2,000 mark, reminiscent of the industry’s capacity boom years of 2005 to 2007, 
they dropped slightly below 2,000 in January and considerably further in February. Good news 
is that they bounced back in March and April, topping the 2,000 mark both months. May showed 
further improvement and June was a welcomed surprise and shows a steady improvement in 
sales numbers the last four months.

Market Share Class 8 – June 14 YTD
12-Month Sales Trends
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Volvo’s star continues to rise with Canadian Class 8 truck purchasers. 
Last month we reported that Volvo had surged to capture 16% of  
the Canadian market, leap frogging past Peterbilt, which was down to 
14% market share. This month Volvo has slipped past the other Paccar 
company, Kenworth, to grab the number two spot. Volvo now enjoys a 17% 
share of Canadian Class 8 truck sales. Freightliner remains the market 
leader with a 23% share.

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

2.239 2,252 2,347 2,618 2,361 2,168 1,941 1,641 2,244 2587 2711 2,800

Western Star 8%

International 13%

Chevron Global Lubricants CS6.indd   4 14-08-12   9:58 AM
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Your budget is
no longer a barrier

to performance.

Introducing the Link® SWB at
Truxpo Booth #452

Special thanks to TPZ Trucking

The New Link® SWB Tandem Steer Suspension
The SWB (Spring Walking Beam) tandem steer suspension was specifically 
designed to reduce maintenance costs. The construction blends the rugged 
durability and weight distribution of a walking beam with the simplicity of a spring 
suspension. The straightforward design reduces installation time, and with 
just two wear points, preventative maintenance is a cinch! So you get a better 
performing suspension at a cost comparable to a basic four-spring.

To learn more, call 888.472.9326 or visit www.linkmfg.com/products/swb.

cover story

to me. It was like somebody standing 
behind my cab beating on it. I thought 
maybe some crazy people got behind 
my truck when I stopped for fuelling 
and they’ve been standing there for 
one-and-a-half hours.  My truck has 
only one berth, so there was nothing 
to fall down from the upper berth. The 
luggage compartment was secured. 
There was nothing that could make 
that sound.”

Curious about the noise and want-
ing to stop and determine the cause, 
Kumar spied an exit. He didn’t take 
it, but he pulled over just past the off-
ramp calculating there would be more 
room on the side of the road there than 
on the regular highway shoulder. 

“I didn’t shut down the engine. I just 
applied my parking brakes and went to 
the cabin. I saw my (sleeper) cab win-
dow was down. It looked like some-
body shot it – glass everywhere. I real-
ized it was not the safest place to park, 
so thought let’s go someplace else, like 
some rest area or a truck stop or take 
another exit. I thought let’s go. So I im-
mediately started driving again. 

“I was picking up my speed. I was in 
the right lane and another truck driver, 
an American female truck driver, she 
put her cab lights on and was waving 
her hands at me like park, park. She 
was talking on the radio, ‘You have a 
fuel leak.’ I put my back lights on and 

looked what was happening to my 
trailer and I saw the fuel going out like 
a fog because my fuel tanks were full. 
There were 50 gallons of fuel there in 
my reefer tanks. I came to realize lat-
er these guys shot my fuel tank and 
made a hole, so fuel was coming out 
and spreading everywhere, covering 
the cars behind me.”

Including the white car Kumar no-
ticed before all the shooting. 

Even though she couldn’t be aware 
of exactly what happened to cause the 
fuel leak, the woman who flagged Ku-
mar down pulled her rig over, parked it 
on the side of the road and got out. That 
gave Kumar the confidence to know 
the road was safe enough to pull over 
himself. 

“She ran at me and asked me what 
happened. I said I realized I was shot, 
but I didn’t realize the fuel leak. I gave 
my phone to her to call the cops: 9-1-
1. At the same time, I went to discon-
nect my tractor and trailer because 
there was a heavy fuel leak and I 
didn’t want, if it caught fire, to take 
my truck too.”

Kumar pulled his truck ahead, laid 
out his safety triangles and within 
minutes, an assortment of officials had 
arrived, including highway troopers, 
firefighters and officers from the St. 
Croix County sheriff’s office. Kumar 
said the firefighters were able to plug 
the fuel leak, but there was still a flood 

of diesel on the road. 
By that point, Kumar and the  

other driver had become the centre of 
attention. 

“The cops were very good. They 
came and asked me if  I was safe. They 
talked to me. They also had a very good 
witness, the female driver. They in-
terviewed her as well. They asked for 
my licence. I’m a trusted traveller, so 
I have my FAST Card. They took my 
FAST Card, so they know I’m not a 
criminal. They took my ID and kept 
it for an hour. I stayed there for over 
two hours because there were lots of 
things to do. They took one statement 
from me,” he said. 

“Everybody was taking reports from 
me. They asked me for my truck in-
surance, my truck documents. Every-
thing was in order. After noting down 
everything, they gave it all back. They 
were good. They told me, ‘You were 
lucky.’”

One investigator even got on the 
phone with Kumar’s dispatcher and 
explained the situation to her, after 
Kumar has made the initial phone 
call, reporting what had happened. 
Kumar spoke with numerous people 
from Trappers including the company’s 
safety team. 

“Everybody was upset because it 
has never happened in their history. 
They’ve never had the experience of 
somebody shooting their truck.”

While Kumar spent more than two 
hours on the side of the road, the other 
trucker was allowed to go after about 
30 minutes. Kumar said that in the 
confusion and chaos that happened, 

he didn’t get a chance to really talk  
to her. 

“I don’t know her name. I met her, 
but we didn’t get much time to talk 
or exchange numbers or that kind of 
thing because of the circumstances. 
She called the cops and was busy with 
the cops. 

“She had the courage to stop. Other-
wise she could have just told me, ‘You 
have a fuel leak’ and went away. Some-
body else would have done that, but 
she stopped with me.”

Around 3 a.m. Saturday, police  
officials informed Kumar they were 
going to tow his truck to the impound 
yard so they could continue their  
investigation. 

They also told him to grab his bags 
before having an officer drive him to 
a local hotel. 

Kumar wasn’t finished telling his 
story, though. He had to give anoth-
er, more detailed statement from his  

Manitoba trucker fired upon 
for no apparent reason
Continued from page 1

Continued on page 7

A mechanic repairs the reefer fuel tank 
after it was punctured by several bul-
lets.
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hotel room later that day. 
On Sunday morning, Kumar re-

ceived a call saying he could reclaim 
his truck, even if it wasn’t ready to 
drive. 

“I had a flat tire. I had a leaked fuel 
tank, so my company sent mechan-
ics – a tire guy and a reefer mechanic 
with a new tank. When the tire guy re-
placed the tire, they found a bullet in-
side the tire. The same thing with the 
reefer tank. When they replaced the 
reefer tank, they got a bullet.”

In total police in Wisconsin found 
nine bullet holes in Kumar’s truck. It 
wasn’t until he got to Canada when he 
realized they hadn’t found them all. 

“I was shot nine times – well actu-
ally 10 times. The cops counted nine, 
but when I stopped at the Canadian 
border, the Canadian Customs in-
spector found one more shot.  They 
f lattened my trailer tire. They shot 
my door of my cab – one shot that was 
actually supposed to hit me. They 
shot at the window at an angle that 
goes directly to the driver’s seat, but 
I was very fortunate. That bullet hit 
the window frame and the aluminum 
was so strong that even though it’s 
pierced, it stopped it. That was sup-
posed to really hit me. I was so lucky.

“One shot was high, I don’t know 
where they aimed, but it went into the 
cab cover – there was a hole. Two shots 
pierced the reefer. One shot in the 
landing gear and one shot made a hole 
in the fuel tank. There is one shot in 
the tire and one shot in the DEF tank. 
The DEF tank is on the right-hand side, 
so maybe they mistakenly thought it 
was the fuel tank they were shooting 
at. The last shot I found at the back of 
my trailer.  It looked to me like they 
slowed down and shot when I passed. 
They took the last shot at the back of 
my trailer, then they took the exit and 
were gone. Because they knew there 
was an exit ahead.”

While Kumar didn’t see the red or 
maroon car leave the highway, or even 
notice anything about who was in the 
vehicle, he has some ideas about what 
happened. 

He believes there must have been at 
least two, or more likely three people 
in the car. He also thinks they knew 
how to shoot and had some familiarity 
with trucks. 

“I guess there were maybe three 
people, because a driver cannot 
shoot me while driving because of 
the air turbulence. When you are 
travelling beside a big semi going 
105 km/h, there is turbulence, so he 
cannot safely shoot me, especially at 
night while being safe. 

“He shot my cab. He shot my win-
dow. This cannot be done left-hand-
ed or one-handed. If he had a passen-
ger, the passenger cannot shoot as well 
because he has the driver on his left-
hand side. It’s not easy for him to shoot 
me from the right side. The shot came, 
maybe, from the back seat – somebody 
sitting in the back seat on the left-hand 
side. I think there were three or more 
people,” he said. 

“I’ve heard of truckers experienc-
ing one shot or two shots, breaking the 

window and they’re gone. This is not 
like that. This is somebody who really 
wanted to kill me. 

“The angle of the shots – if you look 
at the one shot at the window, it would 
have seriously injured me. To shoot me 
like that from a car to a truck, it’s not 
that easy. A car is too low for a truck. 
I’m on the other side, so to target me, 
it’s not easy. So the guys who were 
shooting at me were really, really good 
shooters. And at night, you cannot dif-
ferentiate between a reefer and a dry 
van, and the shooters, they knew there 
was a diesel tank just behind the trailer 
they were shooting into. It’s hard to see 

cover story

Driver convinced shooters 
were aiming to kill
Continued from page 5

Continued on page 9 
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at night. They know much about truck-
ing. These guys know much about a 
truck. They didn’t realize I had a DEF 
tank on my right-hand side. They mis-
understood it was a fuel tank and were 
shooting at that. They blew my tire. Ten 
shots hit me. They are very good with 
the guns, and they know much about 
the truck. 

“They shot the passenger side. If 
any passenger was on the seat, they 
might have got a shot. The bullet went 
into the truck. It pierced the door and 
went into the truck. Luckily, I didn’t 
have any passenger or co-driver or 
somebody sleeping at my berth, they 
could have been seriously injured or 
died. It’s like they really wanted to 
make some serious thing. It wasn’t a 
funny shooting – somebody random-
ly shooting a truck, breaking some 
glass and panicking. If they wanted 
to panic me, they could easily do that 
because it’s hard shooting this way. 
They could easily shoot the windows, 
but they didn’t shoot at the windows. 
It was something very serious.”

While Kumar is convinced that the 
gunman (or gunmen) were highly 
skilled, St. Croix County sheriff John 
Shilts offered a different perspective 
on the shooting. 

“A truck is big. We’re not exactly sure 
just how close the vehicle was to the 
truck when the individual would have 
begun firing,” he told Truck West. 

“When we’ve got something the 
size of a tractor trailer rig, if you’re 
each in your own respective lanes, 
what do you have – six feet in be-
tween you? In that sense you don’t 
necessarily have to be a great shot. 
It’s like the old adage ‘couldn’t hit the 
broadside of a barn,’ in this case it’s 
similar, but it’s a truck. 

“Now you start putting in the fac-
tors – the size of the targets, the rates, 
the movements, the distance apart. My 
suspicion is they are quite close togeth-
er when the individual fired the shots 
in which case he’s literally aiming for 
the side of a barn.”

Shilts said the description of a “red 
or maroon car” doesn’t give his inves-
tigators much to go on although they 
checked the local area that night and 

found one car that matched the de-
scription. It turns out, however, its 
owners had an alibi and there was no 
evidence they were involved. 

He added that ballistics evidence of-
fers the best chance of catching who-
ever shot Kumar’s truck, as the bullets 
and shell casings recovered are 10 mm, 
which isn’t an exactly common size of 

ammunition. 
“ P r o b a b l y 

about 10 or 15 
years ago there 
was an upsurge 
in that particu-
lar calibre for 
handguns. Ac-
tually, law en-
forcement be-
gan to use it 
for a bit, but 
that was short-
lived. You don’t 
see too many of 
them anymore. 
In that sense 

it’s unique but there are plenty of 
them out there. It’s not to the point 
of being rare,” he said.

“Now it becomes a situation where 
we wait to see if we recover a unique 
weapon such as a 10 mm and maybe 
we can match up any ammunition that 
is with it or see if we can find that par-
ticular weapon,” he said. 

According to Shilts, the shooting was 
out of the ordinary for this part of Wis-

consin, and that there is no history of 
truck hijackings in the county. 

“This is extremely unusual for us,” 
he said. “We are actually a suburb of 
Minneapolis-St. Paul. To that extent, 
it is not uncommon for you to see that 
in the more populated metropolitan 
areas. But for our area it is very un-
usual. The last (truck shooting) I can 
remember is probably 15 years ago. It 
ended up being bad blood between a 
couple of people who knew each oth-
er. This appears to be completely ran-
dom. Certainly the number of shots 
shows, at least in my opinion, an in-
tent to do harm. I wouldn’t catego-
rize it as a joy ride or a pot-shot. Nine 
rounds is a lot of rounds to shoot.” 

As to why it happened, Shilts said 
there really isn’t an obvious reason. 

“We thought: Is it something be-
cause of this particular company? Is 
it because it’s a Canadian truck? Is it 
something because of an ethnicity  
issue with the driver? 

“But when you take into all those 
factors into account and the time of 
the day, and the fact there was real-
ly no exchange before hand, it real-
ly doesn’t seem like something that 
was thought out. It looks to be a reac-
tion. I’m presuming this person per-
ceived that this truck or driver some-
how infringed on their driving down 
the road. I don’t understand why any-
body else would do something like 
this. Who knows?”

Kumar ran through a similar list of 
questions as to why it happened, and 

Shooting suspects still at large
Continued from page 7

Continued on page 11

‘This appears to 
be completely 
random…I wouldn’t 
categorize it as a joy 
ride or a pot-shot.’ 

  John Shilts, St. Croix County Sheriff
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like Shilts, he can’t come up with an 
answer. 

“It’s something random that hap-
pened, but when they shot at me, they 
really wanted to kill me and blow the 
tractor for some reason. Maybe they 
don’t like Canadians because any-
body can see it’s a Canadian truck. 
Some trucks have Winnipeg, CA, but 
my truck has big bold letters say-
ing Winnipeg, Canada, so anybody 
can tell in an instant it’s a Canadian 
truck. That could be a reason. Even at 
night it’s also possible that they can 
see I’m originally East Indian. They 
can see the guy is not white because 
even at night you can see there is a 
different shade between a white driv-
er and a non-white driver. That could 
be a reason also. Who knows?”

While the Trappers mechanics re-
paired the tire and tank they didn’t 
repair the bullet holes and they 
weren’t able to fix the blown-out 
window. 

“When the cops impounded the 
truck, they put something to cover 
the window, so they taped it – evi-
dence was written on the tape – and 
I put some duct tape on it. A broken 
window was not anything related to 
my safety driving. It was only 800 
or 900 kms, so it was only one day 
driving. So I took permission from 
my company, I took permission from 
the cops, and they told me if anything 
happened, if DOT or anybody pulled 
me over because of the broken win-
dow, I could give them their card and 
have them call, so I was safe. I don’t 
think anything would happen with 
me at the border crossing because 
everybody knew and it was nothing 
related to the safety of my driving.”

Despite having his truck released 
on Sunday, Kumar didn’t cross back 
home into Canada until Wednesday. 
Arrangements had to be made for the 
load, and closures due to the August 
civic holiday slowed things down. 

When he got to the border, both US 
Customs and Canada Customs insisted 
on doing thorough inspections and on 
documenting what happened. 

The Canadian inspector was the 
person who found the 10th bullet hole. 

When Kumar told his story to the US 
Customs inspector, the inspector told 
him “‘You go and buy a lottery ticket. If 
you don’t buy one, give me your birth-
day and I’ll play the numbers.’”

Kumar’s immediate plans involved 
taking the truck to the insurance com-
pany and getting back on the road. He 
said he had no intentions of letting this 
incident stop him from driving. 

“I’m good. I told my company I am 
good to go there tomorrow, but in a dif-
ferent truck. It will take some time to 
fix it. I don’t have any problems to go 
the same place again, because I know 
it’s not somebody targeting me person-
ally. There is no reason for some Amer-
ican guys to be targeting me, or that 
they’ll shoot me again. We have more 
than 110 trucks. Most of them go to the 
same place.”

While he told his company he’s 
ready to be back on the road, there was 
(at the time of the interview) a message 
he hadn’t delivered. Kumar is married 
with a wife and a family. 

“They’re not in the country. I didn’t 
tell them,” he said quietly.    

cover story

Truck shooting
Continued from page 9
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ou can make a fortune 
hauling oilfield equip-
ment between Alberta 
and British Columbia. 
You can also lose it if you 
miscalculate the real cost 
of using single trip per-

mits. I recently met with an Alberta oil-
field services company that had taken 
a job hauling heavy equipment from 
Slave Lake, Alta., to Prince Rupert, B.C. 
It penciled out the costs, including a 30-
day trip permit ($312) and Alberta base 
plate ($2,400), and negotiated a contract 
with the customer. What the company 
failed to account for was having to pay 
roughly $70,000 in provincial sales tax to 
B.C. on the million-dollar piece of trail-
ing equipment it used during the move.

B.C.’s switch from HST to a combina-
tion of GST and PST in April 2013 created 
a mass of confusion about what is and 
isn’t taxable. By February of this year, 
the province had completely rewritten 
its tax bulletin on PST and vehicles (you 
can still find the old version online, so 
make sure you’re reading the most cur-
rent one). Unfortunately, confusion and 
miscommunication are not valid excus-
es when you’re staring down a tax audit.

What to know
British Columbia requires PST to be 
paid on vehicles regardless of whether 
they are for personal or business use.

If you’re based outside of B.C., it’s im-
portant to know that there are rules for 
taxing vehicles (“goods”) that come into 
the province for “temporary use.” The 
rules centre around how many days the 
vehicle is used in B.C. over a 12-month 
period. In most cases, a vehicle is exempt 
from PST if the number of days is five 
or less. The days can be consecutive or 
spread out, and a partial day is consid-
ered a full day for the purposes of PST.

Under the temporary use formula, 
you pay 7% PST on the depreciated val-
ue of the vehicle in installments over a 
three-year period. In this case, the oil-
field services company owed approxi-
mately $23,000 PST this year, next year, 
and in 2016. If it failed to pay, it could be 
assessed the tax plus a penalty and inter-
est on the amount owing from the time 
the vehicle first entered the province.

The fleet manager didn’t know about 
the PST issue until it came up during a 
review with an accountant at the head 
office in Calgary, who wanted to know 
why the company had recovered $312 
from the customer for the trip permit 
but not any of the $23,000 in PST. Now 
here’s the kicker: the fleet manager got a 
call from the customer about doing more 
jobs in B.C. and also Saskatchewan. The 
fleet manager looked it up: Saskatche-
wan has PST, too – 5% on any commer-
cial equipment, vehicle, or tools used in 
the province for one or more days in any 
12-month period.

A decision to make
The company has a choice to make. In-
stead of paying for single trip permits 
and PST on equipment (and related 
supplies and repairs), it can license ve-
hicles under the International Registra-
tion Plan (IRP). With IRP, you pay licens-
ing fees and prorated sales tax to your 

base jurisdiction at the time of regis-
tration. The jurisdiction will calculate 
and forward the proper amounts to other 
IRP jurisdictions according to the pro-
portion of distance you travel there. Li-
censing a million-dollar rig that spends 
80% of its time in Alberta and the oth-
er 20% divided between B.C. and Sas-
katchewan would cost a total of $2,396 
per year under IRP. It would be exempt 
from PST and instead the owner would 
pay a prorated sales tax of $3,294 to B.C. 

and $2,353 to Saskatchewan. The ben-
efits would be significant. 

The company could operate in all 
three provinces for three years for 
roughly what it would cost for one year 
of trip permits and PST paid to British 
Columbia alone. Plus, it would have 
the operational flexibility to use the 
vehicle in any IRP-member jurisdic-
tion at a moment’s notice.

Prorating also makes it easier to cal-
culate surcharges. If the total cost of pro-
rated licensing fees and sales tax in Al-
berta, B.C., and Saskatchewan is $8,043 
per year, divide that by 365 and you get 
a daily rate of $22.04. 

Now you know how much to charge 
in order to recoup license fees and sales 
tax from customers.

When to permit?
When should you use trip permits 
and when should you register vehi-
cles under IRP? It depends on how 
many days you plan to operate out-
side your home province and wheth-
er you’ve already paid the sales tax 
on your equipment. 

Registering a vehicle under IRP 
doesn’t represent a cost savings in ev-
ery situation. But it’s probably worth 
finding out – before the accountant 
calls from the head office. 
 
Sandy Johnson is founder and man-
aging director at North Star Fleet So-
lutions in Calgary. She can be reached 
at 877-860-8025 or northstarfleet.com. 
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ith all the reports 
out of Germany in 
early July regard-
ing Daimler’s self-
driv ing t r ucks, 
I can’t help but 
throw in my own 

two cents on this topic as a full-time 
driver.

We all know that the majority of col-
lisions on our roads are caused by driv-
er error. Automation can eliminate fa-
tigued driving, distracted driving, 
speeding, and other bad driving habits. 

If safety were the sole motivator of ve-
hicle automation we would all be em-
bracing the technology. 

But of course safety is only one factor, 
albeit an important one. When technolo-
gy impacts our personal lives and chang-
es how we live, work, and play – then the 
issue becomes murky.

So what about productivity gains? 
The first thing that comes to mind is im-
proved fuel mileage. I was surprised that 
Daimler stated this technology would 
mean an immediate gain of 5% in fuel 
mileage. Five per cent? Really? That’s it? 

I have no idea how Daimler calculated 
this, but research has shown that drivers 
can impact fuel economy by as much as 

20% according to some of the Fleetsmart 
training material I’ve been exposed to. 

I’ll assume that Daimler’s numbers 
are gains above their current fuel mile-
age standards of vehicles driven to speci-
fication, something that doesn’t happen 
all of the time in real-world applications. 
So I think trucking companies would re-
alize much better gains in fuel economy 
with automated trucks. 

In this regard, is automation much 
different than imposing speed limiters 
on the industry, since a driver would al-
ways be behind the wheel? Would it be 
accepted by current drivers any differ-
ently than speed limiters have been?

Consider this quote taken from the 
TruckNews.com article posted on  
July 3, Daimler demonstrates self-driv-
ing trucks.

“Autonomous driving will inevita-
bly also change the job profile of truck 
drivers,” said Dr. Ing. Klaus Ruff. “They 
will gain time for other activities than 

just driving the truck: office work,  
social interaction, relaxation periods. 
Autonomous driving will make the 
driver’s working time more varied and 
less stressful, and help to make long-
distance driving more attractive as a  
profession.”

Okay, so first of all let’s look at the con-
cept of office work while on the road. 

Are we to become driver/dispatcher/
load planner? Perhaps we are. There are 
great efficiencies and costs to be gained 
here but it’s not what I signed up for, how 
about you?

Social interaction? I spend 120 hours 
per week in my truck. I drive it, eat in it 
and sleep in it. In an automated truck 
I would still be doing the same. Social 
interaction would come through elec-
tronic media, which gets old in a hurry.

Relaxation periods? Those happen 
outside the normal working environ-
ment. Just because I don’t have to pay 
attention to the road does not necessar-
ily equate with relaxation time. 

The greatest stresses we face as drivers 
result from the amount of time we spend 
on the road – not from how we spend that 
time on the road. 

I’m not clear on exactly how my work-
ing time will become less stressful if you 
were to turn over some of my driving re-
sponsibilities to an automated truck, re-
place them with some “office work” but 
still leave me with 100% of the responsi-
bility for the operation of that truck while 
it’s rolling down the road. 

After all, I would still be the driver of 
record in the seat, right? How would all 
of this equate to our profession becom-

ing more attractive? I’m not clear on 
that. Why would someone want to sit in 
a truck for all of those hours doing the 
work they could do at home on a tablet 
unless they were paid an above-average 
income? They wouldn’t. 

If automation is about efficiency, how 
is this attractive in any way?

 It’s not. It’s just a stepping stone to au-
tomated driverless trucks. That’s where 
the real cost savings and improved safe-
ty lie. The driver is the weak link here 
and I don’t think we should lose sight of 
that fact.

This is a contentious opinion, I know, 
but where else does automation lead in 
regard to cost control? 

We only have to look around to see 
how labour-intensive positions are being 
made increasingly redundant through 
technology. This has been going on for 
decades now and it is not going to abate 
anytime in the near future.

There is no doubt in my mind that au-
tomated trucks that eventually lead to 
driverless trucks is a good thing for our 
society on many fronts.

 At the same time it leads to the re-
dundancy of millions of middle-class 
jobs from the marketplace across North 
America.

We certainly have no final word on 
this topic. 

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

Self-driving trucks 
are redundant

Al Goodhall

Over the
RoadW
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s I wrote last month, my 
truck was almost due 
for its first service. I’m 
happy to say that it was 
a pleasant experience. 
It didn’t go according 
to plan at first and I was 

about to blow a gasket within a couple 
of minutes of arriving at the dealership 
in Winnipeg.

I made the booking to coincide with 
dropping a load off in the city, so it was 
mid-morning when I arrived. Not a 
problem as I had advised them a day 
or so earlier when I made the booking. 
So upon arrival I went around the back 
and dropped my trailer. I then walked 
down to the check-in desk and having 
taken photos of the VIN number and 
odometer I was fully prepared for all 
the questions I would be asked.

So far so good – the guy at the desk 
was polite and informative and I had 
a warm and fuzzy feeling. While this 
was happening a technician took my 
keys and my truck went into the shop, 
making me feel warmer and fuzzier. 
Then it all started to go horribly wrong. 
I brought up my alignment issue and 
instead of hearing positive words I 
heard only one, the word ‘no.’ This was 

not a word I wanted to hear, the techni-
cian told me that as the truck had done 
more than 50,000 kms, that it was not 
something that they dealt with.

He went on to explain the reasons 
why and they all made sense, but I 
didn’t care about sensible responses, 
I only wanted to hear that they would 
take care of it. I had, after all, just spent 
a lot of money buying a truck from 
them and I wanted everything to be 
100% how it should be. Now this tech-
nician must have taken a body lan-
guage course as he sensed I was about 
to go off and he asked if I had notified 
anyone of the problem before.

I told him that it wasn’t something 
I noticed when I collected the truck, 
it was a windy day with a northeast 
wind and as I was heading southeast 
it was blowing me around a bit. I did 
pick up on it when I set out on my first 
trip; I was heading west with a fairly 
stiff northerly wind and the truck was 

still pulling to the right, so I called the 
salesman who I did the deal with and 
he said that it would be put right.

Now those were the words that Steve 
was waiting to hear and he said that 
I should go see the salesman and he 
would take care of it. They don’t do 
alignments on site, so they would have 
it taken care of by a partner company 
and after visiting the salesman, that’s 
exactly what happened.

Because I was aware of the align-
ment issue, I had been closely moni-
toring my tire wear. Visually there were 
no signs of any abnormality and run-
ning my hand across the tire had con-
firmed that. Usually with an alignment 
issue there will be a feathered wear 
pattern on the front tire or tires. Run-
ning your hand back and forth across 
the tire will feel smooth in one direc-
tion and rough in the other. This is a 
very useful diagnostic procedure and 
any alignment shop that doesn’t look 
at the tires to ascertain what is going 
on before making any adjustments is 
best avoided in my opinion.

So after the service was complet-
ed I set off to the alignment shop. The 
first thing the guy did was feel my steer 
tires and my warm and fuzzy feeling 
returned. He said there was no issue 
with the tire wear, so the misalignment 
hadn’t had much effect on the truck, 
which I was pleased to hear.

The truck went up on the ramps and 
some adjustments were made. The re-
sult was that I drove home in a dead 
straight line, so all’s well that ends 
well. Not quite. 

I went east on my next trip and 
parked for the night in Thunder Bay. 
The following morning I did my pre-
trip and fired up the truck. Well, I 
tried to, except it didn’t want to start. 
It was cranking over fine, but would 
not catch. It did eventually start and 
I made the decision to carry on to To-
ronto and see how things developed.

I had a 50,000-lb load so elected for 
Hwy. 11 as it’s easier on the truck and I 
made it as far as North Bay that night. 
I shut her down and grabbed some 
beauty sleep. The next morning the 
same thing happened – it eventually 
fired up and then a warning came up 
on the dash display. Check fuel filter it 
said, so I did. I have one of those glass 
bowl filters and I drained the fuel from 
it, stripped it down and found nothing 
amiss, so I put it back together again, 
poured in the fuel I had drained and 
shut the hood.

I got behind the wheel, turned the 
key and it started as it should. I shut 
it down and tried again, it started just 
fine. So I set off and all was good until 
the first stoplight when the fuel filter 
warning came up on the dash again. 
The truck was running fine, so I car-
ried on. It was Sunday so there was 
no point visiting the service agent in 
North Bay. I continued my journey, 
thinking that I was visit a dealer in To-
ronto and get it sorted, then my satel-
lite beeped. It was a load offer. My out-
bound trailer was already going to our 
terminal and there would be a trailer 
waiting there to take me home.

With that in mind I revised my de-
cision to get it fixed in Toronto to try 
to make it home. So far it hadn’t been 
any trouble once it was up and running 
and my load home was nice and light, 
so that’s what I did. 

Each morning I would purge the die-
sel from the filter, take it apart and re-
fit it. The truck started fine once I had 
gone through that procedure, so I was 
confident that it would get me home – 
and it did.

I was having some home time when I 
got back, so I called the dealer to book 
the truck in and was put through to 
the same technician who worked on it 
before. He told me to bring it in when-
ever it was convenient and they would 
take care of it and that is exactly what 
they did. It turned out that the gas-
ket that seals the filter bowl onto the 
housing was not uniform in size and 
it must’ve been allowing a bit of air in 
to the system, which under normal op-
erating conditions wasn’t a problem. 
But when it was shut off for the night it 
interfered with the capillary action of 
the fuel lines (like holding your thumb 
over the end of a drinking straw, when 
you release the pressure, the liquid 
comes out) and the fuel was running 
back from the injectors, making it dif-
ficult to start the engine.

I have no complaints about how I 
was looked after at the dealership. On 
the contrary, they were profession-
al every step of the way and I’m both 
pleased and confident for the future.  
It wasn’t a perfect start to my truck 
ownership experience, but that’s 
trucking.  

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

Getting that warm, 
fuzzy feeling

Mark Lee
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I say tomahtoA
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he trucking industry is 
always under pressure 
to save money, and one 
way companies try to do 
it is through the use of 
self-employed drivers or 
“driver services.” 

By contracting a driver, the fleet 
can add or subtract capacity without 
the obligations and costs of having an  
employee.

There are good and bad sides for 
both the carrier and the driver in this 
type of arrangement.

First, let’s state the obvious: Can-
ada Revenue Agency hates the con-
cept, and rarely does a driver-ser-
vice relationship stand up to a CRA  
review. 

CRA has a guidebook called Em-
ployee or Self-employed (RC4110) that 
provides the framework for how the 
agency evaluates whether a relation-
ship is business-to-business or em-
ployer-employee. 

Primarily, they look for the level of 
control the payer has over the worker, 
including:

• Does the worker provide his own 
tools and equipment? 

• Can the worker subcontract the 
work or hire assistants?

• What is the worker’s degree of fi-
nancial risk? 

• What is the degree of responsibil-
ity for investment and management?

• What is the worker’s opportunity 
for profit?

Whether a worker is an employee 
or a self-employed individual goes 
beyond who pays taxes.

 It affects how a worker is treated 
under the Canada Pension Plan, the 
Employment Insurance Act, Income 
Tax Act, Workers Compensation, and 
other labour rules. 

Another point that catches people 
off guard is that the self-employed 
driver must charge GST/HST for his 
services if he exceeds the annual 
$30,000 gross limitation. 

W here a self-employed driver 
does not use his own truck and does 
not assume liability for the supply 
of a freight transportation service, 
the driver is not supplying a freight 
transportation service for GST/HST 
purposes. He is providing a driving 
service, which is taxable. 

Some may argue that if the self-
employed driver is taking a load 
from Canada to the US, the service is  
zero-rated. 

However, CRA has deemed that the 
delivery of the “service” is considered 
delivered to the carrier’s office. As-
suming the carrier is Canadian, GST/
HST applies to driving a truck to the 
US and back.

I can’t tell you how many times I’ve 
run into small carriers paying self-
employed drivers and refusing to 
pay GST/HST to them on their gross 
earnings. 

I mean, they’re already taking a 
risk trying to avoid the whole em-
ployee issue so why take another risk 
and not pay the GST/HST?  

They’ll get it back on their returns 
anyway. 

The real crime here is that the driv-
er is responsible for charging GST/
HST on his services. 

If you’re a self-employed driver 
working for a carrier that refuses to 
pay GST/HST, in an audit CRA is go-

ing to hand you the bill.
On the other hand, I recently had a 

client using driver services that was 
burned by some of his drivers. 

They all had GST/HST num-
bers but a few of them closed their  
accounts. 

Not knowing this, my client contin-
ued to pay them HST on their earn-
ings, and when he was audited, he 
had to repay CRA all the HST he had 
paid these guys and had received as 
refunds. 

The drivers? They didn’t get in 
trouble for receiving HST on can-

celled accounts.
If a worker or payer is not sure of 

the worker’s employment status, ei-
ther party can request a ruling to 
have the status determined. 

Use Form CPT1, Request for a Rul-
ing as to the Status of a Worker under 
the Canada Pension Plan and/or the 
Employment Insurance Act.

Whether you’re a driver or a f leet 
manager, a driver-service arrange-
ment can give you f lexibility, tax ad-
vantages, and help keep certain costs 
in check. 

But only if all parties involved are 
clear about their obligations and re-
sponsibilities.

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.

The pros and cons of 
contracting driver services

Scott Taylor

Tax Talk

tax talk
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By James Menzies

When something goes awry with a ship-
ment of temperature-sensitive product, 
blame is often first cast upon the carrier. 

This places the carrier in a precari-
ous position. Do you dig in your heels 
and argue with the customer at the 
risk of losing future business? Or do 
you accept blame, even though you’re 
confident your company maintained 
the integrity of the product while it was 
within your care?

Many refrigerated carriers are now wi-
sening up and taking advantage of the 
latest tracking technologies to ensure 
product is handled correctly while in-
transit and to protect themselves – and 
their customers – from blame when oth-
ers along the supply chain have made a 
mistake that compromised the product.

There are many systems on the mar-
ket today that allow for the real-time, 
remote monitoring of cargo tempera-
tures. Phil Langevin, president of P.A. 
Langevin Transport in Carleton Place, 
Ont., adopted Blue Tree Systems’ R:COM 
after learning the hard way how quickly 
a carrier can be wrongly accused.

Langevin recalled a time when the 
LTL carrier was blamed when one por-
tion of a 12,000-lb order went bad. Be-
cause the rest of the load was fine, Lan-
gevin knew the mishandling of the 
product didn’t occur while it was in-
transit, but he had little to offer in the 
way of proof.

“I said, ‘What are you saying? That we 
pulled over at the side of the road, un-
loaded 4,000 lbs, heated it up and put it 
back in the trailer’?” Langevin recalled.

Meanwhile, Langevin was noticing 
that more shippers were sealing the 
trailer, making it trickier for the driver 
to ensure cargo temperatures were prop-
erly maintained while in-transit. 

Enter the R:COM system, which now 
allows Langevin to track cargo temper-
atures from his office and receive real-
time alerts when something goes wrong. 

Previously, drivers had to visit a deal-
er and physically download reefer data, 
which was difficult to schedule while 
making LTL deliveries.

“By the time you get a guy over to 
Thermo King or Carrier to download the 
reefer, there’s so much time involved. 
And we do LTL, so we do a lot of deliver-
ies with appointments and you can’t skip 
appointments,” Langevin said. “Now, 
any time we need to know the tempera-
ture, it’s right there at our fingertips and 
that makes it a lot quicker and easier.”

It also makes it easier for P.A. Langevin 
to help its customers identify when and 
how product may have been mishandled 
along the supply chain, or at least to ab-
solve the carrier from blame.

“If there is an issue or a claim or if 
they are telling us the product was at the 
wrong temperature, we can just down-
load (a report) and fire it off to them to 
show them we had the reefer set at the 
proper temperatures,” Langevin said. 

Ram Berniker, owner of Bel Refrig-
erated Transport, which runs 18 trucks 
and 26 refrigerated trailers primarily 

serving the Ontario market, uses Orb-
comm’s StarTrak reefer monitoring sys-
tem for the same reasons. It protects his 
customers from being wrongly blamed 
for product spoilage and it also absolves 
his company, when the product was 
properly delivered. In one instance, a 
customers’ customer moved from one 
warehouse to another and afterwards 
claimed that product was spoiled when 
it was delivered to the first warehouse. 

“They came back and claimed the 
product was delivered out of temper-
ature and the product was compro-
mised,” Berniker recalled. Even though 
the complaint was issued eight months 
after the delivery, “We provided proof 
of what the temperature was and what 
we delivered and the claim went away.”

Berniker can view six months’ worth 
of data on his computer and can ask Star-
Trak to go back as far as two years. The 
program is customizable, so Berniker 
can determine when he’d like to receive 
alerts. “You can have notifications for 
everything, but at that point the deluge 
of data is going to be overwhelming,” he 
said. Berniker receive alerts for things 
such as low oil levels and overheated 
reefer units.

Andy Ellison, logistics manager with 
Cold Star Freight Systems, which deliv-
ers food from the Lower Mainland in 
B.C. to Vancouver Island, said his com-
pany tracks product temperature while 
in-transit, including when the trucks are 
aboard the ferries.

“B.C. Ferries has its own internal pro-
cedures, which dictate that we have to 
turn our refrigeration units off while on 
the ferries,” he said. “It has always creat-
ed a few challenges, especially on highly 
temperature-sensitive product. We do a 
lot of conveyance testing, where we will 
seal up the conveyance – an empty unit 
– turn all the refrigeration units off and 
see how much the temperature drops 
in a very specific period of time, so we 
know how many degrees we lose over a 
period of time.”

It’s not uncommon for Cold Star driv-
ers to turn the reefers off as they roll onto 
the ferry and then power them back up 
as they’re rolling off, Ellison noted. 

Cold Star uses Thermo King’s Wintrac 
reefer tracking software and Telus’ Fleet 
Complete for tracking and monitoring of 
cargo temperatures. 

Also, each unit is equipped with tem-
perature probes drivers are required to 
use when picking up a load to ensure 
the integrity of the product that’s being 
picked up for delivery.

“The most important thing to start 
with, at the time the product is picked 
up, is that it’s at the correct tempera-
ture,” Ellison explained. “We have a va-
riety of different procedures in place, 
starting at the dock level. At dock level, 
drivers are checking the temperatures  
to ensure they’re within the correct 
specifications.”

When food becomes spoiled due to 
being stored at the incorrect tempera-
ture, it’s usually because it was not prop-
erly stored by the receiver, Ellison not-
ed. To reduce these incidents, Cold Star 

drivers offer to deliver the product right 
to the appropriate cooler.

“Our drivers are instructed that just 
leaving it on the dock, that’s not the end 
of our job,” Ellison said. “When they get 
to the customer, the question is asked ‘Is 
there a cooler you’d like me to put this 
in?’ Some consignees will say ‘No, we’ll 
take it from here,’ but the question is still 
asked. It’s not just a matter of dropping it 
on the dock and walking away because 
as everybody knows, things get forgot-
ten. That skid could be sitting out there 
for a couple of hours.”

Cold Star is diligent about maintain-
ing its refrigeration units and has a re-
frigeration technician that’s constantly 
inspecting and maintaining equipment 
and is on-call 24/7. The refrigeration 
units are maintained every six months 
and new trailers are ordered regularly.

“We are constantly upgrading our 
equipment,” Ellison said. “We are con-
stantly bringing new trailers in. Every 
couple of years someone comes up with 
a better way of keeping a trailer cold. We 
like to keep on the cutting edge of that.”

A trailer’s ability to keep in cold air is 
as essential as a fleet’s ability to moni-
tor temperatures. Berniker said he pays 
as much as twice the amount for a new 
refrigerated trailer as some of his com-
petitors, even though it costs him inte-
rior space.

“I’m not able to put as many pallets 
on my trailer as my competition is,” he 
said. “Because I have so much insulation 

I don’t have the interior width to put 30 
pallets in, I can only put in 28. I tell my 
customers what I sell them is tempera-
ture control, not space, and on the hot-
test day of the year on the shortest trip, 
this is the only way I know to achieve it.”

P.A. Langevin is one of the last carri-
ers to haul hanging beef, which requires 
the refrigeration unit to be constantly on, 
to maintain continuous airflow around 
the meat.  Langevin said the ability to re-
motely monitor reefer fault codes gives 
him peace of mind that problems can be 
identified and fixed before they result in 
a downed unit or a lost load.

“Having this tool just allows us to 
make sure everything is going well with 
our trailer and to try to catch some of 
the fault codes, some of the warnings 
that are coming up, before the unit goes 
down,” Langevin said. 

For many transporters of tempera-
ture-sensitive food products, the mis-
sion to deliver product not only on time, 
but also at the correct temperature, is 
personal.

“We’re feeding our families, so let’s 
make sure we do everything we can to 
make sure the product is getting to the 
end-customer at the right time and the 
right temperature,” Ellison said. “I enjoy 
the fact I can go into a grocery store and 
look at the display of chicken breasts and 
say, ‘I know who delivered that, I know 
when it was delivered and that it was 
at the correct temperature when it got 
 here’.”  

Keeping cool and avoiding the blame game
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For years, when temperature-sensitive 
product went bad, carriers were a convenient 
scapegoat. But tracking technology that 
monitors temperatures is changing that.
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in keeping the industry vibrant you do 
need new blood, new people coming in 
from the outside with different ideas. 

Shaw: There are two ways into the in-
dustry – through family connection and 
simply finding your way into it. We are 
trying to make it a bit more of a career 
path and expose children and young 
adults to the industry and what a ca-
reer in it entails. There are three dis-
tinct employment categories: truck driv-
er, maintenance, and everything else, 
such as accounting, marketing, oper-
ations, pricing, IT and a whole host of 
other areas about which we are trying to 
create awareness and open people up to 
so that if you are going to go to Red River  

College and become an accountant, why 
not consider the trucking industry? 

Understand how big it is, how diverse 
it is and what kind of opportunities it 
holds for young people.

TW: I’m sure if your career with MTA 
is going to be as long as Bob’s, at some 
point you are going to run into some 
tough issues. Is there a political or busi-
ness leader who has inspired you and 
whose actions you try to emulate, par-
ticularly during tough times? 

Shaw: I’ve had the real pleasure of 
getting to know Bob over the past three 
years and watching him interact with 
people on multiple levels from the pre-
mier to a whole host of other stakehold-

ers, and that has been a fantastic educa-
tion. Over the past three years, Bob and 
I worked very closely and he has been 
very generous in affording me oppor-
tunities to learn. 

I’ve recognized his success and 
worked very hard to capture those el-
ements which I identified in him and 
thought would work with me. Outside of 
Bob, getting to work with our board and 
our executive and watching these people 
in action, seeing how they approach situ-
ations, the questions they ask, how they 
reflect on situations before they take ac-
tion, has been invaluable. I’ve learned 
more in the past three years probably 
than in the previous 16 years of my ca-
reer, which is saying a lot because I did 

learn a lot in those initial 16 years.

TW: In your previous role with the 
MTA as general manager, you man-
aged the association’s efforts on several 
industry issues and developed position 
papers. What would be the most impor-
tant issues you’ve worked on?

Shaw: The biggest issue recently was 
the T-plate issue. We’ve got different 
ways of licensing trucks in Manitoba, 
one of which is a T-plate. It’s a bit of a 
unique animal in that it’s a limited cost 
licence for a limited operating area. Just 
recently, I was up in The Pas and the na-
ture of the work the gentlemen I was vis-
iting do was such that they had regis-
tered for T-plates. 

For many years the Ministry of Trans-
portation had been advocating that T-
plates should be preserved but also 
should be subject to the National Safe-
ty Code, which they previously weren’t. 

The province had indicated they were 
willing to make that change, which was 
fantastic but as things went through 
the machine of government it came out 
the other end with the suggestion not 
to amend the Highway Traffic Act but 
rather to remove T-plates as a licens-
ing option, which would have seemed 
a simple solution bureaucratically but it 
would have meant people in the industry 
would have had to register their trucks 
facing 300% licensing fee increases, cost-
ing them thousands of dollars per year 
and our industry millions of dollars per 
year. We fought long and hard, and suc-
cessfully on that issue.

TW: When you look at the next few 
years, are there any legislative issues 
percolating right now that you think will 
be grabbing your attention in the future? 

Shaw: We have a whole host of in-
frastructure and transportation issues. 
We have been advocating for years for 
a wide-base tire study and we finally 
have some traction on that. The Period-
ic Mandatory Vehicle Inspection is on a 
six-month schedule in Manitoba. We, 
along with B.C. and the Yukon, are the 
only jurisdictions in Canada that oper-
ate on a six-month schedule as opposed 
to a 12-month schedule. We’ve asked for 
a review.  Manitoba regulators are regu-
lating Manitoba companies to a different 
standard and it is creating a competitive 
disadvantage for our members. We be-
lieve we will be successful on that front 
and that will be very meaningful to our 
members because it will bring them on 
par with their counterparts in other ju-
risdictions and be a significant cost sav-
ings and create efficiencies with equip-
ment by not having it tied up in the shop 
twice a year.

TW:  What challenges do you see your 
membership facing in the years ahead 
and how do you see the MTA evolving 
to help them address those challenges? 

Shaw: We are seeing constant chal-
lenges in attracting workers, which is by 
no means a challenge that is unique to 
Manitoba carriers. Besides drivers, there 
is a shortage of skilled technicians. In 
my years here I’ve seen growing recog-
nition that we need to do a better job of 
promoting who we are and what we do 
and the value we create to the economy. 

A vision for the future
Continued from page 1
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There has also been a greater push 
and interest in education, such as man-
datory minimum driver training. We are 
involved in some projects that move be-
yond the pure regulatory training, such 
as hours of service, and try to create tools 
and draw connections between essential 
skills and safety in trucking. We have an 
English-at-work program we are work-
ing with the province to create because 
of the demographics of some our driver 
pools in Manitoba. So we are seeing a 
whole host of educational opportunities 
and we are trying to package those for 
our members in ways that work for them. 

The traditional method of bringing 
employees to a classroom still works 
and it is something we offer but educa-
tion needs to be quicker and more acces-
sible. People in The Pas have the same 
educational needs and wants as people 
in Winnipeg but the reality is they are 
not likely going to come to Winnipeg 
to get that education. So we are work-
ing on remote options and Web-based 
options. We are also seeing in Manito-
ba some Workers Compensation Board 
education concerns. We are working on 
creating tools through the creation of an 
industry specific safety association, to 
leverage best practices to raise the level 
of safety and also, for those employing 
best practices, to receive some recogni-
tion for doing so. 

Terry Shaw

Manitoba golf 
tourney raises 
money for sick kids
WINNIPEG, Man. – At the eighth an-
nual Manitoba Truckers Going The 
Distance golf tournament, the prov-
ince’s trucking community raised 
more than $30,000 for the Chil-
dren’s Wish Foundation. 

The event was hosted by Bea-
ver Truck Centre and was put on 
to raise funds for the charity that 
grants wishes to special children. 

“This was a wildly successful 
event,” said Barry Searcy, president 
of Beaver Truck Centre. “We’ve been 
doing this for eight years now and 
this was one of our best years. We’ve 
committed all funds raised through 
the golf tournament to the Children’s 
Wish Foundation for the last two 
years and have raised approximate-
ly $55,000 on behalf of the kids.”

The event, which was sold out, 
saw 144 golfers from Manitoba’s 
trucking industry at Glendale Golf 
and Country Club. 

It is estimated that between 55 
and 65 children have their wishes 
granted through the charity every 
year. 

DRIVEN to appreciate our Drivers!

1.800.462.4766
drive@bisontransport.com
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e live and work in an 
increasingly connect-
ed world, where em-
ployees and custom-
ers alike can easily 
share a wealth of in-
formation. A recent 

survey by Media Technology Monitor 
found that 71% of Internet users are now 
active on social media, and the interest 
in platforms such as Facebook, LinkedIn 
and Twitter continues to grow. This is all 
a good thing – as long as the online con-
versations are managed against the back-
drop of an effective social media strategy.

Any corporate strategy designed to 
manage such messages begins with a 
clear understanding of how different so-
cial media platforms are used. LinkedIn, 
for example, gives business professionals 
a place to share everything from contact 
details to virtual resumes and recom-
mendations. Facebook, which according 
to Media Technology Monitor reaches 
a whopping 93% of Canada’s social me-
dia users, tends to be a stronger platform 
for personal and lifestyle-related posts. 
Twitter’s 140-character bites of informa-
tion offer a quick way to share news and 
engage in related conversations.

Each can be used by a fleet in a differ-
ent way. Sales teams may use LinkedIn 
to build business connections, while em-
ployees throughout the fleet can partici-
pate in designed discussion groups. Face-
book gives otherwise isolated drivers a 
chance to share pictures and updates 
with co-workers, family and friends. Twit-
ter might be used to spread safety-related 
messages and the positive results from a 
roadside inspection blitz, all helping to 
reinforce the company’s commitment to 
a professional workplace.

There is no shortage of good news 
to share. These platforms offer a place 
to welcome new customers, acknowl-
edge drivers who reach milestones such 
as one million safe kilometres, or sim-
ply announce the newest members of 
a team. In fact, every positive message 
can be liked or shared, to help expand 
the audience.

Of course, the conversations are a two-
way street. Not every posted comment or 
bit of news will be positive. But a formal 
policy and strategy will turn these situ-
ations into a learning experience, and 
even enhance the company’s image in 
the process.

A formal social media policy serves 
to remind employees that they are rep-
resenting the company brand whenev-
er they post information about a fleet – 
even on a personal account.  It stresses 
an employee’s role as a business ambas-
sador and how every post can reach a 
wide audience, making it important to 
remain factual and respectful of others.

After all, a negative post about the fleet 
could affect everything from recruiting 
efforts to sales. Simply encouraging work-
ers to pause and think about the broad-
er impact before posting any details can 
help to avoid many common pitfalls.

Formal policies also offer a chance to 
reinforce that some company informa-
tion is only meant for internal eyes. They 
can explore the kind of information peo-

ple can be expected to share, and the de-
tails such as a trailer’s destination which 
should remain in house. And they define 
who is authorized to speak on behalf of 
the company, or use branding elements 
such as logos.

Those who are authorized to post in-
formation on a company account, mean-

while, can be provided with the infor-
mation that will ensure posts align with 
corporate values. 

One way to draw the line between per-
sonal and corporate opinions is to en-
sure company email addresses and com-
puters are not used to establish personal 
social media accounts. 

Fleets that take the time to monitor 
posts about their business also have 
the chance to monitor employee and 
customer opinions which might other-
wise be hidden or be grumbled around 
a loading dock. 

Facing a customer who has vented 
about a late delivery or poor service, for 
example, a fleet can use the same social 
media platform to respond. People will 
often remove complaints when a compa-
ny provides an apology about the nega-
tive experience, promises to correct the 
matter, and then offers to discuss the  
issue offline.

Drivers can also be approached about 

online posts that complain about work-
ing conditions, to ensure that the under-
lying challenges are actually addressed. 
It is all about making connections,  
and acting on the lessons that are 
learned. 

This month’s experts are Danielle Pitl 
and Heather Blackwell. Danielle is the 
director, corporate communications 
for Northbridge Financial Corporation 
and has been working as a commu-
nications professional for more than 
eight years. Heather has seven years’ 
experience in trucking safety and com-
pliance and now provides support to 
the Northbridge Insurance risk services 
team. Northbridge Insurance is a lead-
ing Canadian commercial insurer built 
on the strength of four companies with 
a longstanding history in the market-
place and has been serving the truck-
ing industry for more than 60 years. 
You can visit them at www.nbins.com.

Smart social media
strategies are key
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Canada Only singles operating container AB-BC 
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Financing arranged through Arnold Bros. 
No obligation 90 day test drive period 
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Danielle Pitl &
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1-877-803-2835 x3
Or email: employment@favel.ca

Check us out on Facebook and Twitter

OperatOrs/DrIVers
required

FOR MORE INFORMATION PLEASE CONTACT US AT:

Favel Transport needs Owner Operators to Haul Livestock

Owner Operator package is 2.70/loaded mile
and 1.45/empty mile (Tri Axle)

Drivers and Operators must be able to go to the USA
and live in AB, SK, MB

Favel Transport is recruiting drivers for our livestock fleet

Our drivers have the opportunity to make up to 58 cents per mile

By James Menzies

When you spec’ a heavy-haul trac-
tor, some compromise is expected. 

Here in Canada, we’re allowed to 
pull some pretty hefty payloads, of-
ten over mountainous terrain. To do 
this we need big noisy engines, stiff 

suspensions and nothing less than 
an 18-speed manual transmission. 
Or do we?

With its new VNX, Volvo deliv-
ers heavy-haul capabilities within 
a package that features all the com-
forts and amenities found in its VNL 
highway tractor. It has created a rug-
ged truck with big-time power that 
drives as smoothly and quietly as any 
other VN.

I recently spent a couple hours 
driving a VNX around southwestern 
Ontario, pulling a load of Challenger 
Bulk-supplied trash contained with-
in a seven-axle Titan trailer. 

The load grossed 124,278 lbs and 
stunk to high heavens. But this is 
heavy-haul – we weren’t looking for 
a load of f lowers.

It’s true that southern Ontario of-
fers few hills of any significance to 
truly test the D16 engine. But it does 
have its share of bumpy, two-lane 
roads and we spent about half of 
our drive navigating such roads be-
fore venturing through downtown 
Woodstock and then joining the 401 
for some highway cruising.

The VNX is a bona-fide heav y-
hauler, not an overspec’d highway 
tractor. The powertrain features the 
Volvo D16 engine with 500, 550 or 600 
hp and the I-Shift automated manu-
al transmission comes standard. An 
18-speed manual is available as well 
but Jason Spence, marketing product 
manager, long-haul, said all buyers to 
date have taken the I-Shift. Not long 
ago, this would have come as a sur-
prise; early generation AMTs being 
limited mostly to linehaul applica-
tions whether out of necessity or due 
to perception. 

However, the I-Shift has proven to 
be capable of some fairly robust haul-
ing and across the pond it’s routine-
ly found in applications much more 
severe than we can throw at it here. 
Consider that Volvo produces a 750-
hp engine in Sweden, which can be 
mated only to the I-Shift, which is 
used in off-road mining and logging 
applications. By comparison, our 
125,000 lbs of garbage hauled over 
southern Ontario’s f lat roads was 
nothing to sweat.

“The I-Shift is fully capable of this 

application,” assured Spence as we 
headed out from Expressway Trucks. 
“It is set up for 200,000-lb GVW and 
will go even higher than that, but you 
need application approval.”

This particular VNX was a day 
cab powered by Volvo’s D16 engine, 
which produced 600 hp and 2,050 
lb.-ft. of torque. The I-Shift was 
a 12-speed Performance version, 
which allowed me to override its gear 
selection if so inclined, or shift into 
Performance mode for some extra 
oomph when climbing through the 
lower gears.

Even at 125,000 lbs, I was able to 
get up to speed quickly thanks to the  
I-Shift’s affinity for skip-shifting. 
This is important on rural roads as 
it deters impatient motorists from 
darting out into oncoming traffic to 
complete a pass. 

The VNX shares the same cab as 
its on-highway cousin but the truck 
itself is a true heavy-hauler. It is rec-
ommended for applications that will 
remain on-highway about 95% of the 
time, but that require the occasion-
al off-road foray, whether it be into a 
landfill site or the bush. 

The VNX marries aspects of the 
VNL with attributes from Volvo’s 
VHD vocational product. For ex-
ample, the VNX mirrors the 10-inch 
ride height found on the VHD and 
features a heavy-haul bumper with 
a single tow eye. The steer axle can 
accommodate wide 445 tires but we 
were running 385 Michelins. The 
truck also features a dual steering 
gear for improved handling and a 
set-back axle that provides a tight 
turning radius. 

The steering on this truck is ex-
ceptional. Even over the bumpier 
roads we encountered, the harsh 
inputs from the road were barely 
felt through the steering wheel. The 
steering was responsive and comfort-
able, always.

The VNX also offers an extremely 
quiet ride, particularly for a day cab. 
This speaks to a well-designed cab 
that keeps engine noise and other 
ambient sounds from invading the 
driver’s workspace. Noise is not only 
an irritant, it’s also fatiguing. 

The integration between the D16 

A smooth-cruisin’ heavy-hauler
With its new VNX, Volvo set out to bring 
the comforts and amenities found in 
its on-highway tractor to the heavy-haul 
segment. Mission accomplished.
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engine and the I-Shift allows for 
some special features that are fun 
and useful. The engine brake is qui-
et enough you can ignore those mu-
nicipal bylaws prohibiting their use 
and effective enough to limit wear 
on the service brakes.

The cruise control also benefits 
from the integration between engine 
and transmission. 

One of the nice features was to 
set the highway cruise speed at 100 
km/h and the top speed cruise to 108 
km/h; this would activate the engine 
brake automatically when 108 was 
reached when descending a grade, 
holding the vehicle within the speci-
fied speed window.

With your upper and lower speeds 
locked in, you can sit back, relax and 
enjoy the sights.

Visibility out of and around the 
VNX is excellent, thanks to a short 
sloped hood and well-placed hood-
mounted mirrors. Volvo recently ex-
tended the length of its windshield 
wipers to 24 inches from 22, provid-
ing a larger clean view when they’re 
required. The windshield wiper  
motors were upgraded accordingly 
as well.

I didn’t need windshield wipers 
on this sunny late-July afternoon. I 
did, however, appreciate the exteri-
or sun visor, which Volvo has cho-
sen to retain while many other OEMs 
are eliminating them due to inter-
ference with aerodynamics. Spence 
told me Volvo conducted extensive 
testing and found its exterior sun vi-
sor didn’t impact fuel economy, yet 
actually provided some efficiency 
benefits.

“The exterior sun visor is function-
al,” Spence explained. “It reduces the 
solar load into the truck itself, so the 
air-conditioning doesn’t have to work 
as hard to keep the cab cool.”

And of course, it also reduces the 
glare of the sun. Speaking of sun vi-
sors, the internal ones are cleverly 
designed as well. Two separate vi-
sors along the windshield overlap 
to provide complete coverage. And 
they don’t swing towards the driver 
– a potential safety hazard – as there 
are separate visors mounted above 
the side windows. These are small 
things that exemplify the attention 
Volvo affords safety.

The VNX, with heavy load in tow, 
over rough country roads, drove as 
smoothly as any highway tractor and 
much more smoothly than you’d ex-
pect from a heavy-hauler. This is 
partly due to the tandem drive ax-
les: the 46,000 lb-rated RT-46-164EH 
from Meritor, which was designed for 
the Canadian market, its rough roads 
and heavy payloads, and the 46,000-
lb Neway ADZ-246 rear suspension. 
The front axle was Volvo’s own VF20 
rated at 16,000 lbs.

As in the VN, the driver display 
provides real-time driver perfor-
mance and coaching info. Dollar 
signs indicate how well the driver is 
remaining within the engine’s sweet 
spot. This can be set up to reward ef-
ficient driving, for example, by pro-
viding drivers with extra speed, 
which seems counterproductive, like 
rewarding good behaviour in prison 
by giving the prisoner the keys to the 
bank. But nonetheless, if you want to 
do that, you can.

Volvo’s driver display is well de-
signed, providing the information 

you want and need but not so much 
that it becomes a distraction.

The Volvo VNX was designed to 
bring an on-highway driving expe-
rience to the heavy-haul segment and 
it has accomplished that mission. It 
makes heavy payloads less daunting 
for drivers with little or no heavy-
haul experience. And it’s a nice look-
ing truck, too.

Volvo began taking orders for the 
VNX late last year and so far, not sur-
prisingly, most of the interest in the 
truck has come from Canada. 

The truck I drove was one of sev-
eral demonstration vehicles that are 
making the rounds among custom-
ers. There are many heavy-haul ap-
plications within Canada that are 
well suited to the VNX. 

In the oilpatch and the quarry, the 
landfill and the bush, the KWs and 
Petes may have to make some room 
for a new heavyweight contender.  

Join our Team today  
by applying online:
www.westcanbulk.ca

“You don’t build a business; you build people  
and then people build the business.” – Zig Ziglar

With 50 years of experience behind us, we know a thing or two 
about what it takes to succeed in the bulk transportation  
industry. Our people are instrumental in our success.

Sending a big shout out  
to all our employees this  
National Trucking Week as well 
as encouraging others to

Get Behind Our Wheel!
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thank you to those who 
make the miles count

By James Menzies

NAPA VALLEY, Calif. – The medium-
duty and vocational truck markets can 
no longer be thought of as side busi-
nesses to Freightliner, executives de-
clared while providing an update on 
their vocational strategy initiated five 
years ago.

When Freightliner set out to become 
the vocational truck segment leader, it 
did so from second position, but well 
behind Navistar International. A well-
executed strategy by Freightliner, cou-
pled with Navistar’s emissions-related 
struggles, have enabled the company 
to achieve its goal ahead of schedule. 
Year-to-date, Freightliner now leads 
the market share race in all six sub-
segments that comprise the vocation-
al truck market (specialized hauling, 
utility, food and beverage, govern-
ment, construction and refuse), exec-
utives said, citing Polk data.

“When we pitched this (strategy) in-
ternally, Navistar had the lead posi-
tion in every one of what we call the six 
sub-segments of vocational,” said Da-
vid Hames, general manager, market-
ing and strategy with Daimler Trucks 
North America. “Our goal was to even-
tually supplant Navistar, or whoever 
was in that lead position, by 2015. This 
is the first time we’ve been able to get 
to that lead position across the board.”

Freightliner’s goal is to control 32% 
of the vocational truck market this year 
and it presently sits about one point 

shy of that mark. The company now 
considers the vocational market part 
of its core business and not a second-
ary business unit, Hames said.

“We can’t look at medium-duty as a 
secondary business. We can’t look at 
vocational as a side business. Medium-
duty and vocational is not something 
that is a side business for us anymore,” 
he said. “That was a major accomplish-
ment that came out of this five-year  
vocational strategy – to become a  
more well-rounded, diversified truck 
manufacturer.”

To put into context how important 
this market is to Freightliner, Hames 
showed a chart that indicated Freight-
liner sells more M2 Business Class and 
SD vocational trucks than the total 
production of most other OEMs; nev-
er mind on-highway tractors where it’s 
also the current leader in market share.

Its US/Canada Class 6/7 vocational 
market share is 35.1% year-to-date, up 
from 14.6% when it launched its voca-
tional strategy in 2009. Including Class 
8, Freightliner holds 30.8% of the mar-
ket, up from 16.8% in 2009.

Richard Saward, general manager, 
vocational sales with Freightliner, ad-
mitted it hasn’t been easy. To become 
a vocational truck leader, the compa-
ny has had to step outside its comfort 
zone and take on special projects that 
in the past would have been easy to 
turn down.

“We looked to the top of the hill at 
the market share leader, who was 25 

points in market share ahead of us, and 
said, ‘We’ve got to do some things, get 
serious about it and commit to get that 
stuff done’,” Saward recalled. It took 
some courage, during a depressed 
market in 2009, to go to senior manage-
ment and ask for a significant invest-
ment in a market segment that then 
only represented about 20,000 units (or 
42,000 units today, now that the mar-
ket has recovered).

“We asked for a boatload of money 
and said, ‘If you do this, we promise 
you we’ll get some rewards out there’,” 
Saward said.

Money in hand, the company con-
sulted with its dealer network to en-
sure they were on-board with the plan. 
There were some initial concerns that 
dealers might be complacent in being 
an on-highway leader and disinterest-
ed in pursuing what is a very differ-
ent market. However, those concerns 
were quickly put to rest when the deal-
ers that were consulted said they were 
all-in on vocational.

The SD line of trucks brought 
Freightliner the solid, rugged, versa-
tile product platform it needed to pur-
sue the vocational market. However, 
Saward said it was daunting to say ‘yes’ 
to customers who brought forth some 
unorthodox requests.

“We were challenging ourselves to 
do some uncomfortable builds,” he 
said. “When you have a 60-ton crane 
and a boom that’s 100 feet out in the air 
and it’s unloading materials, there’s no 

guesswork involved. You better know, 
you better have tested it and you bet-
ter know your partner is putting a body 
on it that the outrigger is going to hold 
and it’s not going to tip over. That’s a 
$400,000 unit and the truck is maybe 
$120,000 of that. They’re mounting a 
piece of equipment that’s two to three 
times the value of our chassis and be-
fore they do it they want to make sure 
they’re working with someone who 
knows what they’re doing.”

Another element of Freightliner’s 
new focus on the vocational market 
was to change how its dealers viewed 
truck equipment manufacturers 
(TEMs). They began looking at TEMs 
as partners rather than customers, and 
working with them more closely to de-
sign a chassis that’s easy to upfit. This 
included keeping a clean frame and 
back of cab and pre-drilling holes so 
upfitters wouldn’t have to. Freightliner 
also developed a multiplex electrical 
system that allowed body builders to 
more easily install their equipment. It 
also incorporated new programmable 
features requested by its customers, 
such as turning down the radio volume 
when the truck is put into reverse and 
displaying the side camera view in the 
driver display when the turn signal on 
that side of the truck is activated.

While it’s pleased with the progress it 
has made, Freightliner executives has-
tened to add they’re not yet satisfied 
with their position. “We’re not spiking 
the ball yet,” said Hames. They prom-
ised another update next year, at which 
time they’re confident they’ll be able to 
discuss further market share gains.   

How Freightliner conquered the vocational truck market
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Castrol Truck News Joe Ad September

By James Menzies

GREENSBORO, N.C. – Volvo Trucks 
has expanded its partnership with 
Telogis, to provide integrated f leet 
management tools with no addition-
al hardware required.

The Built-In Fleet Intelligence sys-
tem will be available on new Vol-
vo trucks beginning in September, 
as well as the 60,000 or so vehicles 
that have been purchased since 2012 
with Volvo’s Remote Diagnostics  
capabilities. 

The new offering uses the same da-
ta-gathering system as Remote Diag-
nostics, and uses that information to 
provide fleet management tools such 
as hours-of-service monitoring, navi-
gation, IFTA reporting, inspection re-
ports and other real-time alerts. 

The system also taps into Telogis’ 
community of 130,000 drivers, who 
can provide real-time road updates. 
For example, when road construction 
or a severe storm has taken a route 
out of service to trucks, a driver can 
provide an update with the push of a 
single button and once the truck has 
stopped, provide further details that 
will be visible to other drivers.

“We refer to it as social naviga-
tion, where other drivers are helping  
each other,” Erin Cave, vice-pres-
ident, product management with 
Telogis said during an online press  
conference.

The system is based on a Bring Your 

Own Device (BYOD) model, allowing 
drivers to use any Android or Apple-
enabled tablet or smartphone to ac-
cess information via a free app. Fleets 
can access the data in scorecard form 
and intervene with drivers who are 
displaying bad habits such as exces-
sive idling, speeding or hard-braking. 
The system can also generate “vehicle 
health reports” so that fleet managers 
can identify inefficiencies and spot 
trucks or drivers that aren’t perform-
ing to expecations.

The partnership is unique, because 
Volvo trucks will come straight from 

the factory with the necessary soft-
ware and can be generating usable 
data immediately with no associat-
ed hardware costs, said Conal Deedy, 
director, connected vehicle services, 
with Volvo Trucks.

“Typically, when a truck has to be 
fitted after delivery, it may take a day 
or two to install the hardware and get 
fully functioning,” Deedy said. “Now, 
we can go from the dealership right 
into service collecting data.”

Deedy said Built-In Fleet Intelli-
gence compliments Volvo’s Remote 
Diagnostics program, which monitors 

fault codes and advises the operator 
on the proper course of action before 
a breakdown occurs. The subscrip-
tion cost can be incorporated into the 
financing of the vehicle. The Telogis 
navigation bundle and fleet manage-
ment bundle can be ordered separately 
or together as one package.

Built-In Fleet Intelligence will be 
rolled out in Canada and the US at the 
same time in September. Data con-
sumption rates vary depending on 
the parameters chosen but typically 
amount to about 1-2 MB per vehicle 
each month, officials said. 

Volvo offering integrated, hardware-free fleet management tools

LISLE, Il. – Navistar has introduced a new reconditioning 
program for used trucks, which includes a thorough inspec-
tion and two-year warranty.

The company says its new Diamond Renewed program 
offers the best used truck value in the industry. 

Trucks bought through the program will have warranty 
coverage of up to two years/200,000 miles and will come 
with Navistar’s OnCommand Connection uptime moni-
toring system.

“Diamond Renewed is an industry game-changer and 
we are raising the bar by providing our used truck cus-
tomers with a new truck experience,” said David Gerrard, 
senior vice-president of distribution, Navistar. 

“Our comprehensive reconditioning process includes 
more than 180 vehicle and engine inspection points to 
drive consistency across the International brand. Our 
warranty includes coverage of the EGR system and we are 

providing the best in uptime support as the only OEM to 
provide performance and uptime monitoring as standard 
on our used trucks.”

Trucks purchased through the Diamond Renewed pro-
gram will have undergone full mechanical and aesthetic 
reconditioning, the company says. 

This includes cleaning or replacing diesel particulate 
filters and diesel oxidation catalysts, exhaust gas recir-
culation calibration software updates, checking and re-
pairing brake systems, body work repairs, painting the 
frame and more.

“Diamond Renewed assures every truck meets our strin-
gent reconditioning and quality standards,” Gerrard said. 

The program covers model year 2010 or newer Interna-
tional ProStar, TranStar and LoneStar trucks powered by 
the MaxxForce EGR engines with under 400,000 miles and 
up to 450 hp.   

Navistar launches used truck reconditioning program
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Our commitment 
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Book a service at: www.nationaltankservices.com

SHOP LOCATIONS
Trail, BC (888) 967-4367
Regina, SK (306) 721-1988
Saskatoon South, SK  (306) 975-9101
Prince George, BC (250) 561-1202
Yorkton, SK (306) 782-0555 
  x233
Dundas, ON  (905) 628-1877
Guelph, ON (888) 822-2777
Sarnia, ON (519) 344-8509
Edmonton East, AB (780) 449-3563
Mount Pearl, NF (888) 221-7776

SHOP & WASHRACK LOCATIONS 
Calgary, AB (403) 231-4561
Dawson Creek, BC (250) 782-7102
Edmonton, AB (780) 447-1190
Kamloops, BC (250) 374-6232 
  x238
Langley, BC (604) 888-2188
Mississauga, ON (800) 987-0923
Montreal, QC (888) 776-8627
Port Colborne, ON (800) 263-9717
Saskatoon North, SK  (306) 242-8880
Winnipeg, MB (204) 233-8945 
  x241

NEW
TRACTOR DIAGNOSTICS

TRACTOR PREVENTATIVE 
MAINTENANCE SERVICE
• Tri-Lube 
• Brakes 
• Suspension Work 
• Transmission & Clutch 

Replacement 
• Air Conditioning 
• Electrical

TRAILER PREVENTATIVE 
MAINTENANCE SERVICE
• Custom Maintenance 

Program 
• Road Service 
• B620 Inspections 
• Brakes 
• Electrical 
• Suspension 
• ASME Repairs 
• Welding & Fabrication

TANK & TRAILER CLEANING
• External & Internal Cleaning 
• Steam Clean 
• Hot Water Flush 
• Detergent Wash 
• Caustic Wash 
• Diesel Flush 
• Passivation 
• Kosher Certified 
• Latex Stripper Wash 
• Pump 
• Hoses Testing & Cleaning 
• Deodorize 
• Steam Heating

We strive to deliver:
• Timely diagnosis & fast turnaround times
• Prompt notification of work completion
• A time estimate consistent with your schedule expectations
• A cost estimate consistent with the final invoice
• Your equipment taken care of right the first time.

By James Menzies

Vocational truck buyers who don’t de-
velop and stick to a purchasing plan, are 
often left paying more than necessary 
for an overspec’d dealer stock truck.

Steve Bates, Mack sales manager, 
Mid-Ontario Truck Centre, said there 
is money to be saved with good plan-
ning. Vocational trucks make up about 
a quarter of the Class 8 truck popula-
tion, but the trucks are highly special-
ized by region.

“You can take a highway tractor 
and I can sell it in Ontario, Quebec, 
Vancouver, California – anywhere in 
North America, it’s pretty much the 
same truck,” Bates told an audience 
at the Canadian Fleet Maintenance 
Seminar. “The vocational trucks we 
sell in Ontario are unique to Ontario. 

If I have a vocational truck at my deal-
ership and I can’t sell it, I can’t sell it 
anywhere else.”

To avoid being stuck with invento-
ry they can’t move, dealers often spec’ 
trucks that are loaded with features 
that many vocational truck buyers re-
ally don’t need.

Bates gave the example of a munici-
pality such as the City of Toronto look-
ing for a tandem roll-off truck rated for 
27,000 kgs. 

“If you try to find one of these at any 
dealership, chances are it’s spec’d out 
with 500 hp,” Bates said. “Do you need 
500 hp? No, you probably need a max-
imum of 360-375 hp, that’s it. Why did 
the dealer put 500 hp in the truck? Be-
cause he’s going to go with what he 
can sell the easiest and not get stuck 
with, so he goes with the high horse-

power. If you buy that truck, think of 
the consequences. You just bought a 
truck that’s going to cost you an ad-

ditional $1,500 per year in fuel for the 
next 15 years. Let’s say that truck had 

diff-locks on it; most vocational trucks 
are spec’d with diff-locks. You do not 
need diff-locks to do what you’re going 

to do in the city of Toron-
to. Diff-locks are worth 
$1,000, so you just over-
paid. You bought some-
thing you’ll never use. I 
can stand here and name 
another 30 items on that 
truck that you’re over-
paying for.”

The key to avoiding 
this, said Bates, is to 
develop a purchasing 
plan and spec’ to your 
own requirements in-
stead of buying hastily 
and settling for dealer 

stock units. 
“Having a purchasing plan will save 

you an awful lot of money,” he said.
Bates said customers should strive 

for standardization within their fleet 
so the trucks are easier to service and 
maintain.

“Standardization should be a goal. 
In a fleet, how many brands of trucks 
can your mechanics work on? How 
many different engines? Let alone 
types of transmissions, rear ends and 
so on,” he said.

Fleets should also plan for obsoles-
cence, noted Bates, and retire older ve-
hicles before they break down and re-
quire a replacement unit to be bought 
off the lot.

“If you wait for an engine failure, 
now it’s a panic buy situation and 
you’re looking for another truck on 
a dealer lot,” Bates said. “Try to plan 
ahead.”

This extends to the body as well; if 
possible, try to plan so that the truck 
and body will expire around the same 
time.

“I see people overbuy trucks and put 
a little body on it,” Bates said. “When 
you buy a truck with a body on it, you 
want to plan out so that the two are 
going to become obsolete at approxi-
mately the same time. There’s very lit-
tle divorce that goes on with a truck 
and body – they usually stay together 
for life.”

Because some vocational trucks, 
such as cement mixers, are often 
kept in service for 18-24 years, a bad 
buying decision can have lingering  
repercussions.

“If you make a bad decision or pur-
chase the wrong truck up front, that’s 
a long time to own that bad decision,” 
Bates said.

In Ontario, vocational truck oper-
ators should also be aware that the 
Safe, Productive, Infrastructure-
Friendly (SPIF) regulations will be ful-
ly in place by Dec. 31, 2020, when the 
grandfather period for existing trucks 
comes to an end.

This means mixers built after 2002 
and other vocational truck types built 
after 2007 will have to comply with 
SPIF, or be saddled with weight pen-
alties of 5,100 kgs. Because of the long 
life-cycles of these types of trucks, 
Bates said fleets should be planning 
now for the conclusion of the grand-
father period.

“It’s coming sooner than you think,” 
he warned. “These trucks will have to 
be modified or replaced. There are a 
lot of tri-axle roll-off trucks on the road 
that are going to be affected.” 

Are you overpaying for vocational trucks? Develop a plan and stick to it

‘Having a 
purchasing plan 
will save you 
an awful lot of 
money.’ 

  Steve Bates
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Read more tips from industry
  experts in the newly released:
 
 STRAIGHT TALK,
SMART STRATEGIES
A guide to growth and profitability for construction 
fleets and fleets serving the Oil Patch

Look for extra protection 
in the casing, an extra 
belt package, extra wall 
thickness and a hard rubber 
compound that’s going 
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    resistance.

Need tires that 
can stand up 
to demanding 
applications?

Download your FREE copies
in the Knowledge Centres section of

www.trucknews.com
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By James Menzies

JAMESTOWN, N. Y. – Cummins in early 
August celebrated the 40th anniversary 
of its Jamestown Engine Plant, which 
produces heavy-duty truck engines for 
the North American market. 

The milestone stirred strong emo-
tions among those with ties to the plant, 
since just 10 years ago the future of the 
facility was very much in doubt. Cum-
mins was struggling with excess en-
gine-building capacity in 2002 and 
needed to consolidate production in ei-
ther Columbus, Ind. or in Jamestown. 
With Columbus serving as the corpo-
rate headquarters for Cummins as well 
as its founding location, a betting man 
may have written off the Jamestown 
plant.

However the company decided to 
consolidate production in Jamestown, 
N.Y., which during speeches Aug. 8, 
executives past and present said has 
turned out to be the correct decision.

“At the time, there were a few crit-
ics both inside Cummins and outside 
Cummins,” recalled Dana Vogt, who 
served as plant manager from 2003 to 
2007. “But we really nailed it and we 
blew those critics away and really have 
confirmed this was the right decision 
for Cummins.”

(The Columbus plant now houses 
production of the ISV5.0 engine Cum-
mins introduced last year).

Among those who cast a vote for 
Jamestown was Jim Kelly, who was 
plant manager from 1989 to 1992 and 
the president of Cummins’ engine busi-
ness from 2005-2010. When Kelly over-
saw production in Jamestown, it was 
churning out about 65 engines a day, 
four days a week. Today, it produces 400 
engines per day.

“There were many of us who didn’t 
think the plant would ever see its 40th 
anniversary,” Kelly admitted. “I’m de-
lighted to be here and be a part of that. 
We persevered.”

Kelly, now retired, said the attribute 
that makes the Jamestown plant special 
is its “can-do” attitude.

Ignacio Garcia served as plant man-
ager from 1998-2003, during the time 
when speculation of the plant’s closure 
was omnipresent.

“When I was here, there were a lot of 
times we were really concerned about 
the future of heavy-duty engines for the 
company,” he said. Garcia credited the 
introduction of the ISX engine platform 
and the company’s decision to move 
production to Jamestown as the key de-

cisions that have resulted in the com-
pany’s turnaround.

Garcia said the move to Jamestown 
occurred over the Christmas holidays, 
with 90 trailers of equipment being re-
located and many employees work-
ing through the holidays to ensure  
production was ready to ramp up in 
January 2003.

Dave Crompton, current president 
of Cummins engine business, noted 
the move to Jamestown “wasn’t a vote 
against where we came from; it was vote 
for the future and where we could go.”

Crompton pointed out that since the 
plant’s opening in 1974, 8,500 inches 
of snow has fallen on Jamestown but 
the plant has not shut down for a single 
snow day. About 40 trailers full of Cum-
mins engines leave the plant each day, 
destined for truck plants across North 
America. 

The Jamestown plant produced its 
1.5 millionth engine in 2013 and today 
employs about 1,500 people. 

“The Jamestown Engine Plant plays 
a critical role in our company’s ability 
to produce a broad range of diesel and 
natural gas engines for different cus-
tomers around the world,” said Cromp-
ton. “This anniversary is a testament to 
our more than 1,500 employees at JEP 
who produce reliable, clean and fuel-ef-
ficient engines that enable our custom-
ers to be successful in all of the markets 
they operate.”

In addition to the ISX, the James-
town plant also builds the ISM, which 
is exported to Mexico, as well as the 
Cummins Westport ISX12 G natural 
gas engine. 

On Saturday, members of the com-
munity and employees’ families were 
invited to tour the pant, which is the re-
gion’s biggest private employer and the 
largest contributor to the local United 
Way. Employees there are allowed to 
work at least four hours per year on pub-
lic service projects while on the clock. 

“We take Cummins commitment to 
community service and improving the 
communities in which we live very se-
riously,” said Mike Abbate, JEP plant 
manager. “I’m tremendously proud of 
what our employees are doing inside 
and out of our plant to make western 
New York a better place to live. This an-
niversary is a great time to celebrate 
and salute their many contributions to 
our company and the community. We 
owe gratitude to our former and current 
employees, who have been and contin-
ue to be the reason why we are a suc-
cessful company.” 

From uncertainty to prosperity: 
Cummins engine plant turns 40

Cummins Jamestown Engine Plant is celebrating its 40th year in business.

NAPA VALLEY, Calif. – Freightliner 
has set an internal goal to limit the 
downtime of its vehicles to no more 
than three days, for even major re-
pairs. Richard Howard, the compa-
ny’s newly appointed senior vice-
president of sales and marketing, 
revealed the plan during a press 
event.

“We have set a key aspiration for 
us,” he said. “The maximum time a 
truck should be in the shop is three 
days, as a maximum. We don’t want 
any of our customers’ trucks being 
in the shop longer than three days.”

The company is currently using 
telematics and its Uptime Pro man-
agement program to better monitor 
the time its customers’ trucks spend 
in the shop. Daimler plans to use that 

data to become more involved in the 
repair process, ensuring the required 
parts are readily available and oth-
er measures, some of which will be 
best practices already employed by 
top dealers.

While it’s still too early in the 
process to determine how long the 
average truck spends in the shop, 
it’s well under three days, Howard 
indicated. However, he also ac-
knowledged there’s room for im-
provement.

Freightliner has introduced other 
measures to improve uptime, includ-
ing launching Express Assessment, 
which provides a diagnosis, checks 
parts availability and produces an es-
timate within two hours of a service 
write-up.  

Freightliner looks to limit downtime 
to three days in the shop, max
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ires are one of the largest expenses for 
owner/operators. During difficult eco-
nomic times, such as experienced in 
recent years, our research indicates 
there is strong temptation to make pur-
chase price the deciding factor when 
spec’ing tires. In the June issue we 
examined how Western Canada fleets 
were responding to the growing avail-

ability of low-cost offshore tire brands, 
made in countries such as China and 
India. This issue we examine Western 
Canada owner/operator attitudes to-
wards these tires. Our research found 
that more than one third have used off-
shore tire brands, primarily in the trail-
er position but increasingly in the drive 
position as well. 

Western Canada O/O 
intentions to continue 
using offshore brands

Western Canada 
O/O use of 

offshore tires

Consider replacing 
brand name tires with 

offshore brands

Why Western Canada 
O/Os COnsider using 
OffshOre tire  
brands

11% T

Acquisition price

Preventive maintenance

Better product 
selection

Steer position

Price

1

2

3

4

5

Yes

Yes

No

No

Quality Trial Retreadability All

Drive position

Trailer position

No, will  
not continue  

to use

Yes, to the 
same extent

Yes, to a more 
limited extent

Western Canada 
O/O strategies for 
optimizing tire 

costs

Main reasons Western Canada O/Os 
choose offshore brands

Positions offshore 
tire brands used

40%

3%

21%

87%

35%
24%

39%

44%

13%

65%

36%

58%

35%

TransporTaTionMEDia

research

part II
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WINNIPEG, Man. – The Win-Mar 
Group of Companies announced 
it has acquired Sure Shot Express 
based in Winnipeg, Man. 

Win-Mar says it’s thrilled to have 
Sure Shot as part of their group of 
companies because the acquisition 
means Win-Mar can strengthen its 
f latbed presence. 

“Win-Mar is committed to our em-
ployee, drivers, customer’s and car-
riers and has always concentrated 
on focused growth, so when the Sure 
Shot Express opportunity presented 

itself, the shareholders were unani-
mously excited,” said the company 
in a release. “The core values and 
family atmosphere in which Sure 
Shot conducts its business are the 
same value’s that Win-Mar is built 
on. These core values are the corner-
stone of the Win-Mar Group of Com-
panies and are an integral part of the 
success of our organization.”

Sure Shot has been in business for 
more than two decades and has a fleet 
of 20 trucks.  It specializes in open deck 
freight across Canada and the US. 

Win-Mar acquires Sure Shot Express

tention rate among customers who 
ship intermodal loads.” 
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SUBSCRIBE
NOW!READING SOMEONE

ELSE’S COPY?
Have your own!

MOVING?
REQUALIFY?

Call (416) 442 5600 ext. 3553

Company ______________________________________________________________________________________________

Name ______________________________________________

Address  _______________________________________________________________________________________________   

City ________________________________________  Province ________________________  Postal Code  ____________

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

Title ______________________________________________

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

1     1    4

 Canada USA Foreign � Charge Card � Cheque Enclosed

� Visa     � Mastercard     � Amex

No: _____________________________________________

Expiry Date: ______________________________________

Signature:_______________________  Date: ____________

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

 2 Years � $66.95
  (+ applicable taxes)

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

DO YOU WISH
TO RECEIVE 

OR CONTINUE 
TO RECEIVE

TRUCk WEST

❏ YES     ❏ NO

Signature

Date

PLEASE ANSWER THE FOLLOWING QUESTIONS

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

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

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

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

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

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

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

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

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

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

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

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

Missing Since: February 1, 1975

Date of Birth: September 28, 1960

Missing From:
Waterhen First Nation, 
Saskatchewan

Height: 5’8”

Weight: 140 lbs.

Eye Colour: Brown

Hair Colour: Brown

BARRY “ROCKY” FIDDLER

OR COntACt YOuR LOCAL pOLICE DEpARtmEnt. ALL CALLs COnFIDEntIAL.

missingkids.ca

IF YOu HAVE AnY InFORmAtIOn ABOut tHIs mIssInG pERsOn,  

1-866-KID-TIPS
pLEAsE VIsIt OuR WEBsItE OR CALL us tOLL-FREE

(1-866-543-8477)

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

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

Caesar Transport
celebrates 30th
anniversary,
thanks its
customers for 
their loyalty
TORONTO, Ont. – Caesar Transport 
of Etobicoke, Ont. celebrated a mile-
stone this August. 

This year marks the 30th year the 
company has been in business since 
it first opened its doors.

“We would like to thank all of our 
customers for their continued support 
and loyalty,” the company said. 

GREEN BAY, Wisc. – Schneider has 
announced the expansion of its bulk 
intermodal segment, including new 
reaches into Canada and Mexico.

The company says its bulk inter-
modal trailer service has seen load 
volumes increase 75% in the first six 
months of 2014.

Schneider claims to be the fastest-
growing liquid bulk carrier in the in-
dustry and now says it will double its 
bulk intermodal trailers in the next 
year to keep pace with demand.

“As the driver market continues to 
tighten, chemical companies of all 
sizes are struggling to get long-haul 
bulk capacity,” said George Gros-
sardt, senior vice-president and gen-
eral manager of Schneider’s bulk di-
vision. “When customers move loads 
on the rail with Schneider Bulk, it 
frees up drivers for their other over-
the-road loads.”

The company says it is able to de-
liver bulk loads intermodally within 
24 hours of the time a truck shipment 
would take.

“Truckload plus one day is very 
doable for most chemical shippers 
today,” Grossardt said. 

“If they can build the extra day 
of transit into their supply chains, 
they can count on our Bulk Inter-
modal drivers to deliver. Many of 
the customers who have experi-
enced our Bulk Intermodal service 
have become regular or heavy users 
because it gives them a largely un-
constrained, long-haul liquid bulk 
capacity option. We have a 100% re-

Schneider goes bigger

pg 35 tw sep.indd   35 14-08-15   12:45 PM



36   fiction   Mark Dalton : owner/operator

BROUGHT TO YOU BY MICHELIN® XDS® 2 TIRE
MICHELIN’S BEST TRACTION TIRE 

By Edo Van Belkom

The sTory so far…
Bud is off for a couple of days, so Mark 
gets a load from his replacement. It’s a 
sweet load of cowhide into California. 
Mark is concerned that the trailer he’s 
given to use is not compliant with the 
SmartWay program that is mandatory 
in California, but the shipper convinces 
Mark that the trailer is compliant and 
everything will be alright.

As Mark crosses the border he is ques-
tioned about the trailer and SmartWay 
compliance. Mark is sure the trailer’s is al-
right because 75% of the fleet it is a part of 
is already compliant. However, the closer 
he gets to California, the more he’s wor-
ried that everything is not as easy as he’s 
been told. 

At his destination, the receiver refuses 
to accept the load because Mark has no 
paperwork proving the trailer is part of a 
SmartWay compliant fleet. He’s stranded 
in California until someone offers him 
a solution. He’s taken to a second ware-
house where a group of hardscrabble 
men look as if they intend to rob him. 

•
“We understand you have a problem 
delivering your load,” one of the men 
said, obviously the leader.

“That’s right,” Mark said. “The receiv-
er won’t accept it.”

The man nodded. “So, you’ve got a problem and we’ve got a solution.”
“Which is?”
“We’re willing to let you borrow our trailer for a few hours for just $500.”
Mark said nothing for a moment, considering the offer. “What about my return 

load? I won’t be able to pick anything up with my trailer.”
“No problem. For another $500, you can use our trailer to pick up your load. Then 

you bring it back here, we switch it up for you and you’re on your way.” 
Mark considered the offer further and shook his head in disgust. He had noth-

ing against these men who had obviously recognized a need in the industry and 
stepped up to fill that need. 

No, his problem was with the shipper who sent him into California knowing that 
the trailer he was pulling was not SmartWay compliant. Sure, the shipper saved 
$7,000 or $8,000 by not retrofitting the trailer, but now he was going to be out $1,000 
just to get a delivery made and a load picked up. 

Not only that, but what Mark was considering doing was probably highly illegal 
and likely the subject of countless fines and suspensions. If the guy had just paid for 
the upgrades to his trailer, he would have earned his money back in fuel savings in 
just a couple of years. This way, he was simply going to be out the money while the 
owner/operator took a huge risk in terms of the ongoing operation of his business.

And it all came down to Mark.
Here he was in another country, thousands of miles from home with a load that 

was probably worth tens of thousands of dollars. Five hundred bucks to drop off, 
and another $500 to pick up was just a fraction of the total value of the loads So, even 
though it turned Mark’s stomach to do it, the deal actually made good business sense. 

“Okay,” Mark said, “But your trailer gets hooked up to my truck before we 
switch the load.”

The leader of the men nodded his head while the rest of them just smiled.
“And if anything goes wrong, or if you guys try to make off with my trailer...or 

my load, I won’t hesitate to call the police.”
The leader sneered at Mark, obviously not too happy to have the police mentioned as 

part of the deal. The other men looked at him with equally derisive glares. “If we cheat 
you, or screw you over, you do whatever you think you have to do to make it right, okay.”

The man’s answer disarmed Mark. It wasn’t the response he was expecting. This 
offer seemed too good to be true. “And the paperwork’s got to be right,” he said.

Everyone in the warehouse except for Mark burst into laughter. 
“What is it?” Mark asked.

“We can give you any kind of paperwork you 
want. If you want good paperwork that says the 
load is being delivered by Mickey Mouse, we can 
do that for you.” More laughter. 

Mark suddenly felt small and out of his league.
“Do you think this is the first time we’ve ever 

done this?”
Mark knew the answer, but said nothing.
“Why would we spoil a sweet operation like this 

by stealing a trailer we can’t even use in this state?”
That was a good point, Mark had to admit.
“Now hurry up and make your delivery. We’ve 

got another trailer coming in here in an hour.” 
•

Before Mark made his delivery, he stopped at a 
bank machine and withdrew money from his ac-
count, then got an advance on his credit card. Then 
with $1,000 cash in his pocket, he continued on to 
the warehouse he’d attended just a few hours be-
fore. Loopy Ears recognized Mark and was happy 
to have the load delivered, but avoided any ques-
tions about how he’d managed to get his load onto 
a SmartWay certified trailer. Without any small 
talk, Mark was on his way in minutes and was able 
to pick up his return load without delay. Less than 
an hour later he was back at the warehouse get-
ting the return load placed into his trailer. Once 
the money changed hands, Mark was on his way.
•
He waited until he was out of California without 

incident before making a phone call to the ship-
per in Calgary. The man sounded a bit surprised 
to hear that Mark had already dropped off his load 
and was on his way back with another, but he was 

absolutely taken aback at the suggestion that he now owed Mark an additional $1,000 
for the round-trip on top of his regular fees. 

“Why would I pay you that?” he asked. “I sent you down with a good trailer.”
Mark just shook his head. “You and I both know you haven’t got a clue about how 

the SmartWay program works. You sent me to California with a bum trailer hoping 
I’d get lucky. Things didn’t work out that way and now you’re going to pay.”

“If you couldn’t get that load delivered, that’s your problem. I’m not going to pay 
you a dime extra.”

Mark sighed, then said. “You are going to pay and I’ll tell you why. If you don’t, I’ll 
just pull over onto the shoulder somewhere in Washington State, unhook the trailer 
and bobtail it back to Canada.”

“I’ll sue you.”
“You can bring all the civil action you want against me, but we both know that it’ll 

take years and tens of thousands of dollars to get anything out of me. You could also 
make an insurance claim and recoup your losses that way, but I’ve got paperwork 
that says the load was picked up by Carlito Trucking and you’ll have a hard time 
convincing anyone that the load was ever in your possession.”

“Are you threatening me?”
“Yes, I am. You sent me to California thinking I was too stupid to know better 

about SmartWay certifications. Well, you were only partly right. I was stupid enough 
to make the delivery for you, but not stupid enough to let you get away with it. I’ll 
just say it one last time...wire $1,000 to my dispatcher or this trailer gets left on the 
side of the road.”

“You’re bluffing.”
The accusation brought a smile to Mark’s face. “If you think so, call around and ask 

anyone who knows me if I’m the kind of person who would bluff about something 
like this.” He paused a moment, gearing down. “Ah, here’s a good spot.”

He pulled onto the shoulder and hung up the phone. It took a few hours, but Mark’s 
phone eventually rang. It was Bud. “Hey Mark, why did we just get $1,000 credited 
to your account?”

Mark smiled, started up Mother Load and got back on his way. 

Did you know that there are two full-length novels featuring Mark Dalton?: 
Mark Dalton “SmartDriver” and Mark Dalton “Troubleload.” For your free 
copy register with eco ENERGY for Fleets (Fleet Smart) at fleetsmart.gc.ca.
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Mark learns 
the SmartWay
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guess it’s a law of nature – or 
at least of government – that 
the good summer weather 
brings road construction. 
So when we finally have 
road conditions conducive to 
driving, we have roadblocks 
and slowdowns that ensure 

we can’t make good time. 
I don’t know what the solution is oth-

er than twinning every major road so 
there’s always a couple of lanes getting 
through, an expensive and rather “pie 
in the sky” answer that would also de-
stroy some really great driving roads 
for those who enjoy a romp through 
the twisty bits. It’s just frustrating hav-
ing wonderfully clean and clear roads 
stretching ahead of you while you’re 
parked in a long line of barely-mov-
ing traffic! 

This undoubtedly annoys truckers 
more than writers, but I run into it my-
self nearly every time I hit the highway. 
Heck, coming back from a wedding in 
Edmonton on a recent Sunday morn-
ing, traffic on Calgary Trail was backed 
up for kilometres – despite the signs 
saying the construction would finish at 
8 a.m. (it was noonish at the time). Nat-
urally, the workers were all standing 
around together, solving the world’s 
problems, while we crawled past.

Maybe some of the frustration could 
be eased if at least the workers would 
subscribe to some “truth in advertis-
ing.” I mean, who hasn’t had to slow for 
a supposed construction zone only to 
discover there’s no one working, and 
no evidence beyond some cones on the 
roadside that anyone will ever be work-
ing there? It’s inconvenient enough to 
be caught in a construction zone, let 
alone to be subjected to ones that for 
all intents and purposes are imaginary 
– or at least inactive.  

This will all be solved when I’m Em-
peror, of course, though it’s taking lon-
ger than I expected to get there.

News from all over
Jay’s Group of Companies held its 
23rd Annual Golf Classic for Telemir-
acle recently, raising a record-setting 
$124,906 for the Saskatchewan-based 
charity. Very nicely done! 

Bison Transport’s Gary de Vos (an 
Ontarian, poor fellow) has been award-
ed Highway Angel Status, thanks to an 
incident in which he assisted a motor-
ist who had hit a deer on Hwy. 1 east 
of Winnipeg. The title, granted by 
the Truckload Carriers Association 

(TCA), is presented to truck drivers for 
the “unusual kindness, courtesy, and 
courage they have shown others while 
on the job.” Congratulations, Gary, and 
well done! 

And in response to a speed limit in-
crease that was introduced on cer-
tain highways in B.C. recently, the 
British Columbia Trucking Associa-
tion (BCTA) said it’s not likely going 
to change things for the industry. Ac-
cording to BCTA president and CEO 
Louise Yako, they surveyed drivers 
while the province was conducting 
the speed limit review, and “our mem-
bers indicated that regardless of what 
changes might occur in terms of post-
ed speed limits they were very unlikely 
to change their practices.” 

Despite my zeal to try the new lim-
its in a high-performance car, the 
BCTA’s reasons sound like common 
sense ones for the trucking industry. 
After all, as Yako pointed out, most of 
the BCTA’s members are governing or 
limiting their speeds in some way al-
ready, for a couple of legitimate rea-
sons: safety and to reduce emissions 
and fuel consumption.

Let’s just hope the trucks (and every-
one else who chooses not to partake 
of the new limits) will stay in the right 
lane and let the speeders by.  

Last call for Truxpo
What’s billed as western Canada’s larg-
est trucking and logistics show is ap-
proaching quickly. Truxpo, held at 
Abbotsford’s Tradex Centre (which, 
at 1190 Cornell Street, is crawling dis-
tance from Abbotsford airport), prom-
ises to be (as Ed Sullivan would have 
noted) a “really big shew” this year. 
Not only will there be the usual ex-
hibits and booths (drop by the Truck 
West  booth and say hello!), but there’ll 
also be a Show & Shine, a Ride & Drive 
(where you can test drive the newest 
trucks from top OEMs on-site), as well 
as the Pacific Heavy Equipment Show 
on the grounds. 

This year, there’s also a BCTA con-
ference on the Friday morning, and 
the organizers have announced that 
Mike “Pinball” Clemons – legendary 
Argo and motivational speaker – will 
be on-hand to give a keynote address. 
Clemons was the speaker at the AM-
TA’s Banff bash a couple of months 
ago and he’s very much worth hear-
ing (though he apparently doesn’t like 
microphones, so you might have to lis-
ten closely or get a seat up front). 

Truxpo runs on Sept. 19-20, from 
noon till 9 p.m. on Friday and 10 a.m. 
to 5 p.m. Saturday.

Surveying the industry 
landscape
The Alberta Motor Transport Associ-
ation wants to hear from you! And so 
does the rest of the nation! The orga-
nization is asking for input from Ca-
nadian motor carriers in its quest to 
help get tractor-trailer drivers classi-
fied as skilled workers. And to give that 
input, they’re directing you to an on-
line CTA survey where your opinions 
will be gathered and collated.

The Canadian Trucking Alliance 
(CTA) Wage Survey for Tractor-Trailer 
Drivers vs. Straight Truck (non-Tractor-
Trailer) Drivers looks as if it’s meant 
more for companies than individu-
al drivers, but you can check it out at 
OTA’s Web site: www.ontruck.org. 

If you decide to play, you’ll find it a 
quick and relatively painless process. 

On a similar vein, Trucking HR Can-
ada is looking for a few good women - 
to fill out a survey. The study is meant 
to help the organization raise aware-
ness among women of the various ca-
reer opportunities in the trucking and 
freight transportation industry, where 
they claim female participation (espe-
cially behind the wheel) lags the na-
tional average. The organization also 
wants to help raise awareness among 
employers of recruitment and reten-
tion practices they can use to help sup-
port the integration of women into the 
workforce – as well as helping them de-
velop practical tools to “support con-
necting women with careers in truck-
ing and freight transportation.”

You can find a link to the sur-
vey, along with its rationale at  
www.TruckingHR.com.

It’s nice to have pull
If you’re in Manitoba, the MTA reminds 
you of the fifth annual Truck Pull in 
support of the United Way. The event 
will kick off National Trucking Week 
in the province by “demonstrating the 
MB Trucking Industry’s commitment 
to giving back to the communities in 
which we operate,” the MTA said, not-
ing that it’s not only a fundraiser but an 
awareness raiser as well. “The United 
Way ensures an essential network of 
programs and services by providing 
support to nearly 100 agency partners,” 
the MTA explained. “Each plays a vital 

role in their overall strategy to ensure 
lasting, positive change by address-
ing the underlying causes of our city’s 
most challenging social issues.”

The event will run from 5 p.m. to 6 
p.m. on Sept. 5 at the Polo Park Mall 
parking lot. Cost to enter is a mea-
sly $500 for a team of 10 people – fifty 
bucks a head ($100 if you’re two-faced). 
For more information, visit the MTA at: 
http://www.trucking.mb.ca/event/an-
nual-truck-pull-for-united-way/

Sounds like a real drag, er, race! 

Another convoy for 
Special Olympics
The MTA is also involved as presenting 
sponsor for the World’s Largest Truck 
Convoy in support of Special Olympics 
Manitoba. That’ll run Sept. 6, from 8 
a.m. until 3 p.m. To find out more in-
formation or to register for this year’s 
convoy surf by this URL: http://www.
trucking.mb.ca/event/worlds-largest-
truck-convoy-for-special-olympics/. 
In Alberta, the AMTA’s Calgary office 
will be the marshalling ground for that 
city’s version (there’s one in Grande 
Prairie, too). “Don’t miss this fun and 
important event where participants 
can proudly show off their rig and 
help heighten awareness of the truck-
ing industry and its support for Special 
Olympians,” the organization said. For 
more info: www.albertatorchrun.ca.

PIC-ture perfect results
Alberta’s Partners in Compliance pro-
gram is pleased to announce a new 
member: the Giusti Group of Compa-
nies (Giusti Finance). Starting as a cus-
tom home builder over 40 years ago in 
British Columbia, the Giusti group has 
grown into a multifaceted beast with 
operations throughout western Cana-
da and has become an industry leader 
in heavy industrial, commercial and 
multi-family residential construction.

Headquartered in Calgary, the Gius-
ti Group maintains a fleet of 23 NSC ve-
hicles, including Tractor-Trailers, five 
ton flat decks and Concrete Pump-
er Trucks. Congratulations, and well 
done! 

That’s it for this month. Don’t forget to 
fire me off an e-mail – jim@transpor-
tationmedia.ca – if you know of a per-
son or an event you think needs some 
publicity. We try to print everything, but 
we can’t print it if you don’t send it. So 
there! See you next month. 

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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Sometimes your engine works hardest when you’re hardly moving. Make sure 
your engine is protected with Shell Rotella® heavy duty diesel engine oils. From 
the improved fuel economy of Shell Rotella® T5 Synthetic Blend Technology, to the 
excellent high/low temperature protection of Shell Rotella® T6 Full Synthetic, rest 
assured your engine can stand up to the most demanding conditions – even while 
standing still. www.shell.ca/rotella 

STOP. GO. STOP. GO.
HARD ON YOU.
HARDER ON
YOUR ENGINE.

THE SYNTHETIC ENGINE OIL
THAT WORKS AS HARD AS YOU.
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THE MICHELIN® X® LINETM ENERGYTM TIRES

MOVING TOGETHER TOWARDS REAL SAVINGS.

Did you know that tires are responsible for nearly 30% of vehicle fuel consumption? This is far from negligible. 
What fuel savings does your company make thanks to your tires? It is difficult to say really.

Michelin will allow you to estimate your real potential for savings with the MICHELIN® X® LINE™ Energy™ tires,  
which are dedicated to long distance transportation. 

Ask your Michelin representative for a bespoke diagnosis or visit michelintruck.com.
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