
By Jim Bray

LANGLEY, B.C. – For Ken Johnson and 
his team, the burning question was how 
to recover after a major explosion and fire 
destroyed a big part of his operations.

The answer appears to be “very well, 
thank you.”

It all started last October, when “there 
was an error made by one of our techni-
cians in the shop,” said Johnson, owner 
of the eponymous Ken Johnson Trucking 
company of Langley, B.C. That costly mis-
take resulted in the shop being a nearly 
total loss, with smoke and water damage 
done to the office as well. The accident 
led to some major scrambling to stay in 
business – as well as a nearly year-long re-
building process Johnson said he looks 
back upon as a major learning experience. 

“We realized some of our training may 
not have been up to snuff,” he told Truck 
West, “and we made expectations that ob-
viously were not good enough.”

Forced to think and act quickly, “We 
basically just kind of moved up to the Tim 
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The BCTA recently held a seminar to help fleets better understand cost management.        Photo by WowTrucksCalendar.com 

By Lou Smyrlis

SURREY, B.C. – While growing revenues may 
be the more exciting part of running a transport 
business, understanding and managing your 
costs – whether you are a large fleet operator 
or an owner/operator – can be just as critical to 
business success.

And cost control can be particularly impor-
tant where there is a significant degree of com-
petition from other trucking firms, which may 
be keeping rates in check, according to David 
Colledge. The president of Colledge Transporta-
tion Consulting spoke at BCTA’s recent Manag-
ing Profitability Conference in Surrey, B.C. and 
outlined how to get a handle on costs.

The impact of vigilant cost management is 
directly evident on the bottom line.

“If you can improve your operating margin 
by just five cents a kilometre and you operate 
a truck 200,000 kms a year, it adds $10,000 to 
your bottom line. And if you operate a fleet of 
50 trucks the savings would amount to half a 

million a year,” Colledge pointed out. 
Truckers have long bemoaned the better than 

20% profit margins of the Canadian Class 1 rail-
ways, while trucking companies are fortunate 
to make five to seven cents on the dollar, on 
average. Colledge, whose transportation cost-
ing experience began in the rail sector, used 
railways as an example of how to do cost man-
agement right.

Nothing wrong with learning from the  
competition.

“The railways have transformed the arcane 
science of railway costing into something of an 
art form. They have in place very sophisticated 
costing frameworks. But it is the way they apply 
these frameworks not only to manage costs but 
to make pricing decisions on whether to accept 
or reject incremental business that I think is 
the most interesting,” he said. “It was amazing 
to me the level of detail that was put into their 
‘activity based’ costing system. Unit costs were 
computed to five decimal places.”
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By Jim Bray

REGINA, Sask. – You could almost call 
it “Employees R US.” 

Prudhomme International, the Re-
gina-based headhunter for the truck-
ing and other industries, likes to call 
itself “the employment agency unlike 
any other,” and it may have the chops 
to back that up. 

The company, which says its phi-
losophy is “to place the right people in 
the right jobs in the right company,” 
has more than 10 years experience in 
recruiting and hiring in the global la-
bour market but, despite that, its prin-
cipal didn’t start out merely wanting 
to help people match bums with seats. 
In fact, owner Denis Prudhomme was 
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OEM This 
Month

Last
Year

Freightliner 617 604

International 343 283

Kenworth 417 404

Mack 170 204

Peterbilt 278 384

Volvo 281 312

Western Star 241 201

TOTALS 2347 2392

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

Freightliner 442 609 164 290 2,390 873 284 94 21 23 5,190

Kenworth 606 1,331 385 97 623 653 86 0 0 0 3,781

Mack 122 256 150 53 639 291 63 58 0 14 1,646

International 130 521 61 130 1,286 580 93 43 17 27 2,888

Peterbilt 407 980 235 178 459 411 136 48 0 0 2,854

Volvo 280 177 101 158 1,044 587 111 46 0 7 2,511

Western Star 274 561 60 55 344 358 40 79 4 19 1,794

TOTALS 2,261 4,435 1,156 961 6,785 3,753 813 368 42 90 20,664

The 2,347 trucks sold in September were just slightly  
behind last year’s pace. This continues the trend we’ve 
seen with Class 8 sales for the first three quarters: 
good, but not as good as the previous year or on 
pace with the best years in truck sales. Freightliner, 
International, Kenworth, and Western Star posted 
slightly higher figures than the previous year. Going 
back to 1999, there were only 6 years with better 
sales results in June. The sales total for the month 
is also more than 500 above the five-year average.

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

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

YTD Class 8 sales of 20,664 units places 2013 more than 2,600 trucks behind last year’s pace but also more than 3,500 above the five-year average. So far this is the 7th best 
year in sales going back to 1999 but slippage is occurring. We don’t expect a particularly strong second half of the year. Our revised estimate is for Class 8 sales to come in 
around 28,500 vehicles in 2013.

Class 8 sales have come in above 2,000, reminiscent of the industry’s capacity boom years of 
2005 to 2007, for seven straight months now. The three-month trend towards increased sales 
figures month over month came to an end in July but August showed improvement again as did 
September. The big question was whether sales would hold up over the summer months and they 
have. Next question now is how they will hold up the final quarter of 2013.

Market Share Class 8 – Sept 13 YTD12-Month Sales Trends
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Freightliner, last year’s Canadian market leader, is solidly in control of the 
market share lead with a quarter of Canadian Class 8 truck sales. Kenworth 
finished 2012 in the number two spot for market share and there it still sits 
with an 18% market share. Navistar International finished the year with 15% 
market share and is now in a dead heat with Peterbilt with a 14% share 
of the Canadian Class 8 market. Volvo is the only other OE with a market 
share above 10%.   

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

2,575 2,411 2,326 1,916 1,808 2,442 2,669 2,721 2,346 2.239 2,252 2,347

Chevron Global Lubricants CS6.indd   4 13-11-13   1:07 PM
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ntario is hopping on the 
biodiesel bandwagon, 
requiring a 2% blend in 
on- and off-road diesel 
by 2014 and ramping up 
to a 4% blend by 2015. 
This begs two questions. 

The first is, why? Will this industry 
never get the credit it deserves for reduc-
ing its emissions on late-model equip-
ment to near-zero levels? And the sec-
ond question is, why biodiesel? Are there 
not more effective and less risky options 
available? As the Ontario Trucking As-
sociation (OTA) has already brought to 
the province’s attention, the trucking in-
dustry has other means at its disposal 
by which to lessen its greenhouse gas 
emissions, and they are far more effec-
tive than mandating biofuel. 

Truck manufacturers are commit-
ted to significantly improving the fuel 
economy of the vehicles they produce 
between 2014 and 2017, by using a com-
bination of currently available and fu-
ture technologies.

These will include everything from 
low rolling resistance tires in the early 
years, to more advanced technologies 
such as waste heat recovery closer to 
2017. The GHG regs which are being en-
forced by the US and in turn, adopted by 
Canada, deliver a net benefit to end users 

in the form of reduced fuel consumption. 
Truckers will burn less fuel and as a 

result, produce less GHG. It’s a win-win 
situation for the trucking industry and 
the environment, and should 
appease legislators – even 
those who just can’t help but 
to get involved. 

Do the lawmakers who 
support such rules as the one 
that’s being proposed in On-
tario even know about how 
far this industry has gone in 
recent years to reduce its en-
vironmental footprint? Do 
they know that the latest gen-
eration heavy trucks produce 
virtually no particulate mat-
ter or NOx? Do they even care? 

What really bothers me 
about the latest effort to foist 
biodiesel upon the truck-
ing industry is that this same 
province does not allow for 
proven fuel-saving devic-
es such as trailer tails. Many 
progressive American carriers 
have deployed trailer tails across their 
entire trailer fleets. 

Here in Ontario, we’re told they’re too 
dangerous. Anyone who’s seen these de-
vices in person knows you can fold them 
in with one hand – they don’t pose a haz-
ard for traffic.

I’ve seen flatbed loads of steel coils 
where the steel hangs off the end of the 
trailer with little more than a red piece 
of cloth to warn other motorists of the 
overhang, yet full-length trailer tails re-
main illegal here. 

How can the province be so slow to 
approve a safe and proven fuel-saving 
device such as trailer tails while at the 
same time forcing upon industry a so-
lution that will have minimal environ-
mental impact and may incur additional 
costs upon operators?

Biodiesel has been known to gel up in 

cold weather and is there any way a 2-4% 
blend can be introduced without an in-
crease in price? I’m skeptical. If the prov-
ince really cares about lowering GHG 
emissions, then there are better ways to 
go about it. There are other options. Is 
biodiesel really the best? 

ith this issue we cel-
ebrate an important 
milestone: Associ-
ate publisher Kathy 
Penner’s 30th work 
anniversary. 

That’s right folks, 
30 years. And, yes, 

she started working for us right out of 
kindergarten, or so she tells us. Who 
would doubt her? Who remembers that 
far back? And last I saw her, she was “tak-
ing a break” from the American Truck-
ing Associations conference down in 
Orlando, Fla. for a midday run under a 
blistering sun, while supposedly young-
er folk were complaining of the heat 
while sitting in an air-conditioned van.

In all seriousness, however, it’s that 
kind of determination over the past 
30 years from Kathy that has created 
the industry’s largest Careers section 
within Truck News and Truck West. 
Trucking is a people-driven industry 
and it’s safe to say the Careers sec-
tion Kathy has grown and managed 
so capably over the years has served as 
the conduit for thousands of success-
ful job hires. Kathy has received a se-
ries of promotions within the growing 
Trucking Group of Transportation Me-
dia – which also now includes Motor-
truck Fleet Executive, www.trucknews.
com, TMTV, the Surface Transporta-
tion Summit, Transportation Media 
Research, and several newsletters. 
In her current role as associate pub-

lisher, she works in tandem with me 
to manage all aspects of the business 
and I can tell you Kathy is the heart 
and soul of our group. We simply could 
not have achieved all that we have over 
the years without her. 

She is one of the most determined, 
capable and hard working people I 
know. Kathy is also one of the best 
known faces in the industry, travelling 
across North America to attend indus-
try events and working tirelessly with 
industry organizations such as the To-
ronto Transportation Club and our own 
annual charity golf tournament.

What makes my new job as publisher 
a lighter load than would be expected 
is that Kathy is a shining star on a team 
of stars. Her 30 years with the Truck-
ing Group is representative of the deep 
well of experience that pervades ev-
ery department of the group. Every 
member of the sales team - Doug Co-
peland, Don Besler and Brenda Grant 
- has more than 25 years of industry 
experience. Combined with Kathy, the 
sales team has more than 120 years of 
experience in the industry.

The editorial team, led by James 
Menzies, one of the most influential 

editors in Canada’s transportation me-
dia, is the most experienced in the in-
dustry. The team includes long-time 
staffers Julia Kuzeljevich and Jim Bray 
as well as recent hire Daniela Piteo, 
with more hiring announcements to 
come. Same goes for our art directors, 
Carolyn Brimer, Beverley Richards and 
Roy Gaiot – experience galore.

Added to that is the most experi-
enced talent pool of trucking indus-
try writers including former Truck 
News editor John G. Smith, long-time 
Quebec correspondent Carroll McCor-
mick, on-the-road editor Harry Rudolfs 
and the most recognized columnists 
and bloggers in the industry.

In an industry as vibrant and changing 
as fast as trucking, experiences counts. 
It takes an experienced team to best in-
tegrate all the different media platforms 
available today and to guide both readers 
and advertisers through the most effec-
tive use of each platform. Whereas oth-
ers continue to churn through staff in the 
hopes of finding the right mix, we already 
know we have a winning formula with 
the family of staff who have been grow-
ing our products for more than three de-
cades now.  Kathy’s 30th work anniver-
sary is testament to that. 

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

Why biodiesel?

Happy 30th work anniversary, Kathy!

James Menzies

Editorial
Comment

O

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

Lou Smyrlis

The view
with Lou
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There are several different methodolo-
gies which can be used to establish the 
relationship between costs incurred 
to provide a transportation service. 
Colledge went over the most common 
techniques used by the railways:

Direct analysis: This method is 
used where the variability of costs 
is already determined. A unit cost is 
developed for a certain activity. For  
example, yard locomotive fuel for 
switching operations would be deter-
mined based on the total yard diesel 
fuel divided by yard diesel unit miles. 
In a trucking context, it might be line-
haul costs divided by linehaul truck 
kilometres. 

Direct assignment: This method is 
used for specific cost items where it is 
implied that the costs are 100% vari-
able. For example, train crew costs that 
can be developed from crew trip tick-
et data by train run for specific geo-
graphic areas and the application of 
wage rates from union agreements. For 
trucking, driver hours can be obtained 
from logbooks and applying the rele-
vant wage rate per mile or per hour. It is 
also possible using this method to de-
velop specific costs for linehaul labour 
and terminal labour that would be ap-
plicable to TL and LTL operations.

Regression analysis: This approach 
is used when the cost variability is un-
known. It is applied to multiple years of 
data to smooth out “lumpy” costs and 
to determine which costs are variable 
and which are fixed. An example could 
be in-house truck maintenance shops 
or maintenance of terminals. This ap-
proach is important when it comes to 
allocating certain common or over-
head costs, such as terminal operat-
ing costs. 

“In reality, a costing system would 
be a combination of these three meth-
ods,” Colledge said.

There are two types of costs, of 
course, which make up total costs: 
variable costs and fixed costs. 

Variable costs: These vary with 
changes in traffic volume with a rel-
evant range. They generally include 
labour costs, fuel and materials. The 
variability of the costs depends on the 
time horizon; as the time horizon is 
extended, more costs tend to become 
variable.

Fixed costs: These do not change 
with changes in traffic volume. For the 
firm as a whole, these costs will con-
tinue in the short run even if the firm 
stops producing. Fixed costs typically 
include such items as capital costs as-
sociated with plant and equipment, 
administrative salaries, insurance and 
some taxes.

“The notion of variable and fixed 
costs is also important when traffic 
density (or volume) is considered. If 
the annual traffic volume is low, there 
is a smaller base over which to spread 
fixed costs and the average cost per 
tonne or per unit of cargo is higher,” 
Colledge explained. “This would be 
important for LTL carriers operating 
a network of terminals.” 

Once he provided a thorough expla-
nation of costing techniques and types 
of cost, Cooledge outlined three steps 
to cost development.

Step 1: Determine the physical re-

source or work units consumed in the 
shipment of goods from origin to des-
tination. Several factors influence the 
costs for any particular movement be-
ing analyzed, including: route miles; 
equipment type and ownership; pay-
load and equipment tare weight; aver-
age travel speed; wait times and origin/
destination to load/unload cargo; as 
well as waiting time at intermediate 
transfer points. The payload and tare 
weight affect fuel consumption rates 
and fuel costs. 

The work units are developed based 
on the available details of the specific 
situation as well as accepted industry 
averages. It is also very important to 
determine whether there is a return 
revenue movement. If there is no back-

haul opportunity, the full round-trip 
cost should be assigned to the head-
haul movement. 

Step 2: After determining work 
units, the next step in the costing ex-
perience is to apply these output pa-
rameters to unit costs. In a truck op-
eration, truck miles would be applied 
to an average cost per truck mile which 
could be specific by route. The level of 
detail can be whatever management 
deems important and wishes to differ-
entiate. Costs can also be determined 
for different lines of business, such as 
general freight, heavy-haul, etc. This 
is important because different oper-
ating divisions involve the use of dif-
ferent types of equipment and would 
each have somewhat different cost and 

competitive conditions at play.
Step 3: There may also be specific 

miscellaneous and overhead costs to 
be added. The overall output from the 
cost mode includes vehicle-based costs 
such as tractor payments, fuel, tires, 
maintenance, licences and insurance, 
driver-related costs and fringe benefits 
and other costs items such as dispatch-
ing, terminal and warehousing costs.

Your costing system, of course, will 
only be as good as the data fed into it. 

“A good costing system depends on 
having good data,” Colledge said. “This 
is essential to develop accurate costs 
that can be used by management to 
make pricing and operational adjust-
ments in response to changing mar-
ket conditions and opportunities.” 

Learn from the railways how to boost profits
Continued from page 1

SY767
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8   british columbia

Horton’s and ran our dispatch for the rest of 
the day out of there,” Johnson said, “and the 
next morning we brought our motor home 
in and worked out of it that day.” 

They also pulled their computers out of 
the office and had them checked over be-
fore distributing them to the staff. 

“They worked out of their homes for 
another week and then we came back in,” 
Johnson said, noting with pride that “the 
company never missed a load. We were 
late on about five deliveries, but we never 
missed a load, never turned down a load.” 

And since they still had the use of their 
yard in which to park the equipment, “the 
drivers would come in, I’d give them their 
paperwork out of our motor home and 
they’d take off and do their deliveries,” he 
said. “It never impacted operations from a 
customer’s perspective.” 

With the staff working out of their re-

spective homes, however, Johnson found 
himself going back and forth between the 
temporary headquarters and the various 
temporary satellite offices. 

“We have half a dozen staff members and 
they were very cooperative,” he said, “so it 

was actually, as funny as it might sound, a 
good morale-building exercise. I certainly 
would not recommend it to anybody else, 
but for us it turned out to be good. I can’t say 
enough for how all the office staff and the 
driving staff pulled together, really bend-

ing over backwards to make sure that noth-
ing got dropped, nothing got missed in the 
weeks following.” 

Even though it only took a week or so to 
get back into their office, that wasn’t the 
end of the issues. 

“We had no hydro or phone or anything,” 
Johnson said, “so we brought a big diesel 
generator outside, hooked up a wireless 
phone system and were back in business.” 

It took several months before the power 
was reconnected, he said, “and once that 
happened and we could get our landline 
reconnected, then they started reconstruc-
tion of the shop.”

In the meantime, they rented a couple 
of bays close to their headquarters to help 
keep the trucks going. The downside was 
that “It made it inconvenient because you 
had to move equipment back and forth,” 
Johnson said. “It’s not like you could just 
pull into the yard and there’s a mechanic 
right there to fix something. So we shut-
tled stuff back and forth; it became very 
inefficient because we had only one me-
chanic with a Class 1 licence, so we had to 
use drivers.” 

They persevered, however, and “we’re all 
back under one roof now and everything’s 
back up to 100%.” 

In some ways, it could be said that the 
fire was a bit of a blessing in disguise, be-
cause it gave them a chance to do some 
things better. 

“The shop was rebuilt totally new,” John-
son said, noting there’s better lighting now, 
better doors, better insulation and better 
heaters. But since the company doesn’t 
own the location, making the upgrades 
required working with the landlord. 

“We did request some changes and the 
landlord agreed to that,” Johnson said, not-
ing that “we also made some changes of 
our own that we had to pay for directly.” 

The work included expanding the shop’s 
footprint and making some environmen-
tal tweaks. 

“We put up a wash bay so we can wash 
our own trucks properly,” Johnson said, 
“and we got an oily water separator sys-
tem installed and that should look after our 
cleaning of the trucks and pressure wash-
ing off the frame rails, that kind of stuff.” 
They also have an improved drain system 
so “it all goes into the environmental con-
trol system,” he said. 

Some of the upgrades were mandated 
by the building code, such as the sprinkler 
system and a flammable vapor sensor sys-
tem. “We also put a covered pre-trip area 
outside for the drivers,” Johnson said, “so 
instead of having to do the pre-trips out in 
the yard there’s a paved, covered area with 
lights that they can pull the trucks into and 
do a better pre-trip. And the actual build-
ing itself is much larger and brighter now, 
so that’s a much better working environ-
ment for our mechanics.” 

Rebuilding from the fire also led to 
some major soul searching. “We realize 
there were some assumptions made that 
we can’t make when we bring new people 
on,” Johnson said, “so we’ve tightened up 
some of our training.” 

Mop up finished, time to 
move forward
Johnson’s biggest challenge now is “making 
sure we can attract quality people to our 
company and to the industry as a whole,” 
and one way he tries to do that is through 
his work with the B.C. Trucking Associa-
tion. “A stated goal of our association is to 
increase the attractiveness of the industry 

Trucking company did what it took to keep wheels rolling
Continued from page 1

Ken Johnson Trucking is still rolling after rebuilding the business following a fire.
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to people out there,” he said, joining the 
growing chorus of voices advocating that 
the industry raise its driving standards. “It 
may seem counterproductive to make it 
more difficult to get into the industry, as 
far as driving standards and such are con-
cerned,” he said, “but we feel that if we if 
we make it more challenging and can get 
rid of some of the less qualified people out 
there then there may be other people at-
tracted to it.” 

He thinks it’s necessary to separate out 
the drivers from the professional drivers. 
“I don’t want to dump on my own indus-
try,” Johnson said, “but to me, earning a 
living in the industry doesn’t make you a 
professional.” 

The difference between a driver and a 
professional driver, he said, is “in the man-
ner with which you conduct yourself. There 
are too many truck drivers out there who 
have this unprofessional attitude of ‘Get of 
my way, I’m on the road.’ It’s challenging to 
get people who go out there realizing that, 
yes, the general population is playing in our 
workplace but, as a professional, you’re the 
one who has to make allowances for that.”

As for his own backyard, Johnson said 
“We’re very selective in who we hire.” He’s 
taken on quite a few people directly out of 
driving school, but many didn’t meet his 
standards, which meant “We have to let 
them go or they leave on their own accord,” 
he said. “But we’ve also had a lot of people 
who rise up to the challenge of becoming 
a professional driver and they’re with us 
and doing an excellent job.”

Helping these newcomers rise to the 
challenge are a couple of licensed driving 
instructors Johnson has on staff. 

“We mentor new people with them for 
many months until we feel they’re qualified 
to be on their own,” he said. “My thinking 
is that we see people coming out of driving 
schools and no one will hire them; many 
people say you need five years’ experience, 
but where are these people going to get it?” 

That lack of opportunity leads some 
newly-minted drivers to hire on with what 
Johnson called “these bottom feeder-type 
companies,” which he said make new driv-
ers “so jaded as to become a poor employee 
for someone else down the road - or else 
they just get ticked off and leave the indus-
try altogether. You can’t get beaten up and 
abused and not have it affect you.”

To that end, Johnson advised more com-
panies to take people directly out of driv-
ing school, mentor them through and give 
them proper training to “make sure they’re 
out here with a basic safety perspective 
as the goal – that if it’s not safe it doesn’t 
move.”

Career move
Johnson came to the trucking industry ear-
ly. “Back in the early 70s, when I was in high 
school, my father suggested I get a Class 1 
licence because he said it’s something you 
can always fall back on,” he said. “So when 
I got out of high school I got into trucking 
and never did do anything else.” 

He started as a company driver, then 
spent 16 years as an owner/operator be-
fore circumstances dictated that he strike 
out completely on his own. “The company I 
was working for went bankrupt, so I started 
up this operation,” he said. 

Currently, Ken Johnson Trucking has 35 
drivers and runs 27 power units and about 
65 trailers. No owner/operators are em-
ployed in the unionized operation. Though 
Johnson said they’ll pull the occasional van 
load for certain customers, “basically we 
are a tanker company; that’s all we do and 
where our expertise is.” 

They haul across western North Ameri-

ca, though most of their business is in B.C., 
Alberta, Washington and Oregon. “We’re 
licensed through to Ontario and we run 
into Ontario a couple times a year and into 
Manitoba a few times a year and to Cali-
fornia once or twice a month,” he said, not-
ing they’re licensed for 17 states and five 
provinces. 

Despite all the pipeline buzz, Johnson 
isn’t worried about losing business to that 
technology. “We don’t actually haul gas and 
diesel,” he said. “We haul of a lot of frack-
ing chemicals for the drilling industry and 
a lot of lubricating oils and such, so as con-
struction ramps up for the pipelines obvi-
ously there’d be a need for the products we 
transport.”

They’re also licensed to transport spe-
cial waste, which turned around and bit 
them a year ago when a tanker full of flam-
mable waste product exploded and set off 
the fire.  

A fire, it seems, that could actually end 
up leading to “explosive” growth for Ken 
Johnson Trucking. 

TM
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ere we are again, an-
other December and 
another year under 
our belts. For those of 
us on the front lines 
(and that’s most of us), 
it’s been a tough year, 

again. In fact we’ve had five difficult 
years in a row. Recent reports in the 
mainstream media tell us that econ-
omies around the world are on the 
mend but it certainly doesn’t feel like 
any type of economic recovery I’ve ex-
perienced in the past. 

Our youth are still struggling to find 

steady work, increasing numbers of 
people are dependent on food banks, 
and more folks seem to be only a pay-
cheque or two away from financial dire 
straits. This is what the talking heads 
must mean by a “fragile” economic re-
covery.

Sitting in our den with my two 

grandchildren the other night, enjoy-
ing the quiet time that comes between 
bath time and bed time, I was think-
ing about the fragile state of affairs in 
the world and I couldn’t help but re-
flect on the quality of life my grand-
children will experience 20 years from 
now as they move into adulthood. I was 
reminded that a life well lived is one 
based in generosity, that to live a good 
life is to leave the world a better place 
for future generations, or at least at-
tempt to. There is a richness to a suc-
cessful life that goes far beyond per-
sonal status and material wealth. 

My father believed that his eternal life 
would be lived in the memories of the 
people he left behind and it was incum-
bent upon all of us to live a “good life.”

The question for many truck driv-
ers today is how do you find the time 
to live a good life? By that I mean, 
taking the time to spend with family, 
friends and community. The majority 
of our time is spent in the workplace. 
The trucking industry is no longer the 
goose that lays the golden egg. 

Gone are the days of above-average 
income for drivers. A full-time truck 
driving job still provides a good in-
come on which to build the financial 
foundation we need to live that good 
life, it just doesn’t leave any time for 
you to live it. So for the last couple of 
years I’ve been developing a sense of 
helplessness. 

It’s no coincidence that the feeling 
started to arise shortly after my grand-
son was born in the summer of 2011 
and my thoughts turned to how the 
world will look 20 years down the road. 
I’m losing confidence in our ability as 
individuals to make any kind of last-
ing positive change in our communi-
ties and workplaces.

It’s risky to write about this stuff, be-
cause it’s so touchy-feely. It is easy to 
come off sounding like a victim or a 
whiner when we should be pulling up 
our bootstraps and putting our nose to 
the grindstone, at least in some peo-
ples’ opinion. But the stresses are real. 

As drivers we are definitely torn be-
tween work and home. So is the an-
swer as simple as, pay us more money 
so we can spend more time at home? 
From most of the drivers I’ve spoken to 
about this, the answer is a resounding 
yes. But we’re told this is not a realistic 
solution in today’s marketplace. Back 
to that fragile economy again.

The only steps I see available to driv-
ers to resolve the disparity between 
time on the job and time at home is to 
find a job that pays the same money for 
less work, or reduce your personal and 
family expenses to the point that en-
ables you to work less and spend more 
time at home on a reduced income. Or 
it may be a combination of the two. 
None of these options are pretty. The 
final option is to change career paths. 
That appears to be an option many 
drivers are looking at.

So this isn’t a very good way to wrap 
up the year, is it? But at the same time, 
if we don’t ask the questions or call a 
spade a spade, we’ll just remain in the 
same spot spinning our wheels. I don’t 
see the next five years being any better 
than the last five for individual wage 
earners.  

The global marketplace is still grow-
ing and changing as billions of people 
strive to get to a place we have been 
enjoying here in the west for many de-
cades. Perhaps we’ve taken our good 
fortunes for granted or perhaps we 
have simply become complacent and 
allowed ourselves to be led down a path 
not completely of our choosing.

What I do know is that if we want to 
live that good life, we need to wake up, 
participate, and influence change for 
the better in any way that we can. 

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

Seeking the ‘good life.’ Is it 
even attainable in trucking?

10   over the road

Al Goodhall

Over the
roadH
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his monthly column is all 
about opinions. Well ac-
tually one opinion, to be 
more specific, mine. Every 
now and then I’ll throw a 
few facts in to the mix, but 
mostly it is my take from 

behind the wheel on things that are hap-
pening in our industry.

Other people have opinions that may 
or not agree with mine and I respect that; 
after all, freedom of speech is very im-
portant. I have often learned things and 
changed my own opinions from listen-
ing to others. Members of the public also 
have opinions about our industry. Often 
they are misinformed opinions because 
they don’t have to deal with the stuff we 
have to deal with on a daily basis, but 
they still have their opinions neverthe-
less. It would be nice if we could educate 
them and change their opinions to more 
positive ones, but often we did the things 
that made them form the negative opin-
ion in the first place, so it is difficult. All 
it takes is two trucks having a progres-
sive shifting drag race through a stretch 
of road with stoplights and the people in 
the following vehicles will form an opin-
ion based on that one experience.

As will those who witness any of the 

many other forms of bad behaviour by 
truck drivers. People who work in offic-
es and factories can also have a negative 
opinion from late deliveries/pick-ups or 
goods that get damaged in transit as they 
can have an effect on their working day.

Then we have people who may have 
never been inconvenienced by a big 
truck, their jobs have nothing to do with 
trucks, but they have watched some of 
the ‘reality’ shows on TV, and have 
formed an opinion about us from that. 
From what I’ve seen, it won’t be a very 
good one. I have met a few ‘stars’ from 
these shows and having had a good chat 
with them I’m almost shocked when I 
see them doing something silly on TV. 
Take Ice Road Truckers as an exam-
ple. You have Hugh and Rick clowning 
around smashing into things and wreck-
ing equipment in every other scene. We 
all know that it is just Hollywood drama-
tization, but what does the public think 
when they see them acting the fool?

As we work in the industry, we know 
this is not the usual way of doing things, 
especially out in the bush. Any driver 
with half a brain cell will know that the 
truck is the only thing that will keep him 
or her alive when the weather comes in, 
so they look after that truck as if their 
lives depend on it, which they do.

The same applies to the freight they 
are carrying, your job and the contract 
between your employer and their cus-
tomers depends on getting the goods 
there, on time and in good condition, 
yet time and time again on this show we 
see freight smashed to smithereens and 
a don’t care attitude from the drivers. 

In the latest season they also have the 
rivalry between Hugh Roland and his 
previous employer. I shudder when I see 
this. It makes it look as though the expe-
rienced winter road haulers are a bunch 
of amateurs that need to be shown how 
to do it properly by some yahoo from out 
of town. They have even brought in the 
‘stars’ from the Alaskan episodes to show 
the local drivers how it is done.

Some of the scenes are so obviously 
set up it isn’t funny, yet Mr. and Mrs. 2.4 
Children do not realize this; they are 
convinced that an experienced heavy-
haul driver can get himself stuck at the 

bottom of a hill and close the road to ev-
eryone, at least until Barbie Doll turns 
up and joins together a couple hundred 
feet of straps and chains and drags the 
stricken truck to safety. 

The newest show Highway Through 
Hell doesn’t appear to use such tac-
tics, although the narrator does make 
a mountain out of a molehill at times, if 
you’ll pardon the pun. Even so, it is an 
entertaining show.  But seeing as the 
theme is the recovery of trucks that have 
fallen off the road, it doesn’t present the 
best image for our industry either.

But you know what, I watch every 
episode. I even PVR them so I don’t 
miss them when I’m out on the road. 
Ice Road Truckers may one day cause 
me to blow a gasket. As soon as the in-
troduction comes on, my living room 
empties. Even the dog retreats to its 
basket. They know I will be getting 
bent out of shape at some of the Hol-
lywood madness that I will see on my 
TV and so do I, but I’m still pleased to 
see the industry that I am a part of be-
ing recognized. 

I also realize that they have to Holly-
wood-ize it. A TV show about a bunch 
of dedicated professionals going about 
their business without wrecking things 
and having confrontations would be 
about as interesting as watching paint 
dry. But as they say in politics, there 
is no such thing as bad publicity.  

A fourth generation trucker and jour-
nalist, Mark Lee uses his 25 years of 
transcontinental trucking to provide 
an alternative view of life on the road.

Are ‘reality’ TV shows helping 
or hurting trucking’s image?

Mark Lee

You say tomato 
I say tomahto
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Rush-hour traffic description (4,3,2)
Tachometer info (1,1,1)
European big-rig brand
Obeyed triangular sign
Home of 407 ETR
Word on Hawaii’s plates
Name atop Big Stop
Patronized Penske, perhaps
’70s Bighorn conventional brand
Palindromic competition vehicle (4,3)
Massachusetts “Spirit of ____” plates
Actor Claude ____, “Movin’ On” 
trucker
Class A trucker, slangily
Tractor’s diesel containers, often (4,5)

Change gears
Exceed safe engine speed
Wheel-nut cover design
Trailer type (3,3)
Goods in excess of Bill of Lading
Dash option since the ’30s
Dieppe, NB-based carrier
’90s “Hoosier Hospitality” plates’ home
Isuzu low-cab-forward line (1,6)
Castrol diesel-engine oil
Fifth-wheel plate lube
“Nothing runs like a ____” slogan
Roll along in neutral
Succumbs to corrosion
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‘Collaboration’  
becoming more than 
just a buzzword:  
Jacquie Meyers

By James Menzies
MISSISSAUGA, Ont. – The term 
collaboration, as it applies to the rela-
tionships between shippers and car-
riers, has been “overused and mis-
used in our industry,” but there are 
finally signs that shippers are truly 
interested in working with their car-
rier partners to gain efficiencies.

That was the message from  
Jacquie Meyers, president of Meyers 
Transportation Systems, when ad-
dressing more than 300 carrier and 
shipper executives at the Surface 
Transportation Summit.

Meyers said there has been a com-
moditization of trucking services in 
recent years, with many shippers is-
suing RFPs and making decisions 
based solely on price.

“What I’m seeing is, that’s chang-
ing,” Meyers said. “And it needs to 
change. Change is often coming from 
customers who were burned from the 
tender process or from a low-cost 
carrier.”

Meyers said progressive shippers 
are now inviting their transporta-
tion providers to engage in mean-
ingful discussions on how to im-
prove efficiencies to the benefit of 
both parties.

“Customers are now calling in 
their strongest carriers and working 
with them to make their supply chain 
stronger and more resilient, and to 
drive out costs together,” Meyers 
said. “We have so many problems 
facing us, we need to be working to-
gether to overcome some of these 
challenges and we need to find win-
win solutions. The conversation is 
changing, and I’m so thankful it is.”

Meyers issued a call to action to 
shippers and carriers in the room. To 
shippers, she urged “Please invite us 
to the table. We want to come to the 
party. Let us be a strategic partner.”

And to carriers, she said “When 
invited to participate in the tender 
(process), start the dialogue. Talk 
about how you can impact their bot-
tom line without being the cheapest. 
Invest in collaboration, show up to 
meetings, bring your A-team and 
find ways to do better.” n

Shippers and carriers work better when they work together, in a spirit of cooperation and collaboration rather than confrontation. 
These are more than fancy words; they are the heart of what drives both Transportation Media and Dan Goodwill & Associates, 

two organizations which have made a concerted effort over the years to bring shippers and carriers together to discuss issues of 
importance, in an atmosphere that is both respectful of each other’s needs and yet spares no sacred cows.

And it’s what drove us to again bring shippers and carriers together for our second annual Surface Transportation Summit this  
Oct. 16th. More than 300 top level transportation and logistics professionals heeded our call for a full day of education and network-
ing at our new venue, the Mississauga Convention Centre.

Our blue-chip lineup of more than 20 speakers dug deep into key subjects such as the economic outlook for transportation, the 
CEO’s view of the coming year, the future of intermodalism, the growth of dedicated transportation; retail supply chains; carrier performance manage-
ment; effective transportation sales strategies; opportunities in mergers and acquisitions, and a frank debate on freight bids.

We were rewarded with a very insightful exchange of ideas. 
But this conversation is too important to allow it to end there. So with this issue we are providing a comprehensive report on the major themes 

from the conference across all Transportation Media properties – Truck News, Truck West, Fleet Executive and Canadian Shipper, reaching more than 
150,000 providers and buyers of transportation services across the country. Look also for our Inside the Numbers and HookedUp e-newsletters for 
more information as well as future episodes of our award-winning WebTV show, TMTV. We have already provided considerable coverage of the event 
on www.trucknews.com, www.ctl.ca, Twitter and on our Facebook page and will continue to provide more. This dialogue between shippers and carri-
ers must continue beyond the Summit and we will be doing our best to ensure that it does.

Finally, we would like to thank our growing group of industry sponsors, whose support allowed us to bring the Surface Transportation Summit to a 
higher level. And don’t forget to book Oct. 15, 2013 into your calendar for our next Surface Transportation Summit.

Lou Smyrlis
Publisher & editorial director
Trucking Group,
Transportation Media

Nick Krukowski
Publisher
Canadian Shipper
Transportation Media

Dan Goodwill
President
Dan Goodwill & Associates
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By James Menzies
MISSISSAUGA, Ont. – Despite all 
the negativity on the news, and the 
uncertainty involving the US debt 
load and credit rating, most trends 
are pointing to a steadily growing 
economy that bodes well for truck-
ing’s future.

That was the synopsis from lead-
ing economists and industry ana-
lysts speaking at the 2013 Surface 
Transportation Summit here Oct. 
17. Carlos Gomes, senior economist 
with Scotiabank, has earned a repu-
tation for being more upbeat than 
many of his peers. He remained that 
way this year.

“I generally have been very posi-
tive over the past several years and 
I still remain positive with respect 
to the outlook,” Gomes said.

Globally, Gomes said the econo-
my has been improving throughout 
the year, led by emerging markets in 
China, India and Brazil. “They have 
moderated as well, but they contin-
ue to grow in excess of 5%, while 
the global economy is closer to 3%,” 
Gomes said of emerging markets.

Even Europe, which has been an 
economic anchor in recent years, re-
turned to positive growth in the sec-
ond quarter, Gomes noted. 

China saw some moderation in 

economic growth last year, but it has 
enjoyed double-digit growth in late 
2012 and into 2013, “which is tell-
ing us the slowdown in China that 
was expected to last several years, 
is coming to an end.”

Job growth is improving in the 
US, by about 2% year-over-year. 
That’s a leading indicator Gomes 
watches closely.

“Employment growth went nega-
tive a full year before the recession 
began,” he pointed out.

Here in Canada, Gomes char-
acterized the economic picture as 
“more mixed.”

“Coming out of the downturn, we 
had a significant improvement both 
in manufacturing shipments as well 
as building permits,” Gomes said, 
noting growth has since moderated. 
Canada still relies heavily on the US 
for 70% of its exports.

Gomes acknowledged Canadian 
household debt is a valid concern, 
but that it may not be as dire as it 
seems. Canadians now carry a debt-
to-household income ratio of nearly 
160%, which is higher than in the US 
today, and about equal to where US 
debt loads sat before the recession. 

However, thanks to low interest 
rates, debt charges account for just 
7% of disposable income in Canada, 

By James Menzies
MISSISSAUGA, Ont. – Jacquie 
Meyers, president of Meyers Trans-
portation Systems, issued a plea to 
shippers and carriers attending the 
Surface Transportation Summit, 
to re-evaulate the tender process 
that she says has commoditized the 
trucking business.

“There are lot of challenges in-
herent to these tenders,” Meyers 
said. “Number one, it reduces the 
decision making down to price…
often times when we win these ten-
ders, you are not really win-
ning. It’s not a long-term win. 
It means you were the cheapest 
or close to the cheapest. You 

Freight volumes 
strong, but  
overcapacity  
remains an issue: 
M-O’s Munro

By James Menzies
MISSISSAUGA, Ont. – Freight 
volumes are higher than they’ve 
been in “many, many” years, but 
there remains excess capacity in the 
marketplace and continued down-
ward pressure on rates.

Doug Munro, president of Mar-
itime-Ontario Freight Lines, told 
a packed Surface Transportation 
Summit that strong freight demand 
isn’t yet translating into stronger 
rates. In fact, he said it’s quite the 
opposite, as there continues to be 
pressure to reduce trucking prices.

“There is a lot of overcapacity, 
so though there’s been an improve-
ment in freight volumes, it’s very 
hard to get rate increases,” Mun-
ro said. “Margins are under pres-
sure. We see that on a lot of freight 
quotes.”

Munro said many shippers are 
continuing to issue RFPs in a bid 
to reduce their transportation 
costs. 

“It’s very difficult to get rate 
increases in this environment,” 
Munro said. “The volumes are 
there, but it’s hard to get the mar-
gins on it.”

Maritime-Ontario is taking  
advantage of low interest rates to 
refresh its fleet, but isn’t adding 
capacity.

“We’re using this time to get 
new equipment and fund it at very 
reasonable rates,” he said.

Asked what signals Munro is 
looking for before adding capac-
ity, he responded it would take 
real demand and healthy rates - 
not outlooks or forecasts - before 
shifting into growth mode.

“We respond to demand, rather 
than looking at outlooks that are 
hard to predict. We look at actual 
demand. If demand is growing, we 
add accordingly. Without demand, 
we don’t add (trucks),” Munro 
said. “We would like to see con-
tinuing growth in freight volumes 
and freight rates to justify those 
capital expenditures.”

Asked by moderator Lou Smyr-
lis, Truck News publisher and edi-
torial director, what it would take 
to bring capacity back in line with 
demand, Munro said it could be a 
combination of mergers and acqui-
sitions and insolvencies.

“But until now, we haven’t seen 
a lot of M&A or insolvencies, so 
it’s hard to say,” he added.

Looking ahead to 2014, Munro 
remains cautious. He character-
ized the US financial situation as 
“very fragile” and worries about 
what will happen when the Fed-
eral Reserve begins weaning the 
economy off life support. 

“I think things will work their 
way through, but we can see how 
it would be a difficult time for the 
next couple of years, especially if 
the US doesn’t sort through these 
problems,” he said. n

Most economic indicators remain in positive territory
a figure that was in excess of 9% in 
2008 and as high as 12% in the 1990s. 
Interest rates would have to climb by 
100 basis points to bring the debt 
charges as a percentage of disposable 
income to its average rate of 8.5%. 
So while Canadian household debt 
is high, Gomes said it’s manageable 
as long as interest rates remain low.

Charles Clowdis Jr., managing 
director, North American markets 
with IHS Global Insights, said he 
was “embarrassed” by what the im-
passe in Congress over the debt ceil-
ing - which was still ongoing at the 
time of his remarks - threatened to 
do to the economy. He said a quick 
resolution would prevent any last-
ing damage, but that it could inter-
rupt some positive momentum with 
leading indicators such as housing 
and consumer confidence.

“Until two weeks ago, we were 
cautiously optimistic,” about the 
economy, Clowdis said. “We’re still 
cautiously optimistic.”

Focusing on transportation, 
Clowdis said he’s seeing evidence 
of near-shoring, with as much as 5% 
of manufacturing that was moved to 
Asia, returning to North America, 
usually to Mexico. This bodes well 
for trucking and rail providers, he 
noted. n

have to give something up to be 
cheap. If you’re the cheapest, what 
are you leaving out? Driver train-
ing? Safety? Security?”

Another downfall to the RFP 
process is that it creates a discon-
nect between decision makers, and 
those who’ll be most affected by 
those decisions on a daily basis, 
Meyers added. A senior execu-
tive who chooses a low-cost carri-
er based on price, leaves the ware-
house managers, sales team and 
other front-line workers to deal 

with the mess. 
She said shippers relying 

on a tender process to select 
transportation providers of-

ten focus on the line item transpor-
tation represents on their financial 
statements, but not all the other ar-
eas of the business that transporta-
tion affects. Lost loads, missed de-
liveries, unprofessional interactions 
with a shippers’ customers and oth-
er possible repercussions of choos-
ing a carrier based on price can 
cost more to a business than what 
it saved in transportation costs.

“Transportation managers are 
judged on that transportation line 
item, but not the other lines that 
transportation impacts,” Meyers said. 

She also said that tenders are 
onerous and timely to complete and 
that they often come with heavy-
handed contracts attached.

“Within these contracts are un-
fair and overreaching clauses that, 
honest to goodness, put a carrier at 
risk of bankruptcy should some-
thing go wrong,” she said.

All that said, Meyers acknowl-
edged it’s impossible to avoid the 
tender process altogether. At Mey-
ers, if the tender is geared towards 
choosing the lowest-cost carrier 
or if it goes out to dozens of com-
panies, Meyers said her company 
won’t participate. 

“If I can’t get a human to speak 
to me, I’m not going to be partic-
ipating,” she said. However, the 
company will engage in the tender 
process if there’s some human in-
teraction involved, and the possibil-
ity of a long-term business partner-
ship developing.

“We’re asking to be a strate-
gic partner, not just a line item on 
your financial statements,” Meyers  
added. n

When you ‘win’ a tender, are you really winning?
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“I’m old school,” says 

Brian Kurtz. “When I 

started my trucking 

company over 30 

years ago, you didn’t 

worry too much about 

the rules. Now there 

are so many rules and 

regulations. Every 

province and state is 

different. And we’re 

getting more regu-

lated every week.” 

       Nobody knows 

trucking and logistics, 

or understands the unique  

challenges facing transportation 

companies, more than we do at  

 

Northbridge Insurance®*. With  

over 60 years of experience in the 

transportation sector, quite simply, 

we get trucking.  

We understand how  

difficult it is to stay 

current on safety  

and compliance  

requirements in  

various jurisdictions—

with different weight 

restrictions, hours of 

service, maintenance  

requirements and  

operating authorities—

and how genuinely 

complicated they  

can be.  

       “Someone once said that  

trucking has twice as much  

paperwork as banking. Too bad  

we don’t have twice the profits,” 

jokes Mr. Kurtz. 

       Northbridge provides the  

kind of value-added features and 

benefits you won’t find anywhere 

else—like reports that allow our  

clients to benchmark their safety 

and compliance performance  

versus the industry and their  

competition. Our tools enable  

you to improve your operations 

and lower costs, boosting your  

bottom line. Our customers, in  

turn, have used these reports to 

win more business by objectively 

proving that they adhere to best 

industry practices with superior 

compliance standards.  

       “Northbridge takes a real  

interest in my business,” says  

Mr. Kurtz. “Some insurers you only 

see at renewal time, but these guys 

are in touch to keep us up-to-date.”  

       No other insurer works as  

hard to maintain relationships  

with customers as Northbridge,  

or matches our comprehensive 

safety and compliance tools and 

resources. We provide ongoing, 

customized support, training  

and materials to assist with your 

specific needs. We’ll even help  

you improve your dollar-one  

loss costs for incidents below  

your deductible. 

       Talk to your insurance  

broker. Learn how Northbridge  

empowers you with tools and  

resources so you can focus  

on what’s important—your  

customers and your profits.  

       “Margins are half of what  

they were 10 years ago,” says  

Mr. Kurtz. “But I know Northbridge 

will always be there. Heck,  

they’ve been around even  

longer than me.” 
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  Brian Kurtz, President, Kurtz Trucking, Breslau, Ontario

“Who could possibly keep up 
with all the new trucking regs? 

Good thing Northbridge  
keeps me current.”

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

By James Menzies

MISSISSAUGA, Ont. – Business own-
ers shouldn’t wait until they have to 
sell their business to begin the plan-
ning process, otherwise they’ll “lose 
control of the process.”

Mike McCarron, M&A consultant 
with Wheels Group imparted that ad-
vice and more during a discussion on 
mergers and acquisitions in transpor-
tation at the Surface Transportation 
Summit. He was joined on the panel 
by Doug Nix, vice-chairman, Corpo-
rate Finance Associates. Both speak-
ers brought a unique perspective to 
the discussion; Nix has brokered many 
major acquisitions throughout his ca-
reer and McCarron last year sold his 
own company, MSM Transportation, 
to Wheels Group.

McCarron said the trucking and 3PL 
markets are ripe for an escalation in 
M&A activity.

“I think trucking companies realize 
that without scale and technology, it’s 
going to be impossible to survive,” he 
said, citing that as one reason he and 
his partner opted to sell MSM when 
they did.

“We knew we were too big to be 
small and too small to be big. We had 
to decide, do we want to risk every-
thing at this stage in our lives? Do we 
want to go to ground zero and raise 
money? The people I’ve talked to in 
the business are thinking the same 
thing, ‘What am I going to do to get 
out?’ I think that is going to drive a lot 
of acquisitions, that state of mind in 
the industry.”

As baby boomers near retirement 
age, they’ll have to devise an exit strat-
egy. McCarron pointed out there could 
be a logjam of boomers looking to sell 
at the same time, driving down expect-
ed returns. 

Asked how business owners will 
know when the time is right to sell, 
Nix offered this tongue-in-cheek ad-
vice: “Ask your wife.”

If you no longer wake up in the 
morning eager to go to work, Nix said 
it may be time to prepare your business 
for a sale. But first, you should deter-
mine if it’s even saleable. Commod-
itized trucking companies without an 
established, steady customer base may 
be disappointed to find their business 
has little value in the marketplace.

When considering when to sell, Nix 
said “I’d say it’s better to sell a little 
too early than a little too late, because 
you’ll never get that time back.”

McCarron said the owners of mid-
sized trucking companies, and any 
sized 3PL, will find it difficult to keep 
pace in the current environment un-
less they add scale or invest a fortune 
into technology. American 3PLs are 
making capital investments into tech-
nology that dwarf what their Canadian 
counterparts can or will afford.

McCarron suggested owners pre-
pare their company for sale even be-

fore they’re ready to step aside, so that 
they are able to begin negotiations as 
soon as a prospective buyer comes 
knocking. 

It can take two years or more to clean 
up the minutes books, settle old law-
suits, and clean up the business, and 
by that time an interested buyer may 
have moved on to another pursuit.

Once you’ve been courted by a pro-
spective buyer, it’s important to deter-
mine if the match is a good fit for your 

business. McCarron said he stopped 
returning calls from a private equity 
firm when he sensed they were look-
ing to cut costs, strip the company of 
its culture and then flip it for a quick 
profit, all while he’d be expected to stay 
on and assist with the process.

“It was about slashing and burning 
and ripping the culture apart,” McCar-
ron said. “We felt far better with a stra-
tegic fit.”

But Nix cautioned against ruling out 

investment buyers. “We invite private 
equity groups into controlled auctions, 
because there’s half a trillion dollars 
sitting uninvested in North America. 
“You can’t ignore that,” he said. “Of-
tentimes, the private equity guys will 
pay more money if it’s the right deal.”

However, he added few asset-based 
trucking companies will appeal to pri-
vate equity firms. 

When a good match is found, Mc-
Carron said it’s a good idea to solicit 
the help of an advisor, who acts as a 
buffer between the negotiating parties 
throughout the transaction. This helps 
keep negotiations from becoming too 
personal, McCarron said. This is im-
portant, since in most deals, the previ-
ous owner will be expected to stay on 
for a period of time during the transi-
tion, so a cordial relationship must be 
maintained.

“Where they bring the most value 
is the intangibles,” McCarron said of 
investment bankers, likening them to 

Planning an exit?
Start planning early if you want to 
maximize the value of your company

pg 16-17 tw dec v2.indd   16 13-11-13   12:49 PM



TRUCK WEST dECEmbER 2013   17

Client:  Northbridge  

Insurance

Job No: NB-1001

Name:  “Brian – 

Rules & Regs”

Publication: Truck News/ 

 Truck West

Ad Size: 1⁄2 Island Spread

Trim: 15.75" x 10.75"

Bleed: 16" x 10.875"

Live: 15.75" x 10.25"

Colour:  4C Process

Insertion: Nov 18, 2013

Material Due: Nov 11, 2013

“I’m old school,” says 

Brian Kurtz. “When I 
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the rules. Now there 
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province and state is 
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       “Northbridge takes a real  
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with customers as Northbridge,  

or matches our comprehensive 

safety and compliance tools and 

resources. We provide ongoing, 

customized support, training  

and materials to assist with your 

specific needs. We’ll even help  

you improve your dollar-one  

loss costs for incidents below  

your deductible. 

       Talk to your insurance  

broker. Learn how Northbridge  

empowers you with tools and  

resources so you can focus  

on what’s important—your  

customers and your profits.  

       “Margins are half of what  

they were 10 years ago,” says  

Mr. Kurtz. “But I know Northbridge 

will always be there. Heck,  

they’ve been around even  
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  Brian Kurtz, President, Kurtz Trucking, Breslau, Ontario

“Who could possibly keep up 
with all the new trucking regs? 

Good thing Northbridge  
keeps me current.”

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

an agent who represents pro hockey 
players. Using an advisor also frees up 
the business owner to continue run-
ning the company. McCarron said it’s 
a mistake to think that the dollars at-
tached to a transaction on the letter of 
intent is the final value of the deal. Any 
losses suffered during the transaction 
process will affect the final value of the 
company at closing time.

“The price you sell your business for 
is not the price on the LOI,” he said. 
“I was terrified I would lose a large 
customer during the transaction. The 
advisor lets you focus on running the 
business.”

Having an advisor on-board also 
helps protect against “deal fatigue,” 
McCarron added. 

“You cannot go through this process 
on your own,” he insisted. 

Nix agreed, adding, “There’s a ton of 
emotional expenditure and effort and 
resources that goes into the sales pro-
cess. If you’re not serious (about sell-

ing), don’t pull the trigger on this be-
cause it will sap your energy and your 
business will suffer for it.”

When choosing an advisor, Nix sug-
gested asking them what they’ve ac-
complished lately.

“A lot of people will tell you what 
they’re working on, but few will actu-
ally say ‘I did this’,” Nix said. “There’s a 
difference. The reason they’re talking 
about what they’re working on is that 
they don’t have anything to talk about 
that they did.”

It’s important, Nix said, that both 
parties trust the advisors they’re deal-
ing with. If you’re looking to acquire 
another company, set out to find a tar-
get that fits a strategic need, not just to 
grow top line revenue, Nix suggested. 
Both Nix and McCarron agreed that 
buyers should pick up the phone and 
call a company of interest, even if it 
isn’t for sale. 

When a fit is found, Nix suggested 
moving the transaction along as quickly 

as possible.
“Everything that drags gets dirty,” 

he said. “I’m a big proponent of short-
ening timelines.”

As for when M&A activity will pick 
up, Nix said a dearth of deals this year 
isn’t due to a lack of interest.

“I see in the industry lots of interest 
and lots of discussion,” he said. “But I 
also see lots of caution. People are hesi-
tant to pull the trigger.” 

Last year, Nix’s firm did 45 mid-mar-
ket transactions across North America, 
and this year they’ve done only 20. He 
thinks the decline is partly due to the 
uncertain political environment in the 
US, and that “once that stability comes, 
I’m quite bullish on the future levels of 
M&A activity.”

Large-sized 3PLs are expected to be 
the most sought after targets, and are 
currently fetching valuations of 6-7xE-
BITDA. Asset-based trucking compa-
nies, by comparison, are commanding 
just 3-4xEBITDA. 

In sales, the ‘new 
normal’ is always 
changing

MISSISSAUGA, Ont. – Two industry 
experts at the Surface Transportation 
Summit examined a new approach to 
sales. The STS welcomed Jeff Pries,  
senior vice-president of sales and mar-
keting for Bison Transport and Tibor 
Shanto, principal for Renbor Sales 
Solutions. A strategic selling plan, ac-
cording to Pries, must have three qual-
ities – or the three “Es”: Equip, engage, 
everyone.

“It is important to teach about the 
sales process,” said Pries. “It enables 
people who aren’t typically in sales to 
branch out and learn the process.”

At Bison Transport, everyone is 
equipped with the knowledge to  
understand the needs of their clients, 
he said.

“We also consider how to keep an 
employee engaged,” Pries added. 
“Many sales reps are motivated by 
money, but recognition programs are 
also valuable.”

Pries also looked at the difference 
between a strategic customer and a 
transactional customer.

“A strategic customer is relation-
ship-oriented, they usually deal with 
senior management and they are col-
laborative in nature,” Pries explained. 
“A transactional customer is transac-
tion-oriented and usually reached  
by customer service or systems  
connectivity.”

It’s important for sales representa-
tives to understand the differences in 
order to service each customer to the 
level they require, Pries said. 

It also goes beyond understanding 
the customer, but producing best in 
class sales.

“My list of a best in class sales rep 
includes being tech savvy, driven, a 
negotiator, resourceful and honest,” 
Pries said, noting there are many key 
characteristics that make a sales rep-
resentative top-notch.

Pries believes the days where sales 
representatives must wine and dine 
customers or be the life of the party 
are over.

“It’s understanding your business 
and your customer’s business to make 
that critical fit,” Pries said.

The discussion shifted gears slightly 
when Shanto took the podium to de-
fine the “new normal’ in sales.

“Change is constant,” Shanto said. 
“The velocity of change is so rapid it 
is difficult to assimilate.”

Shanto said it is integral to develop 
a dynamic sales process.

“There are three fundamentals in 
sales,” Shanto began. “Revenue, cli-
ent requisition and client retention.”

A dynamic sales process that focuses 
on the three fundamentals will align 
a company to its customers, accord-
ing to Shanto.

“The value of a process – a defined 
and dynamic process – results in a 
high level relationship with the cus-
tomer,” said Shanto. “A dynamic pro-
cess means less turnover and losses.”

The buyer process and seller pro-
cess require some E.D.G.E: The buyer 
needs to Explore, Define, Get a game 
plan and Execute it. 

Managing time can also be an ef-
fective tool of a detailed process. 
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in the trucking industry for about 28 
years himself. 

“I started as an owner/operator for 
a national company in 1979,” he told 
Truck West, “and with a young family 
I found I was away a lot and I decided 
to find a job that was more local, more 
regional.” 

That move took him to CP Express & 
Transport, where he spent a half-doz-
en years serving communities in Sas-
katchewan before he and his wife de-
cided to strike out on their own. They 
formed Prudhomme Trucks and built 
the business to a fleet of 105 units. 

It was during that time when the 
ugly reality of the driver shortage hit 
home and Prudhomme decided to do 
something about it. 

“We were plagued with a shortage of 
qualified drivers, so we started going 
abroad in recruiting some drivers from 
Eastern Europe, Ukraine specifically,” 
he said, “and after we sold the trucking 
company, other owners or HR people 
would phone us, looking for drivers be-
cause they’d heard we’d had lots of suc-
cess. So they would hire us to go help 
connect them or find them a source of 
foreign drivers.”

That turned out to be a golden op-
portunity. Since the Prudhommes 
didn’t have a succession plan for 

the trucking business in the fami-
ly, they decided to sell the company 
and launch Prudhomme Internation-
al via an office in downtown Regina. 
And while trucking is near and dear to 
Prudhomme’s heart, his company goes 
far beyond just looking for new drivers. 

“We’re recruiting for lots of different 
industries,” he said, “but we’re recruit-
ing lots for the trucking industry, too. 

We’re recruiting heavy-haul drivers, 
regional, refrigerated goods drivers, 
lots of different types of drivers.”

Prudhomme International has since 
helped match trucking companies 
with something in the neighborhood 
of 250 drivers “and other trades, like 
welders, truck and trailer mechan-
ics,” Prudhomme said, adding that the 
company has also brought in about 100 

welders and painters for companies 
who manufacture trailers. 

“We’ve really helped companies beef 
up their workforce,” he said.

Prudhomme’s experience has also 
helped him find some shortcuts that 
can be used to help speed up the re-
cruiting process, a fact that brought 
his business to the attention of the CBC 
recently. The Mother Corp reported 
that if a potential driver recruit com-
ing over as a temporary foreign worker 
is bilingual, it isn’t necessary to con-
duct a Labour Market Opinion (LMO), 
which could be a great time- and  
hassle-saver when recruiting from 
overseas.

The CBC got it wrong, though. “That 
doesn’t apply to low-skilled trades,” 
Prudhomme said, alluding to the fact 
that that truck drivers are still consid-
ered low-skilled. “CBC did make a mis-
take on the printed document on the 
Internet and I contacted them to say 
that with low skills, it doesn’t matter 
if you speak French or whatever, you 
still need an LMO.” 

The bilingual twist can help with 
other trades, however, and Prudhom-
me noted there may be even more hope 
in the future, since “Minister Kenney 
announced again that they might re-
instate the accelerated LMO process.”  

While recruiting is a big part of what 
the company does, it isn’t where the 
company’s services end. 

“We have schools for drivers, too,” 
Prudhomme said, “and it doesn’t take 
that long to recruit drivers because we 
interview and approve drivers that are 
ready to go. We do the drug testing, we 
do all that stuff so when they get here 
they just have to write and drive their 
Class 1 and they’re ready to go.” They 
have a certified immigration consul-
tant on staff as well, “so we can do the 
whole process if an employer requires 
help to do the LMO process. We can do 
the whole thing.”

The growing staff includes Prud-
homme’s wife (a certified immigra-
tion consultant) and business develop-
ment manager Rob Ruiters, who brings 
more than 31 yrs of experience with the 
RCMP to the company. Well known to 
the trucking industry, Ruiters spent 18 
years spearheading the Pipeline/Con-
voy program, whose aim is to elimi-
nate the use of commercial vehicles 
(as well as other modes of transpor-
tation) for trafficking drugs and other 
contraband. 

He championed attempts to educate 
the industry in cargo crime and was a 
catalyst in bringing industry together 
for the CTA Threat Brief, offering prac-
tical advice on what fleet managers 
can do to ensure their vehicles aren’t 
used for illegal purposes. 

Right now, Prudhomme Interna-
tional recruits mostly from Hungary, 
Romania, Ukraine, Morocco, Tunisia, 
France, Belgium, and Mexico, but it’s 
broadening its search regimen to this 
hemisphere as well, looking into South 
American countries such as Peru and 
Brazil.

Most of Prudhomme’s clients so far 
have been in Saskatchewan, but “we’ve 
dealt with companies in Manitoba, and 
we’re starting to expand into Alberta,” 
he said. 

Searching the world for drivers
Continued from page 1

Prudhomme International isn’t just about filling the driver’s seat, but finding a 
job that is an ideal fit for each candidate.
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here are many reasons 
why hiring family can 
be a minefield for busi-
ness owners, but taxes 
shouldn’t be one them. 
Bringing a spouse, par-
ent, kid, or other relative 

onto the payroll even on a part-time 
basis can generate big savings, espe-
cially if you’re splitting income among 
family members who are in a lower tax 
bracket than you are.

Canada Revenue Agency has specif-
ic rules for hiring relatives. Basically, 
family members must do the work for 
which they are paid. 

The wage or salary must be in line 
with what you’d otherwise pay Joe Av-
erage to do the same job. And the work 
must be necessary and not some friv-
olous project that you wouldn’t other-
wise hire someone to do.

When you hire a relative, you can 
never lose sight of your responsibili-
ties as an employer. You may have tax 
and legal obligations including source 
deductions like Employment Insur-
ance and/or Canada Pension Plan. 
Then again, you might not.

CRA defines a relative as someone 
who is connected by blood relation-
ship (like a father and son), marriage, 
common-law partnership, or adoption. 
You also can be related to a corpora-
tion if you’re related to one or more of 
the people who control the corpora-
tion, or when a corporation employs 
someone who controls more than 40% 
of the corporation’s voting shares.

The Employment Insurance Act 
states that employees who are relat-
ed to their employer – be that a sole 
proprietor or corporation – may not be 
eligible for EI benefits and should not 
have EI premiums deducted from their 
pay because they do not deal with each 
other “at arm’s length.” 

On the other hand, some employees 
who are relatives might indeed qualify 
for EI. For example, a related employee 
may be insurable if it’s reasonable to 
conclude that you would have hired a 
non-related person to do the same job 
at a similar rate of pay. 

What is reasonable? Here are some 
of CRA’s criteria:

Remuneration paid: When the 
amount of the remuneration and the 
manner of payment reasonably com-
pare to those that a guy off the street 
would accept for similar work, an arm’s 
length relationship is suggested. The 
pay you offer your related employee 
should be in line with what a non-rel-
ative would accept for similar work.

Terms and conditions: Are the 
terms and conditions of employment  
substantially similar to the ones  
in an arm’s-length employment rela-
tionship?

Duration of work performed: The 
timing of a job – when it occurs and 
how long it lasts – should correspond 
reasonably to the length of time such 
work should take to perform, and to 
the employer’s normal business cycle 
and history.

Nature and importance of the work: 

Are the services you hired your rela-
tive to perform necessary and impor-
tant to the business operation? Have 
you historically hired an employee to 
perform this work?

How to request a ruling
If you’re not sure whether to deduct EI 
premiums for your relative-employee, 
you can ask CRA to rule on your case. 
Rulings clarify your obligation as the 

employer and will define whether your 
employee is covered should he make 
an EI claim (due to lay-off, pregnancy, 
or sickness).

To request a ruling, send a letter or a 
completed Form CPT-1 to the nearest 
tax services office no later than June 30 
of the year following the year in which 
the employment occurred. If you have 
a payroll account and are registered 
on My Business Account, you can use 
the “Request a CPP/EI ruling service” 
online.

Hiring family takes serious fore-
thought. 

Don’t try to arrange a haphazard 
payment formula or job description 
after your year-end. 

Do put an employment agreement 

in place at the beginning of your fiscal 
reporting period and be ready to de-
fend the value and worth of your fam-
ily members’ contribution to the busi-
ness and to the bottom line.

Speaking of family, I hope you’re 
able to set side work and enjoy time 
together at this time of year. 

Here’s to you and yours during the 
holiday season, and to a successful, 
prosperous 2014. See you next year. 

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

Family gatherings: Rules for hiring relatives

tax talk

Scott Taylor

Tax Talk
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20   road test

By James Menzies

hen Kenworth an-
nounced in March 
the introduction of 
the T880, my initial 
reaction was ‘But 
why?’ Kenworth has, 
in its T800, one of the 

longest-running and most successful 
vocational trucks on offer. It has served 
both the truck maker and the industry 
well for 26 years, over which time more 
than a quarter million have been placed 

into service and, more impressively, an 
estimated 80% of them continue to be 
operated.

‘The T8 ain’t broke,’ I felt then, ‘so why 
fix it?’ In late October, I finally had an 
opportunity to drive the T880, which 
will eventually replace the time-tested 
T800. To be clear, the T800 isn’t going 
anywhere for a while. It’s such a diverse 
truck, used for so many different things, 
that it will take some time for the T880 to 
be configured to fit every application in 
which the T800 currently performs. So 
as to not leave any holes in its coverage, 

Kenworth will keep both models in the 
lineup for as long as it takes for custom-
ers to become comfortable with the T880 
and to stop asking for the T800.

This could take a while, because the 
T800 has many loyal fans, especially 
here in Canada. I count myself among 
them. And it was with that mindset that I 
stepped into a T880 dump truck just out-
side the Kenworth plant in Chillicothe, 
Ohio on Oct. 25. This truck was an Ohio 
spec’ dump truck with three lift axles, 
a 24-ft. aluminum end-dump body, a 
Paccar MX-13 engine and Eaton Ultra-

Shift Plus automated manual transmis-
sion. The engine produced 485 hp and 
1,650 lb.-ft. of torque and the truck was 
equipped with air disc brakes at every 
position. 

The truck was set up to comply with 
Ohio bridge law requirements, so the 
T880 you’ll find on dealer lots in Cana-
da will look different. The cab, however, 
will not. The first thing I noticed upon 
climbing into the T880 is that the cab is 
noticeably larger, yet the dash is laid out 
intelligently so that I never found myself 
reaching for switches or controls. The 
bumper-to-back-of-cab (BBC) measure-
ment has been retained at 122.5 inches 
(a short-hood version with 116.5-inch 
BBC is also available), but the ceiling 
is a full two inches higher. Things like 
headache racks may have to be adjust-
ed accordingly, but upfitters shouldn’t 
have any trouble attaching bodies to the 
larger cab.

Alan Fennimore, Kenworth vocation-
al marketing manager, told me the new 
cab platform was designed from the in-
side out, and proof of this can be found 
all over the place. Exploring the new cab 
was like going on an Easter egg hunt; 
small treats could be found in the most 
unlikely of places. For example, a coat 
hook has been placed on the rear wall, a 
magnet replaces the traditional, break-
age-prone sun visor hook over the driv-
er’s side window and armrests are built 
into the doors at just the right height. 
These are small things that collective-
ly provide a more driver-friendly work 
environment. Small things shouldn’t be 
underestimated, because they do con-
tribute to a more comfortable, satisfied 
driver and a happy driver is a safer driv-
er, or so goes the theory.

Speaking of safety, the most obvious 
and immediate upgrade as seen from 
the driver’s seat is improved visibility. 
The view from behind the wheel of the 
T800 was good, but the view from the 
T880 is even better. A new panoram-
ic windshield and a seemingly slopier 
hood combine to provide excellent for-
ward visibility. The cowl-mounted side 
mirrors have even been lowered slight-
ly, to afford greater visibility over top of 
them, which will provide a better view 
of the job site, with no compromise in 
rearward visibility along the sides of the 
truck.

The T880 has an automotive-inspired 
dash, which is modern looking and easy 
to clean. This seems to be a trend in the 
industry and a welcomed one as far as 
I’m concerned; I’m no fan of the plastic 
wood interiors that were the norm for 
so long.

Having familiarized myself with the 
interior of the T880, and replaced my 
cynical frown with a cautious smile, 
I headed out on the highway for a 
40-minute drive on area roads. What 
really leapt out on the road was the qui-
et ride of the T880. Paccar would like 
you to believe this is attributable to its  
MX-13 engine, and there could be some 
truth to that. But all diesel engines have 
gotten quieter, and my hearing isn’t su-
personic, so I can’t tell you for certain the 
MX is any quieter than a Cummins with-
out driving them back-to-back.

But more impressive to me than the 
quietness of the engine was the complete 
lack of wind and road noise audible in 
the cab. I asked Fennimore how Ken-
worth achieved this, and he said it’s a 
byproduct of the new stamped alumi-
num cab construction and the fact the 
vehicle is more aerodynamic than the 
T800. An aerodynamic front end that 

A tough act to follow
As the eventual successor to the time-tested T800, the 
Kenworth T880 has big treads to fill. Is it up to the challenge?

W

HEAD OFFICE: 739 LAGIMODIERE BLVD. WINNIPEG, MANITOBA 564-6228 

BC/AB general freight (must be based near Clg or Van. 1 position only. $0.45/mile) 

LCV (must be based out of Calgary or Edmonton. 2 positions available. $0.53/mile) 

BC/AB Container 
Quality home time     Health and Dental Benefits 
Steady Miles: Singles average 11-12k per month 
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                                                                                (salary earning subject to mileage expectations) 
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slices through the wind more efficient-
ly is likely to create less noise in doing so. 
Kenworth designers have painstakingly 
removed from the front end, any place 
where air could become trapped and in 
doing so they also eliminated the noise 
air produces when it smacks up against 
a flat surface area. Look no further than 
the flush-mounted headlights for evi-
dence of the attention to detail that went 
into removing obstructions that lead to 
drag, and subsequently to wind noise. 

The quiet ride was noticeable the 
moment I reached highway speeds, but 
noise is more than just an irritant and 
the true benefit of a quiet cab can be 
better appreciated over time. Wind and 
road noise is ‘white noise,’ the same type 
that sound machines emit to help people 
fall asleep. Listening to white noise all 
day long has the same fatiguing effect 
on drivers, so I suspect the T880’s quiet 
cab will leave a driver feeling fresher at 
the end of a workday.

About 15% of Kenworth’s vocational 
trucks are now spec’d with Eaton Ultra-
Shift Plus automated manual or Allison 
automatic transmissions. I’d be perfectly 
happy with either option – anything but 
a manual. I know I’m still in the minor-
ity, as the stats will attest, but I truly be-
lieve most vocational truck drivers who 
are averse to auto-gearboxes haven’t yet 
tried the latest generation versions.

The UltraShift Plus in the T880 I drove 
offered features such as Intelligent Hill 
Start Aid and Creep Mode. Hill Start Aid 
will hold the truck’s position when on an 
incline without rolling back while you 
move your foot from the brake to the ac-
celerator. Creep Mode allows the vehicle 
to crawl along smoothly at low speeds, 
which is great for precision operations 
such as laying asphalt. 

If you prefer a manual transmission, 
you’ll like the air-assisted hydraulic 
clutch that’s new in the T880. It allows 
for easier shifting – once you learn to 
avoid the temptation to mash the ped-
al through the floor – with considerably 
less foot pressure required. 

There are mixed opinions on the use 
of automated transmissions in voca-
tional applications. Some fleet owners 
love them, because it allows them to hire 
less-skilled drivers. Others hate them 
because, well, it allows less-skilled driv-
ers to find gainful employment in the 
industry. But the reality is, vocational 
truck operators are a special lot. They 
have to be safe and competent drivers, 
but just as importantly, they must know 
how to skillfully operate whatever spe-
cialty equipment the truck is equipped 
with at the job site.

My thinking is, why wouldn’t you give 
your drivers an easier truck to operate, 
equipped with an automated or auto-
matic transmission, to simplify the driv-
ing portion of their job as much as pos-
sible? Apparently 85% of buyers disagree 
with me on principle, or are too cheap, 
though I can argue all day long that the 
higher up-front cost associated with an 
automated or automatic transmission 
provides a payback over the life of the 
equipment when in the hands of an av-
erage driver.

The T880 I drove was emp-
ty, so it was difficult to evaluate the  
MX-13 engine. However, Fennimore told 
me that engine has undergone continu-
ous tuning for vocational applications 
and is just now hitting its stride. Some 
dump truck operators, he said, are now 
getting close to 8 mpg with the MX. The 
MX engine was brought to North Amer-
ica from Europe and then adapted to 

meet our vastly different operating re-
quirements.

“The duty cycles here are so complex, 
it takes a while to get them all dialed 
in,” he said of vocational applications 

in North America. “It’s really starting to 
come into its own.”

For an empty dump truck, the T880 
rode well on the highway, its suspension 
system effectively absorbing the worst of 

the bumps and providing a smooth and 
comfortable ride inside the cab.

Back at the Kenworth plant, I took 
another walk around the T880. I no-
ticed the hood has been redesigned. 
Instead of the one-piece attached to 
the T800, the T880 features a five-piece 
Metton hood.  This will make repairs 
easier and less costly than with the 
one-piece hood design.

I stepped out of the T880 convinced 
there is a place for this model in Ken-
worth’s lineup alongside the T800. It is 
indeed an upgrade. In the T880, Ken-
worth hasn’t taken anything away from 
fans of the T8. 

In fact, it has given them more. More 
room. More visibility. And while it’s too 
early to say for sure, probably more 
money in their bank accounts, if the 
improved aerodynamics translate to 
actual fuel savings. Saying goodbye is 
never easy, but the arrival of the T880 
makes it just a little easier to  bid fare-
well the T800. 

The Kenworth T880 will eventually replace the popular T800.

Brought to you by
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By James Menzies

ORLANDO, Fla. – Dr. Wolfgang Bern-
hard, the head of Daimler Trucks glob-
ally, was introduced to the North Amer-
ican trade press during a roundtable 
discussion held at the American Truck-
ing Associations’ Management Confer-
ence & Exhibition. Bernhard was ap-
pointed to his new position in April. 
He emphasized there will continue to 
be a strong product focus from Daimler 
Trucks under his watch. Bernhard al-
ready has obtained his European com-
mercial driver’s licence, and he will re-
peat the process in the US so that he can 
drive the vehicles offered by Daimler 
and its competitors.

“I think it’s very important to know the 
business from the ground up,” Bernhard 
said. “You need to know what your cus-
tomers are sitting in.”

Bernhard has spent his first few 
months on the job travelling the world 
to get up to speed on Daimler’s global 
truck operations. “I’m deeply impressed 
with what I’ve seen,” he said.

Bernhard said he’s fortunate to be 
taking the reins at a time when Daim-
ler boasts its “strongest truck portfolio” 
in company history. In the US, Daimler 
is enjoying Class 8 market share of near-
ly 40%, driven largely by the Freightliner 
Cascadia Evolution, for which Daimler 
has received 20,000 orders. The Detroit 
DT12 automated transmission is also 
driving demand for Daimler’s prod-
ucts. Martin Daum, president and CEO 
of Daimler Trucks North America, said 

the company has already received 3,600 
orders for trucks with the DT12, and it 
has only been offered since April with 
the DD15 and since September behind 
the DD13. Production of that transmis-
sion will be brought to the US in 2015, 
and Daum said it’s now expected that 
there’ll be enough demand for the prod-
uct here that no, or very few, units will 
be exported to other markets.

Daimler’s North American Class 8 
market share through September is up 
5.4% compared to a year ago.

“Business, I’d say, is going well,” Ber-
nhard said.  

In North America, 60% of Daimler’s 
orders come from its top 30 customers. 
The company has been collaborating 
closely with these customers on new 
product developments. As an example, 
Bernhard spoke of a project with Nuss-
baum that resulted in a 6x2 drive con-
figuration with direct drive transmission 
that improved fuel economy by 20%. In 
another example, Freightliner worked 
with Saddle Creek Transportation to de-
velop a natural gas-powered Cascadia 
with aerodynamic fairings that will im-
prove range to about 700 miles. Saddle 
Creek has ordered 10 of these trucks.

Still, natural gas is one area where 
Daimler executives are dissatisfied with 
their current position – if you can be dis-
satisfied with a 45% share of the market.

Daum acknowledged the brand is 
lacking a 15L natural gas engine and that 
it needs to broaden its product range.

“It’s a good business, but it could be a 
far better business,” he said. “We’ll fo-

cus on that more in the future to come 
up with even better solutions.”

Daimler has plenty of reason to be sat-
isfied with its North American business 
as a whole. It boasts the industry’s top 
market share in the US Class 8, US Class-
es 6/7, Canadian Classes 6-8 and NAFTA 
Classes 6-8 segments. However, Bern-
hard said the truck maker would like to 
see a more stable political environment 

in Washington.
“It is in our industry’s best interest that 

Washington finds a way to provide a sta-
ble budgetary climate,” Bernhard said. 
“Not just brief increments (of stability) 
with another looming crisis over the ho-
rizon. The US economy is too important 
to the rest of the world to be in a contin-
ued state of uncertainty.”

Bernhard would also like to see glob-
al emissions rules be harmonized. The 
NOx and particulate matter reductions 
in most of the developed world have 
been fairly consistent, yet Bernhard said 
there are subtle differences between the 

rules, which complicate compliance as 
a global manufacturer.

“We all need to park our regulatory 
egos in the loading dock,” he said. “Stan-
dardization would strengthen our com-
petitiveness.”

As for future emissions standards, 
Bernhard feels that instead of bringing 
in more stringent rules for new vehicles, 
that there should be a greater emphasis 

on removing old trucks from 
the highways. Only 40% of the 
trucks in service today are of 
an EPA04 or newer vintage.

“You could reduce NOx by 
60% if you just replaced all the 
old trucks with new trucks 
and you could reduce par-
ticulate matter by 99%,” Ber-
nhard said, adding that re-
pealing the federal excise tax 
on heavy-duty trucks would 
be one way Washington could 
encourage the removal of old-

er vehicles from the industry. Looking 
ahead to 2014, Daum predicted truck de-
mand will be slightly better than it was 
this year. However, a return to boom 
times for truck makers isn’t expected 
until 2015 at the earliest.  

For Daimler itself, Daum laid out sev-
eral priorities for the next year. They in-
clude: maintaining a “dominant mar-
ket position”; continuing to develop the 
Cascadia Evolution for ever greater fuel 
economy; building upon the recently 
announced Detroit Connect telematics 
division; and boosting Western Star’s 
presence in the market.  

For Daimler’s new truck boss, it’s all about product

‘You need to 
know what your 
customers are 
sitting in.’ 
Dr. Wolfgang Bernhard
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By James Menzies

CLEARFIELD, Utah – Utility Trailer 
bills itself as the longest running, pri-
vately owned trailer manufacturing 
company in the US, and next year will 
celebrate its 100th anniversary. The 
company claims to be the largest pro-
ducer of refrigerated van trailers, which 
are produced at Utility’s Marion, Va. 
and Clearfield, Utah facilities.

Utility has a number of proprietary 
production processes it says result in 
a better-built, more efficient refriger-
ated trailer. Recently, Utility allowed a 
small group of truck journalists to tour 
its Clearfield plant, where these highly 
guarded manufacturing secrets were 
put on display for the very first time. 
We followed up the visit with an inter-
view with Craig Bennett, senior vice-
president of sales and marketing with 
Utility, to discuss these processes and 
other trailer industry trends.

•
TW: Craig, it seems trailer order ac-

tivity has been up and down through-
out the year, with no real sustained in-
creases in demand. How would you 
characterize the current state of the 

industry for Utility, and for the trailer 
industry in general?

Bennett: The market generally gets 
softer seasonally in late summer, then 
a little stronger in the fall. We had a 
typical seasonal slowdown in the late 
summer, July and August, and it got 
better in September and a little better 
in October, but it’s not as good as we’d 
like to see it and it’s not as good as we 
were hoping it would be.

I would classify it as okay. In the 
trailer industry, we are all operating 
at very high production output levels 
and it’s always challenging to main-
tain those levels with new order intake, 
once you get the crews built up. That’s 
the challenge we all have. A 240,000-
250,000 trailer year would be a good 
year by any measure – not a great year, 
but a good year – and that’s proba-
bly where we’re at. We don’t see that 
changing a lot.

There’s a lot of activity, with people 
looking at stuff going into next year, 
but with so much uncertainty relative 
to the health care law, and new regula-
tions that face trucking, for-hire carri-
ers especially are challenged in their 
ability to make new equipment acqui-

sitions. They’re having difficulty pay-
ing for all the new higher-priced trucks 
and higher-priced refrigeration units. 
Even the trailers cost a little bit more 
– not a lot – but passing the costs along 
in an environment like we have today, 
where we’re only growing at 1-2% GDP, 
is difficult.

TW: One of the techniques you 
showed us at the plant is a dipping 
technique, in which the entire cou-
pler assembly is immersed into a hot 
liquid to provide a complete coating 
that protects against corrosion. I know 
it’s a proprietary process, but coupler 
corrosion is a big issue for us in Can-
ada. How much can you tell me about 
the benefits of this process?

Bennett: Before we used this pro-
cess – this material, this heat and the 
dipping process to get 100% coverage 
inside and outside of that assembly 
– upper couplers would last, in the 
Midwest or Canada, typically seven 
to eight years and then they would 
rust out. 

Since we started this process, they 
basically don’t rust out anymore. The 
life is more than double – somewhere 

in the neighbourhood of 18-20 years or 
more – depending on the environment 
they’re exposed to. That weak spot in 
the trailer has been eliminated in our 
trailer. That’s an expensive fix when it 
used to rust out, as you can imagine. 
You can still beat them up structur-
ally – bang them up, overload them, 
hit them with a yard jockey – but they 
don’t rust out like they used to.

TW: Another unique manufactur-
ing process you demonstrated was the 
way Utility insulates the entire trailer, 
once it has been fully assembled. What 
is unique about this process and why 
do you do it this way?

Bennett: You get a better-insulated 
product, ultimately. Instead of build-
ing the sidewalls foamed and a floor 
that’s foamed and a roof assembly 
that’s foamed and bringing them all to-
gether and sealing up 53-ft.-long joints 
from the floor to the wall on both sides 
and the roof to the wall and the front 
wall to the sides, rather than having to 
try to seal all those things up, we let the 
foam do that in our process.

We build the whole shell, as you saw, 
the complete body, and then inject the 
foam using a mandrel process. We in-
ject that foam in there so it goes around 
all the corners. 

It seals it up and expands to six 
times its original size. We build our 
box very tight with sealer tape, over-
lapping joints, etc., to make sure the 
foam doesn’t squirt out on the ground, 
so we have a complete 360-degree en-

Continued on page 27

What’s in the box?
Utility Trailer recently opened the doors of its Clearfield, Utah 
reefer plant to the media for the very first time. We were there.
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ires are a major expense; staying  on top of tire 
costs can be the difference in a successful year, 
particularly during difficult economic times. 
Last issue we focused on owner/operators and 
how the  recession and slow economic recov-
ery forced Western Canada owner/operators 
to make changes to their tire maintenance prac-

tices. This issue we turn our focus on Western fleets. Our An-
nual Tire Buying Trends Survey, completed this October, in-
dicates that while only 18% of Western Canada fleets handle 
tire servicing completely on their own (another 42% do a mix 

of inhouse and dealer work) inhouse tire work is on the rise. 
Our survey found that 41% of respondents have increased in-
house tire work over the past five years. 

Ease of access to vehicles and scheduling is the main 
reason fleets give for doing the work themselves but lower 
costs is also a key consideration.

Pressure checks are by far the most common inhouse 
tire work done but mounting/dismounting, rotation and 
flat repairs are also common.  Lack of equipment is the 
most common reason for having the service dealer per-
form the work. 

Where tire service is performed HOW 
WE 
ROLL
InsIde Western fleets’  

tIre maIntenance habIts

T

NoYes

40%50%
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39% 41%

20%
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57% 72% 47% 94% 16% 16%

Changes in-house tire 
work past 5 years 

Main reasons for 
doing tire work 

inhouse 

Main reasons 
for having 

service dealer 
do tire work 

Services 
performed 
inhouse 

Mount/dismount Rotation Flat repairs Pressure checks Alignment 
Wheel assembly 
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part II
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velope of foam all around the product 
that prevents moisture entry and it 
prevents air loss, which is money go-
ing down the drain.

It just makes a better product. We 
chose not to go away from that foam 
mandrel process in favour of a pan-
el process, which all our competitors 
have done. The reason they have done 
it is it’s a more production-
friendly system, but you sac-
rifice the quality of the fin-
ished product, which we’ve 
chosen not to do.

TW: You’ve also made 
some changes to the floor design. Tell 
me about those.

Bennett: With the 3000R reefer, we 
eliminated the floor screws that at-
tach the aluminum floor to the wood 
pillar underneath. Those were always 
the spots where the floor would wear 
out. As the floor pumps up and down 
and as it flexes going down the road, 
that’s the area that would always wear 
out and then you get moisture penetra-
tion and corrosion. 

We created a floor clipping system, 
where the aluminum top floor surface 
snaps into those clips you saw, so there 
is no screw that goes through the alu-
minum top surface. All the screws are 
underneath in those clips, and there 
are two of them where there used to be 
one that went all the way through the 
floor. So the stresses have been cut in 
half and we have not had those things 
wear out, they just last and last. 

We eliminated the moisture pen-
etration points of the floor screws, 
which everyone else in the industry 
still has, and we have the clipping, 
which cuts the stresses in half because 
there are two screws where there used 
to be one, but they are all underneath.

TW: During the tour, we saw several 
finished trailers, decaled up and ready 
to roll. You provide decaling on-site. 
How important is that to the customer?

Bennett: It’s really important. Our 
philosophy is, we want to deliver a 
road-ready trailer. 

We want the trailer to be able to go 
into service and haul freight when it 
leaves our factory doors. So we have 
a partnership with an installer who 
works with their people at all our fac-
tories every day. We make space avail-
able for them to do that. By doing that, 
customers don’t only have their trailer 
decals finished and installed proper-
ly, we do it to a very high quality be-
cause we have the same people there 
every day and they are experts in what 
they do.

TW: There’s a lot of customization 
that I saw taking place at the plant. 
What trends are you seeing in terms 
of options customers are looking for 
today that maybe wasn’t on their ra-
dar a few years ago?

Bennett: More and more tire infla-
tion systems, more single tires, more 
refrigerated, multi-compartment food 
service-type trailers. We have a lot 
more accessories of all types. 

All types of ramps, slide-in ladders 
that go underneath the f loor cavity. 
And a lot of temperature monitoring 
devices, because with the Food Safe-
ty Act that’s coming in the US, truck-
ers are going to have to monitor the 
cargo temperature from beginning to 
end and prove the temperature was 
held at proper set-points while it was 
in their possession. 

There are more disc 
brakes being sold, even 
though they’re a pretty 
costly item. More aerody-
namic devices, side skirts 
and trailer tails. 

Utility Trailer showcases 
proprietary reefer trailer 
manufacturing processes
Continued from page 24

Read the complete 
interview at 
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Quebec Residents Add 
QST (7.5%) To Total

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

Missing Since: Sep 29, 1996 

Date of Birth: Dec 25, 1980

Missing From: New Liskeard, ON

Height: 5’6” 

Weight: 120 lbs

Eye Colour: Brown 

Hair Colour: Black

MELANIE NADIA ETHIER

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.
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Mark is attending Truxpo Can, his favourite truck 
show of all. While he’s at a booth he overhears two 
men talking. One tells a story about how a driver 
got him in trouble with the police, while the other 
says a driver put colored diesel into his tanks. Both 
men would sure like to find the guy. Mark knows 
they are talking about him and slinks away…

•
Mark made small talk with the light salesman 

for a while, constantly looking over the man’s 
shoulder to see if the coast was clear. Finally, 
when the two men who’d been talking like they 
wanted to tear a strip off his hide had moved on, 
Mark turned to the salesman and said, “All this 
stuff is really cool. Maybe you could give me a 
card or something and I can give you a call when 
I want to trick out my truck.”

“Certainly, sir!” the salesman said, pulling a 
business card out of his shirt pocket and hand-
ing it over to Mark. “Perhaps we could send you 
a catalogue or put you on our mailing list?” the 
salesman said, but by then Mark was gone.

Mark had been shaken up a bit by the experi-
ence. After all, it was one thing to call the police 
on someone who is breaking the law, or exact re-
venge on someone who did you wrong, but it was 
an entirely different thing to meet that person 
face-to-face. And it wasn’t as if there had been 
just one person out for his blood, there had been 
two of them and each one wanted blood.

Mark walked quickly past the exhibits, trying 
hard not to look as if he were rushing, or in a hurry, 
but moving quickly so as not to stay in one place for 
too long. It was a heck of a way to try and enjoy the 
show. Just then, Mark’s cell phone rang. He pulled 
it from the case on his belt and brought it to his ear.

“Dalton, it’s Bud!”
“Bud who?”
A sigh. “Bud-jet. I’m starting a discount airline and 

I want you to be my first pilot.”
“Nice,” said Mark. “I wouldn’t mind being some-

where else right now.”
“Is there a problem?”
“I don’t know, maybe.”
Silence.
“Do I have to guess or are you going to tell 

me.” 
Mark took a deep breath, then said, “There are a 

couple of guys here at the show that I’ve run into on 
the road.”

Bud didn’t respond for a while, but when he did it 
was a soft knowing sort of laugh. “Why don’t you sit 
them down, buy’em a beer and spend the rest of the 
day telling them it’s all your dispatcher’s fault and 
you’ll all have a great time.”

That would be great, thought Mark, but impossible. 
“These aren’t people I met on the road who want to 
have a beer with me.”

“Oh no?”
“No, they just want to kill me.”
“You’re being too negative here. What you need to 

do is look on the bright side.”
“Yeah, what’s the bright side?”

“These guys are probably on probation, so if they 
do anything illegal, like kill you, they’d end up back 
in jail for sure.”

Mark thought about that a moment. “Wouldn’t they 
end up in jail if they killed me anyway, even if they 
weren’t on probation?”

“Look Dalton, I’m trying to make you feel better 
here.”

“It’s not working.”
“What would work?”
“A load that took me far away from here.”
“Okay, I’ll call you back in a bit.”
Mark nodded, but then a thought struck him. “Bud, 

why did you call me?”
“You’re at the show, right?”
“Yeah.”
“And there are all kinds of trucking companies 

there hiring drivers and signing up owner/opera-
tors, right?”

“Always.”
“So I’m just keeping in touch in case, you know, 

someone makes you an offer to come work for them.”
“Are you saying you value me as a driver, Bud?”
“Uh, let’s not get crazy here, Dalton. You’re a driver. 

Hard working. You answer your phone. And you de-
liver your loads more or less on time. I need that kind 
of driver and I’d hate to lose you to a company offer-
ing you an extra half-cent per kilometre.”

Mark was almost touched by Bud’s sincerity. “Don’t 
worry, Bud. I think you and I are destined to cause 
each other grief till the end of our days.”

“That’s a comforting thought.”

“Now,” Mark said, “about my load.”
“Give me some time, will ya. I’m sure no one re-

ally wants to kill you. Just walk around the show 
a bit, have some lunch and I’ll try to get back to 
you this afternoon with a load.”

“Alright, I’ll do that,” Mark said, hanging up. He 
felt a little better about things, but not much. He 
did have an empty feeling in the pit of his stom-
ach and thought a bit of lunch might hit the spot.

At the show’s food court, everything was small-
portioned and overpriced. The problem with 
these shows was that the conference centers were 
usually in the middle of nowhere, or far enough 
away from anything else that it would take a car 
ride and at least an hour to get a bite to eat. So, 
if you wanted to eat on site, you had to pay for 
that privilege. 

Mark decided on a hamburger and fries be-
cause it was a food that was very hard to screw up. 
The burger might be greasy, the bun a bit stale, 
and the fries too soft, but after you smothered 
everything in ketchup and condiments, it would 
all taste pretty good. Halfway through his burger 
Mark became aware of two men over at another 
table having an animated discussion about life 
on the road. 

“Dispatchers always have their favourites,” a 
guy was saying. “They give the best loads to the 
drivers who kiss their ass, and they leave the  
other drivers to try and make a living on short-
haul and city driving.”

Mark recognized the voice as that of Manny Gi-
ron, a driver who had worked for Bud for a while, 
but who was always complaining about the best 
loads going to other drivers…like Mark. Mark had 

thought he’d helped to adjust the man’s attitude by 
asking Bud to give him a cross-border load that was 
too complicated for him to handle, but here he was 
still complaining. Mark realized that the man would 
never change and would only grow more bitter in the 
years to come.

“I hear you, brother,” said another man at the ta-
ble. “There’s always someone out there trying to keep 
you down. Me, I had a nice business going, moving 
heavy equipment. You know, bulldozers, excavators, 
cranes...Well, one time I got a new guy into the busi-
ness, happy to take my cash, but not too interested in 
working hard for his money. After a couple of jobs he 
calls the cops on me and puts me out of business.”

Mark recognized that voice too. It was a good  
story, except the man telling it forgot to mention 
that he didn’t own any of the machines he moved, 
and he’d hired Mark to basically steal them from 
construction sites around the GTA. “The guy who 
screwed me over’s named Mark Dalton.”

“Hey, I think that’s the guy who did me in too.”
Mark turned his head, leaned forward and put his 

face as close to the table as he could.  

– Mark Dalton returns next month in Part 3.

  fiction   Mark Dalton: owner/operator
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The Truxpo 
Gambit

Did you know that there are two full-length  
novels featuring Mark Dalton?: Mark Dalton  
“SmartDriver” and Mark Dalton “Troubleload.”  
For your free copy, register with ecoENERGY for 
Fleets (Fleet Smart) at fleetsmart.gc.ca.

BROUGHT TO YOU BY MICHELIN® X® MULTITM ENERGY D TIRE 
Michelin’s super regional tire

By Edo Van Belkom

THE STORY SO FAR...
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By James Menzies

ORLANDO, Fla. – Navistar has an-
nounced an open architecture remote 
diagnostics program that works with a 
fleets’ existing telematics provider and 
covers all makes of vehicles. The On-
Command Connection program was 
demonstrated during the American 
Trucking Associations Management 
Conference & Exhibition. It is current-
ly being field-tested in preparation for 
a January launch.

“By partnering with our customers’ 
existing telematics providers, we can 
pull diagnostics-related data to create 
easy to understand vehicle health re-
ports,” said Nadine Haupt, director of 
powertrain product marketing. “The 
visibility into the operational health 
of the vehicle empowers customers 
to understand the severity of vehicle 
issues and determine the appropri-
ate actions – ultimately leading to in-
creased uptime.”

Fleet owners or service managers 
are able to view their vehicles through 
a proprietary portal. 

There, they can identify fault codes 
and determine the severity of a situa-
tion. The program can direct the op-
erator to the nearest dealer location – 
including competitor dealerships if the 
vehicle is not an International. Haupt 
described the Navistar program as be-

ing more “fleet-centric” than existing 
remote diagnostics programs in the 
market.

So far, the system has been ap-
proved for use with Omnitracs, Peo-
pleNet, Teletrac, GeoTab, XRS Corp., 
CyntrX and Pedigree technologies, 
which provide telematics services 
to the vast majority of International 
truck customers.

When a problem with a vehicle is 
identified, the program creates a case 
file for the vehicle. Included in this file 
is an easy to understand description of 
what needs to be done, as well as links 
to additional reference material.

Hirschbach Motor Lines is current-
ly testing OnCommand Connection.

“Based on my vehicle’s location, fault 
severity and load schedule, Navistar’s 
OnCommand Connection helps me 
prioritize how and where to implement 
needed repairs and maintenance,” 
said Jim Coffren, vice-president of 
fleet management for Hirschbach Mo-
tor Lines. “Before my vehicle reaches 
the dealership, I have already received 
a diagnosis and a recommended solu-
tion, which allows me to make better 
decisions.”

OnCommand Connection will ini-
tially monitor fault codes generated 
by the engine, but can be expanded in 
time to include the transmission, body 
controllers and other components. 

Navistar launches open architecture 
remote diagnostics platform

Accutrac Capital 
Solutions  
9

Arnold Bros. Transp. 
20

Bison Transport  
9

Careers  
9,11,13,19,20,22, 24

Challenger  
11 

Chevron Global 
Lubricants  
4

Child Find-Missing 
Kids  
27

Crossword Puzzle  
& Solution  
12,24
 
Cummins Inc.
6 

David Benjatschek – 
Wowtrucks
24 

Diesel Spec  
18

Kindersley Transport
22

Mack Canada  
2,3

Northbridge  
16,17

Ocean Trailers  
8

Penske  
12 

Saskatchewan 
Government 
Insurance  
31 

Scotlynn 
Commodities  
13

Shell Canada
Products Ltd  
32

Siemens 
Transportation  
24 

Snugger Heaters  
25
 
TransX Group Of 
Companies  
19

Truck West–
Circulation  
27

Truck West–
DriverLink  
29

Trucking Safety 
Council B.C.  
20 

Yokohama Tire  
7

List of advertisers

pg 29 tw dec v3.indd   29 13-11-14   10:17 AM

http://www.driverlink.com
http://www.driverlink.com
http://www.driverlink.com
mailto:support@driverlink.com
http://www.trucknews.com


eaves changing colour as 
they do this time of year 
look pretty, but they sure 
don’t do much for your 
vehicle’s traction once 
they let go of their pre-
carious hold on trees and 
waft down to the asphalt. 

It’s just one more thing to beware of as 
we head into winter (see below for one 
more challenge) and one more reason 
why drivers should be recognized as 
skilled professionals. 

Talk is cheap, of course, but hope-
fully the increasing talk among indus-
try poobahs will help lead to the long 
overdue move of calling professional 
drivers - well, professionals. See my in-
terview with Ken Johnson in this issue 
for his take on this; he seems to be on 
the same page as the STA’s Al Rosseker 
and others - that it needs to be harder, 
not easier, to become a driver. Heck, 
this should apply to the general public 
as well: get the oafs off the road!

When I lived in B.C. we dumped on 
Alberta drivers a lot (now that I live in 
Wild Rose Country, it’s Saskatchewan 
drivers – the driving public, not nec-
essarily truckers). But everything’s rel-
ative: I just served a week’s sentence 
in the Centre of the Universe and was 
once again struck by how bad the driv-
ers there are – above and beyond the 
clueless.

But I digress. Unfortunately, that 
lack of driving courtesy extends to a 
good number of truckers on the 401, 
who swerve out in front of faster traffic 
and take an excruciatingly long time 
to pass another truck that’s doing vir-
tually the same speed. It’s enough to 
drive one crazy. To be fair, I’ve also 
seen the phenomenon on the QE2 in 
Alberta, but that doesn’t make it any 
more pleasant – nor does it help pro-
fessional drivers get recognized a more 
than just a bunch of yahoos.

But this column isn’t about east-
erner bashing (though it’s certainly a 
worthwhile pastime). It’s a place where 
I like to focus on the positive, especial-
ly since there’s no shortage of negativ-
ity in media coverage of the industry. 
So let’s turn the Brayings microscope 

onto some of the positive western stuff 
you may have missed. And thanks  
for sending in your items, it’s much  
appreciated.

Rosenau rides to 
the rescue
At the risk of this column starting to 
look like the Rosenau Appreciation 
Pages, mention should still be made 
of a kind donation Carl Rosenau, of 
the transport company that bears his 
name, made recently to the AMTA. The 
longtime board member turned over 
a tractor and trailer to the association 
to be used to help with its safety and 
training programs. It’ll also be used 
to transport supplies for the AMTA-
hosted annual Alberta Truck Driving 
Championship.

As you can see from the picture, 
board members took time out of their 
regular meeting to gather in front of 
the rig for a commemorative photo-
op (and thanks to Rebecka Freels for 
inviting me along for the occasion) 
as well as to thank Carl for “his un-
wavering 20-year commitment to the  
association.”

And here I thought being commit-
ted meant you’d been put into a looney 
bin!  Hmm. Maybe they know some-
thing I don’t. 

To highlight the many member com-
panies who support the AMTA, the 
trailer also sport logos of companies 
the AMTA identifies as “key boost-
ers.” Not only that, but the trailer’s rear 
doors have been given over to an anti-
impaired driving message from MADD 
Canada, reinforcing the industry’s “on-
going commitment to MADD’s road 
safety campaign.” 

Funny, I used to read MADD mag-
azine when I was a kid, but I don’t  
remember any road safety campaigns 
then, just a lot of bad puns and jokes. 
Good thing none of that wore off  
on me!

I should also give a shout out to Mi-
chelin Tire, who contributed a set of 
super singles for the unit. The AMTA 
hopes it will help illustrate the viability 
of the tires, which the group is lobby-

ing the province to allow all over Al-
berta’s roads instead of just on the re-
duced weight basis that’s the case now. 

Lowered expectations?
Reader Kevin sent along this e-mail in 
response to my “Bridge Frustrations” 
piece in the September issue, about 
that Pilot Butte bridge on the Trans-
Canada Hwy. near Regina. Seems he’s 
PO’d at another bit of bureaucratic  
oafishness: 

“I’m a broker hauling cars across 
western Canada and the company 
I’m working under hauls new cars 
out of the rail head in Regina. As far 
as I’m aware, nobody mentioned that 
Assiniboine overpass clearance was 
reduced to 4.5 metres following the 
repaving of that section of ring road. 
One of the other brokers phoned it in 
to our office and spread around the 
notice. We have annual permits which 
allow us to run a max of 4.6 metres in 
Saskatchewan.”

No reports of scraped-off trailer tops 
littering the roadside through there 
(well, none have reached me, anyway), 
but it might help to keep your eyes 
peeled for such “vertical chicanes” as 
you drive. Can’t trust the government 
to do things right, you know.

Truxpo looming
Well, a year in the future may not ex-
actly be looming, but the BCTA has 
sent out a notice of the next such trade 
show, held biennially in Abbotsford, 
will be held next Sept. 19-20. The orga-
nizers promise some interesting new 
wrinkles as well, and that’s not a refer-
ence to the aging workforce.

Truxpo regularly exhibits Classes 
5-8 trucks and equipment, as well as 
other industry-related products and 
services (there are always some neat 
gadgets there), and there’ll be an em-
phasis on Classes 1-4 vehicles as well. 
Basically, they say, “If it’s a work truck, 
it will be showcased at Truxpo next 
September.”

The hosts are getting reinforcements 
next year, too, thanks to the trucking 
associations in Alberta, Saskatchewan, 
Manitoba and Northern B.C. (as well as 
the Central Interior Logging Associa-
tion) climbing aboard as sponsors. The 
result, according to BCTA chair Greg 
Munden is that Truxpo will be “a truly 
western Canadian event.”

As if the trucks and related stuff 
aren’t enough, there’s also going to be 
a conference program, Show & Shine, 
multicultural events and a driver ap-
preciation day. 

The popular Recruiting Here feature 
will be back as well.

For complete details and event up-
dates visit www.truxpo.com.

Remember to book your flights and 
hotels far enough in advance to ensure 
you get the best rates. And don’t forget 
to stop by our booth and say hello. No 

eggs or tomatoes, please. I’m not aller-
gic; just a wimp. 

Award-winning 
performance
Congratulations to the Trucking Safe-
ty Council of B.C., which was triply 
awarded for its participation in the 
North American Occupational Health 
& Safety Week earlier this year.

The group won for: 2013 CSSE – B.C. 
Achievement of Recognition Award 
“Safety Specific Non Profit Associa-
tion; 2013 NAOSH Special Contribu-
tion Award; and 2013 NAOSH Honour-
able Mention Award

The awards were doled out at a 
special Safety Forum and Awards 
Luncheon in Langley this past Octo-
ber. The luncheon was hosted by the 
NAOSH Steering Committee and Ca-
nadian Society of Safety Engineering.

Foggy mountain breakdown?
Okay, it’s an obscure reference to 

the Lester Flatt and Earl Scruggs’ 
tune played prominently in the ’60s 
film “Bonnie and Clyde,” but it’s also 
a condition that really raises its ugly 
head during winter, especially (though 
hardly exclusively) in the mountains of 
beautiful British Columbia. 

So the Trucking Safety Council of 
B.C. who, judging by its name, takes 
such things seriously, wants you to 
know how to handle such instances 
of severely reduced visibility. Makes 
sense, since the alternatives can be 
deadly, expensive and embarrassing.

So here, thanks to their most recent 
e-letter, are some tips for helping en-
sure your drivers handle fog safely:

1. Ensure drivers are trained and 
prepared for poor weather conditions.

2. Ensure drivers are well rested.
3. Hold a pre-shift meeting with 

all drivers when weather conditions 
change. Review how driving practic-
es should change with changes in the 
weather.

4. Establish a check-in procedure for 
staff who have to drive for long periods, 
especially in poor weather.

5. Ensure lights, tires, windshield 
wipers, horns, and other equipment 
are functioning properly. Check your 
emergency kits!

These are common sense points, of 
course (though how common is com-
mon sense these days?) and apply to 
plenty more conditions than just fog. 
But let’s face it – you can’t stress this 
stuff enough! 

That’s it for this month. Hey, quit cheer-
ing! If you have a gripe, an announce-
ment, a kudo, or something else you 
think should be covered in this space 
(not including my grave, please!), fire 
me off an email to jim@transportation-
media.ca. Yep, we’d like to pick your 
Brayns! The usual caveats of taste (well, 
maybe not taste…), legality and the like 
apply, but we do try to cover as much 
as we can. See you next time!

Rosenau Transport has donated this trailer to the AMTA. It will be used to carry 
supplies and also to acknowledge the contributions of members.

30 
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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