
By Sonia Straface

SASKATOON, Sask. – Oct. 25 saw the 
Saskatchewan’s Trucking Association’s 
77th Annual General Meeting and Gala 
in Saskatoon, Sask.

The event ran all day and kept attend-
ees informed and entertained.

The day began with a panel discus-
sion on the regulatory horizon for the 
trucking world from industry experts, 
Blair Wagar, assistant deputy minister 
for policy and programs of the Minis-
try of Highways & Infrastructure, Andy 
Cipywnyk, manager of trucking policy of 
the Ministry of Highways & Infrastruc-
ture, and Earl Cameron, the vice-presi-
dent of SGI Auto Fund.

The day also saw the STA’s annual 
business meeting where the associa-
tion’s financials and the board of direc-
tors were discussed.

After a short break, (enough time for 
the ladies to get their lipstick on, and the 
men to put on a tie) the Presidents’ Re-
ception took place for an opportunity to 
network and get settled before it was din-
ner and awards time. During the recep-
tion and cocktail hour, guests were in-
vited to bid on the silent auction, which 
saw items like classic NHL jerseys and 
stylish Invicta watches.

The special guest of the evening was 
Nancy Heppner, the Minister of High-
ways & Infrastructure who said a few 
words about the STA and the transpor-
tation industry.

“The work that you do is critical to the 
prosperity of our province,” she said. “On 
behalf of the people of Saskatchewan I 
want to thank all of you for the work that 
you do and your continued contribution 
to our province.”

After dinner, the buffet area was 
transformed into a casino night where 
a bunch of tables featuring different card 
games were open to guests who were  
given funny money to bet with. 

The awards handed out at the STA’s 
dinner and gala were as follows:

STA Milestone Awards: Jay’s Group 
of Companies; Redhead Equipment; 
Kramer; Peterbilt; and Acklands-
Grainger.

Dispatcher of the Year Award (spon-
sored and presented by Cervus Equip-
ment Peterbilt): Joe Chernick (D.J. Knoll 
Transport).

Driver of the Year Award (sponsored 
and presented by Volvo Trucks Cana-
da): Lori Franklin (D.J. Knoll Transport).

Service to the Industry Award (spon-
sored and presented by Shaw Track-
ing): Dennis Diehl.

STA 
presents 
awards
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George Sutherland of Bison Transport has been named the 2014 Owner/Operator of the Year.

By James Menzies

hat George Sutherland even both-
ered to show up for work on the 
second day of his new career, giv-
en the disastrous nature of his 
first day on the job, is a surprise. 
That was 20 years ago. He’s been 
showing up every day since then 

and piling up the safety awards and accolades 
along the way.

He has a new one to his name. Sutherland has 
been named the 2014 Truck News/Truck West 
Owner/Operator of the Year, for his industry ad-
vocacy, safe driving, willingness to help others 
and his business acumen. Sutherland had an 
interest in big trucks since childhood and de-
cided in 1994 to obtain his A/Z licence. He went 
to a driving school and after about 40 hours be-
hind the wheel, passed his driving test and was 
ready to embark on his new career. He applied 

for a job and the owner handed Sutherland the 
keys to a tractor hooked to a tridem trailer.

Sutherland asked which driver would be ac-
companying him and the owner said, “You’re 
on your own,” he recalled. “They said ‘If you 
can make it back by the end of the day, no ac-
cidents, you’ve got the job.’ So off I go in this 
single-axle truck, no idea how heavy the load 
was because, you know, it didn’t really mean 
anything to me.”

Sutherland got onto the 401 and the trailer 
began swaying like crazy. He was driving just 
35 mph and trying to maintain control. When 
he arrived at his destination another driver no-
ticed the trailer’s lift axle had 105 psi when it 
should have held 55 psi, causing the poor han-
dling. “He says ‘How did you even get here? That 
thing must have been snaking all over the high-
way! You were running on one axle!’”

Sutherland unloaded and went back to the  
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Owner/Operator of the year George Sutherland 
grew his business by treating it like a business
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HELPING BISON TRANSPORT SAFELY HAUL DOUBLE PAYLOADS AND LOWER THEIR REAL COST OF OWNERSHIP
When running freight across the Trans-Canada Highway, the importance of fuel efficiency is a given for Bison Transport. And their Freightliner Cascadia® Evolution 

trucks clearly deliver. However, Bison Transport also considers safety and uptime valuable priorities. That’s why they partnered with Freightliner Trucks to help  
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OEM This 
Month

Last
Year

Freightliner 861 617

International 370 343

Kenworth 493 417

Mack 172 170

Peterbilt 330 278

Volvo 348 281

Western Star 222 241

TOTALS 2796 2347

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

Freightliner 456 833 196 256 2,319 846 240 95 8 33 5,282

Kenworth 493 1,445 317 1 648 617 64 0 0 0 3,585

Mack 116 286 130 83 860 198 28 49 5 18 1,773

International 122 443 59 121 1,436 476 136 43 9 32 2,877

Peterbilt 355 1,114 252 156 508 361 114 13 0 0 2,873

Volvo 398 440 104 217 1,460 504 131 60 0 6 3,320

Western Star 250 630 57 93 344 272 40 50 3 11 1,750

TOTALS 2,190 5,191 1,115 927 7,575 3,274 753 310 25 100 21,460

After a disappointing August, Class 8 sales 
rebounded strongly in September. The 2,796 Class 
8 trucks sold into the Canadian market during the 
month made for the third best September since 
1999 and were about 900 trucks above the  
five-year average. Only the heyday years of 2005 
and 2006 were better. All truck manufacturers, 
with the exception of Western Star, enjoyed gains 
over the previous year. Market leader Freightliner 
had a particularly strong month. 

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

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

As mentioned last month, despite a weaker than hoped for August, optimism for an improvement in Class 8 truck sales this year has not lost steam and the September numbers 
quickly proved the optimism is not misplaced. Our research shows small carriers are more willing to purchase new trucks than they have been in years and both carriers and truck 
manufacturers are feeling more optimistic about the industry outlook. So far 2014 is shaping up to be the seventh best year in Class 8 truck sales since 1999. 

Truck sales enjoyed a welcomed upward spike in September after three successive monthly 
drops from the year’s high point of 2,800 set back in June. To place sales performance in further 
perspective, the Canadian market has now enjoyed 7 straight months of sales above 2,000 after 
suffering through two months of sales below that figure to start the year. Prior to that the market 
had posted 10 straight months of sales coming in above the 2,000 mark, reminiscent of the 
industry’s capacity boom years.

Market Share Class 8 – Sept 14 YTD12-Month Sales Trends
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Freightliner’s strong month has bumped up its leading marketshare to 25%  
while Kenworth’s market share stands at 17%. Volvo, which has shown 
the most growth this year after leapfrogging past Peterbilt, is holding on 
to a 15% market share. Peterbilt’s share continues to drop and is now tied 
with  International at 13%. Mack and Western Star are also neck and neck 
at 8% market share of the Canadian Class 8 truck market.

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

2,618 2,361 2,168 1,941 1,641 2,244 2,587 2,711 2,800 2,562 2,170 2,796
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What a difference a year can make. 
Last year when I attended the Natural 
Gas Vehicles Canada Conference, the 
list of delegates served as a who’s who 
of Canadian trucking executives. It 
seemed every notable f leet was there 
to investigate whether or not natu-
ral gas was a viable fit for their op-
eration.

Don’t get me wrong, this year’s 
conference was well attended and the 
list of speakers was as strong as last 
year. The advocates were still advo-
cating and their enthusiasm for nat-
ural gas was as strong as it has ever 
been.

However, what I found lacking was 
the contingent of curious observers 
who were there to investigate, to do 
their homework and to decide wheth-
er or not natural gas will be in their 
f leet’s future. For the most part, it 
seemed, speakers were preaching 
to the already converted, which was 
the most notable difference between 
this year’s conference and last year’s.

There are several reasons for this. 
First of all, diesel prices have provid-
ed fleets with some relief of late. Also, 
business for many transportation 
providers is currently brisk. Freight 
volumes are up and rate increases are 
taking hold. For many carriers, the 
biggest challenge remains finding 
qualified drivers to seat their trucks. 

Then there’s been the notable pull-
back of the higher horsepower natu-

ral gas engine offer-
ings. Westport killed 
its 15-litre GX en-
gine last year, Cum-
mins put “on hold” 
its ISX15 G and most 
recently, Volvo sus-
pended development 
of its 13-litre LNG en-
gine.

The lack of a high-
horsepower natu-
ral gas engine was 
the talk of the con-
ference this year. 
Some f leets invit-
ed to speak did lit-
t le to support the 
movement, by shar-
ing t heir conclu-
sions that natural 
gas won’t work for 
them until a 15-litre once again be-
comes available. But other f leets 
raved about the ISX12 G, which by 
all accounts performs wonderfully 
in applications limited to 80,000 lbs.

For the most part, even those fleets 
relying entirely on the now-discon-
tinued Westport 15L GX engine seem 
confident something will come along 
to take its place before those engines 
must be retired from service.

I’m not so sure. The cost of devel-
oping such an engine is enormous, 
especially considering the meager 
volumes the Canadian market can 
support. 

Let’s face it, the ISX12 G serves the 
vast majority of US demand perfectly 
adequately. 

I wouldn’t declare natural gas 
dead. There’s still a place for it and 
in the right application it can save 

the right f leet big bucks. 
Just ask Cold Star Freight, which 

has slashed its fuel costs by 30%, or 
C.A.T., which is confident enough to 
have just announced it will deploy 
100 CNG-fuelled trucks out of Mon-
treal. 

No, it’s not dead by a long shot. 
However, the alternative fuel that 

just a year ago seemed poised to 
break into the mainstream will re-
main a niche fuel for the foreseeable 
future. 

At least until a higher displacement 
natural gas engine comes along – and 
it could be a long time coming.  

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

As voters, we sure can be a funny lot. 
The American Trucking Associations 
certainly found that out when it recent-
ly attempted to take the pulse of the 
American public on the critical issue of 
spending on their nation’s transporta-
tion infrastructure. 

The ATA’s poll, conducted by Public 
Opinion Strategies and comprising 800 
respondents, found a surprising amount 
of support among the American pub-
lic for spending more on infrastruc-
ture. Participants were asked whether 
the US should spend more or spend less 
on several priorities, including K-12 pub-
lic schools; transportation infrastruc-
ture; anti-terrorism and national de-
fense; health care; and environmental 
protection.

While K-12 public schools came out 
on top, spending on infrastructure came 
out second with 48% supporting an in-
crease in spending and only 10% want-
ing to spend less. Seventy one per cent 
of respondents felt their nation’s road-
ways were only in fair to poor condition. 
Almost half of Americans (49%) believe 
traffic congestion impacts the quality 
of their life.

So it would seem US truckers’ long-
term plea to improve the nation’s infra-
structure is in line with the American 
public. And that can only be good news 
for fleet executives hoping for the same 

kind of support here. 
Well, not exactly.
When survey respondents were told 

that “it is estimated that in order to re-
pair, update and modernize their na-
tion’s roads, highways and bridges, it 
would cost $4 trillion over the next 25 
years” and then given several different 
ways that this money could be raised, 
their enthusiasm for infrastructure im-
provements quickly fizzled. Not one of 
the funding proposals received a better 
than 36% approval rating.

Crazy Yanks, eh? They want good 
roads; they just don’t want to pay for 
them.

Well, I’m not sure Canucks are much 
different. 

Everyone I know complains about the 
state of the roadways; everyone I know 
also complains about the size of their 
tax bill.

Add to that our demographic dilem-
ma – significant labour shortages are 
expected for the multi-billion dollar 
projects in Newfoundland and Labra-
dor, Nova Scotia and Alberta, raising 

costs. Also, as was pointed out a couple 
of years ago by the Van Horne Institute 
in a white paper on reforming Canada’s 
transportation policies, our “antiquat-
ed constitutional system” continues to 
toss wrenches into government deci-
sion making. Cities are the engines of 
economic growth and (much as I hate 
to admit it, since I’ve been living in the 
country the last 20 years) from that point 
of view deserve the majority of the fund-
ing available for infrastructure renewal. 

But can rural and small town politi-
cians, egged on by their constituents, 
ever accept a smaller share of infrastruc-
ture money? Likely not.

Perhaps, the time has come to get 
politics out of infrastructure renewal. 
Perhaps it’s time to consider, as the Van 
Horne Institute suggests, a new para-
digm for building infrastructure. De-
volving the ownership of roads to a new 
network institution entrusted with the 
responsibility to maintain and improve 
the network and charge users appropri-
ately, is the Institute’s suggestion. 

It may seem a radical move. It may 
also be worth considering. 

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 @LouSmyrlis.
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british columbia

By Jim Bray

ABBOTSFORD, B.C. – The state of 
British Columbia is strong and full 
of opportunity, though not without 
its share of challenges. 

That’s according to Todd Stone, the 
province’s Minister of Transportation 
and Infrastructure who, addressing 
delegates at the 2014 Truxpo exhibi-
tion in Abbotsford at a Sept. 19 lunch 
session, outlined the government’s 
achievements of the past few years 
and looked ahead to what he said 
should be an exciting and profitable 
future.

The Minister kicked off his com-
ments by acknowledging the impor-
tance of the relationship between 
the B.C. government and the truck-
ing industry. 

“What you all do is an absolutely 
vital component of continued eco-
nomic growth for British Columbia,” 
he said before launching into an  
explanation of his portfolio and its 
responsibilities. 

“My job is to ensure that we’re 
continuing to invest in critical infra-
structure that is going to ensure the 
safe movement of people and goods 
across this province, that’s going to 
continue to help us to grow markets 
overseas and help us create jobs in 
every corner of British Columbia,” 
he said, claiming that on a per cap-
ita basis, B.C. spends more on high-
ways and the overall transportation 
network than any other province – 
undoubtedly due at least in part to 
the province’s challenging terrain.

Stone also reminded the audience 
that the only way such investment 
can be continued is to “first and 
foremost work very hard to ensure 
that we have our fiscal fundamen-
tals in order,” adding that last Feb-
ruary, the Clark government brought 
in its second consecutive balanced 
budget and plans to do it again next 
year. 

“I’m very excited about the fact 
that we’re one of only two provinces 
who actually have a balanced bud-
get in this forthcoming fiscal year,” 
he said. Stone also expressed pride 
that the province has “amongst the 
lowest personal and corporate taxes 
anywhere in Canada.” 

But while cash may be king, Stone 
said there also has to be a roadmap 
to the future that can target where 
the cash should go. 

“We also need to have vision in 
government,” he said, noting that 
“our vision (is) about growing our 
resource industries, about creating 
entirely new industries such as liq-
uefied natural gas.” 

Stone claimed there are 17 pro-
posed LNG projects on B.C.’s books 
currently, most of which are in the 
Prince Rupert/Kitimat/Terrace  
regions as well as on Vancouver  
Island. 

“If only five of these projects go 
forward, and we’re confident they 
will,” he said, “this is one trillion 
dollars of economic activity and 

Continued on page 9

Is B.C. on 
brink of 
prosperity?

Quality occupational health & safety support for the trucking industry.

Occupational Health 
and Safety Services

The Certificate 
of Recognition

Training and Education
Tools and Resources
Advice and Program Support

We provide COR to the BC
trucking industry.

Check out our services and programs at:  

www.safetydriven.caTOLL FREE: 1-877-414-8001
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100,000 jobs as a result of it. And this 
was an industry that didn’t exist, that 
we only started talking about two or 
three years ago.” 

The Minister was quick to add “We 
need to prepare for those opportuni-
ties now, and that’s why there’s a tre-
mendous amount of work going on 
within the industry to apply a second 
lens to how we prioritize our projects.” 

The two lenses Stone referred to 

are safety and economic develop-
ment. Stone cited the Pacific Gate-
way Initiative as one of his agency’s 
most important successes of the past 
decade. 

“What makes (it) so incredibly 
unique and effective is there was 
nothing like it anywhere else in the 
world,” he said. 

“It represents a partnership be-
tween the public sector and the pri-
vate sector, coming together and, in 
a collaborative way, coordinating our 
investments to maximize the bang 
for the buck.” 

He said that Phase One of the ini-
tiative represented combined invest-
ments of $25 billion in roads, rail, 
airports and ports, including such 
projects as the South Fraser Perime-
ter Road, improvements to the Trans-
Canada Highway – including the Port 
Mann Bridge in the lower mainland 
– as well as significant investments in 
airports around the province. 

This public-private partnership 
Stone mentioned apparently even led 
to some unexpected cooperation be-
tween, if not mortal enemies, then at 
least long time competitors. 

“One of the really positive devel-
opments that came out of this – the 
type of cooperation that is possible 
when we all sit down at same table 
and agree on some common goals – 
was track sharing arrangements be-
tween CN and CP,” he said, “whereby 
they’re actually using each other’s 
track at different times of day and 
days of the week to maximize the 
throughput of goods to the benefit 
of both corporations and our econ-
omy in general.”  

Touching again on the vision as-
pect of the government he repre-
sents, Stone pointed out some pol-
icy changes that were made to help 
facilitate the flow of commerce. 

“One of the things government can 
do besides signing cheques is to get 
out of your way – reduce regulation, 
challenge the status quo, from a pol-
icy perspective,” he said. 

Looking forward, Stone said Phase 

Two of the Pacific Gateway program, 
which is now ongoing, will see “$25 
billion of combined public and pri-
vate sector investments, again in ev-
ery facet of transportation around 
the province.” 

The Minister said there’ll be more 
work done on upgrading the Trans-
Canada Highway in the Lower Main-
land, noting that he would person-
ally like to see it widened to six lanes  
from Langley to Abbotsford or beyond. 

He also said the gov-
ernment will continue 
investing in the Trans-
Canada Hwy. east of 
Kamloops, an area that 
features sections of 
narrow, twisting two-
lane highway that is 
challenging enough for 
cars, let alone trucks. 

He promised there’d 
be more four-lane sec-
tions, more passing 
lanes and more truck 
pullouts on that high-
way, as well as on other 
major routes through 
the Interior. 

All this work will coincide with 
what Stone referred to as one of his 
greatest opportunities as Minis-
ter: developing a new, longer-range 
transportation plan. 

“In the throne speech last Febru-
ary, the premier announced a new 
intermodal transportation plan that 
will effectively be our roadmap, our 
vision document, for the next 10 
years,” he said. 

“This plan will focus on aligning 
provincial priorities with economic  
development jobs, it will support 
LNG industrial development, it  
will support rural B.C., and better  
i nteg rat ion of a l l  modes of  
transportation.” 

 Even better for truckers, poten-
tially, Stone said “it will also include 
for the first time in our province’s 
 history, a specific trucking industry 

strategy” adding that “there will be  
a tremendous amount of opportuni-
ty in the coming months for engage-
ment across all parts of British Colum-

bia. There’ll be a number ways you  
can feed your input in t hat  
process to tell us what’s important 
to you.”  

Trucking set to capitalize on a prosperous B.C.
Continued from page 7

‘There’ll be a 
number of ways 
you can…tell us 
what’s important 
to you.’ 
Todd Stone, Minister of Transport
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office, having spent eight hours to 
make one delivery.

“I thought there’s no way I’m going 
to have a job,” Sutherland recalled. But 
to his surprise, the owner hired him 
on the spot.

•
A lot has happened to Sutherland since 
that first trip. He worked as a company 
driver for about five years, but always 
with an eye towards buying a truck of 
his own. Those early years he operated 
the company truck as though it were 
his and carefully tracked his numbers 
to determine whether he could make it 
as an owner/operator.

“To try to jump in with no knowl-
edge of what you’re doing, I don’t think 
you can make it,” Sutherland said. 

“The problem with a lot of guys is that 
they see that first big paycheque and 
they end up buying fancy cars, motor-
bikes, holidays. That money has got to 
be saved for the truck. The truck comes 
first. You’ve got to be able to maintain 
it. You blow a tire on the road – we blew 
a tire outside Dryden, Ont. on a Sun-
day morning. The guy wanted $1,463 
for one drive tire. That’s a lot of mon-
ey when it should only be $500. So you 
better have some money behind you.”

Sutherland tracked his figures care-
fully and when the truck was in the shop, 
he’d ask the mechanics what it cost to do 
certain maintenance and repairs.

“I kept track of my miles, my hours, 
my drops, my picks, the fuel,” Suther-
land explained. “I kept a running tab 
of the cost of the fuel and the repairs 

on the truck, even though it was a com-
pany truck. It was a great experience 
to learn that way.”

With nearly five years as a compa-
ny driver in the books, Sutherland de-
cided to take the plunge and buy his 
own truck. 

“We started with an older truck, 
something we could put down a good 
chunk of money on,” he said. “I kept 
the dollar value down so I could make 

sure I made some money so that I could 
pay repair bills if they came along and 
to be able to put money on the table for 
the family and kids at home.”

Those early years on the road run-
ning long-haul across North America 
were invigorating, yet being away from 

home was also difficult. 
Sutherland was married 
to his wife Cindy and 
they had two children, 
Matthew and Cheryl.

“I’d be gone for three 
weeks at a time,” Suther-
land recalled. “Back 
then, we didn’t have 
the use of a cell phone 
so it was running into a 
phone booth and con-
tact was pretty limited 
sometimes.”

Sutherland leased on with Bison 
Transport in 2006, and around that 
time was looking to improve the qual-
ity of time spent with his family. Bi-
son allowed him to train his wife Cindy 
to drive and the two drove team for a 
while. A short while.

“It was interesting,” Sutherland said 
of driving with his wife. “She went to 
driving school and got her licence and 
then she came into the truck for about 
three months and told me everything I 
did wrong, so I learned a lot from her. 
Then she got behind the wheel and I 
got to explain a few things to her. It was 
a great two years, but it’s over. I don’t 
think she wants to come back again 
and I really enjoy my quiet time now.”

While both George and Cindy joke 
about their time together on the road 
as being trying at times, they’re very 
much committed to each other, their 
family and their business. The Suther-
lands are a close-knit family despite 
George’s time on the road and away 
from home. When he received his 
award, son Matt gave a heartfelt speech 
that attested to his admiration for his 
father, who he claims instilled in him 
his values and work ethic.

Still, the time on the road had taken its 
toll. Sutherland longed for a more consis-
tent schedule and he found it recently in 
a local job with Bison, delivering freight 
to customers within the Greater Toronto 
Area. The new job pays him an hourly 
rate for all his work and he enjoys the 
ability to get out of the truck more fre-
quently throughout the day and to in-
teract more with customers.

“I wanted to have more of a sched-
ule,” Sutherland said of the change. “I 
wanted to know when I was going to 
work and when I was coming home at 
the end of the week. I also like getting 
out of the truck and meeting people. 
I was finding with the long-haul that 
you’re stuck behind that wheel every 
day of the week; you’re not getting out 
as much as you should.”

Running local also allows Suther-
land to be more productive through-
out his driving shifts, taking advan-
tage of dock delays to do paperwork 
or maintenance.

“I do a lot of my business planning 
when I’m sitting at a customer’s dock,” 
he said. “You might as well use valu-
able time. I’ve been known to throw on 
a set of coveralls and go underneath 
the truck and do a grease job at a dock.”

The local gig also allows him to get 
in a little more exercise, which has be-
come important to Sutherland in re-
cent years. He recognized years ago 
that his health was failing and he 
needed to make some changes. He 

Start with a used truck, set 
aside some money: Sutherland
Continued from page 1

‘They’re starting 
to figure out that 
drivers are not 
just numbers.’ 

  George Sutherland, O/O of Year
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was on three blood pressure medica-
tions and extremely overweight. Bison 
signed on for the first Truckload Car-
riers Association Weight Loss Show-
down and when Sutherland saw the 
notice on a bulletin board he decided 
to join Bison’s team in the competition. 
He dropped 170 lbs in six months and 
was able to discontinue all his blood 
pressure medication. The results came 
from eating healthier and doing laps 
around his tractor-trailer.

“That was at the time when my wife 
was in the truck, so it was much easier 
when she was with me,” he said. “We 
quit eating in restaurants. We made 
wise choices. We had a coach that 
would call us once a week and try to 
keep us in line – immeasurable help. 
Bison, as a company, was supporting 
us. Every time you get out of the truck 
you do your circle check around the 
truck. I would usually do 11-15 laps. 
One tire this trip, second tire the next 
trip and just keep going.”

Sutherland admits he has since re-
gained about 70 lbs of the weight he 
lost but he has joined the NAL In-
surance Healthy Trucker program 
through Bison and lost another 10 lbs 
and is back on track. He said he’s en-
couraged and motivated by the atten-
tion driver health and wellness has re-
ceived in recent months.

“These companies are starting to 
care,” Sutherland said. “They’re start-
ing to figure out that drivers are not 
just numbers – we’re human beings – 
and they’re worried about our welfare.”

While driving locally affords Suther-
land the opportunity to get more exer-
cise, dealing with Toronto traffic can’t 
be good for the blood pressure, can it?

“You have to have a different mind-
set,” Sutherland acknowledged. “You 
don’t try and push yourself through the 
traffic, you just kind of go with the flow of 
traffic or a little slower. A slow and steady 
pace will get you farther down the road 
than trying to be fast and pushy.”

He also finds the local job is easier 
on his truck. He’s now putting on about 
1,000 miles a week compared to the 
3,000-3,200 he was racking up when 
running linehaul. Sutherland’s 2009 
Kenworth is getting a little long in the 
tooth but he hopes to baby it for a few 
more years.

“We’re meticulous on oil changes 
and grease jobs,” he said. “I don’t go 
over 20,000 kms between oil changes 
and grease jobs usually once a week 
now. Anything, even the smallest air 
leak, you have to be on top of it.”

New tractors are more expensive 
than ever, largely due to the emissions-
reducing systems that have been put 
in place over the past decade. Asked 
if it’s even viable for an owner/opera-
tor to buy a new tractor today, Suther-
land said yes, but it has to be earned.

“As a beginning driver, you have to 
look at the used market first,” he said. 
“Then pay off that first truck and then 
get into your second truck, which is 
probably a little bit newer, and get it 
paid off. Then put some money aside, 
so you’ve got your truck to trade in 
plus you’ve got some money. I think 
you can still as an owner/operator get 
into a new truck but you’re not going to 
do it on your first or second or third go-
round. My first new one was my fifth 
truck. Get some money put away. Re-
member that the truck comes first. 
Without the truck, you’re not going to 
have a paycheque.”

Sutherland is a current Ontario 

Trucking Association Road Knight, a 
role that sees him going out into the 
community to raise awareness about 
the trucking industry and careers 
within it. It’s a role he relishes.

“Schools are the greatest things,” he 
said. “It’s amazing how many kids want 
to get inside the trailer. They don’t real-
ize how big this thing is. We get school-
teachers up there, vice-principals and 
principals. It opens their eyes.”

Asked what would attract more driv-
ers to the industry, Sutherland doesn’t 
hesitate. “More money,” he said. “I 
think that’s one of the key issues. Flex-
ibility of home time and having a com-
pany that’s honest.”

As Owner/Operator of the Year, 
Sutherland won $6,000 cash, a dia-
mond ring, an evening in Toronto with 
his family and several prizes from the 
award’s sponsors, Castrol, Goodyear 
and Mack Trucks. Visit Trucknews.com 
to watch video interviews with Suther-
land in the upcoming weeks.  
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By Sonia Straface

SASKATOON, Sask. – Rules and reg-
ulations were all the rage during the 
Saskatchewan Trucking Association’s 
77th Annual General Meeting and 
Gala Oct. 25.

The day began with a panel of ex-
perts who talked rules and regula-
tions in the province and what the 
industry can expect in the next few 
years as far as legislation goes.

First up at bat was Blair Wagar, the 
assistant deputy minister for policy 
and programs, Ministry of Highways 
& Infrastructure, who spoke briefly 
before his colleague. He focused his 
presentation on the growth the prov-
ince is seeing and how the ministry 
is working to deal with this in terms 
of infrastructure.

“Saskatchewan is experiencing 
some growth at a rate that we have 
not experienced in the past and it’s 
been happening over a fairly sus-
tained period of time,” he said. “From 
a private sector perspective and a 
public sector perspective, while it’s 
an opportunity, there’s a lot of chal-
lenges.  There is a growth plan in 
place, it does have a focus on growth 
and a focus on quality of life. A big 
part of that growth plan from gov-
ernment’s perspective is infrastruc-
ture. And of that overall infrastruc-
ture plan we think of hospitals and 
schools and transportation is seen 
as that major trade enabler for our 
province.”

Wagar said that the Ministry is fo-
cused on harmonization though it 
could take some time before all the 
provinces are on the same page, reg-
ulations-wise.

“When we think of the work that 
the Ministry of Highways is doing, 
harmonization has been key,” he 
said. “I know it doesn’t move at the 
pace that the industry would like it 
to, and it doesn’t move at the depth 
the industry would like it to either, 
in terms of being consistent across 
the provinces and there’s work that’s 
been done and we made a lot of prog-
ress. There’s a lot more work to be 
done and it’s a continually changing 
environment as the industry evolves 
and innovates itself, our regulatory 
environment needs to keep up. So I 
look at harmonization not as a desti-
nation but more of a journey in terms 
of continually improving and align-
ing our regulations.”

There to expand on Wagar’s pre-
sentation was Andy Cipywnyk, man-
ager of trucking policy, Ministry of 
Highways & Infrastructure. Cipy-
wynk spoke mostly about harmoni-
zation of the Prairie provinces, some-
thing that the province has been 
working out for a long time.

“At the end of the day, we all must, 
as much as it is possible to, have the 
same rules,” he said. “We may nev-
er have the same rules. For example, 
Alberta has a dimensional limit on 
wide loads, that’s predominately be-
cause of the heavy-haul in Fort Mc-
Murray. They also have a lot more 
traffic than we do. We’re never going 
to necessarily be exactly the same, 
recognizing that there are certain re-

straints but we’ll do our best so that 
we make it the same.”

He also brought up the pilot pro-
gram Ontario is running on the 
Walmart Supercube 60-ft. semi-trail-
er and if that size of trailer would be 
making its way to the west coast.

“I know that Walmart and other 
companies have approached other 
provinces. I believe Alberta is going 
to be running a pilot too, so it looks 
like there’s no issues with that vehi-
cle other than it happens to be longer 
than a regular semi-trailer. Before we 
adopt that in the province, we’re go-
ing to have to talk to make sure that if 
we go there, what I’d like to see hap-
pen, and what I’ve been pushing in 
the west, is that we all do it togeth-

er, so that way there’s not one com-
pany or industry that has an advan-
tage and that we all approach this the 
same way. We don’t want to see any-
one disadvantaged.”

Last to speak was Earl Cameron, 
vice-president of SGI Auto Fund who 
focused his talk on traffic rules and 
regulations. He began by talking 
about the appointment of the prov-
ince’s Traffic Safety Committee last 
year that made 26 recommendations 
to better the roads of Saskatchewan. 
He said that the focus was on harsh-
er punishments for drunk driving, 
speeding, and not wearing a seatbelt.

Cameron also spoke of the most 
recent recommendat ion about 
changing the practices of roadside 
impoundments on commercial ve-
hicles. He said the recommendation 
is to protect owners who have safe 
f leets and happen to have a driver 
who isn’t following the law.

“If your vehicle is impounded, you 

can get an immediate release if you 
have a safety program and evidence of 
that,” he said. “You also have to have 
the abstract of that driver. The vehicle 
will be released back to the owner im-
mediately and the driver will receive 
a three-day suspension.”

He said the recommendation was 
received well with the association 
and others in the industry, who have 
heard it so far.

Finally, commenting on the re-
cent news coverage in Saskatchewan 
about the implementation of pho-
to radar in the province, Cameron 
said: “We have a pilot project com-
ing up on photo radar. You’ve proba-
bly seen this in the news. Photo radar 
is probably one of the most polariz-
ing traffic safety issue. Half the peo-
ple think it’s good and the other half 
say (they) don’t like it. They will be 
in fixed locations, so they won’t be 
hiding around the corner or in high 
speed corridors.” 

Panel talks regulations at 
STA’s annual meeting
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By Harry Rudolfs

Truck lighting systems keep getting 
better: brighter, lighter, cheaper and 
more durable. The latest generation of 
LED lighting is going to have great lon-
gevity. Burned out headlamps should 
become a thing of the past. 

GE’s LED Nighthawk is designed to 
last 15,000 hours and replaces the sev-
en-inch round and 5”x7” rectangular 
lamps. It draws less power than stan-
dard halogen lights while providing 
better road visibility (a 30% improve-
ment, according to GE). No special 
adaptors required, the sealed beams 
plug into any existing 12- or 24-volt 
system. The Nighthawks come with a 
three-year warranty and offer a spec-
trum of white light close to that of day-
light, accomplished by way of a non-
yellowing poly-carbonate lens.

The manufacturer claims its units 
are particularly durable – and made 
in the US. Diodes are better at with-
standing shocks and bumps than fila-
ments, anyway, and Nighthawk head-
lamps feature a diecast aluminum 
housing and epoxy-sealed electron-
ics. They’re rated for temperatures be-
tween -40 C and 50 C, so extremes of 
weather shouldn’t be an issue. Night-
hawks are designed to last for years, 

but if you’re really interested in lamp 
longevity, GE’s 2-6X Longer Life brand 
might be for you. 

GE also offers an array of turn, sig-
nal and stop lights, that are available in 
standard, 2-6X Longer Life, and Night-
hawk varieties, as well as a line of fog 
lights for on or off-road applications. 
Brand new to their catalogue is the 
4.5-inch round utility light, which is 
maintenance-free (“except for clean-
ing the lens”), though I suppose any 
trailer hook-up light is maintenance-
free until it stops working. This one 
shouldn’t though, as it’s backed by a 
two-year warranty.  

Reliability and robustness are the 
watchwords when it comes to stop, tail 
and turn lights – or any trailer light 
for that matter. Getting a mechanic to 
climb a ladder and replace a clearance 
light is going to mean downtime any 
way you look at it. 

Extreme conditions wreak hav-
oc on electrical connectors, plug-ins 
and pigtails. So Peterson Manufac-
turing, with its subsidiary company 
Maxi-Seal, has developed the Defender 
System which offers a 10-year warran-
ty against corrosion and defects. The 
package includes Piranha LED lights 
along with its modular harness wiring 
system which they claim to be totally 

sealed against moisture and corrosion. 
This would be particularly of interest 
to fleets running Canadian provinces 
like Ontario where brine usage is par-
ticularly heavy. Peterson has been test-
ing this “integrated moisture barrier” 
on 20 trucks running with a large US 
fleet (they won’t say which one). So far, 
they tell me the parts and assemblies 
are coming up clean. 

At its campus in Grandview, Mo. 
(close to Kansas City), Peterson has 
also developed the LumenX series of 
truck and trailer lights which is touted 
as being at the forefront of LED tech-
nology. Using the standard format of 
seven diodes per light, they are getting 
reds 25% brighter than regular LEDs 
and ambers 100% brighter. Their en-
gineers opted for “white diodes over 
coloured diodes for their superior ther-
mal management – they don’t lose in-
tensity,” according to chief project en-
gineer, Jim Hansen. The white diodes 
provide a consistent look from reds to 
ambers to back-ups, he says, without 
dead zones or hot spots. 

The new amber lights are a big deal 
because up until now LEDs haven’t 
been bright enough to be legally used 
on front turn signals – there wasn’t not 
enough contrast between the turn sig-
nals and headlights. But the LumenX 
LED amber turn signals are twice as 
bright and compliant with all safety 
standards. 

Peterson has more products up its 
sleeve. One of them is dubbed “the 
Cyclops,” because of its one separat-
ed white lens and beam. This is an in-
tegrated stop/tail/turn signal with a 

self-contained back-up light. 
“The idea of integrating a white 

back-up light into a red lamp was a fea-
sible extension of the LumenX archi-
tecture,” says Hanson. Like their oth-
er start/stop/tail lamps, the LumenX 
two-in-one lights are available in four-
inch round and six-inch oval configu-
rations. When used in pairs, the two-
in-one lights meet DOT standards.

Peterson’s 359 series cove lighting 
system is unique method for lighting 
the interior of reefer units, dry vans 
or small box trucks. These are 1”x18” 
tubes of LEDs that fit snugly in the cor-
ner of a trailer or the box of a straight 
truck. The lights can be connected 
in series for exemplary illumination 
and replace the overhead sunken pod 
lights that are the norm inside trail-
ers and reefers. Refrigerated trailers 
no longer require sunken light fixtures 
that detract from a trailer’s R-value.  
No holes required and the cove lights 
can be retro-fitted to any unit. All Pe-
terson lights mentioned above are US-
made and competitive with foreign 
manufacturers. 

Lighting component manufac-
turer Truck-Lite also has some new 
products. Just released is the 4”x6” 
rectangular LED headlight aimed at 
the heavy-duty market. Marketing 
communications specialist Mitchell 
Wilston says, “they will be the indus-
try’s lightest 4x6 headlight.” 

Even more interesting is the debut 
of a seven-inch round “heated” head-
light, which will no doubt please some 
drivers. I’ve heard several complaints 
about ice build-up on LED headlights 
and this should take care of that prob-
lem. According to Wilston, this lamp 
contains a micro-array of heating coils 
that switch on when the temperature 
drops below 50 F.

“Our research and customer feed-
back indicates that snow and ice build-
up on headlight lenses affects a very 
small amount of users, in very specific 
and extreme climates,” says Wilston. 
“But that particular product speaks to 
how willing Truck-Lite is to create tar-
geted solutions.”

Wilston suggests that customization 
is important to fleets and owner/oper-
ators alike. “Different trucking appli-
cations require different builds, and 
lighting is a key component to these 
builds.” 

To wit Truck-Lite has just released 
two new lines of products under their 
Signal Stat brand: one batch of low-di-
ode lamps and another featuring an 
integral flange. Diodes have gotten 
brighter and often fewer are required 
these days. But the choice is really an 
individual one. For instance Signal-
Stat has stop/turn/tail lights available 
with a 10- or a 24-diode pattern. “It’s 
a different look, really,” says Wilston.     

The light emitting diode (LED) cre-
ated a revolution of sorts and has all 
but replaced the incandescent bulb in-
vented by Thomas Edison some 135 
years ago. There are still some heavy 
truck systems using incandescent  fil-
aments, but the LED is going to win 
this war. 

“Every OEM project that Truck- 
Lite is working on – for truck or trail-
er – is utilizing LED technology,” says 
Wilston.  “There are so many benefits 
(longer life, lower current draw, bright-
er and whiter light, impact resistance, 
less maintenance etc.) that the transi-
tion to LED won’t slow down anytime 
soon.”  

Brighter, lighter, cheaper

Over 75 resellers 
in Canada to 

better serve you

Lighting systems are better than ever 
before and more advances are coming.
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hen you Google 
“IFTA” in your ongo-
ing quest for fuel tax 
wisdom, it’s a little 
weird to see “IFTA 
Inc.” at the top of 
the search results. I 
mean, what is that? 

A company that processes tax returns?
Nope.
IFTA Inc. is a not-for-profit corpora-

tion formed to manage and administer 
the International Fuel Tax Agreement. In 
short, it helps make sure that all 48 states 
and 10 provinces that signed on to IFTA 
are working together. When you think 
about it, IFTA is a remarkable tax system.

 Each jurisdiction collects fuel taxes 
on its own behalf and also on behalf of 57 
other jurisdictions, all the while retain-
ing sovereign authority to set its own tax 
rates, exemptions, and other rules. With 
so many different jurisdictions involved, 
plus those of us from the industry side, 
someone needs to conduct this band to 
make sure everyone is playing off the 
same sheet. That job falls to IFTA Inc.

It’s no easy task. State and provincial 
fuel tax administrators are debating a 
wide range of issues right now, includ-
ing two key items on the agenda for 2015:

Taxing CNG and LNG
While natural gas is moving full-

speed-ahead as a fuel for commercial 
trucks, the IFTA community is still 
rounding the learning curve on how 
to report and tax it.

CNG (compressed natural gas) and 
LNG (liquified natural gas) are not taxed 
at the same rate. Heck, CNG isn’t even 
measured as a liquid. It’s a gas, mea-
sured in cubic feet or cubic metres. You 
have to convert the gas into a liquid in 
order to calculate the tax, and conver-
sion rates vary from jurisdiction to ju-
risdiction. Then you have to deal with 
evaporation rates (liquid vs gas). U.S. and 
metric measurement systems compli-
cate matters even more.

A move toward uniform tax reporting 
of natural gas is under way. IFTA mem-
bers are reviewing a proposal to adopt 
the IRS conversion factor of 126.67 cu-
bic feet of natural gas to equal a gallon 
of gasoline starting in July 2016. This 
should make it easier to convert CNG 
to liquid volumes and report it on the 
IFTA tax return.

With LNG, two different methodolo-
gies exist to convert the fuel from weight 
measures to volume measures: straight 
weight, where one gallon weighs 3.5 lbs, 

and energy equivalent weight, where 
one diesel gallon equivalent (DGE) 
weighs 6.06 lbs. 

In the United States, retail stations 
want to use DGEs so the public can 
compare the costs of using LNG with 
diesel. Also in the US, the responsibil-
ity for determining measurement re-
quirements has been delegated to the 
state level. Currently, 17 states have ad-
opted the definition that a DGE of LNG 
weighs 6.06 lbs. 

In Canada, the federal government 
determines the units of measure and is 
strongly opposed to energy equivalents. 
As a result, all provinces will be required 
to sell LNG in mass units of measure (ie., 
kilograms).There are other alternative 
fuels in development. Ever heard of di-
methyl ether? Neither had I. It’s yet an-
other fuel being tested – and one that 
will need to be measured and taxed if 
it’s used in IFTA-qualified vehicles, just 
like natural gas.

GPS-based distance  
records
The success of IFTA is rooted in coop-
eration not only among jurisdictions 
but also between government and in-
dustry. Nothing tests (or strains) this 
cooperative spirit like a compliance 
audit. For several years, a subcommit-
tee of tax administrators and industry 
representatives called the IFTA Com-
pliance Audit Working Group (I-CAWG) 
have been working on a long list of pro-
posed rule changes ranging from the re-
tention and availability of records to the 

adequacy of records to conduct an audit. 
One key topic involves records produced 
wholly or party by a vehicle-tracking sys-
tem, including distance records based 
on a global positioning system (GPS).

I’ve written about this in previous col-
umns and I’ll continue to beat the drum: 
there is no consensus among the juris-
dictions about how GPS should be used 
to report IFTA/IRP distance. Once there 
is consensus, a change may take several 
years to implement.

If you’re a carrier, this much is certain. 
First, you have to comply with the rules 
as they stand today. No matter how you 
collect the data you use to calculate dis-
tance (meaning manual trip records or 
something electronically generated), it’s 
up to you to satisfy whatever jurisdic-
tion will audit you. Study its IFTA com-
pliance manual. If you have questions, 
contact your provincial fuel tax office or 
seek help from a service bureau with ex-
perience managing IFTA compliance.

Second, monitor the issues. One of the 
benefits of IFTA Inc. is that it’s a clear-
inghouse of ballot measures, presenta-
tion materials, and meeting minutes, all 
of which are available at the IFTA web 
site, www.iftach.org. Bookmark it – no 
Googling necessary.  

Sandy Johnson is the founder and man-
aging director at North Star Fleet Solu-
tions in Calgary. The company provides 
vehicle tax and license compliance servic-
es and also GPS-based fleet management 
solutions from Verizon Network Fleet. She 
can be reached at 877-860-8025 or north-
starfleet.com. 

The 2015 IFTA agenda 

compliance

Sandy Johnson
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THIS MONTH’S CROSSWORD PUZZLE

Answ
ers on page 37
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 M
. Jackson 

Across
    1

  4
9

10
11
12
13
15
18
20
23
24
25
26

    1
  2
 3
5
6
7
8

13
14
16
17
19
21
22

Down
With 2-Across, Christmas cargo carrier
See 1-Across clue
Cambridge, ON based Challenger ____ 
Freight
Castrol diesel oil
Suspension components
Diesel pumps’ unit of measure
Truck-insurance document
Some big-rig pilots
CB-radio brand
Engine-incontinence inhibitor (3,4)
Flexible driveshaft couplings (1,6)
Windshield trim accessory
Super ____ tire type
Rider atop “Beverly Hillbillies” truck

Convoy constituents
Arkansas’ “The ____ State”
Ohio’s “Rubber City”
Puslinch, ON based van carrier
Dash-gauge alternative, ____ light
Airplane garages
New-truck document, perhaps
Perennially popular ranchers’ rides
CB-radio setting
Manitoba border town
Supersized road-hazard beast
UPS truck colour
Harley clutch or brake control
UK big-rig term

By Jim Bray

ABBOTSFORD, B.C. – The state of the 
province is strong – economic down-
turns notwithstanding – and should 
only get stronger in coming years. That 
was the upshot from the BCTA’s Sec-
tor Update, a half-day conference held 
just before the beginning of this year’s 
Truxpo exhibition in Abbotsford this 
past September.

The event saw some 100 movers and 
shakers from across B.C. and the west 
who turned out to catch up with vari-
ous sectors of the province’s economy, 
including forestry, construction, min-
ing, oil and gas, and intermodal ship-
ping. And while the presenters didn’t 
spend a lot of time looking at the truck-
ing industry per se, “each of those sec-
tors relies on truck transportation,” 
said Louise Yako, president and CEO 
of the BCTA, “and we wanted to give 
kind of an overview of the next three 
to five years – and potentially longer for 
some of them – so the trucking com-
pany representatives (on-hand) could 
begin to think about how they might…
take advantage of those situations.”

First up was Ken Peacock, chief 
economist and vice-president of the 
Business Council of British Columbia. 
“The key thing right now for British 
Columbia is what we view as a (weak-
ly) recovering US economy,” he said, 

B.C. poised for economic boom, but not without challenges
noting that sluggish growth is a global 
phenomenon for now, but “we think 
things will get better in 2015. Interest 
rates will stay low, at least for another 
year, maybe more, and the lower loonie 
will lift B.C.’s exports sector and help 
many exporters be more competitive.” 

Peacock’s bullish on liquefied nat-
ural gas (LNG), mostly post-2015, an 
industry he said is still in its infancy 
in B.C. 

Peacock also cited changing de-
mographics he said are helping move 
economic activity – and immigration –
east, challenging B.C.’s position in con-
federation. “The dynamic in Western 
Canada is absolutely shifting to Sas-
katchewan and Alberta in terms of 
economic activity as well as popula-
tion growth,” he said, estimating that 
the westernmost province will be fifth 
or sixth in a new Canadian economic 
pecking order, behind Newfoundland 
and Labrador and even Ontario.

Rick Jeffery, president and CEO of 
Coast Forest Products Association, was 
a bit more upbeat about his sector. 

“The economy (has) diversified, 
which is a good thing for us all. We’re 
still the second largest exporter, just 
behind coal, and we’re by far and away 
the biggest forest products industry in 
Canada.” Noting that 40% of B.C.’s re-
gional economies depend on forestry, 
Jeffery credited the industry’s world 

-class forest practices and stewardship 
for helping its success continue. “We 
do it better than anyone else does, con-
trary to what you might read,” he said.  

Issues affecting continued growth, 
Jeffer y said, include excessive  
government. 

“It’s one thing to be regulated, but 
we are overregulated despite the fact 
that we have the best…track record 
across the world in terms of deliver-
ing sustainable forest management,” 
he said. “The government still reaches 
into almost all manner of our business 
and has something to say about it and 
it affects our competitiveness.” 

Jeffery also noted the industry  
has what he called a social license 
problem. 

“If you pick up the paper on any 
given day, you wouldn’t know that 
we’re an innovative, greenhouse gas-
friendly, carbon-friendly, sustainable 
industry,” he said, bemoaning “arm-
chair quarterbacks” whose percep-
tion seems to be that “we just cut the 
last old growth tree down and killed 
the spotted owl on the way. It’s just  
not true.”

Jeffrey tipped his hat to the truck-
ing industry, saying “Without you, we 
can’t do our jobs. You move all man-
ner of things for us, from logs to lum-
ber, containers, supplies, goods. It’s a 
very close relationship and we’re very 
happy that you’re around.”

From forestry the focus moved to 
mining, with Alec Morrison, director 
of industry relations for the Mining As-
sociation of B.C., talking about the op-
portunities his organization sees. 

“We represent the safest heavy in-
dustry in the province and one of the 
most important job creators,” he said. 
“Our vision and our mission is to en-
sure we have a thriving mining indus-
try for generations to come.” 

Morrison predicted slow, cautious 
growth over the next few years. 

“B.C. is rich in mineral potential 
and a leader in mineral development, 
knowledge and experience building 
mines,” he said, noting that growth 
in mining would also be good for the 
trucking industry. “For every proj-
ect, for every mine, there’s trucking  
opportunities.”

Geoff Morrison, manager of British 
Columbia operations for the Canadi-
an Association of Petroleum Produc-
ers, updated the crowd on the state of 

the oil and gas sector, with a particular 
focus on LNG, which he said is “a big 
part of the story of the opportunity for 
B.C. and Canada.” 

Morrison said oil and gas is the larg-
est major Canadian product develop-
ment industry, and noted that B.C. is 

the second largest pro-
ducer of natural gas in 
Canada. 

“We employ 12,000 
people directly, that’s 
about 20% of the size 
of the forest industry 
overall, but we’re locat-
ed almost exclusively 
in the Northeast of the 
province.”

Morrison said things 
should only get better 
as his sector continues 
to be a significant eco-
nomic driver and rev-
enue generator in B.C., 
claiming that over the 
next 25 years, direct 
employ ment could 
reach 40,000 people, 
with taxes and royalties 

paid exceeding $160 billion, especially 
if significant LNG development occurs. 

“We see the future being very, very 
positive,” he said, predicting that world 
demand for primary energy sources 
will increase 35% over the next quar-
ter century, while natural gas demand 
will increase 50%. “It is very clear that 
as a planet we consume a lot of ener-
gy and the things that are driving that 
are population growth and standard of 
living,” he said, adding that there are 
a billion people on the planet current-
ly who don’t have electricity. “There 
is a strong desire and need for energy 
that improves peoples’ lives, and our 
challenge as British Columbians and 
Canadians is how do we satisfy that 
demand? How do we…minimize the 
environmental impact it might have 
on the planet? We think natural gas is 
a big part of that.”

Shale gas, too, though Canada may 
have to find some non-traditional cus-
tomers for it. “It’s abundant and found 
everywhere,” Morrison said, adding 
that “our customer base is changing 
because traditional customers (ie. the 
US) have their own supply.” 

The good news is that the forecast for 
natural gas consumption worldwide 
is “through the roof” and accessing 
non-traditional markets could poten-
tially up the income ante. “We see this 
huge price differential between North 
America, where gas trades at three or 
four dollars a unit and Asia where’s it’s 
trading for $15 or more,” he said.

Philip Hochstein, president of the 
Independent Contractors and Busi-
nesses Association – which represents 
and services B.C.’s construction sector 
– kicked off his segment by lauding the 
fact that B.C. dodged a socialist bullet 
in its last election. 

“Luckily, the pollsters were wrong 
and Christy Clark won based on eco-
nomic development, which was her 
platform,” he said. “That’s very impor-
tant to us; this would’ve been a differ-
ent province if there was a different 
type of government in Victoria.” 

Hochstein cited excavation workers 
Continued on page 35

‘This would’ve 
been a different 
province if 
there was a 
different type of 
government in 
Victoria.’ 

  Philip Hochstein, ICBA
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ome the New Year, you’re 
not just turning the page 
on the month gone by, 
you’re taking down an en-
tire calendar and replac-
ing it with a fresh one. For 
a day or two, life is a series 

of empty boxes neatly lined up across 
the page, waiting to be filled.

Until then, you have December to 
contend with. The weather. The traf-
fic. The commitments. The lists.

The good news is that you have a 
month to make decisions that can save 
money on this year’s tax bill. Here’s 
where to start:

Keep the dates straight
Businesses use the accrual method of 
accounting. That means you report in-
come in the fiscal period you earn it, 
not when you receive it, and you de-
duct expenses in the fiscal period you 
incur them, whether you actually paid 
them in that period or not.

For example, your first broker settle-
ment in 2015 probably will be for a pay 
period ending Dec. 31, 2014. That income 
counts toward 2014. Likewise, the cell 
phone bill dated Dec. 28, 2014, is a 2014 

expense even though you’ll pay it just be-
fore it’s due in the third week of January. 
Make sure 2014 income and expenses 
are reported on your 2014 return.

Make big purchases
If you plan to make a major purchase 
in the near future, consider doing so 
before Dec. 31. There’s an advantage to 
loading up on deductible expenses in a 
high-income year. Spending $3,000 on 
tires in December could save you $900 
owed to CRA when you file your 2014 
tax return this April. Buying those tires 
in February, the following tax year, will 
delay your savings until 2016.

Collect your logbooks
Canadian and US laws require truck 
drivers to keep their logbooks for six 
months. Tax auditors have different 
standards, though. For instance, if you 

claim a meal expense, your logbook 
becomes a tax document. Like any oth-
er income tax receipt, you’re required 
to keep it for up to seven years.

When logbooks are used as trip re-
cords for IFTA and IRP, an auditor will 
want to see four years of records for 
IFTA and five and a half years for IRP. 
That’s not always possible if you use 
an EOBR or electronic logbook. Find 
out where your logbook data is stored, 
how long it’s kept, and then download 
or print out as much of your logbook re-
cords as you can. Make a habit of do-
ing it every month. Telling an auditor 
that you can’t access your EOBR data 
or electronic logs is like saying the dog 
ate your homework. Or worse, consid-
ering the consequences.

Review your tax 
payments
Installments aren’t tax payments in 
advance. They’re paid throughout the 
calendar year in which you are earn-
ing the taxable income.

This month, compare what you paid 
in installments in 2014 against your es-
timate for the entire year. If you miss a 

deadline or owe more tax than you ac-
tually paid, CRA will levy penalties and 
interest. In fact, not only will CRA add 
interest to your tax bill come April 30, it 
will charge interest on your overdue tax 
balance, which of course includes in-
stallment interest. That’s right. They’ll 
want interest on your interest.

Plan
What? You haven’t been paying your 
tax installments this year?

Saving money to pay income taxes 
takes discipline, especially when there’s 
a pile of other bills to pay. We advise our 
clients to apply their quarterly GST/HST 
refunds to their income tax installment 
payments. 

CRA can direct-deposit your GST/
HST refunds into a separate account 
from your business operations to make 
sure the money doesn’t get used for  
everyday activities.

If you need tax planning help, see a 
qualified accountant, preferably one 
who’s familiar with trucking. Put it on 
your list while there’s still time to do 
something about your taxes in 2014. 

You can start next year out fresh – 
with peace of mind and a plan to keep 
more of your hard-earned money in 
your pocket. 

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

Five last minute tax tactics
that can save you money  

opinion

Scott Taylor

Tax Talk
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18 surface transportation summit

By James Menzies

MISSISSAUGA, Ont. – Leading economic 
indicators are pointing towards continued 
economic growth and favourable condi-
tions for motor carriers.

That was the upbeat message from Car-
los Gomes, senior economist with Sco-
tiabank, when providing an economic 
outlook at the sold-out Surface Transpor-
tation Summit Oct. 15.

“Despite all the events of the last week 
in the equity markets, we continue to be 
optimistic with respect to our outlook,” 
Gomes told nearly 400 motor carrier and 
shipper executives.

Gomes said global economic growth is 
expected to accelerate over the next year. 
New order activity, which tends to lead 
industrial activity, has been on the rise 
globally. 

“When we look at the global economy, 
most regions are on an upward trend, es-
pecially the US,” Gomes said. 

The European economy has returned 
to growth mode, albeit at a modest pace. 
China’s economic growth is expected re-
main around 7% per year. 

While household debt in the US and 
Canada is high, Gomes said he isn’t 
alarmed because interest rates are low and 
household finances are actually healthier 
than in the past.

“In both the US and Canada, the key 
thing that’s important is that household 
balance sheets have improved significant-
ly,” Gomes said. 

In 2007, about 20% of disposable in-
come went to paying debt, interest and 
energy costs. Today it’s about 15%.

“While debt is high, the fact rates are 
low and energy prices are actually declin-

ing as we speak, means it’s not consum-
ing a significant amount of household in-
come,” Gomes said. “It leaves significant 
disposable income for other purchases.”

This is good news for the auto sector, 
which has seen demand for new vehicles 
return to pre-recession levels while the 
average age of the fleet remains at a re-
cord high.

“The financial conditions of house-
holds are very healthy and the average 
age of the f leet in the US is about 11.5 
years. About 40% of all vehicles in the 
US are more than 12 years old. That tells 
you if they’re not going to be replaced 
this year or next year, they’ll definitely 
have to be replaced one to three years 
down the road, so that gives me con-
fidence we’re going to have a decent 
cycle for an extended period of time,” 
Gomes said. Gomes sees Canadian ex-
ports growing 6% in 2015 and is bullish 
on the US economy, where consumers 

are financially stable and manufactur-
ing activity is up.

Asked if he has any concerns, Gomes 
said economic conditions in Europe and 
China still bear watching, as do interest 
rates in the US and Canada, though indi-
cations are that they’ll be kept low for the 
immediate future.

David Newman, equity research an-
alyst, Cormark Securities, agreed with 
Gomes that economic indicators are 
strong and so too are conditions fac-
ing trucking providers. Newman noted 
about 20% of US trucking capacity was 
removed due to the recession, a tough-
er regulatory environment and the driv-
er shortage. Trucking rates are going up, 
Newman said, and active truck utiliza-
tion has reached 99%, giving carriers some 
pricing power.

Newman pointed out the US economy 
should remain strong, even if there is tur-
moil in Europe and China, since 80% of US 
corporate profits are domestic. The Cana-
dian Purchasing Managers’ Index recently 
hit a nine-month high, which is another 
indicator of freight volume strength.

Cormark’s own North American Freight 
Monitor points “toward a healthy freight 
volume environment” as well as pricing 
increases, Newman said. Canadian ports 
are “booming,” he added, thanks to the 
diversion of containers from the ports of 
L.A. and Long Beach, which experienced 
labour issues over the summer.

The Canadian spot market has seen 
volumes rise 42% year-over-year and 
rates have been increasing, which is 
now cascading over into contract rates,  
Newman said.

Providing a fleet perspective, Mark Sey-
mour, president of Kriska Holdings, said 

carriers need to take ad-
vantage of current condi-
tions and a healthy rate 
environment to fix what’s 
broken within their  
organizations.

“We’ve had a good 
run the last three to four 
years,” Seymour admit-
ted. “It has been a good 
run but there’s lots of 
work to do around our 
drivers and wages and 
the way we treat them. 
Those are the areas we 
are working on the most 
right now.”

Seymour also advised 
carriers to take advan-
tage of the opportunity 

to re-assess how they run their business-
es now that freight volumes and rates are 
strong. And this will require working with 
shippers.

“There are lots of opportunities right 
now to work on the issues within our 
business as it relates to profitability and 
discipline,” Seymour explained. “We 
can take this opportunity to fix things 
that are broken. There has never been 
a better time to do that; to tighten our 
network, charge for things we haven’t 
been able to charge for in the past, to 
adjust short-term pricing strategies and 
not lock down into a three-year pricing 
model because our costs are going up 
too quickly. We are never able to en-
gineer solutions and get waste out of 
the system if we’re forever going back 
(to customers) year after year, wonder-
ing if we’re going to be able to keep the 
business in certain lanes and certain 
markets.” 

Continued economic strength ahead, 
senior Scotiabank economist predicts
Now’s the time to fix what’s broken in your 
business, Kriska’s Seymour advises

More efficient transportation 
strategies start with a frank 
discussion of current realities
With the North American economy gaining strength, 

the focus of shipper-carrier relationships is shifting. 
The shift is towards more efficient transportation strategies 
and practices to ensure adequate capacity for the growing 

amount of freight that needs to be moved and the quality of service that needs 
to be provided. After years spent dealing with a divisive inward focus on cost 
cutting it’s a welcome sign to see both sides of the transportation equation 
once again looking outwards and focusing on improvements to our commer-
cial transportation system. 

Although the intentions are good, and the economic climate improving, the 
challenges remain substantial. Success, we strongly believe, is dependent on 
shippers and carriers finding ways to work together in a new spirit of coopera-
tion and collaboration. And that is what drives us to bring shippers and carri-
ers together every year for our annual Surface Transportation Summit. 

Our third annual Surface Transportation Summit – organized once again in 
partnership with Dan Goodwill & Associates – took place Oct. 15 at the Mis-
sissauga Convention Centre. The focus on working together, on collaboration 
over confrontation, must be resonating with both shippers and carriers as our 
attendance has doubled since our first year. Almost 400 top-level transporta-
tion and logistics professionals answered our call for a full day of education 
and networking.

Our blue chip lineup included almost 30 speakers and they were able to pro-
vide deep and insightful views into the economic outlook, the reasons be-
hind mergers & acquisitions activity, the regulatory and insurance scenes, al-
ternative fuels, insurance telematics, warehouse strategies, human resource 
practices, and trends that could shape transportation’s future. Back by popu-
lar demand were sessions that provided frank debates and helpful tips on the 
shipper-carrier relationship. New this year were two formal “speed network-
ing” sessions designed to help attendees leave the conference with key new 
business contacts. 

The exchange of ideas surpassed expectations but the conversation is too 
important to allow it to end there. So with this issue we are providing a com-
prehensive report on the major themes from the conference across all Trans-
portation Media properties – Truck News, Truck West, Fleet Executive and 
Canadian Shipper, reaching more than 150,000 providers and buyers of trans-
portation 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 con-
siderable coverage of the event on www.trucknews.com, www.canadianship-
per.com, Twitter and on our Facebook page and will continue to provide more. 
This dialogue between shippers and carriers must continue beyond the Sum-
mit 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. 14, 2015 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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‘There’s lots 
of work to do 
around drivers 
and wages and 
the way we treat 
them.’ 
Mark Seymour, Kriska
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By Julia Kuzeljevich

MISSISSAUGA, Ont. – How do you de-
fine true collaboration between ship-
pers and their carriers, when it comes 
to visible characteristics?

That was the question debated by 
a leading shipper-carrier panel at the 
2014 Surface Transportation Summit 
at the Mississauga Convention Centre.

Jacquie Meyers, president, Meyers 
Transportation Services, said true col-
laboration is about joint problem solv-
ing, long-term commitment and invest-
ment in that relationship.

“Give us a commitment of five years 
that you’re going to work with us.

When you get to the step where you’re 
investing and committing together the 
world is your oyster,” she said.

Giving carriers that legitimate seat 
at the table is important.

“Collaboration saves you far more 
money than a poorly managed RFQ,” 
Meyers said.

Susan Promane, Whirlpool Cana-
da’s director, supply chain, said that 
in her experience, “There aren’t that 
many carriers who truly operate that 
way. How we define carrier manage-
ment is that we make sure we articulate 
our business goals on a regular basis. 
We look at scorecards and reward an-
nually. We lock in for two years, which 

we consider to be realistic. We do test 
the market after this. We typically don’t 
have that many changes but what we 
are really looking for are carriers who 
do what they say, and who can adapt to 
change, which is a real opportunity for 
some,” she said.

“From my professional experience we 
have always taken the approach that 
the transport company we hire is an ex-
tension of our brand,” said Anna Petro-
va, associate director, supply chain, for 
Ferrero Canada. 

“Aligning strategies is an important 
part of the relationship. Our custom-
ers are the retailers who can punish us 
and fine us. When that happens it’s im-
portant to stay aligned with the carri-
ers. This is easier said than done, and 
requires commitment on both sides,” 
she added.

Elias Demangos, president and CEO, 
Fortigo Transportation Management 
Group, stressed the communication 
factor as important to collaboration.

“It’s about regular communication, 
and not letting issues fester. You have 
to go into this honestly. A lot of our 
partnerships are multi-year partner-
ships. A lot of hard work, dedication 
and straightforwardness has to go into 
continuing that partnership,” he said.

It’s a given that issues will arise, 
Demangos said, so “for me having a 

Plan B is critical to how we play in the  
business.”

When you’re entering into a rate dis-
cussion, said Promane, “everyone has 
cost pressures but I want to understand 
a little more about what they (carriers) 
are doing to drive down their costs. As 
a true partnership that’s what I expect 
from the other side. But oftentimes this 
is met with resistance.”

“It’s sometimes difficult for shippers 
to be very clear about their execution 
expectations. It takes only so long to 
agree on the rates and then it takes two 
years to cohabitate on this hopefully 
successful marriage. There’s a lot of 
room for grey areas when the expec-
tations are not defined,” said Petrova.

She suggests formalizing them in a 
document and designating it as a ser-
vice level agreement, or carrier docu-
ment, or by something the parties will 
recognize as such.

“Do you want a dedicated CSR on 
your account? Do you want regular re-
ports? All those things need to be clar-
ified and transparent. Demonstrating 
mutual respect and cherishing the 
partnership is what builds the relation-
ship,” Petrova said.

From the carrier side, how do you 
demonstrate to your partner that you 
are worthy of their trust?

“Don’t ever lie to your customers. If 

Shipper-carrier collaboration and the ‘cloud of continuous complaint’
my dispatcher lies to you they will not 
last as a dispatcher and I will not last as 
a supplier,” said Meyers. “We are very 
open with our customers about where 
our costs are going, about our load bal-
ance and about what are we doing to 
improve our service levels. What do I 
expect back? Openness, honesty and 
transparency.”

Ferrero’s measurement of a carrier’s 
performance, said Petrova, strong-
ly considers the carrier’s ser vice  
capabilities.

“We measure on-time performance, 
carrier-controllable, safety, and what I 
would call compliance to administra-
tion, ie. billing accuracy, EDI compli-
ance,” said Promane.

Positive leadership at the carrier 
makes a difference, said Petrova.

“I attend lots of (transportation) con-
ferences. They all tend to have that cloud 
of continuous complaint. We all have our 
challenges. We need to create more posi-
tive leadership for our teams and focus on 
our wins. I’m sure every transport com-
pany in this room has had great achieve-
ments. We’re hoping for more visible 
positive leaderships – an industry that 
is always on the defensive is not very at-
tractive,” she said. “It’s been very often 
that we as shippers had to drive the in-
novation. It so happened that for the most 
part it was always us.”  

As executive vice-president and COO of Bison Transport, Rob 
Penner sees three top issues facing the trucking indus-
try: driver challenges, equipment issues, and the changing 

freight network. Penner examined these issues during a presenta-
tion at the Surface Transportation Summit Oct. 15.

Like other trucking executives, Penner cited the driver shortage 
as a pressing concern, but said the company isn’t so badly affect-
ed that it is willing to put just anybody in the driver’s seat. Out of 
every 100 applications Bison receives, the company typically finds 
five or six job seekers attractive enough to offer them a thorough 
interview or a road test. And it usually only hires one or two from 
that small subgroup.

According to Penner, Bison has a turnover rate of approximately 
18% and the company forces about half of that number. Of the 9% 
the company lets go, about half are dismissed before their first year 
of employment is over. Roughly a quarter of Bison’s turnover is due 
to drivers retiring, dying, or leaving the business due to disability.

Perhaps surprisingly, given his concerns about the driver short-
age, Penner said “driver utilization has been a challenge.” 

Although Bison added 100 drivers over the past year, it didn’t add 
any tractors to its fleet. 

“It takes more drivers to do the same job today,” said Penner, 
adding that now there are multiple drivers required per truck.

Pay strategies are also top of mind at Bison. Whereas in the past, 
drivers would earn 90-95% of their pay based on mileage. Today 
that figure is down to about 60%. 

“Mileage-based pay is not where the business is going,” said 
Penner. How long a load is on a truck and how much revenue each 
truck can generate per day are they key factors, not the mileage 
per day.

“The driver is the only way we are going to make money,” added 
Penner.

Beyond the driver, Bison also pays considerable attention to its 
service offerings and areas it feels it can offer specialized servic-
es. It looks for the same in its partners. Saying that most trucks 
are similar in terms of cost and technology, Penner explained that 
Bison looks to purchase equipment from suppliers that offer the 
best service networks in the geographical areas in which the trucks 
operate.  

The three issues facing the trucking industry
By Carolyn Gruske

By James Menzies

MISSISSAUGA, Ont. – More consolida-
tion within the Canadian trucking indus-
try is coming, including the likely arrival 
of some major US players, according to ex-
perts speaking at the  Surface Transporta-
tion Summit.

“I think the Americans are coming,” 
warned Mark Seymour, president of Kris-
ka Holdings. “They’ll buy their way into 
Canada or find their way in some other way. 
Building mass and building scale puts us 
in a better position to defend against what 
it is they are likely to do.”

Ongoing domestic consolidation and 
the potential arrival of new competitors 
from south of the border were a couple of 
the reasons Kriska chose recently to align 
with Mullen Group. 

“Big customers are looking for capacity 
right now,” Seymour said. “There are more 
discussions with shippers around capacity 
now than price.”

Seymour said Kriska has tried growing 
organically for the past three to five years 
but has been unable to add capacity.

David Newman, equity research ana-
lyst with Cormark Securities, agreed that 
US fleets could be looking for a piece of the 
Canadian market as the owners of small- 
to mid-sized Canadian carriers look to sell. 

“Smaller carriers face a whole host of 
challenges and it’s going to get tougher,” 
Newman said, citing a tightening regula-
tory environment and the driver shortage. 
“You’ve got US carriers kicking tires.”

He cited Celadon’s purchase of Yanke 
and Kenan Advantage Group’s purchase 
of RTL Westcan’s bulk division as two re-
cent examples. Newman said he wouldn’t 
be surprised if TransForce is broken up 
into several divisions and listed in the US 
or sold, potentially to American firms. But 
Newman also said there could be more Ca-
nadian trucking companies going public as 
well.  Patrick Cain, vice-president of busi-

ness development with Cain Express and 
Titanium Transportation Group, also ad-
dressed the appeal of consolidation, hav-
ing recently sold his family business to  
Titanium.

“Growth creates challenges for organi-
zations,” he said. “Certainly for a company 
the size of Cain Express, as we continued 
to grow we put stress on our people, stress 
on our processes and systems and stress 
on our equipment and financing.”

Both Cain and Seymour concluded their 
respective businesses were too small to 
compete with the big players on their own.

“If we didn’t have a significant role 
with a customer, we were relatively easy 
to replace,” Cain admitted. “Bringing 
sale to your customers gives you a better  
relationship.”

But while a merger or acquisition may 
look good on paper, Seymour acknowl-
edged that how the corporate cultures 
of the organizations involved will mesh 

is another consideration. For this rea-
son, Kriska and Mill Creek – the Mul-
len-owned van carrier included in the 
joint venture – will continue to be run 
separately.

“Between 1995 and 2008, Kriska made 

about seven acquisitions, all of which end-
ed up being tuck-ins,” Seymour said. “Each 
time we had a rude awakening about how 
powerful culture was at the company we 

tried to tuck in. Over time, we 
learned from our mistakes. In 
this case we will not be putting 
Kriska and Mill Creek together 
for that very reason. Mill Creek 
by itself has significant scale, 
it’s very profitable, safe and 
disciplined so there’s no ad-
vantage to try to put them to-
gether but there’s a tremendous 
amount of risk to try to do that.”

Cain added differences in 
corporate culture are not nec-
essarily a bad thing - as long 
as both organizations adopt 

the best that their new partner brings to 
the table.

“In some cases, differences (in culture) 
will be for the better,” he said. “Hopefully 
you can bring something to the table that 
helps them with their business.” 

‘The Americans are coming’
And other reasons consolidation will continue
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‘In some cases, 
differences (in 
culture) will be 
for the better.’ 

  Patrick Cain, Titanium Group
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The road to success...
leads to

Québec city!

The Centre de formation en transport de Charlesbourg (CFTC) offers the most 
comprehensive professional truck-driver-training program in Québec.

www.cftc.qc.ca
1 866 849-5580 ext 3599
Call us!

WE DELIVER

Two programs to choose from: four months full-time 
or eight months part-time;

A hands-on curriculum: 
70-percent practical / 30-percent theoretical;

Some insurance companies consider a CFTC diploma 
the equivalent of two years of experience.

More than 100 fully-qualified instructors representing all sectors 
of the transportation industry;
Cutting-edge vehicles, simulators and other training equipment;
A minimum of 615 hours of training per student;
A placement rate of over 90% 
(And that’s with more than 1,200 graduates); 
A Vocational Referral Centre serving Central Quebec from the 
American Border to Northern Quebec, including Gaspésie.

  
 

Ask yourself the following 
questions:
 Do you need top-performing professional drivers now?

Do you have a home terminal in the Québec City Area? 
Do your drivers work on a 21-day cycle? 
Do you want professionally trained drivers to relocate to your city?

 
 
 

If you answered “yes” to any or all of these questions, contact us now!

A CFTC diploma is your written guarantee that your new hire 
embraces four qualities that are essential for professional driving:

 Respect for Schedules
Respect for Equipment 
Operational Know-How 
Resourcefulness

  

The CFTC currently partners with 550 Canadian carriers.
Your Campaign to Fight the Driver Shortage Starts Here
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By Carolyn Gruske

MISSISSAUGA, Ont. – Although they may 
feel like opposing forces, evolving technol-
ogy and changing weather are working to 
alter both the trucking industry and the 
people in it. Silvy Wright, president and 
CEO of insurance provider Northbridge 
Financial Corp., told the audience at the 
2014 Surface Transportation Summit that 

trucking companies need to be willing 
to respond to both the new realities im-
posed by man-made and naturally gener-
ated forces.  In discussion with Transporta-
tion Media editorial director Lou Smyrlis, 
Wright began by speaking of the effects of 
technology on the workforce.

“Technology is reshaping our world but 
we all know quality people are at the core 
of our success,” said Wright.  

“We think about using technology to 
becoming more efficient and effective, 
but I see technology changing the ser-
vice model. A service model which will 
become more competitive and success-
ful than the traditional service model,” 
she said, citing the example of the ride-
hailing app Uber. Not only has the service 
disrupted the traditional model of calling 
for a ride, it has changed the way the tradi-

tional taxi drivers think about their jobs. 
She spoke of one driver who told her that 

he loves the way Uber acknowledges him 
and his efforts behind the wheel. 

“When I asked him about Uber, he 
said, ‘I love it. I’ve been working for Uber 
for three months. They give me feedback 
on how well I service the customer. I earn 
points. I’ve been working with X cab com-
pany for 10 years and they never told me 
how well I did my job.’ Here the technology 
not only changed the customer experience 
and the service model, but it changed the 
driver experience.”

She said that the instant feedback the 
driver received about how well he is do-
ing his job is a facet of employee manage-
ment businesses will have to consider in 
the future. 

“One of the things I think is changing 
in this world is people want instant ser-
vice, instant feedback. With regards to 
our employees, how do we give them the 
appropriate recognition in the way they 
want to receive it? Give them a once-a-year 
claims-free award? I don’t think that will be 
enough for the younger generation enter-
ing the industry.”

And that’s if they enter the industry to 
begin with. 

“Trucking and insurance have recruiting 
problems: Part of it is awareness and part 
of it is image. We probably haven’t done the 
best job we could do in both industries with 
regards to the professional experience it 
provides to young people,” said Wright. 

Along with approaching students who 
are still in high school and telling them 
about the opportunities offered by both 
trucking and insurance, Wright said each 
industry needs to turn more heavily to so-
cial media as a recruiting tool. 

In response to a question about climate 
change from Smyrlis, Wright emphasized 
that weather is becoming a costly problem.

“The big change now is severe weather 
is more common than not,” she said, ref-
erencing a chart that showed the amount 
of damage claims caused by bad weather 
each year over the past 30 years. Looking 
at the chart, she pointed at 1998 – the year 
of the Quebec ice storm – as a milestone. 

“Now what’s happening is we are having 
severe weather. Climate change is creating 
severe weather and creating damage and 
creating havoc on property, transportation 
and automobiles. For the last five years, 
starting in 2008, we’ve had a catastrophe 
north of $1 billion every year. I don’t have 
a crystal ball, and, knock-on-wood, 2014 
is a little bit lighter than the last five years, 
but one of the things that chart shows me 
is the frequency of severe weather. We need 
to be prepared.” For Wright, being prepared 
means having well-formed and ready-to-
go back-up plans. 

“We need Plan B. Your drivers, your dis-
patchers, they need to have that Plan B,” 
she told the crowd. “How well are you pre-
pared to change routes? How well are you 
prepared to deal with certain equipment 
that gets affected by lower-than-average 
temperatures? Be prepared. I know that 
sounds really common, but I highlight the 
fact it is common. Have those plans, those 
routes in place, so you don’t miss business, 
you don’t lose customers. It’s not just having 
Plan B, in case the day (when it’s needed) 
will come. It’s having Plan B as a normal 
course of doing your business.”   

Why Plan B needs to be a part of your business
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By James Menzies

MISSISSAUGA, Ont. – By the end of this 
year, Amazon will offer same-day de-
livery service to 23% of the US public. 
It’s a trend that could revolutionize the 
transportation industry, according to 
Marc Wulfraat, president of MWPVL In-
ternational, who spoke about same-day 
delivery services at the Surface Trans-
portation Summit.

“Tomorrow is not fast enough any-
more,” said Wulfraat. 

However, the question remains, are 
customers willing to pay for same-day 
delivery service and if so, how much? 

“Everybody loves free shipping, that 
much is clear. Everybody loves same-
day delivery, that much is clear. But 
what’s not clear is how much people 
are willing to pay for it,” Wulfraat said.

Amazon charges Amazon Prime 
members $6 for same-day delivery on 
top of their $99 annual membership fee.

However, Wulfraat said it’s not via-
ble to offer same-day delivery service for 
much less than that. His consulting firm 
has calculated it would take 150 deliver-
ies on a single truck in order to keep the 
price to $4 per delivery.

“So if you don’t have mass density and 
volume to support same-day delivery, 
you can get into the $10-$12 price tag 
very quickly,” he said. “If you’re doing 
30 stops per load for $5, it’s going to be 
a money-losing proposition.”

Still, same-day delivery services pres-
ent opportunities for courier companies 
willing to dedicate a portion of their ca-
pacity to a customer who provides the 
service, Wulfraat noted. On the other 
hand, traditional package delivery com-
panies like UPS and FedEx stand to lose 
if the trend continues. Wulfraat pointed 
out about 4.2% of packages shipped by 
UPS come from Amazon.

Amazon is using a broad network of 
fulfillment centres and sortation facili-
ties to organize packages and then drops 
them off at local post offices or delivery 
companies for final delivery to the cus-
tomer. Items ordered between 7 a.m. and 
noon will be received by 9 p.m. Ama-
zon’s goal is to offer the same-day ser-
vice to 50% of the US population.

“To keep up with Amazon in terms of 
delivery service levels, every other re-
tailer has to keep up with that raised 
bar, so there’s a mad rush now,” Wul-
fraat said.  Other retailers offering or 
planning to offer same-day delivery in 
the US include:

Google: Through its Google Shopping 
Express concept, customers can order 
things from local retailers, which will be 
delivered to their home by Google with-
in two hours. The program is being test-
ed in San Francisco with 20 retailers.

eBay Now: Since 2012, eBay Now has 
used couriers as local valets to pick up 
and deliver items from hundreds of re-
tailers in less than two hours. It charges 
$5 per order with a minimum order of 
$25. However, plans to expand the pro-
gram to 25 cities by the end of this year 
have been shelved, Wulfraat said. 

Walmart To Go: WalMart is testing 
an online grocery delivery service in 
Denver. It charges $5-$7 per order with 
a minimum order of $30 in an aim to 
convert its stores into logistics centres.

Walmart.com: Operated as a separate 
business unit, Walmart.com will provide 
same-day delivery service from its stores.

Target: Not to be outdone, Target is of-
fering same-day delivery in three mar-

kets – Minneapolis, Boston and Miami – 
with a $10 charge for rush delivery. Items 
ordered by 1:30 p.m. will be received be-
tween 6 and 9 p.m.

Macy’s: Macy’s is launching a same-
day delivery service in eight markets be-
ginning this fall.

Instacart: This grocery delivery com-
pany provides delivery within one to two 
hours from a variety of grocery retail-

ers including Costco. It charges $4 for 
two-hour deliveries and $6 for one-hour 
service.

“We haven’t seen this in Canada to the 
same extent it’s happening in the US,” 
acknowledged Wulfraat. “Canadians 
don’t order online as much as Ameri-
cans do. But whatever is going on in the 
US is definitely on its way here, in cer-
tain markets where it makes sense.” 

Are same-day delivery services a threat to trucking?

1.800.462.4766 | drive@bisontransport.com | bisondriving.com
Bison Transport is committed to Employment Equity and Diversity

Expanding Opportunities, Progressive Pay.
CANADA | U.S.
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he dry swirling snow 
had packed itself un-
der my rig. The steady 
growl of the truck’s die-
sel engine, muffled by 
the snow, was now a low 
hum. The road in front 

of me was a ribbon of unbroken snow. 
The world had taken on a dream-like 
quality in the falling snow. The trees 
on the mountainside were completely 
wrapped in blankets of white. Solitary, 
peaceful, and surreal. 

It was a perfect night as I cut through 
almost a foot of fresh snow climbing 
the last few kilometres to Rogers Pass. 

This is when it dawned on me that I 
had not seen any cars, plows, or trucks 
since I had pulled out of Revelstoke. I 
was alone. Was I supposed to be out 
here? Had I missed a road closure 
sign in the snow? At this point I didn’t 
care. I had the perfect heavy load for 
the conditions. It was a beautiful night 
and I drank up the experience.

When I’m asked what it is about the 
trucking life that keeps me coming 
back week after week, the memory of 
that drive from Revelstoke to Golden is 
the memory I am quick to share. 

I’ve accumulated many more memo-

ries just like it over the years and there 
are many more yet to be experienced. 
This is the siren call of the trucking life 
and the weapon of choice in a recruit-
er’s bag of tricks. Come drive a truck 
and experience the open road. See the 
world.

Of course there are a good number 
of people, probably a majority, that ask 
me if I’m perhaps a little bit nuts to be 
enjoying an experience that they can 
only see as stressful.

 It’s the challenges we face as driv-
ers and the joy we find in those experi-
ences that define this trucking life. As 
I look back at the start of my career I 
can’t help but be thankful for the men-
torship I received. 

Without a good mentorship program 
the recruiter’s promise of the freedom 
of the open road is an empty one. 

The joy of this work is rooted in the 
confidence you have in your ability to 
deal with the unexpected. 

A good trucking mentor instills you 
with a confidence in your own skills, 
a solid foundation on which to build 
your experience.

I spent nine months with my men-
tor and I view that time as an appren-
ticeship. How many first-year drivers 
will be spending nine months with a 
mentor after graduating from a driv-
ing school and obtaining their licence? 
Probably not very many. 

It makes me wonder how many new 
drivers are building their experience 
on a foundation of fear of the unknown 
instead of that foundation of confi-
dence I described above.

I’ve always held the opinion that the 
smaller family-run trucking business-
es do it best when it comes to train-
ing and mentorship. It’s a natural 
extension of the family dynamic, to 
take someone new under your wing 
and share your experience with them. 
There is as much in the experience for 
the trainer as for the trainee. It simply 
feels good to teach and to see someone 
benefit from that mentoring. 

Has this transfer of skills been lost in 
the now big business, big data world of 
trucking? I think it has to a large part.

Having spent three years of my ca-
reer in a mentorship position I feel well 
qualified to tout its benefits. The drivers 
I spent time with were grateful for three 
to four months of intensive finishing. 

Not one of the drivers I spent time 
with would say they would have been 
better off if they were left to learn the 
ropes in the throes of a northern On-
tario winter, in the canyons of the 

Fraser valley, or on the slopes of the 
Coquihalla. 

Intensive training immediately af-
ter drivers obtain their licence should 
be required for everyone entering this 
profession not just a lucky few. It only 
makes sense.

Finding well qualified drivers in this 
business is difficult. Finding well qual-
ified drivers that are also well quali-
fied teachers and mentors is even more 
difficult. 

Where do they come from? Who 
trains the trainers? Isn’t this the root 
of the driver shortage problem? Many 
people in the industry feel there are 
plenty of licensed drivers but they 
leave the industry after a very short 
period.

 Aren’t many of those people simply 
disenchanted with their initial experi-
ence? Would not many of them still be 
here if there was a greater investment 
in people at the outset?

Big trucking invests heavily in 
equipment and technology these days. 
This is still very much a people based 
business and big trucking needs to get 
on that track. 

My Christmas wish for our indus-
try is to see training and mentoring 
become the top priority on our agen-
da. I wish. I wish. Merry Christmas, 
everyone! 

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. 

Why mentorship
programs matter 

Al Goodhall

Over the
Road
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think I may have bought 
a lemon! There’s nothing 
wrong with my truck me-
chanically, the fuel mileage 
continues to impress me and 
I can’t really complain about 
any of the important things, 

but there are quite a few little things 
that I don’t have that I’ve seen on  
other trucks.

Things like the ability to do a pre-trip 
without leaving my cab. 

I’ve got a pre-trip assistant that I can 
use to cycle through my lights and check 
for air leaks, but I still  have to get out and 
look at the lights and wipe dirt/snow off 
of them.

I can’t check for flat tires or that my 
fifth wheel is still locked or any of the 
other checks I need to do.

I also don’t have a magic hammer to 
check my tire pressures, mine just makes 
a thumping sound. 

I recently aired my tires to 105 psi and 
did the tire thump. 

I got the same sound from all 18 tires, 
yet when I checked the pressures on the 
trailer they were all at different pressures 
ranging from 80 psi to 100 psi, yet the 
noise was no different.

My hammer doesn’t check my brakes 
either. I see other drivers at brake checks 
walking around banging away their tires 
with their special hammer and then set-
ting off down the hill. 

I have to actually look at my brakes 
and check their adjustment.

The clock is also not one of the special 
ones that other trucks have. I can pull 
over for an eight-hour break and while 
I’m lying on my bunk reading or mess-
ing around on the Internet and a truck 
will pull in next to me and shut down 
for the night. 

The next morning as I’m getting up 
that truck will be pulling out already, me 
I’m still stuck there for another 30 mins 
to an hour as my clock shows I haven’t 
been there for eight hours yet.

I’m also losing time on the road, I 
can sit right at the speed limit accord-
ing to my speedometer, which matches 
my GPS, but trucks blow by me as if I’m 
stood still, not just on the highway, but 
on city streets too.

The thing is, I see those same trucks 
with their special clocks and magic 
hammers quite often during the day, 
quite often I will be passed by the same 
truck a few times a day. 

On the odd occasion that I drive my 
maximum hours I’m often in the truck 
stop within a few minutes of them and 
sometimes I beat them there.

In spite of having the full eight hours 
off, doing a proper pre-trip, sticking to 
the speed limit, doing a proper brake 
check, etc.

 I still manage to cover the same 
ground, so with all the time those guys 
are saving, surely I could be a lot further 
down the road if I had the same advan-
tages they appear to have?

The only thing is, I’ve already done 
about as much as it’s possible to legal-
ly do in one day, so what would be the 
point in getting my clock or speedom-
eter “fixed”? 

And would it be worth the effort trying 
to find one of those special hammers? 

I don’t think so, I’m still getting the job 
done without them.

 I may have to suffer the pain and an-
guish of doing a pre-trip, brake check or 
tire check by physically doing the nec-
essary things, I may have to drive at the 

speed limit and take at least a full eight 
hours off each night, yet somehow I’m 
still getting the job done. Crazy, eh?

Okay, so I’ve been a little tongue in 
cheek there, but it leads me to where I’m 
going next, in a roundabout way.

 So far I’ve bought a few accessories for 
my truck – all practical stuff. I’ve stayed 
away from lights and chrome so far. I’m 
slowly ticking off boxes from my wish list 
and the next two will help me in my pre-
trips and brake checks. I’m considering 
a tire pressure monitoring system. This 
way I can know my tires are correctly 
inflated at all times. It will save having 
to mess around on my hands and knees 
with a pressure gauge and instantly alert 
me if there’s a problem, so if I do pick up 
some debris and start losing air, I know 
right away and can stop as soon as possi-
ble to save damaging the tire any further. 

I know it will cost me a lot more than 
a magic hammer, but I’m convinced it 
will save me money long term. The other 

thing is so simple that I’m amazed it isn’t 
fitted as standard, if not by the manufac-
turers, by fleets too. That is a set of brake 
stroke indicators. 

Two little pegs that do exactly what 
it says on the tin, they indicate brake 
stroke. 

One is fitted on the brake pot and the 
other is attached to the push rod, you 
only need to apply the brakes, get out 
and look at the position of the pegs to 
tell if you’re good to go down the hill, a 
very simple and highly effective addi-
tion I’m looking forward to using now 
that the ground and the underside of my 
tractor is going to be messy for the next 
few months. 

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

Buying practical
will help you be safe

Mark Lee

You say tomato 
I say tomahto

opinion
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e smaller operators 
have a considerably 
different wish list 
than the big trucking 
companies. Rates, 
roads, ambitions, etc. 
are the obvious, but 

the one that really comes to mind lately, 
for me, is the available technological im-
provements and changes to equipment.

Super-single tires, for example, hold 
no allure to me, or a lot of other smaller 
companies. The same tire size fitting the 
whole fleet, in all wheel positions, pro-
vides a financial savings of its own. Add 
to that the damage that occurs if one of 
those big fellas explodes, or the fact that 
you can’t gently limp to a tire shop in the 
event of a flat,  or worse, destroying a rim 
trying to get off the road to a safe repair 
position, and any fuel savings are lost.

Our company does precious little 
van work, and what it does do, involves 
a strange configuration loading dock 
that would likely destroy side skirts, so 
again, no interest. 

There are a few small technologies 
that would interest me however, and 
to my knowledge, nobody’s thought of 
them. With scientific advancements, 
they could end up in full production 

by the time this goes to print, but so far, 
there’s been nothing. Considering we 
can already remotely monitor engine op-
eration and reefer temperature, most of 
my wish list could be easily attainable. 

1.  A heart rate/algorithm monitor 
in the bunk. The human rights people 
would lynch me for this, but the funda-
mental flaw in electronic logs (here I go 
again), is they monitor the truck, not the 
driver. Who cares if the truck stayed sta-
tionary for 10 hours if the driver’s eyes 
were open for eight of them? Years ago, 
I delivered a load of paper to a printing 
press in upstate New York at night. 

The receiver asked if I drew the short 
straw. He explained: Four trucks came 
down from Quebec every night. The 
drivers would draw straws. The loser 
stayed all night shuttling everybody’s 
trailers, while the other three closed 
down the neighbouring strip club. After 
sleeping three hours, they would have 
breakfast, then go home. An electronic 

log would show eight hours off-duty.
2. A remote torque sensor on winches 

and binders on flatbeds. It would give 
the carrier early notice when drivers ei-
ther need further instruction on proper 
load securement, or need to be replaced 
with someone more diligent about load 
security.

3. A ‘proper pre-trip sensor.’ Anoth-
er remote download, one connected to 
the hood, and preferably, the dipstick. It 
was drummed into my head in my early 
teens that you never start a sleeved die-
sel engine without first checking fluids. 

On older equipment, the coolant was 
as apt to be in the pan as in the rad. If 
you find that out after you start the en-
gine, it’s too late. It continues to amaze 
me how few hoods are opened during 
pre-trips, even though DOT regulations 
specify fluid and belt checks. 

Maybe a fibre optic-style sensor to 
show the carrier which lights are not 
lit, and not being reported or repaired. 
While we’re at it, a full gauge review, so 
we can see if the truck is taking off at 
full throttle before acceptable coolant 
temperature is attained, or being moved 
with just barely enough air pressure to 
release parking brakes.

4. A sensor attached to the fifth wheel, 
measuring the speed the truck is mov-
ing at hook-up (haven’t we all seen some-
one slam under a trailer way too fast?), 
or alerting the carrier when the wheel or 
pin is too dry? Too much pin-to-pin work 
breeds dry fifth wheels, and too many 
drivers don’t seem to notice, or care.

5. The next remote read-out toy may 
be available soon. How about a sensor 

that measures axle weights, and if the 
driver doesn’t correct improper settings 
in short order, alerts the carrier so they 
can notify the driver before the truck gets 
to a scale? We’ve always relied heavily on 
knowledge of air gauge readings, so we 
can (somewhat closely) scale the truck 
right where you load it, as long as you 
have level ground. Such a weight sensor 
would alert the carrier to drivers that ei-
ther haven’t learned the gauge, or aren’t 
paying attention. 

6. A “multiple direction-change” sen-
sor. This would identify when the truck 
has to change direction more than the 
usual three or four times when backing 
into a dock. It would be up to the car-
rier to then identify if the driver’s skills 
are lacking, or your customers are giving 
your drivers some real rat-holes to back 
into. Either one causes unnecessary ex-
tra driveline wear. Which brings us to…

7. A “driveline torque” sensor. Some 
drivers are on their rare best behaviour 
during the interview/road test, revert-
ing to their old habits of trying to pull 
the left front wheel off the ground with 
every shift after they’re hired. 

Besides unnecessary wear, it gives a 
very poor public image of the way your 
equipment is operated.  

Pretty basic stuff, huh? Now we 
just need people smarter than I am 
to build it.  

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

Seven tech toys
I want on my trucks

Bill Cameron

Small Fleet,
Big Attitude

opinion
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30   cargo vans

By James Menzies

CHARLESTON, S.C. – The European-
ization of the North American cargo 
van segment has been vindicating to 
Mercedes-Benz, which has offered its 
Sprinter van in various incarnations to 
this market since the mid-90s.

Seemingly emboldened by the ar-
rival of the Euro-style Ford Transit and 
the introduction of new European-in-
spired designs from Nissan and Ram, 
Mercedes-Benz has given Sprinter cus-
tomers a full slate of new features and 
options on 2014 and 2015 model year 
vehicles. 

The cargo van segment is booming, 
with demand for full-sized vans up 
15.5% year-to-date, and Mercedes has 
positioned itself to increase its share of 
this segment, having in January created 
a dedicated US van division.

“Our sales are up just about 19% year-
over-year, and that’s with seeing a great 
influx of new products into this mar-
ket,” said Rob Moran, director of cor-
porate communications during a press 
ride-and-drive at the Charleston plant 
where US Sprinters are assembled. 
“When we started with the Sprinter 
we were a standalone. We’re now see-
ing some of our domestic competitors 
come out with their versions and it has 
really heated up the segment.”

Just how your Sprinter gets to you is 
an interesting story in itself. US car-
go-carrying Sprinters are assembled 
in Dusseldorf, Germany, test driven, 
and then disassembled before being 
shipped to Charleston where the vehi-
cles are put back together. This process 
contributes about 7-9% of the cost of a 
Sprinter, but is necessary to sidestep so-
called chicken tax tariffs, which would 
total 25% of the cost of the vehicle.

Canadian Sprinters don’t have to un-
dergo this ordeal. No such tariff exists 
in the Canadian market, so Sprinters 
headed here are assembled in Dussel-
dorf and then shipped in tact directly 
to market through ports in Halifax and 
Baltimore.

Mercedes-Benz has the re-assembly 
process for US cargo vans down to a sci-
ence and visiting journalists were able 
to watch as vans were efficiently re-as-
sembled prior to delivery to US dealers 
and customers. The entire re-assembly 
takes just about four hours.

In the US there are 200 Mercedes-
Benz dealers approved to sell and ser-
vice Sprinter vans, and 57 Freightliner 
dealers who offer the identical vehi-
cle but with Freightliner branding. No 
such agreement exists with Freight-
liner dealers in Canada, so only the 
Mercedes version is available here, 
through 52 of 55 Canadian Mercedes 
dealers. Officials told Truck West that 
soon all Canadian Mercedes dealers 
will offer the Sprinter, but the company 
has strict training and tooling require-
ments that must first be met.

“Dealers have got to be trained and 
have the proper shop equipment,” said 

New Sprinter 
to offer 4x4, 
crosswind 
assist 
capabilities
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•	All	types	of	trucks,	tractors	and	trailers
•	Painting,	delivery	and	other	offerings
•	Online	inventory	updated	daily

Exceptional, high
quality used trucks

Claus Tritt, general manager of oper-
ations, commercial vans, Mercedes-
Benz USA. “We are going to grow our 
way and do it right.”

The global van market is an impor-
tant one to Mercedes’ parent compa-
ny Daimler AG. It sold 270,100 vans in 
2013. The US, for the last two years, has 
represented the second largest global 
market for Sprinter vans, behind only 
Germany.

“The US is a focused market for us 
and there’s still growth potential,” said 
Tritt.

About 60% of Sprinters sold in North 
America are deployed into the con-
struction trades, while delivery ser-
vices account for about 15%, retail and 
wholesale 10% and passenger transport 
15%. In Canada, commercial customers 
can choose between the Sprinter 2500 
cargo van, the new 2500 cargo van 4x4, 
the 3500 cargo van (in RWD and 4x4 
configurations) and 3500 cab chassis. 
(Passenger vans are also offered). The 
4x4 versions are scheduled to arrive in 
March 2015.

Mercedes sold 21,816 Sprinters into 
the US market last year and so far this 
year has seen sales grow another 18.6% 
through September. Tritt said that trend 
is expected to continue.

“There’s a lot of pent-up demand in 
that segment,” he said. “The average age 
of a van is over 11 years, so I think it’s 
time to replace.”

Mercedes-Benz is stepping up its 
marketing efforts as well, and will be 
rolling out its first ever TV commercial 
beginning in November.

The product itself has undergone an 
overhaul, including everything from a 
modest facelift to loads of new features 
and the addition of a more efficient  
diesel engine. 

The 2014 model year Sprinter got a 
redesigned front end with new bum-
per and improved aerodynamics. It is 
now offered with a new OM651 four-
cylinder turbodiesel engine that puts 
out 161 hp and 266 lb.-ft. of torque. This 
engine is mated to a seven-speed au-
tomatic transmission and offers 18% 
better fuel economy than previous of-
ferings, according to Mathias Geisen, 
general manager of product marketing, 
commercial vans, Mercedes-Benz USA.

Geisen claims the new engine can at-
tain mpgs in the “high 20s.” The small-
er engine mirrors a trend in Europe to-
wards smaller, more efficient engines; 
80% of Sprinter vans in Europe have en-
gines that put out 121 hp or less.

Mercedes continues to offer the V6 
OM643 turbodiesel with 188 hp and 
325 lb.-ft. of torque, coupled with a five-
speed automatic transmission. This 
engine can get up to 24.9 mpg (9.45 li-
tres per 100 kms). There are no current 
plans to offer a gasoline engine.

Other upgrades rolled out this year 
include: a new steering wheel and seat-
ing for greater comfort and a new head 
unit with a 5.8-inch screen with stan-
dard Bluetooth and optional naviga-
tion. Load-adaptive ESP with trailer 
stability comes standard and other 
safety features including blind spot 
assist, lane-keeping assist, collision 
prevention assist and high-beam as-
sist were also offered for the first time 
on 2014 Sprinters.

New for the 2015 model year will be 
crosswind assist, which will be stan-
dard on 2500 models. 

The crosswind assist feature uses 
adaptive ESP yaw sensors to detect lat-
eral wind force and then the adaptive 

ESP countersteers through selective lat-
eral brake intervention to stabilize the 
vehicle, Geisen explained. The Sprint-
er becomes the only vehicle in the seg-
ment to offer crosswind assist.

To demonstrate its effectiveness, 
Mercedes assembled three jet boats 
whose motors were able to produce 
90 mph crosswinds. A Sprinter with-
out crosswind assist was visibly moved 
sideways as it drove through the gusts 
at 60 mph while the van with crosswind 
assist cut through the gusts without be-
ing blown off course.

This demonstration exceeded any re-
al-life scenarios that would be encoun-
tered, unless you were to find yourself 
driving through a tornado or hurricane 
at 60 mph. Crosswind assist will give 
drivers some extra peace of mind when 
driving lightly loaded Sprinters in areas 
with frequent wind gusts.

Mercedes also showed off its ESP per-
formance by loading up a Sprinter with 
about 1,500 lbs of water placed high up 
in the cargo compartment. 

This van was fitted with outriggers 
so it could be pushed to its limits. ESP, 
which cannot be turned off on produc-
tion vehicles, was disabled for the dem-
onstration and an evasive maneuver 
performed at 30 mph was enough to 
cause a rollover had the outriggers not 
been present.

The same maneuver at 40 mph with 
ESP activated and with the driver’s foot 
far from the brake pedal did not result 
in the outriggers touching the ground. 
It was an impressive display of a tech-
nology that could come into play many 
times in real-world driving conditions 
over the life-cycle of the van.

Also to be offered for the first time 
on the 2015 Sprinter is a 4x4 configu-
ration, which Geisen says is the first in 
the segment to be offered with facto-
ry installation. Priced at US$6,500 (for 
high range only) or US$6,800 (for low 
and high range), the Sprinter 4x4 com-
pares favourably to retrofit options that 
can run $10,000 or more, Geisen said.

“We think it will be a great offer-
ing in the snowbelt region or dealing 
with challenging construction sites,” 
he added.

An off-road course was constructed 

outside the Charleston plant, which 
was far more grueling than any con-
struction site a Sprinter is likely to visit, 
and the van handled it with ease, even 
at times, with just three wheels on the 
ground. The 4x4 option will be appre-
ciated by customers in the oilpatch, 
which is a key market for the Sprinter, 
enough to motivate Mercedes to set up 

a satellite facility in Fort McMurray.
Finally, Mercedes also announced 

it’s increasing service intervals on the 
Sprinter from 13,000 miles to 20,000 
(30,000 kms). Canadian pricing for 
commercial (non-passenger) Sprinters 
begin at $39,900 for the 3500 cab chas-
sis and goes up to $49,900 for the 2500 
cargo van 4x4. 

The new Sprinter 4x4 can tackle pretty much anything it will encounter in the field – and a lot that it never will.
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By James Menzies

 Cummins and Eaton have been cozy-
ing up of late in an attempt to ensure 
their future success in an increas-
ingly vertically integrated world. The 
greatest example of this heightened 
level of collaboration comes in the 
form of the SmartAdvantage pow-
ertrain, which combines the Cum-
mins ISX with an optimized Fuller 
Advantage Series automated trans-
mission. That package has met with 
some success in the US market but is 
currently limited to a GVWR of just 
80,000 lbs, constraining enthusiasm 
in the Canadian market, where greater 

payloads are often sought.
A lesser-known example of Cum-

mins integration with Eaton comes in 
the form of the ISX15 mated to an Ea-
ton UltraShift Plus LSE 16-speed au-
tomated transmission, which is ap-
proved for GVWRs of up to 110,000 
lbs, offering a more practical pow-
ertrain for Canadian f leets. 

The LSE stands for line-haul small 
step efficiency, and it’s this short 
17% step between gears that allows 
for quick, precise shifting, enabling 
the driver to spend more time in the 
engine’s money-making sweet spot. 
The UltraShift Plus LSE was initially 
offered only in International trucks 

with Cummins or MaxxForce en-
gines, but that exclusivity period 
came to an end in August, meaning 
we could soon see this combination 
offered by other OEMs.

The Canadian customers who 
have been running this spec’ seem 
to like it. Challenger Motor Freight 
took delivery of 10 International Pro-
Star tractors with the ISX15/Ultra-
Shift Plus LSE package about a year 
ago and they’ve been run hard, put 
into service as team trucks running 
Ontario-B.C. 

I had the opportunity to drive one 
of these trucks and the odometer, af-
ter just a year in service, had already 

surpassed 300,000 kms. I took to the 
back roads around Kitchener, look-
ing for elusive hills, and then spent 
some time on the 401. I was pulling a 
load of canned peas, grossing just shy 
of 80,000 lbs, considerably less than 
what this combination can handle.

Traditional transmissions have 
a step of about 35% between gears, 
making each step about twice as tall 
as those within the LSE. The contrast 
was noticeable when driving, espe-
cially when accelerating from a stop. 
The LSE charged through the gears, 
getting up to top gear quickly, usu-
ally starting from second gear and 
then skipping third, fifth and seventh 
along the way.

During my drive, Brent Talbot, 
territory sales and service manager 
with Eaton rode along in the bunk. 
He told me the traditional strategy 
of getting into top gear quickly and 
staying there as long as possible 
has been replaced with the idea the 
driver should instead focus on get-
ting into the sweet spot and remain-
ing there, even if it means running 
in 15th gear at times. I spent most of 
my drive in 16th, so these aren’t mu-
tually exclusive scenarios. 

When we think of manual or au-
tomated transmissions, we tend 
to think in terms of 10-, 13- and 
18-speed gearboxes. 

But the 16-speed UltraShift Plus 
LSE strikes a nice balance for Ca-
nadian f leets looking for a versatile 
transmission that performs admi-
rably and is well integrated with the 
Cummins engine. 

The ISX/LSE combo provides fleets 
with the versatility they require 
when hauling loads ranging between 
80,000 and 110,000 lbs; there’s less 
risk of dispatch deploying the wrong 
truck to pick up a load that’s heavier 
than what the truck is rated for.

The ISX/LSE doesn’t downspeed to 
the same extent as the SmartAdvan-
tage. While the SmartAdvantage al-
lows the engine to cruise at just 1,200 
rpm, the ISX15 I drove cruised at 62 
mph at a higher 1,380 rpm. 

Still, the integration between en-
gine and transmission runs deep 
enough to provide a high-performing 
alternative to the SmartAdvantage 
while a more robust version approved 
for 110,000-lb GVWRs continues to 
be developed. 

The ISX15 I drove produced 450 
hp and 1,650 lb.-ft. of torque, which 
was more than enough for south-
ern Ontario and also sufficient to 
conquer the Rocky Mountains, one 
would presume – otherwise Chal-
lenger wouldn’t be sending it there 
every week.

Downspeeding aside, there are a 
couple of factors that contribute to 
the efficiency of the ISX15/UltraShift 
Plus LSE package. For starters, the 
UltraShift Plus LSE is a direct drive 
transmission, which generally im-
proves fuel economy by 2% compared 
to an overdrive, since parasitic losses 
within the transmission are elimi-
nated. Customers who’ve spec’d the 
ISX15/LSE powertrain have seen fuel 
economy gains compared to say, an 
ISX15 with a 13- or 18-speed auto-
mated overdrive transmission, ac-
cording to Adam Whitney, national 
account executive with Cummins, 
who was also along for the ride.

Cummins contends its ISX15, de-
spite its higher displacement and 

A versatile, made-for-Canada powertrain
Cummins and Eaton have been collaborating to bring the 
benefits of integration to their customers
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greater bulk, is generally more fuel-
efficient than a 13-litre, especially in 
Canada where a 13L has to work hard 
when making cross-country trips.

“A lot of that comes down to, it’s not 
working at its maximum efficiency – 
it’s not working as hard as a 13-litre,” 
Whitney said of the ISX15.

Cummins and Eaton have collabo-
rated in an unprecedented manner to 
ensure this engine and transmission 
are optimized to work together and 
this partnership has translated into 
noticeably improved performance. 

“Historically, we wouldn’t have 
shared our fuel maps but now we 
do with Eaton,” Whitney explained. 
“They know exactly where we want 
to be rpm-wise, where it’s going to 
be more fuel-efficient and they have 
optimized the shift points.”

The UltraShift LSE makes smooth, 
quick shifts at just the right time, al-
lowing the ISX15 to run in its intend-
ed sweet spot to perform to its full 
potential. 

Unlike the new Fuller Advantage 
Series automated manual transmis-
sions, from which Eaton has elimi-
nated the oil cooler to save weight, 
the LSE still requires a cooler. 

“It has a higher capacity gross 
weight, rated up to 110,000 lbs, and at 
that level if a customer were to max-
imize his gross weight he’s going to 
need a cooler to maintain the trans-
mission’s operating temperatures,” 
Talbot explained.

The ISX15 in the ProStar I drove 
was incredibly quiet, which I’m sure 
is appreciated by whichever team 
driver occupies the bunk at any  
given time. 

Whitney says the Cummins high-
pressure common rail fuel system 
contributes to its low noise output.

It also features a highly effective 
engine brake, which is assisted by the 
variable geometry turbocharger to 
maximize its braking power. 

If you want to get the most avail-
able engine braking you can put the 
transmission into low gear when ap-
proaching a stop. (It’s an automated, 
but you can still override this trans-
mission by selecting M for manual or 
L for low on the shift console. When 
doing so, the transmission will de-
fer to you – as long as you don’t try 
something stupid that would hurt it).

Why shift to low gear when ap-
proaching a stop? “It’s going to move 
your downshift rpm points out to 
the governed rpm where the engine 
brake is strongest and it will contin-
ue to downshift right down to first 
gear,” Talbot explained. “You can 
take it out of low and put it back into 
drive or manual and continue driv-
ing at any time.”

This feature works exactly as ad-
vertised. Just ask the guys in the 
bunk, who asked me to give them a 
warning next time I put it in low.

Other features of the UltraShift 
Plus LSE that contribute to its driv-
ability include a grade sensor that’s 
integrated into the electronic con-
trol module. This allows the trans-
mission to hold the truck’s position 
on hills for up to three seconds to 
eliminate rollback when the driver 
is moving his foot from the brake to 
the accelerator.

“It also allows us to make much 
better shif t selections because 
knowing what the horsepower and 
the torque maps of the engine are 

as well as the throttle position, we 
can calculate the weight of the ve-
hicle to within a couple thousand 
pounds,” Talbot explained. “And if 
you know the weight of the vehicle 
and you know the grade you’re on 
and you know the torque and horse-
power maps, you can make very in-
telligent shift decisions.”

The ISX15 delivers peak torque 
right down to 1,000 rpm, often pre-
venting the need for downshifting. 

The ISX15 I drove did not have 
SmartTorque enabled, which would 
have provided another 200 lb.-ft. of 
torque in the top two gears when 
needed. 

The UltraShift Plus LSE skip-shift-
ed readily in the lower gears and why 
not?; the short step means it can 
jump gears like Eric Lamaze jumps 
fences at Spruce Meadows. 

Navistar International has had its 
detractors in recent years, result-
ing from its ill-advised emissions 
strategy that backfired in a big way.  
But throughout its ordeal, no one 
had an unkind word to say about the  
ProStar. 

It’s been a while since I’ve driven 
one and I was reminded that this is a 
nice, comfortable truck to drive with 
good visibility, a quiet interior and a 
steady ride. The quiet, steady attri-
butes are likely what make it a pop-
ular team truck. 

The UltraShift Plus LSE gave In-
ternational a differentiated product, 
even though its exclusivity was just 
temporary. It seems to have done a 
decent job of getting this truck out 
into the market.

“International has done a tremen-
dous job of selling it,” said Whitney, 
noting other well-known fleets such 
as Contrans have recently been tak-
ing delivery of ProStar trucks featur-
ing this same powertrain.

As OEMs continue to espouse the 
benefits of vertical integration, inde-
pendent component manufacturers 
such as Cummins and Eaton have not 
sat idly by and watched demand for 
their products erode. 

They’ve been working more closely 
together than ever before to ensure 
they can deliver the benefits of inte-
gration, even as separate suppliers. 
The ISX15 with UltraShift Plus LSE is 
another example of this conjoining 
of expertise, and it’s one that seems 
right at home here in Canada. 

Challenger is running 10 of these trucks from Ontario to the West Coast in team operations.
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as “the canary in the coal mine” of his 
industry, saying “if they’re busy dig-
ging holes then we know the indus-
try going to be busy for a while – and 
the excavation workers are among the 
most optimistic about the future.”  

Growth brings challenges, of 
course, and Hochstein noted that one 
of his industry’s is – as with trucking 
– finding boots to put on the ground. 

“Ultimately (finding new work-
ers is) our job, not the government’s 
job,” he said, “and the industries  
need to figure out a way to market 
(themselves).” 

He suggested companies focus 
on job security and career develop-
ment instead of focusing only on the 
amount of money that can be earned. 

“Clearly, young people are inter-
ested in advancement and fulfill-
ment,” he said, noting that “in truck-
ing there’s fleet managers and safety 
managers and logistics people – that’s 
the goal – and you can sell people  
on that.” 

He also said that getting people to 
move where the work is – the north, 
for example – requires more than just 
offering big paycheques. 

“They also want to go where their 
friends are,” he said, suggesting a pro-
gram with the theme “come up north 
and bring a friend with you.” 

The final speaker was Peter Xotta, 
vice-president of planning and opera-
tions for Port Metro Vancouver. Xotta 
updated the assembled multitude on 
some of the port issues that affect the 
trucking industry on the Lower Main-
land, noting that “our job…is provi-
sion of capacity and I’m pleased to 
say with the leadership of the federal 
and, in particular, provincial govern-
ments with regard to highways in the 
last decade or so, I believe we’re really 
starting to build a foundation for your 
sector and others who rely on the Port 
to have a really significant long-term 
opportunity.”  

Xotta noted that $6 billion worth of 
investment will have been delivered 
by the end of 2014, including 17 road/
rail separations as well as new bridg-
es and highways, and he touched on 
the “Smart Fleet Strategy” – a three-
year plan designed to achieve “sup-
ply chain excellence” by targeting 
turnaround times at terminals and 
offering extended hours, as well as 
introducing a GPS program to help 
measure and monitor performance. 

When asked during the Q&A about 
the current moratorium on indepen-
dent operators accessing the Port, 
Xotta noted “that was introduced…as 
a means of encouraging a better bal-
ance between owner/operators and 
company-owned trucks. There’s been 
a generally held belief that there are 
too many trucks serving the amount 
of business that’s available and so that 
moratorium has remained in place.” 

He admitted they’re getting a lot of 
“attention” about that particular is-
sue, however, and said “I think part 
of the path forward will be answer-
ing the questions around (the mora-
torium). Is it fair? Should it remain in 
place? Should it be removed? Those 
are some of the changes that are be-

Industries across B.C. 
optimistic about the future
Continued from page 16 ing contemplated.” 

After the conference, the BCTA’s 
Yako said she was struck by how all 
the presenters talked about the great 
opportunities in the province, despite 
there being real risks and challenges, 
and she noted that one of the biggest 
challenges is perception. 

“Some people don’t understand 
how important it is to our economy 
and our province that we are capa-
ble of participating in trade,” she 
said. “It’s clearly something that’s 
not well understood by many people 
in our communities and it’s really 
important for people like (truckers) 
to be having those kinds of conver-
sations.” 
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By Edo Van Belkom

THE STORY SO FAR
Mark gets a nice gig shuttling the contents of a fac-
tory and warehouse from Montreal to Toronto. 
Among the trucks making the runs with Mark is a 
green rig with an off-colour door and fender that 
is driven by a team and making outstanding time 
between the two cities. At a stop in Montreal, Mark 
learns that the green International has done near-
ly three times as many loads as he has. That’s be-
cause there are three drivers in the truck and – af-
ter watching one of their circle checks – it’s obvious 
they are cutting as many corners as they can…

•
By the time Mark left Montreal, he had forgot-
ten all about the team driving the green Inter-
national and was worried only about himself 
getting to Toronto safely and on schedule. He’d 
heard from Bud and some of Bud’s other drivers 
that the provincial Ministry of Transportation, 
or MTO for short, would be doing an inspection 
blitz along the 401 all week long. Mark was of two 
minds about inspections. On the one hand they 
served a great service to the trucking industry by 
ensuring that trucks were safe and not a danger 
to their operators and other people sharing the 
roads. Of course, the MTO blitzes couldn’t check 
every truck in the province, but if the inspections 
were random enough and checked more than 
a token number of trucks, the checks provided 
a tangible reason for a driver to keep his truck 
safe and in good repair.  On the other hand, the 
blitzes themselves could be a pain in the seat. 
It never seemed to fail that a blitz occurred whenever 
Mark was running behind schedule or trying to make 
up for lost time. They also seemed to happen whenever 
Mark decided he could go another week before getting 
something fixed. Getting repairs done took time – not 
to mention, money – and like every other driver both 
those commodities always seemed in short supply. 

Sure enough, soon after Mark had passed Kingston, 
he was squeezed off the highway by a series of orange 
cones that led him right into a temporary inspection 
station outside of Odessa. He was confident his truck 
was in good shape and all of his paperwork was up to 
date, but he still hated the feeling he got in these situa-
tions. It was the same thing crossing the border into the 
US. Even though all the paper was good, and you had 
nothing to declare, there was always the chance that 
the officer dealing with you was having a bad day, or 
didn’t like the way you answered a question, or didn’t 
like the colour red. Mark knew in his heart that the of-
ficers doing the inspections were professionals with 
a job to do. They were also probably just as happy – if 
not happier – to find no violations with a truck than a 
truck with a laundry list of defects. Still, sometimes it 
sure felt like they were picking on you.

“Morning,” Mark said as he eased up to the point 
where the female officer wanted him to stop.

“Morning,” she responded. Then, without missing 
a beat, she said, “Driver’s licence, registration, CVOR, 
and insurance?”

Mark smiled and handed all of the documents over 
to her in a bundle. After glancing at his driver’s licence, 
she took it over to a nearby cruiser and where he passed 
Mark’s license through a card reader.  When she re-

turned, she handed Mark his licence and asked for 
his daily inspection report and copy of his inspection 
schedule. Mark gave those to her gladly, knowing he 
was all up to date. “And now I need your daily logbook 
for the past 14 days.”

“No problem,” Mark said. He climbed into Mother 
Load and grabbed two books, including his current 
logbook, which had recorded the past five days, and 
his previous book that showed the previous nine days 
in addition to the past few months. These she barely 
glanced at, probably since everything else he had given 
her was proper and up to date.

“Everything’s in good shape,” Mark said, as she set 
about doing her inspection of Mother Load and the box 
trailer behind her. 

“Uh-huh,” she responded with a tone of voice that told 
Mark she cared little for what he’d found out this morning 
and a lot about what she would find out right now. Mark 
was confident about Mother Load passing inspection, 
but he’d only been driving the trailer for a few hours and 
even though he’d done a full circle check before he’d left 
Montreal, in these situations something always popped 
up that you never saw coming.  After an uncomfortably 
long time looking at the trailer brakes, the officer pulled 
her head out from behind a tire and asked, “You inspect 
these brakes before you headed out?”

“Yes,” Mark answered. “Of course. Is there a problem?”
“One of your brakes is a quarter inch out of adjust-

ment. If you had a second one, I’d take the trailer off 
the road.”

Mark breathed a sigh of relief. He’d inspected the 
brakes fully in Montreal and they had looked fine. As 
well, the trailer was equipped with auto-slack adjusters, 

but that didn’t mean there couldn’t 
be a problem since automatic slack 
adjusters weren’t always so automat-
ic. After determining that the under-
side of the truck was satisfactory, the 
officer asked Mark to get up into the 
cab as she went around the rig check-
ing that all the lights were working, 
including the orange ABS indicator 
light at the rear of the trailer.

“All good?” Mark asked when she 
was done.

“Pretty much,” she said. “One brake 
slightly out of adjustment, and a head-
light out.” 

“What?”
“Yeah, on the driver’s side.”
“That must have just happened.”
“Sure it did.”
Obviously she didn’t believe him, 

but she’d probably heard it all from 
drivers over the years. “The head-
light’s not a critical item, so I’m issu-
ing you a repair verification form. This 
will give you two weeks to fix the prob-
lems and the form can be faxed into 
our offices.” She handed him a sheet 
of paper.  “That’s it?”

“Yup, you’re free to go.”
Mark took a deep breath, relieved 

that the inspection had taken less 
than 45 minutes and been so painless. 

“Thanks,” he said, taking the form 
from her. Then he asked, “How long 

is this blitz running?”
She looked at him, smiled and said, “I’m here all week 

– try the veal.”
At first Mark didn’t get it, then she laughed and he re-

alized that – despite what most truckers thought about 
MTO officers – she actually had a sense of humour.

“We’re up and down the 401 all week,” she said. 
“Westbound, eastbound, day and night, so...no, I don’t 
know where I’ll be tomorrow or the next day.”

“Maybe I’ll see you again, then.”
“If you get pulled over again, show the repair verifi-

cation form, it’ll help move you along.”
And with that she was onto another truck. As Mark 

pulled out of the inspection area and got back onto the 
401, he noticed a familiar sight in his rearview mirror. 
The green International was cruising westbound, obvi-
ously lucky enough to be passing the inspection when 
it was already full of trucks. Mark laughed under his 
breath. They might have won this round and avoided 
an inspection, but they would be making upwards of 
10 or 12 more trips over the next few days and they were 
bound to get stopped sooner or later.

 Mark just hoped he would be around to see it  
happen. 

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. Ill
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– Mark Dalton returns next month in the conclusion of 
Puttin’ on the blitz. 
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Just f lew back to civilization (and boy, 
are my arms tired!) from a week or 
so in Ontario, covering the Canadi-
an Car of the Year TestFest at Niagara 
Falls and, with my brother and sister-
in-law, visiting my Dad in Ottawa. 
And once again it hit home as I drove 
from Pearson to the Falls, to Ottawa 
and back to Pearson, just how great 
we have it here in the west.

Along the 401 and the QEW they 
have these big electronic signs over the 
highway, signs meant originally (prob-
ably) as ways of imparting traffic and 
road condition information to motor-
ists – if there’s a collision ahead, or a 
detour, or icing conditions, whatever. 
You know the type – big black electron-
ic beasts. Of course most of the time 
things are tickety boo on the road, so 
the signs have no reason to be lit. Ah, 
but in Mother Ontario they either feel 
the need to justify the signs’ expense or 
just to nanny-state Ontario drivers to 
death by displaying helpful messages 
advising, among other things, for us 
to be smart commuters by carpooling, 
or ensuring our child car seats are in-
stalled properly – that type of thing. I’ve 
also seen some of this in the west, but it 
doesn’t seem nearly as bad – yet, hence 
this cautionary tale. 

It’s stupid, annoying and unneces-
sary and – here’s the rub – it’s very dis-
tracting, especially when you’re trying 
not to bounce off oaf-driven vehicles 
in that high-traffic area.

Yeah, distracting. There’s a big push 
on now for distracted driving legisla-
tion in a variety of venues. Here in Al-
berta we have such things. For exam-
ple, we can’t use our cell phones but we 
can watch police using theirs. So it’s 
okay for the powers that be to distract 
us, we just can’t distract ourselves. Do 
as I say, not as I do. Hypocrites.

The problem isn’t distraction, it’s 
lousy drivers – and they’re every-
where. Ontario has more people than 
we do, of course, but while in the west 
we seem to have our share of stupid 
drivers, Ontario seems to have an ex-
tra heaping helping of recta as well. 
Not necessarily bad drivers, but igno-
ramuses who think they own the road.

It’s nice to be home!

In Memoriam
Sad news from Al Rosseker of the 
STA, who reports that the organiza-
tion’s training and compliance man-
ager, Glen Morrison, has died at age 
64, after a valiant battle with can-
cer. “Glen was diagnosed with the 
disease more than four years ago and 
had undergone a number of treat-

ments and procedures,” Rosseker 
said in a release. 

Glen joined the STA in 2006, af-
ter working in a variety of occupa-
tions with the agriculture and truck 
transport industries.  He also spent 
a number of years as an owner/man-
ager of Agro Tech Fertilizers, and he 
farmed as well. “During his time with 
the STA, Glen served as a driving in-
structor, curriculum developer, class-
room trainer and training & compli-
ance manager,” Rosseker said, noting 
that “he was instrumental in restruc-
turing some STA business lines and 
heading up the professional truck 
driving championships provincially 
and nationally.” 

Glen is survived by his wife, Bev, 
and her family; his children from a 
previous marriage; his parents and 
siblings. A memorial service was held 
on Oct. 18 at the Pense Town Hall.   
Obviously, Glen will be missed. 

Road Knight showcases 
trucking
From the AMTA comes word that 
more than 10,000 adult and high 
school career-seekers from Alberta’s 
capital city and its surrounding area 
turned out for a two-day Alberta Em-
ployment & Career Fair 2014, held at 
the Edmonton Expo Centre on Oct. 
3-4.  The event included guest speak-
ers and a wide variety of employers 
and industry sector representatives 
who provided invaluable insight into 
trucking industry careers, behind the 
wheel and “behind the scenes.”

The AMTA’s career information 
booth generated considerable inter-
est, according to Kay Flavelle, who 
was there with her Road Knight hus-
band Reg, of Reilly Transfer. “We 
were both losing our voices by the 
end,” said Kay. She and Reg talked 
with hundreds of folks, discussing 
the importance of the transporta-
tion industry and the multitude of 
rewarding career opportunities to be 
found here. Attendees also received 
take-home educational and career 
handouts, as well as keepsake items 
provided by AMTA. 

Speaking of Road 
Knights
The AMTA is looking to assemble a 
new team of Alberta’s finest (truck 
drivers, of course!) to join the Road 
Knights program for the 2015-2016 
season.  Road Knights are the in-
dustry’s ambassadors to the public, 
promoting road sharing and raising 

awareness – both of career oppor-
tunities and the vital nature of the 
trucking industry.  

If your company has a particular-
ly safe driver, one who exemplifies 
the best qualities of today’s profes-
sional truck driver, why not nom-
inate  him, her or it? Better do it 
quickly, though; nominations close 
on Dec. 1. 

You can get a nomination form and 
brochure on the AMTA’s Web site at 
www.amta.ca. 

An unabashedly 
successful bash
From Al Rosseker again – busy fel-
low, he – comes a report that this 
year’s STA Management Conference, 
AGM and Gala (presented by SGI & 
SGI Canada) was a record breaker. 
The bash, held at Saskatoon’s Hilton 
Garden Inn on Oct. 25, was one of 
the largest in recent years, surpass-
ing the 200 seat mark, according to 
Rosseker. He also said the event’s for-
mat seemed to hit the mark, with a 
number of people commenting that 
the event was “bang-on.” I guess 
the shooting contest went well. Talk 
about high-calibre events!

Rosseker paid special note to the 
team who pulled off the event, in-
cluding the STA’s Nicole Sinclair, Ce-
cilia Taylor and Nadine Witwicki, as 
well as the Board of Directors he said 
“stepped to the plate to buy tickets 
and sponsorships.”  

And, as usual, the Associate Trades 
Group stood strong. “An organiza-
tion like ours is only as good as the 
sum of its many parts,” Rosseker said.  
“On (the day of the event) those parts 
were running like a well-oiled pre-
2010 diesel engine! Thank you!”

The AGM saw the election of new 
board members as well. Congratula-
tions to Heather Day (C.S. Day Trans-
port), Brett Marcoux (AFI Distribu-
tion Group), and Ray Milne of RDK 
Transportation. As Rosseker said, 
“we all look forward to working with 
you as we enter our 78th year of op-
eration.” Thanks were also extended 
to (now retired) board member Har-
vey Stewart, of A&S Transport Ltd., 
Yorkton, for his decades of service to 
the STA Board.  

Anyway, if you missed it you have 
a chance to make good, but not till 
next year. So get out your 2015 cal-
endar and mark down Sept. 12. The 
event will be held in Regina to coin-
cide with the National Professional 
Truck Driving Championships, so it 
should be interesting and fun.

B.C. on the move
The BCTA is urging motor carriers 
and their employees, family mem-
bers and transportation contacts to 
get involved in the public consulta-
tion for the provincial government’s 
new 10-year transportation plan, 
called “B.C. on the Move.” The or-
ganization says it’s a golden oppor-
tunity to put commercial road trans-
portation needs front and centre in 
the province.

According to the BCTA, “the results 
of the B.C. on the Move consultation 
will set short, medium and long-term 
priorities for, among others, moving 
goods and people safely and reliably 
and growing B.C.’s economy as it re-
lates to transportation.

The government is collecting pub-
lic input via an online survey until 
Dec. 12, so head over to the survey 
(which you can find at http://en-
gage.gov.bc.ca/transportationplan/
regionalinfo/ – the survey link is near 
the top right of the page) and get in-
volved. Burn their ears!

The BCTA has a helpful page at its 
Web site, www.BCTrucking.com.

From Ice Roads to 
the doghouse
Kudos to the Winnipeg-based stars of 
Ice Road Truckers – Polar Industries 
– who are trying to help thousands of 
homeless northern canines. 
They’re hauling dog houses to help 
Nor way House A nimal Rescue 
(NHAR) after the organization sent 
out a plea for such shelters, which 
are needed before winter comes a-
roarin’ in.

The area, just north of Lake Winni-
peg, is estimated to have some 4000 
dogs, according to the Winnipeg Free 
Press, hundreds of which are strays. 

Polar Industries is going to take up 
the first load of dog houses and own-
er Mark Kohaykewych says they’ll 
keep transporting the things as space 
allows.  I guess you could say it’s dog-
gone nice of them. As if their job isn’t 
ruff enough! 

That’s it for this month. As always, feel 
free to fire me off an e-mail with any 
items, kudos, whines – whatever you 
think your industry peers need to see. 
You can reach me at jim@transporta-
tionmedia.ca and my inbox is always 
open and never full. Sometimes these 
pages are, however, so while we try to 
print all the stuff you send there’s just 
so much space in the magazine. See 
you next time!

38 
jim’s brayings

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