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By James Menzies
TORONTO, Ont. – What’s wrong 
with this picture: A pair of driv-
ers with distinct American accents 
openly discuss the trip ahead as 
they wait to pick up a load in Rex-
dale, Ont. destined for Richmond, 
B.C.? Or how about a team driver 
from Tennessee that admits over 
the CB he just dropped a load in 
Dorval, Que. and is headed to Van-
couver with a new load in tow? Or 
in Portage La Prairie, Man., where 
team drivers from a northern state 
talk of their regular run between 
Sault Ste. Marie, Ont. and B.C.?

Each of the cases described 
above, and others, have been 
brought to the attention of Truck 
West in recent weeks as Canadian 
drivers say they’ve noticed a recent 
increase in what appear to be Ca-
nadian immigration and cabotage 
law violations by US-based truck-
ing companies.

The most egregious case we’ve 
heard of involved a US team out of 
a northern state that told Canadi-
an driver Darla-Jean Wotherspoon 
they were hired specifically for a 
dedicated run within Canada. The 
team drivers, Wotherspoon recalls, 
said they cross empty into Canada 
at Sault Ste. Marie, do a switch with 
a solo driver at the Husky Truck 
Stop and then take that load to 
Richmond, B.C. where they pick 

Cabotage 
concerns

Continued on page 7

Are US carriers flouting 
Canadian cabotage law?

Continued on page 9

reaDy to roll: This truck belonging to Alan Warren of Montrose, P.E.I. and driven by Mike Ouellet took part in the 
support convoy in the New Brunswick version of the popular Convoy for a Cure. 

Convoy for a Cure rolls on

By James Menzies
CORNWALL, Ont. – In just their 
third year, the female-driven Con-
voy for a Cure truck convoys have 
already raised nearly a quarter 
million dollars for breast cancer 
programs. This year marked the 
best yet for the growing event, with 

well over 100 trucks taking part 
in five convoys and raising about 
$118,000 between them. 

The New Brunswick convoy 
raised the most money, with 35 
truck drivers contributing about 
$40,000. The original convoy in 
Cornwall, Ont. was again spear-

headed by Rachele Champagne, 
the founder of the event, and it 
included 45 trucks and raised 
nearly $20,000. For the first 
time, a second convoy was held 
in Ontario, including 35 trucks 
and raising $30,000. 
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Sometimes, all you need to hear is: 
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is formulated to reduce maintenance 
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complete cooling system protection.  

When you consider the value of using 

Delo ELC, you may find that the most 

important part of your engine isn’t  

a part at all, but the fluid that keeps 

it cool. Learn more about Delo ELC  

and The Delo® Performance Advantage 

online at www.deloperformance.com.
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Whether you own a single truck or a fleet of trucks, we recognize that you have to be highly skilled 

in a wide variety of jobs to grow your operation. Husky Energy is a Chevron Lubrication Marketer 

that does more than just provide Delo’s high quality lubrication products. We also provide solutions 

that help you improve the bottom line. Whether it’s providing technical expertise, performing oil 

analysis, helping with inventory management, or any other service, we’re always ready to help. Call 

us today to find out how you can get  The Delo® Performance Advantage™. You know trucking. We 

know lubrication.
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After dropping for three consecutive months, Class 8 sales rebounded by ever so slight a margin in
August with sales for the month coming in just a handful of units above the sales posted in July.
September saw a much more robust increase. Still there are many reasons motor carriers remain 
reticent to purchase new trucks. Despite close to 1,000 Canadian carrier bankruptcies and fleet size re-
ductions during the recession, there are still too many trucks chasing too little freight, at least in the LTL
sector. Pricing for trade-ins remains less than appealing and access to capital for new truck 
purchases remains limited. Fears the economy may be slowing and perhaps headed for a double-dip
recession are also contributing to hesitation to purchase.

During the first eight months of 2010, there were 13,684 trucks sold in the Canadian market. That’s a considerable improvement over last year but that’s about it. As Daimler North America’s
Martin Daum told the media during a briefing at the recent American Trucking Associations conference, “It’s good compared to last year. It’s lousy compared to everything else. We would not be
smiling if we didn’t have 2009 to match against.” Sales figures now are about 7,000 units below the five-year average.

International, the only truck manufacturer not to adopt SCR engine technology, has been 
experiencing a drop in market share in recent months, but it remains the market share
leader. As noted earlier both Freightliner and Kenworth posted higher sales for August and
September. International captured the market share crown in the Canadian Class 8 market
in 2009, ending up with a commanding 29% share of the market. It remains the market
leader this year with a 25% share. Kenworth has been the story of the year so far in 2010
and now enjoys a 20% market share, tied for second place with Freightliner.

Source: Canadian Motor Vehicle Manufacturers Association

Monthly Class 8 Sales - Sept 10

Class 8 Sales (YTD Sept 10) by Province and OEM

12 - Month Sales Trends Market Share Class 8 – Sept YTD

Historical Comparison - Sept 10 Sales

Historical Comparison - YTD Sept 10

OEM BC ALTA SASK MAN ONT QUE NB NS PEI NF CDA
Freightliner 180 279 156 128 1,182 452 239 117 8 9 2,750

Kenworth 264 804 127 164 561 766 94 0 0 0 2,780

Mack 43 56 58 47 417 134 42 18 0 1 816

International 167 359 59 166 1,549 842 145 90 10 71 3,458

Peterbilt 114 410 112 150 235 403 78 37 0 0 1,539

Sterling 23 42 15 2 8 43 0 0 0 0 133

Volvo 53 70 48 80 675 291 68 40 0 11 1,336

Western Star 131 222 35 21 177 146 53 76 0 11 872

TOTALS 975 2,242 610 758 4,804 3,077 719 378 18 103 13,684

OEM This Month Last Year

Freightliner 362 236

International 358 275

Kenworth 361 187

Mack 114 68

Peterbilt 181 138

Sterling 1 35

Volvo 245 88

Western Star 90 44

TOTALS 1712 1071

1,800

1,600

1,400

1,200

1,000

800

600

400

200

0

Sales

There were 1,712 Class 8 trucks sold in
September this year, continuing the pattern of
considerable sales increases over the previous
year. The sales total was also higher than the
September total back in 2001. Looking at
Canadian truck sales over the entire decade,
however, it’s clear there is little to be excited
about. The sales numbers are still far below
the five-year average with the N orth American
economy slowing down. It’s also interesting
that both Freightliner and Kenworth once again
posted higher sales this month than market
leader International.

October November December January February March April May June July August September
1,405 1,131 1,380 1,031 1,149 1,734 1,801 1,574 1,545 1,531 1,536 1,712
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YOU’LL BE SURPRISED BY SOME OF THE PARTS
THAT BENEFIT FROM DELO®.
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When is a motor oil more than just a motor oil? When it does such 

a good job minimizing wear and friction that it can actually improve 

your mileage, extend service intervals and increase the life of your 

equipment. Some of the largest, most advanced fleets have saved 

millions of dollars using Delo. Even if you only have a fleet of one, 

using Delo products formulated with ISOSYN® Technology can save 

you money. Taking advantage of the full line of Delo products could 

increase your fuel economy even more. 

To learn more about The Delo®

Performance Advantage™ visit us 

at www.deloperformance.com.
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Turning attention to the trailer
In the quest for improved fuel econ-
omy, it’s always best to pick the low-
est hanging fruit. But in many cases it 
seems the trailer is last to receive at-
tention. This despite the fact the two 
arguably most proven and effective 
fuel-saving technologies – low rolling 
resistance tires and side fairings – can 
both be applied to the trailer quite eas-
ily. When the US announced its much 
anticipated fuel economy targets for 
medium- and heavy-duty trucks last 
month (see story, pg. 24), trailers, cu-
riously, were not included.

Spec’ing aerodynamic trailers, or 
retrofitting existing trailers to become 
aerodynamic, seems like an obvious 
way to improve mpg. And it’s also a 
great way to proactively help with own-
er/operator retention when the widely 
feared driver shortage again rears its 
head in the not-too-distant future.

In conversation this month with 
Sean Graham, president of Freight 
Wing, I asked him if owner/operator-
driven fleets are investing in fairings 
to help improve the profitability of 
their O/Os. He said some progressive 
fleet are, in fact, using aerodynamic 
fairings as a driver retention tool for 
owner/ops.

“I have worked with some owner/
operator fleets that have been pretty 
progressive and have come to us want-
ing to implement aerodynamic trail-
ers simply as a driver benefit,” Gra-
ham says.

Greg Decker is a rare breed of 
owner/operator who can see the val-
ue in technological investments with 
a proven track record of saving fuel. 
He shelled out nearly $5,000 for a set 
of trailer fairings but is on pace to re-
cover that investment in only a year. 
Trailer fairings represent a great – yet 
often overlooked – opportunity to low-
er operating costs if you’re an owner/
operator with your own trailer. 

Most fleets already know this – you 
see evidence of it every day along Ca-
nadian highways. And now there’s 
more good news when it comes to trail-
er aerodynamics. Just the other day I 
received a package from the Ontar-
io Ministry of Transportation stating 
the recently passed Bill 68, the Open 
for Business Act will include amend-
ments to the Highway Traffic Act to 
adjust the province’s vehicle dimen-
sions to allow for boat tails. These rear 
fairings will be permitted to extend up 
to 61 cm from the rear of the trailer 
and will not count as part of a vehi-
cle’s overall length, according to the 
MTO. One manufac-
turer of these devices 
says they can reduce 
fuel consumption by 
as much as 6%.

Finally, something 
comes out of Queen’s 
Park that’s worthy of 
applause. 

Also on the subject 
of aerodynamic trail-
ers, you may want 
to check out a new 
company that you 
may not have heard 
of. SmartTruck has 
an interesting look-
ing trailer under-tray 
system that can be 
used as an alterna-
tive to side fairings. 
This may be useful 
if you’re still having 
problems with dam-
age or snow and ice 

accumulation with traditional skirts.
The under-tray system can save 

fuel by as much as 10% according 
to SmartTruck. The system is EPA 
SmartWay-certified and has received 
rave reviews from companies includ-
ing Con-way Truckload and PepsiCo. 
For more info, visit www.SmartTruck-
Brands.com.

The lowly van trailer seems to have 
shed its image as just a box on wheels 
and is now being seen as a lucrative op-
portunity to reduce fuel consumption 
and lower operating costs. If you’re 
not looking at how your trailers can 
be made more efficient, what are you 
waiting for? n

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

Time to kill the sacred cow
In this month’s issue you will read 
about the US introducing its first 
national standards to reduce green-
house gas (GHG) emissions and im-
prove fuel efficiency for trucks. Just 
as I warned in my column It’s time 
to face reality a few months ago, the 
US government is done with skirting 
around this issue. The US Environ-
mental Protection Agency (EPA) and 
the Department of Transportation’s 
National Highway Traffic Safety Ad-
ministration (NHTSA) division are 
calling for an improvement in over-
all operating efficiency on Class 8 
long-haul vehicles of up to 20% by 
2018, using 2010 as a baseline. Expect 
Canada to follow suit – we almost al-
ways do.

Heavy truck engines will have to 
be tweaked to contribute a 3% im-
provement in fuel consumption by 
2014, but the remaining gains in effi-
ciency will have to be found through 
decreased tire rolling resistance, 
lower tare weights, reduced idling 
and one thing some drivers won’t be 
happy about: improved aerodynam-
ics. That’s right, more of those “slip-
pery” trucks as some of you like to 
call them.

If the high fuel prices we saw ear-
lier this decade and the low rates we 
are seeing now were not enough to 
kill the classic long-nose convention-
al, over the next decade this legisla-

tion certainly will. This classic de-
sign, which is the hands down choice 
of many owner/operators (and com-
pany drivers if they could convince 
management to get into one) used 
to account for 25% of Class 8 sales 
back in 2000 but has now dropped 
to less than 6% of the North Ameri-
can market. 

But that’s a very vocal 6%, as I 
found out this year after penning 
a couple of columns predicting the 
end of the long-nose conventional 
in our industry. The folks that drive 
them just don’t want to let them go. 
Many have bought into the image of a 
long-haul trucker as being behind the 
wheel of this classic design. And they 
were not too happy when I suggested 
they should perhaps think otherwise. 
I’m still getting angry calls.

Well, folks, this new legislation is a 
sharp dose of reality. The long-nose 
conventional is doomed. It really is 
the dinosaur everyone outside North 
America thinks it to be, and will not 
make it past the next decade without 
significant redesign. But don’t take 
my word for it, read what Automotive 

– Lou Smyrlis can be reached by 
phone at (416) 510-6881 or by  
e-mail at lou@TransportationMe-
dia.ca. You can also follow him on  
Twitter at Twitter.com/LouSmyrlis.
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The view
with Lou
LOU SMyRLIS

Editorial 
Comment
JAMeS MeNzIeS

World had to say in a recent article: 
“Those iconic flat-fronted, long-bon-
neted heavy trucks, often dripping 
with chrome, which are beloved of 
many North American drivers and 
other transport traditionalists, are set 
to be outlawed by US fuel efficiency/
CO2 emission standards.” 

Or listen to what  Bill Kozek, gen-
eral manager of Paccar’s Kenworth 
division, believes: He told the Amer-
ican Trucking Associations recently  
that ‘long and tall cowboy trucks will 
go away,’ citing as an example his own 
company’s W900 tractor. Why? Be-
cause their aerodynamic drag would 
incur unacceptable penalties under 
the new CO2/fuel-efficiency rules.

The outward appearance of the tra-
ditional long-nose conventional has 
not changed much since the 1950s; it’s 
too much of a sacred cow. As a result 
they are heavier, carry less payload, 
and suck up more fuel. 

Killing this sacred cow has noth-
ing to do with disrespect for image or 
tradition. It has everything to do with 
coming up with an efficient design 
most likely to give fleets and owner/
operators a chance to improve their 
bottom lines. And at the end of the 
day, that’s what smart business deci-
sions should be about. n
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in brief

An episode of trucknews.com’s weekly WebTV show, Transportation 
Matters, has won the Best Video award at the second annual Canadian 
Online Publishing Awards. The winning video was DriveTest Strike 
Continues, which originally aired on Nov. 26 at the height of the 
DriveTest strike and focused on the work stoppage’s affect on the truck-
ing industry, combining compelling strike footage with on-site interviews.

The win was the second for Transportation Matters at the COPAs, 
having already won Best Video at the inaugural awards ceremony last 
year. Transportation Matters episodes Going Long and Fun at Fergus were 
also nominated in the Best Video category this year.

Trucknews.com’s other nominations included a nod for Best Overall 
Web site (magazine) for Trucknews.com itself, and one for Best E-newslet-
ter for executive editor James Menzies’ bi-weekly installment of Hooked 
Up. The awards program, produced by Masthead magazine, recognizes 
excellence in online editorial and innovation by Canadian magazine, 
newspaper, broadcast and Web site publishers.

Entries were judged in three divisions: the Red Division for custom, 
religious, and public association Web sites; the Blue Division, for  
business-to-business, professional association, farm, and scholarly 
Web sites; and new for 2010, the Green Division for daily and weekly 
newspapers and sites produced by broadcasters. Trucknews.com competes 
in the Blue Division. n

Behind the headlines Canada posts best 
OOS rate during 
Brake Safety Week
WASHINGTON, D.C. – Cana-
dian drivers have bested their 
neighbours to the south once 
again with a superior out-of-ser-
vice rate during Brake Safety 
Week, held across North America 
Sept. 12-18.

According to officials from the 
Commercial Vehicle Safety Al-
liance, historically, out-of-ser-
vice (OOS) rates have been lower 
in Canada than in the US during 
Brake Safety Week. 

In 2010, the trend stayed con-
stant with 13.7% vehicles in the US 
placed OOS for brake adjustments 
compared to 10.3% in Canada. 

Canada also reported a signif-
icant drop in the OOS rates for 
brakes in 2010 (4.4%) versus 2009 
(6.5%). n

New B.C. inspection 
station now open
PRINCE GEORGE, B.C. – A 
new, state-of-the-art, commer-
cial vehicle inspection station and 
Weigh-in-Motion weigh scale is 
now open to truck traffic in B.C. 
The station – officially named the 
Red Rock Inspection Station – is 
located on Highway 97 south of 
Prince George.

“The completion of the Red 
Rock Inspection Station is another 
important milestone in our work 
along the Cariboo Connector,” 
said Transportation and Infra-
structure Minister Shirley Bond. 
“We’ve put in place the latest tech-
nology to ensure truck traffic flows 
as efficiently as possible along the 
route, and we’ve also made safe-
ty improvements to the highway 
that will benefit commercial traf-
fic and the residents of Red Rock 
and area.”

The Red Rock Inspection Sta-
tion is the third station in B.C. to 
use Weigh-in-Motion technolo-
gy, which can remotely weigh and 
measure commercial vehicles for 
compliance at highway speeds. 
It is also the northern anchor of 
the province’s Weigh2GoBC ini-
tiative, a network of nine intel-
ligent inspection stations along 
B.C. highways.

“B.C. is a leader in the use of 
technology to support the trucking 
industry,” said Paul Landry, presi-
dent and CEO of the B.C. Truck-
ing Association. “Carriers who 
participate in the Weigh2GoBC 
program are seeing demonstrable 
savings of time and fuel, which is 
good for the economy, a benefit to 
the environment, and important to 
their bottom lines.”      

The new commercial vehicle 
inspection station is located on 
Highway 97 at the community of 
Red Rock. The facility is a centre 
median scale servicing both north-
bound and southbound commer-
cial traffic. As part of this initia-
tive, more than 15 lane kilometres 
of Highway 97 and local side roads 
were reconstructed. n
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canada

The Alberta Convoy for a Cure 
featured nine trucks and raised 
about $15,000 and the US version 
of the event in Texas included 15 
trucks and raised about $13,000.

There’s already talk of a sec-
ond US convoy next year, covering 
Michigan and Ohio, Champagne 
told Truck West. 

The event is also becoming more 
inclusive of the less fair of the 
sexes. Most events now include a 
‘support convoy,’ offering men the 
opportunity to participate.

“I met a driver a couple months 
ago whose wife had passed away 
from breast cancer and he said he 
would really love to participate in 
this,” Champagne said. “So we de-
cided to create the support convoy. 
The top three guys raised pretty 
much as much money as the top 
three women.”

And the men were no less enthu-
siastic than any of the ladies when 
it came to decking their trucks out 
in pink, Champagne pointed out. 
Also new this year at the original 
Convoy for a Cure in Cornwall was 
a lead vehicle of another type. A 
limousine carrying eight breast 
cancer survivors led the way, key-
note speaker Anna Capobianco 
Skipworth (aka Anna Banana) 
among them.

“We had a limo leading the con-
voy carrying the most precious 
cargo of all, the breast cancer sur-
vivors,” said Champagne.

Perhaps one of the kindest ges-

tures came from a professional 
driver not directly connected with 
the Convoy for a Cure. This year, 
Champagne’s employer Norman-
din Transport provided a specially 
designed reefer trailer that’s sure 
to raise the event’s profile as it 
criss-crosses North America year-
round. The day before the Con-
voy, they presented Champagne 
with the trailer and had the de-
cals ready to apply to her tractor. 
However, it just wouldn’t look 
right to pull the white and pink 
trailer behind an older blue Ken-
worth T2000.

Normandin has about 300 trucks 
but only a handful of new Ken-
worth T660s are white. With lit-

tle time to spare, fleet manager 
Danielle Normandin checked to 
see if any of the white trucks were 
nearby. All but one were out on 
the road. Long-time Normandin 
driver Normand Boulet was at 
home with his two-year-old Ken-
worth T660, a truck he loved dear-
ly and had been slowly dressing up 
with about $600 worth of chrome  
accessories.

When he got the call from Nor-
mandin, Boulet immediately of-
fered to permanently swap rides 
with Champagne, downgrading to 
an older blue T2000. He rushed 
right over to the yard, cleaned out 
his truck and helped Champagne 
move into her new ride. Cham-

pagne was touched.
“Not all drivers would have 

done that,” she says. “He loved 
that truck. Every couple weeks he 
would buy a new piece of chrome 
and he left it all on there. Just the 
fact he came down on his day off, 
came down to the yard, emptied 
his truck, cleaned out the whole 
truck and helped me with my 
stuff…”

Boulet has been told he’s in line 
to receive a new T660 when one 
becomes available. In the waning 
hours of the eve of the Convoy, the 
pink decals were applied. No de-
tail was overlooked, even the ‘Fire 
Extinguisher Inside’ and Cham-
pagne’s handle ‘Cocotte’ (a French 
term of endearment, like ‘sweetie’ 
or ‘hon’) were re-lettered in pink.

The white and pink T660 and 
Great Dane reefer trailer will con-
tinue to raise awareness of the 
campaign year-round, helping en-
sure that next year’s event is even 
bigger and more successful.

The unique fundraiser is gain-
ing a lot of attention, especially 
when the cheques are written and 
handed off to the Canadian and 
American Breast Cancer Founda-
tions. Per capita, there’s no other 
event like it.

“If you look at the number of 
participants we have, it averag-
es between $500 and $1,000 per 
participant,” Champagne said. 
“For such a small community of 
female truckers, I think we do 
amazing.” n

Convoy for a Cure-themed tractor-trailer to travel year-round
Continued from page 1

full-time ride: Convoy for a Cure founder Rachele Champagne now has a 
specially designed tractor-trailer to drive year-round to help raise awareness.
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THIS MONTH’S CROSSWORD PUZZLE

Answ
ers on page 24

TN-85 July ©
 2010 M

. Jackson

Across
  1. With 9-Across, December 24th teamster
  4. A Kenworth sleeper model
  8. Brand on Xpeditor ACX trucks
  9. See 1-Across clue
10. Fruit pictured on Georgia plates
11. Cab-top noisemaker (3,4)
12. Used-truck transaction
14. Fast-lane manoeuvres
18. Common cab-paint damage
20. Syrup-sap source
22. State at I-95’s northern end
23. Driver’s downtime, perhaps
24. Smokey’s radar-gun target
25. Brief traffic stoppage (3,2)

Try it online at www.trucknews.com

Down
  1. Driver’s assistant
  2. US crash-test agency, briefly (1,1,1,1,1)
  3. Breathalyzer target
  4. Crash-activated four-wheeler component
  5. NASCAR or CASCAR driver
  6. Truck-washer’s leather
  7. Winnipeg-based carrier
13. Regularly scheduled maintenance
15. Driver’s seat appendage, often
16. Accelerate (5,2)
17. Welcome truck-stop facility, sometimes
18. Big rigs
19. Tire’s outer circumferential layer
21.  J. Cash’s Cadillac song, “One ____ at a 

Time”

THE  SELLING USED-OIL 
FURNACE OF ALL TIME

NUMBER ONE

Escalating energy costs make your used-oil more 
valuable than ever before. On-site recycling can 
drastically reduce your energy costs while 
immediately increasing your cash flow. 

www.deonsupply.com 
1-800-824-4115

DSI Installation and After Sales Support
will ensure maximum savings for years to come

INSIDE THE RED BOX 
What you see makes it a Clean Burn. What you 
don’t see makes it “burn clean.” Our patented 
Clean Burn heat exchanger provides you with 
more heat from less oil. Only “The Red Box” 
includes  250 percent more surface area for greater 
heat transfer than any typical blast tube. The result: 
More heat per gallon of oil. 

The #1 Waste Oil Furnace 
In Customer SatisfactionTM

border

up another load for return to the 
Soo. That team then drops its re-
turn load with a solo driver in Sault 
Ste. Marie and heads back across 
the border to enjoy their time off, 
Wotherspoon claims.

“They had been working for this 
company for four to six weeks and 
hadn’t done any loads in the States 
at all,” she recalled. 

Truck West asked the company in 
question about the accusations and 
was assured no such activity ever 
took place. The company won’t be 
named, since the allegations have 
not been proven.

“We can assure you that the sce-
nario you’ve described has never 
occurred, nor will it,” a compa-
ny spokesperson said, suggesting 
“unfounded speculation” and “ru-
mours” may be resulting from the 
company’s successful bid on a large 
piece of business from a Canadian 
small-pack shipper.

The company in question recent-
ly advertised eye-popping signing 
bonuses for Canadian teams, and 
Wotherspoon speculates they may 
not have been able to keep up with 
the demands of the new business 
using existing Canadian drivers.

“I can’t say they’re planning on 
continuing this for a long period 
of time,” she said. “I’d say they 
have no choice but to do it until 
they have a Canadian base of driv-
ers to handle this freight. A lot of 
this freight is team freight and it 
requires quite a bit to do it, espe-
cially with the Christmas rush com-
ing up.”

Complaints of cabotage and im-
migration violations and lax en-
forcement by Canadian officials 
can hardly be chalked up as base-
less CB chatter amongst drivers. 
Several fleet executives Truck 
West spoke to all agreed there’s 
little doubt US carriers are using 
US drivers and equipment to haul 
freight within Canada.

“I, and others, may have been na-
ive in thinking it didn’t occur (in 
the past) or that if it did occur, it 

was in the event of an equipment 
breakdown or that type of thing,” 
said one prominent Canadian 
fleet executive, who asked not to 
be named.

“We know for a fact there are 
carriers that are not adhering to 
current cabotage law,” said anoth-
er, who also requested anonymity 
to avoid reprisal from shippers who 
may be enabling the activity. “We 
have drivers reporting this activity 

to us many times a week and they 
are concerned and upset about the 
lack of attention and enforcement 
being paid to it, particularly on the 
Canadian front. We see US-plated 
equipment moving domestic freight 
from east to west across Canada ev-
ery single day.”

Reports of US carriers flouting 
Canadian cabotage rules have been 
common enough that the Canadi-
an Trucking Alliance (CTA) has 
sought, and received, interpreta-
tion from Canada Border Services 
Agency (CBSA) on specific exam-
ples of apparent violations. 

“As a general rule, only Cana-
dian truck drivers operating Ca-
nadian vehicles (conveyances) can 
engage in point to point transpor-
tation of domestic goods within 
Canada,” the CBSA confirmed 
to CTA. But there are exceptions. 
“With that being said tariff num-
ber 9801.10.10.00 and 9801.10.30.00 
both allow the use of foreign con-
veyances, trailers and semi-trailers 
in the transportation of goods from 
one point in Canada to another 
point in Canada where that trans-
portation is incidental to the inter-
national traffic of the goods…If a 
carrier enters Canada loaded at the 
Detroit-Windsor crossing with less 
than a full inward load destined for 

Montreal; domestic goods could be 
picked up at Hamilton for delivery 
to Cobourg since this move would 
be incidental to the international 
trip. However, on the same trip it 
would be unacceptable to carry do-
mestic goods to Sudbury, Ont. or 
locales which would divert substan-
tially from the international trip.”

Welcome to the murky world of 
cabotage, where there are a mil-
lion rules and nearly as many ex-

ceptions to those rules. But based 
on CBSA’s interpretation of the 
rules, none of the examples Truck 
West has heard about would qualify 
as “incidental to the international 
traffic of the goods.” 

Whether US-based carriers don’t 
fully understand the rules or are 
willfully disregarding them is sub-
ject for debate. In speaking with 
US drivers, Wotherspoon feels they 
are not aware of the rules while she 
asserts the companies they work for 
most certainly are.

“They (the carriers) know 
damned well what they’re doing is 
illegal,” she said. 

Gordon Baird, a full-time driver 
out of Kingston, Ont. said he has 

confronted US drivers hauling Ca-
nadian loads from point to point 
within Canada on the CB as well as 
at truck stops and shippers’ yards. 
Most recently, he said he chatted 
on the CB with a US team that 
said they had delivered a load they 
picked up in Toronto to a shipper 
in Dorval and from there they were 
heading to Vancouver with another 
load.

“I explained to them that’s cabo-
tage, it’s the same thing as interstat-
ing in the US and they didn’t real-
ize that,” Baird recalled. “I don’t 
have a problem with them operat-
ing up here as long as they have 
Canadian drivers.”

So dismayed are some Canadian 
drivers about lax enforcement of 
Canadian cabotage rules that they 
are sharing information and gath-
ering evidence in an unprecedented 
manner. Some are taking invento-
ry of US-plated tractors and trail-
ers seen at shippers’ yards as well 
as equipment that appears to be 
waiting for switches in places like 
Blind River and Sault Ste. Marie, 
Ont. Others are filing complaints 
with CBSA’s Border Watch hotline 
and some drivers working for dif-
ferent companies are even work-
ing together by sharing informa-
tion and reference numbers so any 
evidence is consolidated in one file.

All this raises the question of 
whether cabotage rules need to 
be relaxed or eliminated in both 

Continued on page 10

Continued from page 1

Canadian drivers say they’re encountering US drivers hauling Canadian domestic loads

‘They (the carriers) know damned well what 
they’re doing is illegal.’ 

Darla-Jean Wotherspoon

pg 01, 07,10 tw dec v2.indd   9 10/11/10   3:56 PM

http://www.trucknews.com
http://www.deonsupply.com


Page 10 TRUCK WEST December 2010

CHANGE OF ADDRESS ONLY

Western Canada’s Trucking Newspaper and Equipment Buyer’s Guide

SUBSCRIBE
NOW! MOVING?

REQUALIFY!
Send us your new address

in writing on this form.

Visa No
Mastercard No
Amex No
Expiry Date
Signature Date

Serial # from code line on mailing label

1 1 4

DO YOU WISH
TO RECEIVE OR
(CONTINUE TO

RECEIVE)

� YES      � NO

Signature

Date

CLIP and MAIL

With

Payment to

12 Concorde Place,
Suite 800,

Toronto, Ontario
M3C 4J2

TODAY!

Company ___________________________________________________________________________________________

Name ________________________________________________Title___________________________________________

Address ____________________________________________________________________________________________

City ________________________________________________________________________________________________

Province ______________________________________Postal Code___________________________________________

Telephone: (      ) __________________________________ Fax: (      )___________________________________________

E-Mail ___________________________________________________

1) How many vehicles are based at or controlled from 
this location? Please indicate quantities by type:

— No. of Straight Trucks _____ No. of Trailers
_____ No. of Buses

— No. of Truck-Tractors _____ No. of Off-Road Vehicles

2) Does this location operate, control or administer one
or more vehicles in any of the following Gross Vehicle
Weight (GVW) categories? Please check YES or NO:

14,969 kg. & over (33,001 lbs. & over)... � YES � NO
11,794-14,968 kg. (26.001-33,000 lbs.). � YES � NO
8,846-11,793 kg. (19,501-26,000 lbs.)... � YES � NO
4,536-8,845 kg. (10,000-19,500 lbs.)..... � YES � NO
Under 4,536 kg. (10,000 lbs.)................ � YES � NO

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

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

5) Indicate your PRIMARY type of business by checking
ONLY ONE of the following:
a) � For Hire/Contract Trucking (hauling for others)
b) � Lease/Rental
c) � Food Production / Distribution / Beverages
d) � Farming
e) � Government (Fed., Prov., Local)
f) � Public Utility (electric, gas, telephone)
g) � Construction / Mining / Sand & Gravel
h) � Petroleum / Dry Bulk / Chemicals / Tank
i) � Manufacturing / Processing
ji) � Retail
jii) � Wholesale
k) � Logging / Lumber
b) � Bus Transportation
m) � Other (Please specify) _______________________

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

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

PLEASE ANSWER THE FOLLOWING QUESTIONS

Canada USA Foreign Charge Card Cheque Enclosed
$ $ $

1 Year 41.28 99.95 99.95
(38.95 + 2.33 GST)

2 Years 65.66
(61.95 + 3.71 GST)

NB, NS & NF Add 14% HST to Price / Quebec Residents Add QST (7.5%) To Total

SUBSCRIBE
NOW!READING SOMEONE

ELSE’S COPY?
Have your own!

GET YOUR
PAPER

border

countries, a view that’s held by 
some fleets here in Canada and 
even by some south of the bor-
der. At the Ontario Trucking As-
sociation’s (OTA) 2007 conven-
tion, Ray Kuntz, then-chair of the 
American Trucking Associations 
made the bold claim that it may 
be time to permit the free move-
ment of goods in Canada and the 
US, as it’s the next logical step in 
improving efficiencies for trans-
porters on both sides of the bor-
der. However, Kuntz, CEO of Mon-
tana-based Watkins and Shepard 
Trucking, prefaced his remarks by 
saying the opinion was his own, and 
not necessarily reflective of ATA’s 
position.

“It won’t be popular but it’s time 
to start looking outside the box,” 
he said at the time. CTA chief Da-
vid Bradley agrees it may be time 

to revisit current cabotage rules. 
“CTA and, I believe, the Cana-

dian government, has long favoured 
a more open cabotage situation in 
North America. However, this is 
not something Canada can do uni-
laterally. Unfortunately, the politi-
cal climate in the United States has 
not been conducive to making the 
necessary changes,” Bradley said. 
Exactly who stands to benefit the 
most from such an arrangement is 
difficult to say. Canadian carriers, 
for the most part, are already bor-
der-savvy and would no doubt wel-
come unfettered access to a market 
10 times the size of their own. But 
on the other hand, it would take lit-
tle effort for US fleets to serve the 
vast majority of the Canadian mar-
ket, since it’s been said about 75% 
of the Canadian population resides 
within 100 miles of the US border.

One thing’s for sure, carriers on 

both sides of the border would like 
to see a relaxing of the rules as they 
relate to the repositioning of empty 
trailers. Carriers are shelling out a 
lot of money and burning a lot of 
unnecessary fuel by bobtailing and 
contracting third-party carriers to 
reposition empties.

“Such archaic laws seem out of 
place in today’s world where the 
North American supply chain 
needs to be as efficient and pro-
ductive as it can be to compete with 
supply chains in other parts of the 
world, where the North American 
industry is facing a severe driver 
shortage and where all modes are 
being challenged to reduce their 
carbon footprint,” Bradley said. 

Bison Transport has been crit-
ical of the current rules when it 
come to repositioning equipment. 
Vice-president of operations Rob 
Penner says the company pays 

about $40,000 per month to hire 
US carriers to run its empty trail-
ers about 30,000 unpaid miles for 
repositioning purposes.

“As the laws stand today, when 
we have a truck destined to the US 
going to a shipper that does not live 
unload, we have to bobtail to that 
shipper even though we may have 
an empty trailer sitting at our deliv-
ery point,” he explains. “We either 
have to hire a US carrier to move 
our empty trailer to the next ship-
ping location or we bobtail another 
truck into that location to pick up 
our empty trailer at which point we 
have to find a shipper to live load 
the equipment to exit the country.”

Penner, however, said he doesn’t 
favour the complete removal  
of cabotage laws in Canada and 
the US.

“We understand the need for 
countries to protect employment 
and would not support a wide open 
interstate environment where car-
riers and foreign drivers can move 
unimpeded on either side of the 
border,” he said. “With that said, we 
definitely believe carriers should 
be allowed to reposition their own 
equipment, unladen, from point to 
point in a foreign country.”

Whether cabotage rules in both 
Canada and the US are due to be 
reworked, scrapped altogether or 
left unchanged, everyone can agree 
on one thing, that the rules need to 
be applied equally on both sides of 
the border.  Baird said it would be 
unfathomable for a Canadian car-
rier to make point to point deliver-
ies in the US with Canadian drivers 
and equipment. They’d be put out 
of business and lose their authority 
to operate in the US, he said, “so 
why is the Canadian government 
allowing them to do that?”

Drivers with evidence of carri-
ers and drivers who are violating 
Canadian immigration and cabo-
tage laws can call Border Watch 
at 888-502-9060. They can also 
report it to a CBSA investigation 
unit; a list of locations is avail-
able at www.cbsa-asfc.gc.ca. n

Are Canadian cabotage rules being fully enforced?
Continued from page 9

CSA, economy 
top US trucking 
concerns
PHOENIX, Ari. – CSA 2010 and 
the slow economic recovery are the 
top concerns of US fleet executives, 
according to an annual survey con-
ducted by the American Transpor-
tation Research Institute (ATRI).

Each year, the ATRI compiles a list 
of the US for-hire trucking industry’s 
top 10 concerns, based on a survey 
of more than 4,000 fleet executives. 
The Top Industry Issues report also 
includes recommendations on how to 
address each of those concerns.

This year’s list marked the debut 
of CSA 2010 as an issue of concern. 
It placed second while the economy 
ranked first. Government regulation 
occupied position three. And the 
driver shortage, which disappeared 
from the list during the recession 
has returned to the top 10.

“ATRI’s annual survey gives us a 
clear roadmap of the strategies we 
collectively need to pursue as an in-
dustry,” said ATA chairman Tommy 
Hodges.  The complete survey can be 
found at www.atri-online.org. n
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About five years ago, Canada Reve-
nue Agency began denying expense 
deductions for owner/operators using 
the “simplified method” to calculate 
meal expenses. Instead, CRA said 
actual receipts showing the amount 
of the meal purchased are the only 
acceptable way to support the claim.

CRA said only employees whose 
main job is long-haul trucking are en-
titled to use the simplified method to 
calculate their meal expenses. The 
simplified method is based on a flat 
rate of $17 per meal, to a maximum 
of three meals a day, with no receipts 
necessary. The logbook is sufficient 
proof to verify a driver’s away-from-
home time.

Owner/operators are not employ-
ees, they’re independent business-
people.

The meal deduction issue is one 
reason we’re seeing more owner/op-
erators incorporate and become em-
ployees of their own business. They 
are accepting a more complex filing 
process for the tax advantages of cre-
ating a corporate entity that’s separate 
from their personal finances.

From a meal-expense standpoint, 
these advantages are getting bigger 
every year. CRA will increase the 
meal claim percentage for long-haul 
drivers from 75% in 2010 to 80% in 
2011. An owner/operator who can use 
the simplified method can save sub-

stantially and eliminate the hassle of 
keeping receipts for each individual 
meal away from home. 

Let’s look at the numbers. 
If you’re away from home five days 

a week and 50 weeks a year in 2011, 
your maximum meal claim would be 
$10,200 (50 weeks times $51 times 
80%). What’s the total dollar value of 
meal receipts you think you’ll collect 
next year? There’s no way it’s even 
close. You could be paying $2,500 to 
$3,500 more in tax by not incorporat-
ing and claiming meals this safe and 
proven way. 

Some sole proprietors use the sim-
plified method to claim meals anyway 
and hope to not get caught. But the 
risk is huge. A meal claim of this size 
getting denied will surely lead to big 
reassessments. 

Those of you looking to push  
the envelope a little may want to re-
consider paying yourself a travel  
allowance or per diem. Once again, 
this is only for incorporated owner/
operators.

A per diem paid to you by your 
corporation is a tax-free benefit. You 

don’t report it as income on your per-
sonal return. As a truck driver on the 
road 50 weeks a year, it can really add 
up. Let’s say your company policy on 
meal and travel expense reimburse-
ment is $80 per day. That could put 
as much as $400 a week – $20,000 a 
year – into your pocket tax-free.

You can reduce your taxable in-
come. You would have to earn ap-
proximately $24,000 in gross salary 
to net $20,000 take-home pay. If your 
household budget requires you to 
bring $40,000 or more into the home, 
you can lower your taxable income 
from salary or dividends and make up 
the difference with the non-taxable 
travel and meal allowance.

Your corporation would save 
payroll-related expenses (CPP, EI, 
WSIB) because it would pay you less 
taxable income even though the net 
amount you take home – salary plus 
per diem – would be the same.

Like any other strategy designed to 
reduce your tax obligation, you need 
to take steps to ensure that your ac-
tions will stand up in case of an audit. 
For example:

• The per diem amount must be 
reasonable. Is $80 reasonable? That’s 
for you to judge, but it’s the standard 
our own federal government uses to 
compensate civil service employees 
for travel expenses. A CRA audi-

tor or a scientist with Environment  
Canada may not be away from home 
250 days a year like you are, but the 
same principle (and per diem amount) 
applies.

• There should be policies and 
procedures for expenses. Your cor-
poration should require you to com-
plete travel expense forms and submit 
them in order for the allowance to be 
paid. You need to be diligent about 
following these procedures and not 
just write cheques to yourself or take 
cash for allowances. A proper paper 
trail will prevent CRA from poking 
a hole in this strategy.

If you have employees other than 
yourself, you must pay the same al-
lowance to all who qualify. It cannot 
be just for you. Cutting your taxable 
income in this manner could save you 
thousands of dollars in tax each year. 
If your accountant tells you incorpo-
rating does not have any advantages 
or benefits for you, give me a call to 
get the real answer. n

– Scott Taylor is vice-president of TFS 
Group, a Waterloo, Ont., company 
that provides accounting, fuel tax re-
porting, and other business services 
for truck fleets and owner/operators. 
For information, visit www.tfsgroup.
com or call 800-461-5970.

tax talk

Tax Talk
Scott taylor

Meal deduction rates make 2011 a year to incorporate

Constructive 
Dialogue
ron Singer

Last month, I discussed how to 
best prepare your equipment for 
the winter season. This month, I’ll 
go into that in some more detail, fo-
cusing on how to avoid downtime 
when the snow flies.

During winter, make sure your 
fuel and hydraulic tanks are kept 
as full as possible, especially if you 
park your truck inside the shop. 
This will prevent condensation 
from building up in your tanks, 
causing water particles to form 
ice crystals that can clog your fuel 
lines and cause your engine to stop  
running.

You may want to look into adding 
a fuel conditioner to your fuel at the 
recommended ratio. The fuel con-
ditioner can prevent your fuel from 
gelling in your tanks and fuel lines. 
It’s also designed to lubricate your 
fuel system and all its components.

If you park your truck in the 
shop, make sure you add a small 
amount of brake line anti-freeze in 
your main compressor line (a maxi-
mum of half an ounce to an ounce). 
This will prevent air crystals from 
forming in the air system and air 
valves from freezing up.

Make sure you drain all air tanks 
during every post-trip inspection 
to remove any moisture that’s built 
up in your air system. Do not use 
methyl hydrate in your air system, 
as it will create a white residue and 
cause your air valves to gum up 
with sludge.

Make sure you plug in your pan 
and block heater at least six hours 
before you want to start your truck. 
You should plug your truck in when 
it’s -5 C or colder.

When staring your truck in cold 

weather, press the clutch pedal be-
fore starting your engine. This will 
allow your engine to turn over eas-
ier with less cranking amps.

Make sure you don’t move the 
truck until heat comes out of the 
heater. Cover the rad during warm-
up to ensure the anti-freeze cir-
culates through the engine ther-
mostats. This will prevent the 
anti-freeze from gelling in your rad.

When your truck is ready to go, 
move your truck from side to side to 
get a good view of all your tires and 
to make sure they are all turning – 
both on the truck and the trailer. 

Make sure your air pressure is at 
110 psi and not falling or failing to 
build air pressure.

If you have a wheel that’s locked 
up and your air pressure is slow to 
build, your air system is likely fro-
zen up. If it is a truck wheel, you 
will need to remove the main com-
pressor air line at the compressor 
and pour half an ounce to an ounce 
of brake line anti-freeze down the 
air line. Make sure the anti-freeze 
doesn’t leak out of the line before 
you refasten the compressor line.

Undynamite your brakes on the 
truck and trailer and apply the foot 
brake with 40 lbs of pressure for 
20 seconds and then release the 
brakes. Repeat this cycle until your 
air pressure builds up to 110 lbs of 
pressure on the required tire. If air 
pressure does not build up, you may 

have to repeat the cycle until the 
system thaws out. It may take a few 
minutes to thaw.

If it’s a trailer wheel that’s not 
turning, put a half-ounce to an 
ounce of brake line fluid in the 
service line of your trailer. Reat-
tach the service line, then apply 
the trailer brakes in the same way 
as you did with the truck brakes. 
Make sure you undynamite your 
trailer brakes during this process.

If you still have a wheel that’s not 
turning, you likely have a brake 
shoe frozen to your brake drum. 
Jack up the wheel and turn the 
wheel while applying heat with a 
torch. Heat the drum evenly and 
don’t get it any hotter than it takes 
to thaw the ice between the drum 
and the shoe. Do not hit the wheel, 
rim or drum with a hammer – you 
may damage the components.

To prevent your brake shoes from 
freezing to your brake drums, do 
not apply your maximum truck and 
trailer brakes until your wheels 
have cooled down to a tempera-
ture that won’t melt the snow or 
ice around your brake shoes and 
drums.

It’s a good idea to make a small 
rut under your tires when you stop 
to prevent your truck from rolling 
forward or backward. That way 
you can wait to let your brakes and 
drums cool down before you dyna-
mite your brakes.

When you leave the yard, always 
take the time to warm up your 
drivetrain slowly. Start slow, so your 
drivetrain, engine, tires and wheels 
have time to warm up.

Pay special attention to all the 
gauges to ensure everything heats 

up slow and steady. If the heat 
spikes on any one of them, you 
may have a problem. Get out of 
the truck and check the heat with 
your hand to ensure you don’t have 
a faulty gauge. 

It is a good rule of thumb to jump 
out of your truck in a safe place, just 
after warm-up to check under your 
tires and trailers for leaks. Check 
the wheel nuts and the axles with 
your hands to make sure no compo-
nents have excess heat. The whole 
process should only take a couple 
minutes, just enough time to get a 
cup of coffee to go.

Then do an en-route inspection 
every 100 miles or so. Pay spe-
cial attention to your tires, wheel  
nuts for tightness, check for fluid 
leaks or any excess heat. Just get 
into a routine of always checking 
components.

Remember to also watch your 
speed, slow down to safe speeds 
when travelling over frost heaves, 
bridge decks, railroad crossings and 
pot holes. The colder the tempera-
tures, the more brittle your equip-
ment becomes, increasing the risk 
of breakdown or equipment failure 
on the road.

I hope you’ve found these tips 
helpful. Spending a little extra 
time on preventive maintenance 
will save you time and money on 
the road. n

opinion

– Ron Singer is owner of Ron Sing-
er Truck Lines and president of the 
Alberta Construction Trucking 
Association. He can be reached 
at 403-244-4487 or by e-mail at 
ronsing@telus.net. ACTA’s Web 
site is www.myacta.ca.

Preventative maintenance is extra important in winter

pg 11 tw dec v1.indd   11 11/11/10   11:29 AM

http://www.tfsgroup.com
mailto:ronsing@telus.net
http://www.myacta.ca


Page 12 TRUCK WEST December 2010

If you’re wondering what’s on the 
minds of trucking company execu-
tives these days, “driver shortage” 
is back on the list of what’s keep-
ing them awake at night. Carriers 
who were asked by the American 
Transportation Research Institute 
(ATRI) to outline their top con-
cerns ranked it number five. Other 
fleet bosses believe we’re in a crisis 
situation, facing a shortage of un-
precedented proportions. 

With the exception of the past 
couple of years when the reces-
sion pushed it into the background, 
trucking has been citing “driver 
shortage” as a critical issue for de-
cades, so what’s got the top dogs so 
riled up this time? 

They cite increased freight de-
mand and anticipated changes to 
the US hours-of-service that could 
shorten driving time, and some  
say that CSA 2010 could have a 
“catastrophic” impact by making 
as many as 200,000 current drivers 
unemployable. 

ATRI also asked industry lead-
ers what their proposed strategies 
are for dealing with the issues, and 
to my mind, what carriers say about 
their plans for fixing the problems 
provides some insight into why some 
issues remain on the list, year in and 
year out.

The top strategies for dealing with 
the driver shortage this time around 
are to: evaluate the competitiveness 
of driver pay and benefits to bet-
ter compete with other professions; 
address quality of life concerns by 
developing programs that advance 
work-life balance; and engage in 

high-profile marketing and recruit-
ing efforts to get more people inter-
ested in the industry. 

Sounds good so far. The first two 
– addressing driver pay/benefits and 
work-life balance – are pretty high 
on the list of just about every driver 
out there too. In fact, “better mon-
ey” and “better benefits” remain the 
top reasons why close to 85% of Ca-
nadian drivers would switch carri-
ers, according to a recent driver sat-
isfaction survey.

So, where’s the money? I haven’t 
talked to too many drivers late-
ly who’ve been offered a raise. Of 
course, carriers don’t actually say 
they’re going to pay drivers more 
– they’re just going to evaluate pay 
and benefits in other sectors. But 
here’s what really gets me: they sin-
gle out the construction industry, 
which is, in their eyes, their biggest 
competitor for jobs. A seeming-
ly innocuous point, perhaps, but it 
speaks volumes about where some 
carriers’ heads are when it comes to 
understanding why they might have 
trouble filling their seats with good 
drivers.  

Trucking’s competition is decid-
edly not a single industry sector. 
Almost every sector of the econo-
my is facing shortages as the pop-
ulation of the industrialized world 
grows older, and peoples’ attitudes 

and expectations toward jobs and 
work change. 

We have a handful of enlightened 
carriers in this country who are bril-
liant when it comes to dealing with 
their human resources, but by and 
large, I think trucking is slow to tru-
ly understand how profound an im-
pact demographic changes have on 
our industry. And that’s hampering 
their ability to attract, motivate, and 
retain good employees.

For example, we’re in the unique 
position in Canada of having four 
generations in the workforce at the 
same time, and each of these gen-
erations has different attitudes and 
values with respect to work and life.

Good employers – trucking com-
panies included – need to under-
stand what workers from each of 
these groups want from a job, what 
they want from their boss, what the 
consequences are if the organiza-
tion doesn’t deliver. 

Work-life balance issues are – and 
have been for ages – a significant 
concern for truck drivers, and if the 
light is finally coming on for carri-
ers, well, hallelujah.

The National Study on Balanc-
ing Work, Family and Lifestyle, 
a ground-breaking 2009 study on 
work-life issues commissioned by 
Health Canada, examines myths 
surrounding work-life conflict. 
One of these is that helping work-
ers find work-life balance is some-
thing “nice” employers do for their 
employees, and has little to do with 
the bottom line. 

Not so. People who can’t balance 
work and life have lower levels of 

job satisfaction, they’re less commit-
ted to their organizations, and less 
loyal. They report higher job stress 
and they’re more likely to be absent 
– just not show up – at the desk or 
at the loading dock. Only recently 
have experts been able to put a dol-
lar figure to all of this; just the in-
cremental increase in absenteeism 
because of not being able to balance 
costs Canadian companies over $4 
billion a year in direct costs.

Understanding how imbalance 
manifests itself in truck drivers, 
then aggressively seeking ways to 
improve the quality of life for com-
mercial drivers, is not only a key 
recruitment and retention strategy 
(as the ATRI respondents see it), it 
makes sound business sense. 

The fact that carriers are final-
ly looking at driver pay and bene-
fits, as well as quality of life issues, 
as possible strategies for attracting 
people to the job is encouraging. A 
supportive work environment, a de-
cent wage, and a good work-life bal-
ance: these are the kinds of things 
that are going to attract people into 
the industry. 

But unless they get the first two 
right, the third strategy – high pro-
file marketing and recruiting – will 
be all for naught. A glitzy adver-
tising campaign might successful-
ly lure individuals into the industry 
before they choose alternate career 
paths, but if the job doesn’t mea-
sure up, they simply won’t stay, and 
“driver shortage” will be back on 
the list next year too.  n

– Joanne Ritchie is executive direc-
tor of OBAC. Are you coming un-
balanced? E-mail her at jritchie@
obac.ca or call toll free 888-794-
9990.

Finding a work-life balance that works

December already. Can you believe 
it? As another year draws to a close, 
many of us will be taking stock of 
the past year and planning for the 
next. 

I visited the DriveTest facility here 
in London the other day and there 
was a tractor-trailer parked in front 
of the building along with a group 
of three drivers waiting to take their 
road tests. I couldn’t help but won-
der what their expectations regard-
ing their new career may be? 

Who will orient them in their new 
careers? Will they receive ongoing 
training? How will they be treated 
in the first few months? The first 
few years? 

Where will they be 10 years from 
now? Will they even make it past the 
first year? I certainly asked myself 
those questions 12 years ago. 

Changing careers in mid-life is a 
traumatic experience. That expe-
rience has helped me to recognize 
that we never know exactly where 
our individual paths will lead us in 
this life. 

Sometimes the years lay ahead of 
us like a strip of prairie highway on 
a clear day. At other times that same 
road is covered in a thick fog blind-
ing us to the opportunities and pit-
falls that lay ahead. 

As a 25-year-old, I never envi-
sioned myself as a long-haul truck 
driver at age 50. So as I close out an-

other calendar year and move for-
ward into my 51st, it’s a great time to 
look at where I have been and where 
I am heading within the industry.

The big question is, can I make 
any long-term plans for the future 
in this day and age? 

The idea of working for one com-
pany for a lifetime is no longer in 
the cards. 

That was my expectation back in 
the 70s; a long and rewarding career 
with the same company, a comfort-
able ‘middle class’ life, followed by 
a comfortable retirement. Unfor-
tunately I never took into account 
the fact that nothing in this life is  
permanent.

The best thing that ever happened 
to me is that my life was turned up-
side down in 1998 – although I did 
not think that it was such a good 
thing at the time. 

The career I had planned through 
to retirement was over and I was left 
scrambling to find a new career, a 
new income, a new lifestyle. 

That’s the school of hard knocks. 
I graduated from that school into 
the trucking industry bringing along 

with me the knowledge that change 
is imminent and the pace of that 
change is exponential as we move 
into the future.

So in the fall of 1998 I entered 
truck driving school and started my 
first job in the late winter of 1999. 
Trucking still possessed elements of 
the Wild West at that time. 

Business was booming, drivers 
were in great demand, and the mon-
ey was flowing pretty freely. Log-
books were a reality, but not a focus, 
and I was taught how to “manage” 
my book. 

It was all about how many miles 
you could run in a week when I first 
started and the gravy train was nev-
er going to end. I always remember 
this line from my first year: “There’s 
the ministry way and then there’s 
the industry way.” As I said above, 
change is imminent.

In the last 10 years I have expe-
rienced a huge shift in attitude and 
behaviour within the industry. I be-
lieve all of the changes we are seeing 
such as CSA 2010, the move toward 
mandating EOBRs, changes to HoS 
rules, and the move towards focus-
ing on a driver’s quality of life issues 
(health, fitness, home time, etc.) are 
driven by that shift in attitude. 

That attitude shift is one towards 
safety and compliance on the part of 
enforcement agencies and carriers 
but too often it has been presented 

to me at the end of a big stick and 
I have rarely been presented with a 
carrot that is worth chasing. 

In other words, they’re saying 
change your behaviour or I’ll pun-
ish you. 

A ticket, an audit, a new disciplin-
ary plan, and so on.

Performance on the job is about 
job skills 15% of the time and about 
attitude, or behaviour, 85% of the 
time. 

When it comes to adapting to 
change and modifying our behav-
iour, we all respond much better to 
the carrot than we do to the stick. I 
believe carriers are quickly waking 
up to this fact and the next 10 years 
have the potential to be very positive 
from a driver’s perspective. 

We have to play our part by  
communicating and criticizing  
constructively. 

A driver’s behaviour, attitude, and 
overall performance is by no means 
the sole responsibility of the carrier.

I’m ready for the new year  
and looking forward to it. How 
about you? n

– Al Goodhall has been a profes-
sional long-haul driver since 1998. 
He shares his experiences via his 
'Over the Road' blog at http://truck-
ingacrosscanada.blogspot.com. You 
can also follow him on Twitter at 
Twitter.com/AlGoodhall.

Taking stock of the past year and preparing for the year ahead

opinion
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drivers, but also dispatch and oth-
er positions, and certainly that’s a 
good career path and there are lots 
of opportunities.” 

Truxpo 2010 saw a dozen exhib-
itors recognized for the creativity 
of their booths. The show’s Exhibi-
tor Display Awards went to: Best  
Large Space Display, Ocean Trail-
er; Best Outside Display, Econo-
Pro (Shadow Lines); Best Medium 
Display, Groeneveld CPL Systems; 
and Best Small Display, Lubecore  
International.

With Truxpo 2010 receding in 
her rearview mirror, Nicol is al-
ready looking down the road to-
ward the 2012 version. Assuming 
that the much-hyped Mayan “end of 
the world” calendar scenario turns 
out to be as overblown as the Y2K 
disaster was, Nicol promises Trux-
po 2012 will once again showcase  
the latest in trucks, trailers and 
equipment. 

By Jim Bray
ABBOTSFORD, B.C. – The quan-
tity of Truxpo 2010 attendees may 
have been a tad off, but organizers 
came away pleased with this year’s 
version of the British Columbia 
Trucking Association’s biennial 
bash anyway. 

“Attendance was down slightly 
from the previous show,” admits Mi-
chele Nicol, Truxpo show manager 
and the BCTA’s director of busi-
ness operations. “However, many 
exhibitors noted that the quality of 
attendees was very high and consis-
tent with previous shows.” 

Attendees ran the gamut, from 
transportation company owners and 
managers, owner/operators, compa-
ny drivers, safety and maintenance 
managers and interested “civilians” 
who turned out to feast their eyes on 
the latest equipment and maybe get 
a head start on a career.

Unlike shows produced by show 
management or media companies, 
Truxpo is the BCTA’s baby from 
womb to tomb, from conception 
through execution and the eventu-
al teardown. 

“We’re one of the few truck 
shows that are managed by an as-
sociation,” Nicol says. The organi-
zation has been producing the trade 
fair since 1988, holding it initially 
at the Convention Centre in down-
town Vancouver before moving the 
whole shebang to its current digs 
about four years later. 

“It’s a great location,” Nicol says 
of Abbotsford’s Tradex complex 
nestled beside the city’s airport with 
Washington State’s stately Mount 
Baker prominent in the background. 
“There are a lot of industry people 
in the Fraser Valley and this side of 
the Lower Mainland. It didn’t work 
as well to bring people to downtown 
Vancouver,” she adds.

Truxpo is primarily a trade show 
for the industry, but the public is 
welcomed for the Friday and Sat-
urday sessions. Nicol says such rub-
berneckers come from across B.C. 
as well as from Washington State 
and Alberta. 

“We have people come in who are 
looking for career information and 
others who just want to know more 
about the industry,” she says.

While admission at the door is a 
relative pittance – $5 per person or 
$10 per family – the BCTA encour-
ages people to pre-register for free 
and Nicol says most do. “We ask 
them to provide us with their busi-
ness contact information, so if ex-
hibitors want to follow up with them 
they can.”

And while attendance may have 
been down slightly this year, the 
show was sold out as far as exhibitor 
space is concerned, and they were a 
wide-ranging bunch as far as their 
wares and their home bases were 
concerned. 

The 2008 show featured a defi-
nite environmental theme, but this 
year’s was less specific. One thread 
that wound through the proceed-
ings, however, was “human resourc-
es” – as evidenced not only by HR-
related exhibitors, but also by some 
motor carrier companies which Ni-
col says were actively recruiting on 
the show floor. 

“They’re looking for additional 
staff at all levels,” she says. “Not just 

“We hope people who are inter-
ested in purchasing or looking at 
equipment –  and also ones look-
ing for a career in the industry – will 
check us out and see what we’re all 
about,” she says.

Nicol says Truxpo has a very high 
percentage of returning exhibitors, 
“Especially the major truck and 
trailer manufacturers, the major 
equipment suppliers and service 
providers,” but that doesn’t mean 
newbies’ displays end up shoved into 
a corner. “We certainly have booth 
space, especially smaller booth 
space, that’s available every year to 
new exhibitors,” Nicol says. 

Her advice for companies who’d 
like to get involved in Truxpo 2012 
is to be proactive. “If they get in 
touch with us a year out from the 
show, really by the end of 2011,” she 
says, “we’ll  have our initial booth 
allocation on a lottery basis.” 

What happens is that they gather 

together all the requests for booths 
received from new and returning ex-
hibitors – starting with the returning 
exhibitors, Nicol says – then “pull 
the names from a barrel and set the 
show floor, that way.” 

Nicol says they’ve had people lit-
erally come onto the show floor as 
the show has opened, asking for 
booth space, “But we’ve been sold 
out, so we encourage them to con-
tact us early.” n

Truxpo 2010 brings latest gadgets and gear to Abbotsford
british columbia

it’s a wrap: Show organizer Mi-
chele Nicol was pleased with this 
year’s event.  Photo by Jim Bray
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B.C.’s trucking head hitting the road
By Jim Bray

LANGLEY, B.C. – The British Co-
lumbia Trucking Association is look-
ing for a new leader.

Paul Landry, president and CEO of 
the organization for nearly 17 years, 
announced in September that he’d be 
stepping down from his position no lat-
er than the end of June, 2011. His de-
parture leaves the organization with a 
large set of shoes to fill. 

Not that his feet are excessively 
large, of course, but his accomplish-
ments prompted BCTA chairman 
Murray Scadeng to report that “Paul’s 
contribution to the ongoing success 
of BCTA is well-known to all of our 
members.” 

Landry’s mandate upon being hired 
was not only to broaden the organiza-
tion’s base of carriers and give lead-
ership on a broad range of policy 
issues, but also to establish the asso-
ciation as a credible and respected ad-
vocate for the trucking industry with 
governments, media and the public. 
As if that weren’t enough, he was also 
tasked with securing the BCTA’s fi-
nancial future. 

And it appears that Landry rose to 
the challenge. 

“In every way, he’s delivered,” says 
Scadeng. 

Landry brought years of govern-
ment and transportation industry ex-
perience to the BCTA when he joined 
in May of 1994. “It’s all been trans-
portation-related,” he says, “except for 
about six months with the Bureau of 
Intellectual Property in 1973.”

The Ottawa-raised Landry snagged 
his first government gig with the Ca-
nadian Transport Commission in 
1968, sandwiching his new duties as a  
messenger between high school and 
university. 

“I filled the water jugs in the Com-
missioners’ board room,” he says, “and 
made sure they had sharp pencils and 
clean pads of paper – literally.” 

Landry’s duties at the Bureau of 
Intellectual Property – better known 
as the patent office – were in the Re-
search Division, looking at the rela-
tionship between patent laws and in-
vestments in pharmaceuticals. 

“The argument at the time was 
that if we have strong patent laws,” he 
says, “then companies would feel con-
fident that their investments wouldn’t 
be washed away through knock-offs 
and generic drugs.”

He eventually joined the flow of 
easterners heading west, spending 
many years in Saskatchewan as ei-
ther a regulator for the Highway Traf-
fic Board or working for the Ministry 
of Highways. He also ran Saskatche-
wan Government Insurance’s Traffic 
Safety Services department before the 
BCTA recruited him and he moved to 
the Lower Mainland of B.C.

Not surprisingly, Landry has seen 
a lot of challenges during his tenure 
with the BCTA, one of the biggest  
of which he says was helping extricate 
the industry from excessive economic 
regulation. 

“B.C. was one of the last provinces 
to withdraw from entry and rate con-
trols,” he says, “and I was very for-
tunate that there was really the will  
within the industry to move away from 
such an antiquated system.” 

Back then, Landry says, the govern-
ment controlled not only who was in-
volved in truck transportation, but how 

big a particular fleet could be.  
“If you had 10 trucks and your cus-

tomers needed you to have 12,” he re-
members, “you had to go and apply 
for permission to bring on two more 
trucks. That application would be pub-
lished and anyone who disagreed with 
the application or with your intentions 
would have full opportunity to oppose 
and if government felt that there was a 
substantial issue there, they could ac-
tually hold a public hearing.”

Carriers also had to file their rates, 
which became a matter of public re-
cord, and Landry says “you had to 
adhere to those rates, so you couldn’t 

discount – and if fuel went up you’d 
have to request permission from the 
government to apply a fuel surcharge.” 
He says that, in the context of thou-
sands and thousands of carriers, “I 
can’t think of a greater waste of both 
industry’s and government’s time.”

The system had been in place  
for decades when Landry showed up 
and he credits the NDP government 
of the time for making the changes 
necessary. 

“I think it would have happened in-
evitably,” he admits, however. “You 
can’t be the last jurisdiction in North 
America operating like that.”

Once the BCTA had helped nudge 
the government into lightening up on 
the business of regulating, the next 
challenge was to get rid of the special 
plates. 

“Every carrier in British Columbia 
was paying $100 every year for every 
truck,” Landry says. “So we pointed 
out that they shouldn’t continue charg-
ing for a plate that was used in con-
junction with a regulatory system that 
no longer existed.” 

It took another year and a half or 
so to get rid of the plates, he notes, but 
“It was about a $10 million win for our 
industry.” 

There have been other battles, of 
course. 

“There’ve been so many policy ini-
tiatives,” Landry says. “I should prob-
ably walk around with a list.” 

He says that hardly a year goes by 
that the organization doesn’t prevent 
something not-so-good from hap-
pening to the industry or “we make 
something good happen to the indus-
try.” Landry estimates that at any giv-
en point in time the BCTA has some 
20 or 30 files being pursued actively 
– some of which end up having influ-
ence far beyond the borders of British 
Columbia.

This year, for example, “We had the 
US federal government drop a require-
ment for Canadian insurance compa-
nies to align themselves with Ameri-
can insurance companies” he says, “in 
order to allow Canadian carriers to  
operate into the US.” 

Calling it a totally unnecessary ex-
pense, Landry says it meant Canadi-
an insurers had to pay an American 
insurance company to basically be a 
front for them, despite the fact that 
“ICBC’s financial wherewithal and 
soundness was much greater than the 
company they were paying.” 

The US government was, in effect, 
saying it didn’t trust the Canadian in-
surers to pay the bills if there was a 
claim in the Land of the Free, “a silly 
proposition when it comes to an or-
ganization like ICBC,” he says. “Of 
course they’re going to fulfill their  
 requirements.” 

Landry says the BCTA approached 
ICBC a few years ago with a request 
that something be done about the situ-

moving on: Long-time BCTA president Paul Landry is stepping down next 
year after a fruitful career representing the industry.  Photo by Jim Bray

Continued on page 18
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       Pay Packages 

    for serious 
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Excellent Pay Package
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Paid Layovers 
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• Carriers
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• Trucks
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• Driver Payments
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• Export to QuickBooks

Setup
• Company Setup
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• Configure Database
• Maintenance Type
• License Tool 
• Product Support
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BCTA leader planning return to 
public service after retirement
ation, and eventually ended up work-
ing with the Canadian Transportation 
Agency and the Canadian embassy in 
Washington. 

“And low and behold, four or five 
years later, it’s done,” he says. “And it 
helps carriers who were paying $500 
per fleet per year just to put the rub-
ber on the road in the US – apply 
that to maybe 5,000 or 10,000 carri-
ers crossing the border and that’s a 
lot of money.”

The new regimen affects all of Can-
ada, Landry says, but “BCTA identi-
fied the problem, identified the solu-
tion and basically were really persistent 
in terms of getting the job done.” 

The last few years have been par-
ticularly challenging for the industry, 
and Landry thinks that even though 
there are signs of recovery it is still in 
a fragile state. 

“We continue to lose smaller carri-
ers as a result of the current rate situ-
ation,” he says, noting that “business 
is still down.” 

He contends we’ve seen the bottom, 
however, and that things are starting 
to recover. 

“I’m confident that we’re on the re-
bound. Rates are starting to firm up a 
little bit and I wouldn’t be surprised if 
in a year or a year-and-a-half we have 
a capacity problem in the sense that 
there won’t be enough trucks to han-
dle it.”

That will bring other challenges, 
such as with human resources and car-
riers’ abilities to find qualified drivers. 

“As other sectors in our economy re-
cover,” he says, “the demand for quali-
fied labour will increase and we’ll be 
back to where we were four or five 
years ago where you just couldn’t find 
good drivers.” He says the challenge of 
finding qualified drivers will be made 
worse by demographic issues as the 
driving population gets increasingly 
close to retirement. 

“Those old-timers, the silverbacks 
in the industry,” Landry says, “are re-
ally what keep the wheels turning and 
we’re really going to miss them and 
have to find a way to replace them fair-
ly quickly.”

Landry says he’s told anyone 
who’ll listen that the BCTA is the 
best job he’s ever had and wishes 
most other people could have the 
same kind of working experience. 
He recalls the most satisfying thing 
about his years with the BCTA as 
working with “a really fantastic 
board and executive committee. 
And the staff I’ve had the pleasure 
of working with are very qualified, 
very committed.” 

He also cites the members them-
selves, though he admits to wishing 
there were a lot more of them. 

“I can’t tell you how many mem-
bers have been with the BCTA for 
30, 40, 50 years,” he says. “It’s incred-
ible. They’re there when times are 
good, they’re there when times are 
not so good. Often, they don’t ask 
for very much, but they’re very, very 
supportive.”

Regrets? There’ve been a few. 
Landry says his biggest disappoint-
ment is that, instead of the BCTA rep-
resenting thousands of fleets, it repre-
sents only about 800 currently. 

“It’s not for want of trying, but we’ve 

just never gotten there,” he says. “It’s 
kind of the flipside of what I described 
in the type of support we have from 
our members. There are so many com-
panies that don’t get involved with 
their provincial association – this isn’t 
just a B.C. thing – or with the Cana-
dian Trucking Alliance.” 

Landry says the BCTA and other 
organizations “punch well above our 
weight” in getting the job done, but 
“so many companies are completely 
oblivious to the work we do, why it is 
that things happen that benefit them. 
And, of course, they wouldn’t know 
about the things that never hurt them 
because we stopped them before they 
got out of hand – bad regulations, bad 
taxes.” 

Trucking associations, he says, are 
very effective, but their resources are 
limited because so many companies 
are just staying away, enjoying the ben-
efits without making a contribution. 
He gets the impression that some car-
riers think the BCTA is just sniffing 
around for money, which isn’t the case. 

“They have no idea,” he says. “It’s 
about being there to help us with deci-
sion-making, policy-making. We need 
to know what they feel about issues. 
We need to hear from them.” 

Landry says he’s persuaded that “we 
could be one of the biggest single ef-
fective lobby groups in Canada if we 
had the full weight of the industry be-
hind us.” 

Looking ahead, Landry says he 
would like to see more shippers 
work in partnership with trucking 
companies. 

“We need to find a way for ship-
pers to respect and understand the 
investments that are being made and 
the kind of rates that support that.” 
There are many good shippers, he 
says, but getting commitments to 
partnerships with their carriers is 
an ongoing challenge.

While he may be on the verge of 
retiring from the BCTA, Landry has 
no plans to fade away. He’s interest-
ed in pursuing transportation policy, 
trucking safety and the environment 
and hopes to work mostly with gov-
ernments, crown corporations and 
the like. 

“My sense is that there are a lot of 
public organizations that have an im-
pact on trucking,” he says, “and that 
are honestly trying to do a good job but 
which sometimes just don’t fully un-
derstand the trucking industry. Maybe 
I can be a bridge of sorts.”

His vision of rubbing shoulders with 
politicians doesn’t mean Landry’s 
ready to pull up stakes and move to 
Victoria from Langley. 

“Oh, Heavens no! I like where I live; 
it’s a great spot.” One reason is the rea-
sonable proximity to his daughter, two 
sons and grandchild-and-a-half.

If Landry’s future unfolds as he 
envisions, and he claims to have 
a few irons in the fire already, the 
BCTA will be the last “job” he has. 
“I’m looking forward to part-time, 
less demanding – not necessarily less 
challenging in an intellectual sense, 
but less demanding in a temporal 
sense – opportunities.”

Basically, Landry says, he’s planning 
a return to the public service he left so 
many years ago, his goal being to help 
make the world a better place. n

Continued from page 17
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EnerMAX Services has immediate openings for 
Class 1 & 3 (or equivalent) Drivers in all West Central 
Alberta branches for oilfield fluid hauling 

Full Benefit Package, Quarterly Safety Bonuses, Year Round  
Employment, Opportunity to earn in excess of $80,000/year. 

Please fax resume to Bob Chaffee at 780-622-3212  
or email bchaffee@enermaxservices.com.

www.enermaxservices.com

For years, my wife has been ask-
ing me if I’d like a GPS for Christ-
mas? My response has always 
been to gracefully decline. 

I know Toronto “like the back 
of my hand” and I rarely get to hit 
the open road. To me, the “open 
road” has consisted of the week-
end trip to the family cottage, 
hardly reason to make the invest-
ment when you’ve travelled every 
variation of the route for the past 
45 years.

As fate would have it, last 
Christmas my wife made an exec-
utive decision and bought me one.

At first I thought it was cool 
hearing some lady tell me to turn 
left or right. I’d even turn it on for 
my daily commute of seven min-
utes. Like a little kid with a new 
toy, I’d purposely miss an exit just 
to hear her announce that she was 
“Recalculating.”

I think it took me about three 
days to discover the mute button. 
Talk about annoying. Who in the 
hell did she think she was, tell-
ing me how to get around town? 
I have a wife for that! (Did I say 
that)?

Anyway, just as I predicted, it 
wound up in the glove box and was 
forgotten.

Recently, I had cause to dust 
her off. We were off on vacation, 
driving east for a two-week road 
trip. At first she handled every-
thing great. On long stretches you 
wouldn’t hear a beep out of her. 

Need to eat? Get gas? She was 
happy to offer up the closest res-
taurant or gas station. Time to 
change the oil? This way to Mr. 
Lube.

Just as I was being converted, 
she let me down. Apparently, she 
calculates routes using the short-
est distance. That’s fine and dandy 
until she sends you down a little-
used gravel road in the middle of 
nowhere. 

I drove for about 15 minutes, 
thinking it had to get better. When 
I saw the road disappear into a 
river I knew it was time to make 
a u-turn. 

Then I read about the lady who 
wound up in a marsh because her 
GPS told her to make a turn where 
there wasn’t a road. And the cou-
ple who were lost for three days 
in Oregon, thanks to directions 
from their GPS.

The technology isn’t perfect. 
Every once in a while it makes 
mistakes and every once in a while 
it’s okay to get a second opinion. 
Even if it is from your spouse! n

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

Rob Wilkins

Publisher’s 
Comment

opinion

(Reluctantly) giving GPS a chance
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new products

By James Menzies
ALLENTOWN, Pa. – It looks 
like an I-Shift, it pulls like an I-
Shift and it seems to have the IQ 
of an I-Shift – just don’t call it 
an I-Shift. Mack’s new mDrive 
automated manual transmission 
(AMT) is a spin-off of Volvo’s 
popular, 12-speed auto gearbox 
that was introduced to North 
America in 2006, and there are 
far worse things to be compared 
to. The I-Shift set the standard for 
automated transmissions upon its 
arrival on North American shores 
and the mDrive borrows heavily 
from its design, but with its own 
unique characteristics that make 
it distinctly Mack.

“A lot of the components are 
similar but we’ve made some 
changes to suit Mack,” David 
McKenna, director of powertrain 
sales and marketing said during 
a recent demo at the company’s 
new Customer Center. “A lot of 
the changes are software chang-
es but we have made a few hard-
ware changes and there are fea-
tures we have in the Mack that 
are not available in other places.”

The two-pedal, 12-forward 
speed mDrive has come charging 
right out of the gate since its an-
nounced launch at the Mid-Amer-
ica Trucking Show in March. 

McKenna said he projected the 
company would sell 50 units in 
the fourth quarter but it exceed-
ed that estimate tenfold. 

“Not that I’m a sandbagger, 
but I said we’d probably sell 50 
of these things,” he said. “As of 
six weeks ago, we had sold 500 
which is everything we could beg, 
borrow and steal from our friends 
in the Hagerstown Powertrain 
Group.  We’re now taking orders 
for mDrives for late January, ear-
ly February build because it has 
been that much in demand.”

One of the features that makes 
the mDrive a distinctly Mack of-
fering is Easy Shift, a new shift 
algorithm that’s handy for liq-
uid bulk and livestock haulers or 
for any other application where 
steadiness is important at low 
speeds. The feature basically en-
sures smooth shifts at low speeds 
with delicate loads.

“With cattle, you don’t want to 
be shifting too hard and moving 
cattle around like a bunch of bob-
bleheads,” McKenna said of one 
suitable application.

The mDrive also has Low-
Speed Vehicle Modulation, 
which allows drivers to manual-
ly up-shift at low speed so they 
can idle around a yard more effi-
ciently without struggling to find 

the right gear.
“You don’t have to get into 

those situations where a guy’s rev-
ving the truck up to 2,000 rpm to 
take it around a fuel island,” ex-
plained McKenna.

Like the I-Shift, the mDrive’s 
most impressive feature is its abil-
ity to hold a grade as the driver 
moves his foot from the brake to 
the throttle. I tested the Grade 
Gripper feature on a 15% grade 
at Mack’s new Customer Center, 
coming to a complete stop about 
halfway up the hill. 

When I took my foot off the 
brake, the Mack Pinnacle day cab 
– loaded to 78,000 lbs – held its 
own, giving me ample time (up to 
three seconds for the especially 
slow-footed) to get back on the 
gas. When I applied the throttle, 
it climbed seemingly effortlessly 
from first to third to fifth, right 
on through to tenth gear – with 
the exception of ninth, which the 
mDrive didn’t feel was neces-
sary. If operating in Performance 
mode, the mDrive will hit every 
gear individually and will offer 
an extra 200-300 rpm at the shift 
point to help pull a heavy load up 
steep hills, something Canadian 
heavy haulers will appreciate.

The mDrive is an engineering 
marvel, with the ability to take 
nine different variables into con-
sideration each time it makes a 
shift, all within 1/100ths of a sec-
ond. 

It has an inclinometer to mea-
sure the grade and it also reads: 
acceleration rate; speed; trailer 
connection; estimated weight; en-
gine rpm and load; throttle po-
sition and other variables before 

determining when to shift and 
into which gear. Even a perfect-
ly capable and experienced gear-
jammer would have a hard time 
outsmarting the mDrive. Imag-
ine doing algebra without a cal-
culator; you may get the correct 
answer eventually but very few, 
if any, would get the answer as 
quickly as with some technolog-
ical assistance in the form of a 
calculator.

The Pinnacle I drove was pow-
ered by a Mack MP7 engine. The 
level of integration between the 
engine and transmission elec-
tronics is such that you can’t get 
an mDrive with any other engine 
and you won’t likely get any oth-
er automated transmission with a 
Mack engine either. 

Some customers have griped 
about Mack’s reluctance to offer 
the Eaton UltraShift Plus as an 
option but McKenna says with the 
initial popularity of the mDrive, 
customers now have a perfectly 
viable alternative.

“We believe that the mDrive is 
a commercially viable product to 
the vendor offerings and so far, 
so good,” he said. n

By James Menzies
CALGARY, Alta. – Having 
achieved success in the Canadian oil 
patch, a US-based technology com-
pany that provides real-time driver 
monitoring and coaching, has set up 
a Canadian operation in Calgary.

inthinc Canada was launched in 
September with plans to open a To-
ronto office in the future. 

The company produces the tiwi 
and waySmart driver mentoring sys-
tems, which provide audible alerts 
to drivers who are speeding, driving 
aggressively or neglecting to wear 
their seatbelt. 

If the driver doesn’t acknowl-
edge the verbal warning and im-
mediately correct the unsafe driv-
ing activity, an alert is sent to the 
company’s fleet manager or safety 
department. The waySmart system 
has been especially popular among 
oilfield services companies, prompt-
ing the opening of the Canadian of-
fice, Todd Follmer, CEO of inthinc 
said in a recent interview.

“We’ve had a significant presence 
in Canada with some of our oilfield 
services customers and in support-
ing them, we needed to have a big-
ger presence in Canada,” he said. 
“Most of the oilfield services com-
panies have a major presence in 
western Canada, which is why we’ve 
started in Calgary.”

The waySmart system also allows 
for the electronic logging of driv-
er hours-of-service and can follow 
workers from vehicle to vehicle, a 
capability that made the system 

popular with oilfield services com-
panies such as Schlumberger. 

“They have drivers who will go 
from one vehicle to another, so the 
logs have to travel with them in real-
time,” Follmer explains. “Let’s say 
I’ve got eight employees in a van go-
ing to a job site. When they get into 
that van, they all log in and their 
hours begin to accumulate. Then 
when they get to the job site and get 
into another vehicle, the hours that 
were in that van have to follow them 
into this other vehicle and be cur-
rent. It’s a very complex problem to 
solve and somewhat unique for that 
type of application but it’s common 
in the oilfield services industry.”

inthinc’s tiwi and waySmart of-
ferings can prevent speeding any-
where in North America by com-
paring vehicle speed to inthinc’s 
proprietary database of speed lim-
its that includes more than 40 mil-
lion road segments. 

“You can’t just go and buy a da-
tabase that includes all those road 
segments,” Follmer said. “We have 
20 employees that all they do is edit 
speed data.” That information is 
collected from states, provinces and 
municipalities, and end-users can 
easily send a notification if there’s a 
discrepancy. inthinc will then inves-
tigate the discrepancy and, if neces-
sary, update its database. 

The waySmart system is also 
equipped with accelerometers that 
can detect aggressive driving ma-
neuvers like hard-braking, sudden 
acceleration and abrupt lane chang-

es. Fleet managers can customize 
the settings to indicate how much 
leeway they wish to give their driv-
ers before being notified of infrac-
tions, but the systems are designed 
be corrective rather than punitive. 

“You have to give your driver a 
chance to change their behaviour in 
real-time or it’s just a ‘gotcha’ sys-
tem,” Follmer said. In fact, that’s 
the main differentiator between in-
thinc’s solutions and other tracking 
systems in the market, he claims.

“Others have a post-processing 
environment where data is captured 
in the vehicle, analyzed to some ex-
tent by a computer program, a re-
port is generated, a human being 
has to look at the report and then 
decide ‘What am I going to do with 
this information’?” Follmer con-
tends. “All of that costs time and 
money. We change driver behaviour 
in the vehicle.”

Coming soon, inthinc will be add-
ing the ability to automatically put 
cell phones into “safe mode” so they 
can’t be used to make calls or send 
text messages while the vehicle is in 
motion. And by next year, the com-
pany will be coming out with a walk-
around inspection feature that will 
instruct a driver on what to check 
during their pre-trip inspection. 

It will also include a timer, so the 
manager can ensure drivers are tak-
ing sufficient time to actually con-
duct a complete inspection. The 
driver will then enter a signature 
using the touch-screen display and 
the inspection report will be auto-

matically filed along with the driv-
er’s electronic hours-of-service logs.

Follmer says inthinc’s systems de-
liver a payback by: improving driver 
behaviour and reducing accidents; 
eliminating speeding fines; improv-
ing compliance; and by reducing 
idle-time, which can also be mea-
sured by the system. After two years 
of testing, Barrick Gold recently an-
nounced it is spending $16 million 
to install waySmart in all its world-
wide vehicles. 

Full deployment in about 3,000 
company-owned vehicles is expect-
ed to be completed as early as De-
cember, inthinc says. For Barrick, 
a haul truck accident can cost mil-
lions of dollars in damage and even 
more in downtime, which is also 
true of the oilfield services indus-
try, Follmer notes.

“Halliburton can have an acci-
dent with a vehicle with $1 million 
worth of equipment on it, but it may 
also be a key part of an eight-as-
set operation at a wellhead,” he ex-
plains. “If they don’t have this one, 
none of those other ones get to work 
either. And if they don’t produce a 
barrel of oil today, by definition that 
barrel of oil becomes the last barrel 
that ever gets produced out of that 
well – and that could be 15 years 
from now. If they don’t get that job 
done today, that revenue effectively 
gets pushed way out into the future, 
so it’s very expensive to have an as-
set go offline in that context.”

For more information, visit 
www.inthinc.com. n

Taking mDrive for a drive
Low speeds, big grades are where 
Mack’s mDrive auto-gearbox shines

Correcting unsafe driving behaviour in the cab, inthinc comes to Canada
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By James Menzies
HUNTSVILLE, Ala. – Navistar 
International will soon certify its 
heavy-duty engines at 0.2 g/hp-hr 
NOx but it will not roll those en-
gines out to industry for as long 
as possible, until it has exhausted 
its collection of emissions credits.

During a recent tour of the 
company’s Huntsville, Alabama 
big bore engine plant, Navistar 
chairman, president and CEO 
Dan Ustian told media that the 
company will certify its engines 
at 0.2 g NOx so the industry has 
the peace of mind of knowing it 
is possible.

“Because of all the anxiety that 
is out there, we’re going to certi-
fy that over the next few months 
here at 0.2 grams,” he said, add-
ing the company will then contin-
ue selling engines at today’s 0.5 g 
NOx level “as long as we can,” so 
customers will not have to endure 
another engine change so soon. 
The 0.2 g NOx engine won’t be 
drastically different from today’s, 
Ustian noted, but will require new 
algorithms and enhancements to 
fuel pressure and air management 
systems.

Ustian said Navistar still has 
enough emissions credits to con-
tinue producing heavy-duty en-
gines at 0.5 g NOx for a couple 
of years and it will take full ad-
vantage of that. And he makes 
no apologies for using credits: 
“Our competition uses (the use 
of credits) as a marketing tool,” 
he said. “The rest of the story is 
that we’ve earned those credits 
because we’ve been beating the 
standards for years…They’ll go to 
a municipality and convince them 
we’re not kosher here and not 
meeting emissions and so that’s 
one of the reasons that threw us 
over the top about going and su-
ing the EPA and CARB, because 
that’s a marketing tool that’s out 
there and it’s bull.”

Navistar is currently building 
about 120 11- and 13-litre Maxx-
Force engines a day at its Hunts-
ville plant, as well as the occa-
sional pre-production MaxxForce 
15. The company says it has de-
livered 17,000 vehicles to US and 
Canadian fleets in the past quar-
ter and has received more than 
28,000 orders for EPA2010-ap-
proved vehicles, including 10,000 
orders for the MaxxForce 13. 

“We are shipping 2010 prod-
ucts, they are in customers’ hands 
and we’ve done the bulk of those 
shipments here in the last 45-60 
days,” Mike Cerilli, vice-presi-
dent, North American truck mar-
keting, told a small contingent of 
industry media.

Ustian said the market’s recep-
tion to Navistar’s EGR-only, in-
cylinder emissions strategy has 
been “about what we expected,” 
given that every other manufac-
turer is using selective catalytic 
reduction (SCR) exhaust after-
treatment.

“We’re being marketed against 

pretty tough here,” he said. “You 
guys don’t see Freightliner mar-
keting against Volvo or Volvo 
marketing against Paccar, they’re 
all after us. We consider that a 
compliment, because it means 
they’re worried. We have some-
thing they can’t have, not only 
don’t have, they can’t have for a 
long period of time.”

Technology wars aside, Ustian 
said the bigger challenge for Navi-
star was simply getting customers 
comfortable with its own Inter-
national engines after Cummins 
abruptly changed course in 2008, 
requiring Navistar to fast-track 
the introduction of its MaxxForce 
engine for some applications.

“What we’ve had to do, literally 
overnight, was take that Cummins 
customer and get them comfort-
able with our own engine,” Us-
tian said. 

Tim Shick, director of busi-
ness and product strategy with 
Navistar’s engine group, said the 
MaxxForce 13 is performing well 
in the field and is exceeding the 
company’s own durability expec-
tations. He showed media a torn 
down MaxxForce 13 – the 318th 
built at the plant – which was 
demonstrating excellent wear af-
ter 400,000 real-world miles with 
a customer. Many of the compo-
nents were still within original 
spec’s, he noted.

“Based on wear, this engine 
has a projected life of two mil-
lion miles,” he said. “Now that we 
can prove it, you’re going to see 
us getting more aggressive on our 
(durability) claims.”

Navistar also claims it will be 
able to improve fuel economy – 
by as much as 5% – as it winds its 
NOx emissions down from cur-
rent levels of 0.5 g to the even-
tual 0.2.

“There is this (perception) that 
when you go to 0.2, you’re going 
to lose fuel economy,” he said. 
“We’ll be able to show you that 
it’s better fuel economy (at 0.2 g) 
just because of improvements in 
the technology.”

During the plant tour, Truck 
West asked Ramin Younessi, 
group vice-president, product de-
velopment and strategy, exactly 
how Navistar would be able to im-
prove fuel economy while at the 
same time reducing NOx emis-
sions? He said fuel savings will 
result from higher fuel pressure, 
more precise injection, improve-
ments in combustion and fuel 
mixtures and refinements to air 
management. 

At the same time, Younessi said 
the company will be looking to 
improve truck aerodynamics and 
reducing parasitic losses so the 
truck and engine package togeth-
er deliver substantial fuel savings.

Younessi also noted Navistar 
set an internal goal in July 2007 
to beat the fuel economy of the 
most fuel-efficient truck and en-
gine combo on the market at that 
time by 30% by 2015. Waste heat 

recovery is one way he said the 
company will achieve that.

“The engine is generating all 
this heat, what do you do with 
it?,” he said. “You can exchange 
it with the radiator, just release it 
into the atmosphere, or you can 
do something with it. The one ad-
vantage we have with the EGR 
engines is we have this heat, now 
we can do something with it – 
make heat a friend.”

But on the subject of heat,  
Ustian noted the 0.2 g NOx 
MaxxForce will not generate any 
more heat than today’s version, 
which incidentally looks pretty 
clean compared to early pictures 
that made the rounds of a pre-
production engine with some ex-
traneous equipment hanging off 
it. Shick said those pictures were  
of a Man engine built for a 
cabover and jury-rigged to fit in 
a conventional.

“It’s all cleaned up now,” he 
said of the MaxxForce 13. “This 
is our 2010 engine and it looks 
pretty much like an SCR engine 
now in terms of not having a lot 
of paraphernalia on it.”

Ustian also said Navistar has 
been successful in convincing cus-
tomers to move from a 15-litre en-
gine to a 13-litre, even north of 
the border where 15-litre power 
is often still seen as king.

“We thought Canada, because 
of the weight laws, would be a 
prime spot for 15-litre, and it 
will be, but we have customers up 
there, one I visited just in the last 
couple of weeks who pulls 140,000 
lbs across Canada and he said ‘I 
hope you’re not spending a lot of 
money on that 15-litre because 
I’m not moving from this 13-litre 
I already have from you’,” Ustian 
recalled. 

He figures at least 80% of 
Navistar’s heavy-duty customers 
will be running 13-litre engines, 
even when its MaxxForce 15 is 
launched. 

Driving that market shift are 
factors such as weight savings 
(as much as 1,000 lbs compared 
to 15-litre engines with SCR), the 

corresponding fuel savings and a 
push towards more regional hauls 
as intermodal shipping grows and 
the opening of the Panama Ca-
nal allows goods from Asia and 
Europe to arrive on both coasts. 

“We also believe the 13-li-
tre will do the job of a 15-litre 
in terms of performance and life 
and you don’t need a 15-litre for 
most applications,” Ustian said. n

Navistar nearly ready to certify International MaxxForce at 0.2 g NOx
Now producing more than 120 engines 
a day at its big bore engine plant

ready to ship: International MaxxForce engines sit waiting to be shipped at 
Navistar’s Huntsville big bore engine plant.  Photo by James Menzies

Navistar to build 
multi-million dollar 
tech centre 
MELROSE PARK, Ill. – Navi-
star is investing up to $90 million to 
create a new testing and validation 
centre at its Melrose Park facility. 
Expansions at the existing 80-acre 
campus will take place over the next 
several years to create a state-of-
the-art technology centre, designed 
to complement Navistar’s product 
development centre that will be lo-
cated at the former Alcatel-Lucent 
East campus in Lisle.

“With so many older manufac-
turing plants shutting down across 
the country, Navistar sees an oppor-
tunity to leverage our assets and re-
invest in an existing facility to en-
able our growth as a company,” said 
Navistar chief information officer 
Don Sharp. “This investment solidi-
fies our partnership with the UAW, 
our commitment to Melrose Park 
and the state of Illinois, where we’ve 
built a reputation as a good neigh-
bour and trusted business partner. 
We’re here to stay.”

Constructed in 1941, the Melrose 
Park facility originally was operat-
ed by Buick to build engines for the 
B-24 Liberator bomber. In 1946, 
Navistar’s precursor, International 
Harvester, purchased the plant to 
build construction equipment and 
engines. Currently, the facility is 
home to Navistar’s Engine Group 
headquarters, I-6 engine manufac-
turing operations and powertrain 
product development. n
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By James Menzies
ALLENTOWN, Pa. – Mack 
Trucks enthusiasts will have to 
add an item to their bucket lists: 
visiting the brand new Mack Cus-
tomer Center.

The center was opened to deal-
ers, customers, suppliers and me-
dia during the company’s World 
Sales Conference in late October. 
It’s a 159,000 sq.-ft. facility de-
signed to “enhance the sales and 
ownership experience of the Mack 
customer,” said Kevin Flaherty, 
Mack’s senior vice-president of 
sales and marketing. The facility 
sits on 54 scenic acres just a short 
drive from Macungie, Pa., where 
all Mack trucks are presently 
built. It houses a museum and 
heritage center (which opened to 
the public Nov. 1) and an aptly 
named Bulldog Cafe lounge. The 
complex is also home to a product 
showroom, an 18,000 sq.-ft. mod-
ification centre, a two-lane oval 
test track as well as steep grades, 
an off-road course and a skid pad 
so customers can put Mack trucks 
through their paces.

“The Mack Customer Center 
is an important new tool for the 
company,” said Mike Reardon, 
Mack’s vice-president of market-
ing. “It gives us a powerful way to 
immerse customers from North 
America and around the world in 
the products, history and culture 
of the Mack brand.”

In an interview with Truck 

West, Mack CEO Denny Slagle 
commented on the timing of the 
opening: “We’ve been planning 
this for about two years as part 
of our broad restructuring plan,” 
Slagle said. “We mapped out 
what had to be done and when, 
and the center point of that tim-
ing was the development and in-
troduction of our US10 engines. 
We thought that if we did it last 
year, we could only talk about the 
promise of the US10 engine and 
we thought it would be good to 
wait one more year. We correctly 
guessed we’d be entering an up-
market rather than still dealing 
with the recession and we would 
have a few months’ experience be-
hind our US10 product.”

Slagle also took the opportu-
nity to brief customers and me-
dia on current market conditions.

“It looks like we’re emerging 
from this in a good way,” he said. 
“We saw good activity early in the 
year, then it flattened but it didn’t 
turn down. It feels like we have 
legs underneath this recovery.”

Slagle said the North American 
truck market is on pace to be 20% 
stronger this year than last and 
that it should improve again next 
year.

“One thing we’ve been watch-
ing very closely is, we’ve seen 
the average age of the fleet move 
from six years, four to five years 
ago to over eight years now. So 
there’s probably a good bit of 

Mack celebrates heritage with opening of new Customer Center

pent-up demand in the market-
place,” Slagle said.  As for Mack 
itself, Slagle said it has seen an 
84% improvement in sales from 
Q3 09 to Q3 2010 and sales were 
up 40% from the second quarter 
of this year to the third. That’s en-
couraging, Slagle noted, because 
Mack is only now on level foot-
ing with some of its competitors 
who stockpiled 2009 engines and 
have just recently begun shipping 
trucks with EPA2010 engines. 
Flaherty said Mack has been de-
livering trucks with nothing but 

EPA2010-compliant engines un-
der the hood since the spring and 
it stopped taking orders for trucks 
with the previous generation en-
gines in the fourth quarter of last 
year, earlier than most other truck 
makers. Of the recent order activ-
ity, Slagle said “The trajectory is 
headed in the right direction and 
that’s been done in the absence 
of our traditionally strong con-
struction market.” He added he’s 
hopeful the housing market, and 
in turn the construction segment, 
will recover in 2011. n

no doghouse: Mack’s state-of-the-art Customer Center showcases the 
company’s history as well as its newest products.

By Lou Smyrlis
PHOENIX, Az. – Sales of Class-
es 6 to 8 trucks in the NAFTA re-
gion could hit 210,000 this year, ac-
cording to Daimler Trucks North 
America’s Martin Daum, compared 
to sales of 187,000 in dismal 2009. 
That makes for a 13% increase. 
Of the 210,000 trucks projected to 
be sold into the recovering North 
American economy, 133,000 would 
be Class 8s.

“It’s good compared to last year. 
It’s lousy compared to everything 
else. We would not be smiling if we 
didn’t have 2009 to match against,” 
Daum told the media during a brief-
ing at the American Trucking Asso-
ciation’s annual conference.

Daimler Truck’s Andreas Ren-
schler placed the figures in greater 
perspective in his address. Essen-
tially the NAFTA heavy-duty truck 
market has a very deep hole to climb 
out of. It is still 62% below the level 
of 2006, which was a record sales 
year. 

There also remains a great deal 
of uncertainty in the marketplace 
about the strength of the recovery 
and that is likely dampening the 
growth in sales in 2010. Renschler 
said he sees business investment in-
creasing gradually, with modest in-
flation and low interest providing 
some tailwind. 

“By and large, we don’t expect a 
double-dip recession, not here in the 
US and not globally. There is just 
going to be a slowdown of growth 
rates ahead,” he said, adding “I 
would rather see a slow recovery 
than another quick recession.”

There may finally be good rea-

son to smile in 2011, when the North 
American economy is expected to 
finally kick into a more robust re-
covery. Investment growth and the 
need to replace an aging fleet should 
result in more significant growth 
rates. Daum projects Classes 6-8 
sales in the NAFTA region will 
reach 260,000, a 23% increase from 
2010. About 165,000 of the trucks 
sold would be Class 8s.

But Daum cautioned that such 
an increase in sales for 2011 would 
require a steep incline right from 
the first quarter of 2011, which may 
be difficult if the North American 
economy is still stuck in a slow 
growth funk.

“I would say 260,000 is an opti-
mistic number. I wouldn’t bet on it,” 
Daum said, adding the truck mak-
er is prepared to follow any market 
swing, whether it be upwards or 
downwards.

By 2012, sales of Classes 6-8 vehi-
cles in the NAFTA market are pro-
jected to hit 330,000, a 28% increase 
from the previous year.  By 2015, 
Renschler projected the world truck 
market to grow by more than 50%.

Looking further abroad, the com-
mercial vehicle markets in Europe 
are still below previous year levels 
but improving. Meanwhile, Latin 
America – Brazil in particular – re-
mains red hot. There is also a sig-
nificant upward trend in Asia and 
the Japanese market – even though 
tax incentives are phasing out – is 
finally on the way up.

“So there is reason for optimism,” 
Renschler said. “And in the long 
run, it will most likely stay that 
way. Global trade volume is rising. 

We expect 7% growth this year 
alone. And more trade means more  
transport.”

Looking inward, Renschler said 
all Daimler Trucks divisions are 
on the comeback trail. Sales are up 
34% (YTD September) and he ex-
pects an ongoing sales increase in 
the third quarter in comparison to 
the first half of the year. 

“We’re renewing much of our 
product portfolio over the next 
four years. Coming out of the worst 
economic crisis in the post-war era, 
we’re launching the highest product 
offensive in our history. In the midst 
of an extremely difficult market and 
economy, we never took our foot off 
the gas,” Renschler said.

However, Renschler expects the 
future to include a lot more sales in 
Asia. Already, every second truck 
over six tonnes is now sold in Chi-
na. Daimler is responding with two 
new brands and five new plants for 
commercial vehicles in the region. 
Its first Mercedes-Benz and Fuso 
trucks made in Russia have just 
rolled off the assembly line, proto-
types of trucks designed for the In-
dian market are already on the test 
track, and the Chinese government 
has approved Daimler’s joint ven-
ture with Foton.

Renschler said it makes sense to 
push Daimler’s products on a glob-
al scale, adding the company phi-
losophy is “as local as necessary; as 
global as possible.”

“I still think that there will be no 
one-size-fits-all world truck. But 
the commonality rate of a heavy-
duty truck can be up to 70% right 
now. That means trucks for Asia, 

the US or Europe could share a 
great amount of their parts in the 
future,” Renschler said. “And I am 
convinced that’s also of vital inter-
est to our customers because every 
dollar of commonality savings can 
be invested in R&D.”

Looking towards the future, 
Daimler will also have to do a bet-
ter job at making inroads with alter-
native vehicles, according to Daum. 
Daimler customers already operate 
about 14,000 alternative-drive vehi-
cles, ranging from fuel cell buses to 
hybrid trucks. But government help 
would go a long way towards boost-
ing fleet willingness to invest in such 
vehicles, Daum said.

There is to be a vote in the US 
Senate this Nov. 17 on a bill that 
would provide financial incentives 
as a means to increase the number 
of natural gas-powered trucks on 
the road and to promote the build-
out of natural gas refueling sta-
tions. When asked by Truck West to 
comment on the bill, Daum said fi-
nancial incentives “is the only way 
to go.”

“You see significant savings 
with alternative fuels. However, 
the downside is that the savings do 
not allow for the recovery of the 
high investment costs,” Daum said, 
pointing out that government sup-
port would create the demand nec-
essary to drive economies of scale 
that would eventually reduce pro-
duction costs.

Daimler’s natural gas vehicles of-
fer about a 25% cut in CO2 emis-
sions compared to an EPA 2007 
diesel engine with no additional 
emissions control devices needed.  n

Daimler execs looking forward to much stronger truck sales in 2011 and 2012
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By Lou Smyrlis
WASHINGTON, D.C. – Heavy- 
and medium-duty trucks in the US 
are about to get cleaner and more 
fuel-efficient. The first national 
standards to reduce greenhouse gas 
(GHG) emissions and improve the  
fuel efficiency of the workhorses 
on US highways were announced 
last month by the US Environmen-
tal Protection Agency (EPA) and 
the US Department of Transpor-
tation’s National Highway Traffic 
Safety Administration (NHTSA).

EPA and NHTSA are proposing 
new standards for three categories 
of heavy trucks: combination trac-
tors, heavy-duty pickups and vans, 
and vocational vehicles. The cate-
gories were established to address 
specific challenges for manufactur-
ers in each area.  For combination 
tractors, the agencies are proposing 
engine and vehicle standards that 
begin in the 2014 model year and 
achieve up to a 20% reduction in 
CO2 emissions and fuel consump-
tion by the 2018 model year.  

For vocational vehicles, the agen-
cies are proposing engine and ve-
hicle standards starting in the 2014 
model year that would achieve up 
to a 10% reduction in fuel con-
sumption and CO2 emissions by 
the 2018 model year.

The Obama government already 
has set new rules for cars and light 
trucks requiring 35.5 mpg by 2016 
and proposed as high as 62 mpg by 
2025.

The national program, an-
nounced jointly by EPA Admin-
istrator Lisa P. Jackson and Trans-
portation Secretary Ray LaHood, 
is projected to reduce GHG emis-
sions by nearly 250 million metric 
tonnes and save 500 million barrels 
of oil over the lives of the vehicles 
produced within the program’s first 
five years.

Calling it a “win-win-win” for 
the environment, businesses and 
the American consumer, LaHood 
said through the new fuel efficiency 
standards “we will not only reduce 
transportation’s environmental im-
pact, we’ll reduce the cost of trans-
porting freight.”

Jackson said the proposed regu-
lations provide a steady improve-
ment in fuel efficiency aimed at 
quick payoffs.

“In addition to cutting green-
house gas pollution, greater fuel 
economy will shrink fuel costs for 
small businesses that depend on 
pick-ups and heavy-duty vehicles, 

shipping companies and cities and 
towns with fleets of these vehicles. 
Those savings can be invested in 
new jobs at home, rather than head-
ing overseas and increasing our de-
pendence on foreign oil,” she said.

Overall, NHTSA and EPA esti-
mate that the heavy-duty national 
program would provide $41 billion 
in net benefits over the lifetime of 
model year 2014 to 2018 vehicles. 
With the potential for significant 
fuel efficiency gains, ranging from 
7-20%, drivers and operators could 
expect to net significant savings 
over the long-term, the agencies 
say. For example, it is estimated 
an operator of a semi-truck could 
pay for the technology upgrades in 
under a year, and save as much as 
$74,000 over the truck’s useful life. 
Vehicles with lower annual miles 
would typically experience lon-
ger payback periods, up to four or  
five years, but would still reap cost 
savings.

EPA and NHTSA are providing 
a 60-day comment period that be-
gins when the proposal is published 
in the Federal Register. The rules, 
with whatever changes are made 
following this comment period, are 
expected to be final next summer.

Initial industry reaction was 
mainly positive. The following is 
a statement from the American 
Truck Dealers: “Dealers support 
improving fuel economy for medi-
um- and heavy-duty trucks,” said 
Kyle Treadway, chairman of the 
American Truck Dealers (ATD) 
and owner of Kenworth Sales Com-
pany in Salt Lake City, Utah. “To 
its credit, the administration clear-
ly is attempting to tailor its man-
dates to specific vehicle subclasses 
and to each manufacturer’s unique 
production. Compliance flexibil-
ity will be essential to the national 
truck fuel efficiency program’s suc-
cess and its ability to prevent an 
unworkable patchwork of state-by-
state mandates.”

Truck and engine manufacturers 
did not appear fazed by the new re-
quirements.

“For some time now, Cummins 
has advocated for consistent and 

responsible regulations that rec-
ognize the needs of business, offer 
clear direction and provide incen-
tives to companies that create inno-
vative technologies as well as jobs 
in this country,” said Cummins en-
gine business president Rich Free-
land. “Such regulations also add 
real value to our customers, as bet-
ter fuel economy lowers their oper-
ating costs while significantly ben-
efitting the environment. We look 
forward to working with the EPA, 
DOT and other stakeholders in de-
veloping the final rule.”

But while manufacturers felt the 
fuel efficiency targets were attain-
able, there was some concern about 
the reporting burden this may place 
on OEMs. In a meeting with media, 
Navistar chairman, president and 
CEO Dan Ustian said “What we 
worry about is not that it can’t be 
done, it can be met easily. We worry 
about the measuring device and the 
work to prove it will be a burden to 
all companies. We don’t think it’s a 
big deal except for maybe keeping 
track of it all.” He said OEMs may 
work together to ensure Washing-
ton doesn’t make the program too 
onerous on manufacturers. 

During the joint EPA/NHTSA 
press conference, Jackson stressed 
that the government is concerned 
only with setting a consistent and 
national standard. How truck man-
ufacturers choose to meet that stan-
dard – whether through improved 
engine technology, tire design, 
aerodynamics or a combination of 
these and other advancements – 
will be up to them.

“As we give one consistent na-
tional standard, truck manufactur-
ers will rise to find the next level 
of improvement. We don’t want to 
pick a winner in terms of technol-
ogy,” Jackson said.

Treadway, however, was con-
cerned the fuel economy proposal 
would add thousands of dollars to 
the cost per truck.

“These first-ever truck rules 
will govern how new medium- 
and heavy-duty trucks are built 
for sale. If technologically feasible 
and economically practical, they 
should result in vehicles that com-
mercial fleets, owner/operators 
and small businesses will want to 
buy, at prices they can afford. If 
not, truck dealers, their employ-
ees and the economy in general 
will suffer without environmental 
and national security benefits be-
ing achieved,” Treadway said. “We 
are concerned that this could price 
some buyers out of the market.”

When asked during the press 
conference whether incentives 
would be put in place to boost 
adoption of more fuel-efficient 
technologies, a senior government 
official appeared non-committal, 
focusing instead on the money to 
be saved through quick payback for 
the investments made.

The American Trucking Associ-
ations, meanwhile, recently adopt-
ed a new policy stating that “car-
bon emission reduction achieved 

through national truck fuel econo-
my standards are preferable to gov-
ernment actions that increase fuel 
prices in an effort to discourage pe-
troleum-based diesel fuel consump-
tion or mandate the use of alterna-
tive fuels.”   

And Jed Mandel, president of the 
Engine Manufacturers Associa-
tion, said in a statement “Because 
improved efficiency also results in 
lower greenhouse gas emissions, 
engine and truck manufacturers’ 
efforts to improve fuel efficiency 
for our customers align well with 
the overall goals of the regulation 
proposed today.”

Allen Schaeffer, executive direc-
tor of the non-profit Diesel Tech-
nology Forum, seized on the an-
nouncement as indication there is 
a future for clean diesel power as 
the proposal does not include men-
tion of alternative fuels.   

“This proposal clearly envisions 
clean diesel power as the center-
piece of freight transportation in 
the clean energy economy of to-
morrow,” Schaeffer said.  “For all 
parties, the challenge of increasing 
fuel efficiency while maintaining or 
improving the environmental, safe-
ty and productivity of commercial 
vehicles is as important as it is com-
plex. It is fitting that a key solution 
for solving this challenge lies in the 
diesel engine.”

More than 95% of all heavy-duty 
trucks are diesel-powered as are a 
majority of medium-duty trucks.

Jackson characterized the pro-
posed standards as a “transition to 
greater energy efficiency and lower 
carbon emissions,” once again em-
phasizing the government wants to 
leave it to the industry to decide 
which technologies or fuels are best 
to use to meet the new standards.

That’s not likely to sit as well with 
environmental groups that wanted 
the proposed rules to include incen-
tives and requirements that would 
specifically lead to more hybrid 
trucks on the road.    

Heavy-duty tractor-trailer units 
consume approximately 22 billion 
gallons of diesel fuel every year, 
with medium-duty trucks consum-
ing a considerable amount as well, 
so the potential for fuel savings is 
significant. Over the last 10 years 
the industry has made great strides 
with emissions from heavy-duty 
diesel trucks and buses reduced by 
99% for nitrogen oxides – an ozone 
precursor – and 98% for particulate 
emissions.  The proposed rules also 
don’t address trailers, which could 
further improve fuel efficiency. 

EPA’s Jackson said the decision 
was made to steer away from trail-
ers in the initial rulemaking be-
cause the two government agencies 
involved had very little experience 
regulating trailers and the manu-
facturers involved had little expe-
rience dealing with fuel efficiency 
design issues. She added that al-
though the proposed rules focus on 
“what is currently possible,” trailer 
design and its contribution to fuel 
efficiency is something that could 
be considered in the future.

To help Canadian truckers un-
derstand how the proposed rules 
will affect them, the Canadian 
Trucking Alliance published a  
 preliminary summary of the US 
Notice of Proposed Rulemaking. 

You can find it on its Web site at 
www.cantruck.ca. n

A new standard is set
US unveils much-anticipated fuel economy 

standards for medium, heavy trucks

Try it online at  www.trucknews.com
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Trucknews.com!

Congratulations
                       TO The  trucknews.com TeAM!

No matter 
which hat 
you wear…

There’s 
strength in 
numbers.

Whether you’re an owner/operator, an affiliate or a friend 
of the Alberta construction trucking industry, become a 

member and make your voice heard with ACTA.

To find out more, visit 
www.myacta.ca

STATESBORO, Ga. – Great Dane 
recently held a groundbreaking cere-
mony at the site of its new Statesboro, 
Ga. refrigerated trailer plant. More 
than 200 people attended the cere-
mony, including local business repre-
sentatives and state and local political 
leaders. The Statesboro location was 
selected because of its close proximity 
to Savannah, where Great Dane was 
founded in 1900. 

“Just as important in our selection 
of this site was the opportunity to con-
tinue Great Dane’s legacy by keeping 
it close to the company’s deep roots in 
Savannah,” said Bill Crown, president 
and CEO of CC Industries and CEO 
of Great Dane. “Today we honour the 
heritage of excellence for which Great 
Dane’s trailers have become known, 
while breaking ground on a bright and 
innovative future for ourselves and the 
city of Statesboro.”

The refrigerated trailer plant will 
be 450,000 sq.-ft., including office 
and showroom space. It will have the 
capacity to produce more than 5,000 
trailers per year and will employ more 
than 400 people.

“Our reputation rests firmly on the 
products we make,” said Phill Pines, 
president and COO of Great Dane 
Trailers. “The refrigerated trailers 
that will be built here will be complex 
and detailed, and we are confident that 
the importance of this will not be lost 
on the workforce here.”Construction 
is set to begin later this year and full 
production will begin in 2012. n

Cat to debut vocational truck at Conexpo
PEORIA, Ill. – The North Ameri-
can trucking industry will get its first 
look at the new Cat vocational truck 
at the Conexpo trade show in March.

The company has announced the 
first model of a full line of Cat vo-
cational trucks, the CT660, will be 
unveiled at the show on March 22, 
2011. The Class 8 truck will be sold 
and serviced through Caterpillar’s 
North American dealer network. 

Production will begin after the 
show with customer deliveries to 
commence later that year, Cat has 
announced.

The truck will be aimed at applica-
tions involving rock and trash haulage 
and concrete pouring. The truck has 
been designed with customer feed-
back in mind, the company says. 

“Our design and manufacturing 
has been focused squarely on mak-
ing the customer input we gathered a 
reality,” said George Taylor, director 
and general manager of the Cat Glob-

al On-Highway Department. 
“We coupled customer input with 

our knowledge learned from years of 
experience working closely with dif-
ferent industries to meet their heavy 
equipment needs to identify the ideal 
standard options for various indus-
try applications. As a result, we’re 
proud we will deliver a line of voca-
tional trucks that our customers want, 
knowing they are built for a wide  
variety of jobs.”

The first heavy-duty Cat truck will 
be available as a day cab with a full 
range of engine and torque ratings. It 
will be powered by a Cat CT11 engine 
with 330-390 hp, a Cat CT13 with 
410-475 hp and in 2012 a Cat CT15 
with 435-550 hp.

It will also come with an available 
Cat CX31 torque converter-style  
automatic transmission, allowing 
for three standard locations for rear  
power take-offs. 

“These trucks are everything the 
Cat brand represents in terms of qual-
ity, durability, reliability, and driver 
ergonomics, so we’re looking forward 
to seeing the reaction to the CT660 at 
Conexpo,” said Cat vocational truck 
product manager Gary Blood.

Caterpillar dealers are already get-
ting up to speed on the new truck, ac-
cording to Ed Cullen, strategy/dealer 
development manager.

“We’re sure owners, as well as the 
drivers, will be thrilled when we share 
details about the features and benefits 
of the CT660 at our unveiling, and 
they’ll be equally thrilled with our full 
Cat truck line over the coming years, 
because these are the trucks custom-
ers told us they wanted,” he said. n

oem/dealer News

Great Dane starts 
work on new 
reefer plant
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SASKATOON, Sask. – The Sas-
katchewan Trucking Association 
(STA) held its Annual General 
Meeting Oct. 16 and took the op-
portunity to honour some of its own.

Henry Thiessen, owner of T&T 
Trucking, was presented with the 
Service to Industry Award, spon-
sored by Shaw Tracking. Thiessen 
has more than 40 years experience 
in the trucking industry and the 
STA says he has achieved success 
thanks to his “decision to build the 
company on long-term contracts 
pledging commitment to customer 
service along with a hands-on ap-
proach to management.”

Driver Harvey Gording of  
Regina, Sask. was presented with 
the Volvo Trucks Canada-sponsored 

Driver of the Year award. Gord-
ing works for Reimer Express and  
routinely shows well during pro-
vincial and national truck driving 
championships.

Frontier Peterbilt sponsored the 
Dispatcher of the Year award, which 
went to Robert Funk of Q-Line 
Transport.

“Building and maintaining a suc-
cessful company like T&T Trucking 
is no small feat. Henry’s reputation 
is one of hard work and fairness,” 
said STA president Glen Ertell, who 
also had kind words for Gording 
and Funk. “And both Reimer and 
Q-Line are fortunate to have great 
role models like Harv and Robert. 
These three men are worthy of our 
industry’s gratitude.” n

congrats!: Driver of the Year Harvey Gording (left) of Regina was named 
Driver of the Year. Gording and his wife received the award from Volvo’s Terry 
Warkentin (right). 

STA issues awards at annual banquet

Bison driver notches 2M safe miles
WINNIPEG, Man. – Bison Transport driver Ralph Boles has been 
recognized for completing two million consecutive safe driving miles with 
the same company.

Bison Transport announced Boles is the third driver to reach the  
milestone with the company.

Boles has been with Bison since 1974 and currently drives between 
Winnipeg and B.C., the company says. 

He sits on Bison’s driver advisory board and is also an in-cab  
instructor.

“We congratulate Ralph on his achievement. As a professional 
driver and long-time friend, Ralph is a role model to all drivers,” said 
Garth Pitzel, director of safety and driver development with Bison 
Transport. “Through loyalty, hard work and a dedication to safety, 
he has achieved a milestone in which few achieve.”  n

Propane hauler notches million safe miles
CALGARY, Alta. – Chris Nechka, a professional driver with Cal-Gas of 
Alberta has successfully run a million safe miles over 19 years, delivering 
propane to destinations throughout western Canada, including residences, 
oilfield, provincial parks and Indian reservations.  

He runs a tandem-drive Western Star in often congested areas for  
Cal-Gas. n
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A Merry Dalton Christmas
Mark Dalton: Owner/Operator

FICTION� Part��1

Mark had been working steadily the 
past few months hauling loads be-
tween Toronto, Winnipeg and Mon-
treal, but now that it was mid-Decem-
ber, things were slowing down on 
the nation’s highways as businesses 
shut down for the holidays and peo-
ple spent time with friends and fam-
ily. Mark had plenty of friends, but 
they were scattered across the coun-
try and not exactly the kind of people 
you visited at Christmas time. 

They were more like the kind you 
got up-to-date with every few months 
in a coffee shop, then didn’t see for 
the rest of the year. As for family, 
Mark had an ex-wife who he didn’t 
talk to anymore, and his parents had 
died years ago. All of which made 
December one of the toughest months 
for Mark to get through. In the past 
he’d book a vacation trip to make 
sure he wouldn’t be driving the emp-
ty streets and highways looking for 
something to do. This year, he’d for-
gotten to mark arrangements and by 
the time he’d remembered the pack-
ages were double the cost they’d been 
in the past.

So he decided to tough it out.
A long-haul load to some place 

warm might make things easier, so 
he gave Bud a call to see if he could 
get lucky.

He dialed Bud’s number.
“Hello?” Bud said.
“Hey Bud, it’s Mark.”
But instead of saying “Mark who?” 

Bud began singing a Christmas  
carol. “Mark! the herald angels sing, 
glory to…“

“Is that you, Bud?” Mark asked.
“Course it is. It’s Christmas and I 

feel like singing.”
“I’m glad somebody does.”
A moment’s silence, then, “Hey 

yeah, that’s right. Shouldn’t you be 
on vacation somewhere?”

“Not this year.”
“You want to work through  

Christmas?”
“It might be best.”
“Wish I could help you, but I’ve got 

nothing till January. I’m even shutting 
down for two weeks since there’s no 
real loads going out over the holidays, 
and even if there was most places are 
shut down.”

“What am I going to do for two 
weeks?”

“It’s Christmas. Take some time off, 
visit family.”

“I’ve only got my ex-wife and I don’t 
think she wants to see me...I don’t re-
ally want to see her either.”

“I’d ask you over to my place, but 
I’m visiting my wife’s family in St. 
John’s. I don’t want to go but the wife 
put her foot down.”

“Still,” Mark said. “It must be nice 

having somewhere to go, someone to 
be with.” A sigh. “It doesn’t feel much 
like Christmas to me.”

“Why don’t you do some volunteer 
work?” Bud said quickly.

“I’ve thought about helping out at 
some shelter in the city,” Mark said. 
“Might get me into the Christmas spirit.”

“You know, it’s funny you should 
say that, cuz I have a request from a 
friend of one of my nieces. She runs 
the Toys 4 Tots program with the po-
lice and she’s looking for someone to 
drive a rig around for a few days to 
pick up all the donated toys.”

“You were getting to this all along, 
weren’t you?”

“So you’ll do it?”
“Sure,” Mark laughed under his 

breath. “Why not.”
“Great, I’ll give my niece a call and 

tell her how to get in touch with you.”
•

The next day Mark got a call from the 
friend of Bud’s niece. 

“Hello, Mark?” she said. “This is 
Constable Elizabeth Marsden.”

Mark was about to ask “who?” 
but caught himself before he said it, 
“Bud’s niece’s friend?”

“A friend of his sister, really.”
They made small talk for a while, 

then arranged for Mark to pick up 
the trailer and outlined the various lo-
cations they’d be visiting throughout 
the day.

“That’s a lot to remember,” Mark 
said when she’d gone through the list. 

“Not to worry,” she said. “I’ll be 
riding with you.”

This was getting better all the time, 
Mark thought. Something interesting 
to do and a woman to do it with. “See 
you in a half-hour,” he said, wonder-
ing where was the nearest truck wash 
and coin-op vacuum were.

•
It was a short-bed trailer in the park-
ing lot of the Peel Regional Police 
building on Derry Road just west of 
Highway 410. It had been decorated 
with a banner that read “Toys 4 Tots” 
and images of all the program’s spon-
sors, including Bud’s company, Bud’s 
Trucking. Bud’s sponsorship was basi-
cally Mark, and Mark smiled knowing 
it was just like Bud to take the credit 
for someone else’s work. But Mark 
didn’t mind, really. This sounded like 
it was going to be fun.

As he pulled up in front of the trail-
er, an older woman in a smart-looking 
pant suit exited the rear of the build-
ing and started walking across the lot 
toward him.

“Right on time,” she said as she 
neared.

Mark was busy hooking up the trailer, 
but took a glove off to shake her hand. 
“I’m Mark,” he said. “Mark Dalton.”

“Elizabeth,” she answered. “But 

friends call me Liz.”
“You don’t look like 

a cop, Liz.” She was 
probably in her for-
ties and had put on a 
few pounds over the 
years. But the extra 
weight had all been 
added in the right 
places. She was more 
woman than girl and 
it was easier to pic-
ture her behind the 
wheel of a minivan 
on her way to soccer 
practice than behind 
the wheel of a police 
cruiser on her way to 
a call for service.

“Been one for 20 
years now,” Liz said.

“Really? I’d have 
thought this job 
would go to some-
one with uh... less 
seniority.”

“I asked for it. I’m 
divorced and my 
kids are grown and 
moved away. A cou-
ple of weeks ago I hurt my knee so 
I’m on light duties... this seemed like 
the best way to enjoy Christmas un-
der the circumstances.”

’You and me both,’ thought Mark, 
realizing Bud had not only been dis-
patching, but matchmaking as well. 
“Where to?”

She produced a list. “All the divi-
sions, community stations, the court-
house and all the companies in the 
program whose employees donated 
toys.”

“Sounds like fun,” Mark said. “Let’s 
get started.”

•
It was a whirlwind of a day as they 
made 12 stops at police buildings and 
private companies all over town. At 
one place the people working on the 
top two floors of an office building 
donated 16 shipping barrels of toys. 
Not surprisingly, the trailer was full by 
five that afternoon. Mark felt like some 
sort of reverse Santa Claus, gathering 
toys instead of delivering them, but felt 
tingling of the Christmas spirit for the 
first time in years.

“There’s nobody at the warehouse 
at this time of night,” Liz said after 
their last stop. “We’ll have to drop 
them off in the morning.”

“That shouldn’t be a problem,” 
Mark said. “The trailer’ll be locked 
up overnight.”

“You can leave the trailer here to-
night,” she said as they pulled into the 
parking lot of the police building on 
Derry Road. “It should be safe enough.”

Mark thought about it, but didn’t 
want to admit he’d be sleeping in his 
truck overnight. “That’s okay, I’m vis-
iting friends and they’ve got room to 
park this rig. I’ll see you tomorrow 
bright and early.”

“How about just after nine?…Okay, 
nine-ish,” she said. “I’ll bring the  
coffee.”

By Edo van Belkom

The continuing adventures of Mark Dalton: Owner/Operator
brought to you by

MICHELIN NORTH AMERICA (CANADA) INC.

Mark Dalton: Owner/Operator

Licence renewed
FICTION Part 2

right now, but his birthday’s coming up
in a month, and he’s scared to death of
losing his licence. That isn’t going to
happen is it?” 

“Not if he renews his licence.”
“This year?”
“And every year after 65.”
“That doesn’t seem fair. He hasn’t

had a problem in years…in fact he’s
never had an accident in his life.”

“That’s admirable sir, but research
has shown that older drivers are more
likely to develop medical conditions
that affect their ability to drive. After
65, drivers are one-and-a-half times
more likely to have an accident than
drivers between 45 and 64.”

She knew her stuff, that was for sure.
And Mark could concede the fact that
as drivers got older they had more
health issues. So an eye test and a
physical were probably a good idea,
but that didn’t explain the rest of it. “So
why do they have to be road-tested
too?”

She paused, as if thinking. “The li-
cence renewal process has been devel-
oped with the help and consultation of
the people in the industry to enhance
truck safety. That includes re-assess-
ment of a person’s driving ability.”

Mark sighed, knowing he probably
wasn’t going to get anywhere with this
woman. “You know, a lot of drivers
have to rent trucks and trailers to take
their tests, costing them money and a
day off work just to keep their licence.”

“That’s unfortunate.”
“And if a driver has been on the

road 40 years without a problem, why
should he have to prove he can still
drive? That seems like age discrimina-
tion to me.”

“The ministry regularly reviews the
renewal requirements. If you have con-
cerns – as you obviously do – then I
suggest writing to the Ontario
Transport Minister, or your member of
provincial parliament.”

“Write a letter?”
“Yes, sir.”
Mark hung up the phone. ‘So be it,’

thought Mark. If there’s a test, then it
was his job to make sure Charlie
passed it.

•

Mark met Charlie in the parking lot of
a truck yard out by the airport. Charlie
was sitting in his pick-up at the far end
of the yard and when Mark pulled in,
he wasted no time getting out of his
truck and hopping into Mother Load.
He scaled the cab so easily and
slipped in the open passenger side
door so effortlessly, Mark would have
never have guessed the man was a

The story so far…
Mark is looking for a load. Bud has a
sweet one to California that won’t be
ready for a few days. In the meantime,
Bud asks Mark to help an older driver,
Charlie Knowles, get his licence re-
newed. Charlie’s a real character and
Mark agrees to help out.

•

Mark had agreed to help prepare
Charlie Knowles for all the tests he
needed to complete in order to get his
commercial driver’s licence renewed,
but what that meant, Mark didn’t have
a clue. Other than a physical every
few years, Mark hadn’t been tested on
his driving ability since he’d first re-
ceived his licence and that had been
some 15 years ago. How could he pre-
pare someone for something he didn’t
know anything about?

So he logged onto the Internet and
checked out the Ontario Ministry of
Transportation’s Web site, but was un-
able to find anything about driver li-
cence renewals for commercial drivers
65 and over. Although Mark wasn’t a
computer genius, he’d used the Internet
before and could usually find what he
was looking for, so his results were
puzzling. There was a section for driv-
ers renewing their licences over 80,
and all kinds of help with renewing ex-
pired licences and booking appoint-
ments for new tests, but nothing about
what Mark wanted to know. Mark
wondered if he’d missed something on
the site, but to the best of his abilities
he couldn’t find anything about the
MTO’s licensing policy regarding old-
er commercial drivers.

Mark had hoped that the Web site
would help him understand the reason-
ing behind the policy, but the fact that
he couldn’t find anything – even using
the site’s own search engine – made
him think that perhaps the program
was too new, or the ministry wasn’t
very proud of it, or it was just another
tax-grab kind of program like Drive
Clean. There had to be some real rea-
sons drivers were required to jump
through all sorts of hoops just because
their most recent birthday was their
65th? Mark wanted to know what they
were, so he decided to call them up
and ask.

It took a while before he got con-
nected to a human being who could
answer his questions, but when the
right woman finally came on the line
she was both pleasant and profession-
al. 

“How can I help you?”
Mark decided to start slowly. “Yeah,

my dad is a truck driver and he’s 64

By Edo van Belkom

senior citizen.
“You Mark Dalton?” Charlie asked

in his thick Scottish accent.
“You don’t remember me?”
Charlie looked at him strangely.

“Should I?”
Mark smiled and related the story of

the early days of his truck driving ca-
reer when he’d been recently divorced
and he’d let his personal appearance
get out of hand. He’d looked like a
bum, but Charlie had called him a los-
er. “Do you remember that?”

Charlie’s eyes narrowed as he
looked Mark over. “Aye, I remember.
You were a loser then. You still could
be. I don’t know that much about you.”

Mark had considered thanking the
man for shaking him up enough to get
his life back on track, but it didn’t seem
the right time for it now.

“How much you gonna charge
me?”

“What?” Mark said. He hadn’t
thought to charge anything. As far as
he knew he was doing Bud a favour.
“Did Bud tell you you’d have to pay?”

“He didn’t, but I’ve called around to
the schools and some of them charge
$3,000... and that’s just for a refresher
course.”

“That’s a lot of money.”
“You bet it’s a lot of money, especial-

ly when I’ve been driving truck twice
as long as the snot-nosed boy who’ll
be teaching me has been on the plan-
et.”

Mark was aware of the insult, but he
couldn’t help but smile. Charlie was
such a character. Who else could insult
someone who was doing something
nice for them? “Bud asked me to do
this. I wasn’t going to charge you any-
thing.”

What passed for a smile appeared

on Charlie’s face. “Then the price is
right,” he said, continuing to stare at
Mark through narrowed eyes. “And
what about using your truck for the
test? You’ll be charging me for that, I
suppose?”

Again, Mark hadn’t thought about
what truck Charlie would use.
Obviously the man had no truck of his
own and would have to rent one to do
the test. Renting a truck was a costly
endeavour, especially when it would
be for just a few hours. “I guess I could
let you use my truck.”

“For free?”
Mark didn’t like the word free. He

was doing a favour for Bud and that
implied that Bud would return the
favour some day. But as far as Charlie
was concerned, the use of truck would
indeed be free. “Yes,” he said at last.
“Free.”

Charlie nodded. “Good. But you bet-
ter get a trailer. I can’t exactly drop a
trailer on the day of the test if there isn’t
one attached to the truck now, can I?”

Speaking of tests, Mark had been
interacting with Charlie for all of five
minutes and he felt like he was the one
who was being tested – most of all his
patience. “I’ll make sure,” he sighed at
last.

“Right then! Let’s get started.”  �

– Mark Dalton returns next
month in Part 3 of Licence
Renewed.

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

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. Both  

are also available in audio book format.

She left Mother Load and waved as 
she walked to her car. Mark returned 
the wave and pulled out of the lot, 
feeling guilty about lying to a police 
officer about where he’d be staying. 
How could he possibly sleep in Moth-
er Load tonight? He decided to find a 
motel that had a sauna or whirlpool, 
maybe order himself a turkey dinner 
and have a few beers. It was Christ-
mas, after all.

He found a Comfort Inn a few 
blocks away and parked his rig in 
the far corner of the hotel’s lot. Af-
ter making sure the trailer door was 
locked up tight, he took a moment to 
look at his rig all decked out in festive 
decorations. It seemed crazy, but he 
could swear that the truck seemed to 
be smiling at him.

“Merry Christmas, Mother Load.”
•

The next morning Mark had a light 
Continental breakfast, skipping the 
coffee since Elizabeth would be 
bringing him one when they met 
up later. He was out of his room by 
eight, giving himself plenty of time 
to get to the Derry Road lot before 
nine. But when he exited the hotel 
and headed out to Mother Load, 
Mark’s world came to a screeching 
halt. The trailer was gone.

And if that wasn’t bad enough...
they’d taken Mother Load too. n

– Mark Dalton returns next month in 
the conclusion.
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Motortruck
Fleet Executive

Getting a new job is 
life-affi rming! 
Are you stuck in a 
job, and looking for 
something NEW? 
Well, you too can fi nd 
a job in 2010 on 
www.truckops.ca, 
a job website for 
transportation and supply 
chain professionals.

www.truckops.ca 

is brought to you by:

Guess Who Found A New Job?

www.truckops.ca
Attention Employers – Job Postings Are FREE!

Your ad will appear simultaneously 
on three jobs websites: 

www.truckops.ca, www.transportplanet.com and www.hirelogistics.ca

SHAFFIQ VISRAM
5428-SR

MISSING

D.O.B.:  May 26, 1975 

Missing since: May 30, 1994 

Missing from: Manotick, Ontario

Height:  5' 8"

Weight:  160 lbs.

Eye Colour:  Brown

Hair Colour:  Dark Brown

www.ontario.childfind.ca

CHILD FIND 1-800-387-7962
Anyone with information please contact:  All Calls Confidential – No Name Required

Shaffiq was last seen walking in the area around his school on May 30, 1994. His school 
bag was found two days later – empty. He has not been heard from since.

Photo age-enhanced to 
27 years (2002)

fleet news

By James Menzies
OAKVILLE, Ont. – In its continu-
ing effort to green the supply chain, 
3PL Lakeside Logistics named Lod-
wick Transport its Vision Green Car-
rier of the Year.

The award, now in its fourth year, 
was presented during recent Carrier 
Appreciation Night festivities at Lake-
side’s Oakville headquarters. Accept-
ing the award was Lisa Vegso, business 
development executive with Lodwick.

“We continue to work internally to 
decrease our own carbon footprint…
but it is fair to say that our biggest 
progress has been with you, our car-
riers,” said Susan Moore, director of 
sustainability with Lakeside Logistics, 
noting Lakeside itself became carbon-
neutral in 2007. “Back in 2007, we had 
17 SmartWay carriers hauling 9% of 
our miles. Today, we have 100 Smart-
Way carriers hauling over 40% of  
our miles.”

Lakeside’s goal is to move 50% of 
its customers’ freight using Smart-
Way carriers in 2010. Moore also not-
ed Campbell Soup, one of Lakeside’s 
largest customers, became a Smart-
Way shipper this year. Joining the US 
EPA SmartWay Transport Partner-
ship is not a requirement for Lake-
side Logistics carriers, but it is strongly 
encouraged. Lakeside works closely 
with its carriers to help them achieve 
SmartWay status.  This year, 10 fleets 
were shortlisted for the company’s Vi-
sion Green Carrier of the Year award, 
each of them members of the Smart-
Way program. 

Lodwick Transport received the nod 
because it took several steps to signif-
icantly lower its emissions, including 
adding auxiliary power units (APUs) 
to its fleet, a move that saw the com-
pany reduce its idle-time by 85%.

“In addition, they have a compre-
hensive driver program that is based on 
open communication and recognition 
for those that do a great job,” Moore 

said. “Poor performers are coached 
through open dialog sessions and edu-
cation and they have seen these driv-
ers significantly improve their miles 
per gallon ratings after adopting fuel-
efficient driving techniques.”

Meanwhile, Road Link Xpress was 
named Lakeside Logistics Carrier of 
the Year. Jeff Moore, managing di-
rector of Lakeside Logistics made 
the presentation, noting all Lakeside 
carriers were evaluated using a com-
plex formula involving wide-ranging 
criteria. “It’s not just who we like the 
best,” he said.  The award was accept-
ed by Road Link Xpress co-owner, 
Raj Dhaliwal and dispatcher, Peter 
Sandhu. n

Lodwick Transport, Road Link Xpress 
honoured by Lakeside Logistics

PHOENIX, Az. – MacKinnon Trans-
port has been named winner of the 
second annual Volvo Trucks Safety 
Award, the second Canuck fleet to 
win the award in as many years.

Winning in the small fleet category 
was US-based Upper Lakes Foods.

“I am proud to say that our industry 
has continued to invest in safety – even 
during the difficult economic times we 
have been through recently,” said Ron 
Huibers, Volvo senior vice-president, 
sales and marketing. “As it is at Volvo 
Trucks, safety is an integral part of the 
corporate cultures at both MacKinnon 
Transport and Upper Lakes Foods, 
and that doesn’t happen without con-
sistent, sustained effort at every level.”   

The award was co-sponsored this 
year by Michelin. Volvo’s safety award 
looks at all nominated US and Cana-
dian fleets with at least five units and 
measures their accident frequency 
rates using US DoT data. Two awards 
are given – one for fleets accumulating 
more than 20 million miles (MacKin-
non) and one for fleets running less 
than 20 million miles (Upper Lakes 
Foods). Last year, Bison Transport 
won the award for fleets running over 
20 million miles.

MacKinnon Transport, based in 
Guelph, Ont., runs 270 trucks and in 
2009 had zero recordable accidents 
during 25.2 million miles of opera-
tions, Volvo announced. MacKinnon 
credits a safety program that begins 
with hiring quality drivers and then 
giving them comprehensive training 
and support. The company says it rig-
orously maintains its vehicles and ap-
plies operational standards to the fleet 
and safety equipment. It’s also a user of 
electronic on-board recorders.

“The culture at MacKinnon Trans-
port is a safety-first attitude,” said 
Evan MacKinnon, president and 
CEO. “In addition to the various safe-
ty programs and procedures we have 
in place, everyone is encouraged to 
speak freely if they’re aware of some-
thing that could be unsafe.  It’s one 
of the key reasons why we’ve been 
able to attract and retain such a great 
group of people – including drivers. 
The safety features that are in the 
Volvo truck are really second to none, 
and we have a lot of drivers who want 
to drive a Volvo for that reason. We 
wouldn’t win an award like this with-
out a company-wide commitment to 
safety. And our drivers are at the fore-

MacKinnon wins Volvo fleet safety award

safety pays: MacKinnon Transport was named winner of the Volvo Trucks 
Fleet Safety Award. Pictured are (l-r): Ron Huibers, Volvo; Evan MacKinnon and 
Rick Miller, MacKinnon Transport and Tim Fulton, Michelin.

front of that commitment.”  
Upper Lakes Foods is based in Clo-

quet, Minn. and operates 42 trucks. In 
2009, it had no recordable accidents 

while travelling 2.9 million miles. 
MacKinnon and Upper Lakes 

Foods both receive $25,000 to spend 
on their respective safety programs. n
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Cartage out of Scarborough, Ont., 
says that unfortunately, in most 
cases, drivers should not be pull-
ing over because of liability issues. 

“You really should not be pull-
ing over to help anyone, unfortu-

nately, because of the insurance 
problems that are created through 
doing something like that. If an in-
cident happens, not like this par-
ticular incident, but a collision, 
then you have got a big problem.”

Snider notes that it’s important 
for drivers to listen to their gut – 
even when there’s a harmless jour-
nalist involved. 

“Awareness of your surround-
ings and what is around you (is im-
portant). Even as you approached 
I looked at you very carefully. 
You’re well-dressed, so I know 
you’re not a hobo, but you just nev-
er know these days with the things 
that are going on. You have got to 

BOWMANVILLE, Ont. – The 
evolution of Good Samaritanism 
may have taken a giant step back-
wards recently, after a trucker was 
severely beaten after stopping to 
help a fellow motorist. 

Alex Fraser of Monarch Trans-
port says he was assaulted by 
three men on the side of Yellow-
head Highway just north of Blue 
River, B.C. on Sept. 24, leaving 
the 67-year-old in need of recon-
structive surgery and ultimately 
prompting him to quit the industry 
altogether. While seemingly un-
provoked attacks of this nature are 
rare, it does bring up the topic of 
trucker safety on the road. Will the 
fate of Fraser deter other truckers 
from lending a hand to strangers? 
And what precautions are drivers 
taking to protect themselves on the 
road? Truck West went to the Fifth 
Wheel Truck Stop in Bowmanville, 
Ont. to find out.

•
Jack Snider, a driver with Canada 

be aware at all times.”
•

Dan Rundle, a Hamilton, Ont.-
based owner/operator, says that 
despite hearing Fraser’s story, he 
wouldn’t be any less likely to help 
someone out. 

“He was at the wrong spot at 
the wrong time, I guess,” Run-
dle said of Fraser’s incident. “You 
have got to always protect your-
self. I guess it depends on the situ-
ation. I wouldn’t stop for just any-
body, but if they are flagging me 
down, I would see what they want. 
I would not get out first. Just keep 
your head on your shoulders and 
pay attention at all times.”  

•
Ken Conley, an owner/operator 
with Westcon Movers out of To-
ronto, says he doesn’t make a hab-
it of pulling over to help because 
of the possibility of being issued 
a ticket.

“I had a guy with me and we 
stopped in Wisconsin in the middle 
of nowhere and the highway was 
big enough, and I got a $150 tick-
et. It was an Interstate, but there 
was no-one around,” he told Truck 
West. “Plus you read on the news 
every day – three guys in Barrie 
last week got out of a car and got 
run over, so I’m not really inclined 
to stop.”

But with Fraser’s case in particu-
lar, Conley admits that something 
seems fishy to him. “(Fraser) prob-
ably has a past. People do not just 
stop and beat people up for the hell 
of it. He probably did something 
that he is not telling you. The pos-
sibility of that happening is almost 
nil. Why would anybody do that?”  

•

Phil Bradley, a driver with Arpin 
Van Lines of West Ford, R.I., is 
fairly black and white with his ad-
vice to truckers about pulling over 
to help others, especially when in 
the US: “Do not pull over because 
you are liable to get knifed, shot, 
killed, stabbed, raped, pillaged, 
or plundered. The odds are good, 
so you stop further down the road 
and use your cell phone to call for 
them. Do not let them into your 
truck. They will murder you for 
your running shoes. You just don’t 
do it. Everybody has got satellite 
tracking devices and cell phones. 
There is no reason to stop unless 
it’s somebody you know. It’s just 
not safe.” 

TSQ

?Do you feel safe pulling over 
to help fellow motorists?

Truck Stop
 Question

adam ledlow 

Dan 
Rundle

Jack 
Snider

Phil 
Bradley

FALL SPECIAL
NOVEMBER, DECEMBER 2010

20102010

LA TRUCK
LUBE & WASH

Call: 905-451-9162
Now open 7 days a week 

8am until Midnight everyday!
Now featuring

drive-thru lube and wash bays!
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CorroGuard
P R O T E C T I O N

A key component of Great Dane’s 
Total Protection Package

The most galvanizing force available to help combat corrosion on your trailers isn’t
galvanizing at all. Available exclusively from Great Dane Trailers, CorroGuard with
Technology by GatorHyde provides impingement protection unmatched by any other
alternative. By covering entire sub-frames, landing gear and other components,
CorroGuard is the most powerful defense against the profit-eating effects of corrosion.

For more about how to extend the life of your trailer, visit www.greatdanetrailers.com/corroguard

i s  c o r r o s i o n  e a t i n g  a w a y  a t  y o u r  b o t t o m  l i n e ?

Great Dane is a Division of Great Dane Limited Partnership • Great Dane and the oval are registered trademarks of Great Dane Limited Partnership.

NOVA ENTERPRISES LTD.
Truro, NS
(902) 895-6381

LIONS GATE GREAT DANE
Coquitlam, BC
(604) 552-0155

UNIVERSAL TRUCK AND TRAILER
Dieppe, NB
(506) 857-2222

PIERQUIP, INC.
Mirabel, PQ     
(450) 438-6400

St. Nicolas, PQ    
(418) 836-6022

MAXIM TRAILERS
Calgary, AB
(403) 571-1275

Edmonton, AB
(780) 448-3830

Brandon, MB
(204) 725-4580

Winnipeg, MB
(204) 790-6500

Regina, SK
(306) 721-9700

Saskatoon, SK
(306) 657-5600

South Prince Albert, SK
(306) 922-1900

GLASVAN GREAT DANE
Alliston, ON
(905) 625-8441

Mississauga, ON
(905) 625-8441

Putnam, ON
(905) 625-8448

Whitby, ON
(905) 625-8441
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THE MACK® PINNACLE™ RIDES ON A LIGHTWEIGHT-YET-STRONG CHASSIS 
AND IS DRIVEN BY AN MP™ ENGINE ENGINEERED WITH AN INCREDIBLE 
POWER-TO-WEIGHT RATIO TO HELP YOU MAXIMIZE PAYLOAD.
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