
By James Menzies

TORONTO, ONTARIO

Dave Cox, president of Polaris Transport, is willing to 

completely rewrite the business.

“My mind is open to changing it all,” he told Truck 
News in an interview about blockchain technology, and 

its potential to comprehensively change the transpor-

tation business. “We have to get goods and services to 

market, whatever that looks like, but I’m prepared to 

rewrite the service operating model if the blockchain 

technology and the robotics tell me I should.”

To say Cox is a believer in technology – and specifically 

blockchain – is an understatement. He’s fascinated in 

blockchain technology, though he downplays his exper-

tise. “I’m a hack at this,” he acknowledged. However, Cox 

takes pride in Polaris’ use of technology and sees block-

chain as the next big opportunity.

“We have made a large investment in technology,” said 

Cox. “At Polaris, we have people here that have the same 

interest I have in utilizing the technology. The thing I 

like about blockchain is, it makes a small person rele-

vant. It makes a small company relevant because it’s a 

very decentralized environment. Essentially it’s a digi-

tal accounting ledger.”

Blockchain was born from the rise of Bitcoin in the 

late 2000s. In simple terms, it’s a decentralized digital 

ledger. In the book Blockchain Revolution, authors Don 

and Alex Tapscott explained it this way: “The blockchain 

is an incorruptible digital ledger of economic transac-

tions that can be programmed to record not just finan-

cial transactions, but virtually everything of value.”

“It’s a public ledger, where transactions are recorded 

and confirmed anonymously,” explained Justin Bailie, 

president and co-founder of Canadian technology firm 

RoseRocket. “It’s a record of events, shared between mul-

tiple parties, and most importantly, once information 

is entered it can’t be altered because the blockchain is 

permanent.”

He anticipates seeing more discussion around the 

subject of blockchain in the trucking industry going 

forward. 

“Now that electronic logging devices are done, I feel 

this is the next talking point,” he said. “I think this will 

be the next hot topic: should trucking companies be 

strategizing around blockchain?”
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By Sonia Straface

TORONTO, ONTARIO

It’s an uncomfortable topic to bring 

up with friends and family, let alone 

bosses and coworkers. It’s not nearly 

talked about enough in most indus-

tries, and certainly not discussed 

enough in trucking. I’m talking about 

mental health.

Statistics show that on any given 

week, more than half a million Cana-

dians will miss work because of a 

mental health problem. And those 

numbers don’t include those people 

who mask their mental health issues 

as something else.

Studies also show that one in five 

Canadians are suffering from mental 

illness today.

However, truck drivers in partic-

ular seem to be at a greater risk for 

mental illness when you take a closer 

look at the nature of the occupation.

Being out on the road, alone, 

sometimes for weeks at a time, takes 

a toll on one’s mental health. It’s 

It’s time 
to talk
Accidents, loneliness, 

and fatigue are all part of 

the job as a truck driver
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to longer terms if there is continued upward pressure on transportation rates?

Will growing freight volumes and tightening capacity lead to longer contract terms?
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If you think the transportation 

industry is connected today, just 

wait. We’re only beginning to scratch 

the surface of what connectivity can 

do for our industry, and the arrival 

of blockchain will take it to a whole 

new level.

But even before that happens, the 

vehicles we operate will continue 

to become more connected. I 

was in Duisburg, Germany, in 

early February for the launch 

of the new Mercedes-Benz 

Sprinter, which officials claim 

was designed to be a constantly 

connected “node in the Inter-

net of Things.” 

Mercedes is the first OEM to 

use what3words for navigation. 

This technology uses a grid of 

57 trillion 3x3-meter squares, 

and assigns each of them a 

three-word identification tag. 

Using this technology, a vehicle 

can be directed precisely where 

it needs to go, even if it’s a spe-

cific door at a loading dock or 

a utility tower that’s in the mid-

dle of a field. 

It’s a good example of how 

even technologies such as 

GPS, which we’ve come to take for 

granted and utilize in our business 

every day, are being refined and 

improved upon. 

Now we’re hearing more about 

blockchain technology, which we 

cover in this month’s issue of Truck 

News. Like many, I was at first dis-

missive, thinking of it as a technol-

ogy useful solely in the cryptocur-

rency world, and I rejected the idea 

that freight transactions would ever 

be carried out using Bitcoin.

However, it’s clear now that Bit-

coin’s underlying blockchain tech-

nology does have many real-world 

uses in the transportation industry, 

especially as newer generation vehi-

cles like the new Sprinter are being 

designed specifically to communi-

cate with the world around them.

What excites me the most about 

blockchain is the ability to conduct 

transactions using “smart contracts.” 

These can address many of the pain 

points felt by trucking providers 

today. Take, for example, cash flow. A 

smart contract can execute payment 

the moment a load is delivered. Sen-

sors on the truck or an in-cab app 

can confirm delivery of the load and 

the payment can be made instanta-

neously. Say goodbye to 90-day 

payment terms and the reliance 

by small businesses on invoice 

factoring to sustain cash flow.

Or, how about the collec-

tion of accessorial charges? A 

smart contract can be written 

which, again using sensors on 

the truck, records when the 

vehicle arrived at a facility to be 

loaded or unloaded, and when 

it left the yard. If the unit was 

detained for more than two 

hours, for example, the agreed 

upon detention charge would 

automatically be applied to the 

payment. No more arguing with 

shippers and receivers about 

how long the equipment was 

held up for at their facility and 

fighting for the payment of 

detention charges. 

Another potential application in 

trucking, described to me by Craig 

Fuller, managing director of the 

Blockchain in Transport Alliance, is 

the creation of a universal driver ID, 

that would give members of a block-

chain visibility of the driver who is 

handling their load. Today the driver, 

who has the single biggest influence 

on how that load is handled and 

delivered, is mostly anonymous to 

the shipper, operating under the flag 

of the carrier he or she works for.

While some privacy concerns will 

no doubt need to be accommodated, 

I see an opportunity for drivers oper-

ating under a universal driver ID to 

differentiate themselves, effectively 

creating their own brand and per-

haps even commanding a premium 

based on a proven track record of 

safety, reliability, and customer ser-

vice excellence. 

If you think about how the Inter-

net and connectivity have changed 

the business of trucking in the last 

decade or two, I believe we will see 

a change of equal or greater magni-

tude with the arrival of blockchain 

and the next generation of con-

nected vehicles. TN

Connected vehicles and the potential of blockchain

Editorial
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James Menzies can be reached 

by phone at (416) 510-6896 or by 

e-mail at james@newcom.ca. 

You can also follow him on Twitter 

@JamesMenzies.
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Impact of ELD 
mandate yet to 
be determined: 
FTR
BLOOMINGTON, INDIANA

The full effect of the U.S. electronic 

logging device (ELD) mandate on 

trucking capacity remains to be felt, 

according to an analysis by industry 

forecaster FTR. 

Enforcement across the country 

is not yet in full effect, and failure 

to comply with the mandate will 

not place drivers out-of-service until 

April. Also, many states have thus 

far taken a lax approach to enforce-

ment, according to Avery Vise, 

vice-president of trucking research, 

who spoke during an FTR State of 
Freight webinar on ELD implemen-

tation impacts on Feb. 8.

“Some states are not writing ELD 

violations until Apr. 1, and oth-

ers are using the discretion of the 

enforcement officer,” said Vise. He 

also noted there’s little evidence to 

date that insurers or shippers are 

taking it upon themselves to ensure 

their carriers are complying with 

the ELD mandate. 

This means that carriers and own-

er-operators who had been threaten-

ing to park their trucks rather than 

comply with the new regulation will 

not likely have done so yet, especially 

as spot market freight rates have 

strengthened considerably in late 

2017 and early 2018.

Even an owner-operator that suf-

fered a 9% productivity hit when 

switching to ELDs would be mak-

ing $30,000 a year more today than 

a year ago, based on the rise in spot 

market prices, all other factors being 

equal, Vise explained.

“The question is, will they pick up 

on that, or are they making an emo-

tional decision?” he said. “If you do 

the math, until we get below $1.75 a 

mile…they are still doing better in 

February 2018 than in 2017.”

He added there is anecdotal infor-

mation circulating that the ELD 

mandate is squeezing some capac-

ity out of the market. 

“What we’ve seen at this point 

is anecdotal,” he explained. “We’ve 

heard people saying owner- 

operators are returning trucks to 

dealers, brokers are calling and find-

ing a carrier is not around.”

Clayton Slaughter, senior analyst 

and general counsel for FTR, said 

conversations with small carriers 

have suggested many will run as 

long as they can until they’re forced 

to comply.

“Simply having a mandate with-

out a business reason to com-

ply wasn’t going to be enough to 

them,” he said. “Now they appear 

to have dug in their heels and said 

Business
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OOIDA call to exempt small carriers from 
ELD rule gets lawmaker support

they’re not going to comply until 

forced to.”

If there’s a widespread exodus of 

owner-operators from the market 

when enforcement agencies apply 

the full force of the law in April, it’s 

not likely to cripple the trucking 

industry, Vise said. He said own-

er-operators account for about 

4.7% of the U.S. truck count, so even 

if they all parked their trucks, “it is 

survivable.”

However, on the other hand, 

4.8% of the carrier base in the U.S. 

represents about 80% of all power 

units, so the impact on capacity 

would be far greater if small car-

riers park their units.

There’s also the matter of an 

exemption request submitted by 

the Owner-Operator Indepen-

dent Drivers Association (OOIDA) 

that would allow small fleets with 

good safety records to be exempted 

from the mandate. However, Vise 

explained that as worded, such an 

exemption would cover the major-

ity of the industry.

The request asked the FMCSA to 

exempt small carriers with annual 

revenues of less than US$27.5 mil-

lion, which don’t have an unsat-

isfactory safety rating, and hav-

en’t been involved in any at-fault 

crashes. The comment period 

ended in early February, with more 

than 4,000 comments filed, and the 

request had the support of some 25 

members of Congress. 

“My personal feeling is that it’s 

not likely to succeed, but…there is 

some chance this could succeed,” 

Vise warned.

If the exemption is granted, 

it would apply to 95% or more of 

trucking companies. 

“We could be talking about an 

exemption that would affect tens 

of thousands of carriers,” Vise said. 

“It’s larger than all the other 

exemptions on the docket com-

bined,” added Slaughter. “If we 

exempt everyone from the rule, 

eventually we have no rule and 

we get into a legal battle that 

says ‘We’re not going to enforce 

that’.” TN
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The impact of the U.S. ELD mandate hasn’t yet fully been felt.

WASHINGTON, D.C. 

An Owner-Operator Independent 

Drivers Association (OOIDA) appli-

cation for an exemption from the U.S. 

electronic logging device (ELD) man-

date for small carriers, has gotten the 

support of 25 members of Congress.

The members sent a letter sup-

porting the exemption to the Fed-

eral Motor Carrier Safety Adminis-

tration (FMCSA) on Feb. 1. 

“By sustaining impeccable safety 

records, the motor carriers that 

would qualify have already demon-

strated the use of an ELD will do 

nothing to improve their operations,” 

the letter said. “Furthermore, OOI-

DA’s request would prevent small 

trucking businesses, who operate 

on the slimmest of margins, from 

maintaining costly fleet manage-

ment devices that provide them no 

economic or productivity benefits.”

OOIDA’s application for an exemp-

tion indicated that small trucking 

businesses (with revenue of less than 

US$27.5 million per year) should be 

exempt. 

“We thank the representatives…

for recognizing that small business 

truckers that have already proven 

their ability to operate safely should 

not be subject to purchasing costly, 

unproven and uncertified devices,” 

said Todd Spencer, acting president 

and CEO of OOIDA. TN
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Guarding the heavies
Pilot car drivers have a big role in heavy hauls

By Carroll McCormick

MONTREAL, QUEBEC

Lights-a-flashing, pilot cars, or sim-

ply pilots to some, do more than 

book-end oversize loads and her-

ald their passage to lesser vehicles. 

They scout ahead for trouble, help 

with route planning, talk rig driv-

ers through lane changes and tricky 

turns, run interference in heavy 

traffic, and sometimes even steer 

the boosters on long loads.

While the job description for a 

pilot might read like a search for a 

minor renaissance man/chief bottle 

washer – an Alberta ad for a pilot 

runs to 38 areas of responsibility, 

including collecting litter at job 

sites – at its core, the job, to distill 

the comments of some heavy-haul 

and pilot companies I contacted, 

requires an understanding of truck-

ing and a mature commitment to 

doing good, helpful work.

“It is really hard to do. It is under-

estimated,” says Renaud Labbé, 

health and safety coordinator with 

Trois-Rivières-based Transport Bel-

lemare International. 

“Pretty much I strictly look for 

people with a few years driving 

a pilot truck or at least driving a 

truck. If you find a guy who has 

done longhaul before, he is pretty 

well ready to go,” says Patrick Stew-

art, the owner of Open Road Pilot 

Car, in Brandon, Man. 

“Depending on the type of load – 

12’2” is not all that bad. You get into 

something 15-16 feet wide, you want 

(a pilot) with their smarts with you 

– know you can clear that pole, get 

around that corner,” says Peter Ross, 

a Nova Scotia-based customer con-

cierge who does a variety of tasks, 

such as permitting, project super-

vision and pricing, with Acheson, 

Alta.-based T-Lane Nation. And for 

the longer loads, such as wind tur-

bine blades, “You want pilot cars that 

know what they are doing,” he adds.

Kelly Ficociello has strong opin-

ions about what constitutes a wor-

thy pilot. She started out as a young 

trucker with her own rig, and now 

is the manager of MAK Transpor-

tation Services, in Kelowna, B.C., 

which she founded in 1994. Her 

crew of six drivers haul heavy loads 

throughout North America. 

One of her favorite pilots is Steve 

Morrison, an owner-operator with 

Pennask Pilot Car in Westbank, B.C.; 

he and his wife are both pilots. 

“Steve will help the driver. He will 

put out the driver’s flags and trian-

gles, so my driver won’t have to. 

Steve finds roads for me. Steve will 

drive ahead to make sure we can get 

in and out. I can depend on my pilot 

car,” Ficociello says

On the other hand, she comments, 

“Other pilot cars won’t even offer. 

There are pilot cars who don’t know 

what they are doing.”

This may have something to do 

with certification requirements, 

which, while I did not poll every 

province, sound as though they 

may be non-existent in Canada. 

Although the B.C. Ministry of Trans-

portation and Infrastructure pub-

lished Pilot Car Load Movement 
Guidelines, a primer of regulations 

and techniques, in November 2016, 

Ficociello says there is no certifica-

tion for pilots in British Columbia. 

“It’s like mad today. We have fired 

pilot cars halfway through a trip.”

Stewart notes, “In British Colum-

bia you absolutely have to have a 

traffic control ticket to run in the 

province. Every driver has to take 

that course and every driver has to 

have all the signage in the back of his 

truck. That was a big thing last year. 

Not everyone was happy with that.”

Stewart sends his pilots to the 

U.S. to take the Washington State 

Department of Transportation 

Pilot/Escort Car Certification. 

“I train my own drivers and have 

them take a Washington certificate 

course, even if my guys aren’t going 

to the U.S. In Canada, it is pretty 

much nothing. Companies take it 

upon themselves to train to certain 

safety standards. They have been 

talking about it for years and years. 

There are a few companies that have 

put together manuals and courses 

that they wanted to promote from 

coast to coast, and presented to 

governments, but there is nothing 

so far,” he says.

In the Atlantic Provinces, Ross 

notes, “There is no requirement 

yet. Most (pilots learn) from being 

around the business.”

Some come from the oil patch. In 

fact, Stewart notes, the oil patch is 

quite the incubator for female pilots. 

“The business is very open to 

women. There are a lot of female 

pilots out there. Pretty much all the 

women I’ve worked with are trained 

from the beginning as pilots, and 

most come from the oil patch – 



March 2018 • Truck News  9  

THIS MONTH’S CROSSWORD PUZZLE

Answ
ers on page 57

TN
-177 M

ar. ©
 2018 M

. Jackson

Across
  1
  5
8
9

10
12
14
17
21
22
23
24

Completely fill a trailer (4,3)
Certain turns
Diesel particulate filter cleanse, briefly
Mullen Trucking home province
Urban accident location, often
Discharges a truck loan
Prescott, ON-based carrier
Leaping-animal sign meaning (4,8)
’90s Ford Class 8 model
Airtronic bunk heater brand
Petro-Can diesel oil
Auto plant province

1
2
3

 4
5
6
7

11
13
15
16
18
19
20

Down
Common or bonded entities
Irving oasis, sometimes (3,4)
Half of O/O
New-truck deal factors, often
’90s Maine plates creature
’36-’72 Chrysler Canada truck brand
In-bond trailer attachment
Hopping Australian road hazard
Truck terminal employee (4,3)
Freight carrying company
Western Canada truck show
Driver ____ accident cause
Swindle ____, logbook slang
“Ice Road Truckers” driver Darrell (RIP) 

PUZZLED?
DIESEL PARTICULATE FILTER
 Cleaning Service and Repairs

CLEAN
ASH 

LOADED

CLEAN FILTERS 

SAVE $$$

DPF AFTER-MARKETREPLACEMENT FILTERSNOW AVAILABLE

www.texisexhaust.com

         has
the solution.

905.795.2838
fax 905.678.3030

1.800.267.4740
Canada & U.S. hotline

SEE OUR AD PAGE 52

See us at
Booth #2293

shifting equipment around,” Stew-

art says.

The softening of the oil patch 

economy has forced more of its 

pilots out onto the open highway for 

work. However, says Stewart, “(This 

is) a totally different ball game than 

hauling oil rigs on back roads.”

While there are pilot car compa-

nies with lots of cars, Stewart notes 

that the majority are one-guy, one-

truck operations. 

“We have four guys spread out 

that we use on a regular basis in 

Manitoba, Saskatchewan, and 

Alberta. They have a community 

that they work in and they just come 

to wherever needs to be covered. 

Getting your foot in the door is hard 

for the (owner-operator). You have 

to make a good impression when 

you get your first job. Show up with 

clean equipment and everything 

working properly. I hire people with 

experience as a heavy-haul driver. 

If they have done that before, they 

know what to do,” Stewart explains.

The competition among own-

er-operators varies, Stewart adds. 

“In Alberta there are so many 

pilots it’s unreal. They’re hurting. 

But they are a little thinner (on the 

ground) here in Manitoba. When it 

gets busy here or in Saskatchewan, 

it can get hard to find a pilot car.”

Client expectations vary. 

“Some companies hire people 

who just park in front or behind the 

load,” Stewart says. On the other end 

of the spectrum, he notes, “We work 

with companies in which safety is a 

huge priority, and are on the hunt 

for certification. Some have you sign 

a contract when you present your 

driver’s licence and certifications. 

Anything in the oil patch and min-

ing is huge into safety.”

Companies may hire pilots even 

when, regulation-wise, a load does 

not require them. 

“To me, the pilot car is there to 

protect my driver and the public. 

If I can get my guy through a con-

gested area in a city, with the pilot 

car blocking, my driver and I will 

say, ‘You know what? This will make 

my life easier. Let’s bring the pilot,’” 

Ficociello says.

Speaking of making life easier for 

heavy-haul drivers, Stewart offers 

another example: “We get guys 

doing a straight shot from Mexico, 

with summer fuel in their tanks that 

freezes solid. We carry additives to 

put in their tanks.”

Perhaps hand-holding should be 

written into the job description. 

“We got brought on a lot of proj-

ects that were quite the gong show 

– poorly planned and executed. You 

realize what is going on and you 

take it upon yourself to figure out 

what is going on – routing, permits, 

where to stop for the night,” Stewart 

says. “Route planning is something I 

stress the most. It impresses people. 

Highway pilots do lots of navigation. 

It is harder and harder to find pilots 

who know routes ahead of time and 

know where they are going.” 

A quick internet search yields 

claims of pilot wages ranging from 

US$23,500 to $61,000, with a few 

top earners hitting $100,000. While 

Stewart made no salary confes-

sions, he did say this: “I can offer 

a percentage or an hourly wage. 

Employees find it pretty funny 

when I hire them on. (I tell them) 

you have no schedule and drive for 

hours and hours at a time. I lay out 

everything that sucks beforehand, 

and if they like that...it takes a spe-

cial breed.” TN

Pilot cars safely guide a tractor-trailer carrying an oversize load.

“Route planning is 
something I stress the 
most. It impresses 
people. Highway pilots 
do lots of navigation. It 
is harder and harder to 
find pilots who know 
routes ahead of time 
and know where they 
are going.”
– Patrick Stewart,  

Open Road Pilot Car
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By Sonia Straface

MILTON, ONARIO

VersaCold Logistics Services 

recently celebrated the grand open-

ing of its newest distribution cen-

ter, which is poised to be the largest 

facility of its kind in Canada.

The new facility, located in Mil-

ton, Ont., measures in at 255,000 

sq.-ft. of warehouse area, and today 

has total pallet capacity of just 

under 26,000 positions. Its various 

cold and refrigerated rooms range 

from four to -30 degrees Celcius, 

and mostly hold temperature-sen-

sitive food products like ice cream 

and frozen pizza.

According to VersaCold, upon 

completion, this new center will 

be the country’s largest third-

party operated refrigerated facil-

ity by square footage. Currently, 

the center is only two-thirds of 

the way completed and is oper-

ating at about half of its capac-

ity. The building is scheduled to 

be completed in December 2018 

when the total operational space 

will reach more than 19.1 million 

cubic feet, and capacity will hit 

70,000 pallet positions.

“This is a major day for our teams 

and our organization,” said Ver-

saCold’s president and CEO, Doug 

Harrison during a grand opening 

ceremony Jan. 11. “It’s our team 

that really makes things happen 

and (the grand opening) couldn’t 

happen without all of them. I’d also 

like to recognize one customer in 

particular that was very instrumen-

tal in bringing this facility to life. 

I want to thank Nestle for joining 

us today and for their support and 

encouragement. We look forward to 

working together and continuing to 

focus to bring value to Nestle and 

all of our customers.”

Harrison said that choosing 

Milton as its location for its new-

est distribution center was stra-

tegic. First, the building had the 

bones it needed to make a working 

facility (the building was previ-

ously occupied by Sobey’s for more 

than a decade) and second, Milton 

is quickly becoming a popular dis-

tribution hub.

“Milton is a friendly business 

community,” he said. “And there’s 

a great workforce in Milton. The 

center of Milton as a logistics hub 

is evolving more and more, plus 

there’s great access into south of the 

border, great access into the GTA. 

It creates a lot of efficiencies in the 

supply chain in general. So, Milton 

just made sense. We’re proud to 

bring new jobs to Milton, and con-

tribute to local food banks as well.”

The grand opening was attended 

by customers and trade media, as 

well as Gordon Krantz, the long-

time mayor of Milton, and Mem-

ber of Parliament, Lisa Raitt.

“Thank you for making Milton 

your choice for logistics and I wish 

further success and further expan-

sion for VersaCold,” Raitt said.

According to VersaCold, the new 

center will handle about 30 loads 

per day inbound, and 60 loads 

per day outbound. Of those loads, 

more than 2.7 million cubic feet of 

ice cream and more than 48 mil-

lion pounds of frozen pizzas will 

be shipped out.

Right now, there are 33 workers 

in the facility that handle the frozen 

and refrigerated goods. Eleven work 

on the day shift, 11 on the afternoon 

shift, and 11 on the night shift. Work-

ers are limited to spending 90 min-

utes in the freezer area at one time, 

due to the extreme temperatures.

“It’s a big investment, we’re 

excited about it,” Harrison said. 

“We care very deeply about qual-

ity and safety of food and we hope 

it shows.” TN

Business

VersaCold shows off new  
distribution center in Milton

Doug Harrison, president and CEO of VersaCold, said Milton, Ont., was the 
ideal location for the new facility.
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Business

Canada’s aftermarket parts market is growing
But the nature of parts being sold continues to change

LAS VEGAS, NEVADA

Repairing trucks and trailers is big 

business in Canada, and it’s get-

ting bigger.

The nation’s aftermarket serving 

Classes 6-8 trucks and trailers was 

worth $4.2 billion in 2017, and is pro-

jected to reach $4.4 billion this year, 

according to analysts at MacKay 

and Company.

Parts prices are expected to rise 

3.7% because of factors including 

the Canada-U.S. exchange rate.

“Everything looks fairly posi-

tive,” says John Blodgett, vice-presi-

dent, sales and marketing, referring 

to growth in oil activity, the gross 

domestic product, and international 

trade. “Obviously if the U.S. screws 

up NAFTA and provides some issues 

there…that could potentially have a 

negative impact. Hopefully level heads 

will figure that out and we won’t have 

too much impact from that.”

Like most other analysts, the 

team at MacKay and Company 

was surprised by the 2017 market 

for equipment sales. In a good way.

The Canadian market purchased 

about 8,800 Classes 6 and 7s, 25,700 

Class 8s, and 35,200 trailers. That’s 

in line with the 20-year averages of 

8,300, 26,100, and 36,200, respec-

tively. This time last year, the sales 

were expected to lag behind. By 

March, though, it was clear the 

negative projections were going to 

be wrong.

The analysts predict sales of 8,500 

Classes 6 and 7s, 27,600 Class 8s, and 

38,200 trailers in 2018.

Last year, the U.S. market pur-

chased 133,000 Classes 6 and 

7 trucks, 192,000 Class 8s, and 

286,000 trailers. Its 20-year average 

is 135,000 Classes 6 and 7s, 186,000 

Class 8s, and 217,000 trailers.

“Retail sales is important because 

it impacts the operating population 

on the aftermarket,” says Ken Gris-

wold, director, market strategy and 

sales, referring to the importance of 

comparing the figures.

Overall, Canada now has 41,000 

Class 6 trucks, 148,000 Class 7s, 

344,000 Class 8s, and 543,000 trail-

ers, MacKay and Company says. 

By 2022 it expects the f leet to 

shrink somewhat, down to 37,000, 

144,000, 342,000 and 533,000, 

respectively.

Any change in the age of the fleet 

would have an undeniable effect on 

aftermarket sales.

Trucks in the range of seven to 

nine years old are in the “sweet 

spot” for aftermarket demand, 

Blodgett said. Each amounts to 

about $8,000 a year in parts, out-

side of warranty items.

The nature of parts being sold 

continues to change as well.

Aerodynamic enhancements 

require fewer parts in the form of 

fenders and flat brackets, he said. 

Should electric vehicles become the 

norm, thousands of moving parts on 

a truck could be replaced by fewer 

than 200. Bodies are also incorpo-

rating new materials like carbon 

fiber that will require a new level of 

training for technicians.

“Technology can only move as fast 

as people,” Griswold added.

Collision mitigation systems 

could have their own impact on 

the aftermarket. Fewer collisions, 

after all, require fewer replacement 

parts. Telematics and the Internet of 

Things also promise to determine 

when parts are failing or wearing 

out, affecting purchasing strategies.

Emerging electric truck suppliers 

like Tesla, Thor, and Nikola are also 

exploring new distribution channels 

altogether, Griswold warned.

“They may not follow our tradi-

tional channels.” TN

Canada’s aftermarket parts industry is growing, but the types of parts in 
demand is evolving.
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Relationships the key 
to selling more parts
LAS VEGAS, NEVADA 

Price plays a role in any business 

transaction, but strong relationships 

continue to be a differentiator when 

it comes to selling truck parts – even 

in an era of e-commerce.

“It’s changed the way communica-

tion happens, but it doesn’t change 

the type of communication,” says Carl 

Mesker, SAF-Holland’s vice-president, 

aftermarket. “What’s critically import-

ant is the relationship and the trust.”

It’s a point that was echoed by dis-

tributors and suppliers in a panel 

discussion during an opening ses-

sion at Heavy-Duty Aftermarket 

Week in late January.

When questions turn to price, 

Mesker even begins to ask himself 

what he didn’t understand about the 

customer’s business. “Then it’s time 

to start asking questions.”

Sean Ryan, president of the Point 

Spring and Driveshaft Company, puts 

a lot of stock in the level of train-

ing a supplier like SAF-Holland can 

provide. His business has 20 out-

side salespeople and just as many 

inside salespeople selling 200 differ-

ent product lines at a time. They can 

answer the first two or three ques-

tions, but need a partner who can dig 

deeper after that.

“We’ve got to know these suppli-

ers have the knowledge to back us 

up, and when we call they answer,” 

Ryan said. “We need our suppliers to 

service our customers.”

The right information can clearly 

make a difference. After a 1.5-hour 

presentation to Point Spring sales 

teams, during one of its quarterly 

sales meetings, the company saw 

a double-digit increase in sales of 

SAF-Holland parts.

Granted, relationships take time 

to develop. It’s why Ryan stresses the 

importance of making as many con-

tacts as possible. “This is an indus-

try where people really do still mat-

ter,” he said.

“Everybody has a lower price in the 

market,” said Walt Sherbourne, Day-

ton Parts’ marketing vice-president. 

“The thing you have to deliver is the 

value.” Price is a concern, but that 

should be the last part of the con-

versation, he said. 

“We can have any product, but if 

(a distributor) doesn’t have a need to 

sell it, or his customers in the mar-

ketplace don’t need it, you need to go 

somewhere else.”

Conversations with customers also 

need to reach beyond a single point 

of contact, Sherbourne said. “You’ve 

really got to sit down and talk to the 

purchasing managers and the people 

behind the scenes who do the work.”

He is increasingly discouraged by 

the number of people who are simply 

distributing flyers and quoting prices.

“We’re driving the price of the parts 

to a level that there’s no profit in the 

business,” Sherbourne said of the 

broader industry. “Our customers 

are not going to win. They’re going 

to be dissatisfied with the products.”

“I’ve got to stand up to my custom-

ers and say, ‘This product is a good 

product,’” agreed Edward Neeley, 

president of the Truck Supply Com-

pany of South Carolina, referring to 

the importance of the trust. “You’ve 

got to believe in the quality of the 

product you’re selling.”

The strongest relationships also 

include being there when things go 

wrong. Neeley wants to be confident 

that he can reach out at 2 a.m. if a 

customer has trouble, and know the 

phone will be answered. TN
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In search of consistency
HDDA: Heavy Duty outlines strategic plan for heavy-duty aftermarket

By James Menzies

LAS VEGAS, NEVADA

HDDA: Heavy Duty – a community 

of the Auto Care Association – has 

developed a four-pronged strategic 

plan it says will benefit heavy-duty 

supplier and distributors. 

Bill Hanvey, president of the 

Auto Care Association, outlined 

the plan during Heav y-Duty 

Aftermarket Week in late Janu-

ary. He said the challenges faced 

by heavy-duty distributors are 

shared on the automotive side, 

and that HDDA: Heavy-Duty can 

be an effective voice in addressing 

some of those challenges.

“We, as an industry, are going 

through a tremendous amount of 

change,” Hanvey said. “For the inde-

pendent aftermarket, whether that 

be heavy-duty or automotive, we 

have what I call a death by 1,000 

cuts philosophy. There are a lot of 

different pressures put on the inde-

pendent aftermarket.”

One of the challenges facing the 

industry, noted Hanvey, is that “We 

as an industry have to learn how to 

use data more efficiently.”

He then outlined the four initia-

tives HDDA: Heavy Duty plans to 

pursue:

Develop product data 
standards

Product data standards, Hanvey 

explained, “are a consistent, stan-

dardized way to present data…it’s 

simply a way for manufacturers 

and distributors to have a consis-

tent way to present their products, 

so we are calling an air spring an air 

spring, we’re not calling it an air bag 

or a rubber thing with springs in it.”

Hanvey noted the hardware and 

pharmaceutical industries have 

product data standards, which are 

consistent. 

“We have to have a standardized 

language, that’s what product data 

standards are,” he said. “We think 

that’s absolutely imperative to the 

industry in order for us to become 

more efficient.”

Benefits, Hanvey explained, are 

that distributors can be more effi-

cient in how they stock parts, they 

can carry less inventory, and have 

the right parts available at the 

right time. 

Cultivate market 
intelligence

“How can we be better predictors of 

what’s going to occur in the indus-

try next year, five years from now, 

10 years from now? Are we doing a 

good job of analyzing trends?” won-

dered Hanvey.

He said HDDA: Heavy Duty is well 

positioned to publish monthly indi-

cator reports, showing trends such 

as, for example, how air springs are 

selling in any given month. Product 

categories can be referenced by sup-

pliers to see how they compare to 

industry benchmarks.

“We want to give members the 

intel they need to make better busi-

ness decisions,” said Hanvey.

Educate

“Why don’t we have an indus-

try-wide education initiative?” 

Hanvey asked. “We (the Auto Care 

Association) have an education 

department. Why can’t we expand 

some of that education to the heavy-

duty side as well?”

He said the industry must educate 

the next generation of leaders.

“We as an industry have to take 

this seriously, because there’s a lead-

ership gap below us and we need to 

make sure that’s filled,” Hanvey said.

Advocate for the 
independent heavy-duty 
aftermarket

Finally, Hanvey said HDDA: Heavy 

Duty can advocate for the aftermar-

ket industry in Washington and at 

the state levels. 

“We have to set ourselves up as 

an industry to make sure we are 

represented at Washington and at 

the state level,” he said. “We as an 

industry are tremendous contribu-

tors to today’s economy, our econ-

omy would not function without 

what we do every single day. I feel, 

and I think it’s very evident, that we 

don’t get the recognition of respect 

that we deserve in Washington and 

at the state level.”

Hanvey noted OEMs have major 

lobbyists at their disposal, and the 

independent aftermarket suppliers 

need to step up their own advocacy 

efforts. TN

Bill Hanvey, president, Auto Care 
Association
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CALGARY, ALBERTA

Suncor announced Jan. 30 it will pro-

ceed with the phased implementa-

tion of autonomous haulage systems 

(AHS) at company-operated mines.

Over the next six years, the com-

pany plans to deploy more than 150 

autonomous haul trucks in the full 

program – one of the largest invest-

ments in electric autonomous vehi-

cles in the world.

“Suncor was the first company to 

transition from bucketwheel to truck 

and shovel operations in the early 

1990s and we’re continuing to be on 

the leading edge of oil sands technol-

ogies today,” said Mark Little, chief 

operating officer, Suncor. “To be the 

very first company to test these sys-

tems and implement them at a com-

mercial scale in our oil sands mining 

operations speaks to our long his-

tory of embracing and implement-

ing game changing technologies – 

it’s simply part of our DNA…safety 

is our number one value at Sun-

cor. Autonomous haulage systems 

reduce interaction between people 

and equipment, which decreases 

incident rates and injury potential 

– helping us ensure everyone goes 

home safely at the end of every day.”

The union representing work-

ers at Suncor says replacing hun-

dreds of heavy machine operators 

with driverless trucks would be a 

mistake.

“Highly experienced and capa-

ble operators will always need to 

play a role in oil sands extraction, 

and it is a mistake to think oth-

erwise,” said  Jerry Dias, Unifor 

national president.

Unifor will be organizing a 

national conference to explore strat-

egies to deal with new technologies. 

It will include a cross-section of 

union and industry leaders to assist 

in developing a deeper understand-

ing of how technology will continue 

to affect jobs.

“The nature of work will always 

evolve, but government regulation 

must keep pace,” said Dias. “There 

must be a benefit to all Albertans for 

their partnerships with extraction 

companies. In cases where displace-

ment is unavoidable, a just transi-

tion must be a top priority.”

According to Suncor, current 

plans show that the earliest it would 

see a decrease in heavy equipment 

operator positions at base plant 

operations is 2019. TN

Suncor to phase in fleet 
of autonomous trucks
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TORONTO, ONTARIO

For-hire carriers will be allowed to 

participate in an Ontario Ministry 

of Transportation (MTO) trial using 

60-ft. trailers.

Changes to the trial, which pre-

viously only involved the retail sec-

tor, include: broadening of the trial 

to include other types of fleets such 

as private and for-hire; permits will 

be based on CVOR, rather than semi-

trailer VIN; and the MTO is allowing a 

10-year grandfather allowance at the 

end of the trial, in recognition of the 

investments made in new equipment.

Applications are now being 

accepted, to participate in the pro-

gram. The Ontario Trucking Associa-

tion (OTA) welcomed the expansion 

of the program.

“MTO’s measured approach in 

addressing 60-ft. trailers through 

a limited trial is the appropriate 

action to take when considering 

if a new configuration should be 

introduced. MTO followed this path 

with long combination vehicles and 

extended stinger steer car carriers 

– both those programs are on suc-

cessful, but limited, implementation 

paths,” said OTA president and CEO 

Stephen Laskowski. “Opening up the 

60-ft. trial to sectors outside of the 

retail world will allow opportunity 

for proof of concept to be tested in 

other areas, which is necessary to 

monitor the effectiveness and accep-

tance of this new configuration.” 

A total of 20 permits are up for grabs, 

with no single carrier allowed to hold 

more than eight permits, and no ship-

per being associated with more than 

eight. Currently, three carriers operate 

a total of 20 permits. Once carriers in 

the trial have completed 3.2 million 

kilometers of travel with the 60-ft. trail-

ers, the MTO plans to conduct a full 

evaluation of the trial. 

For more info on the trial, con-

tact Alfonso Corredor, senior policy 

advisor with the Carrier Safety and 

Enforcement Branch of the MTO, at 

416-235-5275. TN

Ontario expanding 
60-ft. trailer trial

MISSISSAUGA, ONTARIO

The Automotive Transportation Service Superintendents’ 

Association (ATSSA) held its annual charity and fun night 

Dec. 14, 2017, collecting donations for underprivileged chil-

dren through the Toys for Tots program.

Food items were also collected on behalf of the Dai Dham 

Food Bank.

The event was hosted at the Red Rose Convention Center 

in Mississauga, Ont. 

A performance was given by comedian Andrew Chap-

man. ATSSA says the evening was made possible by the 

support and sponsorship received from companies includ-

ing: Texis Truck Exhaust, Mid-West Truck & Trailer Ser-

vice, Abrams Towing, Quality Collision Centre, Fort Garry 

Industries, ULT Powertrain Reman and Services, ClubLink, 

Premier Truck Group, Diesel Truck Centre, Newcom Media, 

Road Today and others. TN The ATSSA donated to local children through its annual charity and fun night in December.

ATSSA donates to  
local causes
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COLUMBUS, INDIANA

Heavy-duty and medium-duty 

truck orders in January marked the 

second strongest month in history, 

according to preliminary data from 

ACT Research.

Classes 5-8 orders totaled 

8 0 , 4 0 0  u n i t s ,  s u r p a s s e d 

only by March 2006 orders.

“As was the case in the total mar-

ket, Class 8 orders posted their best 

volume since March 2006, rising to 

48,700 units,” said Kenny Vieth, ACT’s 

president and senior analyst. “Sea-

sonal adjustment reduces the month’s 

order largess to 42,400 units, which 

represents a seasonally adjusted 

month-over-month increase of 41% 

and a 107% year-over-year increase.”

Classes 5-7 orders broke out, at 

31,700 units, according to ACT.

“This is the best month since July 

2006 and the third best month on 

record,” said Vieth. “On a season-

ally adjusted basis, medium-duty 

orders came in at 32,300 units, up 

56% month-over-month and 34% 

year-over-year.”

Industry forecaster FTR con-

curred with the bullish outlook. 

It reported preliminary orders 

of 47,200 Class 8 units, up 28% 

compa red to December a nd 

116% better than last January. 

That brings the 12-month total 

to 316,000 units.

“Orders for heavy-duty trucks 

surged to start 2018. These lev-

els were well above our already 

strong expectations and con-

tinue to indicate that the equip-

ment markets are sti l l react-

ing to the tight capacity in the 

truck marketplace,” said Jona-

than Starks, chief operating off i-

cer, FTR. “January is normally 

a seasona l ly wea ker month, 

except when the market is on a 

clear upswing. Capacity contin-

ues to remain historically tight 

and truckers are taking advan-

tage of the opportunity with spot 

rates on the Truckstop.com load 

board up 30% year-over-year in 

January. Near-record levels can’t 

last for long, but orders could 

stay quite elevated throughout 

the Spring.” TN

Business

Class 8 truck orders highest since 2006
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OTTAWA, ONTARIO

A recently published report from the 

Senate Committee on Transport and 

Communications has suggested Can-

ada is “ill-prepared” for the arrival of 

driverless vehicles.

The committee studied emerg-

ing driverless and connected vehi-

cle technologies, along with the risks 

and rewards they offer. Their report 

includes 16 recommendations to set 

Canada up to successfully adopt these 

technologies. It urges various govern-

ment departments to work with inno-

vators to lay the groundwork for pol-

icy that will encourage the responsible 

development of the technology.

It also calls for a national strategy 

that would allow the government 

to prevent potential harms, such as 

cybersecurity threats.

“This study should serve as a road-

map for the government. It is essential 

for Canada to be well prepared for the 

fast-approaching future of transpor-

tation,” said Senator David Tkachuk, 

chairman of the committee.

“We are on the cusp of a transpor-

tation revolution and Canada must 

be ready. Cities were ill-prepared 

when ride sharing came to Canada; 

we cannot afford to repeat this mis-

take,” added Senator Dennis Dawson, 

deputy chairman of the committee.

You can read the full report at: 

https://tinyurl.com/illprepared. TN

Canada ‘ill-prepared’ 
for driverless vehicles
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Truck News is just full of good news 

lately.

I’m reading how Class 8 truck 

orders are setting highs not seen in 

years. Several carriers are planning 

to increase driver pay. Freight vol-

umes are up and capacity is tight.

It’s no surprise that we’re getting 

calls from drivers who want to become 

incorporated owner-operators.

Over the years I’ve written many 

columns about how to incorporate as 

well as the pros and cons of being a 

sole proprietor. Structuring your busi-

ness is one of the first decisions you’ll 

make when you go out on your own.

But it’s not the first. Not even close.

Here are some other questions you 

should think about.

Whose idea is this?

In some cases, drivers are being 

asked to incorporate before they 

hire on to a carrier.

Carriers tell drivers to incorporate 

because they want a worker but not an 

employee. Having an employee means 

having to hold or report funds for EI, 

Canada Pension Plan, and workers’ com-

pensation. Payments to a contracted 

worker are considered a sub-contract-

ing expense and are not payroll.

As a contracted worker, you’re 

responsible for keeping your own 

records and paying your own income 

and self-employment taxes to CRA. 

Typically, you are also responsible 

for insuring yourself should you 

become injured.

Incorporating should be part of 

a broader business plan and not a 

condition of a contract.

Do you like the business?

One of the frustrating realities for 

new owner-operators is that every 

hour spent managing taxes, pay-

roll, expenses, equipment, billing, 

and customers is time you can’t be 

on the road earning money.

But a business has a life of its own 

that needs care and feeding. 

As a separate legal entity, the 

corporation conducts the busi-

ness transactions. It signs the con-

tract with the carrier, load bro-

ker, or customers. It makes money, 

showing income from trucking and 

other services, and spends it, pay-

ing expenses incurred while running 

that business.

Your responsibilities for managing 

it properly start from day one.

Say you forget to contact CRA 

to register for a GST/HST account. 

Delays are costly – CRA will back-

date registrations for only 30 days. If 

you bought your truck in September 

and haven’t gotten around to setting 

up an account, you can say goodbye 

to most of your GST/HST refunds 

from fuel, repairs, etc.

Late filings, mistakes on tax forms, 

and ignoring notices are signs that 

you don’t understand how to run a 

business, or worse, you’re in the habit 

of not following the rules. Did you 

actually sit down with someone and 

discuss whether you’d be better off 

as an incorporated owner-operator 

or sole proprietor? Or did you plow 

ahead based on advice from buddy-

what’s-his-name at the truck stop?

You don’t need an MBA but you 

do need to commit to managing the 

business. The planning and paper-

work are worth it compared to the 

mental and financial toll that a scat-

tered business life can take.

Can you make a living?

One of the benefits of incorporation 

is the potential for tax savings. 

The corporation can deduct your 

wage or “management fee” from 

earned income. What’s left after 

expenses is taxed at a corporate 

rate, which is a much smaller tax 

rate than we real people have to pay.

For me to calculate potential 

income tax savings from incorpo-

ration, one of the biggest factors is 

how much money you need to run 

your home (mortgage payments, 

groceries, utilities, car payments, 

eating out, etc.). If there’s nothing 

left for the business after you draw 

your management wage and pay 

your household expenses, the cor-

poration would have no income left 

to be taxed at that lower rate.

There’s a lot of optimism for 2018 

but you’re in this for the long haul. 

What works for one owner-operator 

may not apply to you. Talk to a qual-

ified accountant to find out how to 

make the right choice. TN

Scott Taylor is vice-president of TFS 

Group, providing accounting, book-

keeping, tax return preparation, and other 

business services for owner-operators.  

Learn more at www.tfsgroup.com 

or call 800-461-5970.
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Good news! You’re in business
But don’t leap in without doing your homework
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By Sonia Straface

MISSISSAUGA, ONTARIO

The technology for modern-day soci-

ety to look like an episode of The Jet-
sons is here, but the infrastructure to 

support that kind of life, isn’t. That 

was the consensus of the Future of 

Trucking panel at the 2017 Surface 

Transportation Summit in October.

The panel consisted of industry 

experts and veterans who all got a 

chance to weigh in on the industry’s 

latest technology push and what is 

in store for trucking’s future.

First and foremost, Paul Kudla, 

regional v.p. of Volvo Trucks North 

America addressed the reason 

why technology is so important 

to trucking. He believes technol-

ogy gives value to the industry, as it 

makes drivers safer and attracts the 

younger generations into the driving 

profession.

“I believe we’ve made it easier for 

drivers to drive safely. We’re trying to 

put every technology into the trucks 

now that helps the driver do a bet-

ter job and stay safe on the road,” 

he said. “Because without an auto-

mated transmission, by the end of 

the day (driving with a clutch) you’re 

worn out. Plus, young folks love 

technology, so the more we can add 

in to the trucks – it’ll make it more 

attractive for them to drive.”

According to Justin Bailie, presi-

dent and co-founder of Rose Rocket, 

if you think of your trucking com-

pany as just a trucking company, 

you’re not only wrong, but you’re 

doing a disservice to your custom-

ers and your business.

“Every company is a tech com-

pany,” he said. “Because you can’t 

sell, you can’t market, you can’t 

transport products or services with-

out technology. We all use technol-

ogy as consumers and suppliers, so 

the risk of not thinking that way and 

not embracing that, is being irrele-

vant to your customers.”

Marco Beghetto, vice-president 

of communications and new media 

for the Ontario Trucking Associa-

tion and the Canadian Trucking 

Alliance, said though all this new 

technology in trucking has peo-

ple excited, the industry is gener-

ally slower at adopting technology 

than others.

“I think this industry, it’s slow to 

come by new technology,” he said. 

Beghetto said the industry would 

do better at adopting new technol-

ogy if the provincial and federal gov-

ernments worked on giving incen-

tives to early adopters.

For Rick Geller of Marsh Risk Con-

sulting, however, timing is every-

thing when you talk about adopt-

ing new technology.

“Timing is critical and it’s import-

ant to understand how to lever-

age technology so it complements 

your business model,” he said. “Act 

too soon, you end up exhausting 

resources…wait too long and you 

miss the revolution. There’s a num-

ber of video rental companies that 

missed streaming. So, it really is 

about timing.”

By far, the most exciting and “sexy” 

technology topic in the world of 

trucking today is self-driving vehi-

cles. And though the industry has 

proven the ability for a truck to roll 

down the highway without human 

intervention is possible, it doesn’t 

mean it’s going to happen in the near 

future, panelists agreed.

“The technology is there today to 

run autonomous vehicles,” Kudla 

said, likening the technology to 

modern-day airlines. “I’ve used this 

analogy before – but 99% of an air-

plane flight is done by a computer. 

But the day a pilot isn’t in it, I’m not 

getting on that plane. Every one of 

the major OEMs has trucks running 

autonomously, but to have trucks on 

the road without drivers in them 

concerns me. And I don’t know if 

our governments or infrastructure 

will ever let that happen.”

Ritchie Huang, manager of engi-

neering and safety in the compli-

ance and regulatory affairs division 

at Daimler Trucks North America, 

agreed.

“From the Daimler perspective, 

we don’t see the driver being out 

of the picture for a very, very long 

time,” he said. “There is a need for 

the driver. We look at automation as 

building blocks, and it is a very slow 

process. You hear a lot of hype and 

press about it, but we don’t believe 

that these self-driving trucks or 

driverless trucks will be here any 

time soon. The reason being, there 

is not enough safety data out there. 

For us, it’s important to know how 

these trucks will impact society 

and reduce crashes (before they are 

allowed on the road).”

Geller said that in the midst of all this 

technology talk, it’s easy to get carried 

away, but that many things need to be 

put into place before this advanced 

technology can truly take over.

“It’s hard not to get excited,” he 

said. “You think about in 100 years, 

we’ve gone from horse and carriage 

to driverless trucks. However, hav-

ing said that, there’s a whole host 

of things that have to be put into 

place first. The least of which would 

be improved communication. When 

that autonomous truck has to make 

a decision, I don’t want to see that 

hourglass spinning.” TN

Technology

Panel discusses the future of trucking, technology

Experts at the Surface Transportation Summit say despite all the buzz 
about autonomous vehicles, the driver isn’t going anywhere soon.
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Mental Health

Let’s talk

lonely. There’s close calls, accidents, 

time away from family, and stress-

ful situations happening every day 

on the road.

Truck driving is a profession with 

one of the highest rates of injuries. The 

Federal Motor Carrier Safety Adminis-

tration (FMCSA) published a study in 

2012 that revealed close to one third 

of the 3.5 million drivers in the U.S. 

would be involved in an accident in 

their careers. Accidents mean stress, 

and more importantly, trauma, which 

is deeply rooted in mental illness.

Compound that with the fact that 

the average age of a Canadian truck 

driver today is just over 47 years old, 

and according to the Mental Health 

Commission of Canada (MHCC), by 

40 years old, more than half of the 

population will have had or have a 

mental illness.

All of this seems alarming when you 

remember the fact that most drivers 

don’t spend much time at home, so 

getting professional help is unlikely 

because of the demands of the job.

Yet, it seems the industry is tight-

lipped about what to do or how to 

help these drivers.

And this is likely due to the stigma 

attached to mental health problems, 

according to Nitika Rewari, the man-

ager of workplace mental health, 

research, evaluation, and knowledge 

translation at MHCC.

“There is a large stigma that is 

associated with mental illness and 

many are afraid to speak up to their 

employers because they are scared 

they will be fired or judged for it,” 

she said.

As well, the trucking industry is 

extremely male dominated, with 

less than 3% of truck drivers being 

women.

“I would assume that this doesn’t 

help the disclosure rates,” Rewari 

added. “We find that disclosure of 

mental illness is less likely for men. 

We might find that in our society 

overall, males have been told to be 

the strong ones, to keep their emo-

tions together, and not show what 

their feelings are. And this leads to 

less disclosure.”

•

Al Goodhall, who has been driving 

trucks professionally since 1998, 

said he first suspected something 

was wrong when he snapped at his 

wife one day over the phone while 

on the road.

“It was 10 to 15 years ago,” he said. 

“And after I hung up, I thought, what’s 

going on? And then I starting looking 

at things like mental health, because 

I had never done that before or felt 

like that before.”

Goodhall figured he had depres-

sion, and didn’t seek any counselling 

for it. Partly because he felt it was a 

personal issue, and partly because of 

the nature of his job.

“(The depression) comes and goes,” 

he said. “I still deal with it fairly regu-

larly. Once my grandkids were born, 

there was a real focus on the family 

again. I work every weekend so I miss 

a lot, and that’s what really started 

playing it up again. It’s difficult being 

away for five or six days a week. The 

mental side is the deeply fatiguing 

side. You can finish a day on the road 

and you’re just wiped. And that’s a 

problem. Some people don’t feel like 

going for a walk, or eating properly. 

And the industry has put such a focus 

on exercise and eating right, but we 

haven’t been paying attention to the 

mental side of the game.”

Goodhall said he’s found help 

through meditation. Every day 
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he’ll try and take between 20 and 

30 minutes of his day to clear his 

mind and relax.

“It helps me to not overreact, to 

be patient to look at it and say, okay 

this is happening, this is frustrating, 

but at least you recognize it,” he said.

Like, Goodhall, David Henry, who 

has been driving professionally for 

30 years, has also battled his share of 

mental illness throughout his career.

In 1991, the Manitoba native suf-

fered a major head injury. And despite 

getting physically better from the 

injury, he ignored the mental side of 

things for about 10 years until 2001.

In 2001, he was sleeping in his 

truck at a truck stop when a rookie 

driver smashed into his rig quite 

badly. Henry was thrown from the 

sleeper up to the cab.

“Although the amount of damage to 

my body was less in 2001, than in 1991, 

it compounded on itself,” he said.

It was then that Henry started get-

ting mental help. He was diagnosed 

with depression and post-traumatic 

stress disorder (PTSD).

“Drivers see a lot of stuff on the 

highways,” he said. “PTSD isn’t just 

for people who have been through 

war. Because I got woken up in the 

middle of the night…it was a trau-

matic experience.”

Henry was off for a few years after 

that.

In May 2016 he fell off his trailer 

and injured his head once again. 

Shortly after that in December 2016, 

he went to a rehabilitation facility 

in Winnipeg that focused on “body, 

mind, and soul” for four months.

Henry said the experience was 

life-changing.

“I ended up graduating the pro-

gram,” he said. “And I’m not out of the 

woods for depression, I don’t think 

I’ll ever be…but I’ve learned a lot 

about mental health, and I’ve learned 

so much in dealing with other people 

and trying to help other people who 

are in the same position.”

When Henry returned to work in 

April 2017, he was fired.

“They didn’t want somebody that 

has had four major head injuries,” he 

said. “They didn’t like the fact that I 

went on compensation.”

So, instead, Henry did some 

research and job hunting and applied 

to work at REK Express.

“I finally found a company that 

walks the walk,” he said. “I’ve told 

them very openly what my prob-

lems are and they don’t treat me 

differently than they treat any-

one else. They work hard to be a 

good workplace. It doesn’t matter 

whether you have mental health 

issues or don’t. Everyone here is 

treated with respect.”

Both Goodhall and Henry agreed 

that mental health needs to be dis-

cussed more in the industry as a 

whole, but didn’t seem hopeful that 

anything would be done about it any 

time soon.

•

Rewari says to combat the stigma 

surrounding mental i l lness, 

employers need to have policies in 

place that show support for their 

employees.

“Employers have a duty to care,” 

she said. “They also have the tools 

in their box to make the process 

and policy changes. They have the 

right and resources to add to their 

employee assistance programs, and 

to provide more benefits for men-

tal health. Employers also have the 

tools to invest in training programs, 

such as mental health first aid, etc.”

But employees also have a respon-

sibility, she added.

“The employers won’t be able to 

identify which of those processes 

or training programs are needed 

or will be most useful to employ-

ees without hearing from them. 

Employees should provide feed-

back, whether it’s through focus 

group or surveys, or other discus-

sion with managers. The other role 

of employees is to treat one another 

with respect, have relationships 

with coworkers with a non-judge-

mental attitude.

“So, the employees are the ones 

who have to apply all of the changes 

that the employer will make and 

use the services if you have a men-

tal problem.”

If you as an employer, don’t know 

where to start on creating a men-

tal health policy, Rewari suggests 

reaching out to your health insur-

ance provider, or trucking industry 

associations like Trucking HR Can-

ada for guidance. TN

Glasvan has the jump on the competition with the newest model trailer equipment for immediate delivery. Why wait 
or compromise by buying last year’s model when you can get the newest model gear from Glasvan now. Our in-stock 
equipment is loaded up with extended warranty components and items like tire inflation-deflation, fuel saving technologies 
and heavier duty specs.

GEAR UP WITH OUR NEWEST MODELS.

FAST-TURNING INVENTORY 
OF USED TRAILERS

Great Dane Tridem vans 48” post center 
Composites and 16” post center Plastic Lined

Doonan Chaparral All Aluminum 
Tridem Steps on 17.5 rubber with 
35” deck height, only 12600 lb

Great Dane High Cube Tandem 
Reefers Drum and Disc Brakes with 
Tire Inflation/Deflation

Tandem Composite Plate Vans with 24” and 48” 
Logistics and 16” Logistic Plastic Lined Vans. 
Tire Inflation/Deflation Included

New Etnyre 55 ton 2+3+spreader+1 
Drop Side Detachable

53’ Combo Rear axle slide Combo flats 
with Optional Verduyn Sliding Tarp Kits

Visit glasvangreatdane.com
1.888.GLASVAN (452.7826) or 905.625.5843

Five Southern Ontario locations to serve you; Two locations in Mississauga, Putnam, Alliston, and Whitby.

BROCKVILLE 888 657-3329
HAMILTON 888 690-0010

PUT US
TO THE TEST!

TRUCKING INSURANCE

 Did you know?
By 40, close to 50% of 
the population 
will have or have had a  
mental illness 



We’re looking for one driver who embodies the term 

“professional”. A driver with that certain outlook on  

life and the industry that sets them apart from the rest. 

A driver who gives to the community, operates with the 

highest regard for other road users, and who generally 

sits tall in the saddle. In short, we’re looking for a  

driver with STAR quality to be the 2018 Highway Star of the Year. The Highway Star of the Year award  

is open to ALL drivers – company drivers and owner-operators alike. If you know someone worthy of  

such an honor, please submit your nomination as soon as you can. We’ll be presenting the award during  

Truck World 2018 in Toronto, ON., on Saturday April 21, 2018. 

OF THE YEAR • 2018

WINNER 
WILL RECEIVE...
$10,000 IN CASH  

   Tablet and a one-year OBAC membership

   Special-edition leather jacket with winner’s  

name and Highway Star of the Year logo

  Travel and accommodations for two to  

Toronto for Truck World 2018

$15,000 IN 
CASH+PRIZES

$15,000 in Cash and Prizes! Plus a trip for two to Truck World in Toronto.

NOMlNATlON FORM

2018 HlGHWAY STAR OF THE YEAR 

Nominate yourself or a driver you know. It’s easy and free. Candidates can be owner-operators or 

company drivers. Simply fill out this form and submit it to our judges.  

STEP 1: Who are you nominating?
Name:

Company Driver?  

Current employer/contracted to:  

Candidate’s day-to-day supervisor: 

Or Owner-Operator?  

PLATINUM SPONSOR:

PROUDLY SPONSORED BY:
GOLD SPONSOR:

Save Nomination Form To Your Desktop. 

Open PDF in Adobe Acrobat Reader. 

BEFORE YOU 

START!
ASSOCIATION 

SPONSOR:

Having a winning driver on your team pays huge dividends. 

There’s free publicity. It’s a  morale boost, a proud flag  

to fly, and just entering somebody’s name shows you care. 

The winning driver and his or her carrier are often used  

as  expert sources in subsequent magazine stories.  

Nominate as many drivers as you want.

FORMS ARE 
AVAILABLE ON-LINE 
todaystrucking.com/hsoy



AND  A CHANCE FOR  
YOUR FLEET TO SHINE

 HIGHWAY STAR OF THE YEAR

HALL of FAME

PROUDLY SPONSORED BY:

Joanne Millen- 
Mackenzie

Highland Transport,
Markham, ON

Cliff Lammeren
Praxair

Edmonton, AB

Guy Broderick
APPS Transport,
Brampton, ON

Bud Rush
Armstrong Moving/

United Van Lines
Oakbank, MB

Michael T. Rosenau
Rosenau Transport, 

Calgary, AB

Dale Hadland
lnternational 

Freight Systems (IFS) 
Beachville, ON

Brian Bertsch
Hi-Way 9 Express Ltd., 

Drumheller, AB

Jean-François Foy
Transport 

J.C. Germain 
Neuville, QC

Stephen McGibbon
Milltown Trucking, 

Oak Bay, NB

Terry Smith
Highland 
Transport 

Miramichi, NB

Reg Delahunt
lndependence 
Transportation 

Lanark, ON

René Robert
Classy Transport lnc. 

Libau, MB
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THE MEETING PLACE FOR CANADA’S TRUCKING INDUSTRY  www.truckworld.ca
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THE TRACTION
DIFFERENCE

STORES YEARS OF EXPERTISEWAREHOUSES PARTNER-SUPPLIERS PRODUCTS AVAILABLE
100 503 1,000 300,000

Find your store at traction.com 

CANADIAN LEADER in Aftermarket Parts 
for Heavy Duty Vehicles

What makes Traction unique :

Blockchain

Craig Fuller, managing director 

of the Blockchain in Transporta-

tion Alliance (BiTA), says the tech-

nology has many real-world use 

cases in trucking. Among these, he 

lists: freight tracking; payments; 

cross-border goods movements; and 

driver identification. 

Because the blockchain is a 

decentralized digital ledger that 

can’t be hacked, and is always accu-

rate, it has the potential to eliminate 

business disputes. Fuller gives the 

example of lending someone $100, 

but one party inserts $100 into a 

spreadsheet and the other mistak-

enly enters $1,000 into their own. 

When it comes time to pay back the 

loan, a dispute ensues. This happens 

every day in the business world. 

“That’s how business works today 

– companies get into constant dis-

agreements about what the actual 

truth is,” he explained. “When I 

was in the freight business, I had 

a $180,000 write-off because the 

customer service rep forgot to get 

confirmation fees on these spot 

loads. I ended up having to write off 

$180,000 over it because he failed to 

follow a very minute and significant 

process. That’s the world we live in, 

where there’s constantly these dis-

agreements and no way – except 

through arbitration and forensics 

– to actually recreate the events that 

took place. With blockchain, if it’s 

properly implemented, it will give 

you a complete forensics record of 

that element.”

Cox sees the technology as a 

way to improve on traditional 

business processes in the truck-

ing industry, and to better com-

pete with larger competitors. 

“Blockchain allows us to scale 

up and scale down as we see fit,” 

he explained. “Say we were part of 

a blockchain that involves multiple 

shippers, other carriers, Customs 

bodies. Information within this 

group moves at lightspeed, whereas 

today we are reactive. We’re wait-

ing for shippers to tender us loads.”

Blockchain technology would 

allow carriers such as Polaris, to 

know when loads from a customer 

will be ready for shipment in real-

time, Cox said. 

“If we have knowledge ahead of 

time where we need to put equip-

ment, that’s powerful,” he added. “I 

see power with this decentralized 

nature. You have less reliance on tra-

ditional banking relationships. This 

is what I mean by, it makes the small 

guy relevant. It allows everyone to 

scale properly.”

Payments can be made as soon as 

a load is delivered, improving cash 

flow and eliminating the need for 

invoice factoring, Fuller said. 

“Any of the intermediaries in the 

space” will be affected, Bailie agreed.

Cox can barely contain his excite-

ment over the potential benefits of 

blockchain. He envisions being able 

to invite customers into blockchains 

Polaris belongs to and vice versa. 

But how would it work in practice? 

Fuller explained that third-party 

technology companies will likely 

build the blockchains that busi-

nesses become members of – truck-

ing companies are not likely to cre-

ate them on their own. The process 

of managing the blockchain will be 

transparent and invisible to the end 

user, who will likely enjoy the bene-

fits and manage their participation 

using a user-friendly app.

“To you and I, when we see a block-

chain transaction, to us it looks 

exactly like every other piece of soft-

ware we’ve ever seen,” he explained. 

“In other words, we’re looking at an 

app that is constructed to present 

information to us. We don’t know, 

nor need to know, that a blockchain 

transaction has taken place. It’s just 

invisible. The magic is how that 

technology works in the back end. 

So, what you’ll see is these incum-

bent technology companies that 

will start to develop technology 

Continued from page 1

What’s a smart contract?
One of the most promising aspects of blockchain in 

trucking, is the ability to create “smart contracts.” 

The distributed ledger created by blockchain tech-

nology allows the creation of simple contracts that 

are executed when certain conditions are met.

“In a smart contract, they’ve coded a contract 

between two parties that has an outcome that basi-

cally says ‘If this happens, then this will happen’,” 

explained Craig Fuller, managing director of the 

Blockchain in Transport Alliance. “In the case of freight, let’s say it’s payments 

for loads and we’ve tied detention into it.”

A smart contract could automatically add detention charges to the trans-

action after a set period of time. Sensors on the truck would record when it 

arrived to be unloaded and when it was unloaded. 

“If the truck was in detention for four hours and there’s a $50 per hour deten-

tion charge, that smart contract is going to bill (the shipper) or in the case of 

an escrow account, pull money out of the escrow and give it to the carrier,” 

Fuller explained. “Effectively, all a smart contract is, is a contract of agreement 

between two parties that is coded to have actionable outcomes without the 

need to go to the courts (in the case of disputes).”

Carriers using smart contracts would no longer have to chase down ship-

pers for detention charges. And, payment would be immediate upon delivery 

of the load. This is one of the appeals of blockchain technology to Dave Cox, 

president of Polaris Transport.  

“You have the ability to eliminate traditional third parties – banks, lawyers – 

because everything is secured on the smart contract,” he explained. 

“I think this will be 
the next hot topic: 
should trucking 
companies be 
strategizing around 
blockchain?”

– Justin Bailie, RoseRocket

BLOCKCHAIN
TECHNOLOGY

Constantly connected
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applications that use the blockchain 

framework.”

Bailie agreed. “I don’t think truck-

ing companies are going to be doing 

this on-site. Like a lot of newer tech-

nologies coming down the pike, it’s 

going to require some commoditi-

zation from some of the technology 

players out there.”

It will likely be several years before 

the technology becomes main-

stream, Fuller acknowledged, but 

when it does, it will be ubiquitous.

“In the next five years, we’re going 

to have blockchain applications and 

we’re not even going to think about 

the fact that it’s blockchain,” Fuller 

said. “It’s just going to exist and we’re 

going to take it for granted. Every-

thing that we do and experience 

in the world is going to be block-

chain-enabled and we’re not actually 

going to know or care that it exists.”

While it sounds like a technology 

that will come to those who wait, in 

one form or another, Cox feels it’s 

important to prepare for its arrival 

today – even though shippers aren’t 

yet asking about blockchain.

“I’ve had no one ask me about 

blockchain outside of the tech world,” 

he admitted. “But I think we have to 

be very careful. I think people will 

try to take blockchain and apply it to today’s business model and today’s 

problems. I don’t think you can look 

at blockchain that way. I think you 

have to look at it as this new technol-

ogy and how it changes your world.”

That’s why Cox is prepared to 

completely abandon traditional 

business practices and processes, 

if blockchain offers better alterna-

tives. But he won’t be diving in blind, 

he added.

“We’re going to do it right,” he 

emphasized. “I want to do it quickly, 

but we’re going to make sure that 

the quality is there. There’s a lot 

more discovery work that needs to 

be done before we can put a specific 

timeline to it.”  TN

High performance battery 
powered no-idle A/C systems

The industry’s most powerful, compact and
lightest weight no-idle APUe cooling system 

• 9,000 BTU’s of true sleeper cooling power
• 
• Available auxiliary power options
• 

EVAPORATOR UNIT

CONDENSER UNIT

COMPRESSOR UNIT

CENTRAL DEALERS

EASTERN DEALERS

April 19-21, 2018
International Centre
Mississauga, ON

VISIT US AT TRUCK WORLD

Booth #1430

Booth #1619

1 877 GO WAJAX

APUe 
INSTALLED 

REBATE

UP TO 50% 
BACK!*

* Rebate amount varies by province. For official details, please visit the following websites.  
ON - http://www.mto.gov.on.ca/english/trucks/green-commercial-vehicles.shtml 
QC - https://www.transports.gouv.qc.ca/fr/aide-finan/entreprises-camionnage/aide-ecocamionnage/Pages/aide-ecocamionnage.aspx

For evidence that interest in block-

chain is high within the trucking 

industry, one needs to look no fur-

ther than the members page of the 

Blockchain in Transport Alliance 

(BiTA). The organization, headed 

by managing director Craig Fuller, 

brings together trucking providers, 

shippers, and vendors, who have a 

common interest in blockchain and 

how it can improve their businesses.

Dozens of organizations have 

joined, for various reasons, since it 

was founded in August 2017. Among 

them is Polaris Transport, one of Can-

ada’s largest cross-border LTL carriers.

“I like what BiTA is doing, in setting 

the framework for the standards in 

transportation,” Cox told Truck News, 

when asked why he chose to join the 

organization. “They’re providing edu-

cation. This is exciting stuff. I like to 

be on the ground floor, so we can all 

learn together, grow together.”

Penske Logistics also joined the 

group in January, to gain a better 

understanding of the technology.

“We joined BiTA to take part in 

better understanding the benefits 

of blockchain for our customers 

and to be a part of crafting the stan-

dard framework in the development 

and implementation of blockchain 

technology,” said Andy Moses, senior 

vice-president of global products for 

Penske Logistics. 

The company feels its customers 

operating in the manufacturing, food 

and beverage, and other industries, 

will benefit from blockchain technol-

ogy by: further digitizing and secur-

ing supply chain and logistics pro-

cesses; improving order accuracy; 

and tracking assets. 

Craig Fuller, managing director of 

BiTA, developed an interest in block-

chain around the time Bitcoin gained 

attention in 2009. Fuller ran a pay-

ments company at the time and his 

family runs U.S. Xpress, one of the larg-

est truckload carriers in the U.S. Like 

many, he failed to grasp the full poten-

tial of Bitcoin. He was offered 36,000 

Bitcoins to help develop what would 

be the first Bitcoin debit card, “and of 

course I turned it down,” he told Truck 
News. It would be worth about US$310 

million as of this writing.

While Fuller remained skeptical 

of cryptocurrencies, he developed 

an interest in its underlying block-

chain technology and saw that it 

could have real-world applications 

in trucking.

“As I would hear the term block-

chain over the years, it became appar-

ent that the technology had other use 

cases,” Fuller said. “And because of 

my payments background, and the 

team I surrounded myself with that 

came from capital markets and from 

payments, it was easy for us to then 

understand how a blockchain could 

translate into specific use cases in 

trucking. That was kind of how we 

got here.”

Membership in BiTA has flourished. 

“When we first arrived on the 

scene, there was certainly a large 

degree of FOMO (fear of missing 

out, in crypto-speak),” Fuller said, as 

to the motivation for joining. “But 

what’s happened over the last cou-

ple months is that people are waking 

up and seeing how this technology 

can proliferate.”

BiTA is hosting a two-day con-

ference in Atlanta May 22-23 called 

Transparency18, where Fuller said at 

least six companies in the transporta-

tion industry will be conducting live 

blockchain demonstrations. 

“So, people are seeing use cases,” 

he said.

Companies join BiTA for its edu-

cational opportunities, and to be a 

part of the discussion from the early 

stages, Fuller explained. 

“It’s a very inexpensive way to be a 

part of a technology that can change 

your business practices,” he said. “If 

you want to be a part of the dialogue 

about what the future of freight looks 

like, it’s an important place to be.”

The board is structured so that 

trucking companies, technology pro-

viders, shippers and brokers all have 

equal say. 

“The reason that’s important is, the 

future of transportation is not going 

to be done just by people who own 

trucks,” said Fuller. 

Details of the conference can be 

found at www.Transparency18.com, 

and the BiTA website at www.bita. 

studio/. 

BiTA brings together companies  
interested in blockchain
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Our FMCSA compliant solution is affordable, 
easy to operate, and open to integration with 

dispatch and back office programs.

Deploying the right solution should be a win-win for 
your business, actually helping you save time,  
money, and lives.

 Affordable Hardware

 Includes DVIR and IFTA Reporting

 Secure Data

 Scalable and Future Proof

 No Contracts

  Are you ready for the 

ELD MANDATE?

1-866-870-6564
www.connectedvehicles.com/eld/

Profile

Trucking in the blood
At just 42 and 36 years old, Speedy’s Barkan 

brothers bring the perfect mix of youth and 

experience

By Sonia Straface

BRAMPTON, ONTARIO

A truck driver often becomes one 

because his father drove for a liv-

ing, and before that, his grandfather 

drove, and so on. 

For the Barkan brothers, it was 

their uncle who influenced them to 

get behind the wheel. 

Matvei (Matt) and Evegueni 

(Eugene) Barkan immigrated from 

Belarus to Canada in 1992. They 

watched on as their uncle, who 

drove for Speedy Transport, enjoyed 

his career as a driver. Often, during 

the summer, their uncle would invite 

them into the truck and would make 

his deliveries with one of them in the 

passenger seat. 

Eugene was attracted to the career 

immediately. He wanted to be out 

on the open road. Matt, however, 

needed to warm up to the idea. 

“I didn’t like it,” he admitted. “I 

thought it would be too hard for 

me to do for a living. But then I 

saw the money you could make in 

the business, and I went to get my 

licence and I got it on my first try. 

And thankfully, Speedy gave me a 

chance. When no one else would 

hire me, they did.”  

Today the Barkan brothers 

are two of the best in the Speedy 

f leet, according to management. 

They currently do LTL city work, 

making 32-34 deliveries a day on 

average. 

Matt started driving with Speedy 

in 1997, and Eugene followed shortly 

thereafter in 2000. They were 22 and 

19, respectively. 

They both are still well under the 

national average age of truck driv-

ers in Canada, which is just over 47 

years old, and they both say they love 

the job, especially the customer ser-

vice side of it. 

“The best part of my job is the 

people,” said Matt. “I like the people 

that are around me here in the office, 

the people on the road, and the cus-

tomers. That’s why I can never go on 

the highway. I like having my regu-

lar customers and the communica-

tion. I like to chat to people.”

Andre Poirier, vice-president of 

transportation and fleet mainte-

nance at Speedy, said customer ser-

vice is the most important part of 

his drivers’ jobs. 

“They’re the face of the com-

pany,” he said. “They see the ship-

pers and they build relationships 

with their regular customers. 

And this relationship is import-

ant because depending on the cus-

tomer, when they see Matt or his 

brother, or another one of our driv-

ers, most times they’ll get in quicker. 

Because of their presentation, and 

the relationships they’ve built over 

the years.” 

Matt (left) and Eugene (right) Barkan have been with Speedy for decades 
and both love trucking and the opportunities it provides.
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What Poirier especially likes from 

the brothers is how much feedback 

they provide the company in terms 

of vetting freight and developing cus-

tomer retention strategies. 

“Matt and Eugene are not shy to 

tell us if something is not the right 

fit or freight mix for us,” he said. “If 

it’s not the right fit for us, they’ll tell 

us. And most of it has to do with pro-

ductivity and how we can increase 

our efficiency on the road. And we 

value that opinion.”

Matt added that sometimes new 

shippers will make him wait to 

deliver and that can slow his day 

down incredibly. 

“And I’m not trying to trash any-

one,” he said. “But I know it’s not right 

if you have to wait one or two hours 

to do a delivery, so I have no problem 

telling the bosses about that.”

The drivers have never left Speedy 

Transport, although Matt admitted 

he flirted with the idea years ago. 

“I’ve had temptations of moving 

on,” he said. “And it’s not about the 

money. But it’s the relationships I 

have here, that make me not want 

to leave. My wife told me one time, 

when I was close to leaving, ‘If you 

leave, you’re not going to forgive 

yourself.’ And she was right, I feel so 

comfortable here.” 

Both Matt and Eugene said a 

major reason why they’ve stuck 

around with Speedy for so long 

was because it’s the company that 

gave them a chance to have their 

dream jobs at such a young age, 

and because they feel at home at 

Speedy. 

“Here at Speedy, it’s very family- 

oriented and I like that,” Eugene said. 

Matt has even recruited sev-

eral drivers for the company over 

the years, convincing people to get 

behind the wheel because of the 

management style there. 

“I tell them, if you work hard, the 

management will appreciate you,” 

he said. “And it’s steady work. I’ve 

never had time off from the road, 

even during the recession.”

Poirier added: “Inside of work, 

we talk. Outside of work, we talk. 

Matt’s wife and my wife, they social-

ize. We’re all friends on Facebook.  

It’s a family. These guys are my fam-

ily. And that’s how we try to make it. 

Because work is work, but we still 

manage to make it feel like family 

while at work.”

In the future, both Matt and 

Eugene said they aren’t interested 

in working in the office at Speedy. 

Like their uncle, they both want to 

drive for the rest of their careers. To 

this day, their uncle is still driving, 

just not a truck. Today, he drives a 

school bus in his neighborhood.

“I enjoy what I do and I’m good at 

it,” Eugene said. “I wouldn’t trade it 

for anything else. It’s a good job. It’s 

a well-paid job. If you put the effort 

in, the money is there.”

“Today, it’s not about the money 

to me anymore,” Matt concluded. 

“Because, even if I win the lottery, 

I’d still find something to do here 

at Speedy.” TN

Both Matt (left) and Eugene (right) say they don’t want to do anything besides driving, up until their 
retirement.

“Matt and Eugene 
are not shy to tell 
us if something 
is not the right 
fit or freight mix 
for us. If it’s not 
the right fit for 
us, they’ll tell us. 
And we value that 
opinion.”
– Andre Poirier, Speedy Transport
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Speedy Transport Group Inc. 
is looking to add Owner Operators  

to drive out of our Brampton Facility.
We currently have openings for City Drivers both tractors  

and straight trucks plus several linehaul opportunities  

running out of Brampton. We also have Team Runs that  

offer a minimum of 5000 miles a week.

Why Drive For Us?
•  Fuel subsidized at fixed rate  

Fuel capped at 42.5 cents/litre

• 5 trips per week

• Paid weekly

• $2500 subsidized deductible

• Regular Bonuses paid and Incentives

•  All Owner Operators supplied with a  

phone for communications at no charge

• Drivers return home every night

• Trailers maintained above industry standards

• All tolls paid. IFTA taxes & permits paid

Visit Booth

#4116

April 20-21

tandards

aid

For more information please call 

(416) 510 2035 ext 2267

rosedale.ca/drivers
T1.855.721.3962  |  F1.844.314.5953

WE DRIVE CAREERS

OWNER OPERATORS WANTED

I came for the job 
but stayed 

for the career.

Pardeep Jhajj – Owner Operator

2013

Owner Operator

2018

5 YEARS 
WITH ROSEDALE

Become a Rosedale 
Owner Operator.
Contact us now.

Join us at 

RECRUITMENT PAVILION Booth #4315

Equipment

LAS VEGAS, NEVADA

Meritor will be opening a new dis-

tribution center in Mississauga this 

April, which will serve provinces 

from Manitoba east. 

Its Edmonton distribution cen-

ter will continue to serve Western 

Canadian provinces, announced 

Brett Penzkofer, Meritor’s vice-pres-

ident of aftermarket, North Amer-

ica, at a press conference during 

Heavy-Duty Aftermarket Week. 

Meritor is working on improv-

ing its aftermarket parts delivery. 

It has shortened delivery times and 

improved accuracy rates. Part of 

this process has included reducing 

the number of carriers it uses to ship 

parts from certain facilities, which 

has reduced damaged shipments 

and lost containers. 

Meritor has also expanded its lines 

of aftermarket parts to ensure cus-

tomers can choose the product that 

meets both their performance and 

cost objectives. The new Mach line 

is the least expensive option, with 

Meritor Reman, Euclid, and Meri-

tor falling into the “better” category, 

Penzkofer explained. Rounding out 

the line is Meritor Genuine, which 

features the best quality parts that 

deliver OEM original performance 

and are “continually updated with 

the latest design enhancements.”

Krishna Natarjan, senior direc-

tor, steering, suspensions and drive-

train, introduced the Driveshaft 

on Demand program. It delivers a 

driveshaft to the customer within 

24 hours of the order being placed. 

Meritor has also launched a new 

Authorized Rebuilder program, with 

the first four rebuilders accepted all 

based in Canada. They include The 

Gear Center, Capital Gear, Coast 

Powertrain, and ULT Powertrain.

“All four have been long-term 

partners with us,” said Natarjan. 

The program will be rolled out in 

the U.S. later this year. 

Aaron Bickford, senior director, 

brake and wheel-end aftermarket 

for Meritor, announced availability 

of a new Dr. Preload, in partnership 

with Temper. The second generation 

900-series Dr. Preload, makes it faster 

and easier to set wheel-end bearings 

to a more consistent and optimal set-

ting, according to Bickford. 

Bickford also noted demand for 

air disc brakes is increasing, at a 

rate of about 2% in each of the past 

four years. 

“We think that by 2025, air disc 

brakes will make up 40% of the new 

Class 8 truck build,” he said. “We 

can see this continued momen-

tum taking over share from drum 

brake technologies and we intend 

to remain a leader in brake products 

and aftermarket.”

Among its newest offerings in 

this category are new Mach air 

disc brake pads, which, said Bickle, 

“match up against lower-priced 

competitors but from a performance 

perspective, exceed typical after-

market brake pads.” TN

Meritor to open new Mississauga 
distribution center

“We think that 
by 2025, air disc 
brakes will make 
up 40% of the new 
Class 8 truck build.”
–Aaron Bickford, Meritor



WE PROVIDE

• All Base Plates

• All Border Crossings

• Heavy Users Tax (HUT)

• U.S. Border Crossing Decal

• All U.S. Tolls

• All U.S. Licensing

• Wetline installation

• Safety & Seniority Bonus

CALL VERN AT
1-888-209-3867 or 519-536-1192 

Loads paid on per ton basis

PLUS Fuel Surcharge

per mile loaded & empty

ADDITIONAL BENEFITS 

•  Competitive Truck Insurance rates

•  Driver Care Insurance – includes buy 

down, down time, towing  

and medical insurance plus  

optional truck payment insurance

•  Excellent fuel prices with company fuel 

& credit cards

•  Clean and well maintained equipment

• Steady year round volumes

• Dedicated Trailers

• Pre-dispatched Daily

• Optional Weekend Work

WE PRESENTLY HAVE THE  
FOLLOWING POSITIONS AVAILABLE 

VALID CANADIAN PASSPORT A MUST
FAST CARD AN ASSET

MULTI-AXLE DUMP DIVISION

WE

• AA

•• AA

•• H

• U

• A

4  OWNER OPERATORS 
CANADA/U.S. B-TRAINS

 

• 

• 2  OWNER OPERATORS 
ON / PQ / NY ALUMINUM 4 AXLES 

Make Your Switch To Our Family With 
NO START-UP COSTS

WE PAY YOUR 1ST MONTH
TRUCK PAYMENT & WAGES

C A R R I E R S  BULK  G P  I N C .
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Immediate Openings!

AZ Truck Drivers Heavy Haul
Heavy Haul Owner Operators
Licensed 310T Mechanic
Escort Drivers
Engineer
Permit Coordinator

STOUFFVILLE
AZ Dump Truck Drivers
Licensed 310T Mechanic

Dryvan Drivers
Dryvan Owner Operators 
Dedicated runs between: 
Cornwall, ON to WI, OH, NC

AZ Truck Drivers
Licensed 310T Mechanic
Dedicated runs between: 
Kingston, ON to Oswego, NY  
to Brockville, ON  
Short Haul – Home Daily 
or 
Kingston, ON to NY, OH, MI

CORNWALL BROCKVILLE/
KINGSTON

EXPERIENCED 
DRIVERS & ESCORTS required for oversized blade/wind project located in Quebec & Ontario

Contact: michael@andersonhaulage.com
P.O. Box 130, 36 Gordon Collins Drive, Gormley, Ontario L0H 1G0

Tel: (416) 798-7737  Fax: (905) 927-2701
www.andersonhaulage.com

Equipment

BUCKEYE, ARIZONA

Nikola Motor Company on Jan. 30 

announced it will build its hydro-

gen-electric semi-trucks in Buck-

eye, Ari. 

It has chosen a new 500-acre, one 

million sq.-ft. facility on the west 

side of Phoenix, where it says it will 

add more than 2,000 jobs. 

“After 12 months, nine states, and 

30 site locations, Arizona, Governor 

(Doug) Ducey, Sandra Watson, and 

Chris Camacho were the clear front 

runners. Arizona has the workforce 

to support our growth and a gov-

ernor that was an entrepreneur 

himself. They understood what 

2,000 jobs would mean to their cit-

ies and state,” said Trevor Milton, 

CEO and founder, Nikola Motor 

C omp a ny.  “ We 

will begin trans-

ferring our R&D 

and headquarters 

to Arizona imme-

diately and hope 

to have the transi-

tion completed by 

October 2018.  We 

have already begun 

planning the con-

struction for our new zero-emission 

manufacturing facility in Buckeye, 

which we expect to have underway 

by the end of 2019.”

Nikola says it has more than 8,000 

semi-trucks on pre-order. TN

MISSISSAUGA, ONTARIO

Tallman Group announced it has 

received the International Truck 

Presidential Award.

The Presidential Award, introduced 

in 2017, honors the top 7% of Interna-

tional Truck dealerships that achieve 

the highest level of performance in 

terms of operating and financial stan-

dards, market representation, and 

customer satisfaction.

“This award is the highest honor 

an International dealer principal 

can achieve from the company,” said 

Mark Belisle, senior vice-president 

of distribution at Navistar. “Tallman 

Group is one of only 14 International 

dealerships in the U.S. and Canada 

who earned this prestigious recog-

nition in 2017.”

Kevin Tallman, CEO of the deal-

ership, added: “This award is 

great honor for everyone at Tall-

man Group because it recognizes 

all the hard work and profession-

alism we bring to customers in 

Ontario. Everyone at Tallman 

Group is dedicated to providing 

an outstanding customer expe-

rience. Our customers rely on us 

to keep their businesses moving 

and growing. For 45 years, our 

customers have been returning to 

us because they know we deliver 

quality International products 

and services that help drive prof-

its to their bottom line.” TN

Nikola to manufacture  
trucks in Arizona

Tallman Group wins 
International award



CURRENTLY RECRUITING 

QUALITY OWNER OPERATORS 
& COMPANY DRIVERS to fill positions for our  

   Van and Flatbed Divisions

Apply Today to Join 
our Growing Team 

PHONE: 519-821-7999 
FAX: 519-821-2777

EMAIL: hiring@skylarklogistics.com

New Cascadias and  
Volvo Available
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PALM BEACH, FLORIDA

Daimler Trucks North America 

(DTNA) announced the start of 

its truck production with the 

new Detroit DD8 medium-duty 

engine began Feb. 5. 

The DD8 is the latest addition 

to Detroit’s powertrain portfo-

lio, and was put into produc-

tion at the request of DTNA’s 

vocational dealers and custom-

ers looking for a medium-duty 

solution. The new engine is 

available for Freightliner M2 

106, 108SD, and 114SD truck mod-

els. Engine ratings range from 260-

375 horsepower with 660-1,050 lb.-ft. 

torque in single- or dual-stage con-

figuration. 

According to DTNA, the new 

engine is ideal for segments like con-

struction, dump, mixer, plow, tow-

ing, refuse, and fire and emergency. 

“We’ve covered the full spec-

trum with this product,” said Kelly 

Gedert, director of product market-

ing, Freightliner and Detroit Compo-

nents. “Our customers and dealers 

have been asking us for a medi-

um-duty engine product for years 

and we’ve always had third-party 

solutions available, but we want to 

make sure we’re providing our cus-

tomers with choice. Going forward, 

we are the only ones in the industry 

to have proprietary and third-party 

solutions for our customers.”

The DD8 engine was launched 

in Europe in 2013, Gedert said, so 

DTNA already worked through all 

the kinks and flaws and brought a 

seamless engine to the North Amer-

ican market. 

“This is not the first time the 

engine has been utilized,” she said. 

“So, there’s millions of miles accu-

mulated, so it’s not like it’s brand 

new. It’s been tested and already has 

fixes in place before we’ve brought it 

to North America. It’s a proven prod-

uct already for us and we are antici-

pating customer adoption.”

According to Gedert, the com-

pany invested US$375 million to 

optimize its global medium-duty 

engine platforms for the North 

American market.

“What this number shows is that 

we have a really strong commitment 

in making sure this product is suc-

cessful for NAFTA,” she said. 

As part of its uptime mission, 

Brian Daniels, manager of Detroit 

powertrain and component product 

marketing, said the Detroit Connect 

Virtual Technician remote diagnos-

tics system comes standard with the 

DD8 engine. 

“Virtual Technician helps fleets 

make informed service decisions 

within minutes of an engine or 

aftertreatment fault event,” he said. 

Daniels added that Detroit kept 

vocational customers in mind when 

designing the engine’s durability.  

Vocational customers are not as 

concerned with fuel economy, he said.  

“If you look at a typical voca-

tional customer, these are guys that 

do 10,000-15,000 miles a year. And 

so, while fuel efficiency is great, it’s 

not as meaningful as someone who 

does 80,000-100,000 miles a year. So, 

what we focus on is things like the 

B10 life. And the DD8’s B10 life says 

that 90% of the engines will go 

beyond 400,000 miles before 

they are overhauled.”

The engine also comes with 

a three-year/250,000-mile war-

ranty, and has an engine brake 

option.

“The DD8 is built for per-

formance with features that 

meet the needs of those spe-

cialized segments,” he added. 

Daimler invited mem-

bers of the truck ing 

press from Canada and 

the U.S. to test drive its DD8 

engines in a variety of dif-

ferent configurations on a 

closed course at the South Flor-

ida Fairgrounds. 

“Det roit  components 

a re desig ned to work 

together for optimized effi-

ciency. Regardless of the applica-

tion, Detroit has powerful solu-

tions that positively impact on 

our customers’ bottom lines,” 

said Gedert. “When customers 

demand Detroit, we deliver.” TN

Equipment

Detroit DD8 engine set to please vocational market

ONTARIO DUMP DIVISION
SEEKING OWNER/OPERATORS (OPERATING WITHIN THE GTA, HAMILTON, NIAGARA AND  

SOUTH WEST REGION) WITH OR WITHOUT TRAILER(S) AND OPERATING AUTHORITY

NEW TRAILERS ARRIVING SOON!

SEEKING

SOUTH W

• Direct deposit pay

• Purchasing program on 
equipment, fuel, tires, DEF

• Year-round work

• Trailer, insurance, plates

• Earnings of up to $350K annually

• Professional attitude

• Knowledge of industry

• Safe equipment

• Clean abstract

• Your drive to succeedW
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TONY 905-599-2513 OR ARVIN 647-212-7846
C O N TA C T:

TCOCCIONI@JOSEPHHAULAGE.COM ARVIN@JOSEPHHAULAGE.COM

HIRING TO DRIVE THE FOLLOWING TYPES OF EQUIPMENT:

FLATBED   •   TANKER   •   WALKING FLOOR    •   BULK DUMP (dump trailer, tri-axle, ponypup)

590 SOUTH SERVICE RD., STONEY CREEK, ON
682 ARVIN AVE., STONEY CREEK, ON
www.josephhaulage.com

Contact recruiting:  
dave@briwaycarriers.com 

or 866-354-0034
for more information

WE REQUIRE:
  Minimum 2 years verifiable 
AZ experience
   Clean current abstract and 
CVOR, Criminal Search 
  Passport or Fast Card for 
Border Clearance
  Positive Work Attitude

C
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CVOR, Cr
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tive W

dddadaadd v

Passp
Bord
Posit

www.briwaycarriers.com

  Base start rate of $0.50/mile, 
$0.53/mile after a year
  B-Train and oversized premiums 
paid 
 Picks, drops, tarping paid ($50+)
 Border crossing paid

 Layovers paid
 Newer equipment
 Safety bonus 
 Benefits 
 Paid weekly direct deposit

BRIWAY CARRIERS INC. 
ARE HIRING EXPERIENCED PROFESSIONAL AZ DRIVERS 

WITH CROSS BORDER EXPERIENCE.
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By Derek Clouthier

KIRKLAND, WASHINGTON

The truck may be quiet as a mouse 

but Kenworth made some noise 

showcasing its hydrogen fuel cell 

electric truck during a media event 

Feb. 6 at the Paccar Technical Cen-

ter in Mount Vernon, Wash.

Originally unveiled during the 

Consumer Electronics Show in Las 

Vegas this past January, the T680 

day cab truck is powered by a 30-kg 

hydrogen fuel cell which charges a 

100 kW-h capacity battery.

Touted by Kenworth Trucks as 

producing zero emissions, the 

hydrogen fuel cell electric truck 

combines compressed hydrogen 

gas and air to produce electricity, 

releasing only water vapor from 

the tailpipe.

Using an inverter, the 400 volts of 

electrical direct current (DC) gener-

ated from the fuel cell is converted 

up to 650 volts and is stored in the 

lithium ion batteries. Power elec-

trons can take the energy directly to 

the motors of the truck – which also 

run at 650 volts and is converted 

into alternating current (AC) – or 

to the batteries.

“That will charge the batter-

ies up and if the batteries reach 

a high enough state of charge 

(the fuel cell) will shut itself off 

and we run on batteries for a 

while,” explained Brian Lind-

gren, research and development 

manager for Kenworth. “When 

the batteries get down to a low 

enough state of charge the fuel 

cell will fire back up again.”

Due to the weight of the bat-

tery and its components, the ZECT 

(Zero Emissions Cargo Transport) 

tips the scale at 22,000 lbs., signifi-

cantly more than a traditional die-

sel truck, which comes in at around 

16,000 lbs.

The 100 kW-h battery is a large 

part of the vehicle’s weight, com-

ing in at approximately one ton. 

Once the batteries, aluminum cas-

ing, wiring, cooling, brackets, and 

cables are taken into account, the 

total weight is close to 3,500 lbs.

Lindgren said they were in the 

early stages of the truck’s testing, 

and have only been in the driving 

phase since December.

The hydrogen fuel cell’s 30-kg 

capacity (six tanks with five kilo-

grams of hydrogen) equates to a 

range of around 150 miles, and a 

fully charged battery will travel 30 

miles with a full payload.

According to Lindgren, one kilo-

gram of hydrogen is approximately 

equal to a gallon of diesel.

Stephan Olsen, Kenworth director 

of product planning, said they have 

been testing the truck in the Seat-

tle area and are now ready for real-

world testing with Total Transpor-

tation Services at the ports of Los 

Angeles and Long Beach where the 

truck will eventually be introduced.

“Our testing shows that this truck 

performs equally as well, if not bet-

ter than, current diesel trucks on the 

market,” Olsen said. “There is a lot of 

promise and we see the day where 

Kenworth’s zero- and near-zero 

The case for hydrogen
Kenworth showcases its hydrogen 

fuel cell truck

• All New Model Equipment
• Dedicated Trucks
• Competitive Wage Packages
• All Miles Paid: loaded or empty 
• Full Benefits Packages
• Paid Weekly by Direct Deposit

•  24/7 Satellite & Personalized Dispatch
• Flexible Home Time
• Fuel Discount & Fuel Card
• Repair Shop & Fuel on-site
• Open Door Policy
• Safety Bonus & More

BRANTFORD ONTARIO

BASED ON DRIVER EXPERIENCE AND SAFETY RECORD,  
COMPANY DRIVERS CAN EARN BETWEEN $0.42-$0.52/mile

US LONG/SHORT-HAUL  
• ONTARIO & QUEBEC

LEASE OPPORTUNITY 
AVAILABLE

OWNER OPERATORS 
WANTED

WE KEEP THINGS 

COOL
OR

FROZEN
THROUGHOUT NORTH AMERICA

Contact Anthony Garkut 
800-784-5774 I agarkut@btcexpress.ca

NEW CONTRACT 
AWARDED

Steady Runs to USA  

Mid-west & South
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emissions trucks could be a com-

mon sight in regional operations.”

The truck comes with a four-

speed automated Eaton transmis-

sion, XALT Xpand 650 VDC batter-

ies, and a Ballard Power HC85 fuel 

cell engine developed and manufac-

tured by Ballard Power Systems out 

of Burnaby, B.C.

States like California are driving 

up the demand for zero-emissions 

offerings, with regulations mandat-

ing such efforts.

Kenworth received $2.8 million 

in funding to develop the hydrogen 

fuel cell electric T680 truck from the 

U.S. Department of Energy Office of 

Energy Efficiency and Renewable 

Energy, with Southern California’s 

South Coast Air Quality Manage-

ment District being the prime appli-

cant and project oversight provided 

by the Center for Transportation 

and the Environment.

The company chose to produce a 

hydrogen electric truck for one sim-

ple reason: zero emissions.

“There are no particulates, no 

NOx, no carbon monoxide, no car-

bon dioxide…none of that stuff,” 

said Lindgren. “All you get out is 

water vapor and air.”

But with the hydrogen fuel cell in 

the ZECT truck producing 85 kW of 

net output, Lindgren admits that it 

is not the ideal solution for longhaul.

“How much energy does it take 

to run an 80,000-lb truck on the 

highway at 60 mph? It takes prob-

ably 120-130 kW. So what that says 

is, if we are running on the high-

way a long time, this fuel cell isn’t 

enough,” he said. “But if you’re run-

ning around the L.A. basin where 

you’re running at 30 mph a lot of the 

time…it’s keeps up.”

The lifespan of the battery ranges 

from six to 10 years and is tempera-

ture controlled with a cooling and 

heating system, which Lindgren said 

would mitigate any issues in cold or 

hot weather conditions. He added, 

however, that the initial intent is 

to help mitigate air pollution in the 

L.A. basin and that expansion of the 

application throughout North Amer-

ica would be pursued at a later date.

On the track

I drove the ZECT prototype on the 

Paccar test track during Kenworth’s 

media ride-and-drive, and the first 

thing I noticed was the lack of noise 

coming from the truck.

Unlike a traditional diesel truck, 

the ZECT was quiet as a mouse by 

comparison, which is not only bene-

ficial from a noise pollution perspec-

tive but also for the driver.

I was hauling a near-full load 

during the test drive, which weighed 

in at 78,980 lbs., and like many other 

editors who got behind the wheel, 

I had to ask if we were pulling any 

weight in the trailer, as the truck 

had good pick-up and maneuvered 

very well along the track.

Since Kenworth had only been 

testing the ZECT since Decem-

ber, there were understandably 

some kinks that still needed to 

worked out , namely w ith the 

automated gear shifting. How-

ever, the truck drove smoothly, 

hand led wel l ,  and had some 

power under the hood.

It’s not intended for long haul, and 

the fact that it accelerates from a 

stopped position – and little noise 

– makes it the perfect solution for 

regional deliveries.

Because the truck I drove was 

a prototype test vehicle, I can’t 

speak to what the finished prod-

uct will look like from a comfort 

and convenience perspective. It 

was similar to other Kenworth 

trucks I have driven as far as look 

and feel, which is sure to please 

Kenworth fans.

And being a zero emissions truck, 

it was, of course, green.

The truck is expected to hit the 

streets by the end of March. TN

O/O WE PROVIDE
• All Base Plates

• All Border Crossings

• Heavy Users Tax (HUT)

• U.S. Border Crossing Decal

• All U.S. Tolls

• All U.S. Licensing

• Wetline installation

O/O ADDITIONAL  
BENEFITS 
•  Competitive Truck Insurance rates

•  Driver Care Insurance – includes 
buy down, down time, towing and 
medical insurance plus optional 
truck payment insurance

•  Excellent fuel prices with company 
fuel and credit cards

•  Clean and well maintained  
equipment

CALL LARRY Cell: (905) 693-2267 or Office: (905) 693-8088 x3839

NO START-UP 
      COSTS

COMPANY DRIVERS
ON, QC and USA
Paid on a per mile basis 
plus all hours loading, unloading  
& border crossings

A great safety and idle bonus program
Plus Benefits

OWNER OPERATORS
ON, QC & Great Lake States, USA
Paid on a per net basis
Plus Fuel Surcharge

VALID CANADIAN PASSPORT A MUST

VALID CANADIAN PASSPORT A MUST

 TANDEM DUMP DIVISION

VISIT US AT 

April 19-21 – Booth #2392

Brian Lindgren, research and development manager for Kenworth,  
explains how the Hydrogen Electric Cargo Transport truck operates.

“There are no 
particulates, no 
NOx, no carbon 
monoxide, no 
carbon dioxide…
none of that stuff.” 
– Brian Lindgren, Kenworth
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We are committed to employment equity and diversity.

Be part of a friendly, family oriented 
company with schedules to meet your 

life style day or night. 

JOIN THE I.T.S TEAM TODAY!

Contact the Recruiting Team at I.T.S 
Call Harsimran at 905-212-9898 English or Punjabi, 
Call Monty at 800-267-1888 or 613-961-5144 x123 

recruiting@itsinc.on.ca   www.itstruck.ca

HIRING U.S. O/O’S, COMPETITIVE RATES 
AND A $5000 SIGN ON BONUS!.

NEW MENTORSHIP PROGRAM! Call and inquire, 
you could make $40,000 your first year.  
Apply for your AZ Course at a reputable school, join 
the ITS Team and be up and running in 12 weeks.

2015 and newer, well maintained vehicles 
Van and Roll Tite Division 
Pick-ups and Drops paid 
Live Load/Live Unload paid 
Hourly Rate if running local and where applicable 
Mileage Rate where applicable 
Layover $75.00 all divisions 
Company Single Bonus .04 per mile after 2500 
miles per week (2400 miles for roll tite) paid weekly 
Benefits available after 6 months 
Paid orientation

SEE YOU AT

April 20-21

Booth 4115

Equipment

By James Menzies

DUISBURG, GERMANY

Mercedes-Benz Vans chose the 

inland port city of Duisburg, Ger-

many, to reveal its third-genera-

tion Sprinter, which adapts to a 

rapidly evolving world where deliv-

ery vehicles are expected to be a 

constantly connected piece of the 

Internet of Things.

Volker Mornhinweg, head of Mer-

cedes-Benz Vans, said the new 2018 

model year Sprinter was designed 

with mega-trends in mind, such as 

urbanization, digitalization, and 

increasing e-commerce. 

“Everybody is shopping online, 

it’s happening digitally, and for us 

that is a major opportunity,” Morn-

hinweg said in front of a group of 

about 400 journalists from around 

the world Feb. 6. He said the goal is 

for the new Sprinter to be “one of 

the nodes” in the Internet of Things. 

“Our customers are facing a 

new, very different playing field,” 

Mornhinweg said. “Urban density 

is increasing, supply chains are 

becoming more complex, delivery 

times shorter and sustainability 

even more important.”

Electrification is another trend 

that the new Sprinter has an answer 

for, with an eSprinter set to hit the 

market next year. Four fleet custom-

ers were invited to the launch, and 

each cited electrification as among 

their top desires in a new Sprinter. 

“Since we have a background in 

wind-generated energy, our focus is 

on electric mobility,” said Michaela 

Metzl-Schoon, head of investment 

and acquisition with wind energy 

company Enercon. She would like to 

see suitable range coupled with quick 

charging capabilities, achieving an 

80% charge within a few minutes. But 

she also cited more traditional needs 

as well, such as payload for transport-

ing a crew and their tools to off-road 

job sites, and the ability go get there 

via all-wheel drive.

Other requirements listed by cus-

tomers included connectivity, reli-

ability, payload, safety, and driver 

comfort. Such wide-ranging needs 

presents challenges in designing 

a vehicle that can appease such a 

broad customer base, Mornhinweg 

acknowledged.

“It’s always been important to us 

from the beginning, to listen to our 

customers,” he said. “Our custom-

ers come from many different indus-

tries, so Sprinter has to comply with 

many different expectations.”

Dr. Dieter Zetsche, head of Daim-

ler globally, said the new model 

builds on Sprinter’s history of shap-

ing the segment. “The new Sprinter 

will once more set standards in a 

segment that it has given its name 

to for more than 20 years,” he said, 

noting the Sprinter model is syn-

onymous with the cargo van seg-

ment, and was the first such vehi-

cle to offer ABS, electronic stability 

control and crosswind assist. “The 

new Sprinter will continue this his-

tory of innovation.”

The Sprinter becomes the second 

Mercedes vehicle to offer the just-

launched MBUX in-cab communi-

cations platform. 

“MBUX will change how we inter-

act with our vehicles,” Zetsche said, 

adding it’s capable of learning and 

adapting to the individual needs 

of the driver. Its navigation system 

can direct a driver right to, within 

meters, a specific loading dock 

and even to locations that are off  

highway. It does this by using  

what3words for navigation – allow-

ing a driver to navigate to any point 

on Earth to an accuracy of within 

three meters without street names 

or an address. Mercedes says it’s the 

first OEM in the world to use the 

technology for navigation.

“It’s called what3words because 

every navigation square is clas-

Mercedes-Benz reveals new Sprinter
Van is designed to be a constantly connected ‘node’ in the Internet of Things

Truck and automotive press from around the world gather around a newly 
unveiled third-generation Sprinter in Duisburg, Germany, Feb. 6.
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HIRING AZ COMPANY DRIVERS
& OWNER OPERATORS

•  $0.45 to $0.50 per mile for  
single company drivers

•  $0.24 to $0.30 per mile for  
team company drivers

•  $1.53 per mile owner operator’s 
compensation package  
North America wide program

ITL REQUIRES:
• Professional and dedicated AZ company drivers and owner operators with at least one 
year of proven related experience • Good driving record • FAST Card or Police Clearance 

• Positive attitude • Well maintained truck (owner operators)

INTERESTED DRIVERS AND OWNER OPERATORS PLEASE CALL: 
1-519-824-ICON (4266) 

or forward your brief resume with drivers abstract 
and CVOR by email to: safety@icongroupco.com 

or Fax: 1-888-886-7067

LEASE TO OWN
program on trucks within

our company

BASED ON DRIVER’S EXPERIENCE AND 
SAFETY RECORD, ITL OFFERS:

• All paid miles, loaded and empty

•  All registration, operational permits and 
administration cost for owner operators  
covered by ITL

•  Brand new and newer, well maintained 
company trucks and equipment 

• No forced dispatch

• Safety bonus program

•  Excellent emergency, travel and medical 
benefit packageSPECIAL OFFER FOR 

AZ COMPANY DRIVERS ONLY
Tired of non-paid waiting times, layovers, extra picks/drops, border waiting times?
Worried about E-Log mandate making an impact on your income?
We have a solution! Get paid HOURLY driving Long Distance! Your times matters,  
be paid for every minute of your on duty and driving time.

MID-WEST U.S. & WESTERN CANADA LANES 
SINGLE OWNER OPERATOR $1,63 PER MILE, TEAMS $1,68

DRIVER REFERRAL BONUS $1,500

We have state of the art  
terminal, and a friendly  

dispatch team to help you  
round the clock.

We also provide 
Free training to 

New License Holders! 

•  Plenty of loads available to cater your 
needs during the whole year

•  Excellent Wages: 0.60¢/Mile + HST 
Teams: 0.64¢/Mile + HST 
Owner Operators: $1.55/mile

• 24/7 Dispatch/Support Team
•  Yard to Yard work, separate City Fleet for 

Pickups & Deliveries at Base
•  Plenty of Miles, But No forced Dispatch
• Brand New Trucks & Trailers
•  Manual & Automatic / I shift both available
• 24/7 On-site Mechanics
•  We offer year around steady work
•  Safety Bonus / Sign up Bonus and  

much more….

We run year-round 
dedicated loads 

to the Midwest and  
Southern States USA

Call: 905-564-0101 • Email: dispatch@lallytransport.com
www.lallytransport.com

We are a well-established name in GTA and looking to hire  
Company Drivers (AZ) & Owner Operators 

based in Mississauga Terminal for USA runs

• TOP MILEAGE RATES
 • All deliveries and pick-ups paid by the hour  

NO 2 hours free
  • Border crossings paid

• Bi-weekly cell phone compensation
      • Prepass in all trucks

• Paid Orientation and paid training

We require 2 years cross border experience,  

clean current abstracts and FAST or  

TWIC card or ability to obtain.

CONTACT RECRUITING 1-888-280-8406 ext 225 or
recruiting@premierbulk.com   www.premierbulk.com

WE OFFER SOME OF THE HIGHEST 
WAGES IN THE INDUSTRY

WEWEWEWWEWEWEWWEWEWWWEWEWEWWWEWWWW OOOOOOFFFFFFFFFFFFFFFFFFERERERERERERERREREEREE SSSSSSSSSOMOMOMMMMOMEEEEE OFOFO TTHE HIGH

If you have no tank experience,  

we have a paid training program for  

qualified Drivers and Owner Operators.

    Hiring across the 401 corridor
    and into Greater Montreal area

ALSO HIRING

COMPANY 
DRIVERS

      Looking for
   Owner Operators

Shaun P Owner Operator  
with Premier Bulk since 2001!!

sified using a unique three-word 

sequence. It’s easy to remember 

and fast to communicate,” Morn-

hinweg said.

He also said the new Sprinter 

marks Mercedes-Benz’s transition 

from a pure vehicle manufacturer, 

to a provider of “comprehensive ser-

vices and mobility solutions.”

“We improved the Sprinter’s 

classical strengths, and we com-

plemented the new Sprinter with 

intelligent products and services,” 

Mornhinweg said. 

The new Sprinter will come with 

eight different body variants, with 

more than 1,700 combinations 

available. “This kind of flexibility is 

unprecedented,” said Mornhinweg.

It’s also the first Sprinter to be 

launched as part of Mercedes’ 

adVANce initiative, which covers 

five areas of focus: digital@vans 

is about connectivity and digi-

tal networking; solutions@vans 

covers hardware to improve effi-

ciency; rental@vans provides a 

pay-per-use approach; sharing@

vans looks at new concepts for 

people moving; and eDrive@vans 

covers the company’s approach to 

electrification.

The Sprinter will come with 

Mercedes Pro Connect, a “digi-

tal ecosystem, which makes sure 

our vehicles and services are con-

nected to each other,” said Morn-

hinweg, though that feature isn’t 

likely to be available in Canada 

when the new Sprinter is f irst 

rolled out here late this year. Pro 

Connect, when available, will 

allow f leet managers to moni-

tor vehicle status information 

via a smartphone app and make 

changes on the f ly for things like 

delivery destinations or routing.

“Mercedes Pro Connect is what 

you might call the operating system 

for our Sprinter hardware,” Morn-

hinweg explained. “Drivers can use 

a smartphone app to access vehicle 

functions and additional services 

quickly and easily.”

Adva nced sa fet y feat u res 

have always been a strong point 

for Sprinter, and the new van 

includes: a self-cleaning rearview 

camera in the rearview mirror, a 

360-degree view parking camera 

system, and a rain sensor with an 

integrated wet wiper system for 

optimum visibility even during 

the wiping process.

The launch of the new Sprinter 

comes on the heels of another suc-

cessful year for the brand. Mercedes 

sold 200,000 Sprinters last year glob-

ally, and more than 3.4 million since 

its launch in 1995. Sprinter sales 

were up 12%, marking the com-

pany’s fourth consecutive year of 

record sales. 

“Our new flagship, will therefore 

start with winds in is sails,” said 

Mornhinweg. TN
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NOW HIRING!
$2,500 HIRING BONUS 
for Singles to Run Canada/U.S. Lanes!

• Income Assurance Program
• Singles average 2,750 miles/week
• Teams average 5,000 miles/week
• New lanes with longer lengths of haul
• Over 70 new scheduled lanes
• Paid customer pick-ups and deliveries
• Extensive perks and benefits
• Best fuel program in the industry
• Fuel surcharge and cap adjusted monthly

1.855.872.7602
www.dayross.com

recruiting@dayandrossinc.ca

VISIT US AT

April 20-21
BOOTH #4005

Equipment

LAS VEGAS, NEVADA

Navistar International has expanded 

its line of HV vocational trucks, and 

introduced additional warranty cov-

erage for its A26 engine. 

The company introduced at World 

of Concrete new HV507 and HV607 

models. The trucks feature a shorter 

107-inch BBC configuration. The 

HV507 comes with a set-forward 

axle, while the 607 is a set-back 

axle configuration. The trucks are 

six inches shorter than the original 

HV launched at the North Ameri-

can Commercial Vehicle Show in 

Atlanta last fall.

“They really complete this transi-

tion we have from our current Work-

Star products to the current HV 

series,” said Mark Stasell, vice-pres-

ident of International’s vocational 

truck business.

International also announced 

greater support for its A26 engine. 

It is now extending the Customer 

Uptime Assurance program to its 

HX and HV vocational models. If 

a customer experiences a failure 

on an A26 engine within the two-

year warranty period and the down-

time exceeds 48 hours after diag-

nosis, the customer will receive a 

$250 gift card to be used towards 

future parts and service purchases. 

The program was initially available 

only on LT and RH models. 

International also extended the 

warranty on the A26 in HV and HX 

models, to four years or 100,000 

miles. 

“Vocational customers don’t 

travel as many miles, and they 

wanted a longer period of coverage,” 

explained Stasell. 

The Vocational Confidence War-

ranty Package covers the power-

train, as well as emissions system. 

The plan is available on HV and HX 

models with the A26 engine, ordered 

before June 30.

International also announced 

a new A26 Barrel Protection Plan, 

which will compensate customers 

if an A26 engine breakdown leads 

to concrete hardening in the barrel. 

International will cover the removal 

of the concrete or the replacement of 

the barrel, if necessary. The new plan 

covers the first four years of the truck. 

“We want to reassure our concrete 

customers that their time-sensitive 

deliveries will be on time, every 

time,” Stasell said. The protection 

plan applies to new International 

mixer trucks ordered by June 30. 

Stasell also said International’s 

new Uptime Command Center, 

which provides remote support to 

truck operators, now covers the HX 

and HV series vocational trucks. It 

initially supported only the LT and 

RH series trucks. Its mission is to 

have 80% of customer vehicles that 

encounter a problem back on the 

road within 24 hours, and 100% 

within 48 hours.

The command center locates an 

available service bay, finds the near-

est required parts, and expedites 

their delivery so the repair can be 

completed faster. 

“Our Uptime Command Center is 

live, and we’re keeping a close eye 

on the performance of your truck,” 

Stasell assured. TN

International strengthens 
vocational lineup
New vocational models, warranty packages, 

introduced at World of Concrete

International expanded its line of HV vocational trucks at World of Concrete.

“We want to reassure 
our concrete customers 
that their time-sensitive 
deliveries will be on 
time, every time.”
– Mark Stasell, International

SINGLE OWNER OPERATORS WANTED FOR… 
ONTARIO-ILLINOIS DEDICATED RUN 
LOCAL/REGIONAL US 
ONTARIO DIRECT TO US OPEN BOARD 
CANADA ONLY SWITCHES 
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We have 

increased our 

PAY PER MILEAGE

PACKAGE

DO YOU HAVE?

• VALID CLASS A LICENSE

• SAFE DRIVING RECORD • VERIFIABLE EXPERIENCE

• FAST CARD OR CANADA/US BORDER CROSSING ABILITY

• TWIC CARD

31 Garnet Road
Brantford ON  N3T 5M1

Toll Free: 1-800-265-1128
larmstrong@fleetwaytrans.com

www.fleetwaytransport.com

• DAY DRIVERS REQUIRED @ HOURLY RATES

• WEEKLY DIRECT DEPOSIT

• COMPLETE BENEFITS PACKAGE

• NEW EQUIPMENT

• REPAIR SHOP & FUEL ON-SITE

• PAID PICK-UP & DROP-OFFS

We have

WITH SIGNING BONUS
COMPANY DRIVERS & OWNER OPERATORS

FOR FLATBED TRUCKS AND DRY VANS

      0.47 PER MILE

+ 0.02 PER MILE TO DRIVER WITH FAST CARD

  + 1/2 CENTS PER MILE EACH YEAR COMPLETED

       $30 BORDER CROSSING

       $25 FOR EACH PICK-UP AND DELIVERY

    $100 FOR A SECOND TRIP IN THE SAME WEEK 

Experience the

BIG
DIFFERENCE     

 1-800-388-8947
x270 & 238

HEAD OFFICE: BRAMPTON, ON

We offer: 

THE COMPANY HAS SPONSORED HEALTH AND DENTAL BENEFITS

  WE ARE
HIRING DRIVERS

  CALL US 

LAS VEGAS, NEVADA 

Demand for construction trucks 

should remain steady in 2018, but 

they’ll represent a smaller percent-

age of the overall market due to 

strengthening demand for linehaul 

and regional trucks.

That was the assessment of Jonathan 

Randall, senior vice-president of truck 

sales and marketing with Mack Trucks, 

when speaking at a press conference at 

World of Concrete. 

“All economic indicators are point-

ing in the right direction,” Randall 

said, listing housing starts, construc-

tion, and commercial spending. “We 

believe construction is going to be a 

very strong segment again in 2018. As 

a percentage of the market, it’s proba-

bly going to drop, but in unit numbers 

it will be flat or grow a little bit.”

Mack is predicting the Class 8 retail 

market in the U.S., Canada, and Mex-

ico, to reach 260,000 units this year, 

up from about 235,000 in 2017, and it 

could be even better than that.

“This 260,000 has significant 

upward pressure on it,” Randall said. 

“I wouldn’t be surprised if that num-

ber goes up even more in the not-too-

distant future.”

Mack began production of its new 

truck line, including the highway 

Anthem model, on Jan. 29, just days 

after the World of Concrete briefing.

That includes the Mack Granite 

with a new interior, which was show-

cased at World of Concrete. Tim Wrin-

kle, construction product manager, 

said the new interior is driver-focused 

to help fleets manage driver recruit-

ment and retention.

“We interviewed thousands of driv-

ers, got their feedback, listened, and 

put it into the design,” he explained. 

Mack also announced its mDrive 

HD is now the most popular transmis-

sion spec’d on the Granite. It is being 

ordered on 49% of new Mack Granites, 

according to Roy Horton, director of 

product strategy. Mack began offering 

the mDrive HD on the Granite just two 

years ago. Mack continues to offer a 

total of five transmissions in the model. 

Announced for the first time at 

World of Concrete was an mDrive HD 

with split-shaft functionality.

“It gives the capability for customers 

requiring a split-shaft PTO to power 

their application,” Wrinkle said. A split-

shaft PTO is mounted in the middle 

of the driveline and is popular on con-

crete pumpers, vacuum trucks, and in 

other applications requiring high-pres-

sure liquid transfer. The new feature is 

standard on all new mDrive HD trans-

missions, but needs to be activated by 

a dealer or body builder. TN

Construction truck market to 
remain strong in 2018: Mack
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Health

Preventive Maintenance

Karen Bowen is a professional 

health and nutrition consultant, 

and she can be reached at 

karen_bowen@yahoo.com.

Fair hearing
Engine noise can contribute to hearing loss as drivers age

Was your hearing better when you 

were younger? Did you know that 

25% of people between 55 and 64 

experience hearing loss associated 

with aging? Almost 50% of peo-

ple over 65 have lost some hearing. 

Why? In addition to normal aging, 

chronic exposure to loud noises 

such as truck engines, industrial 

machinery, and highly amplified 

music may be to blame.

Even without an official diagnosis, 

you may recognize a hearing issue if 

you: have difficulty understanding 

words in a noisy environment or a 

crowd; have difficulty distinguish-

ing between consonant sounds; find 

others’ speech muffled; frequently ask 

people to repeat what they’ve said, 

or to speak more clearly, loudly or 

slowly; need to turn up the volume 

on the radio/TV; avoid conversations 

because they are too difficult to fol-

low; and/or avoid social interactions.

When these symptoms interfere 

with your work or daily life, a profes-

sional can help identify where and 

why your hearing is affected. All 

three areas of your ear – outer ear, 

middle ear, and inner ear – are vital 

and must function well for optimal 

hearing to occur.

For hearing, sound waves must 

pass through the outer ear and 

travel to the eardrum and three 

small bones of the middle ear 

(hammer, anvil, and stirrup), which 

amplify the vibrations as they move 

to the inner ear. In the inner ear, 

the vibrations then pass through 

fluid in the cochlea (a snail-shaped 

structure) whose nerve cells have 

thousands of tiny hairs that trans-

late sound vibrations into electri-

cal impulses that get transmitted to 

your brain for interpretation. 

Issues in any area can impact 

your ability to hear properly. For 

your outer or middle ear, ear infec-

tions and abnormal bone growths or 

tumors can lead to hearing loss. As 

well, your eardrum could rupture 

due to loud blasts of noise, sudden 

changes in pressure, infection, or 

being poked with a sharp object. Or, 

your ear canal may become blocked 

by a buildup of ear wax, preventing 

sound waves from being conducted 

to the eardrum. Or, your eardrum’s 

ability to vibrate effectively may 

diminish due to scarring and thick-

ening caused by frequent, untreated 

ear infections and/or long-term 

exposure to excessive noise. 

For your inner ear, damage from 

normal aging or exposure to loud 

noise can impact the ability of the 

hairs or nerve cells in the cochlea 

to send sound signals to the brain 

efficiently. When these hairs or 

nerve cells become damaged or are 

absent, electrical signals misfire, 

resulting in hearing loss. Higher 

pitched tones, in particular, may 

sound muffled, making it difficult 

to distinguish words against back-

ground noise. 

Hearing loss has a number of risk 

factors. Normal aging breaks down 

the delicate structures in the inner 

ear. Illnesses accompanied by a high 

fever, such as meningitis, may dam-

age your cochlea. Some antibiotic 

medications and chemotherapy 

drugs may damage your inner ear. 

Even high doses of aspirin, other 

pain relievers, anti-malarial drugs 

or loop diuretics may cause tempo-

rary tinnitus (ringing in the ear) or 

hearing loss. 

Extended exposure to loud occu-

pational or recreational noises, such 

as trucking, construction, farming, 

factory work, snowmobiling, motor-

cycling, and amplified music is also 

damaging. Unfortunately, for people 

with hereditary, sensorineural hear-

ing loss, hearing loss is irreversible. 

Although it is not possible to 

reverse many kinds of hearing loss, 

it is possible to protect your ears 

and avoid further damage by wear-

ing specially designed, noise-can-

celing earmuffs that resemble ear-

phones to reduce most loud sounds 

to an acceptable level while work-

ing or engaging in noisy activities; 

or, by using foam, pre-formed or cus-

tom-molded earplugs made of plas-

tic or rubber, which are also effective. 

Since truck driving is an identi-

fied hearing risk, schedule yearly 

hearing tests to discover early 

hearing loss. If advised, consider 

optimizing your hearing by having 

earwax blockages removed; having 

tubes surgically inserted into your 

eardrum to allow it to vibrate freely; 

wearing hearing aids; or receiving a 

cochlear implant.

Keep your hearing safe and 

sound. TN

1-800-265-1680 x233

4925 C.W. Leach Road, Alliston, ON   |   3378 Putnam Road, Putnam, ON

Fax 705-435-4129   |  norma@trailwood.ca

CALL, FAX OR E-MAIL NORMA 

TO BOOK AN APPOINTMENT AT EITHER OF OUR LOCATIONS

AZ US OWNER OPERATORS  
 & COMPANY DRIVERS

HIRING

WE OFFER
Competitive Rates

Benefit Package

Safety Bonus Paid Quarterly

Same Rate Loaded & Empty

Company Fuel & Bridge Cards

Steady Miles

Fuel Surcharge Program

No Charge Satellite

Customs Transponder Paid

Weigh Scales Paid

Weekly Settlement with Direct Deposit

Heavy Vehicle Tax Paid

Years of Service Bonus

WE REQUIRE
Drivers Abstract

CVOR Abstract

Criminal Search

FAST Card

2 years AZ Experience

Professional Attitude

NEW PAY PACKAGE 
& RRSP PROGRAM!

ce

New
Drivers 

WELCOME
Will Train
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Back behind the wheel

Did you give your head a shake? 
Whiplash treatments vary

Recently, a truck driver patient of 

mine came into my clinic complain-

ing of severe neck pain. After a brief 

discussion, it was revealed that the 

neck pain started after the patient 

backed into a loading dock while 

parking his truck. 

The patient reported that he mis-

judged the distance and hit the load-

ing dock with a lot of force. After 

performing a physical examination, 

I reached a diagnosis of acute whip-

lash for this patient.

Essentially, whiplash is a neck 

injury that is caused by a rapid and 

forceful back and forth movement of 

the neck. This condition gets its name 

because the movement is similar in 

nature to cracking a whip. This rapid 

movement of the neck may cause 

damage to the muscles, joints, liga-

ments, discs, and nerves of the neck. 

Most cases of whiplash are caused 

by motor vehicle accidents in which 

one vehicle is rear-ended. However, 

certain contact sports such as football 

or hockey, as well as trips and falls, 

may also cause this type of injury. 

The symptoms of whiplash usu-

ally occur within the first week. 

Symptoms can vary greatly from 

person to person. However, most 

people experience neck pain and 

stiffness, headaches, and pain 

between the shoulder blades. 

Other symptoms which may 

occur include dizziness, ringing in 

the ears, blurred vision, irritability, 

fatigue, and difficulty concentrating. 

It is very important that you consult 

with your doctor if you experience 

any of the above symptoms to rule 

out other more serious injuries. 

After taking a detailed medical 

history and performing a physical 

examination. Your doctor will decide 

if further imaging tests such as an 

X-ray or MRI are required. These 

tests will help your doctor deter-

mine the source of your neck pain.

Once your doctor arrives at the 

diagnosis of whiplash, the first 

line of treatment will be over-the-

counter pain relievers such as acet-

aminophen and ibuprofen. Often, 

these medications are sufficient to 

control mild to moderate cases of 

whiplash. However, if these med-

ications do not work, your doctor 

may prescribe stronger pain reliev-

ers which contain codeine. Muscle 

relaxants may also be helpful in the 

early stages of injury.  

Although whiplash may cause 

neck movement to be painful, it 

is important to try and move your 

neck as much as possible as it aids 

in the healing process.

One of the most common ques-

tions I get asked in my office, is 

whether to use ice or heat on an 

injury. The general rule of thumb is 

to use ice during the first few weeks 

of recovery to help reduce inflamma-

tion and then to use heat in the later 

stages to relax tight muscles. Whip-

lash is no exception to this rule. 

In more severe cases of whip-

lash, your doctor may recommend 

other treatments such as massage, 

chiropractic treatment, and phys-

ical therapy. 

The goal of these treatments is to 

restore normal ranges of motion in 

the neck as well as to strengthen the 

injured muscles. Recent studies have 

shown that a combination of these 

therapies is most effective. However, 

if there is still no improvement, your 

doctor may suggest injections of cor-

ticosteroids into the painful areas. 

This drug is designed to relieve 

muscle spasms and pain, which in 

turn will allow you to move your 

head more freely. Interestingly, other 

alternative therapies such as acu-

puncture and electrical nerve stim-

ulation have shown some promising 

results in the treatment of whiplash. 

Cervical collars are no longer recom-

mended routinely. It is now known 

that immobilization of the neck for 

extended periods of time can actu-

ally impair recovery. 

The good news its that most 

causes of whiplash resolve within a 

few months. However, in some cases 

patients will continue to experience 

symptoms for months or even years 

after the initial injury. 

Unfortunately, there is no way 

to completely prevent whiplash 

injuries from occurring. How-

ever, maintaining good flexibil-

ity and muscle strength in your 

neck and back will greatly reduce 

the chances of getting a whiplash. 

Performing a regular exercise and 

stretching routine is a great way to 

accomplish this. 

Until next month, drive safely. TN

ASK ABOUT OUR
PERFORMANCE BONUS!

JOIN THE FORBES-HEWLETT FAMILY WHERE WE 

OFFER PREMIUM EQUIPMENT, COMPETITIVE PAY WITH 

YEARLY INCREASES, EXCELLENT BENEFITS, HOME TIME 

AND JOB SECURITY!

PHONE: (905) 455-2211 TF: 1-800-387-5832
FORBESHEWLETT.COM

Email us in confi dence at drive@fhtp.com

Dr. Christopher H. Singh runs 

Trans Canada Chiropractic at the 

230 Truck Stop in Woodstock, Ont. 

He can be reached at  

519-421-2024.



44  Truck News • March 2018

https://www.facebook.com/SnowbirdsAutoConnection

•  3,000-3,500 (Team 5,000) 
miles run per week

• All Teams Welcome!

•  Fuel Cards

• Mix of Short and Long Haul

• Willing to Train

• Percentage Paid

• Weekly Meal Allowance

• Bi-Weekly Direct Deposit

• Company Paid Benefits

SNOWBIRDS AUTO CONNECTION LTD. 
IS A GROWING VEHICLE RELOCATION SERVICE 
PROVIDER ACROSS NORTH AMERICA

Please email your resume to: 
ashley@snowbirdsautoconnection.com 

or contact Ron or Ashley at 416-638-0001
Fax: 416-638-9986

Please email y
ashley@snowbirdsa

HIRING 
COMPANY
DRIVERS

Test

Hiring for  
Flatbed
and Van
•  Clean CVOR
•  Have a valid  

passport or  
Fast card

•  Willing to travel  
to the US

Kitchener, Ontario,,

www.wiersmatrucking.com

Call Recruiting 1-800-265-2449 ext 4 or 5

ooo

In search of 
NEW &

EXPERIENCED
DRIVERS

•  STEADY MILES YEAR- ROUND, PAID WAITING TIME, 

DWELL TIME, LAYOVER AND BORDER CROSSINGS

•  MODERN EQUIPMENT, QUIET APUS, NO REEFER NOISE 

OR HAZMAT

•  HEALTH, DENTAL, LIFE INSURANCE & PENSION PLANS

•  HOME RESETS

•  E-LOGS AND A HIGH PRIORITY ON SAFETY

•  ONGOING TRAINING & SUPPORT

•  DEDICATED TRUCKS- NO SLIP SEATING

•  IN-HOUSE GARAGE

•  EXCELLENT SAFETY RATING

866.857.5166
416.667.9700

Terminals  
in Toronto  
and  
Brantford

INTERESTED?  

CONTACT CARMEN TODAY! carmentransportation.com
1.866.857.5166
drivers@carmentransportation.com

CROSS BORDER OPPORTUNITIES

Mail

Truckers need to support 
truck stops
Dear Editor:

Yes, truck parking is an issue on 
my route – Hwys. 17 and 11. However 
before we have truckers fill out more 
surveys, just maybe we should ask 
where did all the parking go?

Well, there is a significant increase 
in truck traffic crossing Ontario. 
There is also a significant decrease 
in the amount of truck stops. The 
ma-and-pa truck stops cannot sur-
vive maintaining this type of facil-
ity when they only sell a cup of cof-
fee in the morning to the drivers who 
park there. 

Drivers cannot afford the $13 break-
fasts, so they just buy coffee. So, what’s 
a truck stop to do when they are sit-
ting on a building and a million dol-
lars of parking lot space for what, a 
cup of coffee?

If you look at Hwys. 17 and 11, the 
truck stops are closing every month. 
Flying J - a USA organization - has 
truck stops in Kapuskasing and Sault 
Ste. Marie. 

Just an observation from a 71-year-
old driver running these highways for 
20 years.

Dan Mahoney

Public education is needed
Dear Editor:

It is good to know that OPP Com-
missioner Vince Hawkes doesn’t paint 

all truck drivers with the same brush 
(February Truck News, pg. 51). I also 
agree with him that most drivers are 
safe drivers, and there is always room 
for improvement. 

But at the same time, I would like to 
ask him to educate the general public 
and other drivers to understand how 
tough and risky it is to make a sudden 
move while driving a big rig. Drivers 
need to give more room to trucks for 
them to be safe and sound.

Ata Elahi

Treat all drivers equally
Dear Editor:

What really drives me crazy ( just 
ask my family), is expectations of 
excellence from truck drivers. 

Professionalism requires ongoing 
training, testing, and certification, 
which will lead to higher remuner-
ation. Instead, this industry goes 
with cheap. 

I certainly cannot expect a four-
wheeler to be as competent as I. But, 
the slope is getting slippery.  

To treat one group in the same cir-
cumstances differently than another 
group, is legislated discrimination, 
pure and simple. It also tends to 
hold the wrong party responsible. I 
am perceived differently than oth-
ers I “share the road” with because 
of my chosen career: I am in a com-
mercial vehicle.

Bruce Williamson
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The first time I watched an episode 

of Heavy Rescue: 401, I remember 

thinking to myself, this isn’t the 

image we need to project of truck-

ing in Ontario. 

If you’re not familiar with the 

show, it is a reality cable TV show 

focused on the 400-series highways 

in Southern Ontario and the chal-

lenges faced by tow truck operators, 

the Ontario Provincial Police (OPP), 

and the Ontario Ministry of Trans-

portation (MTO) to keep the high 

volumes of traffic moving. It’s a pro-

gram based on the philosophy of “if 

it bleeds it leads.” Truck wrecks are 

the focus, and it doesn’t paint com-

mercial truck drivers in a favorable 

light. The show is trending towards 

becoming a media arm of the OPP 

and MTO commercial vehicle safety 

enforcement divisions.

As a commercial truck driver, 

I have a lot at stake as to how my 

profession is portrayed in the media, 

so my opinion about safety issues 

on the 400-series highways could 

be construed as anything but objec-

tive. I believe the majority of truck 

drivers are professionals that share 

the same safety objectives as the 

enforcement officers tasked with 

managing the high volumes of traf-

fic on our roads. We’re on the same 

side. What I disagree with is the 

approach to how we can reduce and 

prevent truck crashes on Southern 

Ontario highways.

I’ve always advocated for more 

training and certification of pro-

fessional drivers. This is the route 

we should be pursuing to address 

the root causes of poor driving 

actions within the trucking sector, 

in my opinion. The approach of the 

OPP and MTO is to hold individual 

drivers to account and Heavy Res-
cue: 401 is proving to be an effective 

approach in conveying that message 

to the public. 

My wife has a sign that she hangs 

in the kitchen every Halloween. 

Under a skull and crossbones is the 

message, “The beatings will con-

tinue until morale improves.” This is 

the same message truck drivers are 

receiving from enforcement agen-

cies in Southern Ontario.

So my argument isn’t that truck 

drivers should not be held to 

account for their actions. What I 

support is ongoing training and 

recognition of our profession as a 

skilled trade. We have an attitude 

problem more than we have a lack 

of skills problem. We’re not facing 

up to that challenge.

If you do a search online of the 

most dangerous jobs you will find 

that truck driving is consistently 

in the top 10. It’s interesting that 

first responders don’t appear in 

that top 10 list, despite the danger-

ous nature of the work that they do. 

Why is that? I believe it is directly 

related to the quality and the quan-

tity of the training first respond-

ers receive. First responders are 

directly involved in their training 

with attention being paid to their 

mental health as well as their phys-

ical well-being.

Now look at the quality and quan-

tity of training professional truck 

drivers receive on an ongoing basis. 

It pales in comparison. Even within 

our own industry safety profession-

als in non-driving positions receive 

far more hands-on safety training 

than the drivers that operate the 

heavy equipment on the front line 

and deal with the anxiety directly 

related to life on the road.

There is much debate in the truck-

ing media of late between the OPP 

and the Ontario Trucking Associa-

tion (OTA) when it comes to statis-

tics and how they are interpreted. 

The OPP state that truck collisions 

are on the rise and truck drivers 

bear an increasing responsibility, 

the OTA argues that the percentage 

of truck drivers found at fault in col-

lisions continue to decline. But sta-

tistics don’t resolve the root cause 

of collisions. The physical injuries, 

the post-traumatic stress issues, 

and the loss of life that result within 

the truck driving profession are not 

being addressed in the most effec-

tive manner.

Most truckers have impeccable 

safety records, love what they do, 

and spend weeks away from home 

keeping our economy humming. 

We’ve lost sight of that. TN

Reality show paints trucking in bad light
Coverage doesn’t recognize the root of the problem 

Over The Road

Al Goodhall has been a profes-

sional longhaul driver since 1998. 

He shares his experiences via his 

blog at www.truckingacross 

canada.blogspot.com. You can  

follow him on Twitter at  

@Al_Goodhall.

Insights

          PLEASE CALL KARA

877-790-1226 ext. 2242

Contrans Flatbed Group  
is an employment equity company

 We are a family at Contrans Flatbed Group…
come join us!

We spent December having fun Christmas events, collecting gifts to support  
local families in need, and honoring our staff and drivers at our annual  

Appreciation Awards.  
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Now that the calendar has turned to 

2018, we are in full planning mode 

for the 2018 Private Motor Truck 

Council of Canada (PMTC) annual 

conference. The speakers and top-

ics have already been lined up, and 

this year promises to once again be 

one of the best educational and net-

working values in the industry. (Full 

conference details can be viewed on 

our website at www.pmtc.ca). 

The conference is being held June 

14-15 at the Crowne Plaza Falls-

view in Niagara Falls, Ont., with our 

annual general meeting and cocktail 

reception being held the day prior. 

One of the highlights of our confer-

ence each year is our awards pro-

gram, and this year is no exception. 

Most people don’t give a second 

thought to the professional men and 

women who safely pilot commercial 

motor vehicles up and down our 

highways for millions of accident-free 

miles each year. These professional 

men and women ensure that essen-

tial products and services are deliv-

ered seamlessly so we can enjoy the 

benefits of the life that we live. 

The awards program, in my view, 

is one of the most gratifying por-

tions of our conference, as it is one 

of the few times that drivers, fleets, 

dispatchers, and safety personnel 

are recognized in the positive light 

that they so richly deserve.

Here is a brief overview of the 

awards program for PMTC:

The Rick Austin Memorial 
Dispatcher of the Year Award

The Rick Austin Memorial Dispatcher 

of the Year Award is a new award for 

this year, and has been established as 

a tribute to the memory of Rick Austin, 

fleet dispatcher at CPC, who passed 

away suddenly on March 15, 2017. He 

was assigned to the John Deere Fleet.

This award is designed to help 

recognize the exceptional – and 

often underappreciated  – efforts 

of dispatchers who have made an 

outstanding contribution to their 

company in the past year or over the 

course of their career. This award is 

open to dispatchers of private and 

dedicated fleets, PMTC membership 

is not a requirement. 

The Hall of Fame for 
Professional Drivers

This award inducts up to four pro-

fessional drivers each year. It recog-

nizes superior over-the-road perfor-

mance of drivers employed by PMTC 

member companies. The Hall of 

Fame resides on our website and a 

visitor can review the outstanding 

records of all our inductees, dating 

back to 1990. 

The Private Fleet Safety 

Awards 

These are open to all private fleets in 

Canada. Membership in the PMTC 

is not required to enter this award.  

These awards recognize companies 

with superior over-the-road perfor-

mance who have successfully inte-

grated detailed safety programs as 

a key component of their operations. 

The Vehicle Graphics Awards

These awards add color and drama 

to our annual awards program. This 

award is open to all fleets, private 

and for-hire, and attracts entries 

from across the country. 

The PMTC Young Leaders 
Education Bursary 

This award will provide up to two 

PMTC Young Leaders with the funds 

to cover two of the four courses that 

are required to complete the PMTC 

Logistics Management Program. 

The courses have been selected from 

CITT’s extensive library of logistics 

programs. Each bursary has a value 

of roughly $1,800. 

 
The Professional 
Commercial Motor Vehicle 
Driver Training Scholarship 

This scholarship will cover the 

costs for the recipient to complete 

a full training program through an 

approved training provider. This 

program is an intensive 200-hour 

course, which when completed, will 

arm the new professional driver with 

a high level of training, as set by the 

Truck Training Schools Association 

of Ontario (TTSAO) and Professional 

Truck Driver Institute (PTDI) man-

datory requirements. 

All entry forms, applications, and 

criteria are available at www.pmtc.

ca, or by calling the office at 877-

501-7682.  You can also email info@

pmtc.ca.  Please consider nominat-

ing someone from your company. 

There are many drivers and compa-

nies who deserve the chance to be 

recognized in front of their peers – 

let’s give as many of them as we can 

this opportunity. TN

Insights

Private Matters

Recognize, honor, and award your employees
Private fleet awards recognize the best of the best

Mike Millian is president of the 

Private Motor Truck Council 

of Canada, the only national 

association that represents the 

views and interests of the private 

fleet industry. He can be 

reached at trucks@pmtc.ca.

  NEW & Improved 

Dispatching

  MORE HOME TIME

Because you believe in the Canadian 
Trucking Industry enough to purchase  
your own truck, we believe in you and
YOUR SUCCESS.

Succeed with your truck investment and Choice of Carrier.
SUCCEED WITH QUIK X TRANSPORTATION

 Contact Shawn: 1 866 234 6167
sgallant@quikx.com   |   www.quikx.com

      NOW HIRING

OWNER OPERATORS 

NEW 2018 
OWNER OPERATOR

OPPORTUNITIES

Visit us at 

BOOTH #4406
April 20-21
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MISSISSAUGA, ONTARIO

Polaris Transportation announced 

its online booking portal is now 

fully tested and live, making ship-

ping with Polaris easier.

The new shipping tool has been 

in development for the past year. 

It is designed to book up to four 

standard pallets per destination 

or custom pallet configurations as 

required. Booking is available for 

cross-border shipments between 

Canada and the U.S.

Other features of the online 

booking tool include: the ability 

to book multiple shipments in the 

same session; attach related doc-

uments for Customs and/or other 

special instructions; select custom 

delivery options like tailgate ser-

vice; and book orders from any-

where, anytime on any device with 

web access.

Polaris Transportation presi-

dent, David Cox said: “My father 

and Polaris founder, Larry Cox 

set t h is new on l i ne tool i n 

motion before he passed and 

I am honored to see one of his 

many dreams for our company 

come to life. Making it simpler 

and easier to ship with Polaris 

is an ongoing focus for our com-

pany. I encourage those using 

this new time-sav ing tool to 

offer their feedback so we can 

incorporate your suggestions 

going forward.’’ TN  

Owner 
 Operators

•  Paid empty and loaded PC miles
• Paid plates
• Paid loading and unloading
•  Paid tolls and customs transponder
• Paint code bonus
• Fuel Surcharge

• Company fuel accounts
• Direct deposit bi-weekly
• Safety Bonus paid monthly
• No Charge satellite
• Stable environment
• Year round work

BASED OUT OF 
Sarnia, Toronto, Cornwall and Sudbury Ontario, 

   REQUIRED IMMEDIATELY

COME JOIN THE TEAM!!

FuFuFuFuFFuFuFFueleleleel SSSSSuurururuurrururrchcchchchchhaarrararaaar eegegegeeegeggege YYYYeYYYeYYearararrrrrr rrrrouuuuuouuuuoundndnndndnnd wwwwwwwwwworrorrooooroo kk

    NO DEDUCTIONS. 
 NO GIMMICKS.

905-893-3447
EXT. 225

Tank Truck Transport Inc.Tank Truck Transport Inc.

U.S. OWNER OPERATORS
REQUIRED ASAP

is growing again!

WE REQUIRE OWNER OPERATORS 
IMMEDIATELY FOR LONG & SHORT HAUL
For Step Deck and RGN Double Drop Hauling 
Agriculture and Construction Equipment

•  With or Without own Trailer
•  Oversize Experience an asset
•  Clean CVOR
•  Must be able to enter into USA
•  Percentage Rates

ALSO HIRING OWNER OPERATORS 
IN MANITOBA AND SASKATCHEWAN

Thunderstruck Trucking is a Licensed Bonded Carrier

Contact: dispatch@thunderstrucktrucking.com
Phone: 519-845-5150 • Fax: 519-845-0978

www.thunderstrucktrucking.com

FUEL CAP AVAILABLE
PAID PICKS AND DROPS
BENEFIT PLAN
DIRECT DEPOSIT
NO TOUCH FREIGHT
NO PAINT CODE
STEADY YEAR ROUND WORK
FUEL CARDS SUPPLIED
QUALITY HOME TIME

WILLING TO ACCEPT  
OLDER EQUIPMENT 
All Equipment must pass  

Company Inspection

LOCAL WORK AND  
ONTARIO HIGHWAY WORK

HIRING BROKERS BASED IN 
MONTREAL & MONCTON

Call 905-677-0111  or e-mail info to recruiting@tbmgroup.ca

LOCAL WORK AND 
ONTARIO HIGHWAY WORK

HIRING BROKERS BASED IN 
MONTREAL & MONCTON

  AZ O/O’S WANTED FOR  
CANADIAN HIGHWAY WORK

Based out of Mississauga, Cambridge & Ajax 

Fleet News

BELLEVILLE, ONTARIO

Cooney Transport and Cooney Bulk 

Sales drivers represented by Team-

sters Local 91 have accepted a new 

five-year deal with the company.

“The accepted offer annually 

increases mileage rates, hourly 

rates, U.S. mileage rates amongst 

many other significant improve-

ments,” Teamsters said in a state-

ment Jan. 30. ”As well, members 

will benefit from seven annual 

‘weather/traffic delay’ days allow-

ing them to declare an hourly day 

as opposed to limiting f lat rates. 

This is a significant improvement 

in driver safety on an annual basis, 

supporting our over 120 profes-

sional drivers.”

Cooney’s previous agreement with 

its drivers expired in late 2016. TN  

Cooney drivers accept 
five-year deal

Polaris rolls out new online booking portal
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Used Trucks

By James Menzies

Steady freight volumes, rising spot 

market prices, and more generous 

compensation packages from fleets 

may have you considering becom-

ing an owner-operator or add-

ing a second truck. The truck you 

choose will have a major impact 

on the success of your business, so 

we chatted with several used truck 

dealers to discuss considerations to 

keep top of mind when shopping for 

a used truck.

Supply and demand

Used truck pricing is determined by 

supply and demand – and demand 

is beginning to pick up, thanks to 

improvements in freight volumes 

and pricing. 

“I can tell you that good used 

trucks are becoming more diffi-

cult to find,” said Ron Duda, cor-

porate sales manager, trucks and 

trailers, with Redhead Equipment. 

“I would suggest that – although 

we haven’t seen a lot of this just 

yet – it’s going to impact pricing. 

I believe we’re going to see used 

truck prices increase. A typical 

used truck that was worth $50,000 

last year, I think we’re going to 

see it worth $55,000-$60,000 this 

year. They’re just getting harder to 

find. We’re seeing, when we have 

a certain type of trade coming in, 

they’re being pre-sold before we 

get them.”

Vik Gupta, vice-president, sales 

and operations, with Pride Group 

Enterprises, agreed used truck 

demand has been on the rise, espe-

cially over the past three to six 

weeks. He noted there are more 

loads than trucks available on the 

spot market, which has helped drive 

used truck sales. Currently, Gupta 

said, “demand and supply right now 

are in perfect sync.”

Don Lee, used truck sales man-

ager for Tallman Group, said avail-

ability also depends on the type of 

truck you’re looking for. 

“Highway stuff is plentiful,” he 

said. “The hard stuff to find, for us, 

is hydraulic brake straight trucks 

with automatics, because people 

tend to keep those quite a while 

and there’s a big demand for those 

in our area.”

In Western Canada, it’s voca-

tional trucks with certain types 

of bodies – dump and mixer, for 

example – that are difficult to find, 

Duda added. 

Spec’s that sell

Certain fleet spec’s such as auto-

mated transmissions are finally 

becoming accepted – and even 

requested – in the secondary truck 

market, dealers said. 

“The real game-changer in used 

trucks, more people are looking 

for automated transmissions,” said 

Gupta. “I think that’s driven by the 

driver shortage and there are not 

as many experienced drivers left in 

the industry. Historically, customers 

have been scared getting into auto-

matic trucks.”

Tallman’s Lee agreed. “It looks 

like the automatic is starting to 

become more acceptable,” he said. 

“People are coming in asking for 

automatics, and most f leets are 

going that way.”

However, owner-operators are 

still seeking trucks with higher 

horsepower than the large fleets 

spec’, because of the versatility it 

affords them to pursue different 

types of work.

“There’s a lot of demand for heavy 

spec’s with heavy axles,” said Lee. 

Gupta said f leets are now 

spec’ing highway trucks with 425-

450 hp, but owner-operators con-

tinue to look for trucks with 450-

500 hp. He said buyers want the 

extra power so they can readily 

switch to new lanes or freight. 

“I have always coached custom-

ers not to overbuy or underbuy,” 

Gupta said. 

Lee said while old habits die 

hard, owner-operators are becom-

ing more open-minded when con-

sidering horsepower. 

“The odd one is old-school, and 

he wants 600 hp and he doesn’t care 

about fuel economy,” Lee said. “But 

when you explain to them that’s 

where they make their money, a lot 

of the newer generation customers 

will listen to you. Our speed limit 

is 100 km/h, we’re restricted to 105 

km/h, so big power is not getting 

you anywhere. It seems like people 

are more willing to change now.”

Also, be sure to purchase a truck 

that’s legal in the jurisdiction you 

plan to run. It may seem like obvious 

advice, but Duda said it’s a common 

mistake thanks to the proliferation 

of auctions and online sales. 

“I see this all the time,” he warned. 

“Somebody would go out of their 

jurisdiction, buy a used truck, bring 

it back and realize it’s not legal and 

not be able to use it here. You need 

an understanding about the regu-

lations in the jurisdiction you’ll be 

hauling. It’s a real crapshoot if you’re 

not talking to someone who knows 

the regulations.”

One fleet spec’ that has yet to 

catch on in the secondary truck 

market, is wide-base single tires.

“A lot of owner-operators don’t 

like super-single tires,” Lee said. “If 

they have a flat on duals, they can 

usually hobble home, or they can 

buy a used tire anywhere.”

While wide-base tires are becom-

ing more widely available, Lee said 

used truck buyers continue to shy 

away from them.

What about the warranty?

Buying a truck with some leftover 

factory warranty is a good idea. Pay-

ing for additional warranty cover-

age is also worth considering. Think 

of it as a form of insurance, sug-

gested Lee. 

“If you buy an extended warranty, 

you’re not going to be shocked with 

a super huge bill,” he said. “It’s just 

like paying insurance. You can write 

it off – it might add an extra three or 

four months of payments, or $100 a 

month, but you’re not going to have 

any shock when you get a $5,000-

$10,000 repair bill.”

Large fleets, Lee noted, often sell 

their trucks when the factory war-

ranty expires, “because that’s how 

they control their costs.”

But be careful purchasing third-

party warranties in Saskatche-

wan, Duda warned. The Insurance 

Council of Saskatchewan has to 

approve third-party warranties 

and Duda said to date, “There is 

nobody that is presently in the 

used truck third-party warranty 

business that has contracts that 

are approved.”

That, however, hasn’t stopped 

some dealers from selling them, 

Duda added.

“Many used truck wholesalers 

and dealers are doing it, using exist-

ing contracts they had,” he said. The 

risk for customers is that the war-

ranty may be useless, when it comes 

time to use it. 

Cash or credit?

When buying a used truck, how 

you pay for it is a major consider-

ation. The size of the down payment 

required will be determined, in part, 

by the buyer’s credit rating. Lee said 

a 10% down payment is a good rule 

of thumb, but it may be higher or 

lower, depending on a customer’s 

credit rating.

Gupta said financing the truck 

through the dealer offers some 

added flexibility.

“Banks hate trucks,” he said. 

“They do not really understand the 

business.”

Gupta said Pride Group is will-

ing to work with customers who 

can’t afford a 10% down payment, 

if they are signed on with a good 

carrier and can show the potential 

to operate well and generate suf-

ficient revenue. Banks generally 

can’t offer such f lexibility, since 

they don’t understand the nature 

of the business. TN

Shopping season
The used truck you buy could make or break your businesss

“I see this all the time. Somebody 
would go out of their jurisdiction, 
buy a used truck, bring it back 
and realize it’s not legal and not 
be able to use it here.” 

– Ron Duda, Redhead Equipment
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Western Canada’s Trailer Specialist. 

Rentals, Leasing, Sales, Service, and Parts
Delta

(800) 891-8858
Edmonton
(800) 610-1019

Calgary
(877) 720-7171

Winnipeg
(866) 397-5524

Nanaimo
(877) 878-5979

www.OCEANTRAILER.COM

Ocean Trailer's stock specification, which includes aluminum wheels, tire inflation system, 
under trays or sideskirts and other great value added options.

The only sheet-and-post style dry van with 101 inch inside width, while being lighter, stronger, and easier to repair.

Conditions apply   Available in all Ocean Trailer locations today!

NEW

36 month 
Long Term Rental

$ 600
Canadian per month
On Approved Credit

36 month 
Long Term Rental

$ 600
Canadian per month
On Approved Credit
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2017 PETERBILT 389 
PACCAR ENGINE, 18 SPD. TRANS., 
14.6 AND 46 AXLES, 206,000 KMS,

STK#242-18. -1262765

2000 VOLVO WG SNOW
PLOW/SANDER 

VE275 ENG., 275 HP, AUTO TRANS., 
16/40 AXLES, 2 WAY PLOW, 6.14 RATIO,

225,980 KMS., STK#236-22 -1259448

2014 KENWORTH W900L
ISX 550, RTLO18918B, KW 8 BAG, 

RT46-164 FULL LOCK REARS, 
STK#240-02. -1258119

2016 INTERNATIONAL 7600 
SNOW PLOW/SANDER TRUCK

INTERNATIONAL ENG; AUTOMATIC
TRANS; 20 AND 40 AXLES, BRANDED
SALVAGE. STK#241-11 -1260772

CALL JAMES OR RON 1-800-267-0633
E-Mail: james@morgan-diesel.com

See Our Complete Inventory at 
www.morgan-diesel.com

Check Out Our New and Improved Website!!

1248 McAdoo’s Lane, R.R. #1, Glenburnie
(Kingston), Ontario K0H 1S0

DIESEL TRUCK PARTS INC.

ON-SITE KINGPIN REMANUFACTURING
• Superior Equipment • Patented in U.S.A. & Canada
• Exceeds SAE and DOT specifications/regulations • Guaranteed Workmanship
• Only Company to test SAE J133 & J400 • Fully Insured

CWB CCERTIFIED CCOMPANY •• CCWB CCERTIFIED WWELDERS 
KINGPIN GAUGES

Top Quality aluminum Kingpin gauges. Won’t stretch.

Re-manufacturing a kingpin gives the fifth wheel the proper bearing 
surface, extending the life of the fifth wheel and decreasing the abuse 

to the bolster plate and kingpin.

MOBILE SERVICE
Visit oour WWebsite aat: www.kingpinspecialists.com

E-mail: rkingpin69@aol.com

Call uus TToll FFree @@ 1-888-221-7774 
For the Dealer Nearest You

TOLL FREE NUMBERS FOR YOUR NEAREST DEALER 
Quebec aand tthe MMaritimes 1-888-939-1011 
Ontario 1-888-221-7774
Western ((Alberta && SSaskatchewan) 1-877-912-1209 
British CColumbia 1-800-427-5865
In tthe UU.S. 1-888-221-7774

www.kingpinspecialists.com    rrkingpin69@aol.com

Search Online FAST
Canada’s Largest 

On-Line Source for 
Heavy Trucks & Trailers!
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EXHAUST SYSTEM INSTALLATIONS FOR

ALL MAKES and MODELS

(905) 670-0100   1-800-385-8801

TRUCK MUFFLERS
BUILT TO LAST

• •
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1365 BONHILL RD., MISSISSAUGA  L5T 1M1

(905) 670-0100   1-800-385-8801
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THE TRUCK EXHAUST PLACE

.totalexhaust.com
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TMTV

500,000+ views

www.trucknews.com/videos/

New online
episode

every Thursday

4,000 cu.ft steel dry bulk pneumatic
on site strorage tank, buy it or 

lease it.

9,500 I.G., DOT-407 stainless, 3 compt ,
Excellent condition, includes all tests and safety.

Call

33,500 lts, 3-comt, non-code aluminum pup,
spring ride, 35 ft. long, safetied. 

2800 cu.ft., Vac / pneumatic dry bulk
6’’ valves, 5’’ discharge lines, rear fill lines

Very well spec’d. Call

8400 USG, DOT-407, stainless one
compt tridem, Intraax air ride, Michelins

top safety rail, well spec’d unit. Call

6500 I.G., one compt. non code fiberglass tank,
72’’ x 72’’ air ride, 

Safetied.

Aluminum, Multi-Comp't, Non-RTAC
Can Be Sold As Is Or Fixed Up.

Call! 

Stainless Tanker, 6400 I.G. Insulated Quad,  
1-Comp't, Non-Code, All Stainless Frame, 

Safetied.

48,000 lts, non-code, aluminum insulated
asphalt quad, auto-steer axle, heat coils.

Safetied.

9,000 I.G. stainless DOT-407 B-train,
2x4500 I.G., Very well spec’d. 

Call! 

Stainless Tanker, 7200 USG Non Code Stainless,
Insulated, Spring Ride, Clean Solid Unit,

Safetied. 

Unit#TN10483 
1996 Krohnert

UNIT#TN10333 
1975 Bedard 

Unit#TN10480
2001 Tremcar 

Unit# TN10408
1989 Krohnert

UNIT#TN10361
1995 Tremcar 

Dry Bulk/Pneumatic Tanker, 1750 Cu. Ft. 
Aluminum, Last Used In Flour Service, Clean Solid
Unit For Storage Or Can Be Put Back On The Road,

Call!

6500 USG, DOT-407 stainless, 3 compt, 
air ride, alum. wheels,

Safetied.

8500 I..G., non-code, stainless, two compt,
equal split, storage tank only.

Call.

Stainless Tanker, 45,460 Lts, Stainless, 
Insulated, One Comp't, Storage Tank Only, 

Clean Barrel. 

3 COMP’T

3 COMP’T

www.tankmart.com
Sales, Leasing, Parts, Service & Repairs

BURLINGTON
905-465-1355

Ask for Kevin or Mario 

MONTREAL
514-323-5510

Ask for Ron, Camille or Sylvain

Connect
with us on
Linkedin

Like us on
Facebook

CANADA’S LARGEST TANK TRAILER DEALER 
WITH OVER 200 NEW & USED TANK TRAILERS 

FOR SALE LEASE OR RENT

Unit#TNS007  
New 2018 Troxell

Unit# TN9536
1996 Tremcar

UNIT#TN10416
1999 Advance

Unit # TNS902
2018 Tremcar

Unit# TNS006
2018 Tremcar

UNIT#TN9785
1987 TPI 

UNIT#TN9829
Selection Of Older "B" Trains

UNIT#TN9564
1997 Tremcar 

Unit# TN10570
2004 Advance

UNIT# TNS409
New 2018 Tremcar

51
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We Drive
Traffic to You
... More for Your Money!

Canada’s #1 Source for Heavy Trucks and Trailers

NEED HELP?
1-866-612-5811

1-416-510-5237

or info@truckandtrailer.ca

ALL TRUCK AND INDUSTRIAL 
RADIATORS, CHARGE AIR COOLERS

& A/C CONDENSERS

Monday-Friday: 8 am-6 pm  •  Saturday: 9 am-2 pm
Hwy. 410 & Steeles

#10 Hale Road, Brampton, ON  L6W 3M1
905-487-1209 • 1-877-950-0099 

After hours: 905-487-1209

K/W area
519-621-1209 

After hours: 
519-621-1209
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We Ship 
Across 
Ontario

We Ship 
Across 
Ontario

905-795-2838
Fax (905) 678-3030

1-800-267-4740
Canada & U.S. Hotline

RAD 
COOLANT 

PIPES

Available in 
Aluminized or 
Stainless Steel

Pipes also available for Freightliner,
Peterbilt and Western Star

Built to Outlast OEM Pipes

We have been supplying Parts, Service and Technical Support
to Truck Shops, Dealers and Fleets since the early '80’s.

OPEN SATURDAYS & WEEKNIGHTS

1850 GAGE CRT. MISSISSAUGA

8 AM - 8 PM FRI
8:30 AM - 3 PM SAT

8 AM - MIDNIGHT
MON - THURS

TEXIS

www.texisexhaust.com

DIESEL PARTICULATE FILTER
Cleaning Service and Repairsp

CLEAN
ASH 

LOADED

CLEAN FILTERS 

SAVE $$$

DPF AFTER-MARKET REPLACEMENT FILTERS NOW AVAILABLE

DDDDIESEL P ATEE FFFFFILTER

Complete Selection
of Aluminum Accessories

See Us At

Booth  # 2293

Buy, Sell, Prosper
Thousands of trucks, thousands of trailers. Whether you’re buying or

selling, you need to use Truck and Trailer. You don’t have to take our

word for it, ask our customers why they keep coming back.

Canada’s #1 Source for Heavy Trucks and Trailers

truckandtrailer.ca
1-877-682-7469
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MANUFACTURER OF ALUMINUM , STEEL & STAINLESS STEEL TANKS
We provide true “One Stop Service”: Manufacturing, Service, Parts & Support from our facility

Contact one of our sales representatives today - don@dependable.ca or mike@dependable.ca 
1-800-268-0871  905-453-6724   www.dependable.ca

1998 HUTCHINSON 3 AXLE FULL TRAILER
10,000L, 5000L and 10,000L compts, 
fully refurbished. STK#P751 -1258413

REFURBISHED 2003 FORD F550 SUPER DUTY
IH V-8 Turbo 205 HP, 6 Spd 4x4 Trans; 800 USWG
Propar QT Barrel, Driver Side Load. Rear Unload, 
Fully Enclosed In Weather Resistant Alum. Box.
STK#S-788 -1261034

2002 FORD F550 SUPER DUTY FUEL TRUCK
4WD, 6 spd. manual, Navistar V8, Dependable alum.
tank, 3000L and 2000L compts, Midcom 8000 
computer and register, bottom loading RI, 
STK#S841 -1258415

2005 DEPENDABLE ALUMINUM TANK
14,000L and 3000L compts., 
STK#T849 1258416

2013 INTERNATIONAL 4300 PROPANE BOBTAIL
2500 USWG, LCR, Full Refurb, New 5 yr/1 yr Inspect,
Weights/Measures Calibrated Meter, TSSA Inspect,
Paint Your Specs, Truck w/New DOT Inspect/Cert.
Stk#S825 502045

2007 STERLING L9000
Big Power, 20000 L 4 Compt Alum Tank, LCR, 
Dual Pump/Meter, Bottom Load RI, Vapor Recovery RI,
New 5 yr/1 yr Inspect, Truck Newly Certified/Safetied.
Stk#T800 502051

NEW 2017 WESTERN STAR 4700
w/ 5500 USWG Dependable propane tank. 
In Production Now. Choice of electronic register. 

1262758

2010 WESTERN STAR 4700
MBE 4000 12.8 L Eng; 10 Spd Trans; 2010 Dependable
16,000 L 4 Compt, Dual Pumping Alum. Tank, Top Load,
LC Meter, Midcom, Fully Cert. Stk#T-845  1261036

TRUCK && TTANK
SUPPLIER OF CUSTOM, QUALITY BUILT, HIGHWAY PETROLEUM CARGO TANKERS, 

PROPANE BOBTAILS, WATER TANKERS AND EMERGENCY VEHICLES
SUPPLIER OF CUSTOM, QUALITY BUILT, HIGHWAY PETROLEUM CARGO TANKERS, 

PROPANE BOBTAILS, WATER TANKERS AND EMERGENCY VEHICLES

Single and Tandem Axle Cab & Chassis and Stock Tanks available!Single and Tandem Axle Cab & Chassis and Stock Tanks available!

TMTV

New online episode every Thursday

MTMTTVTM

500,000+ views500,000+ views



54 March 2018

Looking to buy a truck or trailer online?

LOOK NO FURTHER 

Canada’s Largest On-Line Source for Heavy Trucks and Trailers!

2019 WESTERN STAR  FUEL TRUCK, AUTO, 20,000L 4 - C POLISHED
TANK, DUL EQUIPMENT, MANY OPTIONS. -1259641

NEW USEDEASTWAY TANKEASTWAY TANK
THE TANK EXPERTS

2004 PETERBILT, 315 HP CUMMINS, 10 SP, 18,500L 3 COMPT HUTCH
TANK, PUMP, METER AND LC ELECTRONICS, BOTT LOAD READY, AIR
MANIFOLD, CLEAN, 212 MILES. -112237

2019 PETERBILT 3499G BOBTAIL PROPANE/CNG/LNG, 
PACCAR ENGINE; PX-9, 300 HORSEPOWER, ALLISON RDS-P 5 SPD.  TRANSMISSION; 

SIDE LOAD, ENCLOSED REAR CANOPY WITH LCR II, PRINTER. -501934

2000 STERLING  FUEL TRUCK, 
CATERPILLAR ENG; 3126, 330

HP, 10 SPD TRANS; BLUE
IN COLOR, SINGLE

AXLE, GVW: 39,000
LBS.  WELL

EQUIPPED WITH A
13,000L (3,434 USG)

ALUMINUM 
4-COMPARTMENT FUEL

TANK.  DUAL PUMP AND
METER EQUIPMENT (GAS REEL
IN SIDE BOX). 335,965 MILES.

-1260098

2016 FREIGHTLINER 114SD FUEL TRUCK, AUTO, 20,000L 4-C POL-
ISHED TANK, DUAL EQUIPMENT, MANY OPTIONS. -1259642

2006 INTERNATIONAL 7500 FUEL TRUCK, INTERNATIONAL ENG;
325 HP, 10 SPD TRANS; 350000 AXLE(S), AIR SUSP; WHITE IN
COLOR, 18,000 LB. FRONT AXLE, 40,000 LB. REAR AXLE, AIR
RIDEWELL EQUIPPED WITH:5,300 USG (20,000 LITER) 5-COMPART-
MENT ALUMINUM HEAVY DUTY "BUSH" TANKS. -1261220

2005 FREIGHTLINER  FUEL TRUCK, MBE-900, 300 HP, TAN-
DEM AXLE(S), BEIGE IN COLOR, 10-SPEED EATON FULLER
TRANS, AIR RIDE SUSP, GVWR: 64,000 LBS. (18,000 FRONT,
46,000 REAR) c/w HEAVY-DUTY 18,500 L (4,887 USG) ALU-
MINUM 4-COMP. TANK, DUAL PUMPS, 257 MILES. -1262091

2006 STERLING FUEL TRUCK, CATERPILLAR ENGINE; C10,
10 SPD TRANSMISSION; 20,000 L, DUAL PUMPS & GRAVI-
TY METER. -123448

2004 INTERNATIONAL 7500 FUEL TRUCK, INTERNATIONAL ENG;
HT-580, 300 HP, 10 SPD. EATON FULLER TRANS; TANDEM
AXLE(S), AIR SUSP; WHITE IN COLOR,  GVWR: 60,000 LBS., c/w
SUPER HEAVY-DUTY ROBICA 18,500 L (4,887 USG) ALUMINUM 4-
COMP. TANK DUAL PUMP, METERS AND REELS. MIDCOM REGIS-
TERS.MECHANICAL MANIFOLD. 233,000 MILES. -1262099

2002 STERLING L8500, CUMMINS ISL L6 8.9L 340HP, 6015615KM,
EATON FULLER 10 SPD TRANSMISSION, 18 & 40 AXLES, DUAL
PUMPING EQUIPMENT. MIDCOM 8000 IN CAB, 2001 DEPENDABLE
20,000L 4 COMPARTMENT TANK, TC306 SPEC, AIR MANIFOLD,
ROUGHED IN FOR BOTTOM LOADING, TRUCK RUNS AND OPERATES
VERY WELL. -434984

2006 STERLING 9500 FUEL TRUCK, CATERPILLAR ENG; C9, 350 HP,
8LL TRANS; AIR SUSP; BEIGE IN COLOR, 10-SPEED EATON FULLER
TRANS. AIR RIDE SUSP, GVWR: 58,000 LBS. (18,000 FRONT, 40,000
REAR) c/w SUPER HEAVY-DUTY 20,000 L (5,300 USG) ROBICA ALU-
MINUM 4-COMP. TANK DUAL PUMPS, METERS AND REELS. LCR-II REG-
ISTERS.AIR MANIFOLD WITH BOTTOM LOAD. 286,500 MILES -1262090

We Manufacture and Sell Various Types of Tank Trucks • Oil • Propane • Water • Fire • RefuelersWe Manufacture and Sell Various Types of Tank Trucks • Oil • Propane • Water • Fire • Refuelers

WE ARE LOOKING FOR TRADES • WE RENT FUEL TRUCKS
1995 Merivale Road, Ottawa ON K2G 1G1   Neil Greene: ngreene@eastwaytank.com

1-888-729-7817 ext 24 www.eastwaytank.com1-888-729-7817 ext 24 www.eastwaytank.comTrusted since 1968 Trusted since 1968

 
 
 
  

  
 

 
 

 
 

Join Us Today!
905.844.8658 • trucksforchange.org

We Deliver 
Change

industry sponsors 

Trucks For Change Network
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TORONTO 
2332 DREW RD., MISSISSAUGA, ONT. L5S 1B8

Call: Murphy Barton, Vince Cutrara, Rob Moorehouse, Todd Warren, 
John Gwynne, Zak Ray

905-678-1444
Fax (905) 678-1566

MONTREAL
1100 RUE COURVAL, LACHINE, QUEBEC H8T 3P5

Call: Mario Perrino, Michel Pouliot, Gabriel Verdoni, 
Hugh Davis, Danick Bilodeau

514-633-5377
Fax (514) 633-6488

• New and Used Sales • Rentals  • Long Term Finance Lease  
• Full Service Trailer & Reefer Shops Providing Maintenance And Parts

Over 200 Used Reefers In Our Yard . . . Ready To Roll!!

ACTION
TRAILER SALES INC.

NEW UTILITY 53'x102" 3000R HIGH CUBE REEFERS

(20) 2015 HYUNDAI 53’ REEFERS
Carrier 7300 units, chute & bulkhead, Stainless front 

and rear, vents, Hendrickson air ride suspension,  alu-
minum wheels, tire inflation system, side skirt, trailer tail,

2 rows recessed “E” track. -1262480

2014 HYUNDAI 53’X 102” PRODUCE/GROCERY REEFER VAN
High cube, Thermo King Super II reefer unit, wood floor, Hendrickson

air ride suspension, aluminum wheels, tire inflation system, 
Versa tech interior lining, 2 rows “E” track, side skirt, 

galvanized rear door case & bumper, well spec’d, very clean. -1257076

(10) 2009 UTILITY 53’ TRIDEM REEFERS
Thermo King Sb310 Units, Hendrickson Air Ride With 6’ And
6’ Spreads, Hd Flat Aluminum Floor, 3 Rows Recessed “E”

Track, 24” Scuff Liner, Exterior Rub Rail. -1261785

(12) 2007 MANAC 53’ TRIDEM INSULATED VANS
Thermo King  HK III heaters, Hendrickson air ride suspension
with 6’ and 6’ spreads, clean, well maintained units. -1261786

(50) 2011 – 2013 WABASH & GREAT DANE 
53’ REEFERS

Thermo King SB210 units, chute and bulkhead, duct floor,
Hendrickson air ride suspension, 445/50R 22.5 super sin-
gles, aluminum wheels, side skirts,Trailer Tails, corrugated

side panels, stainless front panels, radius corners, rear
doors, and door case. -227777

(3) 2009 UTILITY TRIDEM REEFER WITH 
CARRIER MULTI-TEMP UNITS
Low Hours, Hd Flat Aluminum Floor, 

Overhead Rear Door. -1216632

2009 MANAC ALUMINUM COMBO 
CURTAINSIDER STEP DECK 

Roll-tite tarp system, 20” drop, 5 wood nailing boards, 
Hendrickson air ride suspension with 10’ spread, 
Dunlop 255/70R x 22.5 tires, aluminum wheels,

2 – 5’ x 18” tool boxes. -1262479

(6) 2009 GREAT DANE 53’ X 102” REEFERS
Thermo King Spectrum multi-temp units, 3 remote 
evaporators, 2 sets of ceiling mounted bulk heads, 

24” aluminum scuff liner, HD flat floor, 1 row recessed “E”
track, Overhead rear door, Stainless rear door case. -592016

1071⁄2" I.H. FRONT, 
1091⁄2" I.H. REAR, 981⁄2" I.W. 
RECESSED “E” TRACK, H.D.

DUCT FLOOR, STAINLESS
FRONT & REAR, VENTS, LED

LITES –  WEIGHT 12.155 LBS.
(STANDARD MODEL)  H.D.
INTRAAX AIR RIDE SUSP.
ALUM. WHEELS. - 35153

STAINLESS RADIUS
CORNERS, REAR DOORS &
DOOR CASE, HENDRICKSON 

AIR RIDE, 245/70R 17.5
TIRES, TIRE INFLATION SYSTEM,

MILWAUKEE LIFT SYSTEM,
INTERIOR PROTECTION SPEC, 

-1260715
CLEAN UNITS

MONTREAL

MONTREAL

TANDEMS/TRIDEMS ALUMINUM COMBO FLATS DROP DECKS

UTILITY 53' x 102" x 13' 6"  DRY FREIGHT VANS

HENDRICKSON AIR RIDE 
SUSPENSION, LOGISTIC SIDE

POSTS – ALUM. OR TRANSLUCENT
ROOF AVAILABLE, STAINLESS

REAR DOOR CASE,
12" CORRUGATED STEEL SCUFF
LINER,  24" STEEL THRESHOLD

PLATE. -102537 
PRICED RIGHT!

(4) 2008 STOUGHTON 53’ AUTO DROP VANS

CARRIER 2100 UNITS,
DUCT FLOOR, HENDRICKSON

AIR RIDE SUSPENSION, 445/50
22.5 MICHELIN SUPER 

SINGLES, TIRE INFLATION,
STAINLESS REAR DOORS,

DOOR CASE AND REAR
BUMPER, REAR  DOOR VENT,

SIDE SKIRTS, SPARE TIRE
CARRIER, WELL MAINTAINED
FLEET UNITS. (N.A.P.) -102536

(100) 2011/2012 UTILITY 53'x102" REEFERS

AVAILABLE 

MONTREAL & TORONTO
AVAILABLE 

MONTREAL & TORONTO



Buy, Sell, Prosper
Thousands of trucks, thousands of trailers. Whether you’re buying or

selling, you need to use Truck and Trailer. You don’t have to take our

word for it, ask our customers why they keep coming back.

Canada’s #1 Source for Heavy Trucks and Trailers

truckandtrailer.ca

1-877-682-7469
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TFS GROUP

With over 400 years combined transportation experience, our 25+ staff members are ready to help you.

We Make Trucking
LESS TAXING

Look for our
monthly column in

TRUCK NEWS: TAX TALK

SAVE TIME

SAVE MONEY

LESS HASSLES

105 Bauer Place, Waterloo, ON

Call Today
(800) 461-5970 Ext. 223 www.tfsgroup.com

SINCE ’74

Let us help.

  Owner Operator  
Accounting & Bookkeeping

  Tax Return Preparation (O/O’s and Drivers)

 Meal Claim Experts
 Incorporation Services
 Business Consulting
  New Business Setup & Registrations 
(US & CDN Authorities, IFTA/IRP, UCR, etc.)

  Fuel & Mileage Tax Reporting 
(Paper & Automated Paperless – GPS)

Our mufflers 
are stronger, 

last longer and 
save you $$$!

See Puzzle

on page 9

and our ad  

on page 52

Call us at 905-795-2838

Announcements

Gregory Rumble will be retir-

ing as executive vice-president and 

chief financial officer of TFI Inter-

national in April 2019, the company 

announced.

He served in those roles for TFI 

(previously TransForce) since 2015, 

and was president of Contrans Group 

for more than 10 years before it was 

acquired by TFI. He served in vari-

ous roles with Contrans since 1988.

•

Eberspaecher North America has 

announced it has named  Oleg 

Riabtsev as the new president for 

its North American entities.

Riabtsev 

brings with him 

many years of 

experience in 

t he  a ut omo -

tive, OEM, and 

aftermarket seg-

ments, the com-

pany reports. He will be reporting 

directly to the head of business unit 

special markets, at corporate head-

quarters in Esslingen, Germany.

“With Oleg’s extensive market 

experience and senior-level man-

agement, he is a valuable addition 

to the company,” the company said 

in a release.

•

CFI, a division of TFI International, 

announced that Greg Orr has 

been promoted to president of CFI. 

Michael Hinz will join CFI as senior 

vice-president of sales and operations.

Orr joined CFI last year after 

serving as president of Action 

Resources, where he was responsi-

ble for a leading 

U.S. hazardous 

waste over-the-

road transporter. 

Prior to this, he 

was the presi-

dent and former 

vice-president of 

operations for Con-way Multimodal. 

Hinz joins CFI from Roehl Trans-

port where he served as president of 

the van group since 2013. At Roehl, 

Hinz led three divisions including 

van, dedicated, and refrigerated, 

which were collectively comprised 

of 1,500 drivers and 200 office per-

sonnel. Prior to Roehl, Hinz spent 

nearly 20 years in various roles  

of increasing responsibility at 

Schneider National.

•

The Alberta Motor Transport Asso-

ciation (AMTA) announced that 

Chris Nash will be its next presi-

dent, effective March 5.

Nash takes over for outgoing presi-

dent Lorraine Card, who announced 

her retirement last December.

Having started his career in 1987 

with Byers Transport, Nash comes 

with more than 30 years of experi-

ence in the transportation indus-

try. He joined the AMTA board of 

directors in 2016 as the Edmonton 

regional director and was nomi-

nated and elected vice-chairman of 

the board in April 2017.

Nash also co-chairs and is a mem-

ber of the AMTA Compliance and Reg-

ulatory Affairs Advisory Council, hav-

ing served as chairman of the Cargo 

Securement and Out-of-Service work-

ing groups, and sits on the board of 

the Canadian Trucking Alliance.

Following his 13-year career with 

Byers, Nash was employed by Rain-

bow Transport, where he gained 

experience in terminal operations 

and management. He then moved 

to Jones Transportation, starting as 

manager of safety and maintenance 

and ultimately president.

•

Bergstrom has named Graham 

Cook its global vice-president  

of sales.

The new position is in response to 

the growing global footprint of Berg-

strom custom-

ers, the company 

announced. In his 

new role, Cook 

will oversee global 

sales efforts and 

be responsible for 

maintaining cus-

tomer relationships at the executive level.

Cook assumes this role after six 

years as division president of Berg-

strom’s European operations. TN

Rumble set to retire from TFI International; Eberspaecher has 
new North American president; and AMTA selects a new leader.
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THE STORY SO FAR
Mark is traveling to Winnipeg on Hwy. 
17. He checks the forecast and it looks 
bad, so he chains up long before the 
snow. After driving a while Mark is 
wondering if the snow will ever come, 
but it does eventually hit and when it 
does it’s a monster.

After a while on the road, Mark 
comes across a driver stuck in the snow. 
Apparently, he has chains, but doesn’t 
know how to install them. Mark helps 
the man out and shows him how to 
install his chains.

•

Back on the highway for an hour, the 

storm that had looked to be dying 

down had gotten stronger. The snow 

on the road had accumulated and now 

Mark could feel that his chains were 

having trouble making contact with 

the asphalt. And still he soldiered on.

The drive wasn’t so bad on the 

straight sections but every once in a 

while there would be a hill, or down-

ward slope, and everything slowed to 

a crawl to allow the chains to do their 

thing or to prevent the trailer from 

sliding out from behind him.

Mark’s initial joy at making the 

right decision to chain up well ahead 

of the storm now turned to regret that 

he hadn’t just hunkered down for a 

day or two in order to let the storm 

pass and road crews clean everything 

up. But he’d made his decision and he 

was now married to it, having to ride 

out the storm and continue on driv-

ing through it until the storm abated 

or he reached his destination. To be 

honest, it was better that he’d actu-

ally made a decision. If he hadn’t, he 

would have been like the driver he 

could see up ahead who was foun-

dering in the icy conditions and still 

trying to move westward even though 

his truck wasn’t set up for the weather.

With the snow swirling and the 

temperature still down in the minus 

double digits, the last thing Mark 

wanted to do was stop his truck, get 

out into the cold again and help some-

one else do something they should 

have done long ago.

But…he thought.

But what if it were me? What if 

I was older, or not feeling 100%? 

What would it mean for someone to 

stop and lend a hand? He thought 

about it a bit and then concluded 

– it would mean the world. And so 

Mark switched on his hazard lights 

and pulled over to help another driver 

in need.

As he walked back along the 

snow-covered highway he could see 

that the driver was simply trying to 

coax his truck out of a snowbank by 

rocking it back and forth…with no 

luck. The drive wheels were just spin-

ning turning the snow beneath them 

into ice and ensuring he wouldn’t get 

his truck off this highway until maybe 

May of next year.

The driver’s side window rolled 

down as Mark approached. “Why 

don’t you put on your chains?” Mark 

shouted.

The driver shrugged in response, 

and smiled.

“Do you have chains?”

“Yes.”

“Have you ever used them before?”

“No.”

“So, you don’t know how to put 

them on?”

“Not really.”

Mark shook his head in amaze-

ment. How could someone drive this 

stretch of highway at this time of year 

without being prepared to use tire 

chains if conditions required them. 

“Get out!” Mark said. “I’ll help you put 

them on.”

The driver got out of his truck and 

quickly fished the tire chains out from 

the storage box he had behind the cab. 

They were in good shape, almost new…

maybe even never used before.

Thankfully, the snow and wind 

had died down for a bit and traffic 

was able to see them on the side of 

the road and slowly make their way 

around them. Mark laid the chains 

on the snow next to the drive tire 

and immediately felt that something 

wasn’t right. The chains didn’t look 

like they’d be long enough to go all 

the way around the tire. However, 

seeing as these were the only chains 

the driver had, Mark went ahead and 

placed them up over the tire.

Now the problem was obvious. 

These chains were not the right size. 

Too small, and no amount of coaxing 

or fiddling was ever going to get them 

to go all the way around the tire.

“You’ve never used these before, 

have you?” Mark asked.

The driver shook his head.

“They’re the wrong size. Too small.”

“I’m driving this truck for my 

cousin,” the driver said. “It’s his truck.”

“But you’re responsible,” Mark said. 

“You’ve got to know what equipment 

is on your truck.”

“What can I do?” the driver asked.

Yeah, thought Mark. What can you 

do? He considered the problem for 

a moment, then said, “I can try and 

pull you back onto the road. After that 

you’ll be on your own.”

“Thank you,” was all the man could 

say.

Mark had a heavy-duty cable with 

large hooks affixed to each end stored 

in one of Mother Load’s outside steel 

boxes. He’d used it rarely in the past, 

but you never knew when a piece 

of equipment like that might come 

in handy. Like now, for example.

Mark backed up until the end of his 

trailer was less than 10 feet from the 

front end of the driver’s tractor. Then 

he connected one hook to a secure 

point on his trailer and the other hook 

to one of the tow hooks the rig had 

centred in its front bumper.

Once connected, Mark had a little 

trouble inching forward – it was all 

Mother Load could move – until the 

cable between the two rigs was taut.

When he felt everything tighten up, 

Mark pressed harder on the acceler-

ator. Amazingly, he continued inch-

ing forward, pulling the rig behind 

him off the shoulder and back onto 

the highway. Mark stopped, backed 

up a few feet, then jumped out of his 

truck. He had the cable gathered up 

and was jamming it back into its box 

in minutes.

“Good luck!” he shouted with a 

wave, then thought, ‘You’re going to 

need it!’” TN

Mark Dalton returns next month in the 
conclusion of The Chain’s in Command.
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L
      ast winter, one of the other
       kids on Vic’s street gave his
       son an old hockey stick and 
       he’s been playing road hockey 
with them ever since. Vic tried to 
get in on the game once, but was 
so bad the kids put him in goal. 

“And these are for you.  
If your son is going to start 
playing hockey, you’ve got to 

learn how to skate!”

s he gets older, Vic’s son is becoming more outgoing 
and athletic. In the warmer months, he enjoys soccer 
and baseball, except he doesn’t always get it right.

      s the weather gets colder and baseball season turned to hockey 
       season, Vic and his son love watching Hockey Night in Canada 
       together. They sometimes even watch Hockey Night in Canada in 
Punjabi because the game sounds like more fun, and Vic thinks 
that version is somehow more Canadian than the one in English.

A

S

“My kids have grown out of all this stuff... 
Someone should get some use out of it.”

E
      ventually Vic had to get his son a pair of skates. 
       Although they were used, they still cost a bit of money, 
       but the money spent was well worth it because the boy 
quickly found every place in the city he could skate for free 
and was on the ice every chance he got. One day, one of his 
friends took him to play shinny and it was the first time he 
ever played hockey on ice.

He loved it, and immediately asked his father if he could play 
in a league.

Vic had the idea playing organized hockey  
was expensive, but he had no idea how  
much it would cost until he looked into it.

      o, Vic went to his boss and asked for 
       a couple of extra loads. When his 
       boss asked why, he answered, “My 
son wants to play hockey.”

His boss told him, “I’ll see what I can do,” 
but Vic didn’t think anything would come 
of it.

But a week later, Vic arrived at work and 
was called into the boss’s office. On the 
boss’s table was a large box. From the 
box, his boss pulled out all sorts of used 
hockey equipment.

A t the bottom of the box was 
one last thing, not for Vic’s 
son, but for Vic himself.

“This game 
can get 
expensive!”
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Insights

Recruiting and retention are peren-

nial concerns in trucking. Find-

ing qualified drivers, attracting 

younger people to the industry, 

holding on to top performers, and 

aligning your efforts with your 

business strategy are more import-

ant than ever.

If you’re still pulling your 2018 

human resources (HR) plan together, 

or you want to fine-tune your plan as 

the year goes on, here are five things 

I think you should consider.

Health and wellness

An aging workforce, people looking 

for a better work-life balance, tech-

nology that blurs the lines between 

business and personal time – these 

are all reasons to incorporate men-

tal health and wellness into your HR 

policies and programs.

Employees are more likely to be 

loyal and productive when their 

workplace culture supports their 

overall well-being. Healthy employ-

ees impact your bottom line, too, 

from lower disability claims and 

absenteeism to better retention.

Change management

Organizational change can pose 

risks to employee health, engage-

ment, and productivity. If you antic-

ipate a disruptive event at your busi-

ness – a merger, new technology or 

procedures, changes in personnel 

– your HR plan should include for-

mal processes and identify tools and 

techniques to help employees.

Employers that are prepared to 

help managers guide their people 

through uncertain work environ-

ments are positioned for long-term 

stability and success.

Compensation

Managing compensation – how peo-

ple are paid and how much – is not 

just a job for the HR folks. Compen-

sation should be a key and compre-

hensive part of your business plan. 

Makes sense when you consider 

that payroll is often one of the larg-

est expenses for employers.

As the competition for skilled 

drivers intensifies, this will be a key 

issue. Employers that look at their 

total compensation package – and 

have plans in place to effectively 

communicate their total compen-

sation – will be further ahead.

Coaching and mentoring

With different generations working 

side by side, and a younger gener-

ation that’s vocal about its desire 

for more coaching and mentoring, 

you have an opportunity to include 

coaching and mentoring in your 

HR plan.

Millennials Have Drive, Trucking 

HR Canada’s most recent report on 

youth, cites coaching and mentor-

ing as a key recruitment and reten-

tion tool for this generation. These 

programs can be formal or informal, 

but successful organizations will be 

the ones that find an approach that 

works with their demographics and 

workplace culture.

The changing HR function

All of the above points lead to this: 

the HR function is not immune to 

change, either.

People are your most valuable 

assets and your biggest expense, 

so it makes sense that your HR 

function be managed strategi-

cally. As employers look to align 

their HR approaches with overall 

business goals, the HR function 

itself may be streamlined. And 

please, do not confuse streamlin-

ing with elimination. The focus 

should be on balancing effec-

tiveness and eff iciency, partic-

ularly as new technologies help 

HR professionals do an even bet-

ter job of measuring their return 

on investment.

As the year moves on, remember 

that HR plans aren’t set in stone. 

Make the necessary adjustments to 

ensure that your plan stays aligned 

with your business goals. 

And, as the year moves on, this 

column will delve deeper into each 

of the topics I mention. TN

Human resources planning for 2018
Five things to consider when planning the year ahead

Human Factors

Angela Splinter leads Trucking 

HR Canada, a national not-for-

profit organization dedicated to 

addressing the human resources 

challenges and opportunities in the 

trucking and logistics sector. Learn 

more at www.TruckingHR.com or 

follow them @TruckingHR.



TORONTO, ONTARIO

The first car Wally Horodnyk moved 

was in 1987. 

It was from Flint, Mich., and needed 

to be delivered in Toronto. The job 

paid US$1,500 – more than quadru-

ple what he was used to, moving gen-

eral freight from Detroit. 

He carefully padded the car to 

ensure no dents or scratches would 

occur, and hauled it with his Ford 

F250 and a borrowed trailer. 

When he arrived to the delivery 

address, the man waiting for the 

delivery saw the car and said, “Why 

do you have pads on it?” and being 

happy with himself, Horodnyk replied 

that he wanted to make sure the car 

wouldn’t be damaged during the trip. 

Turns out, the car was going to be 

used for a crash test. 

After that, Horodnyk told the sales 

representative who got him the car 

gig in the first place to go out and find 

some more deliveries, and it’s been 

history ever since. 

Horodnyk is the founder of TFX 

International – a specialized carrier 

that delivers luxury vehicles all over 

Canada and the U.S. It is the exclusive 

carrier for the Barrett Jackson Auc-

tion, Ferrari, Lamborghini, Maserati, 

Rolls Royce, Bentley, Aston-Martin, 

Ford, and McLaren. In his words, 

“There isn’t a manufacturer in the 

world that doesn’t use us.”

Horodnyk started in trucking in 

1981 when he began Traffix – a freight 

brokerage business, that would match 

trucks with loads. 

After moving his first car in 1987, 

he got a taste for it and began doing 

that for a while. Eventually in 1998, he 

split off from Traffix and started TFX 

International with his wife. 

Today the business has 30 trucks 

and 31 trailers, and is the best-

known carrier for luxury cars in 

the country. 

That’s because, according to Horod-

nyk, TFX is the best at what it does. 

“My job is simple,” he said. “We pick 

up your car and tell you we’ll deliver it 

in the same condition. What makes us 

different from the rest is in the equip-

ment. I don’t have competitors, I have 

imitators.” 

Over the years, Horodnyk has 

designed his own equipment to min-

imize the risk of damage to the vehi-

cles his company delivers. 

“When you drive a car into a small 

trailer, like everyone else, the problem 

is once you get the car inside, you can’t 

open the door, or else you’ll bump the 

door on the inside of the trailer and 

scratch it,” he said. “So, what do you 

do? You climb out the window. And 

you don’t want to be doing that. So, 

we decided to attack that problem. We 

did something very unique and cre-

ated what we called a drop box and 

all the major motorcars love it. It’s 

like a big container that we have on 

the ground so you can drive your car 

in without being on an angle. Then it 

gets hooked and lifted onto the back. 

It has two big doors on the side – that 

way you can open the doors of the car 

once it’s in there.”

No one else is doing this, Horodnyk 

said.  

“My whole business is driving a car 

level,” he said. “Because you don’t want 

to be scraping the chin of these cars. 

And that’s what happens when you 

drive them up on an angle – it’s called 

the ouch factor. It costs $40,000 to repair 

a Ferrari chin rub. We can’t have that.”

Transporting cars to and from auc-

tions means there is no wiggle room 

for error, either. 

“Sometimes we get cars that have 

to be moved from an auction and 

someone has paid good money for 

it, because it has original paint, for 

example,” he said. “If we take it and 

we scratch it, now the owner has to 

repaint it and it’s not worth as much, 

because it’s not original paint.” 

This attention to detail is what 

makes TFX the best in its field, the 

company claims. But it’s also about 

the people Horodnyk hires. 

“I hire car nuts,” he said. “Because 

they understand that this isn’t just 

freight. It’s not just a load of flour or 

bags of sawdust they’re hauling. It’s 

somebody’s car. It’s somebody’s pride 

and joy. And people who love cars 

won’t intentionally scratch anyone 

else’s car. If someone comes here for a 

job and thinks ‘Oh, this is just another 

thing to move,’ they probably won’t 

work here. It’s an expensive business 

to be in, and I can’t hire people who 

don’t represent my brand.” 

As far as hiring goes, Horodnyk says 

turnover at TFX is quite low. He has 

many drivers that have been working 

for him for more than 25 years, and only 

recently has he seen drivers leave for 

reasons out of the company’s control. 

“I think my guys are sticking 

around because I pay them well and 

treat them right,” he said. “I love my 

drivers and am always in the back 

with them. I’m not somebody who sits 

in an office and points at things. I load 

trucks, I weld, I do everything. I even 

drive sometimes. My drivers are my 

ambassadors. I love the guys.”

Having drivers who are also car 

nuts, has its perks too. Because they 

take pride in their equipment and are 

always polishing and shining their 

trucks, making sure they are in the 

best shape for the road. 

“I’m building a brand here,” he 

added. “So, if my clients see my 

trucks and trailers, they’re washed 

and shined, that client knows that if 

I take pride and my drivers take pride 

in their trucks, they’ll take pride in 

their Ferrari or Volkswagen.”

Looking into the future, Horod-

nyk says the goal is slow and steady 

growth, as his son Adam, the presi-

dent of the company, takes over the 

business. 

“Our five-year plan is to have 40 

trucks, so we are looking to hire good, 

confident drivers right now.”

TFX is also looking for a new home. 

It is currently situated near the 

Toronto airport. 

“We want to continue slow and 

steady growth,” he said. “We don’t 

want to grow too quickly. We want to 

service the clients that we have. As I 

always say, you want to dance with 

the girl you brought to the dance. You 

don’t want to be looking around. You 

want to make sure you take care of the 

clients you have first.” TN

Sonia Straface is the associate  

editor of Truck News. She has been 

covering the Canadian trucking  

industry since 2014.
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“My drivers are 
my ambassadors.  
I love the guys.”

– Wally Horodnyk, TFX 
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 Share Purchase Plan

OWNER / OPERATORS
 Truck Ownership Program
 Low Interest Rate
 500,000 Mile / 5 Year Warranty
 Affordable Payments

Are You Strong Enough for Titanium?

CALL: 905.266.3132
TEXT: 416.898.5047 ttgi.com



More with Less.
Volvo D13 with Turbo Compounding

The new Volvo VNL featuring the D13 with 
Turbo Compounding gives you greater fuel 
efficiency and increased performance for 
your application. Using Turbo Compounding, 
the VNL recovers an additional 50hp to get 
up to a 7.5% increase in fuel efficiency.  

Learn more at D13TC.volvotrucks.ca

the new volvo vnl


