
Grooming the next crop of drivers
I head to the West Kootenay mountains to bravely ride along with students
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By Derek Clouthier

EDMONTON, ALBERTA

Chris Nash will take over the role 

of president of the Alberta Motor 

Transport Association (AMTA) 

March 5, replacing outgoing presi-

dent Lorraine Card.

Having started his career in 1987 

with Byers Transport, Nash enters 

the position with more than 30 years 

of experience in the transportation 

industry. 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 April 2017.

Nash also co-chairs and is a 

member of the AMTA Compliance 

and Regulatory Affairs Advisory 

Council, and has served as chair-

man of the Cargo Securement and 

Out-of-Service working groups, and 

sits on the board of the Canadian 

Trucking Alliance (CTA).

Following his 13-year career 

with Byers, Nash was employed 

by Rainbow Transport, where he 

gained experience in terminal oper-

ations and management. He then 

moved to Jones Transportation, 
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By Derek Clouthier

CASTLEGAR, BRITISH COLUMBIA

There’s an easy way and a hard way to get your Class 

1 driver’s licence, and if you want the easy way out, 

choosing Mountain Transport Institute (MTI) may not 

be the right choice for you.

I visited the West Kootenay driver training school at 

the end of January to do some ride alongs with a couple 

MTI students and get an appreciation of the daunting 

mountainous terrain wannabe truck drivers have to 

navigate in the area.

It didn’t take long before I was dealing with the 

challenges of the mountain passes on my own. On the 

drive to Castlegar, B.C. from Alberta, the Kootenay 

Pass on Hwy 3 gave me a taste of what was to come. 

Road conditions were barely passable – at least from 

my perspective as a non-resident of the area – and as 

I was traveling at a tenuous 40 km/h at the highest 

elevation points, I couldn’t help but think of the truck 

drivers who navigate this stretch of highway on a 

daily basis.

“If you can drive a truck in this area, you can drive one 

anywhere” is a motto echoed by MTI and its students.

And it’s any wonder.

Steep grades, long grades, mountain passes, sharp 

turns, inclement weather, literally traveling in a cloud…

the number of factors that can turn a driver’s day into a 

nightmare are endless.

Day 1 (morning)

Arriving at the MTI office around 6:45 a.m., instruc-

tor Mike Boultbee was sipping his coffee while 

watching Chris Teather, an MTI student since 

November, perform his morning walk around safety 

check of the Freightliner truck he was about to take 

out on the road.

Despite 70% of new trucks being automated, all 

MTI students are trained on manual transmissions to 

ensure they have that skill under their belt. Teather has 

a unique way of shifting the gears, as he lost his right 

arm in a sawmill accident in 2006.

A mold was taken of a gearshift to ensure his 

prosthetic fits perfectly for ease of movement while 

shifting.

“It’s nice and short so I get feedback from the gear-

shift, so it works out nice,” Teather explained, adding 

that he normally does not wear a prosthetic during the 

day, so he was originally concerned with how he would 

deal with a long day behind the wheel.

But that worry subsided with a driving arm that 

weighs about 10 lbs. less than a typical day-to-day 

prosthetic.

Eventually Teather will have a small finger-like piece 

attached to the end of the prosthetic to enable him to 

more easily hit switches in the truck.

Teather chose MTI and driving as a career for the 

diversity of choices he has seen offered in the high 

demand profession.

Careers: 26-29
Ad Index: 45

MTI instructor Mike Boultbee shows one of his students how to navigate around tight residential streets with  
a tractor-trailer.

Continued on page 22
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Contract conundrum
The vast majority of surface transportation contracts are for a year or less. For example, 90% of LTL contracts 

are for that length of period, according to our annual Transportation Buying Trends Survey. However, our 

research also shows that freight volumes are growing across Canada and even Western Canada shippers 

are becoming more bullish in their freight growth projections.  Western Canada shippers believe competition 

among the modes is at normal levels or below normal levels while capacity is starting to tighten, albeit not as 

much as for Eastern Canada. That is likely to force up pricing and cause shippers to seek longer contracts to 

ensure capacity. Question is will carriers want to commit to longer terms if there is continued upward pressure 

on transportation rates?

Will growing freight volumes and tightening capacity lead to longer contract terms?

Follow Lou on Twitter @LouSmyrlis.
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They said autonomous trucks were 

years away from replacing drivers, 

but a pair of developments this 

past month I’m sure put the fear in 

some naysayers.

Pretty much everyone I talk 

to in the industry is adamant 

that drivers will continue to be 

needed in the trucking industry, 

and I tend to agree with that sen-

timent. I don’t see trucks 

going down the highways 

throughout North America 

and navigating metro areas 

on their own any time soon.

However, the news that 

Suncor Energy will add to its 

nine Komatsu ore-hauling 

driverless trucks, employing 

a fleet of 150 over the next 

six years at the company’s 

oilsands operation in Fort 

McMurray could be sign that 

the automation movement 

might happen sooner rather 

than later.

I tried to contact Suncor 

to ask about its decision to 

go down the autonomous 

path, but surprising to few 

I’m sure, I was not successful in my 

efforts.

Suncor’s use of automated 

trucks is expected to result in 

the loss of approximately 400 

jobs with the company, and is not 

limited to drivers.

If you’re thinking that automation 

in the mining and oilfield sectors has 

been occurring for some time now 

and this doesn’t apply to over-the-

road, there was another story of late.

San Francisco technology 

company Embark partnered with 

Peterbilt to complete a run with a 

tractor-trailer from Los Angeles, 

Calif. to Jacksonville, Fla.

The truck was completely auton-

omous while traveling on the 

freeway. Drivers were in the cab 

in the event of an emergency and 

to take over when using interstate 

entrance and exit lanes and while 

within municipalities.

This is pretty much exactly what 

many believe autonomous will 

look like when it hits the trucking 

industry – driverless while on the 

highway, but always with a human 

being in the cab.

Besides the argument that the 

roads would be safer with auton-

omous vehicles, I’m not sure what 

else this would bring the industry 

and its carriers. Companies would 

still need to pay the “driver” while 

they are in the cab, and boredom 

will plague more operators as they 

sit in the cab staring at their smart-

phones or out the window. I’m sure 

Facebook would be happy with the 

spike in user time.

In addition to these examples, 

there are countless companies 

looking to develop autonomous 

truck technology.

Sure, driving in perfect weather 

conditions in the Southern U.S. is 

very different from in the north and 

in Canada. I get that.

There is a societal acceptance 

and legislative approval process that 

needs to happen before 80,000-lb. 

trucks can careen down the road 

with no one at the wheel. I get  

that, too.

And like the issues that hinder 

electric and alternative fuel tech-

nologies, namely a lack of infra-

structure and continued improve-

ments in performance for some 

applications, autonomous faces the 

same concerns.

But it keeps getting better…and it 

does so at a rapid pace, which is the 

point I’m trying to make.

It seems every month or so there 

is a major announcement from a 

truck or engine manufacturer, or 

technology company that inches 

each effort closer to the finish line.

I certainly can see why indus-

try professionals would push 

back on autonomous trucks – 

and I agree. Who would want a 

computer to take away the jobs of 

thousands of drivers?

But computers have been 

taking jobs away – and in some 

instances, adding – from people 

for decades now.

Why would the trucking industry 

be any different? TW

EDITORIAL

Derek’s deliberation

Derek Clouthier can be reached 

by phone at (403) 969-1506 or by 

e-mail at derek@newcom.ca. You 

can also follow him on Twitter at  

@DerekClouthier.

Are there warning signs on the horizon that autonomous is coming?
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BRITISH COLUMBIA

By Derek Clouthier

CAMPBELL RIVER, BRITISH COLUMBIA

 If you were a young man growing 

up on Vancouver Island, chances 

are good you would eventually find 

yourself working in the forestry 

sector just like several of your family 

members had through the years.

If you’re a woman, however, 

you might need some persuasion 

to convince you that forestry is a 

viable career path.

Jeanna Glendinning grew up on 

the island where her grandfather, 

father, and uncle made their living 

in the woods. Despite her family 

connection to forestry, it wasn’t 

an obvious choice for Glendinning 

when it came to her career. On the 

contrary, it was downright difficult.

“I realized I was reaching my 

30s and going back to school was 

just too expensive to do and I had 

this industry that no one had ever 

encouraged women to go into 

when I was in high school,” said 

Glendinning. “They didn’t encour-

age us to be welders or mechanics.”

But for an islander, man or 

woman, there is no denying what’s 

right on your doorstep.

“This industry has never gone 

away,” said Glendinning. “It was 

there when my grandfather was in 

it, it was there for my father and my 

uncle and I didn’t see why I couldn’t 

be part of it as well.”

Glendinning worked in sales 

and social work prior to becom-

ing a logging truck driver. Now 

with three years of experience 

under her belt, Glendinning drives 

for Western Forest Products out 

of Nanaimo, B.C. and worked for a 

pair of smaller companies prior to 

gain the desired two years behind 

the wheel.

Being a woman, just getting her 

foot in the door was a challenge.

“No one took me seriously,” said 

Glendinning. “I had one company 

tell me, ‘Go get your air brakes, then 

we’ll talk to you.’ So I got my air 

brakes, and they said, ‘Well, go get 

your licence and we’ll talk to you,’ so 

I went and got my licence and they 

said, ‘Go get some driving expe-

rience and we’ll talk to you.’ I just 

said, ‘Look, I’m asking to sweep your 

shop floors to learn about trucks,’ 

and I couldn’t even get that.”

Not wanting to rely on her father 

or uncle to help her break into the 

industry, Glendinning aspired to 

earn her own stipes regardless of 

the challenges she faced.

As Glendinning pointed out, 

nearly every community on 

Vancouver Island was built on for-

estry or mining in some aspect. 

When she told her family she was 

considering becoming a logging 

truck driver, her father thought the 

idea was “interesting” and her uncle 

flat out disapproved, prompting her 

to go behind his back when apply-

ing for positions.

“I knew I wanted to be doing 

something with equipment,” she 

said, “and I knew I wanted it to be 

something where the jobs were 

attainable in the near future.”

With driver training from 

Oceanside Industrial out of 

Courtenay, B.C., the position she 

was looking for, however, was not 

always clear to potential employers.

“The first two places I took 

resumes to said they weren’t 

looking for a secretary, and I said, 

‘That’s good, ’cause I’m not looking 

to be one,’” Glendinning said.

When in Rome
Female driver finds her calling behind the wheel of a logging truck on Vancouver Island

Jeanna Glendinning’s effort to become a logging truck driver was always an 
option, but not an easy one.
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Eventually, a company did take 

her on. For the first three months, 

Glendinning rode with an experi-

enced driver to learn the ropes and 

gain some real-world knowledge.

Though driver training schools 

are good at teaching students 

what needs to be done in theory, 

Glendinning said it can be a differ-

ent story once you’re on the road on 

your own.

Over time, Glendinning’s confi-

dence grew.

“Now that I have my job and I’m 

doing it and I can go out and put on 

my own chains, check my oil, and 

check my brakes, I’ve got the confi-

dence and I realize that there’s no 

one who can’t do this job,” she said. 

“This job is for anyone who doesn’t 

have a fear of driving.”

And Glendinning is seeing more 

women show interest in becoming 

logging truck drivers. Even one of 

her high school friends recently con-

tacted her wanting to know how she 

could do what Glendinning does.

David Elstone, executive director 

of the Truck Loggers’ Association, 

said he would like to see more 

women enter the industry.

“A severe shortage of skilled 

workers is not about to impact 

the forest industry, it is already 

here,” said Elstone. “With more and 

more technology being integrated 

into harvesting, the days of old 

logger stereotypes no longer apply. 

Diversity and inclusion is a strength 

to any sustainable industry, so I 

absolutely think women should con-

sider the harvesting sector when 

they are looking for a career.”

Glendinning believes companies 

would see more women applying  

for positions if they felt more com-

fortable and supported in the tradi-

tional male jobs.

“I think that’s what everybody 

wants to know is that they are 

going to be supported in their job 

and trained to do it properly and 

set up for success,” she said. “The 

support that I got in the beginning, 

which would have been a 40/60 

split between the crew, I now can’t 

imagine anyone I work with doing 

anything malicious…they’re just a 

really supportive bunch.”

Somewhere down the road, 

Glendinning sees herself possibly 

looking to diversify her driving expe-

rience to open a few more doors.

But for now, she’s happy behind 

the wheel.

“I didn’t know I’d like driving this 

much. I enjoy it a lot more than I 

thought I would,” Glendinning said. 

“I thought I’d like it but that I’d just 

want to get on a loader. I think I’ll 

do this for quite a bit longer.”TW

8 litres…

∞ Opportunities

www.firsttruck.ca

“I think that’s what 
everybody wants to 
know is that they 
are going to be 
supported in their 
job and trained to do 
it properly and set 
up for success.”
– Jeanna Glendinning
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Suncor to 
phase in fleet 
of autonomous 
trucks
CALGARY, ALBERTA 

Suncor announced it will proceed 

with the phased implementation 

of autonomous haulage systems 

(AHS) at company-operated mines.

Over the next six years, the 

company plans to deploy more than 

150 autonomous haul trucks in the 

full program – one of the largest 

investments in electric autonomous 

vehicles in the world.

“Suncor was the first company 

to transition from bucketwheel 

to truck and shovel operations 

in the early 1990s and we’re con-

tinuing to be on the leading edge 

of oil sands technologies today,” 

said Mark Little, chief operat-

ing officer, Suncor. “To be the 

very first company to test these 

systems and implement them 

at a commercial scale in our oil 

sands mining operations speaks 

to our long history of embracing 

and implementing game chang-

ing technologies – it’s simply part 

of our DNA…safety is our number 

one value at Suncor. Autonomous 

haulage systems reduce interac-

tion between people and equip-

ment, which decreases incident 

rates and injury potential – 

helping us ensure everyone  

goes home safely at the end of 

every day.”

The union representing workers 

at Suncor say replacing hun-

dreds of heavy machine operators 

with driverless trucks would be a 

mistake.

“Highly experienced and capable 

operators will always need to play 

a role in oilsands extraction, and 

it is a mistake to think otherwise,” 

said Jerry Dias, Unifor national 

president.

Unifor will be organizing a 

national conference to explore 

strategies to deal with new technol-

ogies. It will include a cross-section 

of union and industry leaders to 

assist in developing a deeper under-

standing of how technology will 

continue to affect jobs.

“The nature of work will always 

evolve, but government regula-

tion must keep pace,” said Dias. 

“There must be a benefit to all 

Albertans for their partner-

ships with extraction compa-

nies. In cases where displacement 

is unavoidable, a just transition 

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. TW

ALBERTA

CALGARY, ALBERTA 

Trailcon Leasing announced on 

Feb. 6 it will build new facilities in 

Calgary and Edmonton to support 

the current and future growth of the 

trailer and equipment company.

With construction set to com-

mence this May and conclude in 

the second quarter of 2019, both 

western Canadian facilities will 

measure 20,000 square feet with 

another 5,000 square feet available 

for future expansion.

“Trailcon has been growing 

at such a rate that we have out-

grown our existing facilities in 

Alberta,” said company president 

Al Boughton. “The new buildings 

will allow our staff to continue 

to meet and exceed the expecta-

tions of our expanding roster of 

customers.”

The facilities will feature eight 

trailer bays with space for three 

additional, and have a fenced-in 

yard with truck gates to accommo-

date around 120 trailers.

The use of LED lighting with 

motion detectors, recycled materi-

als in furniture and other fixtures, 

high levels of insulation, and pol-

ished concrete floors for high-traf-

fic areas will be used to reduce the 

facilities’ carbon footprint.

“No detail has been overlooked 

in an effort to provide our staff 

with an environment that is effi-

cient, comfortable, and sustain-

able,” said Nick Reid, Calgary 

branch manager.

“I am very excited about 

these upcoming moves,” added 

Dave Ambrock, Edmonton 

branch manager. “Not only will 

the new surroundings benefit 

staff and customers, but they 

will allow drivers to be treated 

with the respect that they 

deserve, by providing them 

with a comfortable space to 

recharge and relax.”

Trailcon has had a facility 

in Calgary since 2012 and in 

Edmonton since 2007. TW

Trailcon to build new facilities in  
Calgary and Edmonton
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www.citt.ca • 416.363.5696 

What’s the  
most rewarding  
career decision  
you’ll ever make?

®CCCLP

Your best choice for 
complete career-long 

 
in supply chain logistics 

Companies need 
to do more to 
alleviate driver 
shortage
Dear editor:

As a CDL operator, I have to ask 

why drivers do not even get a cost of 

living rate increase.

If I worked in any other indus-

try other than transportation, I 

would at least be getting some 

basic increase. The company I work 

for (a large Canada-wide logistics 

company), has not increased rates 

in eight years. My cost of living goes 

up, but my wages do not.

How do companies expect to 

entice new, younger drivers into the 

industry when wages are so low, and 

conditions are so bad?

I regularly see on the rear of trail-

ers “work-life balance”, which is 

surely a joke. If the wheels aren’t 

turning then you aren’t earning. It’s 

the last industry where productiv-

ity-based pay exists. City drivers 

are on an hourly rate, but long 

haul OTR are not. There are far too 

many potential events that restrict 

or prevent me from earning any 

money, no one wants this.

You hear so many companies 

complain about a “driver short-

age”, but offer no real solution. The 

only thing they say does not cost 

them any investment. You have 

to invest in your primary asset, 

without drivers, trucks don’t move. 

They should be looking at keeping 

drivers in the seat, or looking at 

how to bring new ones in, like a 

training academy.

Take those who leave school, 

train them to do the job you want 

them to do. That way you are not 

inheriting any bad habits or poor 

practices. It’s not just about sitting 

behind the wheel.

I have 28 years of experience in 

all aspects of transportation, logis-

tics, and warehousing, so I’ve pretty 

much seen it all. TW

Keith Revell

LETTERS

“How do 
companies expect 
to entice new, 
younger drivers 
into the industry 
when wages 
are so low, and 
conditions are  
so bad?”
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If you’re there, we’re there... 
coast to coast

The most trailers. 
The most locations. 
Ready to go when you are! 1 855 327 9757

trailerwizards.com

BOOTH  
2476

Visit  
us at

Do kids still play the party game 

“telephone”?

That’s the one where everyone 

lines up and the first person is given 

a phrase to say, like, “My new dog’s 

name is Chip.” The message gets 

passed down by each person whis-

pering in the next person’s ear and 

by the end of the line it’s been trans-

formed into something completely 

different, like, “I want ketchup for 

my chips.”

Right now, it’s no party for 

Canadians trying to understand 

the U.S. ELD rules.

FMCSA issued a number of 

exemptions. Enforcement officials 

delayed penalizing carriers and 

drivers for ELD-related out-of-ser-

vice violations until April 1. Drivers, 

ELD suppliers, and roadside inspec-

tors all have tangled grapevines of 

misinterpretations.

Someone has to get the facts 

straight about ELDs, and fleets are 

counting on their compliance manag-

ers. If that’s you, where do you start? 

Here are a few steps you can take.

1. Don’t wait. When push comes to 

shove, your company’s job is to 

move freight. If you have to turn 

down loads to the U.S. because 

you didn’t know the ELD rule 

applied to you, it will affect your 

bottom line. Answer the “do we or 

don’t we?” question ASAP.

2. Know your sources. Get to know 

your “local” FMCSA represen-

tatives from the receptionist to 

the manager. Write down their 

names, email addresses, and 

phone numbers. Whether you’re 

regulated by a federal, provincial, 

state, or local authority, I promise 

there is a human being in an 

office somewhere who can take 

your call and help you out. Find 

that person. And then…

3. Trust but verify. Call the office 

more than once and ask different 

people the same question. My rule 

of thumb is to get three differ-

ent people to give me an answer 

to the same question especially 

when I need an interpretation of 

a rule. It’s a great way to get a bal-

anced view.

4. Get your own facts right. 

Exemptions to the ELD rule 

vary with the duty cycle, type of 

freight being hauled, and age of 

the truck, among other factors. If 

you’ve read the 49 CFR 395 regu-

lations (www.fmcsa.dot.gov) and 

still have questions, then come up 

with a very clear example of what 

you want to be able to do before 

you make your call.

“Do we need an ELD?” will 

elicit a different response than 

“We’re based in Lethbridge and 

haul machinery to Fargo once a 

month. Our driver spends two days 

a month in the U.S. Will his paper 

logbook suffice while he’s there?” 

The more specific, the better. Is that 

machinery used on a farm? If so, 

other exemptions may apply.

5. Put your service bureau to work. 

Service bureaus who special-

ize in compliance will more than 

pay for themselves if they can 

help you prevent mistakes that 

lead to delays, audits, frustrated 

drivers, and fines. Just know that 

a service bureau is counting on 

you for accurate information 

about where you run, the dis-

tances you travel, what you haul, 

how many trucks you have, and 

how those things might change 

as your company evolves. If you 

outsource compliance, it’s time to 

bring your service bureau up to 

speed.

We are still in the early days of 

the ELD rollout but you only have 

between now and April 1 to get the 

message right. After that, penalties 

are going to ring through loud and 

clear. It won’t be a party if you get 

caught breaking the rules. TW

COMPLIANCE

Permits & Licensing

Coming through loud and clear
Sandy Johnson has been  

managing IFTA, IRP, and  

other fleet taxes for more than 

25 years. She is the author of 

the book, 7 Things You Need to 

Know About Fleet Taxes, and 

operates northstarfleet.com, 

which provides vehicle tax and 

licence compliance services for 

trucking operations. She can be 

reached at 1-877-860-8025 or 

info@northstarfleet.com.

“We are still in  
the early days of 
the ELD rollout 
but you only have 
between now and 
April 1 to get the 
message right.”
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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 :

By James Menzies

DUISBURG, GERMANY

Mercedes-Benz Vans chose the 

inland port city of Duisburg, 

Germany, to reveal its third-gener-

ation 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 

Mercedes-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,” Mornhinweg 

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, deliv-

ery 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 

transporting 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 customers 

come from many different indus-

tries, so Sprinter has to comply with 

many different expectations.”

Dr. Dieter Zetsche, head of 

Daimler globally, said the new 

model builds on Sprinter’s history 

of shaping the segment. “The new 

Sprinter will once more set stan-

dards in a segment that it has given 

its name to for more than 20 years,” 

he said, noting the Sprinter model 

is synonymous with the cargo van 

segment, and was the first such 

vehicle to offer ABS, electronic sta-

bility control and crosswind assist. 

“The new Sprinter will continue this 

history of innovation.”

The Sprinter becomes the second 

Mercedes vehicle to offer the just-

launched MBUX in-cab communica-

tions 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 classified 

using a unique three-word sequence. 

It’s easy to remember and fast to 

communicate,” Mornhinweg 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 classi-

cal strengths, and we complemented 

the new Sprinter with intelligent prod-

ucts 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 digital net-

working; solutions@vans covers 

hardware to improve efficiency; 

rental@vans provides a pay-per-

use approach; sharing@vans looks 

at new concepts for people moving; 

and eDrive@vans covers the compa-

ny’s approach to electrification.

The Sprinter will come with 

Mercedes Pro Connect, a “digital 

ecosystem, which makes sure our 

vehicles and services are connected 

to each other,” said Mornhinweg, 

though that feature isn’t likely to be 

available in Canada when the new 

Sprinter is first rolled out here late 

this year. Pro Connect, when avail-

able, will allow fleet managers to 

monitor vehicle status information 

via a smartphone app and make 

changes on the fly for things like 

delivery destinations or routing.

“Mercedes Pro Connect is what 

you might call the operating 

system for our Sprinter hardware,” 

Mornhinweg explained. “Drivers 

can use a smartphone app to access 

vehicle functions and additional ser-

vices quickly and easily.”

Advanced safety features 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 company’s fourth 

consecutive year of record sales. 

“Our new flagship, will therefore 

start with winds in its sails,” said 

Mornhinweg. TW

EQUIPMENT

Mercedes-Benz reveals new Sprinter

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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CLEANING POWER
THAT PACKS A PUNCH

1-800 GET HOWES (438-4693) • www.howeslube.com

NOW WITH

IDX4

Introducing IDX4, a new superior detergent package that 
offers the most powerful injector cleaning in the industry. 
IDX4 technology is guaranteed to both clean the toughest 
deposits from your injectors and keep them clean. 
Combating today’s HPCR System issues, Meaner Power 
Kleaner also safely eliminates water and increases lubricity. 
For the best year round performance you need the toughest 
product available, Meaner Power Kleaner with new IDX4.

Howes Tire Thumper & Flashlight
when you purchase 3 bottles of Howes Meaner Power Kleaner
Visit www.howeslube.com or call 1-800 GET HOWES
Offer ends: 9/30/18, available while supplies last.

Truck West 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 plan-

ning to increase driver pay. Freight 

volumes 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 incorpo-

rate as well as the pros and cons of 

being a sole proprietor. Structuring 

your business 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 incorpo-

rate 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 con-

tracted worker are considered a 

sub-contracting 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, 

payroll, 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 broker, 

or customers. It makes money, 

showing income from trucking 

and other services, and spends it, 

paying expenses incurred while 

running that business.

Your responsibilities for manag-

ing 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 follow-

ing 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-oper-

ator may not apply to you. Talk to 

a qualified accountant to find out 

how to make the right choice. TW

OPINION

Good news! You’re in business
But don’t leap in without doing your homework

Tax Talk

Scott Taylor is vice-president of 

TFS Group, providing accounting, 

bookkeeping, tax return prepara-

tion, and other business services 

for owner-operators. Learn more 

at www.tfsgroup.com or call  

1-800-461-5970.
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Unreserved public  
equipment auctions

1 of 4 – 2013 & 1 of 5 – 2012 Kenworth T800 
Edmonton

2012 Kenworth T800 | Grande Prairie

2010 Peterbilt 388 | Regina

Package of Late Model Western Star 4900SA 
Edmonton

2014 Kenworth W900 
Grande Prairie

Volvo VNL | Brandon

1 of 2 – 2014 Kenworth T800 | Edmonton

Western Star 4964-2 
Lethbridge

Peterbilt 379 
Grande Prairie

2 – 2013 Caterpillar CT660 | Edmonton

Peterbilt 379 | Brandon

2011 Mack CXU613 Pinnacle 
Regina

46,000 items in 150+ auctions including
Edmonton, AB Feb 27–Mar 1
Toronto, ON Mar 6–7 
Chilliwack, BC Mar 14 
Grande Prairie, AB Mar 15–16 
Brandon, MB Mar 16 
Lethbridge, AB Mar 21 
Regina, AB Mar 27 
Montreal, QC Mar 27–28 

Bid in person or online
▸  No minimum bids or  

reserve prices
▸  Test and inspect on-site
▸  Open to the public, free registration

Financing & leasing available
Up to 100% financing,  
with no money down.

More items added daily
Call about selling: 1.800.211.3983

  See full auction & equipment listings at  rbauction.com   Auction Company License #303043, MV Dealer #10541, MV Dealer #10539, MV Dealer No. 
4585592, Auction Company License #309645, Dealer License 69767 
*Limited-time offer. OAC. Terms & conditions apply.

PurchaseFlex™ Financing limited-time offer – No payments for 120 days*

BRITISH COLUMBIA

Cummins Westport natural gas engine  
gets key emissions certifications

Pair of Canadian dealerships named  
to Kenworth Dealer Council

New Speedee  
software helps  
dispatchers
VANCOUVER, BRITISH COLUMBIA 

Speedee Transport has released a 

new software it says will maximize 

scheduling efficiency and minimize 

shipment.

SpeedeeGo Trucking Dispatch 

comes with EDI integration capa-

bilities, live GPS tracking, auto-

mated reporting, electronic sig-

nature capture, and real-time 

dispatch updates.

Speedee, based out of Calgary, 

Alta. and Vancouver, B.C., says 

the software is customizable to 

dispatchers’ needs and boasts 

new features, such as scampers 

booking alerts, OSD checking, and 

appointments.

“With the disruption with a 

lot of more advanced technolog-

ical initiatives launched by Uber 

and Amazon, any trucking busi-

nesses must embrace such dis-

ruption and changes in order to 

meet customers’ higher expecta-

tion of service,” said Speedee pres-

ident and CEO Daryl Ee. “It is our 

ability to quickly adapt into this 

new reality of technological inno-

vation that gives us our competi-

tive edge. More efficient route plan-

ning and dispatching means more 

cost-savings for ourselves, which 

translates into more cost-savings 

and better service for our custom-

ers. Developing customized, pro-

prietary software is the way to go 

now to win over competition in 

such an established market as the 

Canadian trucking industry.”

SpeedeeGo also comes with 

SOP and Find Best Carrier fea-

tures helping dispatchers coordi-

nate entire routes for shipments by 

finding and selecting the most effi-

cient use of capacity among carri-

ers, hubs, depots, and warehouses.

Visit www.speedeetransport.com 

for more information. TW

VANCOUVER, BRITISH COLUMBIA 

Cummins Westport’s 2018 ISX12N 

natural gas engine has been certified 

by the U.S. Environment Protection 

Agency (EPA) and California’s Air 

Resources Board (ARB).

The ISX12N meets ARB’s optional 

low NOx standard of 0.02 g/bhp-hr, 

a 90% reduction from engines oper-

ating at the current EPA NOx limit of 

0.2 g/bhp-hr.

The Cummins Westport natural 

gas offering is the first Class 8 truck 

engine for larger heavy-duty vehi-

cles to certify to the 0.02 g/bhp-hr 

optional standard and provides the 

trucking industry a near-zero emis-

sions solution.

“Cummins Westport’s 2018 product 

line offers customers ultra-low emis-

sions with reliable performance,” said 

Bart van Aerle, president of Cummins 

Westport. “The ISX12N near-zero 

emissions natural gas engine pro-

vides truck and bus customers with 

an industry-leading alternative fuel 

option for demanding applications.”

With production starting 

February 2018, the ISX12N natural 

gas engine will be available with 

ratings from 320hp to 400hp and up 

to 1,450 lbs.-ft. of torque. The engine 

is designed for line haul, regional 

haul, refuse, vocational trucks, 

motorcoach, and commuter buses.

All Cummins Westport engines 

offer the option of using com-

pressed natural gas, liquefied 

natural gas, or renewable natural 

gas as a fuel source.. TW

KIRKLAND, WASHINGTON

Kenworth Truck Company 

named its 2018 Kenworth Dealer 

Council members Feb. 9, with 

two from Canada receiving  

the honor.

Representing the 400 Kenworth 

dealerships in Canada and the 

U.S., Boyd McConnachie of Inland 

Kenworth in Burnaby, B.C. and 

Mike Nagle of Bayview Kenworth 

in St. John, N.B. were named 

to the council, which works in 

partnership with Kenworth to 

provide leading edge customer 

support with the PremierCare 

and PremierCare Gold certified 

service programs.

The gold service adds 

extended dealer operating hours 

and expedited expert diagnos-

tics to assist customers in max-

imizing uptime and overall 

vehicle performance.

Rounding out the council 

are: chairman – Tim Spurgeon, 

MHC Kenworth (Leawood, 

Kan.); Mike Clark, Wisconsin 

Kenworth (Madison, Wis.); 

Scott Oliphant, Kenworth of 

Louisiana (Gray, La.); Dan 

Penksa, Kenworth Northeast 

Group (Buffalo, N.Y.); and 

Todd Rice, MHC Kenworth 

(Leawood, Kan.). Tom 

Bertolino of NorCal Kenworth 

(Sacramento, Calif.) will serve 

as the Kenworth line represen-

tative for the American Truck 

Dealers. TW
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BRITISH COLUMBIA

By Derek Clouthier

SURREY, BRITISH COLUMBIA

A couple of months removed from 

electronic logging device (ELD) 

mandate day in the U.S., western 

Canadian carriers are dealing 

with the new paperless reality, 

but there have been some hurdles 

along the way.

Accord Transportation out of 

Surrey, B.C. has been on the ball 

when it comes to the implementa-

tion of e-logs for some time, and as 

with any type of change from the 

norm, concerns remain.

Ken Davey, director of IT and loss 

prevention for Accord, said the imple-

mentation of ELDs has increased 

competition for space at truck stops.

“The most common driver com-

plaint is the difficulty getting to a 

truck stop before the day’s hours 

run out, but not before they have 

maximized their earnings for the 

day,” said Davey. “Unfortunately, 

even when they do everything else 

right, they can get to a truck stop 

where there is no room to park 

and there are no hours left to get 

to somewhere else safe with bath-

room facilities.”

Davey said one of the unintended 

effects of ELDs is that drivers are 

being forced to sleep at the side of 

the road in industrial areas near 

trucks stops.

“They are torn between a reason-

able healthy comfortable rest stop 

and loosing 10% or 20% of the day’s 

earning potential for them and the 

truck,” Davey said. “I find it unfor-

tunate that laws designed to help 

them get rest have a detrimental 

effect when adequate facilities are 

unavailable.”

From a company perspective, 

Davey said the reality of e-logs 

is that they are designed to limit 

operations, as they provide stricter 

enforcement of a driver’s hours-of-

service (HOS).

Davey said most of the changes 

he has seen with the use of ELDs 

involve a loss of productivity and 

personal time for drivers.

To combat this, Accord, which 

has nearly 200 trucks, 70% of which 

go cross-border, made plans to min-

imize the impact on both its drivers 

and customers.

“These involve increased use 

of trailer pools and increased use 

of switches where trailers are 

exchanged between power units 

mid trip so the power units can 

end up at home at the end of a trip,” 

Davey explained.

The company is also 

increasing the use of tech-

nology to help reduce 

non-productive driver 

time with such efforts as 

weigh scale bypass tran-

sponders, apps that allow 

drivers to scale and pay 

without leaving the truck, 

and apps that show the 

fastest fuel lanes.

Accord, a TL van carrier that 

operates primarily between 

Southern California and Western 

Canada, has long been a company 

that embraces technology.

Accord started installing and 

training its drivers on ELDs in 

June 2017.

Bushell Transport of St. Albert, 

Alta. has been using e-logs for two-

and-a-half years, and was fortunate 

to have a roster of drivers who were 

open to the new technology.

“The largest learning curve was 

for dispatch and getting the feel 

of how the trucks run and learn-

ing the instances where you could 

face potential operational issues,” 

said Grant Glattacker, president 

and CEO of Bushell. “Planning way 

further in advance than we ever did 

prior to adoption was the common 

theme in the office. We also had 

to ensure that if we saw potential 

issues with timelines, clients were 

informed well in advance and the 

reasoning why we knew the poten-

tial issue so far in advance.”

Glattacker said the Dec. 18 U.S. 

ELD mandate has had absolutely no 

impact on his company or drivers 

because of his company’s early 

adoption of the technology.

“In fact,” said Glattacker, “one 

of our drivers received a positive 

inspection in Washington State 

and the officer had commented to 

our driver they were issuing a lot 

of tickets for non-compliance that 

day and commended our driver and 

company for compliance.”

Established in 1963, Bushell spe-

cializes in oversize and overweight 

long haul cargo and operates a 

100% company-owned inventory of 

21 trucks and 65 trailers, with more 

to be added this year.

Glattacker said his heritage is 

very old-school, one that is proud of 

all the miles and hours a driver can 

achieve. This, however, is not the 

mentality he likes to employ.

“Drivers need to be paid prop-

erly for their skills, service, and 

time. They are of immense value 

to our economy and we cannot 

have a system that allows them to 

be continually burned out,” said 

Glattacker. “The ELD mandate 

is the first step in that direction 

because we all need to be on the 

same playing field with the same 

set of rules.”

For both Glattacker and Davey, 

the Canadian ELD mandate cannot 

come soon enough.

Davey said auditing and enforce-

ment of paper logs is expensive, 

time consuming, and ineffective.

“I believe it to be safer for the 

driver and other highway users, 

especially when there is a commu-

nications unit attached to the e-log 

device,” said Davey. “It will deter 

and combat crime like hijacking 

and thefts. It will reduce all the 

threats that face anyone working in 

isolation.”

“It’s embarrassing to me that the 

Canadian government could not get 

in line with the U.S. mandate. What 

could possibly be the holdup?” 

Glattacker added. “The mandate 

in the U.S. was set upon approxi-

mately 323 million people and the 

market did not implode. We have 

approximately 36 million and the 

rules are already in place.” TW

Little by little
Western carriers adjust to impact of U.S. ELD mandate
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www.trucksummit.ca
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THIS MONTH’S CROSSWORD PUZZLE
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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

Down
1
2
3

 4
5
6
7

11
13
15
16
18
19
20

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)

WARRANTY

LIFETIME

OPTIONAL
 DUST CAP

OIL CHANGES 
MADE EASY.

THE NO PAIN DRAIN™

Toll Free 877-508-3900
www.ezoildrain.ca        
sales@ezoildrain.ca

EQUIPMENT

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 

Center 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 electric-

ity, releasing only water vapor 

from the tailpipe.

Using an inverter, the 400 volts 

of electrical direct current (DC) 

generated from the fuel cell is con-

verted up to 650 volts and is stored 

in the lithium ion batteries. Power 

electrons 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 bat-

teries up and if the batteries 

reach a high enough state of 

charge (the fuel cell) will shut 

itself off and we run on batter-

ies for a while,” explained Brian 

Lindgren, research and devel-

opment 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 battery 

and its components, the ZECT 

(Zero Emissions Cargo Transport) 

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

nificantly more than a traditional 

diesel truck, which comes in at 

around 16,000 lbs.

The 100 kW-h battery is a large 

part of the vehicle’s weight, coming 

in at approximately one ton. Once 

the batteries, aluminum casing, 

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 direc-

tor of product planning, said they 

have been testing the truck in the 

Seattle area and are now ready 

for real-world testing with Total 

Transportation Services at the 

The case for hydrogen
Kenworth showcases its hydrogen fuel cell truck
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ports of Los Angeles and Long 

Beach where the truck will eventu-

ally be introduced.

“Our testing shows that this 

truck performs equally as well, 

if not better 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 emissions trucks could 

be a common 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 manu-

factured 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 hydro-

gen 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 Management District 

being the prime applicant and 

project oversight provided by the 

Center for Transportation and the 

Environment.

The company chose to produce 

a hydrogen electric truck for one 

simple reason: zero emissions.

“There are no particulates, no 

NOx, no carbon monoxide, no 

carbon 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 produc-

ing 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 probably 120-130 kW. 

So what that says is, if we are 

running on the highway a long 

time, this fuel cell isn’t enough,” 

he said. “But if you’re running 

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 temperature controlled with 

a cooling and heating system, 

which Lindgren said would mit-

igate 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 America 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 ben-

eficial from a noise pollution per-

spective 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 December, 

there were understandably some 

kinks that still needed to worked 

out, namely with the automated 

gear shifting. However, the truck 

drove smoothly, handled well, 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 

product will look like from a 

comfort and convenience per-

spective. 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. TW

KEVIN QUICK
VP, BUSINESS DEVELOPMENT, 

WESTERN CANADA
kquick@transcourt.com

 1 888-407-3830
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CUSTOMIZED TANK 
TRAILER SOLUTIONS

Transcourt supplies equipment all across Canada and the United States. We have a large fl eet of tankers available for 
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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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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

www.connectedvehicles.com/eld/

1-877-745-2220

  Are you ready for the 
ELD MANDATE?

starting as manager of safety 

and maintenance and ultimately 

president.

Announcing Nash as the new 

AMTA president, association board 

chairman Grant Mitchell wrote: 

“We feel confident in Chris’ lead-

ership skills and vast experience 

will continue the AMTA’s momen-

tum in shaping vital legislation, 

while raising standards of safety 

and excellence in commercial 

transportation.”

Card, who announced her retire-

ment last December, is confident 

Nash is the right choice to lead the 

AMTA into the future.

“As a member of our board exec-

utive, I have had the opportunity 

to work closely with Chris over the 

past year,” Card said. “As chairman 

of the Compliance and Regulatory 

Affairs committee he is fully 

engaged with our industry issues, 

and I feel he will continue to move 

these positions forward.

“I am pleased that Chris has been 

selected as president and feel con-

fident, with him at the helm, the 

AMTA is well-positioned for future 

growth as a leader in education and 

safety to reduce workplace injuries 

and on-road collisions.”

Nash recently had the opportunity 

to answer some questions for Truck 

West, addressing his top priorities, 

women in trucking, and the hurdles 

he will face moving forward.

TW: Start by telling us why you 

feel you are the right person to lead 

the AMTA.

Nash: I am honored and excited 

for the opportunity the AMTA board 

has given me to do my part to make 

our industry better. The part that 

drove me to apply to become pres-

ident of the AMTA is my passion 

for the industry. I have experienced 

this industry from the ground up, 

the good and the bad. I believe 

my industry experience, including 

being a Class 1 driver, along with my 

role as vice-chairman of the AMTA 

board of directors gives me a solid 

perspective to collaborate with the 

board, staff, government agencies, 

and industry stakeholders so we can 

set the direction the industry needs 

to be safe, respected, and successful.

TW: What are the Top 3 initia-

tives facing Alberta’s trucking indus-

try right now and how do you plan 

to address each?

Nash: Mandatory Entry Level 

Training (MELT), driver recruit-

ing, and electronic logging devices 

(ELDs).

MELT is an important initia-

tive right now. If we as an indus-

try set standards for qualified and 

accredited driver training, it will 

not only make our industry and 

roads safer, it will also reduce car-

riers’ onboarding costs, increase 

productivity, draw new people to 

the industry, and create consis-

tency with our drivers. The AMTA 

is leading the development of a 

Class 1 driver training program 

through an industry led commit-

tee. Once our Edmonton facility 

is completed, the AMTA can offer 

Missing Since: March 12, 2016

Date of Birth: April 5, 2001  

Missing From: Dawson Creek, B.C. 

Height: 5’7” 

Weight: 120 lbs

Eye Colour: Brown 

Hair Colour: Black

DENNY POOLE

OR CONTACT YOUR LOCAL POLICE DEPARTMENT. ALL CALLS CONFIDENTIAL.

missingkids.ca

IF YOU HAVE ANY INFORMATION ABOUT THIS MISSING CHILD,  

1-866-KID-TIPS
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(1-866-543-8477)

missingkids.ca is a program of and trade-mark of
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New president
Continued from page 1

Chris Nash
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full-service training and simulator 

programs. This is a very exciting 

time to lead the industry.

It is well recognized there is a 

driver shortage for quality Class 1 

operators within the province. On a 

national level, statistics show there 

is potential for a driver shortage 

of 33,000 by 2020. The target is to 

bring younger people to the work-

force, as the average age of a driver 

is currently 47. New Class 1 drivers 

at the age of 18 can be limited in 

opportunities for employment. 

Some carriers have accepted these 

younger drivers and they start as a 

dock worker, moving on to shuttle 

to city driving before they upgrade 

to operating a commercial tractor 

trailer. Through a well-planned 

recruitment strategy, including 

MELT, drivers will be provided 

with the tools to be a professional 

in our industry. If successful, not 

only will the young demographic 

be a target, people not already 

in a transportation career who 

are looking to change, can seek a 

driving profession.

ELDs are a hot topic among 

drivers right now. This will be a 

game-changer not only for drivers, 

but for our entire industry. Drivers, 

carriers, third party logistics, ship-

pers, and government will all expe-

rience changes in their operations 

with the mandated ELDs. The most 

important achievement with man-

datory ELDs will be safer roads 

and will level the playing field in 

the industry. The AMTA supports 

having ELDs mandated as soon as 

possible. We’d like to see the adop-

tion of the federal ELD mandate 

in Alberta by the fourth quarter of 

2019. With the implementation of 

ELDs it is imperative drivers have a 

safe and secure location to pull off 

the road. We are currently in discus-

sions with the Alberta government 

to address the need for full service 

driver rest stops.

TW: We’re going to give you three 

popular industry keywords that 

have been much discussed of late. 

Please explain what comes to mind 

when you hear these keywords: 

technology, millennials, driver 

shortage.

Nash: I am fully behind technol-

ogy, but I am cautious to use the 

word “autonomous.” The technol-

ogy being used today to enhance 

safety is proving to assist drivers 

in their day-to-day operations. For 

example cameras, collision avoid-

ance, lane departure warning, blind 

spot indicators. etc. Even with this 

driver assisting technology we will 

still need drivers to operate com-

mercial vehicles. The AMTA wel-

comes new technology to enhance 

driver safety, however, technology 

will not replace the drivers – drivers 

remain the heart of it all.

Depending on where you look 

for a definition, millennials were 

born between the early ‘80s to the 

early ‘90s. This is the demographic 

we are currently not attracting to 

our industry. The average driver 

age as of 2014 is approximately 47 

years old, and rises every year. It is 

expected – based on a 2016 CTA 

study (Understanding the Truck 

Driver Supply and Demand Gap) – 

that in 2024 we expect the average 

driver age to be 49. In order to tap 

into the millennial market, we, 

as an industry, need to make it a 

career of choice and demonstrate 

that we have a professional train-

ing program in place and advanced 

technology in our industry.

With the downturn in the 

economy, the workforce has been 

affected. Many highway and oil 

and gas sector drivers have left 

their jobs with no plans to return, 

and that has added to employment 

shortages. I believe our problem 

attracting people into our indus-

try is the gap between getting your 

Class 1 licence, and being qual-

ified and fully trained to drive 

professionally. Experienced and 

well-trained are what most carri-

ers are looking for making it dif-

ficult for new Class 1 drivers to 

obtain employment. How do you 

get experience if you cannot get 

hired? We need to address this as 

an industry, and that is the need 

for the MELT program.

TW: The lack of women in truck-

ing has been talked about a lot over 

the past few years, and on top of 

that, you will be replacing a promi-

nent female voice in the industry. Is 

encouraging more women to enter 

trucking as a career important?

Nash: I strongly encourage 

women to enter the industry. There 

is a wide variety of roles for women 

in transportation, which includes 

driving, dispatch, human resources, 

and management to name a few. 

Lorraine is a great example, she is 

someone I look up to for her distin-

guished career and accomplishments 

and hope to carry on in her footsteps 

to continue shaping our industry to 

make it a better place for all.

We have a partnership with 

Trucking HR Canada to share the 

message that women represent 

only 3% of the workforce in trans-

portation. There is an increased 

opportunity to focus energies on 

this demographic. Also, the AMTA 

will be having their second Western 

Women With Drive Leadership 

Conference in May, which sold 

out last year. We’re also partner-

ing with Trucking HR Canada and 

the Alberta Ministry of Labour for 

the Bridging the Gap Program to 

address workforce gaps by support-

ing employers in better reaching 

out to underrepresented groups.

And lastly, over the past year, 

the AMTA and Women Building 

Futures (WBF) have established a 

solid partnership. In 2017, WBF had 

a successful professional Class 1 

driver program with 12 graduates, 

and we’ll be looking to increase 

those numbers in the coming years.

TW: Is there a particular issue 

you feel will be your biggest chal-

lenge as president of the AMTA, 

and how will you overcome that 

challenge?

Nash: I think the biggest chal-

lenge is carriers and drivers in our 

industry who believe the AMTA 

cannot make a difference – that 

could not be further from the truth. 

There are a number of key issues 

that we are working on with govern-

ment to promote our industry. We 

are in an exciting time where things 

are changing for the betterment 

of the industry as a whole. We are 

much stronger as a group than we 

are as individuals. Education and 

involvement is the key.

TW: In what ways has Lorraine 

Card helped during your transition 

to AMTA president?

Nash: Lorraine has been very 

supportive with my new role. We 

are working well together through 

open communication of the past, 

present, and future of the AMTA 

as well as introductions to govern-

ment and industry stakeholders. 

I have also served as vice-chair-

man of the board this past year 

where Lorraine and I have worked 

on a number of initiatives together, 

and we both sit on the Compliance 

and Regulatory Affairs Committee. 

Lorraine will be staying on to 

ensure my transition to president 

goes smoothly and I am very grate-

ful she has chosen to do so. TW



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. 
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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  
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Highland Transport,
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APPS Transport,
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Armstrong Moving/
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Rosenau Transport, 

Calgary, AB
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Freight Systems (IFS) 
Beachville, ON
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Transport 
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Milltown Trucking, 

Oak Bay, NB
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Transport 
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lndependence 
Transportation 
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René Robert
Classy Transport lnc. 
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“Every time I looked at the job 

board it was 10-to-one driving 

jobs,” he said, “so there is a big gap 

for drivers in the industry.”

For the ride along, we first 

headed out to the local weigh 

station before hitting the moun-

tain highways.

We did a loop that took us west 

on Hwy 3 and then south on Hwy 

3B, known locally as Strawberry 

Pass. The roads on the pass were 

snow covered and posed up and 

down grades and sharp turns on a 

single-lane highway.

The scenery may have been 

breathtaking, but so were the 

roads, and I found myself from 

time to time envisioning us sliding 

down a hill with a severe turn 

right into the ditch, or worse.

But as Andy Roberts, owner of 

MTI, repeatedly told me prior to 

my visit, “We always have a plan 

to get home safely,” and that was 

certainly the case with Boultbee in 

the passenger’s seat.

Boultbee provided Teather with 

driving tips throughout the ride 

along: everything from avoiding 

encroaching on the center yellow 

line; ride on the snow dust rather 

than icy tire marks if you can; 

black tires means they are not 

picking up any snow, resulting in 

less traction; water spray from the 

tires means roads are wet, which 

is better than the alternative, icy 

with no water spray.

Eventually, we came upon the 

daunting Rossland Hill, a 9% grade 

that thankfully was in good shape 

as we made our way down. I can 

only image what the hill would be 

like during or after a snow storm.

Boultbee pointed out a vacant 

lot near the bottom of the hill 

where a house once stood before 

an out-of-control transport truck 

slammed into it years ago.

There is now a pair of runaway 

lanes coming down Rossland Hill 

and the decision was made to 

forego building another house at 

the bottom.

We made it back to Castlegar 

safe and sound. 

By the time you read this, 

Teather will have graduated from 

the MTI course.

He hopes to be able to stay close 

to his family, and even said start-

ing out driving a garbage truck 

would enable him to be home with 

his kids every night.

But Teather’s mind is not far 

from the diversity of choices a 

career as a driver could offer him 

in the future.

“Further down the road as my 

kids grow up and as I learn more 

about the industry, definitely an 

owner-operator is in the cards for 

sure,” he said.

Then I asked him if he’d like to 

be an instructor one day.

“Well, one of the instructors said 

I have the potential for it, said I 

have the right personality and I’m 

outspoken and stuff, but at this 

point in the game I haven’t given 

it that much thought,” Teather 

said. “But as I get older it could be 

something of interest.”

Day 1 (afternoon)

Next I headed out with Victoria, 

B.C.’s own Jason Rivard. It was his 

first time operating a tractor with 

the trailer attached, and he was 

tasked with having to navigate the 

roads of Castlegar – not just the 

main roads, those tiny residential 

ones as well.

Boultbee started out in the driv-

er’s seat to show Rivard the route 

he’d be taking and what he’d have 

to do to get around narrow streets, 

particularly in the winter time 

having to deal with snowbanks.

Rivard traveled over 700 kms 

just to attend MTI. He had been 

driving his entire working career, 

and getting his Class 1 was the 

next step.

“When I saw what ‘The MTI 

Way’ program offered that was 

what drove me to this school 

over anything that Victoria had 

because they do more than just 

teach you how to driver around 

in a circle in the city,” said 

Rivard. “It’s two months of very 

intense training where when you 

leave you feel better qualified 

and prepared as an entry-level 

truck driver.”

With a wife in the Canadian 

military and having traveled the 

last five years for work, it was 

Rivard’s time to put the pedal to 

the metal on his driving career.

“The goal is to go on the road for 

a couple of years and make some 

money and then after that maybe 

look a little bit more local,” he said.

Having just started his train-

ing with MTI Jan. 15 – about two 

weeks before I arrived – his first 

attempt at driving a truck with 

a trailer through the streets of 

Castlegar was a raving success 

from my perspective. We didn’t 

get stuck, didn’t hit anything 

(other than a snowbank, but that 

was intentional), and managed to 

New drivers
Continued from page 1

“It’s two months 
of very intense 
training where 
when you leave 
you feel better 
qualified and 
prepared as 
an entry-level 
truck driver.”

– Jason Rivard

Filling up the trailer with wood chips on the chip run.

James Demoskoff removes tarp before filling trailer with chips.

Jason Rivard backs into a parking space at the MTI site.
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“work with the other drivers,” as 

Boultbee instructed was a key skill 

drivers must have.

Rivard’s graduation date was 

March 6, and though he had just 

got started prior our ride along, 

the way MTI trains its students is 

something he relished.

“They never let you sit in 

one spot for long,” Rivard said. 

“They’re always tightening the 

screws and pushing you a little bit 

further every day.”

Getting used to the size of a 

Class 1 vehicle, using air brakes, 

and upshifting and downshifting 

were all things Rivard had to get 

used to.

He was happy, however, to be 

learning the trade on a manual 

transmission.

“Automated is the way of the 

future,” he said. “I’m pretty sure 

that when I leave school, unless I 

buy my own truck, I’ll never see 

a stick shift ever again. But at the 

same time, it’s a good skill to have, 

I’m having a lot of fun, it’s a learn-

ing experience and it keeps you on 

your toes.” TW

Day 2 (the chip run)

In addition to helping its gradu-

ates connect with carriers looking 

to hire new drivers, MTI recently 

added another mentorship 

program to benefit its students.

Starting last November, Roberts 

employed a chip truck driver who 

does a chip run between Colville, 

Wash. and Castlegar.

James Demoskoff, who attended 

MTI in 2007, was brought on not 

only to do the chip run, but also to 

mentor recent graduates who may 

want to do the run themselves for 

one of three carriers contracted 

with the Zellstoff Celgar pulp mill, 

each of which are in need of drivers.

“It was the best decision I 

have ever made,” Demoskoff 

said of attending MTI 11 years 

prior. He had worked in logging 

before then, and suffered through 

several layoffs in that indus-

try. “There are always jobs for 

drivers, and with so many about 

to retire, there will be even more.”

So far, one MTI graduate has 

taken advantage of the opportu-

nity, having driven the chip run 

with Demoskoff for three days, 

and is now employed as a chip 

truck driver.

I did the chip run with 

Demoskoff on my second day 

in Castlegar. Being spared his 

normal 4 a.m. start, Demoskoff 

picked me up around 9:30 a.m. 

After hitting the scales, we 

headed to the Celgar mill to 

dump the chips he had picked up 

earlier that morning.

Seeing a truck and trailer on 

a dump station at a pulp mill is 

something to behold. The dump 

station tips the vehicle until it’s in 

a vertical position and looks like a 

rocket ready to blast into space.

After that spectacle, we headed 

south and into Washington to 

again fill up with chips at Vaagen 

Brothers Lumber.

Demoskoff likes the consistency 

of the run and of his new job, and 

an added side bonus is that he gets 

to help others who might want to 

do the same.

“I’ve always wanted to help bring 

more professional drivers into the 

field,” he said. “I do enjoy training 

people.”

On the first day a graduate 

rides with Demoskoff, he will 

observe and get to know the 

individual, assess their abili-

ties and confidence level to help 

them make the right decision on 

whether being a chip truck driver 

is the right choice.

On the second day, if they have 

their full Class 1, Demoskoff lets 

them drive. He guides them along 

the way through various scenarios 

with loading and off-loading and 

helps with their driving skills.

On the last day, Demoskoff and 

the mentored driver will discuss 

how to move forward if the chip 

run is something they would like to 

pursue.

“Some of the work can be hard, 

like chaining up, dealing with the 

load…there’s some hard days,” said 

Demoskoff. “So I want to know 

how their reactions are when we’re 

speaking about the job and the 

work itself.”

The day I drove with Demoskoff, 

the weather was not common for 

the Castlegar area in January – 

sunny and beautiful.

And wouldn’t you know it, we 

were driving in a brand spankin’ 

new Freightliner Roberts had just 

bought for the chip run.

Sweet ride! TW

Pulp and circumstance

Chris Teather checks his logbook. Dumping the chips at the Celgar mill.

Wood chips pour from the trailer at the Celgar mill.

Chris Teather reads cautionary signs before heading to the Rossland Hill.



The saga of ELDs continues to 

have an impact on trucking. Word 

on the street and social media tells 

me that many are having a diffi-

cult time coming to terms with 

them, both drivers and dispatch-

ers alike.

Speaking to a friend recently 

who had switched over to ELDs 

the day they became law in the 

U.S., he said he had to adapt to 

them and change the way he did 

certain things, like parking at the 

shipper/receiver instead of at a 

truck stop and rolling in the next 

morning. But with a bit of plan-

ning and communication with 

customers, he was finding the ELD 

wasn’t having any negative impact 

on his earning potential.

In fact, the opposite was true. 

His revenue had increased, at first 

only on the northbound loads, but 

after a few weeks, the southbound 

loads paid more too.

This is exactly what I had pre-

dicted during the lead up to the 

introduction of ELDs in the U.S. 

We had numerous conversations 

about it and he had worries that 

it was going to cost him dearly. 

However, he is one of the few at his 

carrier who have seen a benefit. 

Many of the other drivers are still 

trying to do the job the way it’s 

always been done and are suffer-

ing as a result.

Rolling down from a truck stop 

in the morning to deliver has 

started their clock and this seems 

to be one of the biggest problems. 

Stopping for breakfast, lunch, 

supper, taking a nap during the 

day, and making that and an 11 

hour driving day fit into 14 hours 

is no longer possible. It never 

was, but let’s not pretend it didn’t 

happen with paper logs.

Unfortunately, many are still 

trying to do it and the ELD inter-

venes and calls a halt to pro-

ceedings long before the 11 hour 

driving shift has been completed. 

This is why rates have increased. 

Simple supply and demand, trucks 

are still up north when they 

should be down south and vice 

versa, which means there is freight 

sat on a dock with nobody to take 

it to its destination.

It’s a golden opportunity for 

the owner-operator. Even if your 

carrier pays mileage and you don’t 

get to see the increased revenue, it 

means you will have all the miles 

you want and your carrier could 

pick up more customers, which 

will ensure their success and cor-

respondingly, your success as well. 

There may even be a rate increase 

if the situation remains the same 

for an extended period, and I 

believe it will. It’s very difficult 

to break the habits of a lifetime, 

and the introduction of ELDs has 

forced the bad habits to be broken. 

So many drivers are finding it 

hard to adapt and a lot of them 

always will. I don’t see any nega-

tive changes to rates happening 

soon, if at all.

All in all, it’s a pretty good time 

to be in trucking, as long as you 

can manage the ELD, there will 

be no shortage of work or revenue. 

It may be that you have held on 

to a truck a little longer than you 

would have liked, just to see the 

impact of ELDs before commit-

ting to a new or newer one. Now 

is the time to get shot of it. There 

are quite a few bargains out there 

now, along with the trucks that 

are on the market as some get out 

of the industry because of ELDs. 

There have also been a couple of 

new models launched recently, 

which means residuals have 

dropped on the older versions if 

you’re buying used and prices of 

brand new old model trucks will 

be significantly lower. There are 

tons of those languishing in the 

lot of the dealers and there are 

five-figure savings to be had if 

you look.

The future of our industry is 

looking good right now. It is defi-

nitely the time to take advan-

tage of the opportunities that will 

present themselves, but you have 

to be prepared. In the current 

climate, all you have to do to be 

prepared is learn how to fit the job 

into the hours-of-service; it doesn’t 

get any easier than that. TW

OPINION

You say tomato, I say tomahto

A fourth generation trucker and 

trucking journalist, Mark Lee uses 

his 25 years of transcontinental 

trucking in Europe, Asia, 

North Africa and now North America  

to provide an alternative  

view of life on the road.
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Honoring his serviceManitoba trucking pioneer Red Coleman has always had a  love affair with trucking
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By Eric Berard

REGINA, SASKATCHEWAN
Congestion on Victoria Avenue. 
Endless traffic lights and then a left turn on the Trans-Canada Highway. Even though it already had a ring 
road designed to mitigate traffic 
headaches, Saskatchewan’s capital 
was due for some infrastructure 
treatment and the result looks 
nothing like a facelift.

The new Regina four-lane bypass promises to make the western 
Canadian city’s heart beat stronger than ever and the trucking indus-
try will largely benefit from this 
rejuvenation.

When it opens October 2019, the new highway will circle the city and connect its east and west, while 
being a means to bypass the city 
itself for truckers who simply need 
to go through Regina without stop-
ping in it for a pick-up or delivery. 
The total infrastructure invest-
ment – the largest in the prov-
ince’s history – is estimated at $1.88 
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By Derek Clouthier

WINNIPEG, MANITOBA 
Not everyone has an award named in their honor, but when your life tells a story like Red Coleman’s, people take notice.

During its Annual Fall Awards Gala in November, the Manitoba Trucking Association (MTA) announced the Red Coleman Service to Industry award, renaming the distinction to shine a light on a man whose life has been all about trucking.
Seaton “Red” Coleman said he fell in love with truck-ing while living and working on the family farm in Woodlands, Man. He wanted nothing more than to drive a truck, fix them, and haul freight, and at the time, was not interested in starting a business, just making a living as a truck driver.

Everything changed in 1948 when he convinced his father to sell the family farm and purchase a small, four-truck operation in Steinbach, a tiny farming community about 65 kms southeast of Winnipeg.
Steinbach didn’t have a railway line, and does not to this day, so everything that came in and out of town did so on a truck.

“Steinbach was a very prosperous community, so as time when on, it grew,” Coleman explained to Truck West, “and having the general freight operating author-ity for the town was beneficial.”
As the town grew, so did Coleman’s trucking company, South East Transfer. In the early ’80s, Coleman applied for extra-provincial operating author-ities to further service in the Steinbach area.From there, the business rolled like a freight truck down a Prairie highway.

Red’s two sons, Gary and Earl Coleman, became his business partners in 1985, and the company took full advantage when deregulation came.
Then, in 1991, came the merger with Big Freight Systems, the flat-deck operation of Reimer Express. Red said the merger changed his company from being a small, family-run operation to more of a corporation, which came with its own unique challenges.Changing the company name to the over 150-truck and 350-trailer operation it is known as today, the Colemans were 50/50 partners with Reimer from 1991 until they bought the company outright in 1997.Fast forward 16 years and Gary buys out his brother Earl from Big Freight Systems, and before Red knows it, the company is bigger than he ever could have imagined.

Careers: 24-28
Ad Index: 45

Red Coleman’s contribution to trucking gets recognized by the MTA with its newly-named Red Coleman Service to  

Industry award.
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REGINA, SASKATCHEWAN
Congestion on Victoria Avenue. 
Endless traffic lights and then a left turn on the Trans-Canada Highway. Even though it already had a ring 
road designed to mitigate traffic 
headaches, Saskatchewan’s capital 
was due for some infrastructure 
treatment and the result looks 
nothing like a facelift.

The new Regina four-lane bypass promises to make the western 
Canadian city’s heart beat stronger than ever and the trucking indus-
try will largely benefit from this 
rejuvenation.

When it opens October 2019, the new highway will circle the city and connect its east and west, while 
being a means to bypass the city 
itself for truckers who simply need 
to go through Regina without stop-
ping in it for a pick-up or delivery. 
The total infrastructure invest-
ment – the largest in the prov-
ince’s history – is estimated at $1.88 
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WINNIPEG, MANITOBA 
Not everyone has an award named in their honor, but when your life tells a story like Red Coleman’s, people take notice.

During its Annual Fall Awards Gala in November, the Manitoba Trucking Association (MTA) announced the Red Coleman Service to Industry award, renaming the distinction to shine a light on a man whose life has been all about trucking.
Seaton “Red” Coleman said he fell in love with truck-ing while living and working on the family farm in Woodlands, Man. He wanted nothing more than to drive a truck, fix them, and haul freight, and at the time, was not interested in starting a business, just making a living as a truck driver.

Everything changed in 1948 when he convinced his father to sell the family farm and purchase a small, four-truck operation in Steinbach, a tiny farming community about 65 kms southeast of Winnipeg.
Steinbach didn’t have a railway line, and does not to this day, so everything that came in and out of town did so on a truck.

“Steinbach was a very prosperous community, so as time when on, it grew,” Coleman explained to Truck West, “and having the general freight operating author-ity for the town was beneficial.”
As the town grew, so did Coleman’s trucking company, South East Transfer. In the early ’80s, Coleman applied for extra-provincial operating author-ities to further service in the Steinbach area.From there, the business rolled like a freight truck down a Prairie highway.

Red’s two sons, Gary and Earl Coleman, became his business partners in 1985, and the company took full advantage when deregulation came.
Then, in 1991, came the merger with Big Freight Systems, the flat-deck operation of Reimer Express. Red said the merger changed his company from being a small, family-run operation to more of a corporation, which came with its own unique challenges.Changing the company name to the over 150-truck and 350-trailer operation it is known as today, the Colemans were 50/50 partners with Reimer from 1991 until they bought the company outright in 1997.Fast forward 16 years and Gary buys out his brother Earl from Big Freight Systems, and before Red knows it, the company is bigger than he ever could have imagined.
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By Eric Berard

REGINA, SASKATCHEWAN

Congestion on Victoria Avenue. 

Endless traffic lights and then a left 

turn on the Trans-Canada Highway. 

Even though it already had a ring 

road designed to mitigate traffic 

headaches, Saskatchewan’s capital 

was due for some infrastructure 

treatment and the result looks 

nothing like a facelift.

The new Regina four-lane bypass 

promises to make the western 

Canadian city’s heart beat stronger 

than ever and the trucking indus-

try will largely benefit from this 

rejuvenation.

When it opens October 2019, the 

new highway will circle the city and 

connect its east and west, while 

being a means to bypass the city 

itself for truckers who simply need 

to go through Regina without stop-

ping in it for a pick-up or delivery. 

The total infrastructure invest-

ment – the largest in the prov-

ince’s history – is estimated at $1.88 
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WINNIPEG, MANITOBA 

Not everyone has an award named in their honor, but 

when your life tells a story like Red Coleman’s, people 

take notice.

During its Annual Fall Awards Gala in November, 

the Manitoba Trucking Association (MTA) announced 

the Red Coleman Service to Industry award, renaming 

the distinction to shine a light on a man whose life has 

been all about trucking.

Seaton “Red” Coleman said he fell in love with truck-

ing while living and working on the family farm in 

Woodlands, Man. He wanted nothing more than to 

drive a truck, fix them, and haul freight, and at the 

time, was not interested in starting a business, just 

making a living as a truck driver.

Everything changed in 1948 when he convinced 

his father to sell the family farm and purchase a 

small, four-truck operation in Steinbach, a tiny 

farming community about 65 kms southeast of 

Winnipeg.

Steinbach didn’t have a railway line, and does not to 

this day, so everything that came in and out of town did 

so on a truck.

“Steinbach was a very prosperous community, so as 

time when on, it grew,” Coleman explained to Truck 

West, “and having the general freight operating author-

ity for the town was beneficial.”

As the town grew, so did Coleman’s trucking 

company, South East Transfer. In the early ’80s, 

Coleman applied for extra-provincial operating author-

ities to further service in the Steinbach area.

From there, the business rolled like a freight truck 

down a Prairie highway.

Red’s two sons, Gary and Earl Coleman, became his 

business partners in 1985, and the company took full 

advantage when deregulation came.

Then, in 1991, came the merger with Big Freight 

Systems, the flat-deck operation of Reimer Express. 

Red said the merger changed his company from being 

a small, family-run operation to more of a corporation, 

which came with its own unique challenges.

Changing the company name to the over 150-truck 

and 350-trailer operation it is known as today, the 

Colemans were 50/50 partners with Reimer from 1991 

until they bought the company outright in 1997.

Fast forward 16 years and Gary buys out his brother 

Earl from Big Freight Systems, and before Red knows it, 

the company is bigger than he ever could have imagined.
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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 opera-

tors, the Ontario Provincial Police 

(OPP), and the Ontario Ministry of 

Transportation (MTO) to keep the 

high volumes of traffic moving. It’s 

a program based on the philoso-

phy of “if it bleeds it leads.” Truck 

wrecks are the focus, and it doesn’t 

paint commercial truck drivers in a 

favorable light. The show is trend-

ing 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 

objective. 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 traffic 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 individ-

ual drivers to account and Heavy 

Rescue: 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 

agencies 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 

trucking media of late between 

the OPP and the Ontario Trucking 

Association (OTA) when it comes to 

statistics and how they are inter-

preted. The OPP state that truck 

collisions are on the rise and truck 

drivers bear an increasing respon-

sibility, the OTA argues that the 

percentage of truck drivers found 

at fault in collisions continue to 

decline. But statistics 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 pro-

fession are not being addressed in 

the most effective 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. TW

OPINION

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

Over the Road

Get your video in front of 
the right audience

Call Kathy Koras

416-510-6892
kathy@newcom.ca

RECRUITMENT STRATEGY

The Driver Recruitment Directory has become a key resource 
for drivers and owner operators looking for a new carrier. Now, 
you can add video to your recruiting ads.
  An increasing number of drivers and owner-operators looking 
for work, are visiting the Driver Recruitment section of our video 
library to check out our growing collection of recruiting videos. 
Check out our packages for the one that best meets your 
recruiting needs. 

No video, or old video? 

No worries. We can create one for you. 

Recruiting Video Packages:

Video Listing [$500]
  Placement: Truck News Driver  
Recruitment Directory & Video Gallery

Summary: Unlimited word count and hyperlinks

  Promotion: Regular appearance on homepage

Video Listing Plus [$850]
Includes the entire Basic Package plus:

  Placement: Today’s Trucking Video Gallery and  
“Trucking Jobs” Channel 

  Ads: Four [4] “Carrier Spotlight” ads in Truck News  
Daily newsletter  

  Social Media: Uploaded to Truck News and  
Today’s Trucking YouTube channels

Recruitingg VViiddeeoo PPaacckkages:

Al Goodhall has been a profes-

sional long-haul 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.



•  Average Annual Income for  
Can/USA Company Drivers 
($65,000 to $75,000) 

•  Competitive Rates Plus Benefits

Let TransX help drive your success!
To apply, visit drivetransx.ca or call 1-877-787-2679 for more info.

Join one of Canada’s premier  
transportation companies today  
and get the pay and miles 
you deserve!

Your life  
Your lane
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•  Regional and Long Haul  
Lanes Available

•  Assigned Late Model  
Peterbilt Tractors
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VISIT US
AT 

TRUCK WORLD 
2018 IN 
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driven to be the best
Siemens Transportation Group Inc. 

Hiring Company Drivers and Independent Contractors for our Open Dispatch Fleet

Benefits beyond the paycheck include: Achievable Safety Bonus, $ 1,000 Referral 
Program, Upgraded Fleet, No Slip Seating and Rider Policy

We work hard to be the best and so do our Drivers!

Contact us at driver.recruitment@hwtransport.com or 1.888.878.9585

 

Edmonton: 1-780-433-1277
Contact: Bill Duncan
Winnipeg: 1-877-632-8381
Contact: Lorne x106 or Laurie x101
jobs@armadatransport.com

Armada Transport is Now Hiring 

OWNER OPERATORS
with Tri-Axle or Super-B (Flat Decks)  

FREEDOM to EARN
the LIFE YOU DESERVE

FREEDOM to EARN
the LIFE YOU DESERVE

CANADA ONLY

ArmadaTransport.com

So, I got bored with my latest col-

lector’s edition of the Farmer’s 

Almanac and switched my 

intellectual channel to, “Home 

Remedies that Prevent Death and 

Other Things.”

Don’t smirk, this is a first 

edition and possibly the one and 

only copy.

There is a short, but to the point 

mention of a subject that should 

be on the, “look into, but keep it 

quiet” menu of the federal gov-

ernment – and it’s associated and 

always stampeding provincial 

lemmings.

I am fully convinced (yes, con-

verted) that we are being led by 

a government suffering from a 

soon to be fatal hyperventila-

tion known as political hiccups. 

With the forever goal to save the 

planet, Ottawa continues to insist 

on a national carbon tax that 

Environment and Climate Change 

Minister Catherine McKenna 

un-blinkingly maintains is not a 

cash grab.

If this is so, why apply the 5% 

federal GST to the carbon tax? 

What you’re doing is taxing a 

tax that you’re having a problem 

explaining in the first place.

For example, the Alberta carbon 

levy on diesel jumped to 8.03 cpl 

on Jan. 1, and with feds’ GST tag, 

that increased it to 8.43 cpl. So, if 

I’m a consumer in Saskatchewan 

or Manitoba with no carbon 

tax, I’d be asking my provincial 

leaders to justify an overnight 

eight-cent per liter increase at the 

pump or rack for what appears 

to be an environmental photo-op 

competition.

I would be further concerned 

when I gaze south of the border, 

where our largest trade partner 

(or should it be, entity) is really 

slacking off in the saving the 

planet department, as there’s no 

national direction or applica-

tion of a value added tax (we call 

GST). And forget about a carbon 

tax in all but the La La Land of 

California, which has its own cap 

and trade system that Ontario 

and Quebec have hooked onto like 

puppy dogs. So it seems our own 

federal government has its fear-

somely labelled Greenhouse Gas 

Pollution Pricing Act, which in 

part, and in small print, says, “Any 

facility that emits more than its 

limit will need to pay, and those 

that emit less could be eligible for 

carbon credits that could be sold 

to bigger polluters.”

That’s cap and trade, folks!

I have a problem with this. If 

I’m an over-polluter, all I have to 

do is pay an under-polluter for 

their carbon credits. I don’t have 

to reduce my pollution, I just have 

to pay someone else who’s smaller 

or who is reducing their emissions.

Now, if I am buying carbon 

credits from California, which 

Ontario and Quebec may be doing 

now and then, the revenue goes 

to a state in a country with no 

national carbon limitation policy, 

let alone an action plan. If my 

costs go up to pay for the carbon 

credits all I have to do is increase 

my prices to my customer base. 

So, any claim that a carbon tax 

is revenue neutral is logically 

running on neutral.

One way to reverse hyperven-

tilation is to breathe into a paper 

bag to increase the intake of 

carbon dioxide, which is critical 

to balance the oxygen your body 

needs to survive. Carbon dioxide 

is not a poison.

Perhaps our politicians should 

place a metaphorical bag over 

their mouths, take a breather, and 

give consumers a break. TW

OPINION

That’s cap and trade, folks!
Roger McKnight is the chief  

petroleum analyst with En-Pro  

International Inc. Roger has more 

than 25 years of experience in the 

oil industry. He is a regular guest on 

radio and television programs, and 

is quoted regularly in newspapers 

and magazines across Canada.

Petrol Points

Any claim that 
a carbon tax is 
revenue neutral 
is logically 
running on 
neutral.



versacold.com

“ MY WHEELS KEEP 
TURNING SO 
I KEEP EARNING.”

We know you’re only making money 

when you’re moving. We help keep you 

on the road with fuel and tire discount 

programs, and insurance deductible 

buy downs. Just three of the 

reasons it pays to drive with us. 

 

versacold.com/drivewithus

 
Call or email today!

1 (833) DVR-COLD

drivers@versacold.com
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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

BUSINESS

LAS VEGAS, NEVADA

Repairing trucks and trailers is 

big business in Canada, and it’s 

getting bigger.

The nation’s aftermarket serving 

Classes 6-8 trucks and trailers was 

worth $4.2 billion in 2017, and 

is projected 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  

positive,” said John Blodgett, 

vice-president, sales and market-

ing, referring to growth in oil activ-

ity, the gross domestic product, and 

international trade. “Obviously if 

the U.S. screws up NAFTA and pro-

vides 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 pur-

chased about 8,800 Classes 6 and 

7s, 25,700 Class 8s, and 35,200 trail-

ers. That’s in line with the 20-year 

averages of 8,300, 26,100, and 

36,200, respectively. 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 operat-

ing population on the aftermar-

ket,” said Ken Griswold, director, 

market strategy and sales, refer-

ring to the importance of compar-

ing 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 fleet 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, outside 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 

incorporating 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 chan-

nels altogether, Griswold warned.

“They may not follow our tradi-

tional channels.” TW

LAS VEGAS, NEVADA

Price plays a role in any business 

transaction, but strong relation-

ships continue to be a differentiator 

when it comes to selling truck parts 

– even in an era of e-commerce.

“It’s changed the way commu-

nication happens, but it doesn’t 

change the type of communication,” 

said Carl Mesker, SAF-Holland’s 

vice-president, aftermarket. “What’s 

critically important is the relation-

ship and the trust.”

It’s a point that was echoed by 

distributors and suppliers in a 

panel discussion during an opening 

session 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 

training a supplier like SAF-Holland 

can provide. His business has 20 

outside salespeople and just as 

many inside salespeople selling 200 

different product lines at a time. 

They can answer the first two or 

three questions, 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 

contacts as possible. “This is an 

industry where people really do still 

matter,” he said.

“Everybody has a lower price in 

the market,” said Walt Sherbourne, 

Dayton 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 conversation, he said. 

“We can have any product, but if 

(a distributor) doesn’t have a need 

to sell it, or his customers in the 

marketplace 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 custom-

ers are not going to win. They’re 

going to be dissatisfied with the 

products.”

“I’ve got to stand up to my cus-

tomers and say, ‘This product is 

a good product,’” agreed Edward 

Neeley, president of the Truck 

Supply Company 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 confi-

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

if a customer has trouble, and know 

the phone will be answered. TW

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

Relationships the key to  
selling more parts

Canada’s aftermarket parts industry is growing, but the types of parts in 
demand is evolving.
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MARKETPLACE

By James Menzies

Steady freight volumes, rising spot 

market prices, and more gener-

ous compensation packages from 

fleets may have you consider-

ing becoming an owner-opera-

tor or adding a second truck. The 

truck you choose will have a major 

impact on the success of your busi-

ness, so we chatted with several 

used truck dealers to discuss con-

siderations 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, 

especially 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 

manager for Tallman Group, said 

availability 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, cus-

tomers have been scared getting 

into automatic 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 fleets 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 fleets are now 

spec’ing highway trucks with 

425-450 hp, but owner-opera-

tors continue 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 gen-

eration 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 any-

where. It seems like people are 

more willing to change now.”

Also, be sure to purchase a 

truck that’s legal in the jurisdic-

tion 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 under-

standing about the regulations 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 

becoming more widely available, 

Lee said used truck buyers con-

tinue to shy away from them.

What about the warranty?

Buying a truck with some leftover 

factory warranty is a good idea. 

Paying for additional warranty 

coverage is also worth consider-

ing. Think of it as a form of insur-

ance, suggested Lee. 

“If you buy an extended war-

ranty, you’re not going to be 

shocked with a super huge bill,” he 

said. “It’s just like paying insur-

ance. 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 

warranty expires, “because that’s 

how they control their costs.”

But be careful purchasing third-

party warranties in Saskatchewan, 

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 wholesal-

ers and dealers are doing it, using 

existing contracts they had,” he 

said. The risk for customers is that 

the warranty 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 consid-

eration. The size of the down 

payment required will be deter-

mined, 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 

willing to work with custom-

ers 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 sufficient revenue. 

Banks generally can’t offer 

such f lexibility, since they don’t 

understand the nature of the 

business. TW

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

“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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BRANDON
1240 Highland Ave.
1-888-979-5692

Dave Mantei - New/Used Sales
Cory Nakonechny - New/Used Trailers 

& Used Truck Sales
Todd Border - Bus. Mgr.

ESTEVAN
89 Escana St.

1-866-332-2121
TRUCK PARTS 

& SERVICE CENTER
Lenny Janz 

- New/Used Sales

WINNIPEG
357 Oak Point Hwy

1-888-979-0957
Jim Bednar, Andy Willerton, Richard

Prokopich, Andrew Dunsmore - Sales 
Bryan Johnson 

– New Truck Mgr. (MB)
Todd Border – Bus. Mgr.

REGINA
520 Park Street

1-888-979-0394
Bob Wirtz, Lenny Janz, 

Erin Found, Terry Breehn - Sales
Gordon Wood - Bus. Mgr.

Bert Downton - Regional Used
Truck Mgr (SK & MB)

SASKATOON
2410 Northridge Drive
1-888-979-2615
Chad Kemp, Guy Tatlow, 

Vince Boechler, 
Steve Shmigelsky - Sales
Gordon Wood - Bus. Mgr.

SWIFT CURRENT
175 Industrial Dr.

1-888-297-8191
Erin Found - Sales 

Gordon Wood - Bus. Mgr.

Kenworth Dealer Serving the Canadian Prairies & Beyond

Great Selection of New Trucks!

2018 KENWORTH T880 
HIGHWAY TRACTOR

76" MID ROOF SLEEPER, PACCAR ENG;
MX-13, 510 HP, 18 SPD TRANS; 13.2K/46K
AXLE(S), 4.30 RATIO, AG460 SUSP; 236"
WHEELBASE, SILVER IN COLOR, GRAY
DIAMOND VIT INTERIOR, 4 WAY LOCKS,
11R24.5 TIRES STK#JJ995666. -1261860

2018 KENWORTH T680 
HIGHWAY TRACTOR

76" MID ROOF SLEEPER, PACCAR ENG;
MX-13, 510 HP, ULTRASHIFT TRANS;
12.5K/40K AXLE(S), 3.55 RATIO, AG400L
SUSP; 217" WHEELBASE, BLUE IN COLOR,
GRAY VANTAGE INTERIOR, 11R225 TIRES
STK#JJ991654. -1261865

2018 KENWORTH T880 
DAYCAB TRACTOR

PACCAR ENG; MX-13, 510 HP, ULTRASHIFT
TRANS; 14.6K/46K AXLE(S), 4.10 RATIO,
AG460 SUSP; 205" WHEELBASE, WHITE IN
COLOR, GRAY VANTAGE INTERIOR, 4 WAY
LOCKS, 11R24.5 TIRES STK#JJ995887. -
1261856

2018 KENWORTH T370 
FEED/GRAIN TRUCK

PACCAR ENG; PX-9, 350 HP, 16K/40K
AXLE(S), 5.57 RATIO, HAS402 SUSP; 228"
WHEELBASE, WHITE IN COLOR, PINNA-
CLE INTERIOR, 4 WAY LOCKS, 385/65R22.5
FRONT 11R22.5 REAR TIRES, ALLISON
3000RDS TRANS STK#JM993049. -1261876

2018 KENWORTH T680 
HIGHWAY TRACTOR

76" ACAD SLEEPER, PACCAR ENG; MX-13,
455 HP, 13 SPD TRANS; 12.5K/40K AXLE(S),
3.42 RATIO, AG400L SUSP; 232" WHEELBASE,
WHITE IN COLOR, GRAY VANTAGE INTERIOR,
11R22.5 TIRES, STK#JJ992051. -1261864

2018 KENWORTH T370 
FEED/GRAIN TRUCK

PACCAR ENG; 6 SPD TRANS; TANDEM
AXLE(S), 5.57 RATIO, HENDRICKSON
SUSP; WHITE IN COLOR, CIM BROWN 20'
GRAIN BOX, ELECTRIC ROLL TARP, ELEC-
TRIC CHUTE OPENER /W REMOTE CON-
TROLS, STK#JM989779. -874033

2018 KENWORTH T880 
HIGHWAY TRACTOR

40" INTEGRAL SLEEPER, CUMMINS ENG;
X15, 565 HP, 18 SPD TRANS; 14.6K/46K
AXLE(S), AG460 SUSP; 220" WHEELBASE,
WHITE IN COLOR, GRAY VANTAGE INTE-
RIOR, 4 WAY LOCKS, 11R24.5 TIRES,
STK#JJ996121. -1261858

2018 KENWORTH T800 STRAIGHT
TRUCK (CAB AND CHASSIS)

EXTENDED DAY CAB SLEEPER, CUMMINS
ENG; X15, 450 HP, 10 SPD TRANS; 20K/69K
AXLE(S), 4.10 RATIO, NEWAY ADZ369
SUSP; 280" WHEELBASE, BLUE IN COLOR,
TRI- DRIVE, GRAY SPLENDOR INTERIOR
STK#JJ991651. -1053213

2009 PETERBILT 386 
FEED/GRAIN TRUCK

DAY CAB SLEEPER, CATERPILLAR ENG; C-
13, 485 HP, ULTRASHIFT TRANS; 12K/40K
AXLE(S), 3.55 RATIO, PB LOW AIR LEAF
SUSP; 232" WHEELBASE, WHITE IN
COLOR, NEW BERGS 20' RED GRAIN BOX,
11R22.5 TIRES, 1,482,472 KMS,
STK#9D788493. -1261829                  $79,900

2008 MACK CXU613 
HIGHWAY TRACTOR

60" MID RISE SLEEPER, MACK ENG; MP8,
485 HP, 18 SPD TRANS; 4.11 RATIO, 209"
WHEELBASE, RED IN COLOR, 60" MID
RISE 1,145,895 KMS, STK#8N002571. -
1234700       

2012 KENWORTH T800 
FEED/GRAIN TRUCK

PACCAR ENG; MX, 430 HP, 10 SPD ULTRA-
SHIFT TRANS; 3.70 RATIO, 173" WHEEL-
BASE, WHITE IN COLOR, NEW 20' BLUE
LOADLINE GRAIN BOX, ELECTRIC WHITE
TARP, REMOTE CHUTE OPENER 540,517
KMS, STK#CJ311856. -1262784   $109,900

2014 KENWORTH T370 
STRAIGHT TRUCK W/FLAT DECK

PACCAR ENG; PX-7, 260 HP, 12K/22K
AXLE(S), 5.57 RATIO, REYCO 79KB SUSP;
236" WHEELBASE, WHITE IN COLOR, NEW
24' LOADLINE FLAT DECK, ALLISON
2500HS TRANS 219,716 KMS,
STK#EM965654. -1261828 $65,000

KENWORTH T660 
DAYCAB TRACTOR

PACCAR ENG; MX12.9, 455 HP, ULTRASHIFT
TRANS; 3.55 RATIO, AG380 SUSP; 202" WHEEL-
BASE, WHITE IN COLOR, 11R22.5 TIRES, ALU-
MINUM RIMS, 3 WAY LOCKS 931,720 KMS,
STK#CJ954482. -1262785                           $69,900

2012 KENWORTH T660 
DAYCAB TRACTOR

PACCAR ENG; MX, 455 HP, ULTRASHIFT
TRANS; 12K/40K AXLE(S), 3.55 RATIO, AG380
SUSP; 224" WHEELBASE, WHITE IN COLOR, 13
SPEED ULTRASHIFT, 12/40S WITH 3-WAY
LOCK, GRAY SPLENDOR INTERIOR, 980,000
KMS, STK#CJ954479. -1261825 $69,900

2014 KENWORTH T800 
DAYCAB TRACTOR

EXTENDED DAY CAB SLEEPER, PACCAR
ENG; MX-13, 500 HP, ULTRASHIFT TRANS;
20K/46K AXLE(S), 3.73 RATIO, AG460
SUSP; 209" WHEELBASE, BLACK IN
COLOR, 692,738 KMS, STK#EJ969733. -
1261806 $105,000

2013 KENWORTH T800 
HIGHWAY TRACTOR

72" ACDN SLEEPER, CUMMINS ENG; ISX15,
500 HP, 18 SPD TRANS; 13.2K/40K AXLE(S),
3.91 RATIO, AG400 SUSP; 228" WHEEL-
BASE, WHITE IN COLOR, 776,686 KMS,
STK#DJ957532. -1262237 $77,500

DOEPKER 53' SUPER 
B TRAIN FLAT DECK 

11R22.5 TIRES, 2 TOOL BOX DRIVER SIDE
LEAD/REAR, ALUM CHECKERPLATE
FENDER, STEEL WHITE POWDER COATED
RIMS, 30 STAGGERED WINCHS.
STK#J3037460. -1261911

2014 LODE KING 
SUPER B FLAT DECK

11R22.5 TIRES, STEEL WHEELS, 4 TOOL
BOXES, DUNNAGE RACK, WIDE LOAD
LIGHTS, STK#EJ056765. -1262437

2018 DOEPKER STEEL SUPER 
B TRAIN  HOPPER DUMP

TIREMAXX PRO TIRE INFALTION SYSTEM,
BLACK MINIMIZER POLY FENDERS,
11R22.5 TIRES, ALUMINUM RIMS. -1262773

2019 DOEPKER 45' LEGACY 
ALUMINUM 3 HOPPER TRIDEM

BULKER
GRAY WALLS, 11R22.5 TIRES, BLACK MIN-
IMIZER POLY FENDERS. NEW TRAILERS
ARRIVING DAILY WITH MANY OTHER OP-
TIONS. STK#2019. -1262774

2 

TO CHOOSE

FROM

3 

TO CHOOSE

FROM

2 TO
CHOOSE

FROM

5 TO
CHOOSE

FROM 19’ & 24’DECKS
2 DAYCABS 

/ 2 SLEEPERS

AVAILABLE

Manitoba Doepker Trailers Sales: Contact Brandon or Winnipeg Locations

Used Trucks

Manitoba Dealer
Permit # 0471



32 March 2018

&

Selling some iron? 
You’ve got options!

MODEL 386
(20) (10) 2013’s - $1,349/mo*
(12) (8) 2014’s - $1,640/mo*

MODEL 579
(6) (4) 2014’s - $2,031/mo*

(22) 2015’s - $1,860/mo**
(10) (6) 2016’s - $2,007/mo**

• GREAT SELECTION • LOW MILES • FUEL MILEAGE • RELIABILITY
• QUANTITIES LIMITED, BOOK YOURS TODAY!

All Lease Payments have No Down Payment, and include a 6 month Powertrain Warranty

*Plus taxes. Payment based on
48 Payments, 7.5% Interest Rate 

**Plus taxes. Payment based on
60 Payments, 7.5% Interest Rate www.peterbilt-truck.com

Call Brian Sarna
(204) 633-0071 Cell: (204) 295-3100

bsarna@peterbilt-truck.com 

1895 Brookside Blvd.
Winnipeg, Manitoba  R2R 2Y3

��
��

��

��

“GREASE FREE”
5TH WHEEL 

SLIP PLATES

CANADA’S #1 DISTRIBUTOR OF ONE-PIECE PLASTIC LINERSCANADA’S #1 DISTRIBUTOR OF ONE-PIECE PLASTIC LINERS

ASK FOR BRUCE SMITH

CALL 
(519) 977-4614

16’ WIDTHS
NOW 

AVAILABLE

DEALER/INSTALLER

INQUIRIES 

WELCOME

ORDER YOUR “FACTORY WELDED” UHMW DUMP LINER KIT TODAY! 
INSTALLATIONS AVAILABLE!

ONLY
$150.00 EA
CASH & CARRY

For Western Canada Sales and Installations Call Your Local Fort Garry Location 
or Call Bruce Smith @ 519-977-4614

“CUSTOMIZED TO SUIT YOUR NEEDS”
• UP TO 16’ WIDTHS • VARIOUS LENGTHS & THICKNESSES 

• TRIED & TESTED with GRAIN & GRAVEL
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Experience the Excellence of the

Visit us at the Mid-American Trucking Show
Booth# 32125 • March 22-24, 2018 • Louisville, KY

1-800-795-8454
www.MACtrailer.com

Every Dump that MAC manufactures has 

an engineering package developed to ensure 

that all trailers meet federal and state DOT 

requirements, complying with ALL Canadian 

SPIF and RTAC guidelines!

Only MAC can build you a trailer to conform 

to any geographical market requirement, meet 

your demands of the application and help you 

achieve your payload requirements while 

enhancing the operations profitability. 

Multi-Axle MAC Dump Line
Offered in Aluminum or Steel
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Whatever it takes to HAUL.ver it takes to Whatever it takes to ver it takes to HAUL.

2015 GU714 36” FT Vac Spec
MP8-505M Eng., 18 Sp., 20000 lb F/A, 

50000 lb R/A, 312” W/B, 
Stk: 013363 -532397

2018 CXU613 70” MR
MP8-505C Eng., mDRIVE-HD, 13200 lb F/A,

40000 lb R/A, 221” W/B, Stk: 024413
-1259017

2018 CXU613 Dump Truck
MP7-345C Eng., mDRIVE, 14600 lb F/A,

40000 lb R/A, 16’ NeuStar gravel box
Stk: 023216 -998672

2018 CHU613 70” MR
MP8-505C Eng., mDRIVE-HD, 

13200 lb F/A, 46000 lb R/A, 243” W/B, 
Stk: 023877 -1041484

2013 CHU613 Tank Truck
MP8-505C Eng., 18 Sp., 14600 lb F/A,

46000 lb R/A, 16000 L alum tank, Stk: 005829
-354182

2018 CHU613 48” FT
MP8-505C Eng., 18 Sp., 12000 lb F/A,
46000 lb R/A, 237” W/B, Stk: 023172

-1259009

2018 CHU613 Grain Truck
MP8-415C Eng., mDRIVE, 14600 lb F/A,

40000 lb R/A, 20’ NeuStar grain box,
Stk: 023809 -1041492

2015 GU714 Vac Truck
MP8-505M Eng., 18 Sp., ITI/Arctic series

DOT 4800 gallon aluminum vac tank, 
Stk: 013014 -354181

2018 CHU613 60” MR
MP8-505C Eng., mDRIVE, 13200 lb F/A,
40000 lb R/A, 237” W/B, Stk: 023895

-1041491

2015 GU714 Combo Vac Truck
MP8-505M Eng., 18 Sp., ITI/Arctic series DOT
4200, gallon stainless steel combo vac unit, 

Stk: 013016 -354184

WWW.NORTRUX.COM
EDMONTON: 

18110 – 118 Avenue, T5S 2G2 
GRANDE PRAIRIE: 

11401-96 Avenue, T8V 5M3
RED DEER: 

262 Burnt Park Drive, T4S 2L4

2018 GU813 - LONDON 13M, TRAILER MIXER
MACK MP7-425H, MDRIVE 13 SPD, FRONT AXLE: 14.6, REAR AXLE: S402R, 186” WB.

STK# 35787. -1032753

2018 MACK CHU613
MACK MP8-505C, MDRIVE 12 SPD, FRONT:

14.6, REAR: S440, 241” WB, 
56” FT. STK# 35700. -693655

2018 MACK TD713 – TITAN - TANDEM
MACK MP10-565C, RTLO20918B, FRONT AXLE:

20.0, REAR AXLE: RT46-164, 242” WB. 
STK# 35739. -1189286

2018 MACK GU813 - WITH 15’ BOX
MACK MP8-505M, MDRIVE 13 SPD., FRONT: 18,

REAR: S440, 210” WB,  
STK# 35737. -893642

2018 MACK CXU613
MACK MP8-445C, MDRIVE 12 SPD, 

FRONT AXLE: 13.2, REAR AXLE: S40, 
221” WB. STK# 35691. -693646

2017 MACK CXU613 
DAY CAB TRACTOR

MACK MP8-445E, MDRIVE 12 SPD.,
FRONT: 12.0, REAR: 40, 180” WB. 

STK# 35727. -716486 

A New Year! A New Mack!A New Year! A New Mack!

2018 MACK TD714 - TITAN - TRI-DRIVE
MACK MP10-555M, T318LR21, FRONT AXLE:

20.0, REAR AXLE: RZ52-166, 269” WB. 
STK# 35755 -1029885

Est. 1987

1.855.866.0841

File Photo
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IN STOCK INVENTORY

Mack Manitoba Ltd.
1-888-535-1792

MACK SALES & SERVICE OF MANITOBA LTD.

Winnipeg
385 Eagle Drive, Grp 200 R7C 1A9

Phone: 204-772-0316

Brandon
1874 1st Street Nor th, R7C-1A9

Phone: 204-727-2549

www.mackmanitoba.com   * PLUS LICENSE, REGISTRATION AND TAXES

2018 MACK CXU613 
HIGHWAY TRACTOR
445C ENG; 70"HR HP,
TMD12AF0 TRANS; 

12/40  AXLE(S), 3.36 RATIO,
MAXLITE SUSP; 

233" WHEELBASE,
STK#85933. -1093591

2012 MACK PINNACLE
CXU613

MACK ENG; 485 HP, OTHER
TRANS; TANDEM AXLE(S), 3.7
RATIO, AIR RIDE SUSP; WHITE

IN COLOR, 650,000 KMS,
STK#16009.  -482213 

$46,000

Mack Sales & Service 
of Nanaimo Ltd.
2213 McCullough Rd.

Nanaimo B.C. V9S 4M7
Toll Free 1-866-758-0185  

Contact: Brian Burgoyne cell 250-616-1233 
or Richard Mayer cell 250-616-1241

Langford Branch Office
2920 Amy Rd., 

Langford B.C. V9B 0B2

Ph: 778-426-0185  
Contact: Giovanni Aliperti 

cell 250-883-3059

2018 MACK GU713 GRANITE B.C. 
TANDEM TANDEM 
CONCRETE MIXER

MP7-425HP, MACK 14 SPEED AUTO,
DUAL 20,000 LBS FRONT AXLES, 

MERITOR RT46-164EH ON HEDRICKSON
HAULMAX, DUAL LOCKERS, LONDON 

BRIDGEMASTER (3) MIXER , 
(2) ARRIVING SOON! -455755

2018 MACK GU813 DUMP
MP8 – 505 HP, 14 SPEED

20,000 LBS FRONT AXLES 46,000 LBS REAR
PRIMAX AIR-RIDE, DELUXE INTERIOR

YOUR CHOICE OF DUMP BODY -1261994

2014 MACK CHU614 TRI-DRIVE 
DAYCAB TRACTOR

MACK ENG; 505 / 1850 FT LBS HP, 
AUTOMATIC TRANS; 14,600 / 69,000 AXLE(S), 3:73 RATIO,

TRI-DRIVE HENDRICKSON 69,000 AIR-RIDE SUSP; 260"
WHEELBASE, WHITE IN COLOR, IMMACULATE CONDITION,

SOLD AND SERVICED HERE WITH ALL
RECORDS 

AVAILABLE. MANY RECENT RE-
PAIRS INCLUDING NEW CY-

CLINER HEAD AND INJECTORS
JUST COMPLETED WITH NO

MILEAGE! MACK ENG AND EMISSIONS EX-
TENDED WARRANTY TO 805,000 KMS! NEW B.C. MVI CER-

TIFICATE! 751,000 KMS. -502396    $59,500

2018 MACK MULTICAT MC-15 
AGGREGATE SPREADER

SILVER IN COLOR, BAYLYNX MULTICAT MATERIAL
SPREADER, IN STOCK! MC-15 FOR

TANDEM CHASSIS AVAILABLE TO BE INSTALLED
ON YOUR CHASSIS! DELUXE OPTIONS 

INCLUDING RADIO REMOTE CONTROLS. 
CALL FOR DETAILS! 
STK#MC-15. -85385

ALSO: 2017 MACK CXU613 
SUPER B SPEC SLEEPER TRACTORS
505HP, 12SPD MDRIVE, 46,000LB MERITOR 

REAR AXLES W/FULL LOCKERS. DELUXE LOADED 
INTERIORS WITH ALL OPTIONS.  -1207688  

2017 MACK CXU613
HIGHWAY TRACTOR
60" MID-RISE SLEEPER,

MACK ENG; 505 HP, 
AUTOSHIFT TRANS;

46,000 LBS AXLE(S),
AIR RIDE SUSP; 

SILVER IN COLOR. 

CALL FOR
PRICING AND

FURTHER 
DETAILS

2018 MACK CXU613 
HEAVY-HAUL DAYCAB

MACK ENG; 445 HP, 
AUTOMATIC TRANS; 
SILVER IN COLOR,
STK#JM087611.

-1262862
$152,600

2008 MACK CXU613 
HIGHWAY TRACTOR

70" MR SLEEPER, 485 HP, 
10 SPD AUTO TRANS; 12/40

AXLE(S), 3.55 RATIO, AIR
RIDE  SUSP; 233" WHEEL-

BASE, LOADED, NEW
SAFETY, THERMOKING UNIT, 

DUAL EXHAUST,
STK#17001. -797451
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1-888-995-2459

NEW EXTENDED WARRANTY COVERAGE AVAILABLE
Engine,Trans, Diff. Turbo, Inj, DPF, EGR and more!

Up to 24 months/400,000 km’s

Financing
Available

2010 HINO 258 LP 
REFRIGERATED TRUCK

AUTOMATIC TRANS; CARRIER SUPRA 750
REEFER, 20 FT BODY. 154,062 KMS,

STK#623815. -1261807 
VANCOUVER

INTERNATIONAL  
STRAIGHT TRUCK W/VAN

AUTOMATIC TRANS; 26’ WITH PTG AND
RAMP, INCLUDES 2 YEAR ENG AND 

AFTERTREATMENT WARRANTY,
STK#628984. -1261809

CALGARY

FREIGHTLINER  
HIGHWAY TRACTOR

DETROIT ENG; DD15, 505 HP, 10 SPD AUTO.
TRANS; 228" WHEELBASE, CLEAN LEASE
RETURN, EXTENDED WARRANTY AVAIL-

ABLE. 944,716 KMS, STK#456687. -1261810
CALGARY

2012 CHEVROLET SILVERADO 
PICKUP TRUCK

GAS ENG; V8, AUTOMATIC TRANS; WORK
TRUCK, 8’ BED, LOW KMS, LEASE RETURN.

85,000 KMS, STK#496059. -1262482
LONDON

2011 INTERNATIONAL 4300LP 
STRAIGHT TRUCK W/VAN

INTERNATIONAL ENG; 230 HP, 5 SPD
TRANS; 287" WHEELBASE, 16’ BOX,  

CLEAN LEASE RETURN INCLUDES 2 YEAR
ENG & AFTERTREATMENT WARRANTY.
230,199 KMS, STK#430650. -609848

CALGARY

$49,378 $34,972

MANY TO
CHOOSE

$45,606 $15,221 $19,999

LEASE
RETURN LOW KMS

Alberta - Calgary
4535 8A Street NE

B.C. - Surrey
9697 - 190th Street

(Melanie Park)

Canada’s Largest Inventory of Heavy
Trucks and Trailers

Free
Web Basic

• 50 words on Truck&Trailer.ca

$49 
Web Spotlight

• 50 words on Truck&Trailer.ca
• Up to 20 web pics

$79
Magazine & Web

Basic
• 50 words on Truck&Trailer.ca
• Up to 20 web pics
• 50 words in Truck&Trailer    
magazine

$99
Magazine & Web

Spotlight
• 50 words on Truck&Trailer.ca
• Up to 20 web pics
• 50 words and B&W pic in

Truck&Trailer magazine

$149
Magazine & Web
Color Spotlight

• 50 words on Truck&Trailer.ca
• Up to 20 web pics
• 50 words and color pic in

Truck&Trailer magazine

$179
Magazine & Web 

Premium
• 50 words on Truck&Trailer.ca        
• Up to 20 web pics
• 50 words and color pic in
Truck&Trailer magazine
• 50 words and color pic in

Western Buy & Sell    (extra
20,000 copies)

For more information call 
416-614-2200 Fax: 416-614-8861 

info@truckandtrailer.ca
info@equipmentfinder.com 

BEST
VALUE

BUY, SELL
or TRADE

2016 WESTERN STAR 
4900 T.S. GLIDER 
LOGGING TRUCK

DETROIT ENG; REMAN 
500 HP, 18 SPD TRANS; 
4 AXLE(S), CHALMERS
SUSP; RED IN COLOR, 
88,000 KMS. -1262102

$235,000
CONTACT BRIAN HAHN 

@  (519) 654-6099 
(CAMBRIDGE, ON)

Looking to buy a truck or trailer online?

LOOK NO FURTHER
We’ve got the largest database of heavy trucks 

and trailers for Sale in Canada

info@truckandtrailer.ca        www.truckandtrailer.ca

Follow us on:

MORE MODELS AVAILABLE:



March 2018 37

Selling some iron? 
You’ve got options!

&
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Technical information www.airtab.com
To purchase 262-394-5752 or www.buyairtab.com

Using Airtabs™ will add stability 
to your tractor and/or trailer…

... improve tractor 
and trailer handling 
in crosswinds 
and improve your 
mirror visibility 
in wet conditions.

Loadshare® Air Helper Springs

ADDITIONAL BENEFITS

for more information contact:
Canadian Loadshare®

79 Bessemer Road, Unit 15, London, Ontario, Canada N6E 1P9

Tel: (519) 649-7420 Fax: (519) 649-7421

IDEAL APPL ICAT IONS INCLUDE

www.canadianloadshare.com

for Trucks & Trailers

USA Inquiries - www.fsip.com

Maximizes weight transfer directly 
from chassis to front axle. (up to 8,000 lbs.) 

“Distributor 

Inquiries 

Welcome”

• maintains correct steering geometry
• improve ride quality in both conventional

and cabover trucks
• adjust to varying load requirements or road conditions

with the help of convenient in-cab controls

• refuse compactors
• utility trucks

• snowplows/wing plows
• buses

• concrete mixers
• dump trucks

• lift axle equipped trucks
• highway tractors

• maintain proper ride height
• increase vehicle stability
• improve handling and steering
• reduce leaf spring wear and drive train 

maintenance

www.combineworld.com

1-800-667-4515
20 min E of Saskatoon, SK on Hwy. 16

TRADES WELCOME

2005 Sterling L9500 
T/A Dump Truck

Cat C15, 10 speed Eaton, 
15' gravel box, current SK safety. 

-1262056
$34,800

1994 Western Star 4964F
Crane truck, 584,000 Km, T/A, 

Cat 3406, Eaton 18 spd, 
Ferrari 8300 Kg crane, 

current SK safety. -1262058

$19,800

2008 Walinga Live Bottom
Tridem Trailer

107,493 Km, aluminum, 
12 compartment, hyd control, 
very good condition. -1262749

$44,800

1986 Bedard 18,000L 
Pup Trailer

28' long, T/A, air brakes, insulated,
good water hauler. Max payload:

25,673 lbs. -1262750

$6,900

Follow us on:

®

info@truckandtrailer.ca
www.truckandtrailer.ca

Follow uus

Search Online FAST
Thousands of new & used trucks and trailers 

can be found quickly online!

NEW 
HYUNDAI DRY VANS 
AND REEFERS -198645

TOLL FREE: 1-800-661-5960 
Visit us at www.kingpintrailers.ca

Semi Trailer Sales & Service
Edmonton

Ross Sloat - 780-266-1096

Tom Procinsky - 780-446-8810

Wayne Schneider - 780-512-5480

Calgary 

Dave Hull - 403-801-5642

Saskatchewan

Ron Gurski - 306-230-6688

Manitoba
Dave Hull - 204-230-5749
British Columbia

Sunny Kular - 604-715-1534
Wes Schneider - 604-360-9051

NEW 
NEW FLAT DECKS,

STEP DECKS, 
PNEUMATIC TANKS

AND DUMP TRAILERS
NOW IN STOCK
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Your #1 Choice for Flexible
Financing Options

Choose the vehicle that’s 
right for Your Business and

let Riordan customize a 
Lease to Own Program

• Trucks
• Trailers

• Equipment
• New or Used

RIORDAN LEASING INC
1-800-572-0562 or (519) 579-8193

1158 King St. E., Kitchener, ON N2G 2N4

RIORDAN LEASING INC
1-800-572-0562 or (519) 579-8193

1158 King St. E., Kitchener, ON N2G 2N4
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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

Conditions apply   Available in all Ocean Trailer locations today!

36 month 
Long Term Rental 

$1,400
Canadian per month On Approved Credit

36 month 
Long Term Rental 

$1,400
Canadian per month On Approved Credit

2018 and 2019 
Utility 3000R Reefers
36 month term $1,400.00

Canadian dollars per month 
On Approved Credit

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

NEW



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



FICTION

Brought to you by the editors of Newcom Trucking  
Group, in partnership with Imperial Oil Limited
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Mark Dalton: Owner-Operator

By Edo Van Belkom

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 stron-

ger. 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 sec-

tions but every once in a while there would be a 

hill, or downward 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 driving 

through it until the storm abated or he reached 

his destination. To be honest, it was better that 

he’d actually made a decision. If he hadn’t, he 

would have been like the driver he could see up 

ahead who was foundering 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 someone 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-cov-

ered highway he could see that the driver was 

simply trying to coax his truck out of a snow-

bank by rocking it back and forth…with no luck. 

The drive wheels were just spinning 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 amazement. 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 driv-

er’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 accelerator. Amazingly, 

he continued inching 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!’” TW

Mark Dalton returns next month in the conclusion 

of The Chain’s in Command.
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Command 
– Part 3 – 
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EQUIPMENT

LAS VEGAS, NEVADA

Navistar International has 

expanded its line of HV voca-

tional trucks, and introduced 

additional warranty coverage for 

its A26 engine. 

The company introduced at 

World of Concrete new HV507 and 

HV607 models. The trucks feature 

a shorter 107-inch BBC configu-

ration. 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 American Commercial 

Vehicle Show in Atlanta last fall.

“They really complete this tran-

sition we have from our current 

WorkStar products to the current 

HV series,” said Mark Stasell, 

vice-president 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 cover-

age,” explained Stasell. 

The Vocational Confidence 

Warranty Package covers the 

powertrain, 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 custom-

ers 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 neces-

sary. 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 

nearest required parts, and expe-

dites 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. TW

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.

LAS VEGAS, NEVADA 

Demand for construction trucks should remain steady 

in 2018, but they’ll represent a smaller percentage 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 pointing in the right direc-

tion,” Randall said, listing housing starts, construction, 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 probably 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 Mexico, 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 number 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 showcased at World of Concrete. Tim Wrinkle, 

construction product manager, said the new interior is 

driver-focused to help fleets manage driver recruitment 

and retention.

“We interviewed thousands of drivers, got their feed-

back, listened, and put it into the design,” he explained. 

Mack also announced its mDrive HD is now the most 

popular transmission 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 drive-

line and is popular on concrete pumpers, vacuum trucks, 

and in other applications requiring high-pressure liquid 

transfer. The new feature is standard on all new mDrive 

HD transmissions, but needs to be activated by a dealer or 

body builder. TW

Construction truck market to remain  
strong in 2018: Mack

We’d like to hear it. 
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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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OKOTOKS, ALBERTA

Mullen Group has announced 

the acquisition of DWS Logistics, 

expanding its third-party logistics 

and warehousing services.

DWS is based in Mississauga, 

Ont., with distribution centers in 

the Greater Toronto Area and the 

Lower Mainland of B.C. Its services 

include warehousing, distribution, 

order fulfilment, cross-docking, 

and transloading, supported by an 

inventory management system. It 

boasts more than 500,000 sq.-ft. 

of warehousing space, includ-

ing four distribution centers in 

Mississauga, Ont., with a focus on 

the consumer products sector.

The company will operate 

as a standalone entity within 

Mullen Group’s trucking/logistics 

segment.

“We are very pleased to 

announce the acquisition of DWS 

as it marks our first step into the 

VAWD (value-added warehous-

ing and distribution) industry. The 

VAWD services that DWS provides 

are a natural extension to our 

trucking/logistics segment partic-

ularly since DWS’ service focus is 

on the consumer products sector 

which is a sector that is closely 

correlated to our regional less-

than-truckload operations,” said 

Richard Maloney, senior vice-pres-

ident, Mullen Group.

Greg Miller, a former owner of 

DWS, will serve as the unit’s leader 

and president, Mullen Group 

announced.

“We expect that DWS will be of 

immediate benefit by leveraging 

our trucking/logistics network to 

provide more delivery options to 

their customers while providing a 

VAWD solution to our other busi-

ness units’ customers,” Maloney 

said.

DWS is expected to add $15 

million in annual revenue to the 

company. TW

Mullen Group buys DWS Logistics
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Saskatchewan reverses Alberta licence plate ban
REGINA SASKATCHEWAN

The Government of Saskatchewan 

has backtracked on a December 

announcement banning vehicles 

with Alberta licence plates from  

government construction sites in  

its province.

The provincial government ended 

the policy Jan. 22, saying the move 

was in response to a free-trade issue 

regarding Alberta micro-brewers 

and tax and subsidy changes for 

Alberta’s craft brewers.

On Dec. 6, Saskatchewan 

Highways and Infrastructure 

Minister David Marit said the 

Alberta plate ban was due to a similar 

policy on Saskatchewan plates on 

Government of Alberta job sites.

“Saskatchewan operators feel 

forced to register their vehicles in 

Alberta if they want to do busi-

ness there,” Marit said this past 

December. “Today’s announcement 

just levels the playing field.”

Ron Glen, CEO of the Alberta 

Roadbuilders and Heavy 

Construction Association, said fol-

lowing the announcement that the 

policy would be problematic for the 

industry.

The Province of Alberta ques-

tioned Saskatchewan’s ban on 

Alberta plates on government 

construction sites, saying it vio-

lated free trade rules as stated in 

the New West Partnership Trade 

Agreement. TW
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By Derek Clouthier

RIVERVALE, BRITISH COLUMBIA

Nestled along the Columbia River 

in B.C.’s West Kootenay region is 

a small family operation that you 

could say prides itself on being a 

big fish in a little pond.

Launched Jan. 6, 1946 by long-

time truck driver Beverly Benson, 

the company has seen a lot of 

change over the years.

Today, Benson Oil is run by 

Albert Benson Jr., and the company 

is thriving thanks to his new 

approach to business.

“I think inside the box, he thinks 

outside the box,” said Albert Sr. 

of his son. “He’s far more willing 

to boldly charge into something, 

where I might just think about it.”

One thing Albert Sr. has thought 

a lot about over the years is his 

family business, and talking about 

the company’s history brings an 

obvious pride to his face.

He was eight weeks old when his 

father Beverly took a chance on the 

business. Beverly had been hauling 

freight between Trail, B.C. and 

Nelson, B.C. for about nine years 

when the opportunity to purchase 

the company became available.

Shell Oil Company of California 

had bought out Union 76 around 

that time, wanting to get into  

the business in the Grand Forks, 

B.C. region.

Albert Sr.’s father became an 

agent for Shell of British Columbia 

and had a pair of small retail 

outlets in the area.

People were turning to furnace 

oil, the logging industry was doing 

well, and the population grew in 

the region, as did area industries.

“There was more of everything 

and those were pretty heady times, 

especially in the 50s after the war,” 

said Albert Sr.

The company approached its 

first challenge in 1968 when Albert 

Sr. was planning to return to uni-

versity but ended up staying to help 

out with the family business after 

his father suffered a stroke.

An only child with feelings of 

responsibility washing over him, 

Albert Sr. took over the company, 

which continued to grow during 

the impending years.

“I was young, eager, and aggres-

sive, and not afraid,” he said. “I 

probably should have been.”

Much like the situation that saw 

Albert Sr. enter the family business, 

Albert Jr. experienced something 

similar when his father had a heart 

attack in 2007.

Albert Jr. began to take over the 

day-to-day operations of Benson 

Oil around that time, just when 

things were starting to transition 

for the company.

“There were some changes in 

our relationship with Shell,” Albert 

Sr. said of the time his son stepped 

into the leadership role. “They sold 

out their marketing in Canada to 

Bluewave and this plant was one 

they didn’t want to keep.”

Contracted to haul for Shell 

until 2009, it was announced that 

Shell was going to tear down the 

plant. Selling lubricants at the time, 

Benson Oil stayed on the site, paying 

Shell rent, until Albert Jr.’s hunger to 

diversify the company settled in, and 

he and his father did just that.

Purchasing the site from Shell, 

BA Benson and Son Ltd. began 

operating as an independent sup-

plier of fuel and lubricants and is 

now a supplier of diesel, heating oil, 

gasoline, aviation fuels, and multi-

brand lubricants.

“He’s the one who has taken it 

to the next step,” Albert Sr. said of 

his son. “We’re truly independent. 

We can buy fuel or anything from 

anybody we want.”

Becoming independent and no 

longer being under Shell’s umbrella 

was both thrilling and eye-opening 

for the Bensons.

“It’s so much of a humbling expe-

rience because you really look and 

see just how small you are in the 

scheme of things,” said Albert Sr. 

“We’re a big fish in a small pond 

around here, but in the scheme of 

things, we’re a drop in the bucket.”

The company hauls its own 

fuel with two trucks going back 

and forth from Kamloops, B.C. 

As Albert Jr. has expanded the 

company, they have also had to 

contract outside carriers to handle 

demand.

Benson Oil has three tankers, 

two pups, and two body-job lube 

trucks in its fleet, having added to 

it in 2012 and just this year.

Though he has seen the fruits 

of his labor bring the company 

success over the past few years, 

Albert Jr. did not always see himself 

in his father’s shoes, but somehow 

he knew they’d fit.

“I think every kid in a small 

town, as they’re growing up, envi-

sion getting out,” said Albert Jr. 

“But the more I was away the more 

I envisioned coming back. I was 

never really pushed into it. I think 

for a long time, it was ‘keep the kid 

as far away from trucks possible.’”

Albert Jr. admits that he’s been 

the beneficiary of the work his 

father did over the years to grow 

the family business and develop 

quality, lasting relationships.

But Albert Sr. doesn’t let his  

son get away with not receiving 

any of the accolades for Benson 

Oil’s success.

“You have to remember, espe-

cially in the world today, that 

you can’t live on your reputation 

forever. You have to be able to come 

through.

“He’s the next generation of 

innovation,” Albert Sr. said of his 

son. “He’ll try things out. We have 

more gizmos around here that 

actually work.”

Albert Sr. said he calls his son 

every day to see how things are 

going with the business, and his 

wife, now 70 years old, still comes 

to work every day “because she 

wants to.”

And being a small fish really 

doesn’t bother this family.

“We don’t have to be the biggest,” 

said Albert Sr., “we just have to be 

the best.” TW

Fuel and lubricant company thinking outside the box

THE LAST WORD

Derek Clouthier can be reached 

by phone at (403) 969-1506 or by 

e-mail at derek@newcom.ca. You 

can also follow him on Twitter at  

@DerekClouthier.

Take control of the  
miles ahead with  
these long-lasting  
BFGoodrich® tires

 

Take control today at BFGoodrichTruckTires.com

Albert Benson Sr. and Albert Benson Jr. have two different ways of approaching 
business management, and both have been effective.
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