
By James Menzies

NOTRE-DAME-DU-NORD, QUEBEC

Spectators came from as far away as Japan to witness 
the spectacle that is Rodeo du Camion in this north-
western Quebec town Aug. 2-5. The main attraction is 
the truck racing, which sees bobtails and fully-laden 
B-Trains loaded to 62,500 kgs drag racing up a public 
street with a 12% grade, as thousands of spectators line 
both sides of the track.

Black smoke billows out of the gleaming stacks, the 
diesel engines roar, and the fans roar back in apprecia-
tion over and over again during the course of the one-
of-a-kind event. Some drivers put as much as $500,000 
into prepping their rigs for the races, while others with 
more modest pocketbooks compete in the stock cate-
gory, which limits modifications.

But the real badass trucks put out 2,500-plus horse-
power and repeatedly brought the fans to their feet. 

“The driver makes a difference, and after that it’s the 
wallet,” admits Michel Denomme, who competed in the 
stock class, finishing fourth in the bobtail category. He 

owns 15-truck fleet MD Transport and has been racing 
at Rodeo du Camion for more than 20 years. He figures 
he has spent about $10,000 getting his truck race-ready, 
despite the limitations placed on the category.

“And if you break down, it costs more money,” he said. 
His race truck is powered by a 550 Cat twin turbo engine 
putting out about 1,000 hp. It has an 18-speed transmis-
sion, 46,000-lb rear ends, and a 4.10 gear ratio. 

Racing legend Nicolas Gagnon and his Coga Racing 
team topped the A Class, representing the fastest trucks, 
in both bobtail and loaded categories. His truck is powered 
by a Cat C18 engine with 2,000 hp “and a lot of torque,” he 
told Truck News.  He had won his first two heats when we 
caught up with him and was feeling confident. 

“I’m happy,” he said, and for good reason, as he went 
on to take the top prizes. 

For many, truck racing and the Rodeo are family tra-
ditions. Robert Kurtz raced the 1968 Kenworth that his 
father Brent won with in 2001. He is the grandson of 
Brian Kurtz, who founded Brian Kurtz Trucking.

“Dad’s pretty excited for it to come out again,” the 
younger Kurtz said. He’s been racing for about four 
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Some of the fastest race rigs bring their horsepower to Rodeo du Camion

P
M

4
0

0
6

3
1

7
0

July truck orders set a new all-time 
high at 52,250 units, truckers are 
operating at full capacity, and there 
is no relief in sight for shippers. 

FTR reports July Class 8 truck 
orders surpassed the previous all-
time best month of March 2006. 
The success was widespread, with 
most OEMs achieving elevated lev-
els, FTR reported. Orders were up 
25% month-over-month and 187% 
year-over-year. Five of the highest 
12 order months in history have 
occurred in the first seven months of 
this year, with orders over the past 12 
months totaling a whopping 445,000 
units.

FTR says fleets are “desperate” to 
get new trucks, but supply is lim-
ited. This is causing fleets to place 
large orders in hopes of securing 
future deliveries in the face of a cur-
rent truck shortage. Manufacturers, 
according to FTR, are struggling to 
keep pace with demand as some 
parts and components suppliers 
haven’t been able to produce and 
deliver on time.
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Shipper Sense
Mirroring the economy, Canadian shippers are typically small to medium-sized companies. Yet given 

the geographic vastness of the Canadian market and the need to access the massive US market, 

transportation is a considerable portion of their spend. Almost half of Canadian shippers have supply 

chain budgets over $1 million and almost 40% of shippers are spending more than half of that on 

transportation. More than two thirds are spending over $100,000 annually on truck transport. 

How Canadian shippers spend their supply chain money
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Predicting future crashes
When it comes to a driver’s likelihood of being involved in a crash, you can predict the future

Editorial
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James Menzies can be reached 

by phone at (416) 510-6896 or by 

e-mail at james@newcom.ca. 

You can also follow him on Twitter 

@JamesMenzies.

What if you could predict which 
drivers in your fleet are the most 
likely to be involved in a crash? You 
could intervene with them ahead of 
time, address risky behaviors, offer 
remedial training, and potentially 
prevent that crash from occurring. 
That would be a pretty powerful 
tool, and it’s actually not at all far-
fetched or unattainable.

The American Transportation 
Research Institute (ATRI) recently 
updated its Predicting Truck Crash 

Involvement report. The crash pre-
dictor report aims to predict future 
crash involvement based on histor-
ical data. The 62-page report offers 
a comprehensive look at the driver 
behaviors that are the leading indi-
cators of a driver’s likelihood of 
future crash involvement.

Did you know a driver who has 
committed a reckless driving 
violation is 114% more likely to 
be involved in a crash than one 
without such a violation? Failure 
to yield the right of way violations 
also more than doubled the likeli-
hood of the driver being involved 
in a crash.

Eight other violations had a sig-
nificant relationship with future 
crash likelihood, including: fail-
ure to keep in proper lane; failure 
to use signal; involvement in a past 
crash; improper lane violations; 

reckless/careless/inattentive/neg-
ligent driving; improper or erratic 
lane change; and hours-of-service 
violations. 

Surprisingly, speeding violations 
were well down the list, with drivers 
convicted of speeding increasing 
their likelihood of being involved 
in a crash by just 45%.

Another interesting finding was 
that female drivers were less likely 
to engage in risky driving behav-
iors than males; this was consistent 

across all statistically significant 
behaviors. But women accounted 
for just 2.45% of all drivers included 
in the study. Age also played a role 
in a driver’s likelihood to engage in 
risky behavior.

The entire report is chock full 
of interesting data, which can – 
and should – be used by f leets to 
refine their hiring and training 
protocols. Commercial vehicle 
enforcement agencies are already  
using the data to modify their 

enforcement policies, according 
to the report.

“Members of the commer-
cial motor vehicle enforcement 
community interviewed for this 
analysis stated that their agency 
has shifted focus toward those 
driver behaviors with a stronger  
relationship to crash risk,” the 
report reads. 

While the crash predictor report 
draws on data from the U.S., I think 
it’s safe to say driver behaviors 
between U.S. and Canadian drivers 
do not differ drastically. A total of 
439,260 drivers were included in the 
study, so the sample size is also sig-
nificant. The full report can be down-
loaded from www.atri-online.org. TN
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Unreserved public  
equipment auctions

27,955+ items in 65+ auctions including

1 of 4 – 2015 International ProStar+ | Toronto

2016 Kenworth T680 | Toronto

4 of 17 – 2012 Freightliner CA125 | Montreal

2017 Great Dane 53 Ft | Montreal

2009 Kenworth T800 – Low kms | Montreal

1 of 4 – Unused – 2019 Western Star 4700SF | Montreal

  See complete listings at  rbauction.com   
Like us for news, video & photos 
facebook.com/RitchieBros

Edmonton, AB Sep 4–6
Winnipeg, MB Sep 11
Truro, NS Sep 12
Montreal, QC Sep 18–19
Toronto, ON Sep 25–26

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

Fast, flexible financing available – up to 100%, $0 down*

Auctioneer Chad M. Johnson # 17668, Auction Company Bond #0470724, Auctioneer Trevor J. Moravec Bond # 0466225, Auction Firm # 2008000166, Auctioneer Kevin L. 
Perry # 2002000227, Auction Company License # 1981, Motor Vehicle Dealer License #1539 | *OAC. Terms & conditions apply. See rbauction.com/financing.

Business

Earning the CCLP® designation is easily the single best thing  
you can do to boost your career prospects. It can set you up for  
better pay, more advancement opportunities, and a range of 
management pathways and options across the sector. Plus, you’ll 
develop and demonstrate cross-functional capabilities that can 
deliver better business results—and more personal job protection. 
Depending on your background, your CCLP designation  

 

www.citt.ca • 416.363.5696 

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

Your best choice for 
complete career-long 

 
in supply chain logistics 

“The supply chain issues began 
around March. OEMs started falling 
behind in deliveries to fleets in April. 
Deliveries did improve a bit in June, 
but most OEMs are still operating in 
catch-up mode,” said Don Ake, FTR 
vice-president of commercial vehi-
cles. “It is uncertain when suppli-
ers will be able to improve delivery 
times and for OEMs to ship all orders 
on time. Realistically it may take up 
to a year for everyone to catch up.”

It’s an unusual situation, Ake 
explained, with fleets placing large 
orders to secure their spots in line 
for future deliveries.

“This is a unique situation where 
strong demand is meeting limited 
supply,” he said. “Prices can’t rise 
enough to alleviate the situation. 
Therefore, the market is respond-
ing by placing an immense number 
of orders into the backlog. Fleets are 
reserving places in line, so they can 
get the maximum number of trucks 
in the future. It is a bizarre occur-
rence and it will not be resolved 
soon. Conditions may be abnormal, 
but they are abnormally good.”

Trailer orders, however, declined 
for the sixth straight month in June, 
in line with an expected summer 
slowdown.

There were 18,600 units ordered 
in June, with orders totaling 335,000 
units over the past 12 months, 
according to FTR.

The market traditionally slows in 
the summer months.

“You can expect order rates to 
remain subdued for a couple of 
months,” said Ake. “Fleets should 
begin placing substantial orders 
for 2019 beginning in September, a 
month earlier than normal, because 
production next year is expected to 
be hefty once again. The economy is 
healthy, freight growth is sturdy, and 
sales remain strong. The market is 
performing according to traditional 
trends, albeit at record-setting levels.”

Truck and trailer orders are strong 
in part because the trucking indus-

Record orders
Continued from page 1

“Aside from any 
major negative 
impacts due to 
trade relations, 
which is difficult 
to forecast at 
this stage, freight 
demand should lead 
to even stronger 
trucking conditions 
in the near term.”
– Avery Vise, FTR
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try in the U.S. is operating at full 
capacity, according to the latest FTR 
Trucking Conditions Index. 

A May index reading of 11.4 
reflected full capacity utilization, 
and FTR projects trucking con-
ditions to improve further as the 
freight season enters its peak.

Total truckload rates are forecast 
to be up an estimated 13% this year, 
according to FTR. However, it projects 
trucking conditions to moderate in 
2019 as more capacity comes on line. 
Even so, trucking conditions will still 
outpace recent years, FTR indicates.

“Key indicators of freight demand 
such as manufacturing and con-
struction remain strong,” said FTR 
vice-president of trucking research, 
Avery Vise. “Aside from any major 
negative impacts due to trade rela-
tions, which is difficult to forecast 
at this stage, freight demand should 
lead to even stronger trucking condi-
tions in the near term. On the other 
hand, despite aggressive recruiting, 
a very tight labor market has allowed 
trucking companies to add only 
modestly to the driver force, keeping 
the industry at full active utilization. 
Therefore, two critical external fac-
tors in coming months will be trade 
and the labor market. Another factor 
will be the fuel environment as the 
direction of diesel and crude prices 
is unclear. Fuel pricing has risen a 
couple of times recently only to mod-
erate slightly each time.”

Shippers shouldn’t expect to see 
relief any time soon, FTR noted, 
pointing to its Shippers Conditions 
Index, which in May remained sol-
idly in negative territory. The -12.3 
reading follows on the -13.4 read-
ing seen in April, which reflected 
the worst conditions shippers have 
ever experienced. 

“Shippers are in an extended 
period of difficult conditions because 
of a tight truck market and sub-par 
rail service. While conditions are 
expected to stabilize, there is unlikely 
to be a significant improvement for 
shippers before the end of the year,” 
said Todd Tranausky, senior transpor-
tation analyst.

Here in Canada, the spot mar-
ket remained red hot. Canadian 
spot market load volumes through 
the first half of 2018 were up 43% 
over the same six months in 2017, 
according to TransCore Link Logis-
tics’ Freight Index.

They were also 33% stronger than 
the second half of 2017, reflecting his-
torically high load volumes, which is 
also attracting more capacity.

TransCore reports Q2 load vol-
umes were 18% lower than the 
record-breaking first quarter, but up 
24% compared to the second quarter 
of 2017. The index was flat in June, 
but 12% higher than in June 2017.

Load volumes in the second quar-
ter were the second highest ever 
recorded by Loadlink, behind only 
Q1 2018. Load volumes remained 
flat through the second quarter, but 
truck postings surged, returning to 
levels last seen in 2017.

Capacity increased 35% in the sec-
ond quarter, compared to Q1. The 
truck-to-load ratio decreased slightly 
in June, with 1.45 trucks posted per 
load. Capacity remains tighter than 
it was a year ago, when 1.75 trucks 
were available for every load.

And in the U.S., for-hire truck ton-
nage dipped 0.4% in June, but is up 

7.8% year-over-year. 
The American Trucking Associa-

tions (ATA) reported the y-o-y gain 
was higher than the 7.4% rise in May. 
Year-to-date, tonnage is up 7.9%, far 
outpacing the annual gain of 3.8% 
seen in 2017.

“In the second quarter, we saw 
the tonnage index jump 1.8% from 

the previous quarter and 8.4% from 
a year earlier,” said ATA chief econ-
omist Bob Costello. “This robust 
growth fits with what is likely to be 
a very strong GDP reading for the 
second quarter. I expect the growth 
in tonnage to moderate, but remain 
at very high levels in the months 
ahead.” TN
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24/7 customer response 
doesn’t mean a thing 

 until you’re broken down at 2am.

When your trailer is down, your business is down. That’s why some 
of Canada’s largest companies count on us for all their trailer rental, 
leasing and maintenance needs. With nationwide locations and an 
exceptional 24/7 customer response service anywhere in North 
America, we’re always there to answer your call. 

Call us at 1-855-ROAD-RPR (762-3777) or visit trailcon.com
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Anatomy of a private fleet
Joint U.S./Canada benchmarking study offers insights into private fleets

By James Menzies

NIAGARA FALLS, ONTARIO

Why are we here? Without getting 
overly philosophical, that’s the ques-
tion private fleet managers need to 
constantly ask themselves, accord-
ing to Tom Moore, senior vice-pres-
ident of the National Private Truck 
Council (NPTC).

Moore was sharing findings of the 
second annual private fleet bench-
marking survey, which was re- 
introduced in 2017 to compare pri-
vate fleet practices in the U.S. and 
Canada. His presentation was held 
during the Private Motor Truck 
Council of Canada’s annual con-
ference June 14. Part of the survey 
involved asking U.S. private fleets 
why they exist. 

“The number one reason private 
fleets exist is customer service,” 
Moore said of their response, with 
cost being the second biggest rea-
son, and control the third. 

But when looking at the larg-
est challenges facing private fleets 
today, the ability to find drivers 
emerged as the top issue in both the 
U.S. and Canada. 

“Compared to last year, driv-
ers are a much bigger issue in the 
States right now,” Moore said. Cost 
was a bigger issue in the U.S. than 
in Canada, while equipment and 
maintenance combined to become 
the second biggest concern facing 
Canadian private fleets. 

Customer service is also a 
high-ranking concern for private 
fleet managers in both countries, 
and how that is being measured 
is evolving. Moore noted on-time 
deliveries are being tracked by two-
thirds of respondents, with customer 
comments monitored by 80% – an 
increase from last year’s survey. 

“The customer is going to define 
what’s right in their mind and cre-
ate the standards by which you are 
measured,” Moore noted. 

He also noticed an increase in 
those private fleets monitoring their 
fill rate. 

Profile of a private fleet

The benchmarking survey also 
painted a picture of the private fleet 
in the U.S. and Canada. The aver-
age fleet operates 61.5 power units, 
up from 48 last year. The median  

f leet size was 43 power units, com-
pared to 33 last year. The trailer to 
tractor ratio was 2.15 trailers for  
every tractor.

Sixty-seven per cent of respond-
ing fleets also reported operating 
medium-duty trucks, with the entire 
truck population comprised of 69% 
heavy-duty power units and 31% 
medium-duty. 

Canadian fleets are more likely to 
lease their trucks, with half of Cana-
dian private fleets leasing the major-
ity of their equipment compared to 
19% in the U.S. who do so. In Can-
ada, 61% of those leases include full 
maintenance services. 

Heavy-duty private fleets in Can-
ada averaged 98,998 kilometers last 
year, up 3.3% from the prior year. 
Their American counterparts ran 
96,000 kilometers, down 2%.

Nearly 70% of private fleets uti-
lized their own equipment to deliver 
outbound loads, with third-party 
carriers and rail being used for  
the remainder. 

“That’s where we’ve been in the 
States for years, and that’s a good 
place to be,” Moore said. About 60% 
of those outbound shipments went 

directly to retail locations, with 22% 
going to distribution centers and 
20% being interplant moves. The 
average retail delivery involved 7.87 
stops. 

But while private fleets are moving 
the majority of their own outbound 
loads, inbound movements repre-
sent a growth opportunity, with only 
43% of such loads handled privately.

“There are a lot of opportunities 
on the inbound side of the fence to 
offset some of the outbound costs,” 
Moore said. “With the capacity 
crunch in the States, more people 
are not worried about inbound flow. 
They need to get their units back and 
reloaded and back out to market rel-
atively quickly. So, we’re seeing less 
interest in the inbound side of the 
fence than we historically have.”

Tom Moore
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Maintaining the fleet

The equipment and maintenance 
questions uncovered the most sig-
nificant differences between pri-
vate fleet operations in the U.S and 
Canada. Last year, 90% of Canadian 
private fleets reported outsourcing 
maintenance operations, which slid 
to 68% this year. 

“That’s a lot higher than we’re see-
ing in the States,” Moore said. 

This could be due to the higher 
percentage of Canadian fleets choos-
ing full-service leases. 

Average fuel economy in Canada 
and the U.S. was 6.6 mpg, with medi-
um-duty trucks achieving an aver-
age of 7.5 mpg. There were no sig-
nificant differences between the two 
countries. Fuel economy is improv-
ing as fleets update their equipment, 
Moore pointed out.

Breakdowns were primarily 
caused by electrical issues, followed 
by emissions systems and engines. 
Lighting, tires, fuel systems, brakes, 
drivetrain, and cooling systems also 
led to breakdowns, in that order. 
American fleets are more likely 
to track their breakdown rate per 
100,000 miles traveled, with two-
thirds of Canadian fleets not track-
ing that metric at all. 

Class 8 trade cycles have been 
shortened. Canadian private fleets 
are trading in their Class 8 trucks 
after about 350,000 miles. Again, 
Moore said this short trade cycle 

could relate to the more widespread 
use of leasing in Canada. The same 
could be said for van trailers, which 
in Canada are renewed every 10 
years versus 12 years in the U.S.

The human equation

Differences in hiring practices and 
compensation for professional driv-
ers emerged during the benchmark-
ing survey. Moore noted an increase 
in owner-operators returning to the 
market. 

In Canada, there is a union pres-
ence in 40% of private fleets, com-
pared to only 13% in the U.S. 

Canadian drivers were a little 
younger than their American coun-
terparts, at 48.5 years compared to 
50. In the U.S. the average age of 
the driver has consistently been 50 
or older.

“The question is, what do you do 
or not do at age 50 that you could’ve 
done at 25 or 30?” Moore wondered, 
adding the older drivers could con-
tribute to more workers compensa-
tion and safety issues, but also bring 
more experience. “Understand, the 
older workforce does present oppor-
tunities as well as challenges.”

American private fleet drivers 
drove an average of 39 hours a week, 
compared to 32.56 hours in Canada. 
Seventy per cent of Canadian private 
fleet drivers were home every night, 
compared to 60% of their American 
counterparts.

Average driver retention in the 
U.S. was 9.4 years, compared to 
12 in Canada. Canadian f leets  
on average require 2.5 years of 
driving experience compared to  
1.75 years in the U.S. before they  
are considered.

“When we’re facing a driver short-
age, that’s the wrong time to lower 
(hiring) standards,” Moore said. “We 
really need to make sure we’re get-
ting the right drivers in place.”

The average age of a new hire is 
about 41.

Moore commended Canadian 
fleets for doing “a phenomenal job” 
when screening new hires. Steps 
include abstracts, road tests, crim-
inal background tests, pre-employ-
ment medical exams, and personal-
ity profiles. 

About 44% of new hires are taken 
from the for-hire trucking segment. 
Moore predicted drivers will con-
tinue to see their value increase.

“We’re starting to see drivers 
like free agents in football,” he 
said. “They will go to where their 
working conditions are great, the 
money is better, and they can con-
trol their own destiny. They will 
say, ‘Do you want me? I’ve got this 
kind of record and pedigree.’ It’s up 
to us to treat our drivers very, very 
well going forward.”

He encouraged private fleets to 
consider recruiting new drivers 
from other areas of the company, 

since they are already familiar with 
the company and its values.

“I’d rather teach someone to drive 
a truck than teach them the right 
customer-facing skills,” he said. 

Driver compensation is on the 
rise, with 52% of private fleet driv-
ers now being paid an hourly rate 
compared to only 20% being paid 
by the mile. 

“Hourly pay is going to increase,” 
Moore predicted, noting that com-
pensation method is already higher 
in Canada than in the U.S.

Average pay in Canada was .496 
cents per mile or $24.74 an hour. 
Drivers are also receiving gener-
ous benefits, Moore added, with 
the only areas lagging being tui-
tion reimbursements and family 
leave. Three-quarters of responding 
fleets pay incentive bonuses, equal-
ing about 2.5% of their total pay, in 
line with the U.S. Safety and com-
pliance are the biggest areas that 
are rewarded, although in the U.S. 
twice as many fleets are paying refer-
ral bonuses for new hires. 

Only 61% of Canadian fleets have a 
driver wellness program, compared 
to 92% in the U.S. 

Despite the differences, fleets on 
both sides of the border see a bright 
future. Moore said 51% of respond-
ing private fleets anticipated growth, 
mostly measured in double digits. 

“It’s a very buoyant future we 
have,” he concluded. TN
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Are women drivers 
safer than men?
New ATRI study says they are

ARLINGTON, VIRGINIA

Violations for reckless driving or 
failing to yield the right of way 
remain the top two driving behav-
iors that predict future crashes, the 
American Transportation Research 
Institute (ATRI) says. 

And when it comes to a battle of 
the sexes, female truck drivers were 
safer than men.

The finding comes in the insti-
tute’s third update to its crash 
predictor model, which compares 
behaviors like prior crashes, viola-
tions and convictions to the likeli-
hood of a future crash.

The analysis draws on data from 
more than 435,000 U.S. truck driv-
ers over a two-year timeframe, and 
identifies almost a dozen behaviors 
that raise the risk of a future crash 
by more than 50%.

Involvement in a prior crash 
increases the likelihood of a future 
crash by 74%, researchers found. 
Female truck drivers were also 
determined to be safer than male 
counterparts in every statistically 
significant safety behavior, with 
men 20% more likely to be involved 
in a crash.

Many f leets have come to use 
the crash predictor model to 
steer recruiting and training 
practices.

“ATRI’s crash predictor model 
is a key input to our driver hiring 
and training practices. Safety is 
our first concern and by under-
standing how driver histories 
relate to future crash probability, 
we can develop targeted solutions 
for minimizing safety risks,” said 
John M. Prewitt, president of Tide-
port Distributing.

The latest ATRI crash predictor 
model also identifies industry aver-
age crash costs across six types of 
crashes and severity.

The report can be downloaded 
from www.atri-online.org. TN

Business

An updated report from ATRI indi-

cates female truck drivers are less 

likely than men to be involved in  

a crash.
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Canada’s publicly-traded trucking 
companies are thriving
By James Menzies

Recently reported financial state-
ments from Canada’s publicly-traded 
trucking companies show they are 
taking advantage of a strong market, 
increasing driver compensation, and 
boosting profits at the same time.

Titanium Transportation Group, 
Mullen Group, and TFI International 
all reported improved earnings in the 
second quarter, and voiced optimism 
for continuing strong conditions. 

Titanium achieves 
record results

Titanium Transportation reported 
Q2 revenue of $51.8 million, marking 
a year-over-year increase of 58%. Net 
income was $2.2 million, or double 
the previous quarter.

The truck transportation segment 
earned $29.7 million, an increase of 
38%, and the logistics group grew 
revenue by 103% to $23.2 mil-
lion. Improving rates and the ability 
to add capacity in a driver-starved 
market were two of the reasons Tita-
nium Transportation Group was 
able to achieve such strong results.

Speaking to analysts about Q2 and 
first half 2018 results, chief execu-
tive officer Ted Daniel revealed the 
acquisition of Xpress Group added 
$4 million in revenue, rate increases 
contributed $2.5 million and volume 
growth added $1.5 million. The com-
pany was able to add 40 drivers in the 
first half of 2018, while many com-
petitors struggled to add capacity.

Daniel believes industry condi-
tions will remain strong.

“Seasonality tends to benefit Q2 
more significantly than any other 
quarter, however industry condi-
tions remain positive and we are well 
positioned to respond to increased 
customer demands,” he said. “These 
are fairly strong economic times in 
the trucking industry.”

He said the ingredients driving 
the trucking industry’s prosperity – 

the driver shortage, rising freight vol-
umes, and a looming electronic log-
ging device (ELD) mandate in Canada, 
to name a few – will not be resolved 
anytime soon. He’s not worried that 
record truck and trailer orders will 
eliminate capacity tightness.

“That is not producing a driver,” 
he noted. “I don’t see capacity 
being resolved any time soon…I 
believe market conditions over the 
next 18-24 months are going to be  
fairly strong.”

Daniel expects to see more acqui-
sitions in the industry over the next 
18-24 months, as EBITDA margins 
improve industry-wide, making it a 
better time for potential sellers to 
exit the industry.

Mullen’s trucking segment 
reaches record revenue

Mullen Group reported record rev-
enue for its trucking/logistics seg-
ment in the second quarter, up 19.8% 
year-over-year to $219.4 million. Its 
total revenue was $295.7 million, an 
increase of 8.1%, but its oilfield ser-
vices revenue was down $14.1 mil-
lion. Net income was $13.9 million

Murray Mullen, chairman and chief 
executive officer, said the company’s 
15 trucking business units were able 
to capitalize on a tightening supply 
chain and that he feels a turnaround is 
occurring in the oil and gas industry.

“All in all, I was most pleased with 
the performance of our trucking/
logistics segment and this despite 
a Canadian economy that is barely 
growing,” Mullen said. “Clearly our 
oilfield services segment results were 
once again disappointing, however, 
I am of the belief this will improve 
with the acquisitions we have com-
pleted along with our expectation 
that the oil and natural gas industry 
is poised to increase capital spend-
ing and drilling activity in Western 
Canada once again.”

During a call with analysts, Mul-
len said the company’s strong rev-

enue performance was “all on the 
back of the trucking/logistics seg-
ment.” He noted the company was 
able to achieve pricing gains and he 
expects demand for trucking ser-
vices to remain strong.

“Consumer spending is resilient. 
We’re nearing full employment. It’s 
very difficult to grow our business 
because the labor pool is so tight. 
Those are the primary reasons I 
think pricing gains will be retained,” 
Mullen said.

Drivers are benefiting from the 
strong market as well, but not to the 
same extent as they are in the U.S., 
Mullen noted, where the average 
truck driver has seen his or her earn-
ings increase by US$8,000-$10,000.

“The supply chain is very tight 
in the U.S. market and trucking is 
doing very well, not just okay like we 
are here in Canada,” Mullen said. “If 
we had any economic growth, our 
employees would do exceptionally 
well.”

TFI International 
boosts profits

A strong trucking market also 
allowed TFI International to boost 
its margins and profits in the second 
quarter. The company reported Q2 
net income of $80.4 million on reve-
nue of $1.32 billion, an increase of 4%.

“Our consistent focus on profit-
able growth and operating efficien-
cies drove strong results across our 
entire business this quarter,” said 
Alain Bedard, chairman, president 
and chief executive officer. “We gen-

erated an operating margin of 10.5% 
compared to 6.5% a year earlier, 
with margin expansion at all four 
segments. In addition, we nearly 
doubled our net cash from operat-
ing activities. Looking ahead, TFI is 
uniquely positioned to capitalize on 
the evolving transportation dynam-
ics across North America.”

On a conference call with analysts, 
Bedard also emphasized the impor-
tance of keeping drivers and paying 
them fairly in a tight market. 

“We are trying to address that with 
a philosophy that, guys, let’s spend 
more money in trying to retain the 
ones we have versus chasing the 
ones we don’t have,” he explained.

“So, everybody agrees with this 
philosophy and for sure, having a 
stable wage for those guys is prior-
ity number one for us at the opera-
tions level.”

This approach also requires the 
company to put pressure on custom-
ers that don’t value drivers’ time and 
take too long to get them loaded or 
unloaded.

“The guy gets into the yard and he’s 
got to wait five hours to be loaded. 
We are addressing those customers 
now, saying ‘Listen Mr. Customer, 
if you don’t change your behavior, 
I am going to have a big problem.’ 
I am going to lose customers all 
the time. We have a dedicated cus-
tomer…where people didn’t look 
at that before. And that guy is the 
worst churner of drivers. My turn-
over with this customer is probably 
240%. So, we say, ‘Guys, hey, wake up 
and smell the coffee. This has got to 
be addressed.’ We have to sit down 
with the customer and tell him, ‘Lis-
ten, it doesn’t work’.”

Like Daniel, Bedard is not con-
cerned about record truck orders 
leading to a jump in capacity in the 
near-term.

“Yes, guys are ordering more 
trucks,” Bedard said. “But, we still 
don’t have the trucks that could be 
driven without the driver. It’s really, 
really difficult to find drivers…so it’s 
getting to be very tight. So, we feel 
very good about where the com-
pany is going in 2018 and we believe 
that this is again going to be a very 
strong 2019.” TN

“These are fairly 
strong economic 
times in the 
trucking industry.” 
– Ted Daniel, Titanium
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Ontario truck blitz  
results improving

NIAGARA FALLS, ONTARIO 

“If a proper pre-trip is done, 90% of 
the stuff I find doing roadside inspec-
tions should be caught.”

That was the blunt message deliv-
ered by Const. Pat Martin, an officer 
with the Ontario Police Commercial 
Vehicle Committee (OPCVC), who 
was speaking June 14 at the Private 
Motor Truck Council of Canada’s 
annual conference. He was joined by 
Staff Sgt. Mike Hinsperger of the same 
organization to discuss road safety 
and inspection blitzes.

Last year, said Hinsperger, the 
police agencies making up the 
OPCVC conducted blitzes that 
included 1,837 commercial vehicle 
inspections, resulting in 1,574 charges 
and a startling 40% out-of-service 
(OOS) rate. However, Hinsperger 
noted these are targeted inspections, 
so the high OOS rate doesn’t mean 
as much as the better rates resulting 
from Roadcheck.

“I have to throw a grain of salt in 
there,” he said of the results. “The type 
of enforcement we are doing is very 
subjective. When our officers see three 
trucks going down the road and one is 
a brand new Peterbilt and the other is 
a 1991 International Binder with parts 
falling off it, which one do you think 
we’re going to bring in for inspec-
tion? Yes, it’s a high out-of-service rate, 
however that out-of-service rate rep-
resents those vehicles we brought in 
for inspection.”

The good news is, 2018 results have 
improved so far, after about 12 years 
of consistently high OOS rates. 

“The 2018 results we’ve been see-
ing have been vastly improved over 
what we have seen in the past,” Hin-
sperger said, noting they’ve been in 
the 22-28% OOS range at the blitzes 
conducted this year. “Hopefully we’ll 
see that trend continue.”

The most common defects found 
at these blitzes tend to be brakes 
that are out of adjustment, as well as 
load securement. Other issues that 
come up include: defective steer-
ing; unsafe trailers; cracked frames; 
defective tires; loose wheel fasteners; 
expired inspection reports; and false 
logbooks. But many of the mechani-
cal items should be discovered during 
a proper pre-trip inspection, the offi-
cers noted.

“Loose wheel fasteners consis-
tently come up,” said Hinsperger. 
“Drivers should be doing a thorough 
inspection of the vehicle before the 
vehicle goes on the road. How pre-
ventable is a loose wheel fastener? 
I’d say very.”

After highlighting a number of 
commercial vehicle violations Mar-
tin and Hinsperger have encountered 
in the field, the session moved to a 
question and answer format. PMTC 
delegates had plenty of questions 
about distracted driving, which Hin-
sperger said is now the number one 
cause of collisions. 

He said there were nearly 65,000 
crashes on Ontario’s 400-series high-
ways in 2017, with most of them 
involving distraction. 

“Distracted driving has surpassed 
impaired driving as the number one 
cause of collisions,” said Hinsperger. 

“From what I see every day, it is a 
huge problem,” Martin agreed. 

While the Highway Traffic Act 
doesn’t specifically address dis-
tracted driving, the enforcement 
officers pointed out careless driv-
ing charges can be laid if a driver is 
distracted. And it doesn’t have to be 
by a mobile phone. 

“Say a person lost control drinking 
coffee or tuning the radio or reaching 
to pet a dog. Is that distracted driv-
ing? It’s called careless driving and 
that is the investigation avenue we 
will take,” Hinsperger explained. 

Drivers can help roadside interac-
tions with enforcement officers go 
more smoothly by being organized.

“The biggest thing for me is doc-
uments,” said Martin. “Are they in a 
nice folder? If a guy is looking under 
his seat for his pre-trip, that’s a big 
indicator for me that maybe I upgrade 
to a Level 2 or Level 1 inspection. If 
everything is in order, off he goes.”

Hinsperger urged fleets to make 
it easier for drivers to do their pre-
trip inspections, by taking advantage 
of available tools such as pushrod 
stroke indicators, which make their 
jobs easier.

“Let’s make the job as easy as possi-
ble for the drivers,” he said. “It’s going 
to improve the safety of your trucks. 
Put things like tattletales on the push-
rods so a driver can recognize quickly 
if it’s coming out of adjustment.” TN
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Const. Pat Martin (left) and Staff Sgt. Mike Hinsperger gave PMTC attend-

ees an overview of this year’s truck safety blitz performance.



A D V E R T I S E M E N T

TD Smith Transport was established in 1946 and has grown to  

 become one of Ontario’s largest family owned and operated 

transportation businesses. 

Up until 1974 TD Smith hauled dry bulk end dumps servicing the 

whole province of Ontario, transporting road salt from mines and piers 

to the highway sheds with up to 175 units. In the summer they would 

service the industrial world with aggregates by Mr. Thomas Douglas 

Smith.

TD Smith entered the liquid tank world in 1979 from Toronto, trans-

porting liquid food and chemicals throughout Canada and the United 

States where Thomas’ son, Michael, now President and Owner, joined 

his Father. Michael has been around and active in the transport busi-

ness all his life when not in school. Today TD Smith Transport operates 

under those same principals, always putting any excess money back 

into the company for betterment. The company highly respects its per-

sonnel and equipment that they operate by working to eliminate down-

time and ensure safety on the road. They run modern state of the art 

equipment to service their customers with the upmost professionalism, 

wanting them to be very proud of their service and dedication. They see 

customers as partners.

Since 1990 the company has had a relationship with Tremcar and 

the Tremblay Family acknowledging within a very short time that they 

operate under the same principles as TD Smith. Tremcar deals directly 

with TD Smith and asks for regular input to ensure satisfaction on an 

ongoing basis.

“Tremcar units are lightweight, strong, and they have structural integ-

rity,” says Michael Smith. “We like the fact that they are custom built to 

our application and we have a privileged relationship with the owners 

that is hard to find nowadays.” 

Equipment being an important part of the liquid hauling industry, 

owner Michael Smith finds that Tremcar units hold their value much 

longer. “The quality of the workmanship and the quality of the materials 

used in building these units are evident.”

TD Smith dispatches and maintains over 100 owner operators. They 

consider them family and some will have been with the company 30 

years by 2019. The company purchased 18 company owned tractors 

through Currie Truck Sales, another family business considered a part-

ner, working closely with Currie Truck Sales to help ensure service to 

customers. They are committed to Environmental Protection by reduc-

ing their carbon footprint.

TD Smith Transport does not compete with their owner operators but 

rather helps them in many ways. For example, they help them get the 

best out of a day to eliminate down-time in meeting ELD regulations. TD 

Smith also helps their owner operators eliminate additional major costs 

by supplying their units with the stainless pumps and other equipment 

required for some deliveries. Currently TD Smith Transport operates 

250 liquid tanks of which 88% were purchased new from Tremcar. Sev-

enty seven percent are 6,000 imp gal tandems and 23% are 10,000 

imp gal duads servicing specialized beverage and foodgrade customers 

throughout North America.

In 2005 TD Smith built a Kosher Foodgrade Wash Facility at the  

Mt. Forest terminal. It is governed by JPA, various foodgrade custom-

ers and Kosher Council. It also utilizes certain outside governed wash  

facilities when needed across North America. Twenty one percent of 

the fleet is composed of chemical coded vessels serving non Food-

grade Customers with oils, fuels, waxes, syrups etc. They are washed at  

audited outside wash facilities, who are also considered partners.

From their operations manager Dennis Black who has been with  

TD Smith for almost 25 years, to their long-time dedicated dispatch 

group of six, the Smiths are dedicated to team work. Michael’s wife 

Donna and daughter Shauna work with the administration team of eight 

including the safety and auditing department. The shop facility employs 

four long-time mechanics and the Food Grade Wash facility employs 

four long-time wash technicians all managed by Michael’s son Tyler. 

Tyler also drives truck, which helps service the last-minute requests.

TD Smith Transport Is very active in the community having received 

distinctions, appreciation awards, as well the Corporate Citizen of The 

Year supporting their local hospital, minor sports, church assoc., fire 

dept, cancer research etc. TD Smith is also pursuing building a home 

across the road from their facility in Mount Forest. The idea is to make 

their operators feel at home when doing an hour reset and enable them 

to benefit from the accommodations of a real home.

Tremcar is proud to partner with such a dynamic and professional 

company. Dedicated to service TD Smith the best way we can, we wish 

TD Smith Transport long-term success!

We at Tremcar are proud to highlight our customer’s success!
Every month across North America, we explore our customers’ world to understand their everyday business. 

We understand the liquid bulk transportation challenges. Quality 

equipment, innovation and effective after sales service are 

important elements of what makes our customers successful.  

ALLAN PAAREN VP SALES

ONTARIO & MARITIMES

416 427-3846

paarena@tremcar.com

COLIN NICE
ONTARIO SALES REP.

416 518-9459

nicec@tremcar.com

PARTS • TANK LEASING • LONDON 

DERRICK BROMMERSMA, GEN. MGR. 

519-801-0714

brommersmad@tremcar.com  1-800-363-2158 
www.tremcar.com

Left to right: Dennis Black, Shauna Smith, Michael Smith, Donna Smith and Tyler Smith.
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NEW YORK, NEW YORK

A Swedish start-up has introduced 
an autonomous, all-electric logging 
truck. 

The T-log, introduced by Einride, 
features off-road capabilities and is 
designed to navigate forest roads. 
It was showcased at the Festival 
of Speed.

“Einride is constantly pushing 
the boundaries of autonomous and 
all-electric vehicles in our ambition 
to lead the transition to a sustain-
able transportation system,” said 
Einride CEO Robert Falck.  

“With the T-log, we’ve created a 
vehicle that can withstand the rig-
ors of a demanding environment. 
It is uncharted territory for us, but 
also an enormous market for bat-
tery-powered AVs.”

The driverless truck uses Nvidia 
Drive’s self-driving platform and is 
SEA Level 4 autonomous. 

It has no driver cab but can be 
remote-controlled by a human, 
from hundreds of miles away. 

The lack of a cab increases load-
ing capacity, the company claims. 

An intelligent routing system 
that taps into real-time traffic data 
allows the T-log to adjust its route 
and avoid congestion. 

“The driver’s cab is what makes 
trucks expensive to produce, and 
having a driver in the cabin is 
what makes them expensive to 
operate,” said Falck. “Remove the 
cabin and replace the driver with 
an operator who can monitor and 
remote-control several vehicles at 
once and costs can be reduced sig-
nificantly. In addition, operating a 
vehicle from a distance allows for a 
much better working environment, 
as has already been demonstrated 
in industries like mining.” TN

TORONTO, ONTARIO 

The Ontario Trucking Association 
(OTA) is urging enforcement agen-
cies to target carriers and drivers 
that don’t comply with regulations 
and elevate their safety performance.

The call for targeted enforcement is 
in response to new Ontario Province 
Police crash statistics, that showed an 
increase in truck-involved fatalities in 
the province.

“It is important to remember that 
in 70% of collisions involving com-
mercial trucks, the truck driver is 
found to not be at fault and even 
more rarely are collisions the result 
of the truck’s mechanical fitness,” said 
OTA president Stephen Laskowski. 
“Regardless, OTA believes we need 
to modernize enforcement and reg-

ulatory approaches to better identify 
the minority of carriers and drivers 
who do not operate in safe and com-
pliant manner.”

The OTA plans to bring into the 
province a 10-point plan recently 
tabled by the Canadian Trucking 
Alliance, which will help enforce-
ment target non-compliant carriers. 

“We need to apply limited enforce-
ment resources on those who require 
the most attention from the OPP and 
MTO,” says Laskowski. “It’s OTA’s 
focus to implement this enforcement 
strategy for the advancement of high-
way safety in Ontario while compel-
ling fairness for the vast majority of 
professional Ontario fleets and driv-
ers who invest and are dedicated to 
highway safety.” TN
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logging truck revealed

OTA calls for targeted enforcement
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Missing Since: February 17, 2018

Date of Birth: March 17, 1997

Missing From: Sun Peaks, BC

Height: 6’0”

Weight: 180lbs

Eye Colour: Brown

Hair Colour: Blond

RYAN SHTUKA

OR CONTACT YOUR LOCAL POLICE DEPARTMENT. ALL CALLS CONFIDENTIAL.

IF YOU HAVE ANY INFORMATION ABOUT THIS MISSING PERSON,  

250-828-3000 missingkids.ca
CALL KAMLOOPS RCMP OR VISIT OUR WEBSITE

Drivers and companies using the controversial Driver Inc. payment model 

may come under more scrutiny if the CTA gets its way.

CTA urges crackdown 
on Driver Inc.

TORONTO, ONTARIO

The Canadian Trucking Alliance 
(CTA) continues to sound the alarm 
about Driver Inc. – a payment model 
in which drivers who do not own 
or operate their own vehicle still 
become incorporated and receive 
pay without source deductions.

The payment scheme has become 
so widespread that all carriers 
may need to consider adopting the 
approach if they want to compete for 
drivers, the alliance says, calling on 
the federal government and provincial 
compensation boards to intervene.

“Contract drivers who are utiliz-
ing company vehicles, without any 
financial risk/responsibility to own/
operate the vehicle, contravenes the 
historical definition of driver-con-
tractor status in our sector,” said 
Stephen Laskowski, CTA president. 
“To now rule against this historic 
principle, effectively changing the 
definition, would turn our industry 
upside down.”

The alliance has been looking to 
Canada Revenue Agency to clar-
ify its position on the payment 
approach – something it estimates 
is costing the government millions 
in tax revenue.

“Incorporating yourself as a 
driver, without owning/operating 
your own truck, has significant 
labor law and tax implications. 
Many drivers and companies uti-
lizing this system seem to think 
Driver Inc. is some previously 
undiscovered tax oasis. It’s not. It’s 
a mirage,” says Laskowski. “The tax 
filing implications make the Driver 
Inc. model a very questionable 
approach to legitimately increas-
ing drivers’ take-home pay. Obvi-
ously not declaring your income is 
a highly illegal method to increas-
ing pay, made easier by the fact 
that CRA does not always find busi-
nesses that don’t issue T4A’s to con-
tractor drivers.”

The CTA wants the Canada Rev-
enue Agency to ensure that com-
panies and drivers are paying their 
fair share of taxes by filing as a Per-
sonal Services Business (PSB), with 
all company drivers issued a T4 or 
T4A in 2018. TN

Business
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Tony Fripp

By Sonia Straface

DAYTONA BEACH, FLORIDA

To drive for NASCAR, you have to 
be fast and heavy on the throttle. 
You most likely have to be a thrill-
seeker or an adrenaline junkie, too. 
And your worries about fuel econ-
omy are likely out the window once 
the flag waves. 

Doesn’t sound like you? Don’t 
worry. Your dreams of driving for 
the stock car racing series aren’t 
over just yet. You can still drive for 
NASCAR, just in a different capacity. 

NASCAR truck drivers are the 
behind-the-scenes winners who travel 
from track to track hauling everything 
needed for the big race, like lights, TV 
cameras, and yes, even the cars. 

The NASCAR season, which runs 
from February to November, is com-
prised of 36 races at racetracks all 
over the U.S. To date, the NASCAR 
truck driving team has around 40 
drivers that work all week long to 
prepare for the Sunday race days. 

One such driver is 39-year-old 
Tony Fripp. Fripp has been driving 
for NASCAR since 2006 after being 
an over-the-road driver for a hand-
ful of years with US Xpress. 

“I worked up to their Walmart 
dedicated fleet for five or so years,” 
he said. “I was pulling Walmart 
freight. And I was at a Walmart in 
North Carolina delivering and I met 
a guy while I was there and he asked 
me if I was interested in driving for 
NASCAR. And that’s how I started.”

Like any new job offer, he was 
apprehensive. “I was comfortable 
where I was. And I really didn’t know 
anything about the sport,” he said. 

But after some gentle pushes 
( from his mother) Fripp pulled the 
trigger and joined the NASCAR truck 
driving team. 

“And it’s been the best decision I’ve 
ever made,” he said. 

Fripp hauls TV and broadcasting 
gear for NASCAR production. 

“My truck never goes home, but 
I do,” he explained. “Once we get 
loaded from one racetrack, it’s on to 
another. We are always the first ones 
to get there, and the last to leave.”

Fripp’s job includes not only driv-
ing the truck from racetrack to race-
track, he helps with the unloading of 
the TV equipment including fibers 
and cameras. He also helps unload 
the NASCAR technology trailer and 
set everything up. 

“Mondays and Tuesdays are set-up 
days and then we start the process of 
tearing down on Sunday after the race 
and it’s off to the next track,” he said. 
“This job is not a typical freight hauler 
job where you drive up to a dock. Here, 
you have to put in some manpower. 
And this job isn’t for everyone.”

Despite this, Fripp says he loves 
his job and couldn’t imagine doing 
anything else. 

“The best part of my job is I’m a 
people person,” he said. “I like seeing 
the fans and talking to them. And 
seeing their excitement and know-
ing that I had a part in that is the 
best part. I wasn’t a fan of NASCAR 
before this job. I didn’t understand 
racing before. But once I got into it 
and they started teaching me about 
the points, and how you play with 
part of the car, and learning the 
logistics, it got interesting to me and 
now I love racing. I watch it when 
I’m off.” 

It also helps that he drives what he 
calls “the best truck in the world” – 
the new Mack Anthem. 

“My favorite feature would be 
the overall set-up,” he said. “All the 
gauges are perfectly located. It’s so 
focused. I love that. Coming off of an 
18-speed transmission, the mDrive is 
great. Especially when you’re stuck in 
the race traffic after – you don’t want 
to be shifting gears in traffic. It’s the 
smoothest truck I’ve ever driven. It 
has lots of storage too. I’m always 
looking for things I’ve stored away.”

Jeff ‘Cowboy’ Icenhour is also a 
driver for the NASCAR team. He is 
a transport driver for Richard Petty 
Motorsports, a racing team that 
competes in the NASCAR series. 

Icenhour is responsible for haul-
ing car number 43 to each and 
every race.

“That’s my responsibility each 
week,” he said. “I have to make sure 
that everything we need for the race 
is on my truck. I always make sure 
the straps are tight. And make sure 
the car isn’t moving around. The last 
thing I want is to get to the track and 
find out it’s gotten loose in the back. 
It’s also very important that I make 
sure I follow the rules and obey traf-
fic to get to each race safe.”

Icenhour has been a professional 
truck driver for 32 years. He said 
trucking is in his blood, as both his 
grandfather and father drove trucks. 

He’s been driving for various 
NASCAR teams for 16 years, and 
just started with Richard Petty  
this February. 

Icenhour said he loves driving 
from track to track, but the best part 
of his job is that he gets to do some-
thing different every week. 

“I like being on the track, and I like 
that it’s more than sitting in a truck 
all day,” he said. “With this job, there’s 
something new every week. Plus, it’s 
a good crew here that I like to work 
with. Everyone pulls more than their 
own weight. There’s 43 guys that get 
to do what I do, and I’m very fortu-
nate and blessed to be one of them.”

And of course, he’s a NASCAR 
fanatic. 

“You just about have to be for this 
job.” TN
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On the fast track
NASCAR truck drivers combine passions for racing and trucking

“I like seeing the 
fans and talking to 
them. And seeing 
their excitement and 
knowing that I had 
a part in that is the 
best part.”

– Tony Fripp, truck driver
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By Eric Berard

A truck dealer can be a fleet or main-
tenance manager’s best friend when 
things go sour in operations. Even 
with its own top-notch maintenance 
department, a fleet might need a 
dealer’s help for an emergency ser-
vice call, a genuine brand part that 
can’t be found anywhere, or a com-
plicated diagnostic issue.

Yet, your dealer dealings should 
be just like any transaction: they’re 
worth shopping around for before 
committing. 

General assessment

No matter which dealer is taking 
care of your trucks, you want that 
facility to be professional and orga-
nized. Tidiness can be a clue right 
from the moment you step in. 

“Well-maintained, clean loca-
tions are valued,” says Paul Kudla, 
Volvo Trucks North America (VTNA) 
regional vice-president for Canada.

A dealership where everything is 
in order and clean is a good indicator 
of seriousness, concurs Daniel Des-
coste, general manager of Remor-
quage PDR, a Laval, Que.-based 
towing and recovery company that 
also hauls general freight through-
out Canada. Descoste also thinks 
that dealership employees’ attitudes 
can be a major incentive or turn-off. 

“People in the trucking business 
are always in a rush and feeling 
ignored by members of the staff who 
don’t even look at you is one of the 
worst experiences,” he says.

That’s one of the reasons why 
Daimler Trucks North America 
(DTNA) insists on customer feed-
back follow-up, according to Ray 
Addison, aftermarket marketing 
communications manager at DTNA.

“Characteristics like attentiveness 

to your needs, responsiveness, and 
clear communication are import-
ant,” agrees Kevin Baney, Kenworth 
assistant general manager for sales 
and marketing.

Vice-president and global prod-
uct manager for rental at Ryder, 
Rich Mohr, advises to take the time 
to have a chat with the manager 
and tell him or her about your fleet 
and see if the person asks questions 
about your own company. This can 
be a sign of genuine interest in work-
ing as a partnership, he says. Also 
ask for a preventive maintenance 
(PM) sheet sample to have an idea 
of how comprehensive it is. 

“The vast majority of breakdowns 
that occur are because something on 
the vehicle failed in between PMs,” 
he points out.

Obviously, geographical proxim-
ity is an asset, but your trucks won’t 
necessarily always break down in 
your neighborhood. That’s why a 
wide, reliable, and consistent net-
work of dealers is something to look 
for, even if you have the best relation-
ship with the local dealer.

As a customer, Descoste feels 
there are limits to dealer networks’ 
consistency, no matter how much 
goodwill. “Dealers are having a real 
hard time finding good technicians 
and keeping them,” he says.

The competition 

Remember that you are the customer 
and that dealerships are independent 
businesses. Not only do you have the 
right to take advantage of this com-
petition, it’s sound business to ask 
questions while “dealer shopping.”

“Dealerships know it’s a very com-
petitive market and assume that 
customers are getting a variety of 
quotes,” Kenworth’s Baney confirms.

“What processes are in place to 

communicate with customers? What 
is the dealer’s service throughput? 
What key performance indicators 
do they measure? It is more effective 
to have a clear list of priorities that 
are specific for the success of a fleet’s 
business. Evaluate if the dealer is the 
best fit based on that framework,” 
DTNA’s Addison advises.

Upping uptime

Getting a good price is pleasant but 
maximizing uptime with your trucks 
on the road generating revenue is 
even more important, says Descoste, 
for whom price does not always top 
his list of criteria. He benefits from 
exclusivity deals on some Quebec 
provincial highways but the police 
and Ministry of Transport expect him 
to be on the scene with no delay when 
an accident happens. 

“I can’t afford that a truck remains 
idle in a shop for six or seven days 
because the tech can’t find out 
what’s wrong with it. It just can’t 
happen. It must not happen or I 
would go out of business,” he says.

Manufacturers are aware that 
uptime is such a critical profitabil-
ity factor for any carrier and that’s 
why they work to achieve the quick-
est and most accurate diagnoses 
possible. For instance, DTNA has 
a rule for its Elite Support dealers 
that’s referred to as “Express Assess-
ment.” The dealers that are certified 
as Elite Support agree to provide a 

clear state of the situation to the cus-
tomer in a two-hour timeframe.

Most truck manufacturers have 
similar premium dealership pro-
grams for which diagnostic and 
repair time and accuracy are among 
the metrics that are measured and 
assessed on a regular basis to main-
tain such a special status.  

Service sells trucks

No matter how cruel it may sound to 
fans of a certain brand, uptime and 
quality of service can be a deciding 
factor when the time comes to pur-
chase new power units. Remorquage 
PDR has different truck brands 
among its fleet, but Internationals 
are becoming more prevalent since 
Descoste is doing business with 
dealer International Rive-Nord, also 
from Laval, Que.

While he used to have only a few 
trucks of the diamond brand, he’s 
now planning to buy more of them. 
“All makes have good trucks. What 
matters isn’t the place where you 
buy them but what happens after,” 
he says.

Truck manufacturers are aware 
that customer loyalty to a brand is 
less pronounced than it once was 
and that service often sells trucks. 
On the other hand, owners of a 
given brand tend to patronize the 
same network for maintenance  
and repairs.
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Want to double your drain intervals like DLM? Take the DURON™ 
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SEEN ARE REMARKABLE
– IT DOESN’T GET
BETTER THAN THIS!”
LARRY SLAVENS, OPERATIONS MANAGER,
DLM TRUCKING, SUNNYSIDE, WASHINGTON, USA

So, no matter the size of your fleet, 
if a manufacturer loses you, it can 
mean he loses both new truck sales 
and parts and service business. Don’t 
hesitate to use this as a negotiation 
lever with your dealer for better pric-
ing or service conditions.

Parts, tools, knowledge

Whether you perform your own 
maintenance and repairs or have 
them done by a third party, you can’t 
go anywhere without the appropri-
ate spare parts and parts availability. 
Don’t be shy to ask your dealer how 
it ranks in that department. 

“Fill rate is a great key perfor-
mance indicator (KPI) to assess 
parts availability. The national aver-
age fill rate is 98.2% for the Kenworth 
dealer network,” says Baney.

DTNA’s Addison goes beyond sta-
tistics and uses common sense: “A 
good measure of parts availability 
is the results it produces,” he says. 
Addison refers to the company’s sup-
ply chain as a whole “ecosystem” that 
includes “data-driven stocking and 
strategically placed parts distribu-
tion centers that ensures that we 
have parts available when our cus-
tomers need them.”

Enquire whether your potential 
dealer partner uses the right tools, 
too. Today, it’s not so much about 
wrenches but rather software and its 
related updates and diagnostic capa-
bilities. Technician training is also a 
crucial topic to discuss with your 
dealer. Is it done online only? In class? 
A mix of both? At what frequency and 
following what standards?

Ryder’s Mohr suggests asking 
the dealer directly how many tech-
nicians on premises are actually 
trained to work on different types 
of components and systems. This, 

he says, will give you a good idea of 
the expertise level of the shop you’re 
dealing with.

Driver amenities

Though it’s a dirty word in a per-
formance-driven industry, down-
time does happen and drivers can 
get stuck in a remote area waiting 
for their truck to be fixed. Check 
if the dealership you’re consider-

ing offers them more than a peanut 
machine and coffee. Modern deal-
erships pamper truckers with driver 
lounges, often outfitted with TVs, 
WiFi, work and relaxation stations, 
showers, and even laundry facilities 
in some instances. Some dealerships 
will go the extra mile in arranging a 
cab for drivers so they can get some 
rest at a hotel instead of being stuck 
in a waiting room.

That kind of attention to detail 
can really be appreciated. “When 
you find yourself in the middle of 
nowhere, it’s good to have a little 
coaching about the surroundings,” 
says Descostes.

When asked about the basics that 
should be offered to drivers while 
they wait, Ryder’s Mohr’s response 
is: “Get’em home.” 

They’re not focusing on their job, 
nor productive when their vehicle 
is down, he adds. This philosophy 
is among the factors that led Ryder 
to seal a deal with Uber Central 
to organize a centralized cab ride 
service system for its customers. 
Besides, outsourcing staff and 
customer transportation allows  
the frontline people to focus on 
the task at hand instead of having  
to spend time dealing w ith  
credit card approvals and cab 
companies. TN
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By Sonia Straface

TORONTO, ONTARIO

If trucking wants to take advan-
tage of blockchain, it needs to 
come together and work as one 
unified team. 

That was the message from panel-
ists at TransCore Link Logistics’ 20th 
annual conference at the Markland 
Wood Golf Club in Toronto. 

Panelists, including Dave Brajkov-
ich, chief technical officer of Polaris, 
Jacoline Loewen, director of business 
development at UBS Wealth Man-
agement, and Mark Southey, execu-
tive vice-president of business devel-
opment at Traffix, all agreed that the 
best way for trucking to be success-
ful with blockchain technology is to 
work together. 

The trucking industry is just dip-
ping its toes into the water when it 
comes to blockchain, because many 
don’t know much about it, or, don’t 
know how to get started. 

Blockchain is, in simple terms, a 
digital ledger where transactions are 
made and recorded permanently. It 
is decentralized, in that information 
isn’t going to and stored in one place 
(like a centralized system), rather, 
several places. 

The greatest advantage block-
chain will bring to the industry that 
it desperately needs, is trust, panel-
ists agreed. 

“Blockchain will eliminate 
paperwork because there’s trust,” 
explained Southey. “Because we have 
all these nodes feeding information 
into a shared ledger – it means that 
when a warehouse puts 1,000 boxes 
on truck, there is no question there 
are 1,000 boxes on the truck. There 
is no proof required and then we 
have trust between the shipper and 

the transporter. This negates the bill 
of lading.  Because of that, we can 
automate payment. We can auto-
mate transfer responsibility. Half of 
our industry (with blockchain) can 
be automated. That’s where block-
chain will have a fundamental shift.”

He added the trust between driv-
ers and employers will also improve. 

“Driver behavior won’t be ques-
tioned because it will all be recorded,” 
he said. “There is no dispute about 
whether an action occurred or not.”

Brajkovich agreed, calling block-
chain an API manager on steroids. 
He said the greatest advantages 
blockchain will offer the transpor-
tation industry is quality, speed, and 
efficiency. 

And while many may be worrying 
blockchain could eliminate jobs like 
dispatchers or other administrative 
roles within trucking, Barjkovich 
says this is not the case. 

“Those people that handle paper-
work today in trucking, they can be 
repurposed to do more efficient 
things,” he said. 

He said banks are the leaders in 
blockchain right now because they 
“are leaders together and understand 
that these paradigm shifts happen 
quickly.” 

Right now, only 1% of the supply 
chain industry is using blockchain. 

“The industry needs to come 
together. If we can’t come up with 
a singular composed strategy, it’s 

going to be difficult to implement 
blockchain,” Southey said. 

Loewen said those in trucking 
who don’t know where to get started, 
should research groups you can join 
that are looking into blockchain now.

“There are all these business incu-
bators,” she added. “There are lots of 
tiny companies looking for problems 
to solve. As individuals, go meet with 
these people. Give them problems 
to solve. They will likely solve them 
for you, for free. There’s some out of 
Ryerson University and some from 
Waterloo University. Canada is lead-
ing-edge with this stuff. You could go 
from a five-truck trucking company 
to the next Walmart of trucking if 
you wanted to dream that big.” TN
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TRUCKING INSURANCE

years now and the truck he drove 
this year was built for this event in 
the late ’90s.

“This is the first time it’s been 
back racing,” Kurtz said. The truck 
is powered by an N14 Cummins 
with about 850 hp.  Asked what 
attracts him to the event, Kurtz said 
“Something about 20,000 lbs of steel  
taking off.”

Martin Groulx of Montreal, Que., 
was parking his truck after losing 
out to a Coga driver when we caught 
up to him.

“When you get Coga, your chances 
are smaller,” he said. Groulx has been 
racing at Rodeo du Camion since 
2009 and also competes in other 
truck races in the province. His truck 
sports a heavily modified Cat engine 
putting out about 2,000 hp.

“It used to be a working truck 
but not any more since last year,” 
he said. He finished seventh in the 
A Class bobtail category when all 
was said and done.

Finishing one spot behind him 
in the same category was Dominic 
Chantal, who was debuting a new 
custom-built race truck. The key to 
a good run, he said, is the start.

“If you have a good start, you have 
a chance to win. If you don’t, you 
don’t have a chance,” he said. 

The other key to success is keeping 
the truck in one piece. Breakdowns, 
unfortunately, were frequent and 
required repairs to be made within 
30 minutes to get back into the game. 
It was especially disheartening to see 
a truck all the way from Michigan fail 
to get off the starting line – his day 
was over before it began. 

This year marked the 38th year 
Rodeo du Camion has taken over 
this small town. Organizers say 
the event brings in $4.5 million 
in economic benefits. One of the 
highlights is the draw prizes. The 
top prize is a three-year lease on a 

2019 Pete 389, or $100,000 in cash. 
Albert Viger and Marielle Bergeron 
were the lucky winners, opting 
for the cash. Another major door 
prize, won by Daniel Laroche, was 
a choice between a new Ford F150 or 
Jeep Wrangler. In total, more than 
$200,000 in prizes were given away.

When spectators needed a break 
from the smoke and the noise, a 
well-populated show-and-shine 
was located nearby. The serenity 
here contrasted the organized chaos 
over at the race strip. 

The big winners this year were 
Gagnon, in the A Class, taking both 
bobtail and loaded categories. Mar-
tin Couture won the B Class bob-

tail category, while Paulo Gagnon 
was the fastest B Class driver while 
loaded. The C Class (stock) winner 
was Pat Sigouin, in both the bobtail 
and loaded categories. TN

Truck Shows

Nicolas Gagnon won the loaded and bobtail categories in the A Class.The trucks lean – sometimes lifting the 

axle off the ground completely – when 

the throttle is mashed at the start.

A race winner approaches the finish 

line, greeted by the checkered flag.
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New Western Star leadership  
eyes vocational growth

Trailer Wizards 
expands

By James Menzies

YOUNTVILLE, CALIFORNIA

David Carson, the newly installed 
president of Western Star, says 
the company is positioned for 
growth in the vocational segment 
and poised to take advantage of a 
strengthening market. 

Speaking to the truck press for 
the first time since he took over as 
president in January, Carson noted 
residential and non-residential con-
struction spending has finally recov-
ered to pre-recession levels. He said 
up to $4.5 trillion must be spent to 
repair deteriorating U.S. infrastruc-
ture, and some major projects can’t 
be planned for.

“If a bridge goes, it has to be 
fixed,” Carson said. “If a critical 
highway has some sort of erosion 
or surface issue, investments have 
to be made. Brands like Western 
Star have to have the right prod-
ucts with the right body build-
ers, and new solutions available 
for when those projects come 
around.”

Carson said Western Star is mak-
ing significant investments in the 
vocational segment.

“We are vocationally oriented, 
and that marketplace is extremely 
important to us,” he said. “We 
understand they are very different 
markets. You might be doing one 
or two truck deals in a vocational 
transaction rather than hundreds or 
thousands of trucks in on-highway.”

Carson vowed parent company 
Daimler Trucks North America is 
committed to the brand.

“Western Star is here to stay,” he 
said. “And we are really working to 
grow and develop the business, and 
I look forward to doing that.”

Samantha Parlier, vice-president, 
marketing and product strategy, is 
also new in that role, taking over in 
January. She said Western Star has 
strived to clearly define what a voca-
tional truck is.

“A vocational truck is designed in 
such a way, it’s going to do a job or a 
series of jobs that couldn’t be sub-
stituted by rental, linehaul or P&D 
trucks,” she explained. “People are 
buying these trucks because they 
have a job to do.”

Dump trucks represent the larg-
est vocational segment, at about 
15,000 units a year. But Parlier said 
there’s no reliable data that breaks 

down the vocational truck market. 
Even dump trucks can vary greatly, 
with tandems, tri-drives, and lift 
axles commonly being spec’d. 

“There are more than 3,000 coun-
ties and all have their own laws,” 
Parlier said. “Customers and deal-
ers need to understand the laws and 
regulations in their specific areas. 
Bodies change dramatically.”

Bulk haul, heavy haul, crane, 
snow plow, mixer and vac trucks 
make up the other popular voca-
tional segments. Not to mention log-
ging, which was how Western Star 
got its start.

“It was started in Kelowna for one 
reason. There were lots of logs and 
trees to be cut down and we built the 
trucks to do it,” she said. “We still 

retain our dominance in the logging 
industry in the Pacific Northwest 
and other areas.”

To be successful selling voca-
tional trucks, Parlier noted, “we 
need to understand the needs of 
our vocational customers. It’s com-
plicated, not straightforward, and 
everyone has different needs.”

One segment that’s finally show-
ing some signs of life is the Cana-
dian oilpatch.

“We are seeing some activity being 
driven by it,” Carson said. “I wouldn’t 
say it has rebounded necessarily. 
Customers and dealers haven’t seen 
that, but clearly as oil prices go up, 
all those opportunities north of the 
border become more viable from an 
economic standpoint.” TN

Western Star is seeing a continued strength in the vocational segment.

MONTREAL, QUEBEC

Trailer Wizards is expanding in Que-
bec and Eastern Ontario.

The company announced in June 
its acquisition of Canadian Service 
Plus (CSP), an independent trailer 
maintenance repair shop in Mon-
treal, Que.

The purchase will add seven 
employees and five mobile service 
vehicles to Trailer Wizards’ Montreal 
location, with the aim of enhancing 
its ability to service the Greater Mon-
treal Area.

“When the opportunity presented 
itself to acquire Canadian Service 
Plus (CSP) it did not take long to 
see that this would be a great bene-
fit for Trailer Wizards and our Mon-
treal location,” said Stephane Morin, 
branch manager.

The company also announced 
soon after that its Cornwall loca-
tion is getting an upgrade. 

The shop is opening a new stand-
alone facility as a link between the 
Toronto, Ottawa, and Montreal  
markets.

The new store will sit on an eight-
acre property with two full-service 
shop bays and a parts department. 
Construction at the new Tenth Street 
location is expected to be completed 
by the end of September. TN
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Mack Granite now available 
with Lytx pre-wire option
By Sonia Straface

FONTANA, CALIFORNIA

Mack Trucks recently announced 
that its popular Granite model is 
now available with a pre-wire option 
for the Lytx DriveCam safety system 
and Lytx Video Services. 

The announcement, made during 
a ride-and-drive event here, comes 
just short of a year after it unveiled 
the same news for its LR and Terra-
Pro models. And it was only a matter 
of time before it revealed the same 
option for the Granite, “the num-
ber-one selling Class 8 heavy-duty 
conventional straight truck model 
in the U.S.,” said Jonathan Randall, 
senior vice-president of sales and 
marketing for Mack Trucks. 

“Now all our major refuse models 
are available with pre-wire options,” 
said Curtis Dorwart, refuse product 
marketing manager, Mack Trucks. 
“Making it simple and as upfit-ready 
as possible is really our goal. Lytx 
is a leading provider, and it really 
helps with productivity and driver 
training and potential for recon-
structing accidents. We partnered 
with them because they have a great 
product that is well received in  
the industry.” 

The Lytx systems include both 
forward- and rear-facing cameras 
and offers video-based coaching 
and predictive analytics. Video Ser-
vices gives customers the option to 
access continually recorded video 
and optional live video ( forward-fac-
ing only). 

The DriveCam works by recording 
driving actions once the camera has 
been triggered by an event such as 
a delayed response or a hard brake. 
If the camera is triggered, for what 
Lytx calls a “coachable incident,” 
the camera collects 12 seconds of 
the recorded data (eight seconds 
before the incident, and four seconds 
during and after) both outside and 
inside the cab and sends the footage 
to the fleet manager. From there, the 
fleet manager can have a meaningful 
coaching conversation with drivers 
to review safety protocols, explained 
Kristin Costas, director of product 
management with Lytx. 
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Alliance Truck Parts vows to become  
industry’s leading value parts supplier

By James Menzies

YOUNTVILLE, CALIFORNIA

Alliance Truck Parts wants to 
become the industry’s leading truck 
parts provider, and it has a plan to 
get there. Stefan Kurschner, senior 
vice-president, aftermarket, with 
Daimler Trucks North America 
(DTNA), said Alliance will bolster 
its presence by opening more stand-
alone stores as well as stores within 
truck dealerships. It will also greatly 

expand its product line.
“We need to substantially up our 

game,” Kurschner said. “We will 
make it the leading brand for value 
parts.”

Brad Williamson, manager of Alli-
ance Truck Parts, said it currently 
offers 52 product lines, which will be 
expanded to more than 80 over the 
next 18-24 months. The value parts 
line will provide the reliability cus-
tomers require, for a price that’s pal-
atable. It will complement the OE 

parts lines offered by other Daim-
ler brands. 

John Finn, director, aftermarket 
marketing, said truck parts rep-
resent a $30-billion opportunity, 
divided nearly evenly between OEM 
and non-OEM channels. 

“We want to go after this all-makes 
business and the value brand seg-
ment, and Alliance gives us the 
opportunity to go after that seg-
ment,” Finn said. 

In addition to creating new retail 
locations, Williamson said Alliance 
Truck Parts will also be enhanc-
ing its digital strategy, with an 
improved website and mobile app. 
He acknowledged there’s growing 
competition from e-tailers, but they 
cannot match Alliance’s network.

“We know we have the best net-
work in the trucking industry,” Finn 
agreed. 

Alliance’s purchase of Canadian 
remanufacturing company Mascot 
Truck Parts has helped the com-
pany broaden its product line. It now 
offers reman transmissions, differen-
tials, steering gears, steering pumps, 
and drivelines. Other product lines 
added this year include air condi-
tioning compressors, steel wheels, 
and slack adjusters. TN
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“Reducing collisions on the road 
is the goal,” she said, adding that so 
far, Lytx has protected 850,000 driv-
ers across 30 countries. “We identify 
risky events. We want to boil down 
behaviors happening in and out of the 
cab so that fleets can have meaning-
ful conversations with their drivers.” 

Costas played a recording of a real-
life driver who had a coachable event 
when he had to brake hard and swerve 
to avoid rear-ending a passenger vehi-
cle on a city street. When the in-cab 
footage was reviewed, it showed the 
driver was texting on his cell phone 
moments before the hard brake. 

“What makes us different is we can 
see what happens inside the cab,” she 
said. “And it’s a much more mean-
ingful conversation with the driver 
when he can watch himself inside the 
cab texting and see what he’s missing 
around him.” 

Video Services allows continuous 
reporting, which many refuse fleets 
find helpful for things like proof of 
service or delivery verifications.  

Costas explained that for example, 
if someone calls to complain their 
garbage wasn’t picked up that day, the 
fleet manager can go back through 
the continuous video, find out when 
the truck was there and see if the gar-
bage was put out on time or not. 

“It’s also used for extended insights 
into safety, for example, maybe the 
DriveCam wasn’t enough to see what 
(the fleet manager) wanted, so with 
this they can pull more data,” she said. 

During the ride-and-drive, Dor-
wart demonstrated what happens 
during a hard braking incident. 
When he applied the brakes harder 
than usual, a red light went on in the 
cab to indicate to the driver he was 
being recorded, and the video was 
fed into a conference room upstairs 
in a nearby dealership where he was 
being monitored.  

Costas explained that while she 
has heard of some pushback from 
drivers about the rear-facing cam-
eras, that usually goes away when 
they are exonerated in the event of 
a collision. 

The pre-wire option is set to be 
available for order beginning in the 
third quarter of 2018, Mack said. The 
option builds on Lytx’s and Mack’s 
Memorandum of Understanding 
signed in 2017. 

“Our objective is to streamline 
installation time, to improve uptime, 
enhance productivity, and decrease 
total cost of ownership for our cus-
tomers,” Costas added. “We are really 
excited about this opportunity.”

David Pardue, vice-president of 
connected vehicles and uptime ser-
vices for Mack, added: “Expanding 
the Lytx offer to our Granite model 
means customers with on- and off-
road vocational applications have 
access to the latest safety solutions. 
Whether being used to help driv-
ers become more efficient, or help-
ing prove a driver’s innocence in 
an accident, the Lytx video-based 
safety program delivers great value 
to customers.” TN

A stronger retail presence is one of the strategies Alliance Truck Parts will 

employ to become a stronger player in the parts segment.
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By Derek Clouthier

RAPHINE, VIRGINIA

Like something out of a sci-fi movie, 
the AirFlow Starship initiative has 
produced a futuristic-looking rig 
that’s been in the making for sev-
eral years. Beginning with a sim-
ple drawing by former driver and 
owner of AirFlow Truck Company 
Robert Sliwa, the Starship, which 
is a joint venture between AirFlow 
and Shell Rotella, has been tearing 
up the road for a while now, and I 
recently had the chance to ride in 
the fuel-efficient truck during the 
Shell Rotella SuperRig Roadshow at 
White’s Travel Center in Virginia.

For those who haven’t yet heard of 
or seen the Starship, here is a general 
breakdown of the truck: it employs 
an aerodynamic design to minimize 
wind resistance (giving the truck its 
futuristic look), has an active grille 
cooling system, uses low viscosity 
full synthetic Shell lubricants, boasts 
an ultra-low rpm engine (never sur-
passing 1,250 rpm), a 6x2 axle con-
figuration for lower weight, friction, 
and better fuel efficiency, low roll-
ing resistance single wide-base tires, 
roof-mounted solar panels, predic-
tive cruise control, regenerative 
braking, and relies heavily on driver 
behavior for peak performance.

“If you put the wrong driver in this 
truck, they won’t get as good of fuel 
mileage,” Sliwa said during our ride-
along June 14.

This past May, the Starship made 
a cross-country trip from San Diego, 
Calif., to Jacksonville, Fla., in an 
effort to showcase what the truck 
is capable of, which Sliwa said is 
comparable to any big rig out there.

“Both Shell and I wanted to prove 
that this is a real-world truck that 
stops at truck stops just like every-
body else,” said Sliwa. “I have  an 
electronic logging device (ELD) like 

everybody else. It’s a real-world truck 
that hauls real-world freight.”

The truck was fully loaded during 
the trip, with a total gross vehi-
cle weight of 80,000 lbs, while the 
Starship’s freight ton efficiency was 
measured by an on-board telemat-
ics system.

Riding in the Starship is like rid-
ing in many other tractor-trailer 
combinations. With an automated 
manual transmission, shifting 
gears was smooth and efficient, 
even while accelerating up to speed 
to enter the highway.

The air-conditioning cooling the 
cab was powered by the 5,000-watt 
solar panel on the roof, charging a 

48-volt battery bank on the tractor.
Sliwa said he started building 

trucks in 1983, at a time when any-
thing out of the ordinary in the 
trucking industry was not as well 
accepted as it is today. He said his 
first truck seemed to get about 95% 
negative reactions from those who 
saw it.

The next truck, the BulletTruck, 
which he started in 2009 and com-
pleted in 2012, was more accepted 
by the industry, but there were still 
reservations by many.

“We took that truck from coast 
to coast and everywhere else haul-
ing real freight. Some guys really 
hated it and some guys really loved 
it,” Sliwa said, adding it was about 
a 50/50 split between the two sides.

Sliwa said now with the Starship, 
some people still ask whether the 
truck is an electric vehicle or some 
other alternative fuel offering, even 
when he’s at a truck stop pumping 
diesel to power the truck’s Cum-
mins X15 engine.

“This truck seems to be about a 
90-95% positive reaction,” he said.

Sliwa said historically truck-
ing was a very conservative indus-
try and takes baby steps when it 
comes to change, and over the past 
five years progress has been glacial. 
He said several OEMs know that the 
Starship’s design is what is needed to 
help save fuel and put out a more effi-
cient truck, but fear of the unknown 
and the potential challenges of sell-
ing a product like the Starship steers 
them away from the design.

Rolling down the highway at 
around 60 mph, I asked Sliwa how 
the truck performs in adverse 
weather conditions such as those 
seen in Canada and the northern 
U.S. Having driven through a snow 
storm in Nebraska, Sliwa said the 
experience was no different than if 
he were driving any other truck, and 
he took the same precautions as the 
other drivers had.

He also drove in 75-mph cross-
winds north of Salt Lake City, Utah, 
and unlike some assumptions, the 
truck was sturdy.

“A lot of people contend that the 
truck will be less stable or tend to 
blow over with full trailer skirts, but 
it’s really the reverse,” he said. “If you 
didn’t have skirts and the wind was 
blowing 75 mph, it’s only going to 
hit the top of the trailer and blow it 
over. When you have the full skirts, 
it pushed it sideways.”

He also said the skirts eliminate 
splash and spray, an advantage 
for both the truck driver and oth-
ers on the road around them. The 
Starship does not have any tradi-
tional mirrors, which Sliwa said 
can get dirty in adverse weather. The 
driver instead relies on a mirror eye 
system, using cameras around the 
truck, which have their own boat 
tails to help reduce any debris from 
inhibiting the view.

The cab was extremely roomy, 
with the bed having been removed 
and replaced with seats for the 
ride-along. No testing has been 
done on the Starship yet, even after 
its journey from California to Flor-
ida. Sliwa said testing will come, 
but that is the second phase of the 
initiative. TN
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Riding in the ultra-efficient Starship truck

The Airflow Starship truck has come a long way since its inception.

“It’s a real-world 
truck that hauls 
real-world freight.”
– Robert Sliwa,  

AirFlow Truck Company
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By James Menzies

YOUNTVILLE, CALIFORNIA

Stefan Kurschner wants Daimler 
Trucks North America’s (DTNA) 
dealerships to be the Starbucks of 
truck dealers. 

The senior vice-president, after-
market for DTNA, wants custom-
ers to know they can go to any loca-
tion in the continent and receive the 
same fast, consistent service. And 
he’s given dealers an ambitious chal-
lenge: to get trucks in for service and 
repaired within 24 hours.

“We cannot allow a customer to 
have a good experience, and then a 
not so good experience,” Kurschner 
told the trucking press during an 
event here July 17. “If you go into 
Starbucks to get a cup of coffee, you 
know what to expect. We are striving 
for exactly the same…We have spelled 
out a goal for us, that is 24-hour ser-
vice turnaround. In 24 hours, your 
truck is back on the road.”

Fast turnaround times are vital 
today, as fleets struggle to find and 
retain good drivers. Kurschner said 
a driver is tempted to leave a com-
pany as soon as six to 12 hours after 
his or her truck has been broken 
down. The 24-hour goal is already 
being met by about 56% of DTNA’s 
dealerships, Kurschner said. 

“We are not going to stop at 24 
hours,” he added, noting dealers 
will be closely monitored to ensure 
they’re meeting the new target. “We 
believe this is a very feasible goal, 
but we need to make it nationwide.”

One of the ways DTNA plans to 
achieve this, is by expanding its net-
work of parts distribution centers 
(PDCs) so that parts can be deliv-
ered to dealerships overnight in 
most cases. The company is adding 
its 10th PDC in Phoenix, Ari., which 
will mean 90% of all dealers will be 
able to receive next-day parts deliv-
ery if they place their order by 4 p.m. 
The sole Canadian PDC is in Cal-
gary, Alta., but Kurschner said the 
company is planning to add another 
in Canada. 

Improvements are also being 
made in the dealerships themselves. 
Kurschner said 75% of the work done 
by DTNA’s dealers now goes through 
Elite Support locations. These are 
dealerships that have adopted best 
practices and met certain criteria.

“We are not selling them a sticker 
they glue on their window,” he said. 
“It’s something you have to work 
for. There’s a process of certifica-
tion you go through and you have 
to earn the badge. It’s a rigorous pro-
cess and not a one-time event, you 
get re-audited and have to live up to 
the standard.”

DTNA is also leveraging technol-
ogy to improve service time and 
communication with customers. 
Building on customer demands to 
“tell me more, tell me sooner, and 
fix my truck faster,” Kurschner said. 

As well, a new suite of uptime 
management software programs 
have been brought together. 

Express Write-up is a tab-
let-based app that connects to the 
truck via Bluetooth and reads the 
data needed by the service writer. 
It serves as the first point of contact 
with the customer. 

Uptime Pro is a desktop-based 
program used by technicians in the 
dealership. It allows the technician 
to see the VIN, customer complaint, 
fault codes and other information. It 
also draws in big data generated by 
the entire population of trucks that 
have seen warranty repairs, which 
helps direct the technician to the 
most likely source of the problem. 

“Uptime Pro is the central ner-
vous system of the entire repair 
process,” Marty Kubiak, man-
ager of service systems explained 
during a demonstration. “The 
technician is provided with stan-
dard repair instructions and times 
specific to the vehicle model. They 
have easy access to service manu-
als and instructional videos. Lengthy 
repair stories are eliminated.”

Uptime Performance is a mea-
surement tool that provides key 
performance indicators and mea-
sure the dealers’ ability to meet its 
24-hour turnaround objective. 

The latest tool to be part of the 
suite is Service Tracker. It’s a mobile 
app which allows customers to track 

the repair process. Think of it as 
the pizza tracker app from Domi-
nos, which lets you know when your 
pizza is being made, when it goes 
into the oven, and when it’s been 
sent out for delivery. Five fleets are 
in pilot testing, with a nationwide 
rollout scheduled for Sept. 1. 

“With this tool on your phone, 
90% of all trucks in our service net-
work will be visible to our custom-
ers,” said Kurschner. TN

DTNA dealers targeting 24-hour turnaround times

ACROSS CANADA, 
FOR DURABILITY AND QUALITY, 

TRUST TREMCAR

ACRO
FOR DURABILITY AN

TRUS

HEAD OFFICE 1-800-363-2158   www.tremcar.com
CONTACT OUR SALES REPRESENTATIVES TODAY!

ALLAN PAAREN VP SALES
ONTARIO & MARITIMES
416 427-3846
paarena@tremcar.com

COLIN NICE
ONTARIO SALES REP.
416 518-9459
nicec@tremcar.com

ST TREMCARTRUS

LEASING AND TRADE-INS

DRY BULK QUAD

CHEMICAL 4 AXLES

TRUCK MOUNT

VISIT OUR SERVICE CENTRE NEAR YOU!
PARTS • TANK LEASING

LONDON – Derrick Brommersma, Gen. Mgr. 

519-801-0714  brommersmad@tremcar.com

PETROLEUM B-TRAIN TC-406

COME SEE OUR
NEW DESIGN AT

“If you go into 
Starbucks to get 
a cup of coffee, 
you know what 
to expect. We are 
striving for exactly 
the same.” 
– Stefan Kurschner, DTNA



Lifestyle

Hiring Professional Drivers!
 We’re hiring AZ / Class 1 Drivers. Also seeking Owner Operators. Contact us today!

| | 1 800 334 5142

drivers have a life outside of work, and through our different divisions,    

driver lounges. You can take your dog with you on the road, and tune into your favourite SiriusXM Satellite radio channel. We 

PAY • SAFETY • SUPPORT • EQUIPMENT                                             LIFESTYLE • TRAINING • THE COMPANY

FIRST CLASS

DRIVING EXPERIENCE
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Earn up to 4 cents more per mile with our new performance pay program

DRIVE

Schneider is an equal opportunity employer.

By Sonia Straface

INDIANAPOLIS, INDIANA 

ZF introduced its new PowerLine 
automatic transmission for medi-
um-duty trucks, heavy-duty pickups, 
and buses at the infamous Lucas Oil 
Raceway outside of Indianapolis, 
Ind., on June 13.

The new eight-speed transmis-
sion was built with commercial 
vehicles of up to 57,000 lbs GVWR 
in mind, and handles up to 1,000 
lb.-ft. of engine torque. According 
to ZF executives, the new transmis-
sion provides fuel savings of up to 
10% when compared to automatic 
transmissions on the market today.

ZF said it plans to roll out the 
transmission globally in 2020, just 
ahead of the Environment Protec-
tion Agency and National High-
way Traffic Safety Administration’s 
Phase 2 Greenhouse Gas and Fuel 
Efficiency Standards.

According to Christian Feldhaus, 
senior project manager of truck 
driveline technology for ZF, the new 
transmission was adapted from the 
8HP passenger car transmission.

“We are bringing a very successful 
product from passenger cars to com-
mercial vehicles,” he said during a 
presentation to trucking journalists.

He added the transmission is a 
proven product, as more than 15 mil-
lion of ZF’s passenger car transmis-
sions have been produced since 2007.

“The target was to make this prod-
uct the most efficient possible,” Feld-
haus said. “So when it comes to mar-
ket it helps all customers to comply 
with the GHG requirements.”

The ZF patented eight-speed gear 
set and intelligent skip-shift are said 
to improve acceleration perfor-
mance by up to 30%. ZF also said 
the new PowerLine provides a 45% 
weight benefit and reduces noise 
emissions by up to 30% compared 
to competitive models.

“From a total cost of ownership 
perspective, we tried to reduce the 

noise emissions for drivers because 
of fatigue,” Feldhaus said, adding 
that noise and vibration is some-
thing that deeply affects drivers 
without them even noticing.

The new PowerLine commercial 
vehicle transmission also comes 
loaded with smart software features 
such as Adaptive Starting Gear, 
Neutral Idle Control, Multi Skip 
Shift, Maneuvering Mode, StopStart  
and more.

The new transmission will also 
feature extended service intervals 
and a lifetime fluid filter that won’t 
need to be replaced.

“Not having to change the filter 
is significant when you look at total 
cost of ownership,” Feldhaus added.

Trucking press were invited to 
test the new transmission that was 
placed in a Dodge Ram 3500 truck, 
weighted down with more than 3,000 
lbs. of water in the bed.

What I noticed most while driv-
ing the truck along the closed course 

was the skip-shift technology. The 
truck accelerated with ease.

“The benefit of the automatic 
transmission over an automated 
manual transmission (AMT) is com-
fort,” Feldhaus said. “With an AMT, 
you have to shift gears and you can 
feel it but with the automatic and 
skip-shift technology, you won’t feel 
the shifts.”

I definitely noticed the comfort on 
my ride. With my (lead) foot on the 
accelerator, I could hardly tell I was 
hauling any weight at all in the truck.

What Feldhaus said is the best 
part of the PowerLine is how it is a 
one-size-fits-all product.

“And this enables us to cover most 
medium-duty applications with just 
this one product,” he said. 

The manufacturer also allowed 
trucking media to experience its 
ReAX electric-assisted hydraulic 
steering – which reduces a driver’s 
workload by requiring 70% less effort 
to turn in a static state – and lane 
keeping assistance technologies on 
the racetrack.

“PowerLine is hybrid-ready,” Feld-
haus said, adding that ZF is prepared 
to offer the transmission as a hybrid 
option after the initial rollout.

“The ultimate goal of ZF is to 
reduce the total cost of ownership 
through more value for money 
with higher torque rating capabili-
ties and the lowest operating costs, 
such as fuel savings, extended fluid 
change intervals, lifetime fluid filter, 
and more,” said Mitja Schulz, senior 
vice-president and head of com-
mercial vehicle technology North  
America, ZF. 

“Thanks to its automotive genes, 
the PowerLine brings excellent shift 
qualities, no matter if truck, bus or 
heavy-duty pickup – comfortable, 
fast, and without any interruption 
in acceleration.” TN

Equipment

ZF unveils new PowerLine automatic  
transmission for commercial trucks

We are committed to employment equity and diversity.

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

lifestyle day or night. 

JOIN THE I.T.S TEAM TODAY!

Contact the Recruiting Team at I.T.S
For the GTA and South Central Ontario 

Call Harsimran Dhillon or Adi Varma at 905-212-9898
For Belleville and Central Ontario Call Monty Chrysler x123 
or Sandra Hannah x159 at 800-267-1888 or 613-961-5144

For Eastern Ontario and the Ottawa Valley 
Call Denis Labossiere at 877-665-8167 x222

$5000 SIGN ON BONUS 
 U.S. O/O’S!.

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

NEW MENTORSHIP PROGRAM! Call and 
inquire, you could make $40,000+ in your first 
year as a new ITS Driver! Get your AZ training 
from an approved school and receive tuition 
reimbursement of up to $8,000.00!
■ New domestic dedicated lane!  
 Belleville-Toronto return
■ Late model, well maintained cabs
■ Van and Roll Tite Division
■ Pick-ups and Drops paid
■ Live Load/Live Unload paid
■ Hourly Rate if running local and where applicable
■ Mileage Rate where applicable
■ Layover $75.00 all divisions
■ Company Single Bonus .04 per mile after 2500 miles 
   per week (2300 miles for roll tite) paid weekly
■ Benefits available
■ Paid orientation



WE PROVIDE

• All Base Plates

• All Border Crossings

• Heavy Users Tax (HUT)

• U.S. Border Crossing Decal

• All U.S. Tolls

• All U.S. Licensing

• Wetline installation

• Safety & Seniority Bonus

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

Loads paid on per ton basis

PLUS Fuel Surcharge

per mile loaded & empty ADDITIONAL BENEFITS 

•  Competitive Truck Insurance rates

•  Driver Care Insurance – includes buy 

down, down time, towing  

and medical insurance plus  

optional truck payment insurance

•  Excellent fuel prices with company fuel 

& credit cards

•  Clean and well maintained equipment

• Steady year round volumes

• Dedicated Trailers

• Pre-dispatched Daily

• Optional Weekend Work

WE PRESENTLY HAVE THE  
FOLLOWING POSITIONS AVAILABLE 

VALID CANADIAN PASSPORT A MUST
FAST CARD AN ASSET

•• AA

•• AA

• HH

• U

• A

• A

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

• 

• 

• 

2  OWNER OPERATORS 
ON / PQ / NY ALUMINUM 4 AXLES 

C A R R I E R S  BULK  G P  I N C .

ALSO HIRING COMPANY DRIVERS

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

WE PAY YOUR 1ST MONTH
TRUCK PAYMENT & WAGES

 CANADA – US RUNS STEADY LANES
PAID 24% OF THE TRUCK REVENUE & BENEFITS
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• 3rd Generation Family Owned & Operated 

• Dedicated Business

• Best equipment in the industry

• Located in Breslau, Ontario

• Seeking drivers in Sarnia, Kitchener and GTA

• Owner Operators and Company drivers needed

• Top mileage and hourly pay!!!

• Border crossing pay, safety bonuses, safety 
shoe reimbursement

A B O U T  U S : R E Q U I R E M E N T S :

• 

• CDL with tanker endorsement and dangerous goods

• Clean abstracts and criminal backgound

• Drug screen and physical

• TWIC & FAST CARD (Must apply for before starting if do not 
already have) Come visit us

Booth #205 – Sept. 15
  

FOR U.S. RUNSFFFFOOOORRR UUUU SS RRUUUUNNSS

AZ Drivers  
& Owner

Operators
WE PAY AZ COMPANY DRIVERS:

.60 Cents to .75 Cents per mile

.10 Cents Extra for East Trips

We pay you H.S.T.

Extra for Pick up/Drops 

$50.00 1st  – $60.00 2nd – $70.00 3rd

Benefits are Available

WE PAY OWNER OPERATORS:

$1.65 to $2.15 per mile

.30 Cents Extra for East Trips

$100.00 for any Extra Pick-ups/Drops

WE REQUIRE:

Valid “AZ” Driver License

Min. 3 Years Border Crossing  

Driving Experience

Clean Driving Record  

(CVOR & Abstract)

Fast Card or Record of  

Criminal Search

To Enquire Call: 1-888-810-6666 

Fax your resume to: 1-888-406-6666

Email your resume to mgrewal@abletrucking.ca

ToTo EEnqnquiuirere CCalall:l: 11 8-88888-88- 10100-6-66666666
ABLE Trucking Ont. Inc.

Equipment

Pictured (L-R): John Esplen, dealer 

principal, Tri Truck Centre, Yumiko 

Kawamura, president, Hino Motors 

Canada, Rick Howitt, general man-

ager, Tri Truck Centre, and Mark 

Lorentz, vice-president, sales, Hino 

Motors Canada.

Tri Truck Centre takes top Hino honors

Breadner Trailers moves into Atlantic Canada

BARRIE, ONTARIO

Tri Truck Centre has once again 
been given Hino Motors Canada’s 
(HMC) top honor among Canadian 
dealerships.

John Esplen, dealer principal and 
Rick Howitt, general manager, were 
awarded the top-ranking gold posi-
tion for the 2017 Hino Dealer of the 
Year award.

This is the fourth consecutive year 
the dealer has received the top spot.

“Each year the criteria for this 
award become more difficult. Each 
year, the team at Tri Truck rises to 
the challenge, working together to 
ensure top performance with excel-
lent customer service,” said Mark 
Lorentz, vice-president of sales for 
HMC during the award presentation 
at Tri Truck Centre on July 12.

The award is based on HMC’s 
annual dealer evaluation, a com-

prehensive measure of the dealer’s 
total business, sales management, 
service support, parts performance, 
and overall facility. TN

MONCTON, NEW BRUSNWICK

Breadner Trailers has opened up a 
new location in Atlantic Canada.

The new facility is the country’s 
newest and largest Hyundai Trans-
lead dealer, according to the com-
pany. It is currently offering a variety 
of Hyundai Translead dry vans and 
refrigerated trailers.

“We are excited to announce our 
newest location in Atlantic Canada 
and continuing to grow with Hyun-
dai to help expand parts, sales, and 
service into this region for our cus-
tomers,” said Robert Breadner, pres-
ident of Breadner Trailers.

The new facility is located near 
Moncton, N.B., at 66 Brenan Ave. TN



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

WE DRIVE CAREERS

We got your back 
and the rates to  

drive you forward

*PAID PLATES AND INSURANCE, 
AND FUEL CAPPED AT $0.47

CALL US NOW.

Call us about  
OTHER POSITIONS AND 

GREAT BENEFITS

COMPANY HIGHWAY

$0.54/mile
HWY OWNER OPERATOR

$1.30+/mile*

  

SEPTEMBER 15TH BOOTH #313 
– INTERNATIONAL CENTRE – 
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Eaton forms new  
eMobility business
SOUTHFIELD, MICHIGAN

Eaton is banking on an electric 
future for trucking and has formed 
a new eMobility business to pro-
vide the industry with a wide range 
of electric power solutions.

Most famous for its transmissions, 
Eaton is also well established in the 
electrical field and formed the new 
business by combining products, 
expertise and global manufactur-
ing capabilities from its electrical 
and vehicle groups.

“We’re known to be more of a 
mechanical type provider in trans-
missions, but we really do know 
electricity and electric power,” 
Scott Adams, senior vice-presi-
dent of product strategy and sales 
for the eMobility business segment 
told Truck News in an interview. “We 
have a really strong depth of under-
standing of electricity and with our 
heritage in the vehicle space, we’re 
able to blend our electricity knowl-
edge with our vehicle knowledge.”

Eaton is investing about US$500 
million into the new business over 
the next several years. It anticipates 
the vehicle electrification market will 
grow to include 15 million pure bat-
tery-electric vehicles and another 
30 million hybrids by 2030. Its prime 
focus will be on intelligent power 
electronics, power systems, and 
advanced power distribution and cir-
cuit protection for both automotive 
and commercial vehicle customers. 

Despite this sharp growth in elec-
trification, Adams said it will be a 
while before fully electric heavy trucks 
become the norm. But the journey 
to an electric future will begin with 
smaller steps, such as the electrifica-
tion of certain components, and eMo-
bility has a role to play there as well.

“We believe adoption will hap-
pen from a regulatory perspective,” 
Adams said. “Over time, as they get 
into the second and third phases of 
the greenhouse gas (GHG) Phase 2 
rules, some electrification will be 
used to achieve those limits. There 
are a lot of drivers. There’s a regula-
tory push and a customer pull.”

The move to full electric power 
will likely begin with light-duty 
vehicles and locally driven com-
mercial trucks. Mild hybridization 
is likely to come first, as battery cost 
and weight remains a challenge for  
Class 8 longhaul trucking.

“The challenge, really, is the cost 
of the batteries and the weight of the 
batteries,” said Adams. “But we do 
see adoption happening.”

Adams said the eMobility busi-
ness is ready to hit the ground run-
ning and should generate about 
$300 million in revenue this year 
from its current electrified portfo-
lio. It projects revenues to grow to 
$2-$4 billion by 2030. The business 

will be headquartered in Southfield, 
Mich., with design centers and man-
ufacturing locations in Asia, Europe 
and the Americas. It already employs 
about 1,200 people. 

Existing products offered by the 
new business include DC/DC con-
verters, power distribution units, 
hybrid and battery-electric trans-
missions, and high-voltage fuses. 

Eaton says it has more than 15 
years of experience developing 
hybrid systems, with more than 
15,000 on the road globally. It also 
makes the high-voltage, fast-acting 
fuses found in nearly half of the elec-
tric cars in the world. TN

We understand 
TIME IS MONEY!

Drivers paid when they arrive at
shipper until they leave shipper.

Paid all dock time

Paid all breakdown time

Paid all border delays

Paid performance bonus 

   monthly

3049 Devon Dr.

Windsor ON

N8X 4L3

519-250-8008 x247
recruiting@morricetransportation.com

To find our pay rates please visit

www.morricetransportation.com         

EXPERIENCED
AZ OWNER-  
OPERATORS

•  We Pay High Rates per mile loaded &  
empty miles (based on destination)

•  We Pay 100% Base Plates
•  We Pay 100% Tolls & Permits
• We Offer Sign-Up Bonus
• We Offer Safety Bonus & Incentives

WE ARE ALSO LOOKING FOR   
DZ OWNER-OPERATORS  
FOR CANADA & THE USA  

(must have Sleeper)

Display Transportation is Canada’s 
leading special products carrier

since 1996.
99% of loads are full loads.

We are looking for  
AZ Owner-Operators  

for runs in Canada & the USA

Please Call
1-800-717-3781  
Apply online at 

https://displaytrans.truckright.ca/careers



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

•  24/7 Satellite &  
Personalized Dispatch

• Flexible Home Time
• Fuel Discount & Fuel Card
• Repair Shop & Fuel on-site
• Open Door Policy
• Safety Bonus & More

WE KEEP THINGS 

COOL
OR

FROZEN
THROUGHOUT NORTH AMERICA

BRANTFORD ONTARIO

• Paid Layovers
• Paid Tarping
•  Paid Rack Kit Build Up  

or Tear Down

• Paid Extra Drops and Picks
• Paid Weekly
• Full Benefits available
• Flexible Home Time
• Dedicated Trucks

•
•
•

Contact Anthony Garkut 

800-784-5774  I  agarkut@btcexpress.ca

oorr TTeeaar Down • FFFlleexxibbblllee  HHHooommmeee TTTiimmee
• Dediiccaattttttttteeeeeeeeedddddddd TTTTTTrrrruuuucckkss

“30+ Years Specialized  
Flatbed & Stepdeck

Service”

NEW CONTRACT 
AWARDED

Steady Runs to USA  

Mid-west & South

US LONG/SHORT-HAUL • LOCAL WORK  •  REGIONAL WORK
 ONTARIO ONLY  •  ONTARIO & QUEBEC

LEASE OPPORTUNITY AVAILABLE

OWNER OPERATORS WANTED

• NEW DRIVERS WELCOME •
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Food Grade Only

Contact: styo@villeneuvetanklines.com  1-877-932-TANK (8265)

Looking for Quality Drivers and Owner Operators

DRIVE WITH US

  New Exceptional Pay Structure

• Food grade commodities = consistent year round miles

• Fuel capped

• Repair shop and indoor truck wash on site

YOU WILL LOVE WHERE WE TAKE YOU

1.800.462.4766 

BisonTransport.com

Bison Transport is committed to employment equity and diversity

We know Professional Drivers often miss out on time with family and friends when they’re 
on the road. We also know that without them, we’d be without many of our everyday 
essentials. So, we want to say THANK YOU, not just during National Trucking Week, 
but all year long, because we recognize your efforts!

CELEBRATING
TRUCKING IN CANADA

Equipment

Here 
comes 
the sun
TORONTO, ONTARIO

The North American Council for 
Freight Eff iciency (NACFE) is 
showing confidence in the sun as 
a practical power source for trucks 
and trailers.

“Fleets should seriously consider 
investing in solar systems,” the council 
said recently in the launch of its Solar 

Confidence Report, the latest in a series 
of studies that explore fuel-saving 
technologies and practices.

“The application of solar pan-
els on trailers with extra electrical 
loads like telematics, refrigeration 
units, and liftgates make sense as 
a means of improving battery life 
and reducing the need for roadside 
assistance. This is especially true 
if the trailer spends long periods 
without being attached to a tractor. 
And the opportunity to extend the 
run time of battery HVAC systems 
makes installing solar for battery 
HVAC support a good solution,”  
it said.

Today’s solar panels are flexible, 
thin, easily installed, and reliable, the 
report found. Although, potential 
fuel savings were seen to be “a very 
small part” of the overall benefit.

The panel installations should be 
sized for their intended application, 
NACFE stresses.

“For example, the size of a solar 
panel to support a battery HVAC 
system on a tractor might be limited 
by the area available on the tractor 
fairing, whereas a solar panel to sup-
port a refrigeration unit only needs 
to be large enough to provide a small 
trickle charge to the refrigeration 
unit starting battery.”

Still, it’s not yet known if the pay-
backs will match claims by manu-
facturers.

“We have verified that the benefits 
fall in several categories with the big-
gest benefits being from extending 
battery life and avoiding emergency 
roadside assistance for dead batter-
ies. Many fleet users are happy with 
the investment they made and intend 
to continue to use solar panels in the 
future,” the council concludes.

The report comes with a pay-
back calculator to help to evaluate 
whether a system makes sense.

The full report can be downloaded 
from www.NACFE.org. TN

“Fleets should 
seriously consider 
investing in solar 
systems.” 
– NACFE
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MORE PAY.
MORE OPTIONS.

Earn $.48 - $.54/mile or ask 
about NEW O/O & team pay

Join our elite NE Dedicated 
Fleet & earn $.62/mile 

base + bonuses!

Dense lanes & fast spins 
mean less down time

Pocket a $3,000 sign-on 
bonus for joining

Visit us at hyndman.caVisit us at hyndman ca
800.499.4997

Thank you to all 9/2 - 9/8drivers & your familiesfor everything you do!

National Trucking Week

Come see us Sept. 15 at the 
Road Today/Truck News Expo! BOOTH #102

Visit our website

keypointcarriers.com

Owner Operators wanted to run ON & PQ to Laredo, TX
Opportunities for Independents

with their own insurance and authorities
> DRY VAN FREIGHT

> PAID WEEKLY DIRECT DEPOSIT

> COMPETITIVE RATES PER MILE

> PERFORMANCE BONUS

>  COMPANY FUEL  
DISCOUNTS

>  IN HOUSE SHOP –  
DISCOUNTED RATES

>  PAID PLATES, INSURANCE,  
FUEL TAX

> PAID SCALES, TOLLS, FAXES

> NEW RATES

Contact Us Today

1-866-569-7964
recruiting@keypointcarriers.com

1018 Parkinson Rd., Woodstock, Ontario

Thank you to our Owner Operators and drivers. We couldn’t do this without you.

Fleet News

Ryder names 
top Canadian 
carriers

Challenger  
recognized  
for HR

PRESCOTT, ONTARIO

Kriska Holdings has been named 
the Canadian Truckload Carrier of 
the Year at the Ryder Carrier Qual-
ity Awards. 

Midland Transport was chosen as 
the LTL Carrier of the Year.

The award recognizes excel-
lence through a variety of metrics, 
including on-time performance, 
claims handling, customer service, 
technology applications, economic 
value, and innovation for the last full 
calendar year, according to Ryder.

“I’m very pleased,” said Tammy 
Cryderman, general manager of 
Kriska. “Ryder works with 3,100 car-
riers and has chosen to recognize 
Kriska as one of their top 13. Every-
one at Kriska has played a role in us 
receiving this award.”

“The support that we receive from 
our carriers has a direct impact on 
our ability to deliver on the prom-
ises we make to our customers,” 
added Dave Belter, vice-president 
and general manager of transporta-
tion management for Ryder. “Ryder 
is proud to partner with indus-
try-leading carriers and we thank 
and congratulate them for going 
above and beyond to support Ryder 
and our customers with safe and 
timely deliveries.” TN

CAMBRIDGE, ONTARIO

Challenger Motor Freight has been 
recognized as a finalist for the 
Canadian Human Resources (HR) 
Awards.

It is a finalist for the Seneca award 
for Best Learning and Development 
Strategy. 

The award celebrates the com-
pany that has delivered the most out-
standing organizational benefits by 
directly linking the training needs of 
its people, at all levels, to the busi-
ness needs of the organization. TN
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Congratulations to Luke Melanson on win-

ning our Contrans Flatbed Group photo con-

test! Luke is a Canada-only driver who loves 

scenic runs out west, hiking, fishing, and 

keeping his dedicated truck squeaky clean! 

We received over 50 submissions from our 

drivers for this contest, and the rules were 

simple: send us a cool photo of your truck, 

and our office staff will vote on the pho-

tos they like best! Having mapped out all of  

HWY 17 around Lake Superior, Luke went 

above and beyond to get the perfect shot!

Upon completing high school, Luke did a 

year of college, followed by starting up his own 

landscaping company. Not knowing what he 

wanted to do as a career for sure, he decided 

to give driving a try. After getting his license, he 

gave himself a few months to see if he’d enjoy 

it, and to his surprise, he liked driving flatbed 

much more than he anticipated: “I gave myself 

4-6 months, but now it’s something I can see 

myself doing for years to come.”

Luke joined Contrans Flatbed in January, 

2017 after completing our 6-week 

new driver mentorship program. 

“[Contrans] is a good larger com-

pany to start with,” he noted. “One 

thing I’ve liked about [Contrans] is 

they don’t take advantage of the 

new drivers... I’ve found I’ve been 

treated the same as anyone with 

seniority since I’ve started.” 

When asked about his experi-

ence so far at CFG, Luke stated his 

appreciation for CFG’s open-door 

policy. He said, “for the size of 

this company, it feels a lot smaller 

than it is… drivers are a priority here.” After 

seeing what else is out there, Luke knows 

Contrans is the most well rounded and offers 

the best overall pay package. Because of our 

size, Luke also commented on the flexibility 

that CFG provides; “you can always talk to 

your dispatchers and they’ll work with you to 

try and accommodate your requests.” 

If you want to see other pictures from  

the competition, check out our Facebook and 

Instagram pages (@contransflatbedgroup)! 

To see more pictures of Luke’s adventures 

at Contrans, visit his Instagram page 

(@luke_melanson)!

Contrans Flatbed Group is an employment equity company

          PLEASE CALL KARA

877-790-1226 ext. 5236

I use photography to try and put  
a positive light on this industry 

because there’s a lot of perception 
that trucking is a dirty industry. 
That’s one of my goals with the 

new generation of drivers… I want 
to try and make others realize that 

it’s not always what it seems.

“ “

Lu
ke

 M
el

an
so

n

Come visit us 
at Booth 113

  

Insights

Voice of the owner operator

Pay it forward
I just got back from the Bramasole 
Diner, the all-day-breakfast greasy 
spoon where I’ve been a regular for 
over 17 years. On a typical Sunday, 
it was hot and crowded and noisy; 
the guy beside me at the counter 
kept bumping his sweaty elbow into 
me and a woman a few tables away 
was loudly berating the long-suffer-
ing server for putting too much ice 
in her glass of water (I kid you not). 

I should have been annoyed and 
grumpy, but instead I felt like a 
million bucks. The cafe owner, 
Karen, had just told me about the 
delightful reaction of the customer 
whose breakfast I had paid for the 
day before. 

Karen and I have had this thing 
going for years; it started when I 
did her a small favor and she repaid 
me with a free breakfast. When she 
refused to let me pay the second 
time, I suggested that I pay for some-
one else’s breakfast. When we saw 
that customer do a double-take and 
then grin from ear to ear, we were 
hooked. Now, whenever Karen is my 
server, I pick up the tab for another 
table, she hands that customer a 
zero-balance bill on which I’ve writ-
ten “pay it forward” and we all have 
just a little bit nicer day. 

And here’s the bonus: apart from 
the obvious benefit of helping oth-
ers, giving is one of the most thera-
peutic things we can do for ourselves. 
Numerous studies examine the ways 
that giving is good for the giver, cit-
ing increased self-esteem, less depres-
sion, lower stress levels, greater hap-
piness, lower blood pressure, and 
longer life, among the benefits asso-
ciated with acts of kindness. 

Some even argue that charitable 
behavior generates as much in the 
way of health benefits as diet and 
physical activity.

The lottery-winning jolt I felt this 
morning was more than psychologi-
cal. Research has shown that kind or 
generous behavior triggers the secre-
tion of natural “happy” chemicals in 
our brains, such as mood-mediating 
serotonin, dopamine, a feel-good 
chemical, and a compassion and 
bonding substance known as oxyto-
cin (not to be confused with OxyCon-
tin, one of several commercial names 
for oxycodone, an opioid painkiller).

Oxytocin also causes the release 
of a chemical called nitric oxide, 
which expands the blood vessels. 
This reduces blood pressure mak-
ing oxytocin a “cardio-protective” 
hormone which protects the heart 
by lowering blood pressure. 

And forget the anti-wrinkle cream. 
Two culprits that speed up the chem-
ical process of aging in the human 
body are free radicals and inflam-
mation, but new research shows that 
oxytocin reduces levels of both these 
in the cardiovascular system, thus 
slowing aging at its source. So, kind-

ness is good for you inside and out.
And, according to a University of 

California Berkeley study, people 
who volunteered for two or more 
organizations were 44% less likely to 
die over a five-year period than those 
who didn’t volunteer, even account-
ing for many other factors including 
age, exercise, general health and neg-
ative habits like smoking. Good news 
for truck drivers! 

And here’s the thing: any kind of 
giving can boost your wellness. It 
doesn’t need to be an organized vol-
unteer activity, or cutting a cheque 
for a worthy cause. Those small, ran-
dom acts of kindness can have the 
same impact: paying for the coffee 
of the person behind you or tipping 

a little more than usual; holding the 
door or the elevator for someone; 
mowing a neighbor’s lawn or shov-
eling their driveway; leaving coins on 
a vending machine or at the laundro-
mat for the next customer; or donat-
ing used clothes to a shelter. 

The gift of giving and unselfish-
ness stimulates the reward center 
in the brain, releasing endorphins 
and creating what is known as the 
“helper’s high.” And like other highs, 
this one is addictive, too. Generosity 
can be contagious, spurring a rip-
ple effect and keeping the cycle of 
“good” going. 

That’s what my “pay it forward” 
deal at the Bramasole is all about. 
When a customer realizes I’m the 

person who bought their breakfast 
and comes to thank me, I just ask 
them to do something nice for some-
one else. And they usually do. The 
servers delight in sharing the stories 
of how others pay for meals, write 
thank you notes on napkins for the 
cook, or add money to a customer’s 
parking meter. 

In this clamorous, overcrowded, 
and sometimes nasty world we live 
in, generosity trumps apathy every 
time. Pay that one forward. TN

Joanne Ritchie is executive director of 

OBAC. Happy to help? 

E-mail her at jritchie@obac.ca or call  

toll-free at 888-794-9990.
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$48.00/HR.
LOCAL

$1.39/MILE
HIGHWAY

HIRING FOR 
ONTARIO HWY / LOCAL HWY / CITY DAYCABS

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

• FUEL CAPPED AT $0.70/LITRE

• PAID  PICKS AND DROPS

• BENEFIT PLAN

• DIRECT DEPOSIT

• NO TOUCH FREIGHT

• STEADY YEAR ROUND WORK

• FUEL CARDS SUPPLIED

• QUALITY HOME TIME

OLDER
TRUCKS

ACCEPTED

All Equipment must pass
Company Inspection

There’s a certain big box store near 
me where the prices are low but I’m 
not sure things really are less expen-
sive. Paying a buck for something is 
great as long as it lasts as long as the 
$2 item. But if you have to replace 
it three times before the $2 product 
wears out, the cheap item is going 
to cost more in the long run.

The same is true for your truck.
The cost of some things, like tires, 

seem easy to measure. Mileage life 
divided by the price is a real number. 
But cheap tires affect other things, 
like fuel economy. Those secondary 
impacts can be tougher to quantify.

Now try to calculate something 
that is all intangibles: accounting 
and tax prep services. 

Knowing whether your tax bill 
or refund is correct is a poten-
tially endless circular discussion 
so I won’t even go there. But we can 
talk about the delivery-of-service 
issues that can add value to your life 
and business.

For instance, a client just called 
looking for a copy of the bill of sale 
for his truck. He’s leasing on with a 
new carrier and needs it for his IRP 
plate, but he misplaced it. We’re dil-
igent about bills of sale and other 
important documents, so of course 
we have it and sent it to the carrier 
within five minutes of his call.

Two things happened here: I 
answered the phone and had what 
he was looking for. How much is it 
worth to have that panic moment 
resolved?

Whether you need business 
advice or someone to just prepare 
returns, a good accountant should 
pay for themselves many times over, 
but a bad one can cost a fortune.

Case in point, we recently helped 
an owner-operator file his 2016 and 
2017 tax returns. That doesn’t sound 
like a big deal but the fact that the 
police were involved says otherwise.

The owner-operator’s accountant 
failed to file his returns on time for 
five of the last seven tax years. But 
he stuck by her because she always 
assured him she would take care of 
everything and besides, he was get-
ting a good deal.

Letters from Canada Revenue 
Agency (CRA) were piling up so he 
started calling other accountants. We 
reviewed his returns and calculated 
the total amount of late filing pen-
alties charged to him over the years.

He decided to apply to CRA for 
taxpayer relief.

CRA’s response: “After carefully 
considering the facts and circum-
stances of this case, we are denying 
your request.”

CRA documented all the corre-
spondence it had with the own-
er-operator, including the times he 

told CRA that his accountant said 
she had filed the returns.

“The services of a third party may 
be used to prepare and submit tax 
returns,” the CRA said. “Although 
your situation is unfortunate, it is 
ultimately the taxpayer’s respon-
sibility to ensure that returns and 
payments are received on time.”

There’s more but you get the 
idea. CRA even commented that 
had the owner-operator made reg-
ular tax installments there would 
have been less interest charged. He 
knew he had to pay his taxes so 

why didn’t he make installments? 
At least now he’s taking charge of 
his situation.

The intent of this article is not to 
promote our company. It’s to pro-
mote the value that any good truck 
accounting specialist can deliver 
versus the next door neighbor or 
trucking specialist that does not 
do a good job.

Our fees and those of my repu-
table competitors are not, in real 
dollars, much different compared 
to what some of these bad service 
providers charge. What you get is 

the value of service and experience 
– things that don’t show up on the 
invoice.

Give any one of us a call and 
ask. You may be surprised when 
we answer the phone or call 
you back. TN

Scott Taylor is vice-president of TFS 

Group, providing accounting, book-

keeping, tax return preparation, and other 

business services for owner-operators.  

Learn more at www.tfsgroup.com 

or call 800-461-5970.

Insights

Tax Talk

The value of service
A good accountant should pay for themselves many times over,  

but a bad one can cost a fortune
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NOW HIRING
COMPANY DRIVERS & OWNER OPERATORS

ACROSS ALL DIVISIONS
VAN • BULK • FLATBED 

Apply at www.drive4grace.com

Questions answered at recruiting@gracetransport.com

Call us at 226-289-9000 extension 709 or come in and see us today.

NOW HIRING 
AZ DRIVERS AND 
OWNER OPERATORS
USA-CORRIDOR

A CANADIAN CARRIER SINCE 1985

BRAMPTON • MIDLAND • WALLACEBURG • FERGUS • HAMILTON • PRESCOTT • BELLEVILLE • CARIGNAN PQ

1-800-265-8789 x 205

www.Travelers.ca

Steady Lanes, and Busy Customers.
Work with staff that cares!
Passenger/Pet Programs.

O/O EARN UP TO

$1.52 to $1.82
including our FSC Program.

CO EARN UP TO 

$0.46 - $0.58
depending on Lane & 

Extra’s Programs.

Multiple provincial and territorial 
governments have been talking 
about mandatory entry-level train-
ing (MELT) over the last several 
years, and it has been a hot topic at 
Canadian Council of Motor Trans-
port Administrators (CCMTA) meet-
ings for at least as many. 

The topic gained more attention 
when Ontario announced in 2015 
that it was going to mandate it there. 
(MELT for A/Z drivers in Ontario 
came into effect on July 1, 2017). 

The Humboldt bus tragedy has 
pushed this topic to the very fore-
front of the regulators’ and media’s 
attention again. Recently, Alberta 

announced it will be introducing 
MELT, possibly as early as January 
2019, along with several other changes 
in regards to truck safety. It also held 
stakeholder consultation sessions in 
Edmonton and Airdrie, Alta., in July, 
which the Private Motor Truck Coun-
cil of Canada (PMTC) attended. 

Saskatchewan, while not as far 
along as Alberta, has announced it 
has been looking into MELT, and will 
be introducing some form of program 
in the not-too-distant future. Man-
itoba and B.C. are also researching 
MELT, and all the western provinces 
have had initial discussions concern-
ing a “western MELT framework.” 

The PMTC was one of the key 
stakeholders in the MELT consul-
tations in Ontario and has lobbied 
Transport Canada to work on a 
national framework for MELT for 
the last several years. As a lot of you 
will know, getting a common reg-
ulation implemented across every 
province and territory in Canada is 
a challenge, to say the least, and the 
patchwork of rules and regulations 
the industry is forced to work with 
as it travels across provincial bound-
aries is a major burden and expense. 

The CCMTA has done great work 
at bringing the feds and provinces 
together to discuss regulations and 

work towards common ground, 
however a lot of work still needs to 
be done. 

While the PMTC is encouraged 
that the different jurisdictions are 
talking, and that most appear to be 
reviewing the only MELT framework 
in place in North America right now, 
which requires 103.5 hours of train-
ing, we are already hearing rum-
blings of massively different MELT 
hours being considered. 

This concerns us. Sixty or 70 hours 
of training has already been floated 
by Saskatchewan and is a number 
we have heard being tossed around 
as a possible framework for the four 
western provinces. I hope this is not 
a number that is seriously being con-
sidered, as less than two weeks of 
training is woefully inadequate in 
our view.  

We have the opportunity to work 
together, build a common approach, 
and a framework that can be utilized 
for a training standard across the 
land. The Ontario standard is not 
perfect, and does need some refine-
ment, however this should be looked 
at as a minimum standard and one 
to be learned from and built upon. If 
we are serious about a MELT regime 
that will have a serious impact on 
road safety and increase the entry-
level skills of new drivers to the 
industry, we must work on a mean-
ingful and robust standard, not one 
that is simply better than nothing.

Let’s look at Ontario’s, keep what’s 
working, build upon what isn’t work-
ing, and build a meaningful national 
Memorandum of Understanding for 
MELT that all provinces and terri-
tories can be encouraged to utilize.  

I don’t know if driver training was 
an issue in the Humboldt tragedy, 
and I don’t know if MELT would 
have prevented these tragic events 
from occurring. But I do know it 
would not have hurt to have man-
datory training.

Standardized mandatory train-
ing is needed for commercial driv-
ers, and the time to raise the bar 
as to what is required to enter this 
industry as a driver, has come. The 
requirements to get in have been 
far too low, for far too long. We are 
at a moment in time where there 
appears to be a will for mandatory 
commercial driver training in most 
regions of Canada, and we have the 
opportunity to ensure we put a stan-
dard in place that is meaningful and 
workable across the land. Let’s not 
waste it. TN

Insights

Private Matters

Mike Millian is president of the 

Private Motor Truck Council 

of Canada, the only national 

association that represents the 

views and interests of the private 

fleet industry. He can be 

reached at trucks@pmtc.ca.

The heat is on
MELT is expanding. Let’s ensure we get it right, and have some commonality.
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Last year, the federal government 
reached out to industries that are 
heavy users of the Temporary For-
eign Worker Program (TFWP). They 
want to better understand the spe-
cific industry challenges and iden-
tify possible program improvements.

For the trucking industry, which 
brought in more than 1,500 workers 
in the TFWP last year, the struggle 
to find drivers and other workers is 
anything but short-term. The short-
age of drivers who are Canadian citi-
zens has limited the growth of many 
fleets and has broader implications 
for Canada’s economy.

And, the TFWP can help. As such, 
the federal government partnered 
with us on a series of roundtables 
across the country – a chance for 
f leets that have been using the 
TFWP for years to provide their 
feedback. Others came out to learn 
more about the program and how it 
might help them.

The roundtables resulted in a 
report that has been submitted to 
the TFWP. We made recommenda-
tions for immediate consideration 
that can support more efficient 
access and use of the program. 

They include an expedited vet-
ting process for reputable and 
trusted employers; suggested 
enhancements to the application 
process to better reflect the reali-
ties of the industry, including com-
pensation and job advertising; as 
well as several processing improve-
ments to support unique aspects of 
our industry.

We’re now waiting for the gov-
ernment to hopefully move quickly 
with these recommendations. Until 
then, here are some things we 
learned during our roundtables from 
employers who are working hard to 
improve recruitment and retention:

Review your recruitment, 
hiring, and onboarding

Fleets have learned that they need 
to respond quickly, if not immedi-
ately, to all applicants. Review your 
recruiting and hiring procedures to 
make sure you can process an appli-
cant’s information and initiate a dia-
log quickly. 

And, be efficient. Getting just one 
driver is a big investment of time and 
resources, and many are leaving no 
stone unturned. Assess where you 
are getting the best results and work 
to focus your efforts accordingly.

But don’t rush the onboarding. 
Fleets that are investing more with 
onboarding and effective coaching 
are seeing higher retention rates. 

Assess your “leaves”

One f leet executive said that a 
driver exit is now being treated 
“like a major accident.” Address 
your “leaves” and determine where 

you can improve. Another proac-
tive approach has many f leets 
forming “driver experience com-
mittees” to improve communica-
tion and collaboration among driv-
ers, managers, and others within 
the company.

Review compensation

Many f leets are going beyond 
reviewing driver pay rates to focus 
on total compensation and address 
work-life balance concerns. Does 
your compensation package reflect 
the needs of your drivers? You don’t 
want to hear that it doesn’t during 
an exit interview.

Leadership

Challenging times require compe-
tent managers who can innovate, 
stay calm, and ensure the bigger pic-
ture is not lost. And this is particu-
larly important for fleets looking to 
the TFWP for drivers. 

The program presents an extra 
layer of compliance requirements, as 
well as the specific human resources 
needs of workers who are: 1) tempo-
rary and 2) from another country. 

These challenges require compe-
tent managers who can innovate, 
adapt, and keep sight of the fact that 
the TFWP should be mutually ben-
eficial for the company and the for-

eign worker coming to Canada.
The Government of Canada’s web-

site (www.canada.ca) has more infor-
mation about hiring a temporary 
worker through the TFWP, and we 
offer practical ideas about managing 
a diverse workforce at www.Truck-
ingHR.com. Something to consider 
as we wait for action. TN

Canada’s Temporary Foreign Worker Program: What we learned
Series of roundtables reveals opportunities for improvement

Human Factors

Angela Splinter leads Trucking 

HR Canada, a national not-for-

profit organization dedicated to 

addressing the human resources 

challenges and opportunities in the 

trucking and logistics sector. Learn 

more at www.TruckingHR.com or 

follow them @TruckingHR.

WE’RE HIRING!

TO APPLY:
Phone: 1-800-463-5862 ext. 35207
Online: www.linamar.com/careers
Fax: 519-837-1506
Email: driver.recruiting@linamar.com
In person: 700 Woodlawn Rd West, Guelph ON

There are many advantages of working 
for the largest employer in Guelph:
• Ongoing training and development opportunities
• Competitive pay package

• Late model dedicated equipment.
• Exceptional safety rating – most of the time waved through at the scales.
• DOT reset at home. Always.
• Bonus programs.
• Round trip itineraries – no sitting and waiting for reload.
• Company paid uniform and safety shoes.
• Recognized as a Trucking HR Canada Top Fleet Employer

4 consecutive years

Linamar 
Transportation is 

currently hiring AZ 
drivers for short-

medium haul work 
from Guelph into 
MI, OH, IN, IL, WI, 

MN, NC, SC, TN  
(no ESB)

New graduate training program available

DEDICATED HIGHWAY LANES

Visit us September 15
Booth #303

  



50  Truck News • September 2018

We have state of the art  
terminal, and a friendly  

dispatch team to help you  
round the clock.

We also provide 
Free training to 

New License Holders! 

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

•  Excellent Wages: Up to 0.70¢/Mile 
Teams: Up to 0.76¢/Mile 
Owner Operators: Up to $1.80/mile

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

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

much more….

We run year-round 
dedicated loads 

to the Midwest and  
Southern States USA

Call: 647-909-5580 • Email: dispatch@lallytransport.com
www.lallytransport.com

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

based in Mississauga Terminal for USA runs

Dear Editor:
Regarding the hype and testing of truck platooning, it’s time to stop now 

and save our money and resources. The concept and application were proven 

150 years ago. It’s called a train!

It runs on steel rails on its dedicated road. If the idea is to run vehicles 

close together to slipstream and travel efficiently, well they are going to have 

to be connected. I have been a trucker for 40 years and in heavy traffic there 

are always those in the motoring public that will crowd into your safety zone 

between you and the vehicles in front. 

Imagine how the onboard radar and accident avoidance is going to react 

to that – I say more chain reaction collisions. TN

Danny Folkins

Searsville, N.B.

Dear Editor:
Companies these days are hiring the worst drivers I’ve ever seen. They blame 

it on the driver shortage.

We are the most regulated and underpaid industry. As drivers, we are trained 

to look at the dollar figure at the end of the week and not the hourly number. 

We are working for just above minimum wage. 

Most companies pay by the mile, which means we work 70 hours a week and 

don’t get paid overtime. Most companies do not pay for your pre-trip, post-trip, 

or to fuel the truck. They don’t pay to cross the border.

They think we should do our first drop or pickup for free. They route us down 

back roads to save 10 or 15 miles. We are scrutinized daily by our own com-

panies, customers, police/DoT, Customs and the general public. My question 

is, why would anyone want to be a truck driver today? TN

Donald Nichols

Platooning not a good plan

Questioning the profession

Mail
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Every three to four years I am given 
the privilege of moving into a brand 
new tractor. As I clean out the old 
tractor, I have the opportunity to 
look at all the things I’ve been car-
rying around with me for the past 
four years and to make a decision 
as to its value. 

Do these items still serve a pur-
pose? Are they of use? The criteria I 
use to make this decision is pretty 
simple. If I have not had an item in 
my hands and put it to good use over 
the past four years, then it doesn’t 
warrant taking up valuable living 
space in the truck.

I discovered I own a lot of maps 
and map books that I don’t use regu-
larly – or at all. So I took them home 
and discovered I have even more 
maps. A lot of maps. I think I have a 
map problem. My wife of almost 40 
years had a practical solution.

“Why don’t you just get rid of them 
if you don’t use them? They’re just 
taking up space.”

The look in my eyes told her I’d 
already been down that road. She 
left me to stew.

On reflection, it became obvious 
to me pretty quickly that these maps 
are a tactile connection to my mem-
ories and experiences of the past 20 
years.  They are a reference point. 

When I open one up, the sto-
ries pour out – even recent ones – 
despite the fact I’ve been using Goo-
gle Maps pretty much exclusively for 
the past four-plus years. Each map 
is a trucking diary, and it’s just fun 
to get lost in the experience and the 
lessons each one holds. 

That led me to thinking about the 
reference material that does war-
rant taking up valuable living space 
in my truck. That reference material 
is filled with lessons, and I use it to 
tap into my experience and expand 
my knowledge.

The only map I ended up taking 
back to my new truck was my com-
mercial Rand McNally road atlas. 
This atlas provides all the informa-
tion I need to get where I need to go 
without batteries or internet access. 
It is basic information for truckers 
and a must-have.

I keep the most recent editions of 
Ontario’s Truck Driver’s handbook 
and Air Brake Endorsement. This 
material provides me with all the 
basic laws, regulations, and routines 

I am obligated to follow as a profes-
sional driver.

Third, I retained a drivers’ hours-
of-service reference guide covering 
all the jurisdictions I drive in.

Fourth, operating manuals for 
the truck and engine of the truck 
I’m driving as well as manuals for 
all the various accessories that may 
have been added on.

These are the basic reference 
materials I always want with me. 
Having access to the internet is fan-
tastic, but it is only of use if you know 
what questions to ask. As truckers, 
we all need a contingency plan in 
place that maintains our indepen-
dence when all else fails. This is 

where the rubber meets the road. 
This is Trucking 101. 

Independence is about account-
ability, especially to ourselves. In my 
opinion, it does not matter if you are 
a new driver, a novice driver, or a 
well-seasoned professional, I believe 
it is incumbent upon all of us out 
here to stay up to date on the laws 
and procedures we must follow. 

In addition, it is up to us to 
remain well versed and knowl-
edgeable about the equipment we 
use. We can’t communicate effec-
tively with other professionals in 
the industry – especially diesel 
techs – if we don’t have a basic 
working knowledge of the equip-

ment we drive and the policies we 
are responsible to uphold.

The bottom line is that you need 
to read and review the operating 
manual and you need to read and 
review the regulations that gov-
ern your profession on a regular 
basis if you want to grow, prosper, 
and remain independent as a pro-
fessional driver. When we do that, 
everyone benefits. TN

Moving into a new truck
Deciding what stays, and what goes, can be a painstaking process

Over The Road

Al Goodhall has been a profes-

sional longhaul driver since 1998. 

He shares his experiences via his 

blog at www.truckingacross 

canada.blogspot.com. You can  

follow him on Twitter at  

@Al_Goodhall.

Insights

Apply Online at www.drivergarde.com
or for more information call Ron at 905-614-1484 or 1-888-818-7771

> New Pay Package

> Hire On Incentive $2500.00

> Paid Waiting Time 

and Orientation

> Ontario Runs Only,

No Border Crossing

> Home Daily – Terminal 

to Terminal Runs

> On-Site Repair Facilities 

at Major Terminals

> Referral Program

> Benefits, Pension, 

Profit Sharing

JOIN THE MISSISSAUGA 
GARDEWINE TEAM
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COMPANY DRIVERS 
NEEDED. WE OFFER:

SAAFEE WWWorrk k MManittobbaa CCerrtifified    |    SSmmarrtWtWayay Traannspoportt PParrtnerr
Visit us September 15 

Booth #112

  

• Dedicated late model Peterbilts
• Excellent Mileage Rate
• All Drops & Picks Paid Hourly NO 2 hrs free

• Border Crossings Paid
• Bi-weekly cell compensation
• Prepass
• Paid Orientation & Training

• No Start-up costs
• New Mileage Rate and FSC
• All Drops & Picks Paid Hourly NO 2 hrs free

• Border Crossings Paid
• Bi-weekly cell compensation
• Prepass
• Paid Orientation & Training

Looking for Company Drivers
  and Owner Operatorsp
    Hiring across the 401 corridor
    and into Greater Montreal area

BRAND NEW O/O PAY 
PACKAGE IN PLACE

TOP MILEAGE RATES

We require 2 years cross border experience, clean current abstracts  
and FAST or TWIC card or ability to obtain.
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CONTACT RECRUITING 

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

www.premierbulk.com

If you have no tank experience, we have a paid training program for qualified Drivers and Owner Operators.

Not just National Trucking Week but year round, we are grateful for the job that our Professional Drivers do for us!

COME VISIT US 
BOOTH #412, SEPT. 15

  

As truckers, we all 
need a contingency 
plan in place that 
maintains our 
independence when 
all else fails.
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  Picks, drops, tarping paid (up to $100)
 Border crossing paid
 Layovers paid
 Newer equipment
 Safety bonus 
 Benefits 
 Paid weekly direct deposit
  Out of province coverage  
immediate upon hire

ARE HIRING EXPERIENCED 
PROFESSIONAL AZ DRIVERS
WITH CROSS BORDER EXPERIENCE

Also Hiring 
EXPERIENCED OWNER OPERATORS
WITH CROSS BORDER EXPERIENCE

• Base start rate of $0.55/mile
•  $0.64 -$0.78/mile  

(P&D Included) on Open Board
•  B-Train & oversized premiums  

paid up to $0.96/mile 

PAY RATE
INCREASE

Contact recruiting:  
dave@briwaycarriers.com 

or 866-354-0034
for more information

NEW DRIVER
WEEKLY PAY
GUARANTEE

www.briwaycarriers.com

owner operators 

Company drivers
Our people, your needs

join our team
Ayr  -  Mississauga  -  Lasalle
recruiter@jbttransport.com
t o l l  f r e e  8 7 7  2 1 7  4 5 9 4

we are looking
for you

call today about our
Flexible runs and premium pay

and 

www.Jbttransport.com

Health

Preventive Maintenance

Karen Bowen is a professional 

health and nutrition consultant, 

and she can be reached at 

karen_bowen@yahoo.com.

Watch your mouth
How to take good care of your teeth while on the road

Unless you constantly sing along 
with the radio while alone in your 
rig, your closed mouth creates an 
excellent environment for bacterial 
growth. Fortunately, although your 
mouth is teeming with bacteria, your 
body’s natural defenses partnered 
with good oral health care can keep 
them at acceptable levels. However, 
improper oral hygiene may lead to 
mouth infections, tooth decay, gum 
disease, and general poor health.

Recent studies show that your oral 
health gives clues about your overall 
health and that mouth issues may 
also affect other parts of your body. 
These studies suggest that oral bac-
teria and the inflammation asso-
ciated with periodontitis (a severe 
form of gum disease) might increase 
your risk of developing some dis-
eases, while other diseases, such 
as diabetes, may lower your body’s 
resistance to infection, making oral 
health problems more severe.

You can circumvent these issues by 
regularly monitoring your oral health 
habits – keep your teeth clean to reduce 
cavities, gum disease, and other related 
conditions. Avoid tobacco usage; eat a 
healthy diet; floss; limit sweet snacks 
between meals; and, thoroughly brush 
your teeth at least twice daily with  
fluoride toothpaste.

For brushing, pack the proper equip-
ment. A fluoride toothpaste with a 
soft-bristled toothbrush or an electric/
battery toothbrush are recommended 
to reduce plaque build-up and prevent 
mild gum disease (gingivitis). 

As well, use proper technique. 
Hold your toothbrush at a slight 
angle with the bristles directed 
toward the area your tooth meets the 
gum. Brush gently, with short back-
and-forth motions. Brush all tooth 
surfaces, and even your tongue. 

Maintain your dental equipment. 
Always rinse your toothbrush with 
water after brushing; then, stand it 

in an upright position to air-dry 
between uses. Storing it uncovered 
will prevent mould, yeast, or bacte-
ria growth. Keeping your toothbrush 
separate from others will prevent 
cross-contamination. For optimal 
results, replace your toothbrush 
every three to four months as the 
bristles become frayed.

For the tight spaces between 
your teeth and under the gumline 
that your toothbrush can’t reach, 
floss. When flossing, take about 
18 inches of dental floss and wind 
most of it around the middle fin-
ger of one hand and the rest around 
the middle finger of the other hand. 
Then, grip the floss tightly between 
your thumbs and forefingers. Using 
a rubbing motion, gently guide the 
floss between every tooth, one at a 
time. At the gumline, curve the floss 
against one tooth and then the other. 
Unwind fresh floss, as needed, as you 
move around your mouth.

If you find managing floss a bit 
challenging, try these other inter-
dental products which also work 
well: a dental pic; a pre-threaded 
flosser; plastic toothpicks with 
tiny brushes; a water flosser; or a 
wooden/silicone plaque remover. 

It doesn’t matter whether you 
brush or floss first, as long as you’re 
thorough. Swishing mouthwash 
between your teeth also effectively 
limits bacterial growth. 

Your saliva naturally plays an 
important role in maintaining a 
healthy mouth by neutralizing 
acids produced by bacteria, trans-
porting food particles, and pre-
venting them from sticking to your 
teeth. When your mouth becomes 
dry, compensate by sipping water 
or chewing sugar-free gum. Retain 
oral moisture by breathing through 
your nose (not mouth), and monitor 
medications since some deconges-
tants, antihistamines, painkillers, 
diuretics, and/or antidepressants 
reduce saliva flow. 

Although a combination of con-
sistently good personal oral hygiene, 
and regular dental cleanings and 
exams usually prevents gum disease 
and related health concerns, contact 
your dentist if you experience: red, 
tender or swollen gums; gums that 
bleed when you brush or floss; gums 
that begin pulling away from your 
teeth; loosened permanent teeth; 
changes in the alignment of your 
top and bottom teeth; unusual sen-
sitivity to hot and cold; persistent 
bad breath; a constant, unusual taste 
in your mouth; changes in how your 
dentures or partial dentures fit; dif-
ficulty swallowing; and/or mouth 
ulcers or sores that won’t heal.

Be proactive. The health benefits of 
packing a small bag with water, gum, 
mouthwash, floss, toothpaste, and a 
toothbrush could be enormous. TN
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WE OFFER:
•  Well established company 

with excellent opportunities
• Competitive pay structure
• Paid Picks, Drops, Tarping
• Excellent Bonus programs
• RRSP programs
• Health and Dental Benefits
• Cell phone allowance
• Clothing allowance

WE REQUIRE:
• Positive Attitude
• Professional Appearance
• Good driving record
• AZ or Class 1 license

KELSEY TRAIL TRUCKING
has an Immediate Need for Full Time and

Long Haul Company Drivers

NO U.S.A.

www.kelseytrail.com

1-888-564-8161
Fax: 705-436-9706 

email: recruiting@kelseytrail.com

Saskatoon, SK
Innisfil, ON

Back Behind the Wheel

Preventing gum disease
When discussing the health of pro-
fessional truck drivers, conditions 
such as diabetes, elevated choles-
terol levels, and high blood pres-
sure often come up in the conver-
sation. However, rarely do you hear 
about oral health and gum disease. 
As most health care profession-
als would agree, oral health is very 
important and can greatly affect the 
overall health of an individual.  

When you brush your teeth in 
the morning, do your gums tend to 
bleed? If so, you are probably one of 
the nine in 10 adults who have some 
form of gum disease. With their busy 
schedules and long work hours, it is 
common for truck drivers to neglect 
their teeth and gums. As a result, 
many truck drivers suffer from gum 
disease or gingivitis. The good news 
is that this condition is both treat-
able and preventable. 

We all know that our gums sur-
round our teeth and part of our jaw 
bones, however many of us do not 
know what their function is. Basi-
cally, our gums form a tight seal 
around the crowns of our teeth and 
protect them from bacterial infec-
tion and decay. So, if our gums are 
damaged, our teeth are more likely 
to be damaged. I always tell my 
patients to think of their gums like 
the head gasket of their truck engine. 
They both provide a tight seal.  

Gingivitis is simply inflamma-
tion of our gums, which is due to 
the build-up of bacteria between 
our teeth and gums. 

In most cases, gingivitis begins 
with the formation of plaque. Plaque 
is formed when different substances 
such as sugars and starches come in 
contact with the bacteria that is nor-
mally found in our mouths. 

If plaque remains on our teeth 
for several days, it can harden and 
form tartar, which acts as a reser-
voir for harmful bacteria. Unfortu-
nately, we usually cannot get rid of 
tartar by brushing or flossing and 
must seek help from a dental pro-
fessional. With time, this plaque will 
irritate the gums, causing them to 
become swollen and bleed easily. In 
addition to plaque formation, cer-
tain drugs and medical conditions 
may also lead to the development 
of gingivitis. 

By far, the most common cause of 
gingivitis is poor oral hygiene. How-
ever, there are other factors that can 
increase your risk, including tobacco 
use. All forms of tobacco, includ-
ing cigarettes, cigars, and chewing 
tobacco, increase bacterial growth in 
your mouth as well as weaken your 
immune system. Another risk fac-
tor is diabetes, which elevates your 
blood sugar levels and can damage 
many parts of your body, including 
your gums. As you can see, many 
drivers are at a higher risk as they 
have many risk factors. 

As with all medical conditions, 
the sooner you seek help, the better 
your chances are of curing and pre-
venting more serious conditions. If 
your gums are puffy, dark red, and 
bleed easily, it is important to seek 
professional help as soon as possible. 
Untreated gingivitis can lead to more 
serious forms of gum disease, which 
can cause tooth loss. Also, recent 
studies have linked chronic gingi-
vitis with heart attacks and stroke.   

The treatment of gingivitis is fairly 
simple in most cases. The first step is 
to have a dentist or dental hygienist 
thoroughly clean your teeth, remov-
ing all traces of plaque and tartar. 
Generally, the symptoms of gingivi-

tis will clear up shortly after a profes-
sional cleaning as long as you con-
tinue to practice proper oral hygiene. 
Within a few weeks, your gums will 
look pink, healthy and feel great. 

As I always say, prevention is the 
best treatment. There are a few basic 
things that you can do on the road 
to prevent gingivitis from occur-
ring. First of all, brush your teeth 
at least twice a day. Also, choose a 
toothbrush that is soft and has a 
rounded head. If a toothbrush is too 
hard it will likely injure your mouth 
and gums. Toothbrushes should be 
replaced every three to four months.  

In addition to brushing regularly, 
it is important to floss, as it is the 

most effective way to remove food 
and plaque from between your 
teeth that your brush cannot reach. 
Finally, see your dentist or dental 
hygienist regularly for check-ups and 
cleanings. If you follow these simple 
steps, you will greatly reduce your 
chances of developing gingivitis or 
other form of gum disease and your 
teeth and gums will thank you for it. 

Until next month, drive safely! TN

Dr. Christopher H. Singh runs 

Trans Canada Chiropractic at the 

230 Truck Stop in Woodstock, Ont. 

He can be reached at  

519-421-2024.
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TAKE ADVANTAGE OF INCREASED LINEHAUL REVENUE—NOW AT 62%
ORANGELEASE

schneiderowneroperators.com 800-856-9707

“You’re in control of what  
you do. To me it’s a perfect 
choice.”

-Jason, Canadian 
owner-operator 
leasing business 
on with Schneider

Up to $215,000 USD per year in revenue potential
$5,000 lease-on incentive

Weekly settlements in U.S. dollars

Pick the loads you want and drive when and where you want

24-hour business support  |  Complete access to Schneider’s freight network

SEPT. 15 
VISIT US BOOTH #106 

  

Insights

You say tomato, I say tomahto

Buying a truck isn’t as simple as it used to be
Various scenarios need to be considered when purchasing a truck

I’m sure I’m not alone in the dilemma 
I currently face. I have a truck that 
I’m still paying for, yet it’s costing 
me almost as much as my payments  
in repairs. 

Owing to a number of factors, this 
is much more of a problem than it 
used to be. I bought the truck when 
the Canada/U.S. dollars were even, 
so it has a reasonable monthly pay-
ment, especially considering a new 
truck is automatically at least 20% 
more expensive due to the current 
exchange rate, not to mention the 
annual increases with each model 
year change. However, with the cost 
of repairs on top of the payment, 
a new truck is looking better all  
the time.

Now that’s not to say that the 
truck is unreliable. Things wear out 
over time; it’s why the manufactur-
ers only offer warranty for a specific 
time and mileage period. It’s how 
truck repair shops stay in business. 

But in times past, a truck was usu-
ally paid for by the time the repair 
bills started rolling in and it was just 
the cost of doing business.

Today, trucks are more compli-
cated, and complicated means 
more expensive – both to buy and 
to repair. There’s a lot more stuff 
that needs replacing and cleaning 
as part of routine maintenance and 
there’s a lot more to go wrong, too. 

Used truck prices reflect this. A 
four- or five-year-old truck with half 
a million miles is going to require 
around $10,000 per year in repairs 
over the next half million miles, so 
residuals have dropped. That’s how 
the free market works.

If you’re buying such a truck, the 
monthly payment and the repair 
bills will add up to less than the 
payment on a new truck, mainly 
because the monthly payment will 
be quite low if you buy it over three 
or four years. But add the repair 

bills to the higher payments you’ll 
be making if you’ve had the truck 
from new and still have a couple of 
years left to run before you pay it 
off, and the combination of payment 
and repair bills can be painful.

From my own personal experi-
ence, I see three ways to address this 
issue. One, you buy a new truck and 
trade it in every three years. It will 

still have decent drive tires, still be 
in warranty, and will have a reason-
able residual value and desirability. 

Two, you buy a three-year-old 
truck with a lower payment and 
expect the worst and hope for the 
best when it comes to future repair 
costs. Each method has merit. A 
new truck should be trouble-free for 
the time it’s in your possession, but 
the monthly payment will be high. 
A three-year-old truck will have a 
lower monthly payment and will 
require new tires early on and a few 
expensive maintenance items, like a 
diesel particulate filter cleaning for 
example. But, overall it should be a 
little bit cheaper each month – on 
paper at least.

The third option – and there are 
two ways to go about this – is you 
could buy a new truck and decide to 
keep it when the warranty expires 
because it’s been a good truck. The 
first way is to build in a residual 
when you buy it and pay for it over 
a shorter term. Let’s use $50,000 as 
an easy example. 

You have the option of trading it 
for a new truck, maybe even mak-
ing a few bucks out of the old one, 
or you can pay off the outstand-
ing amount, either in cash or by 
refinancing it. The second way to 
do this is to buy it over five years 
and refinance the truck after three 
years and spread the remaining 
payments out over an extended 
time period.

However you look at it, buying 
a truck isn’t as simple as it used  
to be.  TN

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.

In times past, a 
truck was usually 
paid for by the 
time the repair 
bills started rolling 
in and it was just 
the cost of doing 
business.



  

NEWCOM SOUTH ASIAN MEDIA COMPANY PRESENTS: 

Recruitment and
Resources Expo

Get to Work. Recruit Today.

www.rttnexpo.com

SATURDAY

Sept. 15, 2018
11 am to 5 pm

SATURDAY

April 6, 2019
11 am to 5 pm

SATURDAY

Sept. 14, 2019
11 am to 5 pm

International Centre, Mississauga, Ont.

Fulfill all your recruiting needs with one call.

Reserve your booth or sponsorship package today!

  

Kathy Koras

kathy@newcom.ca

416-510-6892

Manan Gupta

manan@newcom.ca

416-451-0040

FREE ENTRY • FREE PARKING



56  Truck News • September 2018

Powertrains

By Derek Clouthier

When it comes to the mechanical 
components that move a truck, it 
used to be about one thing – gener-
ating power.

For a variety of reasons, the pow-
ertrain of today is much different 
from what you would get 20 years 
ago. Advanced technologies, envi-
ronmental concerns, government 
regulations, and the desire to save 
on fuel costs are some of the reasons 
behind the change.

Today’s engines provide compa-
rable performance to older models, 
and much more efficiently.

There are still questions, however, 
when it comes to choosing the right 
powertrain for each application – after 
all, how much power do you really 
need? Is there such a thing as having 
too much power? And what are the 
dangers of not having enough power?

We talked to a few industry sales 
experts who have seen firsthand 
what today’s customers are looking 
for in a powertrain, and how per-
formance has evolved over the past 
couple of decades.

“Fleets are starting to understand 
that it’s more about torque and less 
about horsepower when they’re buy-
ing engines these days,” said Bob 
McKinley, new truck sales opera-
tions for Carrier Centers out of Wood-
stock, Ont. “The fleets that are really 
on top of it are ordering things like 
lower horsepower and more torque 
because that leads to fuel efficiency, 
and the power is in the torque.”

McKinley is seeing a shift toward 
engines with 1,850 lb.-ft. of torque 
and 450 hp, a transition from the 
high horsepower buyers were look-
ing for 20 years ago. Many OEMs, he 
said, had not yet discovered to sim-
ply add more torque to the motor.

McKinley said these days, drivers 
are “shutting the truck off at road 
speed limits” and using the higher 
torque to get up hills, eliminating 
the need for increased horsepower, 
which essentially just makes the 
truck move faster.

Blake MacPherson is a truck sales 
representative at Team Truck Cen-
tres in Windsor, Ont., and he, along 
with his sales colleague Joel Bezaire, 
said though engines 20 years ago ran 
“more free with a better seat-of-your-
pants feel when driving,” customers 
need to choose the right powertrain 
from their particular application.

“With heavy-haul, the more torque 
and more horsepower, the better,” 
said MacPherson, adding that an 
overdrive transmission would also 
be beneficial.

For over-the-road applications, 
MacPherson echoed McKinley, say-
ing more torque and less horsepower 
is the way to go. And for regional 
hauling, a powertrain with moder-
ate torque and horsepower, as well 

as a 13-liter engine would work best, 
according to MacPherson.

The move from 15-liter to 13-liter 
engines has continued over the past 
few years.

Mark Dorais, new truck sales 
representative for Peterbilt dealer 
Cervus Equipment in Regina, Sask., 
said emissions targets are driving 
OEMs to focus on smaller displace-
ment engines.

“A 13-liter engine is commanding 
the market in North America due to 
the major fleets in the United States 
and the lighter weights they haul 
versus in Canada,” said Dorais, add-
ing that the 13-liter can offer better 
fuel economy, while the 15-liter pro-
vides superior performance. “There 
are OEM engines, such as the Pac-
car MX, which is a 13-liter engine 
and offering up to 510 hp and 1,850 
lb.-ft. of torque, that do well pulling 
heavy weights while getting good 
fuel economy.”

Dorais said as technology has 
advanced over the years, and the 
materials being used in smaller dis-
placement engines have made them 
lighter and stronger, they are able to 
increase performance while hauling 
heavier weights.

MacPherson had a slightly differ-
ent perspective with regards to the 
13-liter versus 15-liter engine debate.

“The 15-liter is commanding the 
market between Detroit Diesel and 
the Cummins X15,” said MacPherson.

Longevity, fuel economy, and 
reduced maintenance were three 

factors where a 15-liter engine is 
superior to the 13L, according to 
MacPherson. It can also command 
a premium at resale time.

Heavy-haul applications, heavy 
vocational, and over-the-road are 
applications where MacPherson 
would recommend the use of a 
15-liter engine, while regional haul, 
moderate vocational, crane trucks, 
and dump trucks are suitable for the 
13-liter option.

McKinley said 13-liter engines are 
starting to come into their own.

“With the 13 liters, we’re seeing 
acceptance in the last six months 
that we didn’t see the six months 
before,” he said of the new Inter-
national A26 engine. “Everybody 
wanted to wait and see what other 
people thought of it. The fuel econ-
omy that all 13-liters get is there with 
(the A26) and the reliability has been 
there, and we’ve sure learned the reli-
ability story. It’s better to be up and 
running every day than to get the last 
drop of fuel.”

Tipping his hat to Paccar’s MX-13, 
McKinley said International is moving 
away from the maligned MaxxForce 
engine, which had issues, mainly due 
to the turbo air control valve.

With International now offering 
the A26, McKinley said the air sys-
tem has been changed to mirror 
other engines, and thus far, feedback 
has been positive.

“It’s a good motor. Our dealership 
has sold about 75 to 100 now and 
it’s been out about a year,” he said. 

“They’re doing what they promised to 
do. They’re getting about half a mile 
a gallon better than a 15-liter. I don’t 
know if a year is enough time, but they 
are certainly behaving themselves and 
they have the power to do the jobs.”

Reiterating McKinley’s opinion, 
Dorais agreed that today’s engines are 
more about torque than horsepower.

“There’s a mindset in the industry 
that you must have the most horse-
power to be able to pull, but in fact 
it’s the torque that gives the power,” 
he said. “Unless a customer is pull-
ing heavy weights, then a high horse-
power engine isn’t really required. 
With the advances in electronics and 
software programing, engine manu-
facturers are able to really focus on 
specific areas and get the most out 
of their products.”

But is there a risk of not having 
enough power?

“The main thing is flexibility,” said 
McKinley. “Don’t paint yourself into 
a corner with the truck that just 
(barely) does it and gets the most 
fuel economy. You might get a new 
contract to haul something and wish 
the truck you bought would be flex-
ible and do the new job.”

MacPherson believes when it 
comes to heavy-haul, there is no 
such thing as too much power, but 
for other applications, there is some 
wiggle room.

“With over-the-road, you need to 
balance your power and torque to 
achieve maximum fuel economy in 
your application,” he said. 

“I don’t think there’s no such thing 
as too much power compared to how 
much power is actually required for 
the application,” added Dorais. “With 
too much power there’s a tendency to 
put your foot into it, which will burn 
more fuel. And being under-powered 
will burn fuel because the engine has 
to work that much harder.”

As for resale value, all agreed it 
should be taken into consideration 
when purchasing a new truck.

McKinley said going forward he 
see less of an issue reselling 13-liter 
trucks because of their fuel efficiency.

MacPherson countered, saying a 
15-liter with automated transmis-
sion will always bring the best resale 
value because all over-the-road and 
heavy-haul applications should use 
a 15- or 16-liter engine.

Dorais agreed that bigger dis-
placement engines tend to have 
higher resale value.

“Customers should really focus on 
what they require for their applica-
tion,” he said. “It’s either fuel econ-
omy or performance.”

If all else fails when trying to 
decide what kind of powertrain is 
best for you, McKinley said to heed 
the advice of others.

“Our story goes, that if you look 
at all the big fleets, they’re all on 
B-trains with 450 hp and 1,850 
torque, with a 13-speed automated 
(transmission), so you should too,” he 
said. “If you’re a small guy, then learn 
from the big guy, because they’ve had 
the time to experiment.” TN

The evolution of the powertrain
Today’s powertrains boast increased torque, less horsepower

Today’s powertrains are all about torque and fuel efficiency, and less about 

horsepower.
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TORONTO 
2332 DREW RD., MISSISSAUGA, ONT. L5S 1B8

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

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

MONTREAL
1100 RUE COURVAL, LACHINE, QUEBEC H8T 3P5

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

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

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

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

ACTION
TRAILER SALES INC.

NEW UTILITY 53'x102" 3000R HIGH CUBE REEFERS

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

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

2 rows recessed “E” track. -1262480

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

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

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

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

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

7 (12) 2007 MANAC 53’ TRIDEM INSULATED VANS
Thermo King  HK III heaters, Hendrickson air ride suspension
with 6’ and 6’ spreads, clean, well maintained units. -1261786

6 (50) 2011 – 2013 WABASH & GREAT DANE 
53’ REEFERS

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

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

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

Overhead Rear Door. -1216632

2016 VANGUARD 53' PLATE VAN
Hendrickson Air Ride Susp; Sky Lights, Side Skirt, 

Exterior Rub Rail, HD 24” Side Panels/Slots, 
Vents Front & Rear, Galvanized Door Case & Bumper. 

-1264596

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

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

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

DUCT FLOOR, STAINLESS
FRONT & REAR, VENTS, LED

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

STAINLESS RADIUS
CORNERS, REAR DOORS &
DOOR CASE, HENDRICKSON 

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

MILWAUKEE LIFT SYSTEM,
INTERIOR PROTECTION SPEC, 

-1260715
CLEAN UNITS

MONTREAL

MONTREAL

TANDEMS/TRIDEMS ALUMINUM COMBO FLATS DROP DECKS

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

2008 STOUGHTON 53’ AUTO DROP VAN 2008 UTILITY 48’ MULTI TEMP REEFER

AVAILABLE 

MONTREAL & TORONTO
AVAILABLE 

MONTREAL & TORONTO

CARRIER GENESIS UNIT
WITH 9383 ENGINE
HOURS, 2 CEILING

MOUNTED REMOTE EVAP.
UNITS, CENTER SEAL

DIVIDE, 2 ROWS 
RECESSED “E” TRACK, 

HD FLAT ALUMINUM
FLOOR, 16” ALUM SCUFF
LINER, CURB AND ROAD

DOORS.  -1267248

HENDRICKSON AIR RIDE 
SUSPENSION, LOGISTIC SIDE

POSTS – ALUM. OR TRANSLUCENT
ROOF AVAILABLE, STAINLESS

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

PLATE. -102537 
PRICED RIGHT!
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2013 KENWORTH W900
CUMMINS ISX 15 550 HP, 18 SPD., 

4.10 RATIO, SPICER 46 REARS. 
STK#244-14 -1266682

2007 IH 7400 SBA
DT 466 285 HP, ALLISON HD3560 6 SPD.,
481,070 KMS., ENG. NEEDS INJECTORS.

STK#244-05 -1265864

2017 IH 4300 
DURASTAR SBA

CUMMINS ISB 6.7L 280HP. 
STK#242-21 -1265867

2018 KENWORTH W900L
CUMMINS X15 565, EATON FULLER 18

SPD., RT46-160 REARS, 3.91 RATIO.
STK#243-12 -1266680

CALL JAMES OR RON 1-800-267-0633
613-546-0431 E-Mail: james@morgan-diesel.com

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

Check Out Our New and Improved Website!!

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

DIESEL TRUCK PARTS INC.

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

CWB CCERTIFIED CCOMPANY •• CCWB CCERTIFIED WWELDERS 
KINGPIN GAUGES

Top Quality aluminum Kingpin gauges. Won’t stretch.

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

to the bolster plate and kingpin.

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

E-mail: rkingpin69@aol.com

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

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

www.kingpinspecialists.com    rrkingpin69@aol.com

Follow
us on: ®
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ALL TRUCK AND INDUSTRIAL 
RADIATORS, CHARGE AIR COOLERS

& A/C CONDENSERS

Monday-Friday: 8 am-6 pm  
•  Saturday: 9 am-2 pm

Hwy. 410 & Steeles, #10 Hale Road, 
Brampton, ON  L6W 3M1 

905-487-1209 • 1-877-950-0099 
After hours: 905-487-1209

K/W and Area: 519-217-0898

Open 6 
Days a Week!

Open 6 
Days a Week!

We Ship 
Across Ontario

We Ship 
Across Ontario

29,550 lts, 2-compt stainless
non-code, top safety rails, air ride,

all stainless frame, safetied.

27,276 lts, 2 compt
equal split, non-code stainless.

For storage purposes only.

40,900 lts, 2 compt
equal split, non-code, stainless.

For storage purposes only

54,000 lts, aluminum non-code, one compt
sludge tank with baffles.

Call

2000 cu.ft., vac / pneumatic, 4 hoppers,
(1)Fill line, 4’’ discharge line, air ride, 

clean solid unit.

2250 cu.ft. aluminum pneumatic
food grade, 60’’ x 60’’ air ride tridem.

Safetied.

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

Call! 

57,000 lts, aluminium non-code, sludge tank,
converted to one compt with baffles.

Safetied.

8800 I.G. sanitary stainless
b-train, 2 x 2500 I.G. and 1 x 3800 I.G., very clean

for storage purposes only.

38,600 Lts, DOT-407 stainless, 
one compt with rear stainless hydraulic pump.

Safetied.

38,600 lts, non-code stainless
one compt, non-insulated,

air ride tri axle.

Unit# TN3629
1992 Krohnert

Unit TN10618
1999 Polar

Unit# TN10480
2001 Tremcar 

Unit# TN10408
1989 Krohnert

Unit# TN9807
1979 Fruehauf

7200 USG, DOT-407 stainless
one compt, air ride, clean solid unit.

Safetied

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

Safetied.

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

Call.

7000 USG, stainless
non-code, one compt, for storage

purposes only.

3 COMP’T

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

BURLINGTON
905-465-1355

Ask for Kevin or Mario 

MONTREAL
514-323-5510

Ask for Ron, Camille or Sylvain

Connect
with us on
Linkedin

Like us on
Facebook

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

FOR SALE LEASE OR RENT

Unit# TN10615
1993 Krohnert

Unit# TN10406
1984 Krohnert 

Unit# TN10407
1985 Krohnert

Unit# TN10771
2002 Advance

Unit# TN10726
1997 J&L 

Unit# TN10538
2000 Bedard

Unit# TN9829
Selection Of Older "B" Trains

Unit# TN10698
2000 Remtec

Unit# TN10571
1988 Krohnert

UNIT# TNK554
2000 Tremcar

®

Follow us
on:
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We Drive
Traffic to You
... More for Your Money!

Canada’s #1 Source for Heavy Trucks and Trailers

NEED HELP?
1-866-612-5811

1-416-510-5237

or info@truckandtrailer.ca

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

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

RAD 
COOLANT 

PIPES

Available in 
Aluminized or 
Stainless Steel

Pipes also available for Freightliner,
Peterbilt and Western Star

Built to Outlast OEM Pipes

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

OPEN SATURDAYS & WEEKNIGHTS

1850 GAGE CRT. MISSISSAUGA

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

8 AM - MIDNIGHT
MON - THURS

TEXIS

www.texisexhaust.com

DIESEL PARTICULATE FILTER
Cleaning Service and Repairsp

CLEAN
ASH 

LOADED

CLEAN FILTERS 

SAVE $$$

DPF AFTER-MARKET REPLACEMENT FILTERS NOW AVAILABLE

DDDDIESEL P ATEE FFFFFILTER

Complete Selection
of Aluminum Accessories

Canada’s #1 Source for Heavy Trucks and Trailers

Canada’s Largest Inventory of  
New and Used Trucks and Trailers

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

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

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

2006 INTERNATIONAL FUEL TRUCK
DT-466 7.6 L, auto trans; c/w Hutchinson 13,000 L 2
comp't (8000/5000) single system, B/L, openable
APIs, Scully, air manifold, w/Gravity Drop capped,
front canopy, MidCom e-count, STK#T751 1265893

NEW 2018 PETERBILT 348
w/a Cummins 330. New 3499 USWG NQT tank, side
loading, rear delivery, In Production Now. Choice of
electronic register. 1265891

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

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

2006 STERLING L8500 FUEL TRUCK
Cat C9 8.8 L, 10 spd; Dependable 20,000 L, 4 comp, 
dual pumps, capped off B/L, V/R, oil reel & 2” reel in
canopy, gas in left box, MidCom 8000, STK#T778 

1265897

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

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

PROPANE BOBTAILS, WATER TANKERS AND EMERGENCY VEHICLES

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

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

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

1262758

TMTV

New online episode every Thursday

MTMTTVTM

500,000+ views500,000+ views

61
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2005 KENWORTH ROAD RANGER
495,000 KM’S, CUMMINS 380 HP, 13-SPEED. 18,500 L 5-COMP. TANK.
DUAL PUMPS & METERS, MIDCOM REGISTERS, AIR MANIFOLD WITH
BOTTOM LOAD AND GRAVITY DROP. -1270351

NEW USEDEASTWAY TANKEASTWAY TANK
THE TANK EXPERTS

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

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

2000 STERLING  FUEL TRUCK, 
CATERPILLAR ENG; 3126, 330

HP, 10 SPD TRANS; BLUE
IN COLOR, SINGLE

AXLE, GVW: 39,000
LBS.  WELL

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

ALUMINUM 
4-COMPARTMENT FUEL

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

-1260098

2008 HINO PROPANE TRUCK
95,000 MILES! 260 HP, 6-SPEED MANUAL, 3,499 USG (13,000 L)
STEEL LPG TANK, 100’ DELIVERY HOSE, LCR II REGISTER, SLIP
PRINTER IN CAB. RUNS WELL. -1266963

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

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

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

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

1999 FREIGHTLINER - 125,000 KM’S! 
CAT ENGINE, 330 HP, 10-SPEED. EQUIPPED WITH:  21,000 L 4-C
TANK, MECH. MANIFOLD WITH BOTTOM LOAD, VAPOUR RECOVERY.
DUAL PUMPING SYSTEM, LCR-II REGISTERS. -1268869

2005 FREIGHTLINER M2
238,000 MILES. CAT ENGINE, 250 HP, 10-SPEED. EQUIPPED WITH:
3,000 GALLON PROPANE TANK.  LCR-II REGISTER.  REAR FILL AND
DELIVERY HOSE. -1266428

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

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

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

2009 KENWORTH:  
ONLY 165,000 KM’S! 

300 HP ENGINE, 
9-SPEED,

EQUIPPED WITH:
3,038 GALLON

(11,500L) 
ALUMINUM 4-

COMP. TANK, SINGLE
PUMP, LC METER AND

REEL, MIDCOM REGISTER, AIR MANI-
FOLD WITH BOTTOM LOAD. -1269375

Community Impact.  Asset Efficiency. Industry Recognition.

Join our growing membership of
motor carriers and industry partners.

By putting our open capacity to work for
charity, we’re making a difference 
in our communities and raising the 

profile of our industry.

Become part of something bigger today • www.trucksforchange.org • 905 844 8658

Trucks For Change Network is a nonprofit organization endorsed by
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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

Steel Flat Decks,
Step Decks, 

and Super B's

Steel Flat Decks,
Step Decks, 

and Super B's

53' Flat decks

Also offering other great purchase and leasing options. Conditions apply. 
Call us today for more information.

$45,700 CDN$45,700

In Stock at All Ocean Trailer Branches Now!In Stock at All Ocean Trailer Branches Now!

NEW
Canadian

Made

We're proud to have 
this high quality 

Canadian product 
for Sale, Lease, and
Rental in all Ocean

Locations now

We're proud to have 
this high quality 

Canadian product 
for Sale, Lease, and
Rental in all Ocean

Locations now

NEW
Canadian

Made



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

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

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

Canada’s #1 Source for Heavy Trucks and Trailers

truckandtrailer.ca

1-877-682-7469
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TFS GROUP

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

We Make Trucking 
LESS TAXING

Look for our
monthly column in

TRUCK NEWS: TAX TALK

SAVE TIME
SAVE MONEY
LESS HASSLES

105 Bauer Place, Waterloo, ON

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

SINCE ’74

Let us help.

  Owner Operator  
Accounting & Bookkeeping

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

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

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

Our mufflers 
are stronger, 

last longer and 
save you $$$!

See Puzzle

on page 9

and our ad  

on page 60

Call us at 905-795-2838

Announcements

The Tallman Group has announced 
an organizational realignment 
within the regional operations lead-
ership team. David Amelotte, 
regional vice-president, East-
ern Ontario, is responsible for the 
operations of the Belleville, Corn-
wall, Kemptville locations; Dealer-
ship and Collision Centre, Kingston; 
Dealership and Power Systems, East 
Ottawa and West Ottawa locations.

Jordan Markoff, regional 
vice-president, Greater Toronto 
Area (GTA), is responsible for the 
operations of Oshawa, Markham, 
and Mississauga and Peel Truck & 
Trailer locations.

Terry Descoteaux, regional 
vice-president, Northern Ontario, 
continues to be responsible for the 
operations of the Sudbury, Tim-
mins, and Sault Ste. Marie locations.

And Ron McCabe, director of 
parts, is responsible for parts pur-
chasing and sales for the Tallman 
Group organization.

•
Stemco announced it has hired Eric 

Vaillancourt as its new president. 
Vaillancourt joins 
Stemco with more 
than 30 years of 
experience in var-
ious industries. He 
most recently served 
as the president of 

Garlock Sealing Products, another 
EnPro Industries company. Vail-
lancourt succeeds former company 
president Todd Anderson.

•
Br id gestone A mer ica s ha s 
announced Ben Johnson is join-
ing the organization as director 
of marketing for the commercial 
truck bus radial (TBR) tire busi-
ness. In this role, Johnson will lead 
the marketing and channel strat-
egy for Bridgestone, Firestone, and 
Dayton commercial truck tires in 
the U.S. and Canada. This role was 
previously held by Michelle Lane, 
who accepted the executive director 
of marketing role for the company’s 
Firestone Building Products busi-
ness earlier this year.

Trimble Transportation has 
announced three executive leader-
ship appointments. These moves 
include the promotions of Mark 

Botticelli to chief technology 
officer, transportation and Keith 

Mader to vice-president of analyt-
ics, transportation. Trent Lezer will 
assume the role of senior vice-presi-
dent of technology at PeopleNet.

•
Truck-Lite recently announced 
three executive promotions and the 
addition of one new position within 
its organization. Mark Bara is the 
new executive vice-president of 
sales and marketing; Laurie Bee-

gle is now president of Davco Tech-
nology; Paul Sniegocki is execu-
tive vice-president of engineering 
and chief technology officer; and 
Doug Wolma is the newly desig-
nated role of president.

 “These additions to our executive 
staff come at an exciting time for 
Truck-Lite,” said Brian Kupchella, 
Truck-Lite CEO. “Mark, Laurie, Paul, 
and Doug have decades’ worth of 
experience between this organiza-
tion and the industry at large and 
will greatly facilitate Truck-Lite’s 
strategic trajectory for continued 
growth in 2018 and beyond.”

•
Phillips Connect Technologies (PCT) 
has hired intermodal industry vet-
eran Cliff Creech as its business 
development manager. In his new 
position, Creech will primarily guide 
product and business development 
efforts for ChassisNet.

•
Fleet Advantage has named Jon 

Keller senior vice-president of 
sales. Keller is a seasoned sales vet-
eran with experience in fleet leas-
ing, asset management, and life-cy-
cle cost management.

Keller joins Fleet Advantage from 
Merchants Fleet Management, 
where he most recently served as 
vice-president, sales, east, respon-
sible for managing sales represen-
tatives focused on business devel-
opment and customer retention 
strategies. TN

Tallman Group reorganizes management; Stemco names a new 
president; and Trimble and Truck-Lite announce appointments.
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THE STORY SO FAR

Mark travels to New Mexico for a load 

back to Canada. While he’s there, 

another driver shows up for a load to 

Los Angeles. The driver looks Mexican 

and the shipper was expecting some-

one white and tells the driver there is 

no longer any load. Mark offers his 

load to the man, and the shipper ends 

up giving the man his original load…

•
Despite Mark’s intention not to 
travel deep into the U.S. for a while 
after he witnessed a shipper pull a 
load from a driver, he thought would 
be white but turned out to be of 
Mexican descent, Mark ended up 
delivering a load to a Texas border 
town that was ultimately headed 
to Mexico.

This time Mark was driving 
with both eyes wide open, ready 
to more easily recognize racism – 
however subtle – for what it was, 
which was wrong. 

However, as he’d traveled south 
through the U.S., he hadn’t witnessed 
any signs of racism. But then again, 
he hadn’t really interacted with any-
one either. So, maybe his experience 
had been a one-off, something that 
could be explained as the action of 
just a single person, or one of those 
in the minority who gave others a 
bad name. Mark hoped that was 
true, so much so that he was will-
ing to put the theory to a test.

After making his delivery, Mark 
traveled to a warehouse in San Anto-
nio to pick up a load of pet food des-
tined for Toronto. 

After his truck had been loaded, 
but before he could leave, Mark dug 
out a pair of rainbow pride flags 
from inside his cab and stuck them 
on the front fenders of Mother Load. 
The flags were new and bright and 
immensely colorful in the Texas 
midday sun. In fact, it didn’t take 
long for people to notice them.

When the shipper came to give 
Mark the paperwork he needed for 
his load, the man stopped at the end 
of Mark’s trailer and leaned back to 
get a better look at the multi-colored 
flag attached to his truck and flap-
ping in the breeze.

“Whatcha got there?” the ship-
per said.

“Got where?” responded Mark.
“That flag, there.” He flicked his 

head slightly toward the front of 
Mark’s truck. “With all the colors 
on it.”

“Oh, that,” Mark said. “That’s a 
rainbow flag…you know a gay pride 
flag or an LGBT flag.”

“A what?”
“LGBT. Lesbian, gay, bisexual, 

transgender.”
“I know that!”
“But you asked.”
The man looked at Mark with nar-

rowed eyes. “I guess what I meant to 
say was, why the hell do you have it 
on your truck?”

“Well, it’s a funny thing that,” Mark 
began. “I’m not gay myself, but I have 
a lot of friends who are and a cou-
ple of weeks ago I let them borrow 
my truck to decorate and drive in a 
parade. It was actually a lot of fun.”

The shipper just stared. Finally, he 
said, “Are you looking for trouble?”

Mark gave the man a puzzled 
expression. “Why would I be in 
trouble?”

“There are people around these 
parts who don’t appreciate that flag, 
or the people flying it.”

“Why would that be?”
“For what it represents.”
“You mean, equality, acceptance, 

freedom of expression…”
“No, that ain’t it.”
“Maybe I should be flying a couple 

of Confederate flags instead. Would 
that be a better symbol? You know, 
for what it represents?”

After a moment of silence, the 
shipper said, “You’re not from 
around here, are you?”

“No,” Mark said. “I’m Canadian.”
 “That’s nice. I’m from Texas and 

around here companies reserve the right 
to not use any drivers who don’t believe 
in the same Christian values as we do.”

“Well, I believe in a lot of Christian 
values, like that all men and women 
are created equal and that everyone 
is equal in the eyes of God.”

The shipper smirked a little, then 
put out an arm to guide Mark out 
the door. 

“Well, let’s just say that some 
people are more equal than others 
around here.” 

When they got to Mother Load, 
the shipper went around the front of 
the truck and pulled the flags from 
the fenders. Then, holding the flags 
in his hands he said, “I know what 
you’re trying to do, but if you want to 
poke the bear around here you want 
to find yourself a partner to drive as 
a team…that, or carry a gun.”

Mark said nothing. Then the ship-
per opened the driver’s door and 
tossed the flags and the paperwork 
onto the driver’s seat. As he turned 
toward Mark, he smiled and said, “If 
you want my advice…stop tempting 
fate and just take this load back to 
wherever it is you came from before 
somebody gets hurt.”

The man stared directly at Mark 
as he said the last bit and it sent a 
bit of a shiver down his back. It was 
obvious he’d been warned and that 
it was probably best if he heeded 
that warning. “Thanks,” he said. “I’ll 
keep that in mind.”

Several miles down the road Mark 
was pulled over by a Texas State 
Trooper.

“Licence and registration,” the 
trooper asked.

Moments later, Mark was asked 
to step out of the truck. The officer 
gave Mark a quick pat down search 
on the side of the road, then did his 
best to look into the cab of Mother 
Load through the open driver’s door.

“May I ask why I’ve been pulled 
over?”

“This truck fits the description of a 
truck that was recently stolen from 
a yard in San Antonio.”

“I’m driving a Peterbilt that’s pull-
ing a Fruehauf trailer. That’s about 
as common as it gets in this part of 
the country.”

The trooper seemed unimpressed. 
Finally, he said, “Where are the flags?

“What flags?” 
“Wait here.” The trooper turned 

and walked back to his cruiser. A 
few moments later, after a brief con-
versation on his radio, he said, “You 
can go now.”

Mark was happy to put the miles 
behind him. TN
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      ic has been driving the QEW for some time 
       now, hauling scrap steel from one scrap yard 
       to another. On his last trip, he saw a dump 
truck driving along with its box raised and tried 
to stop it before it ran into the Burlington 
Skyway Bridge, but he was unsuccessful and the 
collision put the bridge out of commission for 
days.

Now the repair effort is fully underway, but 
there are still lanes that are blocked and traffic 
moving in that direction has been reduced to a 
crawl.

      ith that one incident, what had been  
       a great, regular, and well-paying route 
       had become a break-even or money-
loser overnight. It was still too early to 
tell just how much the delays were going 
to cost Vic in terms of time and fuel, but 
there was no doubt his bottom line was 
going to be affected. Perhaps the saddest 
part was that any money lost was the 
fault of a fellow truck driver.

      inally, Vic gets past the place where the crash occurred, and – even though 
       he’s travelling in the opposite direction – he’s able to see the amount of 
       damage that was done. Obviously, the repairs were going to take more 
than a few days to complete. Vic, like everyone else on this route, was going to 
have to find a way around the bridge. Easy to say, but any alternate route he 
found was going to have the same sort of delays due to volume.

      However, after getting through the slowdown and with a clear road ahead, 
Vic was buoyed by the thought that the bridge would be repaired soon 
enough and things would eventually get back to normal. There was still 
more than a month’s worth of work on this job and the damaged bridge was 
only a short-term obstacle to be overcome.

          But then Vic gets a phone call.

   “But there are 
still dozens more  
loads of steel...”

 “It’s the 
tariffs. 

The deal for 
all that scrap 
fell through.”

 “It’s the 
tariffs.”

  “Those tariffs 
  are supposed to 
 hurt the steel        
industry. 
I’m just 
a truck 
 driver.”

“In a trade 
war everyone 
gets hurt.”

SUDDENLY...

MEANWHILE IN 
WISCONSIN...anadian retaliatory tariffs 

 are having a similar effect 
 on drivers just like Vic.

“Damn Canadians!  
What am I supposed  
to do now?”

“What do you 
   mean they 
  don’t want 
our cucumbers       
   anymore?”

FUEL YOUR GROWTH
DOWNLOAD YOUR FREE COPY IN THE  

DIGITAL EDITIONS ARCHIVE ON
www.trucknews.com

Brought to you by the editors 
of Newcom Trucking Group, 
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C.U.T.C.INC
• Canadian Licensing

• FMCSA (ICC Authority)

• DOT Registrations

• IFTA Registrations

• Fuel Tax Reporting

• Unified Carrier Registration

• PARS/PAPS/ACE
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• Regulations

• IRP Registration

• Bonded Carrier Status

Trucking
    

made
 Simple

Trucking
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 Simple

For more information call  866-927-8294
or visit our web site at www.cutcinc.ca

Products

The Goodyear Tire & Rubber 

Company has two new wide-base 
tire models available. The new wide-
base tires for longhaul trucks are 
being touted to save carriers money 
on both fuel and downtime, featur-
ing Goodyear Fuel Max and DuraSeal 
Technology.

The Goodyear Fuel Max SSD 
drive and Goodyear Fuel Max SST 
trailer tires come with a SmartWay 
verification for incorporation of 
fuel-saving compounds and tread 
designs for low rolling resistance.

The tire maker’s DuraSeal Technology is said 
to help seal punctures of up to a quarter inch in 
diameter in the repairable area of the tire’s tread, 

however the technology doesn’t 
seal sidewall punctures.

In addition, the Goodyear 
Fuel Max SSD has an all-sea-
son design that features wide 
grooves with stone ejectors, 
which help resist stone drill-
ing to promote casing durabil-
ity, and has interlocking micro-
grooves to help stabilize the 
tire’s tread for high mileage.

Both the Goodyear Fuel 
Max SSD and Goodyear Fuel 
Max SST are available in size 

445/50R22.5. The tires are available now in 
North America from the company’s group of 
commercial network dealers. TN

Bridgestone Americas has unveiled the Firestone 
FD711 drive tire to support high-scrub and high-trac-
tion applications.

The latest offering delivers a solid grip, long wear, 
and enhanced retreading capabilities, the company 
says. It’s recommended for applications including 
long- and regional-haul service, pickup and delivery, 
and light-to-moderate on/off highway environments.

Traction is supported with an open shoulder design 
and aggressive tread blocks, while resistance to wear 
and abrasion come with the staggered tread block 
design and tough tread compounds, Bridgestone 

adds. Other features include a slow-wearing cap compound and cool-run-
ning base to help protect against heat, and a four-belt construction to 
protect the casing in the name of durability and retreading.

It comes in 11R22.5 and 11R24.5 sizes, backed with a 90-day “buy and 
try” guarantee. TN
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•  C-TPAT, PIP and CSA  
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Carriers Edge now offers a French version 
of its course on Canada’s vehicle inspection 
regulations, as well as French and English 
versions of a new course specific to the rules 
that govern Quebec-plated vehicles.

The company now offers more than 40 
French-language courses overall.

Drivers who complete the vehicle inspec-
tion courses – available for tractor-trailers 
and straight trucks – will understand pro-
cedures for pre-trip inspections, and how 
to spot problems that could lead to break-
downs or be f lagged for a roadside violation, 
the company says.

The Quebec-specif ic course focuses 
on the rules and forms used in that prov-
ince. TN

Giti Tire (USA) has unveiled the 
GDL633 FS ultra-wide-base tire for 
drive axles and the GTL933 FS ultra-
wide-base tire for trailers in longhaul 
applications.

Both models of the SmartWay-ver-
ified offerings are available in the 
445/50R22.5 size.

Promoted features on the drive tire 
include a special tread compound 
to reduce rolling resistance, sipes 
designed for the even contact pressure 

needed to minimize irregular wear, and 
the lug pattern design for traction and 
stability. There are seven circumferen-
tial grooves to evacuate water.

Features of the trailer tire 
include an optimized tread design 
on the rib edges to minimize irreg-
ular wear, and a wide tread design 
that promises a consistent contact 
patch pressure. Tread grooves have 
also been enhanced to minimize 
stone retention. TN

Ancra Cargo’s X-Treme Grip 

tire chains have been unveiled in 
v-bar, stud, and square-link options 
for those who are heading through 
punishing layers of ice and snow.

The V-bar chains have a plated sil-
ver zinc finish for frozen roads. Heavy-
duty stud tire chains are for off-road 
applications like logging. 

And the square link models, coated 
in a protective plated silver zinc fin-
ish, are for highways covered in snow 
and ice.

All the chains are available in sin-
gle- or triple-chain alternatives. 

While the V-bar and studded tire 
chains measure 8 mm, the square-
link versions are 7 mm. TN
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CHOOSE A SECOND LIFE OVER  
THE COMPETITION’S FIRST.

· Premium-quality MRT Cap & Casing

·  The guarantee covers workmanship and materials  
throughout the life of the two recaps

·  Receive 100% credit on the purchase price of the retread  
and casing if the first life did not meet full usage

Ask your Michelin representative or authorized MRT dealer about the MRT Stock 
Cap and Casing Two Lives Peace of Mind Guarantee.

MILTON, ONTARIO

Is there anything more Canadian 
than hockey? The color red, perhaps?

Blue Line Distribution doesn’t 
think so. 

Blue Line, known for its bright red 
trucks, was named after the blue 
lines in a hockey rink. It started 
in 1986 under Tom Della Maestra, 
who at the time was an avid hockey 
player, and his wife Julia.

Della Maestra played defense on 
the blue line, but began his own 
trucking company with the vision 
to succeed and a desire to grow into 
an all-Canadian company. 

Today the business, which is head-
quartered in Milton, Ont., is flour-
ishing. It has more than 60 com-
pany driven trucks and about 20 
owner-operators, along with more 
than 150 trailers. 

Blue Line specializes in less-than-
truckload (LTL) and hauls general 
freight. Most of the time, it hauls liquor 
and spirits. Sometimes it will trans-
port exotic cars and helicopters, too. 
But, really, on an average day it can 

transport anything from pillows to 
air conditioners, according to Fatima 
da Rosa, the administrative director of 
Blue Line, who has been with the com-
pany just less than 20 years. 

“We haul mostly into the United 
States and in the western prov-
inces,” she added. 

Blue Line has two other offices, 
one in Miami with about 20 employ-
ees, and another in Chicago. 

Business is good, according to da 
Rosa, but Blue Line is still looking to 
hire more drivers. 

“Drivers are needed everywhere 
and with the average age of the 
driver going up it’s getting harder to 
hire,” she said. “We do have a higher 
turnover rate than we’d like, but we 
do have some longstanding drivers 
with us that have been here for 15-17 
years. The ones that stay, they stay 
here a long time.” 

Da Rosa says drivers enjoy work-
ing for Blue Line because of the fair 
and competitive pay packages. 

“They get paid well. They get a 
lot of miles. And the cheques never 

bounce,” she said. “I think being 
here is a comfort for them. They 
know what to expect in terms of 
routes. We have a safety bonus 
incentive, which they like. And we 
have brand new shiny trucks that 
they love to drive.”

Currently, Blue Line’s fleet con-
sists of 2019 Volvo trucks. The com-
pany normally cycles its trucks 
every three or four years, and 
it always springs for the better 
spec’s and maintenance schedules, 
according to da Rosa. 

“Drivers are so proud to drive 
these trucks,” she said. “When 
they’re out on the road, many of 
them will take pictures when they’re 
parked to show it off.”

Working for Tom and Julia is also 
a reason they stick around, da Rosa 
said.  

“They really like working for 
them,” she said. “Because (Tom 
and Julia) are so involved with the 
business. In other companies, some-
times the owners aren’t in the office 
as much, but here it’s not like that. 
Our guys can pick up the phone and 
call Tom 24/7 and they know that. 
They don’t have to go through 50 dif-
ferent people to talk to the owner.” 

Da Rosa said the company’s great-
est advantage is its undenied scru-
tiny when it comes to choosing 
freight, as well as new hires. 

“We don’t take freight that doesn’t 
pay well,” she said. “We will turn 
down freight if it’s not the right 
money. We make sure our freight is 
always on time, as scheduled, and 
we make sure to only hire drivers 
with experience. We are very picky 
about who we hire here. You have 
to have between five and 10 years 

of experience to work at Blue Line.”
Da Rosa said new hires go through 

a rigorous onboarding process that 
involves a road test and a thor-
ough check on one’s driving record  
and references. 

“We don’t just go on blind faith 
here. We check all the references,” 
she said. “And we know that past 
employers are very honest with us. 
We are so careful with who we hire 
because drivers today aren’t that 
old stereotype. They are highly edu-
cated and skilled. They have to have 
customer service experience. They 
are put in stressful situations. So, 
we want the best of the best here.” 

The company’s latest challenge, 
on top of dealing with the driver 
shortage, is the legalization of mari-
juana coming into effect in October. 
To date, da Rosa says the company 
hasn’t rolled out a formal policy, but 
management is looking to create a 
zero-tolerance policy at Blue Line. 

Looking to the future, da Rosa said 
Blue Line is hoping to expand and 
become a leader in North America. 

“We really want to grow some 
more,” she said. “We have 20 more 
trucks on order and more accounts 
are signing on. I believe we are 
exploring different states we haven’t 
done work in before. More business 
is coming, so we expect growth. We 
have the freight, now we just need 
the drivers.” TN

Sonia Straface is the associate  

editor of Truck News. She has been 

covering the Canadian trucking  

industry since 2014.

Taking care of business on the Blue Line 
Accessible management, decent-paying freight the key to retaining drivers

The Last Word

Julia Della Maestra and husband Tom Della Maestra are hands-on owners.

“We don’t take 
freight that doesn’t 
pay well.” 
– Fatima da Rosa, Blue Line
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it’s Easy to see
Volvo sets the standard in safety.

THE NEW VOLVO VNR

The new VNR improves on Volvo’s legendary visibility. Its aggressive 
nose slope and seamless windshield provide the best driver sight lines 
in the industry. Combined with standard safety features like Volvo 
Active Driver Assist, Volvo Enhanced Stability Technology, and 
optimized LED headlights, we’re proud to say this is our safest 
Volvo ever. 

Learn more at volvotrucks.ca/safety


