
  

By Sonia Straface

LAS VEGAS, NEVADA

Ester Nemeth, a long-time professional truck driver for 

Bison Transport, was named the winner of the Company 

Driver of the Year Award at the 81st annual Truckload 

Carriers Association (TCA) convention. 

The award is given to one company driver each year 

who is safe, enhances the public image of the trucking 

industry, and makes influential contributions to their 

communities. There is also an award for the Owner-Op-

erator of the Year, who exemplifies these same attributes. 

The winners of the awards represent the most profes-

sional drivers in the industry.

Nemeth is the first female to be nominated for the 

award since 2005. She has been a driver for more than 

30 years, almost 20 of which have been with Winnipeg’s 

Bison Transport. Throughout her career, Nemeth has 

accumulated more than 3.75 million accident-free miles. 

She was also the first female driver to hit a million acci-

dent-free miles at Bison. 

“Wow, I’m just amazed,” she said upon accepting the 

award. “Thank you, this is such an honor. To be recog-

nized among all these professional drivers is unbeliev-

able. What’s more amazing is to be the first woman nom-

inee since 2005. I’d like to thank the TCA for giving us 

such an unforgettable evening and I’d like to thank the 

sponsors, and everyone in my Bison family. And it truly 

is a family. So, to my fleet managers, dispatchers, and 

support staff, thank you. I would not be here tonight if 

it wasn’t for the encouragement I receive from them. My 

commitment to safety and my love of driving is what 

brought me here tonight.” 

Runners up for the Company Driver of the Year award 

included Donald Lewis of Wilson Logistics and David 

McGowan of WEL Companies. 

The winner of the Owner-Operator of the Year was 

Danny Jewell of Warren Transport. 

Jewell is 73 years old and has been driving trucks pro-

fessionally for 51 years. He’s been with the same truck-

ing company, Warren Transport based in Iowa, since he 

started his career in 1968. In his time as a driver, Jewell 

has accrued more than six million accident-free miles. 

“First of all, I want to thank my wife, we’ve been 

together for 56 years,” he said. “I also want to thank 

the TCA. What they do for the trucking industry is 

really great.”

Runners up for the Owner-Operator of the Year 

award included Robert Roth of Ontario’s Erb Transport, 

and Kevin Kocmich of Diamond Transportation System. 

The grand prize winners took home a US$25,000 check 

as part of the award. TN
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Bison’s Ester Nemeth the first female nominee in 14 years
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By James Menzies

TORONTO, ONTARIO

A perfect storm is embroiling the 

Canadian trucking insurance 

industry, preventing trucking 

start-ups from entering the busi-

ness and limiting who established 

fleets can hire. 

Increasing risks and evasive prof-

its have chased some insurance pro-

viders from the transportation seg-

ment, pushing up rates for carriers. 

Newer, higher-tech trucks are more 

costly to repair with all the sensors 

and technologies built into them, 

and U.S.-style massive judgments 

against truckers involved in crashes 

have taken hold here.

“The level of litigious environ-

ment that’s been in the States for 

a long period of time is prevalent 

in Canada,” Todd MacGillivray, 

vice-president and national lead of 

trucking and logistics for North-

bridge Insurance said in an inter-

view with Truck News. “We have 

seen small claims become larger, 

and we have seen large claims 

become even larger and the asks 

from the litigation world becoming 
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Ester Nemeth has accumulated more than 3.75 million miles without an accident during her career, over a span of 

more than 30 years. Photo by Jason Benias.
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Inside the Numbers with Lou Smyrlis

Follow Lou on Twitter @LouSmyrlis.

Tougher standards
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dealing with a single provider.  Asked to rate the performance of their top outsourcing providers 

on a variety of KPI’s, no category received an A grade, although there were many solid B’s.
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As a f leet manager or own-

er-operator, you’ve likely 

always thought of insurance as 

a commodity you begrudgingly 

paid for as a necessary cost of 

doing business. I know that’s 

how I feel as a motorist who 

has never had to file a claim.

Chances are, you did little to 

nurture your relationship with 

your broker, or insurer’s under-

writer. And chances are, your 

premiums have been going 

through the roof, leaving you 

scratching your head and won-

dering what you did wrong. 

As detailed on the cover of 

this issue, insurance premi-

ums are on the rise, due to a 

perfect storm of sorts, that has 

seen some insurers abandon 

trucking altogether and those that 

remain hike premiums – often in 

the double digits. There are many 

factors driving this trend: more 

expensive trucks, resulting in cost-

lier repairs; settlements against 

truckers that are often in the mil-

lions of dollars; the exodus of some 

insurance providers; and the need 

by those who remain, to recover 

premiums lost as they dropped 

risky business.

The initial reaction would under-

standably be one of disappoint-

ment, even anger. But the always 

pragmatic Mark Seymour, head 

of Kriska Transportation Group, 

takes a different view. This is what 

he had to say late last year at the 

Truckload Carriers Association’s 

Bridging Border Barriers confer-

ence: “It’s not a function of insur-

ance companies getting greedy. 

It has everything to do with acci-

dent frequency sneaking up, costs 

of claims going through the roof, 

and insurance in our vertical has 

been priced way too low for way 

too long.”

Indeed, truck-involved crashes 

in the U.S. are going in the wrong 

direction – up – and settle-

ments are going up with them. 

Bill Moretti, director of busi-

ness development with truck 

insurance broker Tredd, told 

me the average repair cost for 

a Class 8 truck was $12,000 in 

2017, and climbed to $18,000 

the very next year. That’s 50%, 

folks. In one year. 

Insurers are facing an 

extremely difficult environ-

ment, with ever-increasing 

risks, and while it’s easy to cast 

them as the bad guys, they’re 

in business to make a profit – 

just like you are. As capacity 

exits the segment, premiums 

are bound to go up, even for 

good carriers. For carriers with 

a spotty record of compliance, 

with an egregious claims history, 

and who are unable or unwilling to 

invest in collision mitigation tech-

nologies or driver training, insur-

ance may soon become impossible 

to obtain.

It’s already happening. Anecdot-

ally, I’ve heard through brokers of 

fleets that have gone out of business 

because of their inability to secure 

fleet insurance renewal. There are 

also fewer start-ups because in 

many cases, newly issued CVORs 

do not represent an attractive risk 

profile to insurers.

Let’s face it, those trucking insur-

ance companies that remain in the 

space are now holding all the cards. 

You will likely have to accept rising 

premiums, more restrictive eligi-

bility, and greater scrutiny of your 

hiring and safety programs. But is 

that a bad thing? With every crisis, 

there are winners and losers. The 

fleets who have exceptional safety 

records, who diligently pre-screen 

and train new hires, who commu-

nicate effectively with their insurers 

and work with them to understand 

and reduce their risk profiles, will 

be the winners. 

Maybe that’s why Seymour isn’t 

screaming bloody murder about his 

premiums and throwing the insur-

ance industry under the truck. TN

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.

If you have affordable insurance, embrace it
Why it may be time to give your insurer a hug
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Managing rising 
insurance costs

very much in line with what we’re 

seeing south of the border.”

Some insurers have left the seg-

ment altogether, after chasing busi-

ness by underpricing premiums 

and finding profits to be elusive. Bill 

Moretti, director of business devel-

opment with Tredd Insurance Bro-

kers, said some insurers have seen 

loss ratios in excess of 150% in the 

trucking segment. With their depar-

ture from the industry – two or three 

large providers have already with-

drawn from trucking, he said – pre-

miums are on the rise. 

“Well-performing fleets can expect 

single digit increases this year,” he 

predicted. “Poor performing fleets 

may not be able to find insurance.”

Lisa Arseneau, a transporta-

tion insurance broker with Stae-

bler Insurance, said the current 

insurance environment has many 

trickle-down effects on the truck-

ing industry. For one, those insur-

ers who’ve remained are becom-

ing more restrictive on the drivers 

they’ll insure. While a driver with 

two years’ experience may have been 

insurable a few years ago, now insur-

ers are asking for three years of ver-

ifiable experience.

They’re also cracking down on 

trucking start-ups. While in the past, 

an owner-operator would aspire 

to obtain his or her own authority 

and add a few trucks, now they’re 

forced to remain leased to a carrier 

to be insurable under that carri-

er’s existing fleet insurance policy. 

Some fleets are going out of busi-

ness because they’re unable to find 

an insurance provider to take on the 

risk they present. Consultants who 

in past years would help set up more 

than 80 trucking start-ups a year are 

now seeing that business disappear 

as these companies are unable to 

secure insurance, Arseneau said.

“I field calls all week long and the 

guys say, ‘What do I do?’ You don’t,” 

Arseneau said of owner-operators 

looking to obtain their own author-

ity and launch a small fleet of their 

own. “This is the worst I’ve ever seen 

it and our new normal will not look 

like anything I’ve ever seen in the 

past. It’s quite dire, actually.”

It’s also cyclical. And insurance 

providers must accept some of the 

blame, Arseneau said. 

“For the lack of a better term, the 

trucking industry has been left to 

run amok,” she said. “Insurers have 

always had rules, however when we 

were in a soft market, when there 

was lots of competition and lots 

of business out there, they didn’t 

strictly enforce the rules. They had 

such bad loss ratios. In 2017-2018 

they became stricter with the rules. 

There were less options, higher rates, 

the rules were more strictly enforced 

and it made it impossible for some 

people to get insurance. All these 

things have happened and it’s been 

the perfect storm.”

She said her clients are typically 

seeing premiums increase 20-40%, 

regardless of their claims, as insur-

ers look to recover the premiums 

they’ve lost from the bad business 

they abandoned altogether.

Moretti takes an equally grim view 

of the current environment.

“I think this is the new reality,” he 

said. “I don’t see any relief coming 

down the pike.”

But for Northbridge, trucking is 

still an attractive market, according 

to MacGillivray, but he acknowledges 

a pricing correction was needed.

“Really, the rates have been 

increasing over the last 36 months 

and the main driver of that has been 

the level of profitability related to the 

line of business,” he said. “For more 

insurance companies, it has not 

been sustainable.”

So, what’s a fleet to do in such a 

challenging rate environment? Arse-

neau suggests cozying up to your 

broker and insurance provider. If 

you have insurance, embrace it, she 

advised.

“I’m telling clients right now, if you 

have an insurance policy, hug it, feed 

it, water it and look after it as much 

as you do your truck. Because with-

out it, the viability of your operation 

is very marginal,” she said. 

This means managing the hiring 

process, ensuring safety programs 

are strictly adhered to, complying 

with all the rules and taking what-

ever steps necessary to reduce viola-

tions and crashes. Moretti said work-

ing with a broker that specializes is 

trucking is critical, as is staying in 

touch with them.

“If you needed medical attention, 

would you just deal with any sort of 

doctor or would you want a special-

ist?” he asked. “We meet with clients 

quarterly to provide advice. The client 

can then make an informed decision.”

And insurers themselves also 

want to be closer to their custom-

ers, according to MacGillivray.

“Do they know who their under-

writer is?” he asked of trucking com-

panies, who he said often do a bet-

ter job managing relationships with 

their equipment suppliers than their 

insurers, despite insurance being 

one of their largest operating costs. 

“Arrange a meeting with your under-

writer and have them come visit 

your facility. Have an open and hon-

est discussion about what your true 

exposure is, so you can get down to 

the key driver of the rates. We want 

our underwriters to be visible and to 

be out in the marketplace. Our goal 

is to never have any surprises with 

pricing changes.” TN

Continued from page 1
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Compensation is key to reducing  
turnover, TCA panel concludes
US$100,000-a-year salaries needed to impact

driver turnover, panelist contends

By Sonia Straface

LAS VEGAS, NEVADA

Want to keep your drivers from 

jumping over the fence to greener 

pastures? Pay them adequately, and 

on time. That was the message at this 

year’s Truckload Carriers’ Associ-

ation panel on driver retention  

and turnover. 

It takes time and money to invest 

in a new driver. And it’s nothing 

short of disheartening when after 

weeks of training and preparing 

a driver for the open road, they 

change their mind and move on to 

the next fleet. 

It’s been estimated that the cost of 

driver turnover is between US$2,200 

and $20,000 per driver, depending 

on the carrier. And according to the 

panelists, that’s money that could 

be going directly in drivers’ pockets. 

According to a recent DriverIQ 

survey, the number one reason for 

driver turnover in the industry is 

total compensation. Truck drivers 

do not feel they are paid adequately 

for the work they do, so the choice 

to leave for a raise comes naturally. 

“If you look at how we compensate 

drivers, it’s very unpredictable and 

unreliable,” Eric Fuller of US Xpress 

said of the industry. “Drivers don’t 

have the ability to budget week-to-

week. And it creates a lot of issues. 

If you look at what we pay drivers in 

comparison to construction, manu-

facturing, or being an Uber driver, 

we are not paying the favorable 

amount of levels to attract people 

into the industry.”

Thomas Grojean of Hirschbach 

Motor Lines agreed, adding it’s 

not surprising that compensa-

tion is the number one reason  

for turnover. 

“If you look at LTL carriers, they’re 

home nightly,” he said. “They get 

paid well and get benefits. And 

they’re in the single digit turnover 

rates. If you look at Walmart, they 

stay out a big longer, but they’re 

paid more. And they have single 

digit rates. We as truckload over-

the-road carriers, try to pay less, and 

have them stay out more. It’s not a 

shock that turnover rates are high.”

When asked what total compen-

sation needs to be to impact turn-

over, Fuller said he believes drivers 

should be compensated at $100,000 

a year or more. 

“To bring new people in, it has 

to be at $100,000,” he said. “I think 

until then, our turnover will con-

tinue. We’re competing against jobs 

that pay between $75,000-$90,000 

and they’re home every night. So, 

we have to pay a premium for the 

lifestyle they live out on the road. 

I think in the past the premium 

should have been 10-15%, but with 

the newer generation coming in, I 

think we should be closer to 20-25% 

over the home every single night 

jobs, so more people will come  

into trucking.” 

Fuller said drivers that have 

been with a carrier for a long time 

generally look at total compensa-

tion packages, with bonuses, and 

paychecks. But from a recruiting 

standpoint, prospective drivers are 

only looking at cents per mile. 

“You can say ‘I have this bonus, 

and this bonus,’ and they don’t 

care,” he said. “All they want to 

know is what is your cents per mile 

– and sometimes it leads to a bad 

decision, but in order to change 

that, people have to understand 

total compensation better.”

Grojean said his company focuses 

on miles for that very reason. 

“We really tout cents per mile at 

our recruiting efforts,” he said. 

Fuller also made the case for 

guaranteed weekly compensa-

tion, something he believes is going 

to spread more throughout the  

industry. 

“I think drivers are looking for 

predictability,” he said. “And the 

more we can do from a predictabil-

ity standpoint – the more the driv-

ers know what they’re going to make 

and what they can budget. I think 

we’re going to see more of guaran-

teed weekly compensation.” TN
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Ontario premier attacks carbon tax
CAMBRIDGE, ONTARIO 

Ontario Premier Doug Ford focused 

on the trucking industry March 13 

as he continued to sound the alarm 

about a federally-imposed carbon 

tax, which took hold on April 1  

in Ontario.

Diesel prices increased by 5.37 

cents per liter this year and will 

rise 13.41 cents by 2022. Com-

bined with HST, this will add more 

than $350 million to the price of 

the province’s heavy-duty trans-

portation in the coming year. By 

2022, the figure could be as high as  

$870 million.

The province estimates the tax, 

effective April 1, will cost Ontario’s 

longhaul trucking sector about $750 

million between 2019 and 2022. For 

a tractor-trailer consuming 88,000 

liters of fuel per year, it translates 

into $3,500 in additional operating 

costs for 2019 and approximately 

$11,200 by 2022.

“A carbon tax will make no dif-

ference to the environment,” Ford 

said, against the backdrop of a  

Challenger Motor Freight facility.  

“A carbon tax will also chase jobs 

out of Ontario – manufacturing 

jobs, small business jobs, and truck-

ing jobs.”

His Conservative government has 

already scrapped a cap-and-trade 

system in the province, trimming 

gasoline prices about 4.3 cents per 

liter in the process.

“You can be for jobs, or you can 

be for a carbon tax, but you can’t 

be for both,” Ford said. “The risk of 

a carbon tax recession is real. Just 

think about it for a second. Every 

single time a trucker fills up a tank, 

the carbon tax will take a bite out 

of their employer’s pockets. That’s 

money that could be used to hire 

new workers or upgrade your fleets, 

or it’s a cost that will be passed on to 

the customers through higher prices 

on the shelf because that’s what a 

carbon tax does.”

“The trucking industry is dom-

inated by small businesses and 

competes on very tight margins, 

with operating ratios in the 0.94 

range or higher. Consequently, the 

government of Ontario is correct 

in its belief the trucking industry 

will face challenges in absorbing 

rising fuel costs and going forward 

this issue will be a major point of 

discussion between carriers and 

their customers,” said Ontario 

Trucking Association president 

Stephen Laskowski, on hand for 

the announcement.

“Our industry, like so many oth-

ers, is impacted by the federal car-

bon tax that will make fuel more 

expensive and therefore make ship-

ping more expensive for our cus-

tomers,” added Challenger Motor 

Freight CEO Dan Einwechter.

Rod Phillips, minister of the envi-

ronment, conservation, and parks, 

referred to Challenger as an exam-

ple of ways that fleets can reduce 

emissions independent of a tax. 

“They’ve improved fuel economy, 

reduced harmful emissions, and 

are doing their part to work toward 

a clean environment,” he said, cit-

ing the use of automated trans-

missions, auxiliary power units  

to combat idling, and targeted 

driver training.

In addition to diesel prices, the 

federal tax adds five cents per liter 

for Ontario gasoline when including 

the HST, rising to 7.5 cents in 2020, 

10 cents in 2021, and 12.5 cents in 

April 22. Natural gas prices will 

increase 4.4 cents per cubic meter 

at the outset, rising to 11.1 cents in 

April 2022.

The provincial government says 

it will be able to reduce provincial 

emissions to 30% below 2005 levels 

by 2030 without imposing a carbon 

tax. Current levels are said to be 22% 

lower than 2005.

Ontario has joined Saskatche-

wan, New Brunswick, and Man-

itoba in the f ight against the 

Greenhouse Gas Pollution Pric-

ing Act, saying that it’s unconsti-

tutional.

Federal Environment Minister 

Catherine McKenna was quick to 

counter the Ontario position.

“Climate change is real and it’s 

happening now. The more Con-

servative politicians deny the 

importance of taking real action 

on climate change, the bigger the 

debt they leave for our kids. If you 

don’t have a serious plan to fight 

climate change, you don’t have a 

plan for the economy or for Can-

ada’s future,” she said in a pre-

pared statement. “Conservative 

politicians like Andrew Scheer and 

Doug Ford want to take us back 

to the (former Prime Minister Ste-

phen) Harper days and make it free 

to pollute again.”

This was the second time Ford has 

visited Challenger Motor Freight in 

recent months. He was at the facil-

ity in late December for a briefing 

on trucking industry issues that 

included Transport Minister Jeff 

Yurek and Todd Smith, minister 

of economic development, job cre-

ation, and trade. TN

Ontario Premier Doug Ford visited Challenger Motor Freight March 13 to 

lambaste the federal carbon tax that took effect April 1.
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DTNA’s Roger Nielsen shakes hands 

with Torc Robotics CEO Michael 

Fleming, sealing the deal on a  

major agreement between the  

two companies.

Daimler takes stake in automated vehicle company Torc Robotics
Plans to have SAE Level 4 autonomous trucks on the road within a decade

By James Menzies

PORTLAND, OREGON

Daimler Trucks has agreed to acquire 

a majority stake in automated vehi-

cle company Torc Robotics, with 

the aim of commercially producing  

SAE Level 4 autonomous trucks 

within the decade.

Torc will retain its name, team, 

and Blacksburg, Va., location and will 

work closely with Daimler to advance 

autonomous truck capabilities, the 

companies announced on March 29.

“Bringing Torc Robotics within 

the Daimler Trucks family creates a 

unique and powerful team of innova-

tors to put highly automated trucks 

on the road,” said Martin Daum, 

member of the board of manage-

ment, Daimler AG, responsible for 

trucks and buses. “Daimler Trucks 

and Torc Robotics complement each 

other perfectly in terms of resources, 

expertise, and skill sets. We are form-

ing the ideal combination between 

Torc’s expertise on agile software 

development and our experience 

in delivering reliable and safe truck 

hardware.”

Torc will continue developing its 

Asimov self-driving software and 

testing, while Daimler Trucks North 

America (DTNA) will focus on fur-

ther evolving automated driving 

technology and vehicle integration 

for heavy trucks. 

“Torc is not a start-up, but one of 

the world’s most experienced com-

panies for vehicle automation,” said 

Roger Nielsen, CEO of DTNA. “Torc 

takes a practical approach to com-

mercialization and offers advanced, 

road-ready technology, plus years of 

experience in heavy vehicles. Torc’s 

Level 4 system has been shown to 

operate well for both urban and 

highway driving in rain, snow, fog, 

and sunshine.”

DTNA said it also plans to continue 

working closely with Mercedes-Benz 

cars, specifically as it relates to sensor 

technology and operational aspects 

of vehicle automation.

Earlier this year, DTNA became 

the first truck manufacturer 

to announce the launch of an  

SAE Level 2 autonomous truck in 

the form of the new Cascadia with 

Detroit Assurance 5.0. The truck is 

capable of lane-keeping thanks to a 

steering gear and the fusion of radar 

and camera technologies. 

Torc was founded in 2005 and 

employs about 100 people. Its 

self-driving systems have been 

installed on vehicles ranging from 

SUVs to 300-ton mining trucks. It has 

tested its on-road and traffic capa-

bilities in more than 20 states with-

out an accident. 

On a conference call to discuss the 

investment, Daum said automated 

driving will be required to manage 

increasing global traffic volumes. 

“Our new partner will perfectly add 

to our own development efforts,” 

he said, noting the two companies 

will work exclusively on commercial 

vehicle automation, and also benefit 

from Daimler’s passenger-car expe-

rience at Mercedes-Benz.

Nielsen said the U.S. is the perfect 

market in which to develop auto-

mated trucks, thanks to its infra-

structure, homogenous traffic flow 

and long distances. These trucks 

will first be deployed in hub-to-hub 

routes. But the timing of deployment 

remains vague.

Daum said it will take about two 

years for Daimler to determine when 

Level 4 automation will be rolled out 

commercially. He outlined a three-

stage plan to get there: building a 

prototype for demonstration pur-

poses; getting prototypes into cus-

tomer hands for real-world testing; 

and then finally, series production. 

“My guess, at the moment, is that 

in two years, 2021, we will be able 

to give a complete timeline for that 

second and third step,” Daum said. 

Nielsen reiterated that Level 4 auto-

mation doesn’t aim to replace the 

driver, even though the truck will be 

able to bring itself to a safe stop when 

necessary, without driver intervention. 

“The driver does a lot more than 

just steer and push his foot on the 

brake and accelerator,” he said. “He’s 

also the customer service agent for 

the trucking company and is heavily 

involved in overall logistics planning.”

Instead of replacing the driver, the 

technology aims to simplify the driv-

er’s life when operating between the 

shipping and receiving docks, Niel-

sen said. 

He also said automation is 

something customers have been  

asking for. TN
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By Sonia Straface

TORONTO, ONTARIO

Paccar Parts held a grand opening for 

its new, $34-million state-of-the-art 

distribution center here March 20. 

The new center is 160,000 sq.-ft. 

and boasts three times the storage 

capacity of its previous Brampton 

location, and serves 65 dealership 

locations. The new facility was built 

for growth, according to executives, 

with 170% more pallet racking than 

its previous location and 17 total 

dock doors. 

“The original 55,000 sq.-ft. 

Toronto distribution center was 

built in 1987 and served its purpose 

well for 30 years,” explained Tom 

Floyd, senior director of operations 

for Paccar Parts at the grand open-

ing. “In 2016, Paccar Parts began 

analyzing its capacity in Eastern 

Canada. Warehouse storage capac-

ity reached its maximum limits and 

many large parts – hoods, bumpers, 

fuel tanks – had to be stocked else-

where. And because the distribution 

center sat on a small plot of land, 

there was limited space to expand 

in the Brampton location.”

And so, the decision was made 

to build a brand new warehouse in 

Toronto from the ground up. Offi-

cially, the new location opened on 

Oct. 22, 2018. 

Fleet customers will no doubt be 

happy with the new location, as a 

bigger warehouse means increased 

uptime, explained David Dan-

forth, general manager and Paccar 

vice-president.

“Now, with the new location, we 

have everything for Eastern Canada 

here,” he said. “Whereas before, we 

had most of what we needed in East-

ern Canada. We just didn’t have the 

room to house it. So big bulky items, 

like hoods and fuel tanks, we didn’t 

have them in Toronto. They would 

come from Illinois, which would add 

one extra day for customers.”

This wasn’t ideal for fleet custom-

ers, who wanted their broken-down 

trucks serviced quickly and seam-

lessly. So now, thanks to the new 

location, customers can expect their 

downtime minimized significantly, 

Paccar claims.

“We do a tremendous amount of 

work now on supply chain as well,” 

Danforth added. “So, it’s not just 

that I have the part, it’s that the 

dealer has the part before the cus-

tomer needs it. That’s the journey 

we’re on now. It also doesn’t matter 

if you have 10 parts and the dealer 

has eight, they need all the parts.”

The new location boasts some of 

the latest technologies in the supply 

chain world, like automatic band-

ing conveyors, sleek stock-picking 

equipment with built-in scales, 

and automatic wrapping and pack-

ing equipment. It also features a  

1,200 sq.-ft. training room, smart 

office lighting that dims and adjusts 

to the natural light coming through 

the windows, and other environ-

mentally-sound details. 

“In the next five years we plan to 

invest $160 million and add an addi-

tional 1.2 million sq.-ft. worldwide,” 

Danforth said. “World class cus-

tomer support is driven by the cur-

rent and future growth of our parts 

distribution center (PDC) network 

facilities such as this, demonstrat-

ing our commitment to customer 

uptime and global growth.” TN

Paccar Parts opened a new 160,000 sq.-ft. Toronto distribution center 

to service 65 dealer locations.
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Active safety systems work
Unless drivers interfere with them

By James Menzies

ATLANTA, GEORGIA

When your job responsibilities 

include meeting with the families 

of catastrophic accident victims, it’s 

not hard to see the value in active 

safety systems.

Rick Reinoehl, senior vice-presi-

dent of safety and risk management 

at Covenant Transportation Group, 

is a big believer in collision mitiga-

tion technologies. He has seen the 

results first-hand in his fleet, and 

shared them during a panel discus-

sion on active safety systems at this 

year’s spring meetings of the Tech-

nology & Maintenance Council. 

Covenant has seen: rollovers 

reduced 40% since employing sta-

bility systems; a 14% reduction in 

running off the road since installing 

lane departure warning systems; a 

22% reduction in rear-end collisions 

since installing forward collision 

mitigation; and a 23% reduction 

in DoT-reportable accidents since 

adopting all three forms of active 

safety technologies.

But challenges remain, including 

driver manipulation.

“We had to put in a zero-tolerance 

policy,” Reinoehl said. “We lost some 

drivers over it before we saw some 

improvements.”

Consistency between active safety 

systems is another challenge.

“We have over 10 pieces of equip-

ment from different providers. Each 

one of those needs upgrades from 

time to time and it’s challenging 

to identify those trucks and bring 

those trucks in for repairs,” he said.

Reinoehl is also a big propo-

nent of in-cab video, which he says 

has reduced claims costs and has 

often exonerated the truck driver  

from blame in a collision.

“I’m here to tell you that after all 

the accidents I’ve watched on video, 

there was not a single time I’ve seen 

it cost us money,” he said. “Typically, 

things get interpreted against us 

anyways. There is no end to where 

this technology is going to help us 

with our claims.”

Chris Reynolds, director of 

safety and security for Southeast-

ern Freight Lines, is also a propo-

nent of active safety systems and 

in-cab video. 

“Video equals the most accurate 

witness,” he said.

He acknowledged some driver 

pushback can be expected, but driv-

ers are quickly converted when the 

video exonerates them from blame 

in an incident. Reynolds encour-

aged fleets to share those videos and 

make exonerated drivers the lead 

spokespeople for the technology.

He also said drivers instantly 

improve their behavior when they 

know the cameras are installed. At 

Southeastern Freight Lines, install-

ing active safety systems correlated 

with a decrease in accident fre-

quency from 2.61 accidents per mil-

lion miles to 1.05 – a 148% reduction. 

Brian Daniels, manager, power-

train and component product mar-

keting with Daimler Trucks North 

America, noted take rates for the 

technology are steadily increasing. 

At Daimler, they went from 29% in 

2014 to 75% in 2018.

But Brad Aller, regional director, 

fleet sales and service implemen-

tation and maintenance at Bendix, 

said fleets must ensure drivers aren’t 

tampering with the technology.

“Most of you have this technol-

ogy today. Do your drivers like it? 

Are they tampering with it? If you’re 

spending thousands of dollars for 

safety technologies and you have a 

driver putting aluminum foil over 

their radar, you’ve wasted your 

money,” he pointed out. 

Aller urged fleets to educate driv-

ers on why the technology is being 

installed, and on how to operate it. 

“The driver assistance technology 

is not there to replace the driver, it’s 

there to assist the driver,” he pointed 

out. “That is important. They need 

to know what the system does and 

does not do.”

Technicians must be trained on 

how to repair the systems, and driv-

ers who are experiencing false acti-

vations should be listened to. 

“The driver who is in the vehicle 

day-in and day-out knows how that 

vehicle should work,” Aller said. 

Not listening to driver com-

plaints, he added, is what leads to 

tampering. And there are no short-

age of ways to bypass the system, as 

a quick YouTube search will reveal.

“Drivers are smart,” Aller said. 

“They go to YouTube and learn how 

to tamper with safety systems. We 

see this consistently: cut wires 

going to the camera to disconnect 

that camera. A business card will 

slide in front of a camera. I’ve seen 

accident video and the video was 

a business card. They learned how 

to go to the steering angle sensor 

and disconnect it. I’ve seen them 

take aluminum foil and put it over 

the radar. I’ve seen them take the 

cover off the radar, put aluminum 

foil behind the cover and put the 

cover back on.”

Douglas Donaldson, chief engi-

neer, steering and product inno-

vation with Wabco Americas, said 

truck fatalities increased 9% in 

2017 from the previous year. The 

National Highway Traffic Safety 

Administration (NHTSA) has pub-

lished a list of 37 crash scenarios. 

Donaldson urged f leets looking 

to begin spec’ing active safety  

systems to rev iew that l ist  

and focus on the highest-risk driv-

ing behaviors. 

For instance, road edge depar-

tures are the seventh most preva-

lent accident types, something that 

can be addressed with lane depar-

ture warning systems. TN
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Volvo Group opens new Canadian PDC in Milton
By James Menzies

MILTON, ONTARIO

Volvo Group has opened a massive 

new parts distribution center (PDC) 

in Milton, Ont., triple the size of its 

former Mississauga location, about 

20 kms away.

More favorable real estate pric-

ing, less traffic congestion, airport 

access, and moving into an area 

that’s still serviced by its existing 

carriers were a few of the reasons 

the company chose the new loca-

tion. Volvo Group took over the 

new warehouse, at 8640 Escarpment 

Way, at the end of 2018. 

At that time, it was a bare bones 

warehouse and shop floor. Volvo 

Group’s Service Market Logistics 

division added an office area, fit-

ness center, and about 5,500 sq.-ft. 

of administrative space.

There are now 38 employees work-

ing at the PDC, up from 26 at the 

former location. More than 84,652 

Volvo and Mack Trucks, and Volvo 

Construction Equipment parts are 

stored here for delivery right across 

Canada. The Volvo Construction 

Equipment parts are a new addition; 

previously, those had to be ordered 

from the U.S., requiring a two- to 

three-day lead time.

The key benefit for trucking cus-

tomers is that the larger space is 

capable of housing more parts. 

Bob Hochwarth, vice-president of 

service parts logistics, said 95% of 

Volvo’s parts deliveries globally are 

delivered within 24 hours. 

The company operates 54 PDCs 

around the world, with seven in 

North America including one in 

Canada. But Hochwarth noted cus-

tomers as far away as Whitehorse 

have received next-day parts deliv-

ery from the Toronto-area PDC. 

More than 800,000 parts orders flow 

through the PDC each year. 

“We are really proud of this facil-

ity and the work that has been done 

by the team here in this location,” 

Hochwarth said. “They moved this 

facility within a 10-day period. It 

took a lot of blood, sweat, and tears 

to make that happen.”

Martin Johnston, manager of 

projects with Volvo Group’s Service 

Market Logistics division, agreed.

“It was quite an effort,” he said. 

“Within two weeks we labeled all 

these locations with scannable 

barcodes and then we had a huge 

box-folding party.”

Volvo Product ion System 

(VPS) boards are set up at sta-

tions throughout the warehouse, 

where meetings are held each day 

to discuss order line fulfillment, 

in-bound receipts, safety, quality, 

and other metrics. 

The site is also environmen-

tally friendly. About 35 fork-

lifts, cherry pickers, and order 

selectors a re elect r ic-pow-

ered by fast charging stations  

that can charge up a forklift in  

30 minutes.

“So, utilization of that equipment 

is very good,” Johnston explained. 

Carriers serving the facility are 

given dedicated dock doors, so driv-

ers can easily find the right door. 

There are 83,740 pickable locations 

throughout the facility. 

Johnston sa id the t im ing 

couldn’t be better. Canada is com-

ing off a record-setting year for 

truck orders, with 34,000 units 

ordered in 2018. Volvo’s market 

share increased 31% over the pre-

vious year, he added, marking its 

largest market share increase in 

its history here. 

The Mississauga PDC was in oper-

ation since 2001. TN

Volvo Group has opened a new parts 

distribution center in Milton, Ont., 

which will serve all of Canada.

Martin Johnston gives a tour of  

Volvo Group’s new Canadian PDC.

1 855 327 9757
trailerwizards.com

Together,
we thrive

YOU’VE GOT CARGO...

WE’VE GOT TRAILERS!



Cybercrime isn’t new, but it’s taking new forms. While financial 

institutions and other lucrative targets have tempted hackers 

for decades, sectors like transportation and trucking – where 

fresh technology has spurred new growth – are gaining more atten-

tion from data thieves looking for a big score. Northbridge expert on 

trucking crime, Garry Robertson, weighs in on what’s at stake with 

new technology and how an effective risk management approach 

factors into your bottom line.

NEW TECHNOLOGY CAN LEAD  
TO NEW VULNERABILITIES
Technology is a double-edged sword: it can raise your fortunes, but 

also lay bare your weaknesses. Without an adequate cyber plan in 

place, you may unknowingly pave the way for thieves to gain access to 

your business – and take a big bite out of your profits.  Cyber incidents 

impact companies across every industry, and the average cost of a 

breach response is $6.11 M.¹  

Cybercrime in the truck and transport industry generally targets 

centralized IT systems to isolate and take over cargo and equipment, 

which can also pose serious threats to employees and to public safety. 

Understanding your technological weak points is the first step to-

wards a safer operation, and knowing how to protect your systems can 

reduce the risk of a serious cyber incident that harms your customers 

and your business.

HOW CYBERCRIME TARGETS CARGO 
Cargo theft is an ongoing problem for carriers, and technology pro-

vides new ways for thieves to make off with freight. One relatively new 

tactic is known as “fictitious pick-up”: thieves look up valuable loads 

on online loadboards, and using false credentials to pose as legitimate 

truckers (such as a defunct company’s DoT number), they get the con-

tract, pull up their own truck to the point of collection and simply drive 

off before anyone realizes they weren’t who they said they were. 

In a similar approach, some criminals use “business identity theft” to 

recreate documentation in a certain company’s name. After learning the 

pickup location and the company information through online systems, 

the thieves arrive at the pickup point before the agreed-upon date and 

make off with the cargo.

Another way to target cargo is to stop a truck in its tracks. Telematics 

systems take different forms, and some are more prone to hackers. In a 

recent report, researchers at the University of Michigan demonstrated 

how easy it was to remotely change the truck instrument panel to affect 

acceleration or disable brakes. In fact, they concluded that computer 

systems in trucks were easier to hack than those in cars.²

SERIOUS THREATS TO SAFETY 
Of course, cargo isn’t the only asset at risk. Ransomware can be used to 

hijack a truck’s control system to suspend delivery and strand drivers 

until the victim pays the requested ransom. Such a situation could have 

grave consequences for the driver, and the criminals could make off 

with confidential fleet and customer information, too.

Privacy breaches can cost you a fortune and ruin your reputation. 

However, some experts expect that things are about to get worse, with 

Northbridge Insurance and Northbridge Insurance Logo are trademarks of  Northbridge Financial Corporation, licensed by 

Northbridge General Insurance Corporation (insurer of Northbridge Insurance policies).

This article is provided for information only and is not a substitute for professional advice. We make no representations or warranties regarding 

the accuracy or completeness of  the information and will not be responsible for any loss arising out of reliance on the information.

ADVERTISEMENT

threats of intellectual property theft, cyber extortion and the impact  

of business interruption following a cyber-attack raising the stakes.³   

The more machines exchanging data, the more chances for data theft.

IS YOUR COMPANY AT RISK?
As technology advances, some businesses embrace interconnectivity by 

patching together a system of IT tools to improve different aspects of 

their operations. The problem is that these systems don’t always work 

together seamlessly: some are older than others, updates aren’t always 

carried out, and they may not communicate effectively. If your company 

relies on a loose arrangement of different electronic tools for your daily 

operations, you need to take extra caution when it comes to staying up 

to date with software and securing lines of communication.

You don’t need to be a big, internationally-renowned company to 

attract cybercrime – small and medium-sized businesses are increasingly 

preyed upon. After all, smaller companies typically won’t have the same 

prevention training and security barriers to ward off cybercrime that a 

large company could afford to implement. In fact, there has been a steady 

increase in cyber-attacks on businesses with 250 employees or less.4

STAY ONE STEP AHEAD 
The fact is that any transportation company could be at risk of cyber-

crime. Here are some of the ways you can protect your business from 

privacy breaches or ransomware (and their crippling consequences):

Stay vigilant – and adaptive. Keep up-to-date with software and take time 

to make sure your lines of communication are secure. Use a tool that 

can provide compliance reporting and run a centrally-managed antivirus 

program that updates signatures frequently.

Plan well. With a solid incident response plan, disaster recovery plan, and 

business continuity plan to back up your business, you stand a much bet-

ter chance of recovering with your operations and your reputation intact.

Train your staff. All your staff should understand relevant security con-

cepts, and they should know how to properly run and inspect electronic 

systems. Of course, a dedicated and well-tuned IT division is always a 

good addition to the team.

 

MANAGE YOUR RISKS TO MANAGE YOUR COSTS
Since one major cyber event could be enough to decimate your profits, 

better cyber risk management could mean more money in your pocket. 

But remember that risk mitigation is a moving target: as cybercrime 

changes, protection, prevention, and insurance measures must adapt. 

It’s difficult to predict what the future holds as transportation becomes 

increasingly computerized, but it’s important to think about all aspects 

of your business and choose a focused and complete insurance solution. 

Northbridge has created an industry-leading cyber solution with reputa-

ble partners and skilled brokers to help you manage the risks that could 

be waiting around the corner.

Garry Robertson is Manager of the Claims Special Investigations Unit 

for Northbridge. A Certified Fraud Expert, Garry has over thirty years of 

experience in insurance and corporate fraud investigations.

By Garry RobertsonBy Garry Robertson

Why CYBER CRIMINALS are targeting
  the TRANSPORT INDUSTRY

¹ IBM Ponemon Institute’s Cost of Data Breach study, 2017

²  Ontario Trucking Association, Researchers Conduct Truck Hacking Experiment [Aug 16, 2015]

³  Canadian Trucking Alliance, Cyber Risks on the Rise for Transportation [Sept 18, 2015]

4 Symantec, 2016 Internet Security Threat Report, page 44
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Business

What makes the Best Fleets tick?
Best Fleets to Drive For winners share their best practices

By Sonia Straface

LAS VEGAS, NEVADA

There are more than half a million 

trucking companies in the U.S. alone, 

so to stand out as one of the Top 20 

according to your human resources 

programs is impressive. 

At this year’s Truckload Carri-

ers Association (TCA) convention, 

Jane Jazrawy, the co-creator of the 

Best Fleets to Drive For program, 

moderated a panel of three exec-

utives from the Top 20 to discuss 

what they do to be successful and 

stand out among the competition. 

Panelists included: Sherri Garner 

Brumbaugh, president and chief 

executive officer of Garner Truck-

ing; Andrew Boyle, co-president 

and chief financial officer of Boyle 

Transportation; and Rick Williams, 

chairman and chief executive offi-

cer of Central Oregon Trucking 

Company.

Use your millennials to 
recruit

If you’re lucky enough to be a fleet 

that has millennials working for 

you, make sure you use them, Gar-

ner Brumbaugh advised. She had 

a young female driver working 

for her, who was one of her best 

employees. 

“I hated taking her off the road 

because she was one of my driv-

ers,” Garner Brumbaugh said. “But I 

brought her into the office because 

I knew she had the talent to be one 

of our recruiters.”

She added that this 28-year-old 

driver didn’t believe she could be a 

recruiter, but Garner Brumbaugh 

convinced her to. 

“As leaders, we have to recog-

nize that quality in people,” she 

told the audience, adding that 

her new young recruiter regularly 

goes to high schools to show them 

the opportunities available in the 

trucking industry. 

“She isn’t much older than the 

kids in high school,” she said. “And 

so, when she goes to the schools, 

she connects with them, and brings 

the simulator. They love it. They 

actually line up to play.” 

Embrace technology

Plain and simple, if you want to 

be a Best Fleet, you have to be an 

early adopter and be open to new 

technology. Take electronic log-

ging devices (ELDs) for example. 

According to Jazrawy, many of the 

Best Fleets had ELDs long before 

the mandate was even talked about 

in recent years. 

“It goes back to what responsibil-

ities you put on your company and 

where,” Williams said. “Part of ELDs 

is…before them, sloppy operations 

got put to the driver to fix. They 

would tell drivers, ‘You run longer, 

and you run more.’ I’ve heard people 

say, ‘We’ll lose production if we’re 

on ELDs.’ And I’d say ‘Why? We can 

see things better if we’re planning 

productively, and we can do a better 

job.’ We implemented ELDs a long 

time ago. And we told our drivers, 

‘This isn’t a punishment, this is a 

benefit.’ We never did it as a puni-

tive move. We said, ‘If we can see 

your time, we can manage it better.’”

Williams said he had a good 

buy-in after rolling out ELDs 

throughout his fleet. And in fact, 

he found his drivers made more 

money after implementing ELDs. 

“Same thing happened with GPS 

years ago,” he added. “Drivers said 

they didn’t want us looking over their 

shoulder and without GPS tracking, 

they’re lost. ELDs are the same thing, 

and now we’re entering the camera 

phase – it’s all in the adoption and 

the ROI you’re looking for.” 

Guaranteed pay

Boyle Transportation was the first 

company to talk to Jazrawy about 

guaranteed pay, she said. 

“We were flabbergasted this was 

happening, because we had not 

heard about it before,” she said. 

Boyle said for 25 years the com-

pany has had some sort of guaran-

teed wage. 

“About five years ago we imple-

mented it on a weekly basis,” he said. 

“And it essentially salaries people. 

So, it ranges now from $1,540 a week 

to $1,850 a week for starting. That’s 

your guaranteed pay.”

Boyle said they switched to this 

method because when drivers are 

away from home it was hard for 

them to not have control over how 

much money they’d make. 

“It’s a tough way to live,” he said. 

“So, we changed that because we 

want a long-term mutually-benefi-

cial relationship with our employ-

ees. We want to shift that economic 

risk onto the company, instead of 

onto the employee.” TN



SURFACE
TRANSPORTATION
SUMMIT

OCTOBER 16, 2019
International Centre
6900 Airport Road, Mississauga, ON 

GET

Don’t miss the 
summit that 
DELIVERS

  Expert insights into your industry.

 Networking Opportunities 

 with fellow supply chain leaders.

   Practical Knowledge you can  

put to work today.

www.surfacetransportationsummit.com

Association Partners Produced by

  

Media Sponsors

MEDIA INC.

Card Exchange & Networking 

Driver Recruitment Best Practices

Freight Management Best Practices

Shipper-Carrier Roundtable | Workplace Safety

Economic Outlook | CEO Track | Shipper of Choice

REGISTRATION NOW OPEN!

Super Earlybird 

Pricing Ends May 31st



May 2019 • Truck News – East  19  

Business

TORONTO, ONTARIO

Canadian spot market freight 

volumes continued their 

upward trend with a significant 

20% increase in daily freight 

availability in February com-

pared to January, according to 

TransCore Link Logistics.

Tot a l  t r uck volu mes 

declined month-over-month, 

and average daily postings 

were relatively flat in Febru-

ary. The number of load post-

ings on the last day of Febru-

ary was the highest Loadlink has 

recorded since July 2018.

Month-over-month, February’s 

load volumes finished 4% higher 

than January, although these num-

bers were down 35% year-over-year.

Intra-Canada loads accounted for 

32% of the total volumes. Load post-

ings within Canada increased 23% 

compared to January and were down 

just 4% year-over-year.

Cross-border load postings repre-

sented 67% of the data submitted by 

Loadlink users.

There was a slight decline in 

cross-border load postings in Feb-

ruary, mainly due to fewer loads 

entering Ontario and Quebec from 

the U.S.

February equipment numbers 

saw a 12% dip due to the shortened 

month; however, the daily average 

number of truck postings increased 

by one percentage point. Compared 

to February 2018, equipment vol-

umes were up 65% year-over-year.

This disparity in growth between 

load and truck availability pushed 

capacity downwards by 16% 

from 2.54 to 2.14 trucks per load. 

Year-over-year, the average ratio 

increased 153% from 0.85 in Feb-

ruary 2018. TN

FRIEDRICHSHAFEN, GERMANY 

ZF has signed a definitive agreement 

to acquire Wabco, forming an inte-

grated systems provider for commer-

cial vehicle technologies with annual 

sales totaling about US$45 billion.

The deal is valued at about  

US$7 billion.

Wabco is a global supplier of brak-

ing control systems, technologies, 

and services for trucks, buses, and 

trailers. Its offerings include inte-

grated braking systems and stabil-

ity control, air suspension systems, 

transmission automation controls, 

and aerodynamics, telematics, and 

fleet management products. 

“We believe that, together with 

Wabco, ZF can form the world’s 

leading integrated systems provider 

for commercial vehicle technology, 

creating long-term value and secu-

rity for its customers, employees and 

owners,” said Wolf-Henning Scheider, 

CEO of ZF. “For ZF the acquisition 

of a specialist and leader for com-

mercial vehicle braking systems 

means adding a stable and growing 

business segment and enables our 

existing commercial vehicle divi-

sion to expand its expertise in vehi-

cle dynamics control. This will create 

the foundation for ZF to offer com-

prehensive systems for safe and auto-

mated mobility solutions for passen-

gers and goods to our customers.”

Jacques Esculier, chairman and 

CEO of Wabco, added: “Joining forces 

with highly respected ZF will create 

a leading global technology com-

pany well positioned to capitalize 

on future demand for autonomous, 

efficient and connected commer-

cial vehicles. We have a long history 

of successful collaboration to develop 

innovative technologies with ZF with 

both companies sharing an uncom-

promising drive for excellence, pas-

sion for innovation, and exceptional 

customer focus.”

ZF said the planned acquisition is 

part of its Next Generation Mobility 

strategy, which will expand its exper-

tise to include commercial vehicle 

braking systems for the first time. ZF 

will be able to offer an integrated sys-

tems approach, including new drive 

systems for e-mobility and autono-

mous driving. 

“The intended strategic acquisi-

tion of Wabco comes at a good time 

for ZF. Following the successful inte-

gration of TRW, ZF has significantly 

reduced its debt levels,” said Kon-

stantin Sauer, chief financial officer 

of ZF. “In fact, we overachieved in 

delivering our debt reduction targets. 

Wabco is a healthy and growing com-

pany with a strong cash flow profile 

that makes it a seamless fit with ZF 

and supports the implementation of  

our strategy.” TN

Canada’s spot market 
strong in February

ZF to acquire Wabco  
in blockbuster deal
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Are you employing  

Best Practices in  

Driver Recruitment?

The driver shortage is not letting  

up and it’s affecting your ability  

to grow your company. What can  

you do differently to attract and  

retain your driver force?
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Make it nine
Bison wins TCA Fleet 

Safety Award for ninth 

year in a row

By Sonia Straface

LAS VEGAS, NEVADA

For the ninth consecutive year, Win-

nipeg’s Bison Transport has been 

named the grand prize winner for 

the large carrier category in the 

Truckload Carriers Association’s 

(TCA) annual Fleet Safety Awards. 

The awards recognize carriers that 

display an unrivaled commitment 

to safety. Divisional winners were 

selected earlier and were divided 

into six categories based on miles 

driven. Division winners were then 

invited to compete for one of two 

grand prizes – one for carriers with 

total annual mileage of less than 25 

million miles, and one for mileage 

exceeding 25 million miles. The win-

ners were announced at the TCA’s 

annual awards dinner on March 12.

“Our large carrier winner has a 

safety program that exudes excel-

lence through its team spirit of cul-

ture and of caring,” said Mandy Gra-

ham of Great West Casualty, who 

presented the award. 

After this win, Bison has now won 

this award 12 times since it was 

introduced in 2003.  

The grand prize winner in the 

small carrier category was Grand 

Island Express. 

According to Graham, who pre-

sented the award, Grand Island 

Express won the honor as it has com-

pletely eliminated preventable rear-

end collisions. TN

Awards

Prime, Nussbaum named overall Best Fleets to Drive For
By Sonia Straface

LAS VEGAS, NEVADA

Prime Inc. has been named the 

best overall large carrier in the Best 

Fleets To Drive For program.

The Best Fleets survey and con-

test, now in its eleventh year, was 

put in place by CarriersEdge and 

was designed to recognize fleets 

across the U.S. and Canada that 

demonstrate ideal examples of inno-

vation and continue to improve the 

work experience for their drivers.

Jane Jazrawy, the CEO of Carri-

ersEdge, introduced the awards at 

this year’s Truckload Carriers Asso-

ciation convention in Las Vegas.

“This year’s best overall fleet in the 

large carrier category surprises us 

every year with creative programs, 

novel ideas, and strong engagement 

from company drivers and owner- 

operators alike, proving a large com-

pany can still feel like a close com-

munity,” she said before presenting 

the award to Prime.

Jim Guthrie, director of recruiting 

and operations manager of Prime, 

accepted the award.

The best overall small carrier 

award went to Nussbaum Transpor-

tation, based out of Illinois. Jazrawy 

said Nussbaum won because it is not 

afraid to test new ideas, and is reg-

ularly drawing media and industry 

attention for its ongoing efforts.

Brent Nussbaum, CEO, accepted 

the award on behalf of the company.

“This is really humbling, thank 

you,” he said. “I’d like to begin by 

recognizing all the fleets in this 

room for the time and effort they 

put forward.”

Nussbaum dedicated the award 

to his parents. His father founded 

the company in 1945.

CarriersEdge revealed the Top 20 

best fleets earlier this year.

The Best Fleets contest is open to 

any for-hire fleet operating 10 trucks 

or more. Fleets must be nominated 

by one of their company drivers or 

owner-operators. Nominated fleets 

are then scored on their HR pro-

grams and best practices. TN
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No one had more 
fun than Bill and his 
fellow association 
members did. They 
competed – hard – 
but they developed 
friendships that 
would last a 
lifetime.

In Memoriam

On March 22, after a long illness 

and a brave fight, Bill MacKinnon 

passed away at home, as was his 

wish. The MacKinnon family has 

lost a dear husband, father, grand-

father, and great-grandfather. The 

trucking industry has lost one of 

its greatest builders and one of its 

most respected leaders. Many of us 

lost a friend. 

For parts of four decades, I was 

proud to count myself among Bill’s 

friends. He was a legend in the 

trucking industry long before I came 

on the scene. 

I recall being somewhat nervous 

meeting him for the first time. That 

probably would have been in 1985. 

I needn’t have worried. Bill’s gentle, 

joking manner – something I would 

come to appreciate and enjoy so 

much over the years – immediately 

put me at ease. 

Bill’s humorous approach always 

contained much wisdom. So much 

so, that because of him, I started 

an Ontario Trucking Association 

(OTA) Quote of the Year segment 

in my annual remarks to the OTA 

annual general meeting. Bill won 

the Quote of the Year so many 

times, I had to abandon it – but not 

for at least 20 years.

Bill did not speak often in our 

board meetings whether at OTA, 

or the Canadian Trucking Alliance 

(CTA). But, when he did, people lis-

tened. He was never aggressive or 

demanding. He just made a lot of 

sense – always. 

I can recall former Ontario Minis-

try of Transportation Deputy Minis-

ter, Harold Gilbert (another legend) 

telling me that Bill was his favorite 

OTA chairman. He said Bill would 

come in to see him, make his point 

and then close by saying “I’ll leave 

that with you.” 

Harold said he appreciated that. 

He knew his job and didn’t need to 

be told what or how to do it.

I’m going to miss Bill. Every time 

he called me, he would say, “It’s your 

old buddy, Bill MacKinnon from 

Guelph, Ontario calling” – as if I 

didn’t know. 

He would send me a birthday 

card every year and it would always 

include a pile of jokes clipped from 

who-knows-what newspaper or 

magazine. I would read all of them, 

because I knew Bill had.

I remember one year at the OTA 

convention, Bill came up to me with 

tears in his eyes and said to me, “I 

am so proud of this association.” 

How could you not be inspired 

to work even harder for an indus-

try that contained people like that?

Years ago, OTA published a book 

entitled The Golden Years of Truck-

ing. Bill MacKinnon was one of 

those people who made our industry 

and who made it golden. His passing 

marks the end of an era. 

No one loved trucking more than 

Bill and his contemporaries. Bill was 

never happier than when he was 

chatting with his drivers. It took 

a serious illness to keep him away 

from the office. 

No one had more fun than Bill 

and his fellow association mem-

bers did. They competed – hard – 

but they developed friendships that 

would last a lifetime. They visited 

with each other. They shared the odd 

drink of Scotch. 

They never missed a conven-

tion. They and their wives traveled 

together. I’m not talking one or two 

couples. I’m talking about 30-40 

people at a time. (I could tell you 

some stories).

The days of the family trucking 

business may not be over, but it’s 

getting tougher. As the years pass, 

so too do so many of the people and 

companies with family names that 

were synonymous with trucking. 

But, their legacy should not and will 

not be forgotten.  

My deepest condolences to Bill’s 

loving wife, Lois, and the entire 

MacKinnon family. Rest in peace, 

my friend. TN

A tribute to Bill MacKinnon
Guest Column

David Bradley is the former  

president of the Ontario Trucking 

Association and Canadian  

Trucking Alliance.
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“So many 
technologies  
these days 
eliminate the 
paperwork...and 
that means less 
work the drivers 
don’t like to do.” 

– Julie Phaneuf,  
Isaac Instruments

Diversity

Women talk technology

WTFC, Crossroads launch scholarship program

By Sonia Straface

TORONTO, ONTARIO

Technology can be one of trucking’s 

most attractive qualities to those 

looking to break into the trade. 

And lucky for the industry, there 

is no shortage of technology when it 

comes to trucking. There are auton-

omous trucks, cameras replacing 

mirrors, advanced GPS tracking 

systems, electronic logging devices, 

and so many more forms of technol-

ogy in trucking. 

To talk about that at this year’s 

Women with Drive Leadership 

Summit hosted by Trucking HR 

Canada, was a Women Talking 

Tech panel. The panel consisted 

of Kary Schaefer, general man-

ager of marketing and strategy for 

Freightliner and Detroit at Daim-

ler Trucks North America; Cyndi 

Brandt, director of sales enable-

ment at Omnitracs, and Julie 

Phaneuf, vice-president, customer 

experience at Isaac Instruments. 

When it comes to the driver 

shortage, all three panelists agreed 

that technology could be the key 

component to solving the lack of 

quality drivers applying to the 

industry. 

“In my view, technology will help 

us solve the driver shortage,” Pha-

nuef said. “There are so many tools 

out there, new software out there, 

and we need to find a way to inte-

grate them to make sure they are 

accessible in our businesses.”

In doing this, and having the lat-

est technology, she said, will allow 

the drivers to do what they like to 

do – drive. 

“So many technologies these days 

eliminate the paperwork, and that’s 

a good thing,” she added. “Because 

that means less work the drivers 

don’t like to do.” 

Another way to attract drivers 

into the industry is to work with 

them to help design the trucks 

they’ll be driving. 

“Truck drivers have incredibly 

hard jobs, so to make this profes-

sion attractive, work with schools, 

let the drivers help design the vehi-

cles,” Schaefer said. 

Brandt said the endless possibilities 

technology provide could even help 

attract more women into trucking. 

“What’s stopping us from con-

necting our phones to our trucks 

to create safe zones for women?” 

she theorized. “I know it’s a fine line 

for privacy, but people coming into 

the industry now have been geotag-

ging their photos their entire life. 

So why can’t we do these things? 

Why can’t there be truck stop apps 

where drivers can reserve park-

ing spaces? Or where women can 

reserve parking spaces?”  

Brandt went on to say that right 

now, many fleets are using technol-

ogy to monitor driver performance 

and often, these devices are only 

used to correct drivers. Brandt 

says that to attract younger work-

ers seeking employment now (mil-

lennials and Generation Z), fleets 

should be using this technology to 

reward drivers. 

“At the end of the day, our job is 

to make sure everyone gets home 

safely every night,” she said. “What 

if we could look at someone’s behav-

ior and tell them, ‘Hey you did a 

great job driving today! You, out of 

all the drivers in our fleet, had the 

least amount of exceptions and the 

best behaviors.’ We need to reinforce. 

Think of our kids and grandkids 

today. They’re getting badges, but-

tons, all these things today to rein-

force that they’ve done something 

good, and that they’re winning.” TN

By Sonia Straface 

CAMBRIDGE, ONTARIO 

The Women’s Trucking Federation of 

Canada (WTFC) along with Cross-

roads Truck Training Academy 

announced on March 8 a new joint 

scholarship program.

“In celebration of International 

Women’s Day, and in partnership 

with the WTFC, Crossroads will pro-

vide for the first time ever, a scholar-

ship affording one female the oppor-

tunity to attend either the Ottawa 

or Smiths Falls campus,” said Ken 

Adams, the director of operations 

for Crossroads, Ottawa. “She’ll be 

enrolled in not only our Ministry 

of Training Colleges and Universi-

ties diploma A/Z program, but she’ll 

also be enrolled in our Truck Train-

ing Association of Ontario-approved 

diploma course.”

To enter, an applicant has to sub-

mit a 500-word essay on why she is 

interested in becoming a profes-

sional truck driver. Entrants must 

also be a Canadian resident or have 

a permanent residence status.

“When Shelley approached me 

with this idea, I was very eager and 

immediately on board,” Adams 

added.

Uvanile-Hesch said her hope for 

the scholarship is for it to expand 

across the country.

“We want to have one full schol-

arship like this per province in the 

future,” she said. “We look forward 

to working closer with our carrier 

members, because we believe we 

need to work together to solve the 

issues this industry faces.”

According to the WTFC, more 

details about the scholarship will 

be available soon. TN

Shelley Uvanile-Hesch and Ken Adams announce a new scholarship for 

aspiring female truck drivers.
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Tremcar reaches a milestone
Canadian tank trailer manufacturer rolls out its 20,000th tanker

By Carroll McCormick

SAINT-JEAN-SUR-RICHELIEU, QUEBEC

An object of stainless steel and red 

enamel beauty was the centerpiece 

of a March event in Saint-Jean-sur-

Richelieu to celebrate the 20,000th 

tank trailer Tremcar has built since 

its founding in 1962. 

Some 200 people converged on 

the plant from points as far away 

as Alberta, Texas, and even Costa 

Rica to help Tremcar celebrate its 

achievement. 

“I buy a lot of their tankers,” said 

Joseph Newman, president and 

owner of Newman Carriers in Fair-

mont City, Ill. Using about 140 tank-

ers, his company runs products such 

as acids, water treatment chemi-

cals, and paints. Newman still gets 

excited about each new tanker he 

buys. “Tremcar makes quality tank-

ers,” he declared. 

Tremcar ranks itself as the largest 

family-owned tank trailer manufac-

turer in North America, and one of the 

top four such manufacturers on the 

continent. Last year, Tremcar deliv-

ered more than 959 tank trailers and 

217 truck mounts designed to trans-

port products ranging from milk, 

juice, and chocolate, to dry bulk such 

as cement, lime, sugar, and flour, and 

acids and petroleum products.

Its order book is jammed until 

2020, but Tremcar is busy training 

more workers so it can take advan-

tage of 200 tank trailers’ worth of 

excess annual production capacity.

As part of the event, Tremcar 

treated its guests to a cook’s tour of 

the plant. A guide led us away from 

the foyer’s balloons and finger food 

in groups or 10 or so. We tromped 

over and up through administrative 

and engineering bullpens. 

A few short twists and turns later, 

we spilled out onto a landing above 

the plant’s 100,000 sq.-ft. production 

area, sans activity on this special day. 

The spotless production f loor 

was packed with tankers in various 

states of assembly; 24, by my count. 

Tremcar can roll finished tank trail-

ers out the door at a rate of one every 

five to seven days, depending on 

their complexity.

Most were nose-to-tail in five par-

allel production lines: tank barrels 

taking shape in huge sheet metal 

rollers to the far left, tall racks of 

sheet metal and other steel stock, 

elliptical and round bulkheads. Pan-

ning right along the lines, the bar-

rels sprouted bright red chassis, pip-

ing, insulation and catwalks. 

Aluminum barrels are fabri-

cated in St-Cesaire and brought to 

the Saint-Jean-sur-Richelieu plant; 

between 55% and 60% of Tremcar’s 

tank trailer parts are made else-

where. Stainless steel barrels are 

made right here. 

Our group clattered down the 

steel stairs and onto the produc-

tion floor. 

“That belongs on a railroad track,” 

said one guest at the sight of a gigan-

tic 2,600 cu.-ft. quad-axle tanker – 

one of Tremcar’s largest. Keeping it 

company were two quad dry bulk 

tanks on jack stands, ceiling fixture 

light smeared over their fair curves. 

My favorite was a double conical 

chemical tank, tapered at both ends 

like a cartoon cigar. 

Bryan Kovalaske, the vice-presi-

dent of Superior Tank & Trailer, had 

come up from Beach City, Ohio, to 

join the celebration. He told me that 

the chemical tank’s odd shape has to 

do with the weight of its cargo and the 

need to keep down the gross trailer 

weight. Where water weighs about 

8.5 lbs/gallon, a 93% solution of sul-

furic acid weighs 15.3 lbs/gal. “The 

heavier the product, the smaller the 

tanker you need,” Kovalaske told me.

Kovalaske’s company is head-

quartered near Tremcar’s Strasburg, 

Ohio, facility, where it builds mostly 

petroleum tankers. One of the four 

Canadian and two American plants 

Tremcar owns, the company recently 

expanded it by 10,000 sq.-ft. The addi-

tional space includes an eight-bay 

service center and room to increase 

manufacturing space by a third.

Tremcar has repair facilities in 

Edmonton, Weyburn, Saskatoon, 

London, Saint-Jean-sur-Richelieu 

and two in the U.S. – Strasburg, Ohio 

and Haverhill, Mass. A plan to begin 

assembling propane tank trucks in 

Weyburn, announced last September, 

is on hold while the company waits 

for the economy out west to firm up. 

Steering back to the plant tour, 

I noticed that many of the tankers 

are supported on each end by beefy 

stands called positioners. So pinned, 

workers can spin them like bingo 

barrels as they weld them up and 

install hardware like baffles, fend-

ers and hatches. Gantry cranes, 

more than I’ve ever seen under one 

roof, move them from work station 

to work station. But once tankers’ 

undercarriages are bolted on, work-

ers perch them on little wheeled dol-

lies and push them ever closer to the 

finish line. 

We wandered beneath signs, like 

Assemblage B-5 and Assemblage 

A-2, and between tankers rotated 

this way and that. The pace of work 

at each such station is tracked and 

coordinated with that of its neigh-

bors. If one stations falls behind, 

workers from others pitch in.

Lots of good explaining later, 

we reached the celebration end 

of the plant. There, wrapped with 

eye-catching graphics, waited num-

ber 20,000. 

The crowd and the buzz grew, wine 

and champagne flowed, and catered 

treats disappeared. Dan Furth, pres-

ident of the National Tank Truck 

Carrier Association, spoke. Daniel 

Tremblay, the president of Tremcar, 

stepped up to the mic. 

“We have solidified our acquisi-

tions. Our production lines are run-

ning smoothly, and we now master 

the art of building high-end tanks 

adapted to the particular products 

that each of them carries,” he said. TN

Tremcar’s 20,000th tank trailer, destined for Omaha, Neb.-based  

Transwood Carriers. (Photo by Carroll McCormick)

A March get-together at Tremcar’s home base in Saint-Jean-sur-Richelieu. 

(Photo by Carroll McCormick)
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Lion looks to take a bite out of Class 8 market
A made-in-Canada all-electric Class 8 

truck enters the market 

By Steve Bouchard

SAINT-JEROME, QUEBEC

Quebec-based Lion Electric Com-

pany is already known for its elec-

trified school buses, but it has now 

revealed an electric Class 8 truck for 

its lineup in the form of the Lion 8.

“There is something extraordinary 

about this truck,” said president and 

founder Marc Bedard, referring to 

how it was developed entirely with 

Quebec expertise.

Rather than outfitting an existing 

truck with an electric drivetrain, the 

Lion 8 was designed with electrifica-

tion in mind.

The model has a 400-km range, 

which aligns with the work com-

pleted by about 45% of the  

Class 8 trucks sold in North America, 

Bedard said, referring to the truck’s 

urban applications. It offers up to  

480 kWh of power, with an elec-

tric motor rated up to 350 kW and 

capable of delivering up to 3,500 Nm 

(about 2,580 lb.-ft.) of torque. The 

electric system is rated at 750 volts.

The truck was developed with 

support of the Quebec government, 

which contributed $8.6 million to 

the project. The electric motors 

come from TM4, the fast charging 

station from AddEnergie Technolo-

gies, and the telematics system from 

Solution Centrum Adetel Trans-

portation. All three companies are 

based in Quebec.  

A pre-production version of the 

truck was presented to the Saint-Je-

rome Road Transport Training Cen-

ter, while production of a Class 8 

tractor is scheduled for 2020.

Bedard admits the equipment 

comes at a premium price point, 

when compared to a diesel-pow-

ered truck, but stresses the extra 

cost is amortized over time. After 

repeated questions, he finally indi-

cated the retail price of a Lion 8 will 

run between $250,000 and $400,000 

depending on the spec’s.

In applications such as waste col-

lection, the return on investment is 

realized in four years, he said. The 

lifespan of the vehicle is expected to 

be about 10 years, depending on the 

frequency of battery charging cycles.

The more mileage an electric truck 

covers, the more it pays, Bedard 

added. 

“Compared to a diesel vehicle that 

will spend $50,000 a year on fuel, the 

electric model will cost $10,000 a 

year,” he said.

Yves Provencher, senior director, 

business development, confirms about 

10% of the potential range is lost in 

cold weather. But Lion has minimized 

such losses by manufacturing its own 

battery management system.

Maintenance costs are predicted 

to be about 60% cheaper than a die-

sel-powered truck, because there is 

no exhaust system, diesel particulate 

filter, transmission, or engine oil to 

consider. Regenerative braking activ-

ities are also expected to triple the 

potential brake life.

Laurent Duvernay-Tardif of the 

Kansas City Chiefs, a brand ambas-

sador, added that the Lion 8 is 

equipped with remote diagnostics 

to detect parts-related issues while 

trucks are on the road, ensuring 

that replacements can be ordered 

before the vehicle’s arrive in a ser-

vice bay.

“The majority of fleet operators 

who do business with us rely on 

their own mechanics,” Bedard said. 

Although any issues with the motors 

or batteries will be handled by Lion 

and its suppliers.

The Lion 8 comes with a gross 

vehicle weight rating of 55,000 lbs. 

The TARE weight itself is around 

25,000 lbs.

There is a 19.2 kW AC on-board 

charger meeting J1772 standards, 

while DC-based fast charging with 

a 100-kW connection can be com-

pleted in about 30 minutes.

The first Lion 8 is scheduled to be 

delivered this fall to the Societe des 

Alcools du Quebec, which distrib-

utes alcohol in the province.

“We have no limit to our produc-

tion capacity,” Bedard said. “In the 

next year, we could build 1,000 Lion 8 

trucks before we have to think about 

getting off the accelerator.” TN
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Magnum designs new poultry trailer

Cummins X12 wins tech award

ABBOTSFORD, BRITISH COLUMBIA

Magnum Trailer and Equipment has 

manufactured new poultry trailers 

aimed at improving the wellbeing of 

the birds being transported, decreasing 

load times, and easing maintenance. 

“These trailers are designed to 

improve the internal environment 

for the birds by moderating the tem-

perature, improving on- and off-load-

ing, and using smooth steel surfaces 

that are quick to clean for improved 

biosecurity,” said Mel Wubs, vice-pres-

ident of trailer and engineering for 

Magnum. Thirty-five of these newly 

designed trailers were delivered to 

Maple Lodge Farms in Ontario.

“Magnum’s engineering team 

worked with us to design features 

that would improve poultry welfare, 

which is really important to us,” said 

Fred Marques, chief operating offi-

cer of Maple Lodge Farms. “We were 

impressed with their material choices 

and manufacturing process to deliver 

a quality trailer that is expected to sig-

nificantly increase the life expectancy 

over our previous fleet.”

The trailers boast multi-zone, full 

height, electric sliding vent pan-

els for airflow and temperature and 

humidity control. They also have a 

Stenx 100XF steel deck surface for 

high durability and light weight, a 

clear-span hydraulic raising roof, and 

roll-up curtains.

Based in B.C., Magnum has 

been manufacturing and servic-

ing heavy-duty trucks and trailers 

since 1984. TN

ATLANTA, GEORGIA

Trucking industry journalists from 

around North American have pre-

sented the Cummins X12 diesel 

engine with the annual Jim Win-

sor Memorial Technical Achieve-

ment Award.

“As in previous years, there were 

a number of very worthy candi-

dates nominated by members of our 

awards committee, and debate was 

lively,” said award committee chair-

man Jim Park, who writes for Heavy 

Duty Trucking and Today’s Trucking 

magazines. “But in our voting, the 

X12 emerged as the top product 

from a final field of four.”

The 11.8-liter X12’s dry weight is 

2,050 lbs, 150 to 400 lbs less than 

11- to 13-liter competitors, yet it 

makes up to 500 horsepower and 

1,700 lb.-ft. of torque, according to 

Cummins. Innovative engineering 

trimmed weight from the cylinder 

block but maintained the required 

strength. Its advanced combustion 

design and effective air and fuel 

handling promises high efficiency.

The runners up were the Peterson 

Pulse electronic system for trailers, 

Stemco’s automatically deploying 

TrailerTail, and the Stemco-Webb 

Trifecta wheel hub.

The X12 went into North Ameri-

can production and became avail-

able to customers in 2018, which 

made it eligible for the latest 

Technical Achievement Award. 

The engine is now an option from 

Autocar, Freightliner and West-

ern Star.

The honor is presented during the 

annual spring meeting of the Amer-

ican Trucking Associations’ Tech-

nology & Maintenance Council. TN
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Ford introduces new F-600, Transit

By James Menzies

INDIANAPOLIS, INDIANA

Ford announced at the Work Truck 

Show a new F-600 Super Duty chas-

sis cab. The Class 5 truck has a 

gross vehicle weight rating (GVWR) 

of 22,000 lbs and rounds out Ford’s 

commercial vehicle line, which has 

been completely revamped.

The product line revamp began 13 

months ago and included updates to 

the Transit, Super Duty chassis cab, 

medium-duty trucks, and E-Series. 

Ford claims to be the only full line 

manufacturer of Classes 1-7 com-

mercial vehicles. 

“The updates we’re announcing 

today were driven by our customers’ 

focus on improving safety, reduc-

ing cost, and increasing uptime and 

productivity,” said Mark Buzzell, 

director of fleet, lease and remar-

keting operations with Ford. “Giving 

our customers the freshest lineup 

plus driver-assist technologies and 

connectivity is a great example of 

Ford delivering smart vehicles for a 

smart world.”

New driver assist technologies 

include automatic emergency brak-

ing, which is standard in the 2020 

Transit and 2019 Transit Connect, 

and available as an option in the 

remainder of Ford’s commercial 

vehicles. 

Also new is a 7.3-liter V8 gaso-

line engine, which is available in 

the Super Duty chassis cab, F-650 

and F-750 medium-duty trucks, and 

the E-Series, F-53 and F-59 stripped 

chassis. Ford says the new engine 

delivers more torque and power than 

the 6.8-liter V10 engine it replaces. 

The new F-600 is designed for 

customers who need to mount 

heavier upfits but don’t want to 

move into a larger Class 6 truck. 

The company said it falls between 

the F-550 and F-650. It is sized like 

the F-550 but has an upgraded 

driveline and chassis components, 

as well as higher weight-rated  

19.5-inch tires and wheels. It will 

be available for order in early 2020, 

Ford announced, with deliveries 

beginning in mid-2020.

Mike Pruitt, chief engineer for 

Super Duty, said the F-600 is “right-

sized to deliver the capability of a 

Class 6 truck, including a maximum 

GVWR of 22,000 lbs, in that famil-

iar Class 5 Super Duty package. You 

don’t have to choose between a truck 

that doesn’t have enough payload or 

is simply too big.”

The 2020 Transit has been 

updated, and now can be ordered 

with two all-new engines paired with 

a new standard transmission, which 

Ford says will offer improved fuel 

economy. Exterior updates include 

an available power sliding door for 

the cargo van, and three new grilles. 

The interior gets new fabrics, a rede-

signed instrument panel and avail-

able 8-inch touchscreen.

The F-650 and F-750 medium-duty 

trucks can be ordered with gas or 

diesel engines. 

The new Transit comes with all-

wheel drive, and will also see two 

new engines and a new 10-speed 

automatic transmission. New driv-

er-assist features include automatic 

emergency braking. 

“We integrated Transit’s new all-

wheel-drive system into the vehicle 

design early on to ensure it does not 

raise the load floor or seat height, 

making this van configuration as 

easy to enter and exit as the stan-

dard rear-wheel-drive model,” said 

Ray Eyles, Ford Transit chief pro-

gram engineer. “This is a significant 

benefit for commercial drivers who 

are in and out of their vehicles doz-

ens of times a day.”

Tim Stoehr, general fleet market-

ing manager, said “the system con-

tinuously monitors and optimizes 

torque output and can send up to 

100% to the front wheels if required.”

It also has drive modes that can 

adapt to mud and ruts and slippery 

conditions, “so a driver can tai-

lor their all-wheel-drive system to 

maximize performance in the spe-

cific environment they’re in at the 

time,” Stoehr explained.

The new engines include a 3.5-liter 

PFDi V6, which is standard, and an 

optional 2.0L EcoBlue bi-turbo I4 

diesel engine. A 3.5L EcoBoost gas 

engine is also available, with auto 

start/stop technology. 

Buzzell noted Ford is now direct-

ing 90% of its investment dollars into 

trucks, vans and utility vehicles. 

“The North American truck 

and van business would be a  

Fortune 40 company with over $7 bil-

lion in revenue,” Buzzell said, adding 

Ford sold more commercial vehicles 

last year than its closest four com-

petitors combined. It also grew its 

market share by 1%. TN

Ford has now updated its complete commercial vehicle line.
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Ancra automates decking system

Navistar partners with Love’s  
to expand service network

Freightliner co-creating electric 
vehicles with customers

ATLANTA, GEORGIA

Ancra Cargo has automated its inte-

grated decking system, allowing 

operators to adjust deck height at 

the touch of a button.

The AutoDeck was showcased 

for the first time at the American 

Trucking Associations’ Technology 

& Maintenance Council meetings. 

“This is the most technolog-

ically-advanced product we’ve 

ever released,” said Larry Bethel, 

president of Ancra Cargo. “We 

are very familiar with integrated 

decking systems. Those systems 

work great and allow the ability 

to make second decks to be done 

more efficiently than ever before. 

But we always knew there was a 

better, faster, easier, and safer way 

to do it, which is why we created  

AutoDeck.”

Bethel said the AutoDeck is the 

world’s “first and only automated 

decking system.”

The first system was on display at 

TMC, with 10 more about to enter 

field testing with a major f leet. 

Ancra claims the automated sys-

tem will increase usage and reduce 

loading time by 20%. 

The operator controls the deck 

height using a control panel at 

the rear of the trailer. The forklift 

driver is able to remain on the fork-

lift through the loading process. If 

power is lost, a manual override 

option is available. TN

ATLANTA, GEORGIA

Navistar is partnering with Love’s 

Travel Stops to expand its service 

network, bringing its network to 

more than 1,000 locations.

The company made the announce-

ment at the American Trucking 

Associations’ Technology & Main-

tenance Council’s spring meetings. 

“It’s one of the biggest things 

we’ve announced in many, many 

years,” Michael Cancelliere, presi-

dent, truck, said of the exclusive deal. 

Love’s technicians will be trained to 

service International trucks, which 

Cancelliere said solidifies Navistar as 

having the largest service network in 

North America. 

The partnership will be up and 

running later this year. 

The agreement authorizes most 

Love’s and Speedco shops to handle a 

wide array of International warranty 

work for Classes 6-8 trucks. 

Nationwide parts pricing will be 

available at those locations.

Navistar also announced it is open-

ing a new parts distribution center in 

Memphis, Tenn. The 300,000 sq.-ft. 

facility is close to FedEx and will be 

able to supply parts the next day to 

more than 95% of International deal-

ers. Parts orders received by 11 p.m. 

will usually be delivered by the next 

morning, Cancelliere said. 

The company also announced its 

over-the-air calibration updates will 

no longer require a separate plug-in 

device and WiFi access. 

The company’s LT and RH models 

will now be able to receive software 

and calibration updates over the air 

using a cellular network.

Navistar is coming off its best first 

quarter since 2010, with revenues up 

28%. Cancelliere said the company 

grew its market share 1.8%, led by 

Classes 6-7 growth of 6%. TN

INDIANAPOLIS, INDIANA

Freightliner’s electrification strategy 

involves staying close to customers 

and having them actively participate 

in the design process through a con-

cept called co-creation.

Greg Treinen, advanced technology 

marketing manager for Freightliner, 

said during a Work Truck Show press 

briefing that the company is “laser-fo-

cused on developing electric trucks 

that work for our customers in the real 

world. This means focusing on specific 

use cases.”

The first applications to receive 

the eM2 Class 6/7 electric truck 

are urban pickup-and-delivery and 

last mile logistics. Thirty eM2s and  

Class 8 eCascadia’s are being built 

as part of a real-world test fleet. The 

company has also established an elec-

tric vehicle customer council, which 

brings together a larger fleet audience 

to discuss use cases and address issues 

as they arise. 

Freightliner has also set up an eCon-

sulting Services offering, which will 

pair Freightliner experts with fleets 

looking to adopt electric vehicles. 

They’ll help examine route selection, 

charging, financing, and incentives. 

“It’s not just a process of ordering 

a vehicle and taking delivery of it and 

you’re off and running,” said Treinen. 

“This is a detailed, involved process 

in making sure all aspects of this are 

addressed before placing an order and 

taking delivery.”

The eM2 is designed with 480 hp, 

325 kWh of battery capacity, and a 

range of 230 miles. It can be charged 

to 80% in one hour. The truck uses 

regenerative braking to extend its 

range. Freightliner is initially focusing 

on box truck applications, acknowl-

edging that there will be more chal-

lenges when upfitting more complex 

bodies. TN

Ancra demonstrates its new automated decking system at a Technology & 

Maintenance Council press conference.
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Driving hybrid-electric, fully-electric  
trucks in Atlanta
Taking Hyliion hybrid-electric with e-axle, and 

Pete 220 with Dana all-electric system for a spin

By James Menzies

ATLANTA, GEORGIA

A Class 8 electric hybrid Freightliner 

Cascadia with the Hyliion e-axle 

system, and a fully-electric Peter-

bilt 220 with Dana’s electric drive 

system were made available to the 

truck press for quick test drives 

during the spring meetings of the 

Technology & Maintenance Council.

The hybrid-electric new Casca-

dia is essentially a conventional 6x4 

diesel, converted into a 6x2 diesel 

with an electric tag axle. Energy is 

captured during braking and while 

descending grades, which is then 

stored and discharged through the 

e-axle – powered by Dana motors 

– when the truck is accelerating or 

climbing hills. This provides fleets 

with over-the-road fuel savings of 

as much as 12%, depending on route 

and terrain. 

The second element of the fuel sav-

ings, according to Hyliion account 

manager Matt Gold, comes from the 

electric Bergstrom auxiliary power 

unit (APU), which is also powered by 

the electric motor. It allows fuel sav-

ings of 5-10%, depending on which 

type of APU it’s replacing.

The e-axle provides up to 115 hp 

and 1,500 lb.-ft. of torque. An algo-

rithm within the control unit deter-

mines the output based on grade 

and terrain. From behind the wheel 

the truck has the feel of a normal 

diesel-powered vehicle, but on 

uphill grades the extra torque 

provided by the electric motor 

gives it the ability to pull away.

Gold said the target fleets for 

this configuration are those who 

operate in hilly terrain and cur-

rently idle overnight or use a die-

sel-fired APU. Fleets operating on 

flat ground are not likely to get 

the full fuel economy benefit. 

Hyliion so far has 15 trucks 

with its hybrid system out on the 

road, all of them in the U.S. But 

there has been interest from north 

of the border, especially among 

fleets operating in the mountains 

who want the additional uphill 

power, and those running com-

pressed natural gas (CNG) engines, 

which at a 12-liter displacement, are 

moderately underpowered in some 

situations.

“We’ve had very high interest 

from the Canadian fleets,” said Gold. 

“I think the market up there is very 

green-conscious and there are lots 

of opportunities for incentives.”

Hyliion has yet to deploy a system 

into the Canadian market, but that’s 

mainly because it’s still a small out-

fit, with about 50-60 employees, out 

of Austin, Texas. It got its start in 

Pittsburgh, Pa., but moved to Aus-

tin to take advantage of the tech tal-

ent available there. It recently got a 

big boost of confidence – and capi-

tal – from Dana, which on March 5 

announced it was taking a sizeable 

equity position in the company.

Dana can now offer customers 

a complete hybrid-electric vehicle 

system, while Hyliion benefits from 

access to Dana’s technology, includ-

ing electric motors and traditional 

components. 

Gold said ongoing fleet evalua-

tions have been positive, with driv-

ers appreciating the additional 

torque and fleets seeing fuel sav-

ings anywhere from 5-15% on the 

road, and another 5-10% from the 

electric APU.

Inside the cab, drivers can monitor 

the co-pilot tablet to see how they’re 

performing and how the system is 

working. A white leaf indicates when 

the system is inactive. It turns green 

when the electric axle is working, 

and blue when the system is captur-

ing energy from braking or descend-

ing a grade. The driver is rated based 

on his or her ability to drive the vehi-

cle in a fuel-efficient manner. 

“We’re trying to develop a more 

unbiased way for fleets to rate driv-

ers, and the goal is to build a reward 

system that’s tied to it as well as 

develop a mobile app and develop 

a new way to have a driver commu-

nity,” Gold explained. 

The key to maximizing the ben-

efit of the electric-hybrid system is 

to deploy it in the right setting, Gold 

emphasized. 

“A big learning we’ve had over the 

last three years is the importance of 

being on good routes,” he said, add-

ing most validation has been done 

in West Virginia and Pennsylvania. 

The Hyliion system is still in fleet 

testing, with commercial produc-

tion in the not-too-distant future.

A fully-electric Pete 220

Also available for a short drive 

on Atlanta streets was a Peter-

bilt Model 220 with a fully-elec-

tric, turnkey powertrain supplied 

by Dana, and its majority-owned 

subsidiary TM4 out of Quebec. The 

truck was upfitted by Nordresa 

with an urban beverage hauler 

body. Spec’s included: a Spicer S130 

single reduction medium-duty sin-

gle drive axle; SPL 100 driveshaft; 

TM4 Sumo MD HV2600-6P elec-

tric motor; a C0200 inverter; and 

a 93 kWh battery.

The electric motor and inverter 

were supplied by TM4. The pow-

ertrain boasts an incredible  

2,036 lb.-ft. of torque, close to that 

put out by the Cummins ISX15 

15-liter engine. The truck can 

start on a 23% grade and maintain 

a 20% grade at 20 mph. It boasts 

a top speed of 70 mph and has a 

range of about 100 miles between 

charges. Basically, the truck can 

do everything its diesel-powered 

counterpart could do.

Harry Trost, senior manager, 

product planning with Dana, 

pointed out these aren’t proprietary 

parts. In fact, the motor and inverter 

are in more than 12,000 vehicles  

in China.

“So, this is production-validated, 

not a prototype,” Trost said. 

There is also little in the way of 

compromise when it comes to pay-

load. The diesel engine and trans-

mission are removed, and the bat-

tery management system drops 

into its place. Trost said the vehicle 

weighed 14,500 lbs unladen, which 

offered pretty much weight parity 

versus a diesel.

The truck was completely silent 

at start-up and the torque was 

abundant upon acceleration. I 

barely needed to touch the brake 

to stop, as the regenerative brak-

ing brought the vehicle to a stand-

still while feeding energy back into  

the batteries. TN

A Pete 220 powered by Dana’s turnkey electric drive powertrain.

A new Freightliner Cascadia was equipped with a hybrid-electric system 

from Hyliion.

A schematic of the Dana electric 

drive system.
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CA$H FOR INVOICE$
Same Day Funding • Immediate load approval for 
Load Link users • Same Day Funding • Flexible

Funding Options • 24/7/365 Service

1-877-653-9426
www.liquidcapitalmidwest.com

riacobelli@liquidcapitalcorp.com

Bad Debt Collection Service
Equipment Financing Solutions

Brokers • Ask How Our  
Quick Pay Program

Can Help Your Business!
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Contact Doug: 

doug@newcom.ca

Ad runs one month. 

$140.00
w/Picture

Also On-Line at: 

www.trucknews.com

Driver
Medical
Exams

ONTARIO DRIVERS
WALK-IN MEDICAL

CLINIC

21 Queensway West

Mississauga, Ontario
(DIRECTLY ACROSS FROM
MISSISSAUGA HOSPITAL)

9:00 a.m. – 9:00 p.m.
7 Days a Week

(905) 897-9228

$ 60.
00

No appointment necessary

Get your message in front of those who have freight to move. 
Advertise in Canadian Shipper magazine — the most-trusted 
and widest-reaching Canadian publication for shippers.

 REACH  
CANADIAN  
SHIPPERS

NATIONAL  
ADVERTISING
Delon Rashid

Director of Business 
Development
416-459-0063

ADVERTISE IN 

MAGAZINE

canadianshipper.com

QUEBEC  
ADVERTISING

Anthony Buttino
Director of Business 

Development
514-292-2297

Class 8 truck orders continue to slide 
Preliminary orders for Class 8 

trucks came in at 15,200 units in 

March, according to FTR, mark-

ing the lowest March for orders 

since 2010.

Orders were down 8% from Feb-

ruary and 67% year-over-year. But 

FTR says demand is still strong, 

but supply is limited, with all the 

choice build slots for 2019 filled. 

Fleets needing trucks are taking 

whatever is available, the industry 

forecaster reported, but backlogs 

are rapidly declining.

“These are extraordinary market 

conditions. Most fleets ordered well 

in advance of their need for trucks 

in 2019,” said Don Ake, vice-presi-

dent of commercial vehicles with 

FTR. “OEM production slots were 

scarce in 2018 and supplier con-

straints caused disruptions in sup-

ply, so fleets didn’t want to get shut 

out this year. Now so many build 

slots have been reserved, f leets 

that are currently placing orders 

for delivery this year don’t have 

many options.”

FTR noted the economy and 

freight growth appear to be slow-

ing, but that hasn’t impacted OEM 

line rates. 

“Fleets are still putting more 

trucks in service and competing in 

a still decent freight market,” Ake 

said. “It is expected that Class 8 sales 

will moderate sometime before the 

end of the year, as industry capacity 

begins to catch up with the freight 

surge that began in 2018.”

ACT Research reported a slightly 

higher preliminary number of 

15,700 units. 

“March marks the fourth con-

secutive month of orders mean-

ingfully below the current rate of 

build,” said Steve Tam, vice-presi-

dent of ACT. “Even though demand 

is a shadow of its former self, slow-

ing order intake belies current con-

ditions. Admittedly, economic and 

freight growth are slowing, but both 

are still growing. And in the con-

text of retreat from record levels, 

it is no wonder truck buyers con-

tinue to pursue incremental prof-

its, as evidenced by the number of 

unbuilt units in the backlog.” TN



 

WE ARE LOOKING FOR AZ SINGLE  
& TEAM HIGHWAY DRIVERS TO  
RUN CANADA AND USA

  Earn up to   $0.85 per mile*
  Paid for ALL pick ups, drops, wait times & layovers and safety bonus
  100% paid premium health benefits 
  Direct deposit pay to employees bank account

WE HAVE NEW VOLVO VNL 760/860 AND KENWORTH TRUCKS 2020 MODEL ARRIVING SOON.  
DON’T WAIT! BE ONE OF THE FIRST TO GET ONE OF THE MOST MODERN & LUXURY TRUCKS ON THE ROAD!

OWNER OPERATORS
  Earn top $$$$$

  Create your own working schedule

   Save big $$$$$ with our lowest price  
for fuel, truck parts & maintenance

  IRP license plates free (some conditions apply)

  Paid truck insurance and paid parking

ATTENTION NEW DRIVERS!
Just received your A-Z license and have no experience?
Our company will provide you with training & guaranteed employment.
You will also be paid during your training.

391 CREDITSTONE ROAD, CONCORD, ON L4K 1N8

APPLY NOW! EMAIL US AT CAREERS@HIGHLIGHTMOTOR.COM  OR CALL OUR TEAM!

ENJOY YOUR JOB EVEN MORE!
 

  East Coast, Mid-West and West Coast USA - your choice where you want to drive
  Choose your own schedule - ability to work full time or part time
  Fully loaded new Volvo or Kenworth trucks with I-shift
  Ability to work terminal to terminal - no pick ups or drops
  Option to be home every two days and weekends
  24/7 dispatch, fleet safety and customs clearance support
  All trucks are equipped with digital scanners to send documentation
  Premium all season uniform including leather jacket
  Trucks are permanently assigned to our drivers
  Terminal lounges are equipped with sitting areas, cafeteria, shower and Wifi
  Secure parking, in-house repair shop, quick lube truck and trailer wash

* Some conditions may apply

CALL US TODAY AND JOIN OUR HIGHLIGHT FAMILY WITH OVER 500 HAPPY EMPLOYEES!

VLADIMIR 
Tel: 905-761-1400 x 4522 

Cell: 647-881-8203

DYLAN 
Tel: 905-761-1400 x 4465 

Cell: 647-881-8196

SERGE 
Tel: 905-761-1400 x 4432 

Cell: 416-990-9099

KIRK  
Tel: 905-761-1400 x 4444 

Cell: 416-881-1188

TORONTO-LOS ANGELES  
DAILY RUNS AVAILABLE

FEMALE  
DRIVERS

WELCOME
TORONTO-MONTREAL

DAILY RUNS AVAILABLE

WE ARE LOOKING FOR  
AZ PROFESSIONAL  

CITY DRIVERS

WE ARE A  
PET-FRIENDLY  

COMPANY

WANT TO BECOME AN  
OWNER OPERATOR?

No problem! Our company will help you to buy your  
own truck with no startup cost and guaranteed  

employment within 7 business days. 

OUR TOP DRIVERS ARE EARNING OVER $10,000/MONTH
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Equipment

Mack sees sleeper orders explode, 
adds two new products 
INDIANAPOLIS, INDIANA

Mack Trucks saw orders for its 

sleeper tractors surge 221% last year, 

reinforcing a strong market accep-

tance for its new Mack Anthem.

John Walsh, vice-president of mar-

keting with Mack, said the sleeper 

truck industry as a whole was up 

150%, so Mack outpaced the indus-

try’s growth. He made the comments 

during a press briefing at the Work 

Truck Show. Walsh also reported 

Mack’s retail sales rose 18% in 2018, 

and its build rate climbed 40%.

“Wow, what a year,” he said of the 

2018 Class 8 truck market, noting 

NAFTA retail sales totaled 310,000 

units, marking the fourth strongest 

year in history. “We expect 2019 is 

going to be a strong year, even if we 

see a drop-off in the economy, largely 

because of the industry backlog. All 

OEMs, including Mack, have a heck-

uva order backlog to build through.”

Mack expects retail sales to be 

equally strong this year, with possi-

ble upward pressure. Mack is fore-

casting retail sales of 310,000 units 

again this year. 

In addition to a resurgence in the 

highway segment, Mack is also benefit-

ing from strong construction demand. 

Mack also introduced two new 

products: standard shock absorbers 

for factory-installed auxiliary axles, 

and an over-the-air (OTA) Parame-

ter Plus package that allows fleets 

to conduct more OTA parameter 

updates. Tim Wrinkle, construc-

tion product manager with Mack, 

said the Granite’s standard vertical 

shock absorber reduces inputs from 

the road. 

“Two things you’re going to get out 

of this is an improvement in total 

cost of ownership and driver com-

fort,” Wrinkle said. The extra damp-

ening will extend component and 

tire life, and the driver will appreci-

ate a smoother ride. 

The OTA Parameter Plus sub-

scription package is available now 

for model year 2018 and newer 

Mack Trucks with GuardDog Con-

nect. Since 2017, Wrinkle said 350 

customers have signed up to take 

advantage of over-the-air updates. 

They’ve performed more than 2,100 

updates collectively, saving 1,900 

days of downtime. TN

CONTACT RECRUITING 

1-888-280-8406 ext 225 or

recruiting@premierbulk.com

www.premierbulk.com

WE ARE GROWING. 
This year we are expanding and adding 
10 Owner Operators to our fleet.

Why would you; as an Owner Operator 
want to work here?

Ask our Current O/O’s why they have  
been here so long and continue to stay!

SHAUN P – 18 YEARS

CHRIS O – 15 YEARS

TONY M – 11 YEARS

GORD W – 11 YEARS

TIM F – 9 YEARS

TROY B – 8 YEARS

TED D – 8 YEARS

KEN K – 8 YEARS

SATINDER A – 5 YEARS

RICK C – 5 YEARS

ALSO HIRING COMPANY DRIVERS
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ve 
stay!

  Loading and Unloading
  Drops and Hooks
  Layovers/Breakdowns
  Trailer Washouts
   Waiting Time Paid Hourly 
- After 1st Hour

  Border Crossings - With Valid FAST Card
  Paid to Haul HAZ Products - With FAST Card
  

  RRSP/DPSP Programs Available
   Meat Inspections at the Border  

- Paid Hourly

out of our Blenheim, Ayr, Kingsville and London yards. We 
pay  for dry van, up to  for long haul 
reefer and  for short haul reefer.  We also pay:

O U R  D R I V E R S  N O W  E A R N 

Call Rob at 519.676.5198 ext. 225 or Les at ext. 245  /  recruiting@smfreight.com

 

Enclosed Car Carrier
Toronto Based

Requires 

OWNER/OPERATORS
(2) Single O/O Drivers (based out of Toronto)

(1) Single O/O Driver (based out of Halifax)

(1) Team O/O Drivers (based out of Toronto)

(1) Company Linehaul Driver (based out of Toronto)

(1) Regional Company Driver (based out of Toronto - Open Car Hauler)

Fleet average/mile $1.90 (Single driver O/O)
(includes fuel surcharge + auxillary charges)

WE SUPPLY
Paid base plate
Paid heavy use taxes
Paid insurance
Practical paid miles loaded  
  or empty
Paid tolls + bridge crossings
Floating fuel surcharge weekly
Weekly pay
Well maintained trailers
Paid layovers
Paid on/offs for vehicles
Paid surcharge for paint
Paid company apparel
Bonus mileage program
Safety/handling bonus program
Coveralls + cleaning
90% Canadian/
  10% U.S. runs

O/O SUPPLIES
Late model tractor w/PTO

Proof of Disability Insurance

Buy down insurance cost

Fast card or application capable

Clean abstract & criminal search

Min. 5 years driving exp.

Min. 3 years border crossing exp.

Car hauling experience preferred

Pleasant attitude & good  

  work ethics

Contact:  Andy Thorndyke, Vice-President
318 Rexdale Blvd., Toronto, Ontario

416-742-0854

“WE ARE EXPANDING”



WE DRIVE CAREERS
www.rosedalegroup.com 
1.855.721.3962  I  FAX: 1.844.314.5953

More
Than a Job!
We Provide Our Drivers
with the Best Support
Available in the
Industry.

Joe Teixeira
Professional Trainer
and Recipient of the

2019
INSTRUCTOR
OF THE YEAR

AWARD
Sponsored by

TTSAO*/PayBright

* Truck Training Schools
  Association of Ontario



May 2019 • Truck News – East  33  

Insights

One of my pleasures every Satur-

day morning is listening to the 

Trucker Radio News and Talk pod-

cast with Stan Campbell. This pod-

cast is a great way to stay current 

with industry news. 

So, back on the first Saturday 

in March, I was listening to Stan 

and Truck News editor James Men-

zies discuss the world’s first pro-

duction series Class 8 truck with 

SAE Level 2 autonomous capabil-

ity, the new Freightliner Cascadia. 

What stood out for me was the dis-

cussion over the lane departure 

protection feature of the Detroit 

Assurance 5.0 protection pack-

age, which is the “brains” behind  

the automation.

What interests me about this 

new automation is not the titillat-

ing newness of the much touted 

“self-driving” capability, but the 

ability of the system to work in 

tandem with the driver, which is 

something James made central to 

his reporting and review of this 

technology.

When the discussion of lane 

departure protection turns to the 

limits of this technology, we talk 

about the need for clear lane mark-

ings and the inability of the system 

to work on snow-covered roads, 

intersections, construction zones, 

and roadways on which the line 

painting has faded or worn away. So 

the system reverts to the driver in 

these conditions, as it should. It’s my 

opinion that this is not a drawback 

of the system, but rather exactly 

what we need as drivers.

Driver distraction is something 

that I have always believed is a psy-

chological issue, a mental issue. As 

drivers, we are distracted by our 

mind wandering away from the 

task at hand, and daydreaming is 

just as distracting as a phone call. 

Remaining focused on the driving 

task at hand for 12-13 hours per day 

is the issue. 

Focus and being mindful at all 

times behind the wheel is the real 

challenge every driver faces each 

day. This is especially true on clear 

days on dry roads in ideal driving 

conditions. Statistics show us that 

most collisions occur under these 

conditions. This is exactly when 

the lane departure system on the 

Freightliner Cascadia works at its 

best – exactly when we need it.

As a driver, I am always the most 

attentive to my driving when I am 

challenged, not when I am least at 

risk. Poor weather, winding roads, 

construction zones, and heavy traf-

fic demand your attention and hold 

it in a manner that a wide open 

interstate on a sunny day will not. 

But we do become distracted on 

secondary roads and busy urban 

streets as well.

Every driver, whether a beginner, 

novice, or expert has missed a sign, 

exit ramp, or looked in their rear-

view mirror at the red light behind 

them after driving through an inter-

section and wondered, ‘Did I just 

drive through a red light?’ 

The only moving violation I have 

ever received as a commercial driver 

was in the first year I was licensed 

and ran a four-way stop in Montreal 

on a Sunday morning. I was dis-

tracted, looking for a drop yard in an 

industrial area. You’ve all been there 

in terms of breaking the rules of the 

road unintentionally as a result of 

distraction. I know you have. If no 

harm came of it, that was just dumb 

luck or other drivers acting defen-

sively to avoid your mistake.

Let me say here that we should 

look at the tragedy that took place 

near Humboldt, Sask., as the most 

horrid result of harm that can result 

from distracted driving. This is not 

the first time – nor will it be the 

last – that a driver blows through a  

stop sign.

It is in this light that automation 

can work hand-in-hand with driv-

ers to enhance safety for all of us. At 

present, the Detroit Assurance 5.0 

protection that is built into the new 

Cascadia does not read stop signs 

and automatically brake, but it does 

read and display speed signs so the 

capability is at hand. Distraction 

is our Achilles heel. Driver assist 

technology is something we should  

be embracing. TN

Why refuse a helping hand?
Driver assistance is a technology we, as drivers, should embrace

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.

$24.50 PER HOUR!!
TONS OF HOURS. EVERY WEEK!

HOME EVERY NIGHT!  NO CROSS BORDER!
Enjoy flexible hours and scheduling! Be part of something great 

where your safety and well-being comes first!

APPS TRANSPORT GROUP is currently looking for  

PROFESSIONAL CLASS AZ DRIVERS with true LTL Experience.
 

Call our Recruiting Department to come by for a visit. 

(905) 451-2720 ext. 2095

WE LOOK FORWARD TO MEETING YOU!
appsexpress.com



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

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 

4  Owner Operators 
CANADA/U.S. B-TRAINS

2  Owner Operators 
ON / PQ / NY ALUMINUM 4 AXLES 

2  Tandem Positions
also available 

FORT ERIE CORRIDOR 

ALSO HIRING
COMPANY DRIVERS

We Pay Your 1st Month
Truck Payment & Wages

MAKE YOUR SWITCH TO OUR FAMILY WITH NO START-UP COSTS

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

 CANADA – US RUNS 
STEADY LANES

PAID 24% OF THE TRUCK
REVENUE & BENEFITS
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Mail

Give me an old 
truck, any day

E-logs and daylight savings

Dear Editor:

I just read your article on shopping 

for iron (Truck News, March). These 

new trucks are junk! 

The first three or four months you 

are in and out of the shop every cou-

ple of weeks, just to fix what the fac-

tory missed.

Then you get about a year-and-a-

half out of it with minor issues. Then 

the problems start to get bigger and 

more expensive. In short, the down-

time mounts. By four years, the war-

ranty is done. By this time, you are 

almost out of money for repairs due 

to all the downtime. 

How do I know this? Three trucks 

since 2011! Two of them brand new. 

One 2009 then a 2012 then a 2014. I 

am currently in bankruptcy!

My advice is to buy an old truck 

and rebuild it. Sure, you will end up 

paying as much as you would for a 

brand new one, but you will have 

10 times the truck coming off the 

assembly line. TN

HJ Fenton
Via e-mail

Dear Editor:

I’m a longhaul truck driver who 

drives from Kitchener, Ont., down 

to Laredo, Texas at the Mexican bor-

der on a weekly basis. March 10 was 

daylight savings day for Indiana.  

We lost an hour of time overnight 

and I had no clue until early the 

next morning, just about 30 min-

utes into my 11-hour shift for the 

day when I was told I would need 

to go off-duty from work immedi-

ately for 10 hours.

This made it impossible for me to 

complete my return route on sched-

ule. The challenge I’m seeing with 

these computers is that they aren’t 

very versatile.  If you have a problem 

with how the computer calculated 

your hours and you wish to dispute 

them, you can’t, because the com-

puter won’t let you.  

And if the computer messes up 

in calculating your hours, you 

can’t fix every little issue you have 

with it. 

If daylight savings time happens 

to fall in that time frame of 10 hours 

you are off-duty, you won’t always 

get 10 hours. With the rules and reg-

ulations of trucking, if you don’t get 

your full 10 hours off-duty and you 

are shy even by one minute and 

you start driving, you will have to 

restart your 10 hours off-duty all 

over again! TN

Corey Barron
Waubaushene, Ont.

CONTACT:
jobs@sgt.ca

1-888-748-4213

Ontario Based:
recruiting@sgt.ca

1-800-267-2000 ext 4237
Text to inquire: 647-551-6665

Company Drivers
• Sign on Bonus
• Guaranteed Miles
• New Trucks with XM, Fridge, APU and Inverter
• Automatic and Manual transmission available
• No Slip Seat
• Long or Short Haul
• Weekends Off if desired
• Employee Not Contract Driver
• Terminals in ON,QC,AB,NB,BC,TX

ALSO SEEKING OWNER-OPERATORS

NEW HIRES
are entered in a draw for a
CARIBBEAN VACATION

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

We’d like to hear it. 
Please send letters to the editor 
to james@newcom.ca. 

Letters should not exceed 
200 words and are subject to 
editing for length and style.

Have an 
opinion?



WE OFFER:
• Paid Tolls
• Paid Decals
• Paid Plates ( Local and Cross Border )
• Paid International Permits
• Paid Bridge and Toll Passes
• Capped Fuel
• Secure Lot for Truck Parking
• Paid Insurance
• Local Handheld Units
• ELD Units Provided for Linehaul Units
• Weekly Pay Settlement – Direct Payment
• Home Everyday
• Contractor Incentive Program

TO APPLY, please email the following  
documents to Contractor Relations:
• Letter of Intent
• Drivers Abstract
• CVOR (if applicable to province)
• Copy of Driver’s License & FAST card
• COMPLETE SAFETY PLAN Call Recruiting at:

905 625 6376

BASIC QUALIFICATIONS:

• White Day Cab Tractors

•  LCV License in Calgary and 
Manitoba – Linehaul Only  
(Other locations where required 
by Operational Needs)

•  Minimum 2 Year AZ Commercial 
Driving Experience (DZ Straight 
Trucks)

•  Minimum 1 Year Owner Operator 
Experience

• Clean Abstract

• FAST Card

•  Excellent Communication Skills 
(Written & Verbal)

contractorrelations@fedex.com

Freight

Owner/Operators
  Wanted

F i ht
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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.

Experience the

BIG
DIFFERENCE      CALL US TODAY 1-800-388-8947

HEAD OFFICE: BRAMPTON, ON

      SEEKING
4 EXPERIENCED
 DRIVERS  FOR U.S.A. RUNS

• HOME EVERY WEEK

• HOME TIME

• BENEFITS

• E-LOGS

• WELL MAINTAINED UNITS

FOR U.S.A. RUNS

K

RATES .62 - .81 PER MILE  
INCLUDING P/D, BORDER & BONUS

Profile

By Harry Rudolfs

OSHAWA, ONTARIO

Craig Irwin knows his best years are 

behind him. The founder of Road 

Runners Equipment of Oshawa, 

Ont., is seriously ill, but he takes 

comfort in the fact that the business 

is in good hands, signed over to his 

38-year-old son Jesse and 40 year-

old-daughter Kristy Forsey.

This is a multi-generation trucking 

family. Around the time Craig was 

born in 1951, his father, Jack Irwin, 

had a small trucking company called 

Toronto Maritime Express. Craig 

remembers piling into the back of a 

stake-and-rack truck with his bud-

dies when he was about four. Jack 

eventually sold the business before 

it morphed into what is now known 

as Maritime-Ontario. 

Craig’s father wore many hats over 

the years. Working for the Ontario 

Safety League, he started Pro Drivers 

and set up the first motorcycle train-

ing course for that organization. From 

there, Jack worked as a sales agent 

for Highway Trailers for a short time 

before starting his own business man-

ufacturing aluminum trailers.

Jack Irwin called his company 

Transport Trailers and the milk 

store giant Beckers was among his 

first clients. In the early 1970s, FRP 

( fiberglass-reinforced plastic) trail-

ers were becoming popular in the 

U.S., and Transport Trailers was the 

first to manufacture them in Canada. 

Craig entered the business around 

that time, first working in his father’s 

trailer shop and later as a sales agent 

selling those FRP trailers. 

“These were heavy trailers, ¾-inch 

laminated plywood walls coated 

with fiberglass on both sides. But 

without the panels and posts, they 

were 99.5 inches wide on the inside, 

and Canadian Tire loved them 

because you could fit 3,400 tires 

inside one. They went out of style in 

the ’90s because they were so heavy, 

but you still see some around,” Craig 

Irwin recalled.

Jack’s company closed in 1974 

because of stiff competition from 

other trailer manufacturers. Craig 

went on to work in rentals for Gil-

Flex, sold dumps and flats for 

Ravens, and eventually landed at 

Fruehauf as its Eastern Ontario sales 

manager for five-and-a-half years.

Craig Irwin went into business for 

himself in 1982, about the time the 

recession was ending. 

“I started Road Runners with a 

couple of trailers and actually grew 

the business to 400 units. Over the 

years, I scaled back to 275 trailers 

and 24 tractors.”

But those early days were lean, 

and Irwin had to hustle. 

“I bought a couple of trades where 

some guy needed the money. Then 

I’d lease those out, and if someone 

needed a tri-axle or reefer I’d look 

around for what they needed. When 

you own your own business, you 

work night and day if you have to. 

There’s no such thing as nine to five.” 

To supplement his income, Irwin 

sold and installed Windtamers, 

which you might remember were 

cone-type wind deflectors that were 

mounted on the front on trailers. 

“Everybody had one of those at 

one time. Guys would save a mini-

mum of 10%. I had a little Volkswa-

gen pick-up and a trailer and I’d 

stack them up on the back of the 

trailer and put them on the units 

after work or on weekends. Aerody-

namics have pretty well eliminated 

the Windtamer now,” he said.

Irwin has seen a lot of changes 

over the years. 

“Trailers kept getting longer and 

higher, the inside height is now up 

to 110 inches. Trailer manufactur-

ers started to make them cheaper 

and lighter, spreading out the posts 

further and eliminating the rounded 

corners. The leasing business kind 

of fell off, because in the slow times 

customers wanted to bring their 

units back, so it became more of a 

rental model. But because I’m out 

east and most of my competitors are 

in the west Greater Toronto Area, I 

had a good majority of the eastern 

carriers.”

In those days, personal relation-

ships were part of the fabric of doing 

business. 

“You used to know all the owners 

and their families,” said Irwin. “Busi-

ness was done with a handshake and 

it would drive the bank crazy.”

Irwin’s son Jesse has been with 

the company for 18 years. He 

learned to hook up trailers with an 

old Brigadier shunt tractor when 

he was just 10 years old. Craig’s 

daughter Kristy rejoined the com-

pany after working for Ryder Logis-

tics at GM Oshawa. 

Few of these generational compa-

nies remain these days. Family truck-

ing businesses were once the back-

bone of the industry, but most have 

been bought up by larger carriers. 

“We’ve had plenty of offers to sell 

the company but Jesse didn’t want 

me to, and I wanted to pass the 

baton,” he said.

Irwin has stage four lung cancer 

and he knows his time is limited. 

“Mostly I just wanted to say how 

great my life in trucking has been. 

I’ve got so many great friends in the 

trucking industry and they’re all 

pulling for me.” TN

Road Runners founder passes the baton
With stage four lung cancer, Craig Irwin passes family trucking business to his children

Craig Irwin (middle) with son Jesse, and daughter Kristy.
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Advertisement

You’re hired
Nearly 100 employers sign up recruits during spring Jobs Expo

MISSISSAUGA, ONTARIO

The warm spring weather had pro-

fessional drivers and others look-

ing for jobs in Canada’s trucking and 

logistics industries turning out in 

large numbers for Jobs Expo, hosted 

by Truck News and Road Today  

magazines. 

The event, held April 6 at the 

International Centre, included 

nearly 100 exhibitors representing 

Canada’s best-known f leets and 

service providers from allied sec-

tors.  All were eager to fill jobs for 

professional drivers, owner-opera-

tors and non-driver positions such 

as accounting, administration, dis-

patch, mechanics, sales, marketing 

and many more. 

“There were more drivers at this 

show than I have seen in several 

years and for good reason. The 

Road Today–Truck News Jobs 

Expo is a first-rate world class 

event that company drivers, own-

er-operators and even office staff 

should not miss. In fact, we have 

several interested drivers from the 

show coming to see me this morn-

ing,” said Michael Frolick, direc-

tor, safety and compliance, Trans-

pro Freight Systems. He added: “I 

truly look forward to the next one 

in September. You can rest assured 

Transpro will be there to support 

the event once again and for many 

more years to come.” 

“The Jobs Expo was an excellent 

opportunity to connect recruiters 

with job-seekers looking to make a 

great career in the trucking, trans-

portation and logistics sectors. We 

thank all exhibitors, sponsors and 

attendees for their overwhelming 

participation towards the success 

of Jobs Expo,” said Manan Gupta, 

general manager, Newcom South 

Asian Media.

Jobs Expo received wide sup-

port from outside the industry as 

well. The event was broadcast live 

across three of the top channels of 

the Asian Television Network (ATN).

The MTO and OPP staff were in 

attendance at the show too, sharing 

the latest information on commer-

cial motor vehicle safety regulations 

and career opportunities.

Greetings from the province 

of Ontario were brought in by 

Deepak Anand, MPP from Missis-

sauga-Malton.

Event sponsors included Volvo 

Trucks Canada and Texis Truck 

Exhaust.

The Jobs Expo, is part of the New-

com South Asian Media Company 

joint venture. The next Jobs Expo for 

Ontario will be held on Sept. 14 in 

Mississauga, Ont. TN

“There were more drivers at this show than I have 
seen in several years and for good reason. The 
Road Today–Truck News Jobs Expo is a first-rate 
world class event that company drivers, owner-
operators and even office staff should not miss.  
In fact, we have several interested drivers from  
the show coming to see me this morning.”

– Michael Frolick, director, safety and compliance,

Transpro Freight Systems, Milton, Ont.
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There’s nothing like a good Spring 

cleanup.

Hauling out all the things you let 

pile up in the garage over the winter. 

Sweeping up dirt and tacking up a 

shelf for stuff worth keeping off the 

floor. Putting items in their proper 

place, even if it means sending them 

to the curb.

Life moves fast so we toss all kinds 

of things into a corner to deal with 

another day, including business doc-

uments. 

Your finances could probably use 

some organizing as well.

Tax returns

You spend a lot of time on tax prepa-

ration, but you also need to make 

sure you’re properly keeping records 

after your return is filed.

Whether you’re a business or 

not, everyone must keep their tax 

returns and related documents for 

six years. So, you can store your 2018 

tax return next to your returns from 

2017 to 2013.

During those six years you must 

keep all receipts and documents to 

support your income and expense 

claims. Any previous tax returns 

and supporting documents can be 

destroyed. 

But don’t toss everything: remem-

ber, if you’re still driving that 2011 

Freightliner, you must keep the bill 

of sale and financing documents.

The ability to provide proof of 

payment with bank statements, 

cancelled checks, and credit 

card statements is crucial. Docu-

ments are easier to keep and find 

in today’s world of downloaded  

cell phone bills, broker settlements, 

and bank statements, but you must 

have a system that lets you locate 

files quickly. 

Create folders on your computer 

to file these documents away by 

year and type, and name your files 

so you’ll know what they are. You 

also need a proper backup system 

– a crashed computer is no excuse 

for unsupported claims.

Logbooks

Speaking of electronic records, do 

you have copies of your logbook data 

for the first part of 2019? Most elec-

tronic on-board recorder (EOBR) 

providers automatically delete 

records after six months, which is 

fine for hours-of-service compli-

ance, but not if you’re using your 

log to support a deductible expense.

Regular readers of this column 

probably wonder why I keep men-

tioning this. Well, it’s because I keep 

running into folks who want to use 

their log to support a claim – meals, 

for example – and can’t because 

they didn’t download their records  

in time. 

Bank accounts

If you’re a sole proprietor you should 

have at least two bank accounts. 

One for the business and one for 

your personal life.

If you’re a corporation then you 

have two accounts already but why 

not add a third? Let’s call it a tax/

savings account. How about you get 

your GST/HST refunds direct-de-

posited into this new account? 

How about you take a percentage 

of each broker pay and put it into 

the account?

Mixing personal and business 

transactions in one bank account 

may save money on fees but imag-

ine a CRA auditor having to sit down 

and make sense of what’s a personal 

charge and what’s for business.

Separate bank accounts will 

also help you budget. Want to 

know where all your money goes? 

Segregating your business and 

personal transactions is a good 

first step. 

If you don’t have a separate 

account for your business, get down 

to the bank and open one ASAP.

Your accountant can help

Just like people hire professional 

organizers, your accountant can 

help you come up with a system 

for managing paper and electronic 

records that’s right for you.

And if you haven’t yet filed your 

tax return for 2018, or any previous 

years, it’s time to dig in. Otherwise, 

your taxes will end up like that blue 

box of empties in the corner: stink-

ier and harder to deal with as the 

weather warms up. 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.

Tax Talk

Keep or toss?
A guide to post-tax preparation

Insights

SHUNT 
Positions
Available
All Shifts

ATTENTION
DRIVERS
The last thing you 

need is more miles.
PAY RATESJust IncreasedAGAIN!!

What you really need is more money per mile
and more time with your family.
Empire Transportation Ltd. is a family run business 
based in Grimsby, Ontario.
We specialize in flatbed and heavy haul work  
and pay some of the best rates in the industry.

Hourly Rates Range from $25.00 to $28.00
Loaded Mileage Rates from $0.60 to $0.65 in Canada
Loaded Mileage Rates from $0.63 to $0.68 in the USA

+ Great premiums for oversize loads.
+ Great benefits & safety incentives.
+  Great Registered Pension Plan.

STOP SPINNING YOUR WHEELS AND CALL NOW
1-800-263-0240 and ask for Jodie at extension 228
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The 2019 federal budget introduced 

in March is indeed a skills and train-

ing budget. It promises money for 

big-ticket items that can improve 

human resources management for 

trucking and logistics employers, 

while making it easier for workers 

to get the skills they need to be valu-

able and productive. 

Politics aside, that’s good news for 

an industry where training plays such 

a vital role in safety, job satisfaction, 

and opportunities for advancement.

There’s another silver lining: 

unlike the three previous bud-

gets, this one calls for no substan-

tial changes to the Canada Labour 

Code. That was welcome news, con-

sidering we have enough on our 

plate already in that regard.

That said, there are still plenty of 

items in the budget for trucking and 

logistics employers to consider. Let’s 

take a closer look.

Canada Training Benefit

At $1.7 billion over five years, the 

Canada Training Benefit is designed 

to help Canadians offset the cost of 

education and job training. Starting 

in the 2020 tax year, every Canadian 

between 25 and 64 years of age earn-

ing between $10,000 and $150,000 a 

year will be eligible for a non-tax-

able training credit of $250 per year, 

with a stackable lifetime maximum 

of $5,000.

Additionally, an employment 

insurance (EI) Training Support Ben-

efit is available to provide up to four 

weeks’ paid leave every four years at 

55% of the worker’s average weekly 

earnings. This benefit is meant to 

support workers who need to take 

time away from their jobs while 

they’re in training and not receiving 

a regular paycheck. This will begin 

in late 2020.

Of particular interest for trucking 

and logistics employers are the leave 

provisions and EI premium rebates.

In the coming months, the federal 

government will consult with work-

ers, employers, educational institu-

tions, and training providers, as well 

as provincial officials, to finalize a 

framework for the EI Training Sup-

port Benefit and leave provisions.

In terms of rebates, there will be 

premium rebates on EI payments for 

Insights

Human Factors

The federal skills and 
training budgetHIRING:

AZ DRIVERS with:
FAST/TWIC card

(or the ability to obtain)

& Clean Driving
Abstract

$87,530
Our Average

Highway Driver Earns

$2,000
New Drivers Receive
a Sign On Bonus of:

You’ll Appreciate Great Driver Benefits:
All Picks and Drops Paid • Safety Bonus Program • Paid Orientation

Weekly Pay • Paid Benefits/Group RSP • Late Model, Dedicated Equipment
and Much More

Call: 1.800.265.2835 or email: safety@kurtztrucking.com

www.kurtztrucking.com

Join us on

SEEKING:
COMPANY
SINGLE and

TEAM DRIVERS
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small businesses (that pay less than 

$20,000 in EI payments) to offset the 

increase in EI premiums due to the 

Canada Training Benefit.

Wage subsidies

There is lots of money to divvy out 

here, and there are indications that 

trucking and logistics employers may 

now have a better chance to tap into it.

One area is the student-work 

integrated learning program. This 

was announced in a previous bud-

get (2017) and included $70 mil-

lion in wage subsidies to STEM (sci-

ence, technology, engineering, and 

math)-focused employers. 

The new budget expands this 

program beyond STEM, with $631.2 

million over five years. This is wel-

come news as our industry has been 

unable to access these wage subsi-

dies. Trucking HR Canada will work 

alongside our partners, including 

the Canadian Trucking Alliance, and 

continue our conversations around 

how a strategy for our industry can 

be implemented. 

Promoting the trades

Given the government’s focus on 

STEM, it’s refreshing to see it make 

a $6-million investment to pro-

mote skilled trades and technolo-

gies as a first-choice career option 

for young people. While this fund-

ing is earmarked for Skills Canada, 

there could be potential partnership 

opportunities for our industry.

Workplace diversity

Employment and Social Develop-

ment Canada (ESDC) will receive $5 

million to develop a strategy to better 

measure, monitor, and address gen-

der disparity in Canada’s workplaces. 

We are working with ESDC 

through our labor market infor-

mation project to ensure that 

the needs of our industry will be 

included as it promotes the avail-

ability of skills and training to 

under-represented groups.

No matter how you lean politically, 

the 2019 federal budget starts a con-

versation about the training workers 

need to be prepared for the future 

and how to fund it. Trucking HR Can-

ada will be part of that discussion, 

ensuring the trucking and logistics 

industry’s needs are met. TN

WE REQUIRE OWNER OPERATORS 
FOR SHORT HAUL – HOME THRU WEEK 

AND WEEKENDS
LONG HAUL RUNS ALSO AVAILABLE

For Step Deck and RGN Double Drop Hauling 
Agriculture and Construction Equipment

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

ALSO HIRING OWNER OPERATORS 
IN MANITOBA AND SASKATCHEWAN

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

www.thunderstrucktrucking.com

1-800-565-1798 
arnoldbros.com 

 

ONTARIO OFFICE 
8100 Lawson Road 

Milton, Ontario 

Single Owner Operator $1.57/mile  
 
Single Company Driver $0.60/mile  
 
Sign on Bonus $2500 
  

WE REQUIRE
Broker with or without own 53' Reefer Trailer
Reliable late model equipment 2008 and up
Minimum 2 years experience
Positive, professional attitude
Cross border experience

WE OFFER
Year round work
Paid bi-monthly in 
Canadian and US funds

 OWNER
OPERATORS
 WANTED

For more 
information call 

Ron or Bob 
800-265-3680

Call 1-888-254-7483
chrispryor@riteline.ca / garycarter@riteline.ca

Must have Class 1(A) drivers license (2 years  
experience and Clean driving record)

Must be able to communicate in English

Group health plan

Late model equipment

Company drivers have the potential to  
earn up to $70,000/year

For Permanent Full time Employment
To service points in USA and Canada

WANTED – LONG HAUL TRANSPORT DRIVERS & 
OWNER OPERATORS FOR OUR FLATBED FLEET

3-330 Centreville Road
Florenceville-Bristol, NB  
E7L 3K6

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.
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HIRING TODAY
NNEEW AND EXPERIENCED DRIVERS

AACCRROOSS CANADA
Great Pay  |  Home Every Night

Comprehensive Benefit/Pension Package

YOU ARE IN CHARGE OF YOUR CAREER PATH, 
LAFARGE CAN MAKE THAT HAPPEN.

New and Exisiting Drivers please call KRTS  1-800-771-8171  Ext. 205
TOGETHER WE CAN BUILD YOUR COMMUNITY

Apply Online at www.drivergarde.com
or for more information call 905-614-1484 or 1-800-282-8000

JOIN THE MISSISSAUGA 
GARDEWINE TEAM

  SESERVRVINNG G COCOMMMMUNUNITITTIEIES S FOFOFOFORR RR OVOVOVOVERERER 666555 5 YEYEYEYEARARARARSS > Highway Owner H hh OO

Operator Hire on 

Incentive of $2,500

> Company Linehaul 

Rate of $.57 per mile

> Paid Waiting Time  

and Orientation

> Ontario Runs Only,  

No Border Crossing

> Referral Program

> Benefits, Pension,  

Profit Sharing

DRIVERS NEEDED. 
WE OFFER:

Insights

Private Matters

The  
private 
fleet  
advantage
Steady, predictable 

pay is one way to 

retain drivers

A recent Truckload Carriers Asso-

ciation (TCA) panel concluded that 

to reduce driver turnover, carriers 

must pay drivers adequately and on 

time (see pg. 10). 

While this is no doubt true, the 

fact that a panel has to point this 

out would indicate adequate pay 

and being paid on time is an issue 

in the industry. To me, this is a sad 

state of affairs. And we wonder why 

we have a driver shortage and turn-

over issue?

It was further commented that 

pay scales need to be more predict-

able and reliable. To this point, I 

100% agree. The highest turnover 

rate in our industry, by far, is in the 

longhaul over-the-road segment. 

It is quite common for the turn-

over rate to hover around 100% in 

the longhaul sector. That is stagger-

ing when you think about; recruit-

ing is constant as you are always 

trying to stop the churn. 

There are a couple of reasons for 

this, in my view. In this sector, driv-

ers are generally paid by the mile, 

which means their pay is heavily 

reliant on the carrier being able to 

obtain enough freight to keep them 

rolling and bringing in money. 

When freight dries up, so does the 

driver’s pay. 

This leads to drivers not always 

having a reliable paycheck, and 

during slow times, can lead to a lot 

of added stress to the driver and his 

or her family. The second largest fac-

tor is the lifestyle, with not as many 

people wanting to be on the road for 

days or weeks at a time. If they are 

going to be, they want to be paid, 

justifiably, a premium for it. Before 

I go on, I want to be clear that not 

all over-the-road longhaul carriers 

suffer from this high turnover rate.

There are many for-hire carri-

ers out there who have turnover 

rates well below the industry aver-

age, as a result of the way they pay, 

treat and reward their drivers. 

Unfortunately, there is still too 

large a segment that do not follow 

their lead, and spoil the view of 

the industry to others, including 

the current and future drivers we 

are trying to recruit and retain. 

Guaranteed, or more predictable, 

pay is something the trucking 
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SEE WHY KEYPOINT’S FOR YOU 
Visit the Staybridge, London ON 

June 15th to talk with our Recruiters

keypointcarriers.com

Owner Operators/Company Drivers
wanted to run Ontario to Laredo, TX

> 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

Contact Us Today

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

1018 Parkinson Rd., Woodstock, Ontario

Opportunities for Independents with their own insurance and authorities

Moving the 
industry forward.
One kilometre at a time.
Get on the road to success with the world’s largest retailer.

Apply Today!
Send your resume, CVOR and Driver 
Abstract to careers@walmartfl eet.ca
or call: 905 670-9966 ext 60518

We off er
 Competitive wages

 Benefi ts including: Health & Dental, 
 RSP, Company matched Pension Plan

 Walmart discount program

NOW HIRING 
in Mississauga and 
Cornwall, Ontario
Full-time AZ drivers 
for City and Long Haul

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.

industry needs to come around to. 

If we ever want any hope of com-

peting with other trades, it’s time 

we wake up to this fact. The time 

to talk about it is over, the time 

to make changes and act is here, 

and has been for a while. We keep 

acknowledging our problems and 

saying what we need to do, but not 

enough are doing it. 

One sector that historically has 

not had trouble finding quality driv-

ers is the private fleet sector, how-

ever, recently our carriers are hav-

ing trouble filling spots as well. If 

you are a driver looking for a good 

place to work, I would encourage 

you to reach out to some private 

fleets. Why? 

I am going to list some stats that 

were procured from our 2018 Pri-

vate Fleet Benchmarking report. 

According to those surveyed, 70% of 

private fleet drivers are home every 

night, with a further 13% only being 

out overnight once a week. 

The average starting wage was 

slightly over $60,000, with the 

max pay averaging out to $80,000. 

Almost 80% of these fleets offer 

pension plans, while 100% have 

dental and medical coverage. A 

further 72% offer incentive pay, 

which can increase the driver’s 

base pay. All private f leets sur-

veyed offered driver wellness pro-

grams that included mental health 

and grief counselling, while over 

50% also had weight management, 

exercise programs, and nutritional 

counselling. 

Many private f leets also offer 

hourly pay-based wages, making 

pay more predictable. You don’t 

require a degree in mathematics 

to figure out what your pay will 

be. Not surprisingly, the turnover 

rate of the private fleets surveyed 

is less than 12%. Seventy per cent 

of this turnover is a result of retire-

ment, so controllable turnover is 

even lower.

Private fleets are also willing to 

hire younger drivers more than 

before, with the minimum age of 

recruits averaging 21 years of age. 

Many private fleets are hiring across 

the country, including mechanics, 

service writers, and safety profes-

sionals. TN
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Take advantage of increased linehaul revenue—now at 62%

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

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

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

schneiderowneroperators.com    800-856-9707

Insights

Voice of the owner-operator

Looking out for number one
Just when you thought there 

couldn’t possibly be anything new 

to say about the “driver shortage” 

issue, some fuel gets thrown on the 

fire. The long-standing myth vs. 

crisis debate heated up once again 

a few weeks ago, when an arti-

cle published by the U.S. Depart-

ment of Labor in its Monthly Labor 

Review concluded that “there is…

no reason to think that, given suf-

ficient time, driver supply should 

fail to respond to price signals in 

the standard way.” 

In other words, if driver wages go 

up enough, there should be no driver 

shortage.

This, of course, was music to the 

ears of those in the myth camp, in 

particular the Owner-Operator 

Independent Drivers Association 

(OOIDA), whose own research con-

tends that the industry isn’t afflicted 

with a shortage of drivers, but is 

actually plagued with overcapac-

ity and a driver retention problem 

– and decreasing wages.  

As you can imagine, those on the 

other side of the debate pooh-poo-

hed the research; for example, Bob 

Costello, chief economist for the 

American Trucking Association 

(ATA), claimed the article “demon-

strated some basic misunderstand-

ings about the trucking industry 

generally and how we…in the indus-

try discuss the driver shortage.”

And so it goes. Discussion around 

how to find and keep drivers is noth-

ing new. But in the past couple of 

years, the conversation has begun to 

move beyond key issues like driver 

pay, better work/life balance, and 

safer working conditions to the 

“driver-centric” truck.    

The role that truck cabs and sleep-

ers play in retaining and recruiting 

drivers was the subject at a round-

table discussion called ‘Spec’ing the 

cab and sleeper for driver comfort 

and safety’ at the annual meeting 

of the ATA’s Technology & Mainte-

nance Council in March. 

The conclusion among panel-

ists was that truck comforts are 

a powerful recruiting tool. There 

are added costs, to be sure, but it 

might be time, agreed the panelists, 

to think about those driver-friendly 

spec’s as an investment in driver 

retention.  

Things like automated transmis-

sions, for example, were on the list, 

as were features like adaptive cruise 

control, that offer a level of comfort 

as well as safety. 

But when it comes to cab and 

sleeper interiors, premium mate-

rials such as wood trim or chrome 

bezels are just the starting point. 

How about “infotainment” offer-

ings ranging from flatscreen TVs to 

satellite radio, with settings that 

allow drivers to load more apps 

onto in-truck tablets? A WiFi hub 

that offers internet access? Wheel 

controls that offer quick access to 

the radio, cruise control, and tele-

phone? Or those swiveling seats and 

moveable tables that create livable 

space in the sleeper? 

There is no question that OEMs 

today are designing increasingly 

comfortable cab interiors as a 

vital tool to help f leets attract and 

retain drivers. Premium seats and 

mattresses, extra storage, meal 

prep areas, refrigerators, micro-

wave ovens and ambient LED 

lighting and dimmer switches are 

designed to offer drivers “all the 

comforts of home.” 

With one glaring exception. No 

place to go. No one, anywhere, is 

talking about the business of doing 

one’s business in a truck – toilet 

facilities to satisfy the most funda-

mental human function. 

Why isn’t this even on the list – 

not of luxury amenities, but of basic, 

utilitarian features in a truck? What 

better place to ask the question, I 

thought, than at the Mid-America 

Trucking Show in Louisville with 

a captive audience of some 82,000 

visitors and 1,000 exhibitors.  

It was not, I discovered, a subject 

anyone really wanted to have a seri-

ous conversation about. Reactions 

ran the gamut from blank stares, 

nervous laughter, wrinkled noses, 

to “potty humor.” 

Salespeople from OEMs told me 

they had never, ever been asked if 

a truck could be spec’d with a por-

table toilet. 

Ironically, Peterbilt actually has 

a pass-through passenger seat on 

a couple of models with a storage 

compartment that can be accessed 

from both inside and outside the 

Joanne Ritchie is executive director of 

OBAC. No place to go? 

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

toll-free at 888-794-9990.
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We are committed to employment equity and diversity.

Be part of a friendly, family oriented company
with 24/7 schedules to meet your lifestyle.

JOIN THE I.T.S TEAM TODAY!

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

Call Karen Atwal 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 $50,000+ 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!

■ 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
■ 24/7 dispatch
■ Company Drivers up to 60 cents per mile!
■ Benefits available
■ Paid weekly
■ Yard Fuel

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

•  24/7 Satellite &  
Personalized Dispatch

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

BRANTFORD ONTARIO

USA SHORT HAUL: SOUTH • LONG HAUL: MID-WEST
ONTARIO-QUEBEC DEDICATED RUN • LOCAL WORK

Contact Anthony Garkut 

800-784-5774
agarkut@btcexpress.ca

WE KEEP THINGS 

COOL
OR

FROZEN
THROUGHOUT NORTH AMERICA

OWNER OPERATORS WANTED
Ask about our NEW Owner Operator Pay Package.  

Also in need of Owner Operator Teams.

TEAMS WANTED FOR WESTERN CANADA,  
CALIFORNIA AND MID-WEST

truck. Booth staff at MATS weren’t 

aware, though, that the seat was 

created with an eye to carrying and 

storing a driver-supplied portable 

potty, based on feedback the com-

pany got from Women in Trucking 

Association (WIT) members. 

But I got my biggest surprise over 

in the recruiting pavilion, where I 

asked 15-20 carriers if their trucks 

were equipped with any kind of por-

table toilet facilities for the drivers. 

I didn’t expect any yeses, but 

I wasn’t prepared for the variety 

of negative conversations, inane 

excuses, and in some cases, down-

right hostility that I would even 

raise the issue. 

Here’s a sampling: “Our drivers 

don’t need anything like that, there 

are lots of truck stops/rest areas 

where they can go.” 

“Who wants a smelly toilet in 

their sleeper?” 

“Too heavy, too expensive” (this 

from a company owner who told me 

he spent $10,000 per truck on ame-

nities to keep his drivers happy). 

“Some of our owner-operators 

put in their own porta-potties, but 

drivers wouldn’t want anything 

like that.” 

“It must be a woman thing. Guys 

don’t need a toilet.” 

“Drivers just learn to hold it.” Fol-

lowed by a chuckle and “I guess we 

should teach bladder control in ori-

entation.” 

I came away pretty discouraged, 

although I was as impressed as any-

one else with the full toilet/shower 

units available from Indiana-based 

ARI Legacy Sleepers in their 153-

inch multi-thousand-dollar luxury 

sleepers, but that’s not the kind of 

facility I’m talking about. 

In fact, those toilets are made 

for ARI by Thetford Corporation, a 

Michigan company that has been 

making RV and camping sanitation 

products since the 1960s. A couple 

of years ago, Thetford began mar-

keting its Porta-Potti as a sanitary 

and odor-free toilet that can go 

wherever the trucker goes. 

Acknowledging the increasing 

closure of roadside rest stops as 

the new normal in the lives of truck-

ers, it advertises the Porta-Potti as a 

safe and convenient way of bringing 

the facilities with them on the road. 

This particular unit is compact, 

flushable and leak-proof; it’s eas-

ily emptied and cleaned, weighs 

less than 14 lbs and is available for 

under $300. 

Undoubtedly there are other 

similar products on the market. In 

other words, there is a completely 

practical and affordable alternative 

to a pee bottle or a grocery bag in a 

bucket, the current fallbacks driv-

ers I spoke with would gladly trade 

for a viable option. 

So, the question remains. If OEMs 

are creating cab interiors with ame-

nities unheard of just a few years 

ago, and fleets are willing to add 

these perks and rewards to their 

attract-and-retain-drivers’ tool-

kits, why aren’t sanitary facilities 

in a truck number one and number 

two on the list? TN
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Safety at work is a priority and 

well-fitting work boots are neces-

sary components of your personal 

safety equipment. CSA-certified 

boots offer many features, includ-

ing a protective toe cap and the fol-

lowing protections: sole puncture, 

electric-shock, static-dissipation, 

metatarsal (top of the foot between 

the toes and ankle) protection, and/

or chainsaw protection. These all 

guard you from external hazards 

at your job site.

However, quality work boots 

could also injure your feet, when 

not fitted properly. Ill-fitting boots 

that cause friction, pressure or irri-

tation increase your risk of devel-

oping calluses or corns – skin that 

thickens to protect underlying tis-

sues from injury, pressure, or rub-

bing. Tight boots compress areas of 

your foot; loose boots (or ones with-

out socks) allow your foot to repeat-

edly slide and rub against the inside 

of the boot (or a seam or stitch). In 

addition, bunions, hammertoes, 

bone spurs, and other existing foot 

alignment conditions can increase 

your risk of calluses or corns. 

Foot calluses, although unat-

tractive, are rarely painful or harm-

ful except if they become ulcerated 

or infected. Calluses vary in size and 

shape and can appear as a thick, 

rough area; a dry, flaky, or waxy area; 

or a hardened, raised bump. They 

usually develop on the soles of the 

foot, especially under the heels or 

balls and are often larger than corns.

In contrast, corns can be pain-

ful when pressed, but are typically 

smaller than calluses. Corns appear 

as a hard center surrounded by 

inflamed skin and tend to develop 

on foot areas that don’t bear 

weight, such as the tops and sides 

of your toes, or even between your 

toes. However, corns occasionally 

develop in the same weight-bearing 

areas as calluses. 

Calluses and corns are easier to 

prevent than to treat, so avoid them 

by wearing properly fitted boots and 

well-cushioned socks. When buying 

new boots, ensure accurate sizing 

by wearing your regular work socks 

and shopping after lunch when your 

feet have completed their usual daily 

swelling. Be sure that the boot fits 

snuggly around your heel and ankle 

when they are laced up and that you 

have enough toe room. Safety boots 

won’t stretch over time – your toes 

should be at least 12.5 mm from the 

end. As well, take a few minutes to 

walk around the store to ensure the 

boots remain comfortable without 

any pinching. 

In general, practice self-care. If a 

corn or callus begins to form, protect 

the area by applying over-the-counter 

protective pads, rings, or skin dress-

ings. Be careful with non-prescription 

liquid corn removers and medicated 

corn pads as they contain salicylic 

acid, which can irritate healthy skin 

and lead to infection.

Regularly soak your feet in warm, 

soapy water to soften calluses and 

corns to make the thickened skin 

easier to remove. After soaking, rub 

with a nail file, emery board, pum-

ice stone, or washcloth to remove 

the outer skin layer. Repeated over 

time this may completely eliminate 

the excess skin. However, do not 

use sharp objects to trim the skin, 

especially if you have diabetes or 

reduced circulation. Keep your skin 

soft by applying moisturizer daily.

If a corn or callus persists or 

becomes painful, even with these 

self-care activities, consider the fol-

lowing medical treatments. In the 

office, your doctor or a podiatrist 

might use a scalpel to pare down 

thickened callus skin or trim a large 

corn. Remember – doing this your-

self could lead to a serious infection, 

so leave it to the doctor. Your doctor 

might also apply a patch contain-

ing 40% salicylic acid (MediPlast, 

Clear Away, and others) and sched-

ule replacement patches until the 

callus or corn is resolved. For larger 

affected areas, salicylic acid in gel 

form may also be prescribed.

If underlying foot structure issues 

are causing corns or calluses, your 

doctor may prescribe custom-made 

boot inserts (orthotics) to protect 

the affected area and very rarely, a 

doctor may recommend surgery to 

correct the bone alignment. 

You can put your best foot for-

ward by giving corns and calluses 

the boot. TN

Health

Preventive Maintenance

Put your best foot forward
Coping with corns and calluses

Karen Bowen is a professional 

health and nutrition consultant, 

and she can be reached at 

karen_bowen@yahoo.com.

$48.00/HR.
LOCAL

$1.40/MILE
HIGHWAY

HIRING FOR 
ONTARIO HWY / LOCAL HWY / CITY DAYCABS

Call 905-677-0111
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• BENEFIT PLAN
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• STEADY YEAR ROUND WORK

• FUEL CARDS SUPPLIED
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Is trucking giving you a headache?
Understanding what’s causing your headaches

As spring arrives and the weather 

begins to change, some drivers will 

experience an increased frequency 

of headaches. Although there is no 

conclusive scientific evidence to link 

changes in weather to headaches, 

there certainly seems to be some 

anecdotal evidence. In fact, in one 

recent week I have treated several 

patients complaining of headaches. 

I think it is safe to say that most of 

us have had a headache at some time 

in our life. However, for an unlucky 

few, these headaches can become 

debilitating and affect their ability 

to function on a day-to-day basis, let 

alone drive for long hours. 

Fortunately, for the majority of us, 

a headache is a temporary problem 

which often disappears relatively 

quickly. There are many different types 

of headaches, with various causes, but 

the two most common types are ten-

sion and migraine headaches.

Tension headaches are by far the 

most common and are often associ-

ated with temporary stress, anxiety, 

fatigue, or anger. The cause of tension 

headaches is increased muscle tonic-

ity of the neck and head muscles. 

As a result, the joints in your neck 

become restricted, causing pain. If 

this continues, the nerves at the 

base of your skull can become irri-

tated. This leads to the classic tension 

headache with pain originating at the 

base of the skull and radiating up the 

back of the head. Other symptoms of 

tension headaches include soreness 

in your temples and a squeezing sen-

sation around your head. Fortunately, 

this type of headache usually disap-

pears with rest. 

In order to eliminate or decrease 

the severity of this type of head-

ache, you must identify the cause of 

the muscle tension in your head and 

neck. Stress, spinal joint dysfunction, 

and poor posture can all contribute 

to increased muscle tonicity. 

If stress is the problem, try to elim-

inate it as much as possible. If you 

have spinal joint restrictions in your 

neck, get adjusted by your chiroprac-

tor. If you have poor posture, see your 

physiotherapist or a chiropractor. If 

you have tight muscles, see a regis-

tered massage therapist. All of these 

health care professionals will be able 

to help you identify and treat your 

tension headaches. 

Another common type of head-

ache is a migraine. Migraines can be 

debilitating and can put your life on 

hold for a few hours or several days. 

This type of headache is responsible 

for more job absenteeism and dis-

rupted family life than any other type 

of headache.

Although the exact cause of 

migraines is not known, scien-

tists believe it is due to a vascular 

change within the brain. Blood ves-

sels dilate and the nerves surround-

ing the blood vessels release chem-

icals, which causes inflammation, 

resulting in pain.  

Migraines are three times more 

common in women than in men and 

are most common in young adults 

in their 20s and 30s. Most migraine 

sufferers will have two to four head-

aches per month. 

A typical headache will last for 

approximately four hours. Scien-

tists have been trying to deter-

mine if there is a genetic predispo-

sition for migraine headaches, but 

there still is no conclusive evidence 

suggesting so.

There are different types of 

migraines, but in general they are 

very similar in symptomatology. 

A person who is suffering from 

a migraine will usually report a 

hyper-sensitivity to light and sound. 

The headache begins as a dull ache 

and progresses to a constant throb-

bing or pulsating type of pain that 

is located on one side of your head. 

Some people experience an aura 

or warning signs that precipitate a 

migraine headache. Usually five to 

35 minutes before a headache you 

may experience visual disturbances 

such as blind spots, flashing lights, or 

jagged lines which will alert you that 

a migraine is coming on or is about 

to occur.  

There are certain physical triggers 

that can cause a migraine headache.  

Common triggers include stress, caf-

feine, chocolate, and alcohol, lack of 

sleep, nitrates, red wines, cheese and 

citrus fruits. It has been suggested 

that 30% of all migraines are due to 

a reaction to a certain type of food.

There are many treatments for 

migraines, however it is important 

to consult with your physician before 

beginning any of them.

Until next month, drive safely. TN

Back Behind the Wheel

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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Medium-Duty Trucks

By James Menzies

TORONTO, ONTARIO

The medium-duty truck market 

has been steady over the past year; 

healthy, but lagging the historical 

pace of orders seen in the Class 8 

segment. Medium-duty Classes 

5-7 truck orders declined in March, 

according to the latest preliminary 

data from ACT Research.

“Classes 5-7 orders took their first 

respite in more than a year, falling 

to the 20,000-unit mark in March,” 

said Steve Tam, ACT’s vice-presi-

dent. “Regardless of the time period 

comparison, March orders declined, 

coming in 23% below February and 

32% lower than March 2018.”

However, reports from the ground 

show there remains strong demand 

for medium-duty trucks. 

“The demand seems to be pick-

ing up on our side of the business,” 

Jason Cuddy, account manager 

with Rush Truck Centres of Can-

ada, told Truck News. “There are 

a lot more guys enquiring for the 

spring. Build rates for us, like most 

OEMs, are out to November for a lot 

of products. You’ve got a backlog of 

stuff on order. The market seems to 

be fairly robust.”

Blaine Nicholls, salesman with 

Metro Truck Group, said because of 

the order backlog, more planning is 

required of medium-duty truck buy-

ers than in the past.

“Build dates are pushed way out,” 

he said. “Traditionally, this market 

was a reaction market. They get a 

project, they need a truck and go out 

and buy a truck. Because of the lack 

of inventory, customers are realiz-

ing they have to forecast ahead, the 

same as the Class 8 market.”

So, what are medium-duty truck 

buyers looking for? Box trucks. And 

lots of ’em.

The effect of e-commerce

With online shopping continuously 

reaching unprecedented levels, more 

box trucks are required for package 

delivery. 

“For me, personally, I see a lot of 

box trucks for local distribution,” 

Cuddy said.

It’s a trend that Steve Kljajic, truck 

sales manager with Humberview 

Trucks, has also noticed. He said 

it’s also driving increased demand 

for Class 5 cabovers. 

“Cabovers, over the last five 

years, in the city are increasing all 

the time,” said the GMC and Isuzu 

dealer. “That won’t change, because 

congestion is going to become worse. 

The turning radius on a conven-

tional truck with a 16-ft. body can’t 

touch a cabover with a 20-ft. body. 

Our most popular body length is  

20 ft. The cabover is safer, too. Visi-

bility is better.”

Nicholls, however, says driver 

comfort is greater in a conventional.

Spec’ing for the driver

Automatic and automated manual 

transmissions have almost com-

pletely replaced manual transmis-

sions in the medium-duty segment. 

“We barely spec’ or stock man-

ual transmission trucks anymore,” 

Cuddy said. 

Owners are also trying to bring 

more driver amenities into the cab, 

especially for delivery routes with 

lots of stops, and are trying to reduce 

the rigors of the job for drivers. 

“Everything has a tailgate,” said 

Kljajic. “In the past it was maybe 

50-50 whether they’d get a tailgate 

and walk ramp or no tailgate. Now, 

for dry freight, I’m noticing 80% 

want a tailgate loader.”

This is being done to accommo-

date aging drivers but also to make 

the job more attractive to new hires. 

Spec’ing a truck that doesn’t require a 

D/Z driver is another consideration. 

“Keeping a truck within a G class in 

Ontario has been beneficial,” Cuddy 

said. “The driver pool is so tight, it 

allows anyone with a licence to drive 

the truck. It’s a different category and 

probably a different pay scale.”

Alt-fuels

The alternative fuel that’s com-

manding the most attention in 

medium-duty circles is electric. 

Urban delivery trucks are ideal for 

electric powertrains. They typically 

don’t cover a lot of miles, so range 

anxiety is limited. They frequently 

stop, enabling regenerative brak-

ing to push power to the batter-

ies. And they’re quiet and environ-

mentally-friendly. Freightliner has 

announced plans to electrify its M2 

medium-duty trucks, and some turn-

key systems are available on the mar-

ket today. (See pg. 28 for a report on a 

Pete 220 beverage truck with a turn-

key electric drive system from Dana).

Nicholls said he sees the eM2 hav-

ing a home in Canada, especially 

among landscapers.

“I don’t know if it will have an 

impact initially on the waste indus-

try. They require too much horse-

power to run PTOs and crush gar-

bage. For landscapers, when they 

want to silently pull into residential 

areas, do what they’re supposed to 

do and pull out, I think it’s a fantas-

tic opportunity,” he said.

The North American Council for 

Freight Efficiency (NACFE) pub-

lished a report that found medi-

um-duty trucks with one shift per 

day are the best fit for electrification, 

as those trucks sit for long periods 

when they can be recharged. 

“The operational complexity 

increases as the number of duty 

shifts increases,” NACFE concluded.

But the biggest shift Kljajic sees, is 

a move from diesel to gasoline.

“We see the trend growing 

towards gasoline, especially in the 

city with lower mileage,” he said. 

“People are getting diesel fatigue 

with diesel exhaust fluid, regener-

ations, more maintenance. Gas is a 

really simple truck to operate – you 

do your oil changes and go. There are 

less electronics.”

Don’t do this

Medium-duty truck dealers help 

steer buyers toward the right truck 

for their business, but sometimes, 

mistakes are made. It could be out 

of ignorance, or it could be because 

operators are stuck in their tradi-

tional way of thinking and don’t 

always consider how trucks have 

evolved.  Kljajic cites an example.

“I find people sometimes get too 

much power,” he said. “Everyone is 

used to the North American way of 

doing things, which is high horse-

power and high torque. If you look at 

the Asian products and some from 

Europe, those places in the world are 

surviving with a lot less torque and 

horsepower and that is coming into 

the North American market.”

Increased congestion, rising 

urban populations, and more effi-

cient engines are a few reasons 

customers may want to consider a 

downsized engine or rating.

Ontario customers can also be 

caught off-guard when they real-

ize moving into a bigger truck may 

put them into CVOR territory. Any 

Ontario trucks with a GVW over 

4,500 kgs require a CVOR, and that 

can take quite some time to obtain.

“Anything we sell is at 4,500 kgs for 

the chassis alone,” Cuddy said. “Some 

guys get down the line, make a deposit, 

and then the CVOR takes months to 

get and they learn the hard way.”

If upsizing to a larger truck, ensure 

the CVOR is in place before taking 

delivery, or else the truck will serve 

some time as an oversized lawn orna-

ment before being put into service.

Nicholls said another mistake to 

avoid, especially in this environ-

ment, is settling for any old truck 

that’s available.

“For buyers who haven’t planned 

ahead and need a truck, don’t react 

and take whatever is in front of you 

because you need a truck right now,” 

Nicholls said. “You’re going to have it 

10 years. Step back, take a breather, 

and make sure you’re getting the 

right truck. With medium-duty buy-

ers that’s a big thing. A lot of these 

guys don’t buy trucks regularly – 

they’re used to walking to the car lot 

and choosing a blue one or a brown 

one. If you buy a truck like that, 

it may suit you today, but it’s not 

going to suit you in three weeks. Do  

your homework.” TN

Medium trucks require big decisions
Tips for buying medium-duty trucks in a hot market
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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
Prince Rupert
(250) 627-1981

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
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For info call Mr. Etienne Martin
Office : 1-888-335-6873  ext. 202 Mobile: 418-221-3406

www.deloupe.com  - sales@deloupe.com

� 3 AXLES, AIR RIDE SUSPENSIONS � 53 FOOT � 2.5 METERS REGULATION LANE WIDTH

� 100,000 LBS TOTAL PLATFORM CAPACITY � 30K WINCH WITH WIRELESS REMOTE CONTROL

� 3 TOOL BOXES � MAIN CYLINDER IS CLOSED (RETRACTED) WHEN AXLES ARE SET BACK

� TEFLON SELF LUBRICATING IN-MOTION CHASSIS

� CENTER RAIL WITH KEYHOLES

SLIDING AXLE TRAILER

Atlantis Radiator
TRUCK AUTO SERVICE INC.

SPECIALISTS IIN TTRUCK
& IINDUSTRIAL RRADIATORS

YOUR CCOMPLETE CCOOLING SSYSTEM SSERVICE
• RRad •• AAir CCharge CCooler •• AAC CCondenser

• WWe  SShip AAcross CCanada
• FREE Inspection && EEstimate
• CCertified TTechnicians
• AAll WWork WWarrantied

www.atlantisradiator.ca

5900 DDixie RRd., UUnit 111, MMississauga, OON LL4W 11E9
(905) 6670-3696 •• 11-800-716-3081

Fax: ((905) 6670-2283 

4 HHour
Drive-Thru SService

(Most TTrucks) Open Monday to
Saturday

DI
XI

E 
RD

.

HWY 401

SHAWSON DR.

N

BRITANNIA RD.

FOR OUR COMPLETE INVENTORY
VISIT 

Mention this ad for purchase discount

DIESEL TRUCK PARTS INC.
Kingston, Ontario

We Sell Used Trucks and Equipment
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|  100$

PLUSIEURS PRIX À GAGNER | SEVERAL PRIZES TO BE WON

 •  • 
 •  •  

 • |

Pour nous joindre | To contact us :

*
*
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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

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

Canada’s #1 Source for Heavy Trucks and Trailers

NEED HELP?
1-

1-416-510-5237

or info@truckandtrailer.ca
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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

1994 KROHNERT 23,000 L, 5 COMP'T, (3 X 5000 L
& 2 X 4000 L) STAINLESS INSULATED, LUBE
TRAILER, 4 Pumps, Meters, Registers And Hose
Reels. Comp'ts #1 & #2 Share a Pump. Requires
Tractor “Hydra-Pak”, Stk#TR-868.  1278073

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

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

2005 FREIGHTLINER M2 PROPANE TANKER TRUCK,
Cat C7, 230 HP, 7 Spd; 12 And 23 Axles, Spring Susp.,
1978 Trinity 2500 USWG Tank, Rear Delivery, LC
Meter, Curbside Boxes, B620 449,554 Kms.,
Stk#S754  1278072

NEW 2019 WESTERN STAR 4700
w/ 5500 USWG Dependable propane tank. 
In Production Now. Choice of electronic register. 

1262758

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

2007 WESTERN STAR 4900SA
Cat. C13, Dependable 20,000 L, 4 Compt, Single 
Pumping, Civacon Single Bank C/W Flush-Back, Air
Manifold, BTM. Loading Capped At Manifold, LOR 
Meter & Register W/ In Cab Printer. Stk#T853. 1274629

1997 FORD LS8000 FUEL TRUCK
Cummins 215, 10 Spd; 16 And 23's, Almac 4 Comp't
11500L Alum Tank, Mid:Com 8000, Blackmer Pump,
V/R, B/L, B620, DOT, TSSA, Stk#S-761. -1282122

Canada’s #1 Source for Heavy Trucks and Trailers

Canada’s #1 Source for Heavy Trucks and Trailers

+

=
MAGAZINE

WEBSITE

YOUR
BEST
OPTION

FOR

Reaching
the Entire 
Canadian
Market

Canada’s #1 Source for Heavy Trucks and Trailers

Canada’s #1 Source for Heavy Trucks and Trailers

+

MAGAZINE

WEBSITE
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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

Canada’s #1 Source for Heavy Trucks and Trailers

Canada’s Largest Inventory 
of New and Used 
Trucks and Trailers

Visit on the web at 
truckandtrailer.ca 

1-877-450-6416
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2019 WESTERN STAR
4700 BOBTAIL

PROPANE/CNG/LNG
CUMMINS ENG; L9,

NEW PROPANE TRUCK,
3,499G., AUTO, 

SIDE LOAD, 
ENCLOSED REAR

CANOPY WITH LCR II,
CAB PRINTER.

-1259643

NEW USEDEASTWAY TANKEASTWAY TANK
THE TANK EXPERTS

2019 INTERNATIONAL 
HV-607

PROPANE/CNG/LNG
CUMMINS ENG; L9, 330
HP, ALLISON AUTOMATIC
TRANS; SINGLE AXLE(S),

AIR SUSP; WHITE IN
COLOR. -1281193

2006 STERLING
350 HP CAT ENGINE.

RUNS WELL. 10-SPEED.
20,000 L 5-C TANK. 
AIR MANIFOLD WITH
BOTTOM LOAD, DUAL

PUMPS & METERS,  LCR
II REGISTERS. AIR RAILS, 

RUNS WELL. -1270980

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-COMPARTMENT 
ALUMINUM HEAVY DUTY
"BUSH" TANKS. -1261220

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

2007 STERLING  
CAT 350 HP, 10-SPEED,

20,000 L 4C TANK, DUAL
PUMPING SYSTEM, 

AIR MANIFOLD, 3 REELS
(INC. 2” HOSE), MIDCOM

REGISTERS. 
-1274860

2006 KENWORTH 
PROPANE TRUCK

440,000 KM’S, 260 HP, 
6 – SPEED, AIR RIDE, 

3,000 G TANK, 3” PUMP, 
MIDCOM COMPUTER, 

BASE REMOTE. 
RECENT B620 

AND ROAD SAFETY. 
-1278359

Join our network of highway carriers  
and trucking trades helping Canadians  

and communities in need.

    Join us.  www.trucksforchange.org

OUR 
SPONSORS 

ARE MAKING 
CHANGE 
HAPPEN

delivering
change

20+ 
MILLION LBS 

DONATIONS DELIVERED

$600K
IN SERVICE DONATIONS  

& FUNDRAISING

2,200+
HOURS VOLUNTEERED
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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!!
NEW UTILITY 53'x102" 3000R HIGH CUBE REEFERS

2009 UTILITY 53’ ALUMINUM COMBO 
FLAT DECK

c/w “Quick Draw Tarp System”, 16 pair chain tie downs,
12 winches & straps, Hendrickson air ride 
suspension, 8 aluminum wheels, 5’x2’x2’ 

aluminum tool / storage box. -1271448

(10) 2012 GREAT DANE 53’ REEFERS
Carrier 6500 Vector units, exterior rub rails, side skirts,
front & rear vents, stainless rear doors, door case, &

bumper, duct floors,  2 rows “E” track,Hendrickson air ride
suspension, aluminum wheels, CLEAN. -1276974

6 (10) 2009 UTILITY 53’ TRIDEM REEFERS
Thermo King Sb310 Units, Hendrickson Air Ride With 6’& 6’

Spreads, Hd Flat Aluminum Floor, 3 Rows Recessed “E”
Track, 24” Scuff Liner, Exterior Rub Rail. -1261785

2019 STOUGHTON 53’ PLATE VAN
24” side panels, exterior rub rails, side skirts, front & rear

vents, Hendrickson air ride suspension,
tire inflation system, aluminum wheels, 

LIKE NEW CONDITION.  -1276972

2017  STOUGHTON 36’ Z PLATE VAN
Tandem Axle Hendrickson Air Ride Suspension, 
Overhead Rear Door, Exterior Rub Rail. (N.A.P.)

... ARRIVING SOON!  -1281909

2016  STOUGHTON 53’ PLATE VAN
Swing rear doors, front and rear vents, 

Hendrickson air ride suspension, new tires,
VERY CLEAN. -1271450

SLIGHTLY USED 2019 UTILITY 
53’ DRY FREIGHT VAN

Front & rear vents, steps,  exterior rub rail,
Tire inflation system, side skirt, Michelin tires. -1276973

(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

TANDEMS/TRIDEMS ALUMINUM COMBO FLATS DROP DECKS

NEW UTILITY 53’ X 102” DRY FREIGHT VANS

2008 STOUGHTON 53’ AUTO DROP VAN

2011 GREAT DANE 36’ REEFER VAN

AVAILABLE 

MONTREAL & TORONTO

THERMO KING MULTI TEMP UNIT.
CURB SIDE DOOR, STAINLESS

TRIFOLD REAR DOORS, 
STAINLESS RADIUS CORNERS.

CENTRE SEAL PANELS, 2 ROWS
RECESSED “E” TRACK, 

HENDRICKSON SUSPENSION.
ALUMINUM WHEELS, 

VERY CLEAN.
-1281910

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!

ACTION
TRAILER SALES INC.

Note:  Action Trailer Sales Inc. is responsible to impose a cost recovery fee under the Resource Productivity & Recovery Authority (RPRA).  It is being used to cover the cost of collecting and recycling the tires our customers purchase today 

when those tires reach their end of life and are returned by our customers.



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 • 1-877-450-6416
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Announcements

POINTE-AUX-TREMBLES, QUEBEC 

Andy Transport announced recently it has acquired a 

new terminal located at 12321-12329 Metropolitain East 

boulevard in Pointe-aux-Trembles, Que.

The facility is Andy’s largest acquisition so far, con-

sisting of more than one million square feet of land, 

10,000 sq.-ft. of office space, 25,000 sq.-ft. of cross-dock 

space and 10,000 sq.-ft. of garage space. In addition to 

the current occupants, the terminal will become home 

to Andy Transport and Tristan Cartage.

The new terminal will allow Andy to accommodate 

its customers’ increasing demand, as well as extend and 

enhance its services, the company announced.

“We are excited to announce the acquisition of this 

terminal as it represents an excellent opportunity to fur-

ther develop our footprint in Quebec. It also represents a 

strategic location for Andy which allows us to get closer 

to our clients and employees based in the proximity of 

the east end of Montreal. The acquisition is expected to 

result in greater operational efficiencies and an increase 

in market share,” said Andreea Crisan, chief operating 

officer at Andy.

Andy plans to rapidly occupy most of the vacant space 

available.

“This acquisition was driven by many factors, includ-

ing the request of our workforce living in the proximity 

of the terminal and wishing to reduce their time spent 

in traffic. The location of the site will allow us to realign 

some of our operations, reduce our fuel consumption 

as well as increase our organization’s efforts to reduce 

our environmental footprint,” added Ilie Crisan, presi-

dent of Andy. TN

BOLTON, ONTARIO

Titanium Transportation Group capped off a strong 

fourth quarter and full year, growing Q4 revenue 20% 

and recording a net income of $1.3 million. 

For the full year, Titanium saw revenue climb 43% to 

$184.8 million and it achieved a profit of $5.8 million. 

The company grew its driver base by 14% on the year 

and paid off $11.3 million in debt.

“We are pleased to report a solid finish to a strong 

year of operating results for Titanium,” said Ted Dan-

iel, chief executive officer of Titanium. “Both our truck 

transportation and logistics segments delivered strong 

growth, reflecting improved industry conditions, previ-

ous strategic investments in technology and our driver 

recruitment initiatives. Our sharp focus on execution 

resulted in substantial operating cash flow generation, 

allowing us to pay down a significant amount of debt 

and further strengthen our balance sheet.”

Daniel said he maintains a positive outlook for 2019.

“Industry conditions remain generally favorable, and 

our investments in outstanding people and leading tech-

nology continue to provide the foundation for sustain-

able and long-term growth,” Daniel said. 

The truck transportation segment grew revenue by 

21% in the fourth quarter, while the logistics segment 

saw revenue increase 25%. EBITDA was $4.3 million for 

truck transportation (a 39% increase), while logistics 

achieved EBITDA of $1.5 million (up 63%).

The company also announced its expansion into the 

U.S., with the addition of a brokerage service based in 

Charlotte, N.C.

This is the first of what will be several locations in stra-

tegic U.S. markets, the company announced. 

“Today’s announcement is a product of our commit-

ment to organic growth and efforts to invest in and 

develop opportunities across the company in Canada 

and the U.S.,” said Daniel. “Over the past several years 

we have made purposeful investments in infrastruc-

ture, technology and staff to build a scalable business 

that supports opportunities such as this one with min-

imal added overhead.”

Titanium has established a separate U.S. subsidiary 

called Titanium American Logistics. It has also recruited 

operations personnel with expertise in the U.S. broker-

age services and logistics industry.

“Brokerage services is an attractive and asset-light 

business in which we have demonstrated great suc-

cess in supporting our clients on both sides of the 

border for nearly two decades. Our current business 

includes roughly two-thirds of our freight volumes 

originating with U.S.-based clients, so this is a nat-

ural progression and expansion for the company,” 

said Daniel. “We expect the operations to contribute 

positively to our organic earnings growth over the 

near-term and continue to build with the addition 

of future offices.” TN

GREEN BAY, WISCONSIN

Schneider is celebrating the 50th 

anniversary of its bulk division.

It entered the segment in 1969 

with the acquisition of Kampo Tran-

sit, before renaming it Schneider 

Tank Lines. Schneider’s bulk divi-

sion began by hauling milk and fuel 

on routes throughout Wisconsin. Its 

bulk fleet now operates right across 

North America.

“Achieving 50 years in bulk trans-

portation is a significant accom-

plishment, and we’re very proud 

to be one of only a few carriers to 

hit that mark,” said Jason Howe, 

senior vice-president and general 

manager of Schneider’s bulk divi-

sion. “Of course, we owe so much 

of our success and longevity to the 

customers who trust us to move 

their product and the incredible 

drivers who deliver it safely, time 

after time.”

The company claims to be the 

only carrier in the industry offering 

longhaul, local, regional, cross-bor-

der, dedicated, and intermodal 

bulk services. TN

Andy Transport acquires  
new terminal

Titanium reports strong results, 
expands into U.S.

Schneider  
celebrates  
50 years  
in bulk

 THE TRUCK STOPS HERE! TM 

•  ALL U.S. & CANADIAN 
AUTHORITIES & PERMITS

• IRP & IFTA REGISTRATION 
•  CROSS BORDER (E-Manifest)  

PROCESSING
•  FUEL TAX REPORTING
•  DIVISIBLE LOAD WEIGHT PERMITS
•  BONDED CARRIER STATUS 
• HVUT (Form 2290) FILING
•  C-TPAT, PIP and CSA  

FAST EXPRESS

WAYNE NOFTLE
Ph: 1-800-401-9138
Fax: 1-888-795-2258 

6705 TOMKEN RD., SUITE 219 
MISSISSAUGA, ON L5T 2J6

STATESIDE IS CANADA’S ONLY
ONE STOP SHOP™ 
FOR TRUCKERS!

With over 40 years experience in the Transportation & Insurance Industry!

www.statesideconsultants.com      info@statesideconsultants.com

 Call for a FREE Consultation

C.U.T.C.INC
• Canadian Licensing

• FMCSA (ICC Authority)

• DOT Registrations

• IFTA Registrations

• Fuel Tax Reporting

• Unified Carrier Registration

• PARS/PAPS/ACE

• Corporate Registrations

• Regulations

• IRP Registration

• Bonded Carrier Status

Trucking
    

made
 Simple

Trucking
    

made
 Simple

For more information call  866-927-8294
or visit our web site at www.cutcinc.ca
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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 52

Call us at 905-795-2838

Announcements Ad Index

The Canadian Trucking Alliance 

(CTA) has named Jean-Claude 

Fortin of JE Fortin as vice-chair-

man, and Greg Munden of Mun-

den Ventures as secretary-treasurer, 

under a recently announced re-or-

ganization.

They replace Don Streuber 

of Bison Transport and Mark  

Seymour of Kriska Transporta-

tion, who respectively served in the 

interim roles during the transition.

•

Linda Young , 

vice-president of 

human resources 

and people devel-

opment at Bison 

Transport, will 

lead Trucking HR 

Canada’s board of directors.

Joining the board for the first time 

will be Cindy Clarke, formerly 

from Western Star and now pres-

ident of Women in Supply Chain, 

Stephanie Theede, vice-president 

of human resources at RTL-Westcan 

Group of Companies, and Rachel 

Arseneau, owner of GX Transpor-

tation Solutions.

Oksana Exell, president and 

CEO at the Western Transporta-

tion Advisory Council (WESTAC), 

has committed to another term. 

Mark Seymour, president and 

CEO of Kriska Transportation 

Group, continues his term as 

vice-chairman.

•

TransPro Freight Systems, a Kriska 

Transportation Group company, has 

appointed Jon Saunders as gen-

eral manager. Before joining the 

team at TransPro, Saunders held 

senior roles at Polaris Transporta-

tion Group. He also has experience 

in banking where he maintained a 

focus on private equity and trans-

portation and logistics.

Saunders holds an MBA from the 

Richard Ivey School of Business as 

well as a Bachelor of Commerce 

from McMaster University.

Paul Mathias is the latest profes-

sional truck driver to be honored 

with the Goodyear Highway Hero 

Award.

M a t h i a s ,  a 

U.S. military vet-

eran, intervened 

to help a family 

when their SUV 

was struck by 

another vehicle. 

He had just stopped his truck at a 

red light in Phoenix, Ari., when a 

vehicle slammed into an SUV car-

rying a mother and her two chil-

dren. Mathias helped the mother 

perform CPR on her son and com-

forted her daughter, who passed 

away moments later. He then 

administered CPR to the boy until 

emergency crews arrived and took 

over. The boy survived.

•

The Ontario Trucking Association 

(OTA) has knighted seven excep-

tional professional truck drivers 

who will travel the province, pro-

moting the industry to the media 

as well as sharing their experiences 

and knowledge of the trucking 

industry and highway safety with 

students and community groups.

This year’s Road Knights team 

consists of: William Hickey, ONE 

for Freight; Mike Iasparro, Cana-

dian Tire; Michael Mann, Trimac 

Transportation; Kevin Matthews, 

Trans-Frt. McNamara; Treana 

Moniz, Bison Transport; Jackie 

Van Wynen, Zavcor Trucking; 

and Rod Verbeke, Trimac Trans-

portation.

The Road Knights team members 

were selected by a panel of repre-

sentatives from the OPP, MTO, Road 

Knights Alumni, Truck News, 680 

News, and OTA staff members.

OTA Road Knights are available 

for community outreach events and 

will provide insight on sharing the 

road with a transport truck and 

how all road users can be partners 

in safety. TN

Canadian Trucking Alliance executive gets a new look; 
Linda Young to lead Trucking HR Canada board; Transpro 

names new G.M.; and introducing the new Ontario Road Knights
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SPILL RESPONSE

Products

Yokohama displayed two new tires at this year’s spring meetings of the Technology & 

Maintenance Council. The 712L drive tire and 114R UWB wide-base single were shown for 

the first time. Both are SmartWay-verified low rolling resistance tires built at the compa-

ny’s West Point, Mississippi plant. 

The 712L longhaul drive tire was launched April 1 in four sizes: 295/75R22.5, 11R22.5, 

285/75R24.5, and 11R24.5. It offers improved wear resistance, thanks to a stress con-

trol groove that helps stabilize the outer rib, combating irregular wear, Tom Clauer, 

senior manager, commercial and OTR product planning for Yokohama told Truck News 

at the show.

“The outside rib will get some wavy wear because the axles are more flexible, and once 

that starts it’s done,” he said. “This helps stabilize that and equalizes pressures.”

The 712L will phase out the 577 and 703 models. 

The 114R UWB will succeed the RY407 UWB and will be launched later this year in size 

445/50R22.5. Clauer said customers demanded the new size. TN

A new Spicer Dura-Tune center bearing 

for downsped drivetrains, and a Spicer 

Trac-Lok limited slip differential for  

medium-duty trucks were introduced by 

Dana at the Technology & Maintenance 

Council’s spring meetings.

The Spicer Dura-Tune center bearing, available 

on Spicer SPL driveshafts and heavy-duty Spicer 

10-Series driveshafts, is designed to isolate and 

dampen vibration in downsped applications. It 

also reduces noise and harshness levels associ-

ated with the higher drivetrain torque stresses 

and vibration frequencies created be engine 

downspeeding 

and chassis lightweighting.

The Dura-Tune can replace the cur-

rent standard SPL and heavy-duty 

Spicer 10-Series center bearing assem-

blies, as well as competitive products,  

Dana announced. 

The Spicer Trac-Lok limited slip differential is 

designed for S140 single drive axles, which will be 

available in June for medium-duty trucks. Dana 

said it provides improved traction during 

unexpected wheel-slip events. No switches, 

wires, sensors, air hoses or manual driver 

input are required, Dana announced. 

During a slip event, it automatically 

sends about three times more torque to 

the high-traction wheel-end. It then returns 

to normal wheel-end differentiation as con-

ditions change, to provide maximum vehicle 

handling. TN

Michelin’s new Agilis CrossClimate tire is designed for ¾- and one-ton trucks and vans operated 

by commercial fleets. It’s aimed at: local and parcel delivery fleets; food and beverage haulers; 

telecom and utility fleets; and trades, including landscaping, plumbing, electrical, HVAC, and 

pest control.

The Agilis CrossClimate launched April 1 in the U.S. and Canada, in 16 light truck sizes, and 

five C-Metric sizes for commercial vans. Michelin says features and benefits include: durability 

over extended miles; towing and hauling heavy loads; improved protection from impacts and 

punctures; and all-weather performance for rough work conditions. 

Adam Murphy, vice-president of marketing for Michelin, said during the Technology & Main-

tenance Council meetings of the American Trucking Associations, that urban markets are grow-

ing. This means more need for tires designed for local delivery fleets, express mail and parcel 

delivery companies, temperature-controlled carriers, and tradesmen. 

“This is an incredibly dynamic part of the market that is becoming more and more import-

ant,” Murphy said. 

A new treadwear indicator within the groove lets customers know how much tread remains 

on the tire, allowing them to get full value from their tire investment. TN

Bendix Spicer Foundation Brake has announced 

improvements to its ADB22X air disc brake. A new 

adjustment mechanism has been designed for 

increased vibration robustness, while improving the 

running clearance between the friction and rotor, 

the company announced. The new disc brake also 

boasts longer pad life and reduces residual brake 

drag, extending service life.

The brake has also been coupled with Bendix’s 

longest-life friction, the BX276 air disc brake pad. It 

includes an additional two millimeters of 

thickness over its predecessor, the BX275. 

This gives it an 8% increase in wear-

able volume. The wear rate has been 

increased by up to 40%, 

Bendix claims. TN
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THE STORY SO FAR

Mother Load is in need of her annual 

safety inspection and while Mark 

is talking about that with another 

driver, a third man approaches and 

tells Mark he knows a mechanic that 

does inspections for $500.

Mark checks out Ralph’s shop and 

isn’t impressed. There are no trucks, 

no mechanics, and little equipment. 

On top of that, he says the inspection 

will be done in an hour. Mark tells 

him he’s leaving the truck overnight.

•

After a great night catching up with 

friends and watching a hockey game 

over a few beers, Mark returned to 

the repair shop ready to pick up 

Mother Load and be on his way.

He’d taken his time that morn-

ing, doing some laundry at his 

buddy’s house, then getting in 

some shopping and buying stuff to 

restock Mother Load for his next 

cross-country haul. He’d also taken 

his time to make sure the mechanic 

had all the time he needed to do a 

thorough inspection and make all 

the necessary repairs.

But when he arrived at the shop at 

around two in the afternoon, Ralph 

wasn’t there. Instead, there was a 

young man – almost a teenager, 

really – in the shop and not another 

single truck to be serviced.

“Where’s Ralph?” Mark asked.

“He’s working at the other shop,” 

the young man said. “He says you 

owe $500.”

Five hundred dollars, thought 

Mark. That’s an insanely cheap price 

for what his truck needed done to it. 

He had the money in cash, in fact he 

had three times that amount cre-

ating a bulge in his shirt pocket. 

It was nice to know he’d leave her 

with most of that money still in his 

possession, but would his truck be 

deemed safe?

“Okay, $500,” Mark said. “But what 

about the repairs? The tires?”

“He said $500.” Obviously, this 

kid had been instructed on what to 

say and he was going to stick to the 

script no matter what Mark had to 

say about it.

Mark decided on another tract. 

“Where’s my truck?” he asked.

“You have the money?”

This guy was good at follow-

ing orders. Like a dog on a bone, it 

seemed. “Yeah, I have money, but I 

want to see my truck first.”

“Money first. Then you can see the 

truck.”

Reluctantly, Mark took the wad 

of cash from his shirt pocket and 

pulled off five $100 bills. He held 

out the money and without hesita-

tion the kid pulled them from his 

fingers as if they were a receipt from 

a cash register. 

“This way,” he said, walking 

toward the rear of the shop.

Mark followed him through the 

mostly empty repair shop and out 

the back door of the unit. There, 

parked just where he’d left it yes-

terday was Mother Load. In fact, it 

looked as if she hadn’t been moved 

at all.

“Okay,” the young man said.

Mark didn’t answer right away, 

but it didn’t matter. The young man 

had already turned and was enter-

ing the shop through the rear door.

“Hey, wait a second…” Mark said, 

but it was too late. The door to the 

shop was closed and Mark was alone 

with his truck…and down $500.

He took a few steps closer to 

his truck and checked where the 

safety stickers were supposed to 

be affixed. To his amazement, they 

were there all shiny and new and 

proclaiming that Mother Load 

was good to go for another year 

on Canada’s highways.

He outstretched his hand and ran 

the tip of his finger over the sticker. 

It was real, and it was on his truck.

‘But how?’ he wondered.

Mark dropped down to inspect his 

brakes. They hadn’t been touched.

He checked the tires. They had not 

been replaced. ‘So that was how,’ 

he thought. They didn’t do a damn 

thing to the truck other than slap a 

safety sticker on it.

Mark stood there for several 

moments, thinking. 

So, they didn’t do an inspection. 

But the sticker was on the truck 

and he could get the repairs Mother 

Load needed at some other shop 

and the net result would be that 

his truck would be safe and legal 

for another year on the road…all for 

several hundred dollars less than if 

he’d gone about his safety inspec-

tion in the usual way.

So, he was coming out ahead.

But was he really?

As he started Mother Load and 

let her idle a while to warm up, the 

ethics of what he’d just done began 

to weigh on his mind.

Sure, he’d gotten a new sticker, 

and he’d saved a few hundred dol-

lars, but there was something really 

wrong with this transaction.

First of all, it was illegal and as 

much as Mark could say he didn’t 

know they hadn’t done an actual 

inspection, no one would ever 

believe him. He’d been driving too 

long to convince anyone that he was 

so naive.

And then there was the matter of 

safety. What these guys had done 

was put trucks on the road that 

were potentially dangerous – for 

the truck owners to drive, and for 

other drivers to share the road with.

That just wasn’t right. It was bad 

for truck drivers, bad for the industry, 

and bad for road safety in general.

Mark wanted to do the right 

thing, but how? TN

Mark Dalton returns next month in 

the conclusion of Safety first.
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SOUTH MOUNTAIN, ONTARIO

Edwin Duncan’s motto for his busi-

ness is simple, yet effective: We get 

it there, with time to spare. 

And it’s one that his company, JED 

Express, takes seriously. Close to 99% 

of all JED’s deliveries have been on 

time, and his customers are happy 

for that. 

JED Express is based out of South 

Mountain, Ont., a small community 

45 minutes south of Ottawa. 

Duncan started the busi-

ness in 1993, when he wanted 

to get out of the farming busi-

ness. He named the company 

JED after his children ( J for Jill, 

E for Eric, and D for Duncan, their 

last name). Duncan’s son helps the 

business out on a part-time basis for 

special projects. 

In 1993, the company started with 

four brand new trucks and six new 

trailers, and ever since that March 

day 26 years ago, Duncan said he’s 

never looked back.

Today the business boasts 46 

trucks, and 117 trailers hauling gen-

eral freight including paper and plas-

tic products, as well as appliances to 

the U.S. in North and South Carolina, 

Georgia, Tennessee, Arkansas, Okla-

homa, Missouri, and Texas. 

“We don’t specialize in anything, 

but getting it there on time,” Duncan 

said, proudly. “My motto is ‘We get it 

there, with time to spare,’ and that’s 

what we do. We make sure it gets 

there with the ability to track stuff. 

It’s one of our biggest strengths. We 

do what we say, and say what we do, 

because I learned a long time ago, 

that you don’t tell (customers) what 

they want to hear, tell them what 

you’re going to do.” 

And this model has paid off for him. 

In fact, he said he regularly hears that 

his customers often don’t even want 

to talk to JED’s competition. 

“It’s always so nice to hear that 

when someone knocks on my cus-

tomers’ door for freight services and 

they say they’re not even interested,” 

he said. “They tell them they don’t 

care what the price is, they don’t 

want to hear it and that makes me 

feel good.”

JED Express is also a Gold Stan-

dard winner for being one of Cana-

da’s Best Managed Companies. Not 

only for its commitment to customer 

service, but likely also because of 

how it treats its employees. 

Duncan says turnover is low at 

JED because of all the perks and ben-

efits his employees can enjoy when 

they are a part of the company. 

“The trucks they drive are top 

of the line,” he said. “And we spec’ 

trucks out like owner-operators. 

We make sure all the trucks we get 

are made for the drivers so they are 

very comfortable.”

He added that trucks are turned over 

every three years at JED, while trailers 

are switched out every five years. Dun-

can says he does this to avoid the com-

mon problems trucks run into after 

the warranty is up. It also helps the 

business have the cleanest, greenest 

trucks on the road; being an environ-

mentally-friendly fleet is important 

to Duncan. 

“We have battery-operated heat-

ing and cooling systems as well,” he 

went on to say. “We also have air-re-

lease fifth wheels. We supply Sirius 

XM satellite radio in the trucks, as 

well as heated and cooled seats – 

premium seats – the best mattress 

you can buy, refrigerators, inverters, 

space to put a microwave. There’s 

also lots of space in truck for our 

drivers. And all that is on top of 

having collision avoidance and lane 

keeping, to keep our already safe 

drivers safer.”

He added that most of the drivers 

who do leave JED, end up coming 

back one way or another.

Right now, JED Express’ biggest 

challenge, like many in trucking, is 

the lack of qualified drivers looking 

to enter the industry. 

“The biggest problem right now is 

the driver shortage,” Duncan said. 

“Our drivers are getting older, so I 

have guys out getting knee opera-

tions and heart operations, so it’s 

hard trying to find the right people 

to fill those seats in the meantime.” 

Duncan said that when he does 

get resumes on his desk, he’ll only 

end up calling two out of 10 appli-

cants. 

“I like to hand-pick my drivers 

myself,” he said. “Because I like to see 

experience. We will train people out 

of school, and we have a good train-

ing program, but we like to hire those 

with some experience on the road. I 

also have to make sure the people I 

hired are okay with doing longhaul, 

because it is a big commitment.” 

In the future, Duncan said he isn’t 

concerned too much about grow-

ing the business or buying more 

equipment. His concern is mak-

ing the business even better than it 

already is. TN

Sonia Straface is the associate  

editor of Truck News. She has been 

covering the Canadian trucking  

industry since 2014.

Back to basics
Edwin Duncan, president of JED Express, likes to haul freight the old-fashioned way: on time.

The Last Word

Edwin Duncan
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