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We get it. Your business depends on trucks that

perform and make money, so we engineered the

Century Class S/T to be a real breadwinner. This

efficient truck is hundreds of pounds lighter than

key competitors and that makes a hefty difference

to your bottom line. Our lighter aluminum cab 

and components reduce truck weight and let 

you take on more payload. And we know when it

comes to payload, bigger is always better. To learn 

more about how Freightliner Trucks can help you 

run smart, visit us at www.freightlinertrucks.com.

WEIGHS LESS. MA

freightlinertrucks.com For the Freightliner Trucks Dealer nearest you, call 1-800-FTL-HELP. FTL/MC-A-605. Specifications are subject to change without notice. 
© 2005, Freightliner LLC. All rights reserved. Freightliner Trucks is a member of the Freightliner Group. Freightliner is a DaimlerChrysler company.

(SUDDENLY, THE REST OF TH

http://www.freightlinertrucks.com


KES MORE MONEY.
E AD SEEMS UNNECESSARY.)

http://www.freightlinertrucks.com


A more efficient truck means bigger paydays. That’s why we built the lightweight Freightliner Business Class® M2.

Our light, durable components and aluminum cab and fuel tanks reduce the overall weight of the Business Class M2

so you can load more cargo, cover more territory and make every run count. Who knew one truck could work this

hard. To learn more about how Freightliner Trucks can help you run smart, visit us at www.freightlinertrucks.com.

freightlinertrucks.com For the Freightliner Trucks Dealer nearest you, call 1-800-FTL-HELP. FTL/MC-A-622. Specifications are subject to change without notice. 
© 2005, Freightliner LLC. All rights reserved. Freightliner Trucks is a member of the Freightliner Group. Freightliner is a DaimlerChrysler company.

LIGHTER TRUCK. BIGGER PAYLOAD.

RIDICULOUSLY EASY CHOICE.

http://www.freightlinertrucks.com
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New from Bridgestone: Make your tire dollar go even farther with M726 EL, 
the mega-deep 32/32˝ drive – one of the deepest in the industry.

Bridgestone’s deep-drive technology and tough tread compound mean 
slower wear to deliver mega-mileage. And that means mini-cost per 
mile and mega-uptime for you.

Plus, the wider M726 EL takes a full-size cap, so with its legendary 
Bridgestone retreadability, you can enjoy even more low-cost miles.

Mega-deep 32/32˝ tread depth

Takes popular M726 technology to the next level with 
slow wear that delivers mega-mileage and mini-cost per mile.

Casing-saving stone rejector platforms 

Improve retreadability and ensure more low-cost miles 
by helping to prevent trapped stones from impaling the tread 

and damaging the casing. 

Stabilizing shoulder design

Distributes weight and torque for even wear 
by fighting irregular wear and block squirm. 

NEWM726 EL mega deep DRIVE

NEWM726EL mega-mileageNEWM726EL mega-mileage

INTRODUCING THE
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Money makes the 
wheel go ‘round…

The shortage of truck drivers and all the
woes faced by existing drivers can be
linked to one common denominator.
Money.

Drivers today are netting the same
income, after inflation, that they were 10
years ago.

The big difference is they have to work
longer hours to make the same money.

How many recruits would look forward
to a job where you start at 4:00 a.m., and
work until 8:00 p.m., five days a week?  On
the 6th day you grease,  wash and do gen-
eral maintenance.

Even local runs, within 160 km of your
home terminal,  can involve those same
hours. I live in Victoria, B.C., and to haul 
a load of logs within 160 km
of here, I have to take two
ferry rides. It’s just like wait-
ing at the border and what
the shipper wants to pay for
the driver’s time while he’s
waiting for sailings that are
delayed, or full?

Why is it that shippers
want their freight yesterday?
Bad weather, terrible road
conditions, and  breakdowns
always seem to be the drivers’ fault. 

Are trucks breaking down more often?
If so, why? Could it be that because the
margins have become so slim that certain
things like maintenance have to be “put
off until the next trip”? Deregulation is a
double-edged sword. Great for the ship-
pers, great for the trucking companies,
but for drivers? I don’t think so.

Ron Basi
Sidney, B.C.

Any storm in a port
Re: “No coasting in the Lower Mainland,”
by Marco Beghetto, Sept. ’05

I was legal counsel to the Vancouver
Container Trucking Association (VCTA)
through most of the last six months. You
are correct to identify the Vancouver Port
Authority’s (VPA) irresponsibility, prior to
the dispute. 

However, your analysis lacks historical
and detailed backing. The VPA, in cahoots
with the British Columbia Trucking
Association, sabotaged the same dispute
resolution methodology during a similar
dispute six years ago. 

Your point is even stronger because,
contrary to the way you expressed it, the

VPA didn’t do anything to
resolve this. It was the
Federal Cabinet that forced
the VPA to bring in the
licensing scheme. 

The VPA tried to keep a
low profile and avoided any-
thing remotely resembling
leadership. They are a coun-
try club bunch, with big
salaries and little scrutiny
from Ottawa or the media. 

And from what I’ve heard, it was
Industry Minister David Emerson
(Vancouver Kingsway) who drove the
Federal Cabinet into action,   

Bringing Teamster drivers in would be a
disaster. Very few owner-operators feel
any respect for the Teamsters Local 31.

You also missed the race issue. One of
the key sparks to this dispute was an
incident of racism at the port by a ware-
housing foreman. The VPA is a white-
man’s organization.

About 90 percent of the container
owner-operators are Punjabi.

John Craig Patterson 
Vancouver
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"Mack® has been a good partner with us over the long haul. 
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When we first launched Today’s Trucking almost 19 years
ago, I remember only too well a discussion about our
need for a fax machine. Not which one we needed, not

how many fancy functions it should possess, but whether we had
to have one at all. Seems incredible now.

In fact, such tools were primitive back then, and nearly two
decades later they seem primitive again. But we couldn’t have
done without it, obviously. I very rarely communicate via fax
nowadays but for many years it was a lifesaver in terms of time
and expense.

Got my first computer that year as well, if you don’t count the
earlier Texas Instruments machine that used an ordinary tape
recorder as its storage medium. A little DOS machine with no
hard drive. And floppy disks that were actually floppy.

To some, 1987 may sound like the ice age, but it’s really only
yesterday.

I was thinking about that fax discussion as I sat in a U.S. con-
ference room in mid-October. Pedro Ferro, ArvinMeritor’s
Commercial Vehicle Systems vice-president and general manager
of Emissions and Specialty Products, was rolling through a
PowerPoint presentation on the company’s advanced emissions-
control products at its Technology Center in Columbus, Ind.  

In the room with me and Pedro were three chemists and engi-
neers with individual brain cells way bigger than the total smarts
my sorry little computer offered 19 years back. Contributing to
the discussion in voices as clear as if they were beside me even
though they were a continent away, and following the two-hour
presentation in real time, were two others: Clive Telford, director
of engineering in the company’s burgeoning emissions business;
and Silvio Angori, general manager of its global OEM business
with respect to emissions. Telford was in Warton, Lancashire,
Angori was in Rome, and I was in rural Indiana thinking that we’d
come a few miles from the days when fax machines were the
height of our communications ability. 

On a huge screen in front of me, not incidentally, I was looking at
fascinating technology like ArvinMeritor’s ‘Plasma Fuel Reformer’,
also referred to—maybe ironically—as the ‘plasmatron’. Shades of
Woody Allen. It’s a regenerator for cleaning nitrogen-oxide traps
found in the diesel emissions systems that we’ll be using in 2010. It’s
also very efficient at self-generating onboard hydrogen, so the tech-
nology can also be developed as a bridge to fuel cells, Ferro says.

As if all of that high-tech wizardry weren’t enough, two
weeks earlier I found myself at DaimlerChrysler’s huge test track
and R&D facility in northwestern Germany. The company’s
Commercial Vehicles Division was holding its biannual
‘Technology Days’ for some of the international press, and they
had 50 different examples of electronic tricks to show off. Some
of them are near to market, and a few would astonish you. Almost
all of them are geared to improving road safety.

I can only scratch the surface here of what I saw there (more will
follow), but I’ve got to mention one example of not-so-far-out giz-
mology—automatic trailer hitching and unhitching. Mercedes-
Benz already offers fifth-wheel coupling by remote control, but
they’re working on automatic coupling that will also include auto-
matic connection of air and electric lines. No kidding.

Or how about the ‘Reversing Assistant’ that sees the driver roll
into a dock or back under a container using only a joystick?

Cameras and sensors chart
the truck’s course and a
screen on the dash shows
the driver where he is. He
guides the vehicle with the
joystick while the actual pre-
cision steering is done auto-
matically. I rode shotgun on
a demo of this one, and I
couldn’t believe my eyes. We
backed a straight truck with

a 28-ft pup around a 90-degree corner and under a container on
stands. The driver never looked in his mirrors and never touched
the steering wheel.

Pardon me for being the wide-eyed innocent here, but the
truth is I once had a 1962 Volkswagen Beetle with rod-operated
brakes. Really. A German domestic model with no hydraulics.
Four steel rods emanated from the pedal to the wheels, and
hardly ever in unison. I’m not kidding.

Rod-operated brakes. Exceedingly floppy disks. All the way to
plasmatrons and steering a big truck with a joystick. I love this
new world. ▲

Editorial

You Keeping Up?
The brave new world of very high technology is a long 
way from yesterday. Fine by me.

By Rolf Lockwood

Rolf Lockwood is editorial director and publisher of Today’s Trucking.
You can reach him at 416-614-5825 or rolf@todaystrucking.com.

Pardon me for being
the wide-eyed
innocent here, but 
the truth is I once had
a 1962 Volkswagen
Beetle with rod-
operated brakes.





THE LOAD 
ISN’T ON THE
TRUCK.
ACTUALLY, THE LOAD’S ON YOU.

Call 1-800-831-9405 or see us at www.bandag.com.
©2004 BANDAG, INCORPORATED • Shawinigan, Quebec

With all the pressure to keep the fleet up and running, you need more from a supplier than a friendly slap on the back.

You need a TOTAL SOLUTION of products and services customized to your needs. Like application-specific tread

PRODUCTS that meet your unique performance requirements. A SUPPORT network of 1,600 service locations

across North America to keep trucks rolling when they’re away from home. And TECHNOLOGY that automates tasks

that are currently tying up your people. Don’t let detours stand between you and greater profitability. Join the fleets

already reporting a savings of 20% or more by putting our NO DETOURSTM solutions to work for you.*

*Savings may vary.
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The face of North
American for-hire
trucking is being

permanently altered,
Canadian carriers say as they
struggle to comply with a
myriad of ever-changing US
border-crossing regulations. 

That outlook, as well as
many other opinions among
Canadian truckers, is high-
lighted in a new Transport
Canada study, which for the
first time since the terrorist
attacks of 9-11 attempts to
quantify what it costs truck-
ers on this side of the 49th to
haul freight across the border. 

The study—entitled “The
Cumulative Impact of U.S.
Import Compliance Programs
at the Canada/US Land
Border on the Canadian
Trucking Industry”—
estimates that increasing US
security and customs
requirements is costing
Canadian carriers and owner-
ops around $290 million per
year, and drivers another 
$5 million out-of-pocket.

The study measured the
impact of the increasing and
sometimes arbitrary,
regulations by surveying
trucking industry segments;
mainly for-hire carriers, but
also some private carriers,
owner-operators, and a
handful of shippers and
other stakeholders.

By analyzing the cost
impact of customs and
security programs such as
Advanced Electronic
Presentation of Cargo
Information; Customs-Trade
Partnership Against
Terrorism (C-TPAT); Free
and Secure Trade (FAST);
United States Food and Drug
Administration (FDA) prior
notice arrival;
Transportation of Dangerous
Goods; and the upcoming
Automated Commercial
Environment (ACE)
Program, Transport Canada
estimates the Canadian
trucking industry’s compli-
ance bill totals anywhere
between $179 million to $406

BY MARCO BEGHETTO

For Whom the Border Tolls
Border regs are pushing small companies out, keeping drivers away, and costing
the trucking industry almost $300 million, says a new Transport Canada report.

SURVEY SAYS: Some small carriers
and owner-ops are driving away
from transborder lanes in part
because of regulatory complexities.
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million this year. 
A mid-range number

would be in the order of
$290 million per year,
Transport Canada guesses.
Driver costs due to the US
border security measures are
at a minimum $3.4
million/annum to a

maximum of $6.8 million.
“It comes as no surprise to

anyone in the trucking
industry,” said David Bradley,
CEO of the Canadian
Trucking Alliance, which
was part of the report’s steer-
ing committee. “The indus-
try has worked hard and
made significant adjust-
ments to comply with
requirements under US laws
such as the Patriot Act,
Trade Act, and Bioterrorism
Act. But there is a cost to
higher security, and this
study validates much of what
industry leaders have been
saying over the past couple
of years.”

Close to 60 percent of the
for-hire carriers in the sam-
ple felt that US security
measures were causing some
structural change to the
Canadian and North
American trucking industry. 

The majority of the
comments mentioned that
smaller Canadian carriers
were to some extent leaving
the transborder market due
to the administrative com-
plexities of the new security
measures that they faced.
According to respondents,
larger Canadian carriers for
the most part were taking
over this traffic. 

The study also states that
Canadian carriers complying

with the rules have yet to
perceive any concrete bene-
fits from US clearance pro-
grams they’ve been applying
for. “There is some light at
the end of the tunnel but a
number of challenges must
be overcome before these
benefits become material,”
the study notes.

No kidding. Ret Tinning,
sales manger for specialized
container carrier Berry &
Smith Trucking in Penticton,
B.C., says that right now that
light is pretty dim. 

“It’s definitely still a work
in progress,” he says of bor-
der clearance programs such
as FAST four years after they

Want more news? Go to todaystrucking.com
Send us your feedback. E-mail editors@todaystrucking.com �

Think FASTer: As this month’s lead Dispatches story

(“For Whom the Border Tolls”) indicates, the federal govern-

ment pegs the price of crossing the border at around $290

mill a year for Canadian truckers. So what are they going to do

about it?

In typical government style, many of the study’s final

recommendations suggest, well … more studying and further

recommendations.

“It is highly recommended that an update of this study be

undertaken in late 2006 once ACE has been implemented and

the dust has settled.” ACE stands for the upcoming Automated

Commercial Environment, which will be required for

submitting electronic manifests to US Customs.

… “It is also recommended that further research be

carried out on a more rigorous basis to: measure time delays

that are actually being incurred by trucking companies

crossing the border; and determine the true economic costs

of these delays.”

In the meantime, the study recommends that the pre-

processing initiatives already commenced be encouraged and

expanded for other gateways across the country where

feasible.The study suggests carriers and the government

accommodate the busy schedules of truck drivers who must

be interviewed at specific border crossings to become FAST

approved. Also, the report wants to see training schools

educate drivers on border and customs procedures. Now why

didn’t we think of that?
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Dispatches

LOG BOOK Go online for more events, visit www.todaystrucking.com

Nov 17 – 18 
Ontario Trucking Association Annual Convention,Toronto
Congress Centre,Toronto.Trucking industry leaders gather to
discuss current industry topics, guest speakers address “hot”
issues and dynamic entertainers perform at networking
sessions such as the “Wall Street Outlook for Trucking,”
“How to Beat the Driver Shortage,” and many more.
Contact: 416/249-7401; or go to www.ontruck.org.

Nov 29
MTO Phase 3 Weight & Dimension (VW&D) Reform Seminar,
OTA Offices,Toronto. Do you operate multi-axle equipment in
Ontario? Attend this seminar hosted by the Ontario Trucking
Association to obtain important information on changes to
Ontario’s Weight & Dimension Regulations contained in the 
new Regulation 413/05. Contact: 416/249-7401 or go to
www.ontruck.org.

Dec 6 – 8
Electric Drive Transportation Association Conference, Pan
Pacific Vancouver Hotel, Vancouver.The conference offers

participants interested in hybrid and fuel cell technology a
myriad of educational opportunities including in-depth learning
forums, expositions, Ride’n’Drive and valuable networking
events. Contact: 408-395-0059 or go to www.electricdrive.org.

Jan 23 – 27
Heavy Duty Aftermarket Week (HDAW), Mirage Hotel &
Casino, Las Vegas, Nev. Sponsored by Heavy Duty Aftermarket
Week (HDAW), the event will feature a trade show, training,
educational and social functions, one-on-one business meetings
and more. Go to www.hdaw.org for details.

March 1– 3
The Work Truck Show & 42nd Annual NTEA Convention,
Georgia World Congress Center, Atlanta, Ga. Sponsored by
National Truck Equipment Assn. (NTEA), the show is a 
business-to-business trade show designed by the NTEA to
bring together manufacturers, distributors, buyers and users
of work trucks in all industries. Call: 1-800-441-NTEA or 
go to www.ntea.com.

�

were first created. He told
Today’s Trucking that a seri-
ous lack of FAST-approved
shippers are hindering the
ability of Canadian carriers
to take advantage of poten-
tial benefits from the US
security regime. 

In fact, a separate, recently
published study commis-
sioned by FedEx Express
Canada, states that despite
the wide-scale promotion of
FAST, only 38 percent of
companies that export
goods to the US know any-
thing about the binational
border clearance program
which requires the driver,
carrier, and shipper to
undergo background checks
in exchange for what’s sup-
posed to be expedited cus-
toms clearance. 

However, perhaps the
most alarming effect as
described by practically all
carriers questioned in the
survey, is the opinion that
US security measures are

exasperating the qualified
driver shortage for trans-
border lanes. 

“There is a general
reluctance for many drivers
to cross the border due to
the US security measures
[e.g., the potential for fines if
noncompliant, and delays at
the border that cut into
driving time]. The long-haul
nature of many US routes
also has quality-of -life
implications for many
drivers who wish to remain
closer to home for family
reasons,” the study states. 

Furthermore, several
owner-operators also indicat-
ed they were very emphatic
in their intention to get out
of the transborder business.
The main reasons given were:
The costs related to becom-
ing FAST approved; the pri-
vate information that had to
be submitted to become
FAST approved; and receiv-
ing no compensation by car-
riers for increased costs due

to FAST and/or for increased
delays at the border.

“Surely, anecdotally at
least, you hear about certain
drivers that don’t want to
cross the border anymore. I

can’t see the border [issue]
making the driver situation
any better,” says Ron Lennox,
vice-president of trade and
security at the CTA. “If you
look at the trade magazines,
you’ll see [recruitment ads]
that say ‘no US’ or ‘no border
crossing.’ So what does that
mean when you have
recruiters using that as a
selling point? It sure says

something about crossing
the border these days.”

Tinning appreciates the
attempt to analyze border-
crossing issues from a mone-
tary perspective, but quickly
adds that the true cost will
likely never be realized. He
says there are so many mis-
cellaneous expenses involved
in crossing the border—
including the actual cost of
quantifying your costs to get
surcharges from cus-
tomers—that carriers can’t
expect to recoup every dime. 

Ironically, however, more
than a few carriers have ben-
efited from the stranglehold
US regulations have put on
some of their competitors,
says Tinning.

In a sense, US Customs is
acting as a gatekeeper in
more than one way. “You
can’t pick and choose these
costs, so in a way it levels
the playing field,” he says.
“Now you can’t necessarily
go in and undercut the rate

The majority of 
the comments
mentioned that
smaller Canadian
carriers were to
some extent
leaving the trans-
border market.
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because these are the issues
every carrier who crosses the
border must deal with. It’s
part of the cost of doing
business today.”

For more to this story,
check out the news section
at TodaysTrucking.com. To
read the complete report go
to www.tc.gc.ca/pol/en/
Report/BorderStudy/Main. 

Fuel Prices

Oil Firms All
Cracked Up
Robert Possamai rolled the
dice when he decided to get
into the trucking business
two short years ago. He
knew the industry was long
past the point of giving away
easy rides, but figured he
was as good as anyone to
answer the call of a small
wood contractor 90 km off-
road in the woods of Sault
Ste. Marie, Ont.

Knowing fuel was a major
concern for truckers, he
made sure to save a lot of
room for diesel in his budg-
et. Still, he never expected
this. Today, even after win-
ning a modest fuel surcharge
from his customer, his brand
new 2005 International
9400i spends its nights sit-
ting up against the fence
with a for-sale sign in the
windshield. It’s only been a
couple weeks, but so far, no
takers—the truck’s too
heavy. But perhaps a shipper
will come knocking.

“A lot of the companies in
the area that depend on
[owner-ops] are having to
buy their own trucks to
cover their needs,” he tells
Today’s Trucking.

Although his stint in
trucking has been short, and
one could argue he hasn’t
earned sympathy, he truly

does love working the wheel,
and he doesn’t want to give
up just yet. 

“I always say it’s a good
thing my wife has a good
job to support my trucking
habit,” he says. “I will
continue to work the truck
until it sells or until I 
could go to work for a
bigger company.” 

However, he’ll need luck
on his side when one consid-
ers the fuel forecast experts
are predicting—or at least
trying to predict. 

Ron Rosnak, senior petro-
leum adviser for En-Pro

International—an Oshawa,
Ont., consulting and pricing
intelligence firm of industri-
al commodities—says that
2006 is one of the most diffi-
cult years the company has
ever faced when preparing
an annual budget projection. 

It is also perhaps the most
alarming. 

While they know for sure
that next year will definitely
bring higher energy rates as
well as costs of other goods
and services, it’s difficult to
pinpoint just how much.
Crude, guesses En-Pro, will
likely average out to $68 US

a barrel, but in a worst case
scenario, could level off 
at $80.

For diesel, a distillate fuel,
En-Pro (www.en-pro.com)
predicts for next year about
an 11-percent increase over
the 2005 average registered
up to the end of September;
and about 5 percent more
than what the final 2005
average will be—meaning
that when the dust settles at
the end of the December,
diesel prices will be much
higher than what we’ve
already seen; especially if it’s
a colder winter than usual. 

Supply and demand, as
well as inventory levels, have
traditionally played a
significant role in affecting
fuel prices—as truckers saw
when Hurricanes Katrina
and Rita knocked out pro-
duction on the Gulf Coast
and choked supply. However,
Rosnak says a newer and
growing factor is “specula-
tors” on the NYMEX, which
are motivated by just about
everything: capacity, weather,
political unrest, global
economics, and basically the
general mood traders are in
on any given day. 

“The commodity market
has become like a stock
market,” he tells Today’s
Trucking. “Inventories are
actually better now than
they were last year, 
especially on crude and
distillates, but now you have
prices 40-percent higher. 
It doesn’t follow convent-
ional reason.”

And there’s no indication
that the game will be played
closer to the rules of the
good ‘ol days when oil prices
were more fixed for the
short-term. 

Ten years ago, reports a
recent Washington Post

Dispatches

REFINED BUSINESS: The way oil is priced has changed drastically
over the last 20 years—in the oil companies’ favour, of course.
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Dispatches
article, an average of 94,450
futures contracts for light
sweet crude oil traded hands
each day. To date for 2005,
the daily average is 238,000
trades, with a high of over
406,000 trades on August
30, 2005. Furthermore, in
2002, a half-size version
called the emiNY was
created so that smaller,
individual investors could
enter the commodity
market. It has grown from
1,100 trades a day in 2003 to
12,700 in 2005.

So where does much of
the profit from those driven
prices go? If you went out on
a limb and guessed the oil
companies, you’d be right. 

Rosnak says that fully
integrated oil companies—
with their own oil fields,
refineries, and marketing
departments—inflate their
margins internally. When
the company takes crude

out of the ground, they sell it
to their own refinery “on
paper” at market prices
above what it might cost to
produce. “So you have a
profit there,” explains
Rosnak. After the product is
refined, it’s again held up to
import-export market
trends, and that’s how the
rack price is developed. The
differential between crude
and the rack price is the
profit referred to as the
“crack spread.” 

“What we don’t know is
what refining sells it on
paper to the marketing
department for,” he says.
These “profit centres,” as
Rosnak calls them, can cre-
ate margins as large as 30 or
more cents a litre. 

This extra flexibility may
lead to price wars, predicts
Rosnak—especially in the
cardlock market. “The high
crack spread allows them to

get competitive. It could
even push prices at cardlock
lower than bulk,” says
Rosnak. “After all, if your
crack spread is 32 cents, and
you sell it two or three cents
lower than rack, you’re still
making 30 cents. They’re
still making a killing.”

Indeed. And it’s killing
guys like Possamai, to be sure. 

Emissions

SCR the Answer:
DaimlerChrysler
Selective catalytic reduction
(SCR) technology will be the
solution to the North
American emissions
challenge of 2010, says
Andreas Renschler. 

The head of
DaimlerChrysler AG’s
Commercial Vehicles
Division, headquartered in
Stuttgart, Germany, says it’s
the only possible answer to

the last round of US
Environmental Protection
Agency (EPA) rules. 

Those emissions limits
for 2010 are mirrored in
Canada. Renschler’s
technical chief, Dr. Gerald
Weber, agrees. “We believe
it’s the only technology
that’s mature enough to
fulfill the [2010] emissions
requirements,” Weber told
Today’s Trucking in a recent
interview at the
DaimlerChrysler test track
near Papenburg, Germany.

Other technologies are
feasible in theory, he added,
but could not be developed
in time for commercial use in
2010. SCR would be installed
on top of EGR and a
particulate filter, Weber says.

Some 5,000 Mercedes-
Benz trucks equipped with
SCR have already been
delivered to customers in
Europe, more than half of
them at the toughest ‘Euro 5’
standard which isn’t
required until 2009. The
opposite of EGR, diesel
engines equipped with SCR
are actually 3-5 percent
more fuel-efficient than
those without it. SCR was
rejected by the EPA to meet
2007 emission regulations,
as it was for the earlier
round of standards in 2004,
largely because it was feared
that truck operators could
not ensure that their
vehicles would not be run
without the liquid urea on
which SCR depends.

SCR trucks carry a small
tank of urea, which is
injected into a catalyst in
the exhaust stream and then
reacts to produce ammonia
and to reduce noxious
emissions. If the urea tank
runs dry, the catalyst is
rendered ineffective.
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So many things to deliver. So little time to
do it. Need a profitable solution? 
Choose GO›24 Power Leasing from
Brossard Leasing. Helping you get there 
on time, all the time.

1 800 361-9720
www.brossard.com

The road is long. Time is short.

But Renschler has an
answer for that objection—
an empty urea tank would
trigger engine de-rating and
the truck would be hobbled,
possibly left in limp-home
mode so that the driver
could at least get it to a serv-
ice point.

While most engine mak-
ers who currently rely on
EGR have at least enter-
tained the possibility of SCR
as an emissions solution
four years from now,
Caterpillar, which is the only
company that utilizes
ACERT technology, warns
against it for on-highway
applications.

Cat cites the urea issue as
its main reason for red flag-
ging SCR as a North
American solution. Also, Cat
claims the use of SCR in

mobile applications in
Europe has shown
that the cost benefits
for SCR may not be as
good as originally
expected— that the
combined cost for fuel
and urea may negate
nearly the cost bene-
fits provided with SCR
for customers. 

But that’s not what
the other engine folks
are saying—especially
those based across the
pond. 

Volvo Trucks is the
other company lead-
ing the charge for SCR
adoption in the next round
of emissions-cutting. 

As for the potential urea
obstacle, Volvo Powertrain
vice-president of engine
engineering Tony Greszler

says that the need to have
urea available at every fuel-
ing station might not be an
issue by 2010. He predicts
urea will be needed in such
low concentrations by
then—likely about one per-

cent of fuel consumed, down
from current European rates
of four percent—that it
would be very easy to tote
around a few gallons of urea
solution in jugs.

— by Rolf Lockwood

Dispatches

EUREKA: The fuel tank and urea tank
on a Mercedes-Benz Actros tractor.

SCR proponents say urea isn’t likely to
be as big of an issue as previously

thought in North America.

http://www.brossard.com
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To the fleets on the 
New Route, thank you.

There’s a New Route in mobile communications and 
onboard computing, a route that’s founded in customer- 
driven innovation to give fleets a real business edge.

That’s why more than 1,000 fleets have chosen 
PeopleNet and made us the fastest-growing provider 
in the business. So go ahead, get on the New Route.

Find out for yourself why more and more 
fleets are partnering with PeopleNet. Call us at 
888-208-8110 or visit www.peoplenetonline.com.

PerformX:
Now available

in metric units.

PeopleNet g3™
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®

DRIVERS ARE THRILLED. BOSS IS HAPPY.
FAMILY IS SURPRISED TO SEE YOU AT DINNER.

HEAVY TRUCKS
MEDIUM TRUCKS
SEVERE TRUCKS
ENGINES
BUSES
PARTS / SERVICE
FINANCE / LEASING

www.InternationalDelivers.com

At the end of the day, can International® 8000 Series trucks increase your uptime? You bet. It’s details like 
the Diamond Logic™ electrical system with self-diagnostics testing and a 40% reduction in wiring that 
keep your trucks moving. Not to mention the industry’s largest dealer network that has you covered just in 
case. So increase your number of appearances at the dinner table with a visit to your International dealer.

International® is a registered trademark of International Truck and Engine Corporation.

http://www.internationaldelivers.com
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BIOFUEL

Bye, Bye
Biodiesel?
The Ontario Trucking
Association may have won a
hard-fought battle against
mandatory biodiesel in
Ontario. 

The OTA now says that
Ontario’s Ministry of
Agriculture is thinking twice
about the adoption of
biodiesel. The government
was considering a biodiesel
requirement of B2 or B5 for
Ontario truckers.

Biodiesel is a renewable
vegetable or animal fat-
based fuel that can be
burned in any standard,
unmodified diesel engine in
pure form (B100) or in a
blend with petroleum diesel.

“I am aware that the
trucking industry has a num-
ber of concerns about
biodiesel as a fuel,” Minister
of Agriculture, Food and
Rural Affairs Leona
Dombrowsky, wrote in a let-
ter to OTA. “I understand
that the federal government
has introduced new on-road
vehicle and engine emission
regulations that will impact
heavy duty vehicles. Under
these regulations, biodiesel
will have less smog reduction
advantage over petrodiesel...”

The minister goes on to
admit that biodiesel does
have cold weather chal-
lenges, and notes the indus-
try’s concern over biodiesel
blends when it comes to
engine warranty, distribu-
tion and cost.

The OTA, like many
other of biodiesel’s critics,
also warned that the long-
term effects of the fuel on
maintenance and reliability
with incoming low-emis-

sions EPA-mandated
engines are not known at
this time. The vehicles are
still in the development
stage and no one can say
with certainty how they will
be impacted, OTA says. 

Meanwhile, truckers in
Minnesota are the first
transport providers in
North America required to
fill up their fuel tanks with
a biodiesel blend. According
to the Minneapolis Star
Tribune, a new law requires
fuel sold in Minnesota state
to consist of B2 biodiesel.
Minnesota Gov. Tim
Pawlenty kicked off

biodiesel’s official debut
with visits to processing
plants in southern
Minnesota. 

Enforcement

Truckers’ eyes
roll with hearses
The union representing
Ontario’s truck safety
enforcement officers says
the provincial government
is failing to reduce the
number of truck-related
deaths on Ontario highways
and cited the most recent
Ontario Road Safety Annual
Report (ORSAR) indicating

155 people died in collisions
with tractor trailers in 2003
to bolster its claim. The
study compares vehicle
collisions by type and
circumstance between 1998
and 2003.

In a rhetorically charged
press release entitled
“Hearses roll as government
fails to curb truck-related
deaths,” the Ontario 
Public Service Employees
Union used the study to
challenge what it says is an
Ontario government plan to
reduce the number of
roadside inspectors across
the province.

Dispatches

■ Japanese auto giant HONDA is consider-
ing plans for a third vehicle assembly plant
in Ontario. According to the Toronto Star,
strong North American demand may lead
the company to build a new southern
Ontario facility in the next 10 years.The
sources say the company will likely make a
decision within the next 12 to 18 months so
it can start producing new models for the
North American market in 2009.The news
came just after a groundbreaking ceremony
for rival Toyota’s second Canadian plant in
Woodstock, Ont.That $800 million plant will
open in 2008.

■ The OWNER-OPERATOR’S BUSINESS
ASSOCIATION OF CANADA, with the help
of popular trucker guru and highwaySTAR
editor Jim Park, has raised $100,000 in
sponsorship, membership, and pledges in
support for the group.

The challenge was first issued in April by
Park, who is also contributing editor to
Today’s Trucking, when he promised in an
editorial column that he would shave his
head to help raise a bit of money for OBAC,
which helps member owner-operators make
business decisions.The campaign became

known as “The $100,000 Haircut Challenge.”
The association has been struggling

financially since its small start-up 
budget was stolen by a former volunteer
accountant.

■ Just before embarking on a series of
major fleet acquisitions last month,
TRANSFORCE was warming up with the
purchase of a 100-truck
fleet in Saint-Félix de
Kingsey, Que.The truck-
ing giant bought
DUROCHER TRANSIT, a
specialized truckload
fleet and warehousing
services firm.

Not long after,
TransForce acquired three more carriers:
GOLDEN EAGLE EXPRESS Inc. headquar-
tered in Bois-des-Filion, and GROUP 2 B Inc.,
based primarily in Quebec’s Abitibi-
Temiscamingue region. Most recently it
bought REBEL TRANSPORT, an oil and gas
services carrier in Edmonton.

■ CUSTOM TRUCK SALES celebrated its
40th anniversary with major customer
events at its four locations in Saskatchewan
and Manitoba. Brent Leach, Custom Truck
Sales president in Regina, Sask. says that
while the trucking market in Saskatchewan
and Manitoba has changed significantly
over the years, Custom Truck Sales has kept
pace with an assist from Kenworth.

heard on the

Street

Alain Bédard
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truck sales index August 2005

U.S. RETAIL TRUCK SALES 

12-month Class-8 Sales

� Online Resources: For more truck sales stats, go to todaystrucking.com
Sources: Canadian Vehicle Manufacturers Association and Ward’s Communication.

CLASS 8 This Month YTD ’05 YTD ’04 Share

Freightliner 833 5440 4067 23.4%
International 766 5408 4196 23.2%
Kenworth 428 3210 2756 13.8%
Volvo 155 2217 2110 9.5%
Peterbilt 385 2194 2046 9.4%
Sterling 288 1671 1384 7.2%
Western Star 275 1644 1320 7.1%
Mack 217 1510 1249 6.5%
TOTAL 3347 23294 19128 100.0%

CLASS 7 This Month YTD ’05 YTD ’04 Share

International 95 930 909 29.9%
Freightliner 50 490 452 15.7%
General Motors 36 444 429 14.3%
Kenworth 44 363 299 11.7%
Peterbilt 42 333 331 10.7%
Sterling 29 242 355 7.8%
Hino Canada 31 177 181 5.7%
Ford 77 133 10 4.3%
Western Star 0 0 3 0.0%
Mack 0 0 2 0.0%
TOTAL 404 3112 2971 100.0%

CLASS 6 This Month YTD ’05 YTD ’04 Share

International 70 433 467 44.3%
General Motors 17 204 123 20.9%
Freightliner 11 132 160 13.5%
Hino Canada 14 113 70 11.6%
Sterling 3 49 57 5.0%
Ford 6 47 1 4.8%
TOTAL 121 978 878 100.0%

CLASS 5 This Month YTD ’05 YTD ’04 Share

Ford 163 1487 1646 50.7%
General Motors 168 896 644 30.6%
Hino Canada 41 463 566 15.8%
International 33 43 173 1.5%
Freightliner 0 42 25 1.4%
Sterling 0 0 1 0.0%
TOTAL 405 2931 3055 100.0%
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CLASS 8 This Month YTD ’05 YTD ’04 Share

Freightliner 9125 52401 36507 31.5%
International 3883 31476 23394 18.9%
Peterbilt 2818 19006 16021 11.4%
Kenworth 2444 17225 14337 10.4%
Mack 2201 17124 12863 10.3%
Volvo 2115 16804 12839 10.1%
Sterling 1451 10031 7378 6.0%
Western Star 242 1943 1438 1.2%
Other 80 382 623 0.2%
TOTAL 24,359 166,392 125,400 100.0%
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In an interview with
TodaysTrucking.com,
Daniel denied the union
was scaremongering with
the release and he dis-
missed reports showing a
downward trend in truck-
related fatalities as govern-
ment “spin.” He points out
that there were 24 more
fatalities in 2003 than in
1998 (131), indicating that
fatalities are “slowly, slowly
inching upward.”

However, while the press
release may lead some
people to think deaths
involving truck collisions
is a growing problem in
Ontario, the complete
report paints a different
picture. Although 155 truck
related fatalities is higher
than the number recorded
in 1998, the 2003 total is
either at par or significant-
ly lower than all other
years since 1998. There
were 16 fewer truck related
deaths in 2003 than in
2002 (171), for example.

Also, the 2003 study
mirrors previous years’
reports that show the
truck driver was driving
properly in those fatal col-
lisions 68 percent of the
time. And only 4 percent
of collisions are related to
tractor-trailer defects,
while only 0.7 percent
were attributed to alcohol.

Furthermore, Ministry
records do indicate a long-
term improvement in truck
related crashes and deaths
over the last 15 years. 

When asked about the
controversial nature of the
headline for the press
release distributed to the
media, Daniel admitted
“that the news on that
particular (release) got
people to talk about it.” ▲
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CASH IN ON A $3500 REBATE ON ANY INVENTORY
’05 & ’06 MODEL YEAR VHDs, DAYCABS & 630s

CASH REBATE FROM VOLVO

AND ASK YOUR DEALER ABOUT OUR SPECIAL PRICES ON 
ALL 2005 MODEL YEAR INVENTORY TRUCKS.

Terms and Conditions: Offer applies to selected 2005 & 2006 model year stock VHD, DAYCAB and 630 
vehicles currently in dealer inventory. Customers may use the $3500 manufacturer’s rebate as a down 
payment, or opt to receive a $3500 cheque directly from Volvo Trucks Canada Inc. Offer applies to
trucks purchased on or before November 30, 2005. This is a limited time offer which is not transferable. 

Quantities are limited. See your dealer for complete details.

DAYCAB VHD

630

ACT
NOW!

Stafford Truck Centre
Kamloops, BC (250) 374-3883

Berk's Intertruck Ltd.
Nanaimo, BC (250) 758-5217
Duncan, BC (250) 748-5152
Port Alberni, BC (250) 723-7394

Babine Truck & Equipment Ltd.
Prince George, BC (250) 562-7422
Smithers, BC (250) 847-3981

GEMM Diesel Ltd.
Salmon Arm, BC (250) 832-6207

Pacific Coast Heavy Truck Group
Surrey, BC (604) 888-5577

Alberta Heavy Truck Centre Ltd.
Calgary, AB (403) 279-3000
Lethbridge, AB (403) 320-6089
Red Deer, AB (403) 342-4187

Volvo Truck Centre Edmonton
Edmonton, AB (780) 451-2680

Nortrux Inc.
Grande Prairie, AB (780) 532-1290

Regina Volvo Trucks
Regina, SK (306) 525-0466

Saskatoon Volvo Trucks
Saskatoon, SK (306) 242-7932

Beaver Truck Centre
Winnipeg, MB (204) 632-9100

Durham Truck & Equipment 
Sales & Service
Ajax, ON (905) 426-6225

Expressway Truck Centre
Milton, ON (905) 876 -1662 

Expressway Trucks Waterloo
Ayr, ON (519) 632-9777

Mid-Ontario Truck Centre
Barrie, ON (705) 722-1122

Sheehan's Truck Centre Inc.
Burlington, ON (905) 632-0300

ALL North Truck Centre
Lively (Sudbury), ON (705) 692-4746
North Bay, ON (705) 495-0790
Sault Ste. Marie, ON (705) 759-1167

Gerry's Truck Centre Ltd.
London, ON (519) 652-2100

401 Trucksource Inc.
Maidstone (Windsor), ON 
(519) 737-6956

Performance Equipment Ltd.
Mississauga, ON (905) 564-8333
Toronto, ON (416) 626-3555

Surgenor Truck Centre
Ottawa, ON (613) 745-0024
Kingston, ON (613) 548-1100

Camions Montréal
Dorval/Montréal, QC (514) 735-5111

Paré Centre du Camion Volvo
Lévis, QC (418) 833-5333
Vanier, QC (418) 688-3066

Paré Camion Volvo Rimouski
Rimouski, QC (418) 723-6553

Paré Centre du Camion Rivière 
du Loup, Saint-Antonin, QC
(418) 863-5331

Centre du Camion Thibault
Rouyn-Noranda,QC (819) 762-1751

Volvo Lac St-Jean
St-Prime, QC (418) 251-1234

Centre du Camion Ste-Marie
St-Rémi, QC (450) 454-4614
St-Hyacinthe, QC (450) 796-4004

Lounsbury Truck Centre
Moncton, NB (506) 857-4345
Hanwell, NB (506) 459-1204

Lounsbury Company Limited
Miramichi, NB (506) 622-2313

MacKay's Volvo Truck Centre
Truro, NS (902) 895-0511
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Commentary

Ioften wonder what I’d be
up to if I hadn’t landed
this job. After two decades

at the wheel, I needed a
change. I was running out of
challenges and ladders to
climb. I was looking for
something fulfilling and
lucrative but wasn’t sure
which way to go.

For a while, I fancied myself
becoming a driver trainer of
some sort. Not a “safety and
compliance” kind of trainer,
but a hands-on in-the-cab
trainer—a teacher. I’d done
enough of that kind of work
to appreciate the satisfaction
one gets from seeing the light
come on, but frankly, I wasn’t
prepared to run team to do it.
Running team takes commit-
ment to a whole new level.

I’ve done enough team
driving to say unabashedly
that I really admire those who
do it. It’s a rough life.

In writing the feature story
in this issue on driver-devel-
opment programs, I began to
reflect on the commitment
required to take newly
licensed drivers and grow
them into safe and
productive professionals. 

Over the years, I’ve had the
pleasure of teaching dozens of
drivers how to load and
unload various kinds of
tankers, from liquid and dry
bulk to cryogenic equipment.
We’d work together on a dozen
or more loads—a day at a
time, but nothing approaching
a full-time commitment. 

Then, I took my wife under
my arm; bringing her from a
newly licensed driver to

someone I was comfortable
sleeping behind while the
truck hurtled down the road. 

The pros at Markel in
Aberfoyle, Ont. taught her the
basics, long before “Earning
Your Wheels” was even a
twinkle in HRDC’s eyes. We’d
been hired, conditionally, as
team drivers by a company in
Niagara Falls, Ont., to haul
cyanide to gold mines in
Nevada. Imagine being fresh
out of driving school and
being put to work with a
truck full of cyanide. 

The boss said he’d give us
six weeks to prove ourselves,
which really meant if, within
six weeks, I became comfort-
able sleeping while she drove,

we could keep the job. We
started as super-singles run-
ning between Louisville, Ky.
and Sault Ste. Marie, Ont.
That gave us time for training
and time for her to solo on
quieter highways, usually at
night, where she couldn’t get
into too much trouble. 

I’d sit beside her, kind of
thinking out loud as I drove,
offering up a running
commentary of what I was
seeing, thinking about, and
reacting to. She learned to
see things and respond the
same way.

After a couple of weeks, I
could manage a nap while she

drove, but solid sleep eluded
me. The slightest tip to the
truck, or the sound of the
brakes coming on had me
peeking out the curtain. Now
remember, we were married,
and we had a pretty solid
relationship. But let me tell
you, going that long on naps
only, and with the inevitable
difficulties that popped up,
we were testing the limits of
our compatibility. 

It’s with that thought that I
salute all the team trainers
out there, and the carriers
that make that kind of train-
ing environment possible. In
my opinion, that’s the only
way to grow good drivers.
Today’s highways are no place
to be learning on the fly,
alone. Too many things can go
wrong, and with no one to
turn to for answers, the rookie
is severely disadvantaged. Talk

about getting beaten
up—often to the
point where the
rookie quits,
discouraged and
disgusted. And the
industry loses
another of those rare
birds who still want
to become truck
drivers. That doesn’t
serve anyone well.

I’ve heard tales of
drivers with five
months’ experience
becoming driver
trainers, and I’ve
heard of 20-year
guys giving it all up
because the fleets
they work for could-
n’t see fit to sweeten

the pot a little, like offering a
few extra cents a mile, or a
double bunk sleeper. 

I hope our better carriers
embrace the kind of driver
development I write about in
the story. There are no better
resources to teach the new
drivers than the older ones,
but they need the support of
a committed fleet. 

My  wife made it, by the
way. More to her credit, than
mine. She had the double
burden of learning a new
trade while putting up with a
cranky and demanding part-
ner. It’s probably a blessing
that I wound up here rather
than there, though I’m sure
some would disagree. ▲

A former owner-operator, Jim

Park is the editor of highwaySTAR 

magazine. Reach him at 416/614-

5811 or jim@todaystrucking.com.

Training Wheels
driver’s side Coaching and mentoring new drivers takes a special breed.
By Jim Park

If, within six weeks, I
became comfortable
sleeping while she
drove, we could
keep the job.
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Guest Editorial

More than almost any
other sector, the
heavy-duty truck-

ing industry operates in the
public eye. 

Under intense public scruti-
ny, we play a critical role in the
economy—moving 85 percent
of the goods in the supply
chain—on public highways
and streets—and for the most
part, we do an exceptional job. 

But we cannot ignore the
changing times. If we are truly
exiting an extended period of
over-capacity, industry
restructuring, and moving
away from dealing with basic
issues of survival, it is also an
appropriate time to address a
variety of issues that are hold-
ing back our industry. 

In this context, the Ontario
Trucking Association (OTA)
executive has identified four of
the major challenges facing the
industry: efficiency, safety and
compliance, environmental
stewardship, and driver stress.  

Mandatory speed limitation
is just one part of that overall
policy direction.

When the OTA announced
in the summer that it would
research the impact of manda-
tory speed limiters, we were
anticipating a mixed reaction
from both carriers and drivers. 

What we did find from our
initial survey of members was
a high level of support (92 per-
cent) to further explore this
policy initiative. Interestingly,
we found an even higher per-
centage of respondents (94
percent) already had speed
policies in place.

Consider the following

aspects of the issue that have
driven this initiative;

FUEL EFFICIENCY: The
benefits—financial and
environmental—are obvious.
Not only that, but if the indus-
try doesn’t take steps it would
be reasonable to expect exter-
nal pressures to come to bear.
The alternative is to wait for
bureaucrats or special-interest
groups to push legislation.

SAFETY: Contrary to some
recently voiced opinions, there
is no proof that speed differ-
ential between cars and trucks

results in an increased safety
hazard.  Indeed, evidence
suggests that with appropriate
driving habits and lane
discipline, some speed differ-
ential is safer. That being said,
a heavy truck involved in an
accident, regardless of who is
at fault, will do significantly
more damage going 130 km/h
vs. 105 km/h.

PUBLIC PERCEPTION:
Every friend or family member
has experienced a truck
climbing up their rear in the
middle lane while they are

doing 125 km/h.  We need the
public (and by extension, gov-
ernment) to support our
industry.  This also speaks to
those critics who say speed
limiters will lead to an exodus
of drivers from our already
depleted supply. Nothing
could be further from the
truth.  The public we share the
road with includes young

people making career
decisions and parents offering
advice to their children. A lot
of young people have a very
unfavourable view of trucks,
based solely on the small
minority of truckers who do
drive too fast.

Another response to the
speed limiter suggestion is
that there should merely be
more enforcement of the
current limits. We agree
wholeheartedly, and I have no
doubt that increased enforce-
ment will be a key part of our
final policy. But we can’t base
our policies on the hope that
police will step up enforce-
ment. It’s not going to happen.
Moreover, technology will be
part of any enforcement
strategy anyway.  

No one is more skeptical of
government intervention than
the OTA. However, govern-
ment does have a role in
introducing sensible regula-
tions to protect public safety
and the environment. 

Against that backdrop, I

would ask, “Are we best to sit
back and operate in a ‘live and
let live’ environment, where we
worry only about our individ-
ual business issues?” 

That works quite well until
there is a high-profile incident.
When this happens, we’ll get
the usual knee-jerk responses,
and the OTA will attempt to
mitigate any hastily developed,

misguided public policy deci-
sion that government will
introduce to appease public
concern. Because too often,
those policies take a sledge-
hammer to the issue and do so
in a way that compromises our
industry’s competitiveness.

Better than waiting for an
incident, would it not be wiser
to thoughtfully discuss and
help shape public policy that
is carefully developed in a
manner that respects our
exposure and interaction with
the general public, as well as
protects our competitiveness
as an industry?

If we want an environment
that will allow trucking to
flourish in the future, we must
continue the dialogue and
make courageous decisions
that improve our industry for
our drivers, our stakeholders,
and the general public. ▲

Scott Smith is the chairman or

the  Ontario Trucking

Association and president of 

J.D. Smith and Sons in Toronto.

High Time for Lower Speeds
driver’s side Truckers should act on speed limiters now, before the 
government tells them what to do. By Scott Smith

Regardless, a heavy truck involved in 
an accident regardless of who is at fault
will do significantly more damage going
130 km/h vs. 105 km/h.
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Want to ensure you’re on the
invite list for all of your law
firm’s client functions? One

way is to send them lots of work—and that
means ensuring all your ex-employees leave
disgruntled and eager to take you to arbi-
tration or court after they’ve been unfairly
dismissed. Here’s Today’s Trucking’s five-
part guide on How Not to Fire Someone.

1Don’t bother with a company policy
manual—Just wing it. That way, all

your hires are completely in the dark on
what’s expected of them on the job. If they
screw up on the job and get the sack, they
can rely on the “but, I didn’t know” defence
at arbitration. “Companies that have
employee manuals can rely on manuals to
say to the employee ‘look it, we told you,
you were aware of it, you ignored it and you
leave us with no alternative but to dismiss
you because of it.’ It’s that kind of evidence
that’s going to be supportable by an adju-
dicator, along with proper documentation
of wrongdoing,” says Dave Leroux, client

education consultant, Human Resources
and Skills Development Canada.

2Don’t document anything. If your
employee is routinely late for work,

forget about documenting violations. For
minor infractions such as chronic late-
ness, the folks with the Canada Labour
Code like to see employers using progres-
sive discipline measures to try to take care
of the problem before dismissing an
employee. The golden steps to progressive
discipline work like this: verbal warning,
written warning, suspension, dismissal.
However, if you expect to rely on these
steps to justify your case, you have to doc-
ument everything fully. Don’t bother if you
want to keep going to your law firm’s
annual golf tourney.

3Don’t treat the ex-employee fairly.  Just
kick them to the curb without giving

them notice or payment in lieu of it. Both
the Canada Labour Code and Employee
Standards Act set out minimum statutory
notice periods that an employer must

either give the soon-to-be ex-employee 
or pay a comparable amount in wages,
according to Carole McAfee, an associate at
Toronto’s WeirFoulds LLP. And since courts
and arbitrators also rely on common law in
finding reasonable notice periods, factor-
ing in such things as an employee’s age,
experience, position held, and length of
tenure, it’s probably best to disregard that
as well. If you err on the side of generosity
in giving notice terms, you’re more likely to
stay out of arbitration hearings and, there-
fore, law-firm client barbecues.

4 Be sloppy with cause. If you think you
caught your employee with their

hands in the till, fire the person immedi-
ately and do your investigation after-
wards. Make sure the investigation is full
of holes, with lots of wiggle room for an
opposing counsel to pick apart the facts of
your case. As McAfee notes, cause is very
hard to prove and she recommends that
any employer considering terminating an
employee relying on cause to get some
advice. If you heed this advice, you’ll still
be providing some work to your law firm,
but you could give them so much more if
you ignore it and let the case wend its way
through the courts or arbitration.

5Ignore the terms set out in your owner-
operator contracts. Your owner-opera-

tor contracts should set out a notice period
for terminating the relationship; say 30days’
written notice. If you stick to that, there’s lit-
tle recourse for the owner-operator but to
find themselves another carrier since they
freely entered into the contract. If you don’t
include the notice period, pencil in some
court dates on the calendar. Another good
way of ensuring litigation is to use confus-
ing, poorly worded contracts that leave
jurists scratching their heads as to what it
means. “Then the court can set aside the
contract and infer what a reasonable term
of notice would be,” says McAfee.

Just remember. You pay lawyer bills to
help you make money; not to spend it on
ex-employees you’d thought you’d seen the
last of. ▲

How Not to Fire
Someone
human resources Feel like taking a trip to court next time
you offload some deadbeat? Read on. By Duff McCutcheon
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Street Smarts

Having No Truck With Criminals
safety dept. How to make sure the bad guys don’t infiltrate your fleet. 
By Raymond Mercuri

Organized crime is in
the business of load
theft, and business is

booming.  Not only that, but
the threat of terrorism is
ever-present, and cross-
border drug smuggling is a
growing industry. 

And none of those criminal
activities would be viable if
they didn’t have access to
commercial trucks.  

That means, as the driver
pool shrinks and you’re
forced to hire new drivers
with less experience than
you’d like, you’ll face an
increased prospect of finding
candidates who pose a threat
to your business.  

Imagine what the place-
ment of just one “bandit
trucker” in your organization
could do to you. How would
you like to phone up your
biggest customer to inform
him that one of your new
drivers just disappeared with
his load?

I can’t think of a better rea-
son to give your current hir-
ing and security procedures a
good going-over to see if
there are any weaknesses.   

For example, I see many—
too many, in fact—fleets that
don’t require a police
clearance certificate from
potential new hires. 

Believe it or not, some carri-
ers don’t even ask new drivers
to produce a current  abstract
and detailed work history with
contact names for reference. 

It’s essential that you check
references, even if it is time-
consuming.  Also, investigate
any prolonged gaps in

employment. Who knows
what the guy did in those
intervening years. It could
have been time.

With the applicant’s
permission, you might also
want to administer drug and
alcohol tests.

I know these procedures
take a bit of extra time, but
think instead of the conse-
quences of not doing them.   

Here’s another detail you
might be overlooking. Insist
on receiving an original copy
of a police clearance certifi-
cate. Never accept a photo-
copy. With today’s technolo-
gy, it’s frighteningly easy to
create a convincing duplicate.

What about the drivers you
already have? 

Recent information from
US and Canadian drug inter-
diction enforcement tells us
that “drivers are being
approached by professional
smugglers” offering big
dollars to help with the cross-
border drug traffic. Typically,
a driver can earn upwards of
$200 for every pound  of
illegal cargo. If you do the
math, a 100-lb shipment
could earn a driver $20,000.
With this kind of money on

the table, there are sure to be
a lot of tempted drivers.

Your first defence, of
course, is to treat your drivers
professionally. Do that and
they won’t even be tempted. 

But still, it pays to take a
good hard look at your
security system.

Stolen tractor trailers are
cause for real concern.
Government agencies have
acknowledged that a tractor
trailer can be an effective
delivery platform for a
terrorist bomb and since 1982
US interests have been
attacked 16 times by terror-
ists using vehicle bombs.

Not only that, but if some-
thing can be shipped, it can
be stolen.

I have conducted walka-
rounds at supposedly secure
yards and have seen fencing
gaps, weak fence materials,
and snow or garbage cans
piled up so high beside a
fence that a child could climb
into the yard. A truly secure
yard not only requires good
fences but also security
devices, such as lighting and
surveillance systems.  

Thefts can occur at any

point in the shipping process.
So there’s probably value in
developing an en-route secu-
rity plan for your drivers. (For
a great example of a fleet that
excels at security, read “Auto
pilot,” by Marco Beghetto, on
page 34 of this issue.) 

For more information visit:
www.fmcsa.dot.gov. Click on
“Safety & Security.” You might
also call your local police to see
whether they employ a “load
theft” unit, who may be avail-
able to meet and assist you in
protecting your fleet operation.   

KUDOS: Finally, after many
years of outstanding service
and contributions to improv-
ing road safety, Ontario
Provincial Police Sergeant Cam

Woolley has been recognized
as Ontario’s Top Cop. You’ve
probably seen Cam on the
news from time to time; he’s
an engaging and helpful
policeman and has worked at
many professional driver safety
functions over the years.
Congrats, Cam! ▲

Raymond Mercuri writes 

about safety and training for

Today’s Trucking.

How would you
like to phone up
your biggest
customer to tell
him that one of
your new drivers
just disappeared
with his load?



© 2005 Dana Corporation. All rights reserved.

Durable. Lightweight.
And Loads of Other Advantages.
Dana Spicer® SmartRide™

RF Series Air Ride Suspension Module.
Cut downtime with the lightweight air ride trailer suspension that handles heavy loads with ease. 
The durable design features truck-style brakes that can reduce service inventory up to 40%. An industry
first 5-3/4" large diameter axle (LDA) provides greater strength and a 15% increase in bending stiffness,
while reducing the weight per axle by 30 pounds. Increased stiffness reduces axle deflection, improving
tire wear and fuel economy. It’s also available with Dana Spicer® TIMS™  (Tire Inflation and Monitor
System) to prevent costly tire wear and has a payback of less than one year. So don’t get held back by
trailer suspensions that can’t handle the job. Specify the RF Series suspension, built for the long haul.

For more information, go to www.roadranger.com or call 800/826-HELP (4357).

The RF Series meets
the unique needs 
of flatbed, tanker,
dump, and specialty
van trailers.

Roadranger: Eaton, Dana, and other trusted partners 
providing the best products and services in the industry.

http://www.roadranger.com


NOVEMBER 2005   33

How to be Your Own Taxman
big money Using your GST to pay income tax, before CRA comes back to
haunt you. By Scott Taylor

Street Smarts

I t’s a good habit to think of
your income taxes like
any other business

expense and to plan appro-
priately. You’ll eliminate those
“surprise” tax assessments
that make it hard to pay the
bills, including the draw you
pay to yourself. 

One strategy is to have
your accountant prepare a
tax estimate for you each
year. (I wrote about this in
last month’s column. If you
missed it, send me an email
or a self-addressed, stamped
envelope and I’ll forward a
copy. (ScottT@tfsgroup.com)

So once you have your
2005 tax estimate from your
accountant, how do you plan
to pay this expense?

Whether you’re a sole pro-
prietor or an incorporated
business, Canada Revenue
Agency (CRA) expects you to
set the appropriate amount of
tax aside and make periodic
payments, or installments. 

INSTALLMENTS FOR 
PROPRIETORSHIPS
Pay close attention here. If
you’re operating a proprietor-
ship, you must pay enough 
by Dec. 31 to cover the
amount you would otherwise
have to pay on April 30 the
following year. 

If your total taxes payable
are greater than $2,000 this
year ($1,200 in Quebec) and
were greater than $2,000
($1,200 in Quebec) in either
one of the two preceding tax
years, then installments are
required. Installments are due
quarterly, on Mar.15, June 15,

Sept. 15, and Dec. 15.
Here’s the rough part about

installments, or more appro-
priately, the non-payment of
installments. If you elect to
not make them, and instead
send your taxes in at the end
of the year in one lump sum,
CRA will assess an interest
penalty calculated against
what they say you should have
paid. The interest charge on

the outstanding amount is
compounded daily.
Furthermore, the interest
assessed by CRA is not an
allowable expense. You cannot
deduct it as you would inter-
est on any other business loan.

At a time when operating
costs are high and it’s hard to
set aside cash for anything,
let alone taxes, you need a
strategy for ensuring that you
have enough to cover the pay-
ments when they are due. 

Many of our clients use
their quarterly GST/HST
refunds to pay their income

tax installment payments. In
the long run, it helps with
budgeting and business
planning and saves interest
and penalty charges. 

INCORPORATED
OWNER-OPS
The Income Tax Act requires
corporations to make
installment payments so they
are treated the same as

taxpayers who have tax
deducted from their income
at source; i.e. T4 employees. 

Corporations must have
enough tax paid in by their
year-end or CRA charges
interest if installments are
not paid. CRA calculates the
interest on each installment
that you should have paid.
Installment interest is com-
pounded daily at the CRA
prescribed interest rate.

Generally, corporations have
to pay their taxes in monthly
installments. You do not have
to make installment payments

on your corporation’s federal
taxes if your tax payable for
either 2004 or 2005 is $1,000
or less. Similarly, you don’t
have to make installment pay-
ments on your corporation’s
provincial or territorial taxes if
the total of your provincial or
territorial taxes for 2004 or
2005 is $1,000 or less. However,
the corporation has to pay its
taxes, if any, within three
months of your year-end date.

A SIMPLE PLAN
If you’re still paying taxes
from 2004, you know what a
drain they can be. The taxes
alone don’t reflect the true
cost of a lump-sum payment
or worse, payments that are
late. Any installment
interest or penalties will be
shown on your Notice of
Assessment. Review your
2004 NOA to see just how
much extra you paid CRA
last year and then add to
that any interest charged for
payments after April 30.
That’s the true cost.

Want to make a great start
toward paying CRA your 2005
taxes? Set aside your
GST/HST refund from the
July-to-September and
October-to-December peri-
ods as income-tax payments.
Your GST/HST refund can be
direct-deposited by CRA into
a separate account from your
business operations account.
This will ensure it doesn’t 
get lost in your everyday
business activities. ▲

Scott Taylor is Vice President of

TFS Group of Waterloo, Ont.
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Wally Horodnyk has
the best trucking job
in the world. No,
really. Sure, there’s

lots to be said about pushing a herd of
heifers into a cattleliner, but Horodnyk’s
freight is a collection of every red-blooded
guy’s dream machines: Ferraris, Porsches,
’vettes, Rolls-Royces, F1 racecars, chop-
pers—the two-wheeled road hogs and
those that fly—and anything else you
once drooled over on a showroom floor. 

Ten years ago he was a freight broker.
Today he has a multi-million dollar busi-
ness hauling everything from your next-
door neighbours’ 106 hp Chevy Cavalier to
comedian Tim Allen’s’ priceless Saleen
Mustangs. Good move.

“One day a client asked if we could [get]
a move for a Honda Civic from Flint, Mich.
to Toronto,” Horodnyk recalls of his days
working the phones. “It paid $1,700.

“I said ‘how much?’ I went out and rent-
ed a truck and moved it myself. We were
so careful not to get a scratch on it. But it
turned out that it was a crash car. So we
unloaded it and they crashed it anyway.” 

Horodnyk liked the work so much, he
bought three tractor-trailers right away. In
1998 he gave away the $15-million broker-
age end to his partner in return for the
$2.7-million car-hauling business, which
he now runs under the name TFX
International with his wife and company
president, Christine. 

Today, he’s up to 10 heavy trucks—all
Western Star 4900 SAs under three
years old, with a mix of Detroit Series 60
and MBE4000 engines—as well as five
city trucks. 

So how does one evolve from hauling
Hondas to the ultra rare Ferrari Enzo—
yup, he’s moved it a couple times— in a
few short years? 

“Reputation is everything,” Horodnyk
says from his home base of Etobicoke,
Ont. “You get it by slugging it out in the
trenches and delivering exactly what you
say. I run this place like an army camp—
everything is under my scrutiny. We don’t
broker a thing out. 

You don’t get to be the official carrier of
record for Ferrari by making mistakes
and scratching doors. A door on an Enzo
is $40,000.” 

At any given time, Horodnyk could be
handling a Lamborghini Diablo, Lotus
GT1, or Mats Sundin’s Mercedes. 

On this day there’s no Maple Leaf wheels
at the shop, but the Toronto Blue Jays’
entire fleet arrives in phases. Horodnyk’s
drivers unload the cars and wash and
detail them before rolling them back into
the trailer for their long trip to the players’
off-season homes in Florida and Texas. 

Parked in the garage, ready for ship-
ment, are a couple of Ferrari 360Modenas,

a CART Circuit pacecar, a 1934 Rolls
Royce, and the last car John Lennon
owned before he died. It’s a yellowish
Mercedes diesel station wagon, by the way.

“Don’t ask me why it’s here,” Horodnyk
says. “Someone wants it moved somewhere.”

When you have millions of dollars worth
of exotic rides in your possession, it’s safe
to say that your reputation is in large part
an extension of your security system. And
as Horodnyk says, reputation in his busi-
ness is everything.

He describes his customized tractor
trailers as armed moving warehouses.
“You can’t steal this thing,” he says without
a hint of self-doubt. “It’s like an armadillo.

WALLY HORODNYK knows
that when you’re hauling this
kind of precious freight, you
can’t afford to scratch the
goods.That’s why his company
TFX is the last word in TLC.
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When it’s attacked it goes into a shell.” 
The completely enclosed, 12-ft high

NASCAR-style trailers—customized by
Kentucky Trailer Technologies—have
absolutely no visible locks or locking
mechanisms. Both trailer and tractor are
wired bumper to bumper with sensors,
and a driver’s biometric info is needed to
start the truck. 

The system, created by Toronto-based
BSM Wireless, not only has GPS and
microburst technologies, but is also
Internet-based and is live 24/7—meaning
the trucks can be remotely controlled and
monitored from anywhere in the world

with an Internet or wireless connection. “I
could be on the beach in the Cayman
Islands and kill the engine or the
hydraulics on the liftgate with a cell
phone,” Horodnyk says.

Furthermore, Horodnyk is on top of  a
truck’s every move. If an individual alarm
sounds, if a strobe goes off, if the driver stops
the truck, even if a door is opened and
closed, Horodnyk is notified within seconds. 

A message is automatically sent to
BSM, dispatch, and to Horodnyk’s person-
al Blackberry, which—like a cowboy who’s
just a trigger finger away from his most
important tool—sits in a holster on his
belt. In fact, you could say
Horodnyk runs his entire
fleet from his hip.

“If a driver speeds, a
message will automatical-
ly go to him in the cab,” he
explains. “I can even cus-
tomize the message to say:
‘you are speeding. Pick up
your phone because Wally
will be calling you in 10
seconds.’” 

By doubling as Big
Brother and a fleet owner,
where does Horodnyk
find the time to do any-
thing else? Judging by his
appointment book, he
doesn’t, really. His desk is
layered with business
cards—Ferrari, Porsche Canada, Lotus
Canada. There’re tons of suppliers, too.

That’s because these days, everybody
loves Wally.

“People love us because we’re a beta test
company. They use us to benchmark their
products,” he says. “And why not? I’ll try it.
I make money, so I want to spend money.”

Just a few of the extra toys each of
Horodnyk’s trucks and trailers are spec’ed
with, include:
■ Vulcan on-board weigh scales, which
calculate weight per axle as the cars are
rolled into the trailer; 
■ Spectra Inc.’s Brake Inspector, which
automatically measures brake stroke and
tire pressure (also linked to Horodnyk’s
Blackberry); 
■ Rigmaster Power generators, so his
drivers don’t have to idle; and 
■ Customized air tabs that divert wind
away from the back of the trailer. 

Horodnyk makes sure he’s well versed
on every device or technol-
ogy put on his trucks. “If I
don’t understand some-
thing, I don’t put it in.” 

He can also fix just about
anything on the vehicle
himself. “I’m a hydraulics
specialist,” he says. “You
think I want to be? But if the
liftgate breaks in the winter
at 4:00 am and I have seven
Mercedes in there, you
think the hydraulics guy is
getting out of bed and com-
ing out? Only one person is
going to do that—me.” 

In many ways Horodnyk
is as meticulous about his
own trucks as his clients are
about their prized rides.

They’re new, constantly washed and pol-
ished, and beaming with as much chrome
as you’ll see on a fleet vehicle. “We have an
image to protect as well,” he says. “The last
thing you want to do is roll up to a house
in the Hamptons to pick up a guy’s Rolls-
Royce and there’s rust on the back of your
truck. You just can’t have that.”
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But it’s not all about the rich and
famous. As tempting as it might be to
want to stay stuck to the high-margin,
exotic-car transport business, Horodnyk
made a commitment years ago to stay as
diversified as possible. That’s why you’ll
see a Jeep Eagle parked right next to a
Lamborghini at his facility. 

“My biggest customer is 3 percent of my

total business,” he says. “If for whatever
reason they left us, it would hardly affect
us … You need to be able to perform as
well for that guy who bought his dream
car, that 1967 Chevy Nova, as you would
for the guy with the Enzo.”

Horodnyk isn’t sure he’s done anything
special to get where he is. And he doesn’t
think he’s any more business savvy than the

next guy.  What separates him, he believes,
is his ability to react instantaneously to just
about anything thrown his way. 

“I don’t know what to expect when I
wake up,” he says. “One day I’ll be driving
a Ferrari Enzo into the car show down-
town, and the next I’ll be lying under a
truck, swearing, and covered in grease.
I’ve learned to prepare for anything.” ▲
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BY JIM PARK

Good drivers don’t grow on
trees; we know that. Gone
are the days when truck-
ing companies could

afford to sit back and whine about the
poor caliber of the entry-level driver. The
industry no longer has that luxury, but the
problem remains: where can we get quali-
fied drivers? 

A lot of wannabe drivers are lost in the
system. They’ve got the licence but lack
the experience. 

That means these people remain
unhireable because of the restrictions that
companies, wisely, place on entry-level

drivers.  However, many fleets have
developed ways around that prob-
lem, and because of their initiative,
they’re winning the recruiting war.

The key to success? They develop
their own qualified drivers. They take recent
driving-school grads and work with them
until they’re ready go to out on their own.

Saskatoon’s Kindersley Transport has a
program called S.W.A.T. (Specialized Work
Among Trainers.)  S.W.A.T  administrator
Morgan Janzen says they have placed 32
drivers into full-time positions since
September 2004. Some are already working
solo, while a number remain in full-team
environments with experienced company
drivers. None have left Kindersley in search
of greener pastures, and Janzen believes the
attrition rate will remain low.

“We’re giving them the break they’ve
been waiting for,” she says. “We obviously
expect—and hope for—a degree of loyalty,
and so far, we’re not disappointed.” 

Muskoka Transport in Bracebridge,
Ont., has also embarked on a driver-devel-

opment program to keep new blood flow-
ing into the company. Ted Birtles, the
company’s director of safety and driver
resources, regularly visits local driving
schools to ferret out suitable candidates. 

Like many other carriers, Birtles says
the biggest obstacle between new drivers
and a job with the company is experience.
Other hurdles may include a lack of
mechanical aptitude–which can translate
into difficulty managing manual trans-
missions or grasping load-securement
requirements, or the recruit might have
unrealistic expectations or simply a need
for more hand holding. 

Neither Kindersley’s nor Muskoka’s pro-
grams are heavily structured. Both take the
trainees and place them with experienced
drivers on regular revenue runs, relying on
the trainers to hone the newcomers’ skills.

Kindersley’s S.W.A.T. program draws
from a growing pool of licensed drivers
with minimal or no long haul experience.
Kindersley interviews the applicants and
conducts an orientation intended to
open the applicant’s eyes to the chal-
lenges and rewards of the job. Janzen
estimates that about 60 percent of the
applicants are accepted. 

“Beyond the usual qualifications, all the
same ones our regular drivers must meet,
we’re looking for people who did well in
school,” she says.

Birtles handpicks his candidates. They
often come with a recommendation from
the school, and he interviews them care-
fully to determine skill level and suitability.

“We accept that we’ll have a few bumps
and grinds along the way, but the new
driver is a work in progress. We take our

time, and usually it pays off, but there have
been a few failures,” says Birtles.

A self-described “old-fashioned guy,”
Muskoka Transport President Paul
Hammond admits he has a hard time
accepting today’s new drivers. 

“I don’t mean to denigrate the people
who want to work in trucking today,” he
says. “But I’m used to hiring drivers on a
handshake and sending them off to work. 

“I recognize that the labour pool has
changed, and there are fewer people with
the skills and aptitude we all took for
granted years ago. I also recognize that we
have to do more work with the people who
apply, and that’s fine. It’s paying off. It just
takes a bit of getting used to.”   

Ideally, the fleet’s role is not to retrain,
but to fine-tune the driver to the specific
job. Andy Roberts, president of Mountain

Transport Institute (MTI) in Castlegar,
B.C.,says if you start retraining them,
they’ll just get confused.  

“Assuming they’ve got the basics, a
coach [trainer] shouldn’t need to be telling
the trainee how to shift or back up,” he
says. “The supervised work experience
should be more of a transition phase from
school to the real world.”

MTI teaches the Canadian Trucking
Human Resources Council’s (CTHRC)
Earning Your Wheels Curriculum and has
established relationships with several
local carriers for the finishing phase of the
training. Roberts advises interested carri-
ers to get involved with local schools, sug-
gesting they audit the school’s course
material, ride with the instructors to get a
feel for how students are taught, and work
more closely with individual schools that

Cover

There’s a better way to
get GOOD DRIVERS
than plundering your
competitor’s labour pool.

Do-it-yourself
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deliver a consistent caliber of driver.
“Carriers have a role to play in encourag-

ing the schools to do more than teach peo-
ple how to pass the test,” Roberts says.
“Carriers should be saying to the schools, ‘If
you guys were doing a better job with your
students, we could be doing business here.’ ”

Kindersley’s program ramps up the
driver trainee’s workload over a three-
month period. They start with around
12,000 miles a month. They’re out for 12 to
14 days and home again for two or three.
The second month, they’re up to 15,000
miles, and by the end of the third month,
they’re running nearly full team miles. 

The next step is to team the trainee
with a regular fleet driver for about three
months. After a series of evaluations, by
the trainers and the regular drivers, if all
goes well, Kindersley Transport has a fully
qualified home-grown driver.

The insurance companies have a stake
in how carriers manage this process.
Certain carriers may find their insurers
willing to go down this road, provided cer-
tain conditions are met. Fleet size is usu-
ally the first issue. 

Tat Wong, underwriting manager at

Old Republic Insurance Company of
Canada, says he likes to see at least 50
trucks. From there, he looks at the ratio of
good drivers to mediocre ones. In a 50-
truck fleet with 45 or more drivers having
clean records, no claims, and at least 25
years of age, he’d be prepared to have up to
three trainee drivers in a program. 

Next issue would be to establish a
formal curriculum and a series of written
benchmarks to measure the progress of
the trainees. Wong strongly urges his

insureds to draw trainees from schools
with recognized curricula, such as PTDI
(Professional Truck Driving Institute) or
CTHRC certification, but Wong says he’s
not averse to looking at other schools with
proven track records. 

The key, he says, is the corporate culture
at the carrier. “In my experience, where
there’s buy-in from upper management,
the examples of success are there,” he says.

And the trainers, of course, are the crit-
ical factor in the equation. Roberts says
forcing a driver to become a trainer is a
time bomb. “They need some background
in adult education, for one thing,” says
Roberts. “But it should be less of a teach-
ing role, more of a mentoring role.” 

Kindersley draws trainers from its regu-
lar driver pool, but only if they pass muster.
“We do compliance audits on them, we
conduct road tests, and we do some role
playing to see if they have what it takes to
be a trainer,” says Janzen.

Kindersley splits the normal team pay
rate 70:30 between the trainer and trainee
and offers a few other perks, too. And she’s
quick to point out that those who do it
aren’t in it for the money. 

Got a few trucks parked against the
fence? Got a few drivers who might be the
mentoring type? There’s an opportunity
here. But it has to be less costly in the long
run than turning away all those under-
qualified applicants. ▲

Certain carriers may
find their insurers
quite willing to go
down this road,
provided certain
conditions are met.
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BY STEPHEN PETIT

As tempting as it might be to
suck all the information you

can out of your GPS and EOBR
units, the law says you’d 

BETTER TRACK WITH CARE.

T he place: Montreal.  The year: 2001.  Driver Eric Gauthier’s
car collides with another, killing its driver. Gauthier sur-
vives and he’s the only witness. He tells police that the
other driver was speeding. However, the event data

recorder in Gauthier’s car—the black box—lays out a different story. It
reveals  that it was Gauthier who was travelling too fast when the accident
occurred. Most automobile black boxes record road speed, engine speed,
whether the brakes are applied, and the position of the throttle when the
airbag is deployed, as well as whether the driver was wearing a seatbelt.

Gauthier’s lawyers argued that extracting data constituted an unrea-
sonable search or seizure and violated his privacy rights. The black box
was intended for diagnostics, a way to determine what caused the car’s air
bag to activate. It was not designed as an accident reconstruction tool.

Still, the court allowed information from the vehicle to be entered into
evidence in Gauthier’s trial. It helped prosecutors convict Gauthier of
dangerous driving.

Black boxes—or Electronic Onboard Recorders (EOBRs) and Global
Positioning Satellite (GPS) devices with transmitters—can be handy things.

Put a GPS on a school bus and you can tell when the bus is approach-
ing so your kids don’t have to wait outside in the rain. Embedded in a cell
phone, it can pinpoint the exact location of your 911 call. GPS chips are
getting so small and cheap to produce that manufacturers foresee tiny
devices for key fobs or wallets. 

But collecting and using information is precarious stuff, especially
when you’re an employer in Canada. 

PRIVATEMATTER
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Following a breadcrumb trail of GPS
coordinates, you not only can track your
trucks, you can monitor the behaviour of
the guy driving it. It’s hard to know, with-
out legal precedent, whether you can do
both at the same time.

But there are some hints.
In a 2003 decision, the federal Privacy

Commissioner said cameras installed for
the purpose of monitoring the security of
a yard cannot be used to discipline lazy
dockworkers without violating their rights
under the federal Personal Information
Protection and Electronic Documents
Act.  The PIPED Act, as it’s known, governs
how employers can use information they
obtain about their workers—everything
from drug test results to safety violations. 

Likewise, if you install a device to track
your trucks so you can tell customers
where their freight is, and it shows that your
driver spent two hours at his girlfriend’s

house instead of at the customs warehouse
where he said he’d been delayed, you proba-
bly can’t punish the guy. 

Your driver may be abusing company
time and resources, but disciplinary
action may contravene the PIPED Act
because the way you learned about his
actions was incidental to your original
intent: to track the freight. 

Even if the driver consents to having
his movements monitored, the PIPED Act
says employers must make sure informa-
tion about his whereabouts isn’t used for
illicit purposes; e.g. blackmail so the wife
doesn’t find out about his girlfriend.

Labour unions are addressing the issue
in collective bargaining. Appearing before
an arbitrator in Saskatchewan, a union
argued that the use of GPS devices on
company trucks constitutes “employee
surveillance,” an unfair labour practice
according to its work agreement. The
trucking company had to make its drivers
aware of the tracking equipment and state
that it would be used only for fleet man-

agement and customer service, not for
monitoring driver behaviour.

The issue is becoming complicated for
trucking companies that operate in the
United States and use freight-tracking
information to populate electronic hours-
of-service records. 

Last fall, the U.S. Federal Motor Carrier
Safety Administration (FMCSA) said it
might amend its hours of service rules to
permit or even require EOBRs. In light of
the PIPED Act, you may need a device
that’s dedicated to monitoring work hours
instead of one that automates vehicle
tracking, fuel tax reporting, or records
unsafe driving.

In Canada there is little precedent on
how data from the vehicle should affect
your expectation of privacy.

In North America, only California has
established rules on black box information.
The state requires the disclosure of the exis-

tence of such devices
to vehicle owners and
does not allow infor-
mation to be retrieved
without consent or a
court order.

It’s important to
remember that the
PIPED Act protects

the rights of individuals. It does not
extend to companies. 

Imagine renting a cube van from a com-
pany that used GPS to track your speed
and charged you $150 every time you
exceeded a speed threshold for a two-
minute span. It happened with a car rental
agency in Connecticut. Or imagine if they
kept a database on where that vehicle
stopped—which motels, restaurants, fuel
stations, etc.—and sold that information
to a marketing company. 

As an individual, the PIPED Act would
restrict those activities, but as a company,
your best protection may rest with non-
disclosure agreements drawn up by the
same group of lawyers that can help you
draft personnel policies with respect to
the PIPED Act.

When you need help finding your way,
GPS and other onboard data devices 
are invaluable guiding hands. They also
require a deeper appreciation and under-
standing of how the data can legally be
used, especially if you’re an employer. ▲

Want to know more about privacy and lack of it? 
Click on www.privcom.gc.ca, the official website of the Privacy

Commissioner of Canada. For even more fun and insight, take

the “Privacy Quiz” to see how much snooping you can get away

with without getting into hot water.
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Unless you’ve converted your long-
haul tractor into a garbage truck,
the rule of thumb about replace-

ment brake linings is to swap in the same
material that came with the vehicle from
the factory. 

The factory-fitted friction material has
been subjected to a battery of R&D work
by technicians at the vehicle and lining
suppliers and was installed to match your
axle loads, brake chamber size, slack
adjuster length, and your intended use.

However, the truck or trailer you have

today is not the same vehicle that rolled
off the line, and your brake linings and
drums are Exhibit A. Brake components—
where tolerances are measured by the
thousandths of an inch—change when
they leave the factory. Spiders, cams, hubs,
drums, and other parts are summoned
into service dozens if not hundreds of
times a day. They swell, grow, move, and
rub together. Brake components may be
stressed in ways you didn’t anticipate.

That makes matching the replacement
to the original a little trickier.

The manufacturer of the original
almost certainly makes an OE-spec
replacement, and several reputable com-
panies build linings for the aftermarket.
You can also buy linings from importers,
some with ties to familiar manufacturers
here in North America. 

You want a friction material that’s
rated for the axle weight and formulated
to wear and dissipate heat predictably.
And when replacement time comes, look
at how and why they’re wearing out. Then
choose a replacement that’s suited to the
way you work.  

The lining’s ability to generate brake
torque when it connects with the drum is
called the coefficient of friction. Linings
with a higher coefficient of friction gener-
ate more brake torque because, simply
put, they’re more “grabby.” However if the
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READ BETWEEN THE LINES:

The stamped-on code tells only
part of the brake story.

Grinding to a Halt
shoptalk Spec’ing friction material is a matter of beating 
the heat. By Stephen Petit
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coefficient of friction is too high, the brake
may be overly aggressive and run hot. If
the coefficient of friction is too low, the
brake may not be grabby enough and
cause other brakes on the vehicle to work
harder and run hotter. In either case, lin-
ing life suffers.

Most linings on heavy trucks lose their
coefficient of friction as the temperature
increases, a condition called “heat fade” or
“lining fade.” How quickly they recover
depends on the composition of the lining. 

“Usually,” says Allan Wright, a Hope,
B.C., brake consultant, “the reason one lin-
ing wears longer or recovers faster when
it’s hot, or is more expensive is that the
manufacturer has invested in research
and testing to come up with a formula
that produces specific characteristics suit-
ed to a particular task.”

Most linings use the same three basic
elements: heat-resistant fiber; resin-
based binders, and chemicals designed to
increase or maintain the liner’s friction
properties. The most common fibers in
heavy-duty truck brakes are metallic—a

hash of chopped up or powdered steel,
but also other ferrous material like brass
and bronze. 

When you apply the brakes, the heat
causes those resin-based binders to turn to
liquid and burn up. Some of the fibers wear
away and that exposes a new lining surface.
The more heat a lining is sub-
jected to, the faster this
process occurs. During heavy
braking, an increase of 100
degrees F can double the wear
rate of the brake lining. 

Another thing happens
when you apply the brakes: the
lining swells and grows. Brake
block swell is temporary—the
lining expands and thickens
when it gets hot and contracts
when it returns to ambient. Brake block
growth, on the other hand, is a permanent
expansion that happens when the friction
material is first exposed to heat after instal-
lation. The amount of swell and growth
depends on the composition of the lining
and the process the manufacturer uses to

harden, bake, and cure their products.
It’s different enough among manufac-

turers that you shouldn’t mix lining makes
or models on the same truck.

Lining growth can contribute to drag-
ging brakes or imbalance issues after a
reline. A post-reline road test should

include at least 10 brake
snubs from 65 km/h to 30
km/h, and 10 snubs from 30
km/h at moderate air pres-
sure, and two stops from 20
mph using full air pressure. 

“Not many guys who turn
wrenches actually drive the
truck long enough to get the
lining to grow before it goes
back to the driver,” says Tom
Golden, manager of techni-

cal services for BrakePro, which manufac-
turers aftermarket linings at a plant in
Toronto. “The brake mechanic does his
work, makes sure the slack adjuster is
holding 25-thou of clearance between the
lining and the drum, and then hands the
keys to the driver.
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“Well, the driver goes down the road,
gets those new linings nice and hot, and
they grow,” he says. If they grow more than
25 one-thousandths of an inch (0.025), the
slack adjuster can’t keep up and the
brakes may drag. 

Linings with minimum swell and
growth have been sufficiently cured after
baking. The longer the curing process, the
more stable the lining will tend to be. 

It also will be more expensive, says John
Younger, general manager of Carlisle’s
Altec brake shoe remanufacturing busi-
ness and Canadian friction materials
operation. “When people wonder why one
lining costs more, the curing process is
one answer,” Younger says. “The more
time in the oven, the more expensive the
lining will be.” 

The payoff, he explains, is that it’s bet-
ter to cure the lining in the oven than on
the truck. “With an inferior lining, for the
first few thousand miles the vehicle is
providing the curing that should have
happened back at the plant,” he says. “The
linings can grow and drag and before you
know it you’re back at the shop complain-
ing about it.” 

Brake linings can reveal a lot about the
overall health of your brake system. If each
wheel has the same mechanical input, the
same linings at proper friction levels, and
the air system is functioning well, there
should be no noticeable differences in
wear among the leading and trailing shoes
on both sides of the axle. Each lining
should be wearing evenly.

It’s not unusual to see small fractures
on the lining surface, but cracks or voids
more than 1/16th of an inch wide; cracks
that exceed 1-1/2 inches in length; cracks
across the lining face that extend through
the lining edges; cracks that result in miss-
ing chunks of lining—all are potential out-
of-service conditions according to
Commercial Vehicle Safety Alliance
inspection guidelines. The reason may be
a stretched shoe. A diligent mechanic will
measure the arch and shoe with a stretch
gauge to determine if they’re still in spec,
and make sure the lining follows the con-
tour of the shoe.

Excessive wear in the centre of the lin-
ing indicates an insufficient coefficient of
friction for your application—to much
grab—and you have to rethink your spec.

Tapered wear on the bottom, top, or one
side can indicate a bell-mouthed drum, a
bent spider, or worn bushings.

And if you’re burning through linings at
one wheel position only, that’s probably a
dragging brake or a brake balance problem.

The most important consideration as
you read the wear patterns on your brake
is the total contact area with the drum.
You may think it’s acceptable to have 70-
percent contact over the total length of

the lining, but if you have 50-percent con-
tact from side to side, less than half the
surface area of the lining is coming into
contact with the brake drum.

It doesn’t take much wear to have an
impact on your braking system. Under
normal conditions, each 10 one-thou-
sandths (0.010) of an inch of lining wear—
that’s equivalent to the thickness of five
pages—will require an additional 1/4 inch
of chamber stroke to make drum contact.

One thing worse

than the sight of

rust on your

truck or trailer is rust

creeping around some-

place out of sight, like

between a steel shoe table

and a brake lining block. A

gradual buildup of rust

can apply so much upward

pressure on the lining that

eventually it cracks near

the rivets that hold the

two components together.

This condition, called rust

jacking, results in an out-

of-service lining with most

of its usable friction mate-

rial intact. All you can do is

clear your schedule and

look around the truck for

more linings that are

cracked at the edges or

loose around the rivets.

Fortunately, rust jacking

is not as common as you

might think. In 2002 and

2003, ArvinMeritor

inspected nearly 50,000

lined brake shoe cores for

potential rust jacking at its

Plainfield, Ind., reman shoe

center. In addition, one of

the company’s friction sup-

pliers conducted its own

independent inspection of

more than 20,000 lined

brake shoe cores. Between

the two, the incidence of

potential rust jacking was

found in less than 1 per-

cent of shoes inspected.

There’s nothing conclu-

sive about what causes

rust jacking, although

according to an American

Trucking Associations

study published in 2002,

the problem is most often

reported in places where a

vehicle is showered in a

spray of salt and chemical

deicers for months at a

stretch. In Colorado, for

example, 72 percent of

trucking companies said

their equipment corroded

faster once the state start-

ed applying magnesium

chloride to the roads.

ArvinMeritor has been

using epoxy e-coated

brake shoes for more than

10 years. Haldex now offers

a brake shoe coating that’s

guaranteed to protect

against lining edge crack-

ing. Most other suppliers

have similar solutions.

Still, the simplest, cheap-

est approach to stopping

rust may well involve a

hose and clean water. On a

routine basis, spray your

vehicle’s undercarriage to

wash away the salt and

road grime that kick-starts

the corrosion process. ▲

— by Stephen Petit

STUFF ON YOUR SHOES
A KEEN EYE FOR RUST-JACKING
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Couple that with a drum that’s out of
round or oversized and you won’t get the
lining-to-drum contact you need.

Whatever you do, don’t go by the code
that’s stamped on the edge of the lining.
These codes identify the manufacturer,
lining formulation, and both the normal
and hot coefficient of friction. Sounds
good so far, but the two-letter coeffi-

cient of friction code is based on a test
of a 1-in square piece of lining block. It’s
a useless indicator of how full-sized
brake lining material will actually per-
form in service.

A better guide comes from the Society of
Automotive Engineers and the Technology
and Maintenance Council of the American
Trucking Associations, which produce a
list of almost 60 aftermarket linings that
meet U.S. FMVSS 121 criteria for original
equipment linings. The list, incorporated
into TMC Recommended Practice 628,
provides the lining manufacturer’s name,
brand name, its gross axle weight rating,
brake chamber type, and torque value. 

Brake linings that are not on the list
either have not been tested or do not 
meet FMVSS 121 standards. That doesn’t
make them illegal to use. Though manda-
tory for original linings, compliance with
FMVSS 121 is not required for aftermarket
linings. For more information, contact
703/838-1763 or visit www.truckline.com
and type “FMVSS 121” into the Search
engine. ▲

RIGMASTER® STANDS ALONE

■ Reduces idle time
■ Save over a gallon of fuel per hour
■ Extend the life of your truck
■ Avoid costly fines

$1,400REBATEAvailable

RIGMASTER ® is the cost-savings tool your driver will thank you for. 

1-800-249-6222
www.rigmasterpower.com

BUNK HEATER & AC

60 AMP ALTERNATOR

CHARGES BATTERIES

POWERS ENGINE BLOCK HEATER

BUNK HEATER & AC

60 AMP ALTERNATOR

CHARGES BATTERIES

POWERS ENGINE BLOCK HEATER

I f you walk into a shop

and ask,“How much

for a reline?,”the coun-

terman will figure you want

the cheapest price. So start

the conversation by asking

what linings he has on

hand. And which will suit

your needs.

If you’re jobbing out

relines, learn which friction

material is right for you and

demand it when you visit the

shop,says Golden.“Ask to see

the wear patterns so you

have a clue about how your

overall brake system is per-

forming,”he says.“Be fussy,

like your life depends on it,

because it does.”

“If you make a change at

one wheel position, do the

same thing at the others,”

he says.“Don’t mix specs or

manufacturers because the

coefficients of friction and

amount of brake growth

will vary.“ The other brakes

will have to work harder,

generate more heat, and the

linings will wear out faster.

“If you make cost-cut-

ting your top priority,”

Golden explains,“you’re

probably sacrificing

performance and setting

yourself up for downtime.

A better lining, and one

that’s designed for your

application, will more than

pay for itself if you don’t

have to reline as quickly.”

BUYING ADVICE

Need
IRON?
equipmentfinder.com has Canada’s

biggest online inventory of trucks,

trailers, and industrial equipment.

http://www.equipmentfinder.com
http://www.rigmasterpower.com
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to get you where you want to go. Whether you’re looking to replace your truck, expand 

your fleet, or just get a little advice, we’re ready to roll when you 

are. To learn more, call 877.590.7356. At CIT, we see what you see®.
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Fuel gauge? Check. Tire pressures?
Check. Coffee? Check. Starting sys-
tem? Click-click-click-click-click. 

More onboard electronics and fewer
hours spent idling the engine is an exhaust-
ing combination for 12-volt lead-acid truck
batteries. A mini-fridge, a TV, communica-
tions equipment, a microwave—“hotel-
lead” items like these not only will draw
down your vehicle’s batteries
when they’re in use, they can
leach current when they are
switched off.

This type of current draw is
called key-off parasitic electrical
loads, and it doesn’t take much to
tap out your batteries. Over a
weekend—and a 60-hour peri-
od—parasitic loads from a satel-
lite tracking system (2 amps) and
a small cooler (3 amps) equate to
300 amp-hours. A typical four-
battery system has 328 amp-
hours fully charged. Your batter-
ies won’t have the burst of start-
ing power your engine needs.

One way to provide that jolt is
to use a capacitor wired in parallel with
your truck’s starting circuit or batteries.

Where a battery delivers a low level of
power over a sustained period of time and
might take hours to completely discharge,
a capacitor unloads its stored energy in one
fell swoop. The electronic flash on a camera
is a great example. Its tiny capacitor takes a
few seconds to draw power from the cam-
era’s battery and then pop! It exhausts its
full charge into the flash tube, which jolts
to life with blinding speed and effective-
ness. In a few seconds, it’s ready to go again.

The premise is simple. Take two thin con-
ductive metal plates, each storing an oppo-
site charge, and separate them by an insula-
tor called a dielectric. The dielectric can be
air, paper, ceramic, plastic—anything—that
does not conduct electricity and keeps the
plates from touching. You charge the plates
with a battery and, when you need a shot of
power, pop! You release the charge. 

In an ultracapacitor (also called a super
capacitor, or electric double layer capaci-
tor), the plates aren’t separated by mil-
limeters or microns but by a few nanome-
ters (a unit of length equal to one billionth
of a metre). In fact, they’re not really plates
at all but a porous electrode material
made of carbon or nickel tightly packed
into a package no heavier or larger than a

regular Group 31 battery. The surface area
of two tablespoons of film is equivalent to
two football fields.

By maximizing the area for storing a
charge on its plates and reducing the
space between the separated charges to a
miniscule amount, an ultracapacitor can,
in a short burst, deliver current two or
three times greater than a battery-only
system can produce to engage the starter
motor and generate the 200 or more rpm
the engine needs to fire up.

“For a 12-litre diesel, you need 1,800 or
more amps to break the engine loose for a
fraction of a second and then 1,000 amps or
more for three or four seconds to start the
engine,” says Richard Smith, executive vice-
president for strategic business develop-
ment at Maxwell Technologies, maker of
the BOOSTCAP ultracapacitor. “Even when
the batteries are nearly depleted, a capaci-
tor can kick the starter pretty hard because

it’s designed to give up its energy quickly.”
If you need a second try, the capacitor

will fully recharge in 10 to 30 seconds (the
number of charge/discharge cycles is vir-
tually unlimited). It also maintains con-
stant starting performance over the life of
the battery; only the capacitor charging
time is increased as the battery ages.

Ultracapacitor manufacturers like
Maxwell, KBi/Kold-Ban International,
and Delco Remy see Canada as a key mar-
ket because their products are good cold-
weather performers. While batteries are
just 65 percent efficient in subzero tem-
peratures, a capacitor maintains more
than 90 percent of its cranking power. 

The drawback is the initial cost: $500 to
$2,500 installed, depending on the make,
model, and specs. The cost will come
down as volume rises, says Jim Burke, vice-
president of KBi/Kold-Ban, which pro-
duces KAPower, an ultracapacitor for
heavy trucks, buses, and military applica-
tions. Right now, those sales are coming
from military and city bus markets where
capacitors are used on hybrid electric
vehicles and regenerative braking systems.

JIT Battery Power
tech tips Power leaking out of your batteries? Capacitors offer a
jolt of promise just when you need it most. By Stephen Petit

RED’S ON POSITIVE:
Capacitors can pick up battery

slack when it’s cold outside.



Buyers can be pretty particular about what gets a new truck moving. Engines. Axles.
Transmissions. But what about when it comes to bringing them to a stop? Ask your dealer’s
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In Gear
“In the heavy-truck market, we think

the return on investment is pretty reason-
able,” says Burke. “If you take the cost of
one jumpstart, plus the downtime and
frustration associated with that event, and
string it out over a winter or two, you can
see the ROI taking shape.”

More important, Burke says, you’re
managing the energy you have onboard in
an efficient, deliberate, logical way. 

“Every fleet today wants to reduce
idling, yet don’t want to risk losing drivers
because they’re denied the comforts of
home,” he says. “So let your deep-cycle,
high-reserve batteries power those
onboard appliances, and then let your
drivers sleep at night knowing that the
capacitor will deliver that pulse of a
couple thousand amps when and where
they need it most: to start the truck.” ▲

PASS THE JUICE:

5 SPEC’ING AND
INSTALLATION TIPS
■ Engine manufacturers are indifferent to

whether you use a capacitor or batteries

during startup.The starter motor suppliers,

on the other hand, don’t want you to over-

volt their product. Spec the right voltage

rating for your starter motor.

■ If your mechanic can put in a battery, he

ought to be able to manage a capacitor.

You can isolate the capacitor and use a

solenoid so you only connect the circuit

when you’re starting, or you can hook it up

like a fifth battery in parallel.

■ A capacitor is rugged enough to with-

stand the vibration your truck will dish out

and won’t lose its effectiveness in the cold.

But high heat—greater than 65 C—can

hurt it. Avoid mounting the capacitor near

hot spots under the hood and use a heat

shield if necessary.

■ Minimize resistance. Place the capacitor

as near to the starter motor as possible (to

keep the cable length short) and use 4/0

cable instead of the conventional 2/0 in the

battery and starter motor circuit.

■ A capacitor is a long-life, low-mainte-

nance item. The Technology and

Maintenance Council of the American

Trucking Associations is expected to issue

a draft recommended practice on the

installation, safety, and testing of

capacitors next spring.
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TrailerTracs
TM

can help 
you make the right call.

What if you could see what’s coming next?  With T2 Untethered
TrailerTRACS, you can. 

T2 automatically reports the status and locations of all your
trailers – loaded or unloaded, tethered or untethered – for
maximum utilization, improved productivity and reduced fuel
costs.  And by alerting you to inventory moving beyond preset
GPS boundaries, T2 means added security.  

Make the right call. Call Cancom today. 1-800-478-9511. Because
your business deserves more than the luck of the draw.

Don’t leave your business to chance.

I T ’ S  A B O U T  T R U S T

www.cancomtracking.ca
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There’s nothing subtle about the
W900. It’s bold and assertive, and
it’s been a market leader since the

first of its kind rolled off the line in 1961.
Kenworth’s signature highway tractor still
sets the standard—even in this world of
slope-nose aero tractors. It retains the
highest trade-in value in its class, and it’s a
proven recruiting tool. 

The W-Nine has evolved over the years,
adding luxury appointments and even ele-
gance to its rugged good looks, excellent
serviceability, and long-term dependabili-
ty. And recent refinements have taken the
truck to new heights in driver comfort and
drivability. Even if there’s a downside in
terms of fuel economy, there’s little doubt
the W900will maintain its appeal for some
time to come.

I left the Kenworth plant in Renton,
Wash., bound for Moses Lake or some point
east of Seattle along I-90. I wanted to pull a

few good grades with the 500-hp C15, and
basically just drink in the scenery of central
Washington state from one of the best van-
tage points in the business. I spent a bit too
much time poking around the truck at a
truckstop in Ellensburg and had to turn
around a bit early. Still, I managed to add
240 miles to the odometer, enough to get a

good feel for the truck.
Prior to the ride, Brett Weston, now

Kenworth’s marketing manager for on-
highway products, gave me the cook’s tour,
and pointed out all the improvements
over last year’s model, including the work

the engineers had done in soundproofing
the cab. He said the area occupied by the
driver’s head is about the quietest part of
the truck. He was right. Even with the sun-
roof open, I was able to maintain a con-
versation on my cell phone—funny the
standards we use, eh?

With the window open, however, there’s
no way to mask the roar of the big Cat
gulping air through the cowl-mounted air
cleaner. It might get on one’s nerves after a
few thousand miles. 

Aside from being markedly quieter than
other W900s I’ve driven in the past, I’m not
sure what I can add to an already well estab-

lished legacy of smooth ride and superb
handling. I ran the truck east from Seattle
and over Snoqualmie pass out to Ellensburg.
All Interstate, and all pretty straight, except
a few winding turns where the highway
follows the contour of Keechelus Lake. Even

Bold As Brass
quick spin The Kenworth W900 makes no apologies for
having a big flat nose. That’s what it’s all about. By Jim Park

In Gear

ENGINE:

Cat C15 ACERT 500 hp@2,100,

1,850 lb ft@1,200 rpm

TRANSMISSION:

EatonFuller RTLO18913A Super 13

REAR AXLE:

Dana Spicer DSP40—40,000 lb,

3.25:1 gears

REAR SUSPENSION: Kenworth AG400 

FRONT AXLE: Dana Spicer E-13221,

13,200-lb w. 5-in. drop

FRONT SUSPENSION:

Kenworth 54-in taperleaf—12,000 lb  

STEERING: Sheppard M100 single gear

WHEELBASE: 250 in 

GVW: as tested, 77,440 lb

SPEC SHEET
2005 KENWORTH W900L

CAB & SLEEPER
• KW AeroCab with 72-in Aerocab 

Aerodyne sleeper
• Diamond VIT interior—slate gray

NEW KENWORTH DASH
Attractive and intuitive, the new KW dash

panel boasts automotive fit and finish,

while retaining functionality. At night, the

LED back-lit gauges read crystal clear and

are really easy on the eyes.
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there, at posted speeds, the truck was as
surefooted as when travelling the straight
and narrow of the plains. 

INSIDE THE CAB
Before the ride, I really wanted to check
out what the Kenworth people were so
excited about—the new interior. Like red
lights in the footwells, and the courtesy
lights that shine on the steps. In fact, the
cab lighting has to be one of the high-
points. There’s a centre cluster at the back
of the cab, and additional lights on the
side panels above the rider’s head—one a
flood and the other a spot. 

And there’s the less obvious stuff, like
the low-voltage disconnect feature, warn-
ing lights in the gauge faces to warn of
things like low fuel or high temps, and
easy access to the battery and storage
boxes and the air tank drains.  

In terms of the driving environment,
the helm of the W900 is second to none.
You sit up high (the floor is 52 in off the
road), and the controls are all within easy
reach. My truck had dash-mounted cruise
control and retarder switches, but they are

also available in a steering-wheel mount.
The lights, retarder, cruise, etc., switches

are clustered for easy recognition, but
that’s not the case with one essential
gauge. Given the importance of the turbo
boost gauge to fuel economy, I’d try to
break that gauge out from the pack so it’s
easier to see at a glance.

The W900 is a truck that comes with its
own rewards, but rewards are an excellent
reason for making the investment in this
premium ride. As recruiting and retention
tools go, there’s none better. But at the end
of the day the best reward is the satisfying
feeling you get from driving a very well-
engineered truck. ▲

Toronto Congress Centre 650 Dixon Road, Toronto, ON

Register Today!
www.ontruck.org/convention

Unveiled at the Mid-America

Trucking Show earlier this year,

Kenworth’s new interior styling

has a decidedly automotive flavour to it,

yet the Diamond VIT trim leaves no doubt

we are sitting in a premium Class 8 truck.

The dashboard A-panel features over-

sized speedo and tach gauges with inset

digital overall and trip odometers, and

engine-hour meter and outside temp read-

outs, respectively. Owners may spec up to

18 gauges in the B and C panels.They’re

fully multiplexed and can be positioned

according to personal preference.

The rake of the foot board has been

lowered slightly for better comfort, and

the throttle pedal is now suspended from

the firewall—a pleasing change that

lowers the angle of the foot on the pedal,

thus eliminating sore shins.

Among other refinements we found a

removable cup holder, an automotive-

styled turn-signal stalk, electric window

switches on the driver’s door armrest, and

several storage areas under the dash and

on the header panel. Best of all, the dash

top has three generous wells to collect

the stuff that invariably winds up there.

NEW DIGS KENWORTH’S LATEST INTERIOR MAY BE THE BEST YET.

http://www.ontruck.org/convention
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T he Smart Scale, from
TruckWeight Inc. in Halifax, is
the company’s next generation

wireless onboard weigh scale for trucks,
tractors, and trailers with air suspen-
sions. It uses sensors to measure
temperature and pressure changes in a
vehicle’s air suspension and wirelessly
relays this data to a handheld receiver
using a low-powered radio transmitter.
The sensors produce an axle-weight and
gross-vehicle-weight measurement that’s
within 0.3 percent of the actual gross
vehicle weight, the company says. 

The wireless reader allows drivers to
take a measurement where it’s conven-
ient and safe, whether that’s in the truck
cab or the loading machine. 

Among Smart Scale’s new features is
an automated rapid-response mode
which provides one weight measurement
every three seconds during a 15-minute
span when the sensors detect the vehicle
is being loaded. The feature meets the
needs of pit and quarry operations,
refuse haulers, and others who need fast,
frequent readings while loading. During
regular use, the system produces a new
measurement once per minute. Most
truck operators can equip a typical
tractor-trailer unit in the field in about
30 minutes, TruckWeight says. With no
wires to hook up, the cost of a complicat-
ed installation is eliminated, as are main-

tenance concerns related to cables and
electrical connections. Smart Scale’s
waterproof, weatherproof, shock-resist-
ant, and non-corrosive housing requires
no regular maintenance; the sensors use
common AA batteries, which last 8 to 12

months in regular use. 
Smart Scale has a suggested list price

of US$438 for each sensor and $450 for
the handheld receiver. Upgrades are
available to customers with existing
TruckWeight wireless scales. Call 1-877-
757-7888 or see www.truckweight.com. 

NEW OPTIONS FOR T800
KENWORTH ADDS CAB/SLEEPER CHOICES
Kenworth is now offering its extended
daycab and AeroCab sleepers, including
its unique 38-in AeroCab, as new options
for T800 wide-hood trucks and tractors.
The wide ‘T8’ is popular in oilfield, con-
struction, and other extra-heavy opera-
tions and these new options expand its
versatility and improve driver comfort.
Kenworth thinks they’ll also promote
driver retention.

The extended daycab runs 6-in longer

Online Resources:
For more new product items,
visit Product Central on the web
at todaystrucking.com

�New Products
In Gear

What’s new and news from suppliers  

HALIFAX OUTFIT ADDS NEW MODEL
SCALE

WIRELESS
ONBOARD
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than standard models with the cab roof
raised 5 in. There’s also more leg room, 21
degrees of recline in the driver’s seat, and
2 cu ft worth of extra storage behind the
driver’s seat. This cab is also available on
Kenworth’s T600 and W900 models.

The 38-in AeroCab sleeper features
good headroom, a standard liftable bunk,
over- and under-bunk storage, 24-by-78-in
tilt-up mattress, full headliner, lockable
luggage compartments, swivel reading
light, and separate sleeper control con-
sole. Kenworth also recently added two
12-in wide by 20-in tall toolbox doors to
provide outside access to storage space
under the bunk. See your dealer or visit
www.kenworth.com.

BUSINESS CLASS 
UTILITY TRUCKS
BROCHURE HIGHLIGHTS 
M2 MODEL LINEUP
Freightliner Trucks has published a new
brochure for the Business Class M2

utility truck product line. The four-
colour, eight-page brochure showcases
Freightliner’s vocational M2 106, 106V, 
112 and 112V truck models in a wide
range of utility applications. It focuses

on the features and benefits of the M2

product line that are specifically benefi-
cial to utility companies. The brochure
allows customers to see a detailed list of
all standard and optional components
and features available for utility
applications. See your dealer or visit
www.freightlinertrucks.com.

LINING WEAR SENSOR
EASY INSTALLATION MARKS 
HALDEX PRODUCT
Haldex now offers an electronic lining-
wear sensor that continuously monitors
wear on drum-brake linings and clearly
indicates when they’re worn out, elimi-
nating the need for manual measuring or
visual indicators. As well, the constant
flow of data on brake lining provides
information that can be used to improve
control, safety, efficiency and cost
control. With a sensor on every wheel,
wear monitoring helps to determine the
optimum time to replace the vehicle’s
brake linings, allowing preventive
maintenance to be easily scheduled. 

The Haldex sensor integrates with the
braking system and most on-board diag-
nostic systems, the company says. And, it
easily installs onto most existing spline-
type S-cam shafts by mounting to the
Haldex S-ABA, then connecting the
signal cable. Because the S-cam shaft
angle directly correlates to lining wear,
the sensor continuously measures the
angle of the S-cam shaft on the drum
brake, which changes when the automat-
ic brake adjuster alters the brake. With
two internal parts, the lining-wear sensor
is made up of seven magnetically-sensi-
tive ‘Hall effect’ sensors and a built-in

magnetic disc
which rotates
along with the 
S-cam shaft. A
microprocessor
collects data
from the sensors.
This data is
translated into a
digital signal, corresponding to the angle
of the S-Cam shaft. In turn, the digital
signal is converted into an analog signal
before transmitting data to the vehicle.
The accuracy of the sensor is better than
+/-3 percent, says Haldex. See your truck
dealer or visit www.hbsna.com.

AUXILIARY AXLE
SUSPENSION
RIDEWELL’S RCA-215 FOR 
VOCATIONAL TRUCKS
Ridewell Suspensions has introduced
the RCA-215 Flex-Mount Auxiliary Axle
Suspension at 22,500-lb capacity for
vocational truck applications. The non-
steerable, air-ride/air-lift unit offers a
weight savings of 50-72 lb over the
company’s 225 model.  The Flex-Mount
is a flexible system that easily adjusts to
various frame widths and ride heights,
Ridewell says.  It offers a patented, con-
toured axle seat for secure axle connec-
tion without U-bolts. The design incor-
porates a new lightweight, double-bond-
ed bushing.  Wide beam spacing helps to
reduce axle stresses. The Flex-Mount is
designed to accept axle drop of up to 8
in. It has 10 1/4-in total travel, with as
much as 7 in of lift and axle-alignment
adjustment of 3/8-in at each hanger.
Options include axle integration and
shock kits. Call 800-641-4122 or visit
www.ridewellcorp.com.

ALL-WHEEL-DRIVE
FREIGHTLINERS
MERITOR FRONT DRIVE AXLES ON M2 106
Business Class M2 106 and 106V models
from Freightliner Trucks can now be
ordered with factory-installed Meritor
front drive axles, which allow for an all-
wheel-drive (AWD) option. The front
drive axle is a part-time system ideal for
use in fire and rescue, utility, snow plow
and municipal service applications. The
system can be activated by the operator

Kenworth T800

Freightliner M2 Class
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when AWD is needed, at or below 10 mph,
or while the vehicle is coasting on a level
grade. The axles utilize straight front-to-
back frame rails, eliminating the need for
a step frame for optimized cab height.
The transfer case of the front drive axle is
mounted between the transmission and
rear axle, and the axle bowl is offset by 11-in
to the passenger side, matching the driv-
eline angles and eliminating the need for
a lift kit. The axles are available in 4x4 or
6x6 configurations on Business Class M2

106 or 106V truck models running
MBE900 or Caterpillar C7 engines.
They’re offered at 12,000-, 14,000- and
16,000-lb ratings in combination only
with  taper-leaf front suspensions, plus a
variety of single and tandem rear
suspensions including flat-leaf, spring
and Freightliner’s proprietary AirLiner
suspensions. Engine and transmission
PTO operation is not affected by the
engagement of the front drive axle. 
See your dealer or visit www.
freightlinertrucks.com.

DRIVESHAFT
CENTER BEARING 
DANA’S ‘xc’ FOR MULTIPLE 
DRIVESHAFT ASSEMBLIES
The new Dana Spicer XC Center Bearing

has an innovative design that simplifies
installation and alignment of multiple
driveshaft assemblies for vehicle
manufacturers, the maker says, while
providing improved reliability and
durability for the end user.  

Proper alignment is critical to the
successful installation of a multiple
driveshaft configuration, and the new
bearing accomplishes this better than
prior models because the design allows
the specially engineered elastomer
isolator to pivot in a new integrated
hanger bracket and self-align as it’s being
installed. This ensures the system is
properly aligned when the vehicle leaves
the factory and ultimately provides a
more efficient and longer life drivetrain
enhancement. The result is better overall
service life of the drivetrain system
because the likelihood of damage to the
isolator and internal bearings is
effectively eliminated. 

The new XC has an extended-life ball
bearing with improved sealing and
upgraded rubber cushion designs, Dana
says, which eliminate the need for slingers
and provide improved performance and
reduced maintenance in a variety of
heavy-duty applications. The elastomer
isolator system maintains optimal

www.espar.com

Find out how Espar Heaters
can SAVE YOU MONEY.

WEEKLY PUMP PRICE SURVEY / cents per litre
Prices as of October 11, 2005  • Updated prices at www.mjervin.com

Retail Diesel Price Watch

CITY Price Excl. Taxes

WHITEHORSE 113.3 1.1 94.7

VANCOUVER * 112.9 0.0 80.5

VICTORIA 112.4 1.5 83.5

PRINCE GEORGE 105.4 0.8 79.5 

KAMLOOPS 109.9 1.3 83.7

KELOWNA 111.4 2.5 85.1

YELLOWKNIFE 107.4 87.3

CALGARY * 102.4 4.9 82.7

RED DEER 101.4 2.3 81.8

EDMONTON 101.9 0.0 82.3

LETHBRIDGE 103.4 83.6

REGINA * 105.6 -0.2 79.7

SASKATOON 104.5 0.5 78.7

PRINCE ALBERT 107.4 4.3 81.4

WINNIPEG * 107.1 3.0 84.6

BRANDON 106.2 4.3 83.8

TORONTO * 102.1 1.2 77.1

OTTAWA 101.2 -1.3 76.2

WINDSOR 102.1 2.2 77.1

LONDON 102.5 -5.1 77.5

SUDBURY 105.0 0.9 79.8

SAULT STE MARIE 103.6 -0.7 78.5

THUNDER BAY 108.1 5.2 82.7

NORTH BAY 106.1 -0.1 80.8 

TIMMINS 104.7 -0.3 79.5

HAMILTON 103.7 2.3 78.6

ST. CATHARINES 97.4 72.7

MONTRÉAL * 112.7 -8.8 77.7

QUÉBEC 114.3 -0.6 79.2

SHERBROOKE 112.9 -3.0 78.0

GASPÉ 110.9 -2.3 76.2

CHICOUTIMI 112.5 -2.4 77.6

SAINT JOHN * 119.4 2.9 83.0

FREDERICTON 118.3 2.6 82.0

MONCTON 111.9 -2.3 76.4

BATHURST 115.9 0.5 79.9

HALIFAX * 108.0 -0.7 74.6

SYDNEY 110.9 -2.0 77.1

YARMOUTH 113.6 79.4

TRURO 114.6 3.0 80.2

CHARLOTTETOWN * 109.9 77.8

ST JOHNS * 123.2 86.6

GANDER 127.9 3.0 90.7

CORNER BROOK 123.2 86.6

CANADA AVERAGE (V) 107.0 0.1 79.5

V-Volume Weighted 
(+/-) indicates price variations from previous week.
Diesel includes both full-serve and self-serve prices.
The Canada average price is based on the relative weights of 10 cities (*)

(+/-) Previous
Week

HOTSHOT SPECIAL

Ateam of very practical Albertans known as RLM HOLDINGS has designed a
one-ton 4x4 with a sleeper and hydraulic crane combination  called The Total
Delivery Solution.The unit was originally designed for hotshotters but RLM

principal and the unit’s inventor Randy Rigel insists it has a wide variety of apps.
Because it’s self-contained with three fuel tanks, a toolbox hidden under the sleeper,
a fifth wheel, additional hydraulic hookups
and a bunch of other features, a team of
drivers can cut a 24-hour repair or delivery
job by half, with less downtime. Says Rigel:
“If an oil rig’s out of service, it can cost a
million bucks a day. It used to take two days
to get parts to it, but if the hotshot’s driving
one of these, it can be up and running
again in one day.That’ll save a million
bucks.” Best of all, Rigel says, this fully
patented unit—including the winch—can
be operated by anyone with a valid driver’s
licence. With its 10 patented features, it can be modified and  manufactured to many
specs; for many industries ranging from construction and petroleum to agriculture
and courier services . Contact (403) 948-6491 or try www.rlmholdings.ca

http://www.rimholdings.ca
http://www.espar.com
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performance at angle fluctuations of plus
or minus 10 degrees, ensuring that the
driveline system is correctly aligned and
operating smoothly and efficiently. 
Call 1-800-826-4357 or visit www.
roadranger.com.

PETERBILT’S 
FULL LINEUP 
HUGE BROCHURE COVERS IT ALL
A new 46-page, full-colour glossy
brochure showcasing Peterbilt’s
complete Class 6-8 truck lineup and
cab/sleeper interiors is now available. It
features more than 60 photos, product

features, and available in BBC and
cab/sleeper configurations. See your
Peterbilt dealer or visit www.peterbilt.com.

ALK TOLLS MODULE
INTEGRATED WITH FUEL & 
ROUTE SOFTWARE
ALK Technologies says its FleetSuite
Tolls module has been integrated with
the Fuel&Route component of the
carrier-management software from
Manhattan Associates for truckload and
long-haul fleets. ALK’s flagship product
is PC MILER. Able to generate accurate
toll costs for rating and reconciliation,
ALK’s FleetSuite Tolls provides them
either before a trip to anticipate costs or
afterwards to verify expenses. The appli-
cation includes up-to-date data from
nearly 1000 toll plazas in 31 states, 112 toll
authorities and 232 roads, bridges and
tunnels with down-to-the-penny accura-
cy, says ALK. Manhattan’s Fuel&Route
weighs a number of parameters,
including driver preferences, to generate
efficient routes optimized to take advan-
tage of fuel-price differences at individ-
ual truck stops and fuel outlets. The Tolls

integration now enables Fuel&Route to
fold accurate toll costs into those route
calculations. The new module includes
numerous discount toll programs,
including Cruise Card, EXpressToll, EZ
Tag, EZPass, FAST LANE, FasTrak, 
I-PASS, K-TAG, M-TAG, NH Tokens,
PikePass, Ready Toll, Smart Tag, SunPass,
TollTag, and Transpass. See www.alk.com
or www.manh.com.

WINDMASTER
PLASTIC FAN
HORTON HS11 FAN FOR EGR ENGINES
Horton has introduced the high-efficiency
WindMaster plastic HS11 fan to meet 
the cooling needs of EGR (exhaust gas
recirculation) engines in heavy-duty
trucks. The HS11 is an 11-blade fan
available in diameters from 28 to 34-in
(711 to 864 mm). The computer-optimized
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WE’RE LOOKING FOR
EXCELLENCE.

We want to honor  the companies and
people in Canadian trucking who set
the bar high and then higher still. The
ones who become role models for others.

THE BENCHMARKS.

We plan to ‘paint’ a portrait of excellence, to build a cumula-
tive picture of what it takes to be great in 2005 and beyond.

We’ll do it, with your help, through a new editorial award
program,THE BENCHMARK SERIES.Designed to honor asset-
based trucking operations – of any size or type, anywhere
in Canada – that excel in such a way that they present a
model for others to follow, it begins with the May issues of
both Today’s Trucking and Transport Routier in which we
take a look at Monam Industries of Chambly, Quebec. In
every subsequent issue of each magazine this year,
another exceptional fleet will be profiled, nominated by
readers and chosen by the editors working with a com-
mittee of experienced trucking advisors.

THE CRITERIA? Simple. Nominees must be Canadian-owned
trucking enterprises operating medium- and/or heavy-duty
vehicles that could legitimately be called ‘Best in Class’ busi-
nesses. For-hire fleets and private concerns, big fleets and
small, owner-operators included, they’re all eligible.

The series is sponsored by PeopleNet Canada, and at year’s end
Today’s Trucking and Transport Routier will join with that
company in honoring the fleet chosen as ‘Benchmarker’ of the
year. That choice will be made by the editors and a jury of
industry veterans. PeopleNet and Newcom will also recognize
those carriers featured monthly by way of an attractive plaque.

NOMINATIONS INVITED!
Please send us the name of a trucking company, big or small,
that in your opinion merits inclusion in the Benchmark Series.
It could be your own company or simply one you admire.
Please call Editorial Director Rolf Lockwood at 416-614-5825
or e-mail him at rlockwood@newcom.ca with your ideas.

A NEW AWARD PROGRAM CELEBRATING
THE BEST IN CANADIAN TRUCKING.
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blade design minimizes deflections and
reduces fan stress, providing more sta-
ble airflow and efficiency while ensuring
maximum cooling performance and
quieter operation. The fan also has a
hubless honeycomb-patterned flat cen-
ter section for improved stacking ability
and reduced shipping and storage costs.
The WindMaster can be used on all
EGR engines whether the vehicle has

Horton or competitor fan drives. 
See www.hortonww.com.

KINEDYNE TARP TIE
MADE OF DURABLE SYNTHETIC RUBBER
Kinedyne has added its new tarp tie—
Goldline—the result of a new partner-
ship with Universal Polymer & Rubber.
Made from synthetic rubber to offer
exceptional resistance to UV radiation,

the tie is said to be especially strong and
durable. It’s a compliment to the 
Sri-Lanka tarp tie that Kinedyne Canada
already offers, though the new tie
promises a 50 percent longer lifespan
than the standard line of tarp ties.
Goldline ties are available in boxes of 50
and come fully assembled with hard-tem-
per galvanized hooks in 10, 15, 21, 31 and
41-in lengths. Call 1-800-268-3530 or visit
www.kinedynecanada.com.

ALUMINUM 
WINCH SYSTEM
EAST OFFERS FLATBED STRAP WINCH 
East Manufacturing has introduced a
new aluminum winch strap-capture
system for flatbed trailers. It’s claimed to
be stronger, lighter, more corrosive-resist-
ant, and easier to handle than traditional
steel systems, plus it exceeds all NACSS
standards. The system starts with the
aluminum winch (patent pending), which
weighs about 4 lb less than a traditional
steel winch, yet pull-tested stronger, East
says. It’s much easier for drivers to handle,
and its wider footprint design spreads
shearing stresses, when encountered, over
a greater area. Winch and winch clips are
interchangeable on either side of the trail-
er, so torque can be applied on both sides
to help stabilize uneven loads. Both are

available in a low-profile version for use in
tight-clearance areas. Completing the
system are the uniquely designed East
side rails. The winch and winch clips side-
mount by sliding onto the rail, which has
a hollow core so lighting-system wiring
can be fully enclosed, helping to eliminate
snow, ice and moisture causing shorts in
the lighting system. See your dealer or
visit www.eastmfg.com.

Save weight, time
and money.

800-342-0352
P.O. Box 4586

Springfield, MO 65808
(417) 833-4565

Fax (417) 833-4560
www.ridewellcorp.com

· Clamp-In 
Bushing

· Simple 
Alignment
with Speed Set™

· Non-Captured Axle
· Smooth “Seamless” Installation

Ridewell suspensions include features to
save weight and make installation & 

maintenance easy.

Ridewell offers a complete line of truck &
trailer suspensions to meet your needs.

Depend on Ridewell.
East Flatbed 
Strap Winch

http://www.ridewellcorp.com
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WEIGHT CALCULATOR 
ALBERTA WEIGHTS MADE EASIER
If you’re in Alberta and looking to spec a
truck with an eye to legal size and weight,
the Alberta Infrastructure &
Transportation (AIT) website now
includes a weight calculator to help you. It
will easily help determine the maximum
allowable vehicle weight in every vehicle
category from straight truck to C-train.
The calculator is found on the AIT site
under Commercial Operations, Road
Restrictions/Bans and then Regulation
Summary. Call Transport Engineering at
403- 340-5189 or see www.trans.gov.ab.ca/

WHITE LED LIGHTS
PETERSON’S GREAT WHITE LICENCE LAMP
Peterson Manufacturing says it used the
latest white-diode technology to design a
‘traveling companion’ for its Piranha
brand LED family. The new Great White
LED licence light for trucks and trailers,
introduced as the 153C Series, has a

100,000-hour
rated life.
Super bright,
it has a spe-
cially

designed bubble optic that produces a
light pattern well above DOT specifica-
tions. An epoxy-sealed circuit board with
hard-wired terminals protects the lamp
from moisture and corrosion, and a linear
weld provides a more robust, hermetic
seal. The universal design fits most popu-
lar 150-style brackets, Peterson says. 
See www.pmlights.com.

PC*MILER UPGRADE
ENHANCED MAP DATA AND 
VISUALIZATION FEATURES
ALK Technologies has released PC*MILER
FleetCommander 19, a “significant”
upgrade based on PC*MILER 19 routing,
mileage and mapping software. It includes
thousands of truck restriction enhance-
ments and over 3,800 additional miles of
truck-specific roadway. It combines
operational data from a fleet’s existing
transportation management software with
PC*MILER’s database and interfaces 
with transportation management systems
including TMW Systems, McLeod
Software, Maddocks Systems, and
Innovative Computing Corporation, with

integration also available for other custom,
in-house systems. The software is said to
create an accurate, real-time display of
vehicle locations, ranging from coast-to-
coast overviews down to local street
addresses in the U.S. and Canada—a clear
picture of work progress and dispatch
opportunities. Users can customize their
display to show truck stops, mark toll
roads, highlight preferred roads or roads

to avoid, and better identify loads and
trucks by division, fleet, truck type, driver
manager or customer. New features
include the new Data Link & View tool
which enables users to link data between
two tabs in the Data Manager—trucks
and drivers, for example—allowing users
to view associated data without switching
from one tab to the next. See
www.alk.com/fleetcommander. ▲

A GOOD SIGN.
Your drivers read plenty of signs all day long. So, it’s

nice to know that when it comes to weighing there is

only one sign they need to look for – CAT Scale.

Guaranteed accurate weights mean no overweight

hassles and when billing by weight, you’ll get paid for

all you haul. Over 950 locations where your drivers

need to weigh means they can be more efficient with

their stops. Tell your drivers to look for the black and

gold sign and weigh on a CAT Scale for a guaranteed

accurate weight. COVER YOUR REAR with CAT Scale. 

Call 1-877-CAT-SCALE to receive our quarterly directory

mailing for your drivers and dispatch staff. Use our CAT

Scale locator on-line at www.catscale.com.

CAT Scale Co.
Walcott, Iowa

http://www.catscale.com
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BOOK REVIEW:
ISO PRINCIPLES FOR TRUCKING

Paying lip service to the

idea of quality control

is not possible after

you read this book,“Shifting

Gears: Applying ISO 9000

Quality Management

Principles to Trucking.”Written

by Canadian Ward Warkentin,

along with James DePillo and

Dr. Robert Melone, the book is

not a heavy, plodding read at

all. In its 133 pages the

authors offer

eight key ISO

quality

principles

and devote a

chapter to

each, applying them to vari-

ous corners of the trucking

environment from customers

to drivers to suppliers.

Case histories are employed 

in illustrating each

management principle.

The eight principles are:

customer focus; leadership;

involvement of people;

process approach; systems

approach to management;

continual improvement;

factual approach to decision

making; and mutually benefi-

cial supplier relationships.

The book is not intended as

a guide to ISO 9000 registra-

tion, rather as a guide to

effective management of day-

to-day challenges using ISO

quality practices. For example,

in addressing driver turnover,

the authors write:

“A factual approach to

decision making provides the

necessary tools to measure

and analyze key issues

throughout the business and

to take action based on fact...

Begin with measuring your

driver turnover to assess how

well your company is currently

performing. Also consider

collecting data on the reasons

drivers are leaving, through

surveys, exit interviews, or

driver meetings. Identifying

the key reasons and assessing

the root causes that

contribute to these reasons

enable carriers to take more

proactive steps in reducing

driver turnover.”

Warkentin, president and

founder of Service Quality

Associates, an ISO 9000

specialist, has been a consult-

ant to the trucking industry

for 15 years. DePillo is Director

of Quality for Smith Transport

in the U.S. Melone is a con-

sultant with Service Quality

and has 30 years of experi-

ence in education, the last

decade in trucking.

The book is endorsed by

the Truckload Carriers

Association in the U.S. and

was written with the

truckload carrier in mind,

though it’s applicable to

trucking operations—indeed,

any business—in general.

Published by Thomson

Delmar Learning, it costs

US$64.95. See www.

delmarlearning.com.

The book is not
intended as a
guide to ISO 9000
registration, 
rather as a guide 
to effective 
management.

http://www.msvlp.com
http://www.delmarlearning.com
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Free Product Information

Alcoa Wheels 46, 47
www.dontpolish.com

Alliance 26
Arrow Truck Sales 39
www.arrowtruck.com

ArvinMeritor 28, 75
www.drivetrainplus.com 

Bandag 10-11
www.bandag.com

Bridgestone 6
www.bridgestone-firestone.com 

Brossard Location de Camions 18
www.locationbrossard.qc.ca 

Cancom 61
www.cancomtrucking.ca

Cat Scale 73
www.catscale.com 

CIT 58
www.efinance-it.com

De-on Supply Inc. 76
www.deonsupply.com

Driver Check 76
www.drivercheck.ca

Espar 53, 70
www.espar.com

Filtakleen 52
www.filtakleen.ca

Forster Instruments 52
phone: 1-800/661-2994; 905/795-0555

Freightliner Trucks 2-3, 4
www.freightlinertrucks.com

Gray Automotive Products Co. 38
www.graycanada.com

Great Dane Trailers 79
www.greatdanetrailers.com

HighwaySTAR of the Year 36-37
www.highwaystar.ca

Hino 54
www.hinocanada.ca

International Truck & Engine 20
www.internationaldelivers.com

Kenworth insert
www.kenworth.com

Mack Trucks Inc. 8
www.macktrucks.com

Mobile Satellite Ventures 74
www.michelin.ca

Newcom Business Media 66
www.newcom.ca

Ontario Trucking Association 64, 77
www.ontruck.org

PeopleNet Communications 19
www.peoplenetonline.com

Peterbilt back cover
www.peterbilt.com

Petro Canada 30
www.petro-canada.com

Product Watch 24

www.todaystrucking.com

Randstad Work Solutions 76

Ridewell Suspensions 72

www.ridewellcorp.com

Rigmaster 57

www.rigmasterpower.com 

Roadranger-Dana/Eaton 32 

go.roadranger.com/as61

Royal Lepage 76

www.royallepage.com

Sasktel 44

www.loadtrak.com 

Sterling 40-41

www.sterlingtrucks.com

Sutton Group 76

http://webhome.idirect.com/~vreich

Telus 15

www.telusmobility.com/mike

Tenneco Automotive 50

www.monroeheavyduty.com

Trailcon Leasing 56 (Ontario only)

www.trailcon.com 

Truck World 2006 48-49

www.truckworld.ca

United Farmers of Alberta 65

1-877-661-3835

Virtual Dispatch 76

www.virtualdispatch.com

Volvo Trucks North America 23

www.volvotruckscanada.com

Vipar 62

www.vipar.com

Webb Wheel Products Inc. 60

www.webbwheel.com

Today’s Trucking makes it possible for you to make fast, convenient connections to
the advertisers in this issue. Log on to todaystrucking.com/productsandservices

◗ Axles
◗ Drivetrains
◗ Braking Systems
◗ Clutches and Transmissions
◗ Trailer Suspensions
◗ Tire Inflation Systems
◗ Drivelines
◗ Aftermarket

Drivetrain Plus TM

The Complete System

People Plus
ArvinMeritor’s product
excellence is supported by the
most highly qualified customer
service people in the business.
They are ready to help you
anytime…anywhere

• Technical questions
• Warranty information
• Technician training
• Spec’ing assistance

You name it, our people are
available to assist you.
People like...

Bob Hounslow & 
Mike Ryan
Tel:  (905) 542-1255
Fax: (905) 542-8194

www.drivetrainplus.com District Service Managers,
Central/Northern Ontario

http://www.drivetrainplus.com


MARKETPLACEMARKETPLACE
C L A S S I F I E D  A D V E R T I S I N G  S E C T I O N

FOR SUBLEASE
CROSSDOCK IN STONEY CREEK

• 8,660 sq. ft. • 18 doors • 18 trailer spots

Take a look at these and other properties 
on-line at http://webhome.idirect.com/~vreich
Also available are various other terminals in 

TORONTO and MONTREAL.

• Full range of transportation real estate services
• Province-wide coverage in Ontario
• Existing terminals and new construction
• Sales, leasing & investments in truck terminals

DRUG & ALCOHOL TESTING

Canada’s premier drug & 
alcohol testing provider is now

servicing 5,000 companies
across Canada.

The result?
Best Turn-Around Time.

Best Service.

Call 1-800-463-4310
Fast results available on-line

www.drivercheck.ca

MARKETPLACE

Let the
MARKETPLACE

Move Your 
Business Forward.

Contact 

JOE GLIONNA
416-614-5824
jglionna@newcom.ca

GET FREE HEAT WITH
A CLEAN BURN™

USED-OIL FURNACE

Demand is extremely high,
so act now.

TRANSPORTATION REAL ESTATE

CALEDON – LAND – FOR SALE
■ 4,300 sq.ft. on 10 acres; 15 minutes North of Bolton  ■ Great access to Hwy’s 50, 27 & 427

BRANTFORD – REPAIR GARAGE – FOR LEASE
■ 6,500 sq.ft. on 3.5 acres; 14’ clear; 3 drive-in doors

MISSISSAUGA – CROSS DOCK & TRUCK PARKING – FOR SUBLEASE
■ Secured parking for up to 90 trailers & 40 tractors; Up to 22 truck level doors
■ Located at Dixie Rd & Highway 401

ABERFOYLE – TRUCK TERMINAL – FOR SALE/LEASE
■ 16,546 sq. ft. on 8 acres  ■ 3 truck level, 4 drive-in, 1 double man door

TORONTO – OUTSIDE STORAGE – FOR LEASE
■ 76,000 – 120,000 sq.ft. w/1.5 acres of truck parking; Up to 21’ clear

TORONTO – 3.5 ACRES – OUTSIDE STORAGE – FOR LEASE
■ 12,000-24,000 sq.ft. design-build facility  ■ Warehouse/Garage; Hwy 427 frontage

AYR – REPAIR FACILITY – FOR SALE
■ 10,800 sq. ft.; 3 bay drive thru; 20' clear
■ Excellent access and proximity to Highway 401

TORONTO – COMING SOON
■ 40,000 sqft on 6 acres; up to 50 doors   ■ 16'-18' clear throughout building

VAUGHAN – 5 ACRES – OUTSIDE STORAGE – FOR LEASE 
■ Hwy 7/Jane St. - can be leased in smaller portions

PICKERING –  CROSS DOCK – FOR LEASE
■ 14 doors; office; yard parking

WHITBY – CROSS DOCK – FOR LEASE ■ 36 doors; plus 20 trailer spots

LONDON – LAND – FOR SALE
■ 8,540 sqft on 10.85 acres; Outside Storage permitted  ■ Great 401 exposure

mcascagnette@royallepage.com

Team Leader
905-501-6426
800-870-5862

Now you can dramatically reduce energy
costs by burning used oils.Clean Burn
Heating Systems (boiler & furnaces) provide
what amounts to FREE HEAT and HOT
WATER for space heating, in-floor heating
and general purpose hot water. Clean Burn
is the industry gold standard in used oil
heating equipment.

Rent For $99/month
(2-5 users $150/month)

The best dispatch software that
money doesn’t have to buy!

• Multi pick and multi drop
• Order Entry with auto-rating
• Auto rating with quote interface
• Maintenance & Compliance Tracking
• Invoicing (individually or by batch)

• Document Imaging (match & 
retrieve scanned documents)

• Instant Trip-Tracing
• Simple Order Processing
• Equipment  Tracking Screen
• Driver Settlement  
• Fuel Tax Reporting
• Next-day profitability reports

• Interface module available for most 
accounting systems

... and much more

GREAT
Software 

GREAT
Price!

Call or visit our
website for

details on this
offer or for

information on
our systems.

1.888.218.6159 / www.virtualdispatch.com

TRAILER
MECHANICS

10 Full-time, 
Permanent Job

Opportunities Available
GROWING TRUCKING COMPANY 

IN MISSISSAUGA

■ Competitive salary and benefits package
■ Various shift times available
■ Truck & trailer license preferred 
■ Minimum of 2 years experience required

APPLY TODAY!
Randstad

Skilled Trades & Industrial
Management Division

6345 Dixie Road, Unit 6, Mississauga 
Email resume to: skilled@randstad.ca

Or fax: 905-795-0045 attention Andrew

http://www.virtualdispatch.com
http://www.drivercheck.ca
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Toronto Congress Centre 
650 Dixon Road, Toronto, ON

NEW
Individual tickets for sessions

and full packages available

Register Today!
www.ontruck.org/convention (416) 249-7401

or http://tmc.truckline.com (703) 838-1763

TWO NEW VOLVO ENGINES
SLATED FOR LAUNCH IN 2007

Volvo Trucks North America, Inc. will be adding an 11-litre
and a 13-litre engine to its 2007 lineup, in addition to the
recently launched 16-litre D16.The new engines will use

proven technologies to meet the stringent 2007 emissions
requirements. Volvo says the currently available 12-litre engine,
the D12 will be not be upgraded to 2007 standards and will no
longer be available in North America.

In addition to the emissions reductions solutions,Volvo’s 2007
engine family will include the following key hardware, all currently
available on the D16 engine:
■ Advanced, high-pressure fuel injection with multiple injections

per stroke
■ Increased peak cylinder pressures
■ Single-stage variable geometry turbocharger (VGT)
■ Reinforced base engine components to handle internal loads
■ High-capacity cooling system fully integrated into truck design
■ Advanced centrifugal crankcase ventilation

“Our testing indicates that the new family of engines will

maintain the level of fuel economy demonstrated by the current

Volvo D12, while delivering driveability even better than the

D12’s already excellent performance,” says Peter Karlsten,

president and CEO of Volvo Trucks North America.“We are taking

full advantage of our EPA’02 experience to optimize the 2007

engine family for our customers.”

Volvo plans to launch the engines to customers and dealers

during the first quarter of 2006.

The new family of engines will be built at the Volvo Powertrain

North America plant in Hagerstown, MD. Volvo will also continue

to offer the popular 15-liter Cummins ISX as an option in its Volvo

VN and Volvo VT highway tractors. www.volvotrucks.us.com 

http://www.volvotrucks.us.com
http://www.ontruck.org/convention
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The guy beside me on the Edmonton-bound 737 was from
Newfoundland and headed to Beaumont, Alta. His bud-
dies have a house there and lured him west, promising

work and big money. He said general labourers in Alberta can
start at $22 per hour, and some get subsidized room and board.

Even though the flight was arriving suppertime Thursday, and
he didn’t have anything specific lined up, he reckon’d he’d be fully
employed come Saturday. 

Sure beats sitting around St. John’s waiting for the fish to 
swim back.

Twenty-two bucks times 40 hours, plus overtime, in my
estimation, adds up to “where do I sign?” 

Then I’m thinking, “That’s the kind of
remuneration trucking companies are up
against.”  Makes one pause.

I was in Edmonton for Truxpo 2005, the
show put on by the Alberta Motor Transport
Association.  The theme for the event: Careers
and Technology, and I was going to ask my
seatmate whether he’d considered a career
behind the wheel, but by then we were in the
arrivals lounge and he was off for a beer with
his friends.

Edmonton in September was all about
jobs and prosperity.  

Hurricane Rita had fired up the petroleum
industry. Alberta Premier Ralph Klein had
just announced that the province was going to mail a $400
cheque to every kid, woman and man in the province. 

Money everywhere. 
Not a bad time to be thinking about business and prosperity

and there’s no better place to do that than a trade show.
A fleet manager I talked to told me he was thinking about fly-

ing down to Louisiana to recruit drivers but figured anybody who
was out of work because of the flood would head home as soon as
things were fixed up. So he’s going back to other manpower-seek-
ing schemes.  

Speaking of schemes, I also met one Randy Rigel, who was
touting his medium-duty sleeper cab with a flatdeck, over-sized
fuel tanks, and built-on winch. He says it’s ideal for hot-shotting
in any industry, especially when oil rigs need quick repairs in the
middle of nowhere. (See page 70) 

Rigel himself was worth the trip to Edmonton.  
If it hadn’t been for a very serious car accident in the early ’80s,

Rigel would probably be a household name in this country. He
was an Olympic-bound figure skater. 

But one night, a drunk driver rear ended him. Randy wound up
in critical condition, and his Olympic dreams were forever shat-
tered. What’s worse, his girlfriend was killed. 

He’s hoping when his truck plans bloom, it’ll rekindle that
spark that flickered and died the night of the accident.

See what I mean about having your horizons expanded at trade
shows? And often, the most interesting stuff happens not in the
official presentations, but in the hallways and hospitality suites. 

Another highlight of Edmonton? Watching my friend and col-
league and highwaySTAR editor Jim Park get
shaved bald in response to a fund-raising
pledge he made to the Owner-Operators
Business Association of Canada (OBAC). 

He promised that if the organization
raised $100,000 by the time of the show, he’d
get scalped. Scalped he got.

I also watched another friend and col-
league, the Truck World Show Co-ordinator
Kaitlyn Bovenizer climb behind the wheel
of a long-nosed Pete 379 for the first time
ever. As you can see from the photo, it was a
perfect match.

At a truck show, not only do you meet all
kinds of folks interested in improving
themselves and their businesses, you’re sur-

rounded by problem solvers and owner-operators who believe
in the future. 

And it occurred to me. If you want to encourage somebody; for
example, a guy who might be toying with the idea of driving for a
living, you could do worse than hosting him at a truck show.        

This month, November 17 and 18th, I recommend the
Ontario Trucking Association’s (OTA) annual convention
(www.ontruck.org). That one accentuates business develop-
ment and policies.  

Truck World (a division of Newcom Business Media, which
owns this magazine,) is glitzier and  there are way more trucks to
climb around on. That’s slated for April 20 to 22nd next year
(www.truckworld.ca).

See you—and your prospective drivers—there. ▲

By Peter Carter

Rear View

Peter Carter is the editor of Today’s Trucking. You can reach him at

416/614-5828 or peter@todaystrucking.com.

Tricks of the Trade Show
How to make these walkabouts work for you



W E ’ R E  D R I V E N

Consider our superior line of refrigerated trailers, the Super LT, SuperSeal, and Classic Reefer. Each model offers
the strength and dependability that you have come to expect from Great Dane. Our exceptionally high performing—
yet lightweight—refrigerated trailers can be custom designed to meet your specific needs. You can depend on us,
mile after mile, year after year. We’re behind you, making sure you own the most innovative, dependable and longest
lasting trailer in the industry.

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

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

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

Quebec City, PQ 
(418) 836-6022

MAXIM TRAILERS
Calgary, AL
(403) 571-1275

Edmonton, AL
(780) 448-3830

Winnipeg, MB
(204) 925-6500

Saskatoon, SK
(306) 657-5600

GLASVAN GREAT DANE
Mississauga, ON
Etobicoke, ON
(905) 625-8441

Whitby, ON
(905) 430-1262

Great Dane sets the standard with the finest trailers 
in the industry — And nobody does it better.

A Division of Great Dane Limited Partnership

www.greatdanetrailers.com

S U P E R S E A L
S U P E R  L T

C L A S S I C  R E E F E R

P R O T E C T I O N

A V A I L A B L E  W I T H

The super efficient, super durable, super light Super LT features state-
of-the-art foaming technology that allows for flat, smooth interior walls.

http://www.greatdanetrailers.com


C l a s s P a y s
WWW.PETERBILT.COM

FOR MORE INFORMATION, CALL 1.800.552.0024.  PACLEASE AND PACCAR FINANCIAL PLANS TAILORED TO YOUR NEEDS.  PETERBILT MOTORS COMPANY, A DIVISION OF               BUCKLE-UP FOR SAFETY.

P E T E R B I LT MO D E L 386

SUPERIOR AERODYNAMICS,

FUEL ECONOMY AND QUALITY.

http://www.peterbilt.com

