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Those watching key indicators that
reflect the health of the trucking
industry may be forgiven for being
unsure of what to make of the lat-
est data. Truck and trailer orders
have fallen sharply, reflecting a
reluctance among fleets to add new
equipment, despite the opening of
2020 orderbooks.

Class 8 truck orders in August were
80% down year-over-year, according
to the latest data from industry fore-
caster FTR. Orders totaled 10,400
units, and have been averaging 11,000
units per month since May.

FTR says OEMs have built through
much of the backlog created by record
orders in 2018, and that fleets are in
no hurry to order for 2020 deliveries.
FTR expects large fleets to place their
orders for 2020 in the fourth quarter,
anticipating ample build slots.

“The Class 8 market is at a turn-
ing point,” said Don Ake, vice-presi-
dent, commercial vehicles with FTR.
“The huge orders in 2018 supported
the robust production last year and
through much of 2019. Now the
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rules are passed.

A long time coming

Proposed changes to U.S. hours-of-service rules announced

WASHINGTON, D.C.

Much-anticipated changes to the U.S. hours-of-service

(HoS) rules were proposed by the U.S Department of

Transportation’s Federal Motor Carrier Safety Adminis-

tration (FMCSA) in mid-August.

Five key provisions are being proposed. They are:

« Tying the 30-minute break requirement to eight hours
of driving time without an interruption for at least 30
minutes, and allowing the break to be satisfied by a
driver using on-duty, not driving status, rather than
off-duty.

« Moditying the sleeper berth exception to allow drivers
to split their required 10 hours off duty into two peri-
ods: one period of at least seven consecutive hours in
the sleeper berth and the other period of not less than
two consecutive hours, either off duty or in the sleeper
berth. Neither period would count against the driver’s
14-hour driving window.

+ Allowing one off-duty break of at least 30 minutes,
but more than three hours, that would pause a truck
driver’s 14-hour driving window, provided the driver

takes 10 consecutive hours off-duty at the end of the

work shift.

+ Modifying the adverse driving conditions exception by
extending by two hours the maximum window during
which driving is permitted.

+ Changing the short-haul exception available to certain
commercial drivers by lengthening the driver’s maxi-
mum on-duty period from 12 to 14 hours and extend-
ing the distance limit which the driver may operate
from 100 air miles to 150 air miles.

The changes, according to the FMCSA, will enhance
safety and save the U.S. economy US$274 million. They
represent the first major HoS overhaul in 15 years.

“This proposed rule seeks to enhance safety by giv-
ing America’s commercial drivers more flexibility while
maintaining the safety limits on driving time,” said U.S.
Transportation Secretary Elaine L. Chao.

“FMCSA wants drivers and all commercial motor vehi-
cle (CMV) stakeholders to share their thoughts and opin-
ions on the proposed changes to hours-of-service rules
that we are putting forward today. We listened directly

Continued on page 10
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Inside the Numbers with Lou Smyrlis
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used truck purchases
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Editorial

Gosts of driver detention can no longer be ignored

Major study shows women more likely to be held up longer

The trucking industry has harvested every
low-hanging fruit when it comes to improving
efficiency and eliminating waste from the sup-
ply chain. With one glaring exception. Driver
detention remains a costly issue that is too
often ignored.

Many fleets are too sensitive about losing busi-
ness to confront and challenge their customers
on this issue. But with electronic logging devices
(ELDs) now required in the U.S., and soon to be
so in Canada, and the capabilities of telematics,
there’s no longer any excuse to tolerate unreason-
able driver and equipment detention.

This issue will come as no surprise to anyone in
the industry. However, a new study by the Ameri-
can Transportation Research Institute (ATRI) has
put a spotlight on the costs of driver detention.
The findings are disturbing.

ATRI surveyed more than 1,900 truck drivers
and motor carriers between 2014 and 2018, and
found that during that time period, detention fre-
quency and length increased. During the survey,
ATRI found drivers reported a 27.4% increase in
delays of six hours or more.

Maddeningly, female drivers were 83.3% more
likely than men to be delayed six hours or more.
Really? What possible explanation - beyond dis-
crimination - can we chalk this up to? And we
wonder why female representation in the truck-
ing industry is inexcusably low.

There was a nearly 40% increase in drivers who
reported that the majority of their pick-ups and
deliveries were delayed over the past year due to
customer actions. And this at a time when capac-
ity utilization was high and shippers were forced
to accept significant rate increases. Yet, they still

seemingly showed little respect for drivers’ time
through the boom years.

But carriers share the blame. They, on average,
charged US$63.71 per hour for excessive deten-
tion. That’s less than the cost of a truck and driver,
according to ATRI's Operational Costs of Trucking
survey, which concluded it costs $66.65 to pay for
atruck and driver. This industry is losing money
on detention that is caused by its customers.

More shocking still, 20% of smaller fleets — with
50 power units or less — don’t charge for excessive
detention time. There’s no excuse for the trucking
industry to tolerate excessive driver and equip-
ment detention. The data is readily available.

Fleets can use telematics to geofence cus-
tomer facilities, and bring hard proof of the cost
of detention to the bargaining table when nego-
tiating rates. They can also help shippers and
receivers improve operations at their facilities;
they’ll surely welcome the expertise if facing puni-
tive accessorial charges for excessive detention.

Fleets can also educate shippers on the impact
of ELDs, and how drivers can no longer be - and
never should have been - expected to hide ineffi-
ciencies in the supply chain by creatively making
back lost time in their logbooks.

The full study can be downloaded at www.Truck-
ingResearch.org. Download it. Read it. Share it.
As the trucking industry enters a possible down-
turn, with increasing pressure on rates, driver and
equipment detention is the obvious area to focus
on to reduce costs for both trucking providers and
their customers. And it will go a long way toward
addressing driver turnover, too. TN

James Menzies can be reached
by phone at (416) 510-6896 or by
e-mail at james@newcom.ca.

You can also follow him on Twitter
@JamesMenzies
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Business

Fleets cautious about adding equipment

Continued from page 1

economy has slowed and there are
enough trucks to handle the avail-
able freight growth. OEMs are
cutting production rates, even-
tually down to near replacement
demand levels.

“There is a tremendous amount
of uncertainty in the economy right
now due to tariffs and the trade
war with China,” Ake added. “Busi-
nesses are holding back on capital
investment and our industry is no
exception. Fleets are going to be
cautious about buying new equip-
ment in the short term. We do expect
orders to increase in October. How-
ever, if freight growth is still muted
and manufacturing sluggish, the big
fleets may just place orders for Q1
and take a wait-and-see approach.”

ACT Research reported prelimi-
nary Class 8 orders at 10,900 units,
atick above FTR’s count.

“Weak freight market and rate con-
ditions and a still-large Class 8 backlog
continue to bedevil new Class 8 order
traffic,’ said Kenny Vieth, president
and senior analyst of ACT. “Though,
with OEMs opening their new mod-
el-year orderbooks, order weakness is
increasingly the story of an overcapac-
itized Class 8 fleet, as truckers start to
mabke their plans for 20207

Trailer manufacturers have
opened their 2020 orderboards, but

fleets are in no rush to invest in new
in new trailers, either.

That’s according to the latest State
of the Industry: U.S. Trailer report
from ACT Research. It reported final
trailer orders of 13,900 units in July,
up 22% from a depressed June, mark-
ing the first sequential increase in
nine months.

But year-to-date, orders were 46%
off 2018 levels.

“Reports indicate that additional
OEMs opened their 2020 order-
boards, but the response of fleets to
the opportunity for production slots
this year was distressing, given that
only a few months ago, fleets were
clamoring for additional equipment,’
said Frank Maly, director, commer-
cial vehicle transportation analysis
for ACT Research. “They now appear
to be very reticent to commit the
investment, which isn’t unexpected
given economic uncertainties, tariff
concerns, lackluster freight volumes,
and the resulting rate pressures.”

Freight volumes spike
The American Trucking Associa-
tions’ (ATA) For-Hire Truck Tonnage
Index jumped 6.6% in July after fall-
ing 1.2% in June.

“Tonnage in 2019 has been on a
roller-coaster ride, plagued with
large monthly swings, which con-
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Cab body section

Salvage yard truck description

tinued in July as tonnage surged
after falling significantly in May and
June, said ATA chief economist Bob
Costello.

“However, take out the month-to-
month noise, and you see that truck
tonnage is still on a nice upward
path. It is important to note that
ATA’s tonnage data is dominated by
contract freight, which is performing
significantly better than the plunge
in spot market freight this year”

Looking further out into the
future, the picture remains bright
for truckers.

The ATA is predicting continued
growth in the industry, with a 25.6%
increase in tonnage by 2030.

The projection stems from the
ATA’s latest Freight Transportation
Forecast: 2019 to 2030, an annual
release on the state of freight econ-
omy. The report says freight and
logistics revenues will top $1.6 tril-
lion annually in a decade.

The report also estimates overall
freight tonnage to grow to 20.6 billion
tons by 2030, revenues to increase by
53.8% over the next 10 years, and for
trucking’s share of total freight ton-
nage to drop to 68.8% in 2030, down
from 71.1% this year.

The Canadian picture

Here in Canada, loads were down,
and trucks were up in the spot mar-
ket in July, according to the latest
data from TransCore Link Logistics.

There was a 9% decline in loads
compared to June, with 15% more
truck capacity chasing those loads.
July is often a slower month due to
national holiday closures and the
ending of some seasonal produce
shipments, TransCore noted.

Intra-Canada freight volumes
increased while cross-border freight
declined. Truckload rates decreased
1% in July from $2.68 per mile to
$2.66. Flatbed rates were up 3%,
while reefer rates were down 17%.

Cross-border reefer loads reached
a new high since February, up 52%
compared to June. Van and flatbed
loads to the U.S. were up 17% and
16%, respectively. But loads to Can-
ada were down across all load types.

Truck availability surged in the
state of Texas, with van rates declin-
ing an average of 4% from Texas to
Ontario. Markets that saw gains in
cross-border load volumes included
Joliet, IIL., Milwaukee, Wisc., Boston,
Mass., and Albany, N.Y.

Equipment postings surged 15%
following a drop in June, marking
the second highest levels recorded in
Loadlink history. The truck-to-load
ratio in July reached a decade-high
of 4.16, a 26% increase from June’s
ratio of 3.31. The truck-to-load ratio
for northbound cross-border freight
was up 106% on average, partly due
to the fact 83% of all American mar-
kets had reduced outbound freight
to Canada. TN
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Business

Changes coming to U.S. HoS rules

Continued from page 1

to the concerns of drivers for rules
that are safer and have more flex-
ibility - and we have acted. We
encourage everyone to review and
comment on this proposal,” added
FMCSA Administrator Raymond P.
Martinez.

In a webinar following the
announcement, Martinez said the
changes address the two most fre-
quently-cited pain points for driv-
ers and give them great flexibility in
managing their workdays.

He said the agency has worked
closely with industry stakeholders
- including drivers, through five
listening sessions — over the past
year-and a-half to better under-
stand how the HoS rules can be

improved without compromising
safety.

If the 30-minute mandatory rest
break within eight consecutive hours
of driving is changed to allow drivers
to satisfy it using an on-duty break,
they will be able to take advantage
of stops they are already making to
fuel up or check their loads, Marti-
nez explained. Currently, this time
has to be logged as off-duty and driv-
ers can't count the time they spend
on the above tasks.

Another frequently cited pain
point for drivers was the inflexibil-
ity of the sleeper berth time require-
ments. The proposal will allow it to
be split into seven/three- or eight/
two-hour windows. Martinez said

POWERFUL,
EASY-TO-USE
ELD SOLUTION
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Thanks to automatic synchronization
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this gives drivers greater flexibility
in managing their routes and avoid-
ing congestion.

Joe DeL.orenzo, director of the
FMCSA'’s Office of Enforcement,
said drivers felt they were racing
the clock during their 14-hour driv-
ing window.

“They are going to drive through
rush hour traffic because the clock is
going to keep rolling,” he explained.
“This provision will allow drivers to
take three hours off to allow rush
hour traffic to clear, and be more
productive and they will have gotten
some rest during that period of time.”

Asked if the agency is expecting
much opposition to the proposed
rules, Martinez said they are a “com-
mon sense approach to crafting an
HoS regime that’s more flexible for
truck drivers, and promote safety for
all who share the road”

www.isaac.ca/powerful-eld
1888 658-7520

There is currently an ongoing
45-day comment period. Martinez
urges interested parties to submit
their comments as soon as possible,
so the rulemaking process can con-
tinue in an expedited fashion.

“We hope people will jump on this
and submit comments as quickly as
possible so we can begin the evalua-
tion process and move with all due
speed to get to a final rule as quickly
as possible so that this flexibility and
relief that has been clearly artic-
ulated can be provided,” Martinez
said. He was unable to predict a date
for implementation of the new rules.

More than 5,000 comments were
received and evaluated during
the Advanced Notice of Proposed
Rulemaking (ANPRM) process, Mar-
tinez noted. This input from industry
stakeholders and drivers was com-
bined with available data to arrive at
the proposed rule changes.

The American Trucking Associa-
tions (ATA) was quick to welcome
the proposed changes.

“Secretary Chao and Administra-
tor Martinez are to be commended
for their commitment to an open and
data-driven process to update the
hours-of-service rules; said ATA pres-
ident and CEO Chris Spear. “We look
forward to studying and understand-
ing how these proposed changes will
impact our industry so we can pro-
vide relevant data and information to
strengthen and support a good final
rule that bolsters safety and provides
drivers needed flexibility”

“In the 15 years since the last
major revisions to the hours-of-ser-
vice, we as an industry have learned
a great deal about how these rules
impact our drivers,” added ATA
chairman Barry Pottle, president
of Pottle’s Transportation. “The
valuable experience and data we've
gained over that time will make it
easier to provide flexibility for driv-
ers to get additional rest and find
parking while keeping our high-
ways safe.”

And the Owner-Operator Inde-
pendent Drivers Association
(OOIDA) also welcomed the pro-
posed changes.

The association, representing
independent truckers in the U.S.
and Canada, said the proposed rule
changes represent a “common sense
approach.”

“Truckers have families and want
to get home safely just like everyone
else. They are the most knowledge-
able, highway safety advocates and
the agency’s proposal, overall, rec-
ognizes that fact,” said Todd Spen-
cer, president of OOIDA. “Over the
past decade, truck drivers have been
more regulated than ever, and more
compliant than ever, and yet crashes
are going up. We have pushed for
flexibility in hours -of-service regu-
lations for years, long before the cur-
rent Administration. We do thank
Administrator Ray Martinez for his
commitment to the issue and for lis-
tening to those that actually drive
trucks for a living.” TN



Lisa Kelly: From tomboy
to celebrity trucker

By Abdul Latheef

DALLAS, TEXAS

In an episode of Ice Road Truckers,
Lisa Kelly jumps off her moving trac-
tor-trailer to save herself as the ice
begins to splinter on a remote Alas-
kan ice road.

That is the only way truckers can
make a quick escape in such harsh
conditions on roads where the max-
imum posted speed is 10 km/h with
no stopping allowed.

Although that is reality TV, real
trucking life in the wilderness of
Alaska is not much different.

In fact, according to the 38-year-
old ice road trucker, what she does
on the show “is real life”

That is exactly why she likes her
job, a job she has been enjoying for
the past 15 years.

She summed up her passion for
trucking in three words in an inter-
view at last month’s Great American
Truck Show (GATS) in Dallas, Texas:
“Ilove trucks”

Kelly was there as the brand
ambassador of Delo, aline of heavy-
duty engine oils developed by the
lubricants giant Chevron Products.

A longtime user of the product,
she signed Delo flyers for fans at
the show.

“When I open my tool box door,
it’s always Delo,” Kelly says in a Chev-
ron commercial.

She has been working with Chev-
ron for about three years, and she
says she goes wherever the company
needs her to go.

Kelly was born in Grand Rapids,
Mich., but raised on a small farm in
Sterling, Alaska, about 220 kilome-
ters southwest of Anchorage. She
was a bit of a tomboy with a can-do
attitude, and “really liked getting
out of the building and driving
around town.”

Kelly drove a delivery van and
a school bus before realizing her
dream of “driving a big truck some-
day, according to a bio posted on
her website.

The trucker’s job also catapulted
her to stardom and fame.

On History Channel’s Ice Road
Truckers, simply called IRT, she and
five male drivers ferry freight on
big rigs across Alaska’s frozen lakes
and rivers. The show premiered in
2007, and the 11th season aired in
late 2017.

She also starred in the /RT spinoff
IRT Deadliest Roads. A few episodes
of that show were filmed on some of
the deadliest roads in India, Bolivia
and Peru. In one, shot in the Indian
Himalayas, Kelly hauls supplies
through “pretty wild” roads.

“(It was) unlike anything I have
ever experienced, she said.

Kelly is the biggest and most pop-

ular star of /RT. She was once called
“the sexiest trucker alive” by the
men’s magazine Esquire.

She has more than 600,000 follow-
ers on Facebook, but fame doesn’t
affect her work as a trucker. Kelly
works and lives in the truck for a cou-
ple of months before taking a break
and going home to Wasilla, Alaska.
One time, she said, she was able
to go home only after three or four
months.

“IThave a very understanding hus-
band,’ she said, giggling. “He gives
me the freedom to go away for so
many months, and it is amazing”

Lisa Kelly at the Great American
Truck Show in Dallas, Texas.

An avid dirt biker, Kelly met
her husband Traves Kelly while
buying a Kawasaki 125 motor-
cycle in 2004. They married four
years later.

“He was a motorcycle mechanic.
He is a plumber now. It’s a weird life;”
Kelly said.

She said her best experience as a
truck driver is the “cool places” she
has been able to go.

Kelly is aware of the fact that not
many women are working in the
trucking industry, but she thinks it
is changing.

“Feels like it’s been going up, alot”

She said many people watch-
ing the TV show or meeting her at
trade shows often comment that she
doesn’t look like a truck driver.

“Stereotypical ones. You don’t
have to fit a stereotype. You can just
do whatever you like” TN
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FORIT.
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Designed by drivers for drivers, the Mack Anthem® not only powers through
tough jobs, but looks good doing it. Keeping drivers happy is one way we
earned Full Tilt's trust, and we’ll work hard to do the same for you. Because
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DTNA is also enjoying higher ers are choosing Detroit power, our dealers,” Howard said. “The
uptake of its integrated sys- while70% are spec’ing the Detroit technological revolution never
tems. Nineteen out of 20 buy- Assurance active safety system. stops.” TN
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ard Howard, senior vice-president ' :
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said. While orders are slowing, he ~
compared it to losing altitude but
continuing to fly well above the 5499 Harvester Road, Burlington ON L7L 5v4
mountains. He predicted a 2020 gifg;;mm”
market range of between 380,000 info@loadcovering.com
and 400,000 Classes 6-8 units, down CANADA e D
from about 460,000 to 480,000
this year.

“I think we're seeing the industry
going back to normal cycles, which I
think is a good thing,” Howard said.
“We struggled with some demands
from customers the last 12 months.”

DTNA continues to hold top spot
in market share, with 37.6% of the
Class 8 market. Freightliner itself
controls 31.4%.

Howard said DTNA sees a strong
close to 2019 before market condi-
tions normalize in 2020.

Having enjoyed considerable
success with its new Cascadia in

North America, DTNA is now look- T R U C KI N G
ing to bring that truck to new mar- —
kets, including Australia and New :
i INSURAN
“We are taking our number one
platform and bringing it to inter- _— ‘
national markets in a very strate-
gic way,” Howard explained. : :
There are now 170,000 new Cas- - - B u R R o w E s CO NTACT US I
cadias prowling North American <

highways. INSURANCE BROKERS 1888690'0010

“It’s the most successful product
launch we've had,” said Howard.
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Behind the curtain

Truck News Kkicks off a series taking you behind the scenes of the

BEST Fleets

TODRIVE FOR

Best Fleets to Drive For competition, with a look at the program’s past and how it has evolved

By James Menzies

TORONTO, ONTARIO

It has been a dozen years since
the Best Fleets to Drive For pro-
gram was launched at the depth of
the economic crisis, and organiz-
ers say they can’t believe how far
the program has come. The Best
Fleets program was the brainchild
of Mark Murrell and Jane Jazrawy,
who came to trucking from a tech
background and were struck by how
little the trucking industry was doing
to promote itself as a good place to
earn a living.

“We came from the tech indus-
try and had seen a similar pressure
with the runup to Y2K and every-
body scrambling for tech workers,”
Murrell recalled. “We’d seen a labor
crunch in another industry and we
had observed in the tech industry
that the companies that were rec-
ognized as the best employers were
always the ones that got the pick of
the litter and did better attracting
higher-quality workers.”

Murrell and Jazrawy also noticed
trucking companies were underrep-
resented in awards programs that
highlighted top employers.

“We thought that if trucking is not
going to be participating in these
things, we should start one of our
own that’s trucking-specific,” Mur-
rell explained. “We really had no idea
what to expect when we started it

The organizers, who own online
driver training firm CarriersEdge,
teamed with the Truckload Carriers
Association (TCA) to bring the pro-
gram to life. The program has blos-
somed into a year-round endeavor,
and additional staff and resources
have been brought on-board to man-
age the program. As the program has
evolved, new trends and themes
have emerged on a yearly basis.

'This year, there will be more focus
on the ratio of drivers to dispatch-
ers and fleet managers. Participat-
ing fleets can also expect to be asked
about how they manage pay-to-park
and their natural disaster-readiness.

“What are their plans for address-
ing those, and for supporting drivers
in their personal lives and profes-
sionally?” Murrell wants to know.
“What are fleets doing to make it
more of a business strategy?”

Fleets will also be asked how long
their drivers are typically out on the
road, and what a typical week looks
like to their drivers. “We're going to
be drilling into that farther and ask-
ing specifically, ‘What constitutes
a weekend in your fleet?” Murrell
warned. “Everybody in the office
has a proper weekend, what are you
doing for drivers?”

When Best Fleets organizers
conduct fleet surveys, they also
want to know how drivers are
treated at their terminals. Do they
have access to the same facilities
as office staff? Do their benefits
match?

When the program was launched
a dozen years ago, Murrell said it
was difficult to imagine how pop-
ular it would become. Fleets that
place among the top 20 finishers
have gone to great length to pro-

mote their accomplishment. Some
have even taken it too far - remov-
ing the year from the Best Fleets
logo they've attached to their equip-
ment, suggesting the award was
given in perpetuity.

“It got to the point where we were
threatening, ‘If we see this, were
not only going to tell you to stop,
but you'e going to be blacklisted,”
said Murrell.

But organizers encourage Best
Fleets winners to promote their

achievement - as long as it’s done
above-board.

“They’re very proud of it and they
want to advertise it,” he said. “We've
seen people do billboards, trailer
wraps, decals. That’s something we
find really cool, when we're driving
somewhere down in the U.S. and we
come across a truck that has a decal
on it. It’s very fulfilling.”

A key part to the program is the
sharing of best practices that follows
the selection process. Through webi-

Canada’s largest inventory
of yard trucks, in-stock and on order

DURA-RIDE®

Yard trucks with Dura-Ride have received
exceptionally high marks from the maintenance
officials of companies that chose it for their
vehicles. They report a significant lowering of
both replacement parts and labor healthcare
costs. And this isn’t Johnny-come-lately
information, either. Capacity Trucks has been
monitoring vehicles with Dura-Ride and refining %
it since 1988. Competitors also offer suspension
systems, but when operators ride in a Capacity
Truck with Dura-Ride, then compare with
another brand...they say there’s no comparison.

Choose DURA-RIDE®.
Choose Capacity of Ontario.
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nars and speaking engagements,
Murrell and Jazrawy openly share
what made the Best Fleets finalists
and winners stand out. Fleets are
asked if they are okay with their suc-
cess stories being shared, and most
agree to do so.

“In general, people who are par-
ticipating are more than willing to
share ideas,” Murrell said.

And that could be improving the
industry as a whole. In recent years,
organizers have seen the emergence
of guaranteed pay become more
prevalent among the best-perform-
ing fleets. Such best practices often
emerge first as anomalies among the
best fleets, and in a few short years
become commonplace. Asked if the
Best Fleets program can be cred-
ited with improving working con-

ditions for drivers across the indus-
try, Murrell said “We like to think
that it has. Our sense is we are see-
ing some changes. What we have
noticed is, people have started hav-
ing the language to describe some
of these things.”

Rather than reciting tired phrases
like “open door policy” and “treat-
ing drivers like family,” fleets are
becoming more adept at explaining
their best practices in more detail.

As the Best Fleets program con-
tinues to grow, and the level of com-
petition among participants rises,
Murrell encouraged newcomers to
the program to not be discouraged
if at first they don’t make the list of
finalists. Few do.

“A common mistake we see is peo-
ple giving up; thinking if they don’t

GAPACITY
OF ONTARIO

make it after a year or two, there’s
no point,” said Murrell. “It’s pretty
common for people to go through
this process a few times before they
get on the list.”

To put it in perspective, there were
140 fleets nominated last year, with
90 making it through to the inter-
view stage. From there, the 20 final-
ists were chosen.

“You really have to have your stuff
together to get onto that top 20,”
Murrell said.

The program has also started a
Fleets to Watch sub-category, to
recognize fleets that were just shy
of cracking the top 20. While it may
seem daunting to crack the list of
finalists, Murrell pointed out “There
are new fleets on there every year.
There are always a handful that

LEASE RENT BUY

Mobile Service.

Live Vehicle
Monitoring.

Customer First.

For more information visit
our new website

capacitytruck.com

1(888) 872-0506
5280 South Service Road
Burlington, Ontario, Canada

drop off for various reasons and new
ones added.”

A key to being successful in the
program is to have buy-in from
top management right through
to drivers.

“You can’t get on the list with-
out everybody working together,”
said Murrell. “It’s a whole company
effort.”

This year, Truck News has been given
unprecedented, unfettered access
behind the scenes of the Best Fleets
to Drive For program. Its editors will
be embedded into the program and
will report regularly on the selection
process, right through till the winners
are announced at the Truckload Car-
riers Association’s Annual Conven-
tion in March. TN

Best Fleets
nominations
now open

ALEXANDRIA, VIRGINIA

Nominations are now open for this
year’s Best Fleets to Drive For sur-
vey and competition, organized by
the Truckload Carriers Association
(TCA) and CarriersEdge.

Now in its 12th year, the con-
test evaluates and identifies those
employers who provide exceptional
workplace environments within the
trucking industry.

By nominating a fleet, a profes-
sional truck driver is recognizing
the things about the company’s
culture that he or she likes, such as
outstanding compensation, safety
practices, benefits, equipment, or
training.

If the company accepts the nom-
ination and agrees to participate, a
survey then digs deeper into its pol-
icies and practices, bringing to light
the things it does that are innovative
and successful.

To be eligible, a fleet must oper-
ate 10 or more tractor-trailers in the
U.S. or Canada. TCA membership is
not required.

Participants will answer ques-
tions about their current human
resources practices, both electron-
ically and through phone interviews
with senior management and a ran-
dom sampling of their drivers.

The top 20 finishers will be identi-
fied as Best Fleets to Drive For and
will be announced in January 2020.
From this pool, companies will then
be divided into both “small” and
“large” categories, and two overall
winners will be selected. Overall
winners will be announced at the
TCA’s Annual Convention in Kissim-
mee, Fla., in early March 2020.

Nominations are open from Sept.
3 to Oct. 31. Details are available at
BestFleetsToDriveFor.com. TN
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Companies still searching for cannabis clarity

By Abdul Latheef

OTTAWA, ONTARIO

Forty-eight percent of safety-sensi-
tive industries have yet to introduce
a zero-tolerance policy on cannabis
because of a lack of clarity on issues
such as privacy and impairment, a
survey has revealed.

'The poll by the Conference Board
of Canada also found that only a third
of all companies surveyed would
directly provide employees with edu-
cation on cannabis use.

The findings are part of the report
Acting on the Cannabis Act: Work-
place Policy Approaches to Canna-
bis, released in August.

How to manage the implications of
cannabis in the workplace has been
a major topic of debate since long
before pot became legal last fall.

“It’s not easy to adopt a zero-tol-
erance policy, said Monica Haberl,
senior research associate on the Con-
ference Board’s Cannabis at Work file.

“One of the challenges even for
safety-sensitive workplaces is the fact
that in many industries there are no
legislation or regulations in place. So,
it can just be tricky for organizations
to put in place that zero-tolerance
policy;” she said.

Haberl said while the unions are
not explicitly opposed to such a pol-
icy, they have “understandable con-
cerns” about the privacy rights of the
employees, and want to make sure
employers are not going beyond
what is required to ensure work-
place safety.

She said it is much easier for com-
panies in the U.S. to adopt a zero-tol-
erance policy because cannabis is
still illegal federally.

“In addition, random testing and
testing for drugs and alcohol is much
more, well, socialized in the U.S. In
fact, in some industries it is actu-
ally mandated whereas in Canada,
random testing, for example, can be
very challenging to implement for
employers,” said Haberl.

Another problem is the lack of a
proper definition for impairment.
Sixty per cent of respondents did not
have a definition.

“The majority of responding orga-
nizations don’t have a definition
for impairment within their work-
place, which means that even though
employees know they have to come
to work unimpaired, they might not
fully understand what that requires;’
Haberl said.

She said one way of bridging the
gap is education.

“It’s one of the simplest gaps to
close. Cannabis education offers a
practical approach and can be tai-
lored to suit the needs of safety-sensi-
tive workplaces as well as those with-
out serious safety concerns,” she said.

Haberl said it is important to
understand that almost all employ-
ees do not actually want to come to

The Conference
Board of Canada

Actingon the
Cannabis Act

Woarkplace Policy Approaches to Cannabis

Monica Haberl, senior research
associate, Conference Board of
Canada

work and put either their peers or
themselves at risk in the workplace.

“It may just be that they are not
aware that smoking a joint on Sun-
day night might still be affecting you
on Monday morning”

Dr. Melissa Snider-Adler, chief
medical review officer, Driver-
Check

Reacting to the report, one of
the country’s top addiction experts
said she is “not surprised at all”
that 48% of safety-sensitive indus-
tries have not adopted a zero-tol-
erance policy.

Dr. Melissa Snider-Adler, chief
medical review officer at Driver-
Check, cited the guideline set by the
Occupational and Environmental
Medical Association of Canada in
that respect.

“Their recommendation is a mini-
mum of 24 hours of no cannabis use
prior to engaging in any safety-sen-
sitive work,” she said.

She added that employers, who
may feel that zero tolerance or a
28-day cannabis ban are too pro-
hibitive, may balance it differently.
They may want to adopt a policy of
no substance use and no cannabis
use for 24 hours.

She also noted that in the first
quarter of this year, 646,000 Cana-
dians reported trying cannabis for
the very first time, nearly double the
estimate of 327,000 people in the first
quarter of 2018, when non-medical
cannabis was illegal.

In Ontario, adult use of cannabis
reached 20% in the first quarter, up
from 14% in the same period last
year, according to the National Can-
nabis Survey conducted by Statistics
Canada.

“When we see an increase in use, it
is always concerning. That is not just
people who don’t work,” Snider-Ad-
ler said. TN
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Business

DINA creates new organization to enhance
customer experience

By James Menzies

YOUNTVILLE, CALIFORNIA

Daimler Trucks North America
(DTNA) has backed up its custom-
er-centric approach to business with
asignificant investment and the cre-
ation of a new Customer Service
Experience business group.

It will be headed by Paul
Romanaggi, a 34-year Daimler vet-
eran, who fills the newly-created role
of chief customer experience officer.

“We are making the customer jour-
ney the focal point of everything we
do,” said Stefan Kurschner, head of
aftermarket within DTNA.

Romanaggi vowed every DTNA
customer - even single-truck own-
ers — will get personalized attention
if and when they encounter issues.

“No customer goes unaccounted
for,” he said.

The new organization has four
guiding principles: faster speed and
effectiveness in solving customers’
most immediate needs; bringing a
holistic approach of support to cus-
tomers, ensuring every resource avail-
able is applied; obtaining insights into
operations for continuous improve-
ments at DTNA; and having a pro-
active understanding of customers’
business needs for the future.

The group will begin by assigning a
director of fleet services to work with
DTNAs top 100 fleets, with the sup-
port of 21 field reps who will “do noth-
ing but call upon these 100 fleets;”
Romanaggi explained.

Another team of 60 district ser-
vice managers will be deployed to
give attention to smaller fleets and
even owner-operators. Contact infor-
mation will be easy to find and all
issues will be seen through to reso-
lution, Romanaggi promised. Person-
nel will also be assigned to resolving
dealers’ needs.

Some of the areas the new orga-
nization will focus on include: war-
ranty coverage; extended coverage;
and goodwill policy. It is also bring-
ing back the “one-stop warranty”
program. This involves DTNA deal-
ers immediately covering the cost
of repair covered under third-party
warranty programs, and then pursu-
ing those providers for reimburse-
ment after the initial Daimler war-
ranty has expired. This simplifies the
claims process and expedites repairs.

These third-party warranties,
explained Romanaggi, present “mass
confusion” to customers and dealers,
which DTNA has promised to resolve
by handling the financial receivables
element, “to make it simple and has-
sle-free for our customers and dealers.”

The new organization also plans to
tap into big data generated by DTNA
vehicles to provide predictive analyt-
ics and useful metrics for customers
to understand and act upon.

“We've made huge investments in
our organization, in IT systems, ded-
icated departments, to absolutely
take full advantage of big data and
the Internet-of-Things and what that
means in value for our customers;’
Romanagii said.

DTNA also has aCustomer Experi-
ence Day, held in September, during
which every DTNA employee -
including those in Canada - spend
an entire day celebrating customers.
The morning is spent hearing from
customers about their experiences,
and the afternoon focuses on ways
the company can become more cus-
tomer-centric. TN
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Navistar’s Vision 2025 to fuel growth,
customer and dealer satisfaction

By James Menzies

BOULDER, COLORADO

Navistar International says it has
left survival mode, and is now in
growth mode. And it has an ambi-
tious plan to return to its glory years
as a leader in the commercial vehi-
cle space, dubbed Vision 2025.

The plan entails smoothing rela-
tions between the manufacturer
and its dealers, and putting the cus-
tomer first. It’s already being exe-
cuted, with more than 7,500 partic-
ipants taking part in the program
since January. Of these, 3,520 are

OUR NEWTRACTION STORE

Navistar employees and another
2,990 work for International dealers.
Members of the truck press were put
through the program here Aug. 6.

“We are pretty excited that the
movement is continuing,” said Mark
Belisle, vice-president, distribution,
with Navistar. “When I say Vision
2025, whether at the office or a
dealership, people know what I'm
talking about.”

Vision 2025 began with the forma-
tion of an eight-person committee
split between OEM and dealer rep-
resentatives. The first meeting was
somewhat adversarial in nature,

with both sides airing grievances,
recalled Terry Minor of Cumber-
land International Trucks in Nash-
ville, Tenn.

“The customer may have gotten
mentioned one time throughout
the entire day; he said of that first
meeting. “After we went through
that exercise and realized we had
an issue, number one on how to bet-
ter work with one another, we also
figured out we had forgotten about
the most valuable asset in the entire
equation, which was the customer...
Today, and over the last year, when
we run into differences of opinions

we are struggling to get past, we typ-
ically fall back to how does it affect
the customer and we look at it from
the customer’s eyes. From there,
what do we both have to give and
take in order to get to a solution that
is going to benefit the customer?”

Navistar aims to become the eas-
iest OEM and dealer network to do
business with. It wants to grow its
market share, put past mistakes
behind it, and improve profitabil-
ity for itself and its dealers. Belisle
said this will be achieved through
“shared goals, trust, transparency,
and cooperation.”
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He acknowledged this approach is
“something kind of new from what
we've historically done.”

Transparency was on full dis-
play during the press event. Navis-
tar acknowledged its troubled past
and laid out in detail its Vision 2025
plan to restore faith in the company.

“We are operating in a different
paradigm now in how we interact
with our dealers;” Belisle said. Dealer
advisory boards used to act in silos,
and if you didn’t have a seat at the
table, you weren't a part of the dis-
cussion between dealers and the
manufacturer, Belisle admitted. Now,
within 48 hours of a dealer advisory
meeting, a newsletter summarizing
the discussion is sent to every Inter-
national dealer principal to keep
them in the loop.

When dealers raise issues, Navis-
tar is committed to listening and
taking action, Belisle continued.
It is sending out surveys to 20,000
dealer employees four times a year
to solicit feedback. It is hiring mys-
tery shoppers to call International
dealers and see how they compare
to competitors. Another area being
addressed is the lack of response
to customer emails submitted
through dealer websites. Navistar
found these emails are responded
to within 24 hours less than 40% of
the time, right across the industry.

“We have a long way to go to be
customer-centric in dealing with
customers in the way they want to
communicate with us,” Belisle said.
But action is being taken to change
that, and the company wants 100%
of email inquiries responded to in
24 hours or less.

“There is no reason why systems
can’t be set up at the dealership so
that emails are responded to, heck,
within eight hours,” he said.

Navistar is also setting dealership
standards, dubbed Prestige Stan-
dards. They will provide a consistent
experience for customers across the
entire dealer network.

“It doesn’t matter where the cus-
tomer goes to end up with a positive
experience,” Belisle said.

The company also has put into
place ways to share data between
the OEM, dealer, and customer.

“Historically the dealer network
has been pretty protective of cus-
tomer data and Navistar has been
protective of their data,” said Belisle,
adding the sharing of data is essen-
tial if it’s to benefit the customer.

Friedrich Baumann, president of
aftersales with Navistar, is one of the
main drivers behind Vision 2025.

“The intent is moving our Inter-
national brand from this survival
mode and quarter-to-quarter think-
ing, to being much more custom-
er-centric,” he said.

Dealers have responded positively
to the changed mindset.

“Everything about Vision 2025 can
be summed up by, we are making it
easier to do business with us, be
more efficient and more productive,”
Minor said. He added dealers are

Relations are improving between Navistar and its dealer network.

placing a greater emphasis on after-
sales support, and evolving their role
to become solutions providers. This
will ideally build customer loyalty
and fuel conquest sales.

“It's really hard to get rid of some-
thing if it serves a big service role
within your organization,” he noted.

“It’s been very refreshing from
a dealer’s perspective to see the
change,” added Justin Fink of Sum-
mit Truck Group in Lewisville,
Texas.

“We are not just sitting there
being talked to (by the OEM). They
are asking questions and listening
and responding,” Minor added.

Baumann said “I believe we are
in a position where we can prove
we can take care of customers in a
different way. We have the capacity
in our network. I know we have the
capabilities in our network we can
build upon.”

Of course, the best way to ensure
customer satisfaction is to maxi-
mize uptime, and Chintan Sopari-
wala, vice-president of uptime, said
steps are being taken in that area as
well. It has geofenced all its dealer-
ships and using OnCommand Con-
nection has tracked repair times.
It has seen a 73% improvement in
repairs done within 24 hours since

the first quarter of 2018, Sopariwala
noted. This compares well to indus-
try averages monitored through
non-International trucks equipped
with OnCommand Connection.

But work remains to be done;
the company aims to finish 80% of
repairs within 24 hours.

Other measures taken to improve
uptime include: predictive parts
stocking; opening of a new Mem-
phis, Tenn., distribution center;
and implementing lean business
cultures at dealerships.

“Navistar has made significant
investments in uptime and the results
are showing” Sopariwala said. TN

Announcing a new partnership
to serve eastern Canada.

Expanding our Canadian footprint
We are excited to announce Transcourt, Inc., as the newest Polar Tank Trailer distributor. Transcourt has
been leasing and renting Polar Tank Trailer products since its founding in 1997. Building upon this solid
partnership, we will work together to bring our premium products and mission-specific engineering to
customers throughout eastern Canada.

Contact PolarTank.com, HeilTrailer.com or Transcourt.com.

POLAR

TRAILER

TANK

TRANSCOURT

LEASING

TRANSCOURY
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It’s what we know.

@ EnTrans International, LL.C

Polar Tank is part of the EnTrans International family of brands.
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Health

Preventive Maintenance

The fiber of your being

As fall is almost over, you are proba-
bly already preparing your rig for the
winter - examining tires, hoses and
wires for wear, flushing systems to
remove buildups and adding prod-
ucts to improve efficiency. Mainte-
nance is common sense — taking
simple steps can prevent break-
downs and increase productivity.
Taking simple steps to maintain
your healthy body can also prevent
breakdowns, improve your produc-
tivity and even prolong your life.
One easy action that will help
keep your body’s systems running
smoothly is to add more dietary fiber
to your diet. Not just a remedy for
constipation, dietary fiber coupled
with appropriate liquid consump-
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tion can also play a significant role
in maintaining your overall health.

Dietary fiber consists of the parts
of plant foods that your body can’t
absorb or digest (not fats, proteins or
carbohydrates) and is categorized as
either soluble or insoluble.

Soluble fiber, found in oats, peas,
beans, apples, citrus fruits, car-
rots, barley and psyllium, etc., dis-
solves in water to form a gel-like
material which helps lower choles-
terol and glucose levels. Insoluble,
found in whole wheat flour, wheat
bran, nuts, beans and vegetables,
such as cauliflower, green beans
and potatoes, etc., increases stool
bulk and promotes the movement
of material through your diges-

HIGH PERFORMANCE CAB HEAT

& ENGINE PRE-HEAT AT ALL TIMES

Professional athletes like Danny MacAskill face extreme challenges;
they need to know they can always rely on their equipment and their
partners. Danny’s equipment is specially tailored to his personal

requirements. When it comes to thermal management, for Eberspéacher
there is only one solution: the solutionthat fits you. We develop
customized system solutions to meet every requirementand every need,

using components from our heating, cooling and control portfolio

to ensure pleasant, performance-enhancing temperatures in your vehicle
interior — the whole year round.

A WORLD OF COMFORT

tive system. Since the ratio of sol-
uble and insoluble fiber varies in
different plant foods, it is benefi-
cial to consume a broad variety of
high-fiber options.

A high-fiber diet can help your
digestive system in a variety of ways.
It can normalize bowel movements
by increasing the weight and size
of your stool and softening it, mak-
ing the stool easier to pass. On the
other hand, fiber helps solidify loose,
watery stools by absorbing excess
water and adding bulk. As well, fiber
can reduce your risk of developing
hemorrhoids or small pouches in
your colon.

Fiber is also a natural cleanser.
It scrubs and helps eliminate tox-

A

Trial Bike Pro and Eberspaecher
Brand Ambassador Danny MacAskill
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www.eberspaecher-na.com | 800-387-4800
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Karen Bowen is a professional
health and nutrition consultant,
and she can be reached at
karen_bowen@yahoo.com

ins from your digestive tract, soak-
ing up excess estrogen, unhealthy
fats and chemicals, and transport-
ing them quickly from your body.
Studies show that a high-fiber diet
can also lower your risk of colorec-
tal cancer because the fiber that fer-
ments in the colon feeds the healthy
bacteria that maintains the lining of
the colon.

Soluble fiber, particularly from
beans, oats, flaxseed and oat bran,
offers specific health benefits. It
helps lower total-blood cholesterol
levels by trapping “bad” choles-
terol until it is excreted. It can also
improve your circulatory system by
lowering your blood pressure and
reducing inflammation.

In addition, soluble fiber can help
control blood sugar levels by slowing
the absorption of sugar, which may
reduce the risk of developing Type 2
diabetes. High-fiber foods can help
you achieve and maintain a healthy
weight, since they tend to be more
filling, helping you feel full longer.
Being less “energy-dense,” the same
volume of high-fiber food has fewer
calories.

Studies also show that increasing
your dietary fiber intake, particu-
larly cereal fiber, reduces your risk of
dying from cancer or cardiovascular
disease. According to the Institute
of Medicine, a man under 50 should
consume 38 grams of fiber each day;
over 50, 30 grams. A woman under
50 should consume 25 grams; over
50, 21 grams.

For the best quality fiber, eat
raw or unprocessed foods, such as
whole-grain products, fruits, vegeta-
bles, beans, peas, legumes and nuts.
Instead of canned fruits and vegeta-
bles, pulp-free juices, white breads
and pastas, and/or refined cereals,
choose some of the following high-
est-fiber options.

For fruits, eat raspberries, pears
and apples with their skins, bananas,
oranges and/or strawberries. For
vegetables, choose green peas, broc-
coli, turnip greens, brussels sprouts,
baked potato with skin, and/or corn.
For grains, try whole-wheat spa-
ghetti, pearl barley, bran flakes, qui-
noa, oat bran muffins, oatmeal, air-
popped popcorn, brown rice, and/or
whole wheat or rye bread. For nuts,
seeds and legumes, eat split peas,
lentils, black or baked beans, chia
seeds, almonds, pistachios, and/or
sunflower seeds.

Whether snacking or stopping
for a meal, feed the fiber of your
being. TN



Back Behind the Wheel

Goping with panic attacks

Last winter, I had a driver come into
my clinic complaining of shortness
of breath, rapid heart rate and chest
pain. He reported it started about
an hour before, when he was driving
in heavy traffic during a snowstorm.
Naturally, I referred him to the emer-
gency room to be checked out for a
possible heart attack. As it turns out,
his heart was fine and he had just
experienced his first panic attack.

A panic attack is simply a sudden
feeling of intense fear or panic that
develops for no apparent reason.
Often, panic attacks trigger severe
physical reactions. In the past, panic
attacks were attributed to stress or
overactive nerves, however they are
now recognized as alegitimate med-
ical condition. Fortunately, modern
treatments are often very effective.

The symptoms of a panic attack
can vary quite greatly from person to
person. They can include: chest pain;
rapid heart rate; shortness of breath;
sweating; nausea; dizziness; head-
ache; chills; and hyperventilation.

Many of the above symptoms can
resemble life-threatening conditions.
Thus, it is vital to seek medical atten-
tion as soon as possible.

In most cases, panic attacks
begin suddenly, without any warn-
ing. They can occur at any time —
even when you are sleeping. How-
ever, many people experience panic
attacks during stressful situations.
'The symptoms of a panic attack are
usually short-lived, most only lasting
between 30 to 60 minutes.

The exact cause of panic attacks
is still unknown. However, research-
ers think that genetics and stress are
the two main contributing factors.
Traumatic events such as the death
or serious illness of a loved one or
major life changes are common ini-
tiating factors.

Diagnosing panic attacks is not
always easy. Your physician will first
have to rule out other serious medi-
cal conditions. A physical examina-
tion is usually where your physician
will start. From there, laboratory
investigations such as blood tests
and electrocardiograms will help
pinpoint a diagnosis. A physician
or a mental health worker may also
perform a psychological evaluation.

The good news about panic
attacks is that treatments are very
effective. In most cases, the goal of
treatment is to reduce or eliminate
all of your panic attack symptoms.
The two main treatment options for
panic attacks are medications and
psychotherapy. Many physicians
recommend a combination of both
treatments.

Medications such as antidepres-
sants are often the first to be pre-
scribed. Popular drugs such as
Prozac, Paxil and Zoloft are widely
prescribed for panic attacks. Other
medications, such as mild sedatives,

may also be recommended by your
physician. If one particular medica-
tion is not effective in treating your
symptoms, your physician may rec-
ommend switching to another.

In addition to medications, psy-
chotherapy has been proven to be
effective in treating panic attacks.
The main type of psychotherapy
used to treat this condition is
called cognitive behavioral ther-
apy. This type of therapy can help
you identify patterns and trig-
gers of your panic attacks. During
these sessions, you will learn how
to cope with the feelings of anxiety
and physical symptoms associated
with the attacks.

In recent years, researchers have
explored several natural treatments
for anxiety disorders. However, two
alternative treatments have shown
significant potential. Relaxation
techniques such as yoga, deep
breathing and meditation may be an
effective treatment for some people
with panic disorders.

Also, nutritional supplements
which aid in the action of serotonin
may reduce the frequency and sever-
ity of panic attacks. It is important to
note that these products may cause
side-effects and may interact with
your other medications. Talk to your
physician before taking any natural
supplement.

Dr. Christopher H. Singh runs
Trans Canada Chiropractic at the
230 Truck Stop in Woodstock, Ont.
He can be reached at 519-421-2024.

Panic attacks are not a life-threat-
ening condition. However, they can
cause major disruptions in a person’s
life. Although there is no known way
of preventing panic attacks, seeking
treatment as soon as possible will
stop them from worsening.

So, next time you are sitting in a
traffic jam, remember to take a few
deep breaths.

Until next month, drive safely. TN
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The AeroBeam suspension
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Technology

Daimler tests autonomous
trucks on public roads

Daimler Trucks is testing autonomous trucks with SAE Level 4 intent
technology on highways in southwest Virginia.

BLACKSBURG, VIRGINIA

Daimler Trucks and Torc Robotics
are actively developing and test-
ing autonomous trucks with SAE
Level 4 intent technology on public
roads, Daimler Trucks announced
Sept. 9.

The test routes are on highways
in southwest Virginia, where Torc
Robotics is headquartered.

“All automated runs require both
an engineer overseeing the system
and a highly trained safety driver
certified by Daimler Trucks and Torc
Robotics,” the company said.

The deployment follows months of
extensive testing and safety valida-
tion on a closed loop track, it said.

“As part of the comprehensive
safety process by Daimler Trucks
and Torc Robotics, both test track
and on-road validation play an inte-
gral role in establishing the essen-
tial building blocks for successfully
advancing automated technology,”
the company added.

Torc Robotics is a part of the newly
established Autonomous Technol-
ogy Group of Daimler Trucks.

“Asimov,” Torc’s system for auto-

mated driving, has been tested in
urban and long-distance routes as
well as in rain, snow, fog and vary-
ing light conditions.

The truck manufacturer is consol-
idating all its expertise and activi-
ties in automated driving into the
global organization with locations
in Blacksburg and Portland in the
U.S. as well as in Stuttgart, Germany.

“As we pair Daimler's exper-
tise in building safe and reliable
trucks with Torc's genius in engi-
neering Level 4 vehicles, we have
no doubt we will do great things in
the future,” said Roger Nielsen, pres-
ident and CEO of Daimler Trucks
North America.

“We look forward to writing his-
tory together. The U.S. highways are
the perfect place to develop auto-
mated driving technology.”

DTNA is also building an infra-
structure required for the opera-
tional testing of initial application
cases.

This consists of a main control
center and logistics hubs, located
along high-density freight corridors,
the company said. TN

UPS self-driving vehicles
already delivering cargo

SANDY SPRINGS, GEORGIA

UPS Ventures, the venture-capital
arm of courier giant United Parcel
Services, has acquired a minority
stake in the self-driving startup
TuSimple.

Together, both companies are
testing self-driving tractor-trailers
on a route in Arizona to determine
whether the vehicles can improve
service and efficiency in the UPS
network, UPS said.

The work with TuSimple began
with the goal of helping UPS better

understand the requirements for
Level 4 autonomous trucking in its
network, the company said.

Throughout the ongoing tests,
UPS has been providing truckloads
of goods for TuSimple to carry on a
freight forwarding route between
Phoenix and Tucson, Ariz.

The company initiated self-driv-
ing service in May 2019, with a driver
and engineer in the vehicle. TuSim-
ple and UPS monitored distance
and time the trucks traveled auton-
omously. TN
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The Canadian Economy
and the Freight
Transportation Outlook
for 2020

Canada’s economy grew at a modest pace
during the initial stages of 2019. There
are concerns about how it will perform

during the balance of the year as Canada’s

political leaders seek to conclude a revised
trade agreement with the United States
and Mexico while addressing various
geopolitical challenges. This panel will
discuss the Canadian and US economies
and transportation industries in 2019 and
share their expectations for 2020.
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President, Canadian Trucking Alliance
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Managing Director, Global Transportation
& Logistics, Stifel Financial Corp.

Josh Nye,
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President, Tandet Group
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Fleet Profile

Giant strides

Tiger Trucking sees rapid growth, to support success of Giant Tiger

By James Menzies

JOHNSTOWN, ONTARIO

A massive new distribution cen-
ter constructed by Giant Tiger was
built with employees in mind, and
boasts some of the most luxurious
driver amenities offered anywhere.
The highly-automated distribution
center covers more than 600,000
sq.-ft. and employs more than 300
people, as well as more than 210
robots, which pack and sort goods
with greater speed and accuracy
than humans.

The location for the new DC, just
outside Prescott, Ont., was strategi-
cally chosen to reduce annual trans-
portation distances by 860,000 km
ayear, and costs by $1 million. But
at the same time, the truck fleet,
known as Tiger Trucking, is rapidly
growing. While it doesn’t disclose
driver count, the fleet grew by more
than 300% in eight months this year.

James Johnstone, AVP transpor-
tation for Tiger Trucking, said the
team was fully moved into its new
home in early December 2018. He
beamed with pride as he took Truck
News on a tour of the facility, show-

Giant Tiger’s sprawling 600,000-plus sq.-ft. distribution center offers tons of amenities for drivers.

ing off the highlights for drivers.
They include a quiet room, where
drivers can get some rest between
loads, a well-appointed gym, a
games room with pool and foosball
tables, a subsidized kitchen offer-
ing healthy meals, and locker rooms.

Even laundry service is offered;
drivers are given 11 shirts and seven
pairs of pants. When they need to be
washed, they drop them off in the
laundry room and pick them back
up there cleaned a couple days later.

The fleet itself has also been com-
pletely refreshed. Johnstone said the
average truck is a 2018 model year,
with the oldest being a 2017. The
tractors include Mack Anthems,
Freightliner Cascadias and Volvo
VNL 760s, all fitted with all the
driver amenities to make life on the
road more comfortable.

“Those are going to be refreshed
with some 2020s that are in produc-
tion now, he said of the oldest trac-
tors. The oldest trailer in the fleet is a

2019 model year. Giant Tiger is grow-
ing rapidly, and has a plan to add
10-15 stores a year for the next five
years. When other brick-and-mortar
retailers are stagnant or struggling to
survive, Giant Tiger is thriving,
Tiger Trucking handles about
70% of the deliveries to Giant Tiger
stores, with about 100 truck ship-
ments a day being delivered from
the Johnstown DC. The professional
drivers who deliver those loads, and
the equipment they operate, are a

Get Your Technology & Maintenance
Solutions From a Proven Source

Whether you’re a trucking professional or a tech on the shop floor,
TMC is the place where the experts meet. We are the only industry association
focused solely on truck technology and maintenance.

Be Part of Trucking’s Future...
Join ATA’s Technology & Maintenance Council
Visit JoinTMC.trucking.org or call 703-838-1763

TURNING EXPERIENCE INTO PRITCTICE | | f

COUNCIL OF

—{‘
ATA
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950 N. Glebe Road, Suite 210
Arlington, VA 22203

28 Truck News —East @ October 2019



The Tiger Trucking fleet consi
colorful, branded trailers.

sts of late model sleeper tractors pulling

SR g

“We really want people going down the road to
see that and think ‘I shop there, | recognize that
logo.’ The last thing | want is someone to look
at our truck and say ‘l can’t believe my food or
clothing came out of that’.”

— James Johnstone, Tiger Trucking

reflection of the Giant Tiger brand.

“We really want people going
down the road to see that and think
‘I shop there, I recognize that logo.”
The last thing I want is someone to
look at our truck and say T can’t
believe my food or clothing came
out of that’,” Johnstone said.

For this reason, Tiger Trucking
trucks and trailers are creatively
decorated with eye-catching graph-
ics that play up the retailer’s Cana-
dian heritage. Drivers appreciate the
equipment, the predictability of the
routes, and the creature comforts at
the new DC.

“Even today with our highly
increased count, we have zero turn-
over,” Johnstone said.

Most drivers have predictable
schedules and deliver to the same
stores regularly. Stores receive
shipments three times a week. The
increased efficiency at the high-
ly-automated Jamestown DC has
also meant drivers can usually get
loaded and on their way faster than
before. They're all paid by the hour.

Onbackhauls, Tiger Trucking will
occasionally take on third-party
freight, but usually it’s a combina-
tion of recycled cardboard and store
returns.

Because it has so little driver turn-
over, Tiger Trucking can be dis-
criminating in who it hires. It has a
lengthy onboarding process includ-
ing training on Giant Tiger’s corpo-
rate culture. The job, however, isn't
without its challenges. Some stores
are tricky to access and have munic-
ipal restrictions on delivery times.
A driver manual lays out details of
every store, its quirks and nuances,
and helpful advice on how to access
the location

Safety is a major focus for Tiger
Trucking, exemplified by its hourly
pay structure.

“There’s no rush to do anything
unsafe,” said Johnstone. “Safety is
our number one priority. Second is
service to our stores. If we can’t do
it safely, we won't do it.”

Ontario isn’t the only growth area
for Tiger Trucking; it recently moved
into a new Moncton, N.B. location
as well. Moncton serves as a hub for
the fleet in Atlantic Canada. There
are currently 254 Giant Tiger stores
across Canada, with more slated to
open soon.

In addition to providing a com-
fortable headquarters for driv-
ers to visit, Giant Tiger also
takes strides to include them in
a close-knit community environ-
ment. Barbecues are held every
Wednesday, and for Christmas
dinner, managers and executives
serve up the food. There’s even an
apple orchard outside, because
company founder Gordon Reid
wanted employees to feel com-
fortable bringing their kids there
to pick apples. It also pays homage
to the MclIntosh, the national apple
of Canada, which was first grown
in the area.

Trucks in the yard were all freshly
washed and detailed, tire polish
applied. For the trailers, Johnstone
prefers a Quik Zip mounting pro-
cess that affixes to rails and can
be easily swapped out in as little as
45 minutes. Adhesive vinyl is used
only on the side fairings and the rear
doors. This allows Tiger Trucking
to quickly and cost-effectively swap
the graphics to commemorate spe-
cial occasions such as new store

openings. TN
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Equipment

Dana acquires Quebec-based electric
drivetrain developer

MONTREAL, QUEBEC

Dana has expanded its e-mobility
business with the acquisition of
Quebec-based Nordresa Motors.

MISSING

SHAWN JONES

Missing From: Cape Croker, ON
Missing Since: Oct 22, 1993
Date of Birth: Aug 13, 1979
Height: 510"
Weight: 160lbs
Hair Colour: Brown

Eye Colour: Blue

IF YOU HAVE ANY INFORMATION ABOUT THIS YOUTH,

VISIT

missingkids.ca

Nordresa focuses on integration
and application engineering for
the development and commercial-
ization of electric powertrains for
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1-866-KID-TIPS
(543-8477)

OR CALL NEYAASHIINIGMIING FIRST NATION POLICE SERVICE AT 1-888-310-1122

DRY BULK QUAD

.

commercial vehicles. Dana says the
acquisition will enhance its electri-
fication capabilities by combining
its line of motors, inverters, char-
gers, gearboxes and thermal man-
agement products, with Nordresa’s
battery management system, elec-
tric powertrain controls and inte-
gration expertise.

“Nordresa’s experience designing
and integrating electric vehicle sys-
tems enables Dana to offer our cus-
tomers a complete system solution,
including fully-integrated e-ax-
les, battery and powertrain con-
trols, and thermal management,”
said James Kamsickas, Dana presi-
dent and CEO. “Each of Dana’s cus-
tomers are at different points on
their electrification journey and our
strategy remains focused on sup-
porting them with industry-lead-
ing technology and expertise for all
vehicle architectures.”

Dana noted the transition of
the powertrain to fully-elec-
tric requires changes to the pro-
pulsion system, power steering,
air-conditioning compressors
and other accessory systems,
and Nordresa is able to integrate
those systems while customizing

T ——
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the battery storage and manage-
ment systems.

“The electrification of commercial
vehicles is rapidly increasing, and
Nordresa was in search of a com-
pany with a strong heritage and cus-
tomer-centric culture that would
further accelerate our business,”
said Sylvain Castonguay, president
and CEO of Nordresa. “Joining Dana
provides Nordresa access to a global
footprint, diverse customer base,
and complete portfolio of electrifi-
cation capabilities that will create
long-term value for our customers.”

The acquisition comes on the
heels of Dana’s majority investment
in Quebec-based TM4, now Dana
TM4, which designs and manufac-
tures motors, power inverters and
control systems.

Ryan Laskey, vice-president, com-
mercial vehicle and corporate drive-
line engineering with Dana, told
Truck News, “There has been sub-
stantial collaboration between the
organizations over the last several
years and this acquisition allows for
more strategic cooperation while
providing significant benefits to our
OEM and fleet customers.”

The deal, and Dana’s financial
clout and global OEM relationships,
also puts Nordresa in a better posi-
tion to succeed, the companies say.

“Nordresa has nearly two
decades of electrification knowl-
edge and experience, but many
fleet and OEM customers are
reluctant to source business from
small startups,” reasoned Laskey.
He noted the deal is a win-win, and
“one of the most significant acqui-
sitions we have made in the electric
vehicle space, as it allows Dana to
provide a full portfolio of solutions,
now for both hybrid and fully-elec-
tric vehicles.”

The acquisition is the latest in
a string of investments Dana has
made into the electric vehicle mar-
ket. It also invested in Hyliion,
which offers an electrification sys-
tem for Class 8 linehaul trucks.

“Now Nordresa provides us with
short-range battery electric vehi-
cle solutions,” said Steve Slesinski,
director of global product plan-
ning. “These two companies bring a
wealth of battery, software, and con-
trols expertise to the robust drive-
line, axles, motors and inverter prod-
uct portfolio that Dana has built”

Slesinksi said Nordresa was iden-
tified as the ideal acquisition target
based on direct OEM and fleet feed-
back regarding quality, workman-
ship, and driving experience.

Dana said it will “continue to
leverage the nearly two decades of
electrification knowledge and expe-
rience of Nordresa’s founders, who
will serve in leadership positions
at Dana.” TN



Chevron debuts Delo

Traveling Technology Lab

A visitor tries out the VR system on board the Delo Traveling Technology
Lab in Dallas, Texas.

By Abdul Latheef

DALLAS, TEXAS

Lubricants giant Chevron Products
marked the 20th anniversary of its
popular Delo Truck by launching the
Delo Traveling Technology Lab at
the Great American Trucking Show
in Dallas in August.

The lab features virtual (VR) and
augmented (AR) reality exhibits,
which will offer visitors an interactive
experience in engine maintenance
and proper lubrication practices.

“We've gone on a bigjourney here,
and what you see would be the latest
evolution of the latest Delo Truck,”
said James Booth, commercial sec-
tor manager at Chevron.

The lab’s launch is part of a new
customer-focused campaign called
“Engineered with Purpose,” which
Chevron says re-affirms its commit-
ment to customers.

“Our new campaign is a recogni-
tion of our customers’ need for bet-
ter education and solutions to drive
their business forward,” said Booth.
“The Delo Traveling Technology Lab
is the latest step in our commitment
to excellence for our customers; the
type of commitment that has made
Chevron Delo the number one choice
for fleets and on-highway OEM fac-
tory fill.”

The lab will be traveling through-
out the U.S. and Canada, making
scheduled stops at various trade
shows and customer events in the
coming years, the company said.

The Delo Truck was launched in
1999 to bring information to cus-
tomers. It has since traveled nearly

three-quarters of a million miles in
the U.S. and Canada.

Delo product line

As for the Delo product line, the
company noted that it has re-engi-
neered it in 2016-2017 to meet API
CK-4 and FA-4 spec’s, and deliver
improved fuel economy.

“Chevron continues to look to
solve specific customer challenges
in the ongoing development of the
Delo 400 product line — with a goal
to not only exceed API require-
ments, but solve customer issues
not currently being addressed in the
market,” the company said.

To meet that goal, Chev-
ron launched a number of prod-
ucts this year, including: heavy-
duty engine oil products with API
SN Plus, protecting both heavy-
duty vehicles and modern gaso-
line pickup truck engines; Delo 400
XSP-FA 5W-30, delivering the best
engine oil life and fuel efficiency
in the Delo product line; and
Delo ELC advanced coolants, solv-
ing recent issues with nitrited cool-
ants and new aluminum radiators.

“We've really taken a leap in the
past six to 12 months in really push-
ing a customer-focused culture in
our organization in terms of the con-
versations we've had with our cus-
tomers,” Booth said.

Chevron, citinga MacKay report, also
said that Delo is now the number one
engine oil choice with small, medium
and large fleets in North America.

“By the end 0f 2019, Delo will be the
factory fill oil for 85% of North Amer-
ican OEMs,” the company said. TN

Rush grows in Ontario
ST. CATHARINES, ONTARIO

Rush Truck Centres of Canada has
acquired Archer Truck Services of
St. Catharines, Ont., the two compa-
nies announced Sept. 4.

A full-service dealership offering
parts, sales and service, Archer Truck
also operates a facility in Welland, Ont.

“With the addition of two dealer-
ships in southern Ontario we now
offer unparalleled customer support

from a total of 16 locations and six
associate stores, said Kevin G. Tall-
man, CEO of Rush Truck Centres of
Canada.

Archer Truck Services will now
operate as Rush Truck Centres of Can-
ada - St. Catharines and Rush Truck
Centres of Canada - Welland.

R.K. (Rob) Butter will continue as
the general manager for both loca-
tions.

Rush Truck Centres is a division of
Rush Enterprises. TN
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Navistar lays out plan to grow parts business

By James Menzies

BOULDER, COLORADO

Navistar International plans to
grow its parts business, by expand-
ing product lines within its private
label brands and quickly adapting to
arapidly evolving market.

Josef Kory, senior vice-president
of parts with Navistar, outlined the
company’s objectives during a press
event here in August.

“For any OEM to be successful in
growing revenue in their parts busi-
ness, they have to offer solutions that
span the life-cycle of the vehicle,”
Kory said. “They have to appeal to
the first owners and any subsequent
owners of the vehicle.”

Navistar plans to expand the prod-
uct lines available through its Fleet-
rite and Renewed private label brands.

“We continue to add product lines
to each of these brands,” Kory said.

Fleetrite consists of aline of after-
market parts products, aimed at
lower total cost of ownership for
first and subsequent truck owners,
while Renewed offers remanufac-
tured products. Fleetrite turns 50 in
September and Navistar is looking
to make the brand more prominent,
by encouraging International deal-
ers to open more standalone retail
locations, especially in markets that
are too small to merit the opening of

Navistar plans to expand the product lines available through its Fleetrite
and Renewed private label brands.

afull-scale International dealership.
Fleetrite has seen double-digit
growth over the past five years and
now boasts 96 product lines. The
standalone stores are designed to sat-
isfy customers who believe the OEM
dealerships are too expensive when it
comes to parts replacement. Four new
stores have been opened with “many
more in the planning process;” Kory
said. “Expect significant growth in
these Fleetrite stores over the course
of the next 12 months,” he added.
Navistar also made its products
and services more widely available
through a joint partnership with
Love’s and Speedco. Customers can
now bring their trucks there for ser-
vice, including warranty work under
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three hours. This has added 500 ser-

vice bays and 1,300 technicians to the

Navistar network, creating what it

claims is the largest service network

in the North American commercial
vehicle industry.

A new Memphis distribution center
is also helping to improve parts sales.
Dealers can order parts up until 11
p.m. and receive them the next day,
thanks to the DC’s proximity to FedEx.

Kory detailed 10 trends he sees
shaping the parts business:

« “For the next several years, uptime
and total cost of ownership will be
the primary focus for parts provid-
ers, he said. “Those who are the eas-
iest to do business with will win””

« Customer expectations will be
based on the world around them.
“Customer expectations will be
shaped by every other experience
they have in the marketplace,” Kory
said. If Amazon can ship items the
same day, that expectation will
carry over to parts suppliers.

« “The network of the future is going
to need more, smaller distribu-
tion points,” said Kory. Look for
smaller facilities, located closer to
customers, making more frequent
deliveries.

+ “We're going to need more ways to
get parts to customers same-day
and multiple times per day,” Kory
said. He noted Navistar is exper-
imenting with parts delivery via
ride-sharing service Lyft.

« Parts inventory systems will use
analytics, telematics, and artificial
intelligence to predict what parts
will be needed and where, and will
stock them accordingly, Kory pre-
dicted. Historical demand will no
longer be used to forecast future
parts demand.

« 3D printers will be used by all
OEMs, especially on low-demand,
hard to tool-up parts. “We will all
have 3D printers in our distribu-
tion centers in the future.”

« Transportation patterns will
evolve, with less truckload and
LTL, and more dedicated and last-
mile deliveries, to accommodate
the smaller deliverylocations that
will exist.

+ Customers will increasingly order
parts through e-commerce. “All
OEMs will need to be prepared
if they’re going to compete with
aftermarket competitors in the
e-commerce space,” said Kory.

+ Dealerships will transition to more
scheduled repairs, where compo-
nents are replaced before they
fail. “Analytics will help drive that
scheduled maintenance,” said
Kory, adding the days of trucks
showing up with broken parts will
be largely in the past.

« The parts business will evolve
with the more widespread adop-
tion of safety and collision mit-
igation systems, autonomous
trucks, and electrification. “It
will shift the replacement parts
business away from crash parts
and sheet metal parts, to more
electronics, sensors, cameras,”
Kory predicted. TN

Volvo expands 3D printing

DUBLIN, VIRGINIA

Volvo Trucks North America is using
3D printing technology extensively
to produce tools and fixtures at its
New River Valley plant in Dublin, Va.,
the company recently announced.

All trucks for the North American
market are built at the site.

“After years of internal explora-
tion with 3D printing technology and
fine-tuning, there are now more than
500 manufacturing tools and fixtures
in use on the NRV shop floor pro-
duced using 3D printing,” the com-
pany said.

The technology has helped
improve quality and precision by
printing exact copies from models,
Volvo Trucks said.

“While the technology has only
been in use for a handful of years, it
is already proving to be a valuable
component of the manufacturing
process at NRV, significantly saving
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Volvo used 3D printing to develop a
one-piece diffuser used in the paint
atomizer cleaning process, saving the
company more than $1,000 per part.

production time and parts costs,”
said Adam Crowder, manager of
Advanced Manufacturing Technol-
ogy at the plant.

For example, the company used
3D printing technology to develop a
one-piece diffuser used in the paint
atomizer cleaning process, saving
the company more than $1,000 per
part, as well as eliminating the need
for a multiple piece component. TN



Western Star updates 4700,
looks to grow vocational presence

The Western Star 4700 has been refreshed, inside and out.

By James Menzies

YOUNTVILLE, CALIFORNIA

Western Star wants a bigger bite
of the vocational truck pie, and
has enhanced its 4700 model
to improve the driver and body
builder experience.

The vocational truck market rep-
resents about 30% of the overall
NAFTA Class 8 truck market, but
for Western Star, it represents about

70% of its volumes. Western Star
parent company Daimler Trucks
North America (DTNA) is the overall
Class 8 market share leader, but
holds only 14% of the vocational
market, meaning there’s room to
grow.

“We are getting closer to our cus-
tomers and understanding their
specific needs,” David Carson, West-
ern Star president, said during a
press event here.

The market remains strong, he
said, adding “There’s lots of order-
ing going on”

Carson attributed this to the “tre-
mendous amount of capital” that has
already been allocated to infrastruc-
ture projects across North America.

“We're optimistic,” he said of the
vocational truck market. “We don’t
have a crystal ball, and as things
change in the regional economy and
global economy, we could see some
of that cyclicality come into play.’

Enhancements to the Western
Star 4700 were aimed at improving
the body upfit process and the driver
experience. New safety features have
also been added, something Carson
said vocational customers are just
starting to demand.

“Vocational customers used to not
be interested in paying for those fea-
tures, or they believed since most of
the time theyre off-road they didn't
need them,” he said of active safety
features. “But with consolidation in
different segments and bigger busi-
nesses buying smaller regional com-
panies, they're quite focused on risk
management and safety features and
want to ensure they have the best
technology available on those voca-
tional trucks”

Samantha Parlier, vice-president
of marketing and product strategy
with Western Star, explained some

of the enhancements to the 4700,
including an upgraded electrical
system and interior.

“Frankly, the most important
thing about a vocational truck is
that it can be upfit to do its job,”
she said. “You can have the tough-
est truck and if you can’t put a body
on it, it’s useless”

An all-new electrical system sim-
plifies the body upfit process, and
a new ground wire stud was added
under the hood. Optional transi-
tion plates on the frame rail give the
frame more strength to withstand
the force put on it by a cement mixer.

The area where the pump is
mounted on a mixer truck is free of air
tanks and other components, so body
builders don’t have to relocate parts
before adding the body. The Cummins
X12 engine shaves off about 600 Ibs
depending on other options, which
adds about 1/8th of a yard of con-
crete-producing capabilities.

“If youre making eight or 10 turns
a day, it really starts to add up,
Parlier noted.

The Wabco OnGuard collision
mitigation system is available, and
an aggressively sloped hood pro-
vides good visibility for the driver
on job sites. A Third Eye camera
system is also available, giving the
driver 360-degree visibility around
the truck. The interior features an
updated dash, with LCD screen
and now USB power port availabil-
ity. The engine brake controls have
been moved to the steering wheel
from the dash and more controls are
accessible on the steering wheel. TN

Daimler’s aftermarket initiatives resulting in
faster repair times

YOUNTVILLE, CALIFORNIA

A renewed focus on aftermar-
ket support is reaping rewards for
Daimler Trucks North America
(DTNA) as it continues to pursue its
goals of completing all truck repairs
within 24 hours.

Stefan Kurschner, senior
vice-president of aftermarket with
DTNA, announced a year ago the
ambitious plan to turn around
trucks needing repairs within 24
hours. He said significant progress
has been made, while work remains
to be done.

“We have learned by talking to
and focusing on our customers,
they need to know more. They need
to know it faster. And they expect
trucks to ultimately be fixed faster.
We said ‘Okay, we get that, and we
made a commitment and promise
of 24 hours or less,” Kurschner said
during a press briefing here Aug. 20.
“Last year we started to talk about
what it takes to make this promise
a fact. We talked about the need
to have parts available, the right
parts at the right time at the loca-

tion theyre needed to be, we needed
better systems to track, to diagnose
and to inform our customers.”

DTNA is in the process of opening
a new parts distribution center in
Phoenix, Ariz., which will allow it to
ship parts to 90% of its dealer loca-
tions within 12 hours. The company
is also in the site selection process
for a second Canadian parts distri-
bution center, to complement the
one in Calgary, Alta.

Kurschner also spoke of DTNA’s
broad service network, which
includes 636 authorized loca-
tions, 173 distributor locations and
another 251 partner service loca-
tions, including the TA Petro travel
stop chain, a partnership that dates
back 20 years. It adds 1,000 service
bays and 3,300 technicians.

The Alliance Truck Parts chain is
also expanding, and now boasts 10
standalone stores, 32 stores within
dealerships, and features 11 new
value product lines.

“With this, we have more parts
with more competitive prices at
the right locations,” said Kurschner.

Western Star president David Carson speaks about the aftermarket.

To improve turnaround times at
dealerships, the company uses an
Uptime Management Suite, featur-
ing Uptime Pro, Express Writeup,
Service Tracker, and Techlane. This
provides better visibility into the
repair process for customers and
expedites repair times.

Similar efforts, but a different
approach, is being taken to also
enhance the aftermarket experience
for vocational customers.

“We are trying to expand our foot-
print in the vocational segment,”
said Kurschner. “It becomes obvi-
ous that what works for on-high-
way does not necessarily work for
vocational customers...we need to
go where the customer is and pro-
vide that service application.”

A group has been established
within DTNA’s aftermarket oper-
ations to assess the needs of voca-
tional customers. TN
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GCanadian tech named
Navistar’s best

WOODBRIDGE, ILLINOIS

Brandon Wesselius of Lewis Motor Sales in Owen Sound, Ont., won Navistar’s
2019 Technician Rodeo in the truck category.

He competed against technicians from across the Americas.

“We are extremely proud of not only this year’s winners, but of all the tech-
nicians who qualified as finalists for our 2019 Technician Rodeo,” said Carlos
Junquera, director of product support at Navistar. “Each highly-skilled tech-
nician perfectly reflects our company’s commitment to technical excellence
and the importance of providing the best customer uptime in the industry”

'The competition involved 20 top service technicians from International and
IC Bus dealers across the Americas. The technicians competed in a series of
stations designed to simulate service areas, including truck components and
engines. They were scored on how quickly and effectively they could navigate
their way through the stations, diagnosing and fixing problems.

The finalists were selected from an overall group of 900 technicians, through
online testing. IRL International Truck Centres in B.C. was a participant in

Brapdon Wesselius receives top honors in Navistar’s truck tech challenge.

the bus competition while Diamond International Trucks of Edmonton, Alta.,
had representation in the global competition.

“These participants have completed all of the required and optional training
we offer our technicians and represent the best of the best of our 9,000-plus
service technicians from International and IC Bus dealers across the Amer-
icas, the highest of any commercial truck and bus manufacturer,” said Jun-
quera. “Each one provides a key strategic advantage for our company, as they
each are able to repair vehicles right the first time and get customer vehicles
back on the road quickly” TN
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Mack and Schwing team up to offer concrete
pump trucks

By Derek Clouthier

ST. PAUL, MINNESOTA

Mack Trucks is predicting another
strong year in the construction seg-
ment, including the concrete indus-
try, where its Granite and TerraPro
models have been top sellers for
the company.

“Getting to number one in these
types of segments, it doesn’'t happen
by accident...it takes time,’ said Roy
Horton, director of product strategy
for Mack.

Horton was speaking during a
press event at one of Mack’s leading
partners in the pump truck sector,
Schwing America, the largest con-
crete pump manufacturer in North
America.

During the event, which included
a tour of Schwing’s 350,000 sq.-ft.
facility in White Rock, Minn., just
outside of Minneapolis-St. Paul,
Mack provided an overview of its
business for 2019 and where the
industry is going in the coming year.

Jonathan Randall, senior vice-pres-
ident of North American sales and
marketing, said July was a good
month for Mack, as the company’s
retail sales were strong.

Mack is currently working through
a backlog, resulting in a drop in the
number of orders the company is
presently seeing.

“You cannot fill an already full
cup,” Randall said, adding that
he expects 2020 orders to remain
strong.

Mack anticipates the industry
will roll 325,000 trucks out of pro-
duction by the end of this year (there
were 30,000 orders in July alone), and
believes 2020 will prove similar.

On the concrete pump side of
things, Randall said the industry
sells roughly 750 trucks each year
for this application.

Though housing starts in the U.S.
are currently flat, Randall said Mack
is seeing positive trends in the con-

struction business, which is not the
case in many other sectors.

Infrastructure upgrades, such as
bridges and roadways, are an area in
which Mack sees a lot of potential for
business in the coming years. Ran-
dall said there is alot of stressed infra-
structure in need of repair. He added
that Mack supports the employment
of user fees and raising fuel taxes to
generate revenue for such projects,
but only in targeted ways.

“The reality is something needs to
happen here;” said Randall. “It’s been
languishing for way too long”

Horton said Mack’s Granite and
TerraPro models have found suc-
cess in the concrete pump applica-
tion due to those trucks’ ability to
meet the demands of a very diverse
industry that requires customization
of equipment for specific needs.

The Granite comes with up to
505 hp and has flexibility for var-
ious concrete applications, while
the TerraPro’s chassis boasts a
120,000-psi steel frame and mul-
tiple steer, drive, and axle options.
It also comes with either the Mack
MP7 or MP8 engine, ranging from
325 hp to 505 hp.

Marrying truck and pump
Schwing manufactured the world’s
first pump truck in 1963. The com-
pany merged with Stetter, a com-
pany that released the first truck
mixer in 1948. And in 2012, Chi-
nese company Xuzhou Construc-
tion Machinery Group (XCMG),
the 11th largest global construction
OEM, made a significant investment
in Schwing, expanding the compa-
ny’'s worldwide reach.

Tom O’Malley, senior vice-pres-
ident of sales and marketing for
Schwing America, said prior to the
1980s, it was common for customers
to have a pump mounted on a truck
they themselves provided. Today,
80% of the trucks Schwing uses for
its concrete pumps are Macks.

Schwing has been marrying its concrete pumps to Mack trucks for several
years, making up 45% of the company’s overall sales.

Truck-mounted pumps make up
45% of Schwing’s overall sales, with
mixers second at 16%.

Pump booms vary in weight
anywhere from 50,000 to
140,000 lbs, depending on length,
which also ranges from 20 meters
up to 65. The size and weight of the
pump depends on the application,
as well as a region’s road weight
regulations.

In an effort to best meet its cli-
ents’ needs, Schwing typically orders
generic trucks that are less specific
to any particular application. Once
a customer places an order, Schwing
can then tailor the truck to meet the
needs of the customer.

O’Malley said the company is
also finding alternative uses for its
boom technology, including in frack-
ing operations in western Canada.
Schwing recently provided the artic-
ulating boom to another company,
which is developing the necessary
technology to put the apparatus to
use in the oil and gas sector.

Schwing has local representation
in parts of Canada to sell and dis-
tribute its products, though O'Malley
said the Canadian market has been
sluggish. In the west, competition in
the Vancouver, B.C., area has made it
difficult for Schwing to make much
headway, but business in Ontario
and Quebec has improved.

Schwing does not shy away from
large projects, having had its technol-
ogy used for such endeavors as the
Freedom Tower in New York City, where
two high-pressure stationary pumps
pumped concrete 1,600 vertical feet.

The company’s newest piece of
equipment is the Schwing S 36X with
arevolutionary boom. This 36-meter
boom boasts third and fourth sec-
tions with hydraulic motors at the
knuckles enabling it to spin the fourth
section 360 degrees continuously, and
the third section 330 degrees.

In the U.S., concrete pumps are
a $1.75 billion market, with 45% of
concrete being tailgated and 34%
pumped, up from 20% in 2000. TN
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Getting by with a little support from their friends

Mack and Putzmeister marry well in demanding concrete pump truck market

By Derek Clouthier

RACINE, WISCONSIN

Concrete waits for no one, they
say, which makes support and
good partnerships that much more
important.

Mack Trucks recently announced
its support network is getting
stronger with the introduction of
Dynamic Maintenance and Mack
Analytics.

Both are aimed at increasing
uptime for its customers, with
Dynamic Maintenance interpreting
telematics data to provide enhanced
planning when it comes to potential
maintenance needs.

Roy Horton, director of product
strategy for Mack, said the Dynamic
Maintenance feature, which is avail-
able to customers for a fee through
its dealer network, focuses on data
from its GuardDog Connect soft-
ware and is yet another step toward
improved predictive maintenance.
This means issues are solved pro-
actively prior to a truck needing to
be pulled from a job due to failure.

Horton added Mack Analytics is
used to provide informative, consul-
tative support on pump truck opera-
tions and performance. The feature,
a free service through Mack, again
uses GuardDog Connect, translat-
ing data into actionable decisions.

“It’s very powerful and helps con-
tribute to our customers’ bottom
lines,” Horton said of Mack Analyt-
ics, which can provide insight into
a customer’s fleet to compare its
performance to another fleet with
similar operations and spec’s to help
increase maintenance efficiencies.

David Pardue, vice-president of
connected vehicles and contract
services for Mack, said the company
is focused on providing options to
its customers through connected
vehicle services.

“Enhancing maintenance plan-
ning utilizing existing vehicle
telematics and data analytics is yet
another way in which we accom-

plish this,” said Pardue. “Vehicle
technology and data provide us the
capability to ‘customize’ planning
so that it’s specific to a vehicle and
its operation. This enables custom-
ers to optimize planned downtime.”

Dynamic Maintenance expands
on Mack’s partnership with Nore-
gon, an Internet-of-Things company,
by utilizing Noregon’s platform to
enhance the dealer user interface,
bringing the decision-making pro-
cess closer to the customer through
the dealer.

Horton highlighted the two new
support offerings in Racine, Wis., in
mid-August during a presentation
to trade journalists that showcased
Mack’s partnership with Putzmeis-
ter and Kriete Truck Centers.

Putzmeister, which provides
equipment for a variety of appli-
cations, primarily for the concrete
pump truck market, has been mar-
rying its pumps with Mack trucks
for some time.

Jonathan Dawley, president of
Putzmeister America, said the chas-

sis relationship between a concrete
pump and truck is paramount, and
his company has long found Mack
trucks to be a perfect fit.

Dawley also touted the level of
support Mack offers its customers.
Whether it be through predictive
maintenance applications such as
GuardDog Connect, Dynamic Main-
tenance, Mack Analytics, or a direct
support hotline, Mack aims to be
there for its customers.

Dawley said with the move
toward urbanization, the need for
concrete pump trucks is high in
cities like Toronto, Ont., and those
in Northern California, with the
construction of high-rise build-
ings. This has resulted in an uptick
in demand for Putzmeister’s MX
model pumper, which is used for
these types of projects.

He added that due to a trend
that has seen many fleets getting
younger and at full capacity, sales
have slowed recently. However, with
continued demand in the concrete
sector, several upstarts have entered

Mack has provided more than 6,000
trucks to Putzmeister since 1992,

the market and are purchasing used,
refurbished pump trucks, creating
new business for Putzmeister.

Putzmeister also offers telebelt
trucks, which use a conveyor system
to move items like large rocks, sand,
and even concrete at building sites.

Dawley said maintenance on
pump trucks can be costly, with
components and boom tips being
susceptible to damage. Telebelts,
on the other hand, are compara-
tively cheaper to maintain and can
be an option for several applica-
tions, including hydraulic fractur-
ing operations like those in West-
ern Canada.

“Aslong as you're keeping it clean,
you have a fairly maintenance-free
machine,” Dawley said of telebelts.

Tom Inglese, general manager of
Pioneer Concrete Pumping, agreed
there are several challenges in the
world of concrete pump trucks.

“Concrete doesn’t wait on any-
body,” he said, adding how dealing
with a perishable product, along
with ever-changing regulations,
and finding quality operators pose
hurdles to the industry.

Inglese said Mack has supplied a
reliable product, and coupled with
capable dealers and the synergy
between its trucks and Putzmeis-
ter’s pumps, the end result works.

“We like the standardized on the
Macks...they just seem to fit the
Putzmeister product really well,” he
said. “It's a good combination” TN

LEASE'+'ORANGE

Take advantage of increased linehaul revenue—now at 62%

Up to $215,000 USD per year in revenue potential

$3,000 lease-on incentive | Weekly settlements in U.S. dollars
Pick the loads you want and drive when and where you want

24-hour business support

Complete access to Schneider’s freight network

SCHNEIDER
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*

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

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

schneiderowneroperators.com 800-856-9707
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Insights

Tax Talk

Don’t wait ’til year’s end for tax planning

While most people circle April 30
as the most important tax deadline
on their calendar, if you operate a
business the more pressing date is
Dec. 31, just three months away.

Dec. 31 is the deadline to make
personal deductions count in this
tax year. If you are a sole proprietor,
it’s also your year-end date and a
deadline for important business
decisions. If you are incorporated,
then your year-end date is your busi-
ness-critical deadline.

Effective tax planning requires a
three- to six-month cushion so you
have time to take advantage of every
opportunity for tax savings.

If your accountant
advises you to buy
a new truck, don’t
go out and lease
one. Purchasing and
leasing have totally
different effects on
your tax planning.

Right now, we're reviewing our cli-
ents’ first nine months of operation
and preparing tax estimates so they’ll
have peace of mind and cash flow
when their returns are due. We're also
talking to them about tax strategies for
expenses prior to the end of the year.

Make a big purchase
If youre planning a major purchase,
consider doing so before Dec. 31.
There’s an advantage to loading up
on deductible expenses in a high-in-
come year. Spending $3,000 on tires
in December could save you $900
owed to Canada Revenue Agency
(CRA) when you file your 2019 tax
return this April. Buying those tires
in February 2020 will delay your sav-
ings until April 2021.

Make a really big purchase
There’s a rule of thumb in account-
ing that says the best time to acquire
new equipment is at the end of your
tax year. It’s generally true as long as
youre financing the vehicle with a
loan and not a lease.

That’s because CRA lets you
expense a half-year’s depreciation on
the asset purchase even though you
may have only owned it for a month
or two. Since CRA allows a 20% depre-
ciation expense during a truck’s first
year, that’s a good chunk of change on
anew vehicle. You could be writing off
far more than you actually paid out
during the short time you've had it.

Leasing a new asset close to year-
end doesn't offer the same tax-related
benefit. That big initial lease payment
is considered to be a pre-paid deposit
which you cannot expense all at once.
You have to divide it by the number of
months in your lease contract and

expense that amount each month in
addition to your regular lease payment.

People in trucking tend to use
the words “buying” and “leasing”
interchangeably. If your accountant
advises you to buy a new truck, don’t
go out and lease one. Purchasing and
leasing have totally different effects
on your tax planning.

Interest expenses

Any time you pay to borrow money,
and that money is used to help
you earn business income or pro-
vide working capital, the expense is
tax-deductible. This includes inter-
est paid on the business portion of
credit cards, lines of credit, loans, the
cost to set up and manage loans, and

any fees for related legal, accounting,
and bookkeeping services.

Loan-related expenses aren't like
most business expenses. Interest and
other fees may be amortized over
the life of the loan and wrapped into
monthly payments. Up-front admin-
istrative or documentation fees may
be buried in the fine print.

Medical expenses

Medical expenses are deductible
when theyre paid, not incurred. Plus,
there is a medical expense cap that
allows you to only claim expenses
greater than 3% of your net annual
income. If your kid needs braces
it may be better to do it now and
pay as much of it as you can before

Scott Taylor is vice-president of TFS
Group, providing accounting, book-
keeping, tax return preparation, and other
business services for owner-operators.
Learn more at www.tfsgroup.com

or call 800-461-5970.

Dec. 31 in order to make sure your
medical expense exceeds that 3%
threshold. Paying a portion this year
and another next year may mean that
as a percentage of your income your
medical expense is too low to qualify
for a tax deduction.

No one wants to pay more tax than
they have to, so don't wait until it's too
late to do something about it. Start
your tax planning well before the
end-of-the-year deadline. TN
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We Pay Your 1st Month
Truck Payment & Wages

MAKE YOUR SWITCH TO OUR FAMILY WITH

WE PRESENTLY HAVE WE PROVIDE
THE FOLLOWING
¢ All Base Plates
POSITIONS AVAILABLE « All Border Crossings
¢ Heavy Users Tax (HUT)
4 Owner Operators ¢ U.S. Border Crossing Decal
CANADA/U.S. B-TRAINS « All U.S. Tolls
e All U.S. Licensing
2 Owner Operators e Wetline installation
ON/PQ/NY ALUMINUM 4 AXLES " Safety & Senfortly Bonus
o ADDITIONAL BENEFITS
2 Tandem Positions )
H e Competitive Truck Insurance rates
also avallable e NAL Insurance - includes buy down,
FORT ERIE CORRIDOR downtime, towing, plus optional truck
payment insurance - Family Health
Loads paid on per ton basis Benefits also available
PLUS Fuel Surcharge * Excellent fuel prices with company fuel
per mile loaded & empty & credit cards
¢ Clean and well maintained equipment
ALSO H I RI NG e Steady year round volumes
COM PANY DRIVE RS e Dedicated Trailers
¢ Pre-dispatched Daily
CANADA — US RU NS * Optional Weekend Work

STEADY LANES

PAID 24% OF THE TRUCK
REVENUE & BENEFITS
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Laidlaw Bulk is an equal opportunity employer

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




Fleet News

Erb Transport at 60: ‘Doing the job right’

Wendell Erb is just one of two people allowed to drive his father’s personal
truck, an International 9900i.

By Abdul Latheef

BADEN, ONTARIO

The day after Wendell Erb wrote
his last exam in 1980, he went up to
the dispatch window at Erb Trans-
port and said he was ready to drive
trucks full-time.

“By then I already had some
20,000 miles under my belt, driving
trucks from here (Baden) to Kitch-
ener and back,” Erb recalled in an
interview on board his father’s rig
Aug. 23, as the company celebrated
its 60th anniversary.

These days, Erb is in the driving
seat of Erb Group of Companies as
president and CEO.

“My first job is president. My sec-
ond job is whatever else needs to be
done,” he said.

Wendell Erb took over from his
father and founder of the company,
Vernon Erb, in late 2011.

Vernon Erb started out with one
dump truck in 1959. Erb Transport
has since grown to become one of
Canada’s biggest trucking compa-
nies employing some 1,500 people,
including owner-operators.

It specializes in refrigerated
transportation. Hence the slogan:
“Another cool move.”

“Just doing the job right for our
customers,” is the secret of Erb’s suc-
cess, said Wendell Erb.

“Success has followed doing a
good job for your customers... Take
care of your people, they will take
care of the customers.”

Last year has been a banner year
for trucking but 2019 not so good,
he said.

Freight has been slowing down
and there is intense competition
from truckers who are undercut-
ting industry rates.

“We've got issues with Driver Inc.,”
Wendell Erb said.

“Last year there wasn't enough
trucks for the freight that was out
there. So, Driver Inc. didn’t bother
you. Now Driver Inc. has got a com-
petitive advantage in the market we

are in. It is rather frustrating.”

Driver Inc. is a controversial
business model that classifies fleet
employees as independent contrac-
tors. The drivers are incorporated
and receive their pay without any
source deductions. That helps them
offer rates no carriers can afford.
Industry lobbying groups and major
fleets have been fighting the model
for years.

“I just heard from a friend of
mine that (he) lost a bunch of lanes
for Canada Post to Driver Inc.
That’s kind of odd as Canada Post
is a Crown corporation. It is a lit-
tle frustrating that we don’t have a
level playing field,” Wendell Erb said.

Last year, carriers including Erb
gave big raises to retain and attract
drivers, but the company has no
intention of rolling wages back
despite falling freight rates, he said.

“The freight we haul is gener-
ally very complicated. For the easy
freight, it is a race to the bottom
again right now.”

Vernon and Wendell Erb.

Addressing the issue of the
acute driver shortage, Wendell Erb
acknowledged that it is still a chal-
lenge getting good, qualified driv-
ers even for a company such as Erb.

“We have set the bar alittle higher
for the drivers we are looking for.”

He said Erb has all kinds of uni-
versity graduates driving trucks, but
the education system needs to be
spruced up.

“We need people to get their hands
dirty whether it is trades or trucking.
I don’t need somebody with letters

AlY
HIRING
AZ DRIVERS

For Canada Long Haul

amar

INTERMODAL » TRANSPORAT + STORAGE

behind their names to move freight?”

For many Canadian youths, truck-
ing has become a job of last resort,
and that is alittle frustrating, he said.

A recent Trucking HR Canada
study found that non-trucker pros-
pects make up 48% of the millennial
population, meaning they will not
consider a trucking career.

As for the outlook for the year,
Wendell Erb said, things are improv-
ing slowly after a slow start, and
August was pretty good.

“I am optimistic, let us put it
that way. Truckers and farmers are
always optimistic.”

So is his father.

Reflecting on the past six decades,
Vernon Erb, 83, said he is quite
happy the way things are going.

“It doesn’t seem like 60 years. It
sort of went way beyond what I had
anticipated back 60 years ago.”

He said the industry had changed
“an awful lot” in that time.

“Hard to say what is it going to do
in the next 60 years.” TN
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e Paid Tolls « White Day Cab Tractors

e Paid Decals e LCV License in Calgary and
e Paid Plates ( Local and Cross Border ) Manitoba - Linehaul Only

(Other locations where required

* Paid International Permits by Operational Needs)

* Paid Bridge and Toll Passes e Minimum 2 Year AZ Commercial
e Capped Fuel Driving Experience (DZ Straight

« Secure Lot for Truck Parking VLS.
« Paid Insurance . M|n|m_um 1 Year Owner Operator
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e Local Handheld Units
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e ELD Units Provided for Linehaul Units
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e Contractor Incentive Program

Freight
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o Letter of Intent
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e CVOR (if applicable to province)
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 COMPLETE SAFETY PLAN

contractorrelations@fedex.com 905 625 6376




Fleet News

Overcapacity creating challenges,

opportunities: Titanium

BOLTON, ONTARIO

Overcapacity and softening rates are
creating headwinds for carriers, but
also opportunities, as mergers and
acquisitions (M&A) become more
attractive.

That was the message from Ted
Daniel, CEO of Titanium Transpor-
tation Group, when he addressed
investment analysts on a conference
call to discuss second quarter finan-
cial results. Revenue in the second
quarter was $42 million, marking the
second highest Q2 result in company
history, but offlast year’s record-set-
ting second quarter of $51.8 million.

Net income slipped from $2.2 mil-
lion in the second quarter of last year
to $500,000 during Q2 2019. Truck
transportation revenue was down
4% year-over-year, at $28.6 million,

while logistics revenue was heavily
affected by spot market prices and
saw a 36% y-o-y decline to $14.9 mil-
lion. Year-to-date profits are $1 mil-
lion, compared to $3.3 million at this
time last year, but Daniel noted last
year’s market was exceptional and
record-setting for the company.
“Despite a more challenged oper-
ating environment, we remained
profitable in the second quarter of
2019 and continued to build long-
term shareholder value;” said Daniel.
“Significant overcapacity and lower
spot rates in the marketplace have
improved the landscape for oppor-
tunistic and accretive M&A. Our
strong balance sheet will not only
allow us to weather the cyclicality
in the transportation and logistics
industry, but allows us to capitalize

Work starts on new Day & Ross
terminal in Moncton

MONCTON, NEW BRUNSWICK

Day & Ross broke ground at the site
of its new Moncton, N.B., terminal in
early August.

The facility will enable the com-
pany to handle higher volumes and
respond to the growing need for a
safe, designated customer pickup
zone, Day & Ross said.

“This new Moncton terminal
holds great potential for the future of
Day & Ross,” said Bill Doherty, CEO.
“Moncton is a critical hub for our
operations. This location will play an
important role in our overall growth
strategy and will help strengthen our
position as a leader in the transpor-
tation industry.”

The facility will include an
enclosed area to allow customers
to drive in out of the weather when
picking up items.

The terminal will be one of the
company’s most innovative facili-
ties, designed to minimize its envi-

commitment to the environment
and the safety of our employees and
drivers at this state-of-the-art ter-
minal,” said Kevin Chase, CFO.

The terminal is expected to open
in the summer of 2020. TN

on opportunities as they arise”

Bright spots in the second quar-
ter included the performance of the
newly-formed U.S. logistics business,
based in Charlotte, N.C. Daniel said
they've exceeded internal revenue
projections by about 45%. Further
expansion in the U.S. is expected
later this year, or in early 2020, with
the Charlotte office serving as Titani-
um’s U.S. headquarters. Daniel didn’t
rule out buying a U.S. asset-based
trucking company in the future.

“That’s a behemoth of a market;” he
said of Canada’s southern neighbor.

Titanium took advantage of a
record-setting 2018 to reduce its
debt by $8.9 million, freeing up cap-
ital for acquisitions.

“Market conditions have improved
the environment for highly accretive
M&A opportunities, as we have seen
valuations return to more attractive
levels,” Daniel noted.

Asked what types of trucking
acquisitions are most sought-after

+ Sign on Bonus
+ Guaranteed Miles

by Titanium, Daniel said Ontario
tuck-ins are the easiest to manage,
other Canadian jurisdictions would
come second, and U.S. companies
would also be a consideration as
the company gains comfort oper-
ating there.

While spot market rates have
dropped as much as 30-35%, Mar-
ilyn Daniel, chief operating offi-
cer, said contract rates are holding
up well. She expects them to stay
flat, or slightly reduced, through
the remainder of the year. But, she
added, they didn’t have the wild
upswing in 2018 that spot market
prices saw.

Titanium added nine tractors
in the second quarter, but is done
buying new equipment for the next
12-18 months. Any additions to
capacity will come through acqui-
sitions, Ted Daniel indicated. It runs
ayoung fleet with an average tractor
age of three years, and trailers aver-
aging just 4.5 years. TN
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= Live Load / Live Unload paid
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Contact the Recruiting Team at I.T.S

For the GTA and South Central Ontario
Call Karen Atwal at 905-212-9898

ronmental impact, Day & Ross said.

In addition to solar panels,
advanced heating and cooling, and
electrical upgrades to reduce diesel
consumption, the office will have
lots of natural light and a bright,
open workspace.

“We are proud to showcase our

= Company Drivers up to 60 cents per mile!
= Benefits available

= Paid weekly

= Yard Fuel

For Belleville and Central Ontario Call Monty Chrysler x123
or Sandra Hannah x159 at 800-267-1888 or 613-961-5144

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

I'T. S
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~ TRUCKLOAD

SERVICES INC.

recruiting@itsinc.on.ca www.itstruck.ca
We are committed to employment equity and diversity.
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Profile

Wonder woman

A peek into the life of trucking’s own one-woman wonder

By Sonia Straface

IRISHTOWN, NEW BRUNSWICK

Youd be hard-pressed to find a busier woman than
Jo-Anne Phillips.

Phillips is a New Brunswick-based entrepreneur,
who runs a number of successful businesses with
her husband, Dan Boudreau. Most notably, they
own Jeramand Trucking, a 22-truck fleet with 27
drivers on its roster. They also own a construc-
tion business, and a chrome and detailing shop
— the only chrome shop east of Quebec. On her
own, Phillips owns a fitness and wellness business
called Tozai Synergy.

On top of all of that, Phillips, a Manitoba native,
is aknown face in the trucking world as she is part
of the Canadian Image Team for Women in Truck-
ing (WIT). She is also credited with organizing
and developing the Convoy for Hope - Atlantic,
raising awareness for breast, colorectal, lung, and
prostate cancer. So far, the convoy has raised close
to $300,000 for the cause in Atlantic Canada. And
she sits on the advisory board for Prostate Cancer
Canada (PCC), Atlantic Division.

Most recently, Phillips was named WIT’s mem-
ber of the month.

Phillips got her start in trucking when she was just
19 years old. And like many in the industry, she broke
into trucking because of her father. Family friends of
hers, who owned concession stands across Canada,
needed someone to drive truck for them, as some-
one who was pursuing the job couldn't seem to get
his licence.

“My father made a comment to him saying,
‘Joanne could do that with her eyes closed’, she
recalls. “And the friend said, If she can get her Class
1licence and travel with us, we'll give her a portion
of the business.”

So that weekend, Phillips and her father practiced
in a truck and that Monday morning she passed
her Class 1.

“So, I traveled across Canada and learned a lot
that year,” she said.

From there, Phillips transitioned into the crude
oil pipeline industry in Western Canada driving
truck and instructing other up-and-coming driv-
ers — which afforded her alot ofincome in a short
period of time — something she desperately needed
as she was a bobsled athlete for Team Canada.

During all of this, she earned a degree in kinesi-
ology and exercise physiology from the University
of Calgary, and a Bachelor of Science, dietetics,

nutrition degree from the University of British
Columbia.

Eventually, in 2006 she moved to Atlantic Can-
ada with her fitness business, consulting and
working with fitness clubs, where she met her
now-husband and they started seeing each other.
Today, they own a multitude of businesses together
that are flourishing better than they could have
imagined.

“We are very proud of our businesses,” Phillips
told Truck News. “We feel incredibly blessed to
work with the teams that we built in these busi-
nesses. Everyone is so reliable and dependable”

Phillips said Jeramand is one of the rare trucking
companies that boasts a very low turnover rate.

“I think the turnover rate is so low because
our drivers get the best of both worlds,” she said.
“Because we broker with big companies, our driv-
ers get the feeling of security that they would with
a larger fleet. But they also get that warm, fuzzy
feeling of working for a small, intimate company.
We really do treat our team like we work for them,
and that bodes well. We remind them that when
theyre driving at 1 a.m., 2 a.m., 3 a.m., were also
working, and we're here to help them at any time
of the day or night. And they really appreciate and
respect that”

Lucky for her, Phillips’ other businesses blend
well with trucking. Her chrome and detailing shop
- called Never Enuf Chrome & Detailing - flour-
ished thanks to the strong roots Phillips and her
husband built in Atlantic Canada. It also helps that
Jeramand trucks advertise the business by having
clean, attractive trucks on the road.

Tozai Synergy, the wellness business Phillips
owns also lends well to trucking. For Tozai, Phillips
works with independent practitioners, chiroprac-
tors, massage therapists, and naturopaths helping
to develop wellness programs, and do motivational
speaking and coaching.

“This fits into trucking too because we're finally
seeing drivers and others in trucking take account-
ability for their own health, which is really excit-
ing to see,” she said.

And while she is passionate about the busi-
nesses she works for, she is just as enthusiastic
for the volunteer groups she is a part of.

Prostate Cancer Canada and the Convoy For
Hope - Atlantic holds a special place in Phillips’
heart, as her husband was diagnosed with pros-
tate cancer in 2014. Thankfully, the cancer was
detected early enough, and he is now cancer-free.

Jo-Anne Phillips

“With prostate cancer, it’s 100% treatable if
it’s caught early,” Phillips said. “But unfortu-
nately, we are still losing too many men to this.
And it’s because if men are talking about any-
thing below the belt, they’re usually lying or
bragging. They don’t like to go to the doctor,
like most women do.”

She advocates for men to have their PSA (Pros-
tate-specific antigen) test done, and for them to
pay attention to those numbers.

As well, she is vocal about having more women
in trucking, not only to help bridge the gap for the
need of drivers, but to better the industry.

“Women in Trucking has been a great organi-
zation to be affiliated with,” she said. “Not only
do they support and lobby for the trucking indus-
try as a whole, but the focus on involving more
women is brilliant. It has been a male-domi-
nated industry for so long, and I think we've really
missed out on not targeting getting more women
into trucking earlier. There are so many reasons
why women impact the health of an organization
and an industry. Research shows there’s improve-
ment in productivity and innovation when there’s
both and men and women in a workplace. (Having
more women in the workplace) also reduces staff
turnover, which is one of trucking’s top concerns
right now, since it has one of the highest turnover
rates in any industry. Women tend to be more
empathetic and we do have a greater willingness
to help and to improve communication, which is
good news for any business.”

Ultimately, Phillips’ end game is to keep inspir-
ing and encouraging more women to give truck-
ing a try.

“Trucking is the pulse of our nation,” she said.
“It’s why we have access to water, access to elec-
tricity, it'’s why we can move our vehicles and buy
fresh produce. Trucking is an amazing industry
and such a special community.” TN
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Schneider is an equal opportunity employer.

Multiple time at home options | 95% automated transmission

800-856-9707
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L\AIDLAW BULK CARRIERS

e Leader i in Bulkara

O ew equipmen
Owner Operators and Guaranteed home time

Professional Drivers | grtpayin e Bulkindustry

fOI" the fO"OWing 'liypes :Le:;?/tgear-round volumes
of equipment in

Owner Operators can enjoy:

Canada and the US: * No startup costs
B-TRAINS, TANDEM END . Sonionty bonue
DUMPS, 4 AXLE, TRIDEM AND « Competitive truck insurance rates
TANDEM, WALKING FLOOR AND we have a new location
AND LIVE BOTTOMS in Hamilton, ON!

D T T
Laidlaw noos

PLEASE CONTACT US TODAY TO LEARN
WMOREABOU ILJOININGIOURMILEAIVI:

LONDON ON QUEBEC WESTERN ON CENTRAL ON EASTERN ON
Steph Portelance Martin Lapierre Vern Tipping Larry Dixon Darrell Heayn
(226) 337-1646 (514) 434-5228 (519) 536-1192 (905) 693-2267 (705) 927-8725

Laidlaw Bulk is an equal opportunity employer



Insights

Human Factors

The millennial mind

Millennials - those aged 18 to 36 —
represent 10.1 million Canadians
and 37% of the country’s working
population. Yet they account for less
than 15% of truck drivers.

Attracting younger workers has
long been one of the industry’s
greatest human resources (HR)
challenges. Trucking and logistics
employers need to step up their
game, and our latest study, Millen-
nials Have Drive 2, can help you be
more successful in recruiting from
the millennial talent pool.

The report builds on our previ-
ous study, Millennials Have Drive -
A Roadmap, which serves as a prac-
tical guide to understanding this
group of workers.

Trucking doesn’t fit
Canadian millennials’
image of themselves
or how they want
their family and
friends to see them.

In Millennials Have Drive 2, we
wanted to find out how millenni-
als view the trucking industry and
why they are or are not interested
in working in it. This report cov-
ers a range of jobs in trucking but
focuses specifically on longhaul driv-
ing, since attracting and retaining
people for this type of work is such
a great need. Here’s some of what we
learned:

Trucking ranks low

Looking at six industries, millen-
nials gave trucking the lowest pos-
itive impression (46% “very good
and good”) and the highest neutral
impression (40% “neither good nor
bad”). Fifteen per cent said their
impression of the industry was “bad
and very bad”

The construction trades got the
highest positive impressions from
millennials, followed by the armed
forces, manufacturing, retail, and
resource extraction industries.

The good news is that 46% have a
generally positive impression of the
industry.

Making an impression

The biggest barrier the trucking
industry faces in recruiting millenni-
als is the gap between their image of
the trucking industry and their per-
sonal “brand”

Trucking doesn’t fit Canadian mil-
lennials’ image of themselves or how
they want their family and friends to
see them. They believe the industry
lacks respectability, is boring, and
has a poor work/life balance.

However, they do perceive that
longhaul trucking offers freedom
and independence with opportu-
nities to travel and explore Canada,

work without direct supervision, and
avoid an office job, which is tremen-
dously appealing.

Money matters

Satisfactory compensation is the
biggest incentive for Canadian mil-
lennials to take a job as a longhaul
driver, with 39% ranking this as their
primary concern.

Again, the good news is that they
see longhaul trucking as having the
potential to provide a high income.

Many also view the job as an
interim, short-term step to achieve
their long-term financial and per-
sonal goals. In fact, our research
shows that many current long-time
drivers originally planned to be in
the industry for a short time but
stayed on, which is a positive story
to tell.

Social media
Thirty seven per cent of millennials
use social media to find career infor-
mation (almost as many as those
who use job boards). More than one
quarter have noticed trucking adver-
tisements on social media (almost as
many as those who noticed ads on
trucking company websites).
Actively engaging job-seekers is
important. Social media ads and
posts are designed to capture the
attention of millennial prospects
while company websites, Google
searches, and job sites depend on
people being more proactive.

Personal safety

Only 29% of millennial women see
longhaul trucking as safe, compared
to 46% of men. Their issue isn’t about
trucks or traffic. They worry about
their personal safety on the job.

If youre an employer, consider
how you can address women’s con-

cerns about being isolated with
strangers, or intimidation in an
industry that they perceive to be
a “boy’s club’” You'll appeal to an
even bigger portion of Canada’s tal-
ent pool.

Want to learn more about Mil-
lennials Have Drive? You can down-
load the report on our website at
www.truckinghr.com TN

Angela Splinter leads Trucking
HR Canada, a national not-for-
profit organization dedicated to
addressing the human resources
challenges and opportunities in the
trucking and logistics sector. Learn
more at www.TruckingHR.com or
follow them @TruckingHR

OUR AZ DRIVERS EARN

GREAT BENEFITS

PENSION PLAN
NO SLIP SEATING

APPLY TODAY

SM FREIGHT:

A fresh approach to transportation’

Looking for a
long-term career?

Talk to our long-term drivers and
join the Premier family today!

PREMIER"BUEKD/0
FOR 18 YEARS

remier

*Bulk-Systems

7z [ s e o]
LCONTACT RECRUITING
1°888-280-8406 ext 225

email: recruiting@premierbulk.com
www.premierbulk.com

o)
-

If you have rl“'ank experience, we have a paid training program for qualified Drivers and Owner Operators.
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Insights

Private Matters

Trucking dodged a bullet with Labour Gode changes

Proof the industry can accomplish great things when it works together

In early August, the trucking industry
and supply chain were shocked when
Canada Labour Code Part 3 revisions
were made public. Specific changes
that would do the supply chain irrep-
arable harm were not included in any
consultation that occurred prior,
were introduced in an omnibus bill,
and had no opportunity for consul-
tation or input before they were put
forward and were set to come into
force on Sept. 1.

The most damaging of the revi-
sions to the trucking industry
required: 96 hours written notice
for shift schedules; 24 hours written
notice for shift changes; a 30-min-
ute break after every five hours; and
an eight-hour break between shifts.

The first two mentioned are the
more troublesome of the four, how-
ever the other two can still cause
problems. Now, let me be clear, the
Private Motor Truck Council of Can-
ada (PMTC) and the trucking indus-
try as a whole are in favor of anything
that can make the workers in our
industry safer and better rested.

We are all working toward making
our industry more attractive, inclusive,
and diverse. The only way to accom-
plish this is to ensure we treat our
workers with respect and courtesy,
and provide them with a workplace
and the tools in that workplace to
ensure they are happy, secure and safe.

We are all in favor of providing as
much predictability in a schedule as
possible and minimizing the changes
to that schedule as much as possible.
While we do have dedicated lanes,
local delivery jobs, and other driving
jobs that allow for predictive sched-
ules with minimal changes, there is a
large segment of industry that simply
does not, nor can it, operate that way.

As a former longhaul driver and
later in my career, a fleet manager, I
like to think I understand the reali-
ties of the industry from both sides.
An over-the-road driver who hauls
general freight may get dispatched
on Monday for a load that delivers
in Vancouver on Friday. While aload
may be searched for while they are en
route, in a lot of cases the load will
not be assigned to the carrier until
the truck actually arrives. What if
the truck breaks down en route, or
is involved in an accident, weather
delay, etc.? If the return load is
time-sensitive, it will need to be dis-
patched to another truck.

How do you provide 24 hours
notice for this? Often, the load you
pick up will not head back to your
home terminal; it could go anywhere
in North America. You have to take
the freight that is available in the
areayou are in. If you are working off
an open board, how can you predict a
week’s schedule 96 hours in advance
and provide notice of changes within
24 hours? It’s just not practical.

How do you guarantee a driver can
comply with the requirement to take
a 30-minute break every five hours?
If you are stuck in a traffic jam, you
can’t simply put the brakes on and
walk away. In these scenarios, we
have not even mentioned the safety
personnel, dispatchers, mechanics,
and dock workers who may have a
change in their schedule as a result
of a breakdown, accident or other
delays in the supply chain that occur
along the way.

If the truck is held up, it affects
everyone else who plays a part in that
truck’s load or day and will require
a change in their schedules as well.

The good news is, when the indus-
try caught wind of this, we all worked
together. The Canadian Trucking Alli-
ance, PMTC, provincial associations,
supply chain industry representatives,
and many others, all joined forces to
raise the alarm bells with the feds.

The shippers and receivers who we
haul freight for realized these pro-
visions would throw the Canadian
supply chain into disarray, and put
us at a competitive disadvantage to
the U.S. With all of us joining forces,
we got the attention of government.

At the time of this writing, a draft
internal policy guidance was in
place that would allow drivers and

Mike Millian is president of the
Private Motor Truck Council
of Canada, the only national

association that represents the

views and interests of the private
fleet industry. He can be
reached at trucks@pmtc.ca

dispatchers to carry on as of Sept. 1
with business as usual.

This is only an interim measure, as
in the long-term, regulations will have
to be drafted to exempt certain posi-
tions in the industry from these pro-
visions. Disaster was averted however,
in the short-term, and all because we
as an industry came together. TN

CONTACT RECRUITING AT 905-677-0111
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Brakes and Wheels

When buying wheels

Weight, durability, and appearance important

to fleet buyers

TORONTO, ONTARIO

'The condition of a commercial vehi-
cles wheels says a lot about the condi-
tion of the vehicle itself. Rust-streaked
steel wheels often signal poor mainte-
nance practices, while a shiny finish
points to a truck that is well cared for.

In order to maintain a shiny
appearance, proper maintenance
and frequent washing is required.
Keeping wheels clean and in good
condition also helps drivers to iden-
tify potential problems when con-
ducting pre-trip inspections.

Unfortunately, when it comes to
commercial vehicle wheels, wheel
separations continue to be a major
topic of discussion. It’s an issue that
won't go away.

An ongoing issue

Wheel separations continue to be a
problem in Ontario, despite enforce-
ment crackdowns and stiff penalties
for offenders. But the good news is
this year is on pace to be the lowest
year for wheel separations in at least
the last five years, assuming there
isn't a spike in the fall.

“We are entering our winter
months where a lot of tires get
changed, said Chris Davies, a trans-
portation enforcement officer with
the Ontario Ministry of Transporta-
tion. He said the department will run
Operation Wheel Check inspections
from November to February, to place
a special emphasis on the problem.

Bob Nichols, spokesman for the
Ontario Ministry of Transportation,
said “Wheel separations from com-
mercial vehicles are typically caused
by improper tightening/installa-
tion of wheel fasteners, poor main-
tenance, drivers failing to conduct
the prescribed vehicle inspection,
and defective parts.”

But Davies noted new technolo-
gies are helping enforcement offi-
cers catch overheated wheels before
a separation occurs. Infrared tech-
nology has been introduced at four
working truck inspection stations.

“We are finding it in our routine
operations,” Davies said.

Ontario has some of the toughest
wheel separation legislation in North
America, including absolute liabil-
ity and penalties as high as $50,000.

Brandon Uzarek, field engineer
with Accuride, suggested fleets
employ best practices supplied by
wheel manufacturers and the Tech-
nology & Maintenance Council of
the American Trucking Associations.

“Wheel-offs occur when basic
maintenance steps are missed,’
he said. “Make sure to conduct a
retorque at five to 100 miles after
installation, then again at 10,000
miles or regular service intervals.
Make sure the wheels, hubs, drums,
studs, and nuts are in good condi-
tion. Mounting surfaces need to be
flat. Clean any dirt, debris and corro-
sion off of mounting surfaces.”

In pursuit of lighter weight
One trend that has been driving
wheel development in recent years,
is the pursuit of lower weight. But
with leading wheel suppliers now
producing standard aluminum
wheels that weigh in at as little as
40 Ibs, the law of diminishing returns
comes into play and now the chal-
lenge is to focus on durability.

“When you start talking about
lightweighting, you save 0.5% or 0.6%
of fuel per 1,000 Ibs weight reduction,’
said Uzarek. “Going from Accuride’s
lightest steel wheel of 65 Ibs down to
the 42644 at 40 Ibs would save 450 lbs
or approximately 0.2% of fuel”

Since the fuel savings are now
meager, more attention is being paid
to durability.

“We're very cautious to test to the
same standards we were testing to,
to maintain that durability of the
wheel,” Uzarek said of lightweight
wheels. “A lot of fleets have stopped
asking about lightweighting. Now
their concern is uptime.”

Keeping them looking good

Whether spec’ing steel or aluminum
wheels, proper maintenance is key
to keeping them in good condition.
Especially in Canada where harsh

Keep wheels looking good and corrosion-free by washing them frequently

using soap and water, especially in dirty vocational applications.

Year Wheel separations

2014 148
2015 127
2016 135
2017 134
2018 139
2019 (through August) 75

Ontario wheel separations are trending down this year, according to the
Ministry of Transportation, but a spike can occur in the fall when tires are

frequently changed.

T —

A popular look is the blacked-out paint job, complete with matte finish

black wheels.

road chemicals are used to combat
snow and ice.

“Wash steel and aluminum wheels
with high-pressure water and a mild
soap solution to remove dirt and
debris,” Uzarek advised. “Dry the
wheels with a clean cotton or micro-
fiber towel”

He added, “Non-coated alumi-
num wheels may need to be pol-
ished to maintain their shine.
Steel wheels may need to be
re-coated to prevent rust. Don’t

use abrasives on coated alumi-
num wheels.”

Wash wheels as frequently as is
practical, depending on application.
Uzarek suggested washing wheels on
a cement truck daily, while linehaul
wheels can be washed less frequently.

“It just depends on the vocation and
how you want your wheels to look”

There are also customers demand-
ing a greater variety of customiza-
tions, including blacked-out, matte
finish wheels. TN

Surprise brake

GREENBELT, MARYLAND

Roadside inspectors placed 16.1% of
vehicles out of service for brake-re-
lated issues on May 15, during a sur-
prise inspection blitz coordinated by
the Commercial Vehicle Safety Alli-
ance (CVSA).

There were 10,358 commercial
vehicles inspected overall, meaning
1,667 were placed out of service.

The 1,620 vehicles inspected in
Canada did marginally better than

blitz parks 16.1% of vehicles

those south of the border, with 13.5%
of vehicles placed out of service for
brake violations compared to 16.6%.

Fifty-five Canadian and U.S. juris-
dictions participated in the one-day
brake safety inspection and enforce-
ment initiative.

Special attention was given to
brake hoses and tubing, finding 996
units with chafed rubber hoses, and
185 units with chafed thermoplastic
hoses.
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“Brake hoses and tubing must be
properly attached, undamaged, with-
out leaks and appropriately flexible,”
said CVSA president Jay Thompson.
“Because they are such an important
part of the braking system, the fail-
ure of hoses or tubing can cause prob-
lems for the entire braking system.”

The top five brake-related viola-
tions recorded through 1.8 million
inspections during the first half of
2019 include:

1. Clamp or roto type brake out of
adjustment (86,296)

2. CMV manufactured after Oct.
19, 1994, has an automatic brake
adjustment system that fails to
compensate for wear (45,594)

3. Brake hose or tubing chafing and/
or kinking (37,737)

4. No or defective ABS malfunction
indicator lamp for trailer manufac-
tured after March 1, 1998 (37,343)

5. Inoperative/defective brakes
(32,125)

Brake Safety Week, an enforcement
campaign, is set for Sept. 15-21. TN
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humberview
TRUCKS ISUZU

1-800-567-3752

60 FIELDWAY ROAD,
ETOBICOKE ONTARIO M8Z 3L2

ALLISON BODY
AUTOMATIC APPLICATIONS
TRANSMISSION UP TO 30’ LONG

25,950 LBS.

EXCELLENT
VISIBILITY AND GVRW
VISIBILITY AND_ NEW 2018 ISUZU FTR
5.2 L 4 CYL DIESEL, ALLISON 2550 RDS 6 SPD, A/C, AIR SUSP SEAT, SEATS 3, AM/FM/BLUETOOTH, KEYLESS ~ 4 YEARS NO
B10 RATING OF ENTRY HEATED REMOTE MIRRORS, BLOCK HEATER, CHROME GRILLE, BACK-UP ALARM, 12/19 AXLES, 100  CHARGE OIL
CHANGES!!

600,000 KMS. GAL. FUEL TANK, 25,950 LBS GVWR, 26' ALUM BODY, LIFTGATE, STK#185103. -1276805

$99,999 + HST + PLATES

NEW ISUZU TRUCKS IN STOCK!

NEW 2019 ISUZU NRR

NEW 2019 ISUZU NRR

&

NEW 2019 ISUZU NRR

$83,999

+ HST + PLATES

20' ALUM BODY, 3,300 LBS TAILGATE LOADER, 5.2 L 4 CYL
ISUZU TURBO DIESEL, 6 SPD. AUTO, PMW,

$87,999
+ HST + PLATES

$78,999
+ HST + PLATES
11" ALUM DUMP BODY, ALUM CROSS BOX, 5.2 L 4 CYL

5.2 L 4 CYL ISUZU TURBO DIESEL, 6 SPD AUTO, P/W, P/L,

AM/FM/CD/BLUETOOTH, HEATED MIRRORS, SEATS 3,
TILT/TELESCOPIC STEERING WHEEL, EXHAUST BRAKE,
BLOCK HEATER, 24' ALUM VAN, 3,300 LBS TAILGATE
LOADER, STK# 195128, 5 YR/280,000 KM ISUZU POWERTRAIN
WARRANTY - 71289530

ISUZU TURBO DIESEL, 6 SPD AUTO, P/W, P/L,
AM/FM/BLUETOOTH, HEATED MIRRORS, SEATS 3,
TILT/TELESCOPIC STEERING WHEEL, EXHAUST BRAKE,
LIMITED SLIP REAR AXLE, BLOCK HEATER, PINTLE
PKGE, TARP, 5 YR/280,000 KM ISUZU POWERTRAIN WAR-
RANTY - 1288297

NEW 2018 ISUZU NPRHD

USED 2015 ISUZU NRR
e

$47,999
+ HST +PLATES

20' BODY, TUCKAWAY TAILGATE LOADER, 5.2 L 4 CYL
TURBO DIESEL, 6 SPD AUTO, A/C, P/W, P/L, TILT/TELE-
SCOPIC STEERING WHEEL, SEATS, 19,500 LBS GVWR, HYD
BRAKES , DRIVE W/G LICENSE, FORMER DAILY RENTAL,
105,444 KM, ISUZU POWERTRAIN WARRANTY TO OCT
2019/280,000 KM, STK#301284T. - 1281843

COMPLETE INVENTORY - NEW & USED TRUCKS

$56,999
+ HST + PLATES

6.0 L V-8 GAS ENG., 6 SPD AUTO, A/C, P/W, P/L, TILT/TELE-
SCOPIC STEERING WHEEL, SEATS 3, CRUISE, AM/FM/BLUE-
TOOTH, 14,500 LBS GVWR, USED 20' ALUM. BODY, NEW
TUCKAWAY TAILGATE LOADER, STK# 185341. - 1288012

humberviewtrucks.com

P/L,AM/FM/CD/BLUETOOTH, HEATED MIRRORS, SEATS 3,
TILT/TELESCOPIC STEERING WHEEL, EXHAUST BRAKE,
BLOCK HEATER, STK# 195043,5 YR/280,000 KM ISUZU POW-
ERTRAIN WARRANTY - 1288071

NEW 2018 ISUZU 1

$75,999
+ HST + PLATES

ISUZU ENG., AUTO TRANS., P/W, P/L, AM/FM/CD/BLUE-
TOOTH, HEATED MIRRORS, SEATS 3, TILT/TELESCOPIC
STEERING WHEEL, EXHAUST BRAKE, BLOCK HEATER,16'
ALUM VAN, 2,500 LBS TUCK-AWAY LIFTGATE LOADER, , 5
YEAR/280,000 KM ISUZU POWERTRAIN WARRANTY. - 1273502
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PROVIDING HEAVY DUTY EXHAUST SOLUTIONS SINCE 1982 R gﬁ_\_ruck Tra'ler ca
Exiay CANADA'S # DQ "~ WEBSITE
TRU(K EXHAUST L ) +

& Truck Trailer
COOLANT PIPES Canada's #1 Source for Heavy Trucks and Trailers
FOR MOST MAKES
FL MAGAZINE

; « Y-PIPES * TURBO PlPES
- * INTERMEDIATE PIPES
. T LN = o ~ FREIGHTLINER PIPES
~ 1 : TURBO , - ﬂNLET
Y-PIPE
Celebrating & E I] PTI I] I\I

Years! L e — FOR —
EXHAUST SYSTEM INSTALLATIONS FOR DPF -
— CLEANING Rﬂﬂl}hlﬂg

AVAILABLE

THE TRUCK EXHAUST PLACE the Entire

1365 BONHILL RD., MISSISSAUGA. L5T 1M Canadian

(905) 670-0100 1-800-385-8801 [ Market
1 www.totalexhaust.com ‘ ]

TIMMINS

2&3 deloupe ‘@n{;;':g

SLIDING AXLE LOGGING
TRAILER TRAILER

1-888-335-6873 ext. 202 1-877-267-7195

sales@deloupe.com sales@porcupine.com
www.deloupe.com www.porcupinetrailers.com
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1-888-978-8594 /o5,

8085 ESQUESING LINE, MILTON, ON L9T 2X9 TRANSPDO R-.-
TRAILER BEALES )
* NICK LAMBEVSKI + ANDREW SPENCER * GORD BOX ey 2

www.TransportTrailerSales.com —

YOUR SOURCE
FOR TRAILER RENTALS
& LEASING

* We have new and used
53’ vans and flatbeds
» Available for _highway,
city and storage applications
* Flexible terms and
purchase options
e Call today for full details!

TRANSPORT y°

TRAILER SALES. f

SALES - RENTALS/LEASING * SERVICE - PARTé'

DEPENDABLE Truck & TANK

SUPPLIER OF CUSTOM, QUALITY BUILT, HIGHWAY PETROLEUM CARGO TANKERS,
PROPS XJ\J—- BOBTAILS, WATER TANKERS AND EMERGENCY VEHICLES

2006 STERLING L8500 FUEL TRUCK Cat C9 8.8 L, 2005 FREIGHTLINER M2 PROPANE TANKER TRUCK  NEW 2020 WESTERN STAR 4700 with 5500 USWG 2003 FREIGHTLINER FLD112 FUEL TRUCK Cat C12,
10 spd; Dependable 20,000 L, 4 comp, dual pumps, Cat C7, 230 HP, 7 Spd; 12 And 23 Axles, Spring Susp., Dependable propane tank. In Production Now for  E/F 10 spd, 20,000 L, BARREL style, 4 comp,

capped off B/L, V/R, oil reel & 2” reel in canopy, 1978 Trinity 2500 USWG Tank, Rear Delivery, Early Spring Delivery. Choice of electronic air manifold, SINGLE PUMP, curbside box delivery,
gas in left box, MidCom 8000, Stk#T778 1265897 LC Meter, Curbside Boxes, B620 449,554 Kms., register. 1262758 LC meter c/w LCR Il register, Btm Ld capped, no V/R,
Stk#8754 1278072 Stk#T-858 1286887

2013 INTERNATIONAL 4300 PROPANE : : -
2007 WESTERN STAR 4900SA, Cat. C13, ~ BOBTAIL, 2500 USWG, LCR, Full Refurb, HED 2003 FORD F550 SUPER 1994 KROHNERT 23,000 L, 5 COMPT, (3 [ .
Dependable 20,000 L, 4 Compt, Single New 5 yr/1 yr Inspect, Weights/Measures  pyTy, Ih V-8 Turbo 205 HP, 6 Spd 4x4 X 5000 L & 2 X 4000 L) STAINLESS IN- 1998 HUTCHINSON 3 AXLE FULL

Pumping, Civacon Single Bank C/W Flush- Calibrated Meter, TSSA Inspect, Paint Your Trans; 800 Uswg Propar Qt Barrel, Driver SULATED, LUBE TRAILER, 4 Pumps, Me- TRAILER, 10,000L, 5000L and 10,000L
Back, Air Manifold, BTM. Loading Capped Specs, Truck w/New DOT Inspect/Cert. Side Load. Rear Unload, Fully Enclosed In ters, Registers And Hose Reels. Comp'ts compts, fully refurbished. Stk#P751
At Manifold, LCR Meter & Register W/ In ~ Stk#S825 502045 Weather Resistant Alum. Box. Stk#S-788 #1 & #2 Share a Pump. Requires Tractor 7258413

Cab Printer. Stk#T853. 1274629 1261034 “Hydra-Pak”, Stk#TR-868. 1278073

MANUFACTURER OF ALUMINUM, STEEL & STAINLESS STEEL TANKS

We provide true “One Stop Service”: Manufacturing, Service, Parts & Support from our facility

‘*\,\»_DEPENDABLEf/"' Contact one of our sales representatives today - don@dependable.ca or mike@dependable.ca
TRUCK & TANK EMERGENCY 1-800-268-0871 905-453-6724 www.dependable.ca

LIMITED VEF

CheCk out the LATEST ISSUE

° ]
Canada’s #1 Source for Heavy Trucks and Trailers éﬁu‘k “alhf

NEED HELP?

1-877-450-6416 TI‘ attic to You

1-416-510-5237
or info@truckandtrailer.ca

More for Your Money!
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Join our network of highway carriers
and trucking trades helping Canadians
and communities in need.

de vering

I o ! D anch]qn 79 Bessemer Road, Unit 15,
London, Ontario, Canada N6E 1P9
)FAR: Tel: (519) 649-7420

Fax: (519) 649-7421

SUSPENSIONS INC

Loadshare® Air Helper Springs

* maintain proper ride height

 increase vehicle stability

« improve handling and steering

* reduce leaf spring wear and drive train
maintenance

* maintains correct steering geometry

* improve ride quality in both conventional
and cabover trucks

 adjust to varying load requirements or road
conditions with the help of convenient in-
cab controls

for Trucks & Trailers IDEAL APPLICATIONS INCLUDE

« refuse compactors * snowplows/wing plows
« utility trucks * buses

Maximizes weight transfer directly * concrete mixers e« lift axle equipped trucks
from chassis to front axle. (up to 8,000 Ibs.) * dump trucks * highway tractors

USA Inquiries - www.fsip.com Distributor

- Inquiries Welcome
www.canadianloadshare.com

OUR
SPONSORS
ARE MAKING
CHANGE
HAPPEN

Atlantis Radiator
TRUCK AUTO SERVICE INC.

SPECIALISTS IN TRUCK .
& INDUSTRIAL RADIATORS |

20+ : Join us. www.trucksforchange.org

| ]
YOURICOMPLETE COOLING SYSTEM SERVICE ] D0NA¥||(L)H8,;ELS\S/ERED
<SRad - Air Charge Cooler « AC Condenser | S $?09K N TRUCKS FOR j"%
-"Wel Ship Across Canada: . IN'SERVICE DONATION
s FREE Inspection & Estimate Hour & FUNDRAISING cE”TAW”
- Certified Technicians Drive-Thru Sewvice o 00 2,200+ PULLING FOR
< All Work®Warrantied (Mast Trucks) 2 Saturdayy HOURS VOLUNTEERED OUR COMMUNITIES
www.atlantisradiator.ca BRITANNIA RD. °
5900 Dixie Rd.. Unit 111, Mississauga. ON L4W 1E9 A ” E @ (FALTIRE) == }f ("—_nmnun.. ﬂl{Ea'.ﬂaapta 'g.:.w.; &
(905) 670-3696 * 1-800-716-3081 0R. y  Wizards NEweem BF | O “;_'

@7 Rever - 7p zumury AGCORE

X USED ¥

Fax: (905) 670-2283 HWY 401

EASTWAY TANK

THE TANK EXPERTS

2007 STERLING 2017 KENWORTH TANDEM FUEL TANKER |- | 2006 KENWORTH PROPANE TRUCK
50 HP, 10-SPEED, 20,000 L 4C TANK, DUAL PACCAR ENGINE, 330 HP 122,000 MILES, AUTO. TRANSMISSION, 440,000 KM’S, 260 HP 6 — SPEED, AIR RIDE, 3,000 G TANK, 3”
PING SYSTEM, AIR MANIFOLD, 3 REELS (INC. 2" HOSE), 4,800 G 4-C 406 TANK, BOTTOM LOADING, SINGLE PUMP, “"_.; PUMP, MIDCOM COMPUTER, BASE REMOTE. RECENT B620 AND
~ MIDCOM REGISTERS. -1274860

METER & REEL. -1285379 = ROAD SAFETY. -1278359

— 2011 WESTERN STAR 4900

TANDEM TANKER
66,000 LB. GYWR, DD13 350 HP ENGINE, 13-SPEED, 228,100
- MILES, 20,000 L (5,300 G) 5-C TANK, AIR MANIFOLD WITH BOT-

PETERBILT 348 TANDEM PROPANE TRUCK 2005 PETERBILT SINGLE AXLE
., 60,000 LBS. 5500 G TANK, 3" BLACKMER PUMP, FUEL TANKER —
D REAR DECK, LCR Il REGISTER, 150" X 1" HOSE, ONLY 170,000 MILES, CUMMINS 240 HP AUTO. TRANS.,

BASE REMOTE. -1281914 10,600 L, 3-C TANK, SINGLE PUMPING EQUIP. -1286281 == TOM LOAD, DUAL PUMP & DELIVERY EQUIP -1287179

r
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@ WE ARE LOOKING FOR TRADES * WE RENT FUEL TRUCKS @
¥ J 1995 M | Road, Ottawa ON K2G 1G1  Neil Greene: n ne@eastw. nk.com ° )
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Western Canada’s Trailer Specialist.
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ﬁ l‘m‘ %ﬁf&ﬁ CiMC FoTiY'\:Q"{\EquE .
= ! “*¥ELLING
The Fir: ::71 Trailers gj NEUSTAR Mﬂs Renn
Rentals, Leasing, Sales, Service, and Parts
RA[ LER Delta Calgary Edmonton Winnipeg Nanaimo Prince Rupert
(800) 891-8858 (877) 720-7171 (800) 610-1019 (866) 397-5524 (877) 878-5979 (250) 627-1981

____.-

Ocean Trailer has Wesi,:erh éanadaé -
Largest Rental Fleet with Over 8000 Trailers.
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T TRUCK EXHAUST |
F 4 S

We have heen supplying Parts, Service and Technical Support

Jankmart /Internationd/

to Truck Shops, Dealers and Fleets since the early ‘30's.

e 720 LRI S Q argo

Leasing Limited

We offer flexible solutions whether your looking
for short term, long term or lease-to own

Chemical tank trailers Dry bulk tank trailers FRP tank trailers

ESEL PARTICULATE E
Cleaning Service and Repairs

ASH
LOADED

" Certifications :
- CSA B620
-National Safety Mark
-R-Stamp
nnnnnnn 3 i’
o GACE CAT. & =
s i TEXIS s g ¢ Betls G7i> HEENDRICKSON wosmsou s N merrror TIMKEN LD
inized or E JRANMERE DR . _J g
Stainless Steel s
| DERRY RD. E. 905 465 1 355
Built to Outlast OEM Pipes \ 401
OPEN SATURDAYS & WEEKNIGHTS k rt
e e U 8 AM - 8 PM FRI 8 AM - MIDNIGHT WWW- tan m a [ C 0 m
eterbilt andWestern Star \_ 8:30 AM - 3 PM SAT MON - THURS

905-795-2838 1-800-267-4740 Follow us on:

Fax (905) 678-3030 Canada & U.S. Hotline

- www.texisexhaust.com ara (s
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~ .~ . Ganada’s Largest Inventory of New
and Used Trucks and Trailers
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A om0 19
nwu-!lfw"‘”"””r g

#]
- : = s
Trailer
-
ci pRs ¥

Visit us on the web at truckandtrailer.ca
1-877-450-6416
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ACTION

TRAILER SALES INC.

.. TANDEMS/TRIDEMS

DROP DECKS

* New and Used Sales  Rentals ° Log Term Finance Lease
* Full Service Trailer & Reefer Shops Providing Maintenance And Parts

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

NEW UTILITY 53'x102" 3000R HIGH CUBE REEFERS

1071/2" .H. FRONT,
10912" I.H. REAR, 9812" LW.
RECESSED “E” TRACK, H.D.

CARRIER UNIT WITH 13,500
ENGINE HOURS, CHUTE &

—

DUCT FLOOR, STAINLESS
FRONT & REAR, VENTS, LED
LITES — WEIGHT 12.155 LBS.

(STANDARD MODEL) H.D.

INTRAAX AIR RIDE SUSP.

ALUM. WHEELS. - 35153

HENDRICKSON AIR RIDE
SUSPENSION, LOGISTIC SIDE
POSTS — ALUM. OR TRANSLUCENT
ROOF AVAILABLE, STAINLESS
REAR DOOR CASE,

12" CORRUGATED STEEL SCUFF
LINER, 24" STEEL THRESHOLD
PLATE. -102537
PRICED RIGHT!

BULKHEAD, HENDRICKSON AIR
RIDE SUSPENSION, ALUMINUM
WHEELS, INTERIOR LIGHTS,
VENTS FRONT & REAR,
VERY CLEAN.
-1286070

THERMO KING MULTI TEMP UNIT.
CURB SIDE DOOR, STAINLESS
TRIFOLD REAR DOORS,
STAINLESS RADIUS CORNERS.
CENTRE SEAL PANELS, 2 ROWS
RECESSED “E” TRACK,
HENDRICKSON SUSPENSION.
ALUMINUM WHEELS,
VERY CLEAN.

-1281910

caricl10) 2012 GREAT DANE 53’ REEFERS 2017 STOUGHTON 36’ Z PLATE VAN
rrier I units, ror rub rails, sit Irts, N P .
front & rear vents, stainless rear doors, door case, & 'gmd(:]m ﬁxg‘e HeSdI’ICkESOH A'r SldbeF?qlsplla\‘n/s\l?,
bumper, duct floors, 2 rows “E” track,Hendrickson air ride verhead Rear Door, Exterior Rub Rail. (N.A.P)
suspension, aluminum wheels, CLEAN. -1276974 ... ARRIVING SOON! -7287909

2010 UTILITY 53’ MULTI TEMP REEFER
Carrier Genesis unit, 2 rows recessed "E” track,
HD flat aluminum floor, 2 curb side doors & trifold rear,
Hendrickson air ride suspension, interior lights,
VERY CLEAN. -7289701

(2) 2007 STOUGHTON 53’ X 102” PLATE VANS
Hendrickson Air Ride Suspension,Aluminum Roof,
Swing Rear Doors, Very Clean,

WELL MAINTAINED UNITS. -7287608

P

2012 UTILITY 53' TRIDEM REEFER
Carrier 2500A Unit With 15,550 Hrs, Complete New Brake
Reline, Drums, Etc., 12 New Tires, Hendrickson, Air Ride
Suspension With 6' And 6' Spreads,

HD Flat Alum Floor. -1287611

o 2009 UTILITY 53’ ALUMINUM COMBO
FLAT DECK

6 440} 2009 UTILITY 53’ TRIDEM REEFERS
Thermo King Sb310 Units, Hendrickson Air Ride With 6'& 6
Spreads, Hd Flat Aluminum Floor, 3 Rows Recessed “E”
Track, 24” Scuff Liner, Exterior Rub Rail. -7261785

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

aluminum tool / storage box. -1271448

(2) 2008 UTILITY 53°X102” HEATED VANS
Thermo King diesel units, Hendrickson air ride
suspension, 2 rows of exterior rub rail. -1289702

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

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

2332 DREW RD., MISSISSAUGA, ONT. L5S 1B8 1100 RUE COURVAL, LACHINE, QUEBEC H8T 3P5
Call: Murphy Barton, Vince Cutrara, Rob Moorehouse, Todd Warren, Call: Mario Perrino, Michel Pouliot, Gabriel Verdoni,
John Gwynne, Zak Ray Danick Bilodeau

905-678-1444 514-633-5377

Fax (905) 678-1566 Fax (514) 633-6488
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Truck Trall€?
Canada’s #1 source for Heavy Trucks an
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REMIUM USED TRUCK CENTRS
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i Call Tony Strauss or Tony Hartlei
et Trach Dl b
www.rjtrucks.com

R TRUCKS IN-HOUSE FINANCING AVAILABLE!
‘ \ |

2013 KENWORTH TBOO
HEAVY-HAUL TRACTOR

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

Visit us on the web at truckandtrailer.ca ¢ 1-8//7-450-6416
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Announcements

Ad Index

OTA mourns loss of trucking pioneers; Baney to lead
Kenworth; Daseke founder retires; and Capital Gear fills

newly-created role.

Kevin Baney has been named
general manager of Kenworth and
vice-president of Paccar.

Baney has been
with Paccar for
25 years. Before
his current posi-
tion, he served for
nearly three years
as Kenworth’s
assistant general manager for sales
and marketing. Prior to that, he was
Kenworth’s chief engineer for nearly
five years.

Specialized transportation and
logistics solutions company Daseke
announced Don Daseke has
retired from his
roles as chief exec-
utive officer and
chairman of the
board. He will con-
tinue as a member
of the board with
the title chairman emeritus, the
company said.

The board has appointed Chris
Easter, Daseke’s chief operating
officer, as interim CEO. The com-
pany also announced the appoint-
ment of Brian Bonner as executive
chairman.

Capital Gear has named Joe
Herauf director of corporate devel-
opment, a newly
created role.

Herauf has more
than 35 years of
sales, operations
and strategy devel-
opment experience.

Capital Gear is a remanufacturer
of transmissions, differentials, trans-
fer cases, steering and drivelines for
the truck aftermarket.

Aluminum trailer maker East Man-
ufacturing has promoted Douglas
Kenney to director of national fleet
Sales. In his new position, Kenney
will continue to be responsible for
fleet sales in North America while

Kenney began his career in 1981
at Fruehauf Trailer. With both man-
ufacturing and
dealer expertise,
Kenney has exten-
sive trailer sales
experience, East
| announced. He
joined East after
six years with Great Dane Trailers.

Brian Kurtz, the trucking industry
icon who founded the company that
bears his name, passed away Aug. 9
at the age of 72.

He founded Brian Kurtz Trucking

39 years ago with one truck, recalled
the Ontario Trucking Association
(OTA), and was proud of his fami-
ly-run fleet and the entire industry.
His first trucking job involved deliv-
ering turnips for his uncle’s farm.
7 He left a con-
struction job to
| pursue a full-time
Bl trucking job, and
began working for
various companies.
In the early 1970s, he purchased his
first truck and became an owner-op-
erator. He formed Brian Kurtz Truck-
ing in 1980. Today, it runs more than
70 trucks, 130 trailers and employs
more than 100 people.

John Caseley of Trendway Trans-
portation Services has died, the
Ontario Trucking Association (OTA)
announced Aug. 16. He was 73.

Caseley passed away suddenly
July 29, the association said. Before
retiring, Caseley spent many years
working in the transportation
industry, with a focus in heavy-
haul and specialized logistics, and
was a long-time director on the OTA
board.

Caseley was an avid lover of
music, and all things car and motor-
cycle.

He was also an active member
in the York Region Harley Owners
Group, and played Dobro with the
Yonge Street Ramblers. TN
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Call us at 905-795-2838
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Products

Michelin is adding application and billing enhancements to its Advantage
program, which provides consistent nationwide tire pricing.

The new online application process - available in English and French
- offers same-day use-of-program benefits. And the improved billing pro-
cess allows dealers to take control of the billing process, including regis-
tering the fleet’s credit card.

Michelin Advantage members receive unique access to the Michelin
Commercial Service Network, with technicians at more than 5,000 autho-
rized truck dealer locations, the company says.

They can also access Michelin ONCall 2.0 emergency road service with
no dispatch fee, simply by calling 800-TIRE-911. A related event viewer
offers updates about emergency road service action. TN

Lippert Components’ new somnum Escape 10-inch gel-infused foam
mattress is ready to support a better night of sleep in the sleeper.

The mattress features a premium Euro top design, and a two-inch gel-in-
fused foam top layer to create a cool surface. That sits on a high-density
seven-inch foam base. And it’s all encased in a quilted cover that features
an added inch of comfort foam.

It’s a significant improvement over a traditional five-inch foam block,
the company says.

The somnum Escape 10-inch gel-in-
fused foam mattress is available
through all Freightliner and West-
ern Star dealers, as well as independent
somnum distributors. It comes in four sizes:
35x79, 36x76, 38x80, and 42x80 inches. TN

BlackBerry Radar, an asset-tracking solution, is the latest technology to
become available through the Geotab marketplace - integrating the data
through the MyGeotab software platform.

'The BlackBerry Radar devices offer near real-time information about loca-
tions, motion, mileage, temperature, humidity, door status and cargo status
through an online dashboard. All the data is securely stored on the cloud.

The integration will help better optimize the assets and improve utili-
zation, Geotab says.

The BlackBerry Radar devices themselves include the hardware, cel-
lular connectivity, dashboards, mapping, and hosted cloud services. TN

Look for our
monthly column in
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We Make Trucking

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

< Owner Operator
Accounting & Bookkeeping

< Meal Claim Experts
< Incorporation Services
< Business Consulting

< New Business Setup & Registrations
(US & CDN Authorities, IFTA/IRP, UCR, etc.)

« IFTA Fuel & Mileage Tax Reporting
(Paper & Automated Paperless — GPS)

Call Today

[800) 461-5970 e 228 v £f

Bridgestone Americas’ new Firestone FT492 trailer tire
comes with a SmartWay stamp for fuel-efficiency,
thanks in part to a low rolling resistance.

The tire designed for single- and tandem-axle
applications is available in five sizes and also comes
with thick sidewall ribs and a wide footprint, the
company says.

Patented NanoPro-Tech polymers have been
incorporated to reduce energy loss, while the tread
pattern itself promotes uniform pressure across the
tire to minimize edge wear.

The FT492 is available in Canada and the U.S.in a
295/75R22.5 size. The 11R22.5, 11R22.4, 285/75R24.5
and 255/70R22.5 sizes will be available in November. TN

Cummins is expanding its 2020 portfolio of X15 engines to include new
X15 Efficiency Series and X15 Productivity Series models.

The 2020 X15 Efficiency Series betters the fuel economy of its predecessor
by 5%, while maintaining attributes like oil drain intervals
of up to 120,000 km, Cummins says.

Engine hardware enhancements include
better air handling and lower friction, deliv-
ering up to 3.5% fuel economy improvements
to the base engine offering. And the modified
liner geometry in the power cylinder is reduc-
ing oil consumption. Valves have also been
adjusted in the name of added durability.

Oil drain intervals can be pushed close
to 125,000 km for those using Valvoline Pre-
mium Blue 15W-40, while customers in the Cum-
mins OilGuard can increase the intervals close to
160,000 km.

The X15 Efficiency Series’ new EX rating — available when the engine is
paired with an Endurant transmission — can deliver another 1.5% increase
in fuel efficiency on top of the improvements in the base engines. In addi-
tion to all prior ADEPT features, it offers new capabilities like predictive
gear shifting, predictive braking, on-ramp boost and dynamic power.

The X15 Productivity Series, meanwhile, will offer six new ratings in
2020 and include four former Performance Series ratings.

The Productivity Series offering includes two different engine hardware
sets, common with either the 2020 X15 Efficiency Series or the X15 Per-
formance Series.

The 2020 X15 Performance Series contains seven ratings, with four former
Performance Series ratings moving to the Productivity Series offering. TN

BlueParrott, a maker of wireless headsets, has launched a new
version of its noise-cancelling Bluetooth headset.

The next-generation B350-XT allows users to answer or
reject calls with their voice, providing a hands-free experi-
ence while on the go, the company said.

The headset blocks out 96% of background noise in high-
noise environments. Users can customize it using a button for
one-touch access to various features and applications.

The headset offers up to 24 hours of talk time, has an
improved headband for added comfort, and features
an IP54 rating to ensure resistance to water and dust, the company said.

Users can also roam up to 300 feet from Class 1 paired Bluetooth devices.

'The headset will be available in October for US$139.99 in select markets
and online. TN
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Fiction

Mark Dalton: Owner-Operator
By Edo van Belkom

THE STORY SO FAR

Mark is driving across the Prairies and comes across
a truck like no other hes ever seen before. He pulls up
alongside of it and realizes the man behind the wheel
isn't driving but rather he’s reading a magazine. It’s
one of those autonomous trucks that operated with-
out a driver and Mark was awestruck.

He spends a while thinking about what driverless
trucks mean to the trucking industry and is able to
see both sides of the argument. Trucking goods would
eventually be more economical and there would be less
need for drivers. However, drivers would still be needed
in some capacity and other opportunities might open
up for them in the industry.

Mark sees one of the autonomous trucks pulled over

onto the side of the highway and he pulls over to see
if he can find out more about it. He talks to the mon-
itor who had been riding in the truck and finds out
where the truck was headed. He decides to go there
himself and get a better look at how the whole oper-
ation works...
A few hours later, Mark was approaching Calgary
and Hwy. 2 that ran up into the heart of Alberta.
About five miles before he reached the city, he came
across a stretch of industrial areas that had among
them, trucking terminals and warehouses.

From the Trans-Canada Highway, he could see
a bunch of the same autonomous trucks parked
in a large expansive truck lot. They were occupy-
ing one corner of the lot and there were plenty of
people walking around the trucks as if inspecting
them for their roadworthiness.

Mark took the next exit and then began doubling
back until he reached the truck yard where hed
seen the driverless trucks. He entered the yard at a
crawl, wondering if a truck with a driver — an actual
driver — would set off some alarm bells that would
see him pulled over and asked..."What the hell are
you doing here?”

“Just gonna park my rig”

“Didn’t you see the sign?”

“What sign?”

“The one that says, No Drivers Allowed!"

Fortunately, the yard was still servicing old-fash-
ioned trucks and drivers and Mark was able to drive
right through the yard without anyone paying any
attention to him at all. The older trucks were oper-
ating like they usually did, backing up to loading
docks and having people loading or unloading their
cargo. Thankfully, people were still needed to do
that work. Hopefully those jobs would be safe for
the next little while at least.

As he moved deeper into the yard toward where
the autonomous trucks were parked, he could see
that in addition to the engineers walking around the

ipa

The Truck

Without a Driver
—Part 4 -

trucks, there were other people who were servicing
the trucks in the usual way...fueling, maintenance
and cleaning. So, why were they picking on drivers
as the ones that could be so easily replaced? The
thought made Mark angry about the whole situation.

Trucks were getting more technical all the time,
relying on computers and science to make them
run better and more efficiently. Pretty soon, anyone
could buy one of the newest trucks and as long as
they had a background in computers, they would
be able to manage all the software and systems.

Pretty soon, the days when a driver busted his
butt to own his own truck, buy another one and
slowly work his way up to owning an entire fleet
would be gone. In this new system, new fleets would
appear almost overnight. Multi-national companies
would start up new trucking ventures and imme-
diately have an advantage over other driver fleets
just because their equipment was the newest and
had the all the money-saving bells and whistles.

Owner-operators like Mark would become a
dying breed...if they weren’t dying already. Mark
knew the right thing to do was to work with new
technologies, see how they could benefit you and
see where they could take you. Mark nodded. Yes,
that’s what he should do. But he couldn’t.

He couldn’t go along with it because the whole
venture’s end goal was to eventually take away his
job and the jobs of hundreds of thousands of other
truckers by making them obsolete. He had to do

lllustration by Glenn McEvoy
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of Newcom Trucking Group, in

partnership with Transcourt Tank Leasing

something to stop, or at least slow down, the march
of technology.

Mark parked his truck in a quiet part of the lot,
then searched around in his tool box to see if he had
what he needed. When he found it, Mark climbed
up into his bunk to relax until the sun went down
and the yard was a lot less busy.

Later that night, about two hours after sundown,
Mark got up and took a look out Mother Load’s win-
dows. There was still activity at the other end of the
lot where loading and unloading was still going on
and would no doubt continue throughout the night.

Closer to Mark, however, the yard was dark and
silent. The autonomous trucks were all lined up in a
neat row - six in all - with no one around guarding
them. That thought brought a smile to Mark’s face.
Maybe these trucks have such sophisticated secu-
rity and alarm systems that theyre putting truck
yard security guards out of work too. After mak-
ing sure no one was near, Mark grabbed what he
needed, then slowly climbed out of Mother Load
and headed toward the autonomous trucks travel-
ing along the very edges of the truck yard.

When he reached the first truck, he took one
more look around to make sure the coast was clear,
then he set to work. Mark carried aroll of electrical
tape in his tool box in case he ever had to make wir-
ing repairs on the road. He also had a roll of black
hockey tape in there, aleftover from a hockey player
to whom he once gave a ride across the country.

With both types of tape in his hands, Mark sys-
tematically went around each of the autonomous
trucks and any time he saw a lens for a camera or
sensor, he tore off a length of tape and placed the
tape over it. With two types of black tape, Mark was
able to cover all the sensors in a way that was hard
to spot against the surrounding black of the truck.

In the morning none of the trucks would be oper-
able and it would take them a while to figure out
what happened. Then it would take them some time
to remove all the tape and clean up the lenses.

It wasn't much of a resistance effort, but at least
it was something. Happy with the work hed done,
Mark climbed up into Mother Load, started her
up and drove slowly out of the yard as if hed awo-
ken from a rest stop and just getting back to work.

Mark knew he had only caused some minor
inconvenience, at best, for the people working on
the autonomous truck project, but he was satis-
fied that hed done something to slow - even just
a little bit - the advancement of driverless tech-
nology and the inevitable addition of truckers to
the unemployment lines. TN

Mark Dalton returns next month in another story.
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The Last Word

Trying to make sense of a workplace tragedy

Safety is something we talk about
within the trucking industry, but
don’t spend enough time teaching
drivers by example.

There is far too little repeat,
repeat, repeat when it comes to
developing deep-rooted, ingrained
safety habits for drivers. We don't
have a universal training standard
within Canadian trucking to reach
this goal.

The statistics bear this out. If
you're a truck driver, you continue
to work within an industry recog-
nized as one of the most dangerous
in terms of workplace fatalities per
100,000 workers. What this means
is that at some point in your career
within the transportation indus-
try, there is a good chance you will
come face to face with the loss of a
colleague due to a workplace acci-
dent. This was the case for me this
past August.

On a beautiful Sunday afternoon,
I was traveling along Hwy. 17 in
northern Ontario when I stopped for
ashort break and checked my phone
for messages. I had a text message
from a friend to please call, it was
an urgent personal matter.

I made the call only to discover
that my good friend, who drove
team with her husband, had lost her
husband that morning in a tragic
workplace accident at their home
terminal. It is only when a trag-
edy such as this hits close to home
that we recognize how tenuous our
safety on the job is.

When fellow workers with many
decades of combined experience
fail to keep one another safe, even
when armed with the knowledge
to do so, the rest of us are left ask-
ing why and how it could possibly
happen.

My first reaction to this terrible
news was shock and disbelief. The
pain my friend was experiencing at
that moment was, for the rest of us,
our worst nightmare. To lose your
spouse with whom you shared a
deep and abiding love in an instant
of unimaginable fate is mind-numb-

How is it that first responders, who voluntarily put themselves in harm’s
way, have a lesser likelihood of suffering a workplace fatality than
truck drivers?

Until truckers are recognized as the
journeymen that they are, things won’t
change. Accreditation, certification, and
universal apprenticeship training is the
path to safety in the workplace.

ing. To know it was avoidable is
soul-shattering.

The sorrow and compassion I
felt for my friend turned to anger
in the following days. This is how
every trucker reacts to a backing
accident that results in a fatality. It
is the disbelief in the ability to see
ourselves in that situation that fuels
our anger. It can’t happen to us. It
can't happen to me. It’s preventable.

Luckily, I had the opportunity
to sit with a friend, a fellow driver,
and talk about that anger. What
we ended up talking about was the
number of times we have had close
calls working outside the truck.
Working in and around heavy

62 Truck News —East @ October 2019

equipment, we are always at risk.

But we realized that through
repetition, we become comfort-
able, which can lead to compla-
cency. Complacency is a breeding
ground for injury, or worse. So, we
are human after all. We make mis-
takes.

Blaming and finding fault where
there was no intent to harm will
never change what has happened.
So, we need to use tragic events like
this for teaching and keeping others
safe. These are the hardest lessons.

So, I go back to a question I have
asked many times before. How is it
that first responders can voluntarily
place themselves in harm’s way, yet

still be statistically at lower risk of
physical harm than a truck driver?

I'll give you the same answer
I have before. Until truckers are
recognized as the journeymen
that they are, things won’t change.
Accreditation, certification, and
universal apprenticeship training
is the path to safety in the work-
place. With that ongoing train-
ing and recognition comes a solu-
tion to the shortage of qualified
drivers, our ability to adapt to a
changing culture, and our ability
to adopt new practices to deal with
ever-changing technologies.

Our fierce independence as truck-
ers is both our strength and our
weakness. I can't stress how import-
ant it is to always focus on what you
are doing,.

Be in the moment at all times
when you are on duty, whether that
be behind the wheel, doing a pre-
trip, fueling, or securing freight.
Wear your personal protective
equipment. Putting on your safety
shoes, reflective vest, and safety
glasses is as much about slipping
in to a ‘safety’ state of mind as it is
about physical protection. Mind-
fully taking the same walk through
the same checklists day after day is
important. It may save your life.
Remember the credo; when you
think you've seen it all it’s time to
hang up the keys. TN

Al Goodhall has been a profes-
sional longhaul driver since 1998.
He shares his experiences via his
blog at www.truckingacross
canada.blogspot.com. You can
follow him on Twitter at
@AI_Goodhall
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The gold standard
in engine oll.

Mobil Delvac™ diesel engine oil is technology redefined. It’s a full suite
of products that help protect your engine and maximize the uptime of
your fleet. Its proven protection goes beyond OEM-recommended ODI'’s,
making your business more efficient and your life a little easier.
Discover our API CK-4 diesel engine oils at mobildelvac.ca
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For some, going the extra mile is a rarity. But for others,
it’s what makes us great. Over a century ago, we made a
commitment to stand by our customers and our products,
on and off the road. Because for us, going the extra mile
isn’t an exception, it’s the rule. Great Doesn’t Stop.
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