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Kim Vosper,  
Driver Recruiter

kvosper@kleysen.com
1-888-271-9785

KLEYSEN GROUP LP is a Mullen Group 
Income Fund Limited Partnership

In business for over 80 years, we have built partnerships with our customers, employees,  
drivers and Owner Operators that are based on Integrity, Loyalty and Passion to do our best  
each and every day. We value our team of Drivers and Owner Operators and can promise:

4 Safety First – we have our own maintenance facilities to ensure 
equipment is safe & ready to go, with discount rates for Owner Operators

4 Discount fuel pricing to help Owner Operators 
 reduce one of your biggest expenses

4   Good Driver & Dispatch working relationship

4   Long term customers & steady work

4   Competitive wages & fuel subsidy

4   Benefits for Drivers 
& Owner Operators

4    Regular home time

Take your Career 
to the Next Level

Great Opportunities and Excellent Home Time
Company Drivers & Owner Operators 

Join our Flatdeck Group

mailto:kvosper@kleysen.com


Call us today…for a better tomorrow!  
recruiting@transprofreight.com or call 1-888-543-5555 ext 4162

8600 Escarpment Way, Milton, Ontario 
www.transprofreight.com

Company Drivers
Earn $0.52 per mile
Long & Short Haul runs
Brand New Volvo I-Shifts
Benefits
Bonus Programs
Home Time When You Want It!

Owner Operators
All US Runs – No Canada
Earn up to $1.60 per mile
New Pay Package for 2015
Sign-on Bonus
No Forced Dispatch
All Bridge, Tolls, Plates, Insurance 
and Borders Paid

Protect your cargo from strap damage
Reduce insurance claims for damaged goods

Improve your service and company image
Become a leader in cargo control

and management
Reduce the wear on straps

Show you really care about your freight 

Email: sales@veeboards.ca

http://www.transprofreight.com
mailto:recruiting@transprofreight.com
mailto:sales@veeboards.ca
mailto:sales@veeboards.ca


Dedicated to the Entertainment & Production Industries, Stage Door requires  
motivated, experienced AZ Drivers with a professional attitude that are seeking 
a unique & rewarding lifestyle. Stage Door operates across all of Canada and the 
USA.  Applicants must have a minimum of 2 years OTR driving experience in both 
Canada and the USA, hold a valid FAST Card or Passport, Clean Drivers Abstracts and 
Clean Canada Wide Criminal Record Search. Touring Assignments can vary in length,  
so preference is given to drivers with very flexible schedules. Serious inquiries only. 

Please contact Dennis at:

519-624-9500 • Fax: 519-624-1433
dennis@stagedoortransportation.com • www.stagedoortransportation.com

Publisher
Peter Charboneau
peter@otrgroup.ca

General Manager/
Editor-in-Chief

Ed Novoa
ed@otrgroup.ca

Director of Operations
Cathryn Charboneau
cathryn@otrgroup.ca

Account Executive
Luke Zentil

luke@otrgroup.ca

Account Executive
J.C. Arseneault
jc@otrgroup.ca

Graphic Design
& Advertising

Top Shelf Graphics
david@tsgraphics.ca

Controller
Estela Navarrete

estela@otrgroup.ca

Office Manager
Mary Weeks

mary@otrgroup.ca

www.overtheroad.ca

1189694 Ontario Ltd. C.O.B. as Over The Road

Business Office:
18 Parkglen Drive, Ottawa, Ontario K2G 3G9

Tel.: 1.800.416.8712/613.224.9947
Fax: 613.224.8825  Email: otr@otrgroup.ca

Toronto Office 
(Advertising Information):

Tel.: 416.763.5966

All advertisements, and/or editorials are accepted and published by

Over the Road on the representation that the advertiser, its

advertising company, and/or the supplier of the editorials are

authorized to publish the entire contents and subject matter thereof.

The advertiser, its advertising company, and/or the supplier of the

editorials will defend, indemnify and hold Over the Road harmless

from and against any loss, expense or other liability resulting from

any claims or suits for libel, violation of privacy, plagiarism, copyright

or trademark infringement and any other claims or suits that may rise

out of publication of such advertisement and/or editorials. Press

releases are expressly covered within the definition of editorials.
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Please contact:
1-877-667-7703

www.earnwithtst.com

TST Truckload Express 
5425 Dixie Rd. Building B,  

Mississauga

Experienced 
Company  

Driver Trainer 
Required

488 Miles
1447 Miles

1290 Miles

510 Miles

925 Miles

442 Miles

489 Miles 227 Miles

430 Miles

2400 Miles
5880 Miles

2600 Miles

http://www.earnwithtst.com


NOW HIRING
Teams to run from Ontario or Quebec 

to Winnipeg, Calgary or Vancouver 
Our teams average 5229 miles per week

Singles to run Canada/U.S. lanes 
Our singles average 2827 miles per week

Contact Us!
1.855.872.7602
Recruiting@dayandrossinc.ca

www.dayross.ca

Come and Grow With Us!

mailto:Recruiting@dayandrossinc.ca
http://www.dayross.ca


1.800.462.4766 | drive@bisontransport.com | bisondriving.com
Bison Transport is committed to Employment Equity and Diversity

1.800.462.4766 | drive@bisontransport.com | bisondriving.com
Bison Transport is committed to Employment Equity and Diversity

New Owner Operator
Compensation
Package

$1.30 per mile base rate + fuel subsidy
Operating between ON and North East US
40 positions available
Regular home time

Contact Bruce Harnock at
1-888-KDAC-NOW ext. 6235 (1-888-532-2669)

Fax 1-519-634-8046 • bharnock@k-dac.com
www.K-DAC.com

Steady Work

Great Pay Package

Performance
Bonus

Excellent
Benefit Program

Runs across Canada
& United States

Family Atmosphere

State of the Art Facility

mailto:drive@bisontransport.com
mailto:bharnock@k-dac.com
http://www.K-DAC.com
www.bisondriving.com


NEW
Short, Medium

& Long Haul

Lanes

Opportunities in Ontario
Immediate need for

Owner Operators
Mississauga to U.S.A.

New Pay Package • Fuel Surcharge Paid
Home Daily

NEW
RATES

We Offer:
• Fuel Cards
• Fuel Surcharge
• Insurance Paid
• Medical Coverage
• Permits and Tolls Paid
• EZ Pass
• No Paint Code
• No Touch Freight
• Direct Deposit (Bi-Weekly)
• Home Daily

You Provide:
• Clean abstract, Clean CVOR
• Min. 2 yrs cross

border experience
• Clean Criminal Search ( CPIC )
• Fast Card
• Equipment preferred

5 Years or Newer
• A Great Attitude

Call toll-free

1-888-531-1111 ext. 6432
24 hours a day, 7 days a week

e-mail: bill.dunn@ca.cevalogistics.com

mailto:bill.dunn@ca.cevalogistics.com


Why Choose Thompson?

•	 We	pay	the	highest	rates	
per	mile	and	our	experience	
gives	owner	operators	the		
best	opportunity	to	succeed!

•	 We	run	Ontario	and	the		
Mid-West	USA,	resulting	
in	a	good	balance		
of	road	and	home	time!

•	 Thompson	Pays	for;		
Plates,	Insurance,	Tolls,		
GPS	Tracking,	Empty	Miles	
&	Health	Benefits!

$1.50/Mile	+	FSC	•	$3000	Sign-on	Bonus
Equipment	Financing	Available

$1.50/Mile	+	FSC	•	$3000	Sign-on	Bonus
Quality	Used	Vehicles	Available

$1/Mile	+	FSC	•	$750	Sign-on	Bonus
$6000	off	purchase	price

www.thompson-emergency.com


Livingston is now hiring 
Company Drivers & Owner Operators 

due to continued growth
Owner Operators:
•	 OEM Deliveries
•	 Plates Paid
•	 Fuel Surcharges Paid
•	 Fuel discount card with  
 no administration fees
•	 Direct deposit bi-weekly
•	 No start up costs
•	 No paint requirement

Company Drivers:
•	 Competitive Wages
•	 Benefits	and	Pension	Plan
•	 Dedicated Truck
•	 Incentive Programs
•	 Direct Deposit
•	 Home Weekends

Immediate  
Need for  

Owner Operators 
 in Halifax, NS

HIrINg 
Company & O/O 

 in Edmonton 
SIgN ON BONuS 

with Experience

mailto:dbrown@livingstonintl.com


Contact Bernie today for more info!
1-866-857-5166 x 227

bernie@carmentransportationgroup.com

Openings for Select Company Driver and Owner Operators
We are a great family oriented business

looking to hire on select O/O for cross border runs.
We offer competitive compensation, border crossing bridge cards,

fuel cards and E-PASS transponders.

Openings for Select Company Driver and Owner Operators

Looking for Full Time Highway, 
Part Time Highway & Part Time Local

Recent Pay Increase
1.5 cent Performance Bonus

Company Paid Benefits
RSP Safe Driving Awards

Company Matched Pension Plan

We Care About Our Drivers

Call Teresa or Ron at 
519-740-7072 ext. 6 

or 1-866-Lin-Haul 
(1-866-546-4285)

E-MAIL: 
teresa@libertylinehaul.com

FAX: 519.740.3194 

mailto:bernie@carmentransportationgroup.com
mailto:teresa@libertylinehaul.com


QuikX Offers an EXCEllENt  
“NO-NONSENSE” Pay PaCkagE Including:
Paid Insurance with an Ultra-low Deductible
Paid Extra Picks/Drops • Paid Tri-Axle Premiums
Paid US and Regional CDA Premiums • 99% No-Touch Freight
Paid Accidental Injury Coverage • Paid Plates • Paid Fuel Surcharge
Excellent Maintenance Program • Paid Every Two Weeks • Direct Deposit

mailto:bill.scott@quikx.com


Start a new Career in:  
Coteau-du-lac, PQ; Mississauga, ON;  
Napanee, ON; Kitchener, ON;  
Charlotte, NC; Laredo, TX

www.loadfti.com
mailto:jobscat@cat.ca
www.cat.ca


Over 25 years in transportation
All new equipment  • Satellite tracking

24 hour dispatch

We welcome husband & wife teams

Katelynn Millar
905-564-3374 ext: 21 • Fax: 905-564-5804

kmillar@sptrucklines.com
www.sptrucklines.com

PRIMARY HIRING AREA:Greater Toronto Area& Vancouver

mailto:kmillar@sptrucklines.com
http://www.sptrucklines.com


Loblaw Companies Limited
is seeking professional, career oriented,

1A & LCV drivers for scheduled lanes
throughout Western Canada.

Touch Free Freight, 
Most runs are pin to pin.

Preference will be given to applicants with clean abstracts.
Apply online at www.loblaw.ca/careers

Benefits include:
• Competitive mileage rates

• Activity based pay for pre-trip, post-trip,
fueling, coupling (where applicable),

delivery times etc., details of which will
be discussed in a personal interview

• No loading or manual unloading;
most runs are pin to pin

• Full company benefits
(health & dental, Colleague Discount
program, Employee Share Program,
Scholarship Programs)

• Late model equipment

• Company to provide clothing 
and safety footwear

• Fantastic working conditions

• Safety Bonus

http://www.loblaw.ca/careers


•	 Great	Pay	Package
•	 All	Miles	Paid	Weekly
•	 Permits/Tolls/Heavy	Tax	Paid
•	 General	Insurance	Paid
•	 Fuel	Cards	&	Border	Cards
•	 Pick	Up	&	Delivery	$50
•	 Flexible	Fuel	Surcharge

Hiring	Company	Drivers	in	Windsor,	$20.00	an	hour

Straight Trucks • Sprinter Vans
Cargo Vans • Tractors

Now adding Owner Operators: 

A division of Pival International with 8 terminals in Quebec and Ontario

Sign On Bonus • Monthly Income Guarantee
ALL miles paid • Fuel price fluctuation program

Stops paid • Permits, plates, and tolls paid
Border crossings paid • WSIB paid

Fleet insurance • Fuel card available
Weekly direct deposit • Flexible work arrangements

Work is 24/7, unscheduled, on call, and includes
both domestic and USA travel

Can lead to scheduled, dedicated positions
as available

Contact Kevin Little or Julie Johnstone at 888-557-4825
Email: klittle@pival.com OR jjohnstone@pival.com

Proud member of TEANA
(The Expedite Association of North America)

mailto:klittle@pival.com
mailto:jjohnstone@pival.com
mailto:recruiting@genesiscarriers.com
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I had another client ask me about
upgrading his equipment. It’s one of
the most consistent questions I receive. 

Upgrading equipment is a matter
between your maintenance guy and
your fuel cost calculations, not your
accountant. The only exception is
when an operator seeks help in
determining the value of their trade-in.
Some situations require a second,
independent opinion in order to feel
assured that you understand the whole
picture.

When an operator is in a lease
situation (or ownership) and they have
very high maintenance costs,
upgrading or changing equipment is a
significant temptation.  

Sometimes an operator can spend
$30-$50,000 in two years or
sometimes even in a year repairing
his/her truck. It can become very
discouraging. How do you deal
logically with this problem? There are a
couple of questions I ask that usually
help to clarify the situation.

First, what kind of repairs are they?
If they are repairs related to pollution
control devices then they do not bring
added value or working life to the
truck. Just because $2,500 was spent
this month does not mean the system
won’t fail again next month. Real

maintenance items such as: tires,
engine overhaul, tranny, diffs etc. bring
added value and working life to the
truck. 

If the majority of the maintenance is
pollution control devices, I typically
give advice to get rid of the equipment.
However, if the repairs are true
maintenance that has increased the
value of the unit, this may/should
change an operator’s perspective.
Maybe, if you trade it in, you just
repaired a truck for someone else to
benefit from? In return, if you are
considering trading for another used
truck, are you then getting another
person’s problems? Do you have the
possibility of having to start your
maintenance adventure all over again?

Second, what are you getting on your
trade? This may/should be your
accountant’s job to figure out if it’s not
super obvious. I just overviewed a client’s
existing lease and compared it to a
proposed new lease with another used
truck. A good accountant will always
figure out the interest rate the lease is
charging (though they never call it
interest). The lease had a net charge of
22% while any equity in the existing
truck disappeared. So the client was
asked to forgo 2-3 years of payments
(now finally with some equity) with high

maintenance costs and start right from
scratch (at 22%), with a truck that was
going to get very similar fuel economy.
Fortunately the client understood the
true situation. At the time of writing of
this article I cannot confirm what choice
was made but regardless, it was made
with clear and true information. Far too
many transactions are made without the
operator really knowing what they are
signing.

The simplest of all transactions are
when a truck which is owned free and
clear, is traded in on a new truck, with
the new truck being shown at actual
market value (not artificially inflated to
accommodate an artificially inflated
trade-in).  When trading in a truck, the
operator must know what they are
getting and what they are giving. 

I once gave an operator the advice to
negotiate with a salesman on a truck by
eliminating all the technicalities first. I
advised him to say: there is no trade-in,
there will be no financing
requirements and there will be no
insurance needs of any kind. All you
are purchasing is the iron. Once the
final price is set, then you can see the
added cost of each of the added items.
If/when you finally mention you
already own a truck you will find out
what it is really worth. Many salesmen
do not like this type of negotiating.
Some even say it’s lying (that may be
true). However, if you don’t, it’s
sometimes difficult to get past the
salesmanship deceptions. If you are in
the market to buy equipment, finding
out the actual costs are critical.

Where too many operators fail is in
the execution of a deal. When their

minds are made up before they sign on
the line, they forgo their option of
walking away. They become vulnerable
to last minute pressures or hidden
contract terms. If the salesman can tell
an individual has already made up
their mind, then too often the
salesman will stretch out the
negotiations or fane urgency of the sale
to get as much from the operator as
they can.

The key to a successful trade or
upgrade of any sort is the freedom and
ability to walk away at any time. If you
feel too pushed or intense pressure or
urgency, leave. Cool down. This is
business, not personal. Often times, it’s
better to limp away with the little you
have then to burn years of investment
and effort. One of the highest costs in
the business world is wasted years
recuperating from one bad choice.

The devil you know is often times
better than the devil you don’t know.
Never get your business into a state of
desperation. Desperate people do
desperate things. I have never seen a
desperate wealthy business person… at
least not wealthy for long.

Robert D Scheper operates an
accounting and consulting firm in
Steinbach, Manitoba. He has a
Masters Degree in Business
Administration and is the author of
the Book “Making Your Miles
Count: taxes, taxes, taxes” (now
available on CD). You can find him
at www.thrconsulting.ca 
and thrconsulting.blogspot.com 
or at 1-877-987-9787. 
You can e-mail him at:
robert@thrconsulting.ca.

Robert D. Scheper

Learn to master
the art of walking away
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when a truck which is owned free and
clear, is traded in on a new truck, with
the new truck being shown at actual
market value (not artificially inflated to
accommodate an artificially inflated
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I once gave an operator the advice to
negotiate with a salesman on a truck by
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Never get your business into a state of
desperation. Desperate people do
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You can e-mail him at:
robert@thrconsulting.ca.

Robert D. Scheper

Learn to master
the art of walking away
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Laidlaw Carriers Tank is seeking
Professional Owner Operators for

Big Company with Small Company Values
Great Safety Ratings • Stellar Maintenance Program

Base plates paid • Tolls and Border Crossing Paid
Competitive Fuel Surcharge Program • Mix of Short and Long haul

Company Owned Unloading Equipment 
Must be FAST certified and working to obtain a TWIC card

1-800-465-8265

Our people and our equipment set us apart

ask for Recruiting
tankrecruiting@laidlaw.ca  

Liquid Tanker Positions

Laidlaw Carriers Tank is seeking
Professional Owner Operators for

Liquid Tanker Positions

People make the difference and trucking is NO exception
Revised Owner Operator Rate Package • East Coast Premium Paid

Paid to Run Unloading Equipment • More Revenue Earned on Shorter Lanes
Increase on Multi-Axle Rates

$2500
sign on bonus

www.highlandtransport.com


Laidlaw Carriers Tank is seeking
Professional Owner Operators for

Big Company with Small Company Values
Great Safety Ratings • Stellar Maintenance Program

Base plates paid • Tolls and Border Crossing Paid
Competitive Fuel Surcharge Program • Mix of Short and Long haul

Company Owned Unloading Equipment 
Must be FAST certified and working to obtain a TWIC card

1-800-465-8265

Our people and our equipment set us apart

ask for Recruiting
tankrecruiting@laidlaw.ca  

Liquid Tanker Positions

Laidlaw Carriers Tank is seeking
Professional Owner Operators for

Liquid Tanker Positions

People make the difference and trucking is NO exception
Revised Owner Operator Rate Package • East Coast Premium Paid

Paid to Run Unloading Equipment • More Revenue Earned on Shorter Lanes
Increase on Multi-Axle Rates

$2500
sign on bonus

mailto:tankrecruiting@laidlaw.ca
mailto:tankrecruiting@laidlaw.ca


PLEASE APPLY AT
email resume to recruiting@drive-star.com

Call: 1-855-781-3787  Fax: 1-866-754-5718

Come drive for the best in the industry 
AZ & DZ cross border long haul employee drivers wanted

Lots of miles to offer
Sign on bonus for any drivers coming from our competitors with at least 

one year of drive away experience after completing 3 months. 
Canada’s leading drive away company for over 23 years 

Why be an independent contractor, when you can be an employee. 
 We accept new drivers with at least 6 months over the road experience 

mailto:recruiting@drive-star.com
mailto:recruiting@drive-star.com


OWNER OPERATORS

YOU CHOOSE!
Dedicated Canadian Only Runs

Dedicated USA Runs
USA Short Runs
Single / Team

 

Start up Costs

www.drivetransx.ca   1.877.787.2679
 Ask us about our new leasing program 

Insurance =
Plates =
Tolls =

G R O U P  O F  C O M P A N I E SG R O U P  O F C O M P A N I E S

APPLY NOW AND START YOUR SUCCESS

http://www.drivetransx.ca


www.drivecelcan.com


Please visit our website for Rates and Applications.

AYR Motor Express Inc. • www.ayrmotor.com

Please contact our Recruiting Department 
dale.underhill@ayrmotor.com • b.sparkes@ayrmotor.com

Tel:  1-800-668-0099 • 1-506-325-2205  • Fax: 1-877-325-2952 
or our new Brampton Terminal – Helen Tomes

Tel: 1-800-263-8899 • 1-905-793-0532 • Fax: 1-905-793-7005

NeW Pay PaCkage Up to 44¢ per mile
Including a group health & benefits plan PLUS a Company Pension Plan 
Paid weekly with direct deposits
We provide regular home time from our terminals 
in Winnipeg, Brampton and New Brunswick
You need:  
2 years verifiable experience,  
clean abstract, criminal search 
and a FAST card

“After	over	18	years	and	3	million	miles	I	am	
still	at	AYR	because	they	have	lots	of	miles	
and	run	me	a	variety	of	different	places	so	
that	I	don’t	go	stir	crazy.		In	18	years,	I	have	
had	no	more	than	5	layovers.”

Frank	DeBeaupre

Special Need 
for O/O’s Teams

Protect your cargo from strap damage
Reduce insurance claims for damaged goods

Improve your service and company image
Become a leader in cargo control

and management
Reduce the wear on straps

Show you really care about your freight 

Email: sales@veeboards.ca

mailto:dale.underhill@ayrmotor.com
mailto:b.sparkes@ayrmotor.com
http://www.ayrmotor.com
mailto:sales@veeboards.ca


www.hyndman.ca
cnichol@hyndman.ca


mailto:recruiting@rosedale.ca
www.rosedalegroup.ca


An overview of Trucking by the aver-
age Joe would look quite simple wouldn’t 
it? You get a truck, and then you pick up 
someone’s goods at one location and de-
liver them to another. If you did a good 
job, you picked the goods up on time and 
delivered them in good condition. The 
person or company whose goods were 
delivered pays you or your company, you 
then move on to the next job and so on 
and so on.

Imagine the surprise when anyone un-
familiar with this industry actually gets 
a look behind the scenes of this simple 
scenario and sees the hundreds of transac-
tions that go into that simple move. Most 
folks are blown away and rightfully so. 
Anyone in this business, whether a small, 
medium or large company or even an 
Owner Operator for that matter, juggles 
countless balls at the same time while per-
forming the simple movement of goods 
described above!

Drop one of those balls and poof, there 
goes any profit that was associated with 
the movement of that shipment - and 
maybe even worst events could unfold, 
depending on the nature of that ball. 
Right here is where a lot of trucking en-
trepreneurs get bogged down. With a 
myriad of things going on at once, they 
lose track of, or never bothered to track, 
the small numbers that can add up to big 
profits. They get all these large transac-
tions happening at any given time; in-
surance negotiation, capital equipment 

expenditures, the weekly payroll, fuel 
payments, terminal upkeep, HR issues, 
repairs and scheduled maintenance and 
on and on and they lose sight of where 
the majority of their profit lurks. Here is 
the truth; it hides in the little details that 
get overlooked! 

Don’t get me wrong. The owners need 
to be good at all the things that are basic 
to the company and those things need to 
be in line with the market rates or there 
will be problems. But it is right here 
where profitable operators separate them-
selves from those that are just getting by. 
During my time working as a consultant, 
I inevitably ended up driving home the 
point that it is every entrepreneur’s job, on 
a daily basis, to focus on either increasing 
revenue or minimizing expense. That is 
the business owner’s role or the President 
or whoever is in charge of that business. It 
is a straightforward mantra and it makes 
perfect sense. Quite often that little bit 
of wisdom starts some serious reflection. 
Especially if I was to then ask a follow-
up question, which I always do, such as, 
“How is your business doing at this time?” 
and another favorite of mine is to ask, 
“Tell me what your cost per mile of fuel is 
for the last month?” 

In truth this was a favorite question of 
mine when, as the President of a good-
sized carrier, I would be cornered by one 
of our Owner Operators asking when
was the company going to increase the 
rates because the Owner Operator in 

Ray J. Haight
ray@otr.on.ca

The Power of Small Numbers

mailto:ray@otr.on.ca


question wasn’t making enough money? 
This would happen a couple times a 
month, not because we weren’t paying a 
decent rate but because these Owner Op-
erators weren’t paying attention to the de-
tails of the variable expenses within their 
businesses. So I always asked this simple 
question. “What is your cost of fuel on a 
per mile basis?” 

I can tell you this. Ninety percent of 
the time I would get one of two answers. 
Number one answer was the individual 
telling me what their miles per litre are. 
This of course is important but it has less 
to do with the cost of the fuel than many 
think. You could be getting eight miles 
per litre but if you are buying fuel at the 
wrong price or your idle time is 40% of 
engine run and you are continually speed-
ing, your cost of fuel will not be in line, 
no way. Number two answer would be a 
blank stare, or they would respond with 
how much they paid for their last fill up, 
or how much fuel was deducted from 
their last settlement because they bought 
a full tank on the cut off date for settle-
ments or some such problem that they 
had. Ten percent of the time I would get a 
hard number down to the tenth of a cent; 
these were the guys who knew their oper-
ating cost! 

I would talk to the Owner Operators 
who didn’t know their cost in an effort to 
educate them and hopefully, have them 
start to understand the power of small 
numbers. It often went like this; so you 
want more money from the company but 
you don’t know what your number one 
variable cost is? You are a small business 
and you have to know this stuff! 

It is the power of small numbers again. 
A one cent per mile savings to this Owner 
Operator would mean roughly $1200.00 
additional dollars in profit. It would be 
the same for the small fleet I just finished 
some business with as they couldn’t an-
swer the question either, not without 
looking it up. Twenty trucks saving one 
cent a mile is an additional $24,000.00 
dollars in profit. And from what I saw 
with this client, there was a potential to 
lower that cost by at least five cents per 
mile. It’s an easy $120,000.00 to the bot-
tom line. Guess what, they were also hav-
ing some financial issues. Surprised?

If you are interested in reviewing the 
“Fuel Management Initiative” docu-
ment that I left them to review, it can 
be found at www.stak-up.com/?post_
type=post&posts=all. Maybe there is 
something there your company can ben-
efit from? 

Now to take this whole thing a little 
further, simply run your fingers down 
your expense statement, and ask yourself 
what else is there that would likely be an 
area of potential savings? All those variable 
expenses need to be analyzed for their cost 
effectiveness and for their impact on the 
business. Are they necessary? Once again 
to drive the point home, the owner’s role 
along with the rest of the team, in its sim-
plest terms, is to focus on either increas-
ing revenue or minimizing expense. And, 
always respect the power of little numbers!

Safe Trucking!
Ray J. Haight
CEO Transrep. Inc
Past Chairman TCA
ray@otr. on. ca

http://www.stak-up.com/?post_


We Offer:
• $.42/mile single or $.25/mile teams 
 or greater subject to experience
• Paid picks/drops/tarping 
• Direct Deposit
• Excellent miles
• Well Established company  
 with excellent opportunities
• Company Benefit Program
• Clothing allowance
• Cell Phone allowance
• We offer monthly minimum of $4000
• Qualify for bonuses after 
 6 months of employment

We Require:
• Minimum 3 years verifiable OTR experience 
• We require some secondary education
• Positive Attitude
• Professional Appearance
• Teams Welcome
• 35 positions available for drivers

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

www.kelseytrail.com
recruiting@kelseytrail.com

No U.S.a.
Saskatoon, Sk

Working Together…Growing Again!

• No Start-up costs • Competitive mileage/Hourly Rates for Company
• Competitive Pay Package for OO’s • General & Sylvite freight for haulage
• Positive Open Door Environment • Professional Atmosphere
• Newer Model Trucks for Company Drivers • Reasonable home time
• Direct Deposit • Paid Tolls
• Fuel surcharge • East Premium
• Paid Licenses • Safe Driving Bonuses 
• Steady year round work • Excellent Benefits
• Highly Competitive Insurance Rates • Paid layovers 
• Great mix of Freight

An opportunity awaits you to join the growing team at Sylvite Transportation!  
We are currently accepting applications for: 

Local and US Owner Operators & Company Drivers 
For Van, Flatbed & Dump

Please call 888-850-2238 x 2109 
or email drivers@sylvite.ca

mailto:drivers@sylvite.ca
http://www.kelseytrail.com
mailto:recruiting@kelseytrail.com


 Recruiting

  Application  
Management

 Safety & Compliance

 Human Resources

 Payroll

Choose the module(s) that suits your requirements.

Proudly Canadian

Looking for a faster way to recruit? Paperless Driver 
Qualification files sound appealing? How do you track 
your recruiting costs?
 
Our Web-Based solutions offer a cost effective way to 
help with: 

Presented by:To register or for more information:
1-800-416-8712 ext. 5105
cathryn@otrgroup.ca

Innovations in Recruiting & Compliance
Free ½ Day Information Session
Feb. 24, 9am–1:00pm* 
(Lunch Provided   )–Weston Golf and Country Club, Toronto

*Registration Required by February 18

Presented by:

mailto:cathryn@otrgroup.ca


REACH OUT TO THE CHANGING FACE OF TRUCKING INDUSTRY

◆ INSIDE TRADE SHOW  ◆  OUTSIDE DISPLAY  ◆  JOB FAIR   
◆  ROAD SAFETY AWARENESS   ◆  KIDS & FAMILY ENTERTAINMENT   

◆  TRUCKING EXCELLENCE AWARDS & MORE.........

SHOW FEATURES

FREE ENTRY & FREE PARKING

For more information
Call : 905 487 1320

Email : truckshow@roadtoday.com

www.roadtodaytruckshow.com

Inform  -  Educate  -  Entertain

SOCCER CENTRE
1495 SANDALWOOD PKWY E, 

BRAMPTON L6R 0K2

Road Today
Truck Show

MAY 23 – 24, 2015  
(Saturday & Sunday)

7
Annual

th

Mark your 
CALENDAR 
for Canada’s  
Multicultural 
Truck Show

Offi cial Recruiting Magazine

PRE-REGISTER TO WIN EXCITING PRIZES

mailto:truckshow@roadtoday.com
http://www.roadtodaytruckshow.com


Photography By: Our proud 
Driver Tommy Lepire

1.800.334.5142 | F 1.888.876.0870 | recruiting@challenger.com | www.challenger.com

$2000 sign on bonus
Benefits starting day 1
Pay rate to match experience level
Tuition reimbursement for 
qualified trainees
Paid orientation

ENJOY THE DRIVE
WE’LL TAKE CARE OF THE REST

WE ARE CURRENTLY SEEKING DRIVERS & OWNER OPERATORS:
Van, Reefer, Flatbed, Oversize, Heavy Haul, Bulk & Teams

Positions also available out of BC and PQ

ALSO SEEKING: trainees from accredited schools,
Apprentices & Licensed Mechanics

mailto:recruiting@challenger.com
http://www.challenger.com


As we ring in a new year, it’s time
to look ahead to 2015 and the
positive and negative challenges we
will be facing as an industry. While
many of these are beyond our
control (oil prices!), there are some
that beg for change in both attitude
and current practices.

Let’s look at some top issues for
2015 and how we can end the year
in a better position for 2016.

The capacity crunch is a reality.
Professional drivers aren’t as easy to
find as they were in the distant past.
What can this industry do to ease
the pain? First, expand the driver
pool by looking outside current
demographics. Of course we need to
recruit more women, but what
about finding ways for immigrants
to become professional drivers?
Maybe this means accepting other
language-speaking workers such as
Spanish or French, or possibly even
include sign language. (Just an idea!)

Should we consider older workers
and make the job less physically
demanding and more about driving
than loading, cranking, thumping,
chaining, or other activities that
might create a physically limiting
position? While we’re on the subject
of age, what about those ages 18 to

21 who are looking for work?
We usually think of a career as a

professional driver being one that
often separates a driver from his or
her family for extended periods of
time. Maybe we need to rethink that
as well. Are there more ways to keep
drivers closer to home? Maybe more
of a Pony Express type operation
would spread the distance between
two or more drivers who could be
home nightly?

What about job sharing? Could a
summer worker (golf courses, water
parks, boat rentals) be cross-trained
to drive only during the winter
months? Would carriers allow part
time drivers? What about all those
school bus drivers who have
summers off?

Our attitudes have been a limiting
factor for entry-level drivers as well.
As a society, we often devalue careers
in the trades. Many of us want our
children to go to college instead of
technical school. When will we
finally understand that welders,
electricians, plumbers, and skilled
tradespeople have jobs that can’t be
easily outsourced? This holds true
for professional drivers (who ARE
skilled workers!). You can’t operate a
truck from overseas (at least not yet).

When will we start teaching our
teenagers the value of blue-collar
jobs that might not mean a desk
job, but it will probably involve
computers in some capacity? Just
look at the newer trucks and check
out the technology! Maybe we
should consider the European
model of education that directs
teens into technical or academic
careers before high school.
Training is based on aptitude and
skill and is better suited to the
intended career outcome.

Moving to equipment challenges,
truck cab designs will become more
driver-focused and ergonomically
adaptable. As more women enter
the industry, the equipment will
need to better accommodate a
broader range of sizes.
Adaptability will be important,
especially for husband-wife teams.
However, creating a tractor-trailer
that is safer, more economical and
more comfortable is the goal.
Steps, seats, steering wheels, seat
belts, and other parts of the cab
will allow a wider range of body
sizes so no one is prohibited from
driving a truck due to his or her
size.

One very positive effect of the
capacity issue is the attention
shippers are giving carriers in order
to get their products delivered.
Trucking companies are starting to

rate their customers on dock time
and driver friendliness and the
“bad” ones are suffering from
either higher rates or fewer carrier
options. When shippers and
receivers start valuing a driver’s
time and respecting them as
individuals, we all benefit. Watch
for more positive interactions at
the loading dock in the future.

Perhaps the non-trucking public
will finally begin to understand the
importance of that eighteen-
wheeler on the road beside them.
Instead of pointing at trucks as
smoke spewing, pavement-
wrecking behemoths operated by
overtired and over stimulated
drivers, maybe they will start to
understand how that gallon of
milk actually gets to the store
shelves.

Once the drivers, carriers, and
the entire industry gain the respect
of those outside of the industry
(including regulators), many of
our driver capacity issues will
lessen. These changes won’t all
occur in the coming year, but we
can move toward addressing these
challenges in 2015 and end the
year better positioned for 2016.
Ellen Voie
President/CEO 
of Women In Trucking, Inc.
ellen@womenintrucking.org
www.womenintrucking.org

Ellen Voie
President/CEO/Founder of Women In Trucking, Inc.

Industry should rethink
the challenges of Trucking
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President/CEO/Founder of Women In Trucking, Inc.
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A WHOLLY OWNED SUBSIDIARY OF KRISKA TRANSPORTATION GROUP

Terminals in Cambridge Ontario
& Laredo Texas

Mill Creek,
Your Partner for Success!

YOU DRIVE
THE TRUCKS
WE DRIVE
THE BUSINESS

OPPORTUNITIES FOR:
• Owner Operators 
• Company Drivers

• Singles & Teams

TO CONTACT RECRUITING IN PERSON:  
Hwy 97 & 401 Exit 268 
Cambridge ON

1.800.265.78681.800.265.7868
Allan ex 254 or Suzanne ex 223 / Fax: 519.623.2672
recruiting@millcreek.on.ca / www.millcreek.on.ca

or APPLY ONLINE at:          www.millcreekjobs.ca

Home Weekly

Automatic Deposit

Flexible Schedule Options

Part-time Driving Positions

Short & Long Highway Trips

Assigned - Well Maintained,  
Late Model Equipment 

Benefits~Vacation Pay~Stat Pay

New Driver Mentoring Program

Full-time - Year Round Work

Send your resume by fax: 905-565-8878 
or by email to: careers@shipviabestway.com

For more info call Debbie at 1-800-267-2378 ext.232

•	 Home	every	2-3	Days	or	home	
	 every	weekend
•	 Great	work/life	balance
•	 Modern	equipment	&	training	provided
•	 Domestic,	short	&	long	USA	runs

•	 New,	southern	USA	Roll-Tite	runs
•	 Minimum	2	years	of	experience	
	 &	clean	credentials
•	 Ask	about	our	Bonus	Referral	Program

For	more	information	please	contact	Julie	Whitbread	
 1-800-267-2197 ext. 209 

E-mail: jwhitbread@cooney.ca

www.cooney.ca 

Family Owned 
& Operated 
for 70 years

mailto:jwhitbread@cooney.ca
http://www.cooney.ca
mailto:careers@shipviabestway.com
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I was recently driving from Montreal to
Toronto in less than ideal circumstances. This
trip took place in December and during this
trip, several times I saw snow coming off the
roof of a trailer.

It is irresponsible of our industry to
continually allow trailers on the roadway that
cause a significant danger. I was recently reading
a submission from a lawyer who had been hired
to prosecute a trucking company for this type of
incident. Unfortunately, falling snow and ice
had resulted in the death of the car driver. The
lawyer was seeking compensation for the family.
It is my opinion that the family deserves
compensation. They have lost a loved one and it
was our industry’s fault. I am asking readers for
solutions to a difficult situation and of course
the reason I’m asking for solutions is because I
cannot come up with any on my own. We live
in Canada and in the winter, Canada produces
snow and ice which have long been enemies of
the trucking industry. But the situation I’m
trying to address exists only when the ice is on
the trailer tops. How do we find a solution to
this issue that only happens 3 to 4 months of the
year? Whose responsibility is it to clear the
snow?

This is a tough question to answer. I can
assure you of one thing though. Charges have
been laid against truck drivers and companies
for having objects fall from their vehicles. In
many jurisdictions they have written specific
laws regarding snow on the roof of trailers. If
you’re in a province that does not have a
specific law in this regard, you can still be
charged for causing unsafe conditions.

I know that several trucking companies
have installed different snow removal devices
in their yards to help alleviate the situation.
What should our industry do about those
thousands of snow covered trailers that are
dropped at the customer’s facilities? Who is
removing the snow from them? How about
the thousands of trailers that are in transit and

the driver takes his ten hours off-duty and
wakes up to find a foot of snow on the roof of
this trailer? How is the driver to remove the
snow when he/she may be thousands of miles
from home?

This is a difficult challenge. Each company
has the responsibility to provide their
employees and drivers a safe working
environment. To ask a driver to somehow get
up on the roof of the trailer and clear off snow
without providing proper and safe equipment
to do so, is irresponsible. 

To equip each yard where a trailer may be
parked with equipment to facilitate safe snow
clearing is a huge financial responsibility and
cost. I don’t see that happening. 

In the province of New Brunswick they
have provided catwalks at the facility scales so
that a driver may safely remove snow from the
rooftop. This is a huge help. But there may be
many miles between where the trailer has been
parked and the scale and thus the driver must
travel on the highway in order to get to this
facility. What happens to that snow? This still
causes a very dangerous situation for
motorists. But at least New Brunswick has
done something! Most other jurisdictions do
not provide any help to the drivers.

Do we wish that the government steps in
and makes new regulations? Or do we the
trucking industry take responsibility and try
to find a way to fix this ourselves?

Drivers, remember that you are operating
the vehicle and you are the one that is
ultimately causing the unsafe condition for the
motorist behind you if you have snow and ice
on the roof of your trailer. Yow will be held
responsible if you cause a collision so be
careful out there.
Chris Harris
Safety Dawg
905 973 7056
chris@safetydawg.com
@safety_dawg (twitter)

Chris Harris 
Safety Dawg

chris@safetydawg.com

Winter Conditions
Require Safe Solutions

mailto:chris@safetydawg.com
mailto:chris@safetydawg.com


Company Drivers: 
Up	to	$0.50	/	Mile
Paid	Bi-Weekly	
Via	Direct	Deposit
Company	Benefits
RRSP/DPSP	Program
Scheduled	Time	Off	

Owner Operators: 
Corridor	and	US	Lanes
Up	to	$1.50/Mile
Paid	Weekly	Via	Direct	Deposit	
We	pay	plates,	insurance,	
fuel	and	highway	tax

For	Additional	information	call	1-888-308-5606 Ext. 3113	
Qualified	Drivers	Send	Your	Information	to:	FAX:	905-639-5568	

or	Email:	amber.webster@ippolito.biz

mailto:amber.webster@ippolito.biz
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10 – 15 
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VIA MONTHLY 
SURVEY
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10 – 20 
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HISTORICAL
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WWW.STAK-UP.COM

BUSINESS INTELLIGENCE FOR THE MASSES

DETERMINES THE 
$$ OPPORTUNITY 
FOR IMPROVEMENT

POPULATES
STAKUP ONLINE
DASHBOARD 
AND MONTHLY
STAKCARD REPORT

REFERENCESTAK 
ACCESS TO 
RESOURCES TO 
HELP IMPROVE 

KNOWLEDGESTAK
EXCLUSIVE FORUM 
FOR STAKUP 
SUBSCRIBERS

ACCESS TO VARIABLE
COST CONSULTING
STAKUP EPI EXPERTS
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THE STAKUP PROCESS 
HOW DOES YOUR TRUCKING COMPANY STAK UP?

www.stak-up.com




Brockville
Mississauga 

Walsh 
London 

Fort Erie

NOW HIRING 
OWNER OPERATORS 
& COMPANY DRIVERS

FREIGHT • STEEL • DOMESTIC 
USA SHORT HAUL

Call Or Email Recruiting Today
1-855-BRS-HIRE (277-4473)

recruiting@brsmith.com • www.brsmith.com

Owner Operators: 
Consistent Miles
Balanced work/home time
Paid Plates , Ins, US Tolls
Paid Disability Ins
Fuel/Bridge cards & Ezpass
Benefit Package Available

Company Drivers: 
Consistent Miles
Balanced work/home time
Excellent Family Benefits
RRSP Plan
Increased Vacation after:
5, 10, 20 years of service

URGENT O/O’s for ON-PQ due to freight increase

mailto:recruiting@brsmith.com
http://www.brsmith.com


Laidlaw Carriers Tank is seeking
Professional Owner Operators for

Big Company with Small Company Values
Company Owned Unloading Equipment

Competitive Pay • Base Plates Paid • Great Fuel Surcharge Program

Sudbury, ON • Woodstock, ON • Eastern ON
We run Northern Ontario

and Northern Quebec
We Run the Great Lakes Regional Runs  

1-800-465-8265

Our people and our equipment set us apart

ask for Recruiting
tankrecruiting@laidlaw.ca  

Pneumatic Tanker Positions

Laidlaw Carriers Tank is seeking
Professional Owner Operators for

Pneumatic Tanker Positions

$2500
sign on bonus

$2500
sign on bonus

mailto:tankrecruiting@laidlaw.ca


Now you can receive OTR magazine via email with
enhanced features such as live links, audio/visual

and many other features to help you communicate
with the industry’s best companies.

View the digital magazine online at
www.otrdigital.ca or contact us to receive the
digital magazine right to your e-mail inbox.

Subscribe for free at
www.overtheroad.ca/subscribe

or send an e-mail to otrdigital@otr.on.ca

Protect your cargo from strap damage
Reduce insurance claims for damaged goods

Improve your service and company image
Become a leader in cargo control

and management
Reduce the wear on straps

Show you really care about your freight 

Email: sales@veeboards.ca

mailto:sales@veeboards.ca
http://www.otrdigital.ca
http://www.overtheroad.ca/subscribe
mailto:otrdigital@otr.on.ca


Let’s be partners.

Solid. Like You.
www.trimac.com

We are expanding our Owner Operator fleet across Canada.

Local, Short Haul and Long Haul opportunities available.

Interested in becoming an Owner Operator? We can help!

Call 1-866-487-4622 to speak with a Recruiter.

http://www.trimac.com


We offer an above average pay package including: 
Paid Fuel Premium, Fuel Cards Available, Plates, Permits, Tolls, P&D, Safety Bonus & More

Paid Weekly - Direct Deposit, Subsidized NTL and Group Benefit Plan
 No Paint, No Start up costs

  We Require: • Dedicated Operators able to Maintain Schedules 
  • U.S. Border Experience  
  • Clean Abstracts & Criminal Search 
  • Late Model Tandem Air Ride Tractor 

A Mississauga-based Carrier

Contact Debby at: 1-800-387-7717 
or recruit@atlantis-airlink.com

SIGN ON 
BONUS

mailto:recruit@atlantis-airlink.com


OWNER OPERATORS
Teams & Singles

•	 Insurance Paid

•	 FSC Paid in USD

•	 Fuel Discounts  

(Jan. Avg. $1.11/gal. off retail)

•	 Weekly Direct Deposit–No Hold

•	 NO Deductions (except fuel)

COMPANY OTR DRIVERS
Teams & Singles

•	 Dedicated Truck (2012 and 2013)

•	 Company Paid Health Insurance

•	 Weekly Direct Deposit

•	 No Out-Of-Pocket Expenses

WINNER OF OUR PICK-UP TRUCK GIVE-A-WAY!
Zeljko A., with over 15 years driving experience, was the winner 
of a 2015 All Aluminum Ford F-150 pick-up this past December.  
He has been an Owner Operator with Drive Logistics for six years 
– and loves it!  Originally from the former Yugoslavia, Zeljko has 
been in Canada since 1999 and 
is very involved in his church and 
the Serbian community. Zeljko 
and his wife Verica drive team 
for us and have two children and 
a two-year old granddaughter 
who brings them such joy.

CALL US for an opportunity to 
win this year’s exciting draw!

(866) 909-0903
drivelogistics.com

Driving to Deliver the Highest Standard of Excellence

LEASE-TO-OWN 2012 AND 2013 TRACTORS,  
LOW WEEKLY PAYMENTS, 

BE YOUR OWN BOSS THIS YEAR!

Left: Zeljko A., Owner Operator
Right: Steve Breault, President

®

www.drivelogistics.com


 CNTL has openings for Truck Owner Operators in: 
Prince George, Edmonton, Moncton, Halifax and Newfoundland

 Keep more of your earnings with your fuel price capped at  
35 cents per litre. Take advantage of our Tire, Bunk and Engine 
Heater programs, and Group Truck Insurance and Optional Benefit  
programs.

  Ask about our Signing Bonus, Safety Bonus, and Safety Awards!

If you would like to talk about joining our team please contact us: 
Phone: 1-866-239-9889 • Email: cntldrivers@cn.ca • Fax: 1-866-803-2702

 If you are an Experienced,  
Safe, Owner Operator,  

now is the time 
to look at CNTL!

  CNTL is CN’s  
Trucking Subsidiary, 

the continuing growth 
of Intermodal freight means 
we always have the moves 

available that meet 
or exceed your revenue 

objectives.

mailto:cntldrivers@cn.ca


Trucker Buddy International was recently
featured in the New York Times (NYT) in an
article titled, “Trucker Buddy International
Makes Pen Pals of Students and Truckers.”

The NYT article, written by Benjamin
Preston, featured drivers K.C. Brau, who drives
for Crete Carriers, and Fred Sweetwood, who
drives for Walmart, along with their teachers,
Caroline Walradt and Linda Carson, respectively.
Below are excerpts from the article:

“This program reaches way beyond a
pen and paper,” said Sweetwood, who has
been driving trucks for nearly 40 years and
has been involved with Trucker Buddy for
11. “It paints the Rockies, the bitter cold of
North Dakota and the devastation of an
Oklahoma City tornado and Hurricane
Katrina. It brings America to the classroom
through the eyes of a truck driver.”

Caroline Walradt, a second-grade
teacher at Princeton Academy of the Sacred
Heart, a private school in Princeton, N.J.,
said she had been working with Mr. Brau
for about nine years.

“My students gain in many ways,” she
said. “First, they learn a lot about the
value that truck drivers provide to us by
moving goods across the country.
Second, they feel they have a friend in K.
C., who writes letters and sends
postcards every week without fail. We
have a map of the United States in the
room, and we mark each state as he visits
it,” she said. In addition to his letters,
Mr. Brau sends pictures of the places he
visits so students can get a sense of the
variety of places around the country.

“For several months Mr. Preston and I
discussed a potential article in the New
York Times about Trucker Buddy and I was
excited to see the final product. He
interviewed each of the people in the story
and was able to express the excitement I see
each day at Trucker Buddy. Our Drivers
and teachers care for young students and
want them to excel and they use our
program to expand the student’s world and
potential. This excellent article provides
real life examples of people making a
difference.”
– Randy Schwartzenburg, Executive Director

Trucker Buddy International, an independent,
non-profit 501(c) (3) organization, often called
the number one trucking image campaign in
North America, has helped educate
schoolchildren and introduce educators to the
trucking industry. This gives them the world
through the eyes of a professional truck driver.
The Trucker Buddy program helps to educate and
mentor schoolchildren via a pen pal relationship
between professional truck drivers and children in
grades K-8 as supervised by their teachers.

After an extensive screening process, the
professional truck drivers are matched with a
class and as directed by the teacher, drivers share
news about their travels with their class. Students
write letters and send pictures to their drivers.
Students’ skills in reading, writing, geography,
mathematics, social studies, and history are
enhanced and learning is made fun. 

For more information on Trucker Buddy or to
make a donation to this program please visit
www.truckerbuddy.org

Trucker Buddy Featured
in New York Times
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