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Our Operating Authorities Our Flatbed Division

Professionals in Motion…

No longer can success be measured solely on 
revenue generated on a month-to-month basis. 
The trucking industry and our customers’ 

needs are changing fast. If we measure our success only 
by what we see in the rear-view mirror we will lose track 
of the road ahead.

Through the dedication of our team; managers, sales, 
dispatchers, Owner-Operators/Drivers and support 
staff, we have been able to recognize the change in 
the economics of our industry and adapt by seeking 
opportunities for growth in new geographical areas. 
This aggressive change does not go without challenges. 
Each of our team members must also be able to adapt 
and seek ways for continuous improvement. Our 
Owner-Operators/Drivers are our front line contact 
with our customers and we rely on their professionalism 
to promote Tri-Line as an industry leader in safety, 
reliability, and integrity. This is the first step in building 
the long-term customer relationships needed for our 
continued growth. 

In the last year, we moved away from a fixed route 
commonly referred to as the “triangle” and created 
opportunity for growth throughout Canada and the 
United States. With this diversity we are hauling 
everything from heavy equipment to garbage; gyproc 
to hazardous waste and dimensional loads to LTL. There 
is no end to the opportunities that lie ahead.

In order for us to capitalize on these opportunities 
we must continuously focus on the safety of our 
operations. No freight, deadline or customer demands 
are worth compromising any aspect of the safety of 
our operations. A job is not well done until our drivers 
return home to their families without incident or 
injury. We expect a lot of our drivers, ranging from 
compliance with the highway and transportation 
regulations and the careful handling of our customers’ 
freight, to practising defensive driving principles. From 
the office we must support our drivers by not placing 
unreasonable demands on their time, by keeping tabs 
on road conditions and updating the drivers, and by 
assisting them to secure proper documentation and 

information about their loads. Our customers recognize 
that we are a world-class carrier and that they can count 
on us to move their valued cargo safely to destination.

In this competitive market, it is not all about price. We 
have developed long-term relationships with major 
customers such as Georgia Pacific, Certainteed, Horton 
CBI  and Network Recycling to name a few, not through 
cutting our rates but by continuously demonstrating 
the highest personal values such as integrity, honesty, 
respect and a genuine concern for the customers’ 
requirements. Our efforts from inside the office are 
only successful because the Owner-Operators/Drivers 
maintain these same values when dealing face-to-face 
with our customers. 

Our shared success in delivering excellence on a day-
to-day basis is the foundation for creating an exciting 
and challenging work environment. We want to be 
recognized as a progressive industry leader so we can 
retain and attract the best employees in the office and on 
the road. We need to recognize each others challenges, 
whether it be a driver that has extended downtime, or 
the dispatcher that is aggressively looking for a load to 
get the trucks moving. If everything went well all the 
time, then anyone would be able to do our jobs. It is in 
the face of adversity that we shine as individuals and as 
a team.

I am very pleased to have the opportunity to write this 
article for “The Flash” because it has given me the 
opportunity to thank all of you in the Flatbed Division 
for the remarkable job you are doing and the personal 
commitment and values that each of you demonstrate 
on a daily basis. 

You are all truly  
Professionals in 
Motion!
Nina Gustafson 
Operations Manager 
Flatbed Division

ngustafson@triline.ca

CVSA Out of Service Graph - The CVSA Out of Service Graph (OOS) 
shows what the most common OOS we as a company get. The top 
areas of concern are our Hours of Service, Driver Qualification, and 
Lamps and Signals, which are all easily addressed.  

Convictions Graph - The Convictions Graph is showing what 
types of convictions affect us the most. As you can see, Speeding, 
Overweight and Load Security are the areas we need to work on.

Canadian Carrier Profile - This graph is a big 
picture snapshot at how the whole company looks. 
Convictions are based on any tickets any of our 
drivers receive. CVSA inspection is of course our Out 
of Service rate on any inspections in any jurisdiction. 
Lastly is the collision rating based on any collisions 
- even if we are not at fault - that happen in any 
jurisdiction.
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US Carrier Profile - You will notice a new 
graph at right which is a summary of our 
us carrier Profile. The “threshold line” 
is where we will begin to have a problem 
with the Federal Motor Carriers Safety 
Administration (FMCSA). It should be 
noted that the US Carrier Profile changes 
much slower than the Canadian Carrier 
Profile due to differences in reporting. 
The Driver SEA score is anything 
involving the driver; such as logs and 
tickets. The Vehicle SEA is anything 
involving the vehicle. These numbers 
are tracked over two years which is why 
they move slowly.

Canadian Carrier Profile
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US Carrier Profile - You will notice a new 
graph at right which is a summary of our 
us carrier Profile. The “threshold line” 
is where we will begin to have a problem 
with the Federal Motor Carriers Safety 
Administration (FMCSA). It should be 
noted that the US Carrier Profile changes 
much slower than the Canadian Carrier 
Profile due to differences in reporting. 
The Driver SEA score is anything 
involving the driver; such as logs and 
tickets. The Vehicle SEA is anything 
involving the vehicle. These numbers 
are tracked over two years which is why 
they move slowly.
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How Far On $500 Worth of Diesel?Safety Department Update

Carrier Profile

Overall our profile continues to drop. However we have 
experienced a slight increase in our conviction rate. We were 
expecting this and it doesn’t indicate any major problems. As 
I explained in the last newsletter this is a result of the rate of 
tickets coming in this year versus the rate of last year’s tickets 
dropping off.

Our CVSA OOS rate continues to drop slowly. This is a result 
more of last year’s inspections dropping off than us passing 
inspections this year. Our major areas of concern have not 
changed with Driver Qualifications, Hours of Service and Load 
Security being the top three. To give everyone an example 
of what we are seeing I am including a list of all the CVSA 
inspections that we have received in the last quarter.

Nice truck!

Les is the proud owner of this 2007 
W900L Kenworth complete with 
2006 Tremcars trailers, C15 Cat  
engine and 18 double over  
transmission.

1999

2001

2004

2007 2008

	 Date	 $ per Gallon	 Gallons	 MPG	 Distance

	A pril ‘08	 $4.059	 123.2	 6	 739

	 March ‘07	 $2.630	 190.1	 6	 1,141

	 March ‘04	 $1.630	 306.7	 6	 1,840

	 March ‘01	 $1.400	 357.1	 6	 2,143

	 March ‘99	 $0.997	 501.5	 6	 3,009

Although the Out of Service are small (2 out of 18 inspections) 
it’s the “Requires Attention” that we need to work on, in 
particular keeping the log book up-to-date. If three of these 
“Requires Attention” had been “Out of Service” it would have 
been enough to move us to Stage 1 monitoring again. Just a 
reminder that anyone that passes a CVSA inspection is able to 
receive a thank you reward. Talk to Shelley for details.

Collisions are starting to come off the profile as last year’s 
collisions are removed and overall we are currently on pace to 
be better than last year. Included below is a table showing our 
collisions for the last quarter and the estimated cost to the 
company. Please note the cost is the money we have to reserve 
to cover the claim regardless of who is at-fault or liable. 

Date	 Where	 What/Results	L evel	 OOS*	 

July 3, 2008	 ND	 Passed	 3	 N	  

July 8, 2008	 AB	 Lamps not working/air leak/tail lights	 1	 R	  

July 9, 2008	 MT	 HOS = Driver OOS (1 hour over 14 hours) 	 1	 Y	  

July 15, 2008	 MB	 Passed	 3	 N	  

July 15, 2008	 AB	 Hours of Service/Brakes (Found of Profile)	 1	 R	  

July 17, 2008	 NE	 Stopped for Speeding/Roadside Inspection Passed	 2	 N	  

July 25, 2008	 SD	 Speeding/Level 3 Roadside	 3	 R	  

July 29, 2008	 TX	 Mechanical Defect - Brakes	 1	 R	  

July 30, 2008	 WA	 HOS=Log book not current	 3	 R	  

August 6, 2008	 WA	 HOS=Form and Manner in Logs	 3	 R	  

August 11, 2008	 WA	 Misc=Signage on OD Load.  (Not driver’s fault)	 2	 R	  

August 11, 2008	 SK	 Passed	 3	 N	  

August 18, 2008	 KY	 Speeding/Level 3 Roadside/Log book not current	 3	 R	  

August 19, 2008	 ON	 Passed	 2	 N	  

August 25, 2008	 SK	 Passed	 2	 N	  

August 29, 2008	 KS	 Passed	 3	 N	  

September 12, 2008	 SD	 Warning, failure to stop at a stop sign	 3	 R	  

September 17, 2008	 NY	 OOS improper securement / chaffing on axles	 1	 Y	  

	 *Y	 Driver placed Out of Service	 2	 11.1%	  

	 R	 Driver Requires Attention	 9	 50.0%	  

	 N	 Passed	 7	 38.9%

Date	 Description	L ocation	 Type	 Cost	  

July 9, 2008	 We rear-ended Third Party	 AB	 Damage	  $ 4,000	  

July 18, 2008	 We hit walling avoiding Third Party	 BC	 Damage	  $ 5,000	  

July 26, 2008	 We hit Third Party in Parking lot	 ON	 Damage	  No Fault Province 	  

August 7, 2008	 We backed into Third Party	 AB	 Damage	  $ 5,000 	  

August 7, 2008	 Third party ran stop sign we hit them	 AB	 Fatal	  $ 50,000 	  

August 25, 2008	 Third party hit us in Parking lot	 TX	 Damage	  $ 3,000
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“The Way I See It Anyways”

As I said in the last newsletter here is the first entry for our new segment 
“The Way I See It Anyways”.

It’s all about fuel savings…

Some fuel-saving technologies still 
being “skirted” by drivers. Turns out 

even if technologies pay for themselves in fuel 
savings, they are not always adopted.  

Take side skirts on trailers for instance. EPA 
estimates that a typical long-haul truck could save 
more than $2,000 per year by installing aerodynamic 
fairings on to trailers which improve fuel efficiency 
by five percent.  The fairings (or side skirts) cost 
$2,400, yet only a very small fraction of trailers has 
these installed. Where is the market failure? Perhaps 
it’s because trailer manufacturers don’t make the 
tractors and vice versa. Also, one tractor may haul 
many different trailers over its useful life, so a trucker 
won’t make the investment to improve a single 
trailer. The side skirts might impair ability to inspect 
the underside of the trailer or might cover the wheels 
requiring different inspection practices.  For whatever 
reason, these fuel-saving technologies are not being 
rapidly adopted. However, if all trailers came off the 
assembly line equipped with this technology, drivers 
would keep more money in their pocket instead of 
burning it up on fuel. 

Knowledge is power. Access to information 
is another critically important component in 

making fuel-efficient truck purchasing decisions. 

As a car buyer, I can go to a show room and 
look at a label posted on a window to find out the 
estimated fuel economy of the vehicle. I can then 
go to the dealership across the street and make a 
comparison. Big rigs are a whole other story. There’s 
no fuel economy testing or labelling requirements for 
heavy-duty trucks (or even the Hummer H2 for that 
matter) to help me decide which truck gets better 
fuel economy. The same goes for purchasing tires – 
which drivers may do multiple times in a year. The 
rolling resistance of tires can have a significant affect 
on fuel economy, but most tires are not labelled.  
Style is substance. Keeping tires inflated, of course, 
is important and raises another aspect of fuel 
economy improvements. Just like for passenger cars, 
maintenance, driving style, and speed can impact fuel 
economy. The effect of driving technique is amplified 
when you’ve got 80,000 pounds behind you.  

While there has been some improvement in fuel 
economy, it seems to me that there are plenty of 
improvements to be made to long-haul trucking 
efficiency and fuel economy standards. 

It’s not just about what’s under the 
hood, but what stays in your wallet 
and that’s the way I see it anyways.

safety@triline.ca

Safety Department Update

Ending it with some humour…
Confusing traffic signs A cop pulls over a carload of nuns. Cop: “Sister, this is a 65 MPH 
highway -- why are you only going 20 MPH?” Sister: “Sir, I saw a lot of signs that said 22, not 65.” Cop: “Oh 
sister, that’s not the speed limit, that’s the name of the highway you’re on!” Sister: “Oh! Silly me! Thanks for 
letting me know. I’ll be more careful.” At this point the cop looks in the backseat where the other nuns are 
shaking and trembling. Cop: “Excuse me, Sister; what’s wrong with your friends back there? They’re shaking 
something terrible.” Sister: “Oh, we just got off of highway 119.”

Serious Incident

As some of you are aware we had a serious incident involving 
Steve Field, one of our Bulk Drivers, outside Calgary in 
August. Steve was in a situation where there was little or 
nothing he could do to avoid the collision. Unfortunately 
the two occupants of the other vehicle were killed in the 
collision. Steve is still in hospital but is on the road to 
recovery.  

Defensive Driving

I would like to take this opportunity to ask all 
of our drivers to be extremely careful and think 
and drive defensively. We must remember 
that defensive driving involves not only the 
seconds before the crash but the choices we 
make before we leave.  

As we move into the fall and winter please 
consider the road conditions, routes, and 
driver fatigue. Remember that we will be driving more at 
night and the risk of collisions due to driver fatigue and not 
being able to see clearly will increase greatly. 

It is a common topic of conversation in traffic safety that car 
drivers do not understand and appreciate the challenges of 
driving a large truck. That said, the opinion in government 
and among safety professionals is that Professional Truck 
Driver training and experience is considered superior to the 
general public.  

As such it is up to all of us to look out for each other on the 
roads.  But remember in the event of a serious incident it 
will always be asked “What did the truck driver do wrong?”  
We have to fight this perception by looking, driving, and 
acting professionally at all times.  

Simple rules must guide your driving.  

•	 If you can’t see fully – slow down.

•	 If you are unsure – slow down.

•	 Before you change lanes – check the  
mirrors and be aware.

•	 If you are not sure what’s behind before 
backing – get out and look.

•	 Avoid parking in high traffic areas.

•	 Drive to come home safely to your families 
and loved ones.

Safety Bonus

We will be closing the Safety Bonus for the second quarter 
on September 30th. It will take us a couple of weeks to 
process the data and get the cheques out to the drivers that 
achieved the bonus.  I am happy to say around 80% of the 
drivers will receive the bonus.

New Hires for July on…
Sorry for all the prior ones that came on, we had to start somewhere.

Bruno Carrier	 07/15	 Bulk Division	 919824

Ed Desrochers	 07/15	 Bulk Division	 910723

Rheal Beaudry	 07/29	 Bulk Division	 916843

Marco Sotelo	 08/07	 Bulk Division	 916844

Dave Cormier	 08/12	 Bulk Division	 916845

Josh Bauman	 08/14	 Bulk Division	 919901

Alan Schumaker	 08/19	 Curtain Side Division	 917534

Duane Lenting	 08/20	 Bulk Division	 919826

Douglas Eyers	 08/26	 Curtain Side Division	 919307

Lorna & Victor Goleski	 09/03	 Flatbed Division	 910491 

**returned to us** 

Mark Machtaler	 09/18	 Curtain Side Division
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Thank you to all of our Drivers and Owner/Operators…

We appreciate the miles you drive, the effort you give,  
and the time away from your homes and families to  
make Tri-Line successful!

We hope you all enjoyed the Appreciation BBQ at the 
Calgary and Edmonton offices.

Thanks again!
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Too many cooks…

That’s right…  
    a loaded double cheese to go!

I left it 
   right here!

Rock…paper… 
  scissors!

2007 was a rebuilding year 
for Tri-Line Carriers and 
we made some critical 

changes to our business in an 
effort to prepare Tri-Line for the 
economic challenges of 2008. 
These changes were not taken 
lightly and we were given a fair 
bit of heat in return. Closing and 
disposing of underperforming 
operations is a tough action to 
take, but necessary and ultimately healthy 
for the organization as we have been able 
to focus our resources and efforts in order 
to foster growth and opportunity.  

Today, the World economy is in a state of 
turmoil. 2009 will be another challenging 
year. The credit crisis, major elections, 
volatile currency and energy prices all add 
to the uncertainty that we are going to 
face.

Will these economic issues affect our 
business? This answer is, absolutely. 
Fortunately, in part due to some of our 
decisions in 2007,  we are in a stronger 
position to weather the storm and survive 
through two major advantages. Firstly, as a 
group at Tri-Line Carriers we have worked 
hard to diversify our business markets,  
to spread our risk and footprint amongst 
various industries and geographic areas. 
We have made changes to fix or get out 
of under performing businesses. Second, 
as a member of the Contrans family we 
have strong financial resources and low 

levels of debt, which gives us 
the advantage to make sound, 
long term decisions about the 
future of the company through 
challenging times.

For strong companies that have 
the resources to capitalize on 
them, economic downturns 
often bring opportunities. We 
are currently investigating 
opportunities to further 

diversify into new businesses and continue 
to expand and strengthen our current 
operations.

We all need to manage through these times 
with caution, but also confidence that we 
will succeed.

In this newsletter you will find articles about 
fuel costs, the biggest single controllable 
cost in our business, and some thoughts 
on how to reduce our consumption. As 
well, please take some time to review the 
Safety section. We have put a focus on this 
area of our operation and have made some 
drastic improvements, but we still have a 
lot of improvements to make and need to 
continue to improve in this area. The ability 
to maintain our operating authorities 
and insurance coverage is critical to our 
business.

I hope that you enjoy the fall edition of 
‘The Flash”.

Drive safely, 

Brent

Will current economic issues affect  
our business? Absolutely!




