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T

K E I T H  N O R B U R Y

t industry events like the annual 
NTEA Work Truck Show in 
Indianapolis, Todd Hannum 

stands out.
It’s not just because of his welcoming 

demeanor and beaming smile that can 
draw you in from 50 feet away. He just 
looks different. In a sea of white faces, 
Hannum’s is one of the few black ones.

“Anywhere you go in this industry, 
there aren’t many African Americans, 
black people working, particularly in sales 
or management but there are also aren’t 
very many ladies either,” said Hannum, 

Todd Hannum works the Auto Crane stand at the 2015 NTEA Work 
Truck Show.

People of color stand out
in a mostly white industry
African Americans in the service truck industries  
discuss ways to increase ethnic diversity in the ranks

A

E R I N  G O L D E N

he 600-vehicle fleet that ensures Washing-
ton, D.C.’s water and sewer systems are run-
ning smoothly is more efficient than ever.

Three years after the District of Columbia 
Water and Sewer Authority implemented a new 
fleet management information system — with 

sophisticated means to track everything from 
vehicle location and availability to how often driv-
ers wear seat belts — the agency is drawing atten-
tion from fleet managers in a variety of industries.

Timothy Fitzgerald, fleet director, said the 
use of a software system that can accumulate real, 

Fleet management 
information systems 
parse big data in  
search of efficiencies

From rising fuel bills to concerns over time sheets, 
fleets have many reasons for utilizing such systems

M A R K  YO N T Z

leet managers, no matter the industry or size of fleet, generally 
have a long list of priorities and concerns that keep them fully 
engaged in their work. While not necessarily the top priority 

(or concern), the costs associated with keeping any type of fleet fueled is 
certainly something that gets a lot of attention, and rightly so.

In the United States, where cheap oil and gasoline prices have been 
the norm the last few years, the pressure on fleet managers to find 
alternative fuel sources has lessened a bit. However, fuel prices are very 
cyclical, so many fleet professionals are also looking ahead to see what 
other options might exist. Given this, a growing market exists today for 
vehicles powered by alternative fuels, including compressed natural gas.

CNG is made possible by compressing natural gas to less than one 
percent of its standard atmospheric pressure. The result is an odorless, 

Cases made for CNG
as an alternative fuel

With oil prices low, compressed natural gas has  
lost much of its appeal but when oil prices rise,  

watch out, say industry experts

F

T E C H N O L O G Y
The Knapheide Manufacturing Company built 

this CNG-powered work vehicle.
Photo courtesy of The Knapheide Manufacturing Company
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Editor off to Munich
Service Truck Magazine editor Keith Norbury will cross 
the Atlantic Ocean in April to attend the triennial Bauma 
heavy equipment trade show in Munich, Germany.

As he patrols the 605,000 square metres of the Messe 
München International convention centre, he’ll be looking 
for innovations of interest to North America’s service truck 
industries.

Considered the world’s largest exhibition of heavy 
equipment, Bauma takes place April 11-17. In its last itera-
tion in 2013, Bauma drew 535,065 visitors and had 3,421 
exhibitors from 57 countries. That attendance was over 
four times the head count at the 2014 ConExpo-Con/Agg 
trade show in Las Vegas.

We’re inviting any readers also planning to make the 
trek to Bauma to contact Norbury by email at editor@ser-
vicetruckmagazine.com. With any luck, he might be able to 
arrange to meet with you in Munich.

In 2013, he did run into a few North Americans at 
Bauma. They included Alan Neumann and Moe Favreau 
of Winnipeg-based Able Crane Services Ltd.

“It was ridiculously big,” Neumann said of Bauma.
Bauma is short for Baumaschinen, the German word 

for construction machine.
For more information, visit www.bauma.de.

Kentucky trade show wins fast honors
CUEE-The Demo Expo has won a pair of “Fastest 
50” honors from Trade Show Executive Magazine.

The show, held every two years in Louisville, 
Ky., was honored in the categories for attendance and 
number of visitors, said a news release from the Associa-
tion of Equipment Manufacturers, which owns and orga-
nizes ICUEE, which stands for International Construction 
& Utility Equipment Exposition.

“Trade shows continue to serve as a critical venue to 
effectively connect buyers and sellers; our growth reflects 
our focus on providing quality events for attendees and 
exhibitors that deliver real business results and a memo-
rable show experience,” the release quoted Megan Tanel, 
AEM senior vice-president of exhibitions and events. “We 
have a tremendous team and these awards are a direct 
result of their superior customer service.”

Winners will be celebrated at the Fastest 50 Awards 
and Summit in Las Vegas this May, according to the mag-
azine’s website.

The next ICUEE takes place Oct. 3-5, 2017 at the 
Kentucky Exposition Center in Louisville.

Two other AEM-affiliated shows were also honored. The World of Asphalt Show & Conference — which 
AEM co-owns — also won in the attendance and number of visitors categories. AGG1 Academy & Expo, which 
co-located with World of Asphalt, won in both those categories as well as the exhibit space category.

The NTEA’s Work Truck Show, meanwhile, has won a “Fast Trackers” award for total attendance. Fast 
Trackers were not fast enough to crack the top 50 “but are considered strong contenders for next year,” says 
a posting on the magazine’s website.

Steve Simpson, chief sales officer for Ritchie Bros., visiting Bauma 
2013 from his home base in Burnaby, B.C., helps out at the auc-
tion company’s “beer hall” of a stand along with barmaids Kerstin 
Mayer (left) and Johanna Cleland.

Photo by Keith Norbury

James Singleton, an apprenticeship and training crane 
instructor with IUOE local 18, maneuvers a steel weight 
through a course designed to test the capabilities of service 
truck crane operators at the 2015 ICUEE-Demo Expo in Louis-
ville, Ky.

File photo by Keith Norbury

SC&RA holds  
AGM in Florida
The Specialized 
Carriers & Rigging 
Association will 
hold its annual gen-
eral meeting April 
26-30 in Orlando, 
Fla.

Among the 
speakers at the 
conference, taking 
place a the Hilton 
Orlando Bonnet 
Creek, will be actor 
John Ratzenberger, 
best known for his 
Emmy-nominated 
role as Cliff Clavin, 
the loquacious letter 
carrier on the NBC 
TV sitcom Cheers. 
His talk is titled 
“Made in America,” 
also the name of 
the series he has starred in recently on the Travel Channel.

“During this session, he will share his passion for 
American industry and discuss the need for more trained, 
skilled labour throughout the nation,” said a news release 
from the SC&RA.

Other speakers will include former National Basketball 
Association shooting guard Walter Bond — “No One Can 
Stop You but You” — and communications consultant Curt 
Steinhorst, whose talk is titled, “Thriving in the Age of 
Distraction.”

Other highlights are a 90-exhibitor products fair; Trail 
King and Link-Belt breakfasts; and the Rigging and Haul-
ing Jobs of the Year competitions.

Early bird registration with reduced fees is available 
until March 11.
For more information, visit www.scranet.org.

John Ratzenberger
Photo by David Shankbone/ 
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BY  DA N  A N D E R S O N

omewhere on the service truck, back at the 
dealership, or in the shop at home, every 
mechanic has a personal treasure trove. Many 

of those treasures are parts left over or salvaged from 
repair jobs. Others were rescued from the dumpster 
when thrown away by customers or other mechanics.

Some of my favorite things to salvage include the 
following:

•  Any hydraulic plug or cap, especially the plastic 
caps and plugs that come on new fittings, hydraulic 
hoses or hydraulic valves. They’re great to tempo-
rarily plug hydraulic components during repairs or 
transport for repairs. Especially treasured are metal, 
flat-face O-ring-style caps and plugs, or metal 
flared caps or plugs, that will seal against pressure. 
I’ve been known to pay $25 a piece just to have 
a specific size of flat-face plug/cap that will seal 
against pressure so I can cap lines during testing 
— but most of my other plugs like that were scav-
enged and now hoarded like gold.

•  Metal pipe. In my experience, there is no such 
thing as “scrap pipe.” Whether it’s the four-foot-
long piece of two-inch i.d. thick-wall pipe that’s 
now my favorite “cheater handle” for my breaker 
bars (“Why no, Mr. Snap-on Dealer, I NEVER use 
a cheater handle on any of my tools…), or a nice 
piece of five-inch i.d. steel pipe that’s going to be 
part of a homemade jackstand someday, I’ve never 
seen a piece of pipe that deserves to be thrown 
away. 

• Refugee parts. Be honest — we’ve all got boxes 
full of bearings, bushings, housings and other stray 
parts that were left over, mis-ordered, or salvaged from 
jobs. They’re technically “off-inventory” but they save 
our fanny when the Parts Department doesn’t have the 
exact part we need, or we can’t afford to wait a week 
for distant parts to arrive.  Hoarded left-over parts, 
or “Oops, I forgot to return this” parts, stashed in our 
personal, super-secret, “For Our Eyes Only” drawer or 
compartment are often the difference between being a 
disappointment or a hero to our customers.

Like I said, there’s no such thing as “junk” to a road 
mechanic. Just valuable parts and pieces that haven’t yet 
found their proper place in our world.

Dan Anderson is a heavy-equipment mechanic and free-
lance writer based in Bouton, Iowa.

M E C H A N I C ’ S  M U S I N G S

No such thing as junk

No part or tool is beyond salvage for a mechanic.
Photo by dinozaver/iStock.com

New column launches
With this edition, Service Truck Magazine launches a new 
column by writer Dan Anderson.

Already familiar to readers as the author of the Spec 
My Truck feature, Anderson is drawing on his 20 years 
experience as a full-time heavy duty mechanic as he pon-
ders the challenges, joys, and idiosyncrasies of the work.

Aside from his day job, Anderson has also written more 
than 1,800 articles and counting for national and interna-
tional publications over the last quarter century. 

Dan Anderson

http://www.ctechmanufacturing.com
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ConExpo challenges 
imaginations
Imagine what’s next.

How about a theme for the next ConExpo-Con/Agg 
heavy equipment trade show in Las Vegas?

That’s the theme of the 2017 show: “Imagine What’s 
Next.”

The Association of Equipment Manufacturers, which 
owns and produces ConExpo, announced the theme in 
February, more than a year in advance of 2017 show, which 
takes place March 7-11 at the Las Vegas Convention Cen-
ter.

Helping bring the theme to life will be a 75,000 square 
foot pavilion “dedicated entirely to presenting emerging 
construction innovations that are driving change and pro-
cess improvement across the industry,” said a news release 
from the AEM.

ConExpo dates back to 1909 when it was a road show 
of “amazing new devices” capable of doing “the work of 15 
horse-drawn units,” the release said.

Imagine that.

Tom Reilly (left), president and owner of TNT Equipment of River-
ton, N.J., talks with Matt Trefz, a marketing and sales rep with 
Altec from Roanake, Va., at ConExpo 2014.  File photo by Keith Norbury

Truck maker posts 
record income

ruck and engine 
manufacturer Pac-
car Inc. posted 

record revenues and net 
income in 2015, says a 
recent news release from 
the company.

Paccar, whose products 
include Kenworth and 
Peterbilt trucks, had $19.12 
billion in revenues in 2015, 
compared with $18.99 bil-
lion in 2014, the release 
said.

Net income for 2015 
was $1.6 billion, an 8.4 percent after-tax return on revenues 
or $4.51 per diluted share, the release added. That was 18 
percent more than the $1.36 billion, or $3.82 per diluted 
share, that Bellevue, Wash.-based Paccar earned in 2014.

However, earnings were down in the fourth quarter 
of 2015 to 4347.2 million from $394.3 million in the 
last quarter of 2014. That was a reflection of lower truck 
deliveries in North America, which were partially offset by 
higher deliveries in Europe, the release said.

For the year, retail sales of class 8 trucks in the U.S. 
Canada “were a robust 278,000 units in 2015, compared to 
the 250,000 vehicles sold in 2014,” the release quote said 
Gary Moore, Paccar executive vice-president.

Paccar announced the launch 
of its MX-11 engine in North 
America in 2015.

Mobile handbook  
now in metric
A metric edition of the Crane 
Institute of America’s Mobile 
Cranes handbook has been 
released.

“The handbook is a train-
ing program in itself,” institute 
president Jim Headley said 
in a recent news release. “It 
is excellent preparation for 
licensing and certification 
exams.”

A metric version of the 
institute’s Rigging handbook 
was released earlier.

The institute has increased 
its training overseas as well as 
had more students from other countries attend classes 
at its Florida training facility. Requests from those 
foreign students inspired the metric version of the insti-
tute’s training materials.

“The first edition metric Mobile Cranes is in parity 
with the 10th edition of the imperial Mobile Cranes, 
updated with the latest standards and information,” the 
release said.
For more information or to purchase the new handbook, 
visit www.craneinstitute.com.

Jim Headley, Crane Insti-
tute of America presi-
dent, authored the new 
metric handbook.

Guide examines truck 
crane market
A guide to North American telescopic service truck cranes 
and related equipment is now available from Ireland-based 
Research and Markets.

“This report is a comprehensive analysis of the North 
American manufacture and market for service cranes and 
boom truck cranes,” said a news release.

About 23 North American producers make the prod-
ucts, which have an annual market of about $587 million, 
the release said.

The guide has the lengthy title of “Telescopic Truck-
Mounted Crane Manufacturing for Vocational Applica-
tions in North America: Service Cranes and Boom Truck 
Cranes Size, Shares, Segmentation, Competitors, Channels 
& Trends.” It also has a hefty price tag, starting a US$2,750 
for a single-user PDF.

“The analysis gives competitive positions and market 
shares, and breaks out the crane truck markets by mode of 
operation and lift type,” the release said. “The report also 
shows production by region and provides the market out-
look through 2019.”

For more information, visit www.researchandmarkets.com.

New mechanics  
program for vets
Nebraska-based transportation and logistics provider Wer-
ner Enterprises has received approval from the Department 
of Veterans Affairs to launch a nationally registered diesel 
mechanic apprenticeship program.

The 36-month program enables veterans eligible under 
the Post 9/11 Bill “can now receive up to $26,488.80 of 
their tax-free education benefits while working for Werner 
as a diesel mechanic, in addition to their Werner pay,” said 
a recent news release from the company.

Headquartered in Omaha, Werner has hired more than 
6,500 veterans since 2012, as well as more than 350 spouses 
of veterans since 2013. That surpasses a pledge it made in 
2012 to hire more than 1,000 veterans a year for the next 
five years, the release said.

“Werner has a long history of supporting our country’s 
military veterans, and we hope this apprenticeship program 
will serve as another great opportunity for these skilled 
individuals to build a career in the transportation industry,” 
company president and COO Derek Leathers said 
in the news release.

http://www.alasher.com
http://www.BOSSair.com
http://www.craneinstitute.com
http://www.researchandmarkets.com
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OUR SUBMISSIONS POLICY We invite your feedback and ideas
Service Truck Magazine welcomes 
submissions of letters, guest columns, short 
notices, product announcements, press 
releases, and ideas for articles. Send them 
to editor@servicetruckmagazine.com.

Letters: Please limit your letters to 250 
words. Include your full name, the city 
or town you live in, and a contact phone 
number. We do not publish anonymous 
letters or letters written under pseudonyms.

Guest columns: These can be up to 700 
words. Please send a brief note of inquiry 
first, however, just in case space what you 
wish to write about has already received a 
lot of coverage in our pages. Include your 

full name, the city or town you live in, and 
a contact phone number.

Short notices: Tell us about individual 
promotions, appointments, awards, staff 
movements, plant openings, plant closures, 
expansions, and other milestones. These 
short items should be no longer than 100 
words.
Product announcements: Are you 
a supplier to the industry? Has your 
company developed a new product or 
process? If possible, attach a photograph.

Press releases: These should have 
something to do with service trucks and 
mechanics trucks in North America. We 

might publish only part of a press release 
or use it as starting point for an article by 
one of our writers.

Story ideas: Maybe you have an idea you’d 
like us to explore for an article. A good 
rule of thumb is to limit your story idea to 
no more than 30 words. If it takes longer 
than that to describe it, then chances are 
we won’t be able to take it on.

All submissions are subject to editing and 
publication cannot be guaranteed. The 
deadline for our next issue of Service Truck 
Magazine is April 4, 2016. Sooner is always 
better than later.

About our 
cartoonist
Nelson Dewey has been a prolific 
cartoonist for over 50 years. If his work 
looks familiar, maybe you read a lot of car 
comic books when you were younger.

In the 1960s, ’70s and ’80s, Dewey 
was a frequent contributor to those 
comics, particularly CARtoons. He also 
drew for Hot Rod Cartoons, CYCLEtoons, 
SURFtoons and SKItoons.

To see samples of Dewey’s car 
cartoons, go to his website,  
www.nelsondewey.com.

E D I T O R I A L

I
t won’t come as any surprise to any-
one in the service truck industries 
to find that they are predominantly 

made up of white people — middle-aged 
white men at that.

Some people are beginning to wonder 
what can be done to change that, to make 
the ethnic diversity of the industries mir-
ror the diversity of the United States as a 
whole. In fact, what prompted this maga-
zine to explore this notion was a question 
asked last year at the NTEA Work Truck 
Show of keynote speaker Tony Dungy, 
the first African American head coach to 
win a Super Bowl. An audience member, 
who happened to be white, asked Dungy 
for advice on how the work truck industry 
might do a better job of engaging minori-
ties to enter the industry.

Dungy didn’t suggest anything radical 
— in fact, he shied away from endorsing 
affirmation action programs, although he 
didn’t use that expression. Instead, he called 
on the industry to open itself up and let 
people know of its opportunities and that 
doing a good job will reap rewards.

When we put that and similar ques-
tions to African American people working 
the industry right now, we received similar 
feedback. They just want people to be given 
a chance and judged on their merits. Doing 
that involves people getting out of their 
comfort zones both as employers and pro-
spective employees.

Race, of course, can be a very uncom-
fortable topic, especially in the United 
States. (African Americans interviewed for 
the articles in this issue even bristled at 
using expressions like “minority” and “diver-
sity,” for example.) The lingering effects 
of slavery and Jim Crow laws still rever-
berate even in 2016. At their most perni-
cious, those effects manifest themselves in 
far higher incarceration rates for African 
Americans, who are also far more likely to 
be the subject of routine police stops.

According to a 2014 Bureau of Labor 
Statistics report, African Americans still 
earn less than their white counterparts — 
across a range of occupations. For example, 
the median weekly wage for a black manag-
er was $1,026 compared with $1,324 for a 
white manager. One of the few occupation-
al areas where blacks earn more that whites 
is in fishing, farming and forestry, which 
also is among the lowest paid categories.

Interestingly enough, though, the racial 
stereotype plays in another direction with 
Asians out-earning whites in almost every 
category. For example, the median wage 
for an Asian manager was $1,539 a week 
in 2014. The higher wages for Asians, 
however, might just reflect that 60 percent 
of Asians in the work force have a univer-
sity degree, compared with 38 percent of 
whites, 27 percent of blacks, and 19 percent 
of Hispanics and Latinos. Those in the 
latter category, which can refer to people 
of any race, often earn around the same or 
less than black workers in the equivalent 
employment categories, it’s worth pointing 
out.

To be fair, these are national issues that 
nobody would expect the service truck 
industries to solve on their own. But it’s 
within the power of every employer, and 
employee, to help break down barriers and 
bring about change. Just talking with peo-
ple from different backgrounds is a good 
way to start.

Of course, things get complicated pretty 
quickly during any discussion about the 
ethnic and racial makeup of the work force. 
An examination of U.S. Census data indi-
cates that one of the main if not primary 
reasons for the small proportion of minori-
ties in the service truck industries has to 
do with demographics and geography. The 
industries are predominantly small busi-
nesses developed in smaller towns where 
the proportion of African Americans and 
other minorities is often tiny compared 
with the rest of the country.

For that reason, African Americans and 
other ethnic minorities aren’t as likely to be 
exposed to the service truck industries. If 
they aren’t exposed to it, it’s pretty hard for 
them to know about the opportunities.

So for the industries to bring in more 
African Americans, Hispanics, and Asians 
into the fold, they’re going to have look 
beyond the usual locales where they have 
replenished their work forces. For their own 
survival, the industries are going to have 
to do that anyway. The work force is aging 
and when those middle-aged baby boom-
ers now dominating it retire, the industries 
are going to be scrambling to attract young 
blood of any ethnicity — and gender, for 
that matter. Not a huge proportion of 
women, of any description, work in 
the industries either.

Encouraging more diversity
doesn’t have to be difficult

T H E  M A G A Z I N E  F O R  M O B I L E  R E P A I R  A N D  M A I N T E N A N C E

To subscribe or find out more go to www. servicetruckmagazine.com

More news, profiles and features!  
Six times a year.

$36
six issues

mailto:editor@servicetruckmagazine.com
http://www.nelsondewey.com
http://www.servicetruckmagazine.com
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he average purchase price of light-duty service trucks 
increased from 2006 to 2013 while the miles such trucks 
were driven decreased between 2009 and 2012, according 

to a recent study by fleet analytics firm Utilimarc.
Anyone with responsibility managing service trucks knows that 

many factors go into keeping vehicles effectively maintained and 
running efficiently, no matter the size of the fleet. Likewise, most 
service truck fleet managers can share similar stories regarding the 
many issues they must deal with almost daily. 

Given all this, there is value in knowing what is happening 
industry-wide, which is where Utilimarc (www.utilimarc.com) fits 
into the overall knowledge equation. Based in Minneapolis, Utili-
marc is a fleet analytics company that specializes in finding custom 
solutions for unique fleet-related problems. In May 2015, the company released a fleet 
benchmarking study focused on light duty service trucks.

Using data collected from 40 of their utility fleet benchmarking clients with active 
light-duty service trucks, the study identifies industry patterns based on a sampling of 
more than 3,600 vehicles (4x2 and 4x4) under 20,000 gross vehicle weight rating and with 
a service body without an aerial device.

For some data, the time period of 2006 to 2013 was the focus, while other data used 
the 2009 to 2013 timeframe. Graphs presented in the study share information on things 
like average purchase price by year; operating costs (without fuel) per mile; average miles 
driven by year; drive type percentage since 2009; and more.

Study highlights age, price usage
Highlights from the study include the following findings:
•   From 2006 to 2103, the average purchase price for 4x2 trucks increased nearly 20 

percent, while the average purchase price for 4x4 trucks increased more than 15 per-
cent during the same period.

•  For 4x2 and 4x4 trucks, the annual average miles driven between 2009 and 2012 
remained consistent, while in 2013 there was a decrease in annual miles driven for 
both types of vehicles; though, from 2009 to 2013, 4×4 vehicles were driven an aver-
age of 2,168 more miles annually than 4×2 vehicles.

•  The average age of both 4×2, and 4×4 vehicles has steadily increased since 2009; 
and there was an overall increase in operating costs per mile for both 4x2, and 4x4 
vehicles as they age.

•  From 2009 to 2013, the average number of days between unscheduled/demand 
repairs remained consistent for 4x2 vehicles, while during the same time period 4×4 
vehicles saw a decrease in the average number of days between unscheduled/demand 
repairs.

“Based on the data provided by our clients, they are paying more to purchase and 
maintain 4x4 trucks versus 4x2 trucks, while the age of 4x4s is less than that of 4x2s,” said 
Nikki Sabby, a business development manager at Utilimarc, who added that there are no 
scheduled plans at this time to update the study in the future. “Also, while the 4x2 has 
been the more popular drive type for light-duty service trucks, the 4x4 has been becoming 
more popular.”

Results come as no surprise
From an industry perspective, there are not really any surprises found in the study, said 

Christopher Lyon, the director of fleet relations for NTEA, the Association for the Work 
Truck Industry, which provides information, education, training, and legislative guidance 
to around 1,800 companies involved at all levels in the industry. NTEA is also the pro-
ducer of the Work Truck Show, a well-known annual industry event.

“It was a pretty data-driven study, so people can draw their own conclusions,” Lyon 
said. “The biggest takeaway for fleet managers, though, is probably the importance of 
examining your drive cycles and duty cycles and then determining the best cost projection 
model that works for your situation.”

Lyon acknowledged that costs associated with service trucks have also increased over 
time, but these increases can be attributed to such factors as inflation, increased emission 
standards, and the addition of various advanced technologies.

Life cycles, however, are a key for Lyon. “Comparing the cost of acquisition and the 
cost of maintenance is important, but adopting good preventative care and maintenance 
programs can definitely improve the lifecycles of your service trucks,” he said.

The complete study can be found at https://utilimarc.com/fleet-benchmarking.

Mark Yontz is a freelance writer from Urbandale, Iowa.

Fleet analysis firm highlights recent trends with  
light-duty service truck fleets

Service truck prices rose
as average usage dropped
in recent years, study finds

“Based on the data 
provided by our cli-
ents, they are paying 
more to purchase and 
maintain 4x4 trucks 
versus 4x2 trucks, 
while the age of 4x4s 
is less than that of 
4x2s.”

— Nikki Sabby,  
business development 

manager, Utilimarc

Images courtesy of Utilimarc

Chart shows how operating costs change as two- and four-wheel-
drive light-duty service trucks age over time.

Chart tracks how average purchase price of service trucks changed 
from 2006 to 2013.

Charts shows how the average age of light-duty service trucks in 
service increased from 2009 to 2013.

Christopher Lyon
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Equipment auctioneer
offers drone’s-eye view
Heavy equipment auctioneer Ritchie Bros. has 
posted a video on the company website taken from 
a drone swooping over its 200-acre auction site in 
Orlando, Fla.

The video, shot in advance of an auction in mid-
February, shows aerial scenes of more that 10,000 
items that were going on the block.

“Yellow, green, red and chrome as far as the eye 
can see—and it’s all available to the highest bidders,” said a news release from Ritchie 
Bros., which is based in Vancouver, B.C.

The drone also swoops up close to various pieces of equipment, such as a Grove 
GMK 4085 all-terrain hydraulic crane and a Krupp KMK-5110 mobile crane, as well 
as darting under the booms of a line of Caterpillar excavators.

Equipment for sale at the auction included more than 115 mechanics trucks, and 
more than 115 cranes. Other major brands on sale included Volvo, John Deere, Kom-
atsu, Terex, JLG, Kenworth, Peterbilt, Freightliner, and International.

The auction, held Feb. 15-19, sold a record of more than 10,700 items worth in 
excess of US$172 million, Ritchie Bros. reported.
The drone video can be viewed at www.rbauction.com/orlando  
or at www.youtube.com/watch?v=OU7LnETpIqQ.

Screen capture of Ritchie Bros. drone 
video shows many of the cranes avail-
able at February auction in Florida.

Iowa body maker marks four decades
Maintainer Corporation of Iowa Inc. is marking its 40th year in the 
business in 2016.

To celebrate, the company, which is based in Seldon, Iowa, has 
released a new logo for the occasion.

“We hope to involve our employees, customers, vendors, deal-
ers, and the community at large with 40-year events,” marketing 
manager Todd Karolczak said in a news release. “We are planning 
several promotions and contests, as well as some open house events 
later this year for people to see our new plant layout following our 
expansion.”

Check out Maintainer’s Facebook page and Twitter feed  
(@MaintainerCorp) for announcements about those events as well 
as by visiting the company website, www.maintainer.com, and  
mcbfire.com.

Attendees at the 2015 NTEA Work Truck 
Show check out a Maintainer service 
body.

The Maintainer Custom Bodies division in Rock 
Rapids, which has been manufacturing emergency 
vehicles for 40 years, is also participating in the anni-
versary celebrations.

“As I’ve told our staff, lots of businesses achieve 
this milestone, but many more don’t,” Maintainer 
president Denny Michels said in the news release. 
“We’ve been blessed over the years with great cus-
tomers, great people, and great products.”

Maintainer has a new 
logo for its 40th anni-
versary

http://www.coxreels.com
http://www.maintainer.com
http://www.rbauction.com/orlando
http://www.youtube.com/watch?v=OU7LnETpIqQ
http://www.EZSTAK.com
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a national accounts manager with Auto 
Crane who joined the company two-and-a-
half years ago after 15 years with Caterpil-
lar. “And I’ve noticed that across the board. 
It’s not just Auto Crane but it’s generally 
all truck crane manufacturers, even the 
dealer networks, and also a lot of the cus-
tomer base as well.”

James Brown has noticed it too, and he’s 
been in the industry for 25 years. The gen-
eral manager of Cannon Truck Equipment 
in the Detroit suburb of Shelby Charter 
Township, Brown himself does a double-
take when he sees someone like Hannum at 
industry event.

“It’s like whoa, wait a minute, how did 
you get in here?” Brown said with a laugh 
during a recent interview.

It’s not just African Americans like 
Hannum and Brown who have noticed 
a lack of diversity in their industry. At 
the 2015 Work Truck Show’s President’s 
Breakfast, a white man in the audience 
asked keynote speaker Tony Dungy, a 
former National Football League coach, 
what the industry could do to engage more 
minorities to work in the industry.

Dungy, the first African American 
head coach to lead a team to victory in the 
Super Bowl, said the biggest thing is to 
“let people know that they have a chance.” 
Dungy added that he wasn’t talking about 
programs that make things unfair for some 
and advantageous for others but “just let-

ting people know there are opportunities 
and their efforts will be rewarded.”

Industry specific statistics lacking
In this article, and related stories in this 

edition, Service Truck Magazine examines 
why the service truck industries are so 
overwhelmingly white and what might be 
done to encourage more ethnic diversity.

The National Truck Equipment Asso-
ciation, which organizes the Work Truck 
Show, doesn’t have any statistics on the 

numbers of minorities in the industry. Nor 
did the NTEA respond to a request to 
interview someone about diversity in the 
industry.

That lack of information indicates to 
Brown, whose company is a dealer for 
the likes of Auto Crane, that the NTEA 
doesn’t regard the lack of diversity as big 
concern.

“They don’t see anything wrong with 
that picture,” Brown said. “OK, that’s it. It’s 
kind of hard to fix what you don’t see as 

being a problem.”
The NTEA does note that the industry 

is aging. In a posting on the association 
website, Christopher Lyon, the organiza-
tion’s director of fleet relations, pointed out 
that 70 percent of fleet managers are ages 
40 to 60.

“It’s an old boy network and game that 
I’ll tell you right now you have to be very 
very resilient to deal with or to get into this 
game if you’re African American,” Brown 
said. “I’m going to tell you straight up, it’s 
not easy.”

Brown’s own estimate is that probably 
less than half a percent of attendees at 
industry shows are African American.

“Even, for example, the mechanics that 
put our trucks together there’s a very low 
ratio of African American mechanics that 
do this,” Brown said.

U.S. Bureau of Labor Statistics figures 
lend credence to that assertion.

National labor stats offer clues
Blacks made up 12 percent of the U.S. 

labor force in 2014, according to a recent 
BLS report. Yet for the category of heavy 
vehicle and mobile equipment service 
technicians and mechanics — who often 
use service trucks in their work — only 3.8 
percent were African American, compared 
92.9 percent who were white.

However, other mechanics trades have 
higher participation from blacks — 9.0 

People of color stand out in a mostly white industry.
continued from cover

African Americans make up 9 per cent of automobile mechanics but only 3.8 per cent of heavy vehicle 
and mobile equipment service technicians and mechanics, according to the U.S. Bureau of Labor Sta-
tistics.                             Photo by Michael Jung/iStock.com
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percent for automotive service technicians 
and mechanic; and 10.1 percent for mis-
cellaneous vehicle and mobile equipment 
mechanics, installers, and repairers.

Meanwhile, blacks make up only 3.0 
percent of CEOs, 4.2 percent of industrial 
production managers (89.4 percent for 
whites) 3.9 percent of marketing and sales 
managers (88.1 percent for whites) 3.3 
percent of mechanical engineers (84.5 per-
cent for whites, 9.9 percent for Asians) 5.2 
percent of sheet metal workers, 6.8 percent 
of operating engineers and other construc-
tion equipment operators, 3.9 percent of 
machinists and just 0.7 percent of tool and 
die makers.

On the other hand, blacks make up a 
high percentage of security guards (30.3 
percent), home health aides (35.9 percent) 
licensed practical and vocational nurses 
(27.9 percent), telemarketers (19.6 percent), 
and barbers (33.6 percent).

“So the companies that are in this 
industry are going to have to try much 
harder to change that for themselves if they 
want to try to attract good people from the 
African American, Latino, (and) the female 
base,” Hannum said.

No effort to avoid hiring blacks, 
but little effort to hire

Sheldon Thorpe, chief human resources 
officer at service truck manufacturer The 
Reading Group LLC, said a lack of minori-
ties is probably true in many industries. 
However, he doesn’t think there is a con-
certed effort to avoid hiring minorities.

“But here’s what I think happens: If you 
think about the mechanics of a hire, one of 
the things, especially if you’re going to be at 
sales shows, people want people with prior 
industry experience,” said Thorpe, who is 
African American.

As far as Hannum is concerned, that 
might explain the lack of diversity in the 
industry, but it doesn’t excuse it.

“Whether it’s subconscious or conscious, 
I think the people know they’re not doing 
it,” Hannum said. “So I think that there’s 
not enough of an effort, and I think that 
people may know that they’re not putting 
in enough of an effort. It’s not pressing for 
them either.”

However, as people from varied back-
grounds bring fresh ideas to the industry 
and those like Hannum and Brown show 
they can be successful, “it’s just like any-
thing else,” Hannum said. “It’ll get on the 
radar.”

For Thorpe, as an HR professional, 
creating ethnic diversity in the work force 
isn’t top of his mind. “No. I don’t give it 30 
seconds worth of thought,” he said. What 
he will aim for occasionally is diversity in 
gender, such as looking for a woman to fill 
a plant manager’s role.

“If you walk through our manufacturing 
plant, our hourly workforce is very racially 
diverse,” Thorpe said, pointing out later 
that “diverse” is a politically correct term 
that he never uses. (Similarly, Hannum said 
he hates the expression “minorities.”)

Reading plant ethnically diverse 
as anywhere

“You walk through that plant and it’s as 
ethnically diverse as any place you’re going 
to find in America,” Thorpe said.

According to the 2010 Census, the city 
of Reading, Pa., was 13.2 percent black, just 
a tad higher than the 12.6 percent for the 
U.S. as a whole. For Berks County, which 
encompasses Reading, blacks made up 4.9 
percent in 2010 although that figure was 
estimated at 6.7 percent in 2014.

About 500 of Readings 600 employees 
work in the plant. And their demographics 
mirror that of the community, Thorpe said, 
noting that Spanish music often wafts in 
from across the street. (In 2010, 58.2 per-
cent or Reading city residents identified as 
Hispanic or Latino — however they could 
be of any race.)

Reading is good neighbor in an ethni-
cally diverse neighborhood, Thorpe said. 
And that characteristic led the local chap-
ter of the National Association for the 
Advancement of Colored People to honor 
Reading last November with a Community 
Impact Corporate Award.

Berks County is also home to Morgan 
Corporation, which became a sister com-
pany to Reading when J.B. Poindexter & 
Inc., Morgan’s parent, bought Reading last 
November.

Jaimie Laws, a marketing coordinator 
with Morgan, joined the company about a 
year ago. In that brief time, he has noticed 
“multiple nationalities” working in the cor-
porate offices and the plant.

“I’m not quite sure of the diversity in 
other places in the industry,” Laws said. “I 
can only imagine that based on my experi-
ence at the NTEA show that it’s not very 
high.”

So far his own brief industry experience 
has been very good, going back to his job 
interview, which he described as one of the 
best he has ever had. 

“I didn’t feel like there was any discrimi-
nation on anybody’s point and everybody 
seemed very welcoming and very nice,” said 
Laws, who had previously worked for a 
grocery wholesaler.

Hannum has had a similar experience 
at Auto Crane, saying that he felt like he 
belonged from the first interview. “ I never 
once felt like I couldn’t fit in there,” Han-
num said.

But he and others interviewed for this 
article all could relate instances when others 
reacted to the color of their skin.

“I’m not naive. I’ve been in those situ-
ations many times in my life,” Laws said 
with a laugh. “So I can tell when they hap-
pen pretty much. And you know, it is what 
it is. Even though it’s 2015, issues still arise 
on that front.”

Play the cards you’re dealt
In the case of James Brown, when he 

first got into the sales end of the equipment 
industry, with a company that no longer 
exists, he was sent to work the Detroit ter-
ritory, where most of the clients were Afri-
can American.

“But I played that to my strength,” 
Brown said. “OK, you play the cards you’re 
dealt and you play it to your strength.”

Over time, he honed his sales chops — 
paid his dues, he said — and moved into 
the territory of white America. After sev-
eral years, he moved over to Cannon, where 
he worked his way from sales person to the 
top position.

Unfortunately, Brown said, it can be dif-
ficult for an African American to stick with 
the industry long enough to be successful. 
He admitted he wouldn’t be where he is 
today if friends — white friends — hadn’t 
taken him under their wing. “It was kind of 
weird. It was kind of ‘he’s with us’ type of 
thing,” Brown said.

“If you don’t have some people that are 
going to stay in there with you,” Brown 
added, “you’re not going to get invited to 
the table. Especially you’re not going to get 
a seat at the head of the table like I have.”

Even so, despite working his way to the 

top, he still receives his share of sideways 
glances.

“When you’re an African American 
male and you run a business, and I will 
tell you straight up, there are a lot of days 
where I’ve had people think that I work for 
the white employees that I’m in charge of.”

“It’s an old boy network and game 
that I’ll tell you right now you have 
to be very very resilient to deal with 
or to get into this game if you’re Afri-
can American. “I’m going to tell you 
straight up, it’s not easy.”

— James Brown, general manager,  
Cannon Truck Equipment

“If you walk through our manufacturing 
plant, our hourly workforce is very racially 
diverse.”

— Sheldon Thorpe, chief of human 
resources, The Reading Group LLC
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ne of the challenges in achieving greater ethnic 
diversity for the service truck industries is that 
many of the communities they’re in just aren’t too 

racially diverse in the first place. 
“If you live in Atlanta, you can hire all the brothers you 

want,” said Sheldon Thorpe, chief of human resources for 
service body manufacturer The Reading Company LLC. 
“All the brothers and sisters you can shake a stick at.”

As of the 2010 Census, Atlanta’s population was 54 
percent black and 38.4 percent white. Contrast that with 
the state of Iowa, arguably the epicenter of the service 
truck industry, where the U.S. Census Bureau estimated 
in 2014 that 3.4 percent of the population was black, 92.1 
percent white, and 2.2 percent Asian.

“And to be fair I have not really run into very many 
Asian colleagues either in this industry, particularly the 
crane industry,” said Todd Hannum, a national accounts 
manager with Auto Crane who previously worked for Cat-
erpillar. “I ran into a number of Asian folks in my Caterpil-
lar career. But you’ve got a company that’s 35,000 strong in 
the country and a much larger overall industry.”

Thorpe, who is African American, said a challenge from 
a recruiting perspective is that if a company wanted more 
racial diversity in its professional ranks, for example, chanc-
es are it would have to move someone in from elsewhere. 
And that could cost tens of thousands of dollars. So often a 
company will restrict the search to local candidates.

“But you’re going to find somebody who’s local,” Thorpe 
said.

It’s an industry that isn’t all over TV
James Brown, general manager of Cannon Truck 

Equipment near Detroit, said he has even had trouble 
recruiting African Americans for certain positions — 
and he himself is black. His workers include an African 
American technician and drivers but he hasn’t had any luck 
recruiting African Americans for the sales department — 
for reasons he cannot put his finger on.

“I would say that even I need to do a better job of 
doing that … because if I give up I can’t expect the pop-
ulation at large to do better than I’m going to do, right?” 
Brown said with a laugh.

An obstacle to entry that Hannum, Brown, and 
Thorpe noted is that theirs is a niche industry.

“I knew that crane trucks existed, but did not know 
of any of the specific crane and body companies inside 
the crane manufacturing industry,” Hannum said. “Even 
though I worked in a related industry, I never knew good 
companies like Auto Crane existed until I was approached 
by a recruiter for the company.  Then I saw there was a 
specific industry of service crane manufacturers.”

(Unfamiliarity with the industry isn’t confined to blacks. 
The white Canadian author of this article didn’t know this 
industry existed until he embarked on the feasibility study 
that led to the founding of this magazine.)

“This is not an industry that is heavily marketable. It is 
not all over TV all the time because it’s not a consumer-
based industry,” Hannum noted.

Brown said that because of the niche nature of the 
industry, recruiting should begin early — in high school.

“I would say that the vast number of African Americans 
don’t know that this type of equipment or careers even 
exist,” Brown said. “But that is the core of the problem 
because we are not exposed to it to the degree that the rest 
of the culture is exposed to it.”

Time to leave of one’s comfort zones
A recurring theme among those interviewed for this 

article is that everyone concerned — industry and prospec-
tive employees — should strive to get out of their comfort 
zones.

“Companies have to help themselves get out of their 
own comfort zone and seek the people. And then people 
have to listen and start being open minded about the jobs,” 
Hannum said.

Thorpe, however, noted that many African Americans 
aren’t comfortable with leaving predominantly black neigh-
bourhoods to move to the largely white communities where 
many service truck industry companies are located. Thorpe, 
who grew up in a mainly white area, and currently lives in 
Lancaster County, Pa., which is only 4.8 percent black, is 
fine with it, though.

“There is nothing but farmland if you’re heading south 
of here for 30 miles,” Thorpe said. “And I’m perfectly 
comfortable living here, raising my family here. But there 
would be folks it would be a stretch for them.”

In fact, Thorpe recalled a case with his previous 
employer where a new hire’s wife refused to live in York, 
Pa. (5.6 percent black), and insisted they live 45 miles away 
in Baltimore (63.1 percent black).

On the surface, Hannum’s experience might seem to 
fit that pattern. The main reason he moved from Cater-
pillar to Auto Crane was it enabled him to remain in the 
southeast, “which is where I’m from, my favorite part of the 
country.”

Before he transferred with Caterpillar to Atlanta, he 
had been in Jacksonville, Fla., and before that he worked in 
Peoria, Ill. Having spent seven years in Peoria, he had no 
desire to return. He wanted to stay in Atlanta.

“Plus it was a lot closer to my family,” Hannum said. 
“This is the closest that I’ve been to my family since I went 
to grad school.”

Race didn’t have anything to do with his decision, he 
said. His hometown of Maryville, Tenn., was only 3.2 per-
cent black in 2010, according to the census bureau. The 
city of Peoria, meanwhile, was 26.9 percent black in 2010.

Education enables success
In pursuing an education in marketing, Jaimie Laws, 

now a marketing coordinator with Morgan Corporation, 
deliberately chose to leave his comfort zone. At his high 
school in Reading, Pa., he said, “I was nowhere close to 
being a minority.” But when it came time to pursue higher 
education, he picked Mansfield University of Pennsylvania, 
a predominantly white institution. He put himself in that 
situation “to grow as a person.”

It helped him develop a thick skin, although he admit-
ted that it had to be thicker during college than needs to 
be now.

He credited his father, Daniel Laws Sr., with also 
encouraging him and his siblings to put themselves in chal-
lenging situations. Laws’s father, who was a high school 
dropout, also insisted his children to go to college but not 
before he went back to college himself to earn his GED. 
“He told us if he can do it, we can do it,” Laws said.

University degrees are something Laws, Brown, Han-
num, and Thorpe all have in common. Hannum has an 
MBA in marketing and logistics from the University of 
Tennesse. Thorpe’s alma maters include Harvard Univer-

Industry location often plays
huge role in ethnic diversity

Service truck industries are niche that many people don’t even know about the opportunties

Many ethnic minorities simply haven’t been exposed to careers in the 
service truck industry.

“Companies have to help themselves get 
out of their own comfort zone and seek the 
people. And then people have to listen and 
start being open minded about the jobs.”

— Todd Hannum,  
national accounts manager, Auto Crane

O

http://www.perfectionequipment.com
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sity, where he earned an MS in engineering sciences.
Thorpe said education is a national issue, noting that only about a quarter of Ameri-

cans have an undergraduate degree, which he called “table stakes” for entry into many jobs. 
(The 2010 U.S. Census pegged the percentage at 29.3. For the labor force, the proportion 
is higher, according to the Bureau of Labor Statistics. In 2014, it stood at 27 percent for 
blacks, 38 percent for whites, and 60 percent for Asians. For Hispanics, who can be of any 
race, it was just 19 percent.)

For those who don’t want to go to university, Thorpe encourages them to learn a trade. 
“It would be far more marketable, far more marketable (he emphasized) than the kid with 
the history degree,” Thorpe said, adding, “We can’t hire them fast enough.”

To that end, Reading, realizing “God didn’t make enough welders,” developed its own 
in-house welding program.

As for higher education, Thorpe said the barriers to entry are probably more economic 
than ethnic. “You look at higher education, they are not shy about wanting minority appli-
cants,” Thorpe said.

Generational turnover a factor
Hannum attributes the lack of racial diversity in the service truck industries to what he 

calls “generational turnover.” An example would be a founder passing along the reins of the 
company to his son, who in turns passes it along to his son.

“And even if they don’t necessarily go to the same company, they still go to the same 
industry,” Hannum said.

Beth Johnson, Reading’s director of marketing, said that many of the company’s dis-
tributors are in fact small, family-run operations. “Our distributors probably don’t even 
have a human resources specialist,” she said. “The person who’s doing the hiring is the guy 
who’s buying the materials and owns the company.”

By service truck industry standards, Reading is a fairly large company with about 500 
employees. But it’s a fraction the size of Thorpe’s previous employer — Graham Packing 
Company, a multinational with about 8,500 workers.

Many people in the industry start at a young age and stay in because “most of your 
experience is already in a single industry,” Hannum said. And the industry, while linked to 
major manufacturers like Caterpillar and Komatsu, doesn’t often have contact with other 
industries such as food and beverage or computers, he noted. Therefore their work experi-
ence “doesn’t become transferrable to other industries because you never really touch any-
body else.”

Hannum has, however, noticed that people do enter the truck crane industry from 
other industries. In fact, that was his experience.

Hannum added that the smaller companies that make up the industry simply don’t 
have the marketing and recruiting budgets of larger companies. 

“So they have to be smart about what they want to do but they’re going to have to 
pick and choose their dollars to get this done to bring in more talent,” Hannum said. “To 
make sure that they have the types of jobs and presenting them dynamically and then have 
people like me going out and showing other people that this is a good path.”

As James Brown noted, if he, Hannum and others can do more to encourage women 
and African Americans to get into the industry, “we’ll be better for it.”

Be careful what you look for
t’s not just black people who can feel like outsiders in the truck crane business.

When Donna Davis, co-owner of B&B Truck and Crane Repair, was first 
inquiring about what it would it take to become a stocking dealer for Auto 

Crane, she signed her emails as Eddie Davis.
“I sent a lot of emails inquiring — what are the rules? what are the regulations? 

I needed to know because that’s where we wanted to be,” said Davis, who is based in 
Mintone, Ala. “So I pressed in, but I thought if I pressed in as a girl, I wouldn’t get any-
where; they wouldn’t take me seriously.”

Her correspondent was Todd Hannum, national accounts manager for Auto Crane. 
He provided her the information she needed during exchanges that went on for about 
three months.

Then it came time for Hannum to visit. Davis decided she needed to fess up. 
“I don’t know if he was surprised or not but after all the communication that we had 

he pretty much knew that we were serious and then he came down and met us and it’s 
just went forward ever since then,” Davis said.

In a bit of a twist, there was something about Hannum that Davis didn’t know 
about either.

“I know this sounds crazy but I didn’t realize he was black for awhile but when I did 
it didn’t matter,” Davis said.

There was a time, though, when Davis admits she did prejudge a job applicant. She 
was looking for office help but turned away a male applicant thinking he wanted to 
work in the shop. It wasn’t until she was eating at a local restaurant that she learned 
that the eatery’s owner had sent the man over to apply for the office job.

“I thought omigosh that guy that came in really wanted office work and I was look-
ing for a girl,” Davis said.

The story had a happy ending. She hired the man after all. Not only does he look 
after the office, he has become the lead salesperson.

“He’d never been in the industry before and he started reading the manuals,” Davis 
said. “After six months he started selling. And he’s a comfort zone behind the 
phone a lot of time when a guy calls and doesn’t really want to talk to a girl.”

I
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S
ome service trucks are like Second 
World War PT Boats, designed for 
short, intense duty before returning 

to their base between battles. You could call 
them “attack trucks,” outfitted with tools and 
equipment necessary for rough-and-dirty field 
repairs, piloted by techs who excel at fixing 
things fast. 

“I do mostly one-day jobs, replacing bear-
ings or shafts, diagnosing and fixing electrical 
or hydraulic problems, along with some trans-
mission and engine work,” says Nathan Pepple, 
field service technician for Border Plains 
Equipment, a Case-IH farm equipment dealer-
ship in Williston, N.D. “If an engine needs an 
overhaul or a tractor needs split, it goes to the 
shop, but anything less than that, it’s up to me 
to figure out how to fix it.”

Twenty-three year-old Pepple works from a 
2015 Dodge Ram 5500 chassis equipped with 
a 13-foot long Knapheide Model 6132DLR-
44KJ service body outfitted with American 
Eagle tool drawers. 

“The compartments seal up really nice, and 
the drawers are big and deep enough to hold 
most of my hand tools,” he says. “With my 
old service truck my tools were always getting 
wet when it rained, plus I had to carry an extra 
Snap-on road box in the bed so I could have all 
my tools with me.”

A Stellar 7500 crane mounted on the right 
rear corner of the Knapheide body handles the 
heavy lifting for Pepple.

“It’s big enough to get me in trouble,” he 
says. “I only had a 4,000-pound crane on my 
old truck, so I had to get used to all the extra 
lifting capacity. I was pulling a clutch off a 
gearcase mounted to the engine on a combine, 
missed some bolts, and just about lifted the 
back end of the combine off the ground.”

A PTO-driven Boss air compressor is 
another upgrade from what Pepple had on his 
previous service truck. North Dakota’s cold 
winters often left him yanking on the old air 
compressor’s gas-powered engine’s recoil starter, 
trying to stir the congealed oil in its crankcase 
to life.

“I actually broke the starter rope one time,” 
he says. “It makes a guy really appreciate the 
PTO-drive on the air compressor in my new 
truck.”

A Miller Bobcat generator/welder sits atop 
the service body to provide metal melting capa-
bilities as well as onboard electricity.

“The electricity is nice for running a vacu-
um pump for drawing-down air conditioning 
systems, and all the other things that need elec-
tricity even though you’re five miles from the 
nearest power outlet,” he says.

Pepple says a laptop computer and multi-
meter have become nearly as essential for ag 
techs as hammers and wrenches.

“Modern combines and tractors have eight 
to 10 onboard controllers that control every-
thing from GPS-guided auto-steer to Tier IV 
engine control systems,” he says. “There have 
been a few times when all I did was walk up, 
check diagnostic codes and download new soft-
ware to fix a machine.”

Ag repairs can be intense, especially during 
peak seasons. Pepple averages 45 to 50 hours a 
week during the off-season, but during harvest 
routinely clocks 70 to 80 hours a week. His 
longest day stretched for 18 hours.

“Once the crop is ripe, all it takes is one 
hard rain or big windstorm to flatten it, so 
farmers kind of go nuts during harvest,” says 
Pepple. “Any breakdown is a big deal, so we try 
to get them going as fast as we can.”

Along with the stress of making critical 
repairs under field conditions, ag techs have to 
deal with situations unique to farming.

“When I’m working in a farmer’s farmyard, 
I’ve got to watch out for their animals,” he says. 
“One farmer’s dog was so friendly, any time I 
kneeled or laid down, he was all over me lick-
ing my face — which is better than a farm dog 
that’s really protective and growling at you all 
the time. And then there was the time when I 
got ready to close the doors on my compart-
ments, and had to go through and chase out 
a litter of kittens that were crawling around, 
exploring all my boxes.”

Dealing with kittens sort of diminishes the 
comparison between Pepple’s service truck and 
a PT Boat, but the basic idea is the same: Go 
out, attack a problem quickly and efficiently, 
then return to base or head to the next encoun-
ter. Preferably without furry stowaways in the 
tool compartments.
To see Pepple’s truck in action, check out this video: 
https://www.youtube.com/watch?v=AFUR_
BRlmu8.

North Dakota Attack Truck
A service truck designed for fast  
and furious field repairs

“And then there was the time 
when I got ready to close the 
doors on my compartments, and 
had to go through and chase 
out a litter of kittens that were 
crawling around, exploring all 
my boxes.”

— Nathan Pepple, field service 
technician, Border Plains Equipment

Dan Anderson is a part-time freelance writer and full-time heavy equipment mechanic with more  
than 20 years of experience working out of service trucks. He is based in Bouton, Iowa.

Nathan Pepple’s 13-foot long 
Knapheide Model 6132DLR-44KJ 
service body is the main feature 
of his PT-like “attack truck.”

Truck bed has plenty of room.

Border Plains Equipment is a Case-IH farm 
equipment dealership in Williston, N.D.

A 2015 Dodge Ram 5500 chassis carries 
the service body into battle.

Oxygen and acetylene tanks prepared for repairs.

https://www.youtube.com/watch?v=AFUR_
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We’re always looking for service/mechanic truck owners, operators and mechanics to tell  
us about their vehicles and how they use them.

If you’d like your truck featured in a future Spec My Truck column, send an email to  
editor@servicetruckmagazine.com, with the subject line, “Spec My Truck.” Just tell us a  
little bit about the truck. And include a phone number and the best time to reach you.

Tell us about 
your truck

Nathan Pepple’s 13-foot long 
Knapheide Model 6132DLR-44KJ 
service body is the main feature 
of his PT-like “attack truck.”

Bin stores metric and standard sockets.

Drawers are deep enough for hand tools.

Truck is tricked out with American Eagle tool drawers.

Sortimo storage boxes can be lifted from the truck and 
carried around the job site.

Reelcraft reel ready to attack tough jobs.

Miller Bobcat generator/welder provides 
metal-melting capability and onboard elec-
tricity.

A Stellar 7500 crane is mounted on the right rear 
corner.

Plastic storage drawers keep spare parts organized.Truck bed has plenty of room.

Vise proves handy for 
“rough-and-dirty field 
repairs.”

mailto:editor@servicetruckmagazine.com
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www.taylorpumpandlift.com
Visit our website for other applications!

Lube Skids

Custom and Standard Lube 
Trucks and Skids available

Taylor Pump and Lift offers high-quality standard 
or custom-built lube skids. These rugged skids 
are completely self-contained and fully mobile.

They offer the perfect solution for servicing 
mobile equipment in a variety of applications.

Taylor Pump & Lift 
4325 Motorsports Dr. Concord, NC 28027 

704-786-9400 • Fax: 704-784-2442

Two Standard Skids Available:
TPL-236-983
Features two 50 gallon new oil tanks 
and one 60 gallon used oil tank

TPL-236-993
Features three 30 gallon new oil tanks 
and one 60 gallon used oil tank

colorless, and tasteless fuel consisting most-
ly of methane, but one that burns more 
efficiently and cleanly than either gasoline 
or diesel.

Incentives play a role
CNG-powered service vehicles, in 

particular, are currently being used by an 
increasing number of private sector and 
government entities, especially in locales 
where special vehicle fuel systems are 
required and/or incentivized. One of the 
reasons for this is the potential cost savings 
CNG fuel systems can offer.

For example, CNG Now, an industry-
sponsored educational Web portal (www.
cngnow.com), says CNG costs about 50 
percent less than gasoline or diesel fuel, 
and produces up to 90 percent fewer emis-
sions than gasoline. So the cost savings 
and decrease in pollutants emitted over the 
long-term can be substantial, especially for 
entities with large vehicle fleets.

According to CNG Now, the history 
of natural gas as a transportation fuel actu-
ally dates back to the Second World War, 
though natural gas vehicles now feature 
safer, more reliable systems. More than 12 
million CNG-powered vehicles are now on 
the road worldwide, but only about 250,000 
of them are in the United States. Nonethe-
less, the U.S. has experienced an average 
growth rate of 3.7 percent in CNG-pow-
ered vehicles per year since 2000, though 
this pales in comparison to the global 
growth rate of 30.6 percent per year over 
the same time period.

One entity that has benefitted directly 
from this growth is the City of Kansas 
City, Mo., which has been investing in an 
alternative fuel program for nearly 20 years 
in response to concerns regarding local 
air pollution. Today, the city uses approxi-
mately 620,000 gallons of CNG annually, 
which accounts for 26 percent of the total 
fuel used. 

Bigger fleets more likely to benefit
“We currently have 235 CNG vehicles 

spread across many departments,” says 
Samuel Swearngin, fleet administrator for 
the City of Kansas City’s Fleet Services 
Division. “In the early days we had more 
light duty CNG vehicles, now we focus 
more on heavy-duty trucks.” 

Swearngin says the best results have 
come from using CNG to power dump 
trucks and other large utility trucks, as 
these larger vehicles can accommodate the 
CNG fuel tank package without much 
impact on overall performance. He points 
out that CNG tanks are bigger and heavier, 
so for truck applications the frames have to 
be stretched a couple of feet to make room. 
These larger fuel tanks are a downside, 
Swearngin admits, but it’s not enough to 
outweigh the cost savings he believes are 
associated with using CNG.

“CNG fuel is much cheaper and cleaner 
than gasoline and diesel; and the new heavy 
duty CNG truck engines perform better 
than diesel for the type of driving we have 
in municipal applications,” says Swearngin, 
who notes that his department outsources 
the CNG fueling component, so there is no 
on-going station maintenance.

But in an environment where govern-
ment budgets are stretched thin, how has 

Kansas City been able to invest in this 
technology and build-up such a large 
CNG-powered fleet?

“Historically, CNG has been a third 
of the cost of conventional liquid fuels,” 
explains Swearngin, who says the city plans 
to purchase more CNG heavy-duty trucks. 
“In the best application, CNG trucks will 
have an ROI (return on investment) in 
about two years, while other applications 
take longer. The more the truck is used, the 
faster the ROI.”

Need for extra tank space a factor
Despite the potential fuel-cost savings, 

other things must be taken into account 
before switching a fleet over to CNG. For 
example, there might be costs associated 
with regulation compliance (like gross vehi-
cle weights), as well as space cost trade-offs 
given the need for larger vehicles — both 
of which are issues for a truck up-fitter, 
like Illinois-based Knapheide Manufactur-
ing Company in Quincy, which frequently 
deals with servicing customers interested in 

Cases made for CNG as an alternative fuel
continued from cover

Fleet operators who take an active role in the 
fuel system specification process of their new 
CNG-dedicated vehicles, including components 
like fuel tanks, can gain maximized driving 
range, increased safety and improved total cost 
of ownership. In this image, the CNG fuel tanks 
are in the cabinet behind the cab.

Photo courtesy of Worthington Industries Inc.

Type III CNG fuel tanks, like Worthington Indus-
tries’ new 26.2-inch model, feature a carbon-fiber 
outer shell and a seamless aluminum inner liner 
that helps dissipate the heat generated during CNG 
fast-filling. This enables optimal fueling capacity 
and can translate to increased driving range and 
fewer stops.

Photo courtesy of Worthington Industries Inc.

http://www.taylorpumpandlift.com
http://www.cngnow.com
http://www.cngnow.com
http://www.orodesign.ca
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Pressure Wash Packages

Branch Offices 
CALGARY 403-263-7207
#50, 5200-64 Avenue S.E 
Calgary, AB T2C 4V3
Fax: 403-463-7206

EDMONTON 780-430-9359
6707-75 Street N.W
Edmonton, AB T6B 3E3
Fax: 780-437-0550

GRAND PRAIRIE 780-539-9939
11307-98 Avenue
Grand Prairie, AB T8V 5A5
Fax: 780-539-9907

LEDUC 780-980-9294
3813-82 Avenue
Leduc, AB T6E 0K2
Fax: 780-990-9204

BURNABY, BC 604-434-2188
Burnaby, BC Fax: 604-434-2198

BRANDON 204-728-9303
622 Richmond Ave, East
Brandon, MB R7A 7G8
Fax: 204-728-9305

SASKATOON 306-242-6622
610A - 51 Street East
Saskatoon, SK
Fax: 306-934-8204

Head Office 
RED DEER 403-347-9770 7018 Johnstone Drive Red Deer, AB T4P 3Y6 
Fax 403-343-7922

TOLL FREE: 1-888-430-9359
www.pumpsandpressure.com

7’x16’ Charmac Trailer
Karcher Pressure Washer  
5.6GPM @ 3500PSI
Steam 2.5GPM @ 300PSI
Limit Switch install on roof latch 
Water Tank 630 Gallons
Glycol Tank 7 Gallons
Cox Hose Reel with 200ft. Hose
Complete with Wash & Steam Wand

THE POWER TO FIX EVERYTHING...ANYWHERE
HYDRAULIC MOBILE POWER FOR SERVICE TRUCKS & WRECKERS

DC WELDER JUMP START               AC GENERATOR  
CV MIG / TIG BATTERY CHARGE      TOOLS & LIGHTING 
250 AMPS DC         12 V - 24 V - 36 V - 48V        6500 WATTS

FOR INFO CALL 
(845) 469-9151

or visit us on the web:
www.fabcopower.com

MOBILE POWER FOR 
SERVICE TRUCKS & WRECKERS

Available in 
11, 15 & 21 GPM

• AC GENERATOR
• DC WELDER
• JUMP STARTER
• BATTERY CHARGER
• CV MIG / TIG

FAMILY OWNED FOR OVER 50 YEARS

VERSATILE & MULTI-FUNCTION 

COMPACT & LIGHTWEIGHT

INEXPENSIVE TO BUY & ECONOMICAL TO RUN

RUGGED & DURABLE PISTON MOTOR DESIGN

QUIET & ENVIRONMENTALLY CLEAN

DOES NOT REQUIRE A SEPARATE ENGINE

USES PATENTED TECHNOLOGY

Hydro Arc 6500 5 inch ad_Layout 1  2/15/16  11:53 AM  Page 1

acquiring CNG-powered vehicles.
“CNG tanks need a lot more space, so 

the cost of a CNG system is very depen-
dent on the size and number of tanks,” says 
Chris Weiss, vice-president of engineer-
ing at Knapheide (www.knapheide.com), 
which is a certified installer for Ford CNG 
systems. “We have some standardized 
approaches, but the trucks we do are really 
customized to customer specs, with range 
and capacity being two of the biggest fac-
tors.”

While Knapheide has the capability to 
design its own CNG systems, it currently 
takes the technology of others and inte-
grates that into up-fitted vehicles, Weiss 
says. At present, Knapheide does both 
conversions and custom designs of CNG 
trucks at fleet volumes.

The company doesn’t require extra time 
to integrate CNG into a vehicle. Given 
this, Weiss says, Knapheide’s lead-time for 
CNG vehicles is about 14 weeks, about the 
same for any other standard work truck. 
Bottom line, though, the long-term cost 
savings associated with CNG remains one 
of the main considerations for fleet manag-
ers looking to switch to an alternative fuel, 
Weiss says.

“In the United States, most fleets are 
driven by pure fuel costs. So fleet manag-
ers are constantly looking at the total cost 
of doing business and there are advantages 
to using CNG-powered vehicles. However, 
there are also some fleets driven by the 
environmental impact benefits of CNG,” 
says Weiss, adding that low oil and gas 
prices have reduced orders for CNG vehi-
cles, although he predicts they will eventu-
ally rebound as oil prices recover.

Tank maker responds with  
lighter option

Like Knapheide, Worthington Indus-
tries Inc. (www.worthingtonindustries.
com) also has a stake in the alternative fuels 

marketplace, especially given its expertise 
in manufacturing pressure cylinders used 
in CNG fuel systems. A Tier 1 OEM 
automotive supplier headquartered in 
Columbus, Ohio, Worthington  has been 
producing CNG cylinders since the 1960s 
and currently has more than 1,000 active 
tank models. However, growing demand 
for options with more fuel capacity has 
led Worthington to introduce a new light-
weight, large diameter, 26.2-inch model 
tank, ideally suited for Class 8 heavy-duty 
and/or refuse trucks used on longer routes.

“Our use of seamless aluminum liners is 
what differentiates us in the marketplace,” 
explains Chris Hanners, an alternative fuels 
product manager at Worthington. “These 
new tanks offer superior impact tolerance, 
superior heat tolerance, and superior fast-

filling ability in hot and cold weather … 
so our tanks allow you to get more fuel 
on-board thanks to their heat dissipation 
capabilities, which is important for fleet 
managers.”

Safety is a top priority for Worthington, 
which is why its CNG tanks are of aviation 
grade quality standards, Hanners says.

Worthington currently manufactures 
around 85 million pressure vessels per year 
and has hundreds of thousands of CNG 
tanks in service right now, many used on a 
variety of service-related vehicles, Hanners 
adds. Given the growing interest in alter-
native fuels, Worthington also recently 
announced the acquisition of dHybrid Sys-
tems, a Salt Lake City, Utah-based industry 
leader in the design and manufacture of 
CNG fuel systems.

“Low oil prices have had an impact 
on the alternative fuels movement, but we 
strongly believe in this market and believe 
it will continue to grow over the long-
term,” Hanners says.

Mark Yontz is a freelance writer from 
Urbandale, Iowa.

This City of Kansas City sewer treatment crew truck consists of a service body on a Freightliner 
chassis and is powered by compressed natural gas. Photo courtesy of the City of Kansas City

“CNG tanks need a lot more space, so the 
cost of a CNG system is very dependent 
on the size and number of tanks. We have 
some standardized approaches, but the 
trucks we do are really customized to 
customer specs, with range and capacity 
being two of the biggest factors.”

— Chris Weiss, vice-president of  
engineering, The Knapheide  

Manufacturing Company

http://www.pumpsandpressure.com
http://www.fabcopower.com
http://www.knapheide.com
http://www.worthingtonindustries.com
http://www.worthingtonindustries.com


SERVICE  TRUCK MAG AZINE18 >  MARCH/APRIL  2016

Call Toll Free 

1-855-498-0610
TEAMCO INC. • 27065 Kerslake Pl. Tea, South Dakota 57064

www.teamcoinc.com

New Generation 
Commercial Grade 
Mechanics Truck 
Bodies & Cranes

New Generation 
Commercial Grade 
Mechanics Truck 
Bodies & Cranes

Since 1988

• Concealed Stainless Steel Door Hinges

• Smooth Sides

• 10 Ga. Galvanneal

• Pressurized Compartments

• Power in & Power Out-Riggers (most models)

• Large Outrigger Pads

• Wireless Proportional Crane Controls

• Dual Rear Out-Riggers (most models)

• No Exposed Hoses or Cylinder Rams on Out-Riggers

• 6,000 lbs to 14,000 lbs Cranes

• “GangLock” system with 3-point locking

• LED Cabinet Lighting

• Large Work Bench

• Sprayed Smooth Bedliner in Compartments

D I V E R S I T Y

K E I T H  N O R B U R Y

ow do people outside of the mainstream break into 
the service truck industries?

Todd Hannum, a national accounts manager 
with Auto Crane, has three suggestions: an internship, 
as he did; through word of mouth; and attending a trade 
school or taking an apprenticeship program.

“And if you do that, it sets you on a path that basically 
already kind of steers you towards certain industries any-
way,” Hannum said.

While he was in graduate school at the University of 
Tennessee, working on his MBA in marketing and logis-
tics, he was an intern with Caterpillar. “And then when I 
graduated, I went back to Caterpillar and stayed there for 
15 years.”

Caterpillar, he noticed, was more ethnically diverse than 
the truck crane industry. However, it still wasn’t as diverse 
as other industries, such as consumer packaged goods, 
“where you have much more of a consumer based type of 
look to the companies that represent the industries that 
you’re selling to,” Hannum said.

However, he did note that Caterpillar “did put a very 
large push on diversity while I was there, to give them lots 
and lots of credit.” But even at that it remained very male-
dominated and conservative. One area where he did see a 
lot of diversity was in the many interns at Caterpillar, he 
said.

It’s not as different as it might seem
Jaimie Laws, a marketing coordinator with Morgan 

Corporation who joined the company just over a year ago, 
said people might be deterred from trying to enter the 
industry because of the impression that it’s an old boys’ 
club. They should disabuse themselves of that notion.

“I think that they’d be quick to realize that it’s not as 
different as they think it would be. Most people, virtually 
all people that I’ve interacted with, have zero bias towards 
me,” Laws said.

At 30, Laws would be considered a millennial. He sees 
a generational change coming to the industry, particularly 
as many in his cohort become the first or second genera-
tion of their families to go to college.

“In my generation there’s more African Americans 
qualified to take a marketing job, there’s more qualified 
to take an engineering job or any other job in this indus-
try that would require a degree,” Laws said. “So I think 

because of the generation that I’m part of I think you’ll see 
more and more women and more and more minorities in 
the industry as years go on simply because of the genera-
tional change.”

Laws’s education has given him an advantage in this 
industry, he noted. “I’m sure it’s no surprise to realize that 
this industry is a step behind most industries as far as 
technology and marketing channels and things like that 
because it is an aging industry as far as the personnel who 
work in the industry,” Laws said.

And while Morgan is large company by the industry’s 
standards, it is small compared with dominant firms in 
other industries. Its marketing department has just three 
people, Laws noted, so it’s important for everyone in the 
department to have multiple skills.

More general thinkers needed
“I would tell anyone that is looking for an industry to 

make a home that there’s a great way to make a home in 
this industry,” Hannum said. “And I would also tell them 

African Americans offer advice
on service truck industry careers 

Above all, don’t sell yourselves short

Jaimie Laws is the only African American taking part in this 
break-out session at the 2015 NTEA Work Truck Show. Laws is sit-
ting opposite Service Truck Magazine editor Keith Norbury (in the 
burgundy shirt).

“I would tell anyone that is looking for an 
industry to make a home that there’s a great 
way to make a home in this industry.”

— Todd Hannum, national accounts  
manager, Auto Crane

H
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they need to keep their eyes open. This is an engineering industry. It is not a marketing 
and sales based industry.”

His suspicion is that blacks are even less well-represented in the engineering fields than 
in manufacturing operations, for example.

“I haven’t really met everybody in all the engineering departments of every other com-
pany in our industry. But I’ve never seen many at trade shows either,” Hannum said.

However, he also noted that one doesn’t need an engineering degree to break into the 
industry. “This industry needs more general thinkers. It’s just the same as anything else,” 
Hannum said.

Laws said the most important thing is for people not to sell themselves short. “At the 
end of the day, we’re in a changing time and more and more people are becoming open to 
any type of situation,” Laws said.

Maybe not as open as they could be. Laws speculated that one factor that helped him 
break into the industry is that his name doesn’t sound distinctly African American. That is 
not a far-fetched notion. One well-publicized field study over a decade ago by the Nation-
al Bureau of Economic Research found that a resume bearing an African-American name, 
such as Lakisha or Jamal, was 50 percent less likely to get a call back from an employer 
than an identical resume from someone with a white-sounding name like Emily or Greg.

Linkedin a double-edge sword
Hannum meanwhile is pretty sure that the recruiter who first contacted him about the 

Auto Crane job wouldn’t have known from his resume that he is black — unless she had 
checked out his profile on Linkedin, the social media website for professionals.

To this day, he doesn’t know if that happened. However, he did call Linkedin a double-
edged sword — depending on the recruiter’s mindset.

“If there’s something where they already have a predisposition and they start looking at 
those pictures, you can go either way,” Hannum said. “But at the end of the day, it is also 
good for people who are actually trying to make the effort.”

Sheldon Thorpe, chief of human resources for service body manufacturer The Reading 
Company LLC, said that at his previous employer before Linkedin, people would often be 
taken aback when they first met him.

“You know it’s funny, in the days of Linkedin, there’s no more surprise,” said Thorpe, 
who is African American. “I used to get it all the time. All the time. You could see it in 
their face when I walked in the room.”

Solutions don’t have to be complex
Nobody interviewed for this article suggested there should quotas on hiring in order to 

diversify the work force. Thorpe said that diversity isn’t something that is top of his mind 
as an HR professional but it would be for government contractors.

“In my generation there’s more African Americans qualified to take 
a marketing job, there’s more qualified to take an engineering job or 
any other job in this industry that would require a degree. So I think 
because of the generation that I’m part of I think you’ll see more and 
more women and more and more minorities in the industry as years go 
on simply because of the generational change.”

— Jaimie Laws, marketing coordinator, Morgan Corporation

Selected occupations by race and ethnicity in the United States, 2014 

Job description Total 
employed 

White 
% 

Black 
% 

Asian 
% 

Hispanic 
% 

Total, 16 years and over 146,305,000 79.8 11.4 5.7 18.1 

Heavy vehicle and mobile equipment service 
technicians and mechanics 211,000 92.9 3.8 0.6 15.5 

Automotive service technicians  
and mechanics  883,000 84.0 9.0 4.5 24.1 

Miscellaneous vehicle and mobile equipment 
mechanics, installers, and repairers  93,000 81.1 10.1 2.4 28.0 

Bus and truck mechanics  
and diesel engine specialists  323,000 88.5 7.8 0.6 15.6 

Sheet metal workers  110,000 91.8 5.2 0.8 23.4 

Marketing and sales manager 917,000 88.1 3.9 5.9 8.3 

Machinists 391,000 88.8 3.9 4.1 15.4 

Crane and tower operators  74,000 89.3 8.4 1.0 11.2 

Cleaners of vehicles and equipment 375,000 71.4 22.5 1.9 33.4 

Tool and die makers  67,000 99.3 0.7 0.0 3.8 

Welding, soldering, and brazing workers  615,000 85.6 8.8 2.0 22.4 

Chief executives  1,603,000 90.6 3.0 4.7 4.7 

Human resources managers  236,000 83.0 11.8 3.3 10.0 

Cost estimators  105,000 93.4 2.4 3.8 5.6 

Mechanical engineers  303,000 84.5 3.3 9.9 5.6 

Database administrators  108,000 73.4 11.7 13.3 4.6 

Janitors and building cleaners  2,328,000 74.9 17.5 3.4 31.5 

Barbers 110,000 55.4 36.3 5.4 23.7 

Electricians  769,000 88.8 6.5 1.8 18.2 

First-line supervisors of production  
and operating workers  789,000 83.4 11.0 3.4 17.0 

Note: People whose ethnicity is identified as Hispanic or Latino may be of any race. Source: U.S. Bureau of Labor Statistics. 

D I V E R S I T Y

A 2005 posting on the website of Fulton County, Ga., reveals how far a county will 
go on a mission to encourage diversity. The posting was an invitation to bid on selling the 
county a pair of service body trucks with Stellar 6620 cranes or equivalent. The 44-page 
document included a section where potential sellers were required to identify the number 
of employees in various classifications — such as management, supervisors, and craftsmen 
— by race and sex.

It wasn’t clear if the county still uses such forms. The purchasing agent at the time is 
no longer with the county, and a message left with the department wasn’t returned.

Whether that kind of strategy works or not, the message from the likes of Jaimie Laws 
is that encouraging more blacks, women and other ethnicities into the industry doesn’t 
have to be complicated.

“I think everybody just needs to realize that if you just take the time to look other 
places you never know what you’re going to find really,” Laws said. “There is a plethora of 
talent out there. Also being a black guy, I don’t want you to hire me just because I’m black 
either. I mean, I understand affirmative action and all that. But don’t hire me just because 
I’m black. That’s not helping me any.”

Let’s leave the last words on this, though, to HR professional Sheldon Thorpe: “If 
everybody would give each other permission to say something dumb from time to time 
and know that it’s likely absent of malice, they’ll be surprised how much in common they 
share and get over it and get on with life.”

U.S. Bureau of Labor Statistics figures reveal racial disparities across various vocations.
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usable data about the way the fleet operates 
has changed the way he does business.

“If you can’t measure something, how 
do you manage it?” Fitzgerald said. “In ways 
where it’s smart to automate, I think you 
should do it.”

Increasingly, the management software 
that first caught on with public agencies 
like Fitzgerald’s has become the norm in 
the private sector as well. Fleets of all kinds, 
from over-the-road trucks to service trucks, 
are being looped in through systems that 
track how vehicles are performing and 
when and how they are used. 

That data can be combed through to 
search for problems, look for efficiencies 
in scheduling and maintenance and make 
better decisions when it comes time for 
major purchases. And the availability of live 
data can have some unexpected perks – it’s 
helped some companies track down lost or 
stolen vehicles.

Management systems  
meet telematics

Brad Kelley, senior vice-president and 
chief information officer for the Maryland-
based fleet consulting firm Mercury Associ-
ates Inc., said the concept isn’t entirely new. 
Fleet managers have been tracking their 
equipment and costs with fleet manage-
ment information systems for years, and in 
some cases, decades. 

But over the last several years, more 
and more firms have begun to implement 
telematics on their vehicles, adding more 
layers of information to what was already 
being collected. Telematics can include 
GPS systems and provide a wealth of infor-
mation about the mechanics of a vehicle. 
Like a “black box” that records data from 
a flight, telematics can track each trip on a 
vehicle. 

Several companies now offer telematics 
software. Todd Ewing, director of product 
marketing for one of those firms, Fleetmat-
ics Group PLC, said his company’s focus 
is on vehicle tracking — and making it as 
user-friendly as possible.

Users install a small “black box” device, 
which is about the size of a deck of playing 
cards, under the dashboard of the vehicle. It 
is wired to the ignition and the battery and 
includes a GPS receiver.

“If they want to know if a door is open, 
we can wire sensors as well to that device, 
and also connect things like a Garmin navi-
gation in the truck,” Ewing said. 

More recently, some companies have 
expanded telematics even further, imple-
menting hybrid GPS units that work with 
wireless tags to be connected to tools and 
even employee’s badges, Kelley said.  The 
goal: cutting down on lost tools and mate-
rials and to improve the safety of employ-
ees.

“We also anticipate in the next few 
years that wearable health bracelets will be 
integrated into telematics solutions to mon-
itor the fitness of an employee to operate a 
piece of equipment,” Kelley said.

Systems held solve specific  
problems

Companies looking to integrate their 
management systems or try something new 
are often looking to solve specific problems, 
Ewing said. Sometimes it’s fuel bills that 
seem to be getting higher and higher. Oth-

ers have customer service issues or time 
cards that never seem to match the work 
getting done.

Companies like Fleetmatics will often 
provide a live demo to show how the inte-
gration of their products can help put real 
numbers on all of those problems.

Once customers have seen a demonstra-
tion, Ewing said, “it’s rare we have to com-
pel someone on the ROI.” 

Fleetmatics’ largest customer is Com-
cast, a company that wanted to track engine 
idling time. After implementing the system, 
Comcast set new benchmarks and was able 

Fleet management information systems parse big data in search of efficiencies
continued of cover
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to save several million dollars each month, 
Ewing said. 

The company even used the new data to 
create an incentive system: drivers who met 
benchmarks were entered into a contest for 
a Harley Davidson motorcycle. 

“It’s the power that the customer feels 
in that moment that is so energizing for 
them,” Ewing said. “‘I don’t know where 
that (vehicle) is — oh wait, yes I do.’” 

He said the same types of benefits are 
realized in the service truck industry, where 
fleet managers can better track on-site time 
and then bill customers more accurately. 
It can be more accurate than an operator’s 
report of his or her hours.

“People can see quickly that it was not a 
12-hour day,” he said.  

Another option: integrating fuel card 
data to match up mileage reports with actu-
al fuel usage. Ewing said that can go a long 
way toward satisfying customers and being 
sure about how quickly your technicians are 
getting to calls.

“In a lot of cases, supervisors are stuck 
between the technician and the customer 
who swears up and down that the guy 
wasn’t there,” he said. 

In Washington, D.C., Fitzgerald said 
integrating the new fleet management 
information system has provided the data 
necessary to overhaul a variety of processes, 
from how it orders parts to creating an 
online ride-share and vehicle reservation 
system.

“What you find is there’s so much room 
for process improvement,” he said. “What 
we do now is go through a process re-
review … we can take a look at how long 
it is taking us for getting the work order 
in, how long for the technician to start his 
assessment.”

Finding the right fit
While the trend toward more integrated 

fleet management systems shows no signs 
of stopping, some products aren’t right for 
all fleets.

David Koelsch, an Oklahoma-based 
certified automotive fleet manager and 
consultant, said people managing very small 
fleets should do a thorough analysis of their 
needs before making a big investment.

“A fleet management company is always 
going to promise that (they) can save you 
such and such percent on your maintenance 
and fuel, but it’s real hard to track that,” he 
said. 

For clients with somewhere in the 
neighborhood of 20 to 25 vehicles, Koelsch 
suggests that they start with a fleet card 
that can track expenses. Using that data to 
get a better grip of what’s going on, fleet 
managers can make a more informed deci-

sion about upgrading to a more sophisti-
cated system.

For larger fleets, Koelsch said it’s impor-
tant to find a balance between prying too 
closely into the day-to-day operations of 
each driver or technician and gathering 
useful information.

“At some companies, depending on 
what they do, they may have problems get-
ting drivers,” he said. “There may be com-
petition for workers and if they want to try 
to wring every penny out of their fleet that 
kind of goes against the retaining of the 
employees.”

Still, Kelley said management systems 
can be increasingly useful tools, especially 
because more people operating within a 
fleet can use them. With more systems 
becoming cloud-based, operators and man-
agers can access data both in the office 
and in the field, on a growing number of 
devices.

“The lowest-cost, highest-availability 
fleet is one that is well maintained and 
replaced in a timely manner,” he said. 
“Purpose-built fleet management informa-
tion systems are ideally suited to perform 
this task.”

Erin Golden is a journalist based in 
Minnesota.

Fleetmatic’s Reveal software enables “deeper understanding of what’s going on in the field so you can 
dispatch more efficiently,” according to the company website.

Fleetmatic’s Work software has a dashboard that can track such items as active jobs per fieldworker.

“In a lot of cases, supervisors are stuck 
between the technician and the customer 
who swears up and down that the guy 
wasn’t there.”

— Todd Ewing, director of product marketing, 
Fleetmatics Group PLC
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eteran mechanic Darren Rivet says he has designed 
a better valve to prevent diesel engines from run-
ning away even when the key is turned off and the 

fuel source cut.
A certified diesel technician for 36 years, Rivet has 

operated his own business, Diesel Tech Truck Repair Ltd., 
in Edmonton, Alta., since 1999. Over the years, he’s had 
lot of experience working on positive airflow shutdown 
valves, which are designed to prevent those potentially 
catastrophic runaways, and noticed that those valves were 
often “screwing up royally,” Rivet said in a recent interview. 
“The warranty was denied and I just knew I could do bet-
ter.”

So he established a subsidiary, Diesel Tech Industries 
Ltd., which has been involved in intensive research and 
development of positive airflow shutdown systems since 
2005.

“With traditional shutdown systems operators have 
no way of determining why their engine has stopped and 

once it has stopped, the valve can be very difficult to reset,” 
says a brochure from Rivet’s company. Diesel Tech’s DTI 
Guardian shutdown system is designed so that the valve 
won’t close until the user wants to shut off the engine, 
“whether it is by dash control, preset RPM shutdown or by 
key fob.”

DTI’s more advanced models even monitor the valve’s 
status at the time of shutdown. The butterfly design of the 
valve meanwhile “prevents the loading of the unburnt fuel 
into the engine when activated.”

Any combustible vapour poses a hazard
The shutdown valves guard against diesel engine run-

aways in areas where combustible gases and vapours are 
in the air — such as near oil and gas wells. Rivet noted, 
however, that such volatile compounds also exist in many 
other areas — including pipelines, mining operations, fuel 
tankers, and in plastics and chemical plants.

Service trucks with diesel engines operating in these 
areas would be at risk of a runaway, Rivet said. Mechanics 
working in these areas would also need to be aware of the 
hazard, he added.

“Pipelines, anything, they’ll be in the thick of it,” Rivet 
said.

During a presentation at a crane and rigging conference 
in Edmonton last November, Rebecca Goldsack, DTI’s 

chief operating officer, explained how a diesel engine, 
which runs on compression ignition, can keep running 
even when the key is turned off and the fuel source cut. 
That’s because hydrocarbon vapours, such as from a fuel 
spill, can enter the air intake to provide fuel to the engine.

“A diesel engine can literally run away until it explodes,” 
said Goldsack, who presented a video of a runaway that 
did just that.

“You’ll notice in the video the first 20 seconds it sounds 
normal and then you’ll hear it start to ramp up,” Goldsack 
said. “And there was absolutely no way of shutting this 
engine down. I don’t know about you, but I would not 
want to be in this room when this happens.”

A second video showed an International truck experi-
encing a runaway as it was on a highway. “You can see in 
this particular scenario that no one knows what to do even 
when the fire trucks come,” Goldsack said. “They essen-
tially just have to wait for it to burn out and there is no 
way of stopping it.”

In both cases, positive air shutdown valves would have 
prevented the runaways, she said.

Deadly runaways cited
A third case she cited actually proved deadly. In March 

2005, 15 people died and more than 170 were injured in 
an explosion at BP’s Texas City Refinery. While several 
failings led up to the explosion, investigators suspect that 
a running diesel truck about 25 feet from the refinery’s 
blowdown stack ignited the gas.

“So there’s just one example of a huge fire that could 
have been prevented on a multitude of different places, 
one of those being that pickup truck having a positive air 
shutdown valve installed and being able to shut it down,” 
Goldstack said.

More recently, runaway diesel generators were implicat-
ed in the 2010 explosion and fire of BP’s Deepwater Hori-
zon oil rig in the Gulf of Mexico that killed 11 people.

Several companies make positive airflow shutdown sys-
tems for diesel engines. They include AMOT, BD Diesel 
Performance, Envacon Inc., Pacbrake’s PowerHalf, General 
Electric’s Rigsaver, Caterpillar’s Air Inlet Shutoff, and 
Dunn Machine & Manufacturing’s Air Killer.

The valve itself is installed “closest to the air intake 
manifold as possible,” Rivet said. One reason is to prevent 
damage to the engine in the event of a shutdown.

The valves can also stop another type of runaway 
caused by a diesel engine breaking down and enabling its 
lubricating oil to mist and enter the air intake. “It doesn’t 
have any air to burn so it just shuts off the engine,” Rivet 
explained.

Valves typically installed after-market
The valves are typically installed as after-market devic-

es, although Rivet said that certain truck makers — such 
Peterbilt, Western Star, and Freightliner — are install-
ing them at the factory as is manlift manufacturer Genie. 
Engine maker Cummins has also started to install valves at 
the factory, he noted.

Diesel Tech’s trademarked Intel-a-Valve technology 
works only with the rest of a fully integrated system that’s 
standalone, Rivet said. Equipped with this technology, the 
valve-control unit controller employs an LED display to let 
the user know the status of the valve, company literature 
says. The display constantly monitors that status “for any 
faults or false trips.”

Preventing diesel runaways
the aim of longtime mechanic
  Company refines positive airflow shutdown valve system for preventing engine explosions

“Any gas that will burn will 
cause a runaway. That’s what 
I want to get across because 
cranes, they’re in plants, 
they’re in the thick of it.”

— Darren Rivet, president, 
Diesel Tech Industries Ltd.

Rebecca Goldsack talks, during a November 2015 conference in 
Edmonton, about Diesel Tech Industries Ltd. system for preventing 
diesel runaways.                Photo by Keith Norbury

Diesel Tech Industries Ltd. positive airflow shutdown valve 
installed on a Cummins diesel engine.
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The system comes in four models — basic plus, pro, 
elite, and premium — that use “plug and play” technology 
to make installation “quick and cost effective.” All mod-
els have the air intake valve shutoff, open and close from 
inside the cab, and offer RPM shutdown and test. The 
more deluxe models include such features as PTO shut-
down mode, event logging, bluetooth monitoring, rollover 
protection, and GPS-enabled monitoring. Optional extras 
on the advanced models also include temperature shut-
down, vibration shutdown, and flow shutdown.

Valves touted as crane protection
In the PTO mode, for example, the shutdown is usually 

set at 1,300 to 1,500 RPMs, Goldsack noted. Being able 
to shut down at a lower speed is important “because the 
chances of it being on a site and having hydrocarbons in 
the air are a helluva lot higher than driving down the high-
way and having hydrocarbons in the air,” she said.

The rollover protection feature meanwhile shuts off the 
engine in case of a hard stop or rollover. “If the guy gets 
knocked unconscious, at least his engine isn’t running at 
the same time,” Goldsack pointed out.

The key fob feature also enhances safety. For example, 
should a tanker break a line while refueling, the fob can 
shut down the unit remotely to reduce the size of the spill, 

she said. The fob can also be used as security feature to 
lock down a unit to prevent theft.

Goldsack noted that the importance of personal pro-
tection equipment, or PPE, has become prevalent. It’s 
time, she said, to think about protecting the equipment 
itself. Companies don’t balk at spending $2,000 on PPE 
for a worker. Why, she wondered, should they hesitate to 
spend $3,000 on a system to protect an expensive piece of 
machinery?

The system also provides environmental and liability 
protection. For example, the event logging feature can 
prove that “your units were shut down, that you weren’t the 
cause of this fire,” she said.

Regulations vary across Canada
The Canada Oil and Gas Installation Regulations 

require that every diesel engine operating in a hazard-
ous area must be equipped with a shut-off valve “between 
the engine air inlet filter and the induction system flame 
arrester and that is capable of being closed automatically by 

the engine overspeeding device and manually.”
In January 2015, the Canadian National Energy Board 

reported on routine safety inspections of oil and gas indus-
try facilities that “revealed diesel powered vehicles/equip-
ment were being utilized in areas where flammable/explo-
sive vapours may be present without adequate controls in 
place to prevent the vapours from entering the engine and 
causing a fire or explosion.”

While procedures might have been in place to direct 
the use of positive air shutoff devices for diesel engines, 
“the procedures were inadequate to effectively manage the 
risk and/or were not adequately understood by the respon-
sible individuals,” the safety advisory said. “In some cases it 
was observed that equipment checklists did not specify the 
testing of the functionality of positive air shutoff devices.”

Such non-compliances “have the potential to signifi-
cantly impact worker safety and infrastructure integrity,” 
the advisory noted.

“There’s different mandates depending on which 
industry you’re in, but as a general rule of thumb it’s every 
installation shall have an emergency shut down system that 
has a capability of shutting down and isolating all poten-
tial sources of ignition from flammable liquids and gases,” 
Goldsack said.

U.S. regulations called “willy nilly”
The Canadian Standards Association recently devel-

oped a standard, effective Jan. 1, 2016, that requires auto-
matic engine intake shutoff devices on highway tanks and 
portable tanks containing dangerous flammable liquids.

“It was actually written so that only our system is fully 
mandated to meet the requirements of the governing body,” 
Goldsack said.

Similarly, a directive of the Alberta Energy Regulator 
requires that any diesel engine within 75 feet of an oil or 
gas well be equipped with “an adequate air intake shut-off 
valve equipped with a remote control readily accessible 
from the driller’s position.” However, the directive also 

Screen shot from Diesel Tech Industries Ltd. video illustrates use of 
the key fob on the positive airflow shutdown valve system.

Diesel Tech Industries Ltd. positive airflow shutdown valve 
installed on a Paccar engine.

continued on page 24

37 Raglin Place, Cambridge, ON N1R 7J2 • t. 519 620 8787 • f. 519 620 3757 email: sales@pridebodes.com

Your Truck dealer 
may say:

“YOU NEED A 
BIGGER TRUCK”

We say:

“YOU NEED 
A BETTER
ENGINEERED
BODY AND
CRANE 
PACKAGE”

Visit our Website at
www.pridebodies.com

for more product information

All Aluminum Construction
10,000 to 25,000 ft. lb. crane tower

16,000 to 40,000 ft. lb. crane tower

25,000 to 70,000 ft. lb. crane tower
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allows for a remote-control system for injecting an inert gas into 
the engine’s cylinders or a duct that can draw air at least 75 feet 
from the well.

In the U.S. regulations requiring the valve have been willy nilly, 
Rivet said. However, that is changing as publicity about catastrophic 
failures spreads and as Canadian companies bring their use of these 
devices to the U.S. oil patch. In 2011, an advisory committee of 
California’s Occupational Health and Standards Board examined 
proposed standards for requiring such valves on diesel engines used 
in oil and gas operations. Minutes of that meeting noted that B.C., 
Alberta, Manitoba, Prince Edward Island, and the Yukon all had 
such standards.

Union favors devices but industry wary of cost
Those minutes also pointed out that representatives of Amot 

and the United Steelworkers union argued that, among other 
things, the devices should be required within 100 feet of an operat-
ing well head. However, industry representatives argued that would 
be unnecessary as well as costly, especially since the devices would 
have to be installed on trucks that only occasionally come within 
100 feet of an oil well.

In the end, California maintained a requirement for the devices 
on engines within 50 feet of an operating wellhead. However, it 
also required that the devices be actuated automatically. That was 
because of several cases where workers had been killed or injured 
while running toward a runaway diesel in order to activate the shut-
off device.

Goldsack said that as recently as five or 10 years ago, positive air 
shutdown systems weren’t that common. “They were mainly for the 
fracking units or stuff that was constantly on the site,” she said.

However, more recently a DTI customer had a scenario where 
it was prohibited from using its cab heaters on a site “because they 
were a source of ignition,” she noted. “So we actually had to design 
a custom valve for them to actually put on the cab so that 
they could run that in those environments.”

continued from page 23

New wireless load shackle
ideal for limited headroom

new wireless load shackle from Straightpoint is avail-
able in stock, ready to go, in capacities from 3.25 to 120 
tonnes, and up to 1,550 tonnes on order.

For sizes up to 120 tonnes, the shackles are made from 
Crosby’s 2130 carbon and 2140 alloy bolt type anchors, said a 
news release from Straightpoint, which has two offices in the 
U.K. and one in the U.S. Larger capacities utilize the GN H10 
alloy bolt type anchor shackle or equivalent.

Distributor RUD Lifting Japan Co. Ltd. unveiled the new 
product at the Live Entertainment & Event Expo on the out-
skirts of Toyko last year.

Straightpoint director David Ayling said in the news release 
that the product is suited to many industries — including oil 
and gas, construction, and marine — but the company expects 
“widespread uptake in the entertainment industry.”

The new shackle is perfect for applications with limited 
headroom, the release said. 

“Each unit is proof tested and equipped with a hard 
anodised, aerospace-grade aluminium electronics enclosure and 
contains a new internal chassis providing IP67/NEMA6 envi-
ronmental protection even with the battery cover plate missing,” 
the release said.

Utilizing AA alkaline batteries, the load shackles have 
advanced circuitry to protect them from damage should the batteries be installed incorrectly. The circuitry 
also extends battery life.

“The wireless data logging software allows for simultaneous control, display and real time data logging 
of up to 100 Straightpoint telemetry load cells,” the news release added. “It is also available in a 
cabled version, particularly suited to subsea environments.”
For more information, visit www.straightpoint.com.

New Straightpoint wireless load shackle was 
unveiled at a trade show in Japan.

A

For Cummins 6.7 / 5.9 Common Rail Diesel EnginesFor Cummins 6.7 / 5.9 Common Rail Diesel Engines

ENGINE BRAKES  by  PACBRAKEENGINE BRAKES  by  PACBRAKE

HEAVY
HAULER

800.663.0096     www.pacbrake.com/loadleash

Provides a maximum of 310 Retarding Horsepower
Increases service brake life by up to 5 times 

On the purchase of a LoadLeash kit from March 1 - May 31, 2016
GET  YOUR  EXCLUSIVE  REBATE  AT:  www.pacbrake.com/LL400

http://www.straightpoint.com
http://www.pacbrake.com/LL400
http://www.pacbrake.com/loadleash
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New pendant pushbutton stations
promise more flexibility, less fatigue

BN pendant 
pushbutton sta-
tions for crane 

and hoist applications are 
now available from Mag-
netek Inc.

The SBN features 
an ergonomic and light-
weight design that results 
in less operator effort and 
fatigue in comparison 
with traditional pendants, 
says a news release from 
Magnetek, which is head-
quartered in Menomonee 
Falls, Wisc.

Most SBN pendants weigh less than two pounds and fit comfortably in the 
palm of an operator’s hand. SBN is a “direct functional replacement” for the 
SBP pendant pushbutton station but with greater flexibility, the company says.

“SBN is the ultimate solution in flexibility. It allows customers to choose 
from a wide range of pendant sizes and configurations to meet almost any 
application,” the news release quoted Marco Pardo, Magnetek’s product man-
ager for brakes and power delivery. 

 
SBP pendant pushbutton stations were obsolete as of September, although the 
SBP2 models are still available, according to the company website.

The SBN is available in two- to 12-button configurations, the website says. 
Among the pendant’s design features are mechanical interlocks for greater 
safety on the single, two-speed, and three-speed button pairs.

Six- to 12-button models come with a shrouded knock-out hole for install-
ing a pilot light or horn.
For more information, visit www.magnetekmh.com.

Magnetek’s new SBN pendant pushbutton stations are 
available in two- to 12-button configurations.

Sunscreens “perfect”  
for work trucks
UVS100 custom sunscreens from Covercraft Indus-
tries Inc. are made with triple laminate construc-
tion, says a news release from the manufacturer.

The U.S.-patented sunscreens have an outer 
reflective surface, insulated foam core, and a soft 
felt surface on the back “for easy use and care,” the 
release.

Manufactured in the U.S., the sunscreens come 
in five colors and more than 1,200 trademarked 
Crafted2Fit patterns. “Perfect” for work trucks, they offer sun protection, reduce interior heat, 
and enhance privacy, the company says.

“Our UVS100 custom sunscreens are made by hand, one at a time, to ensure a perfect fit,” 
Covercraft president Marty Lichtmann said in the news release. “From cutting the pattern to 
laminating the panels, we give attention to every detail, and each one carries a 90-day warranty.” 

Founded in 1965, Covercraft is a family-owned business based in Pauls Valley, Okla.
For more information, visit www.covercraft.com

Covercraft’s U.S.-manufactured UVS100 cus-
tom sunscreens come in more than 1,200 pat-
terns.

Two new coil hard-hat lanyards are now available from Ergodyne’s 
Squids Tool Lanyard Line.

The trademarked Squids 3157 lanyard with buckle and Squids 
3158 lanyard with clamp “easily secure a hard hat to a worker” to 
prevent the hat from falling at heights, says a news release from 
Erogdyne, which is based in St. Paul, Min.

The coil design reduces the lanyard length, “preventing snag 
and tangle hazards,” the news release said.

For more information, visit www.ergodyne.com.

Lanyards prevent hart hat falls

The Squid 3158 
lanyard uses a 
clamp to a keep 
a hard hat from 
falling.

S

http://www.magnetekmh.com
http://www.covercraft.com
http://www.ergodyne.com
http://www.maintainer.com
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MARCH 2016

March 31-April 2, 2016
Mid-America Trucking Show
Kentucky Exposition Center, Louisville, Ky.
“The show attracts 70,000 attendees and 
1,000+ exhibitors from throughout the 
United States and abroad.”
http://ww.truckingshow.com

APRIL 2016

April 11-17, 2016
Bauma
New Munich Trade Fair Center,  
Munich, Germany
“Giant machines on 575,000 m² of 
exhibition space with more than 3,400 
exhibitors and around 530,000 visitors.”
http://www.bauma.de/en/

April 13, 2016
Canadian Fleet Maintenance Summit
International Centre,  Toronto, Ont.
“Introducing a premier educational and 
networking event dedicated exclusively to 
truck fleet maintenance professionals.”
http://www.trucksummit.ca

April 14-16, 2016
Truck World
International Centre, Toronto, Ont.
“At Truck World your reps will meet 
directly with hundreds of senior level 
professionals.”
http://www.truckworld.ca

April 18-20, 2016
Design-Build in Transportation
Charlotte Convention Center, Charlotte, N.C.
“A high percentage of owner attendees 
from all segments of the transportation 
industry.”
http://www.masterpromotions.ca/

April 19-22, 2016
National Association of Fleet 
Administrators
2016 Institute & Expo
Austin Convention Center, Austin, Texas
“I&E provides a convenient and valuable 
opportunity for both new and veteran fleet 
managers to get the tools they need to be 
successful and increase their networking 
power.”
http://www.nafainstitute.org

April 22-23, 2016
Expo Grands Travaux
Olympic Stadium, Montreal, Que.
“Big equipment exhibited by hundreds 
of key players in the heavy equipment 
Industry.”
http://www.masterpromotions.ca/

April 26-30, 2016
Specialized Carriers & Rigging 
Association Annual Conference
Hilton Orlando Bonnet Creek, Orlando, Fla.
“Members are involved in specialized 
transportation, machinery moving 
and erecting, industrial maintenance, 
millwrighting, crane and rigging operations, 
manufacturing and rental.”
http://www.scranet.org/meetings

MAY 2016

May 2-3, 2016
Alternative Clean Transportation Expo
Long Beach Convention Center, 
Long Beach, Calif.
“Join more than 200 exhibitors at the 
largest clean fleet event.”
http://www.actexpo.com

May 3-5, 2016
Web Sling & Tie Down Association
Annual Meeting
Omni La Mansion Del Rio, San Antonio, Texas
“These meetings provide information and 
discussion on the issues important to the 
web sling and tie down industry.”
http://www.wstda.com/meetings/

May 13-14, 2016
Truxpo 2016
Tradex, Abbotsford, B.C.
“The show will include anything 
and everything to do with trucking, 
transportation and logistics”
http://www.masterpromotions.ca

May 23-26, 2016
AWEA Wind Power
Conference & Exhibition
Ernest N. Morial Convention Center,
New Orleans, La.
“It’s where you generate business and where 
together, we generate actionable ideas.”
http://www.windpowerexpo.org/

May 31-June 3, 2016
CeMat 2016
Deutsche Messe, Hannover, Germany
“Including hydraulic lifts and hoists, 
hydraulic platforms, cranes, continuous 
conveyers and specialized solutions from 
universities and research institutes.”
http://www.cemat.de/home

JUNE 2016

June 9-12 2016
South Carolina Trucking Association
Annual Conference
Marriott Grande Dunes Resort,
Myrtle Beach, S.C.
“Over 300 members, family, and guests 
participate in the meeting that starts off 
with an outdoor reception and dinner.”
http://www.sctrucking.org/

June 9-12, 2016
Mississippi Trucking Association
Annual Conference
Sandestin Beach Hilton, Destin, Fla.
http://www.mstrucking.org/

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

U.S. wind energy takes centre stage at the AWEA 
conference in New Orleans May 23-26.

4x2

NEW 

PRODUCT! 

LEFT SIDE PTO FOR  

RAM CHASSIS CABS

137 Westbrook Drive 
Honey Brook, PA 19344

(610) 273-2071
info@directdriveplus.com

RamDrive PTO systems maximize the PTO 
 power from your RAM Chassis-Cab.

APPLICATIONS: 2013+ RAM 3500-5500 

MAXIMUM HP: 50+ HP Continuous

TORQUE: Unlimited

OUTPUT SPEED: 126% of engine RPM

OUTPUT: 1.25" keyed shaft

KIT INCLUDES:  Installation manual, wiring  
                                 harness hardware and gaskets

http://ww.truckingshow.com
http://www.bauma.de/en/
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http://www.windpowerexpo.org/
http://www.cemat.de/home
http://www.sctrucking.org/
http://www.mstrucking.org/
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WWW.PALFINGER.COM

LIFETIME EXCELLENCE

PAL PRO MECHANICS TRUCKS
SUPERIOR FEATURES
LONG TERM BENEFITS

+

+

+

+

CONTACT: 
Brian Heffron 
National Sales Manager 
T +1 614 378 5440 
b.heffron@palfinger.com

+

 WINCH

Planetary winch for 
speed and durability. The 
integrated Two Block 
Damage Prevention Sys-
tem eliminates the need 
for boom tip apparatus & 
cord reel.

 HORSE HEAD
 
No bail and limit switch 
to interfere in operation. 
Low profile design & an 
optional boom tip hook. 

+

 PROPORTIONAL 
CONTROL 
Fully proportional control 
is standard through the 
control valve, allow-
ing multiple function 
operation at varying 
speeds for superior load 
control.

+

 HEXAGONAL
BOOM 
Maintenance-free, 
high tensile strength 
& self-centering single 
weld boom sections 
powered by internal 
extension cylinders.

+

Made in the USA, PAL Pro Mechanics Trucks are true crane bodies designed for mobile heavy 
equipment service providers. They offer less weight and stronger capacities with an integrated 
frame and hybrid torsion box, while the all A-60 galvanneal construction and E-coat protection 
ensure strong components on the job.

mailto:b.heffron@palfinger.com



