to have the opportunity for
higher income.:.

Driver performance
contributes to all success-
ful truck operations; there-
fore the contract operator
concept. began as a win/
win. The driver reapéd
the rewards of their risk
and effort while the com-
pany - eliminated a capital
requirement and retained
motivated drivers at a con-
tracted price, The concept
took hold and mostly high
performing business mind-
ed drivers bought trucks
and switched to L/O con-
tracts. The niche grew to
an estimated 8-12% of all
drivers.

Don’t be fooled about
this, trucking companies
knew exactly how much
it cost to operate a highly
depreciating asset. Con-
tracts were created using
a cost+ structure and Op-
erators had to outperform
the average driver in order
to gain an increased return
.on their investment. It was
an honourable and achiev-
able challenge for most.
L/0 positions began as an
exclusive club-of mechani-
cal and business minded
professionals with almost
the entire contract relation-
ship based on the honour
system. In fact, prior to the
1990’s an estimated 40% +

way to zero based contracts

(those listing only revenue

and fuel) or some combina-
tion of both. Back and forth
they went trying to find the
perfect marketing presenta-

tion. I followed one compa-

ny who materially changed
their contract three times
in twelve months. It was
bizarre! 4

Contract comparisons
were charted out on nap-
kins all across Canada. The
problem was most napkins
recorded the same assump-
tions about revenue, fuel
and maintenance produc-
ing similar financial mar-
gins in many (but not all).
The unknown factors were
usually shrugged off (lay-
overs, routes/lanes, and
uniqueness of freight, cus-
tomer base, power/spec re-
quirements, hidden risks/
liability and other miscel-
laneous  demographics).
What seemed like a lot
of options usually boiled
down to very few. It was
during this time that the
myth that “all contracts are
about the same” was gen-
erally adopted.

Company salesmen (re-

cruiters) “sold” contracts-

on a supply/demand basis
rather than being searched
out and scientifically evalu-
ated by Operators. Compa-
nies only had to pay what

dant professional business
agreement and moved more
towards co-dependency, af-
fectionately referred to as a
never-never plan.

The average business
sense of Operators dropped;
it had to, it was more of a
recruiting tool than a true
business venture. Opera-
tors became: less mechani-
cal, less service oriented,
less professionally minded
and with less skin in the
game, had minimal long
term commitment to suc-
cess. Those professional
operators still out there can
drive a very lonely and iso-
lated road.

Combine these nasty
stats with decades of abu-
sive and insulting regu-
lations (complements of
OTA, CTA etc) and it seems
the industry is determined
to develop brain-dead
drivers. If the regulations
keep getting shoveled in
we'll soon be facing “anti-
drooling legislation”. But |
digress.

Fuel prices were flat
lined for decades before
1998. They were. “Out of
sight, out of-mind”. Virtu-
ally no contract featured a
fuel surcharge or fuel cap
before 1998. Even then;
once fuel started to climb
it took years for some com-
panies to properly address



