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                           2017 KTA Annual Convention

Join us for fun, fitness and friends at the 2017 KTA 
Annual Convention Please make plans now for the 
Kentucky Trucking Association’s 2017 Annual Man-
agement & Leadership Conference at the Belterra Ca-
sino & Resort, September 20-22. Belterra has beautiful 
rooms, world-class golf, a top notch casino, and spa 
treatments for everyone. Our room block is only $125 
so make your reservations now.

Here is what our schedule looks like:

Wednesday, September 20

11:00 am:  Our conference starts with golf at Belterra’s 
Tom Fazio championship course. Check-in and lunch 
will be at the golf course. Tee times start at noon and 
every ten minutes afterwards.

If we can register 70 golfers for our tournament 
we qualify for a shotgun start at noon.

So take advantage of the early bird pricing for golf 
($110), bring your spouse, a friend, or a customer to
play and help us secure a noon start time for everyone.

After the golf tournament, continue to enjoy the ame-
nities at Belterra. Explore the shops, the dining options 
and, of course, the river boat casino. Our registration 
desk is open from noon until 5 pm in the ballroom 
area so look for fellow KTA colleagues nearby and 
stop by to visit after you check in.

For our Sponsors: 
KTA is taking full advantage of the space available 
to us at Belterra. We have vendor booth space in-
side, near the ballroom and, for those larger pieces 
of equipment, outside parking as well. Attendees will 

have an opportunity to visit your displays several times 
throughout the conference.

6:30-7:30 pm:  Our opening reception is in the lob-
by bar across from the Belterra front desk. Join us for 
a drink and a preview of our conference agenda and 
get ready for dinner. Dinner is on your own Wednesday 
night but there are some great dining choices at Belterra. 
Choices range from light fare at Nosh to the ultimate 
smorgasbord at the Belterra Buffett; from exciting (and 
loud) at the Stadium Sports Bar & Grill to fine dining 
at 19 Steak & Seafood. Reservations at ‘19’ are highly 
recommended so call ahead, 812-427- 7777, or book 
through their website at www.BelterraCasino.com if 
you are expecting a crowd or entertaining a customer 
and want to ensure your dinner seating.

9:00 pm:  After dinner, join us for conversation and a 
night cap in the KTA Hospitality Suite sponsored our 
All Event Sponsors.

Thursday, September 21

8:00-11:30 am:  Join us for breakfast in the ballroom 
and help us welcome our special guests and speakers. 
We start our educational seminars and have several top-
ics that will help you with business decisions through-
out the year. You can expect to hear the latest from 
the American Trucking Associations with our special 
guest, Dave Manning, president of TCW in Nashville. 
Mr. Manning is also the First Vice-Chair and Incoming 
Chairman of ATA and he will bring us the latest from 
the national industry perspective.

Then, to help you burn off those extra calories you picked 
up Wednesday night, we welcome the “Fitness Guru of 
the Trucking Industry,” Siphiwe Baleka. Mr. Baleka has 
developed a reputation for helping people lose weight 
and transform their life. His mission: take the unhealth-
iest occupation in America (long haul truck driving) and 
make it one of the healthiest occupations.

11:30-1:00 pm:  Association Membership Meeting & 
Lunch. Join your fellow KTA members and the Board 
of Directors for an update on your Association. We will 

  Thoughts, Notes & Quotes
Guy E. Young, President & CEO



KyTrucking.net                                                   Kentucky Trucker       7

bring you up-to- date on our progress, our new office 
building and elect a few new members to the board.

On Thursday afternoon…relax. Take in another round 
of golf, visit the spa or relax by the pool. For those with 
the gambling bug, check out our Casino Lesson and 
bring your spouse or a guest. For $25 ($15 for a single), 
two can learn from casino experts how to play black-
jack, roulette, slots and more. And each participant will 
receive a $10 Belterra Club Card for play in the Casino 
on Thursday night.

6:00-9:00 pm:  Join us in the ballroom Thursday night 
for our Chairman’s Reception and Awards Dinner. We 
have our annual safety award winners to recognize: 
Driver of the Year, Safety Professional of the Year, and 
the Kentucky Fleet Safety Award winners. After din-
ner, sit back and enjoy the humor and insight of North 
America’s most award winning speaker, Steve Gilliland. 
Steve will share with us many of his lessons in life and 
tips on how to “Enjoy the Ride.”

9:00 pm:  Afterwards, join us in the All Event Spon-
sor’s hospitality suite then put your new-found knowl-
edge of casino gambling to the test. Hit the Belterra 
Casino and have fun with your friends and business 
colleagues.

Friday, September 22

8:00 am – Noon:  After breakfast on Friday, we con-
tinue helping you navigate the trucking business world 

  Continued...

with more speakers and topics. We will learn about 
trending issues on the legal front including truck ac-
cident litigation, verdict trends, rising insurance rates, 
broker liability traps, and regulatory changes from Rob 
Moseley of Smith Moore Leatherwood. Environmental 
concerns? Join the discussion with Cameron Wolfe of 
Sierra Piedmont and as we look at contamination 
assessments, source removal, and remediation rules and 
regulations. And to help us wrap up, join us for Ken-
tucky Transportation Cabinet Secretary Greg Thomas 
as he brings us up-to- date on the state’s current highway 
plan, infrastructure, and initiatives designed to make 
Kentucky the premier logistics hub of the Midwest.

The KTA Annual Management & Leadership Confer-
ence brings friends together, builds relationships and 
develops pride in the industry and our Association.   
Members, long-time and new, have a chance to meet 
and learn from one another. Come and be a part of the 
Kentucky Trucking Association, your association, and 
help KTA establish a new presence in the state and at 
the State Capitol.

Do not wait to make your hotel reservations and 
please register for the conference now. Take advantage 
of the early pricing and help us begin to get a feeling 
for attendance.  And if you want to be a sponsor, please 
contact us directly at 502-227- 0848.

We appreciate your support and look forward to seeing 
you at Belterra in September.
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The Future of Tolling in America

  WHERE THE RUBBER

Meets the Road  

By Andrew Johnson, Chief Marketing Officer, 
HELP Inc.

It’s hard to listen to the news these days without 
hearing about the current state of the U.S. infra-
structure. Nearly everyone agrees that the high-
ways, roads and bridges are in dire need of imme-
diate attention.

According to the American Society of Civil Engi-
neers (ASCE)’s 2017 Infrastructure Report Card, 
“America’s roads are crowded, frequently in poor 

condition, chronically underfunded, and be-
coming more dangerous. More than two out of 

every five miles of America’s urban interstates are 
congested and traffic delays cost the country $160 
billion in wasted time and fuel in 2014. One out 

of every five miles of highway pavement is in 
poor condition and our roads have a significant and 

increasing backlog of rehabilitation needs.”

In fact, U.S. roads rank #16 in terms of quality compared 
to roads in other nations. Conditions are so bad that the 
ASCE gave America’s infrastructure a grade of D+.

According to the U.S. Department of Transportation’s 
Beyond Traffic 2014: Trends and Choices, America’s 
population will grow by 70 million by 2045. Over this 
same period, the U.S. economy is forecast to grow by 
115% to $36.7 trillion, with freight volume growing by 
29 billion tons – an increase of 45%.

While this growth is good news for the transportation 
industry, the not so good news is that by 2040 approx-
imately 30,000 miles of the busiest highways in the 
country will be congested on a daily basis. What does 
this mean for our current highways, roads and bridges, 
and how do we keep pace with this growth?

Recently, President Donald Trump maintained his 
pledge for $1 trillion in new infrastructure, although 
details of this plan have not yet been formulated. 
Trump indicated that private-sector investment will 
help minimize public costs, very likely resulting in a 
mix of funding types, both private and public, to pay 
for much-needed repairs and upgrades.

Commerce secretary Wilbur Ross and head of the 
National Trade Council, Peter Navarro, have recom-
mended $137 billion in tax credits for infrastructure 
private investment. While no specific plan is proposed, 

investors will demand that any private investment will 
require a return potentially greater than the recom-
mended tax break. One potential solution is through 
road and bridge tolling.

“Not only can tolling be used to generate revenues to 
fund the construction of new highway capacity and 

to maintain existing capacity,” says Beyond Traffic, “it 
can also be used to manage congestion on a [road].”

There are more than 100 operational toll facilities in the 
U.S. and, while each state separately evaluates potential 
toll programs, most toll authorities are independent, 
non-elected bodies that have the right to set their own 
rules and systems for collecting tolls and rates.

An International Bridge, Tunnel and Turnpike Associ-
ation (IBTTA) report points to several factors that are 
driving the growth of tolling:
• Regional population growth and road congestion
• The inability of federal and state funding to keep up  
   with infrastructure development
• Counties and cities are finding their own ways to solve
   the infrastructure problem
• Operational demands are increasing on existing 
   highways

Currently federal law prohibits tolling on existing in-
terstate highways built with federal monies. Exceptions 
to the law were made in the Intermodal Surface Trans-
portation Efficiency Act (ISTEA) and other federal sur-
face transportation regulations. “Tolling can be used 
on new facilities, roads and on bridges and tunnels that 
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are reconstructed or replaced,” Beyond Traffic explains. 
The report further states that, since 1992, tolls as a por-
tion of state and local highway revenues have increased 
from six percent to nine percent.”

Opponents of tolling argue that it is more costly to 
collect tolls than it is to collect revenue from gas tax. 

“However, with the advent of electronic toll collection 
and mobile payment technologies, tolling has become 
more cost-effective and convenient,” the report adds.

Regardless of what happens to improve infrastructure 
at the federal level, state and local governments are in-
creasingly taking steps to improve roads and bridges 
through tolling.

During its 2014 Global Summit, IBTTA indicated that 
many states are fertile ground for tolling initiatives on 
roads, bridges or express lanes. Using 2014 as a base, 
IBTTA sees growth in traditional toll roads, express 
lanes and even interstate conversions from 5,000 miles 
in 2014 to 25,000 miles by 2030.

While tolls could help fund projects and compensate 
investors, the real, long-term effects on our transpor-
tation system and the movement of goods is unknown. 
Transportation operations should prepare and contin-
ue to consider costs of routes as the tolling trend con-
tinues. Part of this strategy may also include tolling ser-
vice providers that can help streamline payment and 
reduce toll fees through volume discounts.

Tolling service providers can often negotiate lower 
costs with toll authorities and provide one, consolidat-
ed invoice to carriers. This will become increasingly 
important as the number of toll roads increase.

As Matt Cole, president of Cubic Transportation Sys-
tems and Corporate Senior Vice President at Cubic 
Corp., wrote in his blog Five Trends in Road Pricing 
to Come, 
“The tolling industry has enjoyed growth - steady in 
some regions and significant in others - and tolling 

forms an important part of many country’s transpor-
tation infrastructure. A more user-pays orientation to 
road usage, both tomorrow and further into 2030, is 

going to look four to five times bigger than it is today.”  

About the Author:  Andrew Johnson is chief marketing of-
ficer at HELP Inc. HELP Inc. is a non-profit organization 
providing PrePass® weigh station bypass and PrePass Plus 
toll payment services. Over a half million commercial ve-
hicles use PrePass to bypass inspection facilities at high-
way speeds. Learn more at www.prepass.com.

  Continued...

WOOD RIVER, IL (HQ)  800.851.4452

America’s #1 tank parts & equipment supplier

Celebrating 60 Years

http://http://www.wertswelding.com/
http://www.helpinc.us/
http://prepass.com/
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  ARE YOU

Fiscally Fit?
What is Your Trucking Company Worth? 
By Andrew J. Manchir, ASA, CMA, CEPA 

Valuation is always a topic of great interest to trans-
portation company owners. Many companies today 
are successful because they made the difficult deci-
sions necessary to operate through the Great Reces-
sion. While demand has increased in recent years, 
challenges persist due to regulation, driver shortage 
and excess industry capacity. How has a company’s 
value been impacted by the up-and-down move-
ments of the economy? More importantly to business 
owners: what’s the most effective way to build a high-
er company value? 

Buyers and sellers of trucking companies must 
consider a long list of factors when determining 
value. Some of these factors take into account the 
financial condition of the company – think of these 
as the “quantitative” factors. But several important 
“qualitative” factors, such as driver quality, customer 
relationships and management experience, also affect 
value and cannot easily be measured. These qualita-
tive factors often separate the most valuable compa-
nies from the pack. 

Three general methods of valuation are most com-
monly used to translate these quantitative and quali-
tative factors into a company’s overall value: 

1. Income Method: Buyers need to estimate the 
future cash flow that can be generated by a trucking 
company. Understanding the company’s historical 
cash flow performance provides the basis for devel-
oping a meaningful forecast. Is it possible to have a 
perfect ‘crystal ball’ when forecasting? Of course not. 
But analyzing the potential cash flow capacity of the 
company can help buyers (and sellers) understand 
the opportunities and risks ahead. 

2. Market Method: The value of publicly traded 
transportation companies is determined every day in 
the stock market. Real-time market information also 
has an impact on the value of smaller, privately held 
trucking companies. However, these stock market 
valuations are not perfect guides for the value of 
privately held companies due to the larger size and 
diversified operations of public companies. 

There are many transportation companies that are 
privately held and not publicly traded. Transaction 
data on the sale prices for privately held trucking 

companies can provide a guidepost for “valuation 
multiples.” These multiples may be calculated based 
on a number of factors such as revenues, earnings, 
cash flow or book value. Transactions occur at a broad 
range of valuation multiples, however, so proceed with 
caution when using a valuation multiple as anything 
more than an approximate indication of value. As 
an example, data from Pratt’s Stats, a leading private 
company transaction database, is highlighted in the 
accompanying chart. 

Earnings Before Interest, Taxes, Depreciation and 
Amortization (EBITDA) is a common measure of a 
company’s profits. What was the range of EBITDA 
valuation multiples observed by Pratt’s Stats over the 
past five years? The lowest valuation multiple was 1.0 
times EBITDA, and the highest valuation multiple 
was 27.7 times EBITDA. As the saying goes: results 
may vary! 

3. Asset Method: Do not forget the most fundamental 
way of looking at the company’s value: the net value of 
assets minus liabilities. When looking at value in this 
manner, be sure to consider the market value of trans-
portation equipment, and the costs associated with 
selling equipment. This net total is called “Adjusted 
Book Value.” Owners desire to sell their companies for 
a value at least as much as this Adjusted Book Value, 
making this amount a potential “floor” value, or the 
lower-end of your valuation range. The value pre-
mium paid for a company above the Adjusted Book 
Value is commonly referred to as “Intangible Value,” 
or “Goodwill.” 

continued on next page
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Value Drivers: How Does an Owner Grow Company Value? 

Positive Cash Flow: Profits are good, but cash flow pays the bills. Efficient operations will convert net income 
(as shown on the profit & loss statement) to cash flow. Converting receivables to cash, and efficiently managing 
the level of capital equipment, are keys to positive cash flow. 

Develop Tangible and Intangible Assets: While it is easy to focus on tangible assets such as cash, working 
capital and equipment, the development of intangible assets cannot be overlooked. Any acquirer of the compa-
ny will care about issues such as driver quality, long-standing customer relationships and the ‘know-how’ that 
comes from an experienced management team. 

Manage Debt: The valuation ‘multiples’ discussed in this article relate to the “debt-free” value of a business. 
Trucking companies often must use financing to purchase equipment, and in today’s low-interest rate environ-
ment, the cost of capital for this debt financing can be attractive. But beware of using too much debt to finance 
the company. A balance between debt and equity must be maintained for a healthy balance sheet. 

Andy Manchir is a director in Katz, Sapper & Miller’s Business Valuation and ESOP Services Groups. Andy can 
be reached at 317.428.1134 or amanchir@ksmcpa.com.

  Continued...

http://www.bluegrasstrucks.com
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Louisville, KY
9820 Bluegrass Pkwy.
Louisville, KY  40299
502-491-4263
M-F  7:30 a - Midnight

Evansville, IN
7901 Hwy 41
Evansville, IN 47725
812-867-4400 
 M-F   7 a – 11:45 p

Hazard, KY
1868 South KY Hwy 15
Hazard, KY  41702
606-436-5718
M-F  8 a – 5 p

Nashville, TN
706 Spence Lane
Nashville, TN  37217
615-366-4341
M-F  7 a – Midnight 

Whether your engine needs warranty work, an overhaul, routine 
maintenance or an emergency repair, you can depend on your 
local Cummins Sales and Service branch! 

Cummins offers four locations to serve Kentucky truckers,  
and each features: 

•  Factory trained and certified technicians 

•  Fully stocked Cummins Genuine & ReCon parts 
departments 

•  Experienced Warranty staff that knows the 
Cummins claims process better than anyone 

•  Field-service technicians available to do on-site 
repairs 

• In-shop Dyno Diagnostics and DPF Cleanings 

•  24-hour emergency service (additional fees  
may apply) 

•  QuickServe bays to get you a preliminary diagnosis 
the same day 

proud supporter of the Kentucky Trucking Association

Depend on  
your local Cummins 
engine experts

salesandservice.cummins.com

If your engine needs service, call Cummins today. We’ll get you in, out and back on 
the road. Reducing your downtime is our No. 1 goal. 

http://salesandservice.cummins.com
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The Political Pulse
Legislative News from Frankfort and Washington, D.C.

New transportation laws being rolled out by Jim Hannah  LRC Public Information

Coming to Kentucky roads this year: surplus military 
Humvees, three-wheeled vehicles dubbed autocycles 
and maybe even golf carts modified to deliver online 
purchases.

Legislation addressing these three types of vehicles were 
among the transportation related bills passed during 
this year’s regular session of the Kentucky General As-
sembly, said Rick Taylor, the deputy commissioner 
of the Department of Vehicle Regulation. He testified 
on the progress of implementing these and other trans-
portation-related bills into law during the June 6 meet-
ing of the Interim Joint Committee on Transportation.

One of the first updates state legislators received was on 
House Bill 410. Known as the REAL ID Bill, HB 410 
was written to bring Kentucky into compliance with 
the federal REAL ID Act by Jan. 1, 2019, and will by far 
affect more Kentuckians than the other transportation 
bills discussed at the meeting.

Taylor said he expects to hear by July 10 whether the 
Department of Homeland Security will extend a waiver 
allowing Kentucky to remain in noncompliance with 
the federal act until the new state driver’s licenses are 
available. 

“Everything has been positive,” he said in reference to 
the extension request. “I don’t have any reason at this 
time to feel uncomfortable about that.”

Taylor said Kentucky will begin soliciting bids on Sept. 
1 from companies able to produce driver’s licenses that 
meet the federal security re-
quirements. The goal is to have a 
company selected by Jan. 1, 2018. 
He added that will allow time for 
the new licenses to be rolled out 
across the state’s 120 counties.

“We will ask you to keep 
us up-to-date as this progresses 
because we have all lived through 
this controversy and the issues,” 
committee Co-chair Sen. Ernie 
Harris, R-Prospect, said in ref-
erence to a vigorous debate that 
took place about the best way to 
bring Kentucky into compliance.

The other transportation-related 
bills legislators received updates 
on include:

• House Bill 192 makes it easier for 16- and 17-year-olds in 
foster care to apply for driver’s permits and driver’s licenses. 
State officials have already drafted a nine-page application 
to ensure a child’s eligibility and a letter for foster parents 
to give local driver licensing clerks. Transportation officials 
said it will take a little longer to solicit bids for car insur-
ance to cover children in the state foster-care system but 
who are not living with foster parents.

• House Bill 404 creates a commercial low-speed license 
plate for golf carts and other utility vehicles used for 
deliveries. It ensures that the vehicles have commercial 
insurance on file with the state. Transportation officials 
hope to have the license plates available by the middle of 
September so delivery companies can have the golf carts 
ready to deploy during this year’s holiday shopping season.

• Senate Bill 73 lays out guidelines on how autocycles, a 
type of three-wheeled vehicle growing in popularity, are to 
be licensed, taxed and insured. Transportation officials 
said the guidelines should be finalized by July.

• Senate Bill 176 allows for Humvees and other demili-
tarized vehicles to be licensed for use on public roads by 
the general public. (There is already an exception carved 
out for law enforcement.) The state began getting requests 
from civilians for such licenses after the Pentagon started 
auctioning the camo-covered, husky, troop-transporting 
High Mobility Multipurpose Wheeled Vehicles (HMMWV) 
to civilians in 2014. Transportation officials said they are 
on track to begin issuing the license plates for the vehicles 
on July 1. 

http://drive.ky.gov/Pages/default.aspx
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1191 E Blue Lick Road  •  Shepherdsville, KY 40165
Office: 502.957.4100  •  Fax: 502.957.4171
www.hilltrans.com

HTSI
Hill Transportation Services, Inc

HTSI, 
an ISO 9001:2008 

certified operation, 
provides flatbed 

services for its 
customers by using 

professionally trained 
and experienced 

drivers with newer 
equipment and 

electronic technology. 
We stand by our 
commitment to 

design and structure 
customer needs for 

perfection from 
origin to destination 

with unlimited 
communication.
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Here’s What’s Happening
2017 TDC Kentucky Winners
Grand Champion:  Dale Brenaman - UPS Parcel
Team Champions:  XPO Logistics
Rookie Of The Year:  Jacob Poat - Walmart Transportation

Skills Course Champion: Richard Crowder - FedEx Freight
Written Test Champions:  Jesse Benkert – FedEx Ground
Pre-Trip Inspection Champion:  Jesse Benkert – FedEx Ground

Straight Truck      
3rd  Michael Lagrow             
        Walmart Transportation
2nd  Jesse Benkert 
        FedEx Ground 
1st   Dale Brenaman 
         UPS Parcel   

Flatbed
3rd    Warren Cusick 
          Walmart Transportation
2nd   Doug Slagle 
        Walmart Transportation
1st    Richard Crowder 
        FedEx Freight

Three-Axle Van
3rd    Kenneth Blevins
           FedEx Freight
2nd   Charles Pate  
        FedEx Ground
1st    James May  
        FedEx Freight

Twin-Trailers
3rd    Jude Hurst            
          YRCFreight
2nd   Stephen Bradley   
        UPS Freight
1st    David Proctor   
        FedEx Freight

Four-Axle Van
3rd    John Higgs 
           FedEx Freight
2nd   Jason Herko   
        UPS Parcel
1st    Scott Wells  
        Walmart Transportation

Sleeper
3rd    Jimmy Hauenstein  
          FedEx Ground
2nd   Torry McCarthy  
        Walmart Transportation
1st    Joseph Shull  
        UPS Parcel

Five-Axle Van
3rd    John Wiley  
           Walmart Transportation
2nd   Jacob Poat   
        Walmart Transportation
1st    John Willinger  
        FedEx Freight

Tank
3rd    Brad Mertz
           FedEx Freight
2nd   Brent Quire   
        XPO Logistics
1st    Gerald Wrinkle  
        Walmart Transportation

Step Van
3rd    Dustin Powell   
           UPS Parcel
2nd   David McCoun   
        UPS Parcel
1st    James Reynolds 
        FedEx Express
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KTA Annual Golf Classic
The Kentucky Trucking Association boasts the best 
state association golf outing in the nation…..at least 
in our humble opinion. 2017’s Kentucky Trucking 
Association Annual Golf Classic was no exception.

On June 22nd we assembled again at the meticously 
manicured and beautiful Wildwood Country Club, 
Louisville, KY. With the help from KTA staff and 
member volunteers; David Guess, Usher Transport; 
Bonnie Helgesen and Kim Meeks, CrestMark; Rae 
Hill, Hill Transportation Services Inc; Brandon 
Staggs, Mutual of America; Leona Smith, Kentucky 
Truck Sales we were able to once again offer our 
members and future members the opportunity to 
make new acquaintances and enjoy each other’s 
company.

Wildwood staff and volunteers once again rolled 
out the VIP treatment to our guests.

The annual golf outing continues to be one of the 
largest fund raisers and recruiting tools of the year 
for our association. This year we were able to make 
valuable connections with three new member
companies. With a $10K Hole in One Contest we 
were excited to give everyone a shot at big money, 
and we had contests on eight of the eighteen holes 
on the course. New this year on Hole # 1 was the 
Golf Ball Cannon, which was a huge hit. If you had 
the right trajectory, you could launch the ball up to 
300 yards! Funds donated at this hole were applied 
to our new home at 512 Capital Avenue. We had 
winners in both the low Net and low Gross scoring 
for 1st , 2nd & 3rd places. Along with long drive, 
long putt and closest to the pin awards. Our 50/50 
cash raffle had a payout of $300.

And generous donations through mulligan sales 
generated funds for the Kentucky Truck PAC.

Winners:
Net Scoring
1st – Brent Lewis, Alfred Lynch, John Webb, 
       LeeBob McCormack
2nd – Brian Farmer, Larry Glasscock, 
         Bill Hite, Mark Boone
3rd – Billy Hill, Harris Martin, Jacob Hill, 
        Ryan Morris
Gross Scoring
1st – Chris McDonogh, Bill Usher, Jr., 
        Ken Baker, Wade Bryant
2nd – Kenny Liggett, Steve Cooper, Nick Grome
3rd  – Brett Conyers, Doug Pope, Mark Bruning, 
         Steve Hall
Contest Hole Awards
Long Drive Women – Lindsey Trent
Long Drive Men – Cory Forsythe
Longest Putt – Jacob Hill & Chris McDonogh
Closest to Pin – Ryan Morris, Cory Forsythe, 
                           Eddie Edwards

Thank you for everyone that came out to our event 
and made it such a huge success. We look forward to 
seeing everyone again at our 2017 Annual Leader-
ship & Management Conference, September 20-22, 
at Belterra Casino & Resort; where we will kick off 
the event with a golf outing at the beautifully chal-
lenging Tom Fazio designed course. Call the office 
or visit our website to register.
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Article by: Len Dunman, Safety Director, Mercer 
Transportation Company

• Educate and obtain buy-in from ownership and 
   senior management
The successful transition from paper logs to electronic 
logging devices is impossible without the total and 
unwavering backing of ownership and senior manage-
ment. The process is expensive, it demands a signifi-
cant number of in-house process changes and is often 
unpopular with drivers and even some operations 
personnel and managers. The opposition must clearly 
understand that the implementation is going for-
ward…..with or without them. The ownership must 
be fully educated on the benefits of moving forward 
with the change from both a compliance and accident 
litigation standpoint. For most carriers, avoiding the 
risk of potential paper log problems in accident litiga-
tion is far more important than the FMCSA Hours of 
Service compliance issues. In many cases, the carrier’s 
insurance broker, underwriter and loss control repre-
sentative are of great help in the ownership education-
al process.

• Do research on various ELD products and vendors
There are many ELD products on the market. It is less 
time consuming to establish a small committee to 
review each of the products and compare notes. The 
committee may need to meet on a daily basis during 
this process. Information can be obtained from online 
sources, vendor representatives at trade shows and 
association meetings as well as from network coun-
terparts at other motor carriers. Some vendors hold 
informational seminars which should be attended 
by one or more members of the committee. It is also 
more than likely that some of the carrier’s drivers have 
used a certain product previously at another motor 
carrier and can provide helpful information. Ask lots 
of questions. Then ask some more.

• Develop budget
The cost for various ELD solutions varies widely. Con-
sideration should be made of growth plans and histor-
ical turnover. Some vendors sell only the ELD applica-
tion while others basket a variety of services with the 
ELD for a higher price. Others offer flexible cafeteria 
plans for additional services. If the carrier has interest 
in changing other processes during the ELD transition 
(i.e. fuel tax reporting, customer freight tracking, etc.) 
these must be considered at this time and budgeted 

Safety Corner
16 Point Carrier Checklist For ELD Deployment

accordingly. No matter what is selected, it will be ex-
pensive. The carrier must make the decision, as a mat-
ter of policy, what it will absorb of the cost and what, if 
any, of the cost will be passed on to the drivers. Union 
contracts as well as independent contractor agree-
ments must be reviewed and appended and/or revised 
as necessary. Legal counsel should always be consulted 
before moving forward with contractual changes.

• Establish short list and have vendors make 
   presentations
After reviewing the various products and weighing the 
cost of each solution, the committee should reach a 
consensus on at least two, possibly three, ELD alter-
natives. Representatives of the finalists should each 
make a presentation to the motor carrier at the motor 
carrier’s home office. The committee should pay close 
attention not only to the information presented but 
also take note of who is making the presentation. Are 
they knowledgeable? Have they implemented ELD’s 
successfully with other motor carriers? Are references 
provided? Did the vendor send a representative with 
the authority to negotiate a contract with the carrier? 
Is the representative someone the carrier is comfort-
able working with? Has the vendor sent a team with 
the representative to answer any technical questions 
which may arise? Is the vendor representative in a 
hurry to catch a plane, or are they interested in spend-
ing as much time as necessary in order to alleviate all 
concerns? Is the price comparable to other ELD alter-
natives? Are there contractual purchase volumes? How 
are upgrades handled? What type of vendor support is 
provided? Is it 24/7? How is installation handled? Does 
the vendor have a sufficient supply of devices and relat-
ed hardware to service the account in a timely matter? 
Can the vendor be trusted? Is the vendor worthy of a 
long term relationship? In some cases, the committee 
may find that comfortable vendor chemistry is equally, 
perhaps even more, important than the final price.

• Select vendor(s)
At this point the vendor decision must be made. Con-
tracts must be signed and product must be shipped 
to point(s) of installation. All vendor support systems 
must be in place so the project can move forward. Any 
logistical or vendor support problems must be identi-
fied and resolved prior to implementation. Although 
multiple vendors may ultimately be used, it is highly 
recommended to utilize only a single vendor for the 
initial fleet ELD implementation.
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• Establish timetable for implementation
The ultimate date for fleet implementation is the 
FMCSA mandate of December, 2017. It is prudent 
for training, litigation defense and logistical reasons 
to set a fleet deadline well in advance of the mandate 
calendar. The learning curve at all levels of the car-
rier organization is challenging and culture-chang-
ing. Initially, a schedule of one hundred trucks per 
month might seem reasonable. Practically, only 50-60 
units will probably be able to completed (and drivers 
trained) within each thirty day period during the first 
5-6 months of the process. A project manager must be 
dedicated to keeping the project on schedule with ad-
equate empowerment to handle any contingency. No 
push back from drivers or carrier personnel can be 
tolerated during the implementation process. Ideally, 
the project manager will be from the carrier’s safety 
department and will be the line supervisor of the log 
audit personnel.

• Educate and obtain buy-in from all managers and 
   supervisors
All managers and supervisors must be educated about 
the ELD and the implementation timetable. Mana-
gerial support from all areas of the organization is 
critical and must be demanded by the ownership and 
senior management. Drivers opposed to the change 
will attempt to go from manager to manager in hopes 
of finding a sympathetic ear for remaining on paper 
logs. It must be made clear to all managers that the 
Hours of Service regulations have not changed. If the 
driver had no problems with paper logs, there will be 
no problem with an ELD. If the driver was not log-
ging legally on paper, he or she will absolutely have a 
problem with the ELD and it will be apparent in very 
short order. No sympathy or “understanding” can be 
extended to deliberately non-compliant drivers. If a 
driver threatens to leave over having to install an ELD, 
every manager must be equally willing to show him 
or her to the door. Managers unwilling to buy into the 
implementation should also be subject to dismissal.

• Educate Recruiting, Safety and Operations 
   personnel
Many carriers find it wise to implement an ELD 
changeover with new recruits first. Driver recruiters 
are key players in this process. The entire recruiting 
staff must be thoroughly trained in the ELD program 
and be well-versed on specific cost and installation 
details. It should be expected that there will be an 
initial loss of potential new drivers due to the ELD 
implementation. The recruiting manager and his 
staff should not be penalized for a temporary reduc-
tion of qualified applicants. Most applicants are now 
facing the ELD requirement at nearly any medium 
to large motor carrier to which they apply. The entire 
recruiting message must be uniform. Buy-in from 
the recruiting manager is essential at this point in the 
process. 

Likewise, the company safety director is responsible 
for the ELD training and buy-in by all members of the 
safety department, not only the log auditors. All mem-
bers must be fully versed in the transition process and 
the message must be uniform. As with any portion of a 
company’s safety policy, no negative comments from a 
member of the safety department to a driver can ever 
be tolerated. Suggestions on improvement of the ELD 
transition process are always welcome and should be 
encouraged.

Much time should be spent with the carrier’s operating 
department. The truck operations manager, all assis-
tants and line supervisors should be thoroughly edu-
cated. Without buy-in from truck operations manage-
ment, the ELD implementation will not succeed. Many 
orientation sessions are necessary for dispatchers to 
understand the process. The sessions consist of large 
groups for the presentation of general information as 
well as small groups, perhaps eight to ten employees, 
to drill down to specific questions and areas of con-
cern. Drivers will immediately blame the ELD for loss 
of income, drop in on-time delivery performance and 
for speeding violations. Dispatchers must be prepared 
for such driver comment and must uniformly stay on 
point in their response that better planning is required 
on the part of the driver. They must also be reminded 
that, by regulation, they cannot coerce or otherwise 
push a driver to violate hours of service rules or posted 
speed limits. The ELD transition does not change 
those requirements.

• Educate field office personnel
Carrier field operations and sales personnel are im-
portant stakeholders in the ELD transition process. 
They are the primary educational link to the carrier’s 
customers and they also must be educated to share a 
positive and uniform message regarding the change. 
They must effectively communicate the need for cus-
tomer support and coordination. The ELD-equipped 
unit cannot be delayed at either loading or unloading. 
Schedules, especially delivery appointments, may need 
to be re-evaluated. In many cases, shippers can aid the 
process by establishing delivery “windows” instead of 
rigid times. They can also help by allowing a driver 
to park at their facilities and obtain a ten hour break 
prior to loading. Many shippers are understanding and 
helpful, if they are asked, and properly educated. 

• Train all log auditors, modify job descriptions
While the need to retrain the log audit staff is obvi-
ous, the extent of the retraining process often is not. 
In many instances, the best log auditor historically 
possesses a somewhat introverted personality and is 
content working alone scanning in log sheets for eight 
hours a day. In the ELD environment, a log auditor has 
more one-on-one involvement with drivers, especially 
during the first few months of the transition. Drivers 
will have hundreds of questions and will need imme-
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diate answers. This contact will be via email, phone 
and in person. There are both hardware and software 
problems which will need immediate attention. Some 
drivers just need reassurance from their log auditor. 
These circumstances require an auditor with a more 
extroverted personality. Most log auditors success-
fully make this transition however some do not and 
will need to be laterally reassigned to other positions 
within the company. It is important to note that in 
most cases, log audit jobs are not eliminated by ELDs; 
they merely change. Log auditors should be reassured 
at the beginning of the process that their jobs are not 
being eliminated but their job descriptions will be 
different.

In addition, ELDs will require 24/7 assistance from 
log personnel and also from the ELD vendor. There 
must be an on-call component, with appropriate 
compensation, included in the job description of at 
least a portion of the log audit staff. It is important to 
note that the entire log audit process changes: Drivers 
no longer are allowed to submit logs every fourteen 
days. Since drivers must certify their logs daily, and 
that is not done until they are submitted, auditors are 
looking at a previous day log from a driver instead of 
reviewing events that are a week old. The advantages 
to that for a carrier are obvious.

• Announce implementation schedule to drivers
When all internal processes are in place, contracts 
are signed and staff is trained, it is time to announce 
the ELD transition to the drivers. Drivers should not 
have this type of culture change sprung upon them at 
the last minute. Ideally, at least a ninety day notice is 
appropriate. Thought should be given to designating 
certain personnel to field the innumerable questions 
that will be immediately forthcoming. That may be a 
full time job for one or two persons for the first thirty 
days after the announcement. Answers concerning 
the implementation schedule, the type of ELD to be 
utilized and the cost should be clear. It is important to 
be as transparent with the drivers as possible during 
this time. 

• Hold daily informational training classes for 
   drivers
Simultaneously with the announcement, daily one 
hour training classes should be offered by the log 
audit staff. It is helpful for vendor personnel to also 
participate. These should be at the same time each 
day, one in the morning and one in the afternoon so 

Safety Cornercontinued

16 Point Carrier Checklist For ELD Deployment

that drivers can attend either on a voluntary basis. In 
this way, drivers can get hands-on experience on the 
ELD hardware and get questions readily answered. The 
value of these sessions cannot be understated.

• Educate customers
Along with carrier office personnel and drivers, it is 
vital to educate customers. This can be undertaken 
by field operations and sales staff as mentioned pre-
viously. However, members of the safety department, 
especially the safety director, can be expected to be 
called upon to meet with large customers at various 
locations throughout the country. This may be in small 
private sessions or as an invited presenter at a custom-
er’s national meeting. The safety director should expect 
to be working closely with the sales staff for at least a 
year, probably two. Depending upon the size of the 
motor carrier, the safety director can expect to travel 
to a customer location at least once a month, some-
times more. It is important to realize that ELD’s are not 
only culture-changing for drivers and motor carriers, 
but they are culture-changing for customers, as well. 
A customer who understands how they work is more 
likely to be understanding of their carrier’s schedul-
ing requirements. A partnership must be forged and 
continually reinforced. It is helpful to schedule annual 
safety briefing sessions with key customers at their 
locations.

As the FMCSA deadline looms closer, carriers are see-
ing a trend by larger shippers which requires carriers 
to list what percentage of their units are equipped with 
ELDs. If the number is under 100%, a carrier will have 
to outline its plan for full deployment by the mandate 
deadline. Shippers are concerned that any fleet that is 
not 100% ELD deployed, or at least well on the way 
with a definite timetable, will potentially have service 
problems in December, 2017 and beyond.

• Implement with new recruits
With all planning, training and hardware in place, it is 
time to implement the ELD transition. Many carriers 
have found success starting slowly, with controlled 
numbers. A good way to do this is by starting with 
new recruits as they go through their new driver ori-
entation. The recruiters will have already sold this to 
the recruits. It may be that the carrier incurs most, or 
all, of the ELD costs on the new drivers as part of the 
recruiting budget. This alternative allows the carrier 
to test its inventory control, installation procedure, 
operation and log audit process in a controlled fashion. 
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Some carriers believe they will lose recruits by forc-
ing them to deploy ELDs. In practice, most have not 
experienced that: The majority of recruits now have 
some sort of prior ELD experience from other motor 
carriers. Many no longer know how to complete paper 
logs. 

• Implement with existing drivers
Once the carrier is confident with the new driver ELD 
deployment, it is time to equip the rest of the fleet 
with ELDs. Lag time of between three to six months 
may be required to obtain appropriate experience. A 
firm date should be announced well in advance and 
that line should be drawn deeply in the sand. It should 
be clear to all drivers from the ownership, senior man-
agement and all other managers that refusal to comply 
will result in termination. It is reasonable to assume 
that a carrier could lose between four to somewhere 
less than ten percent of its drivers due to such refusals. 
Recruiting efforts should be planned accordingly.

Some carriers have found it prudent to offer a volun-
tary installation window for existing drivers. 
This should run between the implementation 
of deployment on the new recruit equipment 
up until the mandatory installation date for 
current drivers. Volunteers may be offered 
financial incentives on the ELD and its in-
stallation cost, credit on their company safety 
score, or both. It is important to note that with 
these volunteers, as with new recruits, and as 
with the subsequent mandatory installations, 
a time frame for training must be established. 
Two weeks seems to be reasonable. Drivers in 
training should not be allowed to submit paper 
logs after that time. There will be voluntary 
drivers who will try to deploy the ELD for the 
incentives and attempt to “fly under the radar” 
while continuing to log on paper. The carrier 
must have an appropriate audit mechanism in 
place to identify such abuses.

• Continually tweak program based upon 
   experience
Once everything is in place and operational, 
the “project” portion ends and the day to day 
“fun” really begins. As with any segment of a 
motor carrier’s operation, the ELD piece must 
be constantly evaluated. There will be driver 
issues, connectivity issues, hardware problems, 
program updates and continual log auditor 
training. Some carriers find that offering two 
ELD options works better than one. If so, the 
process in large part must be repeated. Safety 
and operational policies may need revision to 
reflect driver behavior with the ELD. Log audi-
tor workloads and on-call requirements can be 
adjusted as experience warrants. Carrier and 
vendor relationships are especially important 

moving forward as unforeseen problems, or opportu-
nities, will present themselves. The carrier will operate 
differently in the ELD environment and the ramifica-
tions of such a significant culture change will resonate 
through all segments of the operation. As these things 
happen, lessons will be learned and the carrier will 
be better, and safer, for it. Becoming an ELD motor 
carrier is not an end objective but rather part of the 
journey. When it is viewed in that light, the transition 
appears far less daunting.

About the author:  Len Dunman has been with Mercer 
Transportation Company for 34 years. He serves on several 
boards, including the Peterson Dumesnil Historical House 
Foundation (former president), the Kentucky Clean Fuels 
Coalition (former vice president) and the Shippingport 
Business Association (current president). I am a third 
generation safety director and a third generation Profes-
sional Member of the American Society of Safety Engineers 
(ASSE). 2016 Kentucky Trucking Association Safety Direc-
tor of the Year.

http://www.jjkeller.com/
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5 – 10  Years
Tri-State International Trucks Inc. 6/21/2007
Tony’s Wrecker Service,  Inc.4/10/2008
ThinkTrade Inc. (www.Tax2290.com) 6/25/2009
Haynes Trucking LLC 5/17/2012

11 – 19  Years
Heritage Insurance Service Inc. 6/9/1998
Tommy Fallis Trucking 6/26/1998
Liquid Transport Corp 4/23/2001
JRS Trucking, Inc. 6/1/2001
Fleetco, Inc. 4/1/2002
TMW Systems 5/31/2002
Rees Hardy Inc DBA RHI Transportation 4/9/2003
Bill & George Gill Trucking, Inc. 6/12/2003
River Metals Recycling LLC 4/8/2004
Downey Trucking, Inc. 4/4/2005
TransForce, Inc  5/9/2005
Ballard, Inc. 4/11/2006

20 – 25 Years
Verst Group Logistics 4/1/1992
Brown & Brown Insurance of Kentucky 6/1/1994
Link-Belt Construction Equipment 6/1/1994
Grammer Industries Inc. 4/24/1995
N. H. Stone Inc. 5/24/1995
Bridgestone Commercial Solutions Group 6/30/1995
Premier Transportation Network 5/23/1996 
S & S Tire 6/11/1996
Kentuckiana’s Premier Truck Center 6/14/1996
T & J Transport Inc. 5/21/1997 

26  Years
Virgil Mullins Trucking Inc 4/1/1991.
Towing & Recovery Association of Kentucky 4/1/1991

27 Years
Phil Brown Insurance Agency, Inc. 5/1/1990
Delta Natural Gas Co. Inc. 6/1/1990
Thompson Transportation Services, Inc.6/1/1990
Kentucky Freightliner Trucks Inc. 6/1/1990

28  Years
Harper Oil Products Inc. 5/1/1989
Exhibit Management Associates Inc. 5/1/1989

29  Years
Jobbers Exhaust Warehouse Inc. 5/1/1988
Holloway Trucking, LLC 5/1/1988
Kentucky Specialized Haulers Inc. 6/1/1988
Smith Brothers Trucking Inc.6/1/1988

30 Years
Medley’s Auto & Truck Alignment Service Inc. 4/1/1987
Truck Renting & Leasing Association 5/1/1987

34 Years
Ryder System Inc. 4/1/1983

35  Years
Ashby Trucking Company Inc 4/3/1982

36  Years
Ryan Trucking Company Inc 6/1/1981
Bluegrass International Trucks, Buses & Idealease 
6/1/1981

37  Years
Super Service, LLC 4/25/1980

45  Years
Tyme-It Transportation Inc. 6/1/1972

Thank You to These Members for Their 
Continued Support of the KTA and the 

Kentucky Trucking Industry

Below are KTA members celebrating a “membership milestone” the second quarter of 2017. 
Listed are the company names and their join date. Please reach out and congratulate these 
members for their dedication to the transportation industry.

Membership Matters
Membership Milestones
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http://www.truckingcompanyonlinetraining.com
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Membership Matters
Mercer Transportation Celebrates 40th Anniversary

(Louisville, Kentucky) ---In honor of Mercer Trans-
portation‘s 40th anniversary, the Company is host-
ing an unprecedented, one-of-a-kind, month long 
celebration. Festivities geared toward employees and 
Owner Operators as well as the general public will 
take place throughout July at the Company’s home 
office in Louisville, KY. 

Along with planning a variety of special events, the 
Company has also been making investments into 
new technology, such as mobile apps that have helped 
to advance Logistics capabilities and new equipment 
that has enabled the Company to achieve a 100% 
electronic logging compliance rating. As industry 
needs evolve, Mercer Transportation will continue 
to integrate new technologies that augment Owner 
Operator success and reinforce core principles of the 
Mercer Business Model. 

“As we move forward into the future, we will focus on 
those areas that have contributed to the Company’s 
long term success.” Brian Helton, Mercer Transpor-
tation Marketing and Media Relations Manager, said. 
“That includes a continued emphasis on safety and 
fast payments for Owner Operators and Brokers.”

Mercer Transportation originated from a once 
dormant authority out of Ft. Worth, Texas. It was 
acquired in 1974 and paid for in full three years later. 
In 1977, founding partners Jim Stone and Bill How-
ard relocated to Louisville, Kentucky and changed 

the Company’s name. When Mercer Transportation 
opened its Brokerage Department, the Company 
earned more than a million dollars its first year. By 
1988-1989, Mercer Transportation was earning more 
than $100 million dollars in annual revenue. 

Since it was established, the Company has hauled a 
variety of freight for a diverse client pool. Some of 
that includes pipeline, lumber, and large machinery. 
Throughout its 40 years, Mercer has operated from 
a simple philosophy. “We don’t necessarily want to 
be everything to everybody,” General Manager Dale 
Corum, said. “We just want to be the best we can be to 
as many as we can.” 

As part of its business model, Mercer strives to 
provide exceptional customer service. To do so, it 
has added new departments to help with expansion 
and Owner Operator needs. One example of that is 
the newly designated Contractor Relations Division, 
which offers Owner Operators an unbiased, third-
party advocate, to help resolve any challenges. There 
is also a Mentor Program and a network of more than 
90 Agent field offices available to Owner Operators 
across the United States.

“There is a lot that sets Mercer Transportation apart. 
It has a unique culture and the people that work here 
have a strong work ethic,” Helton said. “We honor the 
military in most everything we do and we frequently 
hire those with military backgrounds. A lot of our 
employees also volunteer their time within the com-
munity. Those who go the extra mile are rewarded.”

Appreciation is expressed in a number of ways. There 
is an annual “Mercertown Cookout” that gets bigger 
every year. With 2017 being Mercer’s 40th anniver-
sary, the cookout was upgraded to the “Mercertown 

http://www.drivemercer.com
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Jamboree,” which was held on March 22, 2017 as part 
of Mercer Transportation’s 40th year pre-anniver-
sary activities. “It showcased trucks. It also featured 
dancing and music from a variety of bands. There 
was face painting for the kids and different types of 
food trucks,” 
Helton said. 
“The event 
wrapped 
up with a 
spectacular 
fireworks 
display.” At-
tendance was 
not exclusive 
to just Mercer 
Transportation employees and Owner Operators. 
Residents of the Portland neighborhood, police offi-
cers, first responders and others joined in as well.

The Mercertown Jamboree truck show was coordi-
nated through the “ShowUsYourTruck.Com” website.  
Prizes were offered to 1st, 2nd, and 3rd place winners 
and awards were presented by Marcia Campbell and 
Marty Theurer of The WSM All Nighter Radio Show 
from a custom built stage that featured a professional 
sound and light system. Owner Operators even had a 
chance to “text to win” special items.  “It was a great 
evening,” Jason Schaftlein, Director of Recruiting 
and Retention, said. “We probably had half the city 
wondering what was going on down on the west side 
of Louisville.”

During the last 40 years, Mercer Transportation has 
earned a number of distinctions. Along with being 
one of the top five carriers for government traffic, it 
is one of the top carriers in the nation. The company 

places significant importance on client relationships and 
its military partnerships. With a fleet of more than 2,300 
permanently leased trucks, no company-owned equip-
ment, and 40 years’ experience under their belt, Mercer 
truly is…THE Owner Operator Company. For more 
information, contact Mercer at 1-888-876-2709 or visit 
them online at www.mercertown.com.  
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http://www.tlgtrucks.com
http://www.mtginsurance.com


Great news. The new I-65  Abraham 
Lincoln Bridge and the East End Bridge are 
now open, linking Louisville and Southern 
Indiana and doubling cross-river traffic 
capacity.     

What’s more? Upgrades to the Kennedy 
Bridge (I-65) and the intersection of I-65, 
I-71 and I-64 are finished.  

Best of all? You can access all of these 
routes with RiverLink all-electronic tolling.

No tollbooths. No coin machines.  
No lines to slow you down. No stopping.     

Now, Faster routes between 
Louisville and Southern Indiana

Be ready! Open your prepaid RiverLink 
transponder account today by calling 
855-RIV-LINK (855-748-5465).  

Already have an E-ZPass® compatible 
transponder? You’re set to go! 

For more information: 
Visit www.RIVERLINK.com or call  
855-RIV-LINK (855-748-5465).

http://www.RIVERLINK.com
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ADVERTISE 
YOUR 

BUSINESS 
Contact Melissa - mzink@kytrucking.net

http://www.uhltrucksales.com
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What:  NATMI Safety & Compliance Basic Training

When: October 18 – 19, 2017

Where: Wildwood Country Club, Louisville, KY 
Information: Introduction course to compliance & safety, to 
build on with the Certified Director of Safety. Call the office for 
details and pricing. 

What: KTA Risk & Safety Management Council  
             Louisville Chapter

When: 3rd Tuesday each Month (no meetings in  
              May, June, July, August or December)

Where:  Wildwood Country Club, 
                 5000 Bardstown Road, Louisville, KY

Information: Kentucky Trucking Association hosts meeting 
each month with an array of speakers that is   designed to 
help the motor carriers of Kentucky with their daily operation. 
Everyone is welcome to attend, members and non-members. 
Plan on attending these informative sessions and meet the 
Kentucky Trucking Association Staff.

What: KTA Risk & Safety Management Council Chapters

When: Beginning in January 2017

Where: Multiple locations throughout the state

Information: We have implemented Risk & Safety Manage-
ment Council Chapters across the state in the following areas; 
Paducah, Hopkinsville/Bowling Green, London/Somerset, 
Lexington/Prestonsburg and Florence. These meetings will 
follow along with our mission of promoting education, safety 
and compliance, There will be seminars to benefit all aspects 
of your company; management, HR, maintenance and 
support staff. Advance registration is requested, call the office 
or register online.at www.kytrucking.net.  Visit our website 
for a full listing of dates and locations. 
 
What: 2017 Regional Safety Training & Regulation Updates

When: August 15, 16,17 and 22, 23, 24

Where: SMC Chapters Louisville, Paducah, Bowling Green, 
                Ft. Wright, London and Lexington 

Information: This course is designed to provide Transportation 
Safety Directors, Operations and Human Resource individuals 
with a jam packed day of valuable information.  Call or email 
the office for more information.

What: KTA Annual Leadership & Management Conference

When:  September 20-22, 2017

Where: Belterra Casino & Resort, Florence, IN 

Information:  The convention will be held at the Belterra Casi-
no Resort & Spa, Florence, Indiana, and is sure to be an exciting 
new venue for KTA members, spouses and guests.  Register 
today to reserve your space at the 2017 Conference. Call or 
email the office for more information.

Calendar of Events

PH 502 426-4100
FAX 502 425-4050

Truck repair • Air Bag recovery • LAndoLL TransporT
secure sTorage • Crane service • Long DisTance Towing

FLeet MainTenance • equipMenT sALes

P.O. Box 7513
Louisville, KY 40257-0513

Please visit our website 
for a full listing of dates and locations.

www.KyTrucking.net

We know trucking. 
Katz, Sapper & Miller has been a leader in 
tax and business consulting for the trucking 
industry since our founding in 1942. With 
75 years of experience, we’ve seen it all. 
Let our proven client success drive yours.

ksmcpa.com

Katz, Sapper & Miller has been a leader in 
tax and business consulting for the trucking 
industry since our founding in 1942. With 
75 years of experience, we’ve seen it all. 
Let our proven client success drive yours.

We know trucking. 

http://www.tonyswreckerservice.com
http://www.ksmcpa.com/
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Why Join the Kentucky Trucking Association?

KTA Member Benefits
The KTA network allows its members to realize larger discounts than what they 
normally receive by working directly with various members.

Voice in Frankfort
An intangible service results in a tangible benefit for our members and the 
commercial trucking industry as a whole. The KTA network, through our 
legislative efforts, has produced a savings of $3,200 PER TRUCK PER YEAR

National Fuel Program
The KTA has partnered with a 3rd party (Profit Tools for Trucks) to administer a 
fuel program for our members. They will do a fuel analysis for the KTA mem-
bers  to their current fuel program compares to your current program. The 3rd 
party will also handle the entire billing process for the motor carrier. Possible 
savings of up to 0.15 per gallon of fuel. The truck shop offers over 200 locations 
nationwide. Contact the KTA office for details on this program.

UPS Discounts
All KTA members can save up to 28% on UPS shipping services thanks to the 
exclusive agreement with the Kentucky Motor Transportation Association. 
That’s a significant savings, all with a carrier that guarantees delivery of 
more packages around the world than anyone, and delivers more packages 
overnight, on time in the U.S. than any other carrier. Simple shipping! Special 
savings! It’s that easy!

JJ Keller Discounts
KTA members can save up to 20% on all compliance supplies purchased 
through KTA and J.J. KELLER & ASSOCIATES.

Hire Right
This member-benefit program helps employers fulfill DOT/FMCSA Compli-
ance Requirements while protecting themselves from fraud, liability, and 
negligent-hiring exposure. With more than 25 years in the transportation 
industry, USIS/DAC Services offers services such as drug/alcohol testing, MVRs, 
employment histories, criminal records, and more. For Sales contact Angela 
McElyea at 1.800.331.9175 ext. 2507.

Best Pass
KTA members can receive discounts on New York State Thruway tolls, Pennsyl-
vania tolls, Maryland’s tolled bridges and now on the Ohio Turnpike. BEST PASS, 
owned and operated by the New York State Motor Truck Association, works 
with NORPASS, PrePass, and/or E-Z Pass systems. To start realizing your savings 
today, call 1.800.282.5463.

PrePass/DriveWyze
KTA members can save by using PrePass or DriveWyze for their scale house 
screening. By keeping your vehicles on the highway, you will save money in 
your operational costs.

Health Insurance Plan
Lower your health insurance premiums with KTA’s Healthcare Program. KTA 
has a network of agents that will give you a quote for the Anthem Blue Cross/
Blue Shield plan. Ask your agent about the Wholesale Trade Trust Insurance 
Program. This is an association-based insurance plan that has the potential to 
reduce your health insurance cost. With the new health care laws, KTA’s plan is 
going to provide our members a very good health care option.

KTA Allied Network
KTA members enjoy access to a network of vendors who support the com-
mercial trucking industry. These “allied” members work very closely with our 
members to provide quality products and services. Because all KTA members 
have equal access to the allied members and their services, they are able to 
discuss the benefits and drawbacks to each item~one more way to increase 
company effectiveness!

KTA New Members

KTA - Motor Carriers
AIC Roofing & Construction Inc
 412 Spring Street 
 Lexington, KY  40508 
 (859) 243-0015   
 angelalee@aicroofing.com
 Anegla Lee

Bray Trucking Inc.
 7000 Thelma Lee Drive, Suite 200 
 Alexandria, KY  41001 
 (859) 635-5680  Ext. 139 
 ccusick@braytrucks.com
 Chris Cusick

DURATRANSIT LLC
 3648 Gladman Way 
 Lexington, KY  40503-3713 
 (859) 619-1645   
 wsbrown3225@yahoo.com
 Sam Brown

Robinson Stave Company & East 
Bernstadt Cooperage
 1812 Hwy 3434 
 East Bernstadt, KY  40729 
 (606) 843-2740  
 heather@robinsonstave.com
 Heather Bullock

Scott Baird Plumbing & 
Heating Co Inc
 1911 Old Henderson Road 
 Owensboro, KY  42301 
 (270) 683-6427   
 scottbairdpandh@yahoo.com
 Scott Baird

Stephens Pipe & Steel LLC
 2225 HWY 619 
 Russell Springs, KY  42642 
 (270) 866-3331  
 cindywest@spsfence.com
 Cindy West

KTA - Allied Members
Corporate Medical Services Inc
  5490 Dayton Blvd
 Chattanooga, TN 37415
 (800) 501-0129
 dphillips@corporatemedicalservices.com
 Dick Phillips

Firstline Funding Group
 PO Box 328
 Madison, SD  57042
 (605) 270-0682
 lori.gustaf@bankeasy.com0
 Lori Gustaf

Michelin North America, Inc.
 512 Malcolm Avenue
 Louisville, KY  40223
 (937) 308-3432
 tylerj.stewart@michelin.com 
 Tyler Stewart

Mutual of America
 7300 Turfway Road Ste#560 
 Florence, KY  41042
 (850) 283-1200  
 brandon.staggs@mutualofamerica.com
 Brandon Staggs

Sierra Piedmont, Inc
 12045 HWY 92 
 Woodstock, GA  30188 
 (770) 792-6200  
 spate@sierrapiedmont.com
 Scott Pate 

Tony Walker Financial
 2451 Industrial Drive 
 Bowling Green , KY  42101   
 (270) 843-9380  
 trey@tonywalkerfinancial.com
 Tony Walker



Values Drive Performance

800.228.8602
 gwccnet.com

Shared Values Can Lead to Organizational Excellence 
We understand you are in business to make a profit. Our Value-Driven™ 
Company modules can help you reduce losses and increase profits by focusing on 
influencing employee behavior, changing culture, improving communication, and 
managing risk successfully.    

We believe it is everyone’s job to do what they can to prevent losses. We have 
developed a variety of training tools to help get all employees involved in safety. From 
seminars and webinars to Self-Service e-Tools and FAQs, we have solutions to fit your 
operations. 

We see “Critical Crashes” as a risk to your company. Our Value-Driven™ Driving 
program focuses on helping drivers do what they can to prevent these types of accidents: 
rear-end, loss of control, lane change, and run under. All of our driver training programs are 
FREE to our insureds and can be accessed 24/7 on Great West’s Online Learning Library. 

GREAT WEST CASUALTY COMPANY – No matter where the road takes you, you 
will discover that at Great West, The Difference is Service®.

http://www.gwccnet.com


32 Kentucky Trucker                                Kentucky Trucking Association

http://www.mjai.com

