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Mistake #2. Overlooking 
engine hours.

It’s one thing to look at the miles, but the 
engine hours could also make a big impact 
on how much life you can expect out of the 
truck you’re about to purchase.

Engine hours refer to the amount of time 
the engine runs, including when the truck is 
idle. And although the engine isn’t under a 
heavy load to propel the truck when idling, 
it’s still encountering wear and tear that’s 
not reflected in the engine miles. 

“One thing I do [when we take a truck in 
on trade] is look up the engine hours and 
calculate the percentage of how much those 
hours are idle time,” says Nathan Meyer, 
expediter sales at Stoops Freightliner-
Quality Trailer (truckcountry.com).
What percentage would be a good rule of 
thumb to look for?

“You want to see that number as low 
as possible, somewhere in the 10 to 
15-percent range would be really good.”

Mistake #3. Not 
considering Diesel 
Particulate Filter (DPF) 
maintenance.
When was the DPF last serviced? 

This is important to know because if it has 
been a while since the DFP was cleaned, 
you’ll need to factor that maintenance cost 
into your decision.

“I would recommend when you’re buying 
a used truck to get proof that the filter has 
been cleaned. And if it has not, go ahead 
and clean it,” advises Bobby Snyder, sales 
representative, Fyda Freightliner Columbus 
(www.fydafreightliner.com)  
What does that typically cost?

Snyder says that DPF maintenance 
ranges anywhere from $800 to $1,800.

“When we take a truck in on trade, we ask 
for proof that the DPF has been cleaned. If 

that has been done in the last 100,000 to 
150,000 miles, we tell the purchaser and 
provide them that paperwork,” says Snyder.

Says Meyer, “If the owner doesn’t have 
any records of the DPF being replaced or 
cleaned, you can take it into a shop like 
ours at the dealership, and we can hook 
up to the computer and tell how much life 
is left in the filter. [The report] will give you 
a percentage based on how full the filters 
are. It doesn’t necessarily translate into 
how long you’ll be able to run the truck but 
at least you know about where the truck 
falls in the lifecycle of the filter.”

Mistake #4. Neglecting 
downside planning.

When you’re purchasing a used truck, 
you’re taking a risk. And you won’t have 
much, if any, factory warranty left to cover 
catastrophic component failures. So, if the 
truck breaks down six months to a year 
from now, do you have enough cash to pay 
for the repairs—and keep your business 
afloat during that downtime?

“If the previous owner didn’t maintain 
the truck and it needs a few items fixed, 
you can rack up pretty healthy bills at any 
service department,” says Snyder.

Meyer agrees, “One big repair and that 
could wipe you out before you even get 
started in the business.”

How much cash should you put away?
“Build up a maintenance fund of about 

10-cents per mile, and as the truck gets 
older I’d increase that amount,” Snyder 
advises. “Having enough cash on hand to 
operate your business and not just acquire 
your equipment is something that you really 
need to consider before buying the truck.”

Mistake #5. Trying to 
reinvent the wheel.

Snyder says that he has seen some 
inexperienced expediters try to “reinvent 
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So, how can you improve 
your odds of making 
a smart purchase 

decision—and protect your financial future? 
Avoid these six mistakes when shopping 
for a used truck.

Mistake #1. Choosing an 
undersized engine. 

The engine size is crucial to determining 
whether the truck will last long enough to 
be suitable for your needs. That’s because 
a Class-7 medium-duty engine is rated 
for about 300,000 miles, while the bigger 
Class-8 heavy-duty engine (like the Detroit 
DD13) is built to last a million or more miles. 

The temptation is to choose a truck with 
the smaller engine because you can get it 
for a significantly lower price. But if you’re 
evaluating two straight trucks—one with 
the Class-7 and the other with the larger 
motor—and they both have 250,000 miles 
on them, you’re looking at a wide gap 
between those trucks in terms of the usable 
life remaining.

That’s because the medium-duty engine 
with 250,000 miles has only one or two 
years at most left on it, while the Class-8 
engine with the same mileage could last 
another five to six years in most expedited 
trucking applications.

That difference in engine size—and 
longevity—could make or break your 
business.

If you’re new to expedited 
trucking or a fleet owner 
looking to expand, a used 
expediter straight truck 
can save you money 
upfront. But it also brings 
big risks that could sink 
your business if you’re not 
careful.

FEATURE When 
Purchasing a 

Used Expediter 
Straight Truck

mistakes
to avoid6

By Sean M. Lyden, Staff Writer
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SIX MISTAKES C O N T I N U E D  F R O M  P A G E  7

the wheel” by modifying a truck instead of 
purchasing one that was built originally for 
the expedited trucking industry.

”They’ll say, ‘I think I’m going to buy a 
tractor and stretch it and put my own box 
on it.’ But then you’ve got to pay somebody 
cash to stretch the chassis and buy a 
box for it,” says Snyder. “I’ve seen some 
pretty shoddy equipment out there on 
the roads, especially if they try and save 
a couple dollars along the way instead of 
doing it once and doing it right. There’s 
enough used equipment out there right 
now that was designed specifically for the 
expediting industry. So I think that’s where 
you should focus your attention.”

Mistake #6. Not 
considering carrier 
requirements.

You purchased a truck only to discover 
that you’ll need to invest more money into 
it to meet your carrier’s specifications. And 
those modifications can get expensive.

“Make sure that you clearly understand 
what your carrier wants and then verify 
that the trucks fit those parameters 
or qualifications before you make the 
purchase,” says Meyer.

The Bottom Line
While a used truck can help you save 

money upfront, it also increases your risk of 
unexpected surprises that could cost you 
more than you expect down the road. So 
avoid these six mistakes to increase your 
likelihood of purchasing a good reliable 
used truck that will help you operate cost-
effectively and grow your business for 
years to come. EN
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When Spec’ing Your Next 
Custom Sleeper

INDUSTRY

TOP mistakes to avoid

By Sean M. Lyden, Staff Writer

Photographs courtesy of Bolt Custom Trucks

That's 
especially the case when spec'ing a custom 
sleeper for your truck where your goal is to 
balance comfort and cost. After all, your 
truck is your home away from home, so 
comfort is essential. But your truck is also a 
tool to generate revenue for your business. 
And the more you pay to accommodate 
amenities you might want, the less profit 
you get to keep.

So, how can you ensure your next custom 
sleeper strikes the right balance between 
comfort and cost and reduces your risk of 
regret? Avoid making these three mistakes.

Mistake #1: Not thinking 
through all aspects of 
your design upfront.

You’ve ordered the truck and then see 
someone else’s vehicle and think, “Oh wait! 
This is what I want in mine!”

But now your truck is so far along in the 
build process that to make changes would 
significantly increase the cost and might 
delay delivery.

How do you ensure you cover all your 
bases up front?

Seek advice from successful owner-

When you invest six figures 
in a new expediter truck, you 
don’t want any regrets.
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THREE SLEEPER MISTAKES C O N T I N U E D  F R O M  P A G E  1 4

operators by asking questions like:
What would you say were the “must-

haves” for your sleeper when you ordered 
your truck—and why?

What options did you wish you had 
ordered for your sleeper that you’ll definitely 
put in your next truck?

Is there anything we haven’t discussed 
that you think I should keep in mind as we 
spec our sleeper?

Mistake #2: Cutting 
corners upfront, paying 
more later. 

Bonnie Fielding, sales manager with Bolt 
Custom Trucks and Manufacturing (www.

boltcustom.com), shares an 
example of a common mistake 
she has seen. 

The customer wants a 120-inch 
sleeper with a bathroom but, to 
stick within a specific budget, 
they'll cut corners by going with 
a smaller generator. After all, the 
sleeper isn't equipped with all the 
amenities right now that would 
require a larger generator.

But then things change. "They'll 
come back six months or a year 
later and say, ‘You know what? 
I want to add the cooktop and 
maybe slap on a microwave or 
a convection microwave," says 
Fielding. "They already have the 
air conditioner, and now they're 
adding two other components 
that require more power. So they 
need a larger generator which 
was only a couple thousand 
dollars more up front. Now they 
have a generator they don't 
want and will need to pay about 
$13,000 on a new generator."

In other words, the $2,000 
to $3,000 upgrade cost for the larger 
generator on the front end would have 
saved them about 5 to 6 times after the 
fact. 

“Cutting corners for just a couple of 
thousand dollars isn’t going to change your 
payment much, so don't cut back on the 
important stuff you think you might need 
down the road,” says Fielding. 

To avoid making this mistake, ask 
yourself these questions as you evaluate 
your sleeper spec:

Is there at least a remote possibility that 
I would want to upgrade down the road?

What is the upgrade cost now vs. what it 
would cost me later?

Why would I want to make that upgrade?
Do these reasons present a compelling 22 C O N T I N U E D  O N  P A G E  2 4  *



2524 The E-zine for Expedite Truck Owner Operators! ExpediteNow.com24
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case to invest in the upgrade now vs. later?
This way, you’ve thought through your 

options when you can still make upgrades 
at their lowest possible cost.

Mistake #3: Spec’ing the 
Sleeper Without Resale 
in Mind

Brian Callan, president of Bolt, says 
that another common mistake is when 
a customer wants to build a truck to the 
specific preferences of one driver without 
thinking about how that would impact the 
truck’s marketability and resale value later. 

“If the customer is an owner-operator 
or fleet owner with a request that's very 
specific to one set of drivers, then when 
they now try to sell that truck or offer 
it to the next set of drivers, that specific 
request may not be as desirable for the 
new drivers,” says Callan. 

For example, when should you add a 
shower/toilet combination?

That depends on the sleeper size. 
“If you put in a 100-inch sleeper, a 

shower/toilet combo gives you very little 
wardrobe storage to hang clothes up. So, 
the next set of drivers that you put in that 
truck may say, ‘You know what? I don't 
ever use the bathroom. I'd rather have that 

as a wardrobe cabinet and have 
more storage,” says Callan.

What size sleeper would be 
more appropriate for the shower/
toilet combo?

“In my experience in expediting, 
the threshold appears to be 
around a 120-inch sleeper,” 
says Callan. “If you have smaller 
than that, it’s usually preferable 
to maximize the storage space 
and go without the shower/toilet. 
If you have the 120-inch or larger 
sleeper, then the preference is to 

have that combo.”
The challenge occurs when you deviate 

from those norms. “If somebody has their 
trucks set up in a way that’s desirable for 
them but not for the majority of people, 
that doesn’t mean they’re right or wrong. 
It’s their truck. But if they want to maximize 
the lifetime value of that truck, then they 
should be thinking of the next owner, the 
next driver of that truck,” says Callan. 

To avoid this mistake, ask yourself 
questions like these:

Is there anything in my sleeper spec that 
deviates from the market norms—that could 
negatively impact resale value?

What specs would help expand my 
resale options without breaking the bank 
upfront?  

If I invest the money in including 
those upgrades, about how much more 
marketable or valuable will my truck be? In 
other words, is it really worth it?

The Bottom Line
Be clear about what you want in a custom 

sleeper. Research your options while 
keeping comfort, upfront cost, and long-
term resale value in mind. Seek advice 
from other expediters and learn from their 
mistakes—to save yourself the money and 
headaches with your own purchase. EN
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Negotiation Tips for 
Expediters

Accepting a load, buying 
a truck, working with 
customers—these are just 
a few instances where 
effective negotiation skills 
can pay dividends in your 
business.

BUSINESS

But good negotiation 
i s  no t  abou t 
gett ing all you 

can at the expense of the other party. 
Instead, negotiation should be more like 
collaboration to arrive at an outcome that 
both sides can feel good about.

At least that’s the perspective of successful 
team expediters like Bob and Linda Caffee 
and Jason and Heather Hutchens. Here 
are three tips they recommend for win-win 
negotiations.

Tip #1. Be fair.
Sure, you want to get the best deal, 

but not at the risk of damaging long-term 
relationships with brokers or vendors who 

you’ll need to work with down the road. 
Otherwise, you may “win” the negotiation 
that day, but you’ll lose in the long run. 

The idea here is to think: “How can I 
get what I want in this situation while also 
helping the other person get what they 
want?”

“My goal when negotiating a load with 
a broker or dispatch is to be fair because 
I want that person to use me again,” says 
Linda Caffee. “If the load is offered too low 
or I have to deadhead too far to get to it, 
I'll propose something along the lines of, ‘I 
want this much money to run it, and I'll do 
it all,’ or I'll ask, ‘What can you give me?’ 
And then we'll talk from there. This way, I 
can see if they even have the money to pay 
me to do it. And if they don’t, maybe we get 

By Sean M. Lyden, Staff Writer
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creative. I might take this load for you if you 
have something that will back it up—if I can 
get my income back up where it needs to 
be. Then you're both in a win-win situation.”

In other words, negotiate with the long-
term relationship in mind. “I think my 
philosophy in negotiation is being fair, 
knowing you have to use this person later 
down the road. So you really don't want to 
burn them,” says Caffee.

Tip #2. Be a 
professional.

If you don’t like a proposal presented 
to you, don’t be offended and take it 
personally. Simply be a professional and 
ask for what you want. If you can’t strike 
a win-win deal, that’s okay. You can walk 
away—no harm, no foul. 
What’s an example?

Jason Hutchens, who you might know, 
along with his wife Heather, from their 
popular Youtube Channel “The Crafty 
Trucker,” offers this scenario.

 “A lot of times you have a dispatcher or 
agent who will call you up and say, ‘Hey, 
I really need your help to get this load 
covered. This is what it pays.’ It's then up 
to us to figure out if what they’re offering is 
enough. And a lot of times it's not enough,” 
says Hutchens. “That's when you really 
have to know your operating expenses—
what it costs you to run in order to be able 
to negotiate a fair rate for you. So you’ve 
got to know your operating costs and what 
moves you'll have to make once deliveries 
are complete to be able to negotiate that 
fair rate for yourself.”

If you need a higher rate to accept the 
load, how do you negotiate that? What 
approach should you take?

You could tell them, “Look. This is what 
I’m willing to do it for. Take it or leave it!”

But a more effective approach would 
be to act in a professional manner, clearly 
communicating what you need to make the 
deal acceptable to you, while also keeping 
the other party’s interests in mind. 

“I really just explain the situation to the 
agent or the broker,” says Hutchens. “I 
tell them, ‘Well, after I deliver that load to 
Seattle, I'm not going to get anything out 
of there, and I'm going to have to get to 
California. In order for me to be able to help 
you with this, I will need enough money to 
be able to cover those expenses. Here’s 
what I would need." 

If you can get what you ask for, great. If 
not, that’s okay, too. At least you asked in 
a professional way to try to make a deal 
happen. And more often than not, you’ll 
get it.

Tip #3. Be proactive.
Supposed you’re held up at the 

customer’s site, delaying you from getting 
to your next load. You can sit there and 
fume about it. Or, you could be proactive 
and propose solutions to the problem.

“I would say something like, ‘Hey would 
it help you at all if I put the freight on the 
dock for you? I'll use my pallet jack and set 
it on the dock,’” says Caffee.

 And don’t merely accept a bad deal out 
of fear of rejection. Know what you want 
and be proactive about asking for it.
How? Hutchens offers this example. 

C O N T I N U E D  O N  P A G E  3 2  *
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“Let's say I have to wait four hours to get offloaded. Typically there's going to be a 
contracted rate with that customer in order to get that kind of business from those bigger 
customers. And, usually, that's not negotiable,” says Hutchens. “But if I'm told ahead of 
time that, ‘Hey, this delivery is going to require you to break down all the pallets, dolly 
all the pallets inside, and stack them in a particular place for the customer,’ that's when 
I know that the job will be labor intensive, and we should get paid for that extra time.”
So, how do you ask for the money?

“I'll ask them, ‘What is your typical contractor rate for that?’ If it's a number too low for 
me to make it worth doing, I will tell them, ‘Well, I'm going to need this much to do it.’ And 
we come to an agreement ahead of time.”

The Bottom Line
As an expediter, you’ll need to negotiate with a wide range of people to help you get 

what you want and need for your business to succeed. But as you negotiate, also think 
about how you can help the other person get what they want. Otherwise, as Caffee puts 
it, “You could win that one time, and get one hell of a great load or deal, but in the long 
run, you’re the loser because they won't work with you again.” EN
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TST Expedited Services knows the marketplace, for more 
than 35 years we have aligned with the right customers to 
meet your independent expectations. Our owner operator 
compensation package, along with huge discounts in fuel 
purchases and an excellent rewards program, only begins to 
tell the story for our hundreds of successful long term owner 
operators. We have the business to support your investment. 
Now hiring Owner Operators - Call David today!
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Cargo Van O/O Welcome 
888-829-3387

Class A Owner Operators 
888-249-9038

Straight Truck Teams with 
REFR Unit 
888-699-5884

Ohio Tractor O/Os
888-267-9720

CLASS A COMPANY DRIVERS 
MIDWEST TO LAREDO 
TX 
888-733-0712

Tractor driving 
opportunities 
888-498-2256

Tractor Teams 
888-716-1921

TRACTORS - CLEVELAND, 
OHIO - SE MICH AND 
MIDWEST 
888-404-2218

OTR Drivers for Straight 
trucks 
888-513-0462

Lease Purchase a Tractor-
Trailer 
888-249-9028

Tractor Owners 
888-498-2256

Tractor Teams 
888-716-1921

FLEET OWNERS 
888-897-8841

Straight Truck O/O solo/team
888-829-3387

Owner/Operators 
Truckload 
888-513-0462

TEAM STRAIGHT TRUCK 
DRIVERS 
888-733-0712

SPRINTER VAN OWNER 
OPERATORS WANTED 
888-249-9038

$1500 Sign On Bonus for 
Tractor O/Os 
888-267-9720

Established Straight Truck 
Teams! 
888-887-4828

Straight Trucks - Teams and 
Solo Wanted! 
888-404-2218

OO Expedited Reefer Teams 
Needed 
888-699-5884

FLATBED DRIVERS 
888-897-8841

Straight Truck Owner 
Operators 
888-887-4828

SE Michigan Tractor OO - dry 
van. 
888-404-2218

Owner/Ops Needed - Straight 
Trucks 
888-513-0462

Hiring Tractor Solo OO 
888-733-0712

OTR O/O WANTED 
888-249-9038

Team Owner-Operators w/
Reefers 
888-699-5884

Husband Wife Team Drivers 
Needed 
888-267-9720

Fleet Owners and Solo Owner 
Operators 
888-716-1921

Wanted: Straight Truck Owner 
Operators 
888-249-9028

Sprinter Van O/O 
88-829-3387

Teams with REFR 
Trailers 
888-699-5884

Straight Truck Drivers 
888-498-2256

Tractor Teams 
888-716-1921

Same Household Team for 
Straight Truck 
888-267-9720

NEW TRACTOR PAY! 
888-674-8297

Class A CDL Drivers 
888-249-9038

Semi OO Needed 
888-887-4828

STRAIGHT TRUCK 
DRIVERS 
888-897-8841

Straight Truck TEAMS 
OO 
888-249-9028

Solo & Team Straight Truck 
OO 
888-733-0712

Team Tractor Owner/Ops  
888-513-0462

TRACTORS - SE MICH AND 
MIDWEST! 
888-404-2218

Straight Truck Owner 
Operators! 
888-887-4828

TEAM Contract Drivers 
for Straight Truck Fleet 
Owners! 
888-249-9028

DRY VAN/TRACTOR 
DRIVERS 
888-897-8841

TRUCKING CAREERS

Classifieds Place your ad by calling • 859-746-2046
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TRUCKING CAREERS
& OPPORTUNITIES

TIP!
Keep track of who you have called 
and yet to call by checking the box 
next to the company name.

COMPANY PHONE HIRING

All State Express 888-691-8304

Bolt Express 888-281-6865

Expediter Services 888-565-6403

Expeditus Transport 888-552-2174

FedEx Custom Critical 800-398-0466

Jung Express 888-575-6251

Landstar 800-622-0658

Load One 888-824-4954

Panther Premium 866-344-5898

Premium Transportation Logistics 888-471-7811

Roadrunner Expedite 888-565-6586

Tri-State Expedited Service 888-245-4325

TST Expedited Services 888-796-5699

XPO Logistics 866-857-4546

TRACTORS

CARGO VANS

STRAIGHT TRUCKS

REEFER

FLATBED

TEAMS

SPRINTER VANS

ExpeditersOnline.com Learn more about the Expedited Freight Industry! 39

Sprinter lease to own/ load one 
or fusion transport
Sprinters, transits,or 
promasters Fuel card, weekly 
direct deposit. Weekly mileage 
3k to 4k Invest in your future 
drive to own.
Randy  419-984-7946

Now taking applications for 
an honest individuals or team 
to drive a Sprinter 2500. Must 
meet D.O.T regulations and be 
able to pass a drug screen and 
physical. We will pay 35-40% 
to driver to start, AND WE PAY 
THE FUEL. Minimum of 1 year of 
OTR experience required. 
Robert  219-924-2596

I am looking for straight truck 
and sprinter van drivers. I have 
an opening for a ram pro master 
3500 and an opening for a team 
driver in a straight truck. Leased 
to XPO.
Tony  864-557-3943

I am looking for an experienced 
driver for a 2018 Ford Transit 
Van leased to Barrett Directline. 
Must be 25 years old with 
clean driving record and clean 
background. 
Tammy  936-208-9900

I need somebody to team with 
me in a non CDL truck. Male or 
Female in the surrounding area 
of Knoxville all you need is to 
be drug free and have a regular 
license and a DOT physical card 
and be able to stay out 3 or 4 
weeks 
Annie  423-258-5576

OTR and regional drivers to 
become a part of our team. 
The successful driver will be 
required to move time sensitive 
cargo across the US. Vehicles 
are leased on with Load1. 
Wilson  304-810-5062

Teams wanted to drive straight 
trucks and tractors leased 
to Panther. All equipment is 
late model and excellently 
maintained. automatic 
transmission, APU, microwave, 
refrigerator/freezer, TV w/DVD 
player, XM radio, dinette table, 
and more
Mark  727-804-0186

Drivers needed for TVAL / White 
Glove on Fedex Custom Critical 
Straight Truck. Open to different 
compensation plans to fit 
drivers needs. 
Brian  706-832-4223

We are currently seeking 
Husband and Wife or Same 
Household Teams for our 2018 
FTL M2-112, fully automatic 
with DD13 engine. loaded Bolt 
Custom Sleeper
Winnie  865-214-3841 
Susan  865-719-7830 

NOW OFFERING A $4000 
SIGN-ON BONUS! We 
now have an opening in a 
newer 2015 Volvo VNL780 
tractor with a GORGEOUS 
144" ARI Sleeper for 
a WELL QUALIFIED TEAM 
COUPLE.  NEW CONTRACT!  
Beverly  419-410-2800

We have an Immediate need for 
a team for of our 2017, 2018, 
& 2019 trucks. We have a fleet 
of Freightliner M2-112s, with a 
DD-13 power plant paired with 
a fully automatic transmission. 
Our trucks have 96" Bolt Lux 
sleepers well-equipped 
Adam  419-297-3773

Team Wanted! 2016 
Freightliner Cascadia, FedEx 
truck.  WE NEED A TEAM 
IMMEDIATELY.  $2,000 Sign-On 
Bonus!  This unit has a 100” 
Sleeper, with Full refrigerator
David  205-242-0471

LOW MILES !!!! RARE 2013 
Freightliner Cascadia Detroit DD 
13 410 hp 10 speed Ultra Shift 
Engine brake 72 " RR Sleeper 
43,000 MILES !!!! Curtian Side 
Van Body with Gate
Brandon  888-881-1872

2012 Freightliner M2 112, 370 
Horsepower, DD13 Detroit, 
Automatic, 22'x102"x102" 
Van Body w/Swing Doors, 
Door Opening 94"W x 96"T, 
3 Rows E Track, Translucent 
Roof, 4' Aluminum Tool Box, 
ThermoKing APU, Dollie Legs, 
ECM Reads 684,735 Miles, 
15,217 Engine Hours,
John  888-556-4089

Reliable, good running truck for 
the miles! 2007 FL Columbia 
Double Bunk Sleeper. Mercedes 
engine with automatic 
transmission (has clutch) 
Larry (814) 449-0849

2013 Freightliner Cascadia 
113 with a 72 inch Raised Roof 
Sleeper. Detroit DD13 engine 
and an Allison automatic 
transmission and APU 
unit. (Expediter, Expeditor, 
Expediting, Dry Van)
Jason 888-258-7795

Brand New 2016 Freightliner 
M2112 Allison Automatic, DD13, 
100” Bolt Custom Sleeper w/ 
dinette, sink, large Fridge with 
separate freezer, microwave
Deanna 888-619-9172

2017 Sprinter 2500 Extended 
with beautiful sleeper.
The van was meticulously set 
up for a team operation. It's 
currently on with FedexCC. It 
has a 3,000 watt inverter, 37” 
smart TV fridge/freezer, 1100 
watt Microwave, lots of storage 
under the bed
Paul  850-933-9683

EXPEDITE TRUCKS
FOR SALEDRIVER WANTEDTEAMS WANTED

Classifieds Place your ad by calling • 859-746-2046
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40 Fyda Freightliner Columbus, Inc. • 1250 Walcutt Road • Columbus, OH 43228

Call Today (614) 851-0002
w w w. f y d a f r e i g h t l i n e r. c o m

 |  | 

Maximize your business 
productivity and your bottom line 
in an Expediter from Fyda Freightliner.

We carry the largest selection of new and pre-owned 
Expediters in the USA. Let us help get you on the road now!

Large Inventory
Custom Built Trucks

Dry Van & Reefer
Generous Specs
Turnkey Ready

Experienced Pros
After Sale Support
In-House Financing
Trade-Ins Accepted


