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Volume 17
Issue 5

Trucking Jobs!
Great trucking companies 

who want to hire you!
Directory on page 31

Industry News
News and information 

that's relevant to your life 
on the road!

FIND YOUR NEXT TRUCKING JOB  OPPORTUNITY! SEE PAGE 31

Volume 18
Issue 6

EXPEDITED 
TRUCKING

READ ON PAGE 6

What It Means to "Sell" iN

BUSINESS:
Where Have All the Truck Parts Gone?

READ ON PAGE 14
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THE  
LANDSTAR  
ADVANTAGE
Put more profit in your 
pocket and define success 
on your own terms as 
a Landstar independent 
owner-operator.

www.lease2landstar.com   
1-800-622-0658 Follow us on Twitter @LandstarNow www.facebook.com/LandstarOwnerOperators

• More home time: the  
 independence to run when  
 you want, where you want.

• Earn a share of the revenue  
 for every load hauled. As 
 freight rates go up, your  
 settlement check does too.
 

• 100% of all billed fuel 
 surcharges paid straight to you.
 
• Big fuel discounts at the  
 point-of-sale, no waiting for  
 rebate checks. Big fleet  
 national account tire prices.   
 Cash rebates on new tractors,  
 factory-direct trailer pricing.

VAN•REEFER•FLATBED•STEPDECK•EXPEDITED

•HEAVY/SPECIALIZED•HOT SHOT

Instant fuel
 discounts  

at the pump - 

I don’t wait for  

a rebate che
ck!

My Landstar Advantage 
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Expedite Now is written for professional 
owner operators and drivers working in the 
expedited trucking industry.

Our editorial policy encompasses informing 
drivers, fleet managers and carriers of the 
news and information about the expedited 
trucking community.

News and feature articles are compiled to 
keep owner operators and drivers apprised of 
industry trends and events, and other issues 
which impact those who move this industry.

On Time Media, LLC • PO Box 782
Florence, KY 41022

Phone:  859 746-2046 • Fax:  859 746-2084
Toll Free:  888 862-9831

 Featured in 14.2

30Classifieds
Looking for a truck, van, or driving 
partner? Check out our classifieds!

31 Trucking Jobs!
Find YOUR Next Trucking Job with
One of These Great Companies!

Where Have 
All the Truck 
Parts Gone?14

 Featured in 14.2 Featured in 18.6 Business

6

miss an issue?
Visit us at expeditenow.com for both 
past & current articles. Also, sign up for your 

FREE SUBSCRIPTION!

What It Means to 
"Sell" in Expedited 
Trucking
When you lease onto a 
carrier, you’re selling yourself 
as a good fit to represent 
their brand. 
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“I’ll be honest, Sean. I 

don’t think sales is 

for you.”

As I reflect on this piece of “advice” 

from a potential employer about 27 years 

ago, I think about how misunderstanding 

what “sales” truly means can hold us back 

from achieving our highest potential in any 

business, including expedited trucking.

Here’s my story and how I believe the 

lessons learned can also help you be more 

successful in your career in expediting. 

What Sales is NOT
In 1995, I was a seminary student 

looking for a job to support my new 

wife and me when I saw a classified ad 

in the newspaper.

(You know...where we used to find jobs 

in the mid-1990s.)

The ad called for sales reps for a 

recreational equipment retailer that sold 

pool tables and other high-end game gear. 

"No experience necessary." I applied and 

was called in for an interview.

"Sell" in Expedited Trucking
What It Means to

By Sean M. Lyden, Staff Writer

FEATURE
"When you lease onto 
a carrier, you’re selling 
yourself as a good fit to 
represent their brand. 
When you’re looking to 
drive for a fleet owner 
who has an excellent 
reputation in the industry, 
you’re selling yourself as 
the driver they want on 
their team."

C O N T I N U E D  O N  P A G E  8  *
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WHAT IT MEANS TO "SELL" C O N T I N U E D  F R O M  P A G E  6

jobs.pantherpremium.com
866-344-5898

SEEKING
TEAM
DRIVERS

DISCOVER PREMIUM

jobs.pantherpremium.com
866-344-5898

SEEKING
TEAM
DRIVERS

DISCOVER PREMIUM

During my interview, the manager 

saw on my resume that I  was a 

graduate student.

“What are you studying?”

“I’m studying to get my Master of Divinity.”

“Wait. You wanna be a preacher?”

“Most likely.” He winced.

“I’ll be honest, Sean. I don’t think sales 

is for you.”

“Why not?”

“Sometimes, you need to tell the 

customer there’s only one pool table in 

the warehouse like the one they want, 

even if we have dozens of those tables 

back there.”

“Why?”

“You’ve gotta create urgency to nudge 

them to decide on the spot. Otherwise, if 

they think they have time, they’ll walk, and 

we lose the sale. Then they’ll buy from 

someone else.”

“So, you’re saying I need to be prepared 

to shade the truth to make a sale?”

“Yeah—and I don’t see how a future 

preacher would ever be comfortable 

with that.”

“You’re right.”

That was my first impression of 

“professional sales." 

It was about deploying tactics and tricks 

to manipulate people into a purchase, 

whether it was right for them or not.

No trust; just transactions.

No desire to build a long-term 

relationship.

No consideration of the customer’s 

best interests. 

The Revelation
Fast-forward to today.

I didn’t finish seminary or become a 
preacher.

Instead, I set out on an odyssey where 
I’ve tasted a variety of careers—from high 
school English teacher and track coach to 
high-flying dot-com entrepreneur (with the 
epic dot-bomb failure) to truck salesman 
to freelance writer to magazine editor to 
executive ghostwriter to business owner, 
consultant, and sales coach.  

But the common denominator among all 
these roles?

I had to learn how to sell.  
As it turned out, sales IS for me.
But not in the way that manager had 

defined it for me 27 years ago.
In fact, I’ve come to realize that sales is 

for ALL of us.

C O N T I N U E D  O N  P A G E  1 2  *



10 11



1312 The E-zine for Expedite Truck Owner Operators! ExpediteNow.com12

WHAT IT MEANS TO "SELL" C O N T I N U E D  F R O M  P A G E  8

Whatever position we’re in, we’re all 
selling something—an idea, point of view, 
proposal, product, or service—whether we 
want to call it “sales” or not.

“But wait a minute!” you’re thinking. 
“I’m a driver (or owner-operator); I’m 
NOT in sales!”

Actually, you are.

Think about it.
 ➤When you lease onto a carrier, 

you’re selling yourself as a good 

fit to represent their brand.

 ➤When you’re looking to drive for a fleet 

owner who has an excellent reputation 

in the industry, you’re selling yourself 

as the driver they want on their team.

 ➤When you’re negotiating pay on 

a load, you’re selling yourself as 

worthy of the higher compensation.

 ➤When you’re working with brokers, 

you’re selling yourself as someone 

who can make them look great to 

their clients when they send attractive 

and profitable loads your way.

 ➤When your truck breaks down, and 

you need the service advisor to 

move you up on their priority list, 

you’re selling yourself as a person 

of influence who can make them 

look like heroes to their boss.

 ➤When you’re looking to trade in your 

current truck on a new one and want 

to get the maximum value, you’re 

selling yourself as someone who takes 

meticulous care of their equipment. 

In each of these instances, you’re selling. 

You’re persuading someone to say “Yes” 

to your request by showing them how it’s 

in their best interest to do so.  

Selling is Serving
The key is learning how to sell to the 

right person, in the right way, with the 

right motives.

How?

 ➤By doing the exact opposite 

of what that guy said to me 

as a seminary student.

 ➤Be honest and trustworthy.

 ➤Earn people’s trust (not 

just their business).

 ➤Deliver consistently on your promises.

 ➤Focus on building long-term, high-trust 

relationships with your employers, 

customers, vendors, and partners.

 ➤Uncover and serve their best 

interests. Always. 

Bestselling author and sales guru Zig 

Ziglar put it best when he said, “You can 

have everything in life you want if you will 

just help other people get what they want.”

That's it.

That’s sales in a nutshell.

1. Know what you want - whether that’s 

better loads, higher pay, or faster service.

2. Then figure out how to help those 

people get what they want in the process 

of helping you.

The Bottom Line
When you understand that sales is 

about serving others, not manipulating 

them, you’ll discover the key to building a 

business in expediting that succeeds for 

the long haul. EN
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It’s no secret that COVID 
has created nightmares 
in the supply chain for 

aftermarket truck and trailer parts. Ports 
are backlogged, manufacturing is at 
reduced capacity, and parts are delayed.  
National trucking publications have been 
writing extensively about the problem too, 
so fellow attorney Jason Schafer and I 
decided to visit several truck dealerships 
to see what the locals had to say.

Salespeople for both new and used 
trucks are fit to be tied. Every sales rep 
we spoke with is experiencing similar 
problems – equipment and parts are in 
short supply and on back order. Factories 
are on reduced schedules while waiting 
on essential electronic chips and other 
vital parts.  

Sales lots for new trucks are almost 
empty, regardless of brand. Used trucks 
are flying off sales lots as quickly as 
they’re brought in. Fleets are struggling to 
find enough equipment to manage their 
clients’ orders. In this slim market, owner 
operators must be extra clever in finding 
reasonably priced equipment and parts.

One local truck sales executive said 
that the only trucks sitting on their lot are 
the dozens of customers’ trucks waiting 
on chips and other hard to find parts. 
Business has ground to a halt for these 
expensive pieces of equipment. Answers 
aren’t easy and the pain of short supply is 
longer term, according to the industry folks 
we spoke with. 

So, how does this affect you if you have 
downtime due to someone hitting your 

Truck Parts Gone?
Where Have All the

By Kelsea Eckert, Contributing Writer

BUSINESS
"When the at-fault 
party’s insurance 
company delays the 
approval process, they 
create a sizeable loss of 
income."

C O N T I N U E D  O N  P A G E  1 8  *
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TRUCK PARTS GONE? C O N T I N U E D  F R O M  P A G E  1 4

truck? Simply put, the length of time down 
may be longer and the income loss greater. 
Therefore, delays must be documented 
very carefully if you want to get paid by 
the at-fault party for all the time down. 
Show you did everything possible to get 
the equipment back on the road, including 
making temporary repairs if possible. 
Persistence and good recordkeeping 
are the keys to successfully settling a 
downtime claim.

Most repair shops won’t order parts until 
the equipment is in the shop and parts are 
approved for payment. When the at-fault 
party’s insurance company delays the 
approval process, they create a sizeable 
loss of income. Then, if parts are on back 
order, the loss magnifies. 

Insurance companies need to 
understand they’re exacerbating the 
delays. Downed trucks and trailers put 
businesses in financial peril, especially 
owner operators and small fleets.  
Truckers are businesspeople who make 
no money while sitting still, and in my 
experience, consistently do what they 
need to do to stay running. Yet, time after 
time, insurance companies blame the 
victim for delays in repairs.

If you’re having trouble dealing with 
an insurance company, contact a lawyer 
right away. Find a firm that understands 
the transportation industry and has 
experience collecting from at-fault drivers 
and their insurance companies. You may 
be able to pursue not only the repairs and 
downtime, but other related losses as well, 
including towing, rental, hotel, diminished 
value, and more. EN

Disclaimer: The information provided is 
general in nature and is not legal advice.

 

 

 

 

 

 

 

You'll Have the Advantages Of:
 Low start-up costs
 Weekly pay settlements
 99% no touch
 No forced dispatch
 Pickup and drop-off pay
 Standardized fuel surcharge on all loads
 Paid cargo and collision coverage
 Competitive non-trucking and physical  

  damage insurance
 Nationwide roadside service

EXPEDITE OWNER 
OPERATORS
Contracting Straight 
Trucks and Tractor TrailersCome visit us 

Booth #101 at 
the Expedite Expo 
July 14th and 
15th in Lexington!

www.xpo.com     866-857-4546

Sign-on Bonus
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TEAM DRIVERS WANTED
(815) 842-3626

Straight Truck O/O
888-219-7934

Sprinter Owner Operator
(888) 385-3431

TRACTOR-CONTRACT 
DRIVERS
(419) 464-7678

Professional OTR Tractor Teams 
Needed!
1-833-OTR-EXAM

Local Atlanta Owner Operator 
Tractor
770-253-7630

Straight Truck Teams Class B
321-805-9180

Better Pay, Home Time, and 
Miles!
(800) 421-9004

Class A CDL Tractor Company 
Solo OTR
(800) 545-4789

Lease Purchase Tractor
(888) 853-3960

TRACTORS - CLEVELAND, 
OHIO - SE MICH AND 
MIDWEST
(800) 506-4422

More Miles = More Money!
888-249-9038

Owner/Operators Needed- 
Flatbed
(800) 831-8737

Expedited Team Owner-
Operators w/Reefers Needed
(800) 622-0658

Dedicated solo tractor lanes
888-887-4828

Straight Truck O/O Welcome 
(Singles or Teams)
888-829-3387

Pennsylvania Same Household 
Drivers Needed
(888) 957-0400

Owner Operators Needed - 
Midwest
(734) 837-3990

Class A/B CDL Drivers
888-502-8103

Michigan Chauffeurs OTR Driver 
Opening
888-276-6447

OTR Sprinter Van Owner Operator
(937) 424-0220

Sprinter Van/Cargo Van Owner 
Operators
888-255-5955 ext. 3

Looking for Class A Drivers out 
of IN & TN
888-565-7103

Owner Operators
888-219-7934

Owner Operator or Team
(888) 385-3431

Flatbed - Owner/Operators
(419) 464-7678

Professional OTR Teams 
Needed for Straight Truck
1-833-OTR-EXAM

Straight Truck Drivers needed
(888) 853-3960

Straight Trucks Wanted!! - Teams 
and Solo!!
(800) 506-4422

SPRINTER VAN OWNER 
OPERATORS WANTED
888-249-9038

Straight Truck Teams for Fleet 
Owners
(800) 831-8737

Straight Truck Teams with 
Reefer Unit
(800) 622-0658

Class A CDL Tractor Owner 
Operators & Fleet Owners
(800) 545-4789

Tractor driving opportunities
(888) 853-3960

TRACTOR O/O -Toronto & 
London/Windsor Needed!!
(800) 506-4422

Sprinter Van Miles Available $$$
888-249-9038

Company Flatbed Drivers 
needed
(800) 831-8737

Teams with 53' REFR Trailers 
Needed!
(800) 622-0658

OWNER-OPERATOR TEAMS 
NEEDED 
888-887-4828

Sprinter Van O/O Welcome
888-829-3387

$1500 Sign On Bonus for Tractor 
O/Os
(888) 957-0400

Cargo Vans
(734) 837-3990

Straight Truck - Team Drivers
888-502-8103

Large Straight Trucks - Earn up 
to $2.00 - $2.25 per mile or more.
(810) 378-4011

Class B Team Opening
888-276-6447

OTR CARGO VAN OWNER 
OPERATORS
(937) 424-0220

Straight Truck Team Drivers
888-255-5955 ext. 3

CLASS A SOLO COMPANY 
POSITIONS!!!
888-565-7103

TRUCKING CAREERS

Classifieds Place your ad by calling • 859-746-2046

ExpeditersOnline.com Learn more about the Expedited Freight Industry! 29
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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

A Plus Expediting 937-424-0220

All State Express 888-691-8304

Expediter Services 888-565-6403

Expeditus Transport 888-552-2174

Jung Express 888-575-6251

Landstar 800-622-0658

Load One 888-824-4954

Panther Premium 866-344-5898

Roadrunner Expedite 888-565-6586

Tri-State Expedited Service 888-245-4325

Try Hours 888-284-4179

XPO Logistics 866-857-4546

TRACTORS

CARGO VANS

STRAIGHT TRUCKS

REEFER

FLATBED

TEAMS

SPRINTER VANS

ExpeditersOnline.com Learn more about the Expedited Freight Industry! 31

Sprinter driver opening. 
Experience preferred, Dot 
physical required. Clean driving 
and background record. 2017 
thru 2020 promasters, transits, 
and sprinters. Generator, bed.
Randy  419-984-7946

EXPERIENCED driver. LOADED 
cargo van. Generator, Espar 
heater, inverter, fantastic fan, 
microwave, wood cabinetry, much 
more! FULL RATE for Dead head 
and approved relocation miles! 
Shawn  417-496-8213

Need driver for 2019 Mercedes 
Sprinter. No violations or 
accidents past 3 years. 
keitptllc@gmail.com

Established Drivers (NO 
CDL REQUIRED) for our 26' 
Freightliner M2-106 Straight 
Trucks under 26,000 GVW with a 
nice built-in sleepers! Features: 
- Automatic Transmission - Air-
Ride - Lift-Gate - Webasto 
Parking Heater - Power Inverter 
- Fridge - Microwave - Storage - 
Pet Friendly 
Igor  888-649-0299

Immediate need for an 
experienced Delivery Driver. Pull 
orders for delivery and verify 
accuracy of orders. Must be able 
to lift and work with a minimum 
of 50 pounds on a regular basis. 
Perform warehouse duties as 
required when not on deliveries. 
Must be able to communicate, 
read and write the English 
language fluently and clearly. 
Drivers must be at least 18 years 
of age, have a valid driver’s 
license and a clean driving record.
Jane  201-743-8479

Driver needed for Promaster/
Sprinter Van. No Canada or 
Mexico. Carrier pays tolls. 
Driver paid 40% of line haul. 
Fleet owner pays fuel and truck 
expenses. Clean driving record, 
background check and pass a 
DOT physical and drug screen. 
Bobby  859-497-1538

FedEx Custom Critical Teams 
- NEW 2021 WESTERN STAR 
Fully equipped with potty, 
shower, fridge, stove top, 
microwave, White-Glove, TVAL 
truck. fully qualified. 120’ Sleeper 
with Roll up doors. 
Rick  502-649-0832

2016 Volvo with a beautiful 
156” ARI Sleeper for a 
qualifying TEAM. We are 
currently leased on with XPO 
Logistics in the Temperature 
Control Division delivering 
typically only pharmaceutical 
loads and our drivers have 
done very well or you may 
choose the dry freight division. 
George  419-410-2800

$4000 Sign on bonus for same 
household teams *60/40 split. All 
our team trucks are equipped with 
large sleepers, (Dinette, Fridge/
Freezer, Convection oven, Sink, 
TV, Rooftop air, and Espar heater) 
APU, Liftgate, Drop axle, and Elite 
Pass transponders. We are here 
to assist in your success. 
Thomas  419-262-2204

2020 Freightliner Cascadia 
straight truck available for an 
established TVAL/White Glove 
team. Class A or B CDL and 
Hazmat required. This truck has 
all the comforts of home and has 
been exceptionally maintained. 
Bev  704-881-3782

Teams wanted. Freightliner 
M-2 112 with 96" Bolt custom 
Sleepers with APU's, double 
bunks. Automatic trans. 1099 
position with NO forced dispatch. 
Class B CDL required with 6 
months verifiable experience. 
Brian  615-828-0998

Teams Wanted for newer 
Freightliner M-2 112 with 96" 
Bolt custom Sleepers. APU, 
22' box and double bunks. All 
trucks are automatics. This is 
a 1099 position with NO forced 
dispatch. CDL B. Sign on Bonus 
of $4000.00. 
Bruce  216-408-3035

2016 Freightliner M 2 112, Detroit 
DD 13 410 hp, 10 Speed Ultra 
Shift 580 k miles, 96" Custom 
Sleeper, Fridge, Micro, TV , 
Sink, Inverter, Vent Fan, Dinette 
Option, Large Bed, Roof Top 
A/C, Carrier APU, Dual 80 Gal 
Tanks, 22' Dry Van Body, Two 
Tool Boxes, All Power Options in 
Cab Very Nice Unit
Todd  888-229-0713

Owner truck for sale!! Volvo 860 
tractor with Cummins isx 450hp 
engine and Eaton fuller ultrashift 
10sp auto transmission. This 
truck has Thermoking tripac 
evolution apu and inverter in 
sleeper, along with double 
bunks, workstation, 3.2 cu ft 
fridge/freezer. Air-ride seats, 
with pw, pl, pwr heated mirrors. 
Very nice truck!!
Jason  877-349-9303

2015 Freightliner Cascadia 
Reefer SST100 Bolt Custom 
Sleeper. DD13 engine with DT 
12 trans. 3 Axel. 22' Supreme 
temperature-controlled cargo 
box with thermo king T880. 
Onan 8kw generator, roof top 
A/C, Dina bunk, TV/ DVD player, 
fridge/freezer, hot water heater, 
convection microwave. Leyman 
4500 lb lift gate. 
Tobias  305-923-9021

2018 Freightliner Cascadia Dry 
Box. DD13 engine mated with the 
DT12 automatic transmission 72” 
double bunk sleeper, dinette, HD 
TV, micro and factory upgraded 
interior with swivel seats. 
Integrated box roof mounted 
Thermo King solar panels, 
interior controlled spotlights, 
more. All manuals and service 
records provided. 
Charles  931-538-8390

2015 Freightliner Cascadia 
26' BOX TRUCK with Liftgate ~ 
Grand Rapids, MI
Ready for the Road! Test 
drive the vehicle in Michigan. 
Documentation is available.
Beverly  616-205-6948

EXPEDITE TRUCKS
FOR SALEDRIVER WANTEDTEAMS WANTED

Classifieds Place your ad by calling • 859-746-2046
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FIND MORE TRUCKING JOBS @
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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


