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Federal Rules Regarding 
Electronic Logging Devices

Keeping America Going 
Editor Tim Kraft chats 
with KAG CEO Dennis 
Nash
The new federal rule requiring 

truck operators to use electronic 

logging devices (ELDs) to track 

their hours of service takes 

effect in December 2017. What 

problems could this create for 

shippers? Dennis Nash talks 

about the ELDs and why KAG 

was one of the first carriers to 

fully implement them.    

Q: First, can you sum up the 

situation related to ELDs? 

The FMCSA mandated carriers 

that collect records of duty status 

(RODS) begin using ELDs. The 

automatic electronic system will 

do a better job of ensuring compliance 

with hours-of-service regulations. Because 

the systems are connected directly to the 

vehicle’s engine, it’s much more difficult to 

alter the numbers when it comes to hours 

of service. 

Q: How are carriers responding to 

the new requirement? 

Adoption of ELDs has been surprisingly 

low. I’ve heard the percentage of carriers 

who’ve installed the devices in their 

trucks is only in the 30% range. Some 

of them figure they’ve got 18 months 

before they’re required to have 

ELDs installed, so 

they are taking 

their time. They’d 

like to avoid 

the significant 

investment in 

continued on page 2

equipment and training time as long as 

possible. And in the back of their minds, 

some of them are probably hoping there 

will be a successful legal challenge that 

would delay, and possibly kill, the new 

rule.  

Q: How will this approach  

impact shippers? 

If most carriers take this “wait and see” 

approach, there’s going to be a rush 

to comply once we get closer to the 

deadline. There’s a good chance of 

shortages of the logging devices, and 

there are likely to be problems with 

implementation. The technology has a 

learning curve, so drivers and 

carriers who aren’t 

tech savvy are 

going to struggle 

with it.

Dennis Nash
Kenan Advantage Group, 

Chief Executive Officer
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Some of the carriers aren’t going to be 

able to comply by the deadline, and no 

one knows what happens then. Penalties 

could include a temporary shutdown like 

a standard out-of-service order, or it could 

be an even more severe shutdown order. 

And frankly, you have to wonder about 

how committed these carriers are to 

safety when they are so resistant to 

implementing technology that will clearly 

improve their safety. 

Q: Why else aren’t carriers 

complying? 

Some of them just can’t afford it. In 

addition to the cost of these devices, 

at the same time they’re grappling with 

the difficult insurance market. That puts 

them in a double whammy. They can 

get by without the ELDs until the end of 

2017, but then there’s going to be trouble. 

Smaller and financially-frail carriers won’t 

be able to afford compliance. They could 

just close their doors or they could be 

acquired by larger, healthier carriers. Either 

way, that means potential disruptions for 

their shippers. 

Q: So where is KAG  

regarding compliance?

Nearly 99%. We were an early adopter of 

ELD technology, starting nearly 12 years 

ago. Our drivers are trained, and they’re 

using the devices every day. Our slogan, 

“Leading at every turn,” isn’t just words. 

We live it. We put that philosophy into 

action, including leading when it comes to 

adopting ELDs.  

Q: Why did you jump on the ELD 

bandwagon?

Some – maybe most – carriers see this 

as just more government interference 

that will get in the way of them moving 

freight and are pushing back with legal 

challenges; but we’re sure, in the end, 

the ELDs are coming. We knew this rule 

would eventually be passed, so 12 years 

ago we decided we should just go ahead 

and adopt the technology. 

Aside from just keeping us compliant, 

we also saw this tool as an opportunity 

to improve our safety processes. ELDs 

help us monitor hours and improve the 

behavior of our drivers regarding HOS. 

You have to remember the rule is focused 

on eliminating crashes. That’s a pretty 

compelling reason to install the ELDs.  

Any carrier can use the information to 

improve safety performance and make 

our roads safer for everyone. It’s not hard 

to embrace technology like this when you 

know it’s going to improve our safety and 

make us a better company. 

We have always been early adopters of 

any new technology we know will help 

ensure our customers’ freight gets safely 

where it needs to be when it needs 

to be there. We strive to develop and 

implement the best systems available to 

the industry.

Q: So there are benefits to ELDs, 

but what problems will this new 

requirement create? 

I’ve talked about how it’s going drive 

some carriers out of business. It’s also 

going to make the driver shortage even 

worse. There are quite a few drivers 

who’ve been exceeding HOS limits. ELDs 

will make it much harder to game the 

system. We think that’s going create as 

much as a 3-5% cut in capacity. Carriers 

are going to need more drivers to make 

up the shortfall, and they will have a hard 

time finding those drivers. 

We’re already at nearly 100% 

compliance, so we aren’t going to 

experience this problem.   

Q: So what’s the takeaway  

for shippers? 

The December 2017 deadline for 

implementation will be just another work 

day for us because KAG is already near-

100% compliant. 

Ask your carriers about their plans for 

implementing ELDs. If they haven’t already 

started, why not? And what’s their plan 

for being compliant by the deadline? 

You can’t put a system like this in place 

overnight. It takes many months to get the 

devices installed, the drivers trained, and 

the kinks worked out. 

Make sure you won’t find yourself in a 

bind because your carrier can’t comply 

or suddenly doesn’t have the capacity to 

take your loads. Even worse, they could 

just close their doors because they can’t 

comply with the new rule. Either way, that 

would make for a rough start in 2018.
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In today’s evolving market, shipper’s needs are more diverse and 

complex than ever before. At KAG, we understand there isn’t one 

single solution for your unique hauling and supply chain needs.

To meet these challenges, we offer: 

 Specialized equipment and services for chemical and food- 

 grade product transportation;

 Dedicated contract carriage that eliminates our customers’  

 need to invest in their own fleet, while improving operational  

 execution to guarantee resources and deliveries; 

 Logistics support to manage the how, when, and where for  

 each delivery through our 24/7/365 logistics operations and  

 customer service center; and

 A network of support services such as specialized tank  

 leasing and tank washing services

“Many of our customers are not aware of these expanded 

services and we want them to take full advantage of all we have 

to offer,” explains Terry Wheelock, Executive Vice President of 

KAG’s Specialty Products Group. “The potential value to the 

customer is nearly endless.”

Only KAG can offer you this network of integrated hauling 

solutions and driven values to deliver on all your custom needs. 

As leaders in safety, security, technology and execution, it is our 

goal to Take Every Load; Deliver it on Time, Without Incident. 
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Fully Customizable Transportation and 
Logistics Solutions for Specialty Products

Keeping America Going

KENAN ADVANTAGE GROUP’S 
5 SPECIALTY PRODUCT LINES

CHEMICAL TRANSPORT | FOOD GRADE TRANSPORT | DEDICATED CONTRACT CARRIAGE | KAG LOGISTICS | SUPPORT SERVICES

Our five integrated and fully customizable carrier solutions for 

specialty products – unrivaled in the industry – work together 

to meet your unique hauling and supply chain needs and can 

provide you with many competitive advantages.
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What do fleet owners think about private fleet conversions (PFCs)? As a company providing 

this service to many customers, we wanted answers to this question. If you’re thinking about 

a private fleet conversion, no doubt you’d be interested in some answers, too. 

To get those answers, we surveyed a number of fleet owners and got replies both from 

companies that already converted their fleet and also from others who are still in the 

thinking phase. 

“We know all of the benefits of PFCs but wanted to know what encourages fleet owners to 

consider a conversion,” says Justin Jeffers, VP of private fleet conversions. “We needed to 

understand how they believed a PFC might benefit them.”

Regarding the top two reasons for wanting to complete a conversion, both groups agreed 

the #1 reason is to reduce risk and #2 is to improve costs. Considering the risks of operating 

a fleet, it’s not surprising that’s the top reason. The survey respondents also see the value 

in receiving up-front capital for the value of their equipment, drivers, and business. That’s 

money they can use to grow and strengthen their business.

Jeffers wasn’t surprised risk was the top reason cited. 

“I hear that from every potential conversion customer I talk with,” Jeffers says. “What does 

surprise me is, even though risk reduction is their #1 concern, most companies don’t take 

stronger action to mediate the risk. Most trucking companies run under a separate LLC from 

the main company, but lawyers always find a way to tie the two together.” 

Another reason mentioned by both groups 

as one of the top four is that converting their 

fleets enables them to devote more attention 

to their core business. Freed from worrying 

about daily management of a fleet, the capital, 

and operating expense, they feel they can 

direct their attention and resources to issues with greater potential to grow their business 

or build profitability.

The survey pointed out most private fleet owners like the idea of reducing risk, improving 

costs, and having more time to devote to their core business, all while keeping control over 

their fleet and enhancing their delivery capabilities. Still, it’s not the right choice for everyone. 

Jeffers asks, “If a company is happy with their transportation operations, it is cost effective 

for them, and they are willing to accept the risk, why would they convert?” He continues, 

“Also, there has to be a good match between the company and KAG. We don’t partner with 

every potential PFC that comes our direction. Successful PFCs require a real partnership 

approach. We make a big investment on our part and we need a high level of commitment 

on the customer’s part.”

If you’re interested in learning more about private fleet conversions, contact 

Justin Jeffers at 330.409.1688 or justin.jeffers@thekag.com.

Low-Cost Fleet 
Expansion with 
Tank Leasing 
Buy or lease? That’s a question many people 
ask themselves when it’s time for a new car. 
It’s also a question you should ask yourself if 
you are faced with a medium- or long-term 
shortage of tank trailers. In many cases, 
leasing delivers some important benefits. If 
you’re interested in exploring the lease option, 
you should talk with Kenan Advantage Group. 

As North America’s largest tank truck 
transporter, we always have a fleet of 
surplus tank trailers available for lease. That 
includes top quality, specialized trailers for 
fuel, chemical, dry bulk, and merchant gas. 
While most customers lease tanks to expand 
their delivery capacity, others use them for 
on-site storage. 

Opting to lease rather than buy trailers will 
save you hundreds of thousands of up-front 
dollars in capital expense. It also gives you 
more flexibility when addressing uncertain 
future capacity needs. You can meet your 
current needs without investing in an asset 
that may go unused if your capacity reduces 
in the future. 

Increase your capacity without blowing your 
capital budget. Contact us at 877-866-3686 or 
kagleasing@thekag.com to explore this flexible, 
cost-saving option for your next fleet expansion.

What Fleet Owners Think About 
Private Fleet Conversions 

...the #1 reason is to 
reduce risk and #2 is 
to improve costs...

mailto:justin.jeffers@thekag.com
mailto:kagleasing@thekag.com


There’s danger around every bend in the highway, including 

road hazards, weather, and of course other drivers who aren’t as 

careful or skilled behind the wheel as they should be. 

Individuals and companies buy insurance to protect against 

these risks, but insurance today comes with a growing price tag. 

For the trucking industry, the increased number of accidents, 

regardless of fault, has resulted in higher insurance costs being 

passed along. To deal with these higher costs, some carriers 

are simply reducing their coverage, leaving their shippers at 

tremendous risk. 

One way to control those costs is it to make smart decisions 

about the amount and type of insurance we buy, but it is 

increasingly difficult. Insurance is a complicated business with no 

simple solutions. Adding to that complexity are the recent actions 

by major players such as AIG/Lexington and Zurich which 

indicated they are getting out of the trucking market.  

How We Keep Costs Lower 

One of the best ways to reduce the cost of accidents is to have 

fewer of them. The single, best way to do that is to have an 

outstanding team of professional drivers. The skill of our drivers is 

evident from the fact 75% of crashes involving our vehicles are the 

fault of other drivers. 

As the industry is aware, there is an increasing decline in the driver 

pool. In addition to a strong recruiting program, we work hard to 

hang on to the current members of our elite driver team. That’s 

why we strive to be the employer of choice by creating an 

attractive work environment that recognizes one size does 

not fit all. Our diversified retention strategy enables 

each driver to balance their professional career with 

their home life. 

In addition to steps we take to retain our 

drivers, we are investing in accident-reduction 

technology. This year we will add more 

than 500 new tractors, each equipped 

with the Bendix Wingman Fusion system. 

It combines radar and vision technology 

to provide warnings of potential collisions 

and automatically brake the truck if the driver 

doesn’t react quickly enough. It also provides over-speed and lane-

departure warnings. It’s like having a second set of eyes in the cab, 

making every trip safer.
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We are also expanding the use of on-board computers in operation 

throughout our fleet. By regulation, carriers will soon be required to 

include on-board computers in their vehicles. While many carriers 

are scrambling to develop plans to meet these requirements, we 

have already equipped 99% of our fleet. Importantly, we are also 

training our drivers to fully comply with regulations and get the most 

out of this technology. 

Our very selective hiring process, heightened attention to safety 

training, and deployment of in-cab safety technology all help KAG 

drivers avoid accidents. This reduces our accident-related losses as 

well as the cost of insurance. As underwriters write policies and set 

rates today, they look not only at loss history but also what carriers 

do to enhance their safe-operation record. 

Making smart insurance-buying decisions, selecting great drivers 

and adding to their safety skills, and supporting our drivers with the 

latest in-cab safety technology – all these activities combine to limit 

accidents. In turn, we can better manage our insurance costs and 

maintain lower rates while continuing to provide appropriate risk 

protection for our shippers.

Keeping America Going

Keeping a Lid on Insurance Costs 

+MANAGED COST COVERAGE
+DRIVER SKILLS

+DRIVER RETENTION
+TECHNOLOGY

+TRAINING
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Your sink springs a leak and you need a plumber right now, so you get on the phone and start calling 

around to see who’s available. After five or six calls you finally find someone. Everyone has had an 

experience like this, and everyone knows it is tiresome and frustrating. 

Many customers, including fuel marketers and jobbers, experience a version of this scenario on a 

daily basis. They spend time calling one carrier after the next looking for a company with the capacity 

to handle their needs at a good price and on time. Many of these deliveries are price-sensitive, given 

the dynamics of today’s supply purchasing. KAG now offers an alternative way to meet all of your fuel 

delivery needs affordably with a single phone call. 

“We recently created the position of Business Development Representative to help simplify our 

customers’ search for delivery capacity,” explains Kevin Spencer, Executive Vice President of KAG’s 

Logistics Group. “Customers can make a single phone call to us and we will handle it. Rather than 

wasting time making many calls, it’s one and done. We offer an execution advantage by identifying the 

best option and making the delivery while saving them money.”

In many cases, one of KAG Logistics’ six operating companies can fill the customer’s need. When they 

can’t, the team turns to KAG’s network of over 300 vetted carriers available to provide fuel-delivery 

services in 48 states plus Canada. 

Mackenzie Smith, the newly named Business Development Representative, is eager to talk with 

customers and describe the value of this new service. She’s already getting positive feedback from the 

first people she’s talked with. 

“They like the simplicity and ease of doing business by 

relying on us to fill their delivery needs,” Smith says. “We 

are getting a lot of interest from customers who want to 

streamline their operations by relying on KAG Logistics to 

understand and support their business needs. We may not 

always be the cheapest option, but when it comes to reliable, 

safe, and on-time delivery, KAG is your one-stop shop. And when we are higher, those costs are 

typically offset by the reduced time the customer has to spend searching for the capacity themselves.”

The Business Development Representative acts almost like a concierge for customer deliveries. After 

getting a customer inquiry, Smith provides what she refers to as “white-glove service,” quickly responding 

with rates and quotes, and then following through to delivery. That’s the KAG execution advantage. 

Employees at companies in every 

region and every industry are 

pressed to do more with less. 

Relying on the KAG Business 

Development Representative 

frees customers to focus on 

other, more-important activities 

while reliably meeting their fuel-

delivery needs. 

Leading at Every Turn Spring/Summer 2016

Make One Call for Your Next Haul

Mackenzie Smith
Kenan Advantage Group

Business Development 
Representative

...customers who 
want to streamline 
their operations...
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Combining Forces to Serve Drivers and Customers
Support Center. Operations Center. Situation Room. 

These titles are used to describe facilities where essential personnel 

are brought together to coordinate critical activities. And any of 

those titles might rightly be applied to the KAG Canton Region 

Scheduling Center. 

“The Center handles all of the dispatching activities for Advantage 

Tank Lines, North Canton Transfer, and Klemm Tank Lines/ 

Indianapolis,” explains regional scheduling manager Glinda Ford. 

“This covers fuel deliveries in eight states: Kentucky, Ohio, Indiana, 

Pennsylvania, Michigan, New York, Maryland, and West Virginia. 

“But what makes the Center special is the 

desks handling each of these areas don’t work 

in isolation. They often work as a team to meet 

urgent needs of our customers.” 

A huge benefit of relying on KAG for fuels and 

other deliveries is that the entire network of fleets can be called on 

when required. 

“Instead of having the dispatchers for those fleets spread out across 

the region, they are all here in the Center in North Canton,” says Mike 

Rose, one of the two scheduling supervisors. “When a customer 

has a special need that might require them to shift a route outside 

their usual operating area, their scheduler can reach out to the other 

members of the Center to come up with a solution. We work as a 

team to find the most cost-effective way to move those loads.” 

It takes some special skills to be part of the 45-member Advantage 

Scheduling Center. 

“We move over 1,200 loads daily,” says Steve Fether, the Center’s 

other scheduling supervisor. “It’s like a new puzzle we have to put 

together collectively every day. That takes team members who 

are comfortable thinking out of the box, can juggle many tasks at 

once, and are eager to work together to find the best solutions for 

the customer.” 

The members of the center understand they play a strong, 

supporting role in the successful delivery of 

their customers’ fuels, but the people who 

really make it happen are the drivers. We try to 

make sure the drivers are well aware of how 

much their efforts are appreciated by ensuring 

they regularly receive personalized Kudo Cards from members of 

the Center team. Without our outstanding drivers, the job does not 

get done. 

Considering the tremendous reach of the KAG network and the 

thousands of tractors, trailers, and drivers it includes, it truly is a 

valuable resource to fuel shippers. The potential is only realized 

through the dedicated professionals who staff the Canton Regional 

Scheduling Center.

Keeping America Going

“We move over 
1,200 loads daily.”

(Seated left to right) Jason Roth, Danielle Fleming, Mike Rumsey, Nancy Diaz
(Standing left to right) Emily Hower, Andy Wolfe, Gary Phelps, Heather Riffle, Mike Lewis, Glinda Ford, Joe Shape, 
Jerry Conley, Tamara Hershberger, Mike Rose, Derrick Blosser, Nancy Smith, Diana Radanovich, Ray Rudd, Steve 
Fether, Cory Grzelak



Kenan Advantage Group
MIS 
Tom Baughman, Jr. 
Vice President, MIS 
800-969-5419, ext. 2128 
tom.j.baughman@thekag.com 

Safety and Compliance 
Becky Perlaky 
Executive Vice President,  
Safety and Compliance 
800-969-5419, ext. 2120 
becky.perlaky@thekag.com 
Security 
Bill Downey 
Executive Vice President,  
Corporate Affairs 
800-969-5419, ext. 2178 
bill.downey@thekag.com

Fuels Delivery
Billing 
Renee Rauls 
Director, Billing 
800-969-5419, ext. 2374 
renee.rauls@thekag.com  
Pricing 
Mike Calnon 
Vice President, Pricing
800-969-5419, ext. 2153 
mike.calnon@thekag.com 

4366 Mt. Pleasant St., NW · North Canton, Ohio 44720 

Advantage Tank Lines
BXI
CTI
DistTech
Jack B. Kelley
KAG Logistics
KAG Tank Services
KAG West
Kenan Transport
Klemm Tank Lines
North Canton Transfer
Petro Chemical Transport
RTL - Westcan Group
Transport Service

Helpful KAG Contacts
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Private Fleet Conversions 
Justin Jeffers 
Vice President,  
Private Fleet Conversions 
800-969-5419, ext. 2365 
justin.jeffers@thekag.com 

Sales and Marketing 
Stan Tedder 
Vice President, Sales & Marketing 
404-386-2660 
stan.tedder@thekag.com 

Nichole Verner  
Director, Sales & Marketing 
800-969-5419, ext. 2230 
nichole.verner@thekag.com

KAG Logistics 
Rick Brinkman 
Senior VP, Operations 
800-969-5419, ext. 2312 
rick.brinkman@kaglogistics.com 

Kevin Spencer 
Executive Vice President,  
Logistics Group 
800-969-5419, ext. 2117 
kevin.spencer@kaglogistics.com 

Mike Forbes 
Senior VP, Logistics Solutions  
and Engineering 
800-969-5419, ext. 2371 
mike.forbes@kaglogistics.com 

Specialty Products Group 
Terry Wheelock
Executive Vice President  
of Operations
865.296.9110
terry.wheelock@thekag.com
Common/Contract Carriage
John Boncosky 
Senior VP of Sales and Marketing, 
Chemical
281-922-4023
john.boncosky@thekag.com

Dedicated Contract Carriage
John Rakoczy 
Senior VP Sales and Marketing, 
Dedicated Contract Carriage
800-969-5419 ext. 2256
john.rakoczy@thekag.com 

Support Services
Rick Cole 
Senior VP of Business Development 
423-421-2605
rick.cole@thekag.com

Merchant Gas Group 
Matt Chasky 
Vice President of Logistics,  
Business Development 
CTI 
267-371-5007 
mchasky@cryotran.com 

Melissa Bradshaw 
Director, Business Development 
Jack B Kelley 
806-468-1894 
mbradshaw@jackbkelley.com 

KAG Canada 
Grant Mitchell 
President, RTL-Westcan
780-472-6494
gmitchell@westcanbulk.ca

For your convenience, we offer  
www.KAGConnect.com for easy 
access to your invoices and 
supporting documents, as well as 
real-time delivery information.
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