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“Leading at Every Turn” Applies 
to Investment in Technology
It’s obvious that technology is reshaping many industries like finance and 
communications. It may be less obvious that technology is also bringing 
about big changes in the trucking industry. Dennis Nash talks about 
the role of technology in trucking and what KAG is doing to take full 
advantage of the benefits it offers. 

continued on page 2

Q: Tell me about the role of 

technology at KAG.  

Our slogan is “leading at every turn” and 

that definitely applies to our investment 

in technology. We have invested tens of 

millions of dollars to create the industry’s 

most powerful technology platform. With 

the tremendous amount of operational 

data we have, we’re able to create 

efficiency gains, both internally and for our 

customers. That means cost savings for 

both of us. Our online capabilities make 

it much easier for our customers to work 

with us as they run their businesses.  We 

give them the information they need to 

make good decisions.  

But what’s becoming increasingly important 

today is the technology we’re implementing 

related to our fleet. That’s another area 

where we intend to be the leader. 

Q: Is a big part of that technology 

the electronic logging devices?  

The ELDs are just one small part of our 

technology initiative. Every carrier is required 

to use ELDs by December of next year. We 

implemented this technology well ahead of 

the curve, over twelve years ago. Whether 

smaller carriers will be committed and 

able to meet this regulatory requirement 

and install the devices remains to be seen, 

especially if the market doesn’t get stronger 

in the near future. There’s been a softening 

in overall demand, and it’s putting the 

squeeze on many carriers, especially the 

smaller guys. 

Q: Some carriers are changing their 
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pricing to get more loads in a tight 

market. You’re not.  

Our customers understand one of the 

fundamentals of business is you’re 

going to pay one way or another. There 

will always be lower-price carriers, and 

right now some of the pricing is simply 

irrational. The smaller operators are in 

survival mode and doing whatever it takes. 

But there are real costs that come with  

relying on bargain carriers. What corners 

do they have to cut to provide those 

dirt-cheap rates? Are there safety issues 

that raise their customers’ risk? Are there 

reliability issues that could leave their 

customers in a jam? 

We create efficiencies that help our 

customers carve out more margin and 

enable them to be a better supplier to their 

http://www.thekag.com/


the way it operates? Our customers 

appreciate having a partner that provides 

consistency and reliability. 

We do not intend to pull back. Just 

the opposite, we are going full speed 

ahead on identifying and implementing 

technology which will continue to increase 

our efficiency, safety, and level of service. 

Q: What do you see down the road 

regarding new technology?  

No question, the next big thing is 

autonomous trucks. Just recently, as 

a member of the American Trucking 

Associations’ search committee, we were 

hiring the new CEO. During one of the 

interviews, a candidate actually started 

asking us questions about autonomous 

trucks. That really made me stop and think 

about how this is going to change our 

industry. 

He wanted to better understand our 

position and what we were doing to step 

into more of a leadership role for the 

advancement of this new technology. 

There’s no question when you look out 10 

or maybe 20 years, trucks will be driving 

themselves. The impact on our industry 

will be amazing. We will never reduce our 

need for drivers, but there absolutely will 

be certain lanes covered by trucks that 

have no one behind the wheel. That’s an 

amazing thought.

customers. We offer considerable value 

beyond the lane or point-to-point price. 

Considering the long-term benefits, KAG 

offers a unique value proposition that 

makes us the lowest-total-cost carrier. In 

the long run, our customers see a bigger 

payback from working with us.

Q: What are the other elements of 

your technology push?   

We are adding new safety features to 

our power units. A lot of the same things 

you can buy today in high-end cars are 

also available for trucks. Lane-departure 

warnings, anti-rollover, and collision-

avoidance systems are included in most 

of our new vehicles. 

Adding these advanced safety systems 

isn’t cheap, but the payoff is justified. The 

cost of a single truck-involved accident is, 

at minimum, in the tens of thousands of 

dollars, but can run into the millions. By 

making our trucks safer, we protect our 

customers from tremendous risk. We all 

know from reading about high-profile truck 

accidents that the carrier, as well as their 

customer, will be dragged into the lawsuits 

resulting from a truck crash. We minimize 

the risk. 

We’re also making it easier to operate 

our trucks. I grew up driving a manual 

transmission and owned many cars that 

required shifting. But most younger drivers 

today never learned to use a manual 

transmission. That creates a hurdle when 

it comes to recruiting new drivers; they are 

intimidated by learning to manually shift a 

vehicle. Now that there’s a reliable automatic 

transmission available, we are including 

them as we make additions to our fleet. 

Q: It sounds like you’re making a 

big investment in technology.  

We are, and it’s an investment not every 

carrier is in a position to make. As I look 

at trade publications, there’s a definite 

theme showing many carriers are actually 

pulling back from making investments in 

technology and new equipment. They’re 

retrenching a bit. This is obviously a result 

of the softening in the economy. Fewer 

shipments mean reduced income and 

that’s putting the squeeze on our industry.

Not only are we not pulling back from 

making investments, we are going full 

steam ahead. We intend to operate the 

safest, most efficient fleet, and much 

of the safety and efficiency comes from 

having the most up-to-date equipment on 

the road. 

We have a three-year plan which began 

in 2015 to add 2,300 new tractors to our 

fleet. So we are looking for technology to 

have an immediate - not gradual - impact 

to our business. 

Q: If the market doesn’t firm up, 

will you need to pull back on your 

technology investments?  

Our success and growth have been 

achieved by staying ahead of the 

competition and providing consistent, 

outstanding service. That’s one of the 

major reasons our customers stay with us. 

Why would they partner with a carrier that 

goes through regular ups and downs in 

Investment in Technology
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Many of the roads we travel have posted speeds and/

or conditions that warrant a lower speed and KAG’s 

technology, commitment, and team of professional 

drivers constantly react to the errors of others. It might 

seem speed-limiting trucks would add to the delivery 

time. Altrichter says that’s often not the case. 

“Going faster is more 

stressful,” Altrichter says. 

“Studies show that drivers 

who travel at over 70 mph 

tire more quickly and tend to make more stops and take 

longer breaks.” 

By speed limiting our fleet, KAG enhances the safety of 

our drivers and the people we share the road with. We also 

reduce our fuel costs, which helps us maintain the lowest 

possible rates. When talking about the benefits of speed 

limiters, Altrichter says it’s very much like the fable of the 

tortoise and the hare: slow and steady wins the race. 

Keeping America Going

Slower Is Safer 

It was 1974 when drivers across the 

US saw maximum speeds on our 

highways lowered to 55 miles per hour. 

The National Maximum Speed Law was 

enacted to reduce fuel use during the 

global oil crisis that began in 1973. 

The law made perfect sense because 

there is a proven link between speed 

and fuel economy. Vehicles reach their optimal fuel economy at 

different speeds. In passenger cars, gas mileage usually decreases 

rapidly at speeds above 50 mph. The American Trucking 

Association (ATA) has a number of suggestions for reducing 

fuel consumption, but first on the list is reducing speed. A truck 

consumes 27% more fuel at 75 mph than at 65 mph. That’s a huge 

fuel economy penalty for the 8% speed benefit. 

Increased fuel economy can save money, but the bigger reason 

KAG has focused on limiting speed is safety. 

“It’s been proven that slower speeds mean fewer rear end 

impacts,” says Kirk Altrichter, KAG’s Vice President of Fleet 

Services. “The slower speed gives drivers more time to react and 

avoid a collision or slow their vehicle down. That means when 

there are collisions, they are much less severe with a significantly 

lower chance of injury.”

The ATA recommends a limit of no higher than 67 mph, and most 

large trucking companies follow that guideline, including KAG. 

Going faster is 
more stressful...

Kirk Altrichter
Kenan Advantage Group

Vice President, Fleet Services
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L to R – Dennis Nash, KAG Chief Executive Officer; Wendy Tracy, 
Pathway Executive Director; Jennifer McNemar, KAG Corporate 
Controller; Carl Young, KAG Chief Financial Officer.
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Charity golf outings are a great way to raise money for worthwhile causes. These events 

mean a day of fun and networking, combined with bringing in funds needed to support a 

range of philanthropic organizations. One website devoted to helping organizations plan 

successful outings said the average event raises $5,000. The most recent KAG Keeping 

America Going Golf Classic did considerably better than that. 

“We raised a half-million dollars for our primary philanthropic cause, Pathway Caring for 

Children,” says Jennifer McNemar, KAG’s Corporate Controller and Pathway’s Board 

Treasurer. “We’ve been able to raise this level 

of support  year after year as a result of the 

true caring and generosity of our  suppliers, 

customers and friends. They understand the 

importance of Pathway and its mission to 

improve the lives of so many at-risk children 

and their families. ”

Quite a few people who attend the outing are occasional or non-golfers. That didn’t stop 

them from enjoying the beautiful day, including lunch and dinner. Many of the golfers got a 

personal thank-you for attending from someone who ensures the funds are put to good use.   

“Pathway’s Executive Director, Wendy Tracy, helped out on the day of the event as a hole-in-one 

spotter,” says McNemar. “As the golfers arrived at that hole, Wendy made it a point to meet and 

thank them while giving them updates on exciting new programs being offered by Pathway.”

This was the 11th year KAG conducted this event, one of many that the company and its 

employees support. Thanks to KAG and the recent Golf Classic, Pathway is able to carry on 

its work of helping children and families realize their potential and achieve all that is possible 

through innovative mental health, foster care and adoption services. It’s a great event for a 

great cause.

Walking for a Cure
There are many local and national organizations 
that benefit from the support of KAG and 
its employees and one of those inspires 
tremendous enthusiasm and involvement is the 
Juvenile Diabetes Research Foundation (JDRF). 
In addition to sending a team – which numbered 
over 60 this year – to the annual JDRF One 
Walk, KAG employees organize a number of 
other events that put the “fun” in fundraising. 

“In the months leading up to the One Walk, we 
held a wine-and-paint night, car wash, raffle 
for a vacation day and a kickball tournament,” 
says Jennifer Baughman, KAG’s Manager 
of Sales Support and JDRF Fundraising 
Coordinator. “We do so many fundraising 
activities that we need to keep coming up with 
fresh, fun ideas. There are a lot of lives here 
that have been touched by juvenile diabetes, so 
we have a real passion for this cause.”

JDRF is focused on finding a cure for the 
disease and helping improve the lives of its 
victims. There currently is no cure, and the 
symptoms can’t be treated through diet or 
lifestyle changes. People with the disease 
face a lifelong routine of constant blood-sugar 
vigilance, diet monitoring and injections or 
infusions of insulin at intervals throughout the 
day and night.

“The KAG team has been one of the strongest 
supporters of our annual walk for at least 15 
years,” says Denise Seyranian, Development 
Manager for JDRF in northeast Ohio. “The 
team captains keep coming up with new 
and innovative ways to build excitement, the 
employees are enthusiastic participants and 
KAG management gives them their full support. 
We couldn’t ask for a better partner in funding 
the search for a cure for juvenile diabetes.” 

The Pathway to Helping Families

...helping children 
and families realize 
their potential...

Watch a short video about Anna McLean to 
see what a day is like for an 11-year-old 
living with Type 1 diabetes.
https://www.youtube.com/watch?v=AVUOIr8Etow

https://www.youtube.com/watch?v=AVUOIr8Etow


What do customers say about working with 

the Kenan Advantage Group? David Oliver, 

Transportation Manager – US and Canada for 

BP Oil, describes a relationship that stretches 

back more than 10 years. 

Why did you originally choose KAG as 

a partner?  

We originally started doing business with Advantage Tank Lines, 

a relationship that began before the company became part of the 

Kenan Advantage Group. We chose them partially because of 

geography, since our headquarters were nearby in Cleveland. But 

more importantly was the fact that Advantage was the premier 

tank carrier, and we wanted to do business with the best. That’s 

still true today when it comes to working with KAG. 

What service(s) does KAG provide you? 

They haul a number of our products, including jet fuel to aviation 

customers and fuel to our commercial accounts, including 

automakers and customers like FedEx. KAG also manages retail 

sites on the east and west coasts where they provide total fuel 

management. We rely on KAG to manage the inventory in the 

tanks at these sites, monitoring fuel levels, forecasting orders for 
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Customer Corner 
each site and making sure each location has all the product they 

need at all times. 

What is your organization’s relationship with KAG?  

We view KAG as our strategic partner. As the largest fuel hauler 

in the US, they have the reach and capacity to support us. 

Strengthening that relationship is the fact that our corporate cultures 

are very much aligned. We strive to reach many of the same goals. 

That includes safety, which we found to be a big part of the KAG 

culture. That’s very important to us.  

How does KAG support you and your business?

They help us succeed by being everywhere we need them to be. As 

we move into markets, they are already there and able to support 

our business. That means I don’t have to manage relationships with 

many carriers; I only have to manage one. 

What sets KAG apart from other carriers?  

That’s easy. It’s their people. I’ve always said that KAG’s team is 

their biggest selling point. They have a great team from the top of 

their organization, to the driver making the late-night deliveries to 

our rural sites. 
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Many companies today, especially in the transportation and logistics industry, promote their service 

as 24/7/365. And while that is the case here as well, we can take it a step further and offer round-the-

clock dedicated desk service. 

KAG Logistics’ dedicated desk service assigns representatives to customers contracting this service 

with individualized round-the-clock attention to their account. 

“With dedicated desk service, one or more people keep a 

constant eye on the customer’s deliveries,” explains Randy 

Riddell, KAG Logistics’ Director of Logistics Operations 

for a dedicated desk customer. “Our people act as the 

go-between for our customer’s internal resources and the 

external carriers handling their loads. That gives our team’s 

customer a single point of contact, someone who is always there for them and completely understands 

their account and their needs.”

Dedicated desk service makes sense for customers that have a large number of locations and need an 

round-the-clock point of contact for drivers, dispatchers, and others. Riddell says his team might field 

hundreds of phone calls in a single day for their customer. Whether the calls have to do with checking 

inventories, verifying delivery status, finding the best supply price, or any other details, the dedicated 

desk team handles all of those calls on behalf of the customer.

As one example of the power of the dedicated desk, Riddell describes the recent problems created by 

a pipeline shutdown in Alabama that caused fuel shortages throughout the south. 

“It created mayhem with the customer’s deliveries,” says Riddell. “Fuel wasn’t available locally, so to 

keep the customer’s stations supplied, we had to make pickups outside the usual area. The typical 50-

mile route turned into a 200-mile route. We had to do a lot of out-of-the-box thinking and tap our deep 

resources to keep the customer supplied, but we handled all the problems on the customer’s behalf.”

While dedicated desk service is more suited for 

larger customers, medium-size customers can get 

similar services from the KAG Logistics national 

desk service. It also provides 24/7 attention to 

customer accounts, but those on the national desk 

deal with multiple accounts. Although they don’t 

have the same intimate familiarity with each account 

as dedicated desk representatives do, the national 

desk representatives have detailed “playbooks” that 

guide them in addressing issues that come up.

“With both dedicated desk and national desk 

service, what we provide is peace of mind,” says 

Riddell. “Customers can go home at night and sleep 

well, and spend their weekend with no worries about 

their deliveries. KAG Logistics’ experts are on the 

case with the skills and resources to deal with any 

issues that come up. In many cases, the customers 

won’t know there was even a problem until after it’s 

been solved.”
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At Your 24/7 Service    

...individualized 
around-the-clock 
attention...

Randy Riddell
Kenan Advantage Group

Director of Logistics  
Operations - TA



7 

Reversing a Dangerous Trend 

My articles typically focus on what we’re doing 

at KAG to continue raising the bar on safety. 

But this time I’d like to talk about something 

as important to you as it is to us when it 

comes to safely arriving at our destinations. 

The National Highway Traffic Safety 

Administration recently announced that traffic 

fatalities have increased for the last two 

years, up by nearly 8% in 2015. That’s the 

biggest jump in 50 years and not the news 

any of us wants to hear. 

While the size of the increase may surprise 

you, a major cause probably won’t. About 

20% of the time someone gets injured in 

a crash, it’s because they were distracted. 

When it comes to teens, that number is 

closer to 60%. While the statistics are scary, 

the important thing is that each of us can 

do something to help reverse that trend by 

taking a hard look at our own driving habits. 

There are three forms of distraction: visual 

(looking away from the road), manual (taking 

our hands off the wheel) and mental (not 

concentrating on driving). Texting or using 

our cell phones involves all three, making 

it a triple threat when it comes to raising 

the risk of a crash. Compare the potential 

consequences of a distracted-driving collision 

– possibly killing yourself or someone else – 

to the importance of that text or phone call, 

and maybe you’ll decide it can wait. 

Whether you spend 10 minutes or 10 hours 

behind the wheel, follow the Smith-System 

Defensive Driving Techniques® and advice 

to keep your eyes moving and notice the 

many distracted drivers around you. We’ve 

all seen people reading the paper while 

driving or fumbling with a fast food sandwich. 

These are more examples of triple-threat 

distractions that we can and should avoid. 

If you’re on the highway, you’ll no doubt spot 

someone swerving or slamming their brakes 

to make a fast correction because they were 

distracted. In town, look around at any traffic 

light and you’ll see drivers with their heads 

down as they text or check their phones. 

Considering how many distracted drivers 

there are around us, it’s remarkable there 

aren’t more accidents! But we can all be part 

of the solution by changing our behavior and 

reminding others to put down the phone and 

park if they need to text, eat or read.

What are we doing at KAG to ensure 

each of our drivers operates their truck 

safely? This starts with having the 

highest expectations when it comes 

to safety. We hire only drivers with 

strong skills and good safe-driving 

records. As Dennis Nash mentioned 

in his column, we are adding many 

new safety-related features to our 

fleet. We also provide all of our 

drivers with the training, resources 

and regular reminders needed to 

improve our already-impressive 

record of safe operation. 

Keeping America Going

We are all busy, and time behind the wheel 

might seem like a great opportunity to 

make some calls, grab lunch or do a bit of 

paperwork. But driving is already one of 

the highest-risk activities in your day. Motor 

vehicle-related incidents remain the leading 

cause of workplace fatalities in the U.S. 

These incidents are responsible for 1.6 million 

lost workdays per year with the majority 

(90%) of these lost workdays being attributed 

to traffic crashes that occur off the job. 

One result of the increasing number and 

severity of accidents – and the resulting 

costs – is that the insurance industry is 

pulling back on their coverage for commercial 

vehicles. Two major insurers no longer offer 

commercial-vehicle coverage. Carriers that 

are unable to get appropriate coverage, or 

fail to focus on eliminating risks and unsafe 

driving create a huge risk for their shippers. 

Everyone on the road shares the 

responsibility for the safety of all drivers. 

Do your part by avoiding distracted driving. 

We’re doing our part with a relentless focus 

on safety. Together we can reverse the recent 

increase in accidents and make our roads 

safer for everyone. 

Safe travels!

Becky Perlaky
Kenan Advantage Group
Executive Vice President, Safety and Compliance 

21 East State Street, Suite 900 Columbus, Ohio 43215 614-221-5375 www.ohiotrucking.org 

September 8, 2016 
Becky J. Perlaky Kenan Advantage Group 4366 Mt. Pleasant Street, NW North Canton, Ohio 44720 

Dear Becky: 

It is my distinct pleasure to inform you that our distinguished panel of judges 

has selected you to receive the 2015 Ohio Trucking Association Safety 

Professional of the Year Award.  Your accomplishments as a safety professional 

have shown you to be the kind of person our industry would like to have in 

charge of company safety programs, and our judges agreed. 
You will be receiving your award at the Ohio Trucking Association’s Annual 

Conference, Safety Awards Banquet on September 19, 2015.  Contact Sam at

(614) 225-1031 and she will help with the registration process.
Congratulations again, we look forward to recognizing your hard work at the 

banquet. 

Best Regards, 

Thomas A. Balzer, CAE President 

Becky Perlaky receiving 2015 Ohio Trucking Association 
Safety Professional of the Year Award.



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
Landes Trucking 
Lawson  Trucking
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 

Gray Silva 
National Account Sales
800-969-5419
gray.silva@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 

Nichole Verner  
Sr. Director, Business Development 
and Marketing 
800-969-5419, ext. 2230 
nichole.verner@thekag.com

Specialty Products Group 
John Rakoczy 
Executive Vice President
800-969-5419 ext. 2256
john.rakoczy@thekag.com 

Common/Contract Carriage
John Boncosky 
Senior VP of Sales and Marketing, 
Chemical
281-922-4023
john.boncosky@thekag.com

Food Division
Roger Ross 
Executive Vice President
217-245-9753
rross@agricg.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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