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An old truck driver once told me that everything you eat, 
wear, or purchase at a store was delivered by a truck.  We are in 
the business of transportation, and most importantly facilitating 

part involves the sale of infrastructure products that range from 
the CCTV Cameras, non-intrusive detection devices, and commu-
nications links, to the sign and signal structures that support the 
various ITS products we provide.  

Almost all lighting, sign, camera, or signal support structures 

logistical challenge and resource burden for the electrical or sign 
contractor who has to allocate personnel and heavy equipment to 
unload these structures.  These structures are typically shipped via 
contract freight companies that have no relationship to the manu-
facturer, distributor, or contractor, and have no vested interest in 
the quality of the service provided.  

The harsh reality is that drivers that haul freight in closed 
trailers can usually get paid both ways, while those that haul open 
trailers do not.  A typical scenario is the driver who hauls paper 
products from Cleveland to Richmond, then picks up computer 
parts in Arlington and delivers them to Pittsburgh on his return 
trip.  In this scenario he gets paid in both directions.  Most freight is 
hauled via closed trailers and this facilitates the ability of the driver 
to haul freight in both directions.  

only gets paid in one direction and then “dead heads” back to his 
-

fore, the driver that delivers poles from a location in the Midwest 

route and will have to dead head back.  
This type of scenario has yielded frustrating and mixed results 

over the years and often results in unreliable service.  The driver 
that is supposed to make the 24-hour call ahead for the contrac-
tor to coordinate unloading resources, doesn’t have a cell phone 
because his margins are too tight and can’t afford one.  He shows 
up unexpectedly and the contractor has to scramble to move men 
and equipment from one jobsite to another to accommodate the 
contracted driver.  Or the scenario in which the 24-hour call ahead 
is made with a commitment from the driver to be on-site at 7 am 
the following morning, only to leisurely show up at 11 am, leaving 
the contractor to absorb the costs of 4 hours of idle time as well as 

limited resources that could have been used on another project.  
These scenarios are not new and have plagued the construc-

tion industry for decades.  They affect cost, construction times, 
and relationships.  They impact the subcontractor, GC, and DOT 
inspectors.  In some cases where structure deliveries need to occur 
on major highways or Interstates, and lane closures are involved, 
they can have a more profound impact.  It was these problems and 
challenges that prompted me to start a freight company that would 
haul the lighting, camera, sign, ITS and signal structures that we 
supply to contractors on major municipal and DOT projects in 
Virginia and other states.  

TST Transport was created in 2008 and has hauled millions of 
dollars of structures from Union Metal in Canton, Ohio to various 
contractors and municipalities in Virginia, Washington DC, Mary-
land, Delaware and North Carolina.  Co-owner Joe Bruce manages 
three trailers and coordinates between the distributor (TS&T), 
the manufacturer (Union Metal), and the customer (contractor or 
DOT/municipality receiving facility).  

The results were immediate and amazing.  Customer service com-

of owning the freight company allowed us to eliminate the feared word 

address occurred after the product left the manufacturer.  Contractors 
can utilize “multiple stops” to drop off poles along a stretch of roadway 
so that they can avoid moving them twice.  All things that weren’t pos-
sible when freight was hauled by a contract carrier.   The customer has 
instant access to the driver and knows down to the hour when it will ar-
rive because the driver has a vested interest in the quality of the service.  

In today’s economy where bidding work has become ultra-
competitive, every advantage helps.  We realize that many times 
our customers have a choice in where to source their equipment, 
and that cost is usually the determining factor.  Therefore, we 
wanted to add real value, not perceived value, in an effort to gain 
their trust and commitment.   Our customers have come to realize 
that on-time and reliable delivery yields real value and tangible 
results.  I encourage anyone who provides a service or product 

customer service.  It will make a difference! 


