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SMART MUSCLE
STRENGTH THROUGH INNOVATION

S T E E L  S P E C I A L
C U R T A I N - S I D E R S

CIMC EXPANSION
C O M P O N E N T SLANDING LEGS

M A R K E T  D A T A

www.safholland.com.au

NATION WIDE COVERAGE

SAF-Holland 
(Aust.) Pty. Ltd

Ph: (61-3) 9971 7900
Fax: (61-3) 9743 6763

SAF-Holland  
(Aust.) QLD

Ph: (61-7) 3375 7033
Fax: (61-7) 3375 7044

SAF-Holland  
(Aust.) WA

Ph: (61-8) 9353 1720
Fax: (61-8) 9353 1730

SAF-Holland  
(Aust.) NSW

Ph: (61-2) 9672 1950
Fax: (61-2) 9672 1994

 

SAF-Holland  
(Aust.) SA

Ph: (61-8) 8345 1546
Fax: (61-8) 8345 0985

THE COMPLETE 
TANKER PACKAGE

DO YOU VALUE  
YOUR TANKER FLEET?

 Lightest Disc Brake on the market  = More payload = More $$$$

Genuine 6 years /1m km warranty = Peace of mind = Expense of wearable parts only

Complimentary 1st service = First 100,000 km = Visual inspection service

Innovative = Integral  rotor = No cracks

SAF Holland coverage = Network of 30+ Authorised 
Service Centres = Less downtime

 SAF Holland = 300+ year combined history = Engineering excellence 

2014 TRAILER / BODY BUILDER SHOWCASE
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SUBSCRIBE AND SAVE!

www.trailermag.com.au/offer

PRIME MOVER and TRAILER are Australia’s most-read monthly news resources for the commercial 

road transport industry covering all facets of our industry from bitumen to boardroom. Subscribe 

today to get access to award-winning reporting and thought-provoking insight — 22 times a year  

— from the most acclaimed journalists in the country.

SPECIAL OFFER –    Subscribe online today to receive both magazine for the price of just one!  

Save over 50% and never miss another story from our fast-paced industry.
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Review: Perth Truck Show

Special: Smash Repairs

Ramsay’s Horse Transport

Test Drive: Fuso FK

South West Haulage

South West Haulage

Long-term thinking
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Final Mile: Fiat Ducato

Expert Operator: Micway

NatRoad Youth Forum
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Innovation

Air Liquide: High-Tech In The NT

Cat CT 610: The Next Generation

Isuzu NPR 200: Tradie’s Mate

NHVR: How Does It Work?

Redstar Transport
A Star on the Rise
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Ryans: Limit Speed, Not Growth

Dirty Dog: Long-Distance Haulage

Direct Freight Express: Security First
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THE NEXT WAVE OF INNOVATIONTRAILER DESIGN TO FUEL THE NATION

TIPPING SPECIAL
NEW PRODUCT PAGE

SIDE-LOADERSHYDRAULICS

COMTRANS REPORT

M I N I N G  M A R K E T
Modern Road Tanker 
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Cross-nation line haul is one of the most Challenging freight 
tasks in australia. John Dixon anD sean Williams are tWo respeCteD 
inDustry exeCutives Who steppeD up to the Challenge in 2013 When 
they formeD reDstar transport. text by peter shields

A
lbeit the new kid on the block, 
Redstar Transport is somewhat 
of an old acquaintance 
to many in the industry. 

Formerly known as Bunker Freight 
Lines (BFL), John and Sean purchased 
the company from Silk Logistics Group 
last year and re-named it to mark the 
beginning of a new era for the long-
standing business.
Originally started by Ron Bunker in 
the 1960s, BFL was a key component 
of the Silk Logistics Group for the past 
half decade, alongside stable mates like 
Silk Contract Logistics (formerly Kagan 
Logistics), Doolan’s Heavy Haulage, 
Hoffmann Transport and WA Freight 

Group. In 2013, however, Co-Directors 
John Dixon and Sean Williams took 
the helm and created Redstar as an 
independent brand.
Interestingly, both John and Sean are ex-
Silk men and already knew the business 
inside out before making the move. After 
a career that included Executive Director 
roles at Linfox, Patrick Corporation 
and Skilled Engineering, John spent 
the previous three and a half years as 
Managing Director of Silk Logistics 
Group, while Sean joined Silk as Chief 
Financial Officer in 2008, when private 
equity group Gresham Partners first 
acquired the companies that formed 
Silk Logistics Group. 

Together, the two decided to separate the 
old BFL business from the Silk Group 
and create a whole new brand. With 
the fresh Redstar Transport identity, the 
company continues to flourish in what is 
a highly specialised market, moving full 
trailer loads of express line haul freight 
on a sub-contract basis for a number 
of major companies that require time-
sensitive deliveries to be carried out in 
a safe and compliant way.
Because Redstar is somewhat of a 
‘wholesaler’ to the road freight industry, 
the new owners knew that it needed to be 
an independent and dedicated line haul 
operation to succeed. “Under Silk, there 
was the WA Freight Group, which was 

a freight forwarder and also a customer 
of Bunker. But that automatically threw 
Bunker into conflict with its traditional 
customer base, because it was providing 
services to its sister company in the same 
way it was providing services to its other 
customers,” John explains. 
Both John and Sean found that there 
was not enough crossover between the 
individual businesses within the Silk 
Logistics Group; and as the equipment 
used also varied from business to 
business, there was no real opportunity 
to share resources between the cartage 
operation, the heavy haulage specialist 
and an interstate freight business.
What they have now is a highly 
specialised business, operating in an 
area they understand well and have 
spent most of their working lives in. 
“One attractive aspect of the Bunker 
heritage is that we have long-standing 
key customers who we know personally, 
so we have good customer relationships 

to build on,” John says. “We may work 
under a different name now, but we still 
strive to provide and improve the services 
they require.”
With the new set up, Redstar’s client 
base is somewhat limited compared to 
the old days, but the aim is to continue 
to engage with existing customers and 
secure a bigger share of available work. 
At the moment, a select group of six or 
seven customers such as StarTrack and 
TNT account for the majority of Redstar’s 
clientele.
From a change management perspective, 
much of the heavy lifting had already 
been overseen by John and Sean 
during their time with Silk. John and 
Sean initially re-configured just a few 
areas of their new entity in a quiet way 
and deliberately refrained from big 
changes during their first six months 
of operation, concentrating on basics 
such as key performance indicators, 
measurement, accountability and 

responsibility for compliance and 
safety within the business.
The biggest change was to bring the 
business into the modern transport 
environment in terms of dedication to 
safety and compliance. “The focus on 
compliance and accountability is real 
and 24/7,” says Sean. “This was the 
business that we had to remake, so when 
John joined Silk, we changed just about 
all management and processes in the 
business. We stripped it back right to 
the core.”
Under new leadership, the business 
embarked on a plan that was about 
cultural change and did not involve 
significant leaps, but small steps that 
would allow them to slowly build a 
new platform of compliance and safety 
around the company. 
“We knew that we could meet or exceed 
market expectations in terms of rates 
required to gain business, but at that 
stage we didn’t know that we could 

A  s t r  o n  t h e rise
Fleet

36    febr uar y 2014 pr imemovermag .com.au    37 

The Ryans GRoup is able To pRovide a diveRse RanGe of TRanspoRT and 
loGisTics seRvices To ReGional vicToRia and is noT afRaid To push The 
boundaRies of innovaTion To incRease ThaT offeRinG.  Text by peter shields

W
arrnambool is a regional 

centre of around 

35,000 people in the 

west of Victoria. The 

community’s location on the Prince’s and 

Hopkins Highways gives its businesses 

access to four million potential customers 

within a two to three hour drive – 

providing ample potential to the road 

transport industry in the region.

In fact, the southwest region of Victoria 

continues to grow at a brisk rate with 

the dairy, timber and alternative energy 

industries providing significant local 

potential. Farming areas that were just 

once used for sheep grazing are now 

producing high yields of quality grain 

crops such as canola – virtually increasing 

the road freight task by the day.

One company trying to benefit from that 

potential is local Warrnambool business 

Ryans Transport. Graham Ryan started the 

family company in 1957 and has since 

formed it into a diverse transport company 

with facilities in other regional Victorian 

centres such as Ballarat, Horsham, 

Hamilton and Portland. Additional depots 

are located in Melbourne, Adelaide and 

Mount Gambier. Head office, however, still 

is in Warrnambool. 

During the last six or seven years, Graham 

and his staff, including Project Manager 

Mick Boswell, have been developing a 

new set of goals and guidelines for the 

company to prepare it for the future of 

road freight transportation in regional 

Victoria. “At Ryans we have three goals. 

The first is to become a major player in the 

transport industry. The second is to add 

value to our people’s lives and provide a 

good workplace, which in turn adds value 

to the environment and the customers we 

work for. The third is actually more of a 

statement, saying that our people are our 

competitive advantage,” Graham says. 

“How do we get to where we want to go? 

By operating by our goals and guidelines.” 

Driven by Graham’s ambitious agenda, 

the company provides a diverse range 

of freight and logistics services to 

the region – including general and 

refrigerated transport, removals, storage 

“at Ryans we have three goals. 
The first is to become a major 
player in the transport industry. 
The second is to add value to our 
people’s lives and provide a good 
workplace, which in turn adds 
value to the environment and the 
customers we work for.  The third 
is actually more of a statement, 
saying that our people are our 
competitive advantage.”
 
Graham Ryan
Director

wins
Who dares
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LIGHTS AND ELECTRONICS
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A Hella of a choice

“We pride ourselves on custom-building 

to our clients’ specifications in the trailer 

market. ATM is not a high volume builder, 

but all it means for our clients is that they 

get a supremely high quality product,” says 

Director, Neil Cooper. “We can use any 

axles, suspensions, tyres, lights, floors or any 

component that the client wants. However, 

when it comes to the lights on the trailers – 

we’ll only recommend Hella LED lamps.”

Since establishing a partnership with the 

lighting expert, ATM has exclusively used 

Hella on all its speciality trailers, and has 

never looked elsewhere, given the boutique 

brand has yet to have a recall on the lights. 

“I’ve been dealing with Hella for more 

than a decade, well before I started ATM 

in 2009,” Neil says. “Once I had a clear cut 

understanding the business’ identity, I knew 

which lighting brand to choose. Hella is just 

a superior product compared to anyone on 

the market.”

Today, ATM predominantly uses the DuraLED 

LED series – including the 2151 rear direction 

indicator, 2330 rear position lamp and the 

1490 reversing lamp – across its range of 

customised low loaders, tilt trays, dollies and 

drop deck trailers. In fact, Hella doesn’t just 

supply the DuraLED series mentioned, but 

also provides reflectors, switches, 7-pin plus 

and sockets, number plate LED lamps and 

side marker lights. 

“It’s the complete solution and quite 

convenient from a manufacturing point of 

view, since we can use all the models on the 

different equipment we build,” Neil says. 

“Given the punishment some trailers have 

to endure, especially in the heavy haulage 

market, the Hella lights just seem to last the 

longest and perform at a higher level.”

Since day one, Neil’s engineering team 

spent a fair bit of time with Hella’s customer 

support division to help develop and improve 

the product, and since LED technology is 

constantly improving, that close relationship 

has only deepened over the past three years. 

With the partnership blossoming, Neil says 

the extensive product knowledge gained 

through Hella has helped him to identify 

noticeable differences out on the roads. 

“After being in the transport industry for 

more than two decades, you get to know 

the strengths and weaknesses of many of 

the products used,” he says. “A common 

CHOOSING RELIABLE AND EFFICIENT LIGHTING GEAR CAN BE THE 
DIFFERENCE BETWEEN AN ELITE OR A RUN-OF-THE-MILL TRAILER IN 
TODAY’S COMPETITIVE TRANSPORT MARKET. THAT’S WHY AUSTRALIAN 
TRAILER MANUFACTURERS (ATM) ONLY USES HELLA LED LAMPS WHEN 
IT COMES TO ADDING THE FINISHING TOUCHES ON EVERY VEHICLE THAT 
LEAVES THE WORKSHOP.

Contact
Hella Australia
54-76 Southern Road
Mentone VIC 3194
03 9581 9299
Web: www.hella.com.au

Australian Trailer Manufacturers (ATM)
(Lot 2) Walhalla Road
Moe VIC 3825
Ph: 03 5127 1600
Web: www.austrailer.com.au

sight I often come across are trucks and 

trailers using other lighting brands that 

either have damage to one of the lights, 

or one of the lamps are blown. That can 

be a major problem for operators from 

a safety perspective, as well as the costs. 

With the Hella range it’s a true fit-and-forget 

solution.”

Next to that impressive track record, there is 

one more feature that made all the difference 

when Neil’s industry experience helped steer 

the final decision in Hella’s favour – its special 

customer service philosophy. “With Hella, 

you don’t just get a reliable lamp, but they’ll 

be very proactive in coming out to train your 

people on the new models and keep you 

updated on what’s in development. That level 

of service is crucial in our line of work.”

According to Neil, Hella’s sealing and spike 

protection on its lamps is what increases their 

longevity. “Every lamp is fully-sealed to a 

high IP rating, so no water, moisture or dust 

can get in, which can obviously damage the 

internal electronics of the lights,” he says. 

“Hella also applies that extra level of voltage 

spike protection which offers peace of mind 

when building on new vehicle chassis. It’s 

not just a couple of wires coming out the 

back with a moulded lens, but the complete 

construction which makes the product worth 

the money – simple as that.” 

Neil says that he does not intend to use any 

other brand of lamps any time soon. “I place 

value on the Hella gear we are currently 

using since it has proven its worth over 

time,” he explains. “Even now when I talk 

to some of my customers who I built trailer 

for 2-3 years ago, they still tell me that the 

lights are working the same as they did the 

day they received the finished trailer. And, 

until Hella recommends models to succeed 

the DuraLED series we regularly use, there’s 

certainly no need to change.” 

 Given the punishment some trailers have to 
endure, especially in the heavy haulage market, 
the Hella lights just seem to last the longest and 
perform at a higher level. 
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Total application

Alongside some of the transport industry’s 

major equipment suppliers, Knorr-Bremse 

Australia attended TMC 2013 – held at the 

Kangan Institute, Melbourne – with the 

intention of advancing the understanding 

and knowledge of air disc brake (ADB) 

maintenance, and retrofitting trailer 

electronic braking systems (TEBS G2). 

“TEBS can not only manage brake systems, 

but also offer additional benefits such as 

roll stability control to maximise safety and 

cost operational performance. Our number 

one goal is to increase awareness to those 

issues on the trailer side of the industry,” 

says Kevin Gibson, National Sales and 

Engineering Manager OE CVS at Knorr-

Bremse.

In line with the TMC’s focus on providing 

a hands-on experience for delegates, 

Knorr-Bremse invested in the development 

of interactive training tools and equipment 

for the benefit of the commercial vehicle 

industry.

To give attendees hands-on experience 

with the Knorr-Bremse product, four 

purpose-built wheel end demonstration 

stands were constructed. Working in 

small groups, the attendees were given 

an insight into air disc brake operation and 

given a breakdown of key components. 

Following this, participants were able to 

perform routine maintenance and repair 

work themselves.  

“We set up interactive touch screens, 

which were used to guide participants 

through the Knorr-Bremse service manual 

as the procedure to replace many of the 

THIS YEAR’S TECHNICAL AND MAINTENANCE CONFERENCE (TMC) HELD 
IN MELBOURNE WASN’T JUST A REUNION OF SORTS FOR INDUSTRY 
STALWARTS, BUT A GOLDEN OPPORTUNITY FOR ALL TRANSPORT 
EQUIPMENT SPECIALISTS TO IMPART THEIR EXPERT KNOWLEDGE TO 
TRANSPORT OPERATORS. KNORR-BREMSE AUSTRALIA GRABBED THE 
OPPORTUNITY WITH BOTH HANDS.

Contact
Knorr-Bremse Australia Pty Ltd
1/2 Factory Street
Granville NSW 2142
Ph: 1300 309 991
Fax: 02 8863 6151
Web: www.knorr-bremse.com.au
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key components was focused on,” says 

Brett Nicoll, Lead Application Engineer, 

who spearheaded the session. “During 

the workshop, delegates also used and 

became familiar with the Knorr-Bremse 

service tools. This opportunity is key to 

making ADB caliper service and repair 

more user-friendly for the operator.”

The other Knorr-Bremse workshop session 

involved hands-on demonstrations on how 

to retrofit TEBS G2 technology to measure 

and record data in regard to performance 

and diagnose common system faults and 

the correct rectification procedures.

“The session was prepared with a purpose 

built tri-axle dolly fitted with the latest 

Knorr-Bremse TEBS G2, which we used in 

a hands-on demonstration of converting 

a conventionally braked trailer into a 

TEBS fitted trailer,” adds Peter Verde, 

Knorr-Bremse Application Engineer. 

“This demonstration included the physical 

component changes required, along with 

key considerations and hardware and 

software requirements alike.”

Overall, Knorr-Bremse says the TMC’s 

information sessions and Q&A forums 

were “very helpful”, with visitors 

furthering their understanding of the 

importance of pairing the truck brakes 

up with TEBS units to ensure the vehicle’s 

brake system is balanced.

“Encouraging the industry to use 

compatible braking systems in both truck 

and trailer is one thing, but servicing it is 

another. That’s why we also work to make 

fleet operators and mechanics more aware 

of TEBS, how to troubleshoot and diagnose 

field issues with the systems. We also train 

fleets on how to use this technology to 

measure and record data in regard to truck 

and trailer performance.” 

 TEBS can not only manage brake systems, but 
also offer additional benefits such as roll stability 
control to maximise safety and cost operational 
performance. Our number one goal is to increase 
awareness to those issues on the trailer side of the 
industry. 
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THE TRADITION GROWS

APRIL 2014

3RD

THURSDAY 
Trade 

TH4
FRIDAY 
Trade 

TH5
SATURDAY 
Open to 
public

TH6
SUNDAY 
Open to 
public

Leading operators and fleet managers will be in Melbourne at Australia’s largest 
dedicated road transport show. Exhibitors and visitors from around the globe gather to 
witness over half a billion dollars worth of new age equipment technology and network 
with the transport industry’s elite at the most significant event in the industry calendar.
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• Side Loaders  
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