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Clifton R. Beckham

USA Truck, Inc.

3200 Industrial Park Road

Van Buren, Arkansas 72956

(479) 471-2500

(Name, address, including zip code, and telephone number, including area code, of agent for service)

Copies requested to:

Kenn W. Webb, Esq. Robert M. LaRose, Esq.

Carrington, Coleman, Sloman & Blumenthal, L.L.P. Thompson Coburn LLP
200 Crescent Court, Suite 1500 One U.S. Bank Plaza

Dallas, Texas 75201 St. Louis, Missouri 63101

Approximate date of commencement of proposed sale to the public: As soon as practicable after this Registration Statement becomes
effective.

If the only securities being registered on this form are being offered pursuant to dividend or interest reinvestment plans, please check the
following box. ~

If any of the securities being registered on this form are to be offered on a delayed or continuous basis pursuant to Rule 415 under the Securities
Act of 1933, other than securities offered only in connection with dividend or interest reinvestment plans, check the following box. ~

If this form is filed to register additional securities for an offering pursuant to Rule 462(b) under the Securities Act, please check the following
box and list the Securities Act registration statement number of the earlier effective registration statement for the same offering.

If this form is a post-effective amendment filed pursuant to Rule 462(c) under the Securities Act, check the following box and list the Securities
Act registration statement number of the earlier effective registration statement for the same offering.
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If delivery of the prospectus is expected to be made pursuant to Rule 434, check the following box.

The Registrant hereby amends this Registration Statement on such date or dates as may be necessary to delay its effective date until the
Registrant shall file a further amendment which specifically states that this Registration Statement shall thereafter become effective in
accordance with Section 8(a) of the Securities Act of 1933 or until the Registration Statement shall become effective on such date as the
Commission, acting pursuant to Section 8(a), may determine.
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The information in this document is not complete and may be changed. We may not sell these securities until the registration statement
filed with the Securities and Exchange Commission is effective. This prospectus is not an offer to sell these securities and we are not
soliciting an offer to buy these securities in any state where the offer or sale is not permitted.

Filed Pursuant to Rule 424(a)

Registration No. 333-126795

SUBJECT TO COMPLETION, DATED AUGUST 11, 2005

PRELIMINARY PROSPECTUS

3,000,000 Shares

Common Stock

We are offering 2,000,000 shares of our common stock, and selling shareholders named in this prospectus are offering 1,000,000 shares of
common stock. We will not receive any proceeds from the sale of common stock by the selling shareholders. Our common stock is listed on the
Nasdaq National Market under the symbol USAK. The last reported sale price of our common stock on the Nasdaq National Market on August
10, 2005 was $27.25 per share.

Investing in our common stock involves a high degree of risk. Before buying any shares, you should carefully consider the risk factors
described in _Risk Factors beginning on page 5 of this prospectus.

Per Share Total
Public offering price $ $
Underwriting discount $ $
Proceeds, before expenses, to us $ $
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Proceeds, before expenses, to selling shareholders $ $

The underwriters may also purchase up to an additional 450,000 shares from one of the selling shareholders, at the public offering price, less the
underwriting discount, within 30 days from the date of this prospectus to cover over-allotments.

Neither the Securities and Exchange Commission nor any state securities commission has approved or disapproved these securities, or
determined if this prospectus is truthful or complete. Any representation to the contrary is a criminal offense.

The underwriters expect to deliver the shares on or about , 2005.

A.G. EbwaRrps
STEPHENS INC.
BB&T CapritaL MARKETS

Moraan Keegan & Company, INC.

The date of this prospectus is , 2005.

Table of Contents 5



Edgar Filing: USA TRUCK INC - Form S-3/A

Table of Conten

PROSPECTUS SUMMARY

This summary highlights information contained elsewhere in this prospectus. This summary does not contain all of the information that you
should consider before investing in our common stock. You should carefully read the entire prospectus, including the documents incorporated by
reference into it, particularly the section entitled Risk Factors beginning on page 5, before making a decision to invest in our common stock.
In this prospectus, the terms USA Truck, the company, we, our, or us mean USA Truck, Inc. and its subsidiary.

USA Truck

We are a dry van truckload carrier transporting general commodities throughout the continental United States and into and out of Mexico and
portions of Canada. We transport many types of freight and provide complementary third party logistics and freight brokerage services for a
diverse customer base. During the six months ended June 30, 2005, we served approximately 800 customers in numerous industries. We provide
our services for such industries as industrial machinery and equipment, rubber and plastics, retail stores, paper products, durable consumer
goods, metals, electronics and chemicals. Approximately 36% of our total revenue in the six months ended June 30, 2005 was derived from
Standard & Poor s 500 customers. We conduct our operations through three operating divisions: General Freight, Regional Freight and USA
Logistics.

Our General Freight division transports freight over irregular routes, with a medium length of haul, generally defined as between 800 and 1,200
miles per trip. This division accounted for approximately 80% of our base revenue in 2004 and 79% in the six months ended June 30, 2005. Our
Regional Freight division provides truckload carrier services with a length of haul of approximately 500 miles. We conduct our Regional Freight
operations in the areas around our facilities in Van Buren, Arkansas and Butler Township, Ohio. This division accounted for approximately 3%
of our base revenue in 2004 and 5% in the six months ended June 30, 2005. We offer three services through our USA Logistics division:
dedicated freight, third party logistics and freight brokerage. We use our own trucks to provide dedicated freight services, whereby we agree to
make our equipment available to a specific customer for shipments over particular routes at specified times. Our third party logistics and freight
brokerage services do not involve transporting freight with our equipment, and we provide these services primarily as supplemental services to
customers who have also engaged us to provide truckload freight services. Our USA Logistics division accounted for 17% of our base revenue
in 2004 and 16% in the six months ended June 30, 2005.

We focus on customers and markets that demand premium service so that we can achieve premium rates and develop long-term, service-oriented
relationships. Our executive management team has 134 years of combined experience running USA Truck and a total of 176 years of experience
in the trucking industry. Our employees have a thorough understanding of the needs of shippers in many industries. These factors allow us to
provide reliable, timely services to our customers. In the six months ended June 30, 2005, approximately 94% of our total revenue was derived
from customers that were our customers before 2005, and we have provided services to our top 10 customers for an average of more than eight
years. Our top 10 customers accounted for approximately 39% of our total revenue for the full year 2004 and approximately 38% of total
revenue for the six months ended June 30, 2005, and no single customer accounted for more than 7% of total revenue in either period.

Since 2001, we have dedicated a substantial effort toward reducing or controlling our operating costs, while still providing premium service to
our customers. We have set a target operating ratio of 88% or lower. To achieve this goal we have implemented a thorough cost-control and
revenue yield management system using benchmarks. Our benchmarks were derived from peak historical performance levels of over 300
expense and operating categories, many of which occurred in 1998. On a weekly basis, we compare our current performance against our
benchmarks in such areas as safety, equipment utilization and fleet maintenance costs. Our
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commitment to cost reduction and revenue enhancement has resulted in successively lower operating ratios for the last five consecutive quarters,
and our operating ratio was 89.9% in the quarter ended June 30, 2005, the first quarter we have achieved an operating ratio below 90.0% since
the second quarter of 1999. Our June 2005 quarter s operating ratio represents an improvement of 1,110 basis points compared to our operating
ratio of 101.0% in the fourth quarter of 2000, the last operating ratio we recorded before we began our aggressive benchmarking program.

Growth Strategy

We are committed to controlled, profitable growth. Since our initial public offering, we have increased our base revenue from $63.0 million in
1992 to $335.9 million in 2004, an average compound annual growth rate of 15%. With the exception of one acquisition in 1999, our growth has
been internally generated. Our efforts to control expenses, particularly the intensive benchmarking program we have been engaged in since
2001, have contributed to our ability to achieve this growth while maintaining profitability.

We are continuing an aggressive fleet expansion and replacement program. By maintaining disciplined trade-in cycles, we control the average
age of our fleet. We have significantly decreased repair and maintenance costs by reducing the average ages of our tractor and trailer fleets to 17
and 38 months, respectively, as of June 30, 2005, compared to their peaks of 33 and 56 months, respectively, as of April 30, 2003. We believe
that the expansion of our fleet, together with our disciplined trade-in practices, will also support our growth initiatives and provide additional
operational benefits, including improved customer service and higher driver retention. We anticipate that our acquisitions and dispositions in
2005 will result in a net increase of 217 tractors.

We expect future growth to come from the following areas:

Growth with our existing customers and cultivation of new ones. It is our goal to maintain or establish our position as a core carrier
for certain high-volume customers and to expand our share of those customers freight needs. We are also constantly cultivating new
customers. During the six months ended June 30, 2005, we added more than 50 new customers.

Growth of carefully selected service offerings. We offer an array of services to our customers designed to improve customer

satisfaction. Outside of our core General Freight business, we have been growing our Regional Freight division and the

complementary services we offer through our USA Logistics division. These services are essential to provide our customers with
one-stop shopping, which helps us obtain new customers and additional business from existing customers.

Expanded Mexican cross-border service. We intend to continue to focus on the growth of our Mexican business. Shipments to and
from locations into and out of Mexico generated 5.4% of our total revenue during the full year 2004 and 5.9% during the six months
ended June 30, 2005.

About Us

We were incorporated in Delaware in September 1986 as a wholly owned subsidiary of ABF Freight System, Inc. The company was purchased
by management from ABF Freight System in December 1988. We completed the initial public offering of our common stock in March 1992.
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Our principal executive office is located at 3200 Industrial Park Road, Van Buren, Arkansas 72956. Our telephone number is (479) 471-2500.
Our website is located at www.usa-truck.com. Information on our website is not part of this prospectus.
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The Offering
Common stock offered:
By USA Truck 2,000,000 shares
By the selling shareholders 1,000,000 shares
Common stock outstanding after the offering (1) 11,373,872 shares
Use of proceeds We estimate that the net proceeds from our sale of common stock in this offering will be

approximately $51.6 million based on an assumed public offering price of $27.25 per share,

the last reported sale price of our common stock on August 10, 2005. We intend to use these

net proceeds for the repayment of outstanding debt under our senior revolving credit facility.

We will not receive any proceeds from the sale of shares by the selling shareholders.
Nasdaq National Market symbol USAK

(1) The number of shares of common stock that will be outstanding after this offering is based on the number of shares outstanding on June 30, 2005 and includes
80,000 shares of restricted stock that are subject to forfeiture in certain circumstances. It does not include 1,053,800 shares issuable under our employee and
nonemployee director stock option plans. On June 30, 2005, 451,800 shares were issuable upon exercise of outstanding employee options with a weighted
average exercise price of $12.45 per share and 47,000 shares were issuable upon exercise of outstanding nonemployee director options with a weighted
average exercise price of $12.10 per share. On that date, 555,000 shares were available for future grants of employee options, nonemployee director options
or other equity incentive awards.

Except as otherwise indicated, the information presented in this prospectus assumes that the underwriters will not exercise their over-allotment
option. If the underwriters exercise the over-allotment option in full, one of the selling shareholders will sell an additional 450,000 shares of
common stock in this offering.

Risk Factors

An investment in our common stock involves a high degree of risk. You should carefully consider the risk factors set forth under Risk Factors
beginning on page 5 and the other information contained or incorporated by reference in this prospectus before investing in our common stock.
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Summary Consolidated Financial Data and Operating Information

(In thousands, except per share data, operating ratio and key operating statistics)

You should read the following Summary Consolidated Financial Data and Operating Information along with Management s Discussion and
Analysis of Financial Condition and Results of Operations and our financial statements and the accompanying notes included in our annual and

quarterly reports incorporated by reference in this prospectus. See Incorporation of Certain Information by Reference.

We derived the summary

statement of income and balance sheet data as of and for each of the three years ended December 31, 2004 from our audited financial statements.
We derived the summary statement of income and balance sheet data as of and for each of the six-month periods ended June 30, 2004 and 2005
from our unaudited financial statements. In our opinion, the unaudited financial information includes all adjustments, consisting only of normal
recurring adjustments, considered necessary for a fair presentation of that information. Our results of operations for the six months ended June
30, 2005 are not necessarily indicative of the results that we may achieve for the full year.

Statement of Income Data:
Base revenue
Fuel surcharge revenue

Total revenue
Operating income
Net income

Diluted earnings per common share
Diluted weighted average common shares outstanding

Other Financial Data:
Operating ratio (1)
Capital expenditures, net (2)

Key Operating Statistics:

Base revenue per total mile

Average miles per tractor per week

Empty mile factor (3)

Average number of tractors (4)

Total miles (loaded & empty) (in thousands)
Average miles per tractor

Average miles per trip (5)

Average unmanned tractor percentage (6)

Average age of tractors, at end of period (in months)
Average age of trailers, at end of period (in months)

Balance Sheet Data:

Total assets

Long-term debt and capital leases, including current portion
Stockholders equity

Table of Contents

Year Ended December 31, Six Months Ended June 30,
2002 2003 2004 2004 2005
(Unaudited)
$268,510 $ 286,080 $ 335,880 $ 165,306 $ 183,977
5,263 12,583 27,225 9,931 24,478
273,773 298,663 363,105 175,237 208,455
9,472 10,850 17,799 6,720 16,006
$ 2,602 $ 3,355 $ 7432 $ 2336 $ 7,069
$ 028 $ 036 $ 079 $ 025 $ 0.74
9,348 9,370 9,398 9,385 9,552
96.5% 96.2% 94.7% 95.9% 91.3%
$ 33,058 $ 53,406 $ 89,379 $ 45210 $ 31,836
$ 1.209 $ 1.236 $ 1293 $ 1.289 $ 1.304
2,332 2,341 2,361 2,360 2,441
9.2% 9.0% 8.4% 8.4% 8.7%
1,882 1,961 2,174 2,140 2,293
222,079 231,389 259,725 128,277 141,049
118,001 117,995 119,469 59,943 61,513
859 851 839 839 804
5.9% 3.9% 4.9% 5.6% 3.0%
30 25 18 20 17
52 54 39 50 38
As of June 30, 2005
Actual As Adjusted (7)
(Unaudited)
$ 309,240 $ 309,240
144,055 92,455
93,382 144,982
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Operating ratio is based upon total operating expenses, net of fuel surcharge revenue, as a percentage of base revenue.

Capital expenditures, net is based upon purchases of property and equipment for cash and under capital lease arrangements less proceeds from the sale of
property and equipment.

The empty mile factor is the number of miles traveled between loads as a percentage of total miles traveled.

Average number of tractors includes company-operated tractors plus owner-operator tractors.

Average miles per trip is based upon loaded miles divided by the number of shipments using company-operated and owner-operator tractors (it does not
include third party logistics or freight brokerage shipments).

Average unmanned tractor percentage is the average percentage, for each month end during the period, of company-operated tractors to which a driver is not
assigned.

As adjusted to give effect to our sale of 2,000,000 shares of common stock in this offering, based on an assumed public offering price of $27.25 per share, the
last reported sale price of our common stock on August 10, 2005, less underwriting discounts and estimated offering expenses payable by us. See Use of
Proceeds, Capitalization and Selected Consolidated Financial Data and Operating Information included elsewhere in this prospectus.
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RISK FACTORS

You should carefully consider the following risk factors in addition to the other information set forth in this prospectus or incorporated by
reference before purchasing shares of our common stock. Each of these factors could adversely affect our business, operating results and
financial condition, as well as adversely affect the value of an investment in our common stock.

Our business is subject to economic and business factors affecting the trucking industry that are largely out of our control, any of which
could have a material adverse effect on our operating results.

The factors that have negatively affected us, and may do so in the future, include volatile fuel prices, excess capacity in the trucking industry,
surpluses in the market for used equipment, higher interest rates, higher license and registration fees, increases in insurance premiums, higher
self-insurance levels, increases in accidents and adverse claims, and difficulty in attracting and retaining qualified drivers and independent
contractors.

We are also affected by recessionary economic cycles and downturns in customers business cycles. Economic conditions may adversely affect
our customers and their ability to pay for our services. It is not possible to predict the effects of armed conflicts or terrorist attacks and
subsequent events on the economy or on consumer confidence in the United States, or the impact, if any, on our future results of operations.

We operate in a highly competitive and fragmented industry, and our business may suffer if we are unable to adequately address downward
pricing pressures and other factors that may adversely affect our ability to compete with other carriers.

Numerous competitive factors could impair our ability to maintain our current profitability. These factors include:

We compete with many other truckload carriers of varying sizes and, to a lesser extent, with less-than-truckload carriers and railroads,
some of which have more equipment or greater capital resources than we do, or other competitive advantages.

Some of our competitors periodically reduce their freight rates to gain business, especially during times of reduced growth rates in the
economy, which may limit our ability to maintain or increase freight rates, maintain our margins or maintain significant growth in our
business.

Many customers reduce the number of carriers they use by selecting so-called core carriers as approved service providers, and in some
instances we may not be selected.

Many customers periodically accept bids from multiple carriers for their shipping needs, and this process may depress freight rates or
result in the loss of some of our business to competitors.

The trend toward consolidation in the trucking industry may create large carriers with greater financial resources and other competitive
advantages relating to their size, and we may have difficulty competing with these larger carriers.
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Advances in technology require increased investments to remain competitive, and our customers may not be willing to accept higher
freight rates to cover the cost of these investments.

Competition from internet-based and other logistics and freight brokerage companies may adversely affect our customer relationships
and freight rates.

Economies of scale that may be passed on to smaller carriers by procurement aggregation providers may improve their ability to
compete with us.
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We depend heavily on the availability of fuel, and fuel shortages or increases in fuel costs or fuel taxes could have a material adverse affect
on our operating results.

Fuel prices have fluctuated greatly and fuel taxes have generally increased in recent years. In some periods, our operating performance was
adversely affected because we were not able to fully offset the impact of higher diesel fuel prices through increased freight rates and fuel
surcharges. We do not have any long-term fuel purchase contracts, and we have not entered into any hedging arrangements, that protect us
against fuel price increases. Volatile fuel prices and potential increases in fuel taxes will continue to impact us significantly. A significant
increase in fuel costs, or a shortage of diesel fuel, would materially and adversely affect our results of operations and financial condition. These
costs could also exacerbate the driver shortages our industry experiences by forcing independent contractors to cease operations.

Increased prices for new revenue equipment and decreases in the value of used revenue equipment may adversely affect our earnings and
cash flows.

If we are unable to obtain favorable prices for our used equipment, or if the cost of new equipment continues to increase, we will increase our
depreciation expense or recognize less gain (or a loss) on the disposition of our tractors and trailers. This has affected and may again adversely
affect our earnings and cash flows. In 2002, there was a large supply of used tractors and trailers on the market, which depressed the market
value of used equipment to levels significantly below the values we historically received. For this reason, we did not trade a meaningful amount
of used equipment during 2002, which caused a significant increase in the average age of our tractors. This extended the use of the fleet and
contributed to a significant increase in maintenance costs, negatively affected our utilization and, coupled with a change in salvage values,
yielded an increased depreciation charge to pre-tax earnings. Although the condition of the used equipment market has improved, values of used
tractors are still below pre-2002 levels.

In addition, manufacturers have recently raised the prices of new equipment significantly, in part to offset their costs of compliance with new
Environmental Protection Agency tractor engine design requirements intended to reduce emissions. The initial requirements took effect October
1, 2002, and more restrictive EPA engine design requirements will take effect in 2007. Further equipment price increases may result from the
implementation of the 2007 requirements. If new equipment prices increase more than anticipated, we may be required to increase our
depreciation and financing costs and/or retain some of our equipment longer, with a resulting increase in maintenance expenses. To the extent
we are unable to offset any such increases in expenses with rate increases, our results of operations would be adversely affected.

Ongoing insurance and claims expenses could significantly reduce our earnings.

Our self-insurance retention levels are currently $0.75 million for workers compensation claims per occurrence, $0.05 million for cargo loss and
damage claims per occurrence and $1.0 million for bodily injury and property damage claims per occurrence. For medical benefits, we
self-insure up to $0.25 million per claim per year with an aggregate claim exposure limit determined by our year-to-date claims experience and
our number of covered lives. We maintain insurance for liabilities above the amounts for which we self-insure, to certain limits. We completely
self-insure for collision damage to our own equipment. In recent periods, we experienced significant increases in costs associated with adverse
claims. If the number or severity of claims increases or does not return to historical levels, or if the costs associated with claims otherwise
increase, our operating results will be adversely affected. The timing of the incurrence of these costs may significantly impact our operating
results for a particular quarter, as compared to the comparable quarter in the prior year. In addition, if we were to lose our ability to self-insure
for any significant period of time, our insurance costs would materially increase. In addition, we could experience difficulty in obtaining
adequate levels of coverage in that event.
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In the last several years, insurance carriers increased premiums for many trucking companies. This factor, coupled with an increase in coverage,
a reduction in our self-insurance retention level and our claims experience,
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resulted in a significant increase in our insurance premiums at October 1, 2004, the beginning of our current policy year. We could experience
additional increases in our insurance premiums in the future. If our insurance or claims expenses increase, and we are unable to offset the
increase with higher freight rates, our earnings could be materially and adversely affected.

Difficulty in attracting and retaining drivers or increases in compensation could affect our profitability and ability to grow.

Throughout our history, the truckload industry has experienced difficulty attracting and retaining qualified drivers, including independent
contractors, and this difficulty has increased over time. As a result, there is intense competition for drivers. If we are unable to continue to attract
and retain drivers and contract with independent contractors, we could incur higher driver recruiting and compensation expenses or be required
to let trucks sit idle, which could adversely affect our growth and profitability.

We have significant ongoing capital requirements that could affect our profitability if we are unable to generate sufficient cash from
operations.

The trucking industry is very capital intensive. If we are unable to generate sufficient cash from operations in the future, we may have to limit
our growth, enter into financing arrangements or operate our revenue equipment for longer periods, any of which could have a material adverse
affect on our profitability.

We depend on the proper functioning and availability of our information systems.

We depend on the proper functioning and availability of our communications and data processing systems in operating our business. Our
information systems are protected through physical and software safeguards. However, they are still vulnerable to fire, storm, flood, power loss,
telecommunications failures, physical or software break-ins and similar events. We do not have a catastrophic disaster recovery plan or a fully
redundant alternate processing capability. If any of our critical information systems fail or become otherwise unavailable, we would have to
perform the functions manually, which could temporarily impact our ability to manage our fleet efficiently, to respond to customers requests
effectively, to maintain billing and other records reliably and to bill for services accurately or in a timely manner. Our business interruption
insurance may be inadequate to protect us in the event of a catastrophe. Any system failure, security breach or other damage could interrupt or
delay our operations, damage our reputation and cause us to lose customers.

Regulations regarding drivers hours of service could materially and adversely affect our operating efficiency and increase costs.

In April 2003, the Federal Motor Carrier Safety Administration issued the first significant revision to the hours-of-service regulations in more
than 60 years. These regulations took effect January 4, 2004.

Presently, the Administration once again is re-examining the hours-of-service regulations, responding to a July 16, 2004 decision by the U.S.
Court of Appeals for the District of Columbia Circuit that directed the Administration to consider more specifically the 2003 rule s impact on the
health of drivers. On January 24, 2005, the Administration published a notice of proposed rulemaking in the Federal Register, beginning a
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45-day comment period during which the Administration urged input from truck drivers, motor carriers, law enforcement officials, safety
advocates and others on the current hours-of-service regulations. The 2003 hours-of-service rules remain in effect until no later than September

30, 2005 pursuant to the Surface Transportation Extension Act of 2004, by which time the Administration has indicated it intends to complete its
re-examination.

In general, the rules that became effective on January 4, 2004, are intended to increase safety by giving drivers more opportunity to rest and
sleep during each work cycle by, for example, increasing the minimum off-duty time during each work cycle. Moreover, under the rules, the
maximum on-duty period after which a driver
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may no longer drive has been shortened and may no longer be extended by time spent off duty (such as meal stops and other rest breaks) once

the on-duty period has begun. Therefore, delays during a driver s on-duty time (such as those caused by loading and unloading) may limit the
driver s available hours behind the wheel. Shippers may be unable or unwilling to assist us in managing our drivers on-duty time or to pay higher
rates to compensate for our costs of complying with these regulations. This, and other operational issues that these rules may create, could

increase our operating costs. Moreover, we cannot predict what impact any new rules that may result from the current re-examination may have

on our operating costs.

The engines used in our newer tractors are subject to new emissions control regulations, which may substantially increase our operating
expenses.

Tractor engines that comply with the EPA emission-control design requirements that took effect on October 1, 2002 are generally less
fuel-efficient than engines in tractors manufactured before October 2002. Compliance with the more stringent EPA requirements that will take
effect in 2007 could result in further declines in fuel economy. If we are unable to offset resulting increases in fuel expenses with higher rates or
fuel surcharge revenue, our results of operations would be adversely affected.

We depend on our major customers, the loss of one or more of which could have a material adverse effect on our business.

A significant portion of our revenue is generated from our major customers. For the first six months of 2005, our top five customers accounted
for approximately 22% of our revenue, our top 10 customers accounted for approximately 38% of our revenue and our largest customer
accounted for approximately 5% of our revenue. Generally, we do not have long-term contracts with our major customers and we cannot assure
you that our customer relationships will continue as presently in effect. A reduction in or termination of our services by one or more of our major
customers could have a material adverse effect on our business and operating results.

Seasonality and the impact of weather can affect our profitability.

Our tractor productivity generally decreases during the winter season because inclement weather impedes operations and some shippers reduce
their shipments. At the same time, operating expenses generally increase, with fuel efficiency declining because of engine idling and harsh
weather creating higher accident frequency, increased claims and more equipment repairs. Historically, many of our customers have closed their
plants for maintenance or other reasons during January and July.

If we are unable to retain our key executives, our business, financial condition and results of operations could be harmed.

We are dependent upon the services of Robert M. Powell, our chief executive officer, and Jerry D. Orler, our president. We do not maintain
key-man life insurance on either of these executives. The loss of their services could have a material adverse effect on our operations and future
profitability. We must continue to develop and retain a core group of managers if we are to realize our goal of expanding our operations and
continuing our growth.

Table of Contents 19



Edgar Filing: USA TRUCK INC - Form S-3/A

We operate in a highly regulated industry and increased costs of compliance with, or liability for violation of, existing or future regulations
could have a material adverse effect on our business.

The U.S. Department of Transportation and various state agencies exercise broad powers over our business, generally governing such activities
as authorization to engage in motor carrier operations, safety, insurance requirements and financial reporting. We may also become subject to
new or more restrictive regulations relating to fuel emissions, drivers hours of service and ergonomics. Our Canadian business activities are
subject to similar requirements imposed by the laws and regulations of the Dominion of Canada and provincial laws and
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regulations. Compliance with such regulations could substantially reduce equipment productivity, and the costs of compliance could increase our
operating expenses. Our company drivers and independent contractors also must comply with the safety and fitness regulations promulgated by
the Department of Transportation, including those relating to drug and alcohol testing and hours of service. The Transportation Security
Administration of the U.S. Department of Homeland Security adopted regulations that will require all new drivers and drivers who renew their
licenses who carry hazardous materials to undergo background checks by the Federal Bureau of Investigation. While we have historically
required all our drivers to obtain this qualification, these new regulations could reduce the availability of qualified drivers, which could require
us to adjust our driver compensation package, limit the growth of our fleet or let trucks sit idle. These regulations could also complicate the
process of matching available equipment with shipments that include hazardous materials, thereby increasing the time it takes us to respond to
customer orders and our empty miles.

Failures to comply with Department of Transportation safety regulations or downgrades in our safety rating could have a material adverse
impact on our operations or financial condition. A downgrade in our safety rating could cause us to lose the ability to self-insure. We
experienced such a downgrade and lost our ability to self-insure for approximately one week in January 2003. The loss of our ability to
self-insure for any significant period of time would materially increase our insurance costs. In addition, we may experience difficulty in
obtaining adequate levels of coverage in that event.

Our operations are subject to various environmental laws and regulations, the violation of which could result in substantial fines or
penalties.

We are subject to various environmental laws and regulations dealing with the handling of hazardous materials and similar matters. We operate
in industrial areas where truck terminals and other industrial activities are located and where groundwater or other forms of environmental
contamination could occur. We also maintain bulk fuel storage and fuel islands at some of our facilities. Our operations involve the risks of fuel
spillage or seepage, environmental damage and hazardous waste disposal, among others. If we are involved in a spill or other accident involving
hazardous substances, or if we are found to be in violation of applicable laws or regulations, it could have a material adverse effect on our
business and operating results. If we should fail to comply with applicable environmental regulations, we could be subject to substantial fines or
penalties and to civil and criminal liability.

Decreases in the availability of new tractors and trailers could have a material adverse effect on our operating results.

From time to time, some tractor and trailer vendors have reduced their manufacturing output due, for example, to lower demand for their
products in economic downturns or a shortage of component parts. As conditions changed, some of those vendors have had difficulty fulfilling
the increased demand for new equipment. There have been periods when we were unable to purchase as much new revenue equipment as we
needed to sustain our desired growth rate and to maintain a late-model fleet. We may experience similar difficulties in future periods. Also,
vendors will have to introduce new engines meeting the more restrictive Environmental Protection Agency emissions standards in 2007, and
some carriers may seek to purchase large numbers of tractors with pre-2007 engines, possibly leading to shortages. An inability to continue to
obtain an adequate supply of new tractors or trailers could have a material adverse effect on our results of operations and financial condition.

Our stock price is volatile, which could cause you to lose a significant portion of your investment.

The market price of our common stock could be subject to significant fluctuations in response to certain factors, such as variations in our
anticipated or actual results of operations, the operating results of other companies in the transportation industry, changes in conditions affecting
the economy generally, including incidents of terrorism, analyst reports, general trends in the industry and sales of common stock by insiders, as
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well as other factors unrelated to our operating results. Volatility in the market price of our common stock may prevent you from being able to
sell your shares at or above the price you paid for your shares. In addition, the stock market in general, and the Nasdaq National Market in
particular, have experienced extreme price and volume fluctuations that have often been unrelated or disproportionate to our operating
performance or that of other trucking companies. These broad market and industry factors may materially reduce the market price of our
common stock, regardless of our operating performance.

Robert M. Powell, our Chairman and Chief Executive Officer, and James B. Speed, one of our directors, will continue to control a large
portion of our outstanding common stock after this offering.

Robert M. Powell, who is a selling shareholder in this offering, beneficially owns 22.4% of our common stock before the offering and will own
11.4% of our common stock after the completion of this offering (7.5% if the entire underwriters over-allotment option is exercised). James B.
Speed beneficially owns 14.8% of our common stock before the offering and will own 12.2% of our common stock after the completion of this
offering. As significant shareholders, Robert M. Powell and James B. Speed will be able to exercise substantial influence over our affairs,
including the election of our board of directors and the adoption or extension of anti-takeover provisions, mergers and other business
combinations.

Provisions of our charter documents and Delaware law could discourage a takeover or change in control that you may consider beneficial.

Our Restated and Amended Certificate of Incorporation and Amended Bylaws contain certain provisions that could discourage, delay or prevent
a change in control of our company, even if such a change would be beneficial to our shareholders. These provisions include a staggered board
of directors, authorized blank check preferred stock and certain supermajority voting requirements. In addition, provisions of Delaware law
could delay or make more difficult a merger or tender offer involving us. These provisions of Delaware law prohibit a publicly held Delaware
corporation from engaging in any business combination with any interested shareholder for a period of three years following the date that the
shareholder became an interested shareholder unless particular conditions are met. The provisions of our charter and Delaware law could have
anti-takeover effects with respect to transactions not approved in advance by our board of directors, such as discouraging takeover attempts that
might result in a premium over the market price of our common stock.

If we are unable to comply with Section 404 of the Sarbanes-Oxley Act of 2002 in a timely manner, we may be adversely affected.

We will be an accelerated filer, as defined in Securities and Exchange Commission rules, for the fiscal year ending December 31, 2005, and will
be required to include for the first time a management report on our internal control over financial reporting in our annual report on Form 10-K

for this fiscal year. We are engaged in an ongoing process, which is both expensive and challenging, of documenting, evaluating, refining and
testing the effectiveness of our internal control over financial reporting so that we will be able to issue the required management report on a

timely basis. Our independent registered public accounting firm will be required to issue a related attestation report at that time. We cannot

assure you that we or our independent registered public accounting firm will conclude that our internal control over financial reporting is

effective as of December 31, 2005, in the reports required by Section 404 of the Sarbanes-Oxley Act of 2002. If we or they indicate that our
internal control over financial reporting is not effective, or that it is subject to any material weakness, the financial markets may react adversely
due to a loss of confidence in the reliability of our financial statements, even if the financial statements do not contain any material

misstatements.
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INFORMATION REGARDING FORWARD-LOOKING STATEMENTS

This prospectus contains forward-looking statements and information that are based on our current beliefs and expectations and assumptions we

have made based upon information currently available. Forward-looking statements include statements relating to our plans, strategies,

objectives, expectations, intentions and adequacy of resources, may be identified by words such as will, could, should, believe, expect, inte
plan, schedule, estimate, project and similar expressions. These statements are based on current expectations and are subject to uncertainty and

change. Although we believe that the expectations reflected in such forward-looking statements are reasonable, we cannot assure you that such

expectations will be realized. If one or more of the risks or uncertainties underlying such expectations materialize, or if underlying assumptions

prove incorrect, actual results may vary materially from those expected. Among other things, we cannot assure you that we will be able to

continue the recent positive trends identified in this prospectus under the heading Management s Discussion and Analysis of Financial Condition

and Results of Operations, such as improved tractor utilization rates and revenue per mile, decreased maintenance expenses and insurance and

claims costs, or the efficient management of our fuel surcharge program. Among the key factors that are not within our control and that may

have a direct bearing on operating results are increases in fuel prices, adverse weather conditions, increased regulatory burdens and the impact of

increased rate competition. Our results have also been, and will continue to be, significantly affected by fluctuations in general economic

conditions, as our tractor utilization is directly related to business levels of shippers in a variety of industries. In addition, shortages of qualified

drivers and intense or increased competition for drivers have adversely impacted our operating results and ability to grow and will continue to do

so0. Results for any specific period could also be affected by various unforeseen events, such as unusual levels of equipment failure or vehicle

accident claims. Some of the risks, uncertainties and assumptions that may cause actual results to differ from these forward-looking statements

are described above in Risk Factors and below in Management s Discussion and Analysis of Financial Condition and Results of Operations.

All forward-looking statements attributable to us, or to persons acting on our behalf, are expressly qualified in their entirety by this cautionary
statement.

We undertake no obligation to publicly update or revise any forward-looking statements, whether as a result of new information, future events or
otherwise. In light of these risks and uncertainties, the forward-looking events and circumstances discussed in this prospectus might not occur.

11
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USE OF PROCEEDS

Our net proceeds from the sale of 2,000,000 shares of common stock in this offering will be approximately $51.6 million, based on an assumed
public offering price of $27.25 per share, the last reported sale price of our common stock on August 10, 2005, and after deducting underwriting
discounts and estimated offering expenses payable by us. We will not receive any proceeds from the sale of common stock by the selling
shareholders.

We intend to use all of our net proceeds for the repayment of outstanding debt under our senior revolving credit facility. As of June 30, 2005, the
total amount outstanding under the credit facility was $74.5 million. We use the borrowings under the credit facility primarily to fund the
purchase of tractors and trailers and for general working capital purposes. Substantially all of our borrowings under the credit facility during the
twelve months ended June 30, 2005, were used for those purposes. The effective interest rate on our borrowings under the credit facility as of
June 30, 2005 was 5.1%. The credit facility matures on April 30, 2007. See Management s Discussion and Analysis of Financial Condition and
Results of Operations  Liquidity and Capital Resources.

12
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PRICE RANGE OF COMMON STOCK

Our common stock is quoted on the Nasdaq National Market under the symbol USAK. The following table sets forth, for the periods indicated,
the high and low sale prices of our common stock as reported by the Nasdaq National Market.

Price Range

High Low

Year Ended December 31, 2003

First Quarter $ 8.27 $ 6.01
Second Quarter 9.40 7.05
Third Quarter 12.35 9.00
Fourth Quarter 12.00 9.39
Year Ended December 31, 2004

First Quarter $11.96 $ 950
Second Quarter 12.24 9.05
Third Quarter 13.00 10.25
Fourth Quarter 17.24 11.85
Year Ending December 31, 2005

First Quarter $27.99 $ 14.70
Second Quarter 25.15 17.74
Third Quarter (through August 10, 2005) $29.89 24.40

On August 10, 2005, the last reported sale price of our common stock on the Nasdaq National Market was $27.25 per share. As of June 30,
2005, there were approximately 230 owners of record (including brokerage firms and other nominees) of our common stock. We estimate that
there were approximately 2,700 beneficial owners of our common stock as of that date.

DIVIDEND POLICY

We have never paid any dividends on our common stock, and we do not anticipate paying any dividends in the foreseeable future. We currently
intend to retain all of our earnings, if any, for use in the expansion and development of our business.

13
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CAPITALIZATION

(In thousands, except par value and share amounts)

The following table sets forth our cash, cash equivalents and capitalization as of June 30, 2005, on an actual basis, and as adjusted to give effect
to the issuance and sale of 2,000,000 shares of common stock offered by us hereby at an assumed public offering price of $27.25 per share, the
last reported sale price of our common stock on August 10, 2005, and our receipt of our estimated net proceeds from this offering. You should

read this table in conjunction with Selected Consolidated Financial Data and Operating Information,

Use of Proceeds,

Management s Discussion

and Analysis of Financial Condition and Results of Operations and our consolidated financial statements and notes to our consolidated financial

statements incorporated by reference in this prospectus.

Cash and cash equivalents
Current maturities of long-term debt and capital leases
Long-term debt and capital leases, less current maturities

Stockholders equity:

Common stock, $0.01 par value, authorized 16,000,000 shares; issued and outstanding
9,373,872 shares (actual) and 11,373,872 shares (as adjusted)

Additional paid-in capital

Retained earnings

Treasury stock

Unearned compensation

Total stockholders equity

Total capitalization

As of June 30, 2005

Actual

$ 1,256
$ 19,762

$ 124,293

94
14,101
80,480

(48)

(1,245)

93,382

$ 217,675

As Adjusted
$ 1,256
$ 19,762
$ 72,693
114
65,681
80,480
(48)
(1,245)
144,982
$ 217,675

Shares outstanding as of June 30, 2005, excludes 498,800 shares of common stock issuable upon the exercise of stock options outstanding under
our stock option plans at a weighted average exercise price of $12.42 per share, and 555,000 shares of common stock reserved for future

issuance under our stock option plans.
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SELECTED CONSOLIDATED FINANCIAL DATA AND OPERATING INFORMATION

(In thousands, except per share data, operating ratio and key operating statistics)

You should read the following Selected Consolidated Financial Data and Operating Information along with Management s Discussion and
Analysis of Financial Condition and Results of Operations and our financial statements and the accompanying notes included in our annual and
quarterly reports incorporated by reference in this prospectus. See Incorporation of Certain Information by Reference. We derived the selected
consolidated statement of income and balance sheet data as of and for each of the five years ended December 31, 2004 from our audited
financial statements. We derived the selected consolidated statement of income and balance sheet data as of and for each of the six-month
periods ended June 30, 2004 and 2005 from our unaudited financial statements. Certain reclassifications have been made to the prior year
financial statements to conform to the current year presentation. In our opinion, the unaudited financial information includes all adjustments,
consisting only of normal recurring adjustments, considered necessary for a fair presentation of that information. Our results of operations for
the six months ended June 30, 2005 are not necessarily indicative of the results that we may achieve for the full year.

Statement of Income Data:
Base revenue
Fuel surcharge revenue

Total revenue

Operating expenses:

Salaries, wages and employee benefits
Fuel and fuel taxes
Depreciation and amortization
Purchased transportation
Insurance and claims
Operations and maintenance
Operating taxes and licenses
Communications and utilities
Loss (gain) on disposal of assets
Other

Total operating expenses

Operating income

Other expenses (income):
Interest expense

Other, net

Total other expenses

Income before income taxes
Income taxes

Net income

Earnings per common share:
Basic

Table of Contents

Six Months Ended
Year Ended December 31, June 30,
2000 2001 2002 2003 2004 2004 2005
(Unaudited)
$ 218,593 $ 244,396 $268,510 $ 286,080 $ 335,880 $ 165,306 $ 183,977
7,992 8,045 5,263 12,583 27,225 9,931 24,478
226,585 252,441 273,773 298,663 363,105 175,237 208,455
92,270 109,508 108,283 109,616 125,953 61,725 69,636
49,303 49,551 47,851 58,740 81,722 37,163 53,843
26,793 26,418 27,811 30,611 35,871 17,244 20,212
2,862 10,728 26,024 24,183 28,317 14,449 12,538
13,502 11,590 15,922 18,390 26,224 13,207 12,373
19,402 22,617 21,592 26,518 24,736 13,576 10,474
4,248 4,013 4,389 4,682 5,653 2,800 3,051
2,802 2,624 2,792 2,967 3,039 1,440 1,542
150 511 (166) (743) (1,040) (101) (681)
9,608 8,906 9,803 12,849 14,831 7,014 9,461
220,940 246,466 264,301 287,813 345,306 168,517 192,449
5,645 5,975 9,472 10,850 17,799 6,720 16,006
5,408 4,344 3,127 2,557 3,539 1,488 2,727
82 (148) (22) 65 33 11 2)
5,490 4,196 3,105 2,622 3,572 1,499 2,725
155 1,779 6,367 8,228 14,227 5,221 13,281
61 692 3,765 4,873 6,795 2,885 6,212
$ 94 $ 1,087 $ 2,602 $ 3,355 $ 7432 $ 2336 $ 7,069
$ 0.01 $ 012 $ 0.28 $ 0.36 $ 080 $ 0.25 $ 076
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Diluted

Weighted average common shares outstanding:

Basic
Diluted

Other Financial Data:
Operating ratio (1)
EBITDA (2)

Capital expenditures, net (3)
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$ 001 $ 012 $ 028 $ 036 $ 079 $ 025

9,254 9,236 9,310 9,327 9,268 9,302
9,260 9,279 9,348 9,370 9,398 9,385
97.4% 97.6% 96.5% 96.2% 94.7% 95.9%
$ 32,356 $ 32,541 $ 37,305 $ 41,396 $ 53,637 $ 23,953
32,533 27,044 33,058 53,406 89,379 45,210
15

$ 074

9,267
9,552

91.3%
$ 36,220
31,836
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Six Months Ended
Year Ended December 31, June 30,
2000 2001 2002 2003 2004 2004 2005
(Unaudited)
Key Operating Statistics:
Base revenue per total mile $ 1.143 $ 1.155 $  1.209 $ 1236 $ 1293 $ 1.289 $ 1304
Average miles per tractor per week 2,190 2,364 2,332 2,341 2,361 2,360 2,441
Empty mile factor (4) 9.2% 9.8% 9.2% 9.0% 8.4% 8.4% 8.7%
Average number of tractors (5) 1,740 1,776 1,882 1,961 2,174 2,140 2,293
Total miles (loaded & empty) (in thousands) 191,318 211,602 222,079 231,389 259,725 128,277 141,049
Average miles per tractor 109,953 120,846 118,001 117,995 119,469 59,943 61,513
Average miles per trip (6) 880 852 859 851 839 839 804
Average unmanned tractor percentage (7) 9.2% 1.2% 5.9% 3.9% 4.9% 5.6% 3.0%
Average age of tractors, at end of period
(in months) 23 22 30 25 18 20 17
Average age of trailers, at end of period
(in months) 43 51 52 54 39 50 38
As of December 31, As of June 30,
2000 2001 2002 2003 2004 2004 2005
(Unaudited)

Balance Sheet Data:
Total assets $ 189,919 $ 182411 $ 188,851 $ 222,549 $ 288,154 $264,273 $ 309,240
Long-term debt and capital leases, including current
portion 78,528 69,480 68,595 85,147 140,442 112,163 144,055
Stockholders equity 69,981 71,173 74,092 77,496 85,528 80,005 93,382

(1) Operating ratio is based upon total operating expenses, net of fuel surcharge revenue, as a percentage of base revenue.

(2) EBITDA is defined as net income before income taxes, interest, depreciation and amortization. Because EBITDA excludes interest and income taxes, it
provides insight with respect to our ongoing operating results irrespective of our capital structure, and because EBITDA excludes depreciation and
amortization, it provides a basis for measuring our financial performance unrelated to historical costs or carrying values of long-lived assets. We have
included data with respect to EBITDA because it is commonly used as a measurement of financial performance by investors to analyze and compare
companies on the basis of operating performance. Our management uses EBITDA internally to evaluate our performance against our peer companies. Our
senior credit facility also requires us to report EBITDA to our lenders to assist them in understanding our operating performance. EBITDA is not a measure of
financial performance under generally accepted accounting principles (GAAP) and should not be considered in isolation or as an alternative to operating
income, as determined in accordance with GAAP, as an indicator of our operating performance, or as an alternative to cash flows from operating activities, as
determined in accordance with GAAP, as a measurement of our liquidity. There are material limitations on the use of EBITDA as a financial measure. For
example, EBITDA does not measure the capital we require to maintain our fixed assets and does not take into account the total amount of interest we pay on
outstanding debt, nor does it show trends in interest costs due to changes in our borrowings or changes in interest rates. In addition, EBITDA does not
necessarily indicate whether cash flow will be sufficient or available for our cash requirements. Moreover, since EBITDA is not defined by GAAP, other
companies within our industry who disclose EBITDA data may not calculate EBITDA on the same basis as we do. The following table presents a
reconciliation of EBITDA to our net income for the periods indicated:

Six Months Ended
Year Ended December 31, June 30,
2000 2001 2002 2003 2004 2004 2005
(Unaudited, in thousands)
Net income $ 94 $ 1,087 $ 2,602 $ 3355 $ 7432 $ 2,336 $ 7,069
Income tax expense 61 692 3,765 4,873 6,795 2,885 6,212
Depreciation and amortization 26,793 26,418 27,811 30,611 35,871 17,244 20,212
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Interest expense 5,408 4,344 3,127 2,557 3,539 1,488 2,727

EBITDA $32,356 $32,541 $37,305 $4139 $53,637 $23953 $36,220

(3) Capital expenditures, net is based upon purchases of property and equipment for cash and under capital lease arrangements less proceeds from the sale of
property and equipment.

(4) The empty mile factor is the number of miles traveled between loads as a percentage of total miles traveled.

(5) Average number of tractors includes company-operated tractors plus owner-operator tractors.

(6) Average miles per trip is based upon loaded miles divided by the number of shipments using company-operated and owner-operator tractors. It does not
include third party logistics or freight brokerage shipments.

(7) Average unmanned tractor percentage is the average percentage, for each month end during the period, of company-operated tractors to which a driver is not
assigned.
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MANAGEMENT S DISCUSSION AND ANALYSIS OF FINANCIAL

CONDITION AND RESULTS OF OPERATIONS

The following discussion should be read in conjunction with our consolidated financial statements and notes thereto and other financial
information that is included in the annual and quarterly reports incorporated by reference in this prospectus. See Incorporation of Certain
Information by Reference.

Overview

We operate in the for hire truckload segment of the trucking industry. Customers in a variety of industries engage us to haul truckload quantities
of freight, with the trailer we use to haul that freight being assigned exclusively to that customer s freight until delivery. We generally charge
customers for these services on a per-mile basis. We have three operating divisions through which we provide these services, and we aggregate
the financial data for those divisions for purposes of our public reporting. We refer to our three operating divisions as General Freight, Regional
Freight and USA Logistics.

General Freight. Our General Freight division provides truckload freight services as a medium-haul common carrier. In the truckload industry,
companies whose average length of haul is more than 800 miles but less than 1,200 miles are often referred to as medium-haul carriers. Our
average length of haul has been within that range throughout our history. We have provided general freight services since our inception, and we
derive the largest portion of our revenues from these services.

Regional Freight. Regional freight refers to truckload freight services that involve a length of haul of approximately 500 miles. Beginning in
2004, in order to aid in driver recruitment and retention and to participate in the largest market segment within the truckload market, we began to
accept shipments that originate and terminate within a smaller geographic area. Currently, we conduct regional freight operations in the areas
around our facilities located in Van Buren, Arkansas and Butler Township, Ohio.

USA Logistics. Our USA Logistics division provides three services to our customers:

Dedicated freight. Dedicated freight services are a variation of our general freight services, whereby we agree to make our equipment
and drivers available to a specific customer for shipments over particular routes at specified times. In addition to serving specific
customer needs, our dedicated freight services aid in driver recruitment and retention.

Third party logistics. We provide a variety of freight handling services for our customers, including arranging for the transportation of
freight.

Freight brokerage. We match a customer s shipments with available equipment of other carriers, when it is not feasible to use our own
equipment.
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We provide third party logistics and freight brokerage services as a complement to our truckload freight services. We provide these services
primarily to our existing freight customers, many of whom prefer to rely on a single carrier, or a small group of carriers, to provide all of their
transportation needs. To date, a significant majority of our third party logistics and freight brokerage customers have also engaged us to provide
truckload freight services.

Results of Operations

Executive Overview

Our operating ratios for the quarter and six months ended June 30, 2005 represented our strongest performance in six years, as we produced an
operating ratio of 89.9% for the quarter and 91.3% for the six-month period. Our base revenue, net income and diluted earnings per share were
all higher than for any previous quarter or six-month period in our public history. For the first time since the second quarter of 1999, we have
posted an operating ratio below 90%. That is an important step toward our goal of maintaining an operating ratio of 88% or better.
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Our overall base revenue per total mile increased 1.2% for the six months ended June 30, 2005 compared to the six months ended June 30, 2004.
However, continued solid freight demand made it possible for us to increase base revenue per total mile for our truckload freight operations in
which we used our own tractors or owner-operators by 3.7% for the same periods. This increase in base revenue per total mile, along with 7.1%
growth in our tractor fleet, paved the way for the record base revenue.

Over the past several years, we have meticulously benchmarked our operating statistics primarily against those of 1998, which is a year that
produced some of the strongest operating statistics in our public history. This benchmarking program continues to yield benefits. The program s
2005 focus has been on insurance and claims costs, fleet maintenance costs and tractor utilization, which we measure as average miles per
tractor per week. Following implementation of our improved accident prevention and claims management programs and our eight-quarter fleet
modernization efforts, insurance and claims costs were down 6.3% and operations and maintenance costs were down 22.8% during the six
months ended June 30, 2005 compared to the same period of 2004, despite a 10.0% increase in total miles between the same time periods.
Tractor utilization increased 3.4% for the six months ended June 30, 2005 compared to the same period of 2004. Maintenance costs per mile
have returned to their benchmark levels, and we are now focusing on implementing processes we have developed to return insurance and claims
costs and tractor utilization to their benchmark levels. We are also using our benchmarking program to develop new margin improvement
initiatives designed to improve upon the sub-90% operating ratio for the most recent quarter.

In addition to the margin pressures identified by our benchmarking program, we are facing the additional challenges of a tight driver market,
high oil prices and the substantial costs and effort required to comply with increased regulatory burdens such as those imposed under the
Sarbanes-Oxley Act of 2002.

Note Regarding Presentation

By agreement with our customers, and consistent with industry practice, we add a graduated fuel surcharge to the rates we charge our customers
as diesel fuel prices increase above an industry-standard baseline price per gallon. The surcharge is designed to approximately offset increases in
fuel costs above the baseline. Fuel prices are volatile, and the fuel surcharge therefore increases our revenue at different rates for each period.
We believe that comparing operating costs and expenses to total revenue, including the fuel surcharge, could provide a distorted comparison of
our operating performance, particularly when comparing results for current and prior periods. Therefore, we have used base revenue, which
excludes fuel surcharge revenue, and, instead, taken the fuel surcharge as a credit against the fuel and fuel taxes line item in the table below. We
believe that this presentation is a more meaningful measure of our operating performance than a presentation comparing operating costs and
expenses to total revenue, including the fuel surcharge.

We do not believe that a reconciliation of the information presented on this basis and corresponding information comparing operating costs and
expenses to total revenue would be meaningful. Data regarding both total revenue, which includes the fuel surcharge, and base revenue, which
excludes the fuel surcharge, is included in Selected Consolidated Financial Data and Operating Information included in this prospectus.

Our third party logistics and freight brokerage services do not typically involve the use of our tractors and trailers. Therefore, an increase in

these revenues tends to cause expenses related to our operations that do involve our equipment including depreciation and amortization expense,
operations and maintenance expense, salaries, wages and employee benefits, and insurance and claims expense to decrease as a percentage of
base revenue, and a decrease in these revenues tends to cause those expenses to increase as a percentage of base revenue. Since changes in third
party logistics and freight brokerage revenues generally affect all such expenses, as a percentage of revenue, we do not specifically mention it as

a factor in our discussion of increases or decreases in those expenses in the period-to-period comparisons below.
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The following period-to-period comparisons should be read in conjunction with the table below and our consolidated statements of income and
accompanying notes included in our annual and quarterly reports incorporated by reference in this prospectus. See Incorporation of Certain
Information by Reference.

The following table sets forth the percentage relationship of certain items to base revenue for the periods indicated:

Six Months Ended
Year Ended December 31, June 30,
2002 2003 2004 2004 2005
Base revenue 100.0% 100.0% 100.0% 100.0% 100.0%
Operating expenses and costs:
Salaries, wages and employee benefits 40.3 38.3 37.5 37.3 37.9
Fuel and fuel taxes (1) 159 16.1 16.2 16.5 16.0
Depreciation and amortization 10.4 10.7 10.7 10.4 11.0
Purchased transportation 9.7 8.5 8.4 8.7 6.8
Insurance and claims 5.9 6.4 7.8 8.0 6.7
Operations and maintenance 8.1 9.3 7.4 8.2 5.7
Operating taxes and licenses 1.6 1.7 1.7 1.7 1.7
Communications and utilities 1.0 1.0 0.9 0.9 0.8
Gain on disposal of property and equipment (0.1) 0.3) 0.3) 0.1) 0.4)
Other 3.7 4.5 44 43 5.1
Total operating expenses 96.5 96.2 94.7 95.9 91.3
Operating income 3.5 3.8 53 4.1 8.7
Other expenses (income):
Interest expense 1.2 0.9 1.1 0.9 1.5
Other, net 0.1
Total other expenses 1.1 0.9 1.1 0.9 1.5
Income before income taxes 2.4 2.9 4.2 32 7.2
Income tax expense 14 1.7 2.0 1.8 34
Net income 1.0% 1.2% 2.2% 1.4% 3.8%

(1) Net of fuel surcharge revenue.

Six Months Ended June 30, 2005 Compared to Six Months Ended June 30, 2004

Base revenue increased 11.3% from $165.3 million for the six months ended June 30, 2004 to $184.0 million for the six months ended June 30,
2005. While our overall base revenue per total mile increased 1.2%, continued solid freight demand made it possible for us to increase base
revenue per total mile for our truckload freight operations in which we used our own tractors or owner-operators by 3.7% for the same periods.
This increase in base revenue per total mile, along with a 7.1% expansion in the average number of tractors operated from 2,140 (including 43
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owner-operators) to 2,293 (including 33 owner-operators), resulted in our record base revenue. These factors were partially offset by a decline in
base revenue generated by our third party logistics services. Increases in base revenue per total mile tend to reduce expenses as a percentage of
base revenue, and vice versa. Thus the increase in base revenue per total mile in the first six months of 2005 had a favorable impact on each of
the expense categories discussed in the following paragraphs.

The increase in salaries, wages and employee benefits expense, as a percentage of base revenue, was the result of an increase in driver pay,
which was implemented in mid-December 2004, and an increase in non-driver wages. The effects of these increases were partially offset by a
slight decrease in the cost of employee benefits resulting from improved medical claims experience.
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The decrease in fuel and fuel taxes, as a percentage of base revenue, was mainly due to an increase in the portion of fuel price increases that we
were able to recover from our customers in the form of fuel surcharges and a 1.2% increase in our fleet s fuel efficiency. These factors, together
with the increase in average revenue per mile, offset a significant increase in the average price per gallon of diesel fuel.

The increase in depreciation and amortization expense, as a percentage of base revenue, was largely due to the higher costs of new tractors and
an increase in the size of our trailer fleet resulting from our accelerated purchasing schedule during 2004, which we implemented to take
advantage of favorable pricing. Our ratio of company-operated trailers to tractors reached a peak of 2.60-to-1 at the end of December 2004 and
has been steadily declining since that time. At June 30, 2005 the trailer to tractor ratio was 2.49-to-1.

The decrease in insurance and claims expense, as a percent of base revenue, was primarily due to a decrease in expenses associated with bodily
injury and property damage claims and a reduction in expenses associated with accident damage to our own revenue equipment. The decrease in
costs is attributable to a $1.6 million charge during the second quarter of 2004 for an adverse jury verdict on a lawsuit stemming from a 2002
motor vehicle accident. To a lesser extent, the decrease in costs is attributed to the decline in the frequency of Department of
Transportation-reportable accidents from 188 accidents in the six months ended June 30, 2004 compared to 113 in the six months ended June 30,
2005. These factors were partially offset by an increase in insurance premiums.

The decrease in purchased transportation expense, as a percentage of base revenue, was primarily due to a decrease in the amounts we paid to
other trucking companies in connection with our third party logistics services and, to a lesser extent, a decrease in the number of
owner-operators. Owner-operators are independent contractors who provide their own tractors (including tractor maintenance), fuel and most
insurance and drive for us on a contract basis for a fixed rate per mile that is higher than we pay to our drivers, who are not directly responsible
for these expenses. Purchased transportation is comprised of owner-operator fees and amounts we pay to other trucking companies that we
engage in connection with our third party logistics services, freight brokerage services and operations in Mexico.

The decrease in operations and maintenance expense, as a percentage of base revenue, was mainly due to the reduced average age of our tractor
fleet from 20 months as of June 30, 2004 to 17 months as of June 30, 2005, and of our trailer fleet from 50 months to 38 months on those same
dates.

The increase in other expense, as a percentage of base revenue, was due to an increase in the amount spent on driver recruiting and the costs
associated with auditing and legal services related to compliance with federal regulations. Other operating expenses consist of costs incurred for
advertising expense, driver recruiting expense and administrative costs.

The increase in interest expense, as a percentage of base revenue, was primarily due to an increase in the average amount of debt outstanding
and to increases in interest rates related to our outstanding debt. The increase in average debt outstanding resulted from the ongoing aggressive
revenue equipment trade schedule we implemented beginning in 2003 to reduce the average ages of our tractor and trailer fleets.

Our effective tax rate decreased from 55.3% to 46.8%. Income tax expense varies from the amount computed by applying the federal tax rate of
35% to income before income taxes primarily due to state income taxes, net of federal income tax effect, adjusted for permanent differences, the
most significant of which is the effect of the per diem pay structure for drivers. Drivers may elect to receive non-taxable per diem pay in lieu of a
portion of their taxable wages. This per diem program increases our drivers net pay per mile, after taxes, while decreasing gross pay, before
taxes. As a result, salaries, wages and employee benefits are slightly lower, and our effective income tax rate is higher than the statutory rate. As
pre-tax income increases, the impact of the driver per diem program on our effective tax rate decreases because per diem pay becomes smaller in
relation to pre-tax income. Due to the partially nondeductible effect of per diem, our tax rate will fluctuate in future periods based on
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fluctuations in earnings and in the number of drivers who elect to receive this pay structure.
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Year Ended December 31, 2004 Compared to Year Ended December 31, 2003

Our base revenue increased 17.4% from $286.1 million in 2003 to $335.9 million in 2004. This increase was due primarily to an increase of
10.9% in the average number of tractors operated from 1,961 (including 39 owner-operators) in 2003 to 2,174 (including 43 owner-operators) in
2004, an increase of 4.6% in base revenue per total mile and, to a lesser extent, an improvement in our empty mile factor and an increase in the
number of workdays from 252 in 2003 to 253 in 2004.

The empty mile factor decreased from 9.0% of total miles in 2003 to 8.4% of total miles in 2004. The decreased empty mile factor was primarily
the result of improved freight demand in our operating areas and, to a lesser extent, reduced quantities of inbound loads into areas where there
were few available outbound loads.

The decrease in salaries, wages and employee benefits expense, as a percentage of base revenue, was primarily the result of an increase in
average base revenue per mile. These effects were partially offset by an increase in monetary incentive compensation accrued for employees due
to our improved financial performance from 2003 to 2004 and an increase in the cost of employee medical benefits expense.

We increased driver pay effective in mid-December 2004. The pay increase impacted approximately 80% of our drivers and was comprised of a
one-cent per mile increase for all eligible drivers plus an additional one-cent per mile for eligible drivers with zero to nine months of experience.
Affected drivers received an average pay increase of approximately $0.0126 per mile. The increase was intended to address driver recruiting and
retention objectives by maintaining our pay scale s competitive position relative to our peers with whom we directly compete for drivers.

The decrease in operations and maintenance expense, as a percentage of base revenue, was primarily due to decreased direct repair costs
resulting from a decrease in the average age of our revenue equipment.

The increase in insurance and claims expense, as a percent of base revenue, was primarily due to an increase in expenses associated with bodily
injury and property damage claims as a result of our continued efforts to settle and litigate certain older claims and, to a lesser extent, an increase
in expenses associated with accident damage to our own revenue equipment.

Our effective tax rate decreased from 59.2% in 2003 to 47.8% in 2004. The effective rates varied from the statutory federal tax rate of 35%
primarily due to state income taxes and certain non-deductible expenses, including the per diem pay structure that we implemented in April
2002.

Year Ended December 31, 2003 Compared to Year Ended December 31, 2002

Our base revenue increased 6.5% from $268.5 million in 2002 to $286.1 million in 2003. This increase was due primarily to an increase of 4.2%
in the average number of tractors operated from 1,882 (including 74 owner-operators) in 2002 to 1,961 (including 39 owner-operators) in 2003
and an increase of 2.3% in base revenue per total mile. These effects were partially offset by a decrease in the number of workdays from 253 in
2002 compared to 252 in 2003.
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Our empty mile factor decreased from 9.2% of total miles in 2002 to 9.0% of total miles in 2003. The decreased empty mile factor was primarily
the result of improved freight demand in our operating areas and, to a lesser extent, reduced quantities of inbound loads into areas where there
were few available outbound loads.

The decrease in salaries, wages and employee benefits expense, as a percentage of base revenue, was primarily the result of our implementing a
reduction in the drivers pay rate per mile in December 2002 and a per diem pay program for drivers in April 2002, an increase in average base
revenue per mile and a decrease in
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employee medical benefit expenses. Although the deductibility of per diem payments is limited, there are certain tax benefits to drivers that
allow us to decrease overall wages per mile for those drivers who elect to receive the per diem payments. These effects were partially offset by a
decrease in the average number of owner-operators in our fleet from 74 in 2002 to 39 in 2003.

The increase in depreciation and amortization expense, as a percentage of base revenue, was due to slightly higher depreciation expense as a
result of the decreased salvage value on tractors that we chose not to trade in accordance with our pre-2002 trade cycle and an increase in new
tractor pricing in 2003. The decrease in average number of owner-operators also contributed to the increase.

The increase in operations and maintenance expense, as a percentage of base revenue, was primarily due to increased maintenance expense on
tractors that we chose not to trade in accordance with our pre-2002 trade cycle and, to a lesser extent, the decrease in the size of our
owner-operator fleet.

The decrease in purchased transportation expense, as a percentage of base revenue, was primarily due to the decrease in the size of our
owner-operator fleet. This effect was partially offset by an increase in the amounts we paid to other trucking companies in connection with our
third party logistics and freight brokerage services.

The increase in insurance and claims expense, as a percentage of base revenue, was primarily due to an increase in adverse claims accruals, and,
to a lesser extent, an increase in liability, cargo and workers compensation insurance premiums.

The increase in other costs, as a percentage of base revenue, was primarily due to an increase in recruiting expense to reduce the number of
unmanned tractors as described above.

Our effective tax rate increased from 59.1% in 2002 to 59.2% in 2003. The effective rates varied from the statutory federal tax rate of 34%
primarily due to state income taxes and certain non-deductible expenses including a per diem pay structure that we implemented in April 2002.
Due to the partially nondeductible effect of per diem, our tax rate will fluctuate in future periods based on fluctuations in earnings and in the
number of drivers who elect to receive this pay structure.

Seasonality

In the trucking industry, revenues generally decrease as customers reduce shipments during the winter holiday season and as inclement weather
impedes operations. At the same time, operating expenses increase, due primarily to decreased fuel efficiency and increased maintenance costs.
Future revenues could be impacted if our customers, particularly those with manufacturing operations, reduce shipments due to temporary plant
closings. Historically, many of our customers have closed their plants for maintenance or other reasons during January and July.
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Quarterly Results of Operations

The following table presents selected consolidated financial information for each of our last ten quarters through June 30, 2005. The information
has been derived from unaudited consolidated financial statements that, in our opinion, reflect all adjustments, consisting of normal recurring
adjustments, necessary for a fair presentation of the quarterly information.

Quarters Ended

(In thousands, except per share data and operating ratio)

Mar. 31, June30, Sept. 30, Dec. 31, Mar. 31, June30, Sept. 30, Dec. 31, Mar. 31, June 30,

2003 2003 2003 2003 2004 2004 2004 2004 2005 2005
Base revenue $65714 $72265 $73916 $74,185 $79,506 $85800 $85419 $85155 § 90,441 $ 93,536
Fuel surcharge revenue 3,673 3,131 2,852 2,927 4,097 5,834 6,949 10,345 10,602 13,876
Total revenue 69,387 75,396 76,768 77,112 83,603 91,634 92,368 95,500 101,043 107,412
Total operating expenses 69,930 71,043 72,980 73,862 80,590 87,928 87,324 89,465 94,454 97,995
Operating (loss) income (543) 4,353 3,788 3,250 3,013 3,706 5,044 6,035 6,589 9,417
Net (loss) income $(1,148) $ 1853 $ 1510 $ 1,140 $ 997 $ 1339 $ 2,049 $ 3,047 $ 2734 $ 4335
Diluted (loss) earnings per
common share $ ©012) $ 020 $ 016 $ 012 $ o011 $ 014 $ 022 $ 032 $ 029 §$ 045
Diluted weighted average
common shares outstanding 9,321 9,352 9,364 9,384 9,384 9,389 9,396 9,433 9,538 9,563
Operating ratio (1) 100.8% 94.0% 94.9% 95.6% 96.2% 95.7% 94.1% 92.9% 92.7% 89.9%

(1) Operating ratio is based upon total operating expenses, net of fuel surcharge revenue, as a percentage of base revenue.

Inflation

Although most of our operating expenses are inflation sensitive, the effect of inflation on revenue and operating costs has been minimal in recent
years. The effect of inflation-driven cost increases on our overall operating costs would not be expected to be greater for us than for our
competitors.

Critical Accounting Policies

The preparation of financial statements in conformity with accounting principles generally accepted in the United States requires management to
make estimates and assumptions that affect the amounts reported in the financial statements and accompanying notes. Actual results could differ
from those estimates.
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The most significant accounting policies and estimates that affect our financial statements include the following:

Revenue recognition based on relative transit time in each period and direct expenses as incurred. The total revenue that we record
upon dispatch is recognized in one or more reporting periods based on the estimated percentage of the delivery service, using a
bill-by-bill analysis, that has been completed at the end of the reporting period.

Selections of estimated useful lives and salvage values for purposes of depreciating tractors and trailers. We operate a significant
number of tractors and trailers in connection with our business. We may purchase this equipment or acquire it under capital leases. We
depreciate purchased equipment on the straight-line method over the estimated useful life down to an estimated salvage or trade-in
value. We initially record equipment acquired under capital leases at the net present value of the minimum lease payments and
amortize it on the straight-line method over the lease term. Depreciable lives of tractors and trailers range from three years to ten
years. We estimate the salvage value at the expected date of trade-in or sale based on the expected market values of equipment at the
time of disposal. We
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routinely monitor used tractor and trailer values and adjust depreciable lives, depreciation expense and salvage values of our
tractors and trailers as necessary to keep their values in line with expected market values at the time of disposal.

Estimates of accrued liabilities for claims involving bodily injury, physical damage losses, employee health benefits and workers
compensation. We record both current and long-term claims accruals at the estimated ultimate payment amounts based on individual
case estimates. The current portion reflects the amounts of claims expected to be paid in the next twelve months. In making the
estimates we rely on our experience with similar claims, negative or positive developments in the case and similar factors. We do not
discount our claims liabilities.

Allowance for doubtful accounts. We extend credit to our customers in the normal course of business. We perform ongoing credit
evaluations and generally do not require collateral. We maintain reserves for potential credit losses based upon our loss history, aging
analysis and ongoing risk assessment of specific customers. Such losses have been within our expectations. Accounts receivable are
comprised of a diversified customer base that results in a lack of concentration of credit risk.

Stock-based compensation. We account for stock-based compensation to employees based on the intrinsic value method under
Accounting Principles Board Opinion No. 25, Accounting for Stock Issued to Employees. Under Opinion No. 25, if the exercise price
of employee stock options equals the market price of the underlying stock on the grant date, no compensation expense is recorded. We
have adopted the disclosure-only provisions of Statement of Financial Accounting Standards No. 123, Accounting for Stock-Based
Compensation. This policy will change in January 2006 with the implementation of Statement of Financial Accounting Standards No.
123 (revised 2004), Share-Based Payment.

We periodically re-evaluate these policies as circumstances change. Together with the effects of the matters discussed above, these factors may
significantly impact our consolidated results of operations, financial position and cash flow from period to period.

Fuel Availability and Cost

The motor carrier industry is dependent upon the availability of fuel. Fuel shortages or increases in fuel taxes or fuel costs have adversely
affected our profitability and will continue to do so. Fuel prices have fluctuated widely and fuel taxes have generally increased in recent years.
We have not experienced difficulty in maintaining necessary fuel supplies, and in the past we generally have been able to partially offset
increases in fuel costs and fuel taxes through increased freight rates and through a fuel surcharge that increases incrementally as the price of fuel
increases above a certain baseline price. Typically, we are not able to fully recover increases in fuel prices through rate increases and fuel
surcharges, primarily because those items do not provide any benefit with respect to empty and out-of-route miles, for which we do not receive
compensation from customers. We do not have any long-term fuel purchase contracts and we have not entered into any hedging arrangements
that protect us against fuel price increases. Overall, we experienced higher fuel prices per gallon in 2004 and the first six months of 2005 than in
2003 and 2002.

Off-Balance Sheet Arrangements

We do not currently have any off-balance sheet arrangements that have or are reasonably likely to have a material current or future effect on our
financial condition, revenues or expenses, results of operations, liquidity, capital expenditures or capital resources. From time to time, we enter
into operating leases that are not reflected in our balance sheet.
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Liquidity and Capital Resources

The continued growth of our business has required significant investments in new equipment. We have financed new tractor and trailer
purchases with cash flows from operations, the proceeds from sales or trades of

24

Table of Contents

46



Edgar Filing: USA TRUCK INC - Form S-3/A

Table of Conten

used equipment, borrowings under our senior credit facility and capital lease-purchase arrangements. We have historically met our working
capital needs with cash flows from operations and with borrowings under the senior credit facility. We use the senior credit facility to minimize
fluctuations in cash flow needs and to provide flexibility in financing revenue equipment purchases.

Cash and cash equivalents totaled $1.3 million and $1.2 million at June 30, 2005 and December 31, 2004, respectively. During the six months
ended June 30, 2005, we used cash provided from operations of $27.2 million, proceeds from sale of property and equipment of $12.7 million
and net borrowings under our senior credit facility of $10.9 million to purchase revenue equipment and other property and equipment totaling
$35.6 million, reduce outstanding capital lease obligations by $13.2 million and reduce our note payable by $2.0 million. During the six months
ended June 30, 2004, we used cash provided from operations of $18.1 million, proceeds from sale of property and equipment of $9.9 million and
net borrowings under our senior credit facility of $25.0 million to purchase revenue equipment and other property and equipment totaling $46.4
million and reduce outstanding capital lease obligations by $6.7 million.

The following table represents our outstanding contractual obligations at June 30, 2005, excluding letters of credit:

Payments Due By Period
(In thousands)
Less More than
Total than 1 year 1-3 years 3-5 years 5 years
Contractual Obligations
Long-term debt obligations (1) $ 74,469 $ $ 74,469 $ $
Capital lease obligations (2) 78,773 22,058 50,133 6,582
Revenue equipment purchase obligations (3) 146,915 101,500 45,415
Financing note 1,035 1,035
Total $301,192 $ 124,593 $ 170,017 $ 6,582 $

(1) Long-term debt obligations, excluding letters of credit in the amount of $1.7 million, consist of our senior credit facility, which matures on April 30, 2007 as
described below.

(2) Capital lease obligations in this table include interest payments not included in the balance sheet.

(3) Revenue equipment purchase obligations are cancelable by us upon advance notice.

Our principal sources of available liquidity are cash provided by operating activities, the $13.8 million we had available under our senior credit
facility at June 30, 2005, proceeds from sales of revenue equipment and capital leases. We have generated between approximately $32.9 million
and $38.0 million of cash provided by operating activities annually for the years 2002 through 2004 and have generated $27.2 million of cash
provided by operating activities through the first six months of 2005. We currently have $31.0 million of availability for new capital leases under
our existing lease facilities.

We believe that the proceeds of this offering and our traditional sources of capital, after we use a portion of the proceeds of this offering to repay
amounts outstanding under our senior credit facility, will be sufficient to fund the expenditures we anticipate making in 2005 and 2006. We have
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recently begun preliminary discussions with the agent bank under our senior credit facility regarding a potential restructuring of that facility to
take advantage of favorable market conditions and to meet our potential long-term expenditure needs beyond 2006. We may consider additional
financing sources, possibly including additional public or private offerings of securities.

On March 10, 2005, we amended our existing senior credit facility. The amendment increased the maximum borrowing availability to $90.0
million, from $75.0 million, including letters of credit not exceeding $10.0 million. The amendment was entered into pursuant to our right under
the senior credit facility to request an
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increase in the maximum borrowing amount by up to $15.0 million. Our senior credit facility matures on April 30, 2007, and at any time prior to
that date, subject to certain conditions, we have the option to convert the balance outstanding to a four-year term loan requiring 48 equal
monthly principal payments plus interest.

Our senior credit facility bears variable interest based on the agent bank s prime rate, the federal funds rate plus a certain percentage or the
London Interbank Offered Rate (commonly referred to as LIBOR ) plus a certain percentage, which is determined based on our attainment of
certain financial ratios. As of June 30, 2005, the effective interest rate was 5.1%. A quarterly commitment fee is payable on the unused credit
line at a rate which is determined based on our attainment of certain financial ratios. Our credit facility is collateralized by accounts receivable
and otherwise unencumbered tractors.

The senior credit facility contains various covenants which require us to meet certain quarterly financial ratios. As of June 30, 2005, we were in
compliance with the covenants.

As of June 30, 2003, our net capital expenditures forecast was approximately $25.7 million for the remainder of 2005, approximately $23.0
million of which relates to revenue equipment. We routinely evaluate our equipment acquisition needs and adjust our purchase schedule from
time to time based on our analysis of factors such as freight demand and the availability of drivers. Our forecast reflects our decision to
reschedule for 2006 the purchase of some tractors and trailers we had originally scheduled for purchase in 2005. We may cancel any or all of our
equipment purchase commitments by giving notice to the applicable vendor at least 75 days before the scheduled delivery date. During the six
months ended June 30, 2005, we made $31.8 million of net capital expenditures, including $29.2 million for revenue equipment purchases and
$2.0 million for a 33,000 square-foot addition to our executive offices and headquarters. Although we have not finalized our plans for 2006
capital expenditures, we anticipate that our net capital expenditures for 2006 will equal or exceed our net capital expenditures anticipated for
2005.

Qualitative and Quantitative Disclosures about Market Risk

We experience various market risks, including changes in interest rates, foreign currency exchange rates and commodity prices.

Interest Rate Risk. We are exposed to interest rate risk primarily from our senior credit facility. The senior credit facility, as amended, provides
for borrowings that bear interest at variable rates based on either a prime rate or the LIBOR. At June 30, 2005, we had $74.5 million outstanding
pursuant to our senior credit facility. Beginning in March 2003, we maintained an interest rate swap agreement, with a notional amount of $10.0
million, which was intended as a hedge against our exposure to variability in future cash flow resulting from changes in interest rates under our
senior credit facility. The swap agreement terminated on March 27, 2005.

Foreign Currency Exchange Rate Risk. We require all customers to pay for our services in U.S. dollars. Although the Canadian Government
makes certain payments, such as tax refunds, to us in Canadian dollars, any foreign currency exchange risk associated with such payments is not
material.

Commodity Price Risk. Fuel prices have fluctuated greatly and have generally increased in recent years. In some periods, our operating
performance was adversely affected because we were not able to fully offset the impact of higher diesel fuel prices through increased freight
rates and fuel surcharges. We cannot predict the extent to which high fuel price levels will continue in the future or the extent to which fuel
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surcharges could be collected to offset such increases. We do not have any long-term fuel purchase contracts, and we have not entered into any
hedging arrangements, that protect us against fuel price increases. Volatile fuel prices will continue to impact us significantly. A significant
increase in fuel costs, or a shortage of diesel fuel, could materially and adversely affect our results of operations. These costs could also
exacerbate the driver shortages our industry experiences by forcing independent contractors to cease operations.
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Controls and Procedures

We were not an accelerated filer, as defined in Securities and Exchange Commission rules, for the fiscal year ended December 31, 2004.
Therefore, we were not required to prepare a management report on our internal control over financial reporting pursuant to Section 404 of the
Sarbanes-Oxley Act of 2002 and related rules of the Commission. We will be an accelerated filer for the fiscal year ending December 31, 2005,
and we will be required to include a management report on our internal control over financial reporting in our annual report on Form 10-K for
this fiscal year. We have been engaged in an intensive process, under the supervision of senior management, of documenting, evaluating,
refining and testing the effectiveness of our accounting controls and procedures. We anticipate that we will be able to deliver the management
report on our internal control over financial reporting in a timely manner, but we cannot assure you that we will be able to do so. We also cannot
assure you that we and our independent registered public accounting firm will conclude that our internal control over financial reporting is
effective and free of any material weaknesses as of December 31, 2005, when we deliver our management report and our independent registered
public accounting firm delivers its attestation report on our assessment of our internal control over financial reporting.
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BUSINESS

We are a dry van truckload carrier transporting general commodities throughout the continental United States and into and out of Mexico and
portions of Canada. For shipments into Mexico, we transfer our trailers to tractors operated by Mexican trucking companies, with which we have
contracts, at our facility in Laredo, Texas. We transport many types of freight and provide complementary third party logistics and freight
brokerage services for a diverse customer base. During the six months ended June 30, 2005, we served approximately 800 customers in
numerous industries. We provide our services for such industries as industrial machinery and equipment, rubber and plastics, retail stores, paper
products, durable consumer goods, metals, electronics and chemicals. Approximately 36% of our total revenue in the six months ended June 30,
2005 was derived from Standard & Poor s 500 customers. We conduct our operations through three operating divisions: General Freight,
Regional Freight and USA Logistics.

Our General Freight division transports freight over irregular routes, with a medium length of haul, generally defined as between 800 and 1,200
miles per trip. This division accounted for approximately 80% of our base revenue in 2004 and 79% in the six months ended June 30, 2005. Our
Regional Freight division provides truckload carrier services with a length of haul of approximately 500 miles. We conduct our Regional Freight
operations in the areas around our facilities in Van Buren, Arkansas and Butler Township, Ohio. This division accounted for approximately 3%
of our base revenue in 2004 and 5% in the six months ended June 30, 2005. We offer three services through our USA Logistics division:
dedicated freight, third party logistics and freight brokerage. We use our own trucks to provide dedicated freight services, whereby we agree to
make our equipment available to a specific customer for shipments over particular routes at specified times. Our third party logistics and freight
brokerage services do not involve transporting freight with our equipment, and we provide these services primarily as supplemental services to
customers who have also engaged us to provide truckload freight services. Our USA Logistics division accounted for 17% of our base revenue
in 2004 and 16% in the six months ended June 30, 2005.

During economic downturns, demand for the services we offer through our USA Logistics division generally remains more stable than demand
for our General Freight and Regional Freight services. Many of our dedicated fleets operate under contracts, some of which contain minimum
volume guarantees. In addition, demand for third party logistics and freight brokerage services typically increases during periods of scarce
freight demand as trucking companies seek such services to assist them in utilizing their available equipment capacity. Therefore, our USA
Logistics division tends to reduce our exposure to general economic fluctuations.

We focus on customers and markets that demand premium service so that we can achieve premium rates and develop long-term, service-oriented
relationships. Our executive management team has 134 years of combined experience running USA Truck and a total of 176 years of experience
in the trucking industry. Our employees have a thorough understanding of the needs of shippers in many industries. These factors allow us to
provide reliable, timely services to our customers. In the six months ended June 30, 2005, approximately 94% of our total revenue was derived
from customers that were our customers before 2005, and we have provided services to our top 10 customers for an average of more than eight
years. Our top 10 customers accounted for approximately 39% of total revenue for the full year 2004 and approximately 38% of our total
revenue for the six months ended June 30, 2005, and no single customer accounted for more than 7% of total revenue in either period.

Since 2001, we have dedicated a substantial effort toward reducing or controlling our operating costs, while still providing premium service to
our customers. We have set a target operating ratio of 88% or lower. To achieve this goal we have implemented a thorough cost-control and
revenue yield management system using benchmarks. Our benchmarks were derived from peak historical performance levels of over 300
expense and operating categories, many of which occurred in 1998. On a weekly basis, we compare our current performance against our
benchmarks in such areas as safety, equipment utilization and fleet maintenance costs. Our commitment to benchmarking has resulted in
successively lower operating ratios for the last five consecutive quarters, and our operating ratio was 89.9% in the quarter ended June 30, 2005,
the first quarter we have
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achieved an operating ratio below 90.0% since the second quarter of 1999. Our June 2005 quarter s operating ratio represents an improvement of
1,110 basis points compared to our operating ratio of 101.0% in the fourth quarter of 2000, the last operating ratio we recorded before we began
our aggressive benchmarking program.

Operating Strategy

We run our business by focusing on the following principles:

Consistently providing superior service to shippers. Our principal competitive strength is our ability and commitment to consistently
provide superior service. Although price is a primary concern to all shippers, many of our customers are high-volume shippers that
require a flexible and dependable source of motor carrier service. These customers often have specific requirements, including pickup
or delivery within narrow time windows or real-time information about shipment status. Our strategy is to provide a premium service
to meet these needs and to charge compensating rates for that service. Key elements of our premium service include the following:

We are committed to consistent on-time performance and achieving on-time pick-up and delivery more than 97% of the time, a
success rate we exceeded in 2004. During the six months ended June 30, 2005, we achieved on-time pick-up and delivery 96.6%
of the time.

We provide twenty-four hour a day, seven day a week dispatching and maintenance services.

We maintain trailer pools at strategic locations to minimize the time it takes to respond to a customer order. We also provide extra
trailers to high-volume shippers for loading and unloading at their convenience.

We have strict hiring and performance standards for our drivers and emphasize on-time service in our training.

Controlling costs through benchmarking. Our goal is to maintain an operating ratio of 88% or below, which enhances our ability to
generate profits and cash flow from our operations with minimal capital requirements from outside sources. To achieve that goal, we
are committed to a thorough cost-control system using benchmarks. We compare our current performance in more than 300 areas with
our performance in prior years. In the quarter ended June 30, 2005, our operating ratio was 89.9%, the first quarter we have achieved
an operating ratio below 90.0% since the second quarter of 1999. Our operating ratio was 94.7% for 2004 and 91.3% for the six
months ended June 30, 2005.

Gaining efficiencies in our revenue model. We are committed to earning premium rates that are commensurate with our superior
service. To achieve the rates we desire, we utilize technology, leverage customer relationships and our premium service reputation and
continually upgrade our freight mix by eliminating or re-pricing the least profitable trips. We believe that we can approach peak levels
of tractor utilization by employing technology to assist us in securing shipments that are scheduled for pick-up as our tractors unload
their previous shipments. Our average miles per tractor per week was 2,361 in 2004 and 2,441 in the six months ended June 30, 2005.
The distance traveled between loads as a percentage of total miles traveled, commonly called the empty mile factor, is also a key
measurement of utilization. We typically do not receive any compensation from customers for empty miles. We try to maintain an
empty mile factor consistently below 10.0%, a factor that is affected by our ability to obtain backhaul shipments from locations near
the delivery destination of a prior shipment. For 2004, our empty mile factor was 8.4%, the best for any year in our history as a public
company. For the six months ended June 30, 2005, our empty mile factor was 8.7%.
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satisfaction and a positive public image. Our policy is to operate our tractors for 36 to 42 months and our trailers for 84 to 120 months
before replacement. We believe that replacing equipment at those intervals generally yields the most economically feasible balance of
maintenance costs and sale or trade values. We also perform preventive maintenance on our tractor and trailer fleets at regular
intervals to improve the sale or trade values and to reduce long-term maintenance costs, customer service failures and driver
dissatisfaction.

Continually investing in new technology. We continually invest in new and upgraded technology to provide the most efficient service
possible to our customers. We provide electronic data interchange arrangements with larger customers, real-time shipment status
information, two-way satellite-based messaging and position-locating equipment in all of our tractors, operational software packages
designed to enhance service and economic efficiencies and an interactive website providing load tendering and tracing to customers.
We have built our information services around an on-site mainframe computer that allows our remote locations to connect to our main
office in real time through an extensive local area network. We also use a number of smaller computing platforms to operate software
packages such as satellite communications, load matching and optical document storage. We believe our custom-developed software
applications provide us flexibility that gives us a competitive advantage in the truckload industry. Our communication and data
processing systems also decrease our response times by improving the ability of our operations personnel to balance equipment
availability throughout our market area, efficiently match shipments with available equipment and decrease dispatching time by
quickly contacting drivers.

Developing our management team. We are committed to developing a management team capable of leading our company well into
the future. We have invested time and resources to cultivate talent within our organization and believe that we have a management
team in place to guide our business for the long term. Our management personnel are partially compensated with performance-based
incentives and incentive stock options designed to provide managers with a long-term equity interest in the company.

Growth Strategy

We are committed to controlled, profitable growth. Since our initial public offering, we have increased our base revenue from $63.0 million in
1992 to $335.9 million in 2004, an average compound annual growth rate of 15%. With the exception of one acquisition in 1999, our growth has
been internally generated. Our efforts to control expenses, particularly the intensive benchmarking program we have been engaged in since
2001, has contributed to our ability to achieve this growth while maintaining profitability.

We are continuing an aggressive fleet expansion and replacement program. By maintaining disciplined trade-in cycles, we control the average
age of our fleet. We have significantly decreased repair and maintenance costs by reducing the average ages of our tractor and trailer fleets to 17
and 38 months, respectively, as of June 30, 2005, compared to their peaks of 33 and 56 months, respectively, as of April 30, 2003. We believe
that the expansion of our fleet, together with our disciplined trade-in practices, will also support our growth initiatives and provide additional
operational benefits, including improved customer service and higher driver retention. In the six months ended June 30, 2005, we purchased 443
new tractors and 516 new trailers, and we plan to purchase an additional 360 new tractors and 163 new trailers during the remainder of 2005.
Our planned acquisitions and dispositions in 2005 will result in a net increase of 217 tractors.

We expect future growth to come from the following areas:

Growth with our existing customers and cultivation of new ones. It is our goal to maintain or establish our position as a core carrier
for certain high-volume customers and to expand our share of those customers freight needs. We are also constantly cultivating new
customers. During the six months ended June 30, 2005, we added more than 50 new customers.
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Growth of carefully selected service offerings. We offer an array of services to our customers designed to improve customer
satisfaction. Outside of our core General Freight business, we have been growing our Regional Freight division and the
complementary services we offer through our USA Logistics division. These services are essential to provide our customers with

one-stop shopping, which helps us obtain new customers and additional business from existing customers. Our Regional Freight and
USA Logistics divisions have experienced higher revenue growth rates since their inceptions than our General Freight division.

Expanded Mexican cross-border service. We intend to continue to focus on the growth of our Mexican business. We currently
provide service between the continental United States and all points into and out of Mexico through the gateway city of Laredo, Texas.
From its inception in 1998 through 2004, the average compound annual growth rate of the total revenue generated by our Mexican
business was approximately 38%. Shipments to and from locations into and out of Mexico generated 5.4% of our total revenue during
the full year 2004 and 5.9% during the six months ended June 30, 2005.

Industry

According to the American Trucking Associations, the trucking industry in 2004 accounted for approximately $671 billion, or approximately
87.7% of total domestic freight transportation revenue. Trucks provide transportation services to virtually every industry operating in the United
States and generally offer higher levels of reliability, shipment integrity and speed than other surface transportation options.

The trucking industry includes both private fleets and for hire carriers. Private fleets consist of trucks owned and operated by shippers that move
their own goods. For hire carriers include both truckload and less-than-truckload operations. Truckload carriers dedicate an entire trailer to one
customer from origin to destination. Less-than-truckload carriers pick up multiple shipments from multiple shippers on a single truck and then
route the goods through terminals or service centers, where freight may be transferred to other trucks with similar destinations for delivery.
Truckload carriers typically transport shipments weighing more than 10,000 pounds, while less-than-truckload carriers typically transport
shipments weighing less than 10,000 pounds.

We operate primarily in the highly fragmented for hire truckload segment of the market, which according to the American Trucking
Associations, accounted for revenues estimated at $312 billion in 2004. The for hire segment is highly competitive and includes thousands of
carriers, none of which dominates the market.

Marketing and Sales

We focus our marketing efforts on customers with premium service requirements and heavy shipping needs within our primary operating areas.
This permits us to concentrate available equipment strategically so that we can be more responsive to customer needs.

Our marketing department solicits and responds to customer orders and maintains close customer contact regarding service requirements and
rates. We typically establish rates through individual negotiations with customers. For our dedicated freight services, rates are fixed under
contracts tailored to the specific needs of shippers.

No single customer represents more than 10% of our total revenue. The table below shows the percentage of our total revenue accounted for by
our top ten and top five customers and largest customer for the periods indicated.
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2002 2003 2004
38% 39% 39%
24% 24% 25%

7% 6% 7%
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We recognize that obtaining shipments through other providers of transportation or logistics services is a significant marketing opportunity.
Securing freight through a third party enables us to provide services for high-volume shippers to which we might not otherwise have access, as
many of them require their carriers to conduct business with their designated third party logistics provider.

We require customers to have credit approval before dispatch. We bill customers at or shortly after delivery and, for the last three years,
receivables collection has averaged approximately 32 days from the billing date.

Within our marketing department, load coordinators are responsible for efficiently matching available equipment with customer shipments, and
they serve as the contact with customers receiving and shipping personnel. Load coordinators also have primary responsibility for minimizing
empty miles and they work closely with other marketing department and operations department personnel to increase equipment utilization and
enhance customer service.

Operations and Safety

While we provide our services throughout the continental United States, we conduct most of our freight transport operations east of the Rocky
Mountains. Although our General Freight division continues to operate within the medium-haul range of more than 800 but less than 1,200 miles
per shipment, our average length of haul has declined in recent periods as our Regional Freight operations and the dedicated freight component
of our USA Logistics division have continued to grow. The table below shows our company-wide average length of haul and the average length
of haul for our three operating divisions, in miles, for the periods indicated.

Year Ended December 31, Six Months Ended
2002 2003 2004 June 30, 2005
Company-wide 859 851 839 804
Operating divisions:
General Freight 877 873 898 892
Regional Freight (1) 488 511
USA Logistics (dedicated freight) 728 726 649 574

(1) Our Regional Freight division began operations in the first quarter of 2004.

The average distance traveled between loads as a percentage of total miles traveled, commonly referred to as the empty mile factor, is also a
standard measurement in the truckload industry. The empty mile factor generally decreases as average length of haul and density of trucks in an
area increase. Therefore, our efforts to decrease our empty mile factor are offset somewhat by the growth of our regional operations. In addition,
our commitment to on-time pickup often requires a tractor to travel farther to complete a pickup than it would have to travel if we delayed the
pickup until a tractor became available in the area.

Our operations department consists primarily of our fleet managers. Fleet managers supervise approximately 60 drivers each and are our primary
contact with those drivers. They monitor the location of equipment and direct its movement in the most efficient and safe manner practicable.
The operations department focuses on achieving continual improvement in the areas of safety, customer service, equipment utilization and driver
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We continually strive to improve our safety record. In addition to equipping our tractors with sophisticated safety equipment, we have
implemented new programs and enhanced existing programs to foster a culture among our drivers and other personnel that encourages the
avoidance of accidents and a strong commitment to safe driving practices. Among other things, in late 2003, we transferred responsibility for
management of our safety program from our human resources department to our operations department to ensure that the personnel most directly
involved with the operation of our fleet on a day-to-day basis are fully informed and committed to our safety program.
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Some of the programs that we have designed to maximize fleet safety include, but are not limited to:

continual, proactive marketing of safety concepts to drivers in face-to-face settings;

a point system to evaluate individual driver safety and to determine the need for further training and eligibility for continued
employment;

a company-wide communication network to facilitate rapid response to safety failures;

an award program that recognizes drivers who successfully complete specified numbers of accident-free miles; and
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