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The theme for this issue of FordPros magazine is 
entirely focused on self-improvement, but while we 

were gathering together everything newsworthy, it also 
became very clear that there are a lot of companies 
and their products that have been going through the 
same ‘self-improvement’ process. You will read about 
Ford’s launch of both a number of new vehicles and new 
services that will offer your commercial department an 
extended breath of solutions for your customers. Also a 
number of our sponsors have reported that they have 
added to their products, services and processes to 
better help you serve your customers. 
As our country leans into its recovery phase, this is the 

perfect time to reflect on how to best work together to 
improve the work truck industry. The current inventory 
challenges we are all experiencing means we have the 
time to consider how to improve how to order inventory 
for best turns and margins. By communicating with our 
customers better about expectations we will build even 
deeper connections with them, and help them become 

better at planning and more educated about what fits 
their business needs. 
Every other month we will continue to provide you with 

a place to find information and resources to support 
you in both your personal growth and your professional 
growth. We’d like to continue to improve as well, so 
please provide us with any feedback you have, and any 
requests for themes or subjects that would help you in 
your career in this important, and relevant, industry.
 

ELECTRIFYING SELF-IMPROVEMENT
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In late May, Ford announced a 
profound change, moving toward a 

sharpened focus on its products and 
its service to the vocation-vehicle part 
of the vast Ford network of leading 
vehicles.  If you missed seeing it, it 
is available in the BLUE OVAL news 
section on page 11.
This news is so great for each of 

us who are also focused on the 
successful support of this exciting line 
of leading products.  Over the last 14-
plus years, this magazine/journal has 
been committed only to this segment 
of the Ford business.  FordPros has 
always been totally supportive of we 
who support Ford product sales and 
service at the dealer level.  Ford has 
been kind to recognize this support.  
FordPros Magazine is devoted to 

support those of us at the boots-on-
the-ground level, as has the National 
Ford Truck Club and the many 
independent regional Clubs around 
the country.  
We were pleased and grateful 

to have the full support of Alan 
Mulally, who was generous with his 
time, in attending a Club meeting 
in June some twelve years ago.  
The competitors had recently filed 

bankruptcy, he was extremely busy 
navigating the survival of the U.S. 
auto industry: yet he took the time to 
sit with us, and show his support for 
the segment we serve. 
Now there is a new day dawning, 

with the myriad products that Ford 
continues to “tweak” as well as to 
completely innovate from scratch, 
to ensure Ford’s dominance in 
this segment, commercial and 
government vocation-support units.  
While nobody knows what will be 

coming, and how the magazine will 
evolve to serve the professionals in 
this space, we can be sure that the 
future of our individual service to Ford 
customers at our respective local 
levels will be made much brighter by 
the changes that are afoot.  

Stay tuned!  

  

Joe Hughes
President,  NFTC

joehughes@fordpros.com
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GREAT [BREAKING] NEWS

See Ford’s Electrifying News, page 12
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REV 1-22-2021

LET VENTURO SUPPLY ALL 

VVenturo can provide you with a single-source solution for your mechanics 
truck.  Lead times and shop labor expertise can hinder some business, 
allowing business to go elsewhere. We will provide the upfit and equipment 
solution to keep that business. The Venturo Workforce Mechanics Trucks 
include heavy-duty Venturo Crane Service Bodies, Venturo fully-hydraulic, 
electric-hydraulic or light-duty mast service cranes and other accessories. 

YOUR UPFIT NEEDS

VENCO VENTURO INDUSTRIES LLC
12110 BEST PLACE | CINCINNATI, OHIO 45241

800-226-2238 | www.venturo.com

Benefits of the Venturo Truck 
Equipment Center:
• Additional capacity for the distributor.
• Additional capability for the distributor.
• Consistent high quality factory standards. 
• Lower and predictable installation costs.
• Shorter lead times.

https://www.venturo.com/


AerocellClassicube Aerocell CW Body & EquipmentDry Freight

1.800.628.8914
www.unicell.com
sales@unicell.com

NOW AVAILABLE
The New Aerocell Transit

UNICELL
AEROCELL TRANSIT
• Fuel Efficient and Attractive Aerodynamic Designs
• Extremely Durable One Piece Fiberglass Construction
• Smooth Seamless Glossy Exterior “No Leaks!”
• Industry Leading Warranty

Smart Choice
THE PROFESSIONAL’S

1-2pg Ford ad January2016_final_layout  1/18/16  11:57 AM  Page 1

HIGHBEAMSIn The

MORGAN TRUCK BODY, LLC AND WORK TRUCK 
SOLUTIONS PARTNER TO HELP CUSTOMERS 

FIND UPFITTED COMMERCIAL VEHICLES

Work Truck Solutions and Morgan Truck Body, LLC 
(“Morgan”) have joined together to offer customers an 

online portal https://morgancorp.worktrucksolutions.com/ for 
finding Morgan equipped commercial dry freight, refrigerated, 
platform and dump truck bodies. Using Work Truck Solutions 
data and Morgan’s national truck locator tool, commercial 
truck buyers can quickly search detailed inventory listings to 
find the exact vehicle to meet their business needs.
“As a dealer-centric organization, we pride ourselves on 

offering solutions that help dealers run their commercial 
business efficiently and profitably, especially in these 
challenging inventory times.  Our partnership with Morgan, 
an industry leader with almost 70 years in the commercial 
truck business, is another example of this philosophy,” noted 
Work Truck Solutions CEO Kathryn Schifferle.  “By including 
participating dealer inventory in our truck locator service, 
housed on Morgan’s corporate website, we’re making a 
historically challenging process easier for customers to find 
the exact solution they need. Coupled with daily movement 
alerts that identify sold inventory, we’re also tightening up the 
replacement cycle for their dealers.”          

“The rapid evolution of online commerce requires forward 
looking manufacturers to engage their customers digitally with 
real-time inventory, simplifying the identification and location 
of suitable commercial truck solutions.”  said Todd Breneiser, 
Director of Marketing and Product Management, Morgan 
Truck Body, LLC.  “We are pleased to be partnered with Work 
Truck Solutions to deliver industry leading functionality and 
look forward to expanding this across our dealer network.”

      www.worktrucksolutions.com
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HIGHBEAMSIn The

WORK TRUCK SOLUTIONS 
LAUNCHES  EZORDER 

Need an EZ Way to Take Commercial Orders?
Work Truck Solutions to the rescue with EZOrder
It’s very important to keep your customers informed 

on how the current inventory shortage may affect 
their access to the commercial vehicles they need to 
run their businesses. They may or may not already 
know that with inventory in short supply, finding and 
purchasing those vehicles is very challenging now and 
for the foreseeable future. Setting their expectations is 
key for you to continue to be their ‘go to Ford Pro’. 
It also sounds like the best way to receive allocation 

as inventory production starts to return, is to have 
orders in hand, so help explaininh to your customers 
how important it is for them to commit to action and get 
their orders in is critical to put you at the front of the line. 
Fight for your share of orders when the order 

bank is open!
Work Truck Solutions has come up with a way to help 

with both issues. Hot off the press – this week they 
announced their new EZOrder feature to minimize 
frustration and get customer orders into the queue NOW.
When customers cannot find the truck or van they 

need on your site they can click on the EZOrder link 
and answer three simple questions about their needs, 
and you’re on the road to securing the order and getting 
them (and you) to the head of the line.
CLICK HERE to find out how to add Work Truck 

Solutions and EZOrder to your Commercial Vehicle 
department, or if you’re currently a Work Truck Solutions 
dealer, ask your Dealer Success Coach about activating 
EZOrder.

VAST UPDATE: Just added - inventory from 
Merchants Feet and Ryder, giving you a one-stop-shop 
to save you time searching through numerous sites and 
auctions that don’t show upfit details. 
If you are interested in learning more about this 

revolutionary and timely tool, contact Work Truck 
Solutions at vast@worktrucksolutions.com.
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All-American.

1444 Fortress St., Chico, CA 95973  /  (855) 679-6817  /  TransferFlow.com

Your source for premier American-made fuel tanks.

®

https://www.transferflow.com/


• All-new Ford Maverick is the first standard full-
hybrid pickup in America and the most fuel-efficient 
truck on the market with a targeted EPA-estimated 
rating of 40 mpg in the city*; while its compact size 
makes it easy to maneuver and park, there’s room 
for five adults and plenty of storage space

• Maverick offers lots of smart technology, including a 
standard 8-inch touch screen with Apple CarPlay® 
and Android Auto® compatibility, standard 
FordPass™ Connect with embedded modem and 
Ford Co-Pilot360™ technologies like Automatic 
Emergency Braking and Automatic High Beam 
Headlamps – all for a starting MSRP of $19,995

• The Maverick FLEXBED™ system provides 
organization and cargo solutions to fit owners’ 
lifestyles, with a multi-position tailgate, slots to use 

lumber to subdivide the bed, 12 available anchor 
points, two 12-volt 20-amp prewired sources at the 
back enabling DIY electrical solutions, plus two 
available 110-volt outlets for powering a laptop or 
tailgate party

• Built Ford Tough durability and capability means 
1,500 pounds of payload capacity – equal to 37 
bags of 40-pound mulch; standard hybrid provides 
2,000 pounds of towing to haul personal watercraft 
to the lake, while the optional 2.0-liter EcoBoost® 
gas engine can tow up to 4,000 pounds, enough 
to bring a typical 23-foot camper on a weekend 
getaway

CLICK HERE TO READ MORE!

THE BLUE OVAL
MEDIA.FORD.COM NEWS HIGHLIGHTS

40 MPG CITY. STANDARD HYBRID. SEATS FIVE. STARTS UNDER $20K. 
ALL-NEW 2022 FORD MAVERICK: DID WE MENTION IT’S A TRUCK?

Click To Read More!
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THE BLUE OVAL
NEW ‘FORD PRO’ VEHICLE SERVICES AND DISTRIBUTION BUSINESS 

REDEFINING TRANSPORTATION VALUE FOR COMMERCIAL CUSTOMERS

• Separate within Ford and unique among 
automakers, Ford Pro will deliver new levels 
of productivity for business and government 
customers via work-ready products and 
services

• Will leverage technology from the ground to 
the cloud to help improve uptime, total cost 
of ownership and performance of fleets with 
electrified or combustion vehicles

• To be led by Ford Pro CEO Ted Cannis, who’s 
headed Ford’s North America commercial 
business and earlier was leader of Ford’s 
Team Edison electric-vehicle development 
group

Ford Pro will initially launch in North America 
and Europe.  More information can be found at 

fordpro.com

The all-new Reading RM-45 crane body will help you make a giant leap in productivity 
and safety. An innovative torsion box understructure provides the strength and resistance 
to enable a powerful 45,000 foot-pound lift. Built from galvannealed steel to resist 
corrosion, the RM-45 features a seamless wheelhouse panel, a redesigned workbench 
bumper with built-in grip steps, and quick-mount brackets for easy accessory installation. 
Headache rack and rear compartment mounted work lights and strobes provide additional 
lighting and enhance safety for the operator. Learn more at readingbody.com.

A REVOLUTIONARY 
DESIGN FROM THE 

GROUND UP.

IT’S WHAT HAPPENS WHEN A CRANE BODY IS BUILT AROUND YOU.

FORD PROS   |   7.0625" X 4.25"   |   RTG2757 RM-45 HALF-PAGE AD FORDPROS JUN/JUL 2021 11       
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WHEN YOU HAVE THE DEMAND, 
WE HAVE THE SUPPLY.
Driverge is Ford’s largest mobility pool and the nation’s 
leading maker of wheelchair accessible vans. But did 
you know we are much more than a mobility upfitter? 
We can deliver you quality vans made to transport 
people, cargo and equipment. And we can do it when 
others can’t. That’s because we are:

 • a QVM upfitter …

 •  and have a large Bailment pool …

 • with Ship-through capabilities. 
Ford Transit Secure Transport
We offer a comprehensive line of upfits for the cannabis industry

855.337.9543 • driverge.com

TALK TO US ABOUT YOUR IDEAS

Ideas made to move business

DV Ad_Ford Pros 042021-7.0625 x 4.25.indd   1 4/15/21   3:22 PM

ELECTRIFYING ALTFUEL NEWS!

The electric era is here, and Ford is in the midst 
of implementing an ambitious, comprehensive 

plan to make the transition to an electric lifestyle – or 
commercial fleet, for that matter – easy.
Ford is investing $22 billion in electrification through 

2025 as part of its plan to lead electrification in areas 
of strength. The company is electrifying its most iconic 
products – the Mustang, F-150 and Transit – with many 
more to come in the years ahead. In addition to offering 
zero-emissions versions of its most popular vehicles, 
Ford is harnessing electrification to deliver more of what 
customers love about them: Performance, capability 
and productivity..
• The E-Transit – an all-electric version of America’s 
best-selling van* – will debut starting in late 2021. Smart 
and connected, it will arm fleet owners with technology 
solutions like a high-speed in-vehicle data architecture 
and cloud-based services to offer new ways to optimize 
fleet performance.

• The F-150 Lightning arrives in spring 2022, bringing 
stunning innovation, technologies and capabilities to 
the F-Series, America’s best-selling truck**, combined 
with the power, payload and towing capability that is the 
hallmark of all Built Ford Tough trucks.

CLICK HERE TO READ MORE

LEADING THE CHARGE: ALL-ELECTRIC FORD E-TRANSIT POWERS THE FUTURE OF BUSINESS
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ELECTRIFYING ALTFUEL NEWS!
THE TRUCK OF THE FUTURE IS HERE: 
ALL-ELECTRIC FORD F-150 LIGHTNING

FORD INTRODUCES ALL-ELECTRIC F-150 LIGHTNING 
PRO, BUILT FOR WORK WITH NEXT-GENERATION 

TECHNOLOGY, SEAMLESS OVERNIGHT CHARGING

CAll-Electric Power to Wow, More Connected Technology, 
Elevated Drive Experience and Built Ford Tough Capability

SUPER POWERS ONLY ELECTRIC CAN DELIVER
F-Series, America’s best-selling truck for 44 years, 
charges into the future with the F-150 Lightning, elevated 
by all the advantages of electrification and packed with 
connected technology. F-150 Lightning is a powerhouse 
that delivers a targeted 563 horsepower and 775 lb.-
ft. of torque – the most torque of any F-150 ever – an 
exhilarating drive, a high-tech truck, and the ability to 
power your home if needed.

ADVANCED TECH NOW – 
TO GUIDE YOU INTO THE FUTURE
F-150 Lightning offers an ingenious array of connected, 
intelligent features that improve over time via over-the-
air software updates; FordPass app provides seamless 
access to charging stations and remote vehicle controls; 

available BlueCruise offers true hands-free driving on the 
highway, while enhanced Pro Power Onboard powers 
job sites or campsites.

NO QUESTION: 
BUILT FORD TOUGH COMES STANDARD
Powered by dual in-board motors and with standard 
4x4, F-150 Lightning can take on rough terrain with Built 
Ford Tough durability and capability. Along with a high-
strength, military-grade aluminum alloy body, a new 
independent rear suspension delivers improved ride 
comfort, while an all-new frame uses the strongest steel 
ever put in an F-150 frame and supports a maximum 
2,000-pound payload and up to 10,000-pound towing 
capacity.

CLICK HERE TO READ MORE

Introducing the all-new 2022 F-150 Lightning® Pro – 
the first-ever all-electric F-Series truck purpose-built 
for commercial customers; Built Ford Tough, it joins 
E-Transit in the growing lineup of Ford work-ready electric 
vehicles, backed by a nationwide network offering EV-
certified fleet sales, service and financing, making the 
transition to zero emissions easy

• Electric capability, more power on tap at 
       an affordable price
• Charging, connectivity for easy fleet integration
• More space, reliable upfitting

CLICK HERE TO READ MORE

BUILT FORD TOUGH FOR COMMERCIAL CUSTOMERS
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SPOTLIGHTSPONSOR
Reading Truck Group 

Launches All New RM-45 Crane Body

CLICK TO WATCH PRODUCT WALK AROUND

Reading Truck Group, a premier 
truck equipment manufacturer 

and distributor, unveiled an all-new 
crane body to its product lineup. 
The new RM-45 reflects more than 
a year of development between 
Reading’s engineering and design 
expertise with input from customers 
and those working in the field. The 
result is the all new RM-45, built and 
designed to deliver unsurpassed 
lifting capability, enhanced safety 
and lighting, and ease of accessory 
installations. All systems on the body 
have been thoroughly re-engineered 
and reimagined to deliver the most 
capable, best-performing Reading 
crane body ever.
“We’re excited to debut our newest, 

and our best performing crane 
body,” said Alan Farash, President 
& COO, Reading Truck Group. “This 
truck represents a whole new level 
of safety and productivity.”
One of the most notable 

enhancements to this crane body 

is the addition of the torsion box 
understructure, which provides the 
strength and resistance needed 
to enable a powerful 45,000 foot-
pound lift at full 100% capacity 
rating throughout the lifting zone. 
Built from galvannealed steel to 
resist corrosion, the RM-45 features 
a seamless wheelhouse panel, a 
redesigned workbench bumper 

with built in grip steps, and quick 
mount brackets for easy accessory 
installation. Headache rack and 
rear compartment mounted work 
lights and strobes provide additional 
lighting and enhances safety for the 
operator.
The all-new crane body is backed 

by Reading’s industry-leading five-
year warranty, and is available for 
quote today. 

readingbody.com
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ANCIENT WISDOM FOR TODAY’S WOES
THE Very Old School Self-Improvement: 

Today when we talk about best ways to engage in 
self-Improvement, we typically focus on modern 

concepts, technological advances, or using new 
learning techniques. In this article let’s instead take a 
trip back in time and see what we may have lost about 
self-improvement.
Marcus Aurelius (120–180 AD) was the last of the 

Roman Empire’s “Five Good Emperors” and was a 
‘Stoic’; stoicism is a philosophy which some have called 
the ultimate self-improvement philosophy. Stoicism can 
be summarized as follows:

“Stay calm and serene regardless 
of what life throws at you.”

Marcus Aurelius journaled and his private writings 
are called “Meditations” - in them he tries to answer 
questions about the meaning of life, such as: Why are 
we here? How should we live? What is the best way to 
handle adversity? He points out that:

“You have power over your mind — not 
outside events. Realize this, and you will find 

strength.”

Below you’ll find 2 ‘lessons’ from “Meditations” that 
seemed very relevant for our situation today.

FIRST LESSON –
CONTROL YOUR THOUGHTS
You can choose what to think about what’s happening 

around you. Here are quotes from “Meditations” that 
reflect the importance of taking charge of your thoughts:

“If you are distressed by anything external, 
the pain is not due to the thing itself, but to 
your estimate of it; and this you have the 

power to revoke at any moment.”

“Today I escaped from anxiety. Or no, I 
discarded it, because it was within me, in my 

own perceptions; not outside.”

SECOND LESSON – 
HOW TO DEAL WITH OBSTACLES
Marcus Aurelius teaches us to turn obstacles into 

opportunities:

“Our actions may be impeded by people 
or situations, but there can be no impeding 
our intentions or our dispositions. Because 
we can accommodate and adapt. The mind 

adapts and converts to its own purposes the 
obstacle to our acting. The impediment to 

action advances action. What stands in the 
way becomes the way.”

“A cucumber is bitter. Throw it away. There 
are briars in the road. Turn aside from them. 
This is enough. Do not add, ‘And why were 

such things made in the world?’”

CONCLUSION
The teachings of Marcus Aurelius remain as relevant 

today as they were almost 2,000 years ago: focus on 
what you can control. And one more quote, from another 
Stoic, Seneca, reminds us:

“Luck is what happens when preparation 
meets opportunity.”
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THRIVE THROUGH THE CHASSIS 
SHORTAGE WITH SWITCH-N-GO®

Think about this scenario – A customer comes in, 
whether they are looking to start a business or need 

to replenish or expand their current fleet with additional 
trucks. However, the current chassis shortage limits 
the number of trucks you have on your lot. What can 
you do you help the customer and your dealership?
As a Switch-N-Go® truck dealer, you can provide 

your customer the power of a full fleet in one truck. 
Plus, you can continue to build the relationship with 
repeat body sales, laying the groundwork for a second 
truck purchase once inventory picks back up. All while 
Switch-N-Go® continues to adapt right alongside you.

THE POWER OF A 
FULL FLEET IN JUST ONE TRUCK
Truck availability has been severely limited throughout 

the past year and a half. This has forced dealers to 
look at new and different ways of selling. 
For two decades, Switch-N-Go® has been the 

solution, providing truck dealers a new way to sell 
to the work truck industry. Designed specifically for 
vehicles with a GVWR of up to 33,000lbs, Switch-N-
Go® is ideal for class 4-7 chassis cabs and can be 

installed on a variety of domestic and import vehicles. 
The hoist system is available in electric-over-hydraulic 
and full-hydraulic models with up to 18,000lb lifting 
capacities. Switch-N-Go® offers a fleet of work truck 
bodies including dump, arbor, and storage bodies, 
as well as flatbeds, drop boxes, and WorkReady™ 
subframes for specialized equipment upfits. This 
versatility allows owners to build their ideal work truck 
by matching the system they need with the chassis 
they want.

Because Switch-N-Go® is a simple-
to-use, detachable truck body system, 
owners will have the ability to stage jobs 
with materials and tools. When ready 
to go, it takes less than five minutes to 
interchange and get the truck back on 
the road. In addition, dropping the body 
at ground at a job site level can reduce 
injuries and keep their team safe. 
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THRIVE WITH SWITCH-N-GO
ENTER NEW MARKETS 
& STRENGTHEN RELATIONSHIPS 
With over 26 different work truck bodies available, 

the Switch-N-Go® product line can help you reach 
customers in new markets and create long lasting 
customer relationships. We’ve added bodies to include 
options in Stainless Steel and Salt Spreader upfits, 
as well as new bodies for the Arbor and Landscaping 
industries, allowing you to sell to anyone who walks 
through the door. After the initial truck purchase, 
customers will return for additional bodies. As business 
grows and trucks become readily available, they’ll 
come back to expand their fleet.

ADAPTING TO SERVE
In an effort to continue our relationship 

with Ford truck dealers, Switch-N-Go® 
has secured a relationship with Hoekstra 
Truck Equipment to provide access to their 
Ford pool for our entire dealer network. 
This is just another avenue through which 
Switch-N-Go can provide Ford dealers 
with solutions that create value for both 
them and our mutual customers. 

We’ve also seen more truck dealers upfit used trucks 
with the Switch-N-Go® system, saving customer’s 
money on a “new” truck while maximizing your income 
stream through used truck sales. Additionally, the 
Switch-N-Go® redesigned hoist system is a bolt-on 
solution, allowing customers to upgrade their chassis’ 
and continue using Switch-N-Go® for years.

Simply put, if you can only sell one truck, sell a 
Switch-N-Go®. You can solve your customer’s fleet 
needs while cementing a relationship for future truck 
and body sales. 

For more information visit
switchngo.com
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A commercial work truck can 
take quite a beating and still 

be ready for more. Designed to be 
more durable and rugged than a 
consumer pickup, both the chassis 
cab and the truck body don’t really 
need much loving care to remain 
a functional part of your business 
for decades to come. However, 
to maximize the lifespan of both 
the engine and the truck body, 
periodic servicing is necessary. 
And don’t forget that your work 
truck is the most visible signal to 
your customers of the degree of 
your professionalism and your 
attention to detail. The work truck 
professional is fully aware of the 
engine maintenance requirements 
of his work truck, but often the truck 
body itself is overlooked. 

TRUCK BODY MAINTENANCE 
SCELZI TRUCK BODIES
Scelzi Truck Bodies are in the 

premium tier of work truck bodies 
in the USA. As the “gold standard” 
of work truck quality, no expense is 
spared in building a body they expect 
to outlive and outlast the chassis 
cab. But even though Scelzi bodies 
are made with great craftsmanship 

-- using the highest grades of steel, 
wood, and aluminum Scelzi can 
find -- their life span can only be 
maximized by following a regular 
maintenance schedule. This is even 
more true for truck body upfitters of 
lesser quality, whose bodies do not 
typically begin their working lives 
with the same reinforced welding 
and robust construction techniques.

TIGHTEN ALL 
MOUNTING HARDWARE
Welding seams don’t jiggle 

themselves loose over time, but the 
same is not true for bolts and nuts 
and other fastening mechanisms. 
This is especially true for work 
trucks driven in less-than-ideal road 
conditions, like canal banks and 
construction sites and high vibration 
non-pavement surfaces. The bolts 
connecting ladder racks, the body 
mount itself, water holders, hitches, 
and any other accessories bolted 
on the main truck body should be 
checked and tightened every 3 
months.

DOOR HINGES & LOCKS
Extreme weather and dirty 

conditions will cause wear and tear 
to heavy usage items like doors and 
locks and anything with a hinge. This 
is especially true of work trucks, due 
to their work environment. These 
areas should be serviced following 
a strict regimen, with increased 
regularity in harsh conditions. Grease 

handles and latches with lithium 
grease and all locking mechanisms 
with graphite.

HOISTS
Hoists should be lubricated every 

3 months using the chassis grease 
specified for your hoist model and 
size. This usually requires application 
at several locations on the hoist. At 
least once each year the oil in the 
hoist reservoir should be changed 
for maximum working life.

WOODEN FLOORS & RACKS
Harsh summer heat and freezing 

winters can cause long term damage 
to wooden floors and side racks. 
Scelzi wood floors and decks are 
manufactured using their proprietary 
wood products. In order to prevent 
surface checking, cupping, or 
discoloration, Scelzi recommends 
this wood (flooring and side racks) 
be maintained with a fresh coat of 
shingle oil several times a year, and 
once each month during harsh heat 
weather conditions - particularly 
during the first season or two after 
the truck has been purchased.

YOUR WORK TRUCK: 
A TOOL THAT NEEDS OCCASIONAL SHARPENING
BY BILL VANDER PLAATS, MARKETING MANAGER, SCELZI ENTERPRISES, INC.

“THE LIFE SPAN [OF A WORK TRUCK] CAN ONLY 
BE MAXIMIZED BY FOLLOWING A REGULAR 

MAINTENANCE SCHEDULE.”
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ADDITIONAL ACCESSORIES 
& 3RD PARTY EQUIPMENT

CRANES - 
Cranes are complex pieces of 

machinery with many moving parts. 
They can become dangerous to 
operate if not properly maintained. 
Visual inspection of all parts should 
be made each time the crane is 
operated, primarily looking for 
cracks, leakage, and corrosion. In 
addition, each week all mounting 
bolts should be checked and key 
bearings lubricated. Each crane 
manufacturer will recommend 
a different set of maintenance 
procedures for their work truck 
cranes, and these may vary by 
size and style. All replacement 
parts and repairs should be made 
through an authorized distributor 
for your crane. Refer to the owner’s 
manual supplied by your crane 
manufacturer.

COMPRESSORS - 
Air filters, compressor oil, and 

oil filters all require occasional 
maintenance according to usage. 
This typically ranges from 6 months 
or 200 hours of normal usage, to as 
often as every 100 hours of usage 
in extreme conditions. Refer to the 
owner’s manual supplied by your 
compressor manufacturer.

LIFT GATES -
These require maintenance as 

well, primarily by tightening bolts 
and keeping the oil reservoir at 
the proper operating level. Gates 
should be serviced every 4 months 
or sooner if used frequently. Refer 
to the owner’s manual for details. 

POWER TAKE-OFF (PTO) - All 
PTO systems must be checked at 
least monthly for hydraulic leaks, 
loose fittings, and other mechanical 
wear. Given the frequent torsional 

vibration that PTO systems 
experience, regular maintenance 
and component review is essential. 

MAINTAINING A 
PROFESSIONAL WORK 
TRUCK
Periodic maintenance at set 

intervals is important to extend the 
life of your work truck, and improves 
the safety of the professionals on 
your work crew. The appearance 
and quality of your work truck is also 
– like the people you employ – a 
reflection of your company and the 
quality of the work and service you 
provide. Don’t take it for granted.

Visit www.seinc.com

YOUR WORK TRUCK

THE APPEARANCE AND QUALITY OF YOUR WORK TRUCK IS ALSO – 
LIKE THE PEOPLE YOU EMPLOY – A REFLECTION OF YOUR COMPANY 
AND THE QUALITY OF THE WORK AND SERVICE YOU PROVIDE. DON’T 

TAKE IT FOR GRANTED.
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A SELF DEVELOPMENT MOMENT

Lorraine and I boarded a cruise 
ship in Dover, England in August 

2010 for a cruise to the Baltic Sea with 
shore excursions in the Scandinavian 
countries and St. Petersburg, Russia. 
On September 1, Lorraine’s visit to 
the shipboard doctor and the resulting 
medical emergency interrupted our 
cruise with a nine-day adventure in 
the Tallinn Central Hospital, Estonia. 
Our long awaited cruise to St. 
Petersburg was not to be as we flew 
home from Tallinn, Estonia several 
days later. After months of recovery 
and another surgery, we planned our 
St. Petersburg adventure for the fall 
of 2012. 
One does not just pick up and go to 

Russia on an instant, as you would 
for England or the European Union. 
The Visa required to visit Russia is 
expensive, currently $160.00 per 
person. Having no desire to invest 
in another Baltic cruise, we found a 
better way. How do all of those cruise 
ship passengers visit St Petersburg 
for a two or three day excursion?  
After further research, we discovered 
the following 72-hour visit regulation. 
Arriving by ferry, passengers do 
not need a Visa for visiting, as 
they must provide both proof of 
accommodations and a tour booked 
with a licensed guide while in Russia. 
The St. Peter Line ferry from Helsinki 
to St. Petersburg schedules evening 
eastbound and westbound service. 
Check in at the ferry required proof 
before boarding the ferry in Helsinki 
for our overnight departure. 
After research confirmed the 

opportunity, we planned another visit 
with our foreign exchange student’s 
family living near Helsinki, a beautiful 
city on the Baltic Sea.  Since our first 
visit in 1989, we have always enjoyed 
the area. Some of the activities we 
enjoy in foreign countries, in addition 

to this case where we visit family, is 
the art, architecture and history. We 
planned a secondary school visit 
for a better understanding of their 
respective educational environments 
and joined their son for one of his 
high school classes.  The teacher and 
students, comfortably communicating 
in English, made us welcome and the 
resulting experience was excellent. 
Prior to arriving in Helsinki, we made 

all of the necessary reservations 
on the Helsinki – St. Petersburg 
– Helsinki ferry (https://www.
directferries.com/st_peter_line.htm) 
including an overnight with in suite 
cabin. On previous visits to Finland, 
we enjoyed both the Silja Line (with 
Blue trim) and the Viking Line, (with 
Red trim).  We were ready to enjoy 
the ferry to St. Petersburg, as they are 
the size of most cruise ships carrying 
Class VIII semi-trucks, straight trucks, 
cars, motorcycles as well as hundreds 
of passengers.
This was not a cruise ship cabin 

by any means, but comfortable and 
safe. Restaurants on board provided 
the necessary meal opportunities. 
After an overnight on board, we 
arrived in St. Petersburg, Russia, 
AKA the Venice of the North with 
miles of canals throughout the city. 
After clearing customers, our guide 
was waiting with a car and driver and 

we were off for our first day of art, 
architecture and an overwhelming 
amount of history. Each day was full 
of terrific experiences touring palaces, 
art museums, experiencing a subway 
ride to view all of the wonderful art 
on display at every stop. Our driver 
was waiting at our last subway stop 
and we continued our adventure. The 
second full day was a repeat of day 
one with a completely different group 
of palaces, museums, cathedrals and 
a ride on the canals. 
On the third and final day in St. 

Petersburg, we checked out of our 
very comfortable hotel located on 
the upper floors of an enclosed 
downtown shopping center located 
near the Nevsky Prospect (the main 
city thoroughfare). After a short ride, 
we arrived in time to visit with the 
department chair and faculty before 
the 9:00 AM class at the St. Petersburg 
State University of Economics and 
Finance, formerly the Stalin Institute 
of Finance and Economics. 
Why would we be visiting a local 

university on a visit to St. Petersburg, 
Russia? In the months leading up 
to our adventure and setting up the 
agenda with our guide Anna, who by 
the way was a walking encyclopedia, 
we requested a speaking opportunity 
with a university or secondary school 
studying English in the classroom

BY TAYLOR STEINBERG - CORPORATE SALES TRAINER, KNAPHEIDE
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REAPING THE REWARDS OF GOOD BUSINESS

as we would be happy to help them 
practice their English speaking 
skills. For over an hour Lorraine 
and I visited with the Economics 
Class about anything and everything 
making news in the fall of 2012 from 
the NHL on strike, the US presidential 
election, our occupations, an open 
forum Q & A session on any subject 
in which they might have a question.  
Why were these students so fluent 

in English? As I walked around the 
classroom, to my amazement the 
economics textbooks on their desks 
were in English and published in 
the USA. They asked a few unique 
questions including; what does your 
country think of our country? Our 
answer – probably what the media 
and the press are publishing in each 
of our countries about the other. Here 
we are visiting with 40 plus students 
and faculty, all of which I consider 
friends that we have yet to meet 
even though I have never met any 
of you before. We are experiencing 
the beauty of your country, your 
people and your educational pursuits, 
just as we do in our country. As we 
communicate one on one, I believe we 
have the same pursuit, a productive 
and comfortable life. After the one-
hour class, discussion continued 
in the hallway as many questions 
developed about visiting the United 
States. Only one of the students ever 
ventured outside of Russia to France. 
We suggested pursuing a foreign 
exchange student program, as they 
are popular worldwide. 

During the latter part of the class, 
one question took me a while to 
formulate the answer. “What was the 
biggest roadblock in the pursuit of 
your career? After remaining silent 
for a few moments I tried to answer 
the question the best I could and 
probably not effectively. The answer 
I struggled with was impromptu and 
not well presented; “Developing the 
mental processes to fully understand 
the solutions my customers needs.”
While writing this article nine years 

later, I am sure this was a “Self-
Development” moment. As we 
boarded the ferry for the overnight 
trip back to Helsinki, I struggled to 
develop the following two-segment 
answer as we watched the sunset 
over the Baltic Sea. 
The answer to the tough question 

posed by the students, naturally 
divided itself into level one and level 
two.

THE QUESTIONS: 
“Developing the mental processes 

to fully understand the solutions our 
customers need.” 
THE ANSWERS;
LEVEL ONE - 
How do you understand their 

business?
Listen a great deal to their answers 

to your formulated questions.
Walk a mile in their shoes for a 

firsthand experience of their needs.
Use your product knowledge and 

provide the most efficient solutions 
to make them successful. 

LEVEL TWO-
“Create a solution your customer is 

not aware they need”
Accomplish this by knowing the 

industry and their needs
Strive for this level by becoming 

their “go to person.” This will 
differentiate you from the others.
Do what it takes with enthusiasm 

and intensity.
Understand your customer’s time – 

it is theirs that counts, not your own.
These thoughts, used for decades 

in Knapheide sales training classes, 
continue to this day.  

After arriving back in Illinois a 
thank you note was prepared and 
sent to the Department Chair at the 
St. Petersburg State University of 
Economics and Finance. 
As Paul Harvey used to say, “And 

now, the rest of the story” Why 
would a university department chair 
in St. Petersburg, Russia open a 
classroom, combine two economics 
classes and allow someone they 
never head of or knew anything 
about speak openly to a class? 
Upon reading her thank you reply, 

she answered my question and went 
on to share her memories of a recent 
USA faculty exchange near Cedar 
Rapids, Iowa, about four hour’s drive 
from Quincy, Illinois. 
We remember this adventure 

as a “Great moment among life’s 
treasures. We will do it again in 
February 2022 at a grammar school 
in Uganda, Africa. 

Classroom scene – Lorraine leaning against the wall, Two professors and the department chair seated near the door
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COACH KEN
The global pandemic has left a 

lasting impact on the commercial 
and fleet industry, not to mention 
micro chip shortages, plant closings, 
and lack of inventory on your lot. 
Customers and prospects still have 
expectations regarding their vehicle 
needs that cannot be met by any 
manufacturer.  If ever there was a 
time for “self-reflection” it is now. 
What an opportunity! I know, that 
sounds crazy but the alternative is 
“self-pity” which might be the most 
destructive state of mind that exists. 
It becomes a cancer that eats away 
at your confidence, your attitude, and 
your drive to succeed. The beauty 
of life is we all have choices in any 
given circumstance. Right now the 
choice should be “self-development” 
not “self-pity.”
It’s time! What can you do today, 

not tomorrow to make yourself a 
more valuable resource to your own 
dealership, your teammates, your 
prospects, and your customers? 
Here is my “Top Ten” list for self-
development during a difficult 
environment.

1. Update your technical knowledge. 
Your manufacturers have excellent 
content regarding spec’ing vehicles, 
and changes in vehicles that impact 
load capacity, braking, or mileage.

2. Visit your top upfitters for a better 
understanding of the benefits and 
features of their product. The more 
you know about the back end of the 
truck the better resource you become 
to customers and prospects.

3. Update your social media 
knowledge and skills. Social media 
has become more important than ever 
during Covid. There are numerous 
books, YouTube videos, and blogs that 
can educate you on maximizing social 
media portals such as Facebook, 
Instagram, twitter, and Linkedin.

4. If you do not have a personal sales 
and marketing plan, there has never 
been a better time to write one that fits 
today’s sales environment. 

5. Determine the best and highest use 
of your time. It should be contacting 
customers and prospects. Choose 
ten contacts a day to call and update 
them on the “state of the business.” 
Often this will mean being brutally 
honest about inventory shortages and 
extended delivery times. Trust me, 
they will thank you for your honesty.

6. Strengthen your relationship with 
your trading partners.  More dealers 
are unwilling to give up units that are 
in stock. Be understanding and at 
the same time suggest strategies to 
support each other. 

7. Build stronger relationships with 
your industry partners to include 
the manufacturers commercial and 
fleet reps, internal support staff, and 
management.  It will earn you favors 
when things get back to normal.

8. Improve your sales and marketing 
skills. You can practice your word 
track/scripts, update your sales and 
marketing knowledge by attending 
seminars and online learning.

9. Do the little things that help 
build solid relationships like “thank 
you” cards, that simple phone call 
to let partners know how much you 
appreciate them, and check up on 
long lost industry relationships you 
have somehow let slip through the 
cracks.

10. Believe in yourself! You are special 
in many ways; you have strengths that 
can be magnified and weaknesses 
that can be improved. Never stop 
growing. You are “unstoppable” with 
the right mindset, 100% belief in your 
abilities and your incredibly powerful 
attitude!  Live to win!

An old Chinese proverb says,
 

“The gem cannot be 
polished without friction, 

nor man perfected 
without trials.” 

The most successful people realize 
that the toughest times yield the 
greatest opportunities.  

Seize the moment!

TIME TO LOOK WITHIN
BY KEN TAYLOR

For more information about 
Ken Taylor & Associates’ 
Commercial Automotive 
Consulting program call 
1-904-535-9996, email at 

ken@coachkentaylor.com or 
will@commercialtrucktraining.com 

or visit them at 
www.coachkentaylor.com
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BEING PREPARED
A MESSAGE TO FLEETS BY PAUL SHAFFER

Executive V.P.  
Landi Renzo USA 

Disruptions. Changes. It’s become quite predictable 
that things are unpredictable. The ‘normal’ cycle 

for what we expect in the fleet world has been turned 
upside down with a variety of factors over the past year 
or so.
We could point to COVID, the microchip crisis, raw 

material shortages, long lead times, just to name a 
few. No one can point to one thing – we’ve been hit 
on multiple fronts, and it’s had significant supply chain 
impacts.
So how do we handle these changes? It’s a valid 

question and so I would like to offer a few suggestions 
for fleets trying to navigate and understand these 
issues.

FIRST, I believe the mindset needs to shift to planning 
vs reacting. Yes, plan for contingencies. Plan that what 
has worked historically won’t work this time. It means 
being proactive with ordering vehicles and equipment. 
Don’t wait until the last minute. You may not have the 
chance and likely will have further delays to getting the 
vehicles and equipment you need. Be aggressive with 
getting in front of it. If you do, you’ll be one step ahead 
of others that are doing business as usual.

It was Benjamin Franklin that 
said, “Never leave till tomorrow 
that which you can do today.” 
That would be sound advice in 
these current circumstances…

or any circumstance.

SECOND, it’s more paramount than ever to be 
partnered with experts. They are the ones that have a 
heartbeat on what is going on and can be those advisors 
you need when you face something not expected. 
These experts are your dealer, equipment provider, 
and perhaps even other industry peers that are highly 
regarded in the industry. Let’s face it. We can’t all keep 
up with the myriad of changes going on, so have the 
right team to help you navigate.

THIRD, it will be crucial to remain agile. Agility is 
defined as “ability to move quickly and easily” or “ability 
to think and understand quickly”. Be agile. There will 
be times that you need to think through a situation 
quickly and make a decision. It might be the difference 
in putting your fleet in a more favorable situation.

FOURTH, remain calm. Regardless of how things 
play out, it won’t do any good to get worked up over 
it. Prepare. Plan. Execute. And if it still goes wrong, 
you’ve taken the appropriate steps to be wise with your 
fleet. If you’ve followed the advice above, you’ll still be 
in much better shape than those around you. 

When I play in a golf tournament and the weather 
forecast is dire, I prepare. I know there is chance that 
things will not be pleasant. But that doesn’t stop me. I 
make sure I have my appropriate equipment. I double 
check my rain gear in my bag. Is it all there?  Check. 
Umbrella? Check. Are the items in the pockets I expect 
because I won’t have much time when the rain comes? 
Check. And, then after I tee off and the rain comes, I 
am prepared. It’s not fun. It’s not ideal. But, I prepared 
and planned for it. Now, I can execute and remain calm. 
It’s better to be that guy than the one scrambling to find 
everything or the one who forgot essential gear. 

It’s no different in our business.  

From yet another famous 
inventor and innovator, 

Alexander Graham Bell is 
quoted as saying

“Before Anything else, 
preparation is the key to 

success.”
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Soloflex.  NordicTrac.  Bowflex.  
Treadmills.  Stationary bikes.  

P90X, California Beach Bodies, Tae 
Bow and all the rest.

The singular, pervasive marketing 
message behind all of these? 

“NOW is the time to start making 
the change you want,” etc.

If you want change, how bad do 
you want it? Most people who want 
change - and have the disposable 
income - will happily throw money at 
a solution.  Of those, some will clear 
an area of their home, assemble the 
equipment, and pour through the 
instructions and videos.  Some of 
them will try it out; and of those, a few 
will even do the recommended work 
- consistent, correct, and long-term 
effort using the program to get long-
term positive results (though even 
those “individual results may vary”).  
There’s a constant paring-down from 
those who want, to those who will, 
and in fact, do.
But it’s all geared toward “taking 

action now” in order to make broad 
changes for the better, for the future.
When is the time to prepare 

for eventualities, though?  The 
contingencies; as it were, the 
“Plan B”?
For nearly 1.5 years, so very many of 

us have been simply reacting.  No one 
could have guessed or predicted what 
has befallen us as a nation.  Nation-
wide loss of employees, leading to 
loss of production, leading to loss of 

deliverables, leading to increase in 
prices for what is available, leading to 
a loss of buyer confidence, leading to 
- in many cases - business closures.
In my experience talking to 

dealerships across the country, I 
have found one thing to be true 
about the automotive industry, 
and especially so regarding work 
trucks and vans - there’s always 
a shortage somewhere in the 
supply chain.  There’s always some 
logistical reason that orders won’t be 
fulfilled as planned; there’s always 

something that will delay some 
deliveries to “sometime next year”.  
In short, there’s always something 

to keep dealerships from being able 
to have what they want.  But I’m 
talking about what is needed...
I’m reminded of the fable of the 

Grasshopper and the Ant.  The 
Grasshopper spent the summer 
singing while the Ant has worked 
tirelessly to store up food for the 
winter.  When winter comes, the 
Grasshopper finds itself dying of 
hunger and must beg the Ant for food.  
Reaction, rather than planning, 

comes at a price of humility and the 

possibility of being told ‘no’.
It might be worth looking at what the 

dealerships who are more than just 
surviving are doing.  
From the conversations I’ve had 

with those dealerships, two broad 
truths have surfaced:  

1. GOOD RELATIONSHIPS KEEP     
    BUSINESSES AFLOAT.

2. CLOSE IS BETTER THAN 
NOTHING AT ALL

Relationships take time to forge 
and maintain, and sometimes they’re 
exceedingly difficult.  But when 
dealerships continuously pursue strong 
relationships with other dealerships 
(local and otherwise), they expand their 
pool of opportunities.  Rarely can one 
call another out of the blue and simply 
get the trade or wholesale deal they 
need straight away.  But, as with any 
relationship, trust and risk-willingness 
invested over time yields more “Yes” 
answers.  Inventory that once was 
desperately hoarded like a dragon to 
its pile of gold becomes a tool that can 
help both parties build together.

THE GRASSHOPPER & THE ANT

DEALERSHIP SUCCESS
SHAWN HORSWILL
Work Truck Solutions

Vice President, Customer Success

“ WHEN IS THE TIME TO PREPARE 
FOR EVENTUALITIES, THOUGH? 

THE CONTINGENCIES; AS IT 
WERE, THE ‘PLAN B’ ”
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DEALERSHIP SUCCESS
“WHAT IS REQUIRED? A WILLINGNESS TO BUILD NEW RELATIONSHIPS 
(AND TRIAGE OLD ONES), AND A WILLINGNESS TO KEEP THE FLOOR 

STOCKED A BIT MORE WITH USED TRUCKS AND VANS”
Close is better than nothing at all.  

Used inventory that doesn’t quite hit 
the mark - but fills the floor - becomes 
sales with understanding customers 
- understanding business owners - 
who are being hit just as hard, and 
are grateful to keep their business 
running rather than hearing flat 
“No’s”.  Most of the dealerships still 
doing well are doing so by continuing 
to keep their floors stocked with used 
work trucks and vans - often from 
multiple OEM’s.  
Is any of this possible right now?  

Can you just *snap!* and make 
this happen?  Well, no, but that’s 
the point of the fable.  It takes time 
and other resources just to prepare 
for lean winters that we know are 
coming - how much more for the 
ones we don’t? 

There is help to grease the gears.  
Some providers that support 
dealership sales and operations saw 
which way the wind was blowing 
early on.  They have invested in 
your opportunities to build these 
new relationships amongst each 
other.  There is a VAST amount of 
inventory - new and used - sitting 
stale on other’s lots.   
What’s required?  A willingness 

to build new relationships (and 
triage old ones), and a willingness 
to keep the floor stocked with a 
bit more Used trucks and vans.  
Again, it’s a whole lot easier to keep 
customers by selling something that 
- while not perfect - is close to the 
mark, rather than having to simply 
say “no”.  This isn’t an immediate 
solution - relationships are work, 

and take time.  Much like the 
Grasshopper and the Ant, it takes 
a lot of time and concerted effort to 
make contingency plans viable for 
the lean winters.  Keep planning 
and working for what you want, but 
if that’s just not happening for you, 
start now to build the backup fleet 
- and friends - that you may need 
later.  It’s not easy to start, but it 
keeps the businesses running and 
families fed.  You’re not alone. The 
help is there, just ask.
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THE BEST

THE BEST

The Original  
Drop-Down  
Ladder Rack

With thousands sold since introduction, Prime Design’s patented, award-winning ErgoRack™  
helps you load and unload ladders with less strain while reducing risk of injury. 

Experience the safest, most durable ladder rack on the market! 

LEARN MORE:  www.primedesign.net
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COMMERCIAL TRUCK 
Building or Rebuilding an Effective, Successful, and Profitable 
Commercial Truck Operation within a Retail Auto Dealership
By Terry R. Minion
   Buy the book @ www.ctsdealer.net  and

No one improves by accident and 
personal growth doesn’t just 

happen on its own. How true. I’ve 
studied quite a number of famous, 
and not so famous, successful 
people and in every case they have 
taken 100% control of their learning 
and personal growth.

When I was a child and read and 
heard about Abraham Lincoln and 
how he sought out and devoured 
every book he could get his hands 
on in a time when finding books 
was a serious challenge. He would 
be so astonished at the availability 
of learning materials today that are 
available to most people on the 
planet.

In grade school I was so excited 
about learning, and then in junior 
high and high school, I was much 
more interested in fitting in, or trying 
to. My real education didn’t take off 
until it was no longer required. I was 
out of school, out of the Air Force, 
and at age 22 ready to make my way 

in the business world. My learning 
skyrocketed then and has never 
stopped. Though I did not graduate 
from college, in my Linked-in profile, 
I state this as my education: Masters, 
Philosophy, Sales Management, at 
University of Self-Education Studies. 
I am proud to go to that University 
where the students never graduate. 
Instead, they are lifelong students.

I have grown on purpose because 
I want to know, and I want to 
understand so much. I want that for 
me. For you, it might be something 
else entirely. It’s all good. We each 
have our own way to deal with the 
idea of learning and personal growth. 
I grew up around people who gave 
up learning and growing and instead 
focused on drama. I could not wait to 
escape the gravitational pull of that 
and get myself into a different space.
Timing may be an issue too. 

There were many dry spots in 
my own personal growth where I 
found myself feeling the friction of 
the atmosphere surrounding me, 
but I awakened from that pattern a 
grateful man, reminded once again, 
that I am in charge of my own growth 
by my own choice and desire.   
 ‘No Wind Favors Him Who Has No 

Destined Port.” -- Michel de Montaig

Wherever you are and whatever 
you do, the only thing that really 
matters is that you are enjoying 
yourself; learning, loving, sharing, 
working, growing. The joy that you 
get when you are excited about 
life and living is the most powerful 
attractive quality you could possess.

TERRY’S BLOG

Terry Minion
Commercial Truck Success 

“NO ONE IMPROVES BY ACCIDENT.
PERSONAL GROWTH DOESN’T 

JUST HAPPEN ON ITS OWN.
AND ONCE YOU’RE DONE WITH 

FORMAL EDUCATION,
YOU MUST TAKE COMPLETE OWNERSHIP 

OF THE GROWTH PROCESS,
BECAUSE NOBODY ELSE WILL DO IT FOR YOU.”

- -- JOHN C MAXWELL

www.ctsblog.net

NO ONE IMPROVES BY ACCIDENT
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I began the work of 
selling cars almost thirty 

years ago.  Hated it.  The 
whole mentality of retail 
sales just seemed to be 
awkward, backward.  Talk 
to walk-ons, figure out how 
to fill out the three-way 
so the “thinkers” at “the 
tower” could figure just 
how I should approach 
the walk-on, now sitting 
at my desk.  Then I would 
just go back and forth as 
a messenger between the 
two.  If I hadn’t felt backed 
into a job corner, I would 
have quit.  
While it is important 

to know where you are, 
researchers say that 
success comes when we 
are working toward goals.  
It’s been said many times 
that people who have 
written goals for where 
they want to be in five 
years, for example, are 
more likely to accomplish 
them.  The whole idea of 
writing a goal down helps 
me reinforce, helps me 
remind myself.  It serves 
as a road map I can 
reference to see how I am 
progressing.  
When my brother and 

I walked the Camino 

de Santiago in Spain, a 
goal that started out 531 
miles away from Day 
One, we had all kinds of 
references to help us.  
But the whole idea of 
getting to Santiago from 
where we were involved 
taking many, many, steps.  
By my count. the steps 
numbered 1,375,440!  

After setting the goal, 
the first step is essential.  
As I walk toward it, I don’t 
have to count the steps, I 
don’t have to think about 
how many more steps are 

involved.  I simply have to 
remember what my goal 
is, visualize the feeling 
I will have when it is 
achieved, and stay faithful 
to the process.  
There would be detours, 

there would be weather, 
other obstacles to test 
whether the goal would be 
reached.  There would be 

need for a knee brace for 
one of us.  There would 
be limited space at one 
or two of the albergues 
(hostels) that we crashed 
in.  There would be 

washed-out bridges over 
a couple streams.  
With the goal in mind, 

regardless where we 
found ourselves, we were 
driven to arrive at the end, 
at Santiago.  
This time of almost-post-

COVID is no different.  
This time of inventory 
shortage (vacuum?) is 
no different.  Our goal 
remains the same: to find 
solutions to the Ford tool-
equations that enable our 
customers to build a better 
life for themselves, for a 
better America. 

Keep stepping with the 
knowledge that you can 
reach the goal.  Set it.  
Move in that direction 
every step.  

 Have a cup, send me 
your experience/horror 

story.  I’ll keep your 
name out of it, change 
names to protect you 
(FordPro protection 

program), share your 
tip with others…

and send you $50 in 
Starbucks cards!

CUP o'JOE: TOWARDS A GOAL
Staying faithful to the process

 
Please make sure to send us your up-to-date email to keep 

receiving our Magazine!  Send your email to info@fordpros.com or 
go to www.nationalfordtruckclub.com to enter your email!
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CAPTURE CUSTOMERS
Display detailed configurations that drive customer trust. You’ll place factory orders 
faster than your competitors, and keep customers coming back to you for both 
commercial and retail needs. 

ACCESS WHOLESALE INVENTORY 

Use VAST (Vehicle Acquisition Search Tool) with almost 5,000 vehicles available  
today from multiple sources, including finance companies, rental companies,  
FMCs, auctions, with more to come.

OUTPACE YOUR COMPETITION 
Target the perfect buyer nationally with your inventory automatically posted on  
Comvoy.com, the best marketplace to match your inventory to business buyers’ needs. 

Fight for your share of orders; give your customers an ‘EZOrder’ link and move to the 
top of your OEM’s allocation list, putting you miles ahead of your competitors. 

 

WE’RE COMMITTED TO HELPING YOU BUILD YOUR BUSINESS AND YOUR INVENTORY. 

NOW’S YOUR  
OPPORTUNITY  
TO KEEP AND  
WIN MORE  
CUSTOMERS 

www.worktrucksolutions.com/ROI
 (855) 265-9996  |  sales@worktrucksolutions.comGET MORE INVENTORY!

https://www.worktrucksolutions.com/roi

