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Let’s talk about how as a Switch-N-Go® truck dealer,  
you could provide customers within several industries  
the power of a full fleet in one truck. 

•  Long-term Customer  
   Relationships

•  26+ Interchangable  
   Truck Bodies 

•  Power of a Full Fleet

•  Expand Market Reach

Scan to discover  
even more about  
the Switch-N-Go® 
Advantage or visit
switchngo.com/adv

GIVE US  
FIVE MINUTES

Flip to page       to learn more about how 
Switch-N-Go® can transform your business.

Flip to page 12 to learn more about how
Switch-N-Go can transform your business.

https://switchngo.com/advantage/


It’s such an unusual time we are all experiencing right 
now with commercial vehicle demand being so high, 

but inventory in stock so very low. Certainly this is a 
situation outside of our experience or control, but no 
matter - it is still an important time to continue to serve 
our customers to the best of our ability. In this issue of 
FordPros magazine, we focus on just that - great ways 
to listen, problem solve, and serve customers’ needs 
around their specific businesses.
In fact, in this issue we see where the ‘rubber hits 

the road’! Read about the challenges of the company 
that transports agriculture products, general ground 
maintenance for a University, a landscaper who 
also does tree care, even a Two Men and a Truck 

franchisee. Or, hear about the needs of a COVID startup 
that specializes in “mobile media blasting,” a form of 
wet abrasive blasting that efficiently removes paint, 
corrosion, and coatings from a multitude of surfaces, or 
the special equipment needs that challenged a home 
theatre installer (an exclusive online story!). You 
can even learn about a mechanical system designer 
who specializes in fully integrated radiant heat, steam, 
hydronic, and mechanical systems for architecturally and 
historically significant homes and commercial spaces and 
what made his life more organized. FordPros supports 
essential businesses, which affect and impact 80% of the 
US economy. You can be proud of what you do each day 
- even with new challenges, your work is critical. 

WHERE THE RUBBER HITS THE ROAD
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It seems like action should always 
infer that something is going on.  

What are we doing?  Where are we 
going?  What action are we taking?  
Today, we seem to be in an upside-

down mode, where we want to be 
doing something, going somewhere, 
but we feel stymied by the situation 
we are in.  We have no inventory to 
speak of, we are limited in our ability 
to serve our fleet/commercial client 
needs.  When we contact them, we 
have very little that we can offer 
them, at least in terms of new, ready-
to-work inventory.  
Our loyal body companies, who 

finish the Ford trucks and vans 
so competently, so businesses 
throughout the country can build 
the economic engine of society, are 
equally challenged with the only 
“action” we can take:  we wait.  
Now, the challenge as we find 

ourselves running in place, is to 
invest our time wisely.  The only 
things I can come up with are these:

BE IN SHAPE TO MOVE 
WHEN THE CALL COMES

Just like folks in the military, the 
professional players in various sports, 
we take the time to get in shape, 
to stay in shape.  Study strategies, 
watch film, get prepared for the future 
which we know is coming… we just 
aren’t sure the day that will turn.  
Continue to study the new electric 
offerings that are coming.  Stay 
current in STARS training.  Be ready. 

SEND YOUR 
LOYAL CLIENTS “AWAY”

There are dealers who indeed have 
limited inventory…the only reason 
they can possibly still have anything 
is because they are holding out, to 
get the highest possible gross profit.  
Some advise “sending your clients 
away,” to consider purchasing one of 
these rare units.  Your client will see 
how that dealer is in it for the quick 
sale, as compared to one that can 
be relied upon to treat business-to-
business relationships the way they 
should.

ELEPHANTS NEVER FORGET
When the day comes—and it will—

the loyal client that you send away, 
will be so grateful that they can rely 
on you to do whatever you did to help 
them navigate the current economy.  
They will remember how the “other” 
dealer shook them down.  Stay loyal 
to your principles.  

Your long-standing clients will be 
back—oh, they’ll be back!

Good [Long-Term] Selling,

Joe Hughes
President,  NFTC

joehughes@fordpros.com
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THIS ISSUE TO:
Adrian Steel
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Taylor Steinberg

Corporate Sales Trainer
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Ken Taylor
Ken Taylor & Associates

Terry Minion
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Shawn Horswill
VP, Customer Success
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Paul Shaffer
Executive VP

Landi Renzo USA

Media Director:  
Carla Aoyagi

Sponsor Support: 
Jessee Allread

For inquiries or articles 
or to be added to 
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 info@nationalfordtruckclub.com
1-800-413-9030
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“Wait” is Today’s Action Verb
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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/


HIGHBEAMSIn The

UPCOMING 2021 FALL COMMERCIAL 
VEHICLE BUSINESS SUMMIT

SEPT. 22ND & 23RD

Automotive industry news has focused attention on 
the future of electric vehicles, primarily on retail car 

production and sales, however, it has become increasingly 
obvious that much of the new technologies of connectivity, 
the broader concept of mobility, and alternative fuel and drive 
trains will first be implemented in the commercial space. 
Both large and small fleets focused on embracing new 

efficiencies and wanting to go carbon neutral are making 
choices and bets across a very large arena of players. Where 
can you even start in understanding this wild west of new 
options? Highly recommended is the upcoming Commercial 
Vehicle Business Summit scheduled for September 22nd 
and 23rd which will focus on answering just those questions, 
especially about the impending adoption of electric vehicles 
in the commercial space.
With a stellar list of presenters and panelists, this free 

virtual event is a must attend for anyone in or around 
the commercial vehicle space. Just a few of the key 
presenters: Jim Press, previously COO of Toyota and 
Deputy CEO of Chrysler, Kirk Mann, SVP/GM Hitachi 
Capital Transportation, Mark Hope, COO/GM EAVX, 
Mandar Dighe, VP Sales & Marketing Knapheide, Devin 
Daly, CEO SpinCar, and many more.  
In addition to the panels and presentations, registered 

attendees will have the opportunity to participate in one-
on-ones – quick 5-minute online introductions randomly 
made between attendees. With scheduled blocks of time 
set aside, this is a big attendee favorite. In addition, on 
both days there will be an opportunity for attendees to join 
direct conversations with experts from a number of relevant 
companies.   

Registration is now open –
 learn more and register at 
www.worktrucksolutions.
com/cvbsummit

\

JB POINDEXTER & CO LAUNCHES EAVX

JB Poindexter & Co’s new business, EAVX, is 
partnering with the most advanced electric and 

alternative power chassis producers to design, 
manufacture, distribute and service the world’s largest 
commercial fleets and markets. COO/GM Mark Hope is 
responsible for the continued development and growth 
of the company’s strategic partnerships and design, 
engineering and consulting services. EAVX will identify 
and produce suitable EV/AV technologies for integration 
with JBPCO truck bodies and accessories, and develop 
test prototypes and manufacture advanced chassis 
design projects on behalf of its fleet customers and 
partners.
“By partnering with EV/AV technology suppliers and 

chassis producers, EAVX is able to offer a rare set of 
integrated services and capabilities for fleets of all sizes,” 
said Hope. “Whether they’re an existing JBPCO customer 
or a new customer looking to modernize its fleet, we want 
our customers to know they have a trusted, experienced 
partner they can rely on to help them navigate this ever-
evolving EV/AV landscape.”

Mark Hope will be one of 
three industry leaders engaged 
in discussion of today’s speed 
of change ‘Evolve or be Left 
Behind’, in a Fireside Chat 
with past COO of Toyota, Jim 
Press, on September 23rd, 
at the upcoming Commercial 
Vehicle Business Summit.

For more information go to 
jbpoindexter.com/eavx
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Ford Motor Company was one of the first tech startups 118 years ago to put the world on wheels. Today, they are 
seeking out like-minded innovators as Ford once again looks to transform the way people move through electrified, 
connected and autonomous vehicles. READ the Full Article at www.medium.com/@ford

With the growing shift to electrification, we are on 
the cusp of dramatically altering something that hasn’t 
changed in decades: The way we move. From personal 
vehicles to scooters and bikes, electrification is creating 
new forms of accessible transportation while helping to 
reduce congestion, reduce pollution and make it even 
easier to get to work and visit friends and family.
But there are challenges as well. The invention and 

adoption of vehicles and mass transit changed the 
way people lived, but also spurred cities themselves 
to transform. Now we must ask ourselves: Do we have 
the infrastructure to support all the new services being 
deployed today — and do people really think electrified 
transportation can help cities fight pollution, become 

more livable, more efficient and less stressful to traverse? 
In a recent Ford survey of city dwellers across the nation, 
the answer was a resounding “yes.”
So what’s next? On June 29, Ford brought together 

city officials, private businesses and community leaders 
through the City of Tomorrow Summit to discuss this 
very question. The pandemic has undoubtedly changed 
urban life, but as you’ll see below, communities are quite 
clear about the obstacles and opportunities presented 
by electrification — and how they want to see their cities 
adapt.
SEE MORE about the City of Tomorrow Summit at
https://www.fordcityoftomorrow.com/perspectives
READ MORE at www.medium.com/@ford

THE BLUE OVAL
MEDIA.FORD.COM NEWS HIGHLIGHTS

A NEW FRONTIER: HOW FORD IS ENGAGING 
SILICON VALLEY STARTUPS TO TRANSFORM TRANSPORTATION

Click To Read More!
BE SURE TO FOLLOW FORD ON MEDIUM AT MEDIUM.COM/@FORD

THE FUTURE OF ELECTRIFICATION IS HERE. 
WHAT ARE WE GOING TO DO ABOUT IT?
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https://medium.com/@ford/a-new-frontier-how-ford-is-engaging-silicon-valley-startups-to-transform-transportation-457a97742a62
https://media.ford.com/content/fordmedia/fna/us/en.html
https://media.ford.com/
https://media.ford.com/content/fordmedia/fna/us/en/news/2020/10/01/ford-announces-operational-and-leadership-changes.html
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https://medium.com/%40ford
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https://medium.com/cityoftomorrow/the-future-of-electrification-is-here-what-are-we-going-to-do-about-it-e503aeae4769
https://medium.com/cityoftomorrow/the-future-of-electrification-is-here-what-are-we-going-to-do-about-it-e503aeae4769


THE BLUE OVAL

Ford Motor Company Executive Chair Bill Ford and 
CEO Jim Farley released the following statements on 
Ford’s Electric Vehicle Sales and the White House’s fuel 
economy announcement:
 “It has been said that this generation is the first to feel 

the impact of climate change, and the last that can do 
something about it. I am proud that Ford is leading the 
electric revolution and standing for stronger standards 
that protect people and the environment as we progress 
towards a zero-emissions transportation future. Ford has 
always been a leader in sustainability and our employees 
continue their tremendous efforts to leave our children 
and our grandchildren with a cleaner planet.”
- Executive Chair Bill Ford

“Ford is on an ambitious trajectory to lead the 
electrification revolution -- from being the only full-line 
American automaker to side with California in favor of 
stricter greenhouse gas emissions, to electrifying our 
most iconic and popular vehicles, like the F-150 Lightning, 
Mustang Mach-E and E-Transit. Customer demand has 
exceeded our expectations. So, we expect to be well 
positioned to have fully electric vehicles account for 40 to 
50% of our U.S. sales by 2030. We’re counting on strong 
cooperation among the Biden Administration, Congress 
and state and local governments, and are doing our part 
by developing high-quality, zero-emission vehicles that 
customers want.”
- CEO Jim Farley

FORD STATEMENTS ON ELECTRIC VEHICLE SALES 
AND WHITE HOUSE ANNOUNCEMENT

READ MORE at www.medium.com/@ford and media.ford.com

Ford’s new collaborative learning laboratory – Ford Ion Park – is to be based in Romulus, MI, aimed at driving high-volume 
battery cell delivery, better range and lower costs for customers
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https://media.ford.com/content/fordmedia/fna/us/en/news/2020/10/01/ford-announces-operational-and-leadership-changes.html
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https://medium.com/%40ford
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https://www.knapheide.com/service-bodies/
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It starts with a click. Might be on a 
website. Or maybe social media. 

Perhaps it’s from an email you’ve 
sent. It could even be a phone call 
that originated with a click-to-call 
button.
Regardless, with technology 

continuously improving, and that 
thing we’ve been dealing with for 
the last 18 months that we’d all like 
to put behind us (COVID), buyers 
increasingly engage digitally before 
setting foot on your dealership’s lot. 

And it’s not just retail customers 
shopping this way; commercial 
customers do so too.  They’re 
running their businesses, from 
landscaping, to plumbing, to pool 
maintenance, and the search for 
the next vehicle they need must 
be convenient and fit into their 
schedule.
So this means you must have a 

strong digital presence so your 
commercial customers can find you 
and the work trucks, vans, SUVs 
and EVs they need to successfully 
operate their businesses. The 
logical place for them to start is 
with your website, so it’s critical 
for all your other marketing and 
advertising to direct customers 
right to your commercial vehicle 
inventory.  Many dealerships also 
use national digital marketplaces to 
expand the reach of their inventory 
beyond their local market.  After 
all, no matter where a customer 
might be - in your city or even 
another state - helping them find 

the vehicles they need is the name 
of the game.  
So what if your problem is that 

you’re light on commercial inventory, 
like many dealerships are right 
now?  Can using online inventory 
from elsewhere still help your 
business?  You might be surprised 
that the answer is yes.  While this 
might sound counter-intuitive, when 
you are the primary touch point for 
your customers’ needs it is the best 
way to keep them.

And there’s multiple ways you can 
approach it.  Some commercial 
departments use Comvoy.com from 
Work Truck Solutions as another 
inventory source for their customers 
if they don’t have what they need.  

Take Jeff B. who needed a fourth 
vehicle, but the dealership he was 
working with didn’t have it.  They 
were on a tight timeframe as they 
were a new business and needed 
a truck ASAP, so the commercial 
salesperson with whom he was 
working pointed Jeff to Comvoy.  
And he was able to find what he 
needed on Comvoy in the short 
time window required, even though 
it was from a different dealership.  
As a result of such good customer 

service, you can bet the next 
time Jeff needs a work truck, 
he’ll be reaching out to that same 
commercial salesperson, even 
though it didn’t result in a sale for 
him personally. 

BE THE STANDOUT: 
TODAY’S END USERS NEED DIGITAL TOOLS

“AFTER ALL, NO MATTER WHERE A CUSTOMER MIGHT BE - IN 
YOUR CITY OR EVEN ANOTHER STATE - HELPING THEM FIND 

THE VEHICLES THEY NEED IS THE NAME OF THE GAME.”

https://www.seinc.com/Service-Bodies


BE THE STANDOUT

Randy Marion Automotive’s Will 
Grant uses Comvoy a little differently, 
but with similar results. When 
customers are looking for specific 
vehicles he doesn’t have, he heads 
to Comvoy and does the search 
himself. Says Will, “It’s another way 
for me to satisfy my customers.  I 

can search for what they need 
because of all the filters available - 
it points me to the exact work truck 
they requested.”  A good example 
was Tod P. who had very specific 
requirements.  He was looking for 
a silver F350, with leather interior 
and a 9.5 foot aluminum body, 

which he couldn’t find.  In stepped 
Will armed with Comvoy.  He 
was able to find exactly what Tod 
needed, even though it was really 
difficult for that customer to locate 
it, thanks to the search capabilities 
within Comvoy and Will’s skill.  
The happy ending here is that 

Will was able to take care of his 
customer who will surely be coming 
back the next time he needs 
another commercial vehicle. 
 In today’s world, don’t be shy 

about using all the digital tools at 
your disposal.  Doing things a little 
differently than the “other guys” 
helps you stand out from the crowd 
and continue to take good care of 
your customers.  
Going that extra mile can make a 

world of difference!       

Explore Comvoy at
www.comvoy.com 
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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"   |   RTG2774 RM-45 HALF-PAGE AD

https://www.comvoy.com/
https://www.readingbody.com/


OFFER PRODUCTS THAT TRANSFORM 
BUSINESSES, INCLUDING YOUR OWN

Seelye Ford and Switch-N-Go® have a few things 
in common. Both are family owned and operated, 

have an understanding of harsh weather conditions, 
and most importantly, they are committed to offering 
products that can transform a business.
Seelye Ford planted roots in West Michigan 

nearly 60 years ago, servicing Kalamazoo and the 
surrounding areas with Ford brand vehicles. Seeyle 
has seen tremendous growth throughout the last 
three generations. Growth which includes offering 
businesses Ford upfits such as dump bodies, service 
bodies, and more.
Fleet Sales Manager, Tom Ballard has been an integral 

part of that growth for nearly 20 years. Throughout his 
tenure with Seelye, he has watched the truck sales 
numbers in the Commercial Truck Department double 
in volume. Ballard predicts he’ll see even more growth 
on the Commercial side of Seelye with the help of 
Switch-N-Go®.
 How did Switch-N-Go® get on their radar? A couple 

of years ago, B&B Truck Equipment, a local upfitter 
for Seelye Ford, attended the Work Truck Show 
hosted by the National Truck Equipment Association 
(NTEA). Switch-N-Go® was also in attendance. Since 
B&B is a long time Switch-N-Go® Authorized Dealer, 
Sales Manager Jason Lovell stopped to say “hello” 
to then Sales Specialist, Russ Wallace. After a great 
conversation, Lovell knew that Switch-N-Go® would 
be the perfect addition to Seelye’s product offerings.
Switch-N-Go® has a lot to offer truck dealers. For two 

decades, Switch-N-Go® has provided truck dealers 

with 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. 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.
Ballard liked the versatility and began stocking two 

Switch-N-Go® upfitted trucks – the F550 and F650. 
Many of his first sales came from Commercial Truck 
Trader, an online tool that allows truck dealers to 
expand their customer reach on their available trucks. 
However, having Switch-N-Go® on the lot has also 
brought in many new local customers to Seelye in the 
last two years, most of whom have returned to purchase 
a second truck and additional bodies, thus cementing 
several long-lasting customer relationships. 
Ballard credits his Switch-N-Go® sales to the versatility 

of the system, saying “it allows customers to buy different 
bodies (rather than additional trucks) for applications 
they already do.” Western Michigan University was 
one of Seelye’s first local municipalities to utilize a 
Switch-N-Go® truck for general ground maintenance. 
A local landscaper loved the idea that one truck could 
service all aspects of his business through all seasons. 
So, he purchased a Switch-N-Go® upfitted truck and 
paired it with three interchangeable bodies: a Flatbed 

END-USER STORY: SWITCH-N-GO
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TRANSFORMATIVE PRODUCTS

and Dump Body for landscaping, along with an Arbor 
Body with Removable Roof for tree care. Ballard has 
also created a relationship with a local Two Men and a 
Truck franchise. The payload capacity of the Ford F650 
makes it the ideal truck for renting dumpsters direct to 
consumers, while adding a couple of Van Bodies, now 
available through Switch-N-Go®, is perfect to assist 
in their moving and hauling operations. 
Ballard values the great relationship he has with 

Switch-N-Go®. The constant support and product 

development allows him to stock and offer products 
that other dealers do not, resulting in customers who 
would normally purchase competitor chassis coming 
to his dealership instead. 

As a Switch-N-Go® truck dealer, you can provide 
customers within several industries 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.

For more information visit
switchngo.com

END-USER STORY: SWITCH-N-GO
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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

https://switchngo.com/
https://switchngo.com/
https://www.driverge.com/


KENTUCKY BLUE BLAST:
LOSS AS AN OPPORTUNITY

Like countless others throughout 2020, Mark Wenger 
found himself in a state of uncertainty as Covid-19 left 

him a casualty of job loss in the wake of the pandemic.
For the previous eight years, Wenger had served as a 

corporate sales professional. 
“Two days before going back to work after a 90-day 

furlough due to Covid, I got a call saying my position 
had been eliminated” recalls Wenger. “I was absolutely 
devastated.”
Wenger, however, soon saw the loss of his job as an 

opportunity to set forth on a new venture, turning tragedy 
into triumph.
“I had always wanted to own my own business,” 

says Wenger. “I had already researched this particular 
business for two years and, after a lot of thought, decided 
to jump in with both feet. Most people probably thought 
I was crazy to start a new business during Covid but, to 
me, it just made sense and everything kind of fell into 
place.”
SOON AFTER, KENTUCKY BLUE BLAST WAS OPEN 

FOR BUSINESS ON AUGUST 1, 2020.
Specializing in “mobile media blasting,” a form of 

wet abrasive blasting that efficiently removes paint, 
corrosion, and coatings from a multitude of surfaces, the 
business serves customers across the Louisville metro 
area and beyond, Wenger uses an eco-friendly “dustless 
blasting system” to remove coatings from surfaces such 
as metal, concrete, plaster, asphalt, brick, wood, and 
fiberglass. The system is notable for its cleaner, more 
environmentally-conscious operation, leaving behind 
less mess, debris, and pollution than traditional blasting 
methods.
“I am a sole proprietor LLC,” says Wenger of the primary 

role he fulfills for Kentucky Blue Blast. “But, I also wear 
all the hats at this time. I am the owner, operator, clean-
up, secretary, billing department, and job estimator. I do 
whatever it takes to get the business and to get it done 
as efficiently and as fast as possible.”

It only makes sense that Wenger would also be tasked 
with the responsibility of sourcing the proper work 
vehicles to assist him in the successful operation of the 
company.
IN NEED OF A TRUCK THAT WOULD MEET THE 

AMPLE DEMANDS OF HIS BURGEONING COMPANY, 
WENGER TURNED TO KNAPHEIDE.
“I quickly found out my F150 wasn’t going to be enough 

truck for my business,” Wenger says. “Despite owning 
a truck for 30 years, I never really needed a ‘work truck’ 
before this. So, I bought a new 2020 Ford F350 dually 
diesel with a Knapheide gooseneck flatbed.”
As is the case with many vocations, Wenger’s line of 

work calls for his truck to be versatile, practical, and 
capable. He carries a wide variety of equipment such as 
hoses, hand tools, containers of other job-related items 
and materials, and other odds and ends each job may call 
for. Additionally, he also tows a fully-loaded 9,000-pound 
trailer containing his blasting equipment, compressor, a 
150-gallon water tank, and two commercial wheelbarrow-
type vacuums.
“I also need to carry a pretty significant amount of 

blasting media (abrasive) products,” Wenger offers. 
“Typically, a big job will use between 40 to 80 bags. 
That’s about 2,000 to 4,000 pounds or two pallet loads.

END-USER STORY: KNAPHEIDE
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So, I needed a flatbed that could handle that and would 
also allow me to use my forklift to make loading and 
unloading these materials much easier. But, I also 
needed to be able to remove sections of racks to use 
the forklift to transfer materials.”
The size of the equipment and materials he hauls on a 

daily basis brought about the need for a custom set of 
racks on his Knapheide bed in order to keep everything 
safely secured while traveling from site to site. Wenger 
also sought versatility from his bed as his needs differ 
from one day to the next.
“I guess I am the odd one but, when I bought the truck, 

I wanted a gooseneck bed for reasons other than just 
hauling supplies,” Wenger says. “I needed the flexibility 
to change back and forth — one truck, many functions.”
THAT FLEXIBILITY IS EXACTLY WHAT WENGER 

GOT AFTER HE CONTACTED BRIAN PUCKETT, 
GENERAL MANAGER OF KTEC LOUISVILLE.
Puckett knew exactly what was needed to maximize 

the efficiency of his Knapheide. Puckett and KTEC 
Louisville acted quickly to assure Wenger’s uptime 
on the jobsite wouldn’t be hindered. And soon after 
the truck was sent to KTEC Louisville for the custom 
work, Kentucky Blue Blast was back on the job with the 

adaptable applications needed to make every job run 
smoothly and efficiently.
“Now, the rear middle section comes off so I can climb 

up and down to get supplies for the job,” Wenger offers. 
“And these new, taller racks make me feel very secure 
that all my items are tied down tight and won’t fly out of 
the bed. These racks, to me, are truly invaluable.”
His first and only experience with Knapheide and 

Knapheide products, Wenger expressed his gratitude 
for the positive experience with the company and 
looks forward to adding more gooseneck bodies as his 
business continues to grow.
“Knapheide makes an awesome product,” he says. 

“This truck and the bed suit my needs perfectly and 
I couldn’t imagine finding and dealing with a better 
company than Knapheide. Thank you all for doing such 
a great job!”

Visit us at www.knapheide.com/service-bodies/

LOSS AS AN OPPORTUNITY
END-USER STORY: KNAPHEIDE
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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
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CUSTOMIZED UPFIT ADVANTAGE
Dan Foley, Owner of Foley Mechanical based in Virginia, 

had been in the business for years before he realized 
that there was a better way of doing things when it came 
to his Ford work vans. It wasn’t until he connected with 
Adrian Steel, thanks to the ACCA, that it became clear to 
him that he needed to rethink their vehicle set-up. 
“It used to be when we ordered our vehicles that I got them 

the way they came,” Foley said. “Whatever Ford provided 
from the factory, that’s what we accepted, but I didn’t realize 
there were alternatives to that. I just assumed you bought a 
commercial vehicle and you didn’t have a choice.” 
Foley learned from Adrian Steel that your work van 

can become one of your biggest assets. Ashley Jerrell, 
Business Development Manager at Adrian Steel, traveled 
to Foley Mechanical to meet with the technicians, take 
vehicle measurements, walk through renderings of different 
interior upfits, and most importantly, truly understand the 
way Foley’s technicians work. 
“The time Ashley spent with me and my tiny company 

to upfit two trucks tells me that they’re committed to their 
customers,” Foley said. “It doesn’t matter whether you get 
100 trucks or two trucks, they gave me the same level of 
service as if I had a giant fleet. That was impressive to me 
and it let me know that the customer care and commitment 
was there.”
Foley describes the newly upfitted vehicles as a 

180-degree turnaround from what they previously had. 
With tools and fittings securely placed in the right spot, his 
technicians can work much more efficiently than they have 
been able to in the past. 
“When we’re on a job site, what kills us is looking for that 

one item you need. Now you can find it in 30 seconds 
because it’s organized,” Foley said. “We’ve got it set-up 
for exactly the way it’s being used, with all the parts and 
tools in the right place, and that makes a huge difference 
on the job site.” 

For those concerned about the cost of upfitting their 
vehicles with Adrian Steel, Foley said that Ford rolled 
the upfit into the price of the vehicle, making it a painless 
process that is well worth the investment. 
“I needed Adrian Steel’s expertise,” he said. “I knew what 

I wanted in the end, but I didn’t know how to get there. 
Adrian Steel was our guide through the entire process. 
The efficiency of having tools and parts where you want 
them, when you need them, and not in a big pile on the 
floor in the back, is going to pay dividends. It’s going to 
end up saving me money.” 

To learn more about how Adrian Steel can help solve 
your business problems with a custom solution, 

start by locating your nearest distributor at 
adriansteel.com/distributors

END-USER STORY: ADRIAN STEEL

Dan Foley at a job site                    Image (c) Mechanical Hub
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QUALITY EMPLOYEES AND SUPPLIERS ARE HARD TO FIND
BY BILL VANDER PLAATS, MARKETING MANAGER, SCELZI ENTERPRISES, INC.

END-USER STORY: SCELZI

Good people are getting harder 
to find.

That seems to be true when 
searching for new employees in 
2021.
It also appears to be true when 

searching for dependable suppliers 
and key vendors.
The reasons seem obvious: 

workplace shutdowns and cutbacks 
due to Covid19; a shortage of key 
raw materials like steel, aluminum, 
and wood; and a government 
recovery plan that acts as both 
a helpful safety net but also to 
some degree reduces the need or 
desire to seek long-term productive 
employment. There is also the 
“millennial effect”, as many younger 
workers have a different view of the 
world and of their career than those 
before them.
In these hectic times, there are 

many reasons to be thankful for the 
key employees and suppliers that 
keep your business surviving and 
thriving.
Panella Trucking has faced these 

and many other challenges since it 

began operations in 1934. Based 
in Stockton, California, this family-
owned business specializes in the 
transport of agriculture products 
throughout the western United 
States. From almonds, walnuts, and 
tomatoes, to onions, garlic, grapes, 
and more. For almost 90 years they 
have managed their business by 
following a few simple rules, and 
“keeping it simple” is one of them.
When it comes to selecting 

work truck cabs and bodies, they 
have found their supplier: Scelzi 
Enterprises.
“We bought our first service body 

from Scelzi in 2007”, states Owner 
Bob Panella, Sr, the founder’s son. 
“It was installed on a Ford F450. 
We knew right away we had found 
our work truck supplier.” While 
many suppliers are constantly 
streamlining designs to reduce the 
cost (and often the quality) in areas 
the customer does not immediately 
notice, Scelzi does not forget the 
main reason they have earned their 
reputation as the premium product 
in the field.

It has led to many more orders from 
Panella over the past 14 years. For 
service bodies, water trucks, and 
more. “In addition to the first-class 
quality of their truck bodies”, adds 
Panella, “their customer service and 
willingness to listen and respond to 
our unique needs is also very good. 
You know, they add a lot of details 
and features to their truck bodies 
that can only be appreciated by the 
guys who actually use that truck day 
after day. They aren’t just making 
cookie cutter bodies that are one 
size fits all.”

Has Ford also become a key 
supplier for Panella?

“Absolutely”, says Panella. 
“Especially for the smaller class 
sizes. We have tried them all, but 
once members of our crew got a 
couple of the Ford/Scelzi trucks, 
the superior quality was easy to 
see.  The proof is in the long-term 
performance. We think the Ford 
chassis cabs are the toughest, 
most reliable and trouble-free small 
service trucks available.”
Ford trucks and Scelzi truck 

bodies. For Panella Trucking, that 
combination is such a ‘no brainer’, 
they can spend more time worrying 
about other aspects of their 
business. As Panella explains, “In 
our changing world -- and it’s not 
always changing for the best -- it is 
nice to have a supplier you can still 
count on.”

Visit www.seinc.com
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For More Information About 
Venturo Work-Ready Trucks,

Visit  truckupfit.com
or call  800-226-2238

Now available in

Workforce25, Workforce45 
Workforce55, and Workforce66

service body packages!

Whether you’re in need of a custom upfit or a pre-packaged option, Venturo® is your single-source solution 
provider for high-quality work-ready trucks. Installed by a skilled team of technicians at our NEW Venturo 
Truck Equipment Center (VTEC), Venturo upfit packages turn any truck into the perfect solution for electric, 
water and gas utility professionals. Save time and money with Venturo work-ready trucks while enhancing 
your fleet’s productivity, safety, and capabilities.

NEW VENTURO® WORK-READY TRUCKS 
THE PERFECT UPFIT FOR YOUR UTILITY FLEET

https://www.venturo.com/


IN THE TRADES

“IF YOU WERE EVER ON A FLIGHT TO DALLAS FT. WORTH 
INTERNATIONAL AIRPORT IN THE LAST FIFTEEN YEARS, PILOTS 
CONTINUE TO USE THE STIPE-A-ZONE AIRPORT MARKINGS TO 

SAFELY DELIVER YOU TO YOUR DESTINATION.”

Stripe-A-Zone was started in 
1950 when R.E. Lindsay created 

a small parking lot cleaning and 
striping company named “Portapark.” 
Two years later he expanded into a 
turnkey parking lot maintenance 
company and renamed it Stripe-A-
Zone.  He set industry standards 
for quality after refining his first 
hand-operated striping machine to 
be more efficient and productive. 
Lindsay’s keen observation of the 
marketplace uncovered the need for 
wheel stops, and for several years, 
held the patent on this product.
In 1974, R.E. Lindsay’s Stripe-A-

Zone merged with Bryce Anderson, 
of Anderson Striping of Dallas 
to become the largest striping 
company in the nation. Through the 
years, Stripe-A-Zone continued to 
prosper and expand to one of the 
largest turnkey pavement marking 
companies in the United States. 
In 1997, local businessman David 
Sargent purchased Stripe-A-Zone. 
Expansion continued in 2020 

partnering with the Sterling Group, 
a Houston-based upper middle 
market private equity firm and the 
establishment of Frontline Road 
Safety (“Frontline”), a new platform 
created to build a national leader in 
the US road safety industry. 
“We currently operate Stripe-A-

Zone out of two primary locations in 
Texas,” future growth plans outlined 
by David K. Sargent, President, 
“include adding additional operating 
companies in new markets through 
Frontline.”

For over 71 years, Stripe-A-Zone 
continues their goal of providing 
quality workmanship with the latest 
technology at an affordable price 
insuring 100% customer satisfaction.
Our striping and marking expertise 

has taken us to Carswell, Altus 
and Shepard Air Force Base along 
with Dallas Ft. Worth International 
Airport and Dallas Love Field. We 

have completed parking lots of all 
sizes and locations in the region, 
including the AT&T Stadium, home 
of Dallas Cowboys along with 
numerous college and high school 
marching band practice fields. 
Check out www.stripe-a-zone.
com for a complete selection of 
pavement and warehouse marking 
and striping products. 

NOT YOUR AVERAGE, MIDDLE OF THE ROAD, PAVEMENT MARKING COMPANY

BY TAYLOR STEINBERG - CORPORATE SALES TRAINER, KNAPHEIDE
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COMMUNITY SUPPORT 
Stripe-A-Zone, Grand Prairie, TX, 

located near Arlington, TX takes 
great pride in supporting two major 
community projects. 

PlayGrand Adventures at 
Grand Central in Grand Prairie, 
TX, a fun playground of “EPIC” 

proportions -   
playgrandadventures.com

Arlington Public Library, 
Downtown Arlington, TX designed 

to meet technological and 
educational needs of a vibrant, 

modern society. 
arlingtonlibrary.org/about/

Downtown-Library 

We challenge all Ford Pros related 
businesses to support projects 
needed to make their communities a 
better place to live.

FLEET DETAILS
65% of their fleet of over 200 

vehicles  are Ford with an emphasis 
on the F-150 through F-550. Class I 
and II vehicles are crew cab pickups. 
Class III – V utilize Knapheide 
platforms with heavy-duty bulkheads 
and Knapheide 6108 service bodies 
on F-350 60” CA SRW chassis. 
The balance are Class VII chassis 
equipped with crash attenuators for 
operator protection along with Class 
VIII chassis handling material tanks 
and striping equipment for airport, 
pavement, parking lot striping and 
marking. 

WHY FORD 
“Uptime is the focus of our needs 

and achieved by cycling out our entire 
fleet every five years as it creates 
less expense and minimal downtime. 
The high standards and quality of 
our fleet is an excellent recruiting 
tool in today’s tight personnel market 
as it provides a great image and 
comfort value for future employees. 
We provide onsite private parking 
for operators of our current fleet of 
Ford pickups. Our experience with 
Ford continues to convert numerous 
employees to Ford products for their 
personal transportation.
Ford vehicles match the application, 

size and GVWR required for all of 
our needed functions, as reliability 
is consistently better than previous 
brands. No downsizing of any 
vehicles are under consideration as 
we continue to upsize our fleet as 
needed.   

Our two-fold long-term acquisition 
plan focuses on a minimum number 
of specific chassis and vehicle 
models as possible: 

A. “Reduce the training of service 
techs who maintain our entire 
fleet on site.” 

B. “Effectively and efficiently 
maintain the high standards 
of 100% customer satisfaction 
required by Stripe-A-Zone.”
“We plan to use the F-550 
forever as this model best fits our 
applications for efficiency and 
productivity.”
“Really looking forward to the 
F-150 Lightning for our fleet. I like 
the truck and my wife Kari does 
not like to pump fuel. Every time I 
get in her vehicle, the fuel gauge 
is on empty. With the F-150 
Lightning, she’ll simply plug it in.”

NOT YOUR AVERAGE, MIDDLE OF THE ROAD, PAVEMENT COMPANY
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REAPING THE REWARDS OF GOOD BUSINESS

Review their equipment in action by 
visiting the Knapheide YouTube page 

@knapheide1848 and viewing the 
Customer Stories playlist or with your 
phone camera scanning the QR code. 

Purchased the Model A with only three miles on the odometer from a Ford dealer who purchased 
it new in 1931. The red and black paint are the original period colors with the gold leaf logo. 

FORD DEALER REQUIREMENTS
Larry Balkum, AutoNation Ford 
South Ft. Worth continues to 
provide “rapid responses and 
extremely efficient solutions for our 
needs through decades of proven 
service. Larry frequently brings us 
new transportation solutions before 
we are aware of the need as he 
understands our business goals 
and objectives.” 
We utilize phone or text for urgent 

communication and Email for 
general communication. We use 
no other social media for business 
communications.  
Future buying decisions focus on 

three specific areas:
Trouble free service is the strongest 

driver in the decision making 
process. Vehicle selection is driven 
by the vehicle’s ability to do the job 
and contribute to the overall Stripe-
A-Zone goal. Dealer service levels 
must be good; however we do all of 
our maintenance service in house 
during normal operating hours.
Total cost of purchase has little or 

no basis on the vehicle purchase 
decision. Total cost of ownership is 
our number one success story as 

the excellent F-150 resale values of 
any pickup on the market continue 
to reduce total costs.
Strong business relationships drive 

a major portion of the purchase 
decisions at Stripe-A-Zone.

TRUCK EQUIPMENT 
REQUIREMENTS
“Stripe-A-Zone requires the same 

selection criteria for our truck 
equipment providers as we do for 
the truck chassis suppliers. Mark 
Hensley, Commercial Equipment 
Sales, Knapheide Truck Equipment 
Center – Dallas continues to support 
our strong business relationship. 
He understands our goals and 
objectives while delivering products 
addressing required levels of service 
for our customers. Mark does a 

remarkable job providing service 
bodies, platforms and equipment 
for our Class III through Class V 
chassis.
Stripe-A-Zone operational philoso-

phies “Treat others as we want to be 
treated – for both our customers and 
our suppliers.”

For more information visit us at
https://stripe-a-zone.com/
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COACH KEN

Over the years I have gotten 
numerous telephone calls and 

emails about how to get started in the 
commercial and fleet vehicle business. 
Here is a quick overview of what has 
worked successfully with dozens of 
dealers throughout the country.

Step 1: Never allow just any 
salesperson in the dealership to 
work with business owners. Why? 
Business owners are well informed 
when it comes to what they want. 
They will know right away if the 
salesperson is uninformed and 
lacks the necessary knowledge. The 
sale might happen, but they won’t 
be back and will spread the word. 
Sell a business a truck or van that 
can’t meet the requirements for the 
job and you might even end up in 
a lawsuit! This has to be backed 
up by top management. Require 
everyone from sales staff to a 
front-line receptionist to ask a very 
basic question, “Will the vehicle be 
for business use or personal?” If 
they say “business” or “both” that 
prospect is immediately turned 
over to the designated commercial 
salesperson who handles these 
potential business customers.

Step 2: Commercial and fleet 
salespersons must agree to go 
through the training required by 
the manufacturer(s). Contact 
the appropriate field rep for your 
brand to get you started. Each 
has requirements, and all have 
online training programs.  It is also 
important to learn the financial 
side of this line of business. Each 
brand has a commercial finance 

rep that will help your salesperson. 
Independent companies like Ally 
Financial are also great resources 
for both training and support. One of 
the worst things a salesperson can 
do is use retail financing for a work 
truck that is driven far more miles 
per month than a consumer vehicle. 
I have story after story of business 
owners being sold a leasing program 
and they exceed the mileage limits! If 
you don’t understand the difference 
between a retail consumer lease 
program and a TRAC Lease or 
municipal lease, it’s time to learn!

Step 3: If you want to start selling 
commercial and fleet vehicles and 
you are not willing to stock vehicles 
you will lose prospects before 
you get started. At our company, 
Commercial Truck Training, Inc. we 
have developed a system that works 
effectively for inventory management. 
Call or email and we will help you 
with inventory management.

Step 4: Commercial sales is a 
“relationship” sell. Business owners 
want to work with people they 
“know, like, and trust.” The hardest 
way to develop these relationships 
is to sit inside the dealership and 
wait for prospects to come to you. 
To build relationships quickly and 
sustain those relationships for the 
long term, when we are working 
with a dealership, we require each 
commercial salesperson to join at 
least one association. 
IMPORTANT! You don’t just join 

and expect something to happen, 
you must be active, sponsor 
events, attend meetings and make 
appointments!

Step 5. Market! When you meet 
with a business owner or decision 
maker make sure you get a business 
card and have a “Marketing System” 
to stay in touch on a regular basis. 
Think of marketing as a way to create 
a “presence” without physically 
meeting with a prospect or customer. 
Here are the marketing techniques 
and practices that have gotten the 
best results:

1. Electronic Newsletters- This is 
the easiest way to stay in contact 
with both customers and prospects. 
2. Electronic Flyers- Designed 
so it can also be used as a hard 
copy handout on sales calls and 
at events highlighting vehicles 
targeted toward a prospect or client 
who uses that type of vehicle and 
upfit. This often gets immediate 
responses. 
3. Sponsoring a booth at a trade 
show or industry event. We have 
a detailed report on all the steps 
you need to take. Email me at 
ken@coachkentaylor.com and I will 
send you the full report.  

Always remember we are here to 
help you! I’m only a phone call or 

email away! 

Starting Right in Commercial & Fleet Sales
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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CARBON NEUTRAL
GOING “GREEN” WITH RNG

BY PAUL SHAFFER, Executive V.P.  Landi Renzo USA 

Unless you’ve been living under 
a rock, you’ve heard the term 

“de-carbonization” or “carbon 
neutral”. It’s become big business. 
It’s become a highly important 
strategy and many companies are 
putting this front and center on 
advertising (see recent commercial 
by FedEx). A quick search on 
the Internet reveals these large 
companies (not all inclusive) that 
have committed to becoming 
carbon neutral:

•	 Amazon	-	2040
•	 Apple	–	2030
•	 BP	–	2050
•	 FedEx	–	2040
•	 Ford	–	2050
•	 GM	–	2040
•	 IBM	–	2030
•	 IKEA	–	2030*
•	 Intuit	–	2030
•	 Microsoft	–	2030
•	 Pepsico	–	2040
•	 Verizon	-	2030

So why is this important for a 
fleet? First of all, let’s talk about 
natural gas vehicles. Compressed 
Natural Gas (CNG) vehicles have 
been around for many years. They 
are used successfully by many 
small and large fleets across the 
country. But, are you aware of 
Renewable Natural Gas (RNG)? 
According to California Air 

Resources Board (CARB), 
“Affordable and proven natural gas 
technology fueled with biomethane 
(RNG) collected at local landfills, 
wastewater treatment plants, 
commercial food waste facilities, 

and agricultural digesters can 
yield a carbon-negative lifecycle 
emission result.” Did you see 
it? It’s natural gas – but more 
specifically, it’s Renewable Natural 
Gas (RNG)…and it’s carbon 
NEGATIVE.
If a company has a fleet of vehicles, 

they must consider how they become 
carbon neutral (or negative). It 
surely has to be part of the overall 
sustainability plan. Sure, there 
are opportunities with other fuels, 
including electric vehicles to reduce 
emissions, but none…NONE, deliver 
a carbon negative result. Only RNG.

Now you might be asking yourself: 
“Where do I get an RNG vehicle? 
I’ve never heard of one?” The best 
part? If you have a “CNG” vehicle, it 
is fully compatible with using “RNG”. 
RNG is being dispensed at CNG 
stations around the country. In fact, 
in 2020, 53% of all on-road fuel used 
in natural gas vehicles was RNG.
Another question. Are any fleets 

benefiting from this right now? UPS 
is heavily invested with thousands of 
vehicles operating on RNG across 
the country. In fact, UPS states: 
“RNG yields up to a 90% reduction in 
lifecycle greenhouse gas emissions 
when compared to conventional 
diesel.” Further, in January of this 
year, UPS announced the purchase 
of 250 million gallon equivalents 
of RNG over the next seven years, 

making them the largest consumer 
of RNG in the transportation industry. 
I’d say they get it.
The overall point of this article is 

awareness. Many large fleets, such 
as UPS, understand that RNG is a 
game-changer with corporate goals 
toward being carbon neutral or 
negative. If you are responsible for 
a fleet or are a stakeholder in the 
process, it would be worthwhile to dig 
a bit deeper. With vehicles often being 
a significant contributor to emissions, 
you may be able to make a positive 
impact to your organization’s carbon 
neutral/negative goal. 

.

NOW YOU MIGHT BE ASKING 
YOURSELF: “WHERE DO I GET 
AN RNG VEHICLE? I’VE NEVER 

HEARD OF ONE?” 
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What do your customers want? 
What is important to them? What 

did they find valuable during or after 
the sale, but didn’t share in your initial 
conversations? What are you doing to 
capture this information? And, what are 
you doing as a result?
I want to know what needs to be 

improved, changed, added, or removed; 
in times past, that would have come to 
you via direct complaints and the time-
honored Suggestion Box. The squeaky 
wheel, as it were.  In today’s digital world, 
that Suggestion Box is everywhere… 
Yelp, Facebook, Twitter; pretty much 
all social media platforms. It takes 
consistent, frequent, and dedicated 
observation and maintenance to capture 
all of what your customers have to say 
that they didn’t tell you directly, but it is 
worth it! 
While it is true that some commercial 

truck/van sales can simply come down 
to pricing/financing and availability, even 
those sales still beg the question: what, 
really, convinced them to buy from you?  
And for your steady/repeat customers, 
why do they keep coming back?
We know that conversations can 

lead to contracts; steady relationships 
create steady conversations, and strong 
relationships provide deeper honesty 
and better insights into customers’ 
true needs and concerns. Those 
relationships are often held between 
the salesperson and the customer. 
That is why it is imperative that the 
motivating factors of your buyers are 
fully understood and documented. If you 
are trying to use a retail CRM alone to 
do that, or index cards, or spreadsheets, 
better tools may need to be found and 
implemented.  
Most importantly, what you’ve been 

doing right, and what you’ve changed 
due to customer feedback must be 
shared across the sales team.

Gathering Customer Feedback 
Suggestion Boxes & Testimonials
Let’s be honest.  Some customers 

just don’t care about testimonials.  To 
some, they appear vague, forced, 
templated, contrived, or even entirely 
fabricated. That said, the gathering of 
those testimonials (whether you publish/
promote them or not) can provide insight 
into what you are doing right. Methods 
of farming and harvesting testimonials 
can vary from online forms built into 
your site, surveys you publish on various 
social media, and of course the one-on-
one conversations you and your sales 
team have directly with your customers.

Understanding Customer Feedback 
The Value of Follow-up
Whether the feedback is objectively 

positive or negative, dedicated follow-up 
can yield an even deeper understanding 
of what your customers’ core values 
or issues actually are. As with sales, 
in most cases the customers’ first few 
stated objections/motives aren’t usually 
what drive their decisions. Additional, 
personal conversations, can usually 
uncover the heart of their joy/concern/
etc. 

Implementing Changes based on 
Customer Feedback
With a clear understanding of your 

customers broad and/or specific needs 
(and how you are or aren’t meeting 
them), plans can be developed to 
address and implement changes. 
Resource management being what it is, 
obviously these will need to be prioritized. 
The point, though, is that with frequent, 
consistent, and dogged persistence 
in the gathering and understanding of 
your customer feedback, you’ll be in 
a position to truly know what changes 
should be made. Then, it’s “just” down 
to the budget.

Promoting Dealership Improvements 
Implementing changes to reflect the 

true needs and values of your customers 
is great. Of course, it’ll do you no good 
if people don’t know about it. Consider 
potential new customers who have 
an incorrect image of your dealership. 
And what of your existing customers 
who may be allowing themselves to 
be courted by some other dealership 
because of previous unaddressed 
frustrations or concerns? Once you’ve 
identified and implemented changes 
that meet your customers directly 
stated needs, these changes need to 
be promoted.  EVERYWHERE. Sure, 
add a testimonial page to your site, 
but you’ve got to promote the heck out 
of that page.  Really, it comes down to 
all of the external marketing; TV, radio, 
billboards, flyers, and all things internet/
social-media. Phrases like “We Heard 
YOU” with brief descriptions of how you 
are now addressing their requests can 
go far. As a simple example, consider 
all of the feedback you’ve been hearing 
in the last 18 months regarding pricing/
financing. Simply promoting the fact 
that you’ve made buying/leasing easier 
(based on their feedback) can generate 
waves of new customers, and help to 
retain existing customers that you may 
be in danger of losing.  
In today’s market especially, creating 

and maintaining buyer confidence is 
paramount. Make no mistake - they’ll tell 
you exactly how to do it.

THE IMPORTANCE OF CUSTOMER FEEDBACK

DEALERSHIP SUCCESS
Shawn Horswill - Work Truck Solutions VP, Customer Success

BE SURE TO CONTACT SHAWN 
AT SHAWN.HORSWILL@

WORKTRUCKSOLUTIONS.COM 
FOR MORE TIPS
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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

Please allow me to share a bit of 
my history to make a powerful 

point. I was in the auto business 
working at dealerships for 25 
years, the last eight of which was 
spent creating two separate and 
very successful commercial truck 
departments. Then I worked at a truck 
body manufacturer for a little over 10 
years, and now in my own business. 
From these experiences I wrote the 
book Commercial Truck Success 
to share what I learned and to help 
others create their departments 
faster and better.
Now, here’s the powerful point of 

this. It was my focus. I was always, 
always, and in all ways focused on 
the end user. The dealership and 
the body company I worked for 
benefited quite nicely as a result of 
my unerring focus on providing value 
and solutions to the end user. I didn’t 
focus on providing my employer 
X-number of units, gross sales, or 
profit. All of that came anyway, and it 
came in more than sufficient quantity 
and quality as a direct result of my 
focus on the end user.
This focus manifested itself in many 

ways, and at the same time was so 
much fun for me that I couldn’t wait 
to do it again, and do it better than 
before. I’ll give just a few examples 
(there are many more in the book). 
When I first started at the body 

company, I was curious why 
they weren’t selling more trailer 
receivers (and other accessories 
like toolboxes, etc.). So, I began to 
change that. Pretty soon we had to 
expand production to keep up with 
all the orders of receivers. Here’s 
the reason: How many end users do 
you suppose in the commercial truck 
world are going to tow a trailer of 
some kind? Pretty much all of them!

One day I noticed several 
commercial trucks that were not 
white. At the dealership, I started 
with one colored truck. It came from 
another dealer as a package of trucks 
I bought. It was light blue metallic, 

and it was a medium duty with a 
service body. It sold. I tried another. 
Fast forward a few short years and at 
one point 40% of my entire upfitted 
commercial truck inventory was 
a color other than white. In fact, I 
stocked every color available from 
the factory. Guess how many I got 
stuck with? None. Guess how much 
competition I had? None. Guess how 
much end users appreciated finding 
this inventory? Since all of them sold, 
at nicer profits I might add, that would 
be a whole lot of end users.
This end user focus is essentially 

all about features and benefits 
which is a very basic sales process. 
Show them the feature and explain 
the benefit. Sometimes they see 
it without needing any words, and 
other times some words make all 
the difference. In any case, adding 
features and knowing why and how 
to explain them was one of my skills. 
What is the value of a transverse 
compartment in a service body? I 
could make a list, but first in order to 
present the feature to the end user 
for their consideration, I have to have 
one to show. The rest is the easy part. 
I highly recommend whatever your 
position, or whichever your company, 
that to focus on the end user will be 
of great and profitable benefit.

TERRY’S BLOG

Terry Minion
Commercial Truck Success 

www.ctsblog.net

FOCUSING ON THE END-USER

Check out Terry’s book 
CLICK HERE
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safefleet.net

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

CHOOSE

https://www.primedesign.net/


SPOTLIGHT: 
Informa Markets’ World of Concrete 

(WOC) was the first large show to 
return to Las Vegas on June 8-10 at 
the Las Vegas Convention Center 
(LVCC). World of Concrete also 
represented the first large-scale trade 
show to return to the U.S. market 
since the pandemic brought in-person 
meetings to a halt. 
Nevada’s new directive requires 

meetings, trade show and 
entertainment venues to certify 
through the state’s Department of 
Business and Industry that they will 
follow the state’s health and safety 
requirements and protocols and 
adhere to the prevention principles that 
have remained consistent: maintain 
safe social distancing, wear face 
coverings and practice good hygiene 
and cleaning measures.
“Las Vegas has been the top 

convention and meetings destination 
for many years. We pride ourselves 
on providing the best facilities, the best 
service and now, the safest,” said Gov. 
Sisolak. “We’ve been cautious, but 
very focused on reopening Las Vegas 
in the safest way possible for you, 
our treasured customers, our valued 
employees and our entire community. 
With great confidence in the efforts 
made by our resorts, convention 
centers and meeting hosts, I say... 
welcome back! The greatest place to 

do business in the world is even better.” 
The National Ford Truck Club (NFTC) 

newest sponsor, SoCal Saw Bodies  
and SoCal Upfitters, attended this 
great event and provided us with some 
fantastic images!
The NFTC is very excited to welcome 

SoCal Saw Bodies  and SoCal Upfitters 
to our sponsor list, and look forward to 
sharing more information about their 
unique products that serve FordPros 
customers.

ABOUT SOCAL SAW BODIES
SoCal Saw Bodies specializes in 

delivering Complete Concrete Saw 
Body Turn-Key Solutions on 

Ford F-550, F-650, F-750, Ram 
5500, Isuzu NPR, Chevrolet 5500, 

6500 and 7500 Chassis Cabs. 
Built to last with enough working 

storage for blades, motor mounts, 
tanks, generators, hoses, reels 

and custom requests. 
Contact Dylan Guggenmos at 

dylan@socalupfitter.com
or 800-413-7703.

SOCAL UPFITTERS INC, POMONA, CA

THE (SLOW) RETURN OF TRADESHOWS
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MEETINGS ARE BACK IN FULL SWING!
CHECK OUT ALL THESE DIFFERNT 
MEETINGS ALL OVER THE COUNTRY!

WHO: Northwest Ford Truck Association Golf Outing
WHEN: August 12, 2021
LOCATION: Maplewood Greens Golf Club 
and Conference Center, Hwy 169, Renton, WA
CONTACT: Don Beezley – 
(503) 282-7777 x180 Phone  
(360) 921-5372 Cell 
nwftclub@gmail.com 

WHO: Philadelphia Ford Truck Club
WHEN: September 15th, 2021
LOCATION: (STAY TUNED TO OUR WEBSITE)
CONTACT: Tom DeVito - 
philadelphiafordtruckclub@gmail.com

WHO: Carolinas Ford Truck Club
WHEN: October 7-10, 2021
LOCATION: North Myrtle Beach
CONTACT: Josiah Ehrbright – 
(800) 632-0218 x 260 - 
josiah@piedmonttruckcenter.com 

WHO: Southeastern VA Ford Truck Club Meeting 
WHEN: October 13th 2021 at 5:30 PM 
LOCATION: Courtyard Marriott 530 St. Johns Rd.
Newport News VA 23602
CONTACT: Jason Boyce – 
(757) 485-8285 Cell – 
(757) 738-2774 Phone - 
jboyce@colonialtruck.com

WHO: Washington Ford Truck Club
WHEN: November 10, 2021
LOCATION: Springfield Golf & Country Club, 
8301 Old Keene Mill Rd, Springfield, VA 22152
CONTACT: Johan Smit, President - 
(703) 218-4643 - 
johansmit@battlefieldford.com 

FORD TRUCK 
club neWS
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THE UTILITY EXPO (ICUEE)
September 28-30, 2021
Location: Kentucky 
Exposition Center | 
Louisville, KY
Registration information: 
Registration now open!
www.theutilityexpo.com/

The ICUEE is 
now The Utility Expo
Back and bigger than ever! 
Covering more than 30 acres, 
it’s the largest event for utility 
professionals and construction 
contractors seeking the 
latest industry technologies, 
innovations, and trends.

WORLD OF CONCRETE 2022 
JANUARY 18-20, 2022 
Education sessions: 17-20
Location: Las Vegas 
Convention Center |
Las Vegas, NV
Attendee Registration 
Will Open Late October 2021 
www.worldofconcrete.com

When the world stopped, you 
kept going. Adapting. Giving a 
master class in resilience and 
being an essential worker. Now, 
celebrate how far you’ve come 
and discover the innovation 
helping our community evolve, 
endure, and thrive at WOC 2022. 
Part knowledge, part equipment, 
part connections—World of 
Concrete is 100% of what you 
need to keep grinding it out 
through disruptions to the supply 
chain, safety and beyond.

UPCOMING TRADESHOWS & EVENTS

PHCCCONNECT2021
October 20 - 22, 2021
Location: Kansas City 
Marriott Downtown | 
Kansas City, MO
Registration information: 
Registration now open!
www.phccweb.org

Build for the future with 
the plumbing, heating and 
cooling industry’s best! 
PHCCCONNECT2021 offers more 
than 20 educational sessions 
focusing on the latest workforce 
trends, business management 
practices and proven leadership 
perspectives.

COMMERCIAL VEHICLE BUSINESS SUMMIT 
FREE VIRTUAL EVENT
September 22 - 23, 2021
Register at: hopin.com/events/wts-
commercialvehiclesummit-fall2021
www.worktrucksolutions.com/cvbsummit

Learn the most current stats on EV and alternative drivetrain/fuel 
adoption, and hear what commercial vehicle pros are doing to help 
transform the industry. For two days, industry leaders will discuss the 
commercial vehicle green initiative, including the impact and future 
plans of electric and hydrogen, plus changing expectations and 
customer adoption.  Gain insights into strategies that can position 
you to stand out in this new landscape and learn from a diverse 
group of speakers who have extensive knowledge and insight into 
the rapidly evolving commercial vehicle business space. 
Day 1: EVs and the Impact on the Industry
Day 2: Changing Expectations and Adoption by Customers

GOING VIRTUAL

FORDPROS AUG/SEPT 2021 29       

https://www.theutilityexpo.com/
https://www.worldofconcrete.com/en/attendee.html
https://www.theutilityexpo.com/
https://www.phccweb.org/event/phccconnect2021/
https://hopin.com/events/wts-commercialvehiclesummit-fall2021
https://hopin.com/events/wts-commercialvehiclesummit-fall2021
https://www.worktrucksolutions.com/cvbsummit
https://www.phccweb.org/event/phccconnect2021/
https://www.worldofconcrete.com/en/attendee.html
https://www.worktrucksolutions.com/cvbsummit
https://hopin.com/events/wts-commercialvehiclesummit-fall2021


Okay, some folks have been 
asking me how it was that Alan 

Mulally came to a Ford Truck Club 
Meeting, so here it is.  
At a NW Club Meeting, Tom 

Addis, then President of the Dealer 
Council, talked about the “new 
president,” and that he was from 
Seattle (Boeing), and was a really 
great guy.  Mr. Mulally had only been 
in the position as Ford’s President 
for a matter of months.  
So I thought I would send him an 

email, to congratulate him.  I didn’t 
know what his email would be, but put 
one in, and it immediately bounced 
back as undeliverable.  I realized 
I had only used 7 characters, so I 
changed it to eight…  and sent it.  
Not thirty minutes later, I saw that 

“someone” had responded!  Could 
it be, that the actual President of 
Ford Motor Company had someone 
send me a reply?  Well, no: it was 
better than that.  The reply I got 
said, “Thank you!  Ford Truck Clubs 
Rock!” then it was signed, simply, 
“Alan!”  Obviously, it was such a 
personal sign-off, it had to be from 
the man himself!  
I continued sending him an “update” 

on commercial business about 
every month, or sent an affirmation 
on something the news media had 
covered about the good work he 
was doing.  I figured everyone can 
use an encouraging word.  
The following December, as the 

NW Club Officers were scheduling 
who we would ask to speak at the 
various meetings coming in 2009…
and I put my foot in it.  I said, “I think 
I’ll see if Mr. Mulally will come to one 
of them.”  I looked around at blank 
faces, then leaned over to Robert 
Jorgenson, the Board Member 
sitting next to me.  I said, “Robert, 
I’ll bet you twenty bucks that Alan 
Mulally comes to a Truck Club 
meeting next year.”  Robert shook, 
and the bet was on!  

The next day, I wrote:  Alan, I’ve 
got a problem, and I’VE GOT 
TWENTY BUCKS RIDING ON 
THIS!”  Then I told him what had 
happened the night before.  Then, 
on a more serious note, I said how 

great it would be if the General 
would address the field troops some 
time.  After all, it was 2008, the Big 
3 were in serious woe, morale was 
down everywhere… Then I finished 
with, “…AND DON’T FORGET THE 
TWENTY BUCKS!”   
In the same day this was sent, he 

wrote back, simply:  “Joe, I have 
a feeling you’re going to win your 
twenty bucks!  Alan ”  
The game was on!  That next May, 

he came and spoke to the Club for 
a few minutes.  Every time someone 
approached him he said, “Hi, my 
name is Alan!”  (As if nobody knew!)
Later that night I got an email from 

one of his security crew, telling me 
that Mr. Mulally had so enjoyed the 
time with us.  Even this note from 
one in his posse showed what a 
difference Alan made, that night and 
throughout his tenure at Ford.  
He is still missed.  
P.S. Robert got me my twenty 

bucks, and I had Alan sign it…it’s on 
my office wall still today.

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: MEMORY LANE

 
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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FOLDING SHELVES
FOR FLEXIBLE STORAGE

Shelves that carry what you need.
Adrian Steel’s new folding shelving systems allow 
you to tailor your storage to your daily workload. 
Regardless of the size or amount of cargo you 
carry, our shelves can easily be adjusted to 
meet the needs of your workday ahead. Made 
of lightweight aluminum, our durable shelves are 
built to last while allowing for maximum payload 
capability. Discover an upfit solution that’s as 
unique as the cargo you carry.   
 
Learn more by locating your distributor today at 
AdrianSteel.com/Distributors

https://www.adriansteel.com/


GET THE RIGHT COMMERCIAL 
VEHICLE DEPARTMENT PARTNER

W O R K  T R U C K  S O L U T I O N S  P R E S E N T S

CVB
S U M M I T

         

Finding a digital solutions partner for your commercial vehicle department isn’t easy, but it has far reaching 
implications. At Work Truck Solutions, we know your world isn’t static, and that’s why we’re always looking 

for new ways to help dealers improve how they conduct business.

If you’re looking for ways to adapt to today’s business customer  
expectations, we’d love to help. Discover what partnering with  

us will do for your commercial vehicle business operation.

We give you  
access to wholesale

work trucks, vans, and
pickups today – with
sport utility vehicles

coming soon

We help you secure 
customer orders to 

move you to the head 
of the line when  

commercial inventory 
is in short supply

We expand your  
audience by connecting  

you with, and driving
leads from, commercial 

customers on social  
media platforms

We offer 360° digital  
vehicle walkarounds  

that keep buyers on your 
site longer, improve lead 

conversion rates and 
generate sales

Let’s Talk: (855) 265-9996 Email Us: info@worktrucksolutions.com
SCAN HERE
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