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GIVE US FIVE 
MINUTES
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 
•  Expand Market Reach

www.switchngo.com/adv

The ground level loading and easy access tie-downs of the AmeriDeck™  
in-bed hydraulic lift system paired with a full size pickup truck  
can be the safest tool to handle the recovery and hauling of  
recreational and power sports equipment.

LET’S TALK

amerideckproducts.com  •  (866) 890-2311

Flip to page       to 
see how AmeriDeck 
is the latest trend for 
your pickup truck
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With so much talk, and concern, 
about what the future holds, it 

can be hard to separate the wheat 
from the chaff. 

The good news is, with so many 
industry experts contributing to our 
publication, you can be confident 
that their comments are based on 
years of experience in the industry, 
as well as gain their insight from the 
numerous contacts they have. Said 
another way, you know that when you 
read their articles, you’re getting the 
benefit of commercial truck people 

who live and breathe this industry 
every day, and who want to help you 
be able to plan and grow in 2022.

Will all of these trends come to 
fruition? Possibly not. But should you 
focus your attention on and educate 
yourself on these topics? Yes, 
because these are all issues that it’s 
highly likely will impact your future 
success in some way.

Happy Reading & Happy Holidays!

TRENDING TOWARD THE FUTURE
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I didn’t come over on the Mayflower, 
but I AM old!  In the thirty years 

I have enjoyed working in this 
business, I … well, you know.  None 
of us has particularly enjoyed the 
last two.  

The challenge for us is to remain 
calm, stay positive, and to know that 
while there are many things we are 
not able to do, there are many that 
we can do to live in this new reality, 
until it finds its way back to some 
semblance of “the way it was.”  

It was great to be able to finally 
return to some semblance in 
September, at the Utility Show 
(formerly the ICUEE) in Louisville.  
Attendance was, by some Sponsor 
estimates, off by 30-40% from earlier 
days.  But the people there, Ford, the 
body builders, the customers, all 
fully knew the world was continuing 
to rotate on its axis.

TRENDS ON FORD’S HORIZON
With the new variants of the 

COVID-19 coming into our 
awareness, many of us still feel 
some uncertainty as to what to plan 
for.  The Work Truck Show is, in my 
view, the penultimate show that 
every Fleet/Commercial Specialist 
(you) should attend.  When you want 
to focus on the business trends, that 
is the must-see event.  

The excitement at the Ford booth 
will be off the charts with the arrival 
of electric F-150 pickups, electric 
Transits, and who knows what else 
is in the offing.  

ANOTHER TREND—
ACCOUNTABILITY
Many—no, most—of us are 

appreciative of Ford leveling the 
dealer playing field, by mandating 
proof that orders are genuine.  Too 
often many dealers have been left at 
the altar of obtaining inventory, with 
competitive dealers faking orders in 
order to obtain inventory.  The trend 
to require dealers to be honest and 
above board makes it better for all 
of us.  

I am encouraged by all these 
trends.  I hope you are too.  

Good Selling,

Joe Hughes
President,  NFTC

joehughes@fordpros.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/


HIGHBEAMSHIGHBEAMSIn TheIn The

WORK TRUCK SOLUTIONS CEO 
KATHRYN SCHIFFERLE AT FLEET 

FORWARD CONFERENCE 2021

As disruptions continue to rock 
global vehicle production, it’s 

clear that new solutions are needed to 
fix a broken supply chain and change 
the model itself. A diverse panel of 
automotive insiders investigated 
where the industry goes from here. 

They discussed potential changes 
in the supply chain, technologies 
that will aid the transition, and how 
dealers, retail buyers, and fleets must 
in turn adjust their processes in the 
near and long term. Does a build-to-
order model have a future?

Jim Press, Work Truck Solutions, 
moderated the panel and reminded 
us that COVID stopped everything, 
creating many issues for many 
industries and demand that 
skyrocketed. This taught us lessons, 
though at the expense of about 8 

million in lost units and $250 million.
Both Kathryn Schifferle of Work 

Truck Solutions and Kirk Mann 
of Mitsubishi HC Capital America 
agreed that the silver lining was that 
the pandemic shone a light on how 
essential fleets are, especially as 
last-mile deliveries rose 28% in the 
last year. Press said it presented 
an opportunity to rethink our entire 
supply chain, while Schifferle added 
that “In a crisis, change can happen.” 

- FleetForward.com

www.worktrucksolutions.com

TRENDING FORWARDTRENDING FORWARD

‘PRIVATE OFFER’ FROM 
WORK TRUCK SOLUTIONS®

Work Truck Solutions® announced 
the introduction of Private 

Offer capabilities to help dealerships 
market specific commercial vehicles 
during the current inventory crisis, 
while also maximizing bottom line 
revenue opportunities.

“With work truck inventory being 
in such short supply, but demand 
still being very high, our aim was to 
develop additional tools to assist 
commercial vehicle dealerships 
- and with Private Offer, we’ve 
again hit the mark,” said Kathryn 
Schifferle, Work Truck Solutions 
CEO. She added, “Private Offer 
enables our customers to mark 
specific commercial inventory as 
‘available’ only to those business 
buyers whom they choose, such as 
those receiving an exclusive email 

offer.  This helps zero in on a subset 
of potential customers, similar 
to private auctions where only 
specific buyers have access. And it 
also provides the ability to presell 
vehicles, such as a chassis that is in 
the process of being upfitted while 
not on a dealer’s lot, getting that 
customer the vehicle they need.”   

Combining the Private Offer tool with 
other Work Truck Solutions offerings, 
such as the BusinessBuilder social 
media service, the Communicator 
email solution, or Commercial CRM 
capabilities, dealerships can be 
very selective when promoting work 
trucks, SUVs and vans to specific 
audiences. Schifferle wrapped up her 
comments by saying, “With Private 
Offer, we’ve taken what’s traditionally 
been a shotgun marketing approach 
and made it a laser-focused effort. 
Potential buyers have exclusive 
access to the vehicles they need 
and commercial vehicle department 
profits are maximized. With this 
type of targeting, the scarcity of 
inventory is properly managed, while 
still meeting market demand and the 
dealership’s operating needs.”  

www.worktrucksolutions.com
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HIGHBEAMSHIGHBEAMSIn TheIn The

ADRIAN STEEL COMPANY 
LAUNCHES NEW CUSTOMIZABLE 

PROFILE™ HD UTILITY RACK 
CARGO SOLUTION

The Adrian Steel Company is 
thrilled to announce the launch 

of its new customizable cargo 
management solution, the Profile™ 
HD Utility Rack. This new adjustable 
utility rack is available now at any of 
Adrian Steel’s national network of 
distributors.

The PROFILE™ HD Utility Rack has 
an ultra-low profile and is designed 
to allow users to customize the 
rack to their individual needs. This 

rack has tons of versatility and can 
adapt to any trade. The building 
trades may need to carry ladders 
and lumber, the plumber may need to 
carry a multitude of ladders and an 
electrician may need to carry ladders 
and conduit. Optional accessories 
such as 9” uprights, ratchet uprights 
and a rear roller allow all of those 
trades to safely transport those 
materials to their jobsite. To learn 
more, visit our landing page or check 
out this video! 

HERE on our site or  
HERE on Vimeo

“The Profile™ HD Utility Rack helps 
contractors maximize their vehicle’s 
capacity and improve their ability 
to work efficiently,” said George 
Bernwanger, Chief Engineer, “we’ve 
made it easy for anyone to configure 
the rack system to meet all of their 
needs.”

Featuring a load capacity up to 
750lbs, the new utility rack is ready 
for any purpose or vocation. Each of 
the reinforced extruded aluminum 
crossbars are factory tested to 
ensure support up to 250lbs per 
crossbar to maximize roof storage 
capacity. Always refer to OEM roof 
rating standards for safest payload 
capacity ranges.

The Profile™ HD Utility Rack is 
designed from its foundation to 
be accessible. No-drill installation 
makes the rack quick to install on any 
Ford Transit or Transit Connect, and 
switching out custom accessories 
can be done in seconds.

For more information vist 
www.adriansteel.com

TRENDING FORWARDTRENDING FORWARD

TRANSFER FLOW 
INTRODUCES 50-AND 

80-GALLON DIESEL REFUELING 
TANKS

Transfer Flow, a manufacturer 
of premier American-made fuel 

tanks since 1983, introduces two 
new refueling tanks for diesel fuel. 
The 50- and 80-gallon fuel tanks 
fit full-size pickups and come with 
mounting hardware, fuel cap, and 
rollover valve. They’re perfect for 
manually fueling your diesel truck or 
equipment out in the field. 

The refueling tanks are 

manufactured from 14-guage 
aluminized steel for superior rust 
resistance and strength. They have 
internal baffles for extra durability 
and are powder coated black. 

They’re compatible with GPI® and 
Fill-Rite® 12-volt refueling pumps, 
which are sold separately.

For More Information Visit
www.transferflow.com
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WORK TRUCK DEMAND RISES 
CREATING SIGNIFICANT 

OPPORTUNITY FOR DEALERS
Comvoy National Truck Locator 

Celebrates Two Year Anniversary 

Celebrating the two year mark since 
its launch, Comvoy.com continues 

to experience significant increases 
in many areas, validating the market 
need for  work-ready vehicles. 
Commercial vehicles are used by 
industries that support nearly 80% 
of the U.S. Gross Domestic Product 
(GDP). Work Truck Solutions® created 
Comvoy, a marketplace that offers 
users the ability to search vehicles 
by vocation, backed by detailed 
configuration data enabling a dealer 
to accurately meet the demands of 
the commercial shopper. 

Citing a 329% year-over-year lift in 
web leads, Kathryn Schifferle, CEO of 
Comvoy and Founder/CEO of Work 
Truck Solutions, said “It’s rewarding 
to see work truck and van buyers 
using our national locator to find 
the vehicles they need to run their 
businesses.”   

In addition to web lead increases, 
direct calls due to searches were 
up 322% year-over-year, while new 
users jumped 133%. This growth 
has also attracted partners wanting 
to reach commercial vehicle buyers, 
and partner with dealerships listing 
vehicles. Kirk Mann, Senior Vice 
President and GM of Transportation 
Finance at Mitsubishi HC Capital 
America, a Comvoy partner, said 
“Comvoy.com is a great tool for 
matching commercial vehicle 
customers and dealers, and adding us 
as a financing partner is a beneficial 
addition to that service. Collaborating 
with Work Truck Solutions and 
Comvoy fits well with our strategy 
as we are committed to developing 
innovative solutions that support our 

dealer partners’ growth initiatives.”  
With continued strong performance 

of commercial truck sales, including 
a 15+% year-over-year increase 
for medium duty trucks, and a 29% 
increase in final mile activity, there is 
certainly market demand. However, 
industry-wide supply shortages 
continue to limit production, making 
finding commercial vehicles difficult. 
Schifferle added, “Comvoy is all 
about making the search process as 
efficient as possible to really match 
commercial customers to the right 
work trucks and vans for their jobs. 
Comvoy also extends dealers’ reach 
to a national market which assists 
both sides of the purchase equation.”     

Learn more at 
www.COMVOY.com

TRENDING FORWARDTRENDING FORWARD

COMMERCIAL TRUCK TRAINING’S
ULTIMATE BOOT CAMP REGISTRATION

PARTNERS: Work Truck Solutions, Commercial Truck 
Trader, Supreme by Wabash

WHEN: February 2-4, 2022 (W-F)

HOST: Supreme by Wabash

LOCATION: 
6881 N U.S. Hwy 41; Apollo Beach, FL 33572

SCHEDULE: 
Days 1 and 2 – 8 am to 4 pm; 
Day 3 – 8 am to 12 noon

SPECIAL PRICE: $1495  $1345 
($150 Discount until 12/31!)

AVAILABILITY: NINE Seats Remaining! (at Publication)

Notes: Lunch provided on Days 1 and 2. Attendee/dealership 
is responsible for all other meals, transportation, hotel 
arrangements etc. 

FORD TRUCK club neWS BRIEF

Register at www.commercialtrucktraining.com/ubc/
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ALWAYS BUILDING NEW TOOLS THAT HELP YOU BE SUCCESSFUL

Commercial vehicle shoppers are out there, ready to buy work trucks, vans, pickups and SUVs 
to keep their businesses running, but they can’t find them. At Work Truck Solutions, we have 

tools to help both you and your commercial customers.

����������������������������������

Get vehicle orders in the queue, help 
your customers today AND boost 
allocation opportunities in the future.

��
��
�	�����������������
���������������������������

Access almost 10,000 commercial 
vehicles from wholesale sources such as 
fleets, auctions and rental companies to 

fulfill your customers’ needs.

�������
�����	��������

������	����	 ����

��������
�������������������� �

Use outbound channels to build your 
service business and create lifelong 

commercial customers.

BusinessBuilder
Communicator

Comvoy displays results for nearly any 
vocation, body type, vehicle, or upfit 
manufacturer to match buyers with the 
right work truck for the right job. 

���������
�����	���������

GET YOUR FREE PASS
TO THE WORK TRUCK SHOW

CLICK HERE

https://www2.worktrucksolutions.com/wtw22?utm_source=fordpros&utm_medium=publication&utm_campaign=december2021
https://www.worktrucksolutions.com/get-started?utm_source=fordpros&utm_medium=publication&utm_campaign=december2021


FORD LAUNCHES VIIZR, A TECHNOLOGY BUILT ON SALESFORCE 
TO HELP SMALL BUSINESSES AND TRADESPEOPLE THRIVE

FORD PRO OFFERS COMPLIMENTARY SERVICES TO HELP COMMERCIAL 
CUSTOMERS MANAGE ELECTRIC, GAS FLEETS, IMPROVE UPTIME

FORD ELECTRIFIED VEHICLE SALES HIT NEW RECORD

GLOBALFOUNDRIES, FORD TO ADDRESS AUTO CHIP 
SUPPLY AND MEET GROWING DEMAND

Agreement aims to build and strengthen a collaborative model to accelerate the 
next wave of innovation in automotive chip design

THE BLUE OVAL
MEDIA.FORD.COM NEWS HIGHLIGHTS

Click To Read More!
BE SURE TO FOLLOW FORD ON MEDIUM AT MEDIUM.COM/@FORD
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The light you see at the end of the tunnel is the EV 
train, and it’s fast approaching. If you aren’t on-

board, you’d better get on quick before that train runs 
you right over. 

 A check of the headlines these days shows more and 
more stories about EVs, hybrids, and alt-fuels than ever 
before. And beyond traditional OEMs, there are many 
new players getting into the game. Predictions range 
wildly as to when EVs will become “fully mainstream” or 
at least a significant portion of the overall market (both 
commercial and retail). However, what almost everyone 
can agree on is that it’s going to happen in some form or 
another; and the reality is that the transition is already 
underway. 

Even though Ford Motor Company recently announced it 
will no longer jointly develop EVs with Rivian Automotive, 
that doesn’t mean Ford isn’t fully engaged in the EV 
game (plus they still have a significant investment stake 
in Rivian by the way). As you know, Ford has really made 
a commitment to developing and scaling EV capacity, 
as demonstrated by the BlueOval City announcement 
this Fall, huge investments in battery production, as well 
as the success of new EV models, such as the F-150 
Lightning and E-Transit. 

If you couple developments at Ford Motor Company 
with the desire of the current administration to push 
the transition to EVs - and further combine that with the 
recently signed infrastructure bill - it’s clear that EVs are 
going to be a big part of the future of the automotive 
landscape. As a FordPro or commercial department 
manager, now is definitely the time to make sure you’re 
getting into the EV game by building your knowledge. 

It’s your job to serve a customer base that will surely be 
looking for these types of vehicles going forward...this 
is a trend you simply cannot ignore.

 
So, what can you do to ensure you’re the dealership 

of choice for these EV (and hybrid or alt-fuel) business 
buyers?

 
1. Get Educated. Just like with ICE vehicles, your 
commercial customers want to shop with, and buy 
from, someone who knows the product. That means it’s 
important that you “know your stuff.” And with things 
changing so quickly, staying current is challenging.

a. Subscribe to newsletters (daily, weekly) that have 
content about EV developments to help you stay on 
top of what’s happening. Here are two examples: 

www.chargedfleet.com
movemnt.net

b. Attend Seminars/Webinars On The Topic. For 
example, if you missed the Work Truck Solutions Fall 
2021 Commercial Vehicle Business Summit, which 
was centered around EVs, here’s a link to videos of 
sessions from the event. This might be a great place 
to get started.   

“...Now is definitely the time to 
make sure you’re getting into the EV 

game by building your knowledge.”
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2. Consider an EV Section or Page on Your Website. 
You already know that it’s critically important for 
commercial buyers to be able to easily find work trucks 
and vans on your site; having a commercial vehicle 
section (or separate site) leads to success. Similarly, 
many buyers today want to know more about EVs for 
their business use since it’s rapidly emerging. Consider 
having relevant information about EVs on your site. It 
will help your customers gain the knowledge they need, 
establish you as a valued information source and keep 
you top of mind with them when they’re ready to buy.  
Here is an example page: www.comvoy.com/electric-
vehicles

3. Promote EVs. This means highlighting EVs you have 
in stock, including the details your shoppers want, 
along with photos and prices. It sounds simple, but 
you’d be surprised at how many don’t take the time to 
follow this advice. Set yourself apart when it comes to 
photos, prices and details.

4. Be Ev Aggressive - order EVs as often as you can 
- work with upfitters on which options are the best 
match for buyer use cases. Also look for alternative 
fuel and hybrid alternatives for the short term - get your 

customers thinking in the right direction to improve 
their total cost, and also their brand alignment with 
sustainability.
 
Be sure you stay “in the know” and follow best practices 

so you can serve your commercial customers in the EV/
alt-fuel/hybrid space in the years ahead. Odds are that 
doing so will help you stand out from the crowd and not 
get you run over by that light at the end of the tunnel!

We specialize in delivering Concrete Saw Cutting Truck bodies on Ford F-550, F-650, F-750 & more!
 Built to last with enough working storage for blades, motor mounts, tanks, 
generators, hoses, reels and custom requests!

SOCAL UPFITTERS INC, 2815 POMONA BLVD , POMONA, USA
800-413-7703  - MIKE@USATRUCKBODIES.COM

Proudly 
Made in 
the USA

See Page 28 for a Preview of our New Bolt-On Alluminum Weather Enclosure!
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CHARGING TOWARD THE FUTURE
TRENDING FORWARDTRENDING FORWARD

The race is well underway as major automakers and 
startups work diligently to bring all-electric trucks to 

market. Though these companies are largely targeting 
the “daily driver” segment, it’s no secret that there 
remains great potential in commercial applications for 
hybrids and electric vehicles.

While significant social buzz and pre-order numbers 
indicate that many casual drivers are excited to embrace 
the all-electric truck, others whose vehicles serve as 
an extension of their workforce have no shortage of 
questions before incorporating an EV fleet into their 
operations.

How cost effective is the investment compared to 
traditional internal combustion engine vehicles? What is 
the life expectancy of an electric fleet truck? And, most 
importantly, how will it perform in comparison to our 
current fleet vehicles?

Ahead, we’ll provide some insight on EVs that will help 
you become more informed as the landscape for work 
trucks as we know them continues to rapidly change.

  
EV/PHEV VS. 
INTERNAL COMBUSTION ENGINE

The internal combustion engine (ICE) is at the core 
of vehicles as we currently know them. The engine 
consists of cylinders, pistons, and a number of other 
components working together to power the vehicle 
using a fuel source such as gasoline or diesel.

Electric vehicles (EVs) are entirely battery-powered by 
electricity and feature a travel range of up to 400 miles 
per charge in most cases, comparable to (if not greater 
than) the range of which its ICE counterpart can travel 
on a full tank of gas.

Plug-in hybrid vehicles (PHEVs) employ both an 
electric motor and an ICE, utilizing the benefits of each. 
The PHEV operates primarily on the electric motor as its 
main source of operation before switching to the ICE as 
an auxiliary source of power.

 
 COST ANALYSIS

Only a handful of manufacturers have disclosed the 
price points for their upcoming electric trucks. Based on 
information currently available from OEMs, it’s likely that 
pricing on EV versions of some of the most commonly 
used and popular models will be comparable to their ICE 
counterparts.

Cost could be marginally higher upon initial widespread 
availability of models. But, as with most things, we could 
anticipate a leveling off/decrease as more users opt to 
electrify their fleets. In addition, the likelihood of federal 
and state-level incentives and rebates should make the 
purchase of an electric work truck far less of a burden 
on your bottom line.

But, there’s more to consider than the initial cost of 
the vehicle itself. There are also important long-term 
factors to consider that fall under the cost of ownership 
category. This includes energy costs (which replace 
fuel costs) over time.

 
 RANGE/FUEL ECONOMY

Fuel economy is measured differently in PHEVs and 
EVs. Typically, range is measured in MPGE (miles per 
gallon equivalent) and kilowatt-hours (kWh) for electric 
vehicles and plug-in hybrids respectively.

In preliminary testing or specs released by 
manufacturers, most light-duty electric trucks have a 
range of no less than 200 miles per full charge. That 
distance can be increased based upon how your vehicle 
is configured, particularly the size of the battery it 
employs. Of course, range will also fluctuate based 
upon driving style/conditions, payload, and towing, just 
as fuel economy does with an ICE.

 
 PERFORMANCE

Automakers have indicated that EV versions of 
their popular light-duty trucks are likely to exceed 
the horsepower, payload, and towing performance of 
their ICE predecessors, which was initially one of the 
biggest questions surrounding the use of electric trucks 
in a commercial capacity. Much of this mystery has 
been answered with real-world testing and advanced 
engineering on pre-production models, though more 
testing needs to be completed to instill full confidence 
in buyers.

Towing performance is one of the biggest question 
marks remaining as consumers and tradespeople wait 
for these production vehicles to hit the market and be 
used in their particular line of work. As mentioned, the 
more significant your towing and payload demands 
become, the less your range will be as a result.

BY BEAU BECRAFT, KNAPHEIDE
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CHARGING TOWARD THE FUTURE
To help ease woes, many manufacturers have or will 

be incorporating smart technology that will calculate 
and monitor your truck’s capabilities. This includes 
incorporating digital scales to calculate accurate travel 
range and some manufacturers even offering the ability 
to route your path of travel where more charging stations 
are available, which brings us to our next point.

 
 

CHARGING
Not long ago, electric vehicle charging stations were 

practically nonexistent. However, with more EVs on the 
road and a significant push for EV infrastructure, the 
charging network continues to grow exponentially.

According to the US Department of Energy’s 
Alternative Fuels Data Center, there are over 45,000 
electric charging stations currently located across the 
United States. Their Alternative Fueling Station Locator 
will help you find your nearest public charging station 
or help you plan a trip using “alternative fuel corridors” 
that maximize your opportunities for charging along 
the way.

Your business may also want to install a charging 
station(s) where you park your fleet.

Charging units vary in price based upon installation 
costs as well as what level charger you decide to 
implement. Level 1 chargers, such as a basic wall-
mount system, are one of the cheaper options, starting 
at around $300 for the unit itself. As you can imagine, 
the higher the charger level (levels 2 and 3 offer quicker 
charging times), the higher the price of the unit and 
installation costs.

However, an on-site charger will be beneficial, allowing 
you to charge your fleet overnight and be road-ready 
the next day, eliminating the need for a stop on the way 
to the jobsite.

 
 

LIFE EXPECTANCY
The electric motors that power EVs require fewer 

components to operate than the internal combustion 
engine. Thus, maintenance costs for EVs are expected 
to be much lower. Coupled with the fact that EVs will not 
require fluid changes as part of regular maintenance, it 
would seem that the cost of maintenance will indeed 
be lower than a traditional gas-powered vehicle.

According to a study of Consumer Reports members, 
results indicate that owners of battery electric and 
PHEV owners are paying half as much as ICE owners 
for repair and maintenance to their vehicles.

As with any vehicle, regular maintenance will improve 
the longevity of its operation. While it’s slightly 
premature to estimate how many years we’ll get out of 
an EV work truck, with proper care, odds seem good that 
they will rival, if not exceed, the life expectancy of the 
current generation of work trucks.

 

CONCLUSION
While a vast amount of hard data is readily available, 

statistics regarding total cost of ownership and benefits 
will remain, to a degree, uncertain until there are more 
electric and hybrid fleets on the ground and in regular 
use for results to be recorded. However, early stats and 
other information released by OEMs indicate that the 
future of electric vehicles is promising and capable, 
particularly in the commercial vehicle space.

And while we have yet to see much information in regard 
to heavier-duty vehicles (those classified as class 5 and 
up) as it pertains to EV options, we anticipate seeing 
more news on those developments sooner as opposed 
to later.

In the meantime, some will remain hesitant to make 
the switch to EVs until the technology has had time 
to produce more concrete findings on performance, 
longevity, and ROI. To their benefit, there are multiple 
online calculators that will help you determine the 
potential cost savings of electrifying your fleet.

Regardless, the groundwork has most certainly been 
laid as EVs are leading the charge (for lack of a better 
term) toward an electrified future for fleet operations. 
With continual advancements in technology, the reality 
of electric vehicles surpassing the capabilities of their 
gas-powered predecessors could arrive much sooner 
than anyone ever anticipated, changing the landscape 
of the industry and ushering in the next generation of 
work vehicles.

For more, go to www.knapheide.com

“ The groundwork has most 
certainly been laid as EVs are 

leading the charge [...] toward an 
electrified future...”
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STOP WORKING SO HARD
The AmeriDeck™ In-Bed Lift 

System is the smart, bolt-on 
solution to increase the versatility 
and utilization of your full-size 
pickup truck. Available for both 
6.5′ and 8′ truck beds, this two part 
system is comprised of a Lift Arm 
and interchangeable bodies. The lift 
arm is installed into the bed of your 
truck and is operated by a simple 
push button remote. You can select 
a PowerDeck™ for hauling a wide 
variety of equipment and large items, 
or the DumpDeck™ for moving bulk 
materials like mulch or stone. Plus, 
our patented design allows you to 
have both bodies and interchange 
them as needed so you can handle 
whatever life throws at you.

EASIER THAN LIFT GATES
SINGLE HANDED OPERATION
The two-button pendant control 

for the AmeriDeck™ system was de-
signed for simple and single hand-
ed operation, making it easier than 
ever for one person to load and haul 
cargo in their pickup truck.

LARGER DECK SPACE
With the lift arm being located near 

the front of the bed, the deck covers 
the entire bed space – either 6.5’ 

or 8’, depending on the bed length 
– providing greater deck space for 
hauling equipment and materials.

GREATER LIFT CAPACITY
The AmeriDeck™ system can lift 

up to 2,500lbs from ground level, 
40% greater than most lift gate sys-
tems. This allows operators to haul 
two motorcycles, a load of gravel, 
and other equipment or materials 
that lift gates may not.

SAFER THAN RAMPS & TRAILERS

NO RAMPS NEEDED
No need to haul equipment up on 

ramps, eliminating the risk of back 
injury as well as a space to store 
said ramps. AmeriDeck™ does the 
work for you. The lift arm drops 
the deck straight to the ground 
for ground level loading. Easy ac-
cess tie-downs/D-Rings are locat-
ed on all four corners of both the 
DumpDeck™ and the PowerDeck™ 
to keep equipment and materials 
safe during loading and transport. 

SMALLER FOOTPRINT
Eliminating the need to use a 

trailer or tow truck, your truck can 
work on the side of the highway 
with little to no interference with 
traffic patterns. Small driveways 
and winding roads are equally as 
easy to navigate with AmeriDeck™ 
and a 3/4-1 ton truck.

PRODUCT SPOTLIGHT: AMERIDECK



STOP WORKING SO HARD

“Long story short – if you aren’t using 
the AmeriDeck™ system on your full-size 

pickup truck, you’re working too hard.”

 GROUND TO GONE IN 90 SECONDS
Imagine being on the side of a 

busy highway on a motorcycle 
recovery job. You want to get in 
there, load the bike, and get out as 
fast as possible. With AmeriDeck™, 
it takes only 90 seconds from the 
time you secure the bike to the 
deck to load up the deck and get 
back on the road.

MORE VERSATILE THAN
 DUMP INSERTS & 

OTHER TRUCK ACCESSORIES

MULTI-USE TRUCK
Most other truck accessories are 

permanently fixed to the bed of 
your truck. With AmeriDeck™, you 
can interchange between a Pow-
erDeck™ or a DumpDeck™ within 
minutes, giving you the opportuni-

ty to use your truck for more than 
one application. All you have to do 
is lower the deck to ground level, 
pop out the pins, move the truck 
to the other deck, and put the pins 
back in place. 

GREATER DUMP ANGLE 
As compared to other dump in-

serts, AmeriDeck™ offers a greater 

dump angle of approximately 55° 
depending on the deck length. 

2-WAY DUMP/RAMP GATE
The gate of the DumpDeck™ fea-

tures a 2-way engineered dump/
ramp design. The ramp has a 45° 
rear approach angle making it eas-
ier than ever to load equipment, 
while the dump design paired with 
the dump angle previously men-

tioned, as well as the sloped sides, 
make for efficient dumping of ma-
terials.

SAFE STORAGE UNDER THE DECK
Underneath the decks, you have 

approximately 9”H x 18”H x the 
deck length on either side of the 
base providing ample space for 
tools and/or straps. This elim-
inates the need for additional 
trucks and labor. 

FOR WHATEVER 
LIFE THROWS AT YOU

AmeriDeck™ provides safe, easy, 
and versatile solutions for both 
work and play. While it is most 
commonly used with the Power-
Deck™ for personal and profession-
al motorcycle transport, quickly 
switching to the DumpDeck™ trans-
forms it into the perfect tool for 
your landscaping and snow/ice re-
covery business. Furthermore, the 
interchangeability between decks 
provides an ideal solution for “DI-
Yers” focused on home projects 
and “Weekend Warriors” who haul 
dirt bikes, 4-wheelers, and more.

Long story short – if you aren’t 
using the AmeriDeck™ system on 
your full-size pickup truck, you’re 
working too hard.

For more information visit:
AMERIDECKPRODUCTS.COM
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BY BILL VANDER PLAATS, MARKETING MANAGER, SCELZI ENTERPRISES, INC.
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TRENDING: SUPPLY CHALLENGESTRENDING: SUPPLY CHALLENGES
As we near the end of 2021, the 

good news and the bad news for 
the work truck industry seem to be 
coming in equal parts. On the good 
side, the bipartisan infrastructure 
law approved by Congress last 
month appears to finance enough 
actual infrastructure projects to 
boost construction spending for 
the next 3-5 years, further ramping 
up demand for work trucks. No 
matter your political viewpoint, 
this appears to be good economic 
news for our industry. “While I hate 
wasteful government spending,” 
notes Gary Scelzi, “the lack of 
investment in roads, dams, and 
highways over the past decade or 
two has not been good for anyone.”
On the other hand, the global 

supply chain issues that have hurt 
our industry might be highlighted 
by the microchip shortage -- but 
they are certainly not limited to 
that one key component. The 
bigger picture reveals some much 
deeper problems which may not be 
corrected so soon. Shipping ports 
in the US are clogged with container 

ships that can’t unload cargo nearly 
as quickly as they could in the past. 
One industry estimate pegs the 
average time to unload a container 
ship at 9-days for California ports -- 
three times longer than it took just 
2 years ago.  And once unloaded, 
the time for pickup and delivery 
of those containers has also 

been lengthened. Finger pointing 
at who is to blame is aimed in 
several directions, but the result 
has been delayed materials and 
components for many industries, 
including commercial work trucks. 
And all this is inflating the prices 
for those components, too. Some 
ports and shippers charge storage 
fees and other penalties for slow 
turnaround that is increasing 
expenses at a phenomenal rate.
The team at Scelzi Enterprises 

has done their best to navigate 
through these choppy waters, but 
it has not been easy. Switching 
from single-source suppliers 
for key components to multiple 
sources has become an ongoing 
project in 2021, and one that has 
taken time and resources away 
from other activities. “We have 
sometimes been loyal to a fault,” 
notes Scelzi, “and stuck by our 
suppliers due to our long history 
with them. But there comes a point 
when you have to consider multiple
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backup sources for those times 
when lightning strikes in the supply 
lines of those same suppliers.”

A recent example at Scelzi 
involved their mudflaps. Having 
a single supplier for years, their 
Purchasing team saw little reason 
to find another company that could 
imprint the Scelzi name and other 
marketing information on their 
rubber mudflaps. That is, until a 
shortage of rubber early in 2021 
disrupted the steady flow to one 
long-time supplier. “We were upset 
that something as low-tech and 
simple as mudflaps might slow 
down product delivery for even a 

day, but it happened,” notes Scelzi. 
“We even had to send out blank 
mudflaps with our truck bodies for 

a week or two, while we waited for a 
backordered supply to arrive at our 
primary supplier, and at the same 
time we secured a 2nd supplier to 
act as insurance for the future. We 
realize now we should have done 
this sooner, but it takes so much 
time to find a new supplier who can 
meet our quality requirements, that 
we just could not justify doing it 
before now.”
After the mudflap experience, 

the team at Scelzi is looking at 
other single-source suppliers with 

a much more critical eye. “We are 
still very loyal to key vendors but 
can’t afford any more supplier 
delays that cause such damage to 
our timelines,” adds Gary. “Whether 
it be a shortage of raw materials, 
or a labor shortage, or just hiccups 
in their internal operations, we 
have determined we need to buy a 
little more supplier insurance for 
the future.” And that seems to be 
a trend for many companies in the 
work truck industry.  

For more information, contact 
Scelzi Enterprises or
visit www.seinc.com

“We are still very loyal to key vendors but can’t 
afford any more supplier delays that cause such 

damage to our timelines...”

TRENDING: SUPPLY CHALLENGESTRENDING: SUPPLY CHALLENGES
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TRENDS ININ THE TRADESTRADES

In 2013, Lorraine and I purchased 
our first PHEV plugin Hybrid 

Electric Car as her primary 
transportation needs. We 
researched the few PHEV models 
available and found the car that fit 
her driving needs. We looked on line 
and found the car that fit our needs 
about 150 miles away. We worked 
with local dealer of choice, a long-
term customer of our previous farm 
equipment business and agreed on 
the trade difference. A few days 
later, we drove home in our new 
PHEV.

At the time of the purchase, we 
negotiated the optional 240-volt 
charger for permanent mounting in 
our garage as it charges twice as 
fast as the 120-volt charger. Having 
years of electrical wiring experience, 
the 240-volt, 20-amp circuit was 
easy to install in our garage. Bottom 
line, if there is a choice available 
always select the 240-volt charger 
for your personal driver. Every time 
we park our PHEV inside our garage, 
we automatically plug it in to insure 
a full charge for the next adventure.

A standard 120-Volt charger was 
included with the car. The long 
cord with this charger is ideal 
for use on those overnight stays 
away from home. The negative 
– a full charge takes several 
hours using the 120-volt charger. 
Always bring a long extension 
cord when parked a distance away 
from a 120 volt electrical outlet.  

Shortly after the purchase, we 
notified Adams Electric Coop, our 
home electrical supplier as they 
advertised a special promotion for 
all new EV car users. As advertised 
they would reduce the rate per 
KWH from eleven cents to seven 
cents. The special rate required a 

switching circuit to shut down the 
vehicle charging during peak load 
demand that frequently occurs on 
those extremely hot summer days. 
Temperatures frequently exceed 
90 degrees in the summer with 
humidity reaching 75 to 90 plus 
percent. We have no recall of ever 
having the charging circuit switched 
off by the power coop. Their monthly 
magazine publication featured a 
story on our PHEV, one of the first 
electric cars in their service area. 

Our first PHEV provided fifty miles 
of transportation on a full charge 
of 8 Kilowatts at seven cents per 
KWH for a total cost of 56 cents to 
drive 50 miles. Our second PHEV, 
a 2018 model, achieves over 60 
miles on a full charge of 8 Kilowatts 
averaging just less than one cent 
per mile fuel costs. Pretty fair rate 
today with local fuel exceeding 
$4.00 per gallon in many areas. In 
case you want to know the average 
MPG, often of interest for many 
cost conscious drivers, both the 
2013 and the 2018 models average 
well over 250 miles per gallon.  

The joy of a PHEV allows the 
driver to select driving on electric 
only or run the engine charging 
the battery for an average 39 MPG 
rate. If you do the math, the cost 
per mile is almost 10 cents per mile 
using the engine. That equates to 
over 10 times the energy cost of 
operating on fuel VS electric only. 

Lorraine drives the car over 90% 
of the time averaging about 25 – 
35 miles per day and never runs 
out of electricity. The nine-gallon 
fuel tank, used when running on 
the engine powering the generator 
only and not the drive axle, provides 
a range of over 300 miles. Add the 
50 to 70 miles on electric, your total 

driving range is well over 350 miles, 
far more than two seniors can 
travel without stopping. Displayed 
prominently in the instrument 
cluster are the total miles available 
on electricity and the grand total 
using all on-board fuel.  Due to the 
limited number of miles driving on 
engine power, we use hi-octane 
fuel without ethanol. For the entire 
year of 2017 with over 8000 miles 
of driving, we never purchased one 
gallon of fuel for our car. We had 
such a positive experience with our 
2013 model; we traded up to a 2018 
model of the same PHEV brand. 

The optional 240-volt charger installed 
in our home garage provides faster 
charging than the standard 120-volt 
charger provided as standard with the 
vehicle. When Lorraine parks the PHEV 
in the garage, she plugs it in for a full 
charge on the next adventure.

QUESTIONS WHEN SELECTING AN EV/PHEV

BY TAYLOR STEINBERG - CORPORATE SALES TRAINER, KNAPHEIDE
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Weather and temperature have 
a major impact on the number of 
electric drive miles available. Our 
current 2018 model will average over 
70 miles on electric drive during the 
spring and fall when climate control 
demands little power. Keep in mind, 
the amount of cabin climate control 
requires varying amounts of the 
same power we use for propulsion. 
When the outside temperatures are 
comfortable with the use of only a 
ventilation fan, there is very little 
impact on the propulsion energy. 
When the outside temperatures are 
over 90 degrees, the air conditioner 
consumes more of the electricity. 
Conversely, in the winter with 
temperatures in the teens or near 
zero, clearing the windshield and 
heating the cabin consumes a great 
deal of electricity. Both of these 
situations reduce your mileage 
availability commensurate with the 
temperature extremes. 

Will an EV or PHEV fit into your 
personal or business driving 
environment? Carefully consider 
the following before selecting the 
vehicle of choice. 

SELECTING A PERSONAL EV / PHEV 
FOR YOUR TRANSPORTATION NEEDS
• Vehicle budget / price of the 

vehicle / costs per mile driven
• Driving style / miles per day on 

average / work commute miles 
round trip

• Miles per charge / Charge at 
home / Charge at work / Type of 
charger for your residence

• Do I need a backup vehicle 
powered by gasoline or diesel for 
those cross-country adventures?

• Check out government incentives 
- We received the federal rebate 
of $7500 with the new purchase 
in 2013 and the state of Illinois 
denied the rebate of $4000 as 
the purchase was out of state. 

Study all options, both federal 
and state, before you purchase. 

 
SELECTING A BUSINESS / 

COMMERCIAL EV / PHEV FOR YOUR 
TRANSPORTATION NEEDS

• Business vehicle –
 Transportation or delivery

• GVWR – Gross Vehicle Weight 
Rating / Net payload

• Miles per day or delivery route / 
will the vehicle handle the miles 
without charging 

• Charging station at the business 
location for charging overnight

Carefully study all options and 
select the correct vehicle for your 
application. As this article ends, 
we recently topped off the nine-
gallon fuel tank on our PHEV with 
just under five gallons. Our previous 
visit to the fuel station was just over 
eight months ago. 

© The Knapheide Manufacturing Company 2021

INTRODUCING 
THE NEWLY 

REDESIGNED PGTD

B&W Turnoverball® Gooseneck Hitch System 
with 2-5/16” Ball Included (hitch is rated at 

30,000 lb gross trailer weight with 
7,500 lb tongue weight).

Full height slam tailgate with 
center mounted release handle.

Upgraded rear mount 
lighting system.

 Four 36” high front compartments, 
each with 250 lb. capacity shelves.

NEW FEATURES

TRENDS ININ THE TRADESTRADES
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Getting and keeping work-
ready vehicles on-lot has been 

a losing battle for dealers over 
the last two years, and it looks 
to be this way for a while still. 
Dealerships and their business-
owner customers are both, in their 
own right, scrambling.  Simply, their 
goal is to manage the changes in 
the processes of buying and selling 
work vehicles, while keeping their 
respective businesses operational, 
and their staff employed. 

There is a near-complete loss 
of faith in the vehicle industry to 
successfully produce and deliver 
the volume of work vehicles 
required.  It was already hard enough 
obtaining work-ready units through 
the necessarily longer upfitting 
process, now dealerships have to 
navigate OEM chassis shortages. 
Availability of some raw materials 
and manufactured components 
used in vehicle production is 
being called into question. Supply 
chains that were always a workable 
headache, are now stagnant in 
some places, atrophying or even 
non-existent in others.  Inventory is 

drying up across the board.  Even 
the pools are shallow if not dried 
up completely -  and that’s just to 
name a few of the new challenges 
you must face, and sometimes 
explain to frustrated and impatient 
customers.  I could go on.

It’s unfortunate, it’s unfair, but 
it’s not insurmountable.  You just 
have to know which way the wind 
is blowing.

First, a reality check.  Even as 
OEM’s start to ramp up, it’s already 

too late to just get back to “normal 
inventory” like nothing happened.  
The ripple has already begun.  A 
return to “normal inventory” is 
still far enough out that it’s hard 
to predict.  And, soberly, this 
new normal may not ever be the 
old normal that we all knew and 
understood; it is now critical for you 
and your buyers to begin planning 
much, much further ahead.

While most business owners are 
broadly aware of the major issues 
holding up production and delivery 
of new work vehicles, they may 
not have - or understand - all of 
the information.  This can mean 

that you’ll occasionally have angry 
customers who think that these 
inordinate delays are in some way 
a personal slight, as if you have re-
prioritized them to the bottom of 
the list.  This is a deep, and slippery 
hole that is very difficult to dig 
yourself out of, and not one you 
want to be in more than once.

Now is the time to invite, 
encourage, educate and engage 
your customers.  Get them as up-to-
speed as you are with each of the 
new issues the industry has been 
facing since 2020.  A proactive 
approach with your knowledge 
and a calm, matter-of-fact delivery 
should remove any doubt -  you 
know which way the wind blows. 

With that in mind:
Personal experience and 

professional observation tells me 
that, by and large, the best time 
to handle an objection/stumbling-
block is before it occurs, and 
I’m seeing a growing number of 
dealerships doing just that.  For 
customers awaiting delivery of 
an already purchased vehicle, 
dealerships are aggressively 
working to educate and inform 
those customers regarding the 
specific nature of the current 
global supply-chain woes, and how 
specifically the delivery date of their 
new truck or van will be impacted.  

Regarding new purchases, this is 
where you have the most breathing 
room.  Conversations are being 
steered away from any sort of 
“Buy something NOW” mentality.  
Instead, many dealerships are 
proactively reaching out to their 
entire customer base.  All of them.

WHICH WAY THE WIND BLOWSWHICH WAY THE WIND BLOWS

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

WHILE MOST BUSINESS OWNERS 
ARE BROADLY AWARE OF THE MAJOR 

ISSUES HOLDING UP PRODUCTION AND 
DELIVERY OF NEW WORK VEHICLES, 

THEY MAY NOT HAVE - OR UNDERSTAND 
- ALL OF THE INFORMATION.
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DEALERSHIP SUCCESS

BE SURE TO CONTACT 
SHAWN AT 

SHAWN.HORSWILL@
WORKTRUCKSOLUTIONS.COM 

FOR MORE TIPS

First, to make sure their customers 
are as informed as possible 
regarding inventory availability as 
projected over the next two years.  
Once the salesperson and the 
business owner are on the same 
page with regards to delivery-date 
expectations, it then really becomes 
an easy order conversation.

The more buyers understand the 
what’s and the why’s underpinning 
this extremely lengthy new process 
for acquiring work vehicles, the 
more comfortable they will be in 
taking timely and informed actions 
with you; actions that support both 
of your bottom lines. Share in the 
process with them and keep them 
posted throughout.  The more your 
customers feel they have retained 
control over their own outcomes 
by working with you, the better the 
odds are that they will continue to 
work with you.  

Difficult delivery times challenge 
any budget.  Educate buyers on 
the need and benefits of new 
ordering habits.  Encourage them 
to think ahead, and lead them to 
consider appropriate add-ons.  
When regularly planning far ahead, 
availability for more specialty and 
custom builds becomes a more real 
possibility.  Better equipment for 
happier customers, generating even 
higher revenue for you.  

In taking the time to ensure they 
have a clear understanding of what 
is going on, all you need now is an 
easy order tool to streamline this 
process even further.  This can be 
a simple fill-in-the-blanks template 
given to each member of your sales 
team, plus a page on your website 
that allows the customer to fill it out 
themselves.  

You may already have one of these 
tools built into your website, CRM, or 

both, and just didn’t know it, or forgot 
where it was; just a few years ago 
only certain dealerships with certain 
types of business accounts would 
have a need to regularly use this kind 
of form.  Now, it’s as integral to the 
sales process as simply showing up.

That said, if you have verified that 
your website and CRM providers 
just don’t have a simple easy order 
form available for print and online 
use, it might just be worth asking 
if they know which way the wind is 
blowing…?
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COACH KEN
THE PANDEMIC BLUESTHE PANDEMIC BLUES

BY KEN TAYLOR

“THESE are the times that try men’s souls. The Summer 
Soldier and the Sunshine Patriot will, in this crisis, shrink 
from the service of their country: but he that stands by it 
now, deserves the love and thanks of man and woman.”

We are in the midst of a world 
changing pandemic, of which 

the ramifications have not been fully 
exposed to America and the world. 
Vaccinations, new virus variants, 
and economic impact to this day 
have not been fully realized. Many 
car lots sit empty, and businesses 
are struggling to stay afloat.  Right 
now, the words of the American 
Revolutionary War patriot, Thomas 
Paine ring true:

“THESE are the times that try men’s 
souls. The summer soldier and the 
sunshine patriot will, in this crisis, 
shrink from the service of their 
country; but he that stands by it now, 
deserves the love and thanks of man 
and woman.”

Paine’s message was clear during 
the darkest days of the Revolutionary 
War. His advice was not to “shrink 
from the service of their country” but 
to stand up and be counted. 

My company works with 
manufacturers and dealers that build 
and sell work vehicles from Class 
8, over the road trucks to mini vans 
and pickup trucks. This has been a 
21-year journey that began during 
the last great recession in the early 
2000s until today. I’ve witnessed a 
lot of strategies being deployed then 
and now that can lead to disaster or 
triumph. Let’s look at all your options:

1. WAIT AND SEE - 
This strategy is a “cut expenses 

and wait until it is over” approach.  
This means not contacting 
current clients, not prospecting, 
cutting expenses and bodies, and 
complaining about how bad things 
are right now.

2. THE “BLAME GAME”- 
Complain to your manufacturer 

field rep, your upfitters, and your 

finance partners.  Trust me, if they 
could fulfill your needs, they would 
do it in a heartbeat. My company, 
Commercial Truck Training, works 
with most of the manufacturers from 
Ford, GM, and Stellantis, to finance 
companies like Ally Financial. Every 
supplier is doing everything they 
can to help dealers.

3. GET “BEAT UP” - 
Listen to all the complaints (and 

threats to never use you again). 
Most of us take a “not my fault” 
approach and hope it will all go 
away.  “Hope” is not a strategy!

Is there anything we can do?  Yes, 
you can control the things that are 
within your power. That means being 
proactive and taking well thought 
out directed action. Here are my 
best recommendations.

1. Contact five customers and 
prospects daily. Ask questions 
regarding their current status and be 
straightforward and honest about 
where you stand regarding inventory 
and options.

2. Do offer to place orders in the 
order banks.  Let them know that 
even if they are not looking for a 
work vehicle, now is a good time to 
“get in line.”

3. Target market what you do 
have in stock. If you have vans, 
target plumbers, electricians and 
delivery services. If you have light 
duty pickups, new or used, target 
building contractors, pool service 
companies, and landscapers. 

4. There has never been a better 
time to embrace training in sales, 
marketing, and product knowledge.

5. Learn about and leverage 
technical tools that broaden your 
marketplace, such as Work Truck 
Solutions. This is a small investment 
for a big return if done correctly. Go 
to www.worktrucksolutions.com. 

6. Become active in trade groups 
and networking opportunities.  One 
of our dealerships followed our 
advice and had each salesperson

Dec/Jan 2021/22 FORDPROSDec/Jan 2021/22 FORDPROS24       



COACH KEN

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

become active in two different 
national trade groups, in this case the 
Home Builders Association and AGC 
(Associated General Contractors). 
The meetings were online via www.
zoom.com. They followed our advice 
and made telephone calls after each 
online meeting and got face-to-face 
appointments with new prospects. 
Another dealer became active in BNI 
(Business Network International) 
and got immediate results!

7. Leverage “electronic marketing.” 
We help dealers set up and distribute 
“electronic newsletters” that go out 
weekly and have a very solid open 
rate. We highlight a vehicle of the 
week and attach a link directly to 
your website that gets a high level 
of click-throughs.

8. Be involved in civic groups such 
as your local Chamber of Commerce, 
Civitan and others.  This business is 
all about relationships and there is 

no faster way to grow relationships 
than through group involvement.

There are other options, but these 
are great starting points. When you 
make all these contacts and build 
relationships, remember, you are not 
going to get immediate results, but 
when the economic situation gets 
back to normal you will have more 
business than you ever imagined.

So, are you going to depend on the 
strategy of “hope,” or are you going 
to proactively target customers 
and prospects to both keep them 
informed and build new relationships 
that will pay off in the near future!  I 
think the answer is clear. 

The motivational speaker, Tony 
Robbins said, “The only impossible 
journey is the one you never begin.”
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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
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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
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COMMERCIAL TRUCK SUCCESS
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

I want to complete the quote above. 
Here it is: “Leadership is not meant 

to be an all-or-nothing proposition. If 
being someplace other than the top 
has caused you great frustration, 
please don’t throw in the towel. 
Why? Because you can make an 
impact from wherever you are in 
an organization, even if you face 
additional obstacles.”

Skipping to the next paragraph in 
John C Maxwell’s wonderful book, 
The 360 Degree Leader, he goes on 
to say something very important: “I 
believe that individuals can become 
better leaders wherever they are. 
Improve your leadership, and you 
can impact your organization. You 
can change people’s lives. You can 
be someone who adds value. You 
can learn to influence people at 
every level of the organization–even 
if you never get to the top. By helping 
others, you can help yourself.”

I am a huge fan of this book. In 
every way, in every position that I 
have ever been in, I have endeavored 
to lead–to be a leader in the position 
that I have, regardless of how high 
up the ladder it was. In all of the 
organizations of which I was a part, 
I may have been high up the ladder, 
but was never in an ownership 
position until starting my own 
business; however, that has never 
stopped me from leading to the best 

of my ability from where I was, and 
even leading beyond my position 
from time to time.

I can tell you unequivocally that this 
concept is an excellent place to be 
and I encourage it within everyone 
in every organization of which I’ve 
ever been a part. Every organization 
needs a wide variety of leaders. 
In fact, they cannot function well 
without them. The more there are, 
often the better the organization can 
become.

What is also critically important to 
realize–and this was a tough one 
for me from time to time– is that 
being at the top is not necessarily as 
good as where you are now. Often, 
I thought that I would be better in 
the top leadership position within 
companies that I was a part of, but 

now looking back, I’m not nearly so 
certain. This is partly because I’ve 
now owned my own company for 14 
years, and I see a lot of companies 
in action in the position I hold now. 
Plus, I’m older and wiser now than I 
was then.

It is easy to take pot-shots at the 
top leaders when you’re on the firing 
line and you know what needs to 
get done and it isn’t getting done. 
The thing to concentrate on is what 
Teddy Roosevelt famously said so 
well: “Do what you can, with what 
you have, where you are.” That is 
such excellent and timeless advice. 

Just focus on today, right now, 
with what you have, what you can 
do and then do it. Be the leader. It 
doesn’t matter so much whether 
you’re paid to do it that way or not. 
Leaders don’t go around asking for 
money for every movement. They 
just move. Go for it. If money comes, 
great. If money doesn’t come, great. 
At least you will have learned to be a 
better leader. That is something you 
can cash in down the road for sure 
and for certain.

Begin looking at yourself as
a leader wherever you are 

in your company.

TERRY’S BLOG

Terry Minion
Commercial Truck Success 

“Leadership is 
not meant to be 

an all-or-nothing 
proposition.”

— John C Maxwell

www.ctsblog.net

LEADING FROM WITHINLEADING FROM WITHIN
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SOCAL SAWBODIES NOW OFFERING 
NEW BOLT-ON ALUMINUM WEATHER ENCLOSURE

In 2015 SoCal SawBodies (formerly SoCal Upfitters) 
was approached by Ken Grody Ford, inquiring if an 

SawBody Truck Upfit was possible for a customer with 
a tight turn around. Taking up the challenge of upfitting 
the saw truck within the 3 week deadline, they did their 
research. Visiting customers within the industry for 
direction, they designed a layout per the customer’s 
needs. They saw the completed project on time and 
on budget- and as they say, the rest is history. Today, 
SoCal SawBodies is the only aluminum sawbody 
manufacturer and the premier saw body upfitter in the 
United States. 

Now SoCal SawBodies is taking it to the next level 
by offering their fully aluminum Wall Saw truck body 
and their new bolt-on aluminum weather enclosure for 
both the 15 and 17-ft sawbodies – making their trucks 
multi-purpose for several different industries. 

For More Information go to 
www.socalsawbodies.com 

or email them at mike@usatruckbodies.com

PRODUCT PREVIEW:
SoCAL SAWBODIES
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IBS 2022
FEBRUARY 8-10, 2022
Location:  Orlando, FL
Registration now open!
www.buildersshow.com

The NAHB International Builders’ 
Show® (IBS)—the premier, once-a-year 
event that connects, educates and 
improves the residential construction 
industry—is a hub for new product 
launches, construction demos, indus-
try thought leader sessions, work-
shops, panel discussions…and more. 
The people, products and knowledge 
you’ll gain will give you the real ideas 
and real solutions you need to grow 
and strengthen your essential busi-
ness.

WORLD OF CONCRETE 2022 
JANUARY 18-20, 2022 
Education seesions: 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 go-
ing. Adapting. Giving a master class in 
resilience and being an essential work-
er. 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.

REGISTRATION NOW OPEN BOOK HOTELS NOW
For more than 20 years, the people who de-
sign, build, use and maintain the work trucks 
and equipment the world relies on have gath-
ered every March to see the industry’s latest 
products and technology, learn from one an-
other and discuss how to improve the future. 
What started as a trade show has evolved 
to meet the changing needs of the industry. 

The event has expanded beyond the walls 
of Indiana Convention Center to encompass 
hotels, restaurants, sports arenas, concert 
venues and the streets that connect them. 
From Monday to Friday, its energy, scale 
and intensity encompass the city — making 
Work Truck Week a one-of-a-kind industry 
experience.

UPCOMING TRADESHOWS & EVENTS

2022 NADA SHOW
MARCH 10-13 2022
Location: 
Las Vegas 
Convention Center
Registration now open!
show.nada.org

The NADA Expo is the auto industry’s 
premier marketplace of innovations 
and solutions where attendees can 
search and shop thousands of prod-
ucts and services from the industry’s 
top vendors and suppliers — spanning 
from brand new start-ups to estab-
lished Fortune 500 companies. Con-
nect and network with other industry 
leaders on the Show floor while using 
this expansive platform to explore new 
trends and technologies that can help 
businesses thrive. This is where real 
business gets done!

KEY NOTE SPEAKER:
MIKE ROWE

TRENDING FORWARDTRENDING FORWARD
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safefleet.net

Reduce Accidents  
and “Wow” Customers

Speed is what counts in last mile delivery. What if by keeping drivers safe and productive  
you could actually deliver faster? Our Modular Sliding Partition features a durable, rigid barrier  
to keep your drivers—and your inventory—safe and secure through the bustle of transportation.

Maintain a ‘hurry-up’ mindset while avoiding accidents or injuries.

LEARN MORE:  www.primedesign.net

SAFE, FAST,
FLEXIBLE
DELIVERIES

Scan to learn more

https://www.safefleet.net/


PLANNING FORPLANNING FOR

REGISTER NOW

SCHEDULE AT A GLANCE
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HELPFUL HINTS
+ Register early and save! Advance pricing ends Feb. 8, 2022

+ Choose Attendee, Media or Exhibitor 
  (to register as an exhibitor, you must currently have a booth in the 2022 Show)

+ Exhibitors, login to your Exhibitor Dashboard. 
  Attendees/Media, search for your name or company

+ If you have a Promo Code, enter it when prompted during registration

+ Don’t forget networking and education add-ons. 
   Purchase tickets to Opening Reception, Annual Meeting 
   and special sessions separately (not included in a package)

+ Complete the requested information and check for confirmation email

+ Registration discounts will be applied for all active NTEA member companies. 
   Check your status. Not a member? Join now

+ Hotels are in high demand. Book early
NTEA has arranged discounted rates for Work Truck Week registrants at these hotels> 
All reservations must be made directly with Work Truck Week Housing. 
Call 317-262-8191, Monday–Friday, 8:30 a.m.–5 p.m. EST (excluding holidays) 
or make reservations online. Confirmations are sent via email or fax (if requested) within 24 hours.

HOTELS
JOIN NOW

DON’T FORGET THE

https://www.worktruckweek.com/WTS/About/schedule/WTS/Info_for_attendees/Scheduleofevents.aspx?hkey=2e55e109-e0a4-415c-81ad-5cb19b49c12b
https://www.worktruckweek.com/WTS/About/WTS/AbouttheWorkTruckShow2.aspx?hkey=406dc008-1095-422e-a58b-ffeba796423f
https://www.worktruckweek.com/WTS/About/schedule/WTS/Info_for_attendees/Scheduleofevents.aspx?hkey=2e55e109-e0a4-415c-81ad-5cb19b49c12b
https://www.worktruckweek.com/WTS/Green_Truck_Summit/WTS/GTS/Green-Truck-Summit1.aspx?hkey=5723cd64-c2ec-4e1a-9a93-737ce576e936
https://www.worktruckweek.com/WTS/About/Hotel-travel/WTS/Hotel_and_travel/Hotelandtravelinfo2.aspx?hkey=36aedadc-3318-43df-b000-65d65ec4aa31
https://www.ntea.com/NTEA/Join/Shared_Content/Membership/NTEA_Membership_Join.aspx?hkey=2f55d98c-656e-46e3-be30-76049178a627
https://www.worktruckweek.com/WTS/About/WTS/AbouttheWorkTruckShow2.aspx?hkey=406dc008-1095-422e-a58b-ffeba796423f
https://www.worktruckweek.com/WTS/About/WTS/AbouttheWorkTruckShow2.aspx?hkey=406dc008-1095-422e-a58b-ffeba796423f
https://www.worktruckweek.com/WTS/Green_Truck_Summit/WTS/GTS/Green-Truck-Summit1.aspx?hkey=5723cd64-c2ec-4e1a-9a93-737ce576e936


The incredible events of these past two years have 
given each of us pause in so many areas.  It seems 

that nothing is “like it used to be…”  There is some truth 
to that, but if we are patient, there is some opportunity in 
that, as well.  Only a few years ago, none of us had GPS.  
Now all of us are constantly called to “rerouting.”  This is 
now us on a global scale.  

RE: ORDERING
With the critical shortage of key components, Ford is 

rightly tightening the ordering process for new vehicles.  
Nobody can “fake” an order any more.  That’s bad…for 
those who have been in the habit of manipulating the 
process.  For the rest, it levels the playing field so that 
true orders get the priority they deserve, regardless of 
dealership size.

RE: TOOLING
Just as with GPS, there are incredible tools that are 

available now, if we choose to invest in purchasing them, 
and learning how effective they can be in the right hands.  
The components that are in place at Work Truck Solutions 
go well beyond the original vision of locating vocation-
ready cab/chassis and vans.  Their marketing support is 
exponentially broader than ever.  As we take on the new 
challenges, these tools are key to success.

RE: BUILDING
The body builders that are so deeply supportive of all the 

terrific upgrades in Ford chassis and vans only serve to 
make the Ford Commercial Dealer even more effective 
in not only holding share, but positioning ourselves for a 
terrific future.  

RE: ROUTING
It’s key right now for me to re:member [sic] that the 

clients that I have served still need to hear from me, even 
if my news doesn’t sound good.  This too will pass, and 
the relationships I have built will remain strong as long as 
I stand ready to serve.

Happy New Year!  

CUP o'JOECUP o'JOE

 
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!

Have a Cup o’ Joe with me! Send me your 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!

RE: Just About Everything
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FLEXIBLE CONFIGURATION
FOR A WIDE RANGE OF CARGO

OPTIONAL PLASTISOL UPRIGHTS
TO PROTECT YOUR LADDERS

REAR ROLLER ASSIST
FOR EASIER LOADING AND UNLOADING

TALLER UPRIGHTS
FOR INCREASED STACKABILITY

ADD-ON RATCHET STRAPS
TO QUICKLY AND SAFELY
SECURE YOUR CARGO

ALUMINUM DESIGN
RESISTANT TO CORROSION

INTRODUCING ADRIAN STEEL’S ALL-NEW HD UTILITY RACK
LEARN MORE AT ADRIANSTEEL.COM

https://www.adriansteel.com/


https://www.comvoy.com/vehicles/Ford-trucks-for-sale-14rc?utm_source=fordpros&utm_medium=publication&utm_campaign=december2021

