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GIVE US  
FIVE MINUTES
Let’s talk about how you can thrive in today’s 
market with the interchangeable hoist and 
truck body solution from Switch-N-Go®.

• Power of a Full Fleet
• Long-Term Customer  

Relationships

• Expand Market Reach 
• Over 26 Interchangeable 

Bodies

Go to page       to learn more about 
how you can thrive with Switch-N-Go.

VISIT US @ WORK TRUCK WEEK BOOTH #1333
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Connecting. It’s a word that can 
mean many different things, 

such as installing a computer 
wire, connecting a battery cable, 
or meeting people. That said, one 
thing is for certain in our industry; 
connecting with customers, vendors 
and partners is essential to how we 
operate. And never has this ability 
to connect been tested more than 
over the past two years. But, we’ve 
persevered and found ways, albeit 
different ways than “normal”, to 
connect with each other. We’ve 
all learned how to navigate video 
meetings in lieu of face-to-face 
encounters. Has it been challenging 
and different? You bet. 

Have we adapted? 
Yes we have.

As we move into 2022, there’s a 
renewed hope that we can get back 
to at least some of the face-to-face 
conversations that all of us in this 
industry enjoy so much. And this 
hope is exemplified by the numerous 
trade shows/expos on the horizon 
like Work Truck Week and NADA, 
along with some that have already 
occurred this year, such as World 
of Concrete, CES, and IBS. These 
events give us opportunities to catch 

up with colleagues, customers and 
potential partners, while reminding 
us that our business isn’t just about 
vehicles; it’s about people and 
relationships too! Said another way, 
it’s about connecting with others 
(both virtually and in-person) to help 
meet their vehicle needs, find ways 
to collaborate, and to plan for the 
future. If you haven’t been focused 
on connecting, isn’t it time to start 
(again)?  See you at the Show!

IT’S TIME TO CONNECT (AGAIN)
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You may be like me right now.  
There is so much going on, but 

it seems nothing is as it was, and 
there is so much that I can’t feel 
sure of right now.  It seems like, two 
years ago, with some almost thirty 
years under my belt, my default safe 
answer was, “I don’t know, but I can 
find out!”  Today, the default safe 
answer so often is just the first three 
words:  “I don’t know.”  

When will I have inventory on 
hand I can sell?  When will we be 
able to place orders and expect a 
reasonable time in which they will 
be here?  How can the chip shortage 
be this severe?  When will the 
plant – any plant – return to some 
normalcy?  How soon can I get rid of 
this #@)$%*$* mask I have to wear?  

The current reality may well be the 
new reality, but I hope the newness 
wears off and there is a NEW new 
reality soon! 

In the meantime, what do we do? 
Reminds me of the story of the 

old-time lumberjack who was 
challenged by a new, super-strong 
young lumberjack to a showdown.  
They would separate a few hundred 
feet and see who could fell  the 
most trees in a four-hour morning 
challenge.  The younger one heard 
the gun go off, and chopped at a 
fierce intensity, and wore himself 
out, just about.  Every now and then 
he would listen for the older one, 
and there would be long pauses.  At 
the end of the four-hour contest, the 
logs were counted, and the older 

lumberjack had fallen more trees. 
The younger man was astonished!

He asked the older, experienced 
pro how he had accomplished so 
much, when there were times where 
he could hear no activity at all.  The 
older man replied, “When you didn’t 
hear me chopping, I was sharpening 
my axe.” 

So, in the meantime, when there 
aren’t so many chassis and Transits 
to move, I hope you will join me in 
getting prepared, sharpening your 
axe. Work Truck Week is coming 
in March, and I will be there as 
many other Ford fleet specialists 
will be.  Getting ready for the next 
opportunity to supply customers 
with the newest and best finished 
Fords that are coming soon.  The 
Club’s sponsors will virtually all have 
displays there, as well as another 
few hundred suppliers of various 
components.  

I will learn more in that week than I 
have been exposed to in the last year.  
I’ll be better prepared to sell finished 
Fords than just about anyone.  Join 
me!  You’ll be far ahead of those 
who sit and grind it out at home.

Good Selling,

Joe Hughes
President,  NFTC

joehughes@fordpros.com
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HIGHBEAMSHIGHBEAMSIn TheIn The
TIME TO CONNECTTIME TO CONNECT

SCELZI ACQUIRES PMI TRUCK 
BODIES IN TACOMA

Scelzi Enterprises, Inc, a 
manufacturer of premium truck 

bodies based in Fresno, CA has 
purchased PMI Truck Bodies in 
Tacoma, WA. Scelzi is a leading 
manufacturer and upfitter of work 
truck bodies for Ford, RAM, Chevrolet, 
and other truck builders. Scelzi was 
a Top 5 USA truck body supplier for 
Ford and RAM commercial truck 
divisions in 2021. PMI Truck Bodies 
is a regional distributor and upfitter 
of work truck bodies for the Pacific 
Northwest, and a Scelzi distributor 
for almost 20 years.

“PMI has done a fine job as our 
distributor in Oregon and Washington 
for many years,” states Scelzi owner 
and President Mike Scelzi, “but it was 
time to officially bring them into the 

Scelzi family of facilities so we can 
continue our growth in that area. We 
are happy to add their 20 employees 
to our team and will be adding more 
as our plans in the region develop.”

The new Tacoma location will allow 
Scelzi to expand production out of 
California and closer to the Pacific 
Northwest customers and into the 
surrounding states as well, including 
service bodies, contractors, combos, 
flatbeds, dump bodies and water 
trucks. The location already has 
complete manufacturing and powder 
coating capabilities, and pools for 
Ford and Chevrolet chassis cabs. 
The current 17,000 square foot 
facility sits on 2 acres, but expansion 
is likely later in 2022.

“We are thrilled to officially become 
part of the Scelzi family,” adds Rhett 
Hadman, the outgoing PMI Vice 
President, who will assume the role 
of operations manager of the facility. 
“Scelzi is keeping our staff intact 
though we will all need to adjust a 
little to a different corporate culture.” 
Rhett’s brother, Taylor, will continue 
as the Shop Floor Manager.

The Location will be designated 
“Scelzi-Tacoma” and will follow the 
same rigorous production quality 
standards as other Scelzi assembly 
and production facilities in Fresno, 
Riverside, and Shafter (CA), as well 
as LaSalle (CO). “More expansion 
moves into other locations on the 
way,” says Scelzi, “as our customer 
base continues to expand from our 
core business in California.”

Go to Seinc.com for more 
information on Scelzi Inc’s 

quality products

For more on Scelzi’s Expansion of 
facilities go to page 12.

  

The forties have been good to Ford F-Series. Ford 
has 45 years as America’s best-selling truck and 40 

years as best-selling vehicle, and now, Ford is celebrating 
production of its 40-millionth F-Series for U.S. customers.

The 2022 F-150 Tremor in Iconic Silver paint just rolled 
off the line at the Dearborn Truck Plant in Michigan. It’s 
headed to a customer in Texas to get to work, because 

that’s what Ford trucks do.
Also pictured is a 1950 Ford F-1. Ford began production 

of first-generation F-Series Trucks 75 years ago, in 
1947. The Ford F-1, F-2, F-3 and F-4 went on sale in 
1948. First-generation F-Series production spanned 
from 1948 to 1950. 

MORE AT MEDIA.FORD.COM 

KEEP ON TRUCKIN’: 40 MILLIONTH FORD F-SERIES FOR U.S. CUSTOMERS ROLLS OFF THE LINE
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HIGHBEAMSHIGHBEAMSIn TheIn The TIME TO CONNECTTIME TO CONNECT

FEBRUARY WTW22 UPDATES

One month from the start of Work 
Truck Week 2022, NTEA is amping 

up news around electrification and 
advanced technologies at the event 
— announcing 19 vehicles available 
in Ride & Drive, adding a Green Truck 
Summit session on electric vehicle 
upfitting, and sharing that General 
Motors and Chevrolet will showcase 
the first-ever 2024 Silverado EV all-
electric pickup truck on the Work 
Truck Show exhibit floor. Register 
now.

Work Truck Week, North America’s 
largest work truck event, is scheduled 
March 8–11, 2022, at Indiana 
Convention Center in Indianapolis, 
Indiana. Green Truck Summit, a 
full-day program focused on clean 
energy trends for commercial 
vehicles, is March 8. Education 
sessions run March 8–10, and the 
Work Truck Show exhibit hall is open 
March 9–11.

Event attendees can experience 19 
commercial vehicles with the latest 
advanced technologies, sustainability 
offerings and alternative fuel 
applications during the Work Truck 

Week Ride & Drive, March 9–10. 
Participating companies include 
sponsor Allison Transmission, 
BrightDrop, Clean Fuels Alliance 
America, Eaton Cummins Automated 
Transmission Technologies, Electric 
Last Mile Solutions, Freightliner 
Custom Chassis, GreenPower 
Motor Company, International 
Truck, Kenworth Truck Company, 
Lightning eMotors, The Lion Electric 
Co., Peterbilt Motors Company, 
SEA Electric LLC, Workhorse 
and XL Fleet. Featured vehicles 
incorporate technology that helps 
reduce fuel use, greenhouse gas 
emissions or particulate matter 
and include a range of powertrains, 
including electric, biodiesel and 
plug-in hybrid. Full details about 
the vehicles and technology can 
be found at worktruckweek.com/
rideanddrivevehicles. Ride & Drive 
is free to all registered attendees on 
a first-come, first-served basis and 
includes opportunities to drive many 
of the vehicles on city streets.

A new general session, Upfitting 
Electric Vehicles: Work Truck Industry 
Challenges and Opportunities, has 
been added to Green Truck Summit. 
During the session — moderated 
by John Davis, creator, host and 
executive producer of MotorWeek 
— representatives from Adrian Steel 
Company, Altec Inc. and Freightliner 

Trucks will discuss how electric 
vehicles are impacting commercial 
vehicle chassis, body and equipment 
development.

Making its first appearance at a 
commercial truck industry trade 
show, the 2024 Silverado EV all-
electric full size pickup truck 
is sure to draw a crowd to the 
Chevrolet Commercial Vehicles 
booth (#1829). General Motors 
designed the truck from the ground 
up on its Ultium Platform. Chevrolet 
is one of more than 20 electric 
vehicle manufacturers exhibiting 
at Work Truck Week alongside 
upfitters, modifiers and component/
equipment suppliers.

Registration is required to attend 
Green Truck Summit and access 
the Work Truck Show exhibit hall. 
Advance registration discounts 
ended Feb. 8. 

For more information and to register, 
visit worktruckweek.com 
Join the conversation at 

worktruckweek.com/getsocial

See More about Work Truck Week 
2022 on the following pages!

FREE 
VIRTUAL EVENT

2ND QUARTER
2022

STAY TUNED FOR DETAILS
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HOW KNAPHEIDE USES WORK TRUCK WEEK
TO BUILD AND GROW RELATIONSHIPS

AN OPPORTUNITY TO CONNECTAN OPPORTUNITY TO CONNECT

Each year, countless exhibitors and attendees converge 
upon the Indiana Convention Center in Indianapolis to 

attend NTEA’s Work Truck Week, the premier event for 
those in the work truck industry. 

For Knapheide, the can’t-miss trade show serves as an 
excellent platform to showcase the latest innovations 
and products. But, more importantly, it presents an 
opportunity to connect with the company’s vast network 
of trusted dealer, distributor, and customer partners while 
also forging new relationships that will continue to propel 
the company forward. 

A multi-generational, family-owned business, Knapheide 
attributes a great deal of its success to the relationships 
that have led it through 174 years of serving as an industry 
leader in the truck body manufacturing space.

So, when the 2021 Work Truck Show was shifted to a 
virtual event in the wake of the pandemic, threatening 
the ability to connect with those valued partners and 
customers, Knapheide did what it has always done in 
the face of adversity: shift its approach and persevere. 
In this case, the company successfully found innovative, 
efficient, and creative ways to stay connected with 
those audiences, keeping them informed of the latest 
developments. 

Now, with the 2022 Work Truck Show set to return to its 
traditional in-person format, the company looks forward 
to its time in Indianapolis this year.

“We wouldn’t be where we are today without the 
continuous dedication of our partners,” says Knapheide 
President and CEO, Bo Knapheide. “Those relationships 
are a pivotal part of our company and we appreciate every 
opportunity we are given to connect with them. While we 
found alternatives that allowed us to stay in touch during 
the pandemic, it’s hard to replicate the benefits of face-
to-face interactions. So we’re definitely looking forward 
to getting back together in person for this year’s show.”

During Work Truck Week, Knapheide also holds an 
annual distributor meeting that provides distributor 
partners with important information and offers the 
opportunity to meet with key Knapheide personnel in 
a more casual setting. The invitation-only event is held 
at an off-site location and features multiple keynote 
speakers covering a variety of relevant topics. 

Additionally, another invitation-only event, known 
simply as “The Knapheide Party,” is an evening centered 
around live entertainment. Attendees are able to enjoy a 
night away from the hustle and bustle of their daily lives, 
a ceremony honoring high-performing distributors, and a 
lively concert to end the night. Previous Knapheide Party 
headliners include The Steve Miller Band, John Fogerty, 
Big & Rich, Huey Lewis and the News, The Blues Brothers, 
and Kenny Rogers. 

“Our partners have done and continue to do so much 
that supports our continued growth and success,” says 
Bo Knapheide. “Having these events during Work Truck 
Week is just a small token of our appreciation to show 
our gratitude to them. At the end of the day, a lot of these 
businesses are family operations, just like Knapheide 
has been for almost two centuries now. And we place 
tremendous value on the opportunity to stay connected 
with our families at every turn.”

Visit Knapheide Booth #3739 at the 
Upcoming 2022 Work Truck Week

BY BEAU BECRAFT, KNAPHEIDE
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By doubling their body product 
offerings in the last 12 

months, Switch-N-Go® has over 
25 interchangeable truck bodies 
serving target customer groups 
in Landscaping, Municipal, 
Residential Trash, Arbor, and 
Construction, making them the 
leading manufacturer in work truck 
solutions.

For over two decades, Switch-
N-Go® has been providing 
solutions to businesses that want 
a work truck that can do more. With 
advantages over both traditional 
permanent mount units as well 
as hooklift units, Switch-N-Go® 
offers endless opportunities to 
maximize investment and optimize 
the workday. Designed specifically 
for vehicles with a GVWR of up to 
33,000lbs, Switch-N-Go® is ideal 
for class 4-7 chassis cabs and can 
be installed on a variety of domestic 
and imported vehicles. The hoist 
system is available in electric-over-
hydraulic and full-hydraulic models 
with up to 18,000lb lifting capacities.

Switch-N-Go® offers a full line 
of standard products, including 

dump bodies, flatbeds, drop box 
dumpsters, and WorkReady™ 
subframes. They recently expanded 
into more specialty products with 
solutions available in stainless 
and aluminum options as well. It is 
important to note that all of Switch-
N-Go® products are designed to be 
paired with the popular Ford chassis 
84” cab-to-axle (CA) platform. 

Here is a sneak peek of the latest 
Switch-N-Go® innovations that 
you can see in person at the 2022 
Work Truck Week (WTW22) in 
Indianapolis, March 8-11. 

Hoist System
Released mid-2021, the Switch-N-

Go® hoist system was redesigned 
with improvements in installation, 
operation, and maintenance. Staying 
true to their promise to provide 
ongoing innovations for the work 
truck industry, Switch-N-Go®, along 
with partner Warn Industries, will 
unveil a new winch that is 3 times 
more durable than previous models. 
Switch-N-Go® anticipates that hoist 
systems with this new winch will 
begin to ship out in April of 2022. 

WorkReady™ Subframe 
The Switch-N-Go® WorkReady™ 

Subframe has been engineered 
to increase vehicle payload and 
operator visibility while decreasing 
corrosion from material build-up. 
They redesigned the legs of the 
subframe, making them much 
lighter and easier to adjust by 
switching from ground rollers to 
skid pads. With retractable legs, the 
WorkReady™ Subframe provides 
a quick and efficient loading and 
unloading process, leading to 
less time between job-sites and 
less spillage of materials. Plus, 
the reengineered frame has a 
39% increase in load capacity as 
compared to the old design. 

At WTW22, Switch-N-Go® will be 
featuring the Salt Spreader Body 
with the WorkReady™ Subframe. 
This pair features an 11’ Subframe 
with a 9” cutout and a custom 
V-Box spreader featuring a 12” 
angled front extension to allow 
for improved weight distribution. 
Available in Electric and Hydraulic 
spreader models, you will be able 
to see this in person at Work Truck 
Week.

Versi-Fit™ Bumper System
The redesign of the Switch-N-Go® 

bumper, now known as the Versi-Fit™ 
Bumper System, is equipped with 
Plug and Play lighting integration 
and interchangeable hitch and 
height options. The bumper allows 
for greater towing versatility, with 
a 20,000lb tested trailer weight 
capacity. Not only does the Versi-
Fit™ Bumper System function with 
Switch-N-Go® upfitted trucks, but 
also for hooklift and direct mount 
body applications. The Versi-Fit™ 
Bumper System is also available for 
OEM specific and universal bolt-on

20222022  WORK TRUCK WEEK PREVIEW: SWITCH-N-GOWORK TRUCK WEEK PREVIEW: SWITCH-N-GO 
WORK TRUCKS THAT CAN DO MORE
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and weld-on solutions, making it a 
bumper system for any work truck 
with unmatched versatility.

Dump Body with Fold Down Sides
The previous design of the fold down 

sides on the Switch-N-Go® Dump 
Body required operators to bolt the 
side boards to the board pockets. This 
could be very time consuming when 

they would want to remove them for a 
slightly greater payload. With a simple 
adjustment to the board pockets on 
the fold down sides, they have made 
it easier. This design improvement 
simply requires the board to be placed 
in and lifted out whenever needed. 

Wireless Remote Control
Switch-N-Go® stocked 100 units of 

their E and H-Series hoist Wireless 
Remote Control in February and is 
currently testing the legacy hoist 
control. This control is easy to install 
and easy to use with Plug and Play 
integration and single-handed 
operation, even with gloves. Plus, 
the wireless remote is weatherproof, 
allowing you to operate in any 
climate.  This compact and robust 
design gives you free range to walk 
around your truck while loading and 
unloading a body rather than being 
tethered to the truck.

Please join Switch-N-Go® in Booth 
#1333 at the NTEA’s Work Truck 
Week to learn more about their 
latest products and releases. They 
will have product presentations all 
show long and sales representatives 
in the booth available to talk. 

Interested in a free admission? 
Visit www.switchngo.com/wtw22 

for more information. 

SWITCH-N-GOSWITCH-N-GO

VISIT US AT  
THE WORK TRUCK SHOW
 © The Knapheide Manufacturing Company 2022MARCH 9 - 11, 2022  |  BOOTH 3739

FORDPROS FEB/MAR 2022FORDPROS FEB/MAR 2022 11       

https://switchngo.com/wtw22/
https://www.knapheide.com/


THE MERITS OF ADDING FACILITIESTHE MERITS OF ADDING FACILITIES
IMPROVING CUSTOMER SATISFACTIONIMPROVING CUSTOMER SATISFACTION

Despite the growing popularity 
of new communication 

technologies, there is no substitute 
for “being there”. Using software 
like Zoom in education might be a 
good supplement to the physical 
classroom, but replacing all the 
positive benefits of face-to-face 
human interaction is a much harder 
task. This is also true in the business-
to-business world of commercial 
work trucks. The value of a firm 
handshake has not diminished.

Scelzi Enterprises has conducted 
its share of video conferencing 
meetings over the past year, but 
their two most important moves to 
improve communication with dealers 
and customers has been their 
recent physical expansions into new 
facilities in Shafter (CA) and Tacoma 
(WA). “We prefer to make a firm 
commitment to both employees and 
customers in an area,” states owner 
Mike Scelzi, “so we purchase rather 
than lease. Our moves into Shafter 
and Tacoma were the next logical  
steps to continue our growth without 
spreading ourselves too thin in our 
existing facilities.”  

SHAFTER
The city of Shafter is 18 miles 

northwest of Bakersfield. It has 
become a magnet in recent years 
for companies seeking centralized 
distribution between San Francisco 
and Los Angeles. Scelzi selected 
this location early in 2021 as a great 
spot from which to both (a) expand 

overall production capabilities and 
(b) improve service and delivery to 
customers in Southern California and 
Arizona. “We already have a facility 
in Riverside, but we can’t expand 
much more there,” states Owner 
Mike Scelzi. “And our main facility 
in Fresno is at near capacity as well. 
Shafter gives us a great spot between 
both of those, close to Interstate 5. It 
also gives us another pool of labor 
talent to expand our team, as well 
as local suppliers as we seek more 
depth in that area, too. ” 

Hiring for the Shafter location began 
in August and accelerated into the Fall 
when site renovations were complete. 
The building had been used for light 
production but was not designed for 
the Scelzi concepts of cell-based 
manufacturing and workflow. As of 
December 31, an initial startup team 
of 30 staffed the 100,000 square foot 
facility, with plans to expand to 100 
in early 2022. The site plan was to 
focus initially on high volume service 
bodies, but surging demand for the 
Scelzi Chipper and Gardener bodies 
has led to an acceleration of tooling 
for those production lines. On its 10 
acre parcel, there is plenty of room 
for Scelzi to expand even more here 
in future years.

TACOMA
PMI Truck Bodies was a Scelzi 

distributor for more than 20 years, 
supporting their customers in Oregon 
and Washington. In 2021, the two 
companies began talks for Scelzi to 
absorb PMI’s staff and all operations, 
and the deal was completed on 
December 31. “We are thrilled to 
officially become part of the Scelzi 
family,” states Rhett Hadman, the 
outgoing PMI Vice President, who 
will assume the role of operations 
manager of the facility. “Scelzi is 
keeping our staff intact though we 

will all need to adjust a little to a 
different corporate culture.” Rhett’s 
brother Taylor will continue as the 
Shop Floor Manager.

“The Hadman family wanted a 
change,” adds Gary Scelzi, “and we 
thought the time was right to make 
PMI an official Scelzi facility.” The 
17,000 square foot manufacturing 
and office buildings sit on 2 acres 
with plans to enhance and expand 
later in 2022.

“PMI has done a fine job as our 
distributor in Oregon and Washington 
for many years”, states Owner Mike 
Scelzi. “We are happy to add their 
20 employees to our team and will 
be adding more as our plans in the 
region develop.”

With the two new facilities, Scelzi 
Enterprises plans to maintain their 
high product quality and customer 
service while still planning for future 
growth -- a bigger challenge for most 
companies in the past few years than 
ever before.

For more information, 
visit www.seinc.com

BY BILL VANDER PLAATS, SCELZI ENTERPRISES, INC.
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March 31-April 1, 2022
Springfield, MA - 
Eastern States Exposition 
(The Big E)
Registration NOW OPEN at 
https://arborexpo.org/ 

ArborExpo specializes in 
custom plans for tree care 
companies, manufacturers, 
distributors and service pro-
viders in the green industry.

https://arborexpo.org/ 

ATD Show 2022 is back in Las Vegas and offers a full program of comprehensive 
education, innovative products for all areas of the dealership, and numerous net-
working opportunities.
The Show takes place Thursday, March 10, through Sunday, March 13, with all 
events held exclusively at the Encore Las Vegas.
Attendees will also have access to NADA Show 2022 events and activities. Visit 
the NADA Show 2022 website for more details. 
REGISTER TODAY AT ATDSHOW.NADA.ORG

CHECK OUT THE ATD ATTENDEE BROCHERE AT ATDSHOW.NADA.ORG

April 11-13, 2022
Columbus, OH - I&E Expo 
Hall, Ohio Expo Center
Registration NOW OPEN at 
www.nafainstitute.org/
registration/

NAFA is the world’s largest 
membership association for 
individuals who manage the 
vehicular fleet and mobility 
responsibilities for their 
employers. NAFA propels the 
fleet and mobility profes-
sion through its world-class 
certification, education, 
advocacy, and peer-net-
working programs. It is an 
essential element of success 
for individuals involved in the 
profession.

www.nafainstitute.org 

April 10-13, 2022
Pittsburgh, PA - 
David L. Lawrence 
Convention Center
Registration NOW OPEN at 
snow.apwa.net/ 

American Public Works 
Associations presents The 
2022 Snow Conference. 
Make plans now to join your 
peers and take advantage of 
everything the Snow Confer-
ence has to offer. See you in 
Pittsburgh!

snow.apwa.net/ 

May 9-12, 2022
Las Vegas, NV - Las Vegas 
Convention Center, West Hall
Registration NOW OPEN at 
www.wasteexpo.com/en/
register.html 

Delivering the latest innova-
tions to the solid waste indus-
try is what we at WasteExpo 
thrive on. From vehicles, to ro-
botics to recycling equipment 
and technology, we have 
been delivering the latest and 
greatest for decades.

www.wasteexpo.com

UPCOMING TRADESHOWS & EVENTS

MARCH 10-13 2022
Las Vegas Convention Center
REGISTER TODAY 
SHOW.NADA.ORG

The NADA Expo is the auto industry’s pre-
mier marketplace of innovations and solu-
tions where attendees can search and shop 
thousands of products and services from 
the industry’s top vendors and suppliers — 
spanning from brand new start-ups to es-
tablished Fortune 500 companies. Connect 
and network with other industry leaders on 
the Show floor while using this expansive 
platform to explore new trends and technol-
ogies that can help businesses thrive. This 
is where real business gets done!

www.nada.org

TIME TO CONNECTTIME TO CONNECT
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MOVE, MANAGE & ACQUIRE COMMERCIAL VEHICLES. MAXIMIZE PROFITS.

JOIN US AT THESE 
UPCOMING EVENTS!

(855) 265-9996  |  sales@worktrucksolutions.com

MARCH 9-11, 2022
INDIANAPOLIS, IN

Booth 5685

MARCH 10-13, 2022
LAS VEGAS, NV

The Connection Hub

MARCH 11-13, 2022
LAS VEGAS, NV

Booth 1356W

GET YOUR FREE PASS
TO THE WORK TRUCK SHOW

You can also find out about special offers and 
promotions for FordPros readers!

Scan Here  

https://www2.worktrucksolutions.com/wtw22?utm_source=fordpros&utm_medium=publication&utm_campaign=digital
https://www2.worktrucksolutions.com/wtw22?utm_source=fordpros&utm_medium=publication&utm_campaign=digital
https://www2.worktrucksolutions.com/wtw22?utm_source=fordpros&utm_medium=publication&utm_campaign=digital
https://atdshow.nada.org/
https://show.nada.org/
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The work truck industry returns 
to the Crossroads of America to 

enjoy some Hoosier hospitality when 
North America’s largest work truck 
event — WTW22 — returns to Indiana 
Convention Center.

Work Truck Week is scheduled March 
8–11, 2022. Green Truck Summit 
is March 8, education sessions run 
March 8–10, and the Work Truck 
Show exhibit hall is open March 9–11.

1. SEE NEW INDUSTRY 
PRODUCTS & INNOVATIONS

The Work Truck Show exhibit hall 
displays the latest products from 
nearly 500 companies covering 
all commercial vehicle industry 
segments, including chassis, 
bodies, aerial devices, snow and ice 
control equipment, accessories and 
components. Evaluate vendors’ latest 
offerings, meet with current and 
prospective customers, and find new 
business opportunities and ways to 
stay competitive. Attendees can speak 
directly with management, sales and 
engineering teams in manufacturers’ 
booths to get technical solutions and 
advice.

2. DISCOVER ALT FUELS & 
ADVANCED TECHNOLOGY TRENDS
Experience work truck industry 

evolution at WTW22, with an exhibit 
floor featuring the newest advanced 
technology and alternative fuel 
vehicles, equipment and products. 
Electric trucks, chassis, bodies and 
related equipment are among the new 
offerings scheduled to launch at this 
year’s event.

Green Truck Summit, held at the JW 
Marriott Indianapolis adjacent to the 
Convention Center, brings together 
industry experts, fleets and innovators 

to provide insights on the work truck 
industry’s path to zero emissions. 
Liane Randolph, chair of the California 
Air Resources Board (CARB), will 
deliver the keynote address. John 
Davis, creator, host and executive 
producer of MotorWeek, returns as 
emcee. New this year is a full slate of 
breakout sessions in the afternoon.

In addition, attendees can test drive 
vehicles with the latest emissions 
reduction technologies, sustainability 
offerings and alt fuel applications at 
Ride & Drive, which is included with 
WTW22 registration.

3. EXPAND YOUR KNOWLEDGE 
WITH THREE DAYS OF INDUSTRY-

FOCUSED EDUCATION
Work Truck Week and Green 

Truck Summit Conference Package 
registrants can choose a broad range 
of concurrent education sessions 
where thought leaders and industry 
experts share strategies to help 
improve efficiency, implement best 
practices and enhance operational 
growth. Key topics include 
market trends, vehicle design and 
specification, risk mitigation, vehicle 
regulations, and more. Three full-day 
workshops offer in-depth training: 
Develop Process Stability with Lean 
Fundamentals Workshop, Spec’ing 
for Success Workshop and, Fleet 
Management 101 Workshop. Other 
special sessions include Indiana LTAP 
and Purdue Road School courses 
designed for area transportation 
providers, fleet managers and 
professional engineers. In addition, 
Creating a Roadmap to Increase 
Truck Dealer Commercial Vehicle 
Sales Session offers strategies to 
gain new dealer customers.

4. RECONNECT WITH THE 
COMMERCIAL VEHICLE COMMUNITY
Work Truck Week provides a variety 

of opportunities to connect with 
the people and companies your 
business needs to thrive. See friends 
and colleagues during Opening 
Reception, the industry’s first major 
gathering for 2022, held March 8 at 
Lucas Oil Stadium. The Generation 
Next Workshop (March 9) highlights 
qualities of successful leaders, and is 
followed by a networking reception. 
Annual Meeting, scheduled March 10, 
provides updates on NTEA initiatives 
and events, and features a keynote 
address by Mike Rowe.

5. HEAR CHASSIS OEM 
PLANS & UPDATES

Attendees can learn what 13 of 
the leading commercial vehicle 
manufacturers have planned at 
exclusive OEM update sessions 
offered as part of the educational 
program March 8–10. During these 
sessions, company representatives 
share technical information on their 
latest chassis specifications and 
designs, review body and equipment 
installation options, and provide 
insights into future commercial 
vehicle plans.

Visit worktruckweek.com 
for more details, including access 

to online exhibitor and product 
listings, schedule of events, 

registration and FAQs.

This article was contributed
 by NTEA – The Association for the 

Work Truck Industry

FIVE THINGS TO DO ATFIVE THINGS TO DO AT

https://www.ntea.com/
https://www.worktruckweek.com/


SCHEDULE OF EVENTS
We encourage all registrants to create 

a WTW22 Planner to enhance 
your event experience. WTW and GTS 
Conference Package registrants have 
access to all concurrent educational 
sessions, as well as on-demand access 
following the event (WTW22 Planner 
required). Schedule is subject to change. 
All events take place at Indiana Convention 
Center, except where noted.

MONDAY, MARCH 7
Registration open
Noon–5 p.m.

TUESDAY, MARCH 8
Registration open 
7 a.m.–7 p.m.

Special session*
8 a.m.–4 p.m. 
Develop Process Stability with Lean 
Fundamentals Workshop (off-site)

Green Truck Summit **
8:30 a.m.–5 p.m.
Reception from 4–5 p.m.
JW Marriott Indianapolis

Special session*
9 a.m.– 4 p.m.   
Spec’ing for Success Workshop

Concurrent sessions***
1:30–2:45 p.m.
 
Concurrent sessions***
3–4:15 p.m.

Opening Reception *
6:30–9 p.m.
Lucas Oil Stadium

WEDNESDAY, MARCH 9
Registration open
7 a.m.–5 p.m.

Concurrent sessions***
8–9:15 a.m.

Special session*
9 a.m.–4 p.m. 
Fleet Management 101 Workshop

Concurrent sessions***
9:30–10:45 a.m.

Work Truck Show exhibit hall open
10 a.m.–5 p.m.

Work Truck Week 
Ride & Drive
11 a.m.–3:30 p.m.

Special session*
2:30–5:30 p.m.  
Generation Next Leadership Workshop 
& Networking Reception: AAAs of 
Successful Leaders

THURSDAY, MARCH 10
Registration open
6:30 a.m.–5 p.m.

NTEA Annual Meeting with 
Keynote Speaker*
7:30–9:15 a.m.

Concurrent sessions***
9:30–10:45 a.m.

Special session*
9:30–11:30 a.m.
Indiana LTAP Fleet Educational Program 
Session: Transportation Innovation and 
Technology Transfer

Special session*
9:30–10:30 a.m.
Purdue Road School: Indiana Statutes 
and Rules for Professional Engineering 
Licensure Session

Special session*
9:30 a.m.–1:30 p.m.  
Creating a Roadmap to Increase Truck 
Dealer Commercial Vehicle Sales Session

Work Truck Show exhibit hall open
10 a.m.–5 p.m.

Special session*
10:30–11:30 a.m. 
Purdue Road School: Professionalism 
and Ethics in the Practice of Engineering 
Session

Work Truck Week 
Ride & Drive
11 a.m.–3:30 p.m.

FRIDAY, MARCH 11
Registration open
8 a.m.–noon

Work Truck Show exhibit hall open
9 a.m.–noonntea.com/iacet.

*Separate registration required
**GTS Conference Package required
** Conference Package required

Work Truck Week 
educational sessions 
are eligible for 
continuing education 

units through NTEA’s accreditation by 
International Association for Continuing 
Education and Training. 
Learn more at ntea.com/iacet.

BE SURE TO CREATE YOUR 
WTW22 PLANNER AT 

WTS22.MAPYOURSHOW.COM
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VISIT THE BOOTHSVISIT THE BOOTHS

®

#1605

#1333

#3739

#5149

#921

#926

#3411

#5685
KEY NOTE SPEAKER:

MIKE ROWE
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https://www.safefleet.net/
https://www.transferflow.com/
https://www.worktrucksolutions.com/
https://www.knapheide.com/
https://www.adriansteel.com/
https://www.venturo.com/
https://switchngo.com/
https://www.comvoy.com/
https://www.readingtruck.com/


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

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!

Visit us at  NTEA: Booth 3411 

https://www.venturo.com/


This issue is one in which I want 
to celebrate several things. 

One is the NTEA Work Truck Show, 
now Work Truck Week, which I 
first attended in, as I recall, 1994. 
I remember it was in Dallas, Texas 
and I bought a truck body on display 
to have shipped to my dealer in 
California. Since starting my own 
business in 2008, I’ve promoted the 
NTEA annual event in many ways, 
including blogs we do for commercial 
truck clients and our Commercial 
Truck Success Blog, which has over 
5,800 posts since April 2008. Also 
in 2008, I began writing articles for 
Ford Pros Magazine and it is now in 
my 14th year of participation. 

In 2012, I just finished publishing 
my book, Commercial Truck 
Success, and brought a lot of 
copies to the NTEA Work Truck 
Show in Indianpolis. It was there 
that the book was announced, and 
many copies distributed, and new 
contacts made that later turned into 
some great relationships and even 

revenue. I spoke at the National Ford 
Truck Club/Ford Pros event then as 
well. I’m sharing a photo of myself 
and my business partner, Ryan Stone 
taken at this event. It was a huge 
success for us, and it turned out to 
benefit a large number of people 
over the years. A second updated 
edition was published in 2016. This 
issue marks the 10th anniversary of 
the release of my book.

Though I left working at the 
dealership level in 1997, my 
involvement with commercial 
trucks has never stopped and 
new adventures and perspectives 
were created in working for Harbor 
Truck Bodies for over ten years 
and starting my own business in 
January of 2008. I am still involved 
today, though my hair color is mostly 
gray. It has turned out to be a life-
long adventure that began very early 
with Tonka trucks and driving dump 
trucks in my teens, to working on 
trucks as a mechanic, to sales, 
sales management, and starting 
two commercial truck operations 
at two dealerships, to being in 
business serving commercial truck 
dealers, truck body companies, 
truck accessory companies, and 
much more. I’ve been blessed and 
I am grateful to so many for their 
co-creative participation in my 
endeavors. 

I want to thank the NTEA for all they 
do and for this annual event that is 
so beneficial to spread the word, 
show real products that offer real 
solutions for all those who use and 
are involved with commercial trucks 
or work trucks. I want to thank the 
National Ford Truck Club and Ford 
Pros Magazine for allowing me to 
share and become more. I intend 
for this to be a celebration of many 
things and it is also an opportunity 
to move along as this will be my final 
article for this valuable publication. 
I celebrate my participation and 
whatever benefits I may have offered 
to those who have read my pieces. 
Thank you all, with all my heart.

TERRY’S BLOG

Terry Minion
Commercial Truck Success 

www.ctsblog.net

CELEBRATIONCELEBRATION

The National Ford Truck Club 
Thanks Terry for his 15+ years of 
Contribution - both on and off the 
pages of the FordPros Magazine. 

Without his support and resources 
we here at the NFTC would not 

have been able to make the 
impact that we have made in 

communicating, reporting and 
supporting the FordPro.

The NFTC/FordPros Team Thanks 
you and your team’s support with 

all our heart as well.

BE SURE TO READ 
TERRY’S BOOK, AVAILABLE AT 

AMAZON.COM
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COACH KEN
ALMOST THEREALMOST THERE

BY KEN TAYLOR

So, you have been making sales 
calls with little success. You’ve 

attended trade association meetings 
but online due to the Pandemic. You 
don’t have much inventory and it looks 
like there will be little relief from all the 
negatives in today’s economy soon. So, 
you have decided to wait around the 
dealership until inventory is available 
and the market picks up. I’m here to tell 
you that is the worst strategy possible 
in this or any economic environment. 
Let’s take a quick look at history:

He tried 1,000s of materials to create 
the invention he knew would change 
the world. A reporter asked him, “Are 
you ready to give up?” His reply? I just 
found 1,000 things that didn’t work!  
I’m 1,000 times closer to success! 
(Thomas Edison, who invented the 
first electric light bulb).

Each day he walked down the docks 
to work on his potential invention 
and each day was ridiculed by dock 
workers and sailing ship owners. He 
refused to give up after each failure, 
knowing he could change the world! 
(Robert Fulton invented the first steam 
powered ship and ended the era of 
commercial sailing ships).

He tried to sell his patent to Western 
Union Telegraph Company but was 
laughed at by management. They 
weren’t laughing a few years later! 
(Alexander Graham Bell invented the 
telephone).

In 1925, John Logie Baird, gave his 
first demonstration of his invention 
in London, England. American radio 
pioneer declared Baird’s invention “An 
impossibility to replace radio” (One 
year later television was taking the 
world by storm!).

President Robert F. Kennedy once 
said, “Only those who dare to fail 
greatly can ever achieve greatly.”

I have been training salespeople for 
over 20 years and the biggest barrier 
to success in sales is fear of failing.  
The word “no” is not a bullet, knife, 
or baseball bat.  It can do no physical 
harm and with the right attitude 
it can do no mental harm. When I 
designed our sales training program 
at Commercial Truck Training over 
20 years ago, I had a belief that 
still holds true today. With the right 
strategy and detailed planning, 
failure is replaced with opportunity.  
Maybe not today, maybe not next 
month but soon, your life will be 
filled with successes. 

I have been on hundreds of 
sales calls with commercial sales 
professionals and ultimate success 
has come from failing enough times 
to find out the things that worked 
and eliminating the things that did 
not work. Many people think I am 
against “cold calling.” I’m not!  I am 
against totally unplanned sales calls. 
Here are the keys I have discovered 
that turn the pain of cold sales calls 
into “positive interaction between 
human beings.”  Follow these steps 
and you will become a superstar, 
guaranteed!

1. WORK THROUGH GROUPS- 
There is no denying that when you 

are in the same group as your potential 
prospect, he or she will feel more 
obligated to meet with you.  Whether 
it is the Homebuilders Association, 
Associated General Contractors, the 
Chamber of Commerce, or a union.

2. ONCE YOU SELL A VEHICLE, 
YOUR BEST REFERRAL SOURCE IS 

YOUR NEW CUSTOMER!  
Unfortunately, most salespeople 

either don’t ask for referrals or they 
ask in the wrong way.  If you say to 
a new customer, “Who do you know 
that might need a truck or van,” in 
most cases the answer is “I can’t 
think of anyone, but if I do, I will call 
you.” In most cases that call never 
comes. Instead ask for the best 
lead you can ever get, the vendors 
of that customer. Many commercial 
salespeople have heard me say the 
following on a follow up call after an 
owner purchased a vehicle where 
the owner praised you for a job well 
done. “How many vendors do you 
have that service you, where you 
are the customer?” The business 
owner always gives you a number 
(Let’s say 12 vendors) The second 
question is “Do you think they would 
enjoy the positive service you just 
mentioned?” They always say yes! 
Congratulations, you just got 12 
referrals!

3. FOLLOW UP, FOLLOW UP, AND 
MORE FOLLOW UP- 

After you meet a potential 
customer, send a thank you card 
and follow up with a phone call. 
Ask if you can put the person on 
your mailing list and have a way to 
stay in contact. We do this for our 
customers through our electronic 
newsletter. Dealer after dealer tells 
us the great results they get.
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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

4. WHEN YOU ATTEND MEETINGS 
ALWAYS HAVE TWO TO THREE 
TARGETED PROSPECTS YOU 

WANT TO MEET. 
I like to ask the host if they know 

any of the prospects.  If they do I ask 
him or her to introduce me.  I start a 
conversation that is “question based” 
meaning it is all about them not 
me.  At the end of the conversation I 
always say, “I would love to see your 
operation some time.” Yes, you get an 
appointment when they reply, “Come 
by anytime.”

5. ASK FOR THE 
OPPORTUNITY TO QUOTE- 

After you have had the pleasant 
conversation, have secured an 
appointment, and visited their 
business, ask: “The next time you are 
in the market for a vehicle I would love 
to supply you with a quote to give you 
an idea of how we can assist you.” I 
cannot tell you how many times I have 
asked that question and received a 
positive response!

6. TURN PROSPECTS 
INTO CUSTOMERS AND 

CUSTOMERS INTO FRIENDS-
 Friends don’t shop around, 

friends recommend you to other 
potential customers, friends enjoy 
your company! Get to know your 
customer on a personal basis. Know 
their spouses name if he or she is 
married, know their children’s names, 
know their birthday, know where they 
are from and their work history. 

7. BE STRAIGHTFORWARD AND 
HONEST- INTEGRITY IS THE 

GREATEST TALENT ANY OF US 
CAN POSSESS.

There’s more but these seven steps 
will supercharge your business!  The 
famous motivational speaker and 
writer, Denis Waitley once wrote, 
“Failure should be our teacher, not 
our undertaker. Failure is delay, not 
defeat. It is a temporary detour, not 
a dead end. Failure is something we 

can avoid only by saying nothing, 
doing nothing, and being nothing.”  
You know what? Denis is right!
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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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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 patented Cantilever Fold-Up Shelving solution features  

a one-of-a-kind durable design driven by safety to improve productivity and delivery speed.

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

SAFE, FAST,
FLEXIBLE
DELIVERIES

Scan to watch a video

Come visit us at NTEA Work Truck Week 2022 – Booth #921  
or LEARN MORE @ primedesign.net

https://www.safefleet.net/


MAKING THETHE CONNECTION: UGANDAUGANDA
Making connections is an 

extremely important require-
ment to achieve your goals in life, 
business, and broadening your 
horizons. 

It was January 2020 when we 
returned from a 45-day experience 
in South Africa, Kenya, and Tanzania. 
This once in a lifetime experience told 
us, at our age in the late 70s, we must 
plan another adventure.  

January 2021
Deep into the chaos of a pandemic, 

we felt the need to plan our next 
African getaway. We connected with 
our close friends and international 
traveling companions to select the 
desired goals for our next journey and 
settled on experiencing the great apes. 
Research told us The Democratic 
Republic of Congo, Rwanda, and 
Uganda were the destinations of 
choice. The more we studied, the 
selection of Uganda was an easy 
choice as it had the products and 
the features we desired. The primary 
language was the Queens English, a 
very friendly and primarily Christian 
society, and home to approximately 
50% of the great apes remaining on 
earth. 

Connections required to achieve 
our goals could be overwhelming for 
some and a welcome challenge to 
seasoned travel veterans enjoying 
over 60 countries and counting. 
Establishing the connections to fulfill 
our needs began by researching 
suppliers used successfully on our 
previous African adventure. Their 
consensus was unanimous: use 
local, in-country vendors of value with 
excellent ratings. The research for 

this journey began by using over 55 
years of customer service experience. 
Any vendor worthy of consideration 
must illustrate their excellent product 
knowledge, passion, and intensity 
to help the customer succeed in 
achieving their goals and objectives. 
Coupled to this requirement is 
effective and timely communication. 

After researching four different 
suppliers for the needed features and 
benefits, the selection of Encounter 
Africa Safaris Ltd was easy as they 
provided the expected level of service. 
The selection of their products to 
achieve all of our needs took well 
over a month of review by connecting 
with Monica, their seasoned solutions 
provider. Once the four travelers 
agreed upon all of the features and 
terms, we purchased their products. 

History tells us after 30 plus years 
of intensive domestic and numerous 
international travel experiences, we 
always select and deal directly with 
the air carrier. We normally purchase 
international air in advance as many 
carriers offer international tickets 
up to one year ahead of travel. We 
always cushion our travel dates with a 
few extra days both prior to and after 

scheduled tours and activities. 
Travelling during a pandemic 

requires one to remain very flexible 
as we experienced five air schedule 
changes before our departure to 
Entebbe, Uganda. This sounds like 
selling a new work truck in 2022 
as supply chain chaos impacts 
availability of products and 
equipment. Monica, our ever-efficient 
product provider, quickly made all of 
the necessary changes, not in hourly 
changes but in multiple day changes 
of arrivals and departures. 

In today’s business environment, 
every Ford Pro must have an in-
depth understanding of the business 
environment in which we are working. 
For the seasoned pros, dig into 
the successful connections and 
experiences utilized in previous tough 
times. For the future pros, work hard 
and utilize all of the resources you 
can muster.

For those of you with the desire 
to learn more about the world and 
all the creatures therein, broaden 
your horizons, move out of your 
comfort zone, and start exploring. 
A few images follow for your future 
explorations.   

SWEDISH-KENYAN COMPANY PLANS EV BUS ROLLOUT ACROSS AFRICA  - MOVEMNT.NET
The first electric bus from Swedish-Kenyan EV technology company Opibus is being tested on Nairobi’s roads in 
readiness for the commercial launch of EV buses in Kenya later this year, and across Africa by the end of 2023.

BY TAYLOR STEINBERG - CORPORATE SALES TRAINER, KNAPHEIDE 

WORLD COMMERCIAL BUSINESS VEHICLE NEWS - OUT OF AFRICA
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A simple analogy, if just a bit on 
the nose:

The business owner is the driver 
of the vehicle.  Their next goal is 
the destination; the route is the 
current (though flexible) plan; their 
staff is the vehicle; what of the 
managers?  Managers are the fuel-
source to motivate the staff.  They 
are the business owner’s interface 
for physical and vocal commands 
when adjustments to the plan or 
its implementation are necessary.  
Managers are the internal and external 
sensors - and the onboard computer 
- receiving, refining, evaluating, 
and providing suggested changes; 
they constantly gauge the market 
conditions against the business 
owner’s goals and available resources 
(labor-force and their expertise, 
inventory, multiple online department-
management tools, marketing 
strategies, budgetary limits, etc.)   
And at all times, managers are the 
undefeatable - and sometimes genius 
- onboard mechanic.

The manager, as a mechanic, best 
serves the business owner by making 
sure that the staff they manage are 
producing at the highest volume and 
efficiency.  A good thing, too; plans 
do fall apart, and so do people.

Parent, teacher, coach, mentor, 
confidant, counselor - you’ll rarely 
find those words in a job-description 
for managers.  Successful, strong 
business owners prize and target 
these qualities in their managers 
above all else.  Knowledge, skill, 
efficiency - these are secondary, and 
come with experience. Successful 
business owners first seek in their 
management staff the ability to 
inspire and energize others; that 

rare and extraordinary quality that 
creates in some and amplifies in 
others a constant desire to perform 
at the highest levels of personal 
pride, excellence, and a self-critical 
eye for improvement.  These are the 
voices that a successful and growth-
minded business owner wants 
speaking for them.

And so, when the manager 
must slip momentarily into the 
mechanic’s role, the humanity of it 
all can bring the tone down to more 
serious and personal levels.  In most 
cases, even bringing up an area for 
improvement with a subordinate 
staff member can be met with 
fear and anxiety if not carefully 
considered and crafted for positive 
results.  Even more emotionally 
impactful are these conversations 
when it is a more serious issue 
that needs immediate and firm 
corrective action.  Nobody likes to 
do it.  Nobody likes to receive it.  

But do big and impactful actions 
from management always have to be 
negative?  Of course not.  Positive and 
negative are simply ways of framing 
a request.  Managers find the issue, 
they investigate and collect relevant 
facts, develop a response plan, and 
implement that plan… which means 
having a discussion.

The best managers are always 
looking for different ways of 
providing their staff subtle course-
corrections; creative ways to have 
their employees bring about change 
in themselves, rather than having a 
new demand and reprimand wrapped 
around their neck. Usually employees 
are grateful and appreciative of these 
efforts, as they understand that all 
these additional things are additional 

dollars being invested into them.  And 
when they are actively appreciating 
your value in their professional life, 
they will also better appreciate any 
discussion you may need to have.  

Activities and the like are available 
in many different ways and price-
points.  At the local level, these can 
include attending certain meetings 
or events with their Chambers 
of Commerce and local chapters 
of select Trade Associations; 
camaraderie and team-building 
fun and games at the local park; 
attending different seminars on 
communication, sales, finance, 
vehicle repairs, etc….  And, usually, a 
hyper-focus on the local community 
is the best answer.  You serve your 
community best, when you fully 
understand what is happening 
within it.

COVID-19.  Chip-shortages.  Metal 
shortages.  Production shut-downs.  
Cargo ships full of vehicles and 
production materials unable to 
dock and unload due to dock under-
staffing… And so on.  This is not the 
usual ‘goings-on’ that we generally 
hear and otherwise don’t pay much 
mind to.  In this case, it actually 
makes a whole lot of sense to get 
out of the local level for a moment, 
and hear what businesses similarly 
involved and affected are doing.  
Learn what they are telling their 
employees, what they are telling 
their customers, and what they 
are telling you.  Chances are, you’ll 
notice an overall trend -- everyone 
is trying to migrate their customer 
base into an exclusively pre-
ordering mindset.  To accomplish 
this, details and priorities must be 
examined and redefined.  It’s not

THE BURDEN AND THE BLESSINGTHE BURDEN AND THE BLESSING

DEALERSHIP SUCCESS
Shawn Horswill - Work Truck Solutions VP, Customer Success
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complicated, but it is something that 
can rattle business owners who are 
settled - or stuck - in a certain way of 
doing things.  Hearing this message 
from everyone in your industry up 
and down the line allows you and 
your team to more effectively and 
efficiently communicate the realities 
of the work truck industry; redefining 
“realistic expectations” with your 
own customers can go smoothly 
when all the details that make up the 
big picture are laid out.  

This is the kind of information that 
is available at the NTEA convention.  
While some people might scoff at 
such an extravagance, others do 
indeed view the expense of travel, 
attendance, food/lodging, etc. 
to be one of a series of ongoing 
investments in their amazing, 
deserving staff.  Just another one of 
many.  Why?  Because managers are 
always looking for ways to improve 
before there’s a breakdown.  When 

they are constantly treating their 
employees as valuable people, 
those people behave as valuable 
employees.  High-engagement and 
industry interaction through events 
like the NTEA are rare.  With a good 
understanding of what businesses 
and presentations most affect your 
dealership and community, your 
employees will come out with densely 
packed, powerful information and 
understanding.  Understanding 
breeds in your staff genuine 
confidence, which then becomes 
calm and intelligent conversations 
with their buyers, which becomes a 
new or retained buyer with, now, the 
proper expectations.  

All of this because the manager 
knew to continually build value 
and invest in their staff.  Going to 
events like the NTEA isn’t for top-
performers.  It isn’t for any sort of elite 
class.  These events are for people 
who want to know more, do more, 

get more, and go further.  Managers, 
I encourage you to gain those extra 
funds and get your team over to 
the NTEA Convention.  Dealership 
owners, I encourage you to say yes.  
Always invest in your staff.  Use the 
NTEA Convention to underscore 
what they already knew, and expose 
them to ideas and questions and 
conversations they didn’t even know 
to consider.  Get their mind on fire.  
Keep them wanting to be excellent, 
rather than wanting to cut corners.  
You know your managers have done 
well, when you see the staff actively 
wanting to - not just do well - but to, 
every time, do even better.

DEALERSHIP SUCCESS

BE SURE TO CONTACT 
SHAWN AT 

SHAWN.HORSWILL@
WORKTRUCKSOLUTIONS.COM 

FOR MORE TIPS
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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

1-2pg Ford ad January2016_final_layout  1/18/16  11:57 AM  Page 1
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Alan Mathis has a passion for 
older aircraft, and at 15, when 

all his friends were getting jobs at 
fast food joints, he rode his bike to 
Addison Airport, just north of Dallas. 
There he found a hanger with a bunch 
of DC3s and DC4s parked around it. 
Immediately Alan walked right in and 
quite directly said that he wanted to 
work for them. Garnering a laughing 
question from what turned out to 
be the Director of Maintenance who 
asked “What can you do for me?” 
Alan told him flat out that ’I will fill 
coke machines, sweep the hanger, 
wash planes.’ He didn’t care but knew 

he wanted to work there and it was 
that passion that landed Alan his first 
job at Falcon Airways, a freight airline.

Before long Alan was working on the 
planes under his boss’s supervision; 
working to pass his FAA mechanic 
license tests (he had to wait until he 
turned 18 to get it!). Alan worked there 
until he turned 20, when he made a 
chance connection with a person at a 
party who worked for IBM. 

After a lively conversation about 
what Alan was currently doing for a 
living, that individual asked if he would 
be interested in taking an aptitude 
test to see if he was a good fit for 
IBM. Alan took the test and was hired 
- eventually working as a hardware 
support tech in mainframes.  After 
29 years at IBM, massive changes 
in corporate technology meant that 
Alan’s job had pretty much gone away 
and he was laid off in 2012.

Only 6 months later, in a 
serendipitous turn of events, Bob 
Hurley, an acquaintance of Alan’s 
from Church and owner of Hurley 

Ford, afforded him a new opportunity. 
Bob’s dad, Bob Sr., was in charge 
of the Commercial Department at 
Hurley Ford. They both knew of Alan’s 
skill set (hardware support at IBM) 
and asked him if he wanted to try 
his hand at selling Fleet/Commercial 
vehicles. 

Eight years later Alan is still at it, 
and having a ball. In March of 2019, 
Bob sold the store to a family auto 

group out of Texas, Jim and Jimmie 
Snell and it became Riverside Ford 
of Tulsa. Alan was essentially the 
lone person in Fleet and Commercial 
to remain from the original team, 
although the department has grown 
and they now have a team of three. 
With that growth, technology has 
also been implemented; today they 
actively use Ford Pro Accuquote, 
formerly CVT, as well as Work Truck 
Solutions, and Truck Trader. 

In addition to his work in the 
commercial department, Alan likes 
to ride and work on his Harley and 
his Mustang (affectionately named 
“Norma Jean”) and is an expert in 
smoking meats. He even built a 
custom smoker to match his Mustang! 

Alan’s career journey has been filled 
with fortune, friends and success, 
and he plans to continue to help his 
commercial vehicle customers for yet 
awhile to come.

Alan Mathis
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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!

For more than six years Alan 
Mathis, FordPro, Riverside Ford 

of Tulsa and Beau Lafferty, Director 
of Sales, OEM Truck Equipment have 
worked closely with each other to 
bring needed upfitted vehicles to their 
commercial market of Oklahoma and 
beyond. Currently, they are working 
on a large crane truck order in 
which OEM Truck Equipment will be 
handling all of the upfits, and they are 
excited that they managed to fill the 
order in the very tight vehicle market.

Look no further than the previous 
page to read about Alan and his role 
at Riverside Ford. Beau describes 
Alan as “great to work with, and very 
customer focused.  He takes a lot of 
the leg work off of the customer and 
takes care of everything for them.  He 
not only makes the process easy for 
his customer, he keeps them updated 
during the whole process.”

OEM Truck Equipment definitely 
supports Alan in this role, as they 
have become known as a “One-Stop 

Shop”. They handle a whole host of 
the design, acquisition, upfit and 
fabrication for individual customers 
as well as fleet and commercial 
dealership orders. Alan says of Beau 
and OEM Truck Equipment, “They 
currently have a GM and Dodge 
pool and do a massive amount of 
business. If they had a Ford pool I 

personally feel it would help every 
Ford Fleet dealer in this region in a 
huge way.”

Despite the tight market, Alan and 
Beau make the magic happen.

For more Information Visit
 oemtruckequipment.com 

SUPPORTING THEIR DEALERS:  Partnership Spotlight
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Venco Venturo’s Chief Financial Officer & Minority 
Owner, Michael Strittholt showing his Cincinnati 
Team spirit after they defeated the Kansas City Team 
in the Conference Championship!

“Mike is responsible for keeping the company’s 
finances running like a well-oiled machine through 
thick and thin, which allows us the flexibility to 
grow in the ways that we need to succeed” says Ian 
Lahmer, Venturo Venco’s Marketing Director and 
Product Developer.

The start of 2022 brings exciting news for Venco 
Venturo, a Cincinnati native. Excited that their Local 
Cincinnati Team are going to the Big Game this 
year, the first time since 1981, these local fans are 
celebrating!

For More information about 
Venco Venturo got to www.venturo.com

SPONSOR-ProFile:
Michael Strittholt, Chief Financial 

Officer & Minority Owner, 
Venco Venturo
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SPOTLIGHTINDUSTRY
THE HOLY GRAIL OF SALES TOOLS: THE DEMO TRUCK

Venco Venturo started offering 
demo trucks over the last couple 

of years, believing it was an important 
tool to showcase their equipment. 
Ian Lahmer, Venco Venturo’s 
Marketing Director and West Coast 
Sales Manager, utilizes this “sales 
tool” masterfully, educating both 
their customers and potential leads. 
He also utilizes those individuals’ 
feedback to inform Venco of 
potential improvements that could 
be made to their products- all while 
building a vast network of people 
and connections that can support 
such work. This makes for a very 
functional feedback loop.
Depending on where the vehicle 

needs to go, Venco utilizes drive 
away services to move the Demo 
Truck from location to location as 
needed. For most demo runs, Ian 
will fly out to the location, typically 
on a Sunday, to pick up the truck. 
Throughout the next week+ he will 
visit the dealers in a particular area 
–frequently covering an entire state.
For example, Ian recently flew 

into Kent, Washington, and picked 
up one of their Demo Trucks. That 
Monday and throughout the week, 
he drove around the area of Seattle, 
Olympia, Tacoma and all the way up 
to Ferndale, then on to Yakima and all 
the way out to Spokane.
Then, at the end of the circuit, Ian 

will leave the Demo Truck with one 
of his customers, with their promise 
that they will utilize the truck in sales 
calls for a few weeks. And with that 
agreed, he is dropped off at the 
airport to fly home.
In other Demo Truck runs, Ian will 

pick up the truck and travel with one 
of his sales reps, traveling within an 
area making sales calls. That way 
these customers can see the truck 

in person, operate the crane, get 
a real world feel for the upfit. The 
questions asked in these in person 
calls allows Ian to draw on his 
role as an engineer, with his more 
technical understanding of Venco’s 
Products, to answer the difficult, and 
sometimes off the wall, questions of 
‘in the field’ usage. And these same 
informed customers bring insight 
into improvements and express 
concerns that may be needed to be 
addressed by ‘in the field’ usage. A 
fun, useful and interactive tool.
“I feel that, in comparison to many 

others upfitters whose sales teams 
are more typical ‘Relationship Reps,’ 
our company has some of the most 
technically informed sales engineers 
in the field – they have effective and 
comprehensive communication in 
regards to the abilities and limitations 
of any given Venturo product,” says 
Ian. “When I pull up to a municipality 
with that truck they start to ask all 
sorts of tech questions about the 
wire rope, the hydraulics or the type of 
pump that is needed. When they ask 
why are our cranes better than our 

competitor, I go into the engineering 
aspect – we have a custom built 
hydraulic valve block that is larger 
than any available on the market 
because it allows hydraulic flow 
to move more smoothly through 
the functions of the crane- nearly 
eliminating the jerkiness that is 
present in others. And they love to 
hear the answers- from one engineer 
to another.”
The demos serve to give the cus-

tomers an entirely new appreciation 
of the products – and with that ap-
preciation and attention to detail, 
plus the customer feedback, the 
products that Venturo creates be-
come even more of what they need 
and want in their industry.

Visit Venturo Venco at Booth 3411
at 2022 Work Truck Week

How Venco Venturo Utilizes Demo Vehicles to Connect with their Customers – and Improve their Products
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Carlton was one of the Sales Managers that I worked 
with in the early years of selling.  He was very effective 

at relating to customers.  One thing he shared that worked 
so well was, “Feel, Felt, Found.”  When a customer made 
a statement that was challenging, he would reply with, 
“I know how you feel!  I’ve felt that way too in a similar 
situation.  But what I have found is that…”  

So here we are and most of my older FordPros have 
headed for the exit, and new ones express some dismay 
as to what is going on, not just in the Ford business, not 
just the commercial vehicle business, not in just the local 
governmental politics, not just in the news flooding in 
from all directions.  

I know how you feel.  I have felt the same way.  What I 
have found is this. 

I have found a profound article on the internet, actually 
a letter that was posted by Clarissa Pinkola Estes, titled 
“Do Not Lose Heart: You Were Made for These Times.”  

Estes’ remarks are so worth reading, and more than 
once.  I carry it with me in my satchel and read it when 
I am stumped.  She says that YOU (and I) were put here 
at this time, because the world needs exactly what you 
have to give it.  The words she wrote are so encouraging, 
I have found that, if I read it, I’ll feel a better sense of 
purpose, more hopeful for the future.  Timely as her 
words are, they were written to someone some twenty 
years ago…things still discourage us, but the world still 
needs us (you!).  Google it.

I have found a book written by Parker Palmer, called 
“Let Your Life Speak.”  Palmer is even older than me (not 
many of them!), who encourages you, me, everyone, to 
look for the reason we were planted on the planet at this 
time.  My challenge is to continue to seek the ways I can 
best serve the world, and get my greatest satisfaction.  
My prayer is that you “stay in the game,” even if you retire 
(which I probably should, if I didn’t love this business and 
the people so much); you have much to give, and the 
world can use it, big time.   Available on audiobooks…I 
highly recommend it.  

I have found peace in daily meditation practice, that 
helps me stay balanced.  My preferences are two:  Daily 
Inspiration, by Terry Minion, and cac.org 

Enough about me.  
What have you found?
Feel free to share.  
I’d appreciate it.  

CUP o'JOECUP o'JOE

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!

FEEL, FELT, FOUND

FEB/MAR 2022 FORDPROSFEB/MAR 2022 FORDPROS30       

Dear Ford Truck Club Presidents and Officers,

You are formally invited to attend the National Ford Truck Club President’s Breakfast 
at this year’s 2022 NTEA Work Truck Week hosted by Joe Hughes.

THE DAY - Wednesday March 9th     THE TIME - 7am
THE PLACE - Please RSVP Or Inquire about the Event via email joehughes@fordpros.com

mailto:joehughes%40fordpros.com?subject=RSVP%3A%20The%20NFTC%20Breakfast%20at%202022%20WTW


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

https://www.adriansteel.com/
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