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TRENDS: LOOKING FORWARD TO THE NEW DECADE

FORD’S FOCUS FOR
THE NEW DECADE: TRUST

FREE PASSES!

SPONSOR SPOTLIGHT:
SUPREME By WABASH

JOIN US AT THE

LET’S TALK

about how other truck dealers are creating
infinite possibilities with one truck and
multiple bodies. Join us at the NTEA Work
Truck Show in Booth 1333 to discover how
to grow your commercial vehicle sales
with the Switch-N-Go® solution.

switchngo.com | 888•311•0867

REDEFINING TRENDS FOR THE NEW DECADE
W

e are excited about going to
Indianapolis the first week of
March for the annual Work Truck
Show! We highly recommend that you
– as a professional salesperson in the
work truck space – also attend this
most excellent show. This one-stopevent lets you see all the industry’s
newest products, hear Ford’s future
commercial plans, and catch up on all
the news in the industry, in just a couple
days. In this issue of FordPros you will
read about some of the companies that
will have booths at the show, plus you
can catch a list of best products with
which to spend your time while on the
floor of the convention center. Review
the agenda posted in this issue, or go
directly to the Work Truck Show site,
download the show floor app, and
make your plans now!
If you want a free pass for the trade
show floor, our sponsor Work Truck
Solutions is offering to send you one.

Simply go to comvoy.com/booth5685
to request your ticket. Work Truck
Solutions is also hosting a special free
panel session on Wednesday 1:30 3:00 pm in Conference Room 140 to
present on and then discuss “Building
Brand Loyalty in a Digital Commercial
World.” If you will be at the Work Truck
Show, and want to be included in
this exclusive invitation-only session,
email your RSVP to marketing@
worktrucksolutions.com

National Ford Truck Club President,
Joe Hughes, will be at the show and
will be video recording interviews with
sponsors as they present their products
and booths. Following the show, these
videos will be posted online for those
of you who cannot attend. If you will be
there and want to meet Joe, shoot him
an email at Joehughes@fordpros.com
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Letter from
the President
Questioning
“That’s the Best I Can Do”

T

he vast majority of us, Ford
Fleet/Commercial Professionals, work in a dealership that is focused on retail sales of all kinds of
Fords. It is understandable, then,
that everyone else working in your
dealership works in an entirely different culture than we do. That is
one of the main reasons that Clubs
(or Associations) have continued to
rise over the years, and why this
Magazine has grown our readership
over the past twelve-plus years…to
encourage one another in ways to
accomplish our unique goals, which
don’t often mesh with the “rest of the
dealership.”
Most Ford dealerships sell a small
number of “fleet-type” vehicles,
don’t stock XL models of white Ford
pickups, have precious few vans,
and only rarely carry a cab/chassis of one kind or another. Many
“fleet managers” in small dealerships have that role because they:
(1) have the patience to work with a
client who isn’t HOT-TO-BUY something on the lot, and (2) their dealer
principal knows that they will treat
“his/her insider referrals” in a way
that retail salespeople will not…so
he/she won’t feel embarrassed.
Smaller-volume Ford dealerships
are often unaware of the significant
ways that Ford interacts with a dealership that has someone deeply in

tune with this segment of the business. For example, your competitors don’t realize that Indian tribal
agencies are eligible for GPC’s
(look it up), so you can beat their bid
virtually every time! If you are the
one that the dealership has “designated” as the fleet salesperson, it is
your unique opportunity to learn the
business from (1) the Ford website,
including fleet.ford.com and STARS,
(2) a “fleet person” from a dealership
located 2-3 dealerships distant from
yours (so they don’t feel you are a
threat to their success), (3) attending a Truck Club (Association) meeting within a couple hundred miles,
and (4) using tools to help you grow
your business such as Work Truck
Solutions, and 5) reading this publication!
So, if you want to dig deeper, find
the gold that is there for you, get going. If not, just shrug and tell yourself, “Well, that’s the best I can do.”
Your nearby Ford dealer(s) will be
happy to take the business for you.
Good Selling,
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THE ALL-NEW VENTURO LOGIC CONTROLS
MANAGEMENT SYSTEM (VLC)
The VLC™ system has revolutionized safe crane operations to allow for more control of
capacities throughout the load operation. Innovative product features include vehicle
stability and grade indications, overload protection, wireless or controller area network
(CAN) communication and safety alerts and display messages. Find out how VLC™ can
put more control in your hands.

Learn more at

www.venturo.com

800-226-2238

HIGHBEAMS
In The

NEW TRUCKS, PRODUCTS
TO DEBUT AT 2020 WORK
TRUCK SHOW

M

ore than 100 companies have
announced plans to introduce
new commercial trucks, bodies and
truck equipment at The Work Truck
Show 2020, North America’s largest
work truck event.
Work Truck Week runs March 3–6
at Indiana Convention Center in
Indianapolis, Indiana. Educational
sessions, Green Truck Summit,
and Manufacturer and Distributor
Innovation Conference begin March
3. The exhibit hall opens March 4
and runs through noon on March 6.
New products on tap for the 20th
anniversary Work Truck Show
range from OEM chassis, vehicle
components,
technology
and
equipment to complete trucks.
To learn more about some of the
offerings slated to be introduced,
visit the New Product Spotlight
section
at
worktruckshow.com/
floorplan. To date, 26 companies
have scheduled press conferences
at the Show, including seven
OEMs: Crane Carrier Company,
Ford Commercial Vehicles, Isuzu
Commercial Truck of America Inc.,
Mack Trucks, Mitsubishi Fuso Truck
of America, Nissan North America
and Ram Commercial.
Preview the New Exhibitor Pavilion
featuring 25 first-time Work Truck
Show exhibitors. It’s open 9 a.m.–4
p.m. on Wednesday, March 4 and
Thursday, March 5, and is located
across from the Hall I exhibit hall
entrance.

In addition to showcasing new
products, The Work Truck Show
2020 offers many opportunities to
see into the future of work trucks.
For example, learn what 16 of the
leading commercial vehicle OEMs
have planned for 2020 and beyond
at Work Truck Show-exclusive
chassis update sessions. During
each
manufacturer’s
session,
company representatives share
technical information about their
latest chassis specifications and
designs, and review body and
equipment
installation
options.
They also provide insights into their
future plans related to the work truck
industry. Chassis update sessions
are part of the educational program
March 3–5. A Conference & Trade
Show Package registration is
required to attend these concurrent
sessions.
The Work Truck Show main exhibit
floor covers more than 500,000
square feet with more than 500
exhibitors. Work Truck Week includes
a robust educational conference
with sessions designed to help
attendees improve their operations.
Anyone who works with commercial
vehicles, including public and private
truck fleet operators, manufacturers,
dealers and equipment distributors,
can find solutions to their business
challenges at the Show.
wwww.worktruckshow.com
wwww.ntea.com

WABASH NATIONAL
ANNOUNCES LEADERSHIP
CHANGES

W

abash National announced
the appointment of Mike
Pettit as Senior Vice President
and Chief Financial Officer.
As Chief Financial Officer, Pettit will
be responsible for driving Wabash
National’s financial performance as
the company strategically expands
across products, geographies and
customer bases in its pursuit to fulfill
its purpose of changing how the
world reaches you. He will continue
to report to President and Chief
Executive Officer Brent Yeagy.
Prior to this appointment, Pettit
served as Senior Vice President and
Group President, Final Mile Products
since January 1, 2018, following
Wabash National’s acquisition of
Supreme Industries in late 2017.
In the leadership role vacated
by Pettit, oversight of Final Mile
Products will transition to Kevin
Page, who has served as Senior
Vice President and Group President,
Diversified Products since October
2017. Page joined Wabash National
in February 2017 as Vice President
and General Manager, Final Mile
and Distributed Services.

www.wabashnational.com
supremecorp.com
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In The

HIGHBEAMS

SAFE FLEET TO DEMONSTRATE
SOLUTIONS FOR FORD VEHICLES AT
WORK TRUCK SHOW 2020

S

afe Fleet, a leading global provider of safety
solutions for fleet vehicles, will be demonstrating a
range of integrated safety solutions for Ford vehicles
at the 2020 Work Truck Show in Indianapolis, IN from
March 3 – 6.
Safe Fleet designs, manufactures, and sells Smart
Safety Solutions ranging from ladder racks and
access products to video systems – and everything
in between – providing a one-stop-shop for integrated
safety platforms.
Vehicles and products to be featured by Safe Fleet
at WTS2020 include:
• A Reading Truck Body mounted on a Ford
Super Duty Chassis, equipped with the all-new
Prime Design Over the Cab Material Rack, ROM
Roughneck Running Boards, as well as multiple
lighting solutions by FRC and SMI.
• A Medium Roof Ford Transit equipped with an
American Van Shelving Package, the Prime
Design DeployPro system, ErgoRack, and 10ft.
Conduit Carrier, lighting solutions by SMI and
FRC, in addition to a Seon Camera System.
• A Low Roof Ford Transit equipped with an
American Van Shelving Package, the Prime
Design AluRack, Rear Access Ladder, and 8ft.
Conduit Tube, FRC Lighting, and Video Solutions
by RVS.
• An Altec bucket truck mounted on a Ford Chassis,
equipped with the Prime Design ErgoRack and
8ft. Conduit Tube, ROM Roughneck Running
Boards, a Seon Camera System, and lighting
solutions by ROM and FRC.
Safe Fleet will have a full team of safety and
productivity experts on hand in booth #921 ready
to review the full portfolio of market-leading safety
solutions. New product launches like the Over the Cab
Material Rack and Cantilever Shelving demonstrate
the extent of Safe Fleet’s dedication to innovation and
delivering the smart solutions that fleets will need to
survive and thrive in a changing world – ensuring
drivers, passengers, first responders, in-the-field
workers, and pedestrians arrive home safely.
www.safefleet.net
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In The

“ Comvoy knows all the
details for just about every
work truck that’s on the road
today or will be in the future.”
and analytics with the expectation of
being able to demonstrate to dealers
the efficacy of the platform for lead
generation.
Also exciting is the addition of
Nicole Wilson (many of you know
her as Nikki) who recently moved
from OneMagnify, where she was the
Senior Account Director overseeing
the Ford Commercial Vehicle sales
and marketing business for the past
nine years. Perhaps you have chatted
with her at one of the past Commercial
Vehicle Center (or BPN) meetings.
She has recently took the position of
Director of Marketing at Work Truck
Solutions and is currently building
a marketing team in Detroit. Nikki’s
mission is to communicate the values
that Work Truck Solutions provides to
all dealers and shine a light on how
Comvoy.com can help commercial
vehicle buyers find their next work
truck or van.

JONATHAN SHANER

Comvoy is the first and only structured
& searchable marketplace of workready trucks. Comvoy knows all the
details for just about every work truck
that’s on the road today or will be in
the future. For the first time, Comvoy
captures, structures and aggregates
every truck and component (body,
upfit, equipment, pieces, parts) –
from OEM to dealer – resulting in the
industry’s most accurate work truck
marketplace. Comvoy is a marketplace
with the sole purpose of making the
right match for the right buyer as easily
as possible, surfacing results based
on buyer needs, not paid vendor
ads. Comvoy focuses on the buyer’s
vocational needs and matches those
needs to upfit types.
New team members include Craig
Stillwell, co-founder of Build.com, an
online home improvement retailer
and subsidiary of Ferguson plc. Build.
com sells bathroom, kitchen and
lighting hardware, appliances and
other supplies. Craig has taken on the
responsibility of growing Comvoy into
the best resource for buyers of work
trucks and vans.

AARON MORSE

ork Truck Solutions has announced that numerous new
team members have joined the company to further drive success with both
their Comvoy launch, and continued
value they are providing to the Work
Truck industry.

NICOLE WILSON

W

CRAIG STILLWELL

WORK TRUCK SOLUTIONS
EXPANDS COMVOY TEAM

Also added to the team is Aaron
Morse, a highly experienced Search
Engine Marketing specialist. Aaron
has joined the team to rapidly grow
Comvoy traffic. Aaron is driving traffic
through a uniquely applied pay per
click strategy that focuses on the
unique customers of the inventory on
Work Truck Solutions’ dealer platform
of over 800 dealerships.
Joining the team in February is the
very talented Jonathan Shaner who
with his significant experience in
eCommerce will be focusing on SEO

HIGHBEAMS

wwww.comvoy.com
www.worktrucksolutions.com
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THE BLUE OVAL
2020 FORD SUPER DUTY CHASSIS CABS ARE READY TO SERVE
WITH BEST-IN-CLASS CAPABILITY

T

he 2020 line-up of Super Duty chassis
cabs is built even more capable,
powerful, and work-ready featuring an
available all-new 7.3-liter V8, all-new
10-speed
TorqShift®
transmission,
available third-generation 6.7-liter Power
Stroke® V8 diesel engine and a 6.2-liter
gas V8, all offered up to give customers
the power of choice when the toughest
jobs in the harshest conditions require
maximum performance.
The all-new available 7.3-liter V8 is
the biggest displacement gas engine
in the class and delivers dyno-certified
350 horsepower at 3,900 rpm and bestin-class 468 ft.-lbs. of torque at 3,900
rpm all in a compact, versatile engine
designed with commercial durability in
mind.
“We don’t operate in a vacuum in
Ford commercial trucks, we talk to the
customers, dealers and upfitters who

I

know how hard our trucks are worked,”
said Nathan Oscarson, commercial
truck marketing manager, “That kind of
real-world feedback helps us engineer
the level of commercial trucks that the
industry demands.”
F-series Super Duty Chassis Cab
models include business-critical capability
like best-in-class maximum payload of
12,750 lbs. which lets customers mount
everything from utility bodies to boom
cranes. Vocational customization is
simplified with available programmable
upfitter interface module and drivers
appreciate functionality like available flat
under seat storage.
Ford Super Duty Chassis Cabs are #1 in
commercial truck class 2-5 registrations
with 65.6 percent total share of the U.S
market*, proving that when the power
goes out, when fires must be fought or
when bridges need building- it’s dedicated

tradesmen in Ford Super Duty Chassis
Cabs who come to the rescue.
New Ford Telematics™ and Data
Services are available to help commercial
customers operate their fleets more
efficiently. Ford Telematics enables fleet
managers to improve asset utilization,
optimize running costs, protect their
vehicles and encourage better driver
behavior. This advanced technology is
enabled in the Super Duty lineup by the
inclusion of standard FordPass Connect™
with 4G LTE Wi-Fi for up to 10 devices
which keep the truck, drivers and crews
connected at all times. Those uptime
gains from smart technology continue
with Pre-Collision Assist with Automated
Emergency Braking and Audible Lane
Departure Warning, which can help
operators avoid or mitigate collisions.
ford.media.com

FORD RELEASES 2020 GLOBAL TREND REPORT

n the age of constant connectivity,
consumers today feel more alone than
ever – and find it harder to trust their
peers and companies.
In its 2020 Looking Further with Ford
Trend Report, released as the 8th annual
report, Ford Motor Company identifies
trust as a dominant global theme and
explores how companies are earning it
back.
“The rate of change globally has been
on the rise – and without the trust in the
institutions, brands and peers to rely on,
a majority of people are feeling extremely
overwhelmed,” notes Sheryl Connelly,
Ford’s Global Consumer Trends and
Futuring Manager. “Consumers want
to believe that companies are doing the
right thing, but companies also need
to give them a clear reason to do so.
At Ford, we remain deeply focused on
improving the lives of consumers and
their communities, so we can continue to
have a trusted relationship that moves us
forward together.”
All Alone: Loneliness has become
an epidemic of global proportions.
Loneliness is particularly prevalent
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among young people – 62 percent of Gen
Zers globally agree with the statement “I
feel lonely on a regular basis” and 50%
agree “I often feel lonely when I’m around
other people.”
Below the Surface: There’s growing
interest in the unseen elements of
building consumer trust. Consumers want
to believe that companies are doing the
right thing but they need to see behind
the curtain to believe it. 67 percent of
adults globally agree that “Once a brand
loses my trust, there is no getting it back.”
Call to Stand: People are asking brands
to move from a product-based mindset
to a values-based mindset – although it
doesn’t always impact their decision to
buy: 59 percent of adults globally say they
care more about purchase convenience
than brand values.
Great
Expectations: As
internet
commerce grows, so do expectations for
brands. 67% of adults globally agree with
the statement “I have higher expectations
for brands than I did in the past.”
The Green Paradox: Worldwide,
consumers are increasingly worried
about climate change. Yet, that worry

isn’t translating into urgency: 64 percent
of people who aren’t changing their
behavior to help fight climate change say
they think they can’t make a difference.
Identity Matters: Conversations and
language around identity are evolving
— more specifically, understanding
that identities are built from both visible
attributes and invisible ones, like sexual
identity, ancestry, religion and more.
Only 67 percent of adults globally say “I
understand the concept of gender fluidity.”
The Second Time Around: New upcycle
companies around the globe have
modernized resale shopping. The socalled re-commerce movement is on
the rise for sophisticated and marketsavvy shoppers, breathing new life
into previously owned fashion pieces,
appliances, electronics, household items
and other goods — and more and more
consumers are opting in. 60 percent of
adults globally agree “I am more open to
buying used goods than I was five years
ago.”
For the full Looking Further with Ford
2020 Trends Report, please visit
ford.media.com

F-Series Hits 43 rd Straight Year as America’s Best-Selling Pickup;
Ford Achieves 10 Straight Years of Leadership as America’s
Best-Selling Brand; Lincoln SUV Sales Best in 16 Years

THE BLUE OVAL
www.twitter.com/Ford

TRANSIT DRIVES AHEAD
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 Ford Explorer sales gain big. In Q4, on improved
availability, sales of the all-new Ford Explorer continued to
FORD RELEASES 2020
expand – totaling 48,083 SUVs. This represents a 52.4
percent increase over Q3 volumes. In December, Explorer
had its strongest monthly retail sales performance since its
launch in June.
 Sales of America’s best-selling sports car, the Ford
Mustang, saw a strong gain of 20.4 percent in the final
quarter of the year on sales of 17,124 cars.
 Lincoln SUVs had their best annual sales results since
2003 on sales of 87,893 SUVs. In Q4, Lincoln SUVs were
up 30.9 percent, making it Lincoln’s best Q4 sales
performance for its SUVs since 2001.
## #

Ford Commercial

GLOBAL TREND REPORT

Ford SUV

Mustang sales totaled 72,489 cars this
year, making it America’s best-selling
sports car for a fifth straight year.
Mustang began its first sales of GT500
in Q4, with GT350/GT500 sales up 35.2
percent. Explorer ST retail sales were up
29.5 percent in Q4 over last year’s
Explorer Sport, while Raptor pickup sales
were up 12.9 percent over last year.

Ford Performance

A bout Ford Motor Company

Ford Motor Company is a global company based in Dearborn, Michigan. The company
designs, manufactures, markets and services a full line of Ford cars, trucks, SUVs, electrified
vehicles and Lincoln luxury vehicles, provides financial services through Ford Motor Credit
Company and is pursuing leadership positions in electrification, autonomous vehicles and
mobility solutions. Ford employs approximately 191,000 people worldwide. For more
information regarding Ford, its products and Ford Motor Credit Company, please visit
www.corporate.ford.com.
*U.S. sales volume reflects transactions with (i) retail and fleet customers (as reported by
dealers), (ii) government and (iii) Ford management. Average transaction pricing based on J.D.
Power and Associates PIN data.

Expedition sales finished the year with a
big close. Fourth quarter Expedition
sales were up 71.6 percent on sales of
24,267 bringing overall Expedition sales
to 86,422 for the year – a 58.1 percent
gain. EcoSport sales were up 19.1
percent, with 57 percent of retail sales
coming from recently discontinued
passenger cars in the Ford lineup.

Lincoln Corsair

Lincoln continued its growth with the
strong performance of its new products.
As Aviator stock levels build and Aviator
Grand Touring models are added, sales
continued to climb posting sales of
6,424 in Q4. Aviator had its best sales
performance in December with 2,810
SUVs sold. Lincoln Corsair continues to
grow, representing 43 percent of
Corsair/MKC retail sales mix in
December.
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Today’s Lesson: PLASTIC

IS FOR TOYS

Transfer Flow + U.S. Steel = Premier Fuel Tanks
With more than 35 years of experience, Transfer Flow is the leader in American-made fuel tank
systems. Unlike plastic aftermarket tanks, Transfer Flow fuel tanks are engineered for excellence
and crafted from the highest quality American materials.
Plastic aftermarket tanks are made using rotational molding,
which results in varied thickness and questionable reliability.
Transfer Flow’s premier fuel tanks are made with ReliaSteel®,
high-yield U.S. aluminized steel.
All Transfer Flow fuel tanks ship as complete systems
and include every component needed for installation. You
can rest easy knowing that your Transfer Flow fuel tank
is safe, legal, reliable, and backed by our 6-year, unlimited
mileage warranty to keep your adventure going mile after mile.

See us at The Work Truck Show® — Booth 926

®

REPLACEMENT TANKS

REFUELING TANKS

(855) 679-6817 I TransferFlow.com

IN-BED TANKS

TOOL BOX COMBOS

ALTFUEL CORNER

BY PAUL SHAFFER

“JUST OKAY” is NOT OKAY

2

020. It just has a different ring to
it than previous years. New year.
New decade. Of course, with any new
year, there is always a time to reflect
on things we have done well and areas
that need improvement. I’m not one to
get into all of the craziness of it – I’d
rather just do it. But, granted, to “do it”
requires some reflection and a general
game plan on those new insights.
It’s a big year in the Ford world. Most of
the products have undergone changes.
Change is good, right? It can present its
issues. For those of us in the advanced
clean vehicle world, it necessitates new
certifications. You guessed it – more
money, more time, more…
It’s a fact. Technology continues to
improve. It’s improving on the Ford
side – and it is always being enhanced
for those in the advance clean vehicle
world. But, with improved technology
from Ford comes some cautions –
some yellow flags. This is a good time
to remind you of a few things when
contemplating a Ford advanced clean
vehicle:

Exec.V.P. for Landi Renzo USA.

1) Not all system manufacturers are
created equal. Within Ford, there are
Qualified Vehicle Modifier (QVM) system
developers. This information is easily
accessed through the Ford Advanced
Fuel Buyers Guide. It will show up as a
PDF if you google it – or you can contact
me if you need a hardcopy. Bottom line:
Do not work with anyone that is not
designated as a Ford QVM developer
(which is different than a QVM installer).
I’ve been doing this long enough that I
can provide story after story of the myriad
of issues you will face. It’s not worth it.
2) New certifications take time. What’s
essential is communication in these
new product rollout years. When will
the gaseous prep engine be available?
When will the system be certified?
What’s the timeline to get the vehicle
to where it will be converted? How long
will the conversion take? All of these
questions and many more are essential
to offering the right expectations for the
customer and avoiding costly delays
that result in dissatisfied customers and
floor planning charges. Don’t get caught

off-guard. It can bite you if you aren’t
planning in advance.
3) Ask questions. I get it. Most of you
don’t work in this world 24/7. You’ve
got bigger fish to fry. But, with the
growing number of customers that
need and demand an advanced clean
vehicle, it’s important to arm yourself
with trusted advisors. I spend time
throughout the day doing just that with
dealers, fleet management companies,
upfit partners, and end users. You’ve
seen the commercials – “just ok is not
ok”? I laugh every time I see it. The
commercials are genius. But, there is
some reality to it too (which is why it’s
funny). Don’t be that ok dealer. Make
sure you have a team of advisors that
can help navigate through the nuances
of acquiring an advanced clean vehicle.
Customers expect the product from
a qualified supplier. They want the
vehicle when you say it will be ready.
And they don’t like surprises when
things surface that you should have
known about. Don’t just be ok.

®
Bus door
door option.
option.
Bus

Ford Transit

IMPRESSION SERIES

Seating for
for up
up to
to
Seating
15 (w/driver)
(w/driver) and
and
15
luggage divider.
divider.
luggage

Our Ford Transit Impression Series delivers comfort and safety
combined with cost-efficient, stylish upgrades. It’s the perfect
revenue-generating people mover for all types of group events,
resort guest transportation, guided tours, and much more.

Find out more at
www.driverge.com
Call 855.337.9579
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FOCUS ON ALTFUEL
ALTERNATIVE FUEL TAX
CREDITS EXTENDED
FOR 2020

T

he National Propane Gas
Association (NPGA) announced
that Congress passed H.R. 1865;
this will provide the propane industry
with prospective tax certainty as
well as valuable research and
development funding.
Following Senate passage, H.R.
1865 headed to the White House, and lawnmowers) and up to 30% of
where President Donald Trump the cost of qualified alternative fuel
signed the legislation into law Dec. vehicle refueling property (capped
20, 2019!
at $30,000). The propane-powered
H.R. 1865 includes an extension of vehicle credits are worth more than
the alternative fuel tax credit and the $500 million- putting more clean
refueling property credit, covering vehicles on the road and money
the years 2018-20. It was the first back into the pockets of consumers.
time since 2015 that Congress
Recognizing
the
advantages
extended the credits prospectively – of propane as an independent
through Dec. 31, 2020.
energy source with wide-ranging
The credits are $0.37 per gallon applicability, H.R. 1865 also provides
on the sale of propane when used funding for U.S. Department of
in1-2pg
motor
vehicles (including forklifts Energy research, development and
Ford ad January2016_final_layout 1/18/16 11:57 AM Page 1

demonstration projects, including $5
million for propane vehicle engine
technology development and access
to up to $10 million for propane
combined heat and power systems
development.
FordPros has long covered the
struggle that propane has had to
become a mainstream Alt Fuel
contender, and this is a great
validation of the benefits that this
fuel offers to many markets.

THE PROFESSIONAL’S

Smart
Choice
UNICELL
AEROCELL TRANSIT

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

NOW AVAILABLE
The New Aerocell Transit

1.800.628.8914
www.unicell.com
sales@unicell.com

Dry Freight

Classicube
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Aerocell

Aerocell CW

Body & Equipment

TUESDAY, MARCH 3
JW MARRIOTT INDIANAPOLIS
Green Truck Summit, held in conjunction with The
Work Truck Show®, features intensive programs on
clean energy trends and initiatives for commercial
vehicles. The conference brings together government,
educators, industry users and innovators to offer
insights on the work truck industry’s path to zero
emissions. Presenters will share how sustainable
technologies, alternative fuels and connected vehicles
are driving industry evolution. Green Truck Summit
Conference & Trade Show Package required.
Event emcee: John Davis, Creator, Host and
Executive Producer, MotorWeek
Welcome and opening remarks
8:30–8:45 a.m.
Keynote address
Sean Waters
Vice President, Product Compliance and Regulatory
Affairs
Daimler Trucks North America
8:45–9:30 a.m.
How Truck Technology Advances Will Impact Industry
Practices
9:30–10:45 a.m.
Meeting Program Sustainability Targets: Successes
and Challenges of New Equipment Offerings
11 a.m.–noon
Green Truck Summit lunch
12:15–1:15 p.m.
Achieving Legacy Fleet Sustainability
1:30–2:30 p.m.
Alt Fuels and Technology: Evolution Toward Zero
Emissions
2:30–3:45 p.m.
Powering Electric Drive: Batteries or Fuel Cells?
4–5 p.m.
Green Truck Summit reception
5–6 p.m.
Attendance at the Green Truck Summit
is eligible for MVP credit.

TUESDAY, MARCH 3
INDIANA CONVENTION CENTER

Manufacturer and Distributor Innovation Conference
helps commercial truck upfitters, distributors,
manufacturers and body builders learn how to
enhance manufacturing processes and business
results. Presenters will share real-world shop
improvement strategies, including building a better
team, maximizing productivity, and leveraging
available technology and resources. Manufacturer
and Distributor Innovation Conference & Trade
Show Package required.
Keynote address
Paul Akers, president, FastCap LLC
8:45–9:30 a.m.
Selecting an ERP System to
Add Value to Your Work Truck Operation
9:30–10:45 a.m.
Building and Validating
Work-Ready Welders for Your Shop
11 a.m.–noon
Manufacturing and Distributor
Innovation Conference lunch
12:15–1:15 p.m.
Managing Organizational Change
1:30–2:30 p.m.
Standing Out in a
Competitive Commercial Vehicle Market
2:30–3:45 p.m.

Attendance at the Manufacturer & Distributor Innovation
Conference is eligible for MVP credit.
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WORK TRUCK SHOW

SCHEDULE OF EVENTS
Educational sessions, Green Truck
Summit, and Manufacturer and
Distributor Innovation Conference
begin March 3. The exhibit hall is
open March 4–6. The exhibit hall
is not open March 3. All events
take place at Indiana Convention
Center except where noted.

MONDAY, MAR. 2
Registration open
noon–5 p.m.

TUESDAY, MAR. 3
Registration open
7 a.m.–7 p.m.

GREEN TRUCK SUMMIT

8:30 a.m.–5 p.m. (reception from
5–6 p.m.)
JW Marriott Indianapolis
Green Truck Summit Conference
& Trade Show Package required

MANUFACTURER &
DISTRIBUTOR INNOVATION
CONFERENCE
8:30 a.m.–3:45 p.m.
Manufacturer and Distributor
Innovation Conference & Trade
Show Package required

CONCURRENT SESSION,
1:30–2:45 P.M.
• Work Truck Industry Overview
CONCURRENT SESSIONS,
3:00–4:15 P.M.
• Translating Commercial Vehicle
Data into Practical Business
Insights

OPENING RECEPTION
6:30–9 p.m.
JW Marriott Indianapolis
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WEDNESDAY, MAR. 4

THURSDAY, MAR. 5

CONCURRENT SESSIONS,
8–9:15 A.M.
• Building Better Vehicle Spec’s
• Leading People Successfully
Through Change
• Weight Distribution — How it
Affects Commercial Vehicles

CONCURRENT SESSIONS,
9:30–10:45 A.M.
• Amplify Your Impact

Registration open
7 a.m.–5 p.m.

Special session
Fleet Management 101
9 a.m.–4 p.m.
CONCURRENT SESSIONS,
9:30–10:45 A.M.
• Avoiding Common (and Costly)
Communication Pitfalls at Work
• Ford Commercial Vehicles
Update Session (9:45–11 a.m.)
• Trailers: The Most Overlooked
and Versatile Fleet Tool
New Exhibitor Pavilion
9 a.m.–4 p.m.
Exhibit hall open
10 a.m.–5 p.m.

THE WORK TRUCK SHOW
RIDE-AND-DRIVE
11 a.m.–3:30 p.m.
Included in registration

Special session
Generation Next Leadership
Workshop & Networking
Reception
3–5 p.m.

Registration open
6:30 a.m.–5 p.m.
NTEA Annual Meeting
7:30–9:15 a.m.

New Exhibitor Pavilion
9 a.m.–4 p.m.
Exhibit hall open
10 a.m.–5 p.m.

THE WORK TRUCK SHOW
RIDE-AND-DRIVE
11 a.m.–3:30 p.m.
Included in registration

FRIDAY, MAR. 6
Registration open
8 a.m.–noon
Exhibit hall open
9 a.m.–noon

PLEASE NOTE:
Opening reception, NTEA Annual
Meeting and special session
tickets are NOT included in any
package and available separately
for purchase. View pricing and
registration options.

Eligible for MVP credit.

WORK TRUCK SHOW
AT THE BOOTHS

1605
1333
3739
5149
921
1531
®

926
3411

5685
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WORK TRUCK SHOW
OFFERS, TOOLS & NEWS

WORK TRUCK SOLUTIONS INVITES
YOU AS THEIR GUEST!
Simply go to COMVOY.COM/BOOTH5685
to request your ticket.

WORK TRUCK SOLUTIONS is hosting a special free panel session on
Wednesday from 1:30 - 3:00 pm in Conference Room 140
to discuss “Building Brand Loyalty in a Digital Commercial World.”
If you will be at the WORK TRUCK SHOW, and want to be included in this exclusive
invitation-only session, email your RSVP to marketing@worktrucksolutions.com
Download now and get your plan
ready for Work Truck Week 2020.
This interactive tool will enhance
your Work Truck Show experience
with the most current information
like booth numbers, locations,
session schedules and much more.
Download and start exploring
today. Find booths you want to
visit. Browse educational sessions
and special events. Create a
personalized schedule.
Questions?
Contact us at info@ntea.com
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AFRICA EDITION

FORD-SPOTTING IN THE WORLD
BY TAYLOR STEINBERG - CORPORATE SALES TRAINER, KNAPHEIDE

R

eporting from South Africa where
the Ford Ranger and many other
Ford products are rapidly gaining the
reputation as the vehicle of choice.
The Bakkie, pronounced “BUCK ee”,
also known as the Ute in Australia
and as the Pickup in the United States
is rapidly taking market share away
from the Toyota Hi’Lux and others.
The most popular Ford Ranger is the
Crew Cab with diesel engine while
Ford passenger cars and SUVs are
available in gas or diesel. Our ride for
about a month in South Africa was a
Ford Eco Sport, a small SUV with a five
speed manual transmission coupled to
a 1300cc gasoline engine. We noticed
fine performance in the mountainous
regions of the Transkei, Eastern Cape,
the Golden Gate National Park in the
Drakensberg and Qwa Qwa Region
through the Lichen Mountain Pass at
2041 meters (6696 feet).
Fuel, in South Africa, both diesel and
gasoline was in the 16 ZAR per liter
range. The South African currency
is the ZAR (Rand) with a floating
exchange rate around 14.35 ZAR per
US dollar. Doing the conversion of 3.8
liters per gallon the math comes out
around $4.24 per gallon making the
fuel reasonably competitive with fuel
prices in other parts of the world.
The history of South Africa spans the
centuries from the late 1400s when
the Dutch and English colonization
led to some very trying times. From
the early 1900s, South Africans were
segregated by race including White,
Black, Colored and Asian leading to
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and through the apartheid years. The
struggles of Nelson Mandela, from
spending 27 years in prison to being
elected president of South Africa, is
a complete study in itself. My wife,
Lorraine and I, studied a great deal
before we arrived and experienced
even more about the turbulent history
during our month long visit to this
beautiful country. South Africa, with a
population of just over 56 million and
an area roughly twice the size of the
State of Texas is a land of very friendly
and courteous people. Every one in
which we came in contact; tour guides,
accommodation
staff,
restaurant
employees, business employees and
people on the street were all very
friendly and helpful.
Did we ever feel in danger? No,
because we carefully planned where
we were going at all times of the day
and evening. With over fifty three years
of international travel, we simply watch
where we are going in every city of the
world we have visited. About fifteen
years ago we encountered only one
minor incident on a subway in Rome
while celebrating New Year’s Eve. This
did not reduce our international and
domestic travel, it just made us wiser
to the locations we were going to visit.
Would we visit South Africa again?
Yes and without question as the great
people make you feel at home while
the natural beauty of all of the flora
and fauna opportunities are endless.
But what about the mosquitos, the
Malaria and Yellow Fever concerns?

Simply plan ahead with the necessary
vaccinations and prescriptions and
enjoy your adventure. In over a month
of South Africa travel, we encountered
mosquitos in the Drakensburg
Mountains on a two hour walk in a
forest and only after we stopped to
wait ten minutes for our guide. We did
not encounter a mosquito after two
days of travel in Kruger National Park
as the repellant must have worked.
Ford in South Africa is a real success
story based on performance and
reputation. With sightings everywhere,
Ford market penetration continues to
improve. We photographed hundreds
of Rangers “Bakkies” with numerous
trim levels and specialty vehicle
packages along with numerous
Ford cars and SUVs. The following
Ford sightings from Cape Town to
Johannesburg during our multi week
adventure illustrate the success of
Ford in South Africa.

FORD-SPOTTING IN AFRICA

Kruger National Park, in eastern South
Africa next to Zimbabwe, is the size of
Belgium and is home to hundreds of
thousands of native animals including
over 16,000 elephants and over
200,000 Impala antelope. The goal for
most visitors is to see and photograph
the Big Five game animals, the
Elephant, Rhino, Cape Buffalo, Lion
and Leopard. Big-game hunters refer to
these as the five most difficult animals
in Africa to hunt on foot. Today the term
is used widely by safari tour operators
for photography enthusiasts. With the
assistance of David, our professional
guide and driver, January 9, 2020 was
an excellent day to photograph the Big
Five. All of images in this communication
were taken by wife and I.
One might ask, how far were you
from the lion in the photograph? Two
females killed the cape buffalo, drug it
to the shady spot near a well-traveled
safari road and retired for a rest in the
shade about thirty meters away while
the male lions enjoyed their feast. The
two females will have their chance at
the remains of the kill after the males
have enjoyed their fill. Photography
enthusiast were able to drive less than
three meters from the two male lions
enjoying the water buffalo. At least ten
safari enthusiast were jockeying for
the best shot around the two males.
You would wait your turn, move in as
needed for the desired photograph and
then move on.
Game animals recognize the vehicles
and not the people inside. If you
exit your vehicle, the human image
appears and you suddenly become the
next good meal as humans don’t run
very fast, pretty tasty and pretty easy
to catch.

We stopped for a late afternoon latte and
pizza at Steve’s Pub and Grill in Port St.
Johns, Wild Coast, South Africa located
at the end of the road at the mouth of the
Umzimvubu River on the Indian Ocean.
There were four Ford vehicles in the small
grass parking lot with room for only six
or eight cars. After enjoying an excellent
pizza and a red latte (made with Rooibos
tea instead of coffee). Steve, the owner,
stopped by driving his Ranger Crew Cab
and was proud to share his Ford history.
“This is my 16th ford vehicle in a row, no
worries.”
Great Ford sighting in South Africa
at Karmichael Farms B & B in the
Drakensberg Mountain Region near
Himeville, SA. Received an okay to
publish from the young lad’s mother.
The driver handled his Ranger with ease
and enjoyed all of the appropriate motor
sounds while driving.

There are tons of B & B’s in the
Drakensburg Mountains area north of
Pietermaritzburg, SA as it is a favorite
vacation destination for the locals
from Pretoria and Johannesburg (with
a population of about 10 million) and
the Durban metro area (population
3.4 million) as all are within an easy
3-4 hour drive.

Lesotho, a small mountainous
country within South Africa, whose
main products are angora wool from
goats, regular wool from sheep and
especially tourism. We elected to get
there via the Sani Pass Highway. As
you can see by the road images, this
adventure reminds me of the Black
Bear Road in SW Colorado between
Red Mountain Pass and Telluride,
where descending in 4 wheel low at
an idle is way too fast in some areas.
On the ascent we followed a Ford
Everest SUV to the summit and found
a number of Ford Rangers parked at
the highest (elevation) Pub in Africa.
Closing Notes
South Africa, one of the great countries
of the world, known for its safaris, has
so much more to offer any traveler,
young and old, adventurous and the not
so adventurous. As you walk through
the Gateway Mall in Umlanga Ridge,
SA with around 300 shops, eateries,
kids play areas, a water park and two
hotels one finds folks from all over Africa
and other parts of the world enjoying
themselves like folks do in the USA.
Riding in a safari vehicle in Kruger
National Park at a safe distance of 10
to 12 feet away from two male lions
enjoying a water buffalo provided by the
two lioness’. Great people, great food,
great scenery of all types should make
this one of your “Go To” priorities of the
world. Don’t make the mistake and go
for two weeks, stay for a month and you
will only skim the highlights. We’ll go
back! Soon!
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COACH KEN
BY KEN TAYLOR

GAINING THE RIGHT!

O

ne mistake that commercial
sales
consultants
make
repeatedly is to ask for the business
before they deserve the business. I
know this sounds a little contrary to
popular sales training where you are
always supposed to be asking for
the business, but, it is a mistake that
will cost you! Asking too soon is like
trying to get a date with someone
that you do not know very well. Sure,
you can ask, but unless you have
some tremendous advantage, you
are likely to be turned down. I often
tell salespeople, “Until you earn their
trust, you can’t earn their business.”
You can earn their trust faster than
you think if you focus on the golden
rule of sales, “No one cares what you
know until they know that you care.”
If you have a meeting with a
business owner and start talking
about all the wonderful things you
can do for them, you are dead before
you start unless you are giving away
a truck which is unlikely! Every
person has a “hot button” whether
it is personal or professional and
you only uncover that hot button by
following a very simple formula.
STEP ONE:
Do your homework! It’s likely you
got this person’s name through a
referral. Ask your referral source the
“hot button” questions:
“What is the one thing that you
think is most important to this person
regarding his/her business?”
“What does this person value
most in his/her relationship with a
commercial dealership?”
“In his/her personal life, what’s most
important to this person?”
“Tell me one thing that you find
most interesting about this person?”
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STEP TWO: Now you can at
least build questions around the hot
buttons that you learned! Suppose
your referral source said they really
value great service. You would
certainly bring testimonials with
you that provided proof about your
service, but you would also ask
directed questions. Example: “Bob,
what are some aspects of service
that are most important to you when
working with a dealership?” Notice
how that question is worded. You
are not asking Bob to buy anything;
you are in a discovery stage. Most
salespeople start telling the prospect
all the things he or she can do, but
you are finding out what is important
to Bob first which allows you to
customize your answers.

Your second question is, “So what
do you have to do?” Usually the
owner will say they have to send
two vehicles in order to pick one of
the drivers up which takes away
from time the second truck should be
working and making money. At that
point you simply ask, “Would it be of
benefit if a commercial department
brought you a loaner and drove your
work vehicle to the dealership as
well as brought it back after it was
serviced?” I think you already know
the owner’s answer!
At this point you have added enough
value to ask additional questions.
In other words, you have created
enough value that you have earned
the right to ask for an opportunity
to work with the business owner.

“UNLESS YOU EARN THEIR
TRUST, YOU CAN’T EARN
THEIR BUSINESS.”
STEP THREE: Ask the questions
based on your strengths. One of the
things we like the dealerships with
whom we work is to provide a “pickup
and delivery service.” This means if a
business owner is too busy to bring a
vehicle in for service, the dealership
will provide a loaner and at the same
time pick up the prospects work truck.
Never tell them you provide that
service. Instead present it in the form
of a question:
“Bob do you ever get too busy to
bring a vehicle in for service?” Bob’s
answer is always “yes, we are busy
all the time.”

One of my favorite questions to
ask after I have built enough value
(psychological currency) is:
“Bob, I would be honored if the next
time you need to service one of your
vehicles, we could assist you based
on how impressed you were with our
pickup and return service?”
It would be hard for Bob to say “no.”
If you don’t have a pick-up and
delivery service, there are other
numerous ways to create value. The
key point is you gain the right to move
forward by providing extra value. I
live by a simple belief, “The road to
the extra mile is never crowded.”

PART OF THE TEAM

M

y twenty plus years in
commercial and fleet sales have
come with many unique lessons.
A number of these lessons have
influenced my training programs, my
consulting business and how I have
approached this incredible industry.
If I had to highlight one or two areas
that lead to the highest level of
success it would be “relationships”
and a “team” approach to the
business. In fact these two factors
work in unison to create the
“Superstars” of our business. Let’s
start with relationships.
When you think about the word
relationships, most often what
comes to mind is the “customer/
salesperson relationship. In order to

sell tangible objects like trucks their
has to be a relationship between
the commercial sales consultant
and the end user/prospect that
evolves into a salesperson/customer
relationship. In reality it is far more
encompassing. Here is my list of
relationships that are necessary to
become a superstar in our business:
1. Upfitter/dealer relationshipThere has to be a bond of trust
between these two entities. A truck
is only as good as its functionality
and most often that comes from
the “backend” of the vehicle. My
accolades go out to the upfitters
that are consistently creating new
innovations to give us a competitive
edge. You can never spend enough
time knowing the “backend” of every
vehicle that you sell! Companies
like Knapheide, Royal, Redding
and many others, help us meet the
unique needs of end users.
2. Relationships with our financial
partners can mean the difference
in making or losing a sale. Not only
the OEM financial partners, but the
Ally’s, Hatachi’s, and Isuzu’s of
the world give a commercial sales
consultant the opportunity to make
sales he or she would have lost.
3. The commercial departments
relationship with parts, service,
and finance within the dealership is
critical to success. There is a very
true statement in our industry, “sales
create the first purchase, but service
and parts keeps the customer
coming back.”
4. The OEM field reps are a key
partner in the commercial and fleet
relationship system. Their support
and knowledge are a key ingredient
in growing sales and creating a
positive sales/service experience.
Put all these pieces of the puzzle
together and you have the ultimate
“TEAM.” The best sales consultants
I know work hard at not only

COACH KEN

developing relationships with the
end user/customer but also with all
their business partners. What does it
mean to have a “team” approach to
the commercial business?
1. Never throw your business
partner under the bus- Things will
go wrong but ultimately a great sales
consultant takes full responsibility
and always presents other team
members in a positive light.
2. We go out of our way to
compliment and appreciate our
partners at every opportunity. The
French general, Napoleon Bonaparte
once said, “Men will die for pieces of
ribbon,” meaning positive feedback
and reward will make your partners
want to go the extra mile.
3. Never taking your partners for
granted. Things will go wrong, it is
the nature of our business or any
business. Support and patience
goes a long way to create ultimate
success.
4. An essential part of “TEAM,” is
building powerful relationships that
stand the test of time. Great teams
“know” each other in a powerful
bond of trust and are willing to go the
extra mile for long term success.
Never take your industry partners
for granted. That means the words
“relationships” and “team” combine
to create a winning formula.
I
have a saying I coined over twenty
years ago, “The road to the extra
mile is never crowded.” Those who
travel that lonely road build lasting
relationships, powerful teams and
the highest level of “team” success.

For more information about
Ken Taylor & Associates’
Commercial Automotive
Consulting program call
1-904-535-9996, or go to
www.coachkentaylor.com
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DEALERSHIP SUCCESS
SHAWN HORSWILL

Work Truck Solutions
Vice President, Customer Success

NEW TRENDS IN BUYER EDUCATION & SALES

E

very now and then, a customer
will declare “I know exactly what
I want”. Sometimes, they do indeed
know exactly what they want. Other
times, though, it’s only what they
thought they wanted, and ultimately
they are left with a bad taste in
their mouth. Take for example, the
customer who is absolutely certain
that they want their F-350 in diesel,
and not interested in hearing about
anything else.
Six months after
the sale on a followup visit to their
business you find them friendly
enough, but clearly upset. As it turns
out, they have no trailers to tow, and
most of their territory is on the flat.
What they really wanted was the
best in fuel economy, and they were

Technology
changes
quickly;
unfortunately, not all of your buyers
are aware of those changes, or
how profoundly their understanding
(or lack therein) can affect their
business’ bottom line. Sometimes,
a quick dive into a few probing
questions can help to uncover their
true need. Other times the buyer
standing in front of you now has
already made their decision, and
just isn’t interested in being “sold”
on trying something new or different.
It’s a rough spot for a salesperson
to be in and will likely lead to an
unfortunate outcome for the buyer.
Today the internet is a great
resource for people shopping
online; nearly anything under the

“TECHNOLOGY CHANGES
QUICKLY; UNFORTUNATELY,
NOT ALL OF YOUR BUYERS ARE
AWARE OF THOSE CHANGES,
OR HOW PROFOUNDLY THEIR
UNDERSTANDING (OR LACK
THEREIN) CAN AFFECT THEIR
BUSINESS’ BOTTOM LINE.”
just relying on buying habits from 1520 years ago, which now has them
feeling foolish and a little upset at you
for allowing them to overspend by
thousands of dollars. Keeping that
customer buying from you on their
next cycle may prove difficult.
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sun can be bought online, if you just
know where to go, and it has been
growing and expanding in this way
for the last 20 or so years. Adding
to the online shopping aspect, one
of the most popular trends in the
internet arena over the last few

years are sites and video channels
devoted to consumer advocacy and
education. More and more people
are posting their reviews, thoughts,
and reactions to products, services,
and the companies that provide
them, and even more are watching
and listening to what these people
have to say. A recent concern
that has developed is that, while
there’s now a lot more information
regarding products and services,
that information isn’t necessarily
accurate.
Fortunately, new website services
are starting to emerge to answer
the issue of subjective, incomplete,
and/or unreliable information. One
example is www.comvoy.com which
has been established with the sole
purpose of making the right match
for the right buyer as easily as
possible. Not only is Comvoy is the
first and only structured & searchable
marketplace of work-ready trucks,
Comvoy has over 250 original
articles, videos and infographics in
regards to the right vehicle for the
buyer’s vocational business. In the
past, if a plumber wanted to replace
their old truck and didn’t already
have a strong relationship with a
dealer, what would they do? Go to
Google, search for “plumber truck for
sale” (or van) and just start picking
through the available inventory on
whatever dealer’s site they clicked
upon.
Bouncing from site to site, a sale
would eventually be made, but how
likely was it that by simply sifting
through what they found of what
was available, they actually bought
exactly what they needed?

DEALERSHIP SUCCESS
Perhaps that wasn’t as much of
a concern in the past, as a good
relationship will provide return
business, but things are rapidly
changing. Business owners know
that having the right information
allows them to make the best
possible business decisions, and
they are starting to be aware that
good, trustworthy information is
available to them online, without
having to walk onto a sales floor.
This is a good thing! It’s much easier
to close a deal with a buyer when they
are certain that you are providing the
truck that truly fits their needs. When
buyers have a non-biased source
of current and accurate information
covering all relevant aspects of the
work trucks they need, they come to
you fully educated, truly knowing what
they want. And if they are coming
to you now having done that level
of research, it’s likely they already
have the stock number picked out.

BOOTH

#3739

Let’s face it: “sales” will always
ultimately be about making and
retaining strong relationships that
lead as a matter of course to repeat
transactions and referrals; that will
likely never change. Buyers want
to feel they have made the smartest
decision, and know that the internet
can give them the info they need.
“Pest control trucks for sale” or “floral
trucks for sale”, etc. are some search
terms your buyers are using, and the
results are beyond comprehensive.

The best thing you can do is to get
ahead of outdated or misinformation
that is floating around out there.
Instead, be the supplier of unbiased
information that handles their thirst
for knowledge in a way that is both
accurate and unbiased. This is how
you retain the status of “trusted”;
and as you well know, people would
rather buy from the people they trust.
For any questions contact
shawn.horswill@
worktrucksolutions.com

COME SEE US

AT THE WORK TRUCK SHOW
© The Knapheide Manufacturing Company 2020
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FORD TRUCK CLUB
NEWS & EVENTS
The National Ford Truck Club has announced plans
to present awards to key contributors to the success
of Ford fleet/commercial dealer reps. These will be
awarded annually at the time of the Work Truck Show.
Awards will be presented as follows:
THE HENRY AWARD
Recognizing the employee
(past or present) at Ford Motor
Company who embodies the
spirit of founder Henry Ford,
carrying the spirit forward
today in our very complex
environment. Mr. Ford
demonstrated exceptional
vision, talent and skill, and
built an incredible product.
His had the quintessential
“outside-the-box” mentality.
Mr. Ford was not averse to
risk: he believed in what he
was doing, focused on it, and
the outcome is obvious. He
organized, he delegated, he
was imminently successful.
THE TAYLOR AWARD
Supporting the work we
FordPros do is the reliable
bodybuilder rep, or the
key distributor. They open
the door to “finishing” the
trucks/vans in a way that
makes us look good to
our end-users. Nobody
embodies that commitment
more effectively than Taylor
Steinberg, who served as a
territory representative for
The Knapheide Company
in the Midwest for many
years. In addition, he traveled
to many other parts of the
country at the request of Ford
Commercial to talk about
the various vocations that
FordPros can serve, and how
to serve them well. Taylor
founded The Knapheide Sales
Training School. He is an
exceptional example of one
who always goes beyond
what he’s asked to do, who
believes that he can make a
difference—then goes out and
does just that.

THE ALAN AWARD
In recognition of a former
Ford employee who, after
leaving their role, should be
recognized for displaying
incredible commitment
and vision to bringing the
FordPros’ commercial
business to a new level.
Through tireless, often
thankless work keeping the
commercial sales/marketing
endeavor at the forefront, they
help bring about success.
Sometime naysayers pose
challenges, but they always
work with eyes fixed on the
target. Keeping their ears
open to suggestions, they
have the flexibility and vision
required to navigate the
pressures of the Corporation,
the Market, and the People to
bring about optimum success.
THE FOUNDER’S AWARD
The measure of success for
any dealer’s fleet/commercial
rep (often called CAMs –
we call them FordPros!), is
that they help their peers,
even though some might be
considered competitors. Their
goal is always to improve
the larger field, often offering
themselves as a mentor to
others who are new to this
segment of the business. This
award is made to the FordPro
who embodies the qualities of:
• Leader seeking to raise the
quality of all peers
• Mentor to one or more other
FordPros
• Active in their community for
the greater good
• Active in their Regional
Club…when one is
available…or the National!

Beginning in 2021 these award is open to
nominations by regional Ford Truck Clubs.
The award winners will be announced at the Work Truck
Show and featured in the next issue of FordPros Magazine
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TERRY’S BLOG
www.ctsblog.net

SALES SEEKING THE SALESPERSON

I

absolutely love this quote and it
speaks many things to me. When
I read it, I think of sales. As a sales
manager for a lot of years, I’ve hired
and worked with a lot of salespeople,
and I can count on one hand those
who excelled at it. I think that I can
accurately say how they did that, and
it has everything to do with this quote.
I will start that answer with another
quote from Rumi: “Let the beauty of
what you love be what you do.” First,
those few excellent sales people love
what they do. They don’t just love
what they do, they love the people
they do it with, including the clients
and their coworkers. I’ve heard
many a salesperson say things like,
“Oh, he’s a flake,” or, “they couldn’t
buy a car with cash,” and silly things
that are put-downs because they
weren’t the right prospect for them
at the moment. That isn’t loving the
people, or those they work with. The
few I’m referring to don’t talk that way.
They love people. People ARE their
business.
Second, they know how life works
instinctively. They love what they do,
the products they sell, and they know
for sure, and for certain, that there
are buyers who are looking for them
too. Those buyers want to feel good
buying, and they want to feel taken
care of and so this seller and this
buyer are attracted to one another.

Third, there is no struggle. It isn’t
work. They don’t have to work at it.
They have learned to play with it.
They are having fun and that’s why it
isn’t work to them. It is the difference
between putting your rowboat in
a stream and rowing against the

Yes, they are also knowledgeable
because they love what they do
and they like being good at it.
They don’t need closing tricks and
strategies because their main asset
is that they are loving, and they are
knowledgeable. They are confident

“NOT ONLY THE THIRSTY
SEEK THE WATER,
THE WATER AS WELL SEEKS
THE THIRSTY.”

---- Rumi
current trying hard to get upstream
and letting the current guide you to all
the joy downstream. The difference is
that stark with many.
Fourth, or maybe actually first, the
Law of Attraction is bringing them
more of what they are thinking about.
It is bringing them more people to
love, more rewards, more of who
they are. That last sentence is worth
repeating: It is bringing them more of
who they are.

because they know what they want
and love what they do, and love those
with whom they come in contact.
Their sales training is in their hearts.
All of this will sound ‘airy-fairy’ to
some, but to those few that I have
known from over a hundred I have
worked with, they will completely
agree.

Terry Minion
Commercial Truck Success

COMMERCIAL TRUCK

Building or Rebuilding an Effective, Successful, and Profitable
Commercial Truck Operation within a Retail Auto Dealership

By Terry R. Minion

			Buy

the book @ www.ctsdealer.net and
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UPCOMING FORDPRO EVENTS: TRADE SHOWS

NAFA Expo
www.nafainstitute.org
Indianapolis, IN Indiana Convention Center
April 6 – 8

CONEXPO
www.conexpoconagg.com
Las Vegas , NV Las Vegas Convention Center
Mar 10 – 14

Mid American Truck Show
www.truckingshow.com
Lousiville, KY Kentucky Expo Center
March 26-28

North America’s largest
construction trade show
representing asphalt, aggregates,
concrete, earthmoving, lifting,
mining, utilities and more.

The most comprehensive
trucking event, with over 1,000
exhibitors and 1,000,000 square
feet of exhibits, education, and
special events.
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NAFA’s Institute & Expo is
the world’s largest and most
comprehensive fleet management
event.

SPONSOR SPOTLIGHT
Interview with Mike Pettit

Senior Vice President & Group President,
Final Mile Products, Supreme by Wabash
than 40 years of experience and 6
manufacturing facilities throughout the
United States.

Note: Since this interview took place,
Mike Pettit has since been appointed as
Wabash National’s Senior Vice President
and Chief Financial Officer. See the press
release on page 9, In The Highbeams!

FordPros (FP): First off, it is so nice
to meet you Mike! Thank you so much
for agreeing to do an interview with
FordPros. I would like to start by asking
what your background is and how you
ended up in your current position?
Mike Pettit (MP): It’s nice to meet
you as well! I was with Ford Motor
company for 14 years, then took my
experience to Wabash and have been
with Wabash for 8 years. After Wabash
acquired Supreme in 2017, I took over
that brand in 2018.
FP: Before we get into Wabash
National’s acquisition of Supreme,
would you reintroduce both Wabash
National & Supreme to our FordPros?
MP: Of course! Wabash’s long history
of innovation and manufacturing
quality has driven it to become one of
the biggest transportation equipment
companies—and a leader in semitrailer and tank trailer production in
North America. Supreme is a leader
in truck body manufacturing and
custom vehicle solutions – with more

FP: Back to the acquisition, can you
tell us about that and how it benefitted
Supreme customers?
MP: The acquisition accelerated
Wabash National’s organic growth
into the approximately $2.0B final
mile equipment segment. Building on
Supreme’s four plus decades of truck
body manufacturing and customer
service by adding Wabash National’s
new technologies and innovation,
manufacturing optimization and cost
synergies. That larger manufacturing
footprint and diverse solutions portfolio
better serves the customers of both
companies! It allowed the focus to be
on understanding our customers to
help make their job easier and improve
business efficiency.
FP: “The Final Mile”. Can you explain
a little about what that is? How is this
trend toward online shopping and what
are the transportation needs that are
needed to fulfill delivery transforming
how you do business?
MP: The Final Mile, known commonly
as “The Last Mile,” is the nomenclature
used in supply chain management and
transportation planning to describe
the movement of people and goods
from a transportation hub to a final
destination. As more and more
companies are moving to next day or
even same day home delivery, it will
require more equipment- which we are
expecting to create a greater demand

for our products. We believe logistics,
transportation and distribution will
continue to grow as the landscape of
how goods are delivered changes.
That technology and equipment need
to be able to co-evolve so to speak.
That “Final Mile” is changing. Goods
aren’t going to stores as much as in
the past. Instead, they’re going from
a Distribution Center, to a Fulfillment
Center, to a Delivery Center, to a home.
That is an entirely different model
into which we are excited to supply
engineered solutions, especially when
looking to the future of the refrigerated
vehicles for delivery of perishables.
We have a product refresh coming
in the near future that we are looking
forward to offering.
FP: That sounds intriguing! Product
refresh?
MP: Our Refrigerated Truck Product
refresh will be lighter, more durable and
have better thermal efficiency. With its
innovative properties, the product will
bring more value to our customers and
be a key solution for the future success
of direct home delivery. Our approach
is to stay ahead of the curve and look
forward toward the future!
FP: I am looking forward to checking
back with Supreme and Wabash.
Thank you so much for talking with us
today, it was great to meet you!
MP: You as well!
For more information
visit supremecorp.com
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CUP o'JOE: SEE YOU THERE?
Keeping the Edges Sharp: Out–Performing the Competition

I

I am amazed at the many
opportunities out there for
me to expand my business.
Most of them have to do with
increasing my awareness
of businesses with a need
for chassis and vans that
work specifically for their
vocations.
I am also amazed at the
pace at which virtually every
vocation’s vehicle options
are expanding. This means
focusing on increasing my
ability to stay current with
the changes that are before
us.
Twenty years ago,
the cassette player wasn’t
standard in most vehicles…
the CD replaced that device.
Now, the CD player seems
to be going the way of the
cassette. (Whoever knew
about “bluetooth” ten years
ago?)
Cell phones has adapted
to serve as the handheld
computer for most of us.
Locating vocation-specific
vehicles for clients has
morphed from a process
that took me virtually mandays in the past, to one I
can accomplish within a half
hour, start to finish, thanks
to one of our Sponsors.

So many changes are
announced, or substantially
upgraded, every time I get
to the NTEA’s Work Truck
Show in March of every
year. The FordPros (and
other OEM Competitors)
who are keyed into being
at the head of the class will

In the early 2000’s, my
dealer principal listened
as I proposed that this
Work Truck Show served
to increase my ability to
serve his (our) clients
effectively. He looked on it
as an essential learning for
the growth of our business.

be in Indianapolis the first
week of March. We who
aspire to be out in front of
the change, to be able to
serve our clients with the
latest, and the best, will be
there.

He agreed to subsidize
the cost of this “continuing
education,” with a check for
$1,000 to help defray my
investment of time, to help
cover the actual cost of air
fare and room/board.

You Have Not Because…
The Bible says that we
have not because we ask
not, and that is often true
in closing a sale. Including
the sale to our Principal (or
G.M.), to support our effort to
increase our effectiveness
in the market. The worst
that can happen, is the key
person says, “no”…when
we’re dealing with a client,
that typically is the start of
the sale! So, when, or if,
someone says they won’t
support your continuing
education, patiently and
persistently tell them it is
important for the growth
of the fleet/commercial
business.
If they still don’t support,
find a way to “vacation in
Indy” in March, and you’ll
benefit greatly. You’ll see
innovations that you never
imagined and return with
a renewed vision of your
potential.
I’ll see you there…and,
when you come, let me
know where we can meet
for an ACTUAL REAL (NOT
VIRTUAL) Cup ‘o Joe!
See you there?

The offer still stands…if you have a “crazy, stupid” thing
you did that almost cost you YOUR job, and can look back
on in now and share the lesson you learned, it’s worth a
Starbucks gift certificate worth $50. I’ll change the names
to protect the innocent: I’ll let you approve the article
before it is published). You just may save somebody (even
me) the grief of learning it the hard way!
Send me your stories at JoeHughes@fordpros.com
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LOWER YOUR
LADDER.
NOT YOUR
EXPECTATIONS.

AdrianSteel.com

FINALLY, A LADDER RACK DESIGNED AROUND YOU.

The Adrian Steel Drop Down Ladder Rack was designed specifically with our users in mind.
With twist-to-adjust features, you can quickly secure a variety of ladders with ease. Better yet,
the ergonomic load height makes loading and unloading simple for anyone 5’4” or taller.

IF YOU’RE HEADED TO THE WORK TRUCK SHOW, VISIT US AT BOOTH #1605!
© Adrian Steel Company 2019, all rights reserved. Adrian Steel Company is an independent equipment
manufacturer, prices may vary. Please visit AdrianSteel.com to contact your local distributor for details.

READY TO BOOST YOUR
COMMERCIAL SALES?
GET MORE LEADS
FOR YOUR
COMMERCIAL
INVENTORY
To Learn More Visit

COMVOY.COM/BOOTH5685

plus get your free pass to
THE WORK TRUCK SHOW

COMVOY is powered by Work Truck Solutions.
Comvoy.com/BOOTH5685 | sales@worktrucksolutions.com | 833-931-6714

