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There is an old legend of two men, 
lumberjacks, one older and one 

younger.  The younger one chal-
lenged his Senior to a “duel of axes:” 
which one could cut down the most 
trees in a four-hour time.  The game 
was on.  They would be located some 
500 yards from one another (for safe-
ty), chopping the trees that had been 
marked as being comparable in both 
“arenas.”  The younger man was giv-
en the choice of which site he wanted 
to work at.  
The young man chopped and 

chopped and chopped, madly in-
tent on showing the old one who 
was better.  The older competitor 
chopped and chopped, then sat, then 
chopped, then sat.  On and on.  One 
relentlessly chopping, one chopping 
and then resting.  
The younger man could hear his 

competitor chopping, then there 
would be silence from across the 
forest floor, as the old man had obvi-
ously stopped to rest…  The young 
man felt like he was far ahead, as he 
chopped and chopped and chopped.  
The more pauses he heard in the for-
est, the more confident he became.  
At the end of the contest time, the 

logs were tabulated.  The younger 
man had chopped down a remark-
able number: fifteen total!  Then the 
men and their observers went to the 
old man’s pile and he had chopped 
down…nineteen!
The younger man was astounded: 

he thought he had surely won.  He 
asked the old man how this could be, 
because, “…you spent so much time 
resting!”  The old man looked at him 
and said, “I wasn’t just resting, I was 
also sharpening my axe!  
Why do I go to the Work Truck Show 

EVERY March?  Is it to take time to 
relax?  Well, I do relax, of course…  

Why do I go to every one of my Truck 
Club Meetings when I can?  Well, it 
is a great time with peers who talk, 
share the challenges they face and 
how they are meeting them head-on.  
I go away feeling sharper! 
In many ways, going to these meet-

ings, as well as CVC Meetings, gives 
me an edge over my competition.  I 
see first-hand the new products, 
like the Chevy Class 4-6 offerings.  
Then I find that the cab options are 
limited (no supercabs), that they are 
not in fact built by GM.  Neither is the 
Transit’s competitor, or the low cab-
forwards.  I realize they GM is like a 
marketing/sales arm for a bunch of 
different OEMs.  While my products 
emanate from one.  This gives me 
insight, and frankly, it sharpens my 
axe.  
I invite you to go on to the website, 

nationalfordtruckclub.com, see some 
of the new products that you missed.  
Then, be sure to  watch my invita-
tion to you to come to the 2019 Work 
Truck Show in Indianapolis, March 
5-8.  Talk to your boss about subsi-
dizing the cost while you “go back to 
school.”  Join me next March: you’ll 
be amazed at what you learn!

Good, Sharper Selling!

Joe Hughes
President 

National Ford Truck Club
joehughes@fordpros.com
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INCREASE YOUR CAPACITY 
FOR FUEl ANd PROFITS!

A Transfer Flow fuel tank installed on your Ford work 
truck allows you to spend less time at the fuel pump and 
more time on the job.  Increased capacity gives you the 
option to shop for the best fuel prices, and save money by 
purchasing more fuel at one time. 

With 35 years of engineering and manufacturing fuel tank 
systems, some of the biggest and best companies trust 
Transfer Flow for their fuel system needs.  To increase the 
driving range on one vehicle or a fleet of vehicles, we have 
the manufacturing capabilities and product diversity to help 
you grow your business. 

Increase your capacity for fuel and profits by contacting us at 
(800) 826-5776 or visit our website at TransferFlow.com. 

Transfer Flow – we fuel YOUR success!

Visit us at The Work Truck Show - Booth 914

LARGER REPLACEMENT  
FUEL TANKS

FUEL TANK AND 
TOOL BOX COMBOS

(800) 826-5776  I  (530) 893-5209  I  TRANSFERFLOW.COM

IN-BED AUXILIARY 
FUEL TANKS



This issue offers a great opportuni-
ty to those of you who missed the 

biggest ever Work Truck Show this 
March- with over 13,570 attendees - 
As we bring the show to you through 
a series of video interviews with top 
manufacturers of products, services 
and technologies. After you read the 
recaps, make sure to go to our web-
site at www.nationalfordtruckclub.
com/videos to watch the ones that 
interest you the most! 
This Spring issue we  focus on ways 

to help you grow as a sales profes-
sional in the work truck industry- from 
tips on self-improvement and how to 
improve your focus, to best technolo-
gy tools available to help you do your 
job, to ways to improve the knowl-
edgebase you have to help you help 
your customers. 
As always, we give you updates on 

new products, alternative fuels, the 

newest Ford fleet awards, and all the 
breaking news! This issue we are 
launching a new column focused on 
dealer success, brought to you by our 
sponsor Work Truck Solutions’ VP of 
Customer Success, Shawn Horswill. 
In this debut article Shawn lays out 
how to target the new millennial cus-
tomer, as they take over family busi-
nesses, or start up new ones right in 
your market. 

Check out Coach Ken’s great vid-
eos on Sales Success using Work 

Truck Solutions!

SELF-IMPROVING & TRAILBLAZING: 
REVIEW OF THE 2018 WORK TRUCK SHOW

VISIT US AT BOOTH 4159
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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

www.nationalfordtruckclub.com/videos
www.nationalfordtruckclub.com/videos


WORK TRUCK SOLUTIONS 
ANNOUNCES   BODY 

MANUFACTURER AND 
DISTRIBUTOR SOLUTIONS 

Work Truck Solutions, Inc. recent-
ly launched a new suite of solu-

tions designed specifically for body 
manufacturers and distributors. The 
new services give these businesses 
a detailed breakdown of their inven-
tory across their dealers’ lots, alert 
them when their vehicles are sold, 
and provide a simple way to search 
for specific trucks on their dealer’s 
lots. Customers can easily rank their 
most successful dealers and gain 
better insight into valuable inventory 
information, such as average days on 
lot, days to turn since upfit, and more.  
Historically, body manufacturers 

and distributors have relied on inef-
ficient, manual ways to locate their 
vehicles across dealerships, or un-
derstand how many vehicles they 
have on a single dealership’s lot. 

To update their channel view, they 
would have to send a representative 
to each dealer’s lot to count the upfits 
they supplied.  
 Now, for the first time ever, this 

market channel view is accessible 
on a user-friendly platform. This ef-
ficiency saves businesses countless 
manhours and significant costs in 
acquiring their inventory data, while 
also helping them understand their 
market demand better.
The service has three separate 

components:   
1) Locator Service - Consolidates 
in-stock inventory in one platform 
to help a manufacturer or distribu-
tor’s sales reps locate upfits on their 
stocking dealer’s lots.  
2) Inventory Movement Alerts - Lets 
manufacturers and their distributors 
know when a vehicle has left a deal-

er’s lot, whether it’s sold or traded to 
another dealer, so they can quickly 
restock their inventory before a com-
petitor does.  
3) Network Inventory Reporting - Pro-
vides additional backend reporting to 
help the manufacturer or distributor 
identify growth opportunities by help-
ing them understand what vehicles 
they have, where the vehicles are, 
how their different products perform, 
and how long it takes on average for 
their vehicles to move.  

Full demonstrations and 
walkthroughs are available from 

Work Truck Solutions. 
To learn more, email 

BMD@worktrucksolutions.com, 
call 855-987-4544 x238, or visit 

www.WorkTruckSolutions.com/BMD

HIGHBEAMSIn The

VANAIR® ANNOUNCES NEW 
REGIONAL SALES MANAGER

Vanair® is pleased to welcome 
Matthew Johnson as its new 

Sales Manager for the Northwest 
Region and Canada.  Matt comes to 
Vanair as an experienced salesman 

working for both Tiger Cranes and 
STI in the mobile equipment indus-
try.  At Vanair, he will be responsible 
for developing and executing strate-
gic plans in the territory to increase 
sales, recruit new distributors for 
growing markets, and develop sales 
plans for new distributors and provide 
follow up support for them.

For more information contact 
Vanair® at 800-526-8817 or 

marketing@vanair.com
 

To learn more, please visit 
https://www.vanair.com
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HIGHBEAMSIn The

READING TRUCK GROUP 
ANNOUNCES CO-BRANDING 

RELATIONSHIP FOR 
TELESCOPIC CRANES AT 

2018 WORK TRUCK SHOW

READING, PA. (March 7, 2018) – 
Reading Truck Group, an industry 

leader in work truck body solutions, has 
entered in to a co-branding relationship 
with Omaha Standard Palfinger, a divi-
sion of Palfinger North America.  The 
agreement includes a range of Palfin-
ger telescopic crane models ranging in 
size from 12,500 ft. lbs. to 72,000 ft. lbs. 
in electric and hydraulic configurations.
The cranes will be co-branded and 

are intended for installation on Read-
ing Master MechanicTM Series crane 
bodies.  The partnership will allow 
both companies to collectively expand 

their geographical footprints within 
North America and several key indus-
try segments.
“The new cranes are part of a newly 

integrated crane and body system that 
will open up the crane compartment, 
eliminating levers and replacing them 
with all push button controls as stan-
dard.  This enhancement delivers more 
storage, higher quality and ease of use 
for our customers.” said John Tak, Se-
nior Director of Marketing and Product 
Management. “We’re excited to intro-
duce the latest improvements to our 

Master MechanicTM line at this year’s 
Work Truck Show.”
Palfinger’s service cranes feature 

low maintenance single weld hexago-
nal booms, a patented winch damage 
prevention system that replaces the 
conventional boom tip anti-two block 
system, proportional wireless remote 
controls and the industry’s only anti-
corrosion E-Coat paint process.

To learn more, please visit 
www.readingbody.com 

800-343-7486   |    KARGOMASTER.COM

© 2018 Kargo Master. All Rights Reserved.

www.readingbody.com
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HIGHBEAMSIn The

GREG FREEMAN 
ANNOUNCED AS THE NEW 
PRESIDENT AND COO OF 

THE READING TRUCK GROUP

READING, PA. (April 2, 2018) – 
J.B. Poindexter & Company (“JB-

PCO”) announced the appointment 
of Greg Freeman as President and 
Chief Operating Officer of the Read-
ing Truck Group.
“I am pleased to announce today 

the appointment of Greg Freeman as 
President and Chief Operating Officer 
for the Reading Truck Group.  Effec-
tive April 2, 2018, Greg will lead this 
very important business unit of JBP-
CO and report to me,” said JBPCO’s 
Chairman and CEO, John Poindexter.

Prior to joining Reading Truck 
Group, Greg was President of the 
Graham Packaging Company, the 
Household, Personal Care and Auto-
motive business.  In this role, Greg 
had responsibility for a multi-million 
dollar division with 22 operating fa-
cilities. Prior to Graham, Greg served 
as VP, Business Strategy and Devel-
opment for Celanese, a multi-billion 
dollar global company.  Earlier in his 
career, Greg served in various lead-
ership roles with W.R. Grace and the 
Grace Construction Products Group.
“I am excited for the opportunity to 

join the Reading Truck Group family. 
The company has such a rich history 
of providing quality products and cus-
tomer service to its customers and 
partners and I’m looking forward to 
a prosperous future together,” said 
Freeman.
Greg earned his Bachelor of Sci-

ence degree in Molecular Biophysics 
and Biochemistry at Yale University 

and his Master of Business Adminis-
tration in Strategic Management and 
Finance at the University of Pennsyl-
vania, The Wharton School.  In addi-
tion, Greg earned his Master of Sci-
ence in Chemical Engineering at the 
University of Pennsylvania.

To learn more, please visit 
www.readingbody.com 

Call 877-463-7225 or visit primedesign.net

Low Pro�le

The industry’s first zero-reach ladder rack. 

The S.M.A.R.T. generation of Prime Design’s patented, award winning, ErgoRack has arrived!  

Improve your fleet’s overall productivity and safety with Simply the Most Advanced Rack Technology.

Zero 
Reach!

www.readingbody.com


Ford’s #1 Mobility Builder 
for  14 Years in a Row www.transit-works.com 

Call 855-337-9579 

FordPros 

6/27/17 

1/2 pg ad 

Solutions for Businesses that Move People 
 

Senior Care · Hotels · Shuttles · Wheelchair Transit · Public Transit 
With 100’s of flexible sea�ng layouts, plus 

op�ons like bus doors, wheelchair li�s and 
more, TransitWorks can build the Transit to 

meet your customers’ needs. 
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HIGHBEAMSIn The

RANCH HAND INVESTING 
$2 MILLION IN SHINER & 

BEEVILLE MANUFACTURING 
FACILITIES 

Shiner, TX - April 9, 2018 - Behind 
momentum from improved busi-

ness processes, Ranch Hand Truck 
Accessories, the leader in aftermarket 
truck and SUV protection, is investing 
another $1.25 million in it’s manufac-
turing facilities in Shiner, TX and Bee-
ville, TX. This brings capital investment 
for the last 12 months to over $2 mil-
lion. In addition, Ranch Hand has hired 
more than 50 employees since the be-
ginning of 2018 and is offering aggres-
sive signing bonuses to welders.
“We have seen orders for our replace-

ment bumpers, grille guards and run-

ning steps increase 50% in the past 
six months,” said Jason Kaspar, CEO 
of Kaspar Companies, the 5th genera-
tion, family-owned holding company 
which Ranch Hand is a part of. “That 
sort of demand for our products has led 
to some challenges for us in terms of 
lead times. However, we had a record 
month for shipping in March and will 
build on that. We are seeing successes 
in optimizing our business processes. 
To grow that success requires equip-
ment upgrades and solid people.” 
Ranch Hand began evolving their 

business processes at the beginning 
of 2017. “We began our commitment 

to improving our business processes 
at the start of last year, pursuing lean 
manufacturing and acquiring the peo-
ple to execute on the strategy,” Kas-
par continued. “At the end of the year, 
we moved back-bumper production to 
what is known as a value stream. Lead 
times for back bumpers are now less 
than half of our overall lead times as 
we eliminated waste from the process. 
We plan to move all product lines to a 
similar production method by the end 
of this year.”  

For more information visit 
www.ranchhand.com  

www.ranchhand.com
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HIGHBEAMSIn The

M.H. EBY, INC. BEGINS MANU-
FACTURING AT NEW EPHRATA, 

PA PLANT 

M.H. EBY, Inc. has begun production 
at its newly acquired Ephrata, PA facility.  
The 100,000 square foot facility on 17 
acres was acquired in August of 2017 
and will build a wide variety of all-alumi-
num trailers and truck bodies. 
“We are pleased to have this new plant 

up and running several months ahead 
of schedule,” said Travis Eby, president 
of M.H. EBY.  “Our initial plans called 

for production to begin in the summer 
of 2018.  With the help of Ephrata town-
ship personnel, a lot of hard work by our 
employees, and a terrific effort by key 
suppliers, we were able to take months 
off the initial schedule.” 
EBY operates two other plants in Lan-

caster County, PA and will continue to 
operate those plants as most manufac-
turing operations are moved to the new 
facility.  A new corporate office is also 
planned for the Ephrata site. 
The first products off the line in Ephrata 

will be specialized truck bodies manu-
factured in partnership with a major fleet 
management company for a large US 
client.  Completed trucks will begin ship-
ping in late March 2018. 
Beyond bricks and mortar, EBY made 

new investments in state-of-the-art fab-
rication equipment.  “We bought a new 
laser-punch combo, a robotic bend-
ing cell, and an additional 4-axis mill to 
expand our fabrication capacity,” said 
Gary Musselman, head of PA manufac-
turing operations. “The technology re-

ally accelerates our strategy of produc-
ing a wide variety of highly-customized 
equipment.” 
EBY manufactures a full range of all 

aluminum trailers, including utility trail-
ers, equipment trailers, livestock semi-
trailers, and horse trailers.  EBY’s truck 
body line includes aluminum platform 
bodies, dump bodies, service bodies 
and van bodies.   The company also 
manages contracts to design and build 
custom equipment for unique commer-
cial applications. 
M.H. EBY is a family-owned company 

that designs and builds all-aluminum 
trailers and truck bodies at 4 manufac-
turing plants and 6 service facilities in 
PA, OH, IN, IA and SD.  Started in 1938, 
the company is led by Travis Eby, Presi-
dent, and Nick Eby, VP of Engineering. 
Menno H. Eby serves as chairman. 

For additional information, please 
contact M.H. EBY at 717-354-4971 or 

www.MHEBY.com 

STEELHAWKTM
INTRODUCING THE ALL-NEW

Built to fit the Ford Transit 
cutaway, the RVSL Steelhawk 

weighs up to 700 lbs less 
than current RVSL models 
without compromising the 
functionality and durability 

customers have come to  
expect from Reading Truck. 

Learn more at  
            ReadingBody.com

www.MHEBY.com


FORD F-150, F-350 SUPER 
DUTY, TRANSIT WIN 

VINCENTRIC BEST FLEET 
VALUE AWARDS FOR LOW 

COST OF OWNERSHIP

Ford Motor Company has won five 
2018 Vincentric Best Fleet Value 

in America awards. The awards rec-
ognize the vehicles Vincentric’s anal-
ysis of 28 different lifecycle cost sce-
narios determines will provide fleet 
and vocational customers with the 
lowest total cost of ownership.
Ford vehicles won in pickup and van 

categories:
• Ford F-150 XL – six-time full-size 
half-ton pickup truck winner
• Ford F-350 Super Duty XL – 
three-time full-size one-ton pickup 
truck winner
• Ford Transit 150 XL low-roof pas-
senger wagon – four-time full-size 
half-ton passenger van winner
• Ford Transit 150 medium-roof 
cargo van – two-time full-size half-
ton cargo van winner

Vincentric Best Fleet Value in Amer-
ica awards are based on fleet life-
cycle costs in eight key areas – de-
preciation, fuel, insurance, financing, 
repairs, fees and taxes, opportunity 
costs and maintenance. Winning ve-
hicles have the lowest lifecycle costs 
across 28 ownership and mileage 
scenarios – ranging from 24 months 
of ownership or 10,000 miles annu-
ally to 60 months or 40,000 miles a 
year.
Learn more, including specific trim 

levels of the award-winning vehicles, 
at www.vincentric.com

NEW FORD F-150 POWER 
STROKE DIESEL HAS BEST-
IN-CLASS EPA-ESTIMATED 

30 MPG HIGHWAY FUEL 
ECONOMY RATING

The 2018 Ford F-150’s first 3.0-liter 
Power Stroke® diesel engine offi-

cially boasts EPA-estimated ratings of 
30 mpg highway, 22 mpg city and 25 
mpg combined. These are the highest 
EPA-estimated ratings available in a 
full-size pickup truck.
These benchmark figures are the re-

sult of more than a decade of work de-
veloping a lightweight high-strength, 
military-grade, aluminum-alloy body, a 
10-speed SelectShift® transmission, 
and robust engine construction of alu-
minum and compacted graphite iron 
to deliver durability, reduced weight 
and stump-pulling torque.
“Even a few years ago, custom-

ers wouldn’t have imagined an EPA-
estimated rating of 30 mpg highway 
would be possible in a full-size pickup, 
but our team of crazy-smart engineers 
rose to the challenge,” said Hau Thai-

Tang, Ford executive vice president, 
product development and purchasing.
In addition to its leading fuel econo-

my ratings, the all-new F-150 Power 
Stroke boasts best-in-class* diesel 
power – 250 horsepower and a stout 
440 lb.-ft. of torque – greater torque 
than a 2019 Ram 1500 Hemi V8. It 
provides best-in-class diesel towing 
of 11,400 pounds for pulling boats, 
horses or RVs. The new engine also 
provides best-in-class diesel payload 
– 2,020 pounds for XL and XLT fleet 
applications, and 1,940 pounds for re-
tail applications – to easily haul equip-
ment, supplies or a slide-in camper.
F-150 Power Stroke diesel shares 

its proven commercial-grade tech-
nology with F-Series Super Duty’s 
6.7-liter Power Stroke – America’s 
most powerful, capable heavy-duty 
pickup truck ever.
The 2018 Ford F-150 with all-new 

3.0-liter Power Stroke diesel engine 
will begin shipping to dealers in May.
*Class is full-size pickups under 

8,500 pounds. GVWR based on Ford 
segmentation.

FORD SWEEPS THE VINCENTRIC 
BEST FLEET VALUE AWARDS AND 

THE NEW DIESEL F-150 BEST IN CLASS MPG
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THE BLUE OVAL
MORE IMPROVEMENTS...

http://www.vincentric.com


SPRING 20i8 FORDPROS12       

There’s - something - about 
Spring. Freshness. New starts. 

Optimism.
The ground has begun to thaw (or 

maybe not quite so for my northern 
friends this year), grass is greening, 
and yes, weeds are showing up. Of 
course, Spring isn’t Spring without 
baseball. There’s just something 
about the crack of the bat and some 
peanuts and popcorn (and cotton 
candy for the kids). As the Hall of 
Famer Rogers Hornsby once said, 

“People ask me what I do in win-
ter when there’s no baseball. I’ll 
tell you what I do. I stare out the 
window and wait for spring.”
This year, I decided to overhaul 

the landscaping in the front and 
back of our house. But I had a 
problem! I realized that no matter 

how much research I might do, I’m 
likely not going to get it right. Of 
course, that’s an understatement 
because I had no idea where to 
begin. I hand drew up the dimen-
sions of the landscape beds and 
headed over to a recommended 
nursery. I explained to the experts 
what I was looking for and offered 
some preferences, though frankly, 
I probably sounded like someone 
trying to buy an alternative fueled 
vehicle for the first time. What did 

they do? They started asking ques-
tions – “Does your landscaping 
get the morning or evening sun?” 
– huh? 
Even in business, there is a new 

outlook – perhaps even more so 
than the beginning of the calen-
dar year because Spring often co-

incides with model year changes 
from Ford. It’s a time for reflection 
and renewed commitment to the 
vision, strategies, and objectives 
that are essential in achieving our 
goals. Is it working? What do we 
need to tweak? What is the feed-
back from the customer? What’s 
the feedback from the market? 
How do we better serve our cus-
tomer needs? 
I was speaking with a customer 

the other week. He was trying to 
get some clarification on our prod-
uct, but with the very first ques-
tion, it was painfully obvious that 
he was in over his head. It required 
more than just answering ques-
tions. It required a full discussion 
on what his needs were, what he 
was trying to achieve, and what 
success looks like? We had a great 
conversation and I think it was 
beneficial for both of us. Educa-
tional for him – reminder for me. 
It became more than just another 
vendor answering a question, but 
an experience where he found 
someone that was an expert that he 
could trust to guide him through 
the complex process of purchas-
ing an alternative fueled vehicle. 

“Anyone who stops learning is old, 
whether at twenty or eighty. 

Anyone who keeps learning stays 
young. The greatest thing in life is to 

keep your mind young.”
- Henry Ford   

FUEL ALT CORNER
NEW BEGINNINGS: ASKING & ANSWERING THE RIGHT QUESIONS

SELF-DEVELOPMENT: TAKING A STEP BACK



FUEL ALT CORNER
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Perhaps we lose sight of the fact 
that customers will have these ve-
hicles for 6, 8, 10, or even 15 years! 
Yet, I’m confident that each of us 
wants the experience to be positive 
– not just from the initial sale, but 
through the ownership and retire-
ment of the vehicle.
Don’t be afraid to ask for help – 

and don’t be afraid to develop a 
network of trusted advisors that 
can help you meet your customers 
needs.
I’m reminded of a quote from 

Henry Ford, “Anyone who stops 
learning is old, whether at twenty 
or eighty. Anyone who keeps learn-
ing stays young. The greatest thing 
in life is to keep your mind young.”
Fast forward a few weeks and the 

roses are popping and it’s just beau-
tiful. It wouldn’t have turned out 
this way with Paul’s do-it-yourself 
Google searches. Yet, there’s hardly 

a day that goes by where we don’t 
comment or just take a few seconds 
to enjoy God’s creation. 
So perhaps growth is not being 

an expert on everything or reading 
do-it-yourself books, but growth is 
being an expert on developing the 
strategic relationships that help 
you meet your customers needs 
and delight them.
My landscape beds get the after-

noon sun. I’m worried – is it going 
to get to hot? How much do they 
need to be watered? I’ll be swing-
ing over to the nursery soon.

As always, if you have any ques-
tions or would like to discuss alter-
native fueled vehicles, please don’t 
hesitate to reach out to me. 

My contact info is 
pshaffer@landiusa.com or 

(214) 263-6525.

 

ABOUT PAUL SHAFFER
Shaffer is the Executive Vice 

President for Landi Renzo USA. 
He started his alternative fuel 

vehicle career in 1997 as an Air 
Force Captain. He was instrumen-
tal in securing the first Ford QVM 

designation for CNG in 2010. 
He holds a B.S. in Industrial 
Technology from Southern 

Illinois University.

Our new aluminum service bodies feature a no compromise design, underwent 
rigorous testing and are constructed using cutting-edge manufacturing. We took 
customer first, collaboration and continuous improvement to a whole new level. 
 
// Learn more at knapheide.com.

© The Knapheide Manufacturing Company 2018

COMMITMENT
TO BE THE BEST.

mailto:pshaffer%40landiusa.com?subject=


FUEL ALTFOCUS ON 

LANDI RENZO SECURES CNG 
CERTIFICATION FOR 2018 

FORD TRUCKS, VANS

Landi Renzo has secured certifi-
cations from the U.S. Environ-

mental Protection Agency to offer 
dedicated compressed natural gas 
versions of 2018-MY Ford heavy-
duty trucks and vans.
Ford’s F-450/450 and F-650/750 

trucks, its stripped chassis F-59 
commercial walk-in van, and the 
E-450 full-size van with 6.8L gas-
eous prep engines were certified in 
January, according to Landi Renzo.

Landi Renzo’s 6.8L CNG systems 
have been developed by alterna-
tive fuel engineers and are available 
exclusively through the company’s 
U.S. distribution network
The vehicle modifier has also 

gained EPA certification for CNG 
versions of additional Ford products, 
including the E-350 and E-450 vans 
powered by the 6.2L engines.
They can ordered as either a dedi-

cated/mono-fuel or bi-fuel system 
and the tank is stored inside the 
transverse compartment. It offers 
over 20 Gasoline Gallons Equivalent 
(GGE) with a Type 4 cylinder.
A large benefit is that these products 

qualifies as Ship-Thru. The truck is 
built by Ford in Louisville Kentucky, 
converted to CNG and shipped to 
the dealership just as with any other 
vehicle – ready to be delivered to the 
customer. No hassles with moving it 

from vendor to vendor to get each 
job completed.
It’s ONE Code, ONE Invoice, and 

ONE warranty. Just another way 
that Landi Renzo USA supports Eco-
Ready fleets. Better Strategy. Better 
Solution.

You can learn more about us 
and our products at 
www.landiusa.com 

or email Paul Shaffer at 
pshaffer@landiusa.com

PROFIT MAKERS

Contact Eby to fi nd your nearest dealer.

800-292-4752
www.mheby.com

©2017 M. H. Eby, Inc.

Truck Bodies…Built for Work
Eby aluminum truck bodies offer better value than steel. Lightweight 
aluminum maximizes payload and fuel economy, while its corrosion-resistance 
prolongs equipment life. With durable construction that reduces maintenance 
and downtime, and fully-customizable options that increase productivity, Eby 
truck bodies work hard to boost your bottom-line.

PROFIT MAKERS
Truck Bodies…Built for Work

Contact Eby to fi nd your nearest dealer.

800-292-4752
www.mheby.com

©2017 M. H. Eby, Inc.

Truck Bodies…Built for Work
Eby aluminum truck bodies offer better value than steel. Lightweight 
aluminum maximizes payload and fuel economy, while its corrosion-resistance 
prolongs equipment life. With durable construction that reduces maintenance 
and downtime, and fully-customizable options that increase productivity, Eby 
truck bodies work hard to boost your bottom-line.

NEW “Big Country” Model!
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FUEL Alt

ROUSH CLEANTECH FIRST 
TO RECEIVE CARB’S 

HD-OBD CERTIFICATION 
FOR PROPANE AUTOGAS 

ENGINES

ROUSH CleanTech unveiled its 
newest carbon footprint-friendly 

vehicle — an all-electric Ford F-650. 
The company, which includes pro-
pane autogas and compressed nat-
ural gas in its technology portfolio, 
expands its alternative fuel market 
with zero-emission electric vehicles.
“An electric battery option for medi-

um-duty trucks and buses is a great 
fit as there is increasing demand 
in this gross vehicle weight range 
(GVWR) with very few OEM solu-
tions,” said Todd Mouw, President 
of ROUSH CleanTech. “This builds 
from our robust foundation already 
in place at ROUSH CleanTech that 
supports more than 1,200 customers 
and 19,000 propane and natural gas 
units on the road.”
Built on the Ford F-650 chassis, 

ROUSH CleanTech’s new fully elec-

tric vehicles will have a lithium ion 
battery system of up to 225 kilowatt 
hours and 700 volts. Depending on 
the vehicle’s GVWR, the average 
range will be up to 120 miles with a 
top speed of 75 miles per hour. The 
AC permanent magnet motor will 
have a continuous-rated power of 
150 kilowatts (200 horsepower), with 
a peak-rated power of 250 kilowatts 
(335 horsepower).
“We are excited to leverage the 

company’s product development, 
supply chain, manufacturing and 
customer service expertise to sup-
port the expected growth in the me-

dium-duty electric vehicle market,” 
said Mouw.
ROUSH CleanTech launched its 

new electric model at the Advanced 
Clean Transportation (ACT) Expo in 
Long Beach, California.
The company is currently partici-

pating in Ford’s eQVM process to 
become an Advanced Fuel Qualified 
Vehicle Modifier for electrified pow-
ertrains for commercial vehicles.

Learn more at 
ROUSHcleantech.com 

or by calling 800.59.ROUSH

2018 ACT EXPO REVIEW

This years Advanced Clean Trans-
portation “ACT” at the Long 

Beach Convention Center in South-
ern California took place April 30 – 
May 3, 2018. All weight classes and 
alternative fuel types were represent-
ed- electric, hybrid, hydrogen, natural 
gas, propane autogas, and renew-
able fuels- providing a one-stop clean 
transportation experience. During the 
four-day event, public and private 
fleet operators shared why they are 

continuing to push forward with alter-
native fuels and efficiency technolo-
gies despite recent plummets in oil 
prices- including long-term fuel price 
stability, lower emissions, and new 
business opportunies.
With 200+ exhibitors and post event 

access to 100+ event speaker pre-
sentations, this was one not to miss.
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ADRIAN STEEL – 
Ali Balgooyen, Marketing Communication Specialist
Ali demonstrated Adrian Steel’s new composite partition 
designed for a safer, more comfortable commute. It was 
created to fit the needs of hardworking tradespeople and 
their mobile office, which it does – seamlessly.  Narrowing 
down its many benefits, the Top 4 most popular features are 
the added leg room, visibility, featuring an anti-glare design, 
sound deadening helping you stay safe and sound-less, 
and climate control to keep the warm or cool air where it 
belongs. www.adriansteel.com/blog/bulkheads-partitions/4-
most-popularsite-partition/

KEN TAYLOR & ASSOCIATES, INC. – Ken Taylor
Since 1989, Ken Taylor has been delivering training, con-
sulting, professional coaching, and marketing to some of 
America’s largest corporations. Known nationally as “Amer-
ica’s Corporate & Personal Coach”, Ken’s advice and ser-
vices have helped companies like General Electric, General 
Motors, Fiat Chrysler, CitiBank, Wells Fargo, Ford, and the 
Federal Reserve Bank of the United States. Ken’s programs 
have been used on the national, regional, and individual 
business levels to achieve ultimate success! 
http://coachkentaylor.com/

KARGO MASTER – David Schnur, 
Director of Strategic Accounts and New Products
David demonstrated Kargo Master’s Aluminum Drawer 
Units. They’re 52 inches deep, light and right-weighted, 
easy to assemble and easy to install.  They yield a lower 
installed cost to the dealer. Innovative plastic tote holders 
finish this impressive set of store-all drawers. There is also 
an integrated wing kit which is a big-time saver as opposed 
to a bolt-on kit and is used by major rental truck fleets. 
www.kargomaster.com/products/commercial-van-equipment

EBY TRUCK BODIES – Charlie Horton, VP Sales
The EBY All Aluminum Landscape Body was featured at 
NTEA. Its benefits include increased fuel efficiency, no rust 
or corrosion, and a greater payload capacity.  Each of the six 
(6) removable side panels weigh less than 35 lbs. apiece. 
The EBY landscape bodies are built for a variety of chassis 
and are available in custom and standard configurations; all 
light weight, durable, and attractive.
 www.mheby.com/tb-landscape.html
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THE WORK TRUCK SHOWVIDEO INTERVIEWS

Introducing the Newest Aluminum Rack  
from Kargo Master 

See it at the Work Truck Show Booth #609

Aluminum Clamp & Lock Rack
Applications for Compact  

& Low Roof Full-Sized Vans

Aluminum Tube-Style Rack
4 Tube Rack Fits Compact Vans

Product Features 
• Aluminum components, stainless fasteners
• Much lighter than similar competitor racks
• Rust-proof
• Efficient ergonomic design
• Easy operation for user
• Universal fit
• Pre-assembled for fast installation
• White painted finish
• Kargo Master Lifetime Warranty
• Similar to cost of most steel racks

(800) 343-7486

kargomaster.com

We Now Offer Aluminum Racks for All Applications

Auto dealer sales  
people can earn extra 

bucks when the vehicle 
sold is upfit with Kargo 
Master products at an 

authorized upfitter.  
Visit kmrewards.com  

to learn more.

www.adriansteel.com/blog/bulkheads
http://coachkentaylor.com
www.kargomaster.com/products/commercial
www.mheby.com/tb-landscape.html


NATIONAL FLEET PRODUCTS – Jacob Peterson
Meroni Locks are unique van locks for the security of LCVs 
and cargo van areas and a new take on an old problem: 
(non-compliance & loss of locks). Developed for express 
delivery, they mount virtually anywhere, enforcing driver 
compliance, with beautiful fit and finish, meeting any need 
or security concern.  Self-locking, or unlocked for the driver 
constantly getting in or out of their vehicle, the Meroni locks 
or shuts when slammed. And National Fleet Products intro-
duced the New Platform Lift: a “right sized” lift for the type 
of loads you will carry in your vans. This electronically op-
erated system has a capacity of up to 440lbs and can be 
positioned in either the rear or side door applications. 
www.nationalfleetproducts.com

 

SCELZI ENTERPRISES, INC. – Gary Scelzi
Gary Scelzi demonstrated unique features of their Combo 
Body.  A family business that began 39 years ago, Scelzi 
truck bodies have amazing compartment technology, with 
many special design and construction features not found in 
most other bodies. This includes extensive use of thicker 
gauge steel for structural support. They offer full hinge, open 
top lids with gas shocks and top hat sections on both doors 
and lids that feature aluminum dividers, with patent pending 
manual or electronic locking systems. Scelzi has more than 
250,000 square feet of manufacturing facilities for combo 
bodies, flatbeds, and many others,and pool locations in Cal-
ifornia, Colorado, Oregon and Washington, 
with more to come. 
Call or Visit:
1-800-858-2883 
www.seinc.com

TRANSFER FLOW – 
Robert Green, Director of Sales & Marketing
As the industry leading provider of Aftermarket and OEM 
fuel tanks and fuel system components, Transfer Flow in-
vests heavily in its manufacturing facilities, as well as its 
talented and highly experienced engineering team. From 
backup generators, utility bodies, and school busses – to 
armored personnel carriers, hybrid technology, and luxury 
resto-mods, Transfer Flow’s production and engineering ca-
pabilities evolve with customer needs as it delivers the high-
est quality products to manufacturers throughout the world. 
Strength and durability are inherent characteristics of every 
product manufactured at Transfer Flow. 
www.transferflow.com/

UNICELL BODY COMPANY – 
Anthony Lista, General Manager
Unicell Body Company is North America’s leading manu-
facturer of one-piece fiberglass van bodies and an upfitter 
which supplies and installs premium truck equipment. Uni-
cell has worked effortlessly to develop a line of aerodynamic 
van bodies to meet the needs of all customers.  The Aerocell 
Transit, Aerocell Classic, Aerocell CW and Aerocell SRW 
each offer a sleek look while providing better fuel efficiency 
and a smoother, quieter, ride. 
www.unicell.com

VIDEO INTERVIEws

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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INCREASE YOUR CAPACITY 
FOR FUEl ANd PROFITS!

A Transfer Flow fuel tank installed on your Ford work 
truck allows you to spend less time at the fuel pump and 
more time on the job.  Increased capacity gives you the 
option to shop for the best fuel prices, and save money by 
purchasing more fuel at one time. 

With 35 years of engineering and manufacturing fuel tank 
systems, some of the biggest and best companies trust 
Transfer Flow for their fuel system needs.  To increase the 
driving range on one vehicle or a fleet of vehicles, we have 
the manufacturing capabilities and product diversity to help 
you grow your business. 

Increase your capacity for fuel and profits by contacting us at 
(800) 826-5776 or visit our website at TransferFlow.com. 

Transfer Flow – we fuel YOUR success!

Visit us at The Work Truck Show - Booth 914

LARGER REPLACEMENT  
FUEL TANKS

FUEL TANK AND 
TOOL BOX COMBOS

(800) 826-5776  I  (530) 893-5209  I  TRANSFERFLOW.COM

IN-BED AUXILIARY 
FUEL TANKS

www.nationalfleetproducts.com
www.seinc.com
www.transferflow.com
www.unicell.com


SAFE FLEET/PRIME DESIGN – 
Wm. Craig Bonham, Vice President of Work Truck
Prime Design, a Safe Fleet brand, “spotlighted” two game 
changing ladder rack innovations at the NTEA Work Truck 
Show this year – ErgoRack Low Profile and Rear Deploy. 
Prime Design’s patented, award-winning, ergonomic ladder 
racks have helped fleets around the world reduce muscle 
stress, eliminate risk of injury, and speed the job of loading 
and unloading ladders from a work van for 25+ years. Their 
newest, S.M.A.R.T generation, ship-thru compatible, Ergo-
Rack Low Profile has been designed to fit within the narrow 
dimensions of a rail car when installed on a Low Roof Ford 
Transit solving many concerns for the end-user, installer, 
fleet manager, distributor, and upfitter.  The industry’s first of 
its kind, this ErgoRack shifts installation from the end user 
to original up-fitter for a consistent, quality, professional in-
stallation. The Rear Deploy ladder rack was “spotlighted” as 
a solution to the demand for high capacity ladder rack as-
semblies and allows up to a 28 foot extension ladder to be 
loaded and unloaded from the rear of a work vehicle. 
www.primedesign.net

VOTH/DRIVE PRODUCTS – Frank Voth, Voth Truck 
Bodies & Omar Sandlin, VP Business Development U.S.A.
Voth is a custom fabricator of truck bodies. Frank and Omar 
presented the 12 ft. Bartlett TSW (trash-shrub-waste) body 
at NTEA which is made of 5083 H32 Marine-Grade alu-
minum, the best of the best material, a Bartlett spec and 
design. Voth considers the spec and design of end use in 
the early design phase. There are very intricate and specific 
design elements for the lockable pull-out aluminum drawers 
(the entire body is 100% aluminum) for chaps, chainsaws, 
tools and safety equipment. It has built-in side packs with 
spring-loaded doors.  With its 36” body height from the road-
bed it has a very low center of gravity.  It also comes with 
two removable sections of the chipper roof. Outstanding 
features include longevity, no corrosion, a 40 to 45 percent 
weight savings which offers more carrying capacity and fuel 
efficiency. 
www.vothsales.com/truck-bodies/landscape-bodies/

VIDEO INTERVIEws

READING TRUCK BODY – John Tak, Senior Director of 
Marketing & Product Management
Something big landed at the 2018 Work Truck Show as 
Reading Truck Body introduced the new RVSL Steelhawk™. 
The much lighter RVSL Steelhawk is made with A60 Gal-
vannealed Steel for optimal corrosion resistance and comes 
standard with steel diamond plated floors for better grip and 
slip resistance and has more load-carrying capacity. This 
RVSL Steelhawk, designed for the Ford Transit cutaway 
chassis, is up to 700 lbs. lighter than current Ready Van 
SL bodies without compromising functionality or durability. 
That saves real money on fuel without impacting your abil-
ity to get the job done. Backed by Reading Truck’s legacy 
of service, the RVSL Steelhawk has a comprehensive six-
year structural warranty and a three-year coating warranty.  
Standard packages include: secure, weather-tight compart-
ments, interior & exterior LED lighting, easy cab access, in-
finitely adjustable shelving, and small parts storage. 
www.readingbody.com/product/rvsl-steelhawk/
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WORK TRUCK SOLUTIONS – 
Andrew March, VP Business Development
Andrew March, VP of Business Development at Work 
Truck Solutions unveils a new solution built specifically to 
help body manufacturers and distributors sell more trucks 
through their partner dealerships. The solution provides 
manufacturers and their distributors insights into their in-
ventory, alerts when their inventory is sold or traded, and 
detailed reports on targeted and relevant market data. High-
profile partners of Work Truck Solutions already include 
Knapheide, Supreme, Reading, and more. 

Headquartered in Northern California, with an office in Troy, 
Michigan, Work Truck Solutions now serves OEMs, body 
distributors, body manufacturers, and of course commercial 
dealers from all major OEM brands across the United States. 
The Work Truck Solutions commercial inventory and busi-
ness management solutions can drive success for anyone in 
the commercial vehicle business. 
www.worktruckstrucksolutions.com/

WORK TRUCK SOLUTIONS – 
Jim Perschke, Vice President, Sales
Work Truck Solutions was founded to help the commercial 
truck industry solve one simple problem: how can we help 
buyers find the trucks they need?
In April 2012, after years of industry research and familiarity 
with the day-to-day challenges of commercial salespeople, 
Work Truck Solutions launched a market trial in the Pacific 
Northwest of their solution for dealers. Dealers tested the 
service and provided the feedback needed to create a tool 
to give dealerships better insight into their commercial busi-
ness and help them sell more trucks. In December of 2012, 
the first dealer went live. Since then, the Work Truck Solu-
tions team has continued to focus on dealerships’ needs, 
building a service that help commercial dealers connect 
with their buyers, manage their inventory, and increase their 
profits.

VIDEO INTERVIEws

WEATHER GUARD – 
Karolina Lernacinska, Associate Product Manager
Weather Guard has launched a full universal steel truck 
rack this April for all full-sized vehicles, 5 ½ foot beds to 
8-foot beds, new with his rack is a rear handle bar making 
it easier to get up on the taller trucks. It also comes with 
tie-down points on the side members and loops on each 
leg. No drilling required, comes in matte black, and can be 
assembled and installed in less than an hour. 
https://www.weatherguard.com/

WEATHER GUARD – 
Jeff Coates, Senior Product Manager
Weather Guard’s enhanced installation system for van 
shelving was demonstrated at NTEA, answering the ques-
tion of how to support the end-user that likes to load up 
their van with a lot of weight. Weather Guard developed a 
mounting system designed to work off the reinforced tie-
down weld nuts that Ford installs for seat belts, maximizing 
where load support rests. The system comes with extruded 
rail systems, steel mounting plates, including support straps 
for a 4-way stop, preventing motion in any direction. 
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BUILT  TO LAST 
SERVICE CRANES
Choose a crane that is engineered and built to withstand the harshest work 
conditions.  VENTURO service cranes are rugged, high-quality and built to 
last.  Manufactured and built in the U.S.A., , VENTURO service cranes are 
offered in a multitude of configurations including Full-Hydraulic, 
Electric-Hydraulic and Electric Mast.  The industry-leading Electric crane 
line includes proportional controls, radio remotes and multiple 
configurations.  

MAKE SURE MAKE SURE YOUR NEXT CRANE IS A VENTURO.

VENTURO.COM

TRUCK CRANES

Venturo Service Crane speciications are subject to change without notice.  
Copyright ©2018  Venco Venturo Industries LLC.  All rights reserved.  Venturo Service Cranes are an equipment line of Venco Venturo Industries LLC.
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40 YEARS AND COUNTING
SELF-IMPROVEMENT: GROWTH THROUGH SOLID FOUNDATION

Scelzi Enterprises will celebrate 
its 40th year in business in 2019, 

and the company shows no signs of 
slowing down. Early last year Scelzi 
completed construction of a new 
55,000 square foot production facility 
in Fresno for medium duty truck bod-
ies. This expansion increased build-
ing capacity for dump trucks, water 
trucks, and other larger truck bodies.
A dump body on a Ford F650 chas-

sis cab was the first body completed 
in the new facility. It possessed all 
the unique features that make Scelzi 
dump bodies so revered. This in-
cluded 10-gauge high tensile steel 
sides and ends, and 3/16” gauge 
high tensile steel floor and tailgates. 
The beveled side corners, tight-seal-
ing tailgate, and solid welds are also 
common to Scelzi dump bodies, but 
not with all other truck body builders. 
When a Scelzi truck body passes 

final inspection, it has passed the 
tightest Quality Control standards in 
the industry. 
Scelzi water truck production has 

also benefitted from the increased 
building capacity. The water tanks 
start as a single sheet of 3/16” steel. 
The sheet is formed into the proper 

shape by an IMCAR bending ma-
chine, and then two or three of these 
“tank skins” are welded together – 
depending on the capacity needed. 
They are welded inside and out, an-
other Scelzi feature not shared by all 

other water truck builders.
Other Scelzi standard water truck 

features are added next, includ-
ing manholes for each chamber, a 
heavy duty steel ladder, front and 
rear spray bars, and a lockable stor-
age compartment. Optional acces-
sories are also available and added 
at this time. 
Two features that separate Scelzi 

water trucks from most others are 
the rubber mounts between the long 
sill and the chassis, and spring tank 
mounts that act as independent 
shock absorbers for the water tank. 
Both these features are designed to 
reduce vibration while driving and 
during watering operation, further 
expanding the life span of the tank. 
Scelzi dump bodies and water 

trucks: two more bodies for the Ford 
work truck professional that are wor-
thy of the Ford and Scelzi names.

For more information visit 
www.seinc.com  

SCELZI WILL CELEBRATE IT’S 40TH 
YEAR IN BUSINESS IN 2019, AND THEY 
SHOW NO SIGN OF SLOWING DOWN

www.seinc.com
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NEW OUT OF THIS WORLD LOCK
SELF-IMPROVEMENT: THE UFO HAS LANDED

National Fleet Products, a lead-
ing North American supplier of 

cargo lifting equipment, loading ramps 
and other aftermarket accessories for 
commercial vehicles, has introduced 
its newest offering, the UFO+ Lock for 
rear and side vehicle doors. The UFO+ 
automatically locks when closed, im-
proving in-route security compliance 
and operator convenience. Its sleek, 
tough, stainless steel lock body is drill-
resistant, and its shape makes it virtu-
ally impossible for tools to get a grip.
Padlocks, puck locks and similar 

mechanisms have long been used to 
secure commercial vehicle doors, but 
they present a number of problems, 
particularly in today’s high-volume de-
livery environment. Once unlocked, 
removable locks must generally be de-
tached from a hasp or flange, and after 
a vehicle door is opened, the locks are 
often left hanging –– or worse, placed 
on a bumper. Reapplying these “high-
touch” locks is time consuming, and if a 
hand truck must be re-stowed after de-
livery, even more time can be wasted.
 The new UFO+ Lock from National 

Fleet Products makes primitive pad-
lock-based and other hand-manip-
ulated security systems obsolete. It 
remains in a fixed position and does 
not rotate, slide or detach. A single, re-
versible key quickly unlocks the door 
and can stay with the operator. Once 
cargo is unloaded, the door can be 
closed again and automatically locks 
without the use of the key.
 “The UFO+ Lock is perfect for fleets 

with delivery staffs who are under pres-
sure to unload cargo swiftly, while main-
taining cargo security in an unmanned 
vehicle,” Steven Peterson, president 
of National Fleet Products, said. “In a 
last-mile delivery scenario, speed, ef-
ficiency and security can mean the dif-
ference between winning or losing a 
contract, as well as the cargo.”
 Many fleets have strict procedures 

that require cargo to be under lock and 
key while deliveries are being made 
and during any other time the vehicle 
is unattended. With many delivery ve-

hicles being opened and closed hun-
dreds of times a day, locking and un-
locking time can become a significant 
impediment to productivity. The UFO+ 
Lock’s self-locking capability means 
that delivery staff need only close the 
vehicle door to safely secure cargo.
 The Lock also makes it easy for de-

livery professionals to swiftly move in 
and out of vehicles, unimpeded by the 
repetitive task of locking, unlocking 
and handling padlocks and other high-
touch locking devices. The self-locking 
feature means delivery personnel are 
in and out in a flash, and with its in-
terior unlocking cable, they can enter 
to perform prep work in a closed and 
secure cargo area before exiting.
 Additionally, every individual UFO+ 

Lock comes with a set of two high-
security,15-pin, multi-combination, re-
versible dimple keys and certified lock-
smith duplication certificates. Those 
purchasing both rear and side door 
locks receive a set of three matching 
security keys. 
 “The UFO+ Lock essentially turns a 

vehicle’s cargo compartment into a tam-
per-resistant vault,” Peterson said. “And 
with its ‘slam-lock’ feature, vehicle per-
sonnel will never forget to lock the doors 
–– if they’re closed, they’re locked.”
 Fleets often complain that padlocks 

and other removable locks, particularly 
those with exposed flanges and hasps, 
can be too easily defeated with a pipe 
wrench, bolt cutter, sledgehammer 
or even a crowbar. The UFO+ Lock’s 
robust, flush-mounted, cast stainless 
steel structure and its dome-shaped 
design provide a challenging and for-

midable obstacle to any would-be thief.
The ultra-premium UFO+ Lock is as 

attractive as it is tough, and its low-
profile design integrates seamlessly 
with any vehicle make and model. The 
device can be used for applications on 
vans, service bodies and box trucks 
with side and rear double doors.
A bayonet-mounting system makes 

installation quick and easy. The UFO+ 
Lock comes with an assembly kit, 
a video and an adhesive decal that 
makes precise placement and align-
ment simple. The whole installation 
process takes about an hour.
“The UFO+ Lock is the perfect solu-

tion for fleets that want speed and se-
curity in the last-mile delivery environ-
ment,” Peterson said. “Fleets looking 
for a competitive advantage should 
take a good hard look at the new 
UFO+ Lock.”
Parties interested in scheduling a 

demonstration of the UFO+ Lock may 
contact National Fleet Products directly 
by calling (763) 762-3451 or by sending 
an email to sales@nationalfleetprod-
ucts.com. The UFO+ Lock is in stock 
now and available in the United States 
and Canada through the company’s 
extensive distribution network of conve-
nient distribution locations. Please con-
tact National Fleet Products to locate a 
distributor near you.

To access high-resolution product 
images of the UFO+ Lock, please visit 

https://www.nationalfleetproducts.
com/locks-media-links.

To view a video of the UFO+ Lock, 
please visit www.youtube.com/

watch?v=8B-lGSrIQdc

mailto:sales@nationalfleetproducts.com
mailto:sales@nationalfleetproducts.com
https://www.nationalfleetproducts.com/locks
https://www.nationalfleetproducts.com/locks
www.youtube.com/watch
www.youtube.com/watch
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READING, PA. (March 7, 2018) 
– Reading Truck Body, an in-

dustry leader in work truck body 
solutions, has unveiled its newest 
steel enclosed van body, the RVSL 
Steelhawk™. Built to meet the over-
whelming demand for a steel en-
closed body solution that will fit the 
Ford Transit Cutaway, the RVSL 
Steelhawk™ introduces the newest 
generation of reengineered Ready 
Van SL (RVSL) bodies. It weighs up 
to 700 pounds less than the current 
RVSL models without compromising 
functionality or durability and has the 
capability to withstand up to 4,000 
pounds of load carrying capacity. 
Production has begun in Claremore, 
OK, in the former Caseco Manu-
facturing facility, which Reading ac-
quired in 2017.
“The RVSL Steelhawk™ combines 

the strength of steel with comput-
er-aided engineering to optimize 
weight, usability and quality with the 
industry-leading reliability our cus-
tomers have come to expect from 
Reading,” said John Tak, Senior 

Director of Marketing and Product 
Management. “Reading created the 
first all-aluminum truck body over 35 
years ago and continues to make in-
novation a priority. We’re excited to 
introduce the latest addition to our 
Reading family at this year’s Work 
Truck Show.”

Reading puts each truck body 
through rigorous testing to ensure 
they can stand up to the demands of 
its customers’ work. The RVSL Steel-
hawk™ provides a high strength en-
closed body built with A60 galvan-
nealed steel construction for optimal 
corrosion-resistance, as well as a 
rugged diamond-plate steel floor for 
better grip and slip resistance.

RVSL Steelhawk™ features an im-
pressive list of standard features and 
options that include:

• A60 galvannealed steel construc-
tion for long-lasting performance

• Galvanized shelves and easily ac-
cessible compartments and panels

• Durable, slip resistant steel diamond 
plate floor

• Latch-Matic® keyless entry system
• Lockable rear access conduit doors
• Smooth operating steel cab access door
• Tall clearance solid rear doors with 

available visibility package windows 
• LED cargo area dome lights with 

switch and grab handle
• LED combination stop, tail, turn 

and reverse lights with weather 
tight connectors

• Masterack cargo shelf packages 
and options available to organize 
storage

• Class-leading warranty coverage – six-
year structural and three-year coating

ABOUT READING TRUCK BODY
Established in 1955, Reading Truck 
Group is an award-winning and inno-
vative manufacturer of truck bodies 
and equipment.  
Based in Reading, PA, all products 
are proudly made in the United 
States using premium materials and 
advanced manufacturing techniques 
that ensure longevity and durability 
in the harshest of jobsites. 

Find out more at: 
https://www.readingbody.com  

STATE-OF-THE-ART STEEL BODIES
SELF-IMPROVEMENT: ENCLOSING THE COMPETITION

“READING CREATED THE FIRST 
ALL-ALUMINUM TRUCK BODY 

OVER 35 YEARS AGO AND
CONTINUES TO MAKE 

INNOVATION A PRIORITY.”

https://www.readingbody.com


Successful Ford Commercial salespersons continue 
to be overwhelmed with the volume of digital re-

sources available. The Ford Pros 2017 fall edition re-
viewing Technology in the Trades illustrates a number of 
ways to manage the pressures of digital overload. Select 
the right technology from well-known quality suppliers to 
help build your success in the commercial marketplace. 
Check out the 2018 Work Truck Show Recap Video, 

the revolutionary aluminum service body from Knaphe-
ide, the Pro Tips cab-to-axle guide and finding on-ground 
ready to go work trucks in the following “Digital Resource 
Utilization” article. 

There are many important factors to ensure compatibility 
between a body and a chassis. Gross vehicle weight rat-
ing, gross axle weight rating, payload, wheelbase, fuel and 
DEF tank location are just a few to consider. Utilizing an 
experienced and professional upfitter will ensure your next 
purchase won’t yield an incompatible body and chassis. 
Regardless if you lean on your truck equipment distribu-
tor to do it all from spec’ing to installation or if you prefer to 
dream up your own upfit, you should always understand 
how the cab to axle measurement comes into play.
Use the quick guide to insure the selected body will fit 

your chassis.

www.knapheide.com/news/blog/2016/09/
cab-to-axle-quick-guide

Come and See what
 The Work Truck Show is all about!

www.knapheide.com/news/blog/2018/03/
recap-the-work-truck-show-2018

Everything - and more- that you need and want to know 
about Aluminum Service Bodies; Specs, Gallery, Op-
tions, Litterature and Videos!

www.knapheide.com/service-bodies/
aluminum-service-bodies-p793

IN the TRADES By Taylor Steinberg
Corporate Sales Trainer, Knapheide

SELF-IMPROVEMENT: TECHNOLOGY SELECTION FOR SUCCESS

DIGITAL RESOURCE UTILIZATION
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Knapheide utilizes Work Truck Solutions, an industry-
leader in helping dealerships, OEMs, body manufactur-
ers, and body distributors manage their business and 
increase profits. 
In just two clicks, you are put in front of the work-ready 

trucks you’re looking for. We do this by making it easy to 
search by what’s important to their business: the work 
body (upfit).

www.knapheide.worktrucksolutions.com/

For over 170 years, The Knapheide Manufacturing 
Company continues to create quality solutions for our 
Ford dealer partners. Sign up for the Knapheide E-News-
letter to receive the latest information to help drive your 
market success at http://go.knapheide.com/LP=124

All Images: Ford Dealer Edition March 2018

For more information and resources go to:
https://www.knapheide.com/

IN the TRADES

We provide your ford van & trucks 
with ergonomic upfitting solutions  

for safety & preformance

new

Compact design 
can lift up to 

550 lbs

maximum 
capacities of 

3,300lbs

4 foot extention
1,100lbs capacity

National Fleet Products
763-762-3451

www.nationalfleetproducts.com  
sales@nationalfleetproducts.com

Check Out Our 
NEW Website!

HOIST

LOADING
RAMPS Platform lift
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COACH KEN

A few weeks ago, I was attend-
ing the NTEA (National Truck 

Equipment Association) meeting in 
Indianapolis and had the wonderful 
opportunity to be interviewed by Joe 
Hughes on behalf of Ford Pros Mag-
azine. If you have not had the oppor-
tunity to meet Joe, it’s your loss, he is 
not only one of the most knowledge-
able truck guys I know, he is a true 
gentleman. He asked me quite a few 
questions during the video interview 
and it triggered a topic for this article 
(If you have not viewed the videos go 
to http://www.nationalfordtruckclub.
com/videos/ - there are some great 
tips!). The topic I wanted to discuss 
was “continual improvement,” or put 
simply, “never stop learning.”
There is not a week that goes by I 

don’t learn something new that can 
help me support our dealers to a high-
er degree by passing on that knowl-
edge. I decided that a great topic for 
this article is what I have learned in 
just the last few months that can help 
commercial sales consultants and 
managers grow their business and 
create value for their customers.  If 
you could only do two things to help 
customers and prospects it would be 
“add value” every chance you get 
and “Never stop building relationship 
with customers.” Ready?  Let’s learn 
a few things!

1I discovered a great new tool for 
creating a “Wow Factor” with your 

customers and prospects.  It is a 
remote blue tooth microphone that 
works seamlessly with your smart-
phone. Go to www.loveheymic.com, 
and buy this remote microphone! 
You can also go to www.amazon.
com.  Why is this a great tool? You 
can use it in the following ways:

aWhen you deliver a vehicle to 
either a current customer or 

a new customer you can ask for 
a video testimonial and record it 
directly on your smartphone. You 
simply open the microphone app 
from loveheymic that you down-
load to your smartphone, sync 
your phone with the wireless mic 
at the touch of a button and start 
recording.  I recommend having 
a commercial You Tube channel 
where you can download these 
testimonials for anyone to see or 
you can put them on the private 
section of your You Tube chan-
nel.  Many of our dealers will at-
tach these testimonials to emails 
when they are trying to gain a new 
client.

b   Personalized walkaround------
Suppose a prospect calls into 

the commercial department and 
wants information on a vehicle 
that you have in stock. Activate 
your wireless mic, walk out to the 
lot with someone else holding the 
smart phone and do a personal-
ized video. Suppose Bob Smith 
of Smith’s Plumbing called for in-
formation on a vehicle. You would 
start your video by saying, “Bob, 
thanks so much for calling me 
today.  I wanted to take the time 
to show you the vehicle of which 
you requested information.” From 
there you do a walkaround, save 
the video on your phone and 
download it to the hidden area of 
your You Tube channel. You walk 
back inside start writing an email 
response and attach the video to 
your email. Congratulations! You 
just created the “Wow Factor” and 
set yourself apart from the com-
petition.  I love this mic and we 
are using it every week.

BE A 
FORD PRO!

“AMERICA’S CORPORATE 
    & PERSONAL COACH”

SELF-DEVELOPMENT: NEVER STOP LEARNING
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2A quick thank you to Andy Burns 
the Commercial Manager at Mc-

Grath Auto (Tyler Young is their new 
Ford sales consultant) When the 
commercial sales team sponsors 
an event like a golf tournament, 
they offer prizes. They conduct a 
live video (Using Facebook live) so 
anyone can tune in and watch the 
drawing.  Nice job Andy! They also 
post the recording on their com-
mercial Fanpage. Zero cost adver-
tising! It is essential that you have 
a separate Fanpage on Facebook 
for your commercial department. 
Businesses are not going to wade 
through all the retail posts to get to 
what is important to them.

3 Something we are doing with 
dealerships is to have a business 

card holder placed in the dealer-
ship service waiting area, so the 
commercial team can display the 
business cards of their customers 
as a way to help promote their ser-

vices.  This is a great way to help 
your business customers gain ex-
posure and is a value add for doing 
business with you! You can buy the 
card holder racks at Office Depot (It 
has 50 separate slots to hold up to 
a dozen or more business cards in 
each slot).

4A special thank you to Mike Mc-
Cullers of Nimnicht Auto group. 

Mike keeps several business cards 
from each of his customers in a 
business card holder that he takes 
with him on sales calls. If someone 
needs a product or service, Mike 
hands the customer or prospect a 
business card from one of his cus-

tomers. That sounds strangely like 
“networking.” Who benefits? Mike’s 
customer or prospect whom needs 
a service wins, the company Mike 
recommends wins, and Mike wins!

I have a lot more ideas, but I think 
you get the point.  Never stop look-
ing for ways to add value to your cus-
tomers and prospects. Average sales 
people do their job.  Great sales peo-
ple go the extra mile and remember, 
“The road to the extra mile is never 
crowded.” Go sell some trucks!

ABOUT KEN TAYLOR
For more information about Ken 

Taylor & Associates’ Commercial 
Automotive Consulting program call 

1-866-446-2966, or go to 
www.coachkentaylor.com

COACH KEN

“THE ROAD TO 
THE EXTRA 

MILE IS NEVER 
CROWDED.”
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COMMERCIAL TRUCK 
Building or Rebuilding an Effective, Successful, and Profitable 
Commercial Truck Operation within a Retail Auto Dealership
By Terry R. Minion
  Buy the book @ www.ctsdealer.net 

Now Available on Amazon.com! 
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I don’t know about your area of the 
country or the world, but around here, 

and for some years now, the grocery 
stores, banks, and other businesses 
that we may go to often are trying hard 
to develop a relationship with us as 
customers, not by actually developing 
a relationship, but by asking insincere 
questions. Some of them are, “so what 
are your plans for the rest of the day?” 
at the grocery store, “how was your 
weekend?” at the bank, and other such 
dribble. It’s as if we really have the 
time to answer those sincerely and to 
get into a conversation and exchange 
something of value. I just want to slap 
the manager who went to the seminar 
where they said this was a good thing 
to do and then came back and gave it 
out as a task to the people on the front 
line. Complete silliness.
Yesterday I went to the bank and one 

girl had been on vacation for a couple 
of weeks, and I said, “welcome back! 
I hope you had a great time!” So she 
says, “Thank you, I did.” Then she 
said, “has anything exciting been go-
ing on with you?” I didn’t know how to 
answer that question because I don’t 
think she would understand, so I said, 
“Not really.” Then she said, “just same 
old, same old, huh?” I said, “No. Have 
you seen the sky today?” And we were 
done.
The truth for me is that every minute 

of every day I have been experiencing 
life as if I was free to enjoy it all in a 
special way. I’m in awe of the sky some 

days. Yesterday was one of those days. 
It was the most magnificent display of 
wispy, curly, high white clouds against 
a blue background. The air was mov-
ing slowly. The temperature was like an 
early Spring. My pace was leisurely. I 
was enjoying everything around me 
including traffic with all sorts of people 
driving all manner of moving vehicles, 
going wherever they were going. I 
was thankful that I had money to de-
posit, and money to withdraw, I enjoyed 
watching Charlie on the seat sticking 
his head out of the window smelling the 
air, then later having him take me for a 
short walk.

We got a new client that took many 
months to come about and my busi-
ness partner was doing the first inter-
view to get their service going. I was 
appreciating him and all that he brings 
to our business. In fact, it really is his 
business now.
Though we would love to have more 

rain, the weather for the last week has 
been in the mid-seventies to the low 

eighties. Everything is green because 
we did receive a good deal of rain in 
the last couple of months. It feels like a 
rebirth. Hearing lawn mowers mowing, 
weed whackers whacking, is an indica-
tion of growth. One day last week I didn’t 
go anywhere and pretty much didn’t do 
anything except be home with windows 
and doors open and just soak in the de-
light of the weather, the sunny skies, the 
birds chirping, and so much more. 
Has anything exciting been going 

on with me? Abso-fricken-lutely! And 
I gave you the short version. Same 
old, same old? Absolutely not. Every-
thing was new, different, delightful, and 

I was in joy the entire time. Small talk 
is small. Stupid questions are stupid. If 
we are really interested in connecting 
with each other, let us ask better ques-
tions, and leave space for the real an-
swer, or leave them out entirely.
Anything Exciting Going On? How 

About Being In Awe Every Single Day!

TERRY’S BLOG
AWE IN THE EVERYDAY

http://www.ctsblog.net/

Terry Minion
Commercial Truck Success 

“Your living is determined  not so much 
by what life brings to you as by the 

attitude you bring to life; not so much by 
what happens to you as by the way your 

mind looks at what happens.” 
                          -- Khalil Gibran 

SELF-DEVELOPMENT: MEANINGFUL CONNECTIONS

www.ctsdealer.net
Amazon.com
http://www.ctsblog.net


SELF-IMPROVEMENT: ADAPTING YOUR WORK ENVIRONMENT TO FIT YOU

FORDPROS SPRING 20i8 29       

Sharon Tucker began her life-long 
career as a Truck Gal at Benson 

Polytechnic High School in Portland, 
Oregon. Choosing to focus her studies 
on Diesel Engines and Machining, she 
ended up competing in, and winning, 
the VICA (Vocational Industrial Clubs 
of America) Diesel Truck Olympics. 
Sharon’s win earned her a full ride 
scholarship to UTI (Universal Techni-
cal Institute) in Phoenix, Arizona. She 
became a fully fledged Mechanic and 
returned to Oregon to work “Turning 
Wrenches” for two years.

Note: Sharon said “I like the phrase 
‘Turning Wrenches’- as when I start-
ed working ‘Mechanic’ seemed too 
‘old’ and ‘Technician’ too pretentious.”
Sharon was a service writer in both 

dealership settings and independents 
shops in Portland, OR and Vancou-
ver, WA for a few years. Following the 
opportunities and money into the big-
ger dealerships, she started work at 
Northside Ford Trucks via the Heavy 

Truck Department in February of 
1996. In October of the same year 
Sharon fell into working in the Sales 
Department merely by chance. She 
had had a friend come by to look at 
a truck he was interested in, and af-
ter the encounter, the Sales manager 
approached her asking if she had 
ever considered working in the sales 
department. Not too keen on work-
ing nights and weekends, the man-
ager made her a deal that she would 
only work one Saturday a month. The 
atyptical sales position appealed to 

Sharon at the time and she took the 
opportunity. 
The flexibility of the position allowed 

Sharon to raise her children, as she 
found creative ways to work from 
both home and office, with North-
side working with her to adjust her 
hours and schedule with regards 
to her commitments outside of the 
office. Taking the lessons learned 
from double duty, 22 years later she 

makes the most of her time manage-
ment innovations. Forwarding her 
office phone to her cell phone and 
using remote accessing technology 
to log onto her work computer from 
home and the road. Sharon says, “My 
customers can get a hold of me any-
time and anywhere… I have never 
had a problem with customers being 
able to find me when they need me.”
Currrently a Commerical Account 

Manager with a full list of govern-
ment and local fleet and commercial 
clients, Sharon keeps busy… in her 
down time she “plays a lot of softball” 
and, a favorite past time of her fam-
ily of four, RVing, allows Sharon (and 
her family) some respite; although, 
she admits to taking calls from the 
road… “and that one time sitting at 
the side of a pool…“

Sharon Tucker

THE LIFE OF SHARON: WITH FAMILY, AT PLAY, AND... WORK!



I read the other day that the millen-
nial generation currently makes up 

40% of the total new vehicle buyers 
in the United States. If you didn’t 
know, millennials are those born be-
tween 1980 and 1996 (ages 22-37 in 
2018). They are currently the largest 
living generation. I’ve also heard mil-
lennials are the most entrepreneurial 
generation yet. They’re starting their 
own businesses and buying vehicles 
to support those businesses.
Millennials are well-informed when 

it comes to making buying decisions. 
Why? Because they are the first fully 
digital generation. They have been 
around technology, computers, and 
the internet for most, if not all, of their 
lives. They are well-versed in how to 
leverage the internet and get the most 
information when making buying de-
cisions. 
On average, millenials spend 17 

hours doing research when making 
a vehicle purchase decision. This re-
search is mostly (or entirely) done on 
the internet. One thing worth pointing 
out here: millennials love their mobile 
devices. It’s likely that a large portion 
of their research is done via their mo-
bile devices. Data from 2017 shows 
that 70% of their decision on B2B pur-
chases is made before speaking to a 
sales person!
Why am I telling you all of this in-

formation about millenials? Well, be-
cause they are your newest commer-
cial vehicle buyers and you shouldn’t 
ignore them. 
Here are some things to consider that 

may help you with millennial buyers:

1Your website needs to be mo-
bile responsive, and be easy to 

search. Many web hosts offer mo-
bile responsive websites, but that 
doesn’t always mean the website 
is optimized for mobile. Have you 
ever visited your website on a mo-

bile device? Is it easy to search? 
Does it load a lot slower than other 
mobile optimized websites?

2 If your dealership doesn’t have 
a Facebook page you’re miss-

ing an easy opportunity to engage 
millennial shoppers. It’s not enough 
just to have a page. Your dealership 
needs to be an active participant. 
It’s important not to let inquiries or 
comments go ignored, respond to 
them as soon as possible to make 
a good impression.

3Show as much information as 
possible about your vehicles on 

vehicle detail pages but don’t just 
drop in a massive block of text, it 
needs to be structured data (easy 
to read). When millenials are doing 
their research they want to be able 
to easily compare all the features. 
Make it easy for them and they’ll 
likely be back.

4If you don’t have photos or show 
prices for your vehicles you can 

kiss millennial shoppers good-bye. 
They probably won’t be coming 
back anytime soon either. Milleni-
als will move right along to the next 
dealership website where they can 
see the vehicle they want for the 
price they want. Your competition 
has photos and shows pricing, so 
should you. And if your competition 
isn’t doing it yet, get ahead of them 
by adding vehicle photos and show-
ing prices.

5If you’ve got the best prices and 
the best photos around then 

you’re home-free, right? Not entire-
ly. Make sure your dealership has 
a positive online reputation. An as-
tounding 97% of millennials read lo-
cal online business reviews. If your 
dealership has a good reputation in 

online reviews then millennial shop-
pers will be willing to pay a little 
more for a vehicle to do business 
with you. Millennials would rather 
pay the extra nickel and dime for a 
good buying experience and a reli-
able dealership.

I hope this has given you the tools 
you need to get geared up for your 
new, tech savvy millennial custom-
ers. After all, knowing how to market 
to the largest living generation, who 
currently make up 40% of total new 
vehicle buyers (lest we forget that 
colossal detail), can go a long way to 
get your business above the rest!

INTRODUCING

SATISFYING THE TECH SAVVY MILLENNIAL GENERATION
DEALERSHIP SUCCESS
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SELF-DEVELOPMENT: INTRODUCTIONS

SHAWN HORSWILL
Work Truck Solutions
Vice President, 
Customer Success
shawn.horswill@
worktrucksolutions.com
(530)553-4776

Shawn has years of hands-on experi-
ence in the world of cloud-based IT, 
development, and support operations. 
Shawn lead multibillion-dollar opera-
tions and IT teams, ensuring the cus-
tomer experience was on brand and 
generated business success. As the 
VP of Customer Success, Shawn is re-
sponsible for customer care, on-board-
ing, and the company’s Dealer Success 
organization. Prior to joining the compa-
ny in 2017, he held senior management 
positions at Open Sky, 11 Main, Auctiva 
and SunGuard.
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AdrianSteel.com

THE EASY WAY TO BOOST PRODUCTIVITY.
Adrian Steel’s Drop Down and Grip Lock Ladder Racks are designed with
ergonomics and user safety in mind. Whether you’re upfitting a single van
or an entire fleet, Adrian Steel has just what you need. Increased efficiency
starts now.
© Adrian Steel Company 2018, all rights reserved. Adrian Steel Company is an independent equipment
manufacturer, prices may vary. Please visit AdrianSteel.com to contact your local distributor for further details. 




