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S

pring is the time for renewal; with
that in mind, we choose to focus
on self-improvement in this issue. For
those of you that went to the Work
Truck Show in March – you have already greatly invested in your education and enlightenment as it applies
to serving your customers better.

turers, distributors, and service and
solution sponsors.
You will discover as you read each
of this issue’s articles and stories that
our contributors are sincere in their
desire to help you help yourself! That
is what makes this a great industry because we all share what we learn
and help each other to grow and
prosper.
And as we work on self-improvement and helping each other this
translates into value for our work
For those of you who could not at- truck customers. They are by and
tend, this issue will offer you insight large hardworking folks and can use
and the opportunity to share in the all our help they can get!
wealth of information presented by
the NTEA (National Truck Equipment “There is nothing noble in being suAssociation) as well as many of the perior to your fellow man; true nobility
partners you already work with in the is being superior to your former self.”
business- such as our body manufac- ― Ernest Hemingway
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Letter from the President
SPECIAL THANKS FOR THIS ISSUE TO:

I

YOUR LIBRARY IS ONE-OF-A-KIND!

t was March 2012, when I was 65
and had been laid off by a dealer
down-sizing in the downturn...and another person I was working with on a
project told me that they “didn’t have the
bandwidth to listen to me any more...
needless to say, I found myself down.
I got into a cab, headed home to Seattle from a trade show I go to every year.
I got to talking and connecting with the
cabbie and I must have mumbled some
feelings of not feeling valued at that time,
having just been laid off a while earlier,
etc. He told me of a saying in Africa,
“WHEN AN OLD MAN DIES,
A LIBRARY BURNS COMPLETELY
TO THE GROUND.”
Well, what does that mean? Obviously,
when I die, all my life experiences that
have gone unshared, all my knowledge
of my family, my faith, my profession,
my community…EVERYTHING that
would otherwise be a resource for others, WILL VANISH.
So, what can I do? I can work to keep
my library open. I can “copy and paste”
it to other Libraries. I can share with
anyone who “meanders in to my Library” (even those who peer in through
a window like Facebook, LinkedIn or
FordPros Magazine) and see anything
that they might find useful.
Some cousins and I have recently
started sharing memories of childhood.
Some are memories we shared, some
we didn’t. All of them priceless. This
sharing among Cousins is a good example of how I/we can keep the doors
open to one another, to share what is
on the “ancient history” shelves inside
each of us. Some of whom we may
have forgotten to thank.
Endless good things...some starting
out bad, that have come to bring us to
a broader realization that we are in this
together, and because of some of the
tough trails, the other smoother trails
make a balanced life.
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My folks both dealt with dementia issues. My oldest brother had the same
demise, and passed away too soon.
Sometimes I wonder (when I forget
something), am I going the same way?
Well maybe, maybe not. Probably not.
But if that turns out to be the case, then
my Library would be Locked Tight...only
to finally burn to the ground later.
So, while I am able, I want to keep MY
LIBRARY open, to welcome anyone
who wants to come in, browse, and use
any resources that please them.
This library of mine is still open: come
and sit awhile. Lights may be getting
dim, but there’s still enough. Bring
some of your library inside (or invite me
into yours), and let’s share everything
you will: joys, sorrows, regrets, experiences you would love to but can never repeat, places you want to go next,
thing’s you’ve learned “the hard way,”
times you trusted another and it (did or
didn’t) pay off, anything. I would love it,
and you just might, too!
And another thing: leave guilt and
shame outside on the stoop…pick it
up as you leave, but only if you must.
Better yet, just put them in the dump bin
behind the place (there’s actually an altar back there where you can lay them
down…and a fire barrel, if that’s where
they belong…): they’re of no use to you
now.
Join me!
The WELCOME mat is out...
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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

APPOINTS MIKE SCHULTE AS
PRESIDENT

creased levels of service for their dealer partnerships. The company plans
to invest at least $7.6 million into the
project. The project will result in the
creation of 38 new, full-time jobs and
the retention of 91 existing PennsylvaMASTER MECHANIC SERIES
nia jobs over the next three years.
Deist Industries anticipates that the
eading’s Master Mechanic™ Series is available in two body styles, move to this facility will be completed
HD Service Bodies & Crane Bodies. in the third quarter of 2019.
www.deistindustries.com
As a leading truck body manufacturer
in North America, Reading has leveraged decades of industry expertise to
build and refine the Master Mechanic
Series for the unique demands of your
job. With a variety of configurations
and customizations, it’s one of the
most capable heavy-duty truck bodies
HOSTED NTEA
on the market.
WORK TRUCK SHOW PANEL
www.readingbody.com

R

S

afe Fleet, a leading supplier of
fleet safety solutions, is pleased
to announce the appointment of Mike
Schulte to the Executive Team in the
role of President, effective March
5th, 2019.
“As Safe Fleet grows it is necessary
to evolve our organizational structure
to support the successful execution
of our strategic initiatives,” says John
Knox, Safe Fleet Chairman, and CEO.
“I am pleased to welcome Mike to the
Executive team in this new role.”
Mike has a strong track record of
growth-focused executive leadership
at leading Fortune 500 brands such as
General Motors and Danaher, most recently serving as the Group President
of the Mechanical Products and Solutions division at Atkore International.
“It’s a privilege to join Safe Fleet during
their exciting high-growth phase,” adds
Mike. “I look forward to leading the
continued growth and success of Safe
Fleet’s thriving business units.”
www.safefleet.net

T
EXPANDING INTO NEW SITE

D

eist Industries, Inc. will expand
their business by purchasing and
renovating a vacant manufacturing
facility in Saegertown Borough, Crawford County, Pennsylvania. The company and it’s subsidiaries found they
required more space to meet projected demand and to expand research
and development. A currently-vacant
60,000-square-foot facility will be renovated into a state-of-the-art manufacturing facility.
This facility will support Deist Industries’s commitment to developing and
manufacturing innovative products for
the work truck industry, along with in-

he industry’s commercial solutions
provider, Work Truck Solutions,
co-hosted a panel of some of the automotive industry’s top influencers at the
NTEA’s Work Truck Show in Indianapolis. Titled Commercial Opportunity in
a Time of Innovation and Disruption,
the event highlighted many of the upcoming challenges and benefits new
technology will provide to the commercial vehicle industry.
Panelists included Cliff Banks, founder of The Banks Report; Todd Madeiros, recently VP of eBay Motors;
Nate Klebacha, co-founder at Haig
Partners; John Pas, VP at Spincar;
and Adam Seifert, supervisor of business intelligence at ARI
A recording of the streamed 90-minute panel event can be found at:
worktrucksolutions.com/news
and on the NEWS section of
the relaunched NFTC website!

DON’T FORGET TO CHECK OUT THE NEWLY RELAUNCHED
NATIONAL FORD TRUCK CLUB WEBSITE FOR
ALL THESE AND MORE BREAKING INDUSTRY NEWS
WWW.NATIONALFORDTRUCKCLUB.COM/NEWS.HTML
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In The

ANALYSIS OF INVENTORY
SEARCH DATA

W

ork Truck Solutions, the company that simplifies online
access to commercial vehicles for
dealerships and their business
buyers, released their 2018 search
data on commercial body types.
This data represents over a million
searches that were completed last
year on their platform which serves
over 900 dealerships covering 49
states. This is Work Truck Solutions’
sixth consecutive year tracking commercial buyer interest through active
searches on their platform.

shows comprehensive details of
that specific configuration including
rich product information for both the
chassis or van and the customized
body or shelving.
The total search volume for body
types across Work Truck Solutions’
platform increased over 50% since
2017. The 2018 search data reinforces many of the findings published
last year. For example, service bodies accounted for a similar 17.25%
of the total searches, continuing
their popularity in the commercial
market. Van searches also remained
high accounting for about 35% of all
searches. In January Work Truck
Solutions introduced VanBuilder—a
solution that helps dealerships capitalize on vans’ popularity and vocational customizability.

HIGHBEAMS

The Ten Most SearchedFor Body Types of 2018:
1. Service body 187,122 (17.25%)
2. Platform body 112,680 (10.39%)
3. Empty cargo van 105,631 (9.74%)
4. Service utility van 89,812 (8.28%)
5. Dump body 82,183 (7.58%)
6. Cutaway van 70,695 (6.52%)
7. Upfitted cargo van 54,147 (4.99%)
8. Contractor body 39,544 (3.65%)
9. Cab chassis 36,809 (3.39%)
10. Landscape dump 34,355 (3.17%)

“ The total search volume for body types
across Work Truck Solutions’ platform
increased over 50% since 2017.
The 2018 search data reinforces many of
the findings published last year. ”
Work Truck Solutions’ commercial vehicle platform features their
trademarked ‘Vocational Carousel’,
which lets online shoppers scroll
through images of specialized work
bodies offered by that dealer. When
a shopper clicks on the image of a
work body, it registers as a search
for that body type, plus shows the
shopper the dealership’s relevant,
work-ready inventory. The shopper can also narrow the search for
more granular specifications, such
as wheelbase, cab-to-axle, and roof
height. The commercial shopper can
click on a vehicle for a deep view
of the Vehicle Detail Page, which
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“2018’s top ten body types grew
proportionately to the overall increase in searches,” said Kathryn
Schifferle, CEO of Work Truck Solutions. “This confirms that market demand is stable and reliable. We did
see significant increase in medium
duty, rollbacks (300%) and chippers
(200%), as well as passenger vans
for commercial use (270%). In 2018
we increased specific data and analytics to dealerships that can be
used to predict what stock will move
faster in which markets, solving one
of the major challenges the commercial industry faces.”

www.worktrucksolutions.com

THE BLUE OVAL

ALL-NEW F-600 SUPER DUTY LEADS COMPLETELY
UPDATED FORD COMMERCIAL VEHICLE LINEUP
ALL-NEW 7.3-LITER V8 ENGINE DELIVERS POWER AND
DURABILITY
Ford’s all-new 7.3-liter V8 gasoline
engine that debuted last month in
F-Series Super Duty pickups is also
available in Super Duty chassis cab,
F-650 and F-750 medium-duty trucks,
E-Series, and F-53 and F-59 stripped
chassis. This 7.3-liter V8 generates
more torque and power than the
6.8-liter V10 engine it replaces

F

ord is adding new engines, greater
connectivity and smart new driver-assist technology across its commercial vehicle lineup – on everything
from the vans that deliver our food to
the plows that clear our streets to the
utility trucks that restore our power after a storm.
First up, America’s truck leader introduces the all-new F-600 Super Duty
chassis cab, a medium-duty truck with
the right size, power and technology to
tackle the toughest jobs. F-600 delivers the capability of a Class 6 truck –
including a maximum GVWR of 22,000
pounds – in a familiar Class 5 Super
Duty package. With F-600, customers
no longer have to choose between a
truck that doesn’t have enough payload to carry all the tools they need to a
job site and a truck that’s too big. The
Built Ford Tough F-600 stands poised
to go where bigger trucks can’t.
Updates to Transit, Super Duty chassis cab, Medium Duty trucks, E-Series
and stripped chassis complete the
refresh of Ford’s entire commercial
vehicle lineup that began 13 months

ago with the introduction of the 2019
Transit Connect. As the only full-line
manufacturer of commercial vehicles
in Classes 1-7, Ford has the broadest,
freshest offerings. These new vehicles debuted today at The Work Truck
Show in Indianapolis.
All Ford commercial vehicle product lines are updated with standard
modems with 4G LTE Wi-Fi for up to
10 devices to help keep drivers and
crews connected while on the job or
on the road. New Ford Telematics™
and Ford Data Services™ are available across the lineup to help commercial customers operate their fleets
more efficiently.
SMART DRIVER-ASSIST
TECHNOLOGIES
Additional elements of Ford Co-Pilot360™ technologies become available on Ford commercial vehicles for
the new model year. For F-650 and
F-750 medium duty trucks, plus E-Series and F-53 and F-59 stripped chassis, traction control, hill start assist
and auto headlamps are standard.

NEW F-600 PROVIDES
INCREASED CAPABILITY ON
A PROVEN PLATFORM
For customers who need additional
payload or need to mount heavier upfits but don’t want to move into a larger truck, the all-new Ford F-600 Super
Duty chassis cab fills the sweet spot
between F-550 and F-650. Although
the overall vehicle is the same size
as an F-550, F-600 uses upgraded
driveline and chassis components, as
well as higher-weight-rated 19.5-inch
tires and wheels to help it achieve a
higher GVWR. With Ford’s class-exclusive choice of gasoline or diesel
powertrains and 4x2 or 4x4 drivetrains, F-600 lets fleets spec the truck
they want instead of settling for one
that’s available. F-600 can be ordered
in early 2020 and will be available in
mid 2020.
F-600 customers can choose from
two engines – the 7.3-liter gas V8 or
the third-generation 6.7-liter Power
Stroke® diesel. An all-new 10-speed
TorqShift® automatic transmission
is available across all engine offerings with available live-drive power
takeoff provision with up to 300 lb.ft. of torque... continued next page
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TRANSIT DRIVES AHEAD
Transit is significantly updated for
2020 to make it more capable and
easy to drive. Upgrades include two
all-new engines mated to a new standard 10-speed transmission designed
to improve fuel efficiency over 2019
Transit, available all-wheel drive to
provide enhanced traction on icy,
snowy or muddy roads, and additional
seating options.
The 2020 Ford Transit offers the
most vehicle configurations in its class
to help customers specify just the right
van for the job. In addition to cargo
van, passenger van, chassis cab and
cutaway models, a new crew van with
seating for five joins the lineup. Threeacross front seating is also available.
F-650 AND F-750 MEDIUM
DUTY OFFER CHOICE
Ford is the only manufacturer to offer both gas and diesel engines in its
Class 6-7 trucks. Offering a choice between the new 7.3-liter gas engine and
6.7-liter Power Stroke V8 diesel allows
customers to spec the performance,
efficiency and cost benefits that are
right for their business. Both engines

C

THE BLUE OVAL

are mated to Ford’s 6-speed TorqShift
heavy-duty automatic transmission.
Production of model year 2021 F-650
and F-750 begins in early January 2020.

wheel and standard AM/FM stereo
radio with Bluetooth functionality and
USB ports. A new upfitter interface
module provides a more seamless experience with installed equipment.

E-SERIES EVOLVES
E-Series has been in continuous pro- SEE THE ENTIRE ARTICLE AND
MORE BREAKING FORD NEWS
duction for 58 years with more than 2.7
AT THE NEWLY RELAUNCHED
million vehicles still on the road*. AvailNATIONAL FORD TRUCK CLUB
able in cutaway and stripped chassis
WEBSITE AT:
models that are used for applications
like shuttle buses, ambulances and WWW.NATIONALFORDTRUCKCLUB.COM
small RVs, E-Series gets updated with (CHECK OUT THE DIGITAL EDITION!)
new content for 2021. An updated inALSO BE SURE TO CHECK OUT
terior features a refreshed instrument
THE FORD MEDIA SITE AT:
MEDIA.FORD.COM
panel including new cluster, steering

FORD AT THE WORK TRUCK SHOW:
THROUGH THE EYES OF A FORDPRO

heck out the quick minute video with Joe Hughes in the Ford
booth at the Work Truck Show –
there is lots to see in the booth and
many good reasons to be sure to
make it to the show next year - which
will once again be in Indianapolis the
first week of March 2020.
www.worktruckshow.com
This year at their press conference
Ford’s new commercial leader, Mark
Buzzell and his team introduced
the new product lineup [see article]
and walked everyone through their
plan to continue to grow commercial. Joe’s video is posted on the relaunched FordPros website:
www.nationalfordtruckclub.com
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SELF-DEVELOPMENT: NOT FIRING BEFORE AIMING

ALTFUEL CORNER
O

AVOIDING GETTING WRAPPED UP IN HYPE

ne of the interesting things about
attending shows throughout the
year is having the opportunity to see
the next generation of technology. As
in any industry, and particularly the
automotive fleet industry, products
are ever-evolving - often at mach
speed. Manufacturers push out press
releases and showcase the beautiful
shiny new product – sometimes commercially available; sometimes not.
We see it in our industry – we see it
everywhere.
Think about it. I’ll be the first to admit I love having the latest iPhone. I
love having that special piece of golf
equipment that is a sure-fire way to
lower my golf scores. Manufacturers
want that edge and many of us want
to be on the cutting edge of change.
Or, perhaps we just want to feel like
we have one leg up on our buddy Saturday morning.

C

I don’t have any issue with advancements. In fact, it’s good and heathy. We
should take risks and bring innovative
ways to business. We should improve
efficiencies and drive change to improve overall customer satisfaction.
But, we’ve also read or perhaps even
experienced when a product fails
to meet up to its hype. It’s not been
tested, it’s not been vetted if you will.
What’s the track record of durability?
Reliability? Maintenance? Total cost
of ownership? If we’re not careful, we
get wrapped up in the hype and overlook these critical elements. No fleet
I’ve ever dealt with has buried their
head in the sand. Or fired then aimed.
It’s not smart business.
If that’s true in a “normal” fleet environment, how much more so does
it apply to the alternative fuel world?
The reality is that technologies such
as CNG and LPG continue to dom-

inate the alternative fuel landscape.
They have answered many of the
questions related to regulatory compliance, infrastructure, logistics, and
scalability which can create headaches if not properly addressed. Are
they perfect? No. Will there be other
emerging technologies that will complement various applications. You
bet. But with CNG/LPG, it’s tried and
true. It works.
So, as you look forward to some
amazing opportunities with technology, sometimes what we know and
is predictable can be a game saver.
Kinda like that Titleist ProV1X I refuse
to change.

ABOUT PAUL SHAFFER

Shaffer is the Executive Vice President for
Landi Renzo USA.

ALTFUEL AT THE WORK TRUCK SHOW:
THROUGH THE EYES OF A FORDPRO

heck out the quick video by NFTC
Pres Joe Hughes as he toured the
PERC (Propane Education Research
Council) booth at the Work Truck
Show in March in Indianapolis. He
provides an overview of the Alt Fuel
know as Propane Autogas with an introduction to PERC plus highlights of
the range of Ford conversions available, including an F650 with ROUSH’s
Propane Alt Fuel conversion.
Propane Autogas is the only fuel that
helps your customers cost effectively
reduce emissions while also keeping
your total cost-of-ownership low. Propane Autoagas is a proven fuel for the
busiest fleets. See at:

www.nationalfordtruckclub.com
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FOCUS ON ALTFUEL

ALT FUEL F-750S CATERS
TO CLEAN AIR

“L

AX will significantly benefit
from our low emission catering trucks, as will the nearby communities that we are operating from
and within,” said Jason Lee, general
manager of HACOR, which delivers

up to 15,000 airline meals per day
out of LAX. “The versatility and reliability of these propane vehicles
allows us to operate our standard
delivery and operating methods but
with a low emission fuel.”
Each of HACOR’s vehicles is
equipped with a Ford 6.8L V10 engine with a ROUSH CleanTech fuel
system certified to 0.02 grams per
brake horsepower-hour. This engine
has the lowest nitrogen oxide (NOx)
levels of any propane engine in class
4-7 vehicles and is 90 percent cleaner than the Environmental Protection
Agency’s most stringent heavy-duty
engine standard. Nitrogen oxides are
regulated under federal air quality
standards because they are known
to be harmful to human health and to
the environment.

“HACOR’s new propane autogas
vehicles emit fewer greenhouse
gases, NOx and total hydrocarbon
emissions, and virtually eliminate
particulate matter,” said Todd Mouw,
president of ROUSH CleanTech.
“They will help to significantly clean
up the air around LAX airport.”
The vehicles are now in service and
will fuel at existing public propane autogas stations. There are thousands
of propane autogas fueling stations
across the United States.
As a Ford QVM-certified alternative
fuel vehicle manufacturer, ROUSH
CleanTech delivers economical,
clean and domestically produced fueling options for fleets across North
America.
www.ROUSHcleantech.com
800.59.ROUSH
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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

FOCUS ON ALTFUEL
INTERACTIVE MAP SHOWCASES FLEETS SUCCEEDING
WITH PROPANE AUTOGAS

T

he Propane Education & Research
Council launched an online map
designed to showcase the growing
number of fleets in a variety of markets
that use propane autogas to fuel their
trucks, vans, buses, and sedans.
The “Propane Autogas Roadmap”
is an interactive resource, charting
fleets nationwide that are succeeding
with propane autogas vehicles. Participants can add a fleet to the map by
visiting propane.com/autogas-roadmap and answering a few short questions about the fleet’s profile, including
the number and type of vehicles, location, and years using propane autogas. Fleets can also share propane
successes to further personalize their
fleet’s addition to the map.

“Propane autogas is a proven, affordable, and clean alternative fuel,”
said Michael Taylor, director of autogas business development for PERC.
“Fleet owners who choose propane
autogas vehicles should be proud of
their decision to help reduce emissions while saving their business mon-

ey. One way to showcase that pride is
by pinning their fleet to our propane
autogas roadmap.”
For more information about PERC’s
Propane Autogas Roadmap or
to see companies who have already
pinned their fleet, visit
propane.com/autogas-roadmap
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THE WORK TRUCK SHOW

NTEA VIDEOS
TRANSFER FLOW

50 GALLON REPLACEMENT TANKS
REPLACEMENT FUEL TANKS - Eliminate half your fuel stops and
increase your driving range by replacing the stock fuel tank with a
high-capacity Transfer Flow midship replacement fuel tank system
that doesn’t sacrifice bed space or ground clearance.

AFTERMARKET FUEL TANKS
Fueling Adventures ! The Transfer Flow Promise: Industry Leading Craftsmanship and Service Since 1983 - Safe, Legal, Reliable
Products for Every Adventure - Prompt, Courteous, Expert Assistance - 6 Year Unlimited Mile Warranty - 24/7 Technical Support

VENCO VENTURO INDUSTRIES, LLC

VAN CRANES
The VC1000 FORD TRANSIT VAN CRANE has a Max. Capacity
1,000 lb. and has a Crane Rating of 6,000 ft-lb. with a Max. Reach
of 6 ft. This newest addition to the product lines is built for the Ford
Transit Mid and High Roof models.
The ESV1000 FORD TRANSIT LOW ROOF CRANE has a Max.
Capacity 1,000 lb. and has a Crane Rating 3,000 ft-lb. with a Max.
Reach of 3 ft. Applications include enclosed service bodies/utility
bodies/box trucks. With an extremely small footprint, the crane can
stow nicely against the inside wall on either the curb-side or streetside of the service body when not in use.
The VC750FB FORD TRANSIT CRANE has a Max. Capacity of
750 lb. and a Crane Rating of 1,875 ft-lb. with a Max. Reach of
2-1/2 ft. Applications include the Side/Rear Door Transit.
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BIG ELECTRIC-HYDRAULIC CRANES
The ET6K ELECTRIC-HYDRAULIC CRANE has a Max. Capacity
of 2,000 lb., with a Crane Rating of 6,000 ft-lb and a Max. reach of
10 ft Minimum.
The ET12KXP ELECTRIC-HYDRAULIC CRANE has a Max. Capacity of 3,500 lb, with a Crane Rating 12,000 ft-lb, and a Max.
Reach of 16 ft Min. With a 12,000 ft-lb rating and a 3,500 lb. maximum capacity, the ET12KXP can be installed on trucks with a minimum Class 2 (8,800 lbs. GVWR)
The ET12K(X) ELECTRIC-HYDRAULIC CRANE has an Max. Capacity 3,500 lb. with a Crane Rating of 12,000 ft-lb., and a Max.
Reach 15 ft Min. The truck size required is (GVWR) Class 2 (8,800
lb). The Venturo ET12KX service crane is a versatile application
that is neither too large or too small for a majority of lifting jobs.

THE WORK TRUCK SHOW NTEA VIDEOS

WORK TRUCK SOLUTIONS

VAN BUILDER
THE RISE OF VANS IN THE U.S. - Vans are easier to maneuver,
they’re more fuel efficient, and are often cheaper to customize for a
business’ unique requirements than work trucks are. Since they continue to be adapted to new industries and trades, vans present a big
opportunity for commercial dealerships. Still, many buyers don’t know
what their options are, or how they can customize vans to their needs.
A BETTER WAY TO SELL VANS - VanBuilder creates an intuitive
shopping experience for prospective van buyers, laying out all the
choices available to them, and helping them narrow their search
by their vocation. By walking them through a simple process to understand the best interior packages and vans for their vocation, the
buyer becomes more secure in their buying decisions. Additionally,
the buyer will know exactly what to order by the time they reach out
to your sales team by phone or online, making your job easy.
HOW VANBUILDER WORKS - VanBuilder clarifies the shopping
process by guiding buyers through a simple process; by choosing
their vocation and either the van or the relevant interior packages
first, they see the vans that fit their specific needs. Then their information, including their custom order, goes directly from Work Truck
Solutions’ platform, to you the FordPro

DEALER TRAINING
REQUEST TRAINING https://www.worktrucksolutions.com As a
Work Truck Solutions customer, we want to ensure that you have
the knowledge and understanding of how to use our solutions to
help you sell more trucks. Schedule an appointment for you and/or
your team for FREE online training. Trainings typically take 30-45
minutes, but we block off an entire hour to answer any additional
questions you may have.
THE TECHNOLOGY TRANSFORMING COMMERCIAL SALES
Work Truck Solutions’ Vocational Carousel Engages Buyers and
Grows Your Business. Whether you’re selling commercial vehicles
or managing the lot, Work Truck Solutions helps you work better.
We give you the tools to connect with new buyers, the data to understand them, and a shopping experience that’ll keep them engaged. We also partner with the largest OEMs, body manufacturers
and distributors to streamline the entire supply chain. By providing
data and locators to these businesses, we help buyers who are
loyal to their brands find the right vehicles on your lot.
See Holly Baily’s Interview on page 20!

DEIST INDUSTRIES, INC

SWITCH-N-GO
MAKES SENSE - MAKES MONEY
- Switch-N-Go® is our detachable
truck body system that can be installed on Class 4 – 7 medium-duty
work trucks (11,000-26,000 GVW).
We stock five unique body styles
including Dump, Platform, Storage,
Drop and Chipper boxes providing
a fleet of job opportunities from a
single truck. Body Interchangeability allows you to drop a box at one
job site and drive to another job with
equipment or materials maximizing
your truck and labor investments.
Also, the ground-level loading and
unloading allows for faster and safer work! Loading a Fixed body truck
takes longer and back related injuries are much more likely to occur.
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THE WORK TRUCK SHOW NTEA VIDEOS

NATIONAL FLEET PRODUCTS

MERONI LOCKS - Removable Exterior Vehicle Lock For All Makes &
ModelsCargo is always safe and secure with UFO lock No More Padlocks,
add-on rods, welds or repainting Secure thanks to certified drill-resistant,
pick proof cylinder Quick and easy to install Designed for side and rear
doors Elegant, low profile and highly practical Quick and easy install.
EASY LOADING RAMPS - The innovative Easy loading ramp has
been designed to meet the needs of speed, efficiency and space. 660
lbs Capacity LIGHT PLUS SERIES The WM Systems Light Plus series
loading ramp is our most popular ramp system. The Light Plus series loading ramp is suitable for full size vans, box on body, or full size box trucks.
LIGHT SERIES The Light Series Ramp is ideal for both small and full size
vans The Light series is a simple and economic loading ramp. Equipped
with standard features including our industry leading spring assist and
wheels on the end of the ramp for effortless deployment and storage. The
Light series loading ramp is suitable for all small vans, full size vans, box
on body, or full size box trucks. PC SERIES The WM Systems PC Series is our heavy duty loading ramp system Favored by large fleets and
owner-operators across North American because of our industry leading
swivel function. This standard feature allows for 90 degree external swivel;
maintaining easy loading or unloading; even with a forklift! The PC series
loading ramp is suitable for full size vans and box on body applications.
HOISTS -The Light series is a simple and economic loading ramp.
Equipped with standard features including our industry leading spring assist and wheels on the end of the ramp for effortless deployment and storage. The WM Systems Light Plus series loading ramp is our most popular
ramp system. Favored by large fleets and owner-operators across North
America because of our industry leading swivel function. This standard
feature allows for 90 degree external swivel; maintaining easy loading or
unloading; even with a forklift! The optional internal swivel kit can be installed at any time allowing the ramp to lock near the wheel well for more
permanent out of the way storage. Additionally this ramp comes equipped
with a robust spring assist system making deployment or storage easy for
vehicle operators of nearly all physical abilities. Constructed of high quality materials nearly every piece of this ramp is constructed of aluminum
for longevity in rain, snow, ice, or beach climates. The Light Plus series
loading ramp is suitable for full size vans, box on body, or full size box
trucks. The Light Series loading ramp is ideal for both small and full size
vans. In small van applications the Light series is suitable for rear door
applications. In full size van applications the Light series can be mounted
in either the rear or side door depending on the customers preference.

READING TRUCK BODY

40 YEARS OF ALUMINUM

LIGHTWEIGHT DURABILITY YOU CAN TRUST At Reading Truck, our work is all about helping you do
your work. Watch to learn more about the hard-working truck bodies from the 2019 Work Truck Show featuring the Aluminum Classic II Service Body with
a retractable utility bed cover option, our all-new 4/5
Marauder Dump Body, a 245-Series truck body from
our Master Mechanic™ series, upfit with our Velocity
Package, and last but certainly not least our Aluminum Classic Service Van.

JOHN TAK

READING TRUCK BODY
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THE WORK TRUCK SHOW NTEA VIDEOS

SAFE FLEET

ROLL-RITE
Welcome to Roll·Rite® Automated Covering Systems Innovative Technology for Transportation. Roll·Rite brand automated
tarp systems efficiently and reliably contain and protect payloads, create a safer work environment for drivers, and maximize ROI by increasing revenues and reducing cost of ownership. We make it easy to tarp your trucks, trailers or roll offs
and even easier to power existing manual roll tarps and hand
crank tasks. Browse through our menus above to find a tarp
system recommended for your type of truck, trailer or roll off
tarp needs. Roll·Rite is the leading manufacturer of electric tarp
systems, tarps, gear motor technology and automated power
solutions. Roll Rite, LLC designs and manufactures state-ofthe-art automated tarp systems and components for the heavy
duty trucking industry serving the Construction, Waste, Scrap &
Recycling and Agriculture Markets.

R.O.M ROUGHNECK - The Durable R•O•M Roughneck™
Running Board is Designed to Prevent Slips in Any Environment.
-Open design allows mud, snow, and debris to drop through -Extremely aggressive no-slip grip surface -Simple no drill installation
utilizes Ford factory designed mounting locations -Corrosion resistant aluminum construction ROAD WARRIORS RAMPS The
RoadwarrioR Walkramp has proven performance and reliability.
Its magnesium construction provides easy handling and a strong
work surface. Modular, bolted construction allows for on-the-spot
field repairs. Its reversible panel design extends the life of the walk
surface and walkramp. Integrated handles and rollers help drivers
deploy and stow the RoadwarrioR quickly and safely. Narrow and
custom widths are available.

AMERICAN VAN
VAN SHELVING and STORAGE BIN SYSTEMS American Van Equipment began manufacturing and supplying
local companies with ladder racks and van shelving in 1978.
From the very start our goal was to provide top quality products at fair prices which when selling to a small community of
customers is essential if you are going to build a successful
business.

SEE THESE VIDEOS AND MORE
AT THE NEWLY RELAUCHED
NATIONAL FORD TRUCK CLUB WEBSITE
WWW.NATIONALFORDTRUCKCLUB.COM/
VIDEOS.HTML
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FOCUSING ON GROWING THE TEAM
SELF-IMPROVEMENT: MANAGERS OF PEOPLE

A

s Scelzi Enterprises celebrates
their 40th year in business in
2019, it is hard for owners Mike and
Gary Scelzi not to get a bit emotional
when thinking of all the people who
helped them reach this milestone.
Certainly, Ford Motor Company and
the Ford Commercial Truck network
of trusted dealers has played a
huge role, just as key suppliers and
local vendors have helped Scelzi
weather the lean times as well as
the good. But it is the Scelzi Team
of Employees whose contributions
over the years are most treasured
now by the founding brothers.
“When we started we had no idea
how big this could get,” says Gary,
who was just 18 years old when
Scelzi Enterprises began.
“And frankly, Mike and I were not
the best managers of people at that
time. We were much better designers,
welders, and painters than we were at
valuing the growing team of people
around us. We were a bit abrupt with
employees. Turnover was very high.
As time went on, and sales grew, we
realized no matter how smart and
hardworking we thought we were, we
couldn’t do it all alone. We needed
people to fill some key positions
so we could handle the burdens of
managing a growing small business.”
Gradually, a small group of key
employees emerged. And bit by bit,
the owners were able to delegate
more and more of the daily duties so
they could take a longer term view of
the company. It did not come easily
– especially for two emotional, ‘worktil-you-drop’ Italian boys from Fresno.
But earlier this year the Scelzi brothers
honored the seven employees who
have been with the company more
than 20 years, working side by side
with them through the many changes
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The Scelzi Magnificent Seven employees, along with Mike and Gary Scelzi

during that time. Now referred to as
the “Magnificent Seven”, these seven
are being singled out (along with
the other 60+ employees with tenure
longer than 10 years) as key reasons
Scelzi Enterprises has reached the
level of their current success.
“Gary and I were both quite proud of
the skills we had personally, and our
desire to be ‘hands-on’ in everything
we did sometimes stunted the
development of our employees,”
adds Mike. “We are still very handson, but I think we have learned over
the years that unless your employees
feels some ownership of their job and
their role, we can never really grow
sales while still maintaining product
and customer service quality.”
Today Mike and Gary fully appreciate
that a stable, well-trained staff is the
key to the company’s future. As part
of the 40th anniversary celebrations,
time has been set aside for an
employee Open House, where
employees and their families can
come to the main factory in Fresno
and for a few hours, see where their
parents work. “We are really trying
to focus on growing our team right
now,” adds Gary. “Neither Mike nor
I plan on slowing down any time

soon, but we can’t wait until that
day comes to suddenly prepare our
people for greater responsibility.”
Mike summarizes it all this way:
“As we look back over 40 years
and consider the business lessons we have learned, perhaps the
biggest one is this: picking good
people, developing them, and then
acknowledging their value and
contributions to the company is the
key to our longer term success –
far beyond the first 40 years. We
are very grateful to everyone who
helped us get here – but especially
to the members of our team who
have devoted their working lives to
Scelzi Enterprises.”

www.seinc.com

LONG TIME FORD DEALER STOCKS SWITCH-N-GO
SELF-IMPROVEMENT: BEING VERSATILE

F

or nearly 20 years, Switch-NGo® has been providing cable
hoist systems and interchangeable
bodies to the work truck industry.
The hoist system is designed for
class 4-7 chassis cabs and can be
installed on a variety of domestic
and import vehicles. Switch-N-Go®
offers a fleet of work truck bodies
including dump, chipper and platform/equipment bodies, as well as
storage/security containers, drop
box dumpsters, and upfit-ready subframes. The Switch-N-Go® solution
is an ideal fit for businesses that
want to minimize investment while
maximizing asset utilization.
Quirk Ford in Quincy, Massachusetts has been selling consumer
and commercial Ford products for
40 years. Their continued success
stems from unparalleled customer
service, as well as knowing what
their customers want and need.
We talked with Quirk Ford’s twenty-one-year Commercial Account
Manager, James Altobello, about
how responding to a customer request for a Switch-N-Go® has impacted the business’s commercial
vehicle operation.

S | Switch-N-Go®
Q | Quirk Ford
S: How did you hear about the
Switch-N-Go® system?
Q: About ten years ago, a customer
came in and asked if we had SwitchN-Go® systems available. A vendor
(Switch-N-Go® Authorized Dealer)
brought a demo truck to us, and we
began to sell.
S: Why did you decide to sell SwitchN-Go®?
Q: It was a combination of customers
coming to us asking for the product
by name and having one in stock and
customers showing interest. There
was a need for that type of product,
and we knew it was available.
S: Do you stock trucks with the
Switch-N-Go® system?
Q: At first, we didn’t due to only selling a few here and there. In the last
3-4 years, we continue to stock them
as much as possible. We like to have
20 or so on hand at all times.

S: How many new accounts have
you gained due to offering the
Switch-N-Go® products? How many
of them have become repeat customers?
Q: Around 40 new accounts. 80% of
those have been repeat customers.
We stock a good number of them,
so people who are looking for a specific color, system lengths, and truck
type, will come to us to look at a few
different options that are available.
S: Since offering the Switch-N-Go®
product, have you discovered new
business opportunities?
Q: Yes. We have a big advantage
over others, since we offer SwitchN-Go®. We have a good reputation
of being a commercial truck dealer.
People around here ask where others got the truck from, and when the
response is “Quirk Ford,” more people come to the dealership here in
Quincy.
S: Would you say that “Word of
Mouth” is a good Switch-N-Go®
marketing tool?
Q: It is the best. That along with the
use of Commercial Truck Trader
helps bring people into our doors.
S: What would you say is the best
thing about the Switch-N-Go® product?
Q: If I have to narrow it down to one
thing – versatility of the product.
There are some cus-tomers who
don’t need a Switch-N-Go® because
of having a larger fleet. For the guys
that come in and have 1, 2, or 3
trucks, this product is the perfect fit
because they only have to purchase
one truck and get multiple uses.

www.deistindustries.com
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INTERVIEW WITH HOLLY SITTON BAILEY
SELF-IMPROVEMENT: IMPORTANCE OF TRAINING & PROFESSIONAL DEV

FPM: FordPros Magazine
HSB: Holly Sitton Bailey,
Manager of Customer Success, Work
Truck Solutions
FPM: Tell us a little bit about yourself;
What drew you to the field you are in
now?
HSB: From the time I was very young,
I’ve been an avid reader. My parents
encouraged me to continually try new
things, learn from my mistakes and grow
from my achievements. My mom was
teaching 4th grade, and my dad was
a computer science professor at CSU,
Chico when they started their company,
Bi-Tech Software in the 70’s. Providing
Fund Accounting Software to not-forprofits, Bi-Tech achieved tremendous
success, growing to 200 employees and
earning over $30 million, at the time it
was sold to SunGard Data Systems in
the mid-90’s. I was fortunate enough
to grow up around giant computers that
spit out punch cards, text books big
enough to be door stops, and super cool
‘nerds’ who inspired me to embrace fast
paced change, and see new technologies as opportunities, not something
to fear. I’ve focused my entire professional life on training and development
- from consulting with cities and county
governments, to teaching high school
English, to managing customer support
teams - my bliss is in being able to leverage technology and training to help people and organizations develop, succeed
and embrace change.
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FPM: Why are you so passionate
about training and development?
HSB: I’m passionate about training
and development because I’ve seen
first hand what a positive impact it
makes to invest in people. I’m fortunate enough to work for an organization that values professional development. At Work Truck Solutions we
offer a robust training program, that
combines online learning, mentoring
and instructor-based training. This culture of learning helps employees find
what I call, ‘professional bliss’. We are
given the opportunity to take classes,
receive training and grow professionally. A prime example of this, recently
I became a Certified Prosci Change
Practitioner. When I approached my
supervisor with my proposal to attend
the certification program, she encouraged me and supported me every step
of the way. Getting this certification
helped me further realize my own professional bliss, while simultaneously
fueling my passion to do everything I
can to help Work Truck Solutions grow
and succeed! It’s a win win!
The statistics back up this up. Rapt
Media & Gallup report that only 13%
of employees are engaged worldwide.
Disengagement leads to a ‘what’s the
least I can do and still keep my job’
kind of attitude. It is estimated that
over $500 billion is lost every year due
to employee disengagement.
The most effective way I’ve found to
get disengaged employees to become
engaged employees is to invest in
them professionally. The Huffington
Post reports that organizations who
invest in employee training enjoy 24%
higher profit margin versus companies
who don’t. It just makes sense to incorporate professional development
into your organization’s core values.

FPM: Why is training and professional development so important to the
Commercial Truck Industry?
HSB: The Commercial Vehicle and
Fleet Industries are marked by constant change. Advances in information and technology have created an
increased ability to apply data to drive
better decision making, but with these
advancements comes heightened expectations and the demand for individuals who understand how to get at
that data, make sense of it, and use it
effectively. Furthermore, the loss of institutional knowledge as baby boomers
are retiring is creating an environment
of uncertainty. Many dealerships have
not made provisions for transferring
that knowledge. Without strategic succession planning, utilizing training as a
central driving force to usher in the new
guard, there is a real threat to individual
dealerships’ success and the industry
overall. Dealerships need to invest in
professional development and training
of their staff - today! Professional development opportunities that seek to
leverage technology, use data to drive
better decision making, and incorporate mentoring programs to transfer
‘tribal’ knowledge to the next generation of commercial and fleet leaders,
will result in more loyal buyers, highly
engaged employees and increased
profit margins year after year.
FPM: Thank you so much for your
fantastic insight into how important
training is! We at FordPros Magazine
are looking forward to the future, of
the Commerical Truck Industry and
Work Truck Solutions’ role in it!
REQUEST TRAINING:

www.worktrucksolutions.com/
request-training.

GO SEE HOLLY IN THE WORK TRUCK SOLUTIONS
2019 NTEA WORK TRUCK SHOW VIDEO AT
www.nationalfordtruckclub.com/videos.html and on page 15

SELF-IMPROVEMENT: SEEING YOUR GOLD MINES

COACH KEN
A MESSAGE TO RETAIL
GENERAL MANAGERS AND OWNERS

W

hat if I told you, you were sitting
on a gold mine of leads, sales,
and new relationships? What if you
could accomplish the following?
• Increase your average upfront gross
profit by 300 to 400 percent per unit
sold?
• You could double or triple your average net profit on every service
incident?
• The parts department could grow by
20 to 30 percent with little effort?
• You could reduce your cost of advertising dramatically and have the manufacturer pay for no less than 50% of
your advertising and marketing?
• Your referral rate per sale to new
customers averaged at least 10 new
prospects?
• Your average customer bought a vehicle two to three times per year?
• By offering the right finance plan and
value, it almost guaranteed the customer would come back to you for
the next sale?
• You could grow your extended warranty business dramatically?
• If this could all be done with little additional staff and very little extra cost
to the dealership?
• Less than 6% of all dealerships could
provide the services you offer?
Welcome to the world of commercial
and fleet vehicle sales where 94% of
dealers don’t want to get involved or
don’t know how because they don’t
realize it has become the most profitable area of the automotive business.
What is the push toward commercial
and fleet vehicles? It’s not really a
push at all, it is a decline in profits on
the retail side of the business, even
though 2018 vehicle sales were up
except for one category. Truck and
SUV sales for the full year were up
8.0% to 11,786,069 units, while pas-

senger car sales were down 13.1%
to 5,488,181 units for 2018. Ford has
made the decision to faze out it’s line
of passenger cars except for the Ford
Mustang and the new Focus Active
(which will be manufactured in China). The consumer market will consist
of cross overs, SUVs and trucks.
Auto dealerships are also facing upfront profit pressure in their lineup of
consumer vehicles. Why? Let me give
you a list of companies and I think
you will get the picture: Cars.com,
TrueCars.com, Cargurus.com Carvana.com, Carmax.com, Edmunds.
com, and a new entry in the car buying world, varoom.com. These are
known as web portals that advertise
nationally. Dealerships get the exposure on national TV but pay a heavy
price by reducing upfront gross, often
to a negative number and having to
pay for advertising service.
What about the service and parts
side of the business, aren’t they still
making money? The answer is yes
but there is a growing issue. Once the
vehicle goes out of warranty, a record
number of consumers are taking their
vehicles to independent auto shops
and national chains like Tire Kingdom,
NAPA, Carquest, and Jiffy Lube. This
is putting a dent into service and parts
sales and profit. Is there any light at
the end of this automotive tunnel?
Yes, commercial and fleet. Here are
a few interesting facts:
1. Commercial vehicle sales are up,
and upfront gross profits are averaging three times higher than retail
sales.
2. A business owner is far more likely
to buy from the same dealer again
based on how he or she was treated.
3. Referral rates average five times
higher than retail referrals.

4. Work vehicles go out of warranty
faster and require more trips to the
service department thus more profit.
5. They tend to buy extended warranties at a higher rate as well as maintenance packages.
6. They are far more likely to stay with
their original dealer for service parts,
and their next vehicle purchase.
7. There are far fewer commercial and
fleet dealers with which to compete.
8. And much more!
Our phones have been ringing off the
hook with dealers who want to get into
the commercial business based on
what is happening on the consumer
side of the automotive world. Some
would argue that there are two portals on the commercial and fleet side
of the business, Commercial Truck
Trader and Work Truck Solutions,
that squeeze profits, but anyone who
knows these two portals, in most cases they actually increase gross profits
if used correctly.
As a General Manager or dealer
principal, look into your crystal ball for
2019. Is this your opportunity to get
into the commercial and fleet business? Is it time to turn your very lowkey priority to start a commercial and
fleet department into a viable and very
profitable division of your dealership?
Ken Taylor, President,
Ken Taylor & Associates, Inc.
ken@coachkentaylor.com
904-535-9996
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Today’s Lesson:

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 material
thickness and may require additional underbody plates for protection. Our
premier fuel tanks are made with ReliaSteel®, high-yield U.S. aluminized
steel. So when it comes to durability, there are no questions!
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 946
®

REPLACEMENT TANKS

REFUELING TANKS

(530) 809-3946 I TransferFlow.com

IN-BED TANKS

TOOL BOX COMBOS

SELF-IMPROVEMENT: EXPANDING YOUR WORLD VIEW

GLOBALTRADES

By Taylor Steinberg
Corporate Sales Trainer,
Knapheide

A

s we continue to explore parts of
the world, Lorraine and I enjoyed
the greater part of a week in early
April 2019 on the Islands of The Republic of Malta. A “strategic rock” in
the central Mediterranean, one of the
smallest nations in the world with a
population of just under 500,000 with
English and Maltese as their official
language.
We found a very successful crossroads and melting pot of many great
societies including European, the
Middle East, the Holy Land and North
Africa. Malta’s location less than 60
miles south of Sicily and just over
200 miles north of Libya in North Africa played an important role in both
World Wars.
Historians tell us that Malta’s earliest
inhabitants left traces of civilization
around 5200 BCE, many years before the Pyramids of Egypt. Over the
course of 7000 years, Malta was involved in numerous wars. Feel free to
research Malta’s military history for a
complete review.
NEW! Visit
wwww.nationalfordtruckclub.com/
taylorstravels.html for further
details and images on my travels
Malta has a number of Ford opportunities as the vehicle sightings in five
days were limited to one Ford Fusion, three Transit commercial vans
/ busses along with dozens of Transit Connect commercial vans used
by local tradesmen. After searching
for a Ford dealer, only a few service
centers offered repairs were located
with no Ford dealers in The Republic
of Malta.
“Tourism contributes about 15% of
their GDP. 90% of Malta’s exports
include shipbuilding, electronics and
textiles. The Malta Development Corporation (MDC), a government ven-

This is the oldest oil depot in Malta which was opened by the Shell company in 1914. In 1921 a large pontoon was built in order to allow ships
to moor alongside for the disembarkment of oil products. In front of
this plant rest the Cold War Memorial which was inaugurated following
a summit on the 2nd and 3rd December 1989 betwee the United States
President George H.W. Bush and Soviet Premier Mikhail Gorbachev and
which effectively brought an end to the Cold War
ture, works to attract foreign industry
to the island with around 200 foreign
manufacturing firms. Malta promotes
the island as a major port by eliminating all taxes and tariffs on goods that
are imported by companies liceensed
to trade in the Malta Freeport terminals”. Source – www.nationsencyclopedia.com
I’m sure that you are all aware of a
couple of Malta notables, the Maltese
Falcon and the Maltese Cross.
After five days in Malta, we barely
scratched the surface of understanding this great nation, the friendly peo-

ple, the architecture, the wonderful
scenery. A great deal of research is
required to fully understand the impact Malta has had on the history of
the world.
We used taxis, city busses, walked
all around Valletta and St. Julians
and took the ferry to Gozo, the second major island and never felt uneasy. We enjoyed the sidewalk cafes, local vendors and friendliness
of the locals. Another adventure to
Malta is in our future with only one
change. We’ll stay about two weeks
instead of five days.

FORDPROS SPRING 20i9 23

DEALERSHIP SUCCESS
SELF-DEVELOPMENT: UTILIZING ANALYTICS

SHAWN HORSWILL
Work Truck Solutions
Vice President, Customer Success
shawn.horswill@worktrucksolutions.com

BETTER DATA, THE RIGHT INVENTORY, AND HIGHER SALES

A

Fleet Manager or Commercial
Sales Manager usually has the
whole world on their shoulders. They
are responsible for the maintenance and growth - of the Fleet and Commercial department. GSM’s and Principals
want to see sales constantly trending
upwards; customers want their truck
to be immediately available. Satisfying both at all times is extremely difficult, especially when the availability of
orderable inventory can change on a
moment’s notice. The safest route to
make sure you have the inventory to be
successful, then, is to order and stock
as early as you possibly can. This can
be very challenging. Nothing is worse
than a costly upfitted vehicle sitting
on your lot eating up flooring for 600+
days. On the other hand, stocking the
wrong upfits means lost growth opportunities. Your best chance at success
is to utilize every input that you can to
make the most informed decisions as
possible. If growth is a priority, the following are four inputs to consider:
Experience and Sales History:
When making stocking decisions, this
is the most commonly used input that
dealers use in their ordering process,
and rightfully so. Consistent top-sellers are key performance indicators
that help predict what future sales-cycles will likely generate. Further, these
top-sellers will likely continue to be just
that, so they are always the safest bet.
This data though (and therefore its
value), is limited to actual transactions
within your own dealership. If you’re
ok with average, you could likely get
away with only using your dealership’s
sales history to make your ordering
decisions. But if you want to improve
and grow your business you need
more inputs.
Regional Sales Trends: These
are the next logical inputs, and closely
related to your own dealership’s sales

history. While access to regional sales
will expand your view of what sells in
your area, you’re still missing the most
important data - what the buyers actually want. Stocking only what has
a likelihood to sell means you’re probably alienating potential high-volume
buyers that you’ve never even met.

Website Analytics:
This is your goldmine. Analytics provide the insight you need into what
buyers want now. Let’s say that you
are consistently selling 4-5 standard
service bodies per month. Pretty
good, right? It’s always a good idea
to have those immediately available.
Having a mix is important, too, so
perhaps you also stock some KUV’s.
These are the two most commonly
sold upfit trucks across the board, and
so the logic seems sound. Better still,
your analytics allow you to drill down
further into valuable specifics, like the
most popular model of chassis, drivetrain, cab-type and other details that
make a vehicle unique. If you’re the
only one in your area with a diesel 4x4
crane body, and people are searching
for those, they will find you.
A quick review of your website analytics can point out the actual body types
that buyers are searching for. It may
be that you have a history of buyers
consistently searching for, say, dump
trucks. If you never sold, stocked, or
traded for one then it would never be
on the mind for you to order - those
unknown buyers go elsewhere. But if

month after month, analytics show that
buyers are searching your site for a
dump truck, it probably makes sense
to test the waters and order one.
Practical Analysis:
Stock what you see. Take a weekend
drive to a business district in your area
and look at what they have parked in
front of, or behind, those business locations. Take notes. Look at the license
frames to know where they got them take particular note of trucks from the
same business, bought from multiple
dealerships/OEMs.
Noting different
model years can help point to their
buying cycles. Be sure to track the
different makes/models/bodies, color
schemes/wraps, exterior options like
ladder racks, etc. Knowing what business owners are already using helps to
minimize the risk of incorrect ordering
while exposing opportunities for bringing in different, sellable inventory.
There is one last, quite unpredictable
variable that still needs consideration:
the chaos that is the ordering process
itself. While dramatic changes in order
cutoffs aren’t common, they do occur.
The issue of planning, and then having to completely change plans, can
seriously impact your ability to stock
appropriately - possibly leading to
lost sales. Any lost sale is a potential
lost contract. Scrutinizing a full year
of buyer search history on your site
can allow you to plan months ahead
for the most likely sellable trucks and
bodies. Knowing what to order and
ordering well ahead of any cutoffs allows you to sidestep the majority of
manufacturing, production, and delivery issues. Supply and demand.
When you consistently outstock and
outperform your local competition by
understanding your buyers, everything grows - your buyer base, your
department, your dealership, and of
course, your own paycheck.
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UPCOMING FORDPRO EVENTS: TRADE SHOWS

PCBC 2019:
The Premier Building Show
May 29-31, 2019
San Francisco
www.pcbc.com
Dedicated to advancing the art,
science and business of housing,
PCBC is the largest homebuilding
tradeshow representing the west
coast region.

Government Fleet Expo
& Conference
June 17-20, 2019
New Orleans, Ernest N. Morial
Convention Center

www.governmentfleetexpo.com

Entering its 12th year, GFX is the
largest annual community gathering of public fleets in the nation.
GFX has the backing of Government Fleet magazine, the most
trusted industry resource for
news, training and information.

ALUMINUM

SERVICE BODY
COMMITMENT TO BE THE BEST

In order to provide customers with the utmost confidence in our
aluminum service bodies, we put them through the most rigorous
testing program in history. They were subjected to the harshest
environments and applications possible in our lab, on proving
grounds — and by real customers like you.
© The Knapheide Manufacturing Company 2019
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National Electrical Contractors
Association Trade Show
September 14 – 17, 2019
Las Vegas, NV, USA
www.necaconvention.org
The largest gathering of manufacturers and distributors for electrical
professionals in North America!

SELF-IMPROVEMENT: CHOOSE CONSCIOUSLY

TERRY’S BLOG
http://www.ctsblog.net/

THE LIVING MOMENT IS EVERYTHING
“The living moment is everything.”
-- D. H. Lawrence

I

imagine this scenario has probably happened to you too. I’ll be
reading something, watching a
movie or video, listening to an audiobook, and the majority of the
time, I find things of interest and
learn from them. But, sometimes,
something jumps out at me as if it
is screaming for me to remember it.
It might be part of a line, a quote,
a line in a book, yet what makes it
different is how it stands out.
A few nights ago, watching the
movie, The Adjustment Bureau
with Matt Damon. It’s an interesting
movie. At one point, David, the lead
character played by Matt Damon,
said this phrase that jumped out
at me: “All I have are the choices
I make.”
That is a great phrase to contemplate. That is what sets us apart. It
is what makes life worthwhile if you
think about it a bit more deeply. It is
also our history, our destiny and our
present all in one answer as to how
things are or have been or will be.
Some years ago, I sat down and
wrote a long piece about choices I
had made in the earlier portions of
my life and how those choices were

consciously made and each one
created circumstance or had visible
short-term as well as long-term results. It was fascinating to do this
because it made me so much more
aware of the power of NOW. It is in
our now or the present where we
make all our choices.

rather have ended up, the best thing
to do is this:
1. Realize that our own choices
have brought us here regardless of
circumstances that surround us. Realize or be aware of it and then accept responsibility for those choices.
Others did not make them for us.

“NOTHING IS WORTH MORE
THAN THIS DAY”
-- Johann Wolfgang von Goethe
If I look back and regret my choices, I can’t do anything about what
has been other than to think about it
differently; however, I have the opportunity every moment of every day
to consciously make a different, better, more appropriate choice, or just
a new choice. And that is the hope
that we all have no matter where we
are and is something we all share.
We all have hope if we want it and
that hope becomes formulated by
the fact that we can choose a different thought every moment.
Next time we might be lamenting
where we are with where we might

2. Get excited about the hope
that we all share in by being able
to make choices today, right here,
and right now that have the power to change and shape what is.
Whether it is a change in the way
we view something or an action that
will cause a change makes no difference. They are both choices and
our same hope.
“Nothing is worth more than this day”
-- Johann Wolfgang von Goethe

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
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FORD
TRUCK
CLUB
NEWS &
EVENTS
FORD+GEORGIA TRUCK CLUB
Lake Lanier, Georgia
Annual Meeting of Andy Hill’s dealers.
Biggest Ford event on the East Coast.
For this year’s theme,
we went back to the BEACH!
May 2019
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40

years of expertise
SINCE 1979

SELF-IMPROVEMENT: FINDING YOUR JOY

C

indy Modrell grew up in Missouri
and Kansas and attended Nursing School in Johnson County, KS.
She was a practicing nurse for a few
years, then stopped to travel with her
husband for his job with AT&T.
When they moved to Conyers, GA
in 1994, Cindy started doing administrative work for Fleet Sales at a Ford
dealership and as a result found her
passion doing Fleet sales; shortly
thereafter she became the Assistant
Fleet Manager. In 2011 Cindy moved
to Courtesy Ford in Conyers, GA and
became their Fleet Manager and has
been working there ever since.

Cindy Modrell

become not only customers, but her
extended family as well. Fleet and
commercial is about building relationships, not just about finding the
vehicles customers are interested in;
however, Cindy specializes in finding
units that are hard to locate. If they
can’t be found anywhere else, she
works night and day to help her customer solve that problem.
Since 2016 Cindy has been using
Work Truck Solutions to help her
find those unique bodies that not
everyone stocks. She loves being
victorious and finding exactly what
they need in such a simple way. Her

“CINDY MODRELL IS ONE OF THE MOST COMPASSIONATE WOMEN I
KNOW. SHE STANDS BY HER WORDS AND WILL ALWAYS GO ABOVE
AND BEYOND TO GET YOU WHAT YOU NEED. SHE IS A TRUE PLEASURE
TO WORK WITH, AND I ALWAYS LOVE ANY OPPORTUNITY I GET TO
SPEAK WITH HER. I’VE KNOWN HER FOR SEVERAL YEARS NOW, AND
SHE IS ONE OF THE BEST IN THE COMMERCIAL INDUSTRY.”
-DOTTIE BOWEN (WORK TRUCK SOLUTIONS VIP PRODUCT SPECIALIST)

Cindy says, “Courtesy Ford is a
small, family-owned dealership centered on family and relationships.
They have always over the years
encouraged a healthy work/life balance. I have always worked in Fleet
here, and they’ve allowed me to
grow not only in my career but have
helped and supported me in growing
the department. I have really enjoyed building the Fleet Dept, even
though we’re not the biggest!”
Cindy’s favorite part of her day is
connecting with customers. They

dealership also does a great job of
being involved in the community
and works on various fundraisers
for awesome causes such as breast
cancer awareness.
Because Cindy is a one-woman
crew at Courtesy, she communicates
mostly by e-mail and phone with her
customers, but she tries to arrange
visits as well. Courtesy has a strong
digital presence for their inventory;
using both Work Truck Solutions
and Commercial Truck Trader they
have been successful with both!

Cindy knows that even though they
are small, they are mighty in their
customer loyalty and relationships,
and love showcasing what inventory they have to their customers.
They try hard to ensure all content
is up to date and full of rich details
so their customers can find the information they need. “We understand
the importance of taking the time to
get things right the first time, and our
customers returning time after time,
tell us that we’re doing things right,”
explains Cindy.
Cindy and her husband, Jay, have
been married for almost 38 amazing years and have 3 children and 1
grandson, with a granddaughter on
the way. She enjoys traveling and
spending time together with her family. “Family is priority in our lives, and
I’m grateful to have found a position
that supports that,” Cindy shared.
She and her grandson recently had
an amazing adventure when they
travelled to Paris, France!
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SELF-IMPROVEMENT: LESSONS LEARNED

CUP o'JOE: NO ASSUMPTIONS
-

Alex writes:
Here is my mis-ordered
and mis-painted trucks
story.

I

received a bid invitation
for 3 F-150 Super Cab
trucks. Just your run-of-themill XL with a few options.
Plus, they wanted the bumpers painted with yellow
stripes at a 45-degree angle. So, I built the trucks to
spec, or so I thought. Went
to our body shop with the
bumper part of the bid. I put
the bid together and sent it
in. A week later I get the bid
award for the trucks and I
order them according to my
build sheet and specs.
A couple of months later
the trucks come in and I
send them to be painted,
get them painted, extra
keys made, etc. We deliver
the trucks to the customer
about an hour away. And
now the fun begins……..
the customer calls and
says the bumpers are
painted incorrectly both the
stripes AND the color! Oh
great, so I get with the body
shop manager and he says
we didn’t know they had to
be a certain color or in a
certain orientation.
I “assumed” he had the
bid sheet with the specs on
it that I had given to him.

But that was almost three
months in the past now.
So, the customer agrees
to remove the bumpers
and meet us halfway to exchange bumpers.
Oh!
Wait again…now
the customer notices the
seats are cloth and are
supposed to be vinyl. Well,
now what, do we order
new trucks, deduct money

After the body shop repaints the bumpers and
we replace all the seat covers in the three trucks, it
cost the dealership around
$6,000. I thought for sure
I was toast. But on we go
and now double check everyone and never ASSUME
anything as you will get into
trouble.
Alex, thanks for sharing!

When the customer has
an “existing unit” with a
similar paint layout, that
always helps.
Absent
that, then a sketch (from
them) as to what they expect it to look like helps.
And perhaps a paint chip
even from the local Home
Depot that your body guys
can match, might keep this
“nightmare” from happening again.
More lessons learned
…in the future!

from the sale price, or do we
order new seat covers and
have them replaced. Between concession amounts
changing and the cost of everything, the best plan is to
order new seat covers from
Ford. For all the seats: front,
rear, and the headrests.

Seems like competing for
a bid (a low gross opportunity usually), then having
to re-work…can turn out to
cause us to risk making
“NO MONEY,
NO COMMISSION,
MAYBE NO CONTINUING EMPLOYMENT!”

NOTE:
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!
Have another Cup on me!
Send me your stories at
JoeHughes@fordpros.com

SURVEY: GO TO WWW.NATIONALFORDTRUCKCLUB.COM
OR EMAIL YOUR ANSWERS TO INFO@FORDPROS.COM
DO YOU PASS ALONG YOUR FORDPROS COPY?
WHAT’S YOUR FAVORITE FPM SECTION?
WHICH DO YOUR PREFER: PRINT, NEWSLETTER, OR WEBSITE?
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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.
© 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.

LET’S TALK

About the perfect landscaping solution to grow your business. The Switch-N-Go® interchangeable
work truck body system allows you to work multiple job sites with just one truck. From staging job
sites with materials to storing tools and equipment onsite to running sprayers, Switch-N-Go® allows
you to accomplish more in one day. Whether you want to convert an exisiting truck or buy a new
one, you can transform a single truck into a fleet of work trucks. Ideal for the F350, F450, F550,
F650, and F750 chassis cabs.

DUMP BODY

DROP BOX /
DUMPSTER

FLATBED / PLATFORM
/ EQUIPMENT BODY

FORESTRY /
CHIPPER BODY

SUB-FRAME WITH
FLUID TANK

Craig A. Kemmerling
ckemmerling@switchngo.com | 724-974-3662
PROMOTIONAL
GIFT CARD

DEALER
EXTENDED TERMS

For more details on Switch-N-Go on Commerical Truck Trader visit https://sng.page.link/pro. Sales Product Demonstration, promotion gift cards, and/or extended terms are
only available to those dealer or distributors who qualify and/or based on scheduled product demonstration at their location with company approval. Switch-N-Go® or Deist
with a scheduled product demonstration between 4/10/19 12:00am until 8/31/19 4:30 pm.

