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HOW WE ARE DEFINING THE NEW NORMAL
T

his issue features the Work Truck
Show; the 20th Anniversary
was fantastic! Check pages 16, 17
and 19 for the video interviews and
product tours that NFTC recorded in
Indianapolis.
Unfortunately, the excitement of the
show was overshadowed by the
evolving “New Normal” in our Covid-19
World. The biggest issues have been
driven by which state the dealership
is in. Every state has had a unique
pandemic situation, and special
sympathy goes to dealers in New York,
New Jersey, Pennsylvania, Michigan,
California and Washington.
Work Truck Solutions has helped
dealers keep up to date on other dealers
and customers through their Webinar
Wednesday. They also shared a survey
that in March over 16% of their dealers
had a better month than expected, but
42% said sales were down enough

to hurt. Also reported: although online
leads dropped in late March, they’ve
been trending up in April, and dealers
have reported improvement expected
to continue into May.
The business of work trucks, needed
by ‘essential business’, is recession
proof. Hang in there – we see dealers
who are focusing on leveraging digital
are gaining ground, while also serving
their community. Consider joining Work
Truck Solutions’ next webinar on June

3: How Commercial Dealerships are
Adapting to the New Normal. Email
marketing@worktrucksolutions.com
for an invite.
Listen to a great conversation on the
importance of commercial vehicles in
this fragile economy listen to Automotive
News interview Work Truck Solutions
CEO, Kathryn Schifferle: https://www.
autonews.com/shift-podcast-042020
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Letter from
the President
“WORKING OUT”

T

hese words are used in numerous ways. Ways like, “How is
that working out?” How will your
success be working out, when this is
“the new normal?” Well, the first and
prime question for you right now is,
are YOU working out?
Are you working to stay fit, ready to
serve when the opportunity returns?
Are you using this time to reach out
to your key clients, to thank them for
their business? Are you completely current in your STARS courses
online with Ford? Are you aware
of how (and if) you’re competitors,
both other OEMs as well as the
nearby Ford dealers, are ready to
respond?
This is not spring break. This is
not time for us to sit back, relax, and
see what will happen. In time, this
economy will emerge in some fashion. Businesses and government
agencies will be needing to refresh
their stable of vehicles. The key is
for you to stay in the game, although
everyone is on the bench. Keep
your head up, keep your mental
health in shape. Be ready, when this
economy finally says, “Play ball!”
Working out does NOT translate to
wringing your hands. Your competitors are getting ready. The opportunity will return for those who are
working out.

It IS Happening!
There are changes taking place,
and once they are in place, a
few dealerships will fall victim to
COVID-19, some short-sighted
dealers will decide the fleet/commercial business is outside their
familiar comfort zone, and close/reduce their involvement. What about
you, and your profession? What do
you plan to do?
I’ve heard it said that there are
three kinds of people: We who
make things happen, we who watch
things happen, and we who look up,
stunned, and say “What happened?”
Let’s be the ones who make it happen. Stay in the arena, ignore the
crowd in a panic and uproar. Let’s
sweat this out together, and when
we are past it, we can look back and
say that, regardless, we did all that
we were able. The makers will likely
be the most satisfied.
Stay on Top of the Game,
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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

READING DEBUTS THE
MASTER MECHANIC MM120,
MID-DUTY CRANE BODY

R

eading Truck Body is pleased
to introduce its all-new mid-duty
crane body: the Master Mechanic
MM120. Designed to be the toughest,
hardest-working crane body in its
class, the MM120 equips class 3–4
chassis with up to 4,000 pounds of
lifting power. At home from the oil field
to the construction site, these versatile
bodies are packed with features
designed to give your workers—and
your business—a boost, including
A60 galvannealed steel construction
which provides the perfect balance
of strength and corrosion resistance,
two available body lengths: 9-foot
body length (MM120) or 11-foot body
length (MM220), smarter storage with
Masterack® CABLOC drawer units

with lock-in drawers and retractable
utility bed cover, as well as two
options for factory-installed crane
and compressor packages. Plus,
the MM120 is backed by Reading’s
class-leading five-year warranty.
Visit ReadingBody.com for more
information or to find a distributor
near you.
www.readingbody.com

Above:
At the 2020 NTEA Work Truck
Show, Product Line Manager,
James Muiter,
introduced the all-new Master
Mechanic MM120 crane body.
See the product walkaround
video in the digital story online!
OR Check Out our Reading
Interview video on our website!
More info on page 16!

FORDPROS SPRING 2020 7

In The

HIGHBEAMS

VENTURO CRANE SELECTOR WEB TOOL
PAIRS VEHICLES WITH CRANES

V

enturo® has released a new tool on its website
to help keep job sites equipped with the proper
service cranes. Their brand-new Crane Selector
utilizes gross vehicle weight, necessary boom length
and maximum load capacity to pair vehicles with the
most suitable Venturo product.
Venturo cranes are designed for an array of light,
moderate and heavy-duty applications, and matching
vehicles with the right equipment to meet job
requirements improves efficiency and safety on the
job site. The innovative Crane Selector is a simple,
effective tool to provide operators with the proper
crane package.
Each crane, and crane line, is designed for a set of
specific uses. Selecting the appropriate crane is an
integral step toward more efficient operations and a
safer job site. No piece of equipment, even the ideal
crane, is 100% foolproof, but an improper product
will at best limit performance and at worst endanger
workers. The Crane Selector takes some guesswork
out of the equation.
This new offering from Venturo joins Venturo Logic
Controls™ (VLC) as another recent innovation from
the crane manufacturer. The VLC™ Crane Control
Management System brings safety, control and
reliability to the company’s fully-hydraulic service
cranes. This system offers safe, comfortable and
smart crane operations by utilizing features like
overload protection, a pistol-grip controller and visible
safety alerts.
Try the new Crane Selector tool at
www.venturo.com/support/crane-selector
For more information on electric, hydraulic
and additional crane options from Venturo, visit
www.venturo.com or call 800-226-2238.
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THE BLUE OVAL
MEDIA.FORD.COM NEWS HIGHLIGHTS
FORD CELEBRATES WORKFORCE, HIGHLIGHTS IMPORTANCE
OF AMERICAN MANUFACTURING IN NEW CAMPAIGN
FORD TO BEGIN PHASED PRODUCTION &
OPERATIONS RESTART IN NORTH AMERICA
MAY 18 WITH ENHANCED SAFETY PROTOCOLS
FORD AND 3M NOW SHIPPING POWERED AIR-PURIFYING
RESPIRATORS TO HEALTH CARE WORKERS
FordPros Magazine will be featuring a CBM every issue, highlighting the individuals
that are supporting the FordPro in these challenging times

THE CBM, THE FORDPROS FINANCIAL FRONTLINE SUPPORT

GIUSEPPE CASTAGNA

E

CBM, GREATER PITTSBURGH & CINCINNATI REGIONS

ver since the age of nine, Giuseppe
Castagna knew where he wanted
to work. After earning his bachelor’s
degree and MBA from Wayne State
University in Detroit, Giuseppe started
his career with Ford Motor Company,
becoming a fourth generation Ford
employee. After working in Prototype
Engine Development, he made his
way through the many facets within
Marketing Sales & Service and
developed a strong passion for the
Commercial Business. Giuseppe
has been working as a Commercial
Business Manager for a little over
a year now, currently serving the
Greater Pittsburgh and Cincinnati
Regions. Giuseppe is a big-time
car guy, but he also enjoys visiting
local farmers markets, doing outdoor
activities, exploring new places,
touring museums, spending time with

loved ones and vacationing. Food is
another passion for him! He loves
spending time in the kitchen cooking
traditional Italian food, making Italian
sausage, curing prosciutto, and even
canning his own tomatoes and olives.
Regarding the COVID-19 pandemic,
Giuseppe explained, “Safety is Ford
Motor Company’s number one priority
for all employees, dealers, suppliers,
partners, and customers.”
The
economic impact of COVID-19 is a
major concern, however, Giuseppe
sees Ford’s future in a positive light:
“I believe that the company has been
through a lot in its 117 year history,
but we always find a way to weather
through any storm.”
His closing
message to all FordPros is: “Stay safe,
stay healthy, and stay confident. It’s not
a question of IF - we WILL weather the
storm; WE WILL DO IT TOGETHER.”

FordPros Magazine caught
up with Giuseppe Castagna at
the 2020 Work Truck Show

“STAY SAFE, STAY HEALTHY & STAY CONFIDENT - IT’S NOT A
QUESTION OF IF- WE WILL WEATHER THE STORM,
WE WILL TOGETHER.”
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Today’s Lesson: PLASTIC

IS FOR TOYS

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

See us at The Work Truck Show® — Booth 926

®

REPLACEMENT TANKS

REFUELING TANKS

(855) 679-6817 I TransferFlow.com

IN-BED TANKS

TOOL BOX COMBOS

FOCUS ON ALTFUEL
PROPANE COUNCIL
RELEASES
NEW REFUELING
INFRASTRUCTURE
INSTALLATION VIDEO

T

he
Propane
Education
&
Research Council released a
Video on our website & at www.propane.com/propane-autogas-refueling-options
new online video that gives fleet
owners an in-depth look at what video shows just how easy and infrastructure is customizable and
happens during the installation of a convenient it is to get started with the scalable to meet the demands of any
permanent, on-site propane autogas support of their local propane and size of fleet. Local propane suppliers
infrastructure suppliers,” said Steve can help fleets select the right option
refueling station.
The video walks through each step Whaley, PERC director of autogas for their business.
View the new video at Propane.
of the process, which includes the business development. “Propane
installation of a concrete foundation, autogas provides fleets with the com/Propane-Autogas-Refuelingone or more large capacity fuel tanks, lowest total cost-of-ownership, and Options. To learn more about the
a pump, one or more dispensers with the affordable refueling infrastructure benefits of propane autogas for
vehicle fleets, visit Propane.com/
is a big part of how that’s possible.”
meters, and crash protection.
While the video demonstrates Fleet-Vehicles
“Fleets of all sizes are benefitting
from their centralized propane one example of a large installation,
autogas
refueling
autogas
refueling station, and this propane
1-2pg Ford ad January2016_final_layout 1/18/16 11:57 AM Page 1

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

Aerocell

Aerocell CW

Body & Equipment
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ALTFUEL CORNER

INNOVATION + PLANNING

BY PAUL SHAFFER

Exec.V.P. for Landi Renzo USA.

I

’ve said it before, and you probably
have too – “that escalated quickly”.
These are unprecedented times, at
least in my lifetime. We’ve experienced
the horrors of 9/11 and while there
was disruption in the transportation
sector, it wasn’t as widespread. This is
comprehensive and sustained. There is
no end date. We’re in new territory. It’s
different.
Yet, there are many companies that
provide critical support during this
pandemic. Our job is to ensure their
tool (i.e., vehicle) is not a roadblock to
carrying out their essential missions
in saving lives and keeping us safe.
We are behind the scenes, but our
importance is no less significant.
Regardless of your political persuasion
or what your opinion is about whether
we should have shut down the country
or not, the reality is it’s our current
situation. Past decisions can’t be
changed and it’s likely you know of
someone that was affected, whether
an illness, job loss, or a number of
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other things that happen as collateral
damage.
How will this all play out? Let me
make a prediction. Fleets will still need
vehicles, vehicles will still need to be
maintained, and technology will be
needed to improve vehicle emissions.
Take it to the bank.

But for now, we hunker down. We
look at different ways to support
our customer. We explore ways to
innovate. We take advantage of the
circumstances to be stronger and
better than ever before. And ultimately,
we will come out of this stronger as
companies and as individuals.

SPONSOR SPOTLIGHT
Reading
Truck
Group’s
Path
to Self-Transformation
By Alan Farash,
President and COO Reading Truck Group

N

o matter how big or small you
are, making significant changes
to your business can be nerve
racking. Business leaders thinking
about making these changes may
wrestle with doubts. What do I need
to do? What should happen first? Do
I even need to change? Having some
doubts is natural, but you can feel
secure knowing that evolution and
growth (when done right!) are natural
parts of the business cycle. After all,
not that long ago Netflix rented DVDs
and Amazon was a bookseller.
At Reading, we made the decision a
little less than a year ago to transform
fundamental parts of our operations in
order to stay competitive and improve
our relationships with customers.
Along the way, we’ve learned a few
things about the challenges leaders
need to overcome during the process
of transforming and the opportunities
that come with them.
The best place to start is identifying
what you want to improve. Feedback
from your customers, shifts in your
market or megatrends bigger than
your industry are some of the ways
you may know it’s time to make a
shift. However you come to realize
that, it’s critical to start from a position
of openness and honesty with your
employees. Recognize that change
can seem scary at first, so take care
to think through how you want to
communicate that to your team.
After identifying what you want to
change, it’s time to establish a primary
vision that reflects your organizational
values; an organizing principle that
unifies the different projects and
initiatives you plan to tackle under
one big idea. For Reading, that goal

is improving customer experience
and
reestablishing
customer
confidence. It brings together the
improvements we are making to
shipping, load building, customer
service, engineering and a slew of
big and small parts of the business.
We took this idea one step further
through the creation of our new
Driven by Grit brand campaign.
Driven by Grit means perseverance.
It means refusing to quit. It’s never
yielding and resolving to keep
pushing ahead. Not only is Driven by
Grit deeply personal to the team at
Reading, it acts as a rallying cry that
unites us and motivates us to work
through problems of any size.
Regardless of whether you take this
extra step or not, one of the toughest
problems leadership will have to
tackle in the course of transformation
is changing behaviors. Humans are
creatures of habit after all, which
makes undoing learned behaviors so
tough. But we can’t solve a problem
using the same thinking that created
it in the first place. At Reading, we
adopted a range of new practices
designed to reshape how we work
together and solve problems. Every
morning our teams meet in the “War
Room” to review their progress
against performance standards. Our
people are empowered to identify
problem areas, forecast for the future
and prioritize needed improvements.
These daily management techniques
mean we identify and solve problems
today instead of looking back at the
end of the month or quarter.
We’re also changing how we
leverage our data. I’m a firm believer
that you can’t manage what you

can’t measure. Up until recently,
we weren’t using our data to its
full potential. For this reason, we
now use visualization boards that
clearly display our performance
metrics from the factory floor to our
corporate offices. We also took steps
to break down communication silos
between departments that needed
to be working in sync to deliver for
customers. And we’re in the process
of shifting our culture to emphasize
each person’s role in finding and
solving problems.
Ultimately, what determines the
longevity of a transformation project
is the ability to sustain these new
practices over the long term. It’s easy
to start slipping when the excitement
of kickoff fades and the grind of
daily, consistent change takes hold.
Change brings on discomfort, and
the temptation can be to stop short
when a few small victories pile up. At
Reading, what keeps us going is our
commitment to our customers and
the spirit of Driven By Grit.
For more information
visit www.readingbody.com
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SELF-IMPROVEMENT: PROBLEM SOLVER

PROBLEM TURNED INTO A LONG-TIME OPPORTUNITY

I

n the summer of 2016, Cameron
Neff was riding his 1993 Harley
FXR around West Hollywood when
he experienced a flat tire. He had
towing coverage for his cars through
a roadside assistance company, but
never got the extra coverage for his
motorcycle. He tried giving some
friends in the motorcycle business a
call, but no one could help with such
short notice. He called the roadside
company as a last resort. Four hours
later, the company showed up with a
flatbed tow truck. The truck operator
could not figure out how to load the bike
properly. Cameron knew from years of
riding that you should never strap a
bike down using the handlebars or the
kickstand. The operator did just that
and the kickstand snapped. Twenty
minutes later, the motorcycle was
loaded. In the end, it cost Cameron a
lot of time and money just to transport
his bike around five miles.
At this point in his life, Cameron
had just recently sold his restaurant
and wasn’t sure what he wanted to
do. He was always hearing from his
motorcycle friends that they needed
tows that wouldn’t damage their bikes.
He went to the internet and the first
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thing he searched was “motorcycle
hydraulic lift.” AmeriDeck™ was the
first thing that came up on Google
Images. After some research on a
variety of towing operations and with
the knowledge needed for motorcycle
towing, Cameron made a decision.
He chose to install an AmeriDeck™
system on a used 2009 F250 XLT with
the help of Skip Gosser of Aumsville
Equipment and San Diego Hydraulics
and started his 24-hour motorcycle
service company – Victory Lane
Freight (VLF).
From making nearly $1,000 on
his first day in 2016 to receiving the
2019 American Towman ACE Award
after being nominated by multiple
motor clubs for efficiency, reliability
and professionalism, Cameron has
always been proud to be a one truck,
one system operation. Victory Lane
Freight provides 24-hour motorcycle
towing/hauling, roadside recovery, and
freight services throughout Southern
California, Arizona, and Nevada. Over
7,000 tows later, Victory Lane Freight
still promises to quickly, safely, and
affordably transport motorcycles from
start to finish.
Cameron says that VLF would not
exist if it wasn’t for the AmeriDeck™
system. “Being able to operate a tow
company with a truck that’s half the
size,” but still be able to haul two bikes
at once. A smaller truck can go more
places. VLF can maneuver the windy
roads and alleys. With the ability to
fit in the private driveways, private
properties, and airport tarmacs,
VLF has racked up a large celebrity
clientele. Highway patrol also likes
VLF as an emergency roadside
vehicle because he is able to get off
on the shoulder for safer loading and
get back on the road in less than a
minute and a half. Another advantage
of only needing a full-size pickup truck
is not needing to own another vehicle.
Cameron uses his new 2019 F250
for all personal uses, and with his
custom decals, he is able to get free
advertisement everywhere he goes.

As one of the only DOT certified
companies in the area, Cameron
and VLF is proud to say that they
have never scratched a bike, never
dropped a bike, and have had no
issues throughout their years as a
company. AmeriDeck™ has been the
key to their success, VLF will “never
buy anything else.”
The AmeriDeck™ In-Bed Lift System
is the smart, bolt-on solution to
increase the versatility and utilization
of your full-size pickup truck. With
single operator push-button control
and the ability to load at ground level,
the AmeriDeck system can lift up to
2,500lbs, making it easier than ever
for one person to load and unload
their equipment. This trailer/ramp
alternative gives you the advantage
to fit where other work trucks cannot.
Available in two deck styles and
lengths, with space below the deck for
storing small tools and materials, you
can complete any job. Most commonly
used for motorcycle transport, the
AmeriDeck™ is the ideal solution for
haulers all over the country.
For more information
visit amerideckproducts.com

SELF-IMPROVEMENT: FACING

UNPRECEDENTED CHALLENGES

SUPPORTING DEALERS IN THE NEW NORMAL

W

e all see the unprecedented
challenges automotive dealerships
are facing when it comes to engaging
commercial customers and selling
vehicles amid the COVID-19 pandemic
and shelter-in-place mandates. Dealers
must adapt to succeed, adopt innovative
marketing strategies, and find new
avenues of revenue as retail vehicle
sales decline. Work Truck Solutions
is committed to helping dealerships
nationwide identify, connect with, and sell
the right inventory to business buyers via
its Dealer Solutions platform.
The nation’s core vocational services
and essential businesses, such as
delivery, home repairs, plumbing,
HVAC and electrical, continue in high
demand today. These businesses rely
on commercial vehicles to conduct
their day-to-day operations, presenting
an opportunity for automotive dealers
everywhere to capitalize on the
massive commercial vehicle market.
Accordingly, commercial vehicle sales
remain strong compared to retail sales
during March and April.
“Although it varies widely from state to
state, 16% of our dealers responding
said that commercial sales for March
were actually higher than budgeted,
and only 42% said they were down
more than a little. Early feedback on
April is encouraging, with the already
good margins on commercial vehicles
holding strong. It’s a great time for
dealers looking to adjust to the new
economic environment to consider
entering commercial; and those
already selling commercial should
adopt tools to better manage their
business today. Work Truck Solutions’
offers these tools for dealers of all
classes of vehicles 1-8 in all 50 states
helping dealers to better manage
inventory, efficiently reach customers,
and ultimately generate high margin
revenue,” said Jared Ricart, President
at Ricart Ford in Columbus, Ohio.
“Commercial has been a great
business for us,” Jared continues.
“Commercial kept us Essential and
open without a shadow of a doubt
during the crisis. We had Police
vehicles, first responders, fire trucks,

sheriff trucks, HVAC Vans, and most
importantly according to my neighbor,
Amazon vans in our shop. There is
nothing more essential than what I
listed, and it showed how we give
back to the community, and keep the
community running.”
“Today’s dealer has to be multifaceted
and find Ancillary Revenue streams.
Commercial is a business that most
dealers have access to, just haven’t
made the investment to go all in.
For a lack of a better word, it’s a
peripheral business that runs alongside
our current retail business model.
Commercial is about Relationships and
finding Partners in the community that
share the same core values as you do
with your business.”
In response to the current crisis, Work
Truck Solutions continues to support
their dealerships with a full suite of
resources to help manage inventory,
reach customers, and generate
revenue:
•

DEALER SUCCESS COACH
Personalized and tailored 1:1
consultations from a dedicated
and experienced Work Truck
Solutions specialist. As a single
point of contact,and with specific
insight into the dealers goals,
the DSC provides customized
solutions that build, track, and
measure commercial success.

•

EXPANDED NETWORK ---Dealer Solutions now include
FREE listings on Comvoy.
com, a modern and targeted
commercial
marketplace,
which helps dealerships show
their
commercial
inventory
nationally for a greater number
of potential customers. Dealers
can also expand their inventory
offerings through a custom
dealer trade network. With
impending inventory constraints,
dealerships will have the ability
to use data to better plan and
manage their inventory to help
the right customers find in-stock

•

vehicles.
DIGITAL TRANSFORMATION
Work Truck Solutions and
Comvoy offer digital marketing
packages and services that will
help dealers target specifically for
their unique market opportunities.
The Dealer Solutions includes
Digital Selling tools, online, ondemand, certification, and even
Work from Home Best Practices
for commercial sales teams.

“In committing to an e-commerce
sales model, we needed solutions that
enable us to identify and efficiently
reach new commercial buyers to
keep our business running smoothly.
Work Truck Solutions’ platform, and
especially their consultative approach
to the business gives my business
insight into the commercial vehicle
market and a point of measurement to
gauge our productivity in this area for
the months ahead,” Jared said.
For more information, go to
www.worktrucksolutions.com/
dealer-solutions
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WORK TRUCK SHOW

VIDEO INTERVIEWS

DRIVERGE VEHICLE INNOVATIONS –
Denny Summers,
Vice President of Business Development & Product Innovation
Denny Summers, Driverge Vehicle Innovations’ Vice President
of Business Development & Product Innovation, talks about their
change to a new company name, and why Driverge loves building
on the versatile Ford Transit chassis. From three different security
levels of Prisoner Transport vans to Crew Vans to wheelchair
transport vehicles, the Transit is ideal for upfit solutions for any
industry or market segment that transports people.
https://www.driverge.com/

KEN TAYLOR & ASSOCIATES, INC. – Ken Taylor
Since 1989, Ken Taylor has been delivering training, consulting,
professional coaching, and marketing, to some of America’s
largest corporations. Known nationally as “America’s Corporate
& Personal Coach”, Ken’s advice and services 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 national,
regional, and individual business levels to achieve ultimate
success!
http://coachkentaylor.com/

OEM TRUCK EQUIPMENT –
Beau Lafferty, Director of Sales
Founded in 1985 OEM Truck Equipment is a Ford QVM, sells
Reading and CM bodies, and more, and raises the standard
for truck equipment companies with quality, industry leading
products, timeliness of delivery and service after the sale. Their
customers refer to them as their “One-Stop Shop” and trusted
OEM to keep their work truck or fleet running efficiently. Some
of their capabilities include Engineering and CAD Design, Truck
Equipment and Accessory Sales and Installation, Compressed
Natural Gas (CNG) Conversions, and Top of the line Paint and
Fabrication Facilities.
http://oemtruckequipment.com/
READING TRUCK BODY –
James H. Muiter, Product Manager
At the 2020 NTEA Work Truck Show, Product Line Manager,
James Muiter, introduced its next-gen aluminum Classic II service
body and the all-new Master Mechanic MM120 crane body. The
new aluminum service body features a completely overhauled
understructure that allows it to handle gravel, dirt and graded
roads. New storage solutions are also available with lock-in,
lock-out CABLOC drawer units from Reading’s sister company,
Masterack(R). The MM120 is also brand new to Reading’s
product lineup and equips class 3-4 chassis with 4,000 lbs. of
lifting power while still being lightweight and versatile to handle
any job with ease.
https://www.readingbody.com/
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WORK TRUCK SHOW

SEE THEM ALL ON OUR WEBSITE!
SAFE FLEET/PRIME DESIGN –
Wm. Craig Bonham, ViP, Commercial Vehicle Division
The All Aluminum Over the Cab Material Rack for 8, 9, & 11 ft. service
bodies adds overhead capability without compromising features, style,
or durability. Featuring an impressive load capacity of 1200 lbs., this
100% Aluminum rack with Stainless steel mechanical fasteners is
designed to work as hard as your customers do. Standard crossbar
end stops, a removable rear crossbar with easy-pull latch system, and
side rails that allow side loading with a forklift make loading and securing
cargo faster, easier – and safer. The full-length channel allows for easy
customization with optional cargo management accessories, such as
retractable ratchet straps, cargo hooks, conduit tubes, and mounts for
lighting – outfitting the rack to perfectly fit the job while increasing safety
and organization. https://www.safefleet.net/markets/utility
SCELZI ENTERPRISES, INC. –
Gary Scelzi, Vice President
NTEA Truck Show interview with Gary Scelzi of Scelzi Enterprises,
where consistent 20% sales growth each year has continued into
2020 -- their 41st year in business. “Listening to customers is the
key” states Scelzi, and the company plans to expand operations into
more states and head more into the Eastern US to keep up with this
growing demand. “We are always looking to make things better, and
that is one key to our success. This includes finding new people to
join our team, and better equipment – you can’t rest on your laurels.”
https://www.seinc.com/

SUPREME by Wabash –
Kevin Sumrak, Senior Product Manager, Final Mile Products
Final Mile - Consistent performance, professional customer support
and versatility are the cornerstones of Supreme’s Final Mile Program.
This experienced group of industry professionals utilizes the latest
in route optimization, scanning, GPS tracking and information
technology to ensure each customer’s order is received safely, on
time and according to their specific instructions. They specialize in
time sensitive or scheduled delivery services throughout the United
States. Whether it’s single or multiple shipments, they offer customers
the program that meets their needs in the most cost-effective manner.
They offer four service options within their Final Mile program, which
can be specified for each delivery: White Glove, Room of Choice,
Threshold, and Curbside. https://supremefinalmile.com/
SWITCH-N-GO –
Gabe Greathouse, Product Sales Specialist Northeast
For nearly 20 years, Switch-N-Go® has been providing cable hoist
systems and interchangeable truck bodies to a variety of industries.
Compatible with a wide variety of class 4 to 7 chassis’, a dealerships
can build their business to serve the in-demand medium duty work
truck market. Their value-packed solution offers more possibilities
to gain new customers and grow commercial vehicle sales.
https://switchngo.com/
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Safety for me and
everyone around me.

From ergonomic ladder racks to 360-degree camera systems – and everything in between – Safe Fleet
is your one-stop-shop for everything fleet safety. With a portfolio of integrated safety solutions from
industry-leading brands, we’re Driving Safety Forward™.

WORK TRUCK SHOW

VIDEO INTERVIEWS
TRANSFER FLOW –
Ben Winter, Director of Business Development
Ben Winter, Transfer Flow’s Director of Business Development
and NTEA board member, discusses the innovation of their
gasoline product line, including their DOT legal refueling tanks
and CARB legal Ford F-150 larger replacement fuel tank. Transfer
Flow’s fuel system options include larger replacement fuel tanks,
in-bed auxiliary tanks, refueling/transfer tanks, fuel tank and tool
box combos, retrofit filler neck kits, and generator fuel tap kits.
Visit their website at TransferFlow.com or call 800-442-0056 for
more information how Transfer Flow can benefit a dealership’s
commercial sales.
https://www.transferflow.com/
UNICELL BODY COMPANY –
Anthony Lista, Vice President, General Manager
Unicell Body Company is North America’s leading manufacturer
of one-piece fiberglass van bodies and an upfitter which supplies
and installs premium truck equipment. Unicell 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.
https://www.unicell.com

VENCO VENTURO INDUSTRIES LLC. Ian Lahmer,
West Coast U. S. Territory Manager / Marketing Manager
Venco Venturo LLC launched its new hydraulic cranes with their
VLC System. The VLC™ Crane Control Management System
brings safety, control and reliability to Venturo fully-hydraulic
service cranes. This system offers safe, comfortable and smart
crane operations by utilizing features like overload protection, a
pistol-grip controller and visible safety alerts. It tells the operator
load status, angle of the boom, pressure settings within the hoses
and the stability of the truck itself. The Venco VLC is designed to
keep the operator safe !
https://www.venturo.com/
WORK TRUCK SOLUTIONS –
Keith Nordin, Vice President Sales
Keith Nordin of Work Truck Solutions outlines their dealer platform
features, and offers an introduction to Comvoy.com. Comvoy is a
marketplace that provides dealers with an opportunity to reach
any buyer on a national level. Buyers can do deep searches to
find exactly the type of truck or van they need, using filters such
as vehicle type, body, location, and business application. Comvoy
also focuses on providing educational content that informs the
buyer on every aspect of their search, along with connecting
them to the specific dealer that has the vehicle they need.
https://www.worktrucksolutions.com/
https://www.comvoy.com
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SELF-IMPROVEMENT: OFFERING SOLUTION TO HARD PROBLEMS

PRISONER TRANSPORT

T

hroughout the country, thousands
of prisoners and inmates are
transported from correctional facilities
to prisons, courthouses, medical
facilities and other locations by
law enforcement and border patrol
agencies. These transportations are
handled by the government, by the
local law enforcement agencies, and
even private contractors. This is a
huge industry, and these agencies
are constantly looking for vehicles
which offer higher levels of safety and
security for their passengers – while
keeping law enforcement officer safety
at the forefront.
Keeping prisoners under control and
safe can be difficult enough in controlled
facilities, but is especially problematic
in transportation. In fact, over the past
couple of years, the safety of prisoners
has been pulled into the media spotlight
when some passengers in the back of
transport vehicles sustained injuries,
some of those leading to fatalities. If
passengers were secure in the back of
one of these vehicles, how could this
happen? New solutions were needed.
For prisoner transportation, many
agency vehicles use a module or
insert. Inserts operate how the name
indicates – a pre-built security module
is “inserted” through the back doors
of the vehicle and connected to the
chassis.
The most popular insert
options on the market today only offer
bench seats without seat belts for
passengers. If seat belts are required,
the only available option are lap belts.
This type of seating, while functional,
does not offer the level of safety needed
to keep passengers fully secure during
an accident.
Driverge is bringing new levels of
safety, interior space, and innovation
to prisoner and inmate transportation
with their exclusive Prisoner Transport
Vehicles (PTV). Built on the customerpreferred and American-made Ford
Transit chassis, they offer several
different layouts and configurations
designed for Low, Medium, and High
Security vehicles.
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SAFER SEATING
First, to maximize safety, every PTV
built by Driverge has individual seat
positions with 3-point seat belts for
each passenger. This offers each
person the maximum safety possible
during transport – meeting the same
safety standards as OEM seats coming
directly from Ford.
MORE INTERIOR SPACE
The Driverge prisoner and inmate
transport upfits are built directly onto the
chassis itself which allows the design
to be built all the way out to the walls of
the vehicle. This maximizes the interior
space, as opposed to inserts which
need several inches of space on each
side to fit into the vehicle. Because
of this, Driverge vehicles offer up to
an additional 21 cubic feet of interior
space.
MORE COMPARTMENT OPTIONS
Another popular option to maximize
safety and keep groups of inmates
separated,
are
configurations
with multiple passenger seating
compartments. These compartments
can help separate males from females,
adults from juveniles, and even
violent from non-violent passengers.
In addition, a power wheelchair lift
and compartment for wheelchair
passengers can be added.
MAXIMUM OFFICER SAFETY
Officer and driver safety is equally
important to passenger safety. It has
been estimated that nearly 50% of
all prisoner escapes occur during
transport. This is why Driverge offers
higher-security options such as
their custom two-door entry system
available at both the side and rear
doors. These reinforced interior doors
add an extra barrier of security to the
officers as they open the exterior doors
knowing the passengers are still safe
inside the vehicle. Another popular
option is adding spit-guards to the steel
bulkheads behind the driver and front
passenger.

INNOVATIVE FEATURES
AND DESIGNS
Driverge also offers innovative
designs to maximize the efficiency
and functionality of the vehicle and
the officers operating it. From adding
wheelchair accessibility through a lift
and separate compartment, to multiple
compartment options, to tech features
like security camera systems with
DVRs, power inverters, and much
more, Driverge offers an extended
variety of vehicle configurations to
meet the needs of private contractors
and law enforcement agencies at all
levels of government.
PROUD FORD PARTNER
Driverge Vehicle Innovations is
proud to have a long-time and valued
partnership with Ford. Being a Ford
QVM builder with bailment pool and
Ship-Thru capabilities, Driverge offers
Ford dealers across the country
a proven partner with a variety of
prisoner transport vehicles and upfits
to meet the demanding needs of their
customers.
Special Offer for Ford Dealers
Driverge is pleased to offer Ford
Dealers $500 off the purchase of your
first Driverge Ford Transit conversion
– including Prisoner Transport,
Wheelchair Transport, Shuttle, Mini
Bus, Hospitality Vans and more.
Contact Driverge via email at biz@
driverge.com, or visit www.driverge.
com to see all they have to offer.

SELF-IMPROVEMENT: NO SLOWING DOWN

Continuous Improvement For 41 Years
S

celzi Enterprises has entered their
41st year as a premier upfitter for
FORD trucks. While they insist on
maintaining an old-school commitment
to quality and craftsmanship, the drive
to continuously improve is equally
strong. This includes key techniques,
core processes, as well as materials of
construction.
Materials Upgrades
The Scelzi love affair with steel and the
skill and expertise to cut, bend, and weld
it into a variety of unique shapes is a key
factor in their success. For more than
four decades they have consistently
used heavier gauge steel than most
other upfitters. In 2019 they went one
step further and upgraded their standard
materials of construction from black iron
to the higher quality A60 Galvanneal
steel on many parts. In 2020 this
includes headboards, beds, and over
90% of the painted steel components.
Most truck body upfitters do not use
Galvanneal much at all, but Scelzi
now uses A60 exclusively --the highest
quality with the highest zinc content.
Galvanneal
sheets
offer
good
paintability,
weldability,
corrosion
resistance and formability. Scelzi has
managed to upgrade these materials
without a noticeable increase in cost.
It is just another example of how Scelzi
continuously seeks to improve their
products.
Process Improvements and
Custom Computer System
Although commitment to established,
time tested production processes is
deeply ingrained in every member on
the Scelzi truck building team, there is
always room for improvement. In late
2019 and early 2020, Scelzi formed

several quality teams to focus on
key production processes on various
production lines, and made them better.
Two such areas are flatbed side racks
and truck bed flooring. By tightening
up some processes and streamlining
welding templates – called “fixtures”
– they have reduced production time
while tightening tolerances. The result is
consistently higher quality in less time.
Aiding them in tracking and measuring
these production and operational
improvements is a completely new,
custom-programmed
Enterprise
Resource Planning (ERP) system.
Having used the previous system for
more than a decade, planning for the
new system began in 2018. In 2019
certain components of the “old system”
were turned off module by module, while
the new system took over day to day
control. In early 2020 Scelzi is operating
almost completely on the new system,
built from the ground up to manage
the well-established Scelzi processes,
including some process improvements
along the way.
The new system can track work orders
from initial quote to final destination
delivery much better than the previous
system, and provides detailed reports of
operational efficiency at each step in the
process. “We had outgrown our previous
systems,” states President Mike Scelzi,
“and had two choices: follow someone
else’s ‘canned’ system or create a new,
custom system for ourselves.” Scelzi
chose the custom route. Staff reaction to
the new system has been very positive
but implementation has led to a long list
of ideas for even more improvements
and efficiency. “When you write all the
code yourself it can be changed much

faster to reflect new ideas”, states Scelzi,
“and so we now realize the system will
never be finished because we will never
stop improving how we do things here.”
Team Leader Training Program
In addition to upgrades in raw
materials, processes, and in computer
systems, Scelzi has also been focused
on upgrading their people, too. “The
key is better training,” states co-owner
Gary Scelzi, “and preparing leads,
supervisors, and managers to solve
more problems before they ever get to
the President’s office.” “This is harder for
us than most companies since we have
always been a close knit family business,
and for decades we liked to keep a tight
grip on our protocols. But as you get
bigger – and we have been averaging
20% annual growth for a decade – you
have to turn more decisions over to your
team or you will find you may actually be
slowing them down.”
Scelzi began a new, more formal
training program in 2019 that focuses
on more accountability from their shop
supervision. This includes setting
clearer expectations and then following
up and measuring performance against
those expectations. Combined with the
new computer system that pushes more
tactical information to the shop floor,
many employees at Scelzi are making
more decisions than ever before.
No Slowing Down In Year 41
As this article goes to the presses,
Scelzi was poised to have another 20%
sales growth year in 2020. It appeared
that only a huge, uncontrollable event
like a pandemic was likely to derail it.
How quickly the work truck business
and the entire world bounces back from
the health-driven events of the past few
months is yet to be seen, but the team
at Scelzi hopes and prays for the safety,
good health, and success of everyone in
our industry. We will all get through this,
though we will lose some good people
along the way. Scelzi Enterprises is
looking forward to a return to “normal”
for the future. A future that looks very
bright as they head into their 5th decade.
visit www.seinc.com
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SELF-IMPROVEMENT: PLANTING THE SEEDS OF SUCCESS

TRENDS IN THE TRADE

BY TAYLOR STEINBERG - CORPORATE SALES TRAINER, KNAPHEIDE

T

he Cotyledonary leaf on the corn plant signifies the
new beginning of the 2020 growing season in the
nearly 200 sq. mile area of the Sny Island Levee Drainage
District located along the Mississippi River in Western
Illinois. The levee district, one of the most productive
farmland regions of the USA, where corn often yields
more than 300 bushels per non-irrigated acre. Just as
the newly planted corn illustrates the new beginning for
2020, utilize the content of this article to prepare all of you
for a new beginning in your commercial sales endeavors
this year.
With almost 53 years of creating solutions for
customers, there has never been a better time than
the present to focus on Self-Improvement, especially
in the area of communicating with your customers. We
are all experiencing and practicing the requirements to
stay healthy while communication with our customers
is still required to address their needs, especially in the
areas of essential services. Creature comforts, the areas
we all require continual service without interruption,
including Electricity, Plumbing, HVACR and Wi-Fi /
Telecommunications, must go on as normal. These and
many other essential services use different models of
Ford products to maintain and provide everything we
depend on.
Communication with all of your customers is essential
in support of their various job functions and Wi-Fi /
Telecommunications is one of your keys to continued
success. Utilize your phone, Email, Facebook, Twitter,
Skype, FaceTime, Linkedin, WhatsApp, Web Ex,
Zoom and numerous other types of communication
to the fullest. For the last four Sundays, my wife and I
have assisted with our morning church services using
Zoom, mobile phones and Facebook to broadcast live.
We record music, readings, prayers and other items
of interest a day or two before the service while our
minister, sitting by herself in her office, puts them into
a Power Point presentation and presents them during
her live broadcast. We get together after the services
utilizing Zoom and conduct our virtual social hour.
As a professional Ford commercial solutions provider,
utilize the numerous communication software available
to continue your customer contacts. In these challenging
times, continued communication with your customers is
essential for the success of both you and your customers.
At The Knapheide Manufacturing Company, an
essential business provider, 50% of the Marketing staff
must work from home. As a retiree and working part time

22 SPRING 2020 FORDPROS

with teaching and hosting customers, I will not be in the
office until the isolation requirements cease. To continue
helping others, recorded a number of sales training
classes for the School of Agriculture at Western Illinois
University, where I graduated 53 years ago. I continue
to enjoy agriculture along with my corporate training
responsibilities at Knapheide by managing the family
farm, in business since 1865.
The basic philosophies of creating customer solutions
remain the same throughout many industries. Agriculture,
an essential business provider, relies on the products
and services provided by Ford commercial dealers to
address their continuing transportation requirements.
Ford commercial products, used for delivering diesel
fuel, fertilizer, seed and many other essential goods and
services are required in agriculture for the continued
production of our food supply.
Calling on customers in almost any industry requires
the following protocols that fit directly into the SelfDevelopment theme of this article. Let us review the core
values that continue to make Ford commercial sales
persons successful.

PLANTING THE SEEDS OF SUCCESS

1. UNDERSTANDING CUSTOMER VOCATIONS

a. How can you effectively communicate with your customer
unless you understand their needs and expectations? We
expect the Creature Comfort Industries of HVACR, Plumbing,
Electricity and Wi-Fi / Telecommunications to perform to our
expectations. The minute one of these fail, you immediately
source the needed technician with the solution.
b. The first step in exceeding your customer’s expectations is
to know those expectations.
c. Study the job and
functional requirements of the customer’s transportation
solution. Get to know the goals and objectives of their
operation and their industry. Will the customer be servicing
the HVACR system at your home with a Transit equipped
with a Knapheide KUV or pulling a 20,000 Lb. fertilizer buggy
to the farm or ranch with an F550 equipped with a Knapheide
Gooseneck Body?
d. The seasoned professional Ford commercial salesperson
will study the industries they serve well enough to create
future vehicle solutions the customer is not aware they need.

2. SELLING VOCATIONAL PACKAGES

a. Once you understand what your customers do, market
your products.
b. Customers routinely have two simple goals – Improve their
efficiencies and lower their costs per mile.
c. Selling or in my book known as “creating customer
solutions” is about how you and your products will assist the
customer in accomplishing these two goals.
d. Define the efficiency umbrella – 1. Easy access to parts,
tools and materials needed to get the job done efficiently.
2. Inventory control of all items needed to accomplish their
tasks. 3. Easy access to the needed items and to secure
between jobs. 4. Operator is proud to work out of this unit
and show it off to their peers.
e. Define lowering their costs per mile – 1. Controlling vehicle
weight through reduced inventories and unneeded supplies.
2. Correct fuel-efficient engine to accomplish the tasks
required. 3. Select the correct fuel choice for the application.
Why does the farm and ranch fuel supplier use propane
fuel in their delivery truck? They deliver diesel, gasoline and
propane to these customers. 4. Effective use of telematics to
reduce the number of miles driven.

g. Build their presentation for the target audience.
h. Conduct daily prospecting wherever they may be.
i. Develop and market new solutions for their customers –
often times before the customer’s request.

4. HOW TO SUCCEED IN CHALLENGING TIMES

a. Differentiate yourself from the rest of your competitors.
b. Create a branding proposition that stands out in a crowded
marketplace.
c. Establish a strong partnership that your customer can
depend upon. Never let them down.
d. People do business with people, not with companies.
e. Every prospecting contact gives them a perception of who
you are.
f. ABCD = Always Be Connecting Dots. The more you know
about your customer, the easier you can connect.

Subject areas 1 - 4 above are a condensed version of
thoughts, ideas and suggestions from multiple decades of
different resources and personal experiences to train Ford
Commercial sales persons and Knapheide distributors
throughout North America. Feel free to utilize all of these
to create customer solutions. The environment under
which we are all operating requires us to move out of
our comfort zones. Suggest you check out the following
article published in the spring 2016 edition of Ford Pros
Magazine entitled Pitch Perfect / Perfect pitch as it applies
to your success today.

The key to your continued success will be
the implementation of the following statement:
UTILIZE ALL OF THE INTENSITY AND
PASSION ONE CAN MUSTER TO MAKE
YOUR CUSTOMERS SUCCESSFUL!

3. SUCCESSFUL PROSPECTORS ALWAYS

a. Know their product and what it will do to help the customer
b. Utilize all of their resources, especially the web, literature
and Ford training materials.
c. Understand how to get past the “Gatekeeper.” I have had a
great deal of success by Finding Common Ground.
d. Spend little time at the dealership. The most successful
commercial dealer salesperson I ever knew spent one day
per month at the dealership.
e. Always take care of unfinished business from the previous
day first.
f. Manage their time and prospect lists.
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SELF-IMPROVEMENT: THE ROAD TO THE EXTRA MILE

COACH KEN
BY KEN TAYLOR

THE GREAT AWAKENING

H

ave you noticed? Something
strange and wonderful is going
on around us. The national news
broadcast about a neighborhood in
Manhattan. Each evening, most of
the residence stuck their heads out
of the high-rise buildings and stood
on their balconies, all applauding on
behalf of the health workers in the
nation. In one town the teachers at
an elementary school caravanned
in their local neighborhoods to let
students know they cared. One
highway patrolman stopped a
speeding car. It was a nurse on her
way to the local hospital. He politely
asks her to be more careful and then
gave her a dozen surgical masks
that had been given to him by the
department.
I was walking my dog (normally I’m
on an airplane, giving a seminar, or
making sales calls with dealerships).
I noticed far more families walking together in our subdivision and
more people on bicycles than I could
count. As I returned to my neighborhood with the dog, there were
families on both sides of the street
with their kids (Yes, that’s right, teenagers were actually being seen with
their parents!). I complimented them
on “social distancing” and we all had
a good laugh!
I have spent the last three weeks
calling ten dealerships a day and
receiving about an equal number of
calls from dealerships. I have two
purposes with my outbound calls,
first to offer help at no charge to assist these dealers through a tough
time but also to ask lots of questions
regarding sales, service and parts. A
very interesting pattern has started
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to emerge. At first, I was surprised
but once I thought about it, the pattern fit exactly what we teach to dealerships. I urge you to take a hard
look at your own commercial department to see if the same pattern is
emerging.

PATTERN #1:
Dealerships who have been
doing a steady flow of business
but have not been outside the
dealership to call on these same
customers have seen the biggest drop off in unit sales. In
most cases it has been a 70%
plus drop off.
PATTERN #2:
Dealerships who have pick up
and delivery service for commercial vehicles are seeing a
steady flow of service business.
In most cases they have built in
an extra fee for this service, and
it has been worth the effort.
PATTERN #3:
Dealerships and commercial
departments who have not been
actively staying in touch with
their commercial customers are
seeing the biggest drop off in
sales. One dealer has gone
from 15-20 per month for commercial and fleet in February
have seen that number drop to
4-5 units.

All of this is a wakeup call. It is so
easy to just “do your job.” It’s not that
much harder to go “The extra mile.”
That road is seldom crowded, but
those who travel that lonely highway
are rewarded in so many ways. First,
there is a special feeling of personal
satisfaction out of doing the “unexpected.” I often think that most of the
fulfillment in life comes from what
we do for others, not what we do our
ourselves.
I am hopeful and prayerful that this
virus is running its course, but another side of me does not want life to
get back to “normal.” My wish is we
remain infected with a different virus:
one that spreads caring and hope. A
virus that is more worried about others than us. A virus that affects the
heart in a way that it beats for all of
humanity. A virus that transform a
world of getting, to a world of giving.

COACH KEN
We are not in the “truck business,”
we are not in the car business, we
are in the people business. Here is
a quick reality check:
• Do you know your customers
and co-workers’ birthdates, anniversaries, and congratulate them
on these special days?
• Do you know your customers
and co-workers’ families, where
they were born, where they went
to school?
• Do you send thank you cards,
birthday cards, and anniversary
cards to customers, co-workers,
friends and families?
• Do you take the time to compliment others whether a nurse, as
police officer, a grocery clerk, or
a child?
• Are you constantly “re-inventing” yourself and your business?

• Do you have an organized system to stay in touch and grow
your business?
• Do you stay in touch with all
your customers, prospects, and
vendors to continually grow the
relationships and block out the
competition?
At our company we live by a very
simple but powerful quote:
“The road to the extra mile
is never crowded.”
Make sure you are traveling that
road every minute of every day!

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

Upfit Solutions and Service
Our one-stop-shop for commercial vehicle upfitting,
truck body service and aftermarket parts awaits.
Talk to a specialized expert near you to get the most
of your vehicle—and improve your bottom line.

Griffin, GA

Cleburne, TX

Tampa, FL

800-882-6742

800-541-6282 x44531

813-440-8201

supremecorp.com

MAKE YOUR
VEHICLE WORK
FOR YOU.
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DEALERSHIP SUCCESS
SELF-IMPROVEMENT: ANSWERING “WHAT NOW?”

SHAWN HORSWILL

Work Truck Solutions
Vice President, Customer Success

F

ree time. Down time. Previously
unaccounted-for time.
Call
it what you like, at this point we
all have time that was previously
allocated to other responsibilities,
which are now… different.
The medical significance of
COVID-19 - and its related business
impact - is being felt by everyone
differently.
Some are focusing
on themselves and their families,
some on their businesses, and still
others are taking time to simply
decompress.
Self-development
comes in many different forms.
Since you’re reading this, I imagine
that you are giving more than just
a passing thought to the health of
your current business pipeline, so
let’s run with that...

digital tools use a boost? Could you
maybe use some self-development
regarding the comfort level with,
or use of, any or all of your digital
tools?
Whether you’re one of the
dealerships who has seen a spike
in sales, or you have had to trim
all the way down to a temporary
closure, consider the position of
your buyers. In all cases, the buyers
aren’t coming out to dealer lots in
droves; they’ve been driven to their
computer, to the internet. Are they
being driven to you?
While there certainly was a dip in
national overall online buyer traffic
in Mid-March, nearly all those
shoppers have already come back.
You can see this in your website

“THE MEDICAL SIGNIFICANCE OF
COVID-19 - AND ITS RELATED BUSINESS
IMPACT - IS BEING FELT BY EVERYONE
DIFFERENTLY. SOME ARE FOCUSING
ON THEMSELVES AND THEIR FAMILIES,
SOME ON THEIR BUSINESSES, AND STILL
OTHERS ARE TAKING TIME TO SIMPLY
DECOMPRESS.”
It’s your buyers that keep your
business alive. So, right now, how
are buyers shopping - and buying your inventory? How comfortable
are they using your website? Could
your online presence and other
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analytics.
Certain dealerships
are thriving right now, due to a
combination of inventory along
with a buyer-centric and functional
online experience. For example, in
a delivery intensive environment,

having vans and other last-mile
vehicles is hugely beneficial, and
doing ‘courtesy’ deliveries are
not just a courtesy, they are a
requirement. But that’s only part
of the equation. Ask yourself how
much of your buyer’s shopping
experience can be completed
online? With the ongoing emphasis
on Social Distancing, can your
buyers use things like DocuSign, or
do they still need to come down to
you? Can they do everything online
with you? And if yes, is the digital
marketing framework in-place such
that your new buyers’ online truck
search leads them to your site
and you in the first place? These
questions matter especially now,
but they have been important for
about the last 10 years. Some of
your local competition may already
be on top of it; now is your time.
Over the last 2 years, I have been
soapboxing essentially these same
two things in different ways. First:
Your buyers are moving more and
more of their purchase habits online.
Second: You need to be prepared,
and the support staff/resources you
currently have for your digital tools
need to get you there. But, as I’ve
also mentioned, that requires your
engagement. Review the online
(typically Google Analytics) reports
sent to you and ask questions perhaps starting with “what does
this even mean?”, and “what am
I supposed to do with this?”. Ask
how you can get more from what
you are already paying for, and ask
your partners what ideas they have
to grow your online presence and
capture more viable and interested

DEALERSHIP SUCCESS
buyers. By getting involved and
becoming more educated, you’ll get
workable solutions that drive you
forward.
In the shadow of COVID-19, your
customers will fall into two buckets:
those currently in operation, and
those who’ve had to temporarily
close their doors. More than you
might guess are ready to buy now.
Many are ready to off-load their
older, distressed units.
There’s
opportunity there. Plenty.
Now, your website is all they have
to help them. Well, yours, and your
competition’s.
This focus on online isn’t going
away. The news is full of reporters
and pundits talking about how
this massive migration to the
digital arena for both workers and
shoppers will linger on after things
settle down - that this is going to be
the new norm, far beyond anything
we’ve ever seen in the past. The

Photo: Ford on the Frontlines of PPE Production

operable question then is: Are
YOU prepared? Do YOU have your
digital ducks all in a row, or is it now
time to really dig in?
Whether nothing much has
changed for you, or your doors are
shuttered, there is immediate room
for improvement. And if you always
knew you needed more online, but
didn’t have the time to get it figured

out, I’ll wager there is some new
time now that you could spend
preparing for when you do open
back up. If you are ready to learn
more, and walk over to the digital
side, let us know – we can help get
you started.
For any questions contact
shawn.horswill@
worktrucksolution.com

THE ALL NEW

COMBO BODY
is a combination of our popular service
body and contractor platform. The result
is a body that provides optimized storage,
transportation solutions, and a full width
cargo area with drop down racks.

© The Knapheide Manufacturing Company 2020
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FORD TRUCK CLUB
NEWS & EVENTS

Jim Bockenfeld was presented The Taylor Award
for 2020 via suprise package. We received his
reply and picture via email

Gosh! What a wonderful surprise I received yesterday!
Thank you and all the awesome Ford Commercial
Dealer friends that I had the honor to work with over
the years.
It is also humbling to be the first recipient of an award
named for my dear friend, Taylor Steinberg. Taylor
has touch so many in our industry with his articles and
dynamic presentations throughout the United States.
His product seminars were always entertaining for the
attendees while they learned how to spec and sell the
products at the same time.
Also, many thanks to the National Ford Truck Club
and Ford Pros for your on-going efforts over the years
promoting commercial sales throughout the country. A
rising tide raises all boats! Your efforts have been good
for Knapheide, our competitors and the entire industry.
I am truly honored.
Best wishes,
Jim Bockenfeld
THE TAYLOR AWARD
Supporting the work we FordPros do is the reliable bodybuilder
rep, or the key distributor. They open the door to “finishing” the
trucks/vans in a way that makes us look good to our end-users.
Nobody embodies that commitment more effectively than Taylor
Steinberg, who served as a territory representative for The
Knapheide Company in the Midwest for many years. In addition,
he traveled to many other parts of the country at the request of Ford
Commercial to talk about the various vocations that FordPros can
serve, and how to serve them well. Taylor founded The Knapheide
Sales Training School. He is an exceptional example of one who
always goes beyond what he’s asked to do, who believes that he
can make a difference—then goes out and does just that.
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SELF-IMPROVEMENT: EVERDAY LIFE AS PRACTICE

TERRY’S BLOG
www.ctsblog.net

A

nyone who learns a new sport,
a new job, a musical instrument,
cooking, all manner of repairs to such
things as computers, automobiles, or
virtually any skill knows that practice
is essential to get good enough to be
proficient, or expert enough to be a
guiding light for all who want to follow.
The old adage, which I still love,
practice makes perfect, is a succinct
statement of the value of practice.
Yet, when it comes to things of
the heart, or to things surrounding
behavioral change, new mental
perspectives, and more, practice
isn’t often recognized as much a
valuable path, as it is for those skills
previously mentioned.
I think practice is equally important
for both, but what is more important
than simply to practice in this second
group--heck, and even in the first
group too--is to become aware of
the many opportunities that we have
to practice, and thus as we practice,
it is inevitable that we improve,
expand, and become more.
In things of the mind and heart and
soul, opportunities to practice are
often attached to ‘contrast’, which is
a very soft way of saying challenges,
which is a soft way of saying
problems or situations that can be
frustrating at the least, and painful at
the most. This means that if we are
to recognize these opportunities to
practice and then actually practice,
we need to be aware so that we can
see these challenges and contrast

as something that is there to help us
get better, to get through, to grow, to
become more of our true selves.
We need to see with new eyes. This
is essentially what awareness is. To
see things with old eyes is to see
habitual patterns, to see repetitive
history, to see problems instead of

dramatically by letting go of about
90% of my “things,” and more. So
many opportunities to complain, to
cajole, to blame, to rant and rave and
be unhappy. And yet, all of those are
perfect opportunities to practice who
I really am deep down inside. That
reactive guy on the surface is not

“Practice is obviously valuable,
and especially in repetitive acts
that we wish to improve upon;
however, there is one thing
that is often undervalued about practice,
and that is being fully aware
of the many opportunities to practice
that we are presented with daily.”
the potential solution. We all have old
eyes. The real value is in becoming
more aware so that we see those
silver linings in all those things that
seem to bother us gently or violently
on the surface. Old eyes see the
surface, are easily led to frustration,
anger, resentment at others and at
ourselves. New eyes see another
opportunity to be our true selves, to
respond rather than react, to love
rather than find fault, to enjoy rather
than feel degrees of pain.
I’ve been going through a very
interesting experience; selling my
home and changing my life very

really me. I am the one deep inside
who knows nothing but love, and as
I see these opportunities for the truth
they contain, and remind myself of
the value I know of practice, I find
peace in chaos.
I have to say that this lesson learned
from opening myself to become
aware of those opportunities to
practice, I am effectively, and joyfully,
being who I truly am. As I do this,
those challenges are transformed
before my new eyes.

Terry Minion
Commercial Truck Success

COMMERCIAL TRUCK

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

By Terry R. Minion

			Buy

the book @ www.ctsdealer.net and
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CUP o'JOE: SUPER DEALER

Unlikely Resources – ex. FordPros, Bodybuilders, Distributors

I

have never been part
of what I would call a
“Super Dealer,” although
I am blessed to work with
and for a very remarkable
commercial truck dealer
over the last 8 of my 28
years in this business. By
Super Dealer, I’m talking
about the ones that always
got the kudos for moving
seriously huge numbers
of Ford units. Reality is, I
don’t think I would find that
very inspiring: selling the
“same” hundred/thousand
units to fifty different drop
ship codes doesn’t sound
very exciting. Further, the
margins on these are more
like escrow business in real
estate. Just paper pushing.
Not my thing.
What I do like is working
with and helping others. I
have had more than one
occasion where someone I
knew in the fleet/commercial
segment
of
another
dealership had something
in the works, but left the
business, and passed it to
me. It’s not unusual for us
to be working on something
that looks like it will gel,
mostly to keep the funnel
full, but it’s not on paper
yet and thus not on the

dealer’s radar. Staying in
touch with other TruckPros,
and being helpful when you
can, can deliver unlikely
resource that has paid huge
dividends more than once
in my career.

Econolines (or competitors).
I had not received notice
of the bid, as I was a little
far away from the transit
authority, but I had bid on
their business while at a
nearby dealership years

My old G.M. at my first
dealership moved around,
and over time landed at a
different OEM dealership
as their fleet/commercial
manager. He didn’t stay
long, but made me aware
that, literally “tomorrow,”
a transit company was
deadlined for a five-year
contract to supply ride-share

earlier. After spending all
night (literally) preparing the
bid, I submitted it. I turned
out to be the bid-winner and
sold about 30 Econolines
PER YEAR for five years!
Another time, a friend of
mine, working at another
Ford dealership left in
frustration,
but
while
leaving, a body builder

who he collaborated with
needed a bid for 20 F550s.
They called him, he called
me, and was happy with the
generous spiff he received
for giving me the opportunity
to supply these.
Having good relationship
with
your
nearby
distributors
is
another
golden opportunity. I’ve had
the advantage of getting
referrals from a number of
bodybuilders/distributors
who were approached
directly by an end-user
who started out deciding
on the body they wanted,
then needed to find a Ford
dealer. I’m not the only one
any of these bodybuilders
referred business to, but the
fact remains that when we
treat each other as human
beings, and respect the
reputation we build as being
transparent, reliable, and
trustworthy, these unlikely
resources pop up from time
to time more often.
Have a cup, send me your
experience/horror story. I’ll
keep your name out of it,
change names to protect
you (FordPro protection
program), share your tip
with others…and send you
$50 in Starbucks cards!

Please Take A Moment To Go To Our Website To
Fill Out Our Survey To Let Us Know How You Would
Like To Continue Receiving
Your Copy Of The Fordpros Magazine
Due To Covid-19 We Are Working Our Hardest To
Ensure We Get Our Digital And Print Editions Get
Into The Hands Of Our Fordpros Readers
NOTE: We are working with Ford Motor Company’s Commercial Business Managers to ensure that
Printed Copies make it to the FordPros who would like them, if you missed your copy or would like
additional copies please be sure to contact your Regional CBM!
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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.
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