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WE LEARN FROM STORIES

I don’t know about you, but I’ve nev-
er been really good at learning from 
memorization.  Sometimes the tests I 
have to take for STARS Certification 
drive me crazy: I just don’t remem-
ber the detail as precisely as the test 
thinks I should.  But when it comes to 
learning, I’m pretty good at listening 
to a story and taking the point away 
and putting it to good use.  
That’s one of the benefits of going 

to Truck Club meetings…sitting pur-
posefully around a table with people 
that I don’t normally work with.  Lis-
tening to what others are dealing 
with at their dealership, with their 
title clerk, with their owner, their re-
tail sales manager…helps me relate 
to how I can be more effective in my 
own situation.  Listening to others 
talk about a challenging customer or 
a distributor helps me navigate bet-
ter with my own customers and dis-
tributors.  Frustrations over ordering 
the wrong front axle for a snow plow 
or bucket truck: things that can drive 
us crazy if we have to endure the ex-
perience first-hand.  Stories help us 
avoid the same or similar mistakes. 
Stories that our customers give us 

are another key help.  It can help 
another customer relate how some 
options are key to a more success-
ful transport tool (a.k.a., a traveling 
toolbox:  a Ford chassis).  So many 

of our customers are not so much 
focused on the bottom-line price as 
they are the bottom-line effective-
ness of the unit we are offering them.  
The more we focus on getting the 
maximum productivity out of the unit 
we are quoting, the less focus there 
is on price.  
What’s the value of power windows/

locks/mirrors beyond convenience?  
Ask the customer who has forgot-
ten to lock the passenger door, and 
had tools/valuables taken from the 
cab.  What’s the value of SYNC?  As 
the customer whose employee made 
the mistake of using his cell phone 
illegally and sustained a ticket, or 
(worse) an injury to himself or people 
in another vehicle.  
Stories are the key to having cus-

tomers who can relate to the value 
of options, as well as using vehicles 
that are proper to the weight they are 
carrying and towing.  Stories are the 
expression of features in true ben-
efit form. This issue offers you some 
great stories from the field!
Use these and others to your ben-

efit, and the benefit of your clients!
Good Selling!
Joe

Joe Hughes
joehughes@fordpros.com
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When was the last time you sent 
some interesting information to 

your customers? 
The “Drive the Future of Tough” Tour 

introduces the 2017 Super Duty so 
that potential customers can get fa-
miliar with the truck, sit in it, play with 
the technology and drive it. www.su-
perdutydrive.com is really cool. If you 
were a customer wouldn’t you love to 
enter to win?  The Tour doesn’t end 
until 12/1/2016, so there is still time to 
get everyone excited!
Ford has announced fleet incentives 

for its 2017 model-year vehicles. Ford 
is offering $2,500 for the E-Series 
cutaway and stripped chassis, $1,500 
for the Transit, $750 for the Transit 
Connect, $750 for the Transit Con-
nect Wagon (not including the 86T 
Taxi Package), and $1,000 for the 

Transit Connect Wagon with the 86T 
Taxi Package.
Ford is offering $2,750 for the re-

designed gasoline F-Series Super 
Duty (over 8,500 GVWR), $3,000 for 
the diesel F-Series Super Duty (over 
8,500 GVWR), $4,000 for the gasoline 
F-650, $4,500 for the diesel F-650, 
$5,000 for the gasoline F-750, $5,500 
for the diesel F-750, and $5,500 for 
the diesel F-750 tractor. Ford has not 
announced an incentive for the F-150 
with the 10-speed transmission. 

As we get close to the 4th quarter 
you should talk with your customers 
about Section 179, approved for 2016 
to write off up to $500,000 in capital 
investment. In order to qualify for the 
Section 179 Deduction, the equip-
ment must be purchased, financed 
or leased and put into service by 
December 31 of this year! Here is a 
great calculator you can share with 
your end users – your customers!  

www.section179.org/section_179_
calculator.php

It’s Time to Get Your 
End Users Excited

T R U C K  R A C K S V A N  R A C K S S E R V I C E  B O D Y  R A C K S

F O R D  T R A N S I TA L U M I N U M  I N T E R I O R S

KARGO MASTER TRUCK & VAN PRODUCTS ARE FORD FRIENDLY.  
Just ask our friends at Bell Bros. HVAC (See article in this issue.)

(800) 343-7486      INFO@KARGOMASTER.COM      WWW.KARGOMASTER.COM 
11253 Trade Center Dr., Suite G       Rancho Cordova, CA 95742

Download our latest 
Ford products catalog
kargomastercompanies.
com/catalogs/
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FORD UPS POWER FOR 
2017 SUPER DUTY PICKUPS 

Ford engineers have designed the 
all-new 6.7-liter Power Stroke® 

V8 diesel engine for the Ford F-650 
and F-750 lineup to travel an even 
greater distance than a round trip 
from the Earth to the moon.
This confidence in 6.7-liter Power 

Stroke quality comes from engine 
dynamometer testing that shows a 
statistically proven B10 design life 
of at least a half-million miles (rating 
based on the 330-hp version). This 
is the estimate of miles in operation 
before 10 percent of engines are ex-
pected to require major service in-
volving removal of cylinder heads or 
dropping the oil pan to reach internal 
components.
The Ford 6.7-liter Power Stroke V8 

diesel engine and Ford TorqShift® 
HD six-speed automatic transmis-
sion are designed for medium-duty 
use with great power, performance 

and fuel economy. The Power Stroke 
V-8 diesel is offered with three power 
ratings, including 270 HP and 675 lb.-
ft. torque, 300 HP and 700 lb.-ft., and 
330 HP and 725 lb.-ft. 
The new engine is 25% quieter at 60 

mph and up to 45% quieter at idle in-
side the cabin. At the grille, the truck 
is 35% quieter.

FORD OFFERS TELOGIS-
POWERED MAINTENANCE 

TELEMATICS

Ford will begin offering the Telogis-
powered Maintenance Connect 

this summer.
Ford Telematics™ powered by 

Telogis® is the telematics solution 
designed specifically for Ford com-
mercial vehicles. Maintenance Con-
nect is an extension module built into 
Ford Telematics. Maintenance Con-
nect creates factory-recommended 
service schedules and connects the 
user with their Ford service center, 

allowing them to share vehicle di-
agnostics and maintenance reports 
with a designated Ford service cen-
ter. It results in proactive fleet main-
tenance, avoids more serious and 
costly breakdowns, and maximizes 
vehicle uptime. Fleets must have 
Ford Telematics in order to add Main-
tenance Connect.
Ford Telematics is available for 2009 

model-year vehicles and newer. The 
system is available with Ford’s F-Se-
ries, Super Duty, F-650/F-750, Tran-
sit, Transit Connect, E-Series, Focus, 
Fusion, Taurus, Escape, and Explor-
er. A telematics system is available 
for Ford’s Police Interceptor and Po-
lice Interceptor Utility as the Telogis 
Law Enforcement Edition. 
For information on the dealer pro-

gram offered by Telogis, go to https://
www.telogis.com/ford.

TOM REYNOLDS 
NEW PRESIDENT OF 

THE READING GROUP

J.B. Poindexter & Co., Inc. 
(“JBPCO”) Chairman 

and CEO, John Poindexter has an-
nounced the appointment of Tom 
Reynolds as President of The Read-
ing Truck Group, LLC, the premier 
manufacturer of vocational work 
truck bodies, effective July 18, 2016. 
“I’m very pleased to be afforded the 

opportunity to join the Reading Truck 
Group and honored to be a part of this 
talented team,” said Mr. Reynolds, in-
coming President. 

HIGHBEAMSIn The
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HIGHBEAMSIn The

COMPOSITE PARTITION NOW 
AVAILABLE 

Introducing the partition that is all 
about driver comfort!   There is a 

trend happening with cargo van own-
ers in market.  They want a prod-
uct that offers more value than the 
traditional steel partition provides.  
Something that quiets the cab area, 
provides more leg room and provides 
better climate control.  Drivers that 
spend 8-12 hours a day working out 
of their mobile office want a more 
comfortable experience. 
 Adrian Steel’s new line of composite 

partitions offers unparalleled comfort 
for the driver. 
 Climate Control – Quickly cool 

down or heat up the cab area of the 
cargo van, reduce idle time doing so 
and save fuel!
 Sound Deadening – Reduce the 

harshness of the cargo noise enter-
ing the cab area.  This reduces driver 
distractions and makes for a quieter 
environment to communicate when 
driving.
 Leg Room – Full seat travel and a 

comfortable recline angle makes the 
composite partition our most comfort-
able line of partitions we sell.
 Accessorize – Partitions are great 

locations to hang your cargo.  Easily 

add safety items like fire extinguish-
ers and first aid kits, or hooks to hang 
your extension cords or hoses.  Ad-
ditional accessory kits are available to 
customize your Adrian Steel compos-
ite partition even more.
 Adrian Steel composite partitions 

are now available for Transit low roof 
and Transit Connect.  Other vehicle 
models coming soon.  Learn more 
about Adrian’s Composite Partition at:

 http://upfit.adriansteel.com/
composite-partitions/

VERIZON ANNOUNCES 
AGREEMENT TO 

ACQUIRE TELOGIS

Verizon Telematics subsidiary, Veri-
zon Communications Inc., announced 
it has signed an agreement to pur-
chase Telogis, Inc. Telogis produces 
the telematics solution designed spe-
cifically for Ford commercial vehicles. 
Verizon has acquired Telogis to ex-
pand its market share in the growing 
telematics industry. The acquisition is 
expected to close in the second half 
of 2016. 
 “This strategic acquisition positions 

our collective technologies and ser-
vices uniquely in the market while 
also enabling Verizon Telematics’ 
industry-leading business to benefit 

from Telogis’ unmatched strength in 
the enterprise market, innovative Mo-
bile Enterprise Management software 
platform and our strong OEM and 
ecosystem partnerships,” said David 
Cozzens, CEO, Telogis.
Telogis will likely be integrated with 

Verizon Telematics, a connected-
vehicle business unit that operates 
in 40 global markets. The unit pro-
vides connected-vehicle products to 
consumers, enterprises, automakers, 
and dealers.

KUV BODY SHEDS
650 POUNDS

Knapheide has reduced the weight 
of its KUV enclosed utility body for 
chassis cab vans by 650 pounds, the 
upfitter has announced.
The updated KUV combines a new, 

corrugated 14-gauge galvanneal 
steel floor with an ABS thermoformed 
cab partition. Utilizing the ABS parti-
tion nearly eliminates the rattling and 
road noise associated with a metal 
cab partition, according to the com-
pany. The move also increases pay-
load capability.
“For decades, the KUV has been 

a highly functional and dependable 
work vehicle for electricians, plumb-
ers, HVAC technicians, contractors, 
and more,” said Tony Marshall, prod-
uct manager at Knapheide. “These 
product updates mean additional 
value and functionality for these vo-
cational applications.”
The updated KUV is now avail-

able through the company’s North 
American distribution network. View a 
walk-around video detailing the new 
KUV at: http://www.youtube.com/
watch?v=Cjf4w3-RG9o

http://upfit.adriansteel.com
www.youtube.com/watch
www.youtube.com/watch


FLORIDA TRANSIT AGENCY 
CHOOSES PROPANE-POW-

ERED FORD E-450S

Propane autogas is one of the fast-
est growing transportation fuels 

in the transit industry. The adoption of 
a domestically produced alternative 
fuel like propane autogas benefits 
transit agencies by saving taxpayer 
dollars and reducing harmful emis-
sions in the air.
 Public transit fleet operators across 

the nation can cost-effectively transi-
tion to this clean-operating, domesti-
cally produced fuel with the ROUSH 
CleanTech Ford E-450 cutaway 
chassis. It is the only shuttle vehi-
cle that has completed the Federal 
Transit Administration’s New Model 
Bus Testing Program (“Altoona Test-
ing”), which allows transit agencies 
to access federal funds that cover 85 
percent of an entire alternative fuel 
vehicle cost with a 15 percent local 
match. 
In Lee County, Florida, public tran-

sit agency LeeTran has added 20 
propane autogas-fueled shuttles to 
its fleet. These shuttles make up 45 
percent of its entire paratransit fleet.

Each of the agency’s paratransit 
shuttles, which travel about 30,000 
miles per year, is built on the Ford 
E-450 chassis with 6.8L V10 engine, 
and equipped with a ROUSH Clean-
Tech propane autogas fuel system 
with extended range 64-usable-gal-
lon fuel tank. A 41-usable-gallon fuel 
tank is another available option. The 
tank locations are designed so that 
they don’t interfere with Ford body 
specs, meaning other upfitter instal-
lations are possible. 
The transit agency converted these 

vehicles to operate on propane auto-
gas for a number of reasons. It’s an 
American made fuel with significant 
environmental benefits; converting 
to propane infrastructure is more af-
fordable; and propane autogas offers 
lower fuels prices. Currently, LeeTran 
pays about 50 cents per gallon for 
propane autogas compared to about 
$1.46 for diesel (as of May 2016).
LeeTran provides approximately 4 

million rides per year, including over 
100,000 passenger trips through its 
Passport service. The propane auto-
gas paratransit shuttles are used for 
shared ride, advanced reservation 
trips for person with disabilities who 
are unable to use regular fixed route 
public transportation.
By fueling with propane autogas, 

LeeTran is eliminating 1.8 million 
pounds of carbon dioxide over the 
shuttles’ lifetime, compared to con-

ventionally fueled counterparts. The 
agency plans to switch its entire para-
transit fleet to propane autogas within 
the next five years. 
Other transit agencies in Florida that 

operate propane Ford E-450 para-
transit shuttles are Broward County 
in Fort Lauderdale and Palm Tran in 
West Palm Beach. Across the United 
States, more than 30 transit agencies 
run more than 800 of this Ford model 
to transport passengers through their 
paratransit services.

Todd Mouw is vice president of sales 
and marketing for ROUSH CleanTech, 

an industry leader of alternative fuel 
vehicle technology. Mouw has served 

as president of the NTEA Green Truck 
Association. Reach him at todd.mouw@
roush.com or 800.59.ROUSH. To learn 

more, visit ROUSHcleantech.com.

WESTPORT 
COMPLETES MERGER

Westport Fuel Systems Inc., a 
premier global company for the 

engineering, manufacturing and sup-
ply of alternative fuel systems and 
components, announced completion 
of the merger between Westport In-
novations Inc. and Fuel Systems So-
lutions, Inc. 
The merged company will be named 

Westport Fuel Systems Inc. and will 
continue to trade under the WPRT 
ticker symbol on the Nasdaq Ex-
change. This newly combined com-
pany brings together a complemen-
tary mix of products, technology and 
research and development; strong 
customer relationships; and talented 
employees, becoming an even stron-
ger, innovative, global leader in the 
alternative fuel, engine and vehicle 
sector.
“This is an exciting day as we bring 

together the best expertise, cutting-
edge technology, innovation and lead-
ing product offerings in the natural gas 
industry for automotive and industrial 
applications,” said David Demers, 
CEO of Westport Fuel Systems.

FUEL Alt
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On May 25th Transfer Flow, Inc. 
was honored by Assemblyman 

James Gallagher during California 
Small Business Day. As Small Busi-
ness of the Year for the Third Assem-
bly District, Transfer Flow, Inc. was 
celebrated for their hard work and 
dedication to the community. 
“The team at Transfer Flow has been 

an incredible asset to the North State 
community. One of the reasons why 
I selected them for this honor is be-
cause of their successful efforts to in-
crease the region’s skilled workforce,” 
said Gallagher. “I am pleased to honor 
Transfer Flow to help celebrate the 
success of their entrepreneurship as 
well as their dedication to produc-
ing the highest quality manufacturing 
products.”
 “California’s small businesses are 

the economic engine of our state,” 
said Betty Jo Toccoli, President of the 
California Small Business Association. 
“Transfer Flow was celebrated for their 
successful small business and contri-
butions to the community.”

The Transfer Flow story began in 
1983 in the beautiful and historic town 
of Chico, California, when former 
General Motors engineer Bill Gaines, 
along with his wife Jeanne, founded 
the company as an OEM fuel system 
supplier for the motorhome and travel 
trailer industry.
The business quickly expanded into 

the mobility, work body, and main-
stream automotive industries, and 
by 1994 the company relocated to a 
35,000 square foot manufacturing fa-

cility as demand continued to grow. 
Six years later, a 20,000 square foot 
building was built on an adjacent 
3-acre parcel, and finally in 2008, a 
15,000 square foot warehouse was 
added.
Today, Transfer Flow continues to 

invest in new technology and state-
of-the-art manufacturing equipment, 
while employing a dedicated and hard-
working staff of more than 90 people 
from across Northern California.
         www.transferflow.com

Transfer Flow Honored at 
California Small Business Day™ 2016FUEL ALT

From Left to Right: Bill Gaines (Chairman), Warren Johnson (VP Creative Director), 
Lisa Johnson (CEO), Assemblyman James Gallagher, Laurie LaPant (CFO), 

Todd LaPant (VP, Director of Engineering).
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COACH KEN
On June 16, 1858 the Republi-

can National Convention was 
in session at the Illinois State House 
in Springfield, Illinois. The delegates 
had chosen Abraham Lincoln as its 
senate representative to run again 
Stephen A. Douglas, the democratic 
candidate.  At 8:00 pm Lincoln de-
livered a controversial speed based 
in part on biblical quotes.  His stir-
ring words were, “A house divided 
against itself cannot stand.”  I find 
so often in dealerships there are nu-
merous divisions, almost like sepa-
rate “countries” where the main con-
cern is not promoting the dealership 
but protecting “turf.”  One of our main 
goals when we go into a dealership 
is to create a “team atmosphere” 
based on four simple principles.  If 
followed everyone wins, if not, in-
creasing sales is an uphill battle.  
Here are the four principles:

1. KNOWLEDGE
A full understanding how commer-

cial and fleet sales can benefit the 
entire dealership. As an example, 
companies have vehicles but so do 
their employees. We have had situ-
ations where we were able to intro-
duce an “employee purchase pro-
gram” that benefited both new and 
used retail sales as just one example 
of everyone benefiting.

2. TRAINING  
Service, parts, the business devel-

opment center and the new and used 
retail departments need to know the 
commercial and fleet requires a dif-
ferent expertise and that more sales 
are lost versus won by not turning 
prospects over to the commercial 
and fleet department.  However, it 
is a two-way street, the commercial 
and fleet department needs to give 
leads to retail as a gesture of team 
work and good faith.  Each side gets 
paid an incentive for sharing leads.  
We also train the service writers who 
handle commercial how to identify 
opportunities and turn them over to 
commercial and fleet sales as well 
as the parts driver.  The commer-
cial and fleet outside sales team is 
taught how to sell service and parts 
and goals are set to bring in new 
business to these departments.

3. COMPLETE COMMUNICATION
 Once every two weeks a meeting 

is held with the leadership of all de-
partments to discuss how each de-
partment can support their partners 
and to discuss progress in retail and 
commercial lead generation as well 
as for service and parts.  Depart-
ments are recognized and rewarded 
for their efforts.

ONE FOR THE TEAM!

“AMERICA’S CORPORATE 
& PERSONAL COACH”
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4. REWARDING 
GREAT BEHAVIOR AND 
ELIMINATING BAD BEHAVIOR
 Everyone in the dealership is giv-

en referral goals and are rewarded 
for their referral efforts through bo-
nuses as well as time off.  Not only 
is the good behavior rewarded, it is 
promoted through public recognition 
of the top referral efforts. Napoleon 
Bonaparte the French General said, 
“Men will die for pieces of ribbon.” 
This quote is so true.  People love 
to be recognized and rewarded for 
great effort.  The more you celebrate 
wins, magically you start getting 
more wins!
It’s time to evaluate your team. The 

dealer and general manager are the 

head coaches. The commercial man-
ager, new and used car managers, 
and the parts and service managers 
are the assistant coaches. What the 
head coaches promote and enforce 
in most cases gets done.  If you want 
to be “Coach of the Year” you will 
work hard to create a cohesive and 
fully functioning team. You can help 
make sure assistant coaches are 
promoting the team, not just their de-
partments.  In other words, everyone 
needs to create “model behavior” so 
the teams practice the leaderships 
actions and everyone wins.
Although Lincoln lost the senate 

election to Douglas, his prophetic 
words came true with the advent of 
the War Between the States. The na-
tion was divided but through great 
effort and sacrifice we were reunited 
to become the greatest country on 
earth. Let’s win for the team!

Note from the National Ford Truck 
Club and FordPros magazine 
editorial staff: This great article 
should be shared with all the 
coaches in your dealership!!! 

ABOUT KEN TAYLOR
For over 20 years Ken Taylor has been 
delivering training, consulting, profes-

sional coaching and marketing to some 
of America’s largest corporations. He is 

known nationally as “America’s Corporate 
& Personal Coach”. Ken has published 
over 1500 articles, 33 training programs 
and two books, appeared on radio, TV 
and speaks to thousands of business 
professionals every year.  For more 

information about Ken Taylor & Associ-
ates’ Commercial Automotive Consulting 
program call 1-866-446-2966, or go to 

www.coachkentaylor.com.

COACH KEN

Ford’s #1 Mobility Builder for 
over 12 Years in a Row 

OFFICIAL 
BAILMENT POOL 

Reach More Markets with 
Upfits from TransitWorks 

Senior Care · Hotels · Shuttles · Wheelchair Transit · Public Transit 

www.transit-works.com 

When it comes to moving people,    
TransitWorks builds the Best and the Most    

Ford Transit and Transit Connect upfits. 
 
 
 

Exclusive SmartFloor system with movable and 
changeable seating layouts also available 

Reach New Markets and Sell More! 
Call Today 855-337-9579 

Small Buses 
Shuttles 

Ambulettes 
Prisoner Vans 

Crew Vans 
Transporters 

Wheelchair Vans 
Accessible Taxis 

Authorized Ship Thru for both 
Transit and Transit Connect 

FordPros 

1/25/16 

1/2 pg ad 
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A few years ago, your Commer-
cial and Fleet Subcommittee of 

the Dealer Council requested assis-
tance from Ford Commercial Truck, 
Ford Customer Service Division and 
Ford Credit to better compete for 
fleet customer business.
Competitors, particularly fleet man-

agement companies, were targeting 
the small and medium fleet custom-
ers dealers have traditionally served.  
These customers were offered many 
services historically offered primar-
ily to large fleet customers, such as 
TRAC leasing, maintenance man-
agement programs, and re-registra-
tion services.  
Many of these services are avail-

able from Ford, but generally are not 
offered together and are not sold as 
a bundled solution to customers.
Team members from each Ford or-

ganization worked together to help 
dealers understand and develop 
plans to sell bundled solutions to 
their customers.  A pilot plan, Ford 
Commercial Business Solutions 
(FCBS), launched in January 2015 
with 18 dealers. 

What is FCBS?
Ford Commercial Business Solu-

tions (FCBS) is an integrated ap-
proach that includes sales, service 
and finance plans that reduce life-
cycle costs, improve operational 
efficiency and minimize service 
variability for our customers. FCBS 
provides a comprehensive transpor-
tation solution to manage vehicle 
fleets.  

Elements of the program bundle 
include:
• Vehicle sourcing
• Ford Credit CommerciaLease 
(TRAC) & Commercial Lines of Credit
• Ford Protect Extended Service 
 Plans and Preventive Maintenance 
 Plans 
• Ford Fleet Care billing
• Quick Tag re-registration 
• Fuel card
• Ford Telematics

Dealer Commitment
Pilot dealers are required to set up 

a new sales team that includes a 
team manager, an outside sales rep-
resentative, an inside sales repre-
sentative and a dedicated commer-
cial F&I manager. The outside sales 
representative spends 80% of their 
time out of the dealership focusing 
on customer contacts. The inside 
sales representative and F&I man-
ager support outside sales.
“This is a key element of the pro-

gram,” says Al MacDonald, Com-
mercial Truck Sales Manager with 
Ford Commercial Truck. “We all 
know outside sales are critical in 
commercial fleet sales, but often we 
don’t accomplish this objective.” The 
team approach enables continued 
outside focus and is a key learning 
of the pilot. 

Initial Pilot
In 2015, pilot dealers out-performed 

BPN dealers as a whole based on 
key metrics such as vehicle sales, 
Ford Credit commercial contract vol-
ume and Ford Protect contracts. 
Also, a pilot dealer survey indicated 

dealers felt strongly that their ability 
to compete for fleet customers was 
better based on their participation in 
the pilot. 

“As the market for bundled automo-
tive solutions continues to grow, es-
pecially with commercial accounts, 
it becomes even more important to 
capitalize on strengths and cultivate 
strong customer relationships.” says 
Steve Richter, Commercial Market-
ing Manager at Ford Credit.  “Key el-
ements required by the dealer to be 
successful include dedicated teams, 
pay plans that include livable wages 
and compensation on the sale, fi-
nancing and selling maintenance 
plans.”

Pilot Expansion
Because of the success of the 

original pilot, the program has been 
expanded to 39 dealers. Future ex-
pansion is under review.

Ford Credit – A Key Component To
Ford Commercial Business Solutions

 “We all know outside sales are critical in 
commercial fleet sales, but often we don’t 

accomplish this objective.” 
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Knapheide has announced a 
new promotion - the Knaphe-

ide Win-A-Truck Sweepstakes. In 
this sweepstakes, one lucky winner 
will receive a brand new work truck 
outfitted with a Knapheide body. 

The sweepstakes will run through 
August 31st, with a random winner 
being selected in September.
End Users can enter the sweep-

stakes online at  YouNeverSettle.com

The winner will receive a brand 
new work truck outfitted with the 
Knapheide body of their choice 
with assistance from their local 
Knapheide distributor.

KNAPHEIDE ‘END USER’ 
  WIN-A-TRUCK SWEEPSTAKES

YouNeverSettle.com


Eric Dale is the energetic Presi-
dent and Owner of Eric Dale 

Heating & Air Conditioning based in 
Marshall, Michigan, delivering 24/7 
service for a 30-mile radius of the 
Battle Creek area, with eleven field 
technicians and a nine-van fleet. 
Eric Dale Heating & Air Condition-
ing has been providing services for 
residential, new construction and 
commercial refrigeration customers 
since 2005.
“We provide our field techs with the 

best equipment possible,” Eric said. 
“Our fleet includes Ford E-250’s 
and a mid-size Transit van. We all 
love the Transit and we have plans 
to convert the entire fleet over to all 
new Transit vans.”
“All of our vans are outfitted with 

Adrian Steel products,” Eric said. 
His company uses an authorized 
Adrian Steel upfitter: Riverside Vans 
in Colon, Michigan. “Riverside Vans 
is a great company. When we buy 
a new van we simply go to Adrian’s 
website, write down the part num-
bers that we want and call Riverside 
Vans with this information. They 
pick up the truck at the dealer, take 
it down to Colon, Michigan, install 
all the Adrian equipment and drop it 
off at my door. It couldn’t be easier.”
Some of the Adrian Steel products 

that Eric’s fleet uses are the Adrian 
drop down ladders, drawers and 
shelving, racks and bins, and the 
Adrian bulkhead and center con-
sole. Specific to the HVAC indus-
try, Eric Dale Heating & AC uses 
Adrian’s refrigeration and nitrogen 
tank holders. “Basically we order 
the Adrian Plumbing Package with 
some of our own tweaks added with 
Adrian Steel’s accessories.”
The drop down ladder rack is a fa-

vorite tool of his field technicians. 
“We like the Adrian Transit side-
mounted ladder racks because you 
don’t need a ladder to get your lad-
der down. In the winter, on ice cov-

ered ground, your feet can stay on 
the ground when lowering the lad-
der,” Eric explains. 
“Number one for us is Adrian’s ver-

satility. Adrian Steel has everything 
we need. Because we have different 
sizes of vans, we are able to cus-
tomize the vans to fit our individual 
technician’s requirements. We can 
make it fit what it needs to fit. Some 
techs may need bigger bins, more 
width or more spacing. You can 
move the shelving, racks and divid-
ers up and down as needed. You 
don’t have to change out equipment 
or buy new shelving,” Eric said. 
“Adrian Steel’s equipment is clean, 

strong and easy,” Eric adds. “We put 
a lot of weight on the shelves and 
they don’t fall apart. Over the years I 
have had at least 15 – 20 vans, and 
they all used Adrian products. I have 
never had to send anything back or 
use the warranty. When we sell our 
old vans we leave them fully Adrian 

equipped and have no trouble sell-
ing the vans within a week.” 
Customer relations is an impor-

tant part of Eric’s business and 
Adrian helps by giving the vans a 
clean, profession appearance. “All 
of our techs wear pressed uniforms. 
If they are at a residence and the 
van doors are open, we don’t want 
to have tools and parts falling out 
of the van. Adrian Steel Products 
helps us to give to our customers 
the impression that we are a first-
class, organized and professional 
company.”
Eric Dale Heating & Air Condition-

ing has been growing its business 
by about 20% each year. With Eric’s 
fine business sense, his dedicated 
employees and his fleet of Adrian 
equipped Ford vans, there is no 
doubt that Eric’s company will con-
tinue this growth into the future.

STATE OF THE ART EQUIPMENT
END-USER STORY: ERIC DALE HEATING & AIR CONDITIONING
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Brothers Jerry and Kenny Bell 
founded Bell Bros. in 1991. The 

company is a premier heating and 
cooling (HVAC) contractor, window 
installer and plumber in Northern 
California with a fleet of 137 ve-
hicles, including 120 Ford Transits 
completely upfitted with Kargo Mas-
ter van interiors and roof racks.
With 57 technicians, 200 employ-

ees, and a territory that ranges sev-
eral hundred miles from Fresno to 
the south, Vacaville to the west, Yuba 

City to the north and Pollock Pines to 
the east … including the Sacramento 
Valley … Bell Bros needs the reliabil-
ity of the Transits and the durability 
and functionality of the Kargo Master 
interiors and ladder racks.

When asked about why Bell Bros 
choose Kargo Master, Russ Beau-
champ, facilities and fleet manager, 
put it succinctly: “It’s the products … 
quality craftsmanship … they look 
great … and our upfitter’s customer 
service is exceptional. Russ, who’s 
been with Bell Bros. since 2009, said 
the company had been purchasing 
Kargo Master products long before 
he arrived and he saw no compelling 
reason to change vendors based on 
Kargo Master’s relationship and rep-
utation with the company.”
Adding a vehicle to their fleet, 

which they do often, is a three-step 
process:

1. Purchase a Transit

2. Take the newly acquired vehicle      
    to the sign shop for branding.

3. Then off it goes to upfitter for 
    installation of Kargo Master 
    products.

Ian, a tech at Bell Bros, was asked 
his opinion of the Kargo Master roof 
racks, “They are awesome. It is easy 
for me to access my ladders … put 
them on the roof or take them off.” 
His vehicle is equipped with the EZ 

Drop Down Ladder Rack … a nifty 
mechanism which allows a ladder (in 
his case 2 ladders) to be loaded from 
the side of the van by a single driver 
… with little effort or reach. The lad-
der is easily raised and locked with 
a removable handle which is stored 
inside the van. The rack works per-
fectly on all Transits … from the com-
pact Transit Connect to the high roof 
big boys.
While functionality is paramount, 

Bell Bros. is acutely aware of the vis-
ibility of their vans which are moving 
billboards … thousands of miles are 
travelled every day. The look of their 
vans is extremely important … from 
the quality and style of the Transits, 
to bold and dynamic branding, to the 
finishing touches to their vehicles … 
Kargo Master racks and van interiors 
help them to work efficiently and pro-
mote Bell Bros. professionalism.

RELIABILITY AND DURABILITY
END-USER STORIES: BELL BROS.
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The City of Portland, Oregon is 
known for its microbreweries, 

coffeehouses and its eco-friendli-
ness; Portland is often called “The 
Greenest City in America”. Deliver-
ing commercial HVAC services to 
this metropolitan area of over 2 mil-
lion people is no small enterprise. 
Based in Portland, Reitmeier is a 

full-spectrum Commercial HVAC and 
Energy Management Services pro-
vider to Oregon and the SW Wash-
ington area. In business since 1984, 
Reitmeier’s diverse client base 
spans such projects as data centers, 
hospitals, commercial high-rise of-
fices and historic buildings, as well 
as industrial facilities. 
This year Reitmeier converted their 

entire service fleet over to Ford Tran-
sit Cutaways equipped with custom-
ized Reading Truck Body Classic 
Service Vans (CSV). Reitmeier’s 
President, Jeff Nusz, has high praise 
for the Reading CSV. “We have been 
using standard vans for 35 years. 
This fleet conversion was a big 
change. We wanted to make a state-
ment in the marketplace and posi-
tion our brand as something unique,” 
Jeff said. “We are the only company 

in our market that uses Reading 
products exclusively. Our custom-
ers really like the look of our decaled 
Reading body. The unique visibility is 
driving new clients to our doorstep.”
Reading support was vital to get 

Reitmeier’s new fleet operational. 
“We had a compliance problem con-
cerning the venting of flammable 
gases. Reading solved this design 

problem before our first delivery. By 
customizing a rear compartment with 
venting, Reading solved that prob-
lem, and at no additional costs.” 
Jeff commented on the efficiency of 

their local Reading authorized upfit-
ter, Pacific Service Center (PSC). 
“Our vans are now shipped sepa-
rately and upfitted by Pacific Service 
Center. We work directly with Jeff 
and Robyn at PSC to solve any prob-
lems we encounter. PSC handles 
warrant claims. Delivery time has ac-
tually sped up. This process is really 
seamless now,” Jeff said.
Robyn Benedetti, Vice President of 

Operations, has seen the difference 
that Reading’s CSV body has made 
to Reitmeier’s commitment to a goal 
of zero waste. “The CSV aluminum 
body is in complete alignment with 
our sustainability practices as it uses 
renewable material and is 100% re-
cyclable,” Robyn said. “Due to the 
aluminum body, we have expanded 
cargo space providing greater pay-
load. Shelving was modified by 
Reading to increase ease of access 
and organization.”

BRINGING BALANCE TO YOUR ENVIRONMENT
END-USER STORY: REITMEIER
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A complete audit of Reitmeier’s fuel 
consumption using historical data 
and Ford/Telogis telematics informa-
tion from the new fleet will be made 
soon. But Jeff is seeing the savings 
already. “Our 2016 fuel budget is 
based on 2015’s fuel consumption. 
As of now, we are 13% to 15% under 
budget from where we were this time 
last year, “Jeff reports.

In an effort to ensure future avail-
ability of qualified technicians, Reit-
meier created Reitmeier University 
two years ago. Reitmeier University’s 
two-year continuing education pro-
gram was developed to train and 
certify new Reitmeier employees in 
commercial HVAC services. After 
completing classroom instruction, 
each new hire is partnered with an 

experienced technician in a struc-
tured mentorship. Reitmeier, with the 
support of Reading’s CSVs, is not 
only ready for the future, but is ac-
tively investing in it.

END-USER STORY: REITMEIER
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This guy knows that to provide his customers with the best he must use the best tools that work 
just as hard as he does. That’s why he uses Knapheide. By creating high-quality, work-ready vehicle 
solutions, we ensure you, just like this guy, have what you need to make your job easier. 
We know you never settle and, at Knapheide, neither do we.

KNAPHEIDE.COM/NEVERSETTLE
©The Knapheide Manufacturing Company 2016



The Oilfield Services Industry 
along with other heavy equip-

ment fleets need tough and well-
maintained vehicles to help deliver 
their services across a wide geo-
graphical expanse of our country. 
Sharp Heavy Equipment Services, 
with corporate headquarters in 
Gainesville, Texas, provides that 
maintenance. Founded as Sharp 
Oilfield Services in 2011, the com-
pany recently rebranded, changing 
their name to Sharp Heavy Equip-
ment Services. Sharp Heavy Equip-
ment Services provides 24/7 mobile, 
on-site, preventative maintenance 
services for oil & gas equipment and 
other off-highway equipment. Their 
mission is to keep oilfield and heavy 
equipment running efficiently and 
safely.
Sharp Heavy Equipment Services 

has been expanding and now has 
outlets across the country including 
San Antonio and Odessa, TX, Dun-
can, OK, Hobbs, NM, Zanesville, OH 
Denver, CO and Williston, ND. Mi-
cah Davenport is an owner of Sharp 
Heavy Equipment Services. Micah 
describes his business. “We are a 
mobile Jiffy Lube on steroids,” Mi-

cah said. “We provide preventative 
maintenance for oilfield tractors and 
trailers. As a 24/7 mobile service pro-
vider our well-timed service helps to 
mitigate downtime for our customers 
and frees their own mechanics from 
time consuming maintenance tasks.”
CASECO Truck Body plays an im-

portant role in Sharp Heavy Equip-
ment Services’ business. CASECO’s 
Mechanic Truck bodies are used on 
Sharp’s fleet of fifty-five Ford F550 
lube trucks. “Our business depends 
on prompt response to our custom-
er’s needs. CASECO Truck Body’s 
high quality construction gives us one 
less thing we have to worry about,” 
Micah said. “We know we can show 

up on-site looking professional and 
with the tools and supplies our me-
chanics need. A well-stocked Sharp 
lube truck can knock out twenty to 
thirty jobs a day.”
When on-site, Sharp’s mainte-

nance technicians take advantage of 
CASECO Truck Body’s efficient stor-
age areas and durable tool drawers. 
“All of our trucks use the same tool 
layout to help with our inventory of 
supplies and tools. Our lube trail-
ers and the CASECO bodies en-
sure that we have ample space for 
everything we need. Because of 
the great construction of the draw-
ers, we never have issues with mal-
functioning doors and tool drawers,” 
Micah noted. The smooth surfaces 
and fluid motion of CASECO’s doors 
and drawers adds a safety factor to 
their value. 
The truck fleets that service our na-

tion’s oilfield equipment need to be 
as tough and smart as the men and 
women working in our nation’s oil-
fields. Sharp Heavy Equipment Ser-
vices certainly displays these quali-
ties; with the support of CASECO 
Truck Body, SharpHES has grown to 
be one of the largest preventive main-
tenance companies in the country. 

For information about Sharp Heavy 
Equipment Services visit their web-

site at: www.sharpHES.com. 

For more information on CASECO 
Truck Bodies: www.casecotruck.com.

THE WELL OILED MACHINE
END-USER STORY: SHARP HEAVY EQUIPMENT SERVICES
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Uptown Plumbing Heating & Cool-
ing has been serving the Min-

neapolis/St. Paul metro area since 
1914. The Uptown plumbing and 
HVAC technicians make an aver-
age of 150 – 200 service calls a day 
utilizing a fleet of 28 vehicles com-
prised of Ford Transit Connects and 
F-150 box trucks.
Chris Grant is Uptown’s Ware-

house Manager. “All of our HVAC 
technicians drive Ford Transit Con-
nects. They don’t need anything 
bigger than that,” Chris explains. 
“The plumbers drive both the Tran-
sit Connects and F-150 box trucks. 
We don’t have a lot of storage space 
in the Transit Connects, so we have 
no choice but to store our big items, 
such as PVC and ladders, on the 
roof. The rack system must enhance 
Uptown’s professional image for the 
life of the vehicle (5-year lease), be 
secure and easy to use. “
Chris found their ladder rack solu-

tion with the assistance of their local 
up-fitter, Aspen Equipment. Uptown 
selected Prime Design AluRack® 
(P/N AR1207) with two accessory 
items: a conduit tube carrier (P/N 
CON-8010) and a ladder clamp 
down (P/N ARC-R). The AluRack 
has an anodized aluminum finish. 
This finish resists the harsh weather 
conditions and road chemicals in the 
Twin Cities metro area.  
While steel ladder rack solutions 

are effective at securing ladders, 
most quickly rust. Not only is rust 
an eyesore, it can adversely impact 

other parts of the vehicle, such as 
the topper, as well as the image of 
the business.  “We’ve had steel lad-
der racks before. They rusted really 
fast, and it doesn’t look profession-
al,” Chris said. “Image is everything 
to Uptown, from our uniforms, to the 
building we rent, to our vehicles, 
even to our ladder racks. “
The standard rear roller on the Al-

uRack makes loading and unloading 
much easier, while the clamp down 

accessory keeps the ladder firmly in 
place. “The Conduit Carriers allow 
us to carry full 10 foot lengths of PVC 
in our Transit Connects,” Chris con-
tinues.  “One of the features we love 
about this ladder rack is that when 
we step on the brakes hard, none of 
the product attached to the ladder 
rack goes flying off.” 
For the installers at Aspen Equip-

ment, the AluRack attaches to Ford’s 
factory mounting points eliminating 
the need to drill holes, reducing in-
stall time. 
Prime Design’s aluminum, light-

weight and ergonomic ladder racks 
provided the best solution to fit Up-
town’s needs. With rack weights 
ranging from 33 - 96 lbs., AluRack 

weighs 30% less than a similarly 
configured steel rack, allowing you 
to carry more cargo without jeopar-
dizing OEM roof capacity. The cross-
bar is aerodynamic and reduces 
wind resistance.

For more information, visit 
www.primedesign.net. 

Or, to learn about the additional 
brands owned by Prime Design’s 
parent company, Safe Fleet, visit 

www.safefleet.net

A LADDER RACK FOR ALL SEASONS
END-USER STORY: UPTOWN PLUMBING HEATING & COOLING
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ENKI Brewing, a small micro-
brewery located in Victoria, 

Minnesota on the outskirts of Min-
neapolis, made their first batch of 
beer in June, 2013. ENKI Brewing 
is now moving from their present 
3,000 square foot brewery to a larg-
er 46,000 square foot building with 
loading docks. ENKI Brewing has 
been developing a growing custom-
er base, making the move to a larger 
facility necessary.  
John Hayes, President and Co-

founder of ENKI Brewing, explains. 
“Since 2013 we’ve been producing 
20 barrel batches of beer from our 
brewhouse and three fermenters, 
delivering it to local bars, restaurants 
and liquor stores. We have since tri-
pled our fermenter capacity to meet 
the growing demand for our beers.” 
Many breweries have a wholesale 

distributor that picks up their beer, 
stores and delivers it to retail outlets. 
ENKI Brewing self-delivers. “We 
have been able to grow while re-
taining our distribution rights,” John 
explains. “We feel that there is a 
strategic, competitive advantage to 
self-deliver because it keeps us in 
close contact with the retailers and 
the end customer. A wholesale dis-
tributor just cannot devote the same 
amount of time and care to our prod-
ucts as we do.” 
“The challenge for self-distributors 

is that we have to make all these 
stops around town. It is a lot of work. 

So we needed a vehicle that accom-
modated our ability to self-distribute. 
That’s why we went with the Ford 
Transit and the National Fleet Prod-
ucts swivel loading ramp,” John said. 
“Our primary delivery vehicle is an 
insulated Ford high-roof Transit van, 
upfitted with a cooler and the Na-
tional Fleet Products Swivel Loading 
Ramp. We use it for hauling kegs and 
cases to our 250 local accounts.”
The National Fleet Products Swiv-

el Loading Ramp is a spring assist 
ramp with a unique 180 degree ex-
ternal & internal swivel. “The swivel 
loading ramp is a simple and elegant 
solution,” John comments. “The fold-
ing, 8-foot ramp resides within the 
interior of the van. If we don’t want to 
use the ramp we can swing it out and 
have direct and complete access to 
the back of the van.”
“One of the reasons we got the Na-

tional Fleet Products ramp is that it 
really saves time,” John said. “Since 
we are delivering more and more 

kegs, we need that time. The result 
is our guys do not feel rushed and 
are less prone to knocking up the in-
terior of the van. I want to keep our 
van in good condition, so this ramp is 
one of the tools that help us do that.”
 “The National Fleet Products ramp 

can also go up to the height of load-
ing docks, as opposed to going 
down to ground level. This is a key 
advantage for us,” John explained. 
“Some of the places we deliver have 
high loading docks. Before we had 
this ramp we had to pull the keg off 
the van, put it on a dolly and then 
run it up stairs. This was slow and 
back-breaking. Each keg weighs 
165 pounds, so this ramp saves our 
peoples’ backs.”
ENKI Brewing is a well-managed, 

highly organized enterprise. The 
company takes its name from ENKI, 
the ancient Sumerian god of flow-
ing water. ENKI brought fresh wa-
ters to the land, prompting the start 
of agriculture and quickly followed 

SWIVEL RAMPING IT UP
END-USER STORY: ENKI BREWING
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END-USER STORY: ENKI BREWING
discovery of beer. ENKI Brewing is 
now rolling off more and more kegs 
of their fine beer with the help of the 
National Fleet Products Swivel Load-
ing Ramp. ENKI Brewing’s mission 
is making the world a friendlier place 

by encouraging people to share a 
beer together.   They are making lots 
of new friends and quite a name for 
themselves along the way.
To check out ENKI Brewing, go to: 

www.enkibrewing.com. 

To see National Fleet Product’s 
complete offerings, visit their web-
site at: www.nationalfleetproducts.
com

www.enkibrewing.com
www.nationalfleetproducts.com
www.nationalfleetproducts.com


J.F. Electric, Inc. a four-generation 
family business, was founded by 
James Fowler in 1925 as a plumbing 
contractor in St. Louis, MO. Through-
out the following years they expand-
ed into the HVAC, Sheet Metal and 
Electrical Construction business. 
In 1969 Jim Fowler, the third gen-

eration, purchased the Electrical Di-
vision and started J.F. Electric, Inc. 
in Edwardsville, IL. Today they have 
grown into one of the Top 100 Pri-
vately Owned Businesses in the St. 
Louis Metro East area. Under the 
leadership of Greg Fowler, current 
President and CEO, their revenue 
has grown significantly over the last 
several years.
Mandy Fowler, Marketing Coordina-

tor, shared their two primary values.
“Safety is our number one value – 

we want to make sure that all of our 
employees go home safe to their fam-
ilies every night.”
“We continue to grow our business 

and create relationships with our 
customers in the Utility, Commercial, 
Industrial and Telecommunications 
industries. We proudly deliver value 
to every job we take on from pre-
planning to job completion.” 
With a fleet of over 650 vehicles, 

from Class I through Class VIII, small 
vans through tandem, they service 
electrical, construction and mainte-
nance customers from Ohio to Kan-
sas and Montana to Alabama. 
They utilize Escape Hybrids and 

Expeditions along with F150, F250, 
E150, E350, F350, F550, F650, F750 
and LT9000. Their equipment ranges 
from tool boxes to van interiors, ser-
vice bodies, Knapheide Utility Vans, 
flatbeds, dumps, cranes, aerial buck-
ets and digger derricks. Just over 
15% of their fleet is Ford. 
Let’s examine the vehicle selection 

criteria utilized by J.F. Electric, Inc. 
to deliver value to their customers 
with every job. This will help all Ford 

commercial salespersons understand 
their customer’s expectations and 
learn the processes needed to be 
successful. 

1. Dealer must provide the correct 
vehicle on a timely basis to match 
the application needed by the cus-
tomer.  Terry Wojtowicz, Vice Presi-
dent of Sales, Broadway Ford in St. 
Louis, MO recently delivered an F750 
mechanics truck and two E350s with 
KUVs from the Knapheide Truck 
Equipment Center in St. Peters, MO 
with minimal lead times. Both types of 
vehicles met the immediate needs of 
the customer. 

2. The value of the local dealer and 
their service support history is very 
important during the sales process. 
The sales person must work to match 
the right truck with their needs and fit 
the vehicle to the employee’s task. 
Support after the sale is extremely im-
portant through good faith and timely 
handling of warranty claims. There 
is “no such animal” as a vehicle with 
trouble free service. Service after the 
sale is an extremely important part of 
the vehicle acquisition.

3. Fleets of this size require open 
dialogue and a strong relationship 
with the OEM corporate contacts with 
expertise in sales, service, parts and 
maintenance. Those OEMs with con-
tinued open dialogue have the great-
est success ratio. J.F. Electric’s fleet 
manager has continued communica-
tion with other OEM sales and main-
tenance managers resulting in an im-
proved level of service and increased 
vehicle population. It is imperative for 
OEMs to understand and build rela-
tionships with their fleet customers.

4. Commercial salespersons that 
fully understand the vehicle applica-
tion will address the fleet manager’s 
needs when the Class III vehicles 
need to be replaced with Class V 
vehicles. The Class III vehicles were 
continually overloaded creating an 
increased cost per mile of operation. 
The Class V vehicles will handle the 
required loads and actually reduce 
the overall cost of operation. This is 
easily handled when the salesperson 
continues an open dialogue with the 
fleet manager to understand the vehi-
cle’s application for the required task.

IN the TRADES By Taylor Steinberg
Corporate Sales Trainer, Knapheide

END-USER STORY: KNAPHIEDE
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5. The fleet manager at J.F. Electric 
tells us that all types of communica-
tion have a place: in person, phone, 
text or email are preferred. “I would 
rather read a short email or answer 
a quick text rather than spend time 
speaking on a phone. Having said 
that there is still a need for phone 
conversations and person meetings. 
Knowing which applies is learned as 
relationships are developed. Every-
one’s time is important and needs to 
be respected”. 

6. Specific appointment times are 
the most preferred method of com-
munication when going over major 
issues.

7. Establishing an inventory of ve-
hicles, especially pickups, with the 
specifications required by J.F. Elec-
tric, Inc. will help both the dealer and 
the OEM.

8. Processes developed by their 
servicing dealers and Enterprise 
Fleet Services address a number 

of the required vehicle acquisition 
efficiencies. The establishment of 
vehicle specifications meeting their 
needs has been an excellent re-
source.
A number of future trend lines are in 

place as J.F. Electric, Inc. continues 
to grow their business.
• Add more specialty type vehicles to 

match the task at hand and gener-
ate efficiency improvements.

• Moving away from the one size fits 
all syndrome.

• Trying to maximize both vehicle 
and employee efficiencies by utiliz-
ing their input on the selection and 
development of the chassis and the 
upfit packages.

• Minimize fuel and repair costs 
through improved driving habits 
and route selection.

• Continued effort to collect and ana-
lyzing data associated with total 
cost of ownership will allow more 
cycling of vehicles at the optimum 
time. 

•  Acquiring smaller vans with com-
mercial interiors for their service 

type employees will reduce their 
cost per mile of operation while im-
proving the required service levels.

THE BOTTOM LINE
“We’re a big proponent of building 

relationships at J.F. Electric. We like 
to work with individuals who have the 
authority to make decisions,” Mandy 
said. “We understand that occasion-
al issues need to be bumped up but 
not all issues need to be handled 
that way. We appreciate manufac-
turer representatives visiting with us 
and listening to our comments and 
extending their willingness to work 
with our business. We want and 
need to be important not only to the 
dealer but also to the manufacturer”.

A New
TwisToN

AlumiNum
    RAmps

With 180˚ rotation and two storage locations, the Link Swivel 
Ramp offers unmatched loading and unloading flexibility. It mounts 
in the rear stored position, but can also be stored inside behind 
the wheel well. When not in use, it rotates out for unobstructed 
access. Available in bi-fold options from 30” to 47” wide.

See more at www.linkmfg.com/swivel_ramp

    
Phone +1 800 248 3057
    @LinkMfg
www.linkmfg.com/products/ramps

Ideal for most
Ford Transit
applications

IN the TRADES
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Nice to re-meet you!

We met at the National Dealer Meeting.  As a refresher, Prime Design is the 
innovator of the ergonomic, drop down ladder rack.  Our solutions help fleets of 
all sizes stay safe and productive. 

How can we help your dealership?  Our team of (7) regional territory managers 
looks forward to learning this answer.  Give us a call, or visit our site to learn more.    

Prime Design.  The ladder rack specialists.       

IMPROVE PRODUCTIVITY
Deploy or stow in less than :20 
seconds

REDUCE INJURIES
Eliminates slip and fall hazards from 
climbing on bumper or tire

SAFETY
Feet stay safely on the ground

Search “Prime 
Design high roof 
demo 2016”

SUmmer 2016 FORDPROS24       

Work Truck Solutions provides ‘end 
users’ – commercial dealers, with 

an easy way to display their commercial 
inventory online, as a button on their re-
tail site, on a separate commercial web-
site, or both! 
As a result, when the dealers ‘end user’ 

the truck buyer, sees that the dealer is in 
the commercial business, and that they 
not only offer inventory, they offer online 
convenience as part of their promise of 
service to the truck buyer, it’s a win-win 
for everyone. 
To the right is an easy chart so you can 

see, at the end of the day, how Work 
Truck Solutions’ service helps both ‘End 
Users.’
You can see that Work Truck Solutions’ 

service is designed to help both sides of 
the sales process! 
And it is SO easy to set up, just sign up 

online, answer some questions, and give 
access to body invoices. Then inven-
tory listing and prices are automatically 
updated nightly. At any time, the Ford-
Pro can easily post a sale price online 
or feature a specific truck or van. Work 
Truck Solutions can also feed online me-
dia such as Commercial Truck Trader to 
help drive leads to the dealer’s inventory.
Work Truck Solutions’ service can even 

integrate with the dealer’s retail CRM 

so that leads assigned to FordPros are 
not accidentally grabbed by retail sales 
personnel. The monthly Google Analyt-
ics report is being used by smart dealers 
to track interest in specific chassis, body 
types, stock numbers and more to help 
them plan flooring and keep their days 
on lot low.

And the newest way Work Truck Solu-
tions is helping their dealers? Dealer in-
ventory is now being displayed on body 
manufacturer and distributor websites 
to help customers locate your inventory 
quickly no matter what site they start 
looking online first!!! Examples include: 
Knapheide Body, Smyna Body, Allied 
Body, Reading Equipment, and more.

A TOOL FOR BOTH SIDES OF THE SALES PROCESS
END-USER STORY: WORK TRUCK SOLUTIONS

YOUR TRUCK BUYER
Simple online access 

Two clicks to a vocationally specific 
truck

Easy to communication with the dealer
Great photos and information on both 

the chassis and the body
Enhanced product information from the 

manufacturers
Easy to share a truck with co-workers, 

bosses and friends
Save a truck for later in a personal 

Garage
Know you are working with a profes-

sional!!!
Have many commercial vehicles to 

choose from
Reach a professional, commercial         

salesperson quickly
Learn more about work trucks

TRUCK SALES PRO (FordPro) 
Simple online access
Two clicks to a specific truck for a buyer
Easy to communicate with the buyer
Great information on both the chassis and 
the body, including backend details
Enhanced product information from the 
manufacturers, including distributor contacts
Easy to send the right truck(s) to past or 
prospective truck buyer
Quick Quote: email a quote while the buyer 
is on the phone, or save it to their Garage
Look professional, knowledgeable; include 
your signature and contact info always
Use the optional trade network to show 
extra trucks and vans, and to help move 
inventory
‘UP’ system notifies FordPro what buyers 
wants via text and email
Informational marketing emails sent monthly



COMMERCIAL TRUCK 
Building or Rebuilding an Effective, Successful, and Profitable 
Commercial Truck Operation within a Retail Auto Dealership
By Terry R. Minion
“. .  whether you want to add $100,000 or $1,000,000 to your 
bottom line, you will benefit from this ‘how to’ on commercial trucks.”
 -- Greg Martin     Buy the book @ www.ctsdealer.net 

Now Available on Amazon.com! 
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I want to talk about a tool that ben-
efits the end user. It is rare to find 

such a tool that serves the end user, 
the prospect, the dealership, the 
salesperson, and the entire market-
place at the same time. It is innova-
tive, effective, easy to use, and is 
in operation 24/7/365; that is, if you 
have it.
If I were to start a commercial truck 

department at any dealership any-
where in the United States or Cana-
da, this would be the very first tool I 
would purchase. And, I would never 
let it go. As I become more familiar 
with what it can do and be and how it 
can serve everyone involved, I would 
be celebrating this tool as not only 
my best tool, but THE best tool.
This tool is Work Truck Solutions. 

If you already have it, I cannot even 
imagine you letting it go, and if you 
haven’t yet got it, I cannot recom-
mend it enough. It is not an option. It 
is an absolute necessity.
There has never been a tool like this 

for a commercial truck department at 
a dealership. In the past, showing the 
commercial inventory was not only a 
challenge, but fraught with naviga-
tion issues, lack of photos, showing a 
pickup image for a service body, and 
much more. Now, there is a special-
ized program to manage not only a 

dealership’s own commercial inven-
tory, but more importantly, help them 
to sell trucks that they don’t really 
have. I’ve always loved having more 
inventory available than I had, and I 
used to do that with partnerships with 
other dealers, and now that is a built-
in help. 

From a prospect, or an end user’s 
point of view, now the commercial 
truck inventory makes sense. It is 
searchable by body type, and a lot of 
other options. When someone wants 
a service body, they can click that 
box and all they will see is service 
bodies—those that are currently in 
stock and those that reside in a wide 
area that are available quickly. If they 
want only diesel service bodies, they 
can add that criteria to the search 
and see only diesel service bodies. 
This way the prospect or end users, 
gets the information they need, and 
can then call to see more about it. It’s 
as near a perfect system for finding 
what end user’s need in the way of 
commercial trucks as anything I’ve 
ever seen.
Although in my mind having that 

inventory displayed in a way that 
makes it easy for the end user is the 

biggest benefit, it doesn’t stop there. 
The ways that the sales team and 
managers of the department can 
make use of this tool extends the 
value greatly. It is easily one of the 
most helpful tools in managing the 
commercial truck inventory. What’s 
even better is that the dealership’s 

participation in the efforts to get the 
units online is minimal in comparison 
to the way it was. Much of the inven-
tory data is uploaded directly from the 
manufacturers computers systems, 
to make it so much easier to just fill 
in the rest.
I could go on and on and on about 

this fantastic tool. No, no one is prod-
ding me or paying me, or even en-
couraging me to mention this prod-
uct. I just believe in having the best 
tools possible, just like any craftsper-
son might want. This is the sharpest 
and most effective, and will be the 
most used tool in the shed. And the 
benefits of Work Truck Solutions will 
continue to grow as they continue 
to improve their product. See more 
about Work Truck Solutions at http://
www.worktrucksolutions.com. 

TERRY’S BLOG
END USER’S POINT OF VIEW

http://commercialtrucksuccess.blogspot.com/

Terry Minion
Commercial Truck Success 

“IT IS AN ABSOLUTE NECESSITY!”

http://www.worktrucksolutions.com
http://www.worktrucksolutions.com


www.casecomfg.com info@casecomfg.com

FlatbedsUtility BodiesEnclosed BodiesCrane Bodies

We have four strategically placed locations with Ship-To and Ship-Through capabilities
offering upfit services to any light duty truck or van. We specialize in fleet services, 

big or small, and pride ourselves in completing the job correctly and on time. Visit our 
website to learn more about what we can offer your team. www.CASECOMFG.com  
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In southern South Carolina is a 
small city named Hardeeville, 

about 20 miles north of Savannah, 
Georgia. With a population of under 
5,000 people, you may not expect to 
see a Ford dealership there that con-
sistently ranks in the top 5 for com-
mercial truck sales in this region. 
But Hardeeville is the home of the 
exceptional O.C. Welch Ford Lincoln 
dealership, with a main showroom of 
65,000 square feet.
The President, Dealer Principal and 

sole stockholder of O.C. Welch Ford 
is O.C. Welch. Savannah is O.C.’s 
home and where, in 1976, he start-
ed selling Fords at J. C. Lewis Ford. 
It was only six months later that he 
opened up his own used car lot with 
the $2,000 in his saving account. 
O.C.’s first business venture had over 
five million in sales by 1985.  As suc-
cessful as his lot was, O.C. then de-
cided to buy his own Ford dealership. 
O.C. Welch Ford Lincoln now em-

ploys 103 people with 12 commer-
cial truck salespersons. The facil-
ity has three buildings including that 
enormous 65,000 square foot main 
showroom. The twenty-acre inven-
tory lot holds at least 350-450 trucks, 
with about 200 commercial vehicles 

at any time. The commercial service 
area is large, containing 24 service 
bays with a six bay quick lane.
O.C. is a BPN Master Certified 

Commercial Accounts Manager. This 
level of certification is very unusual 
for a dealership principle. “I take ev-
ery single test the salespersons do, 
“O.C. said. “I wear a lot of different 
hats, selling about 500 vehicles a 
year myself.”
Giving his commercial sales team 

all the advantages he can, O.C. com-
ments on one of his newest selling 
tools, Work Truck Solutions (WTS). 
WTS is an online inventory solution 
that plugs right into the dealer’s re-
tail website. “I got a sneak preview of 
WTS from a friend in the business, 
and at the last NTEA Work Truck 
Show I went to their booth and spoke 
with them. I like Work Truck Solu-
tions because it is very user friendly 
for both the consumer and the inex-
perienced salesperson. All twenty of 
our commercial salespersons use 
WTS daily to generate and work 
on leads. It is light-years ahead of 
the other online services out there.”  
Work Truck Solutions is a Ford BPN 
authorized auto co-op vendor.
“Work Truck Solutions is fool-proof; 

you can’t make a mistake,” O.C. 
continues. “The WTS website makes 
it easy for customers to just click on 
what they want. There is a learning 
curve our salespersons have to go 
through,” O.C. said. “But if you can’t 
learn, you can’t earn,” O.C. Welch 
Ford has been using WTS for only 
5 months. “It has helped us pick up 
about 7-8 more sales a month so 
far and I know it will help us pick up 
more. Eventually I see it doing 300-
400 sales a year for me. “
“We are here to help our customers’ 

businesses grow,” O.C. explains. 
“You have to develop good relation-
ships to do this. When a customer’s 
truck is down, you are not taking care 
of them. They will not come back 
to you if you are not taking care of 
them. Once you build trust with the 
customer he is not going anywhere; 
he is going to stick with you until it is 
all over with. It takes a while to build 
these relationships. Just do it!”
We can all learn from O.C.’s con-

fidence and goodwill. “I am used to 
having people have high expecta-
tions for me. I know there is nothing 
you can’t learn. I don’t have any rea-
son to let anyone down,” O.C. says. 
“When you help somebody, you are 
helping yourself.”

O.C. Welch

By Ken Keller



CENTRAL PENNSYLVANIA

The Central Pennsylvania Ford 
Truck Association will meet again 

on Sept. 14th.

CHICAGO

Bill Molthop reports: The Ford Truck 
Club of Chicago finished the year 

as strong as we have been in recent 
history. The crowning achievement was 
the annual golf tournament in June, 
when 55 brave warriors took sticks in 
their hands to subdue the 7,200-yard 
countryside. The course at the end of 
the day won. FTCC held monthly meet-
ing from September to May and aver-
aged 55 attendees per meeting. 
Thanks to our loyal sponsors Auto 

Truck Group, Knapheide, Inlad Truck 
and Van, Monroe, Supreme Corp., Ford 
BPN and Chicago Parts and Sound. 
Thanks to all Ford truck professional 
through the land for maintaining the 
highest amount of professionalism in 
the industry.

FORD TRUCK CLUB NEWS

A Safe Fleet Brand

www.primedesign.net | 877 . 463 . 7225

Reduce the High Roof
Slip Hazard
Reach and load high roof cargo with 
confidence with the Rear Door Access Ladder :

Call, click, or watch how much easier and safer accessing high roof cargo can be. 

IMPROVE SAFETY
Eliminate the hazard of using a tire or 
bumper to access cargo

NO HOLES TO DRILL
Maintains the waterproof 
integrity of the door    

INSTALLS IN MINUTES 
Watch YouTube video to learn how

Watch YouTube video to learn 
more.  Search “Prime Design 
Rear Door Access Ladder”.  
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WHAT’S IN 
A NAME?
Well, in this case, a tool box, your 
tie-downs, some drop cloths …

GET TO KNOW REDI-GATE
The industry-first Redi-Gate™ from Reading is a new innovative design that gives you over 1.1 
CF of additional built-in storage space for your tools and equipment — secretly hidden inside 
the tailgate itself!

Choose from two models: including one with 4 – 125 V weather-resistant GFCI receptacles and 
a power input outlet — all integrated into the mounting bracket.

FOR MORE INFORMATION ON THE REDI-GATE, VISIT OUR WEBSITE OR CALL TODAY.

855-232-3819  |  ReadingBody.com  |   

NEW ENGLAND

Ford Commercial Truck Association 
of New England last meeting took 
place on Tuesday, July 19th, at their 
new meeting location, Carbone’s Ris-
torante in Hartford, CT. It was a well-
attended meeting with 50-55 mem-
bers showing up.
This was a very special meeting as 

we were privileged to have one of 
the most senior members of the Ford 
Fleet Team, Mr. John Ruppert, Gen-
eral Manager - Commercial Vehicle 
Sales & Marketing. He is the per-
son who is in charge of “charting the 
course” of all things “Commercial” for 
Ford Motor Company. John talked 1 
on 1 with our members and gave a 
good talk updating everyone. The As-
sociation thanks Mr. Ruppert for his 
time and vital information.

Tony Verillo spoke to our group about 
navigating the complicated and con-
fusing safety regulations for the State 
of Connecticut. Tony currently owns 
and operates Vista Transportation 
Safety Consulting, which is a private 
consulting firm dedicated to assisting 
the trucking industry with these regu-
lations. Prior to having his own busi-
ness, Tony spent 24 years working as 
an inspector for the Connecticut Motor 
Vehicle Department. Much of Tony’s 
career was spent in the Commercial 
Vehicle Safety Division. Tony is emi-
nently qualified to discuss all aspects 
of Commercial vehicle regulations. 
Tony is also a certified CDL Instructor 
with the Federal Motor Carrier Safety 
Administration. 
Kevin Trainor from Dejana Truck 

and Equipment spoke about the com-
pany’s new product and their recently 
announced merger with Douglas Dy-

namics, Inc., America’s premier man-
ufacturer of vehicle attachments and 
equipment.
This month’s meeting was hard hit-

ting, full of information, and fun... 
It was also much shorter than last 
month’s meeting. We heard your rec-
ommendations and we will be striving 
to streamline this and future meetings 
to enable those who need to drive a 
long distance some time to get home 
at a reasonable hour. We have also 
streamlined the food ordering process 
to speed up the overall meeting time. 
The Association’s next meeting will 

be on August 16 at Carbone’s.

FORD TRUCK CLUB NEWS
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The Nor-Cal Vans Transit Crew Van 
helps your commercial customer 
transport both cargo and up to five 
people, providing the flexibility to 
bring along their entire work force 
to any job.  It’s ideal for construction 
companies, plumbers, forest service, 
or anyone moving both crew and ex-
tra equipment.

Features
•  Choice of vinyl 3-passenger 
   fixed seating or 2-passenger 
   fold-away seat
•  Lap and shoulder belts
•  FMVSS compliant Options
•  Bulkhead
•  Cloth seating
•  Grab handles
•  Running boards
•  Electric or manual steps

With 30 years of experience in the 
Mobility Industry, Nor-Cal Vans offers 
innovative Ford commercial shuttles 

and wheelchair accessible vans. As 
a certified Ford QVM (Qualified Vehi-
cle Modifier) and Ford Pool Account, 
Nor-Cal Vans safety tests all conver-
sions to meet FMVSS and under-
goes annual inspections from Ford to 
ensure the safety and high quality of 
our vehicles. For more information or 
to order the NCV Transit Crew Van 
call (866) 892-0150.

www.nor-calvans.com

Room for crew and cargo
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+

PALFINGER PERSONNEL BASKET
AND SERVICE CRANES 
SAFETY AND COMFORT  
AT THE HIGHEST LEVEL

LIFETIME EXCELLENCE

WWW.PALFINGER.COM

 STORAGE BOXES 
The personnel basket 
is designed to collapse 
into a patent-pending, 
compact storage box 
which can be mount-
ed anywhere on the 
work truck body.

+

 QUICK CONNECT 
This patent-pending, 
triple lock mechanism 
mounted to the crane 
boom allows quick 
lock and unlocking of 
the personnel basket 
to the service crane. 

++

+

www.norcalvans.com


RACK

‘N ROLL

FINALLY, A LADDER RACK DESIGNED AROUND YOU. LEARN MORE AT ADRIANSTEEL.COM/LADDER-RACKS
© Adrian Steel Company 2016, all rights reserved. Adrian Steel Company is an independent equipment manufacturer, prices may vary. Please visit AdrianSteel.com to contact your local distributor for further details. 

AdrianSteel.com

GRIP LOCK LADDER RACK

DROP DOWN LADDER RACK

Exclusive tilt angle
Anyone 5’7” or taller can easily load and 
unload ladders.
Secure clamping mechanism
Save time and gain peace of mind by quickly 
clamping your ladder into place. Eliminate the 
uncertainty of strapping your ladders down.
Corrosion resistant design
The natural aluminum finish protects your 
ladder rack from the elements and reduces 
corrosion, all while lightening your load with 
a rack that’s 15% lighter than traditional 
steel racks.

Exclusive twist-to-adjust feature
Fit the rack to your ladder in mere seconds 
with innovative adjustment knobs.
Easy reach handles and two-stage drop down
Easily load and unload ladders with the most 
ergonomic load height of any ladder rack 
available. Anyone 5’4” and taller can operate!
Corrosion resistant design
The natural aluminum finish and sealed steel 
drive shaft protects your ladder rack from the 
elements and reduces corrosion, all while 
lightening your load with a rack that’s 15% 
lighter than traditional steel racks.



RIGHT TRUCK. RIGHT PLACE. RIGHT TIME.


