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Ahhhh, Technology….it was ten 
years ago in 2009 that we published 

our first Technology column and in that 
article we reported searching Google 
for “work truck” and “commercial truck”; 
at that time only 38 dealer sites came 
up nationally. Of those only a third of 
them had a tab on their homepage for 
commercial vehicles. Of those, only 
five had commercial trucks listed and 
of those, only four had pictures of their 
inventory. None of those were Ford. 
Here is a quote from that article:
“Online research is becoming a natural 
extension of our daily routine. We do 
it instinctively and often. We don’t put 
up a wall between online activities 
and offline activities. They’re both just 
means we use to achieve our goals”
Fast forward five years to 2014, and an 
important transition happened – as a 
country the US spent more hours using 

their smartphones in a given month 
than they did surfing the web from 
computers: 34.5 hours on their phone 
vs 27 hours on their computer!!!
Today dealers understand how 
important digital marketing is, as well 
as the opportunities they have to reach 
out to commercial buyers via social 
media. This issue highlights many 
of the ways that dealers, and their 
supplier partners, are taking advantage 

of technology to serve their business 
customers and make their lives better. 
Please note CarGurus’ recently 
published research that over 96% of 
vehicle shoppers go first to a third party 
site before buying, and only 48% of 
them go to the dealer’s website. This 
means that it is even more important 
to understand the digital landscape 
and learn how to target your business 
customers.  

Continuous Transition into Technology 
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My brother is a funny guy.  He 
doesn’t like some foods.  He 

doesn’t like zucchini.  Hard to imag-
ine, but there it is.  Because his wife 
is legally blind and has difficulty 
navigating through the kitchen, he 
spends many evenings every month 
having dinner at friends’ homes.  
He told me that it seems like all 

the time, the hostess will suggest 
he try the zucchini, and he says he 
doesn’t really care for zucchini.  The 
hostess/chef almost always would 
respond, “Oh, I understand, but try 
MINE: I think you’ll think it’s differ-
ent!”  Still hated it.  
So, how did he get them to stop 

MAKING him try theirs?  He simply 
says, “You know it looks really great, 
but…zucchini gives me gas!”  
End of problem!
Then there are other things he 

thinks he wouldn’t like.  When we 
were in Spain on the Camino in 
Spring of 2017, he wasn’t at all in-
terested in one of their delicacies:  
octopus.  We’d never tried it... It 
was late in the trip…I didn’t want to 
get sick so near the end, etc.  So I 
passed, along with him.  Last month, 
when Lyn and I went back, I tried it…
and LOVED IT!  

I know some General Sales Man-
agers are outspokenly NOT INTER-
ESTED in Truck Clubs (Associa-
tions, whatever).  They just DON’T 
LIKE THEM!  In just about every 
case, they have never attended 
one.  Same with some FordPros, 
who think they will give away trade 
secrets, lose business because they 
left their office a couple hours early 
to be on time.  
They must be afraid that it will give 

them gas.
Maybe they should just try one, 

ONE TIME!   We who attend know 
what they’ll say…including the four 
dealerships who travel over 150 
miles every couple months to attend 
the one in the Northwest!
Let’s go try something new, that 

just might help us sell some more of 
the best-selling trucks and vans in 
the world!

Joe Hughes
President,  NFTC

joehughes@fordpros.com
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Learn more at
www.venturo.com 

800-226-2238

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.



HIGHBEAMSIn The

TRANSFER FLOW HOSTS NATIONAL 
MANUFACTURING DAY EVENT  

Friday, Oct. 4th, 2019, Chico, CA. 
In celebration of Manufacturing Day 2019, Transfer 

Flow, a manufacturer of automotive fuel tank systems, 
opened its doors to the Chico community. Open house 
events included factory tours of the production, assembly, 
and engineering departments.
Manufacturing Day is a national annual event executed 

at the local level supported by thousands of manufacturers 
as they host students, teachers, parents, job seekers, 
and other community members at open houses, plant 
tours, and presentations designed to showcase modern 
manufacturing technology and careers. 

“Our open house [allows] us to highlight how 
manufacturing contributes to our local economy, 
and to showcase the outstanding opportunities a 

career in manufacturing can provide,” 
said Lisa Johnson, CEO.

Manufacturing Day is co-produced by the Fabricators 
& Manufacturers Association, International (FMA), 
the National Association of Manufacturers (NAM), 
the Manufacturing Institute (MI), the National Institute 
of Standards and Technology’s (NIST), and Hollings 
Manufacturing Extension Partnership (MEP).

More information on 
Manufacturing Day is 

available at www.mfgday.com

www.transferflow.com
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HIGHBEAMSIn The

DRIVERGE AT NEMTAC NON-EMERGENCY 
MEDICAL TRANSPORTATION 
ASSOCIATION CONFERENCE

Driverge Vehicle Innovations exhibited and spoke at 
the NEMTAC Inaugural Conference, September 

8-10 in Scottsdale, AZ. The NEMTAC conference was 
the first for the organization, whose purpose is to ensure 
safe medical transportation and to play a part in the 
establishment of American National Standards for the 
commercial non-emergency wheelchair transportation 
industry.
Jim Cermak, Driverge’s Director of Training, spoke 

on 9 Bottom Line Reasons to Invest in Wheelchair 
Transport Driver Training. 
In addition to the speaking session and exhibit 

booth, Driverge had on display two NEMT wheelchair 
accessible vans, one a Ford Transit equipped with a 
wheelchair lift.

www.driverge.com

NEW ADMIN AND SALES PROFESSIONALS 
JOIN MASTER DISTRIBUTOR FOR 

INTERMOTIVE  

LGS Group, the master distributor for InterMotive 
Vehicle Controls, offering plug and play vehicle 

control solutions for law enforcement, work trucks, 
transit, school buses, mobility, fire trucks and 
ambulances markets, announces the addition of three 
new team members: Lisa Medina, Debbie Cabrera and 
Megan Walker.
 “We are excited to have these hard-working women 

join us,” says Linda Schafer, President of LGS Group. 
“Debbie and Megan have already proven themselves 
as dedicated professionals, and Lisa is a great fit to 
head up our administration team.”
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NEXT-LEVEL 2020 FORD SUPER DUTY PICKUP OWNS TOWING, 
OWNS PAYLOAD, OWNS POWER AND OWNS WORK

THE BLUE OVAL
Ford F-Series, America’s best-selling 

truck for 42 consecutive years, is once 
again delivering for its most demanding 
and hardworking customers by producing 
its most capable and powerful heavy-duty 
pickup ever – the new 2020 F-Series 
Super Duty.

“Ford truck customers are building a 
better world with Super Duty and we’re 
helping them work even harder with the 
most available diesel towing, payload, 
torque and power you can get in a heavy-
duty pickup,” said Mike Pruitt, Super Duty 
chief engineer. “We’re excited to be in 
the nation’s largest truck market at the 
State Fair of Texas announcing we’ve 
surpassed the kilotorque barrier and 
made it standard with every pickup truck 
featuring a Power Stroke diesel engine.”
Built Ford Tough from the ground up, the 

new 2020 F-Series Super Duty pickup is 
an icon of durability and capability. It owns 
six key best-in-class heavy-duty pickup 
truck claims for full-size pickups over 
8,500 pounds:
• Best-in-class maximum available diesel 

gooseneck towing of up to 37,000 
pounds

• Best-in-class maximum available diesel 
fifth-wheel towing of 32,500 pounds

• Best-in-class maximum available diesel 
conventional towing of 24,200 pounds

• Best-in-class diesel power and torque 
with available 6.7-liter Power Stroke® 
diesel V8 delivering 475 horsepower 
and 1,050 ft.-lbs.

• Best-in-class gas power and torque 
from all-new available 7.3-liter V8 
delivering 430 horsepower and 475 
ft.-lbs.

• Best-in-class maximum payload 
capacity of 7,850 pounds with 
standard 6.2-liter gas engine

For 2020, maximum towing capacity 
increases across all Super Duty pickup 
series – F-250, F-350 and F-450 – versus 
the outgoing model.
Because today’s work is a 24/7 

proposition, keeping customers connected 
is essential. 2020 Super Duty is the only 
heavy-duty pickup to make connectivity 
standard with a FordPass Connect™ 
embedded 4G LTE modem with Wi-Fi 
access for up to 10 devices to keep crews 
in communication no matter where the 
job might take them. Modern touches 
include the addition of wireless charging 
for compatible mobile phones and USB-C 
ports to power your devices.

ford.media.com

FORD MAKEOVERS: QUICK, SEAMLESS OVER-THE-AIR SOFTWARE 
UPDATES HELP KEEP VEHICLE TECH CURRENT

Have you ever been envious when a 
new technology arrives just after you 

buy a new vehicle, or wish that vehicle 
could be repaired in your driveway? Ford 
has an answer to delight Ford vehicle 
owner’s and reduce repair trips.
In 2020, Ford will begin equipping most 

redesigned vehicles in the U.S. with 
advanced over-the-air update (OTA) 
technology, making it easy to wirelessly 
upgrade vehicles with quality, capability 
and convenience updates that can help 
improve vehicles over time and reduce 
dealer trips. Ford quickly becomes a 
leader in launching bumper-to-bumper 
OTAs for nearly all vehicle computer 
modules, including in conventional gas-

engine vehicles.
“We can now help improve your vehicle’s 

capability, quality and overall driving 
experience while you’re sleeping.”
Ford expects to deliver its first updates 

about six months after launching the first 
vehicles with the capability in 2020. Other 
updates could add new features to your 
vehicle, just as when Ford added Apple 
CarPlay and Android Auto compatibility to 
SYNC 3 through USB and WiFi updates 
several years ago.
Some updates will be virtually invisible 

to customers, enabled by an innovative 
platform that installs much of the new 
software in the background. This new 
platform keeps current software running 

until the new version is ready for activation 
– something that no other vehicle, or even 
some popular smartphones, can do today.
“Computer updates that require reboots 

seem to come at the most inconvenient 
times, which is why we wanted to make 
our updates as invisible to customers as 
possible,” says Butler.
Customers can receive notifications 

detailing the software updates when they 
are available and can even opt in to have 
the updates applied automatically over Wi-
Fi or cellular connections. In-vehicle alerts 
will then tell customers what updates were 
installed when they start the vehicle the 
next time.

ford.media.com
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FUEL ALTFOCUS ON 
LANDI RENZO 

SECURED 2020 F-150 
EPA CERTIFICATION

Landi Renzo USA, the American 
subsidiary of Landi Renzo Group, 

the global leader in alternative 
fuel systems for the automotive 
industry, has secured the F-150 EPA 
certification for both Model Year 2020 
using the Eco Ready™ CNG system.
This CNG product continues to 

expand Landi Renzo’s product 
portfolio as the most comprehensive 
lineup in the market today. Due to 
increased fleet demand for CNG 
products, and specifically the F-150, 
Landi Renzo is pleased to offer this 
product to customers fully supported 
by Ford and engineered in accordance 
with Ford’s requirements under 
the QVM program. As a Ford QVM 
developer and installer, the Landi 
Renzo Eco Ready™ CNG system 

carries an industry leading 3 years or 
50,000 miles warranty. In addition, the 
Ford warranty remains in place.
The product can be upfitted through 

regional installers or via Ship-Thru 
in Kansas City, where the F-150 
with gaseous prep package is 

built. Landi Renzo USA has begun 
stocking systems and is taking orders 
immediately. 

Contact Paul Shaffer 
at (214) 263-6525 or 

pshaffer@landiusa.com

AerocellClassicube Aerocell CW Body & EquipmentDry Freight

1.800.628.8914
www.unicell.com
sales@unicell.com

NOW AVAILABLE
The New Aerocell Transit

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

Smart Choice
THE PROFESSIONAL’S

1-2pg Ford ad January2016_final_layout  1/18/16  11:57 AM  Page 1
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FUEL ALTFOCUS ON 
FIRST 100% ELECTRIC 

FORD F-59 IN PRODUCTION 
FOR SEA ELECTRIC 

SEA Electric CEO, Tony Fairweather 
said “this is an exciting step forward 

for SEA Electric’s global footprint and a 
positive result for our USA operations 
who are currently working towards 
fulfilling several orders in the pipeline”.
The F-59 EV is being built on a Morgan 

Olson Walk-in Van body and will be 
deployed in Fall, 2019 for delivery 
routes in the greater Detroit area with a 
leading package delivery company.
The van will be powered by a SEA 

Drive® 120b power-system and boasts 
150kW of continuous power and 
250kW maximum power, and 2500 Nm 
maximum torque. With a range of up 
to 220 miles (350km), zero emissions, 
fewer moving parts and lower running 
costs, the 100% electric van is perfect 
for short stop-start delivery runs.

Charge time for the batteries is four to 
six hours using a 19.2kW single phase 
240V on board charger. 
David Brosky, SEA Electric’s Regional 

Director - North America said “We’re 
confident the fleet customer will love the 
overall performance of this SEA-Drive® 
powered delivery van.  We anticipate 
a very successful trial which will lead 
to substantial follow-on orders from 
fleet customers within the next 6- 12 
months.”
John Knudtson, Morgan Olson’s 

Director of Business Development, 
shared, “We see a growing interest, 
within our portfolio of walk-in step van 
customers, to include electrified work 
trucks within their fleets.  We’re pleased to 
be working with Sea Electric on this new 
Ford F59 electric chassis. In the past, 
we’ve built numerous step van bodies on 
various alternative powertrains and are 
pleased with how our body has adapted 
to the new Sea Electric platform. “

SEA Electric is an Australian 
automotive technology company that 
locally develops and assembles 100% 
electric-powered vans, commuter 
busses, and light/medium duty rigid 
truck models using its proprietary SEA-
Drive® power-systems.  Additionally, 
the company also works closely with 
a selection of leading American truck 
companies and brands including Ford, 
Isuzu, and Chevrolet to engineer and 
locally assemble SEA Electric power-
systems to their models.
SEA Electric head office operates 

from a facility in Melbourne with plans 
underway for a large-scale assembly 
facility in the Latrobe Valley in regional 
Victoria. 
For information about SEA Electric’s 

100% electric commercial vehicle range 
please contact David Brosky, Regional 
Director, SEA Electric. (586) 945-2061

www.sea-electric.com

FORD EQVM 
MOTIV POWER SYSTEMS 

SECURES $60 MILLION TO 
SCALE EPIC ALL-ELECTRIC 

CHASSIS, ESTABLISH 
DETROIT OPERATIONS 

The leading provider of all-electric 
medium-duty chassis for buses 
and trucks, Motiv Power Systems 
announced today it has secured $60 
Million in equity funding. The Series B 
round of investment was led by investors 
GMAG Holdings Corp. and Winnebago. 
These funds will support the overall 
growth of Motiv, including opening a 
new engineering and manufacturing 
facility in Detroit, Michigan, as well as 
facilitate further growth in the large-fleet 
customer segment.
 “Over the last ten years, Motiv has 

proven its technology and business 
model,” stated Matt Gallaher, Chief 
Financial Officer of GMAG Holdings 
Corp. “The commercial transportation 
industry is on the cusp of significant 
growth in electrification. We strongly 
believe in Motiv’s technology as well 

as the management team driving 
its growth. We are excited to further 
support them as the company scales 
to meet the demand of the growing 
commercial EV market.”
“We are excited to see the first Motiv-

equipped vehicle on a Winnebago 
commercial shell being used by a major 
hospital system on the West Coast,” 
said Ashis Bhattacharya, Vice President 
of Business Development, Specialty 
Vehicles, and Advanced Technology at 
Winnebago Industries. “Our customers 
are hungry for all-electric mobile 
solutions developed on our commercial 
shells, especially in California. We look 
forward to continuing our collaboration 
with Motiv and growing the electric 
commercial segment worldwide.”
With this tranche of funding, Motiv will 

continue its efforts to bring commercial 
electric vehicles into cost parity with 
fossil-fueled vehicles without the need for 
incentives. Establishing an engineering 
and manufacturing center in Detroit will 
strengthen its Midwest presence, bring 
Motiv closer to customers and partners 
in the region, and enable manufacturing 

growth through its partners. Further, 
Motiv will continue its focus on market 
development, technology innovation, 
and product differentiation in order 
to increase electric vehicle adoption 
throughout the transportation industry.
The EPIC chassis family features 

Motiv’s proprietary operating software 
and power electronics on popular 
Ford chassis, most notably the E-450 
and F59. As a Ford partner and 
Qualified Vehicle Modifier (eQVM) for 
electric vehicles, Motiv has met Ford’s 
stringent assessment criteria verifying 
the company meets manufacturing, 
assembly, workmanship, customer 
service, and quality requirements. 
Additionally, the Motiv solution enables 
a unique, modular approach that safely 
and reliably controls various battery and 
hardware technologies. With their Ford 
eQVM approval, CARB certification, 
and BMW battery partnership, Motiv 
has become a recognized leader in all-
electric chassis for commercial trucks 
and buses.

www.motivps.com
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STAYING AHEAD OF THE CURVE
TECHNOLOGY: DIGITAL TOOL UTILIZATION

By Rich Sprague

TA few years ago, my mobile tech-
nology professor made a bold state-

ment. She claimed that within 5 years 
desktop computers would be obsolete.
I challenged her prognostication and 

asked her how she could make such a 
claim. She said she had worked for Ya-
hoo, so she was an expert at predicting 
the future. Well, 5 years have come and 
gone and desktop computers are still 
very much alive.So is print. There were 
those that said digital technology would 
kill print.
HOWEVER, digital technology, and 

smartphones in particular, are changing 
how we do business, and how we take 
care of business in our daily lives.
For those who earn their living in the 

auto industry, whether you sell work 
trucks, cars, or both, if you want to be 
successful you must be on the cutting 
edge of technology. That’s not to say you 
need to be a computer expert, but you 
definitely need to know what consumers 
want and what methods they use when 
shopping … whether it be for a $30,000 
work truck, or personal consumables … 
the marketing paradigm is the same.
In order to successfully market your 

business, you need to have a variety 
of goodies in your toolbox. According to 
Deloitte Insights, in a report issued Sep-
tember 18, 2018, it indicated that 36% 
of auto shoppers felt a dealer’s website 
had the most impact on them.
Considering that internetworldstats.

com reported that in 2018 52.2% of 
combined web traffic worldwide was 
conducted on mobile phones (not includ-
ing tablets), the message is clear. Your 
use of the Web, and particularly mobile, 
to conduct business is critical.
A website has to perform flawlessly 

across all devices: desktop, laptops, 
tablets and smartphones. Speaking 
of tablets, Mike Esposito of Auto/Mate 
says that younger shoppers love it when 
a salesperson uses a tablet during the 
sales process.
Of course, there is now a new wrinkle 

in the sheets. More and more consum-
ers are buying vehicles online. There is 
good news for the brick and mortar deal-
er. Esposito says that the majority of all 
buyers still want to speak to a salesman, 
see and touch the vehicle, and looked at 
printed material.
Enter a new player into the arena: 

Work Truck Solutions. Once a dealer be-

comes part of the program, a customer 
can go online and check a dealer’s in-
ventory within a certain distance of one’s 
location and for a particular brand and 
model. https://worktrucksolutions.com
I live in Oxnard. There are 8 Ford deal-

erships within 100 miles who have car-
go vans available. Now I can shop these 
dealerships for the exact vehicle I want, 
negotiate the best deal, and it can be up-
fit by the dealer’s recommended upfitter 
and equipment supplier.
Here’s the moral to the story. Be smart 

… know what tools you can use to com-
pete, including digital and traditional sell-
ing methods … keep ahead, or at least 
in tune with, today’s technology.
Most importantly, adapt to today’s con-

sumer buying habits. This means old 
school, new school and everything in 
between.

If in doubt, hire a 
marketing expert to help!
Rich Sprague is FordPros 

Magazine’s newest contributing 
columnist.  An Auto Industry 

Marketing Expert, contact Rich for all 
your digital marketing needs! 

See his website for more information! 
(See below!)

AUTO INDUSTRY MARKETING EXPERT AVAILABLE FOR HIRE.
eMARKETING / GRAPHIC DESIGN / PRINT / WEB / SOCIAL NETWORKING

C O R E  S K I L L S
Web Development
Print Design
Image Manipulation
Photography
Copy Writing & Editing
Computer Technology

P R O F I C I E N C I E S
Windows & Macintosh
Adobe Creative Suite
Microsoft Office
HTML, PHP, CSS & JS
Web CMS Applications
Many Other Applications

E D U C A T I O N
Master of Arts in Web 
Design & New Media

Bachelor of Arts 
in Communication

Rich Sprague

rich@richsprague.com

(916) 760-7205 desk

(530) 391-5037 text

richsprague.com

CATALOGS

LANDING PAGES

PRODUCT 
SHEETS

IMAGE 
MANAGEMENT

SALES SHEETS

DATABASE  
MANAGEMENT

DIRECT MAIL

IMAGE EDITING

PRODUCT  
RENDERINGS

WEBSITES

EMAIL 
MARKETING

SALES INCENTIVE
PROGRAMS 

MY COMPLETE 
PORTFOLIO OF 

CARGO VAN 
& INTERIOR 
PRODUCTS 
MARKETING

SOLUTIONS IS 
AVAILABLE AT:

bit.ly/kmmsportfolio

MY  
BRANDING BOOK

FOR THE CROCKER
ART MUSEUM  

IS AVAILABLE AT:
bit.ly.com/cambrand

MY COMPLETE 
PORTFOLIO OF 
VAN & TRUCK  

RACKS & CARGO 
VAN PRODUCTS 

MARKETING
SOLUTIONS IS 
AVAILABLE AT:

bit.ly/kmmsportfolio

MY  
BRANDING BOOK

PRODUCED 
FOR THE CROCKER

ART MUSEUM  
IS AVAILABLE AT:
bit.ly/cambrand
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TECHNOLOGY: COMBINING FORCES

Most people are familiar with 
the names American Van 

Equipment and Prime Design. 
American Van, which manufactures 
ladder racks and van shelving 
products, has been doing business 
since 1978. And Prime Design has 
engineered and produced ergonomic 
ladder racks since 1992. Another 
player in the work truck arena which 
merits mentioning is Rear View 
Safety.
What may not be common knowledge 

is that all three companies are now 
part of a much larger organization: 
Safe Fleet. Headquartered in Belton, 
Missouri, Safe Fleet is the leading 
provider of safety solutions for fleet 
vehicles.
In 2013, a private investment 

firm, The Sterling Group, acquired 
ROM Corporation and Specialty 
Manufacturing, Inc. from Century 
Park Capital and formed Safe Fleet. 
Since then, Safe Fleet has acquired 
14 more leading fleet safety brands. 
But Safe Fleet’s safety roots trace as 
far back as 1902 with the founding 
of its leading firefighting equipment 
brand, Elkhart Brass.
Safe Fleet’s vision is to be the 

leading global provider of safety 
solutions fo fleet vehicles. Their 
mission is simple: to make fleets 
smarter, so that people are safer. 
Their goal is to reduce preventable 
accidents in and around fleet vehicles 
to zero.
In addition to their three companies 

which serve the work truck market, 
Safe Fleet’s portfolio includes leading 
safety brands which serve bus, 
rail and RV, truck and trailer, first 
responders, waste and recycling, 
construction and agriculture, and 
industrial and military.
At the present time, Safe Fleet owns 

16 brands in the United States and 
Canada. They have more than 1,600 
employees and over 500,000 square 
feet of manufacturing space in 14 
manufacturing locations.

Most people are familiar with the 
names American Van Equipment 
and Prime Design. After all, Ameri-
can Van of Lakewood, New Jersey, 
which manufactures ladder racks 
and van shelving products, has 
been doing business since 1978. 
And Prime Design, headquartered in 
St. Paul, Minnesota, has engineered 
and produced ergonomic ladder 
racks since 1992.

What may not be common knowl-
edge is that both companies are 
now part of a much larger organ- 
ization: Safe Fleet.  Located in 
Belton, Missouri, Safe Fleet 
has operated in somewhat 
relative obscurity since its 
founding six years ago in 
2013.

That said, Safe Fleet’s 
origins date back over 
100 years to the ear-
ly 20th century with the 
founding of Elkhart Brass 
in 1902 and Bustin in 1928. 

In 2013, a private invest-
ment firm, The Sterling Group, 
acquired ROM Corporation and 
Specialty Manufacturing, Inc. from 
Century Park Capital and formed 
Safe Fleet. Since then, Safe Fleet 
has acquired a number of key com-
plementray companies. Oak Hill 
Capital Partners acquired Safe Fleet 
from Sterling in 2018.

With a simple mission statement ... 
Your Safety – Our Concern ... Safe  
Fleet’s vision is to be the leading 
global provider of safety solutions for  
fleet vehicles. In addition to their 
two companies which serve the 
work truck market, Safe’s portfolio 
includes brands which serve bus, 
rail and RV, truck and trailer, first 
responders, waste and recycling, 
construction and agriculture, and 
industrial and military.

At the present time, Safe Fleet’s 
fleet includes 16 companies which 
serve the United States and  
Canada. They have more than 1,600 

employees and over 500,000 square 
feet of manufacturing space in 14 
manufacturing locations.

John Knox is the 
chairman and CEO 
of Safe Fleet. Pri-
or to joining Safe 
Fleet in 2014, he 
held senior exec-
ut ive posit ions, 

including president and chairman, at 
four major companies. Since 2014, 
Mr. Knox has been a catalyst in build-
ing the Safe Fleet brand through the 
company’s strategic acquisitions.

Michael J. Schute 
has been the presi- 
dent of Safe Fleet 
s ince he jo ined 
the firm in March, 
2019.  Previously, 
he was the presi-
dent of several diverse  technology 
and manufacturing firms. He has a 
reputation of delivering double digit 
revenue and profit growth. Previous-
ly, he was with Atkore International, 
manufacturer of electrical and elec-

tronic products.

American Van was acquired 
by Safe Fleet in May, 2018. 

“We are ecstatic about the 
addition of American Van 
to Safe Fleet Work Truck,” 
said John Knox, Chair-
man and CEO, Safe Fleet. 
“The product fit, cus-
tomer reach, and upfitter 
capabilities American Van 
brings to Safe Fleet Work 

Truck are game-changing. 
The acquisition will solidify 

Safe Fleet’s position within 
the Work Truck industry as the 

preeminent provider of safety and 
productivity solutions.”

American Van is a leader in providing 
work truck solutions. They compete 
with the likes of companies such as 
Adrian Steel, Ranger Design, Weath-
er Guard and Kargo Master. They 
mail millions of catalogs to contrac-

ON AN INDUSTRY LEADER

John Knox is the Chairman and CEO 
of Safe Fleet. Prior to joining Safe Fleet in 
2014, he held senior executive positions, 

including president and chairman, at 
four major companies. Since 2014, Mr. 

Knox has been a catalyst in building the 
Safe Fleet brand through the company’s 

strategic acquisitions.

Michael J. Schulte has been the 
president of Safe Fleet since he joined 
the firm in March, 2019. Previously, he 
was the president of several diverse 

technology and manufacturing firms. He 
has a reputation of delivering double digit 
revenue growth. Previously, he was with 

Atkore International

American Van was acquired by Safe 
Fleet in May, 2018. “The product fit, 
customer reach, and upfitter capabilities 
American Van brings to Safe Fleet Work 
Truck are game-changing,” says Mr. 
Knox. “The acquisition will solidify Safe 
Fleet’s position within the work truck 
industry as the preeminent provider of 
safety and productivity solutions.”
American Van is a leader in providing 

work truck solutions. They compete 
with the likes of companies such as 
Ranger Design, Weather Guard and 
Kargo Master. They mail millions of 
catalogs to contractors across the 

country every year. All products are 
manufactured by over 100 employees in 
a 130,000+ square foot manufacturing 
and distribution facility. Products can be 
ordered on their website or through their 
customer service team which offers 
extended phone service hours 8:30 am 
to 8 pm weekdays.      
Founded in 1992, Prime Design is a 

pioneer in ergonomic ladder racks that 
help reduce back and muscle strain 

for work truck fleet operators. Again, in 
line with the Safe Fleet mission, Prime 
Design hopes their products will reduce 
the risk of work-related injuries, while 
increasing worker productivity.      
Rear View Safety was founded by 

Joseph Schechter in 2009 and acquired 
by Safe Fleet in 2016. It  has grown to 
be one of the most recognized players in 
vehicle safety solutions. RVS Systems 
manufactures high-quality backup 
cameras, dash cameras, backup 
sensors, and DVR’s. They understand 
how important safety is, and their aim 
is to make the world’s roads as safe as 
possible. 

 americanvan.com
   primedesign.net

rearviewsafety.com
safefleet.net

BY RICH SPRAGUE
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THE PERFECT PAIR
TECHNOLOGY: PREPARING FOR 2020

With the 2020 planning season upon 
us, businesses are beginning 

to contemplate what equipment they 
need for the new year. Whether that 
list includes skid steers and cranes 
or generators and power tools, it’s 
more than a “wish list”, it’s a do list. It’s 
everything they need to not only do their 
work but do it better, faster, and more 
efficiently. 
Many of those 2020 lists will include new 

work trucks. We invite you to discover 
more opportunities beyond a standard 
upfit. Opportunities that maximize your 
customer’s investment and capabilities 
without breaking the bank. Let’s talk 
about the Switch-N-Go® Solution and 
Ford® Commercial vehicles. 

INCREASED POWER & 
CAPABILITY IN A FAMILIAR 

PACKAGE
Ford has been America’s commercial 

vehicle leader for more than 30 years. 
With the recent release of the 2020 
F-600 Super Duty chassis cab, Ford has 
presented a solution that medium duty 
truck owners have been seeking—class 
6 capability, in a class 5 package.
With upgraded wheels and other 

chassis components, the F-600 boasts 
a 22,000lb class 6 GVWR but is still 
built on the familiar class 5 chassis. This 
package allows operators to do more 
with increased power and capability 
without stepping up into the next class 
of truck. 

INCREASED VERSATILITY & 
OPPORTUNITY IN AN UPFIT

For nearly 20 years, Switch-N-
Go® has been providing solutions to 
businesses that want a work truck that 
can do more. With advantages over 
both traditional permanent mount units 
as well as hooklift units, Switch-N-Go® 
offers endless opportunities to maximize 
investment and optimize the workday. 
Designed specifically for vehicles with 

a GVWR of up to 33,000lbs, Switch-
N-Go® is ideal for class 4-7 chassis 

cabs and can be installed on a variety 
of domestic and import vehicles. The 
hoist system is available in electric-over-
hydraulic and full-hydraulic models with 
up to 18,000lb lifting capacities. This 
versatility allows owners to build their 
ideal work truck by matching the system 
they need with the chassis they want.
Switch-N-Go® offers a fleet of work 

truck bodies including dump, chipper 
and platform/equipment bodies, as well 
as storage/security containers, drop box 
dumpsters, and upfit-ready subframes. 
The Switch-N-Go® solution allows your 
customers to expand their services by 
purchasing additional interchangeable 
bodies allowing you, the dealer, 
opportunities for repeat business.
Compared to a permanent mount unit, 

Switch-N-Go® has greater versatility 
with the ability to change based on the 
application needed. They can go from a 
Chipper Body to a dumpster rental to a 
salt spreader in the matter of minutes with 
just one truck. Ground level loading and 
unloading helps to provide a safe and 
more efficient way to get the job done. 
Hooklift trucks and bodies are heavier, 
take up a larger footprint, and are more 
expensive. Switch-N-Go® gives them 
a greater payload for materials and 
equipment without breaking the bank. 
The smaller footprint allows businesses 
to service rural, residential and urban 
locations where a larger truck cannot go. 
Switch-N-Go® recently launched the 

work-ready Subframe | Winter Edition, 
offering another way to increase 

versatility and payload with a onestep 
upfit as compared to building a specific 
truck for a specific use. The Subframe is 
engineered to increase vehicle payload 
and operator visibility, while decreasing 
corrosion from material build-up. With 
the extra 2,500lbs available on the Ford 
F-600 GVWR, paired with the Winter 
Subframe, your customers can bring 
home extra revenue every time that the 
truck goes out through the entire season. 
Take for example, a salt spreader on this 
setup. That extra 2,500lbs is an extra 
1-1.5 cubic yards of salt per truck, per 
run. If charging $300 per cubic yard, 
that’s approximately an extra $300 or 
more in revenue every time that truck 
is used during the season. The same 
could apply for other industries such as 
landscape/hardscape when transporting 
dirt, mulch, and/or stone. 

THE PERFECT PAIR TO OPTIMIZE 
OPERATIONS

If your customers are planning to 
add a new work truck as part of their 
2020 plans, let them know they can 
look no further than the Ford® F-600 
and Switch-N-Go® Solution. When 
offering increased payload and versatile 
interchangeable body options, you are 
helping your customers the perfect pair 
to optimize their business operations. 

For information on the 
Switch-N-Go® product, 
go to  switchngo.com
or call (888) 311-0867
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FINDING MORE LEADS WITH THE NEWEST TECH
TECHNOLOGY: INTRODUCING COMVOY.COM BY WORK TRUCK SOLUTIONS

By now everyone has seen data 
that 90% of shoppers/buyers do 

research online before they make 
a buying decision; this certainly not 
surprising because we do it, too!  
The data you don’t see is how do 
businesses that buy work trucks or 
vans do online research? They don’t 
– because until now information 
about specific body types or van 
upfits and their relevance to a 
customer’s business has just not 
been available – anywhere.
Work trucks and vans are used 

by industries that comprise nearly 
80% of the U.S. GDP, including, 
but not limited to, general 
contracting, electrical, plumbing, 
landscaping, farm and agriculture, 
package delivery and so many 
more. These businesses are work 
truck buyers who have never 
had a fast, easy way to research, 
find, and get what they need. 
“There are millions of businesses 

that need to use work trucks every 
single day. These are hard-working 
people who lose money when they 
don’t have – or don’t even know 
where to begin to find – the exact 
vehicle they need,” said Work 
Truck Solutions CEO and Founder, 

Kathryn Schifferle. “After seven 
years of providing online solutions 
that help our dealer partners show 
their inventory to their customers, 
while branding them as commercial 
experts, we realized that we 
could do even more by helping 
to educate their customers on 
the value of the right commercial 
vehicle for their business.”
Comvoy.com was launched this 

week as the first and only structured, 
searchable marketplace for work-
ready trucks and vans. Comvoy 
pulls from the most extensive 
aggregation of commercial vehicle 
details and inventory to match 
customers with the right work 
truck for the right job––across any 
vocation, body type, vehicle or upfit 
manufacturer. Surfacing results 
based solely on buyer needs, 
Comvoy supports the hard-working 
businesses that power the economy. 
“Dealers love using our solutions 

that help them display and manage 
their commercial inventory, and 
have continuously asked us to 
help drive buyer leads to them. 
And so we built Comvoy to be the 
one stop shop for all things work 
truck. The customer’s search 
results are never skewed around 
paid placements or sponsored 
products. This marketplace is built 
around what buyers need and is 
about helping them get it. Period.” 
Schifferle continued, “Comvoy 
was a labor of love by Work Truck 
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“ WE HAVE WORKED WITH OUR DEALERS, UPFITTERS, 
AND OEMS TO PROVIDE CLARITY AND CONFIDENCE 

FOR COMMERCIAL BUYERS. ”

Solutions to meet this demand. 
Because we are the only complete 
work truck configuration data own-
er and provider in North America 
we felt we needed to step up to the 
plate and make this happen.” 
Comvoy is the most transparent 

and comprehensive marketplace 
for the industry today. Buyers can 
search by vocation (plumber, flo-
rist, towing), vehicle body (crane 
or dump truck, refrigerator or pas-
senger van), vehicle manufacturer 
(Ford and others), or upfit manu-
facturer (Knapheide, Truck Acces-
sories Group (TAG), Kargo Master) 
to find the best vehicle for the job. 

Comvoy’s highly detailed configura-
tion data, intuitive search, and inte-
grated insights guide businesses to 
get what they need, fast.
“We have worked with our deal-

ers, upfitters, and OEMs to provide 
clarity and confidence for commer-
cial buyers. We have produced over 
150 articles, videos, and infograph-
ics that will help the buyers fully un-
derstand the value of the vehicles 

to their unique business application. 
Dealers invest in their commercial 
inventory, and we want the differen-
tiated value to become key as we 
match the right buyers to their per-
fect trucks and vans.
Unlimited Comvoy listings are be-

ing provided to dealers who are us-
ing Work Truck Solutions at no addi-
tional charge. “We have committed 
to growing Comvoy for our dealers, 
and have guaranteed absolutely 
no charge for listings, or for leads, 
for dealers on any of our packages 
through 2020.”
The Comvoy team is collaborating 

with industry partners and affiliates 
to grow the value of the platform for 

both buyers and dealers. Dedicated 
to testing and learning, the team is 
geared up to develop an increasing-
ly efficient channel for all.  

Visit the Comvoy marketplace 
today at www.comvoy.com 

For more information about 
Work Truck Solutions, go to 

www.worktrucksolutions.com

TECHNOLOGY: INTRODUCING CONVOY.COM
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Introduction to CAN Bus
By Taylor Steinberg

Corporate Sales Trainer,
Knapheide

TECHNOLOGY: BROADENING HORIZONS

Ford Commercial salespersons 
should continue to broaden their 

horizons as they strive to provide 
the most productive and efficient 
solutions for their customers. 
Mechanics Trucks, designed to 
service heavy off road equipment, 
all types of agricultural equipment, 
major construction companies, 
irrigation companies and numerous 
other industries continue to grow 
in size, investment and complexity. 
To effectively share all the solutions 
these complex products bring to 
your customers, a number of issues 
of the FordPros Magazine would be 
required. 
In this issue covering Technology 

in the Trades, we’ll focus on one 
very important area required by 
each Mechanics Truck performing 
in all types of environments. Let’s 
explore the Knapheide (KMT) 
Mechanics Trucks state of the art 
CAN bus control system. Maintaining 
continuous uptime and performance 
requires the monitoring of all of the 
systems operated by the technician 
on any given service call. Most of the 
vehicles we operate today utilize an 
OBD2 control system to monitor and 
report any deficiency in your vehicle’s 
operation. As a safeguard, OBD2 
systems will shut the system down 
on your vehicle when a function is out 
of compliance with normal operating 
parameters. 
Knapheide has adapted automotive 

technology similar to the OBD2 
systems utilized in the automotive 
industry on our mechanics trucks 
to control and monitor the various 
operating systems. With the CAN bus 
system, technicians control the crane, 
compressor, lighting and numerous 
other options as required. Feel free 
to check out the YouTube video for 
a brief introduction to the Knapheide 
CAN bus Mechanics Truck Control 
System.  

Knapheide’s CAN bus system utilizes 
a Powercell, a Logic Controller and 
a Control Panel to handle all of these 
functions. 
The Powercell is a solid state power 

unit with no moving parts with a 
capacity of 120A DC with a continuous 
working load of 115 amps. During 
operation, if the system spikes above 
115 amps, an automatic shutdown is 
initiated to protect the entire system 
from overloading itself. Any anomaly 
or system spike is outlined on the 
screen advising the technician of the 
concern. 
The Logic Controller provides up 

to eight inputs and eight outputs. 
We easily adapt additional inputs 
and outputs to meet the specific 
informational requirements of the 
technician, equipment service 
management or the owner / fleet 
management company. The 
controller uses a logic based system 
and minimizes the need for relays 
and reduces the number of electrical 
connections through the use of the 
latest technology in wire loom design. 
The Control Panels are backlit with 

a four or eight button configuration. 
The standard location for the eight 

button panel is in the rear curb-side 
vertical compartment. Multiple four 
button control panels are available in 
various locations including the truck 
cab and other body compartments. 
Many operators prefer the cab option 
so the work lights and strobe lights 
may be turned on from the safety of 

the cab before entering a work area 
or backing up.    
Standard control panel operations 

include strobe lights, compartment 
lights, compressor, and crane, along 
with street and curb side work lights. 
Two additional auxiliary circuits are 
available for technicians to power 
specific lighting functions.

FALL 20i9 FORDPROS18       

https://www.youtube.com/watch%3Fv%3DjDTUGkSiQeA%0D


Introduction to CAN Bus

Optional Control Panels include the 
backlit control screen status display  
of the various operational functions. 
Crane operating hours, Compressor  
operating hours, System power 
usage in watts and amps along with 
the system supply voltage. The four 
button key pad is used to control 
the strobe and work lights only. The 
Control Panel indicators advise the 
technician when a system condition 
is not operating within the correct 
parameters. The buttons will change 
to different colors indicating an out of 
compliance condition.

Where did CAN Bus 
come from?

The CAN protocol, originally 
developed and launched by Robert 
Bosch in 1986, essential to many 
applications including cars, trucks, 
equipment and industrial robots 
continues to be upgraded and 
improved. Today, the CAN protocol is 
standard in practically all vehicles as 
well as ships, planes, EV batteries, 
industrial machinery and mechanics 
trucks. CAN, the Controller Area 
Network (CAN) is used in vehicles 
for communication between ECUs 
(Electronic Control Units), sensors and 
actuators. The Controller Area Network 
(CAN bus) is a vehicle bus standard 
designed to allow micro controllers 
and devices to communicate with each 
other in applications without a host 
computer. Check out how the CAN 
bus protocol works on YouTube.
Knapheide uses the J1939 

protocol in their mechanics trucks, 

the standard in vehicle network for 
heavy duty equipment. Data retrieved 
includes voltage, current draw, crane 
hours, compressor hours and any 
other important data selected by 
the customer. The Knapheide CAN 
bus control system also utilizes the 
CANOPEN protocol, a widely used 
embedded control application, used in 
machine diagnostics.

Five critical advantages of 
CAN bus communication

1. Low cost: ECUs communicate via 
a single CAN interface, i.e. not direct 
analogue signal lines, reducing errors, 
weight and maintenance costs.
2. Centralized: The CAN bus system 

allows for central error diagnosis and 
configuration across all ECUs.
3. Robust: The system is robust 

towards electric disturbances and 
electromagnetic interference, making it 
ideal for vehicles.
4. Efficient: CAN frames are prioritized 

by ID – the top priority gets bus access, 
yet frames are not interrupted.
5. Flexible: Each CAN-connected ECU 

can receive all transmitted messages. It 
decides relevance and acts accordingly 
– this allows easy modification and 
inclusion of additional nodes (CAN bus 
data loggers).

What CAN bus does 
for the customer?

For a quick operational review, check 
out the YouTube video.  
Knapheide customizes and hardwires 

the CAN bus system to specifically fit 
our customer’s needs. An excellent 

efficiency process designed into the 
system monitors for voltage drop. In 
the situation where the technician 
is working on equipment while the 
chassis engine is not running and 
the voltage drops below 11.5 volts, 
CAN bus shuts the system down 
maintaining enough voltage to start 
the truck and not leave you stranded.
Knapheide continues to adapt the 

system for the specific needs of our 
customers and fleets. We do not tie 
into the OBD2 on board chassis control 
system so it leaves the ports open for 
GPS to be added without interference.

What is different about 
the Knapheide KMT control 

system?
Knapheide CAN bus is an adaptive, 

buildable, logic based, plug and play 
system and allows adding additional 
telematics with ease. By monitoring 
amperage levels it shuts down any 
system or circuit that exceeds the 
preset load instead of letting it self-
destruct.
Uniqueness – “The Knapheide CAN 

bus system, unlike anything else on 
the market, provides the flexibility to 
meet our customer’s exact needs. 
Several of our larger customers 
needed additional functions and it is 
easy to adapt our standard 8 function 
system to a 10 function system.
All Knapheide CAN bus components 

are IP67 rated for immersion up to 1 
meter of water for 30 minutes. The 
IP67 Rating states “Ingress of water in 
harmful quantity shall not be possible 
when the enclosure is immersed in 
water under defined conditions of 
pressure and time (up to 1 meter of 
submersion)”. 

Closing Comments:
No one in the industry has a system as 

flexible as ours as we adapt to the specific 
reporting needs of our customers. 
Knapheide CAN bus – “Tough enough 
to handle the environment and smart 
enough to handle all your problems,” 
says Craig Baker, Knapheide Field 
Service Engineer.
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With more than 35 years of experience, Transfer Flow is the leader in American-made fuel tank 
systems. Unlike plastic aftermarket tanks, Transfer Flow fuel tanks are engineered for excellence 
and crafted from the highest quality American materials. 

Plastic aftermarket tanks are made using rotational molding, which results in varied material 
thickness and may require additional underbody plates for protection. Our 
premier fuel tanks are made with ReliaSteel®, high-yield U.S. aluminized 
steel. So when it comes to durability, there are no questions!

All Transfer Flow fuel tanks ship as complete systems 
and include every component needed for installation. 
You can rest easy knowing that your Transfer Flow fuel 
tank is safe, legal, reliable, and backed by our 6-year, 
unlimited mileage warranty to keep your adventure 
going mile after mile.

Transfer Flow + U.S. Steel = Premier Fuel Tanks

REPLACEMENT TANKS REFUELING TANKS IN-BED TANKS TOOL BOX COMBOS(530) 809-3946  I  TransferFlow.com

Today’s Lesson:

®

See us at The Work Truck Show®

Booth 946



REDUCING TOOL THEFT WITH SECURITY TECHNOLOGY
TECHNOLOGY: FOILING POTENTIAL THIEVES

Tool and cargo theft from trucks 
and worksites is an epidemic. 

In Los Angeles County alone, there 
are 125 reported cargo thefts each 
year. According to law enforcement 
working those cases, thieves are 
becoming increasingly sophisticated 
and organized. They often work in 
crews. Some are very adept with the 
latest technology and how to bypass 
it. Damage from thieves breaking 
locks to steal tools is also on the rise.
Preventing tool theft starts with 

being careful, keeping your tools 
organized, and even painting them 
with some unique, bright color to 
aid with identification. Beyond that, 
keeping your tools in a secure area 
is a great way to limit their sudden 
disappearance.
Scelzi Truck Bodies offers TWO 

toolbox and compartment locking 
systems that have been frustrating 
thieves for years.

MANUAL LOCKING SYSTEM
The Scelzi Manual Master Lock 

System is a proprietary Scelzi 
design that provides an independent 
locking system through the side 
compartments and tool boxes on a 
Scelzi Truck Body. The system uses 
a positive lock cam system controlled 
by a stainless steel handle located 
on the rear of each truck body side 
pack. The handle is then secured into 
the “locked” position with a padlock. 
So one single padlock can secure 

multiple storage compartments at 
one time.
The advantages of this system are 

simplicity and reliability. The downside 
is that a user still needs to secure 
a physical lock, so convenience is 
traded in exchange for a system that 
can’t be hacked by the most tech-
savvy thieves..

ELECTRONIC 
LOCKING SYSTEM

For those who want even more 
security with the ease of a push-
button, the patented, Scelzi 
Electronic Locking System® is 
the premiere choice, and the most 
efficient use of time. This system can 
be programmed for use by the truck’s 
cab security key, so a single button 
will electronically lock both the cab 
and the rear toolboxes and storage 

areas. A separate auxiliary remote 
device can also be used to activate 
this system.
This system uses an electronic 

actuator to activate a rotating rod 
to positively lock a cam system to 
the door. This electronic system is 
available on all Scelzi Service Body 
truck styles. Anyone with access 
to the remote button can unlock 
this system, but the convenience 
of security at the push of a button 
means less downtime between jobs.

SECURITY BECOMING 
A BIG ISSUE

Security. It’s only becoming a bigger 
issue in our lives. Tell your customers 
about the Scelzi options for toolbox 
security. Yet another reason to specify 
a Scelzi Truck Body.

www.seinc.com
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COACH KEN
I have been meaning to write this ar-

ticle for a long time…the success 
rate of people who follow our pro-
gram is extremely high. The part of 
our sales system that most individu-
als don’t understand, and if they stray 
they struggle, is the “psychology be-
hind the system.”  This is a good time 
to make sure everyone understands 
why we say to do things the way we 
do.  In the new age of commercial 
sales it is a challenge to be allowed 
the time necessary to grow commer-
cial business and that’s why I have 
created our system.  To understand 
what I teach you have to believe in 
the following principles:

1Commercial sales is a relationship 
business.  If you try to base it on 

price alone you will not only have low 
margins, you will lose far more sales 
than you win.  The first sale might be 
more about price but business owners 
are looking for “value in the relation-
ship.” 

2   Cold calls are not only inefficient, 
they prolong the relationship pro-

cess. Think of it this way, when you 
walk in cold you interrupt the work day.  
Most people (gatekeepers) will be nice 
but seldom are you going to see a de-
cision maker.  It is also difficult to plan 
what you will do when you go back a 
second time.

3 If you meet someone face to face 
at a function such as a trade show, 

association meeting, or a civic meeting 
and engage them in meaningful con-
versation your chances of getting an 
appointment on the spot or on a follow 
up telephone call is very high. In other 
words meeting face to face speeds up 
the relationship development process.

4 Basing your sales strategy on “ap-
pointments” is critical to your suc-

cess.  Why? You are guaranteed in 

most cases to meet with a decision 
maker.  The easiest way to get to a 
decision maker is through the most 
important part of our entire system…
referrals.

5 There are two levels of referrals 
we focus on in our system. Direct 

referrals or “hot leads” (Someone 
who is in the market for a vehicle) 
and (2) people who can refer us into 
companies with whom they have a re-
lationship. Direct referrals come from 
individuals with whom we have built a 
solid relationship and have delivered 
value (our next principle).  There is 
obviously a lot more to our referral 
principle but if you do a simple eval-
uation of where your unit sales come 
from after a year in the business, you 
will know if your approach is working 
by counting the number of sales for 
a month that came from current cus-
tomers, repeat customers and refer-
rals. If you are at 90% you are doing 
all the right things.

6People will exchange “opportu-
nities” for what they perceive as 

value.  We created our “network pro-
gram” of sharing leads and partner-
ships to have value to offer to small 
and medium size businesses.  Our 
first sales call is always about what is 
of value to the prospect.

7The best opportunities are people 
who are in some way connected 

to the dealership. Orphaned buyers, 
service customers who bought some-
where else, parts customers, vendors 
of the dealership and new and current 
customers.  These alone provide end-
less leads if worked well.

8 Creating and attending events cre-
ate numerous leads that turn into 

sales.  When we work with a dealer-
ship we want to create or attend an 
event per month. We get hundreds of 

leads when the dealership follows our 
very specific plan on creating valid 
leads and in many cases immediate 
sales.

9 Stay in touch! The biggest mistake 
sales consultants make is letting 

contacts slip away by not having a way 
to stay in touch.  One of the first things 
we do is set up a monthly newsletter 
that adds value (number 6 above). 
Attending events to make contact is a 
critical activity.  Getting “too busy” to 
attend these functions is the same as 
saying “I don’t have time to be more 
successful.”

10 Really caring about your cus-
tomers. This means knowing 

their birthdates, hobbies, kid’s names, 
spouse’s name, favorite sports teams 
and having an organized system to 
leverage this information.  We utilize 
specific CRMs and online services to 
make this process easy and painless.

11 If you push the sales process 
you will struggle in outside 

sales.  Business owners on average 
are contacted by over 10 sales people 
a day either face to face, or by tele-
phone.  By developing a relationship 
you actually speed up the sales pro-
cess.

These “11 Points of Success” are tru-
ly based on psychology. I call it the re-
lationship development process.  It is 
really three simple steps, “know, like, 
and trust.”  If you want to make sales 
you certainly have to have knowledge 
of your product, you have to provide 
quality service and you have to have 
product available. But if you don’t de-
velop solid relationships you will starve 
in this business. I have a simple say-
ing, “Relationships rule!”  Start putting 
together your system, stick to it. It will 
pay off in a very successful commer-
cial sales career.

THE PSYCHOLOGY OF SALES

TECHNOLOGY: TIMING IS EVERYTHING
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COACH KEN

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

www.coachkentaylor.com

I just finished one of our three-day 
Ultimate Boot Camps in San Jose, 

California. We had a great group of 
rookies whom I know are going to 
do a great job! We covered all the 
ideas we preach to sales consultants 
regarding relationships, consistency, 
and passion for the business.  I don’t 
often tell my story of going from a high 
school teacher, coach and athletic 
director to 100% commissioned sales 
in the mortgage insurance business, 
but for some reason I decided to 
share it with the group. I wanted 
them to know that I started exactly 
where they are right now. I went from 
coaching and teaching high school 

students to within a year becoming 
one of the top sales reps in the 
nation for General Electric Mortgage 
Insurance Corporation.  How did 
it happen?  A mixture of “fear” and 
practicing “question-based selling.” 
Having been a teacher and coach I 

knew nothing about sales, or at least 
thought I didn’t. It seems I knew a 
lot from my experience in dealing 
with irate parents and my efforts 
to motivate kids on the sports field 
and the classroom. As a teacher, 
coach and school administrator I 
was very “question” oriented.  When 
parents were upset because their 
son or daughter was not a “starter” I 
would walk them through a series of 
questions to guide them to the fact 
that their son or daughter needed to 
improve and earn a starting position.
Fast forward to my very first sales call 

in Hickory, North Carolina.  I was very 
insecure, fearful of making mistakes 
and getting off to a rough start.  I sat in 
the car outside Hickory Savings and 
Loan in North Carolina for 30 minutes, 
not knowing what to expect.  Then an 
idea hit me.  “What if I used the same 
questioning techniques that worked 
with the parents and kids?”  I quickly 
wrote down questions to learn more 
about the vice president of lending’s 
challenges and problems.  I figured 
that if he did all the talking, I would be 
off the hook!
After about a 30 minute meeting of 

asking questions and taking notes 
in which I focused on him versus 
me, we shook hands and he made 
an interesting comment; “I’ve had 
a lot of sales people come through 
my door, but you’re the first one who 
did more listening than talking and I 
really appreciate that.  I am going 
to start sending you business!”  I 
was shocked!  I continued the same 
routine on every call after that first 
call with the same results. The other 
part of my formula was follow-up. I 
decided that if I got back to prospects 
quickly with any commitments and 

promises it would give me a edge. 
How right I was!
I was selected as the companies 

“Rookie of the Year,” and the 
following year I was the number one 
salesperson in the company. I follow 
the same philosophy with my training 
company. We teach commercial 
sales consultants to ask very specific 
questions and those that follow the 
formula are always successful. Here 
are a few “facts” to live by in outside 
commercial vehicles sales:
• Let the prospect do all the talking 

with “guided questions” that lead 
him or her in the direction you want 
them to go.

• Always remember, it’s all about the 
prospect, not you or your company.

• Seek to uncover problems no 
matter how small and focus on the 
ones you can solve.

• Relationship development is more 
important than pushing for a sale. 
Developing solid relationships 
dramatically shorten and improve 
the sales cycle.

• The road to the extra mile is never 
crowded. Travel that road every 
day.

• Study your product and everything 
connected to your product.  In 
other words, become an expert.

• Have fun every day…love what 
you do!

It’s been 40 years since that first 
sales call. Thank you to Hickory 
Savings and Loan and the Vice 
President of Lending.  I’m still asking 
questions!

QUESTIONS RULE THE WORLD!
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DIGITAL TECHNOLOGY IN THE DEALERSHIP
DEALERSHIP SUCCESS
TECHNOLOGY: GROWING INTO THE NEW

30 years ago, the running joke 
about technology involved 

changing the time on the VCR - though 
kids could figure it out easily, adults 
were befuddled.  Times haven’t really 
changed, just the types and quantity 
of digital technology in use.  If you 
are keen on tech in general or are 
simply motivated to stay current and 
aware, then your smartphone is likely 
integrated into your car, your home 
security, personal and social life, and 

your work.  Otherwise, it may be your 
10-year old who is keeping you all 
dialed-in…which is fine, if your only 
concerns are keeping your family’s 
Google Calendar in order and your 
holiday pictures posted.  That won’t 
do when running a business.
You can’t know or keep up on 

everything about modern consumer 
digital tech - don’t try.  That said, it 
is important that businesses learn/
understand/utilize the technology their 
customers use while buying.  It is equally 
important to have the right people 
in place to master the technologies 
that support the dealership overall - 
pricing systems, inventory controls, 
data feeds, marketing and social 
media strategies, PO and invoicing 
systems, and the list goes on and on 
- each different software that has to 
be learned.  Eventually - and sooner 
than later for many dealerships - 
the number of programs becomes 
overwhelming, causing a decline in 

both learning and correct usage.  If the 
results tank, short-sighted dealerships 
might believe that it must be the fault 
of the product or system.  The natural 
solution for them is to then cancel 
that service (where possible) and get 
another one - get another new piece 
of digital technology, another round of 
new things to only partially learn, and 
begin the cycle again.  
If you are constantly frustrated at 

poor results from your staff whenever 

a new system is implemented, then 
perhaps the problem is the learning 
curve, not the product or system.  
Humans are smart - we can quickly 
learn the minimum to get by, cleaning 
up only the most critical of errors 
when necessary.  When employees 
don’t fully and completely understand 
the tools they use though, goal-
setting just becomes an exercise 
in futility.  Your staff needs to be (at 
least) competent with all of the digital 
technology and platforms that they 
interface with, or it will forever be an 
uphill battle.  
For all of the tools and systems in 

place, there is some sort of an account 
manager - someone who is there to 
guide you and your staff into achieving 
and maintaining specific goals.  This is 
especially important for the employees 
who manage your online presence, 
and for your sales team.  Sales 
teams are often the ones that balk the 
hardest.  If they haven’t fully committed 

to learning the website platform your 
dealership uses, sales conversations 
can become unnecessarily choppy 
with lots of starts and stops while the 
customer waits for the salesperson 
to produce an answer or solution.  If 
the sales team hasn’t fully committed 
to learning and using the CRM, 
then both the frequency and the 
effectiveness of email prospecting 
and followup plummets - this chokes 
the sales pipeline, reducing the 

chances of capturing and maintaining 
long-standing contracts.  Lack of 
competency generates errors and 
delays, yielding frustrated customers 
and loss of revenue.
Employees are like students - if you 

want them to do well, you have to 
make consistent time for them to learn, 
study and practice.  How much time 
do your employees spend studying 
and learning and practicing with their 
tools?  Do they get just a one-time call 
or seminar?  Perhaps a video or two?  
And during these study or training 
sessions, are they allowed (or even 
required) to be completely focused 
on learning, or are they multi-tasking?  
Are there available aides and account 
managers who are always available to 
help your staff, but are never contacted 
or even replied to because “there’s just 
not enough time in the day?”  With your 
profit margins in mind, and the true 
pace of genuine learning, how much 
time should your employees spend 

If you are constantly frustrated at poor results from 
your staff whenever a new system is implemented, 

then perhaps the problem is the learning curve, 
not the product or system. 
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learning to do things completely and 
correctly? That varies a lot of course 
based on the job, but generally agreed 
upon is a weekly 20-30-minute video 
session keeps information top of mind 
without taking over the workday. Plus 
a day every six months or 1-2 day 
session annually is a good goal
Minimize your losses.  Require 

regular times for your employees 
to study and train on platforms they 
need to be successful with at your 
dealership. It’s not enough to simply 
have rock star employees.  They 

need consistent time to learn and 
practice so they can perform like 
rock stars.  The best employees are 
likely the ones wanting - maybe even 
asking for - more time to learn, time 
to sharpen themselves and perform 
better for you, using the tools you 
have provided.  Add time to your 
schedule.  Make time to personally, 
and regularly, contact your different 
digital tech representatives.  Learn 
what you can and should be doing 
with what you have - to achieve the 
results you want.  Just imagine the 
changes to your bottom line when 
you provide yourself, and all of your 
employees the chance to truly get the 
most from your digital technology. 
CNBC conducted a survey this 

year that points out that beyond a 
pay raise, the thing workers want 
most from work is additional training 
and learning opportunities. Other 
research shows that if employees 
feel they are learning and growing, 

you are less likely to lose more than 
60% of your workforce within 4 years 
– and of course the cost of training is 
nothing compared to the expense of 
replacing.

DEALERSHIP SUCCESS

SHAWN HORSWILL
Work Truck Solutions

Vice President, 
Customer Success

shawn.horswill@
worktrucksolutions.com

© The Knapheide Manufacturing Company 2019

BUILDING 
THE BEST 
ALUMINUM 
TRUCK 
BODIES 
required a new way of 
thinking. A new approach 
to manufacturing. Our 
state-of-the-art facility 
allows us to supply our 
customers with the best 
aluminum truck bodies 
on the market.
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 PHILADELPHIA FORD TRUCK CLUB
Meeting

When: November 20th 2019
Where: The Wyndam Plaa

4700 Street Road, Feasterville/Trevose, PA 19053
Sponsor’s this Month:

PJ’s Truck Bodies
Paul MacHenry & Co

Ford Motor Credit

Please RSVP
Attendance/Participation 

Contribution is $50 per person

NORTHWEST FORD TRUCK ASSOCIATION
Held October 10th, 2019 at 

The Museum of Flight in Seattle, WA.
Amazing venue, great food and fantastic speakers.
See NFTC President Joe Hughes’ coverage of the 

event on page 30!

FORD 
TRUCK 
CLUB 

NEWS & 
EVENTS

S I N C E  1 9 7 9  

 years of expertise
40
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COMMERCIAL TRUCK 
Building or Rebuilding an Effective, Successful, and Profitable 
Commercial Truck Operation within a Retail Auto Dealership
By Terry R. Minion
   Buy the book @ www.ctsdealer.net  and

What does hope mean to you? 
I think hope is a position of 

neutrality. In other words, I am 
hoping that this will happen, but at 
the same time, I know that it may 
not. It is tantamount to wishing, and 
if I remember my childhood teaching, 
wishes are for fishes. I never did 
understand that, except that maybe 
fishes was another word for a loser. 
Fishes is so much softer sounding.
So, I hope for the best. Hmmm. I 

would like this to happen, and at the 
same time, I think that it may not 
happen. In the case of the above 
common phrases, it would be more 
like, I am hoping for the best, and 
even though at the same time I think 
it may not, I will focus on the may 
not and prepare for that event while 
I ignore my hope. This hoping for the 
best and preparing for the worst is a 
terrible phrase to give much thought 
to. It takes us in a negative direction. 
Preparing for the worst is focusing on 
the problem. Whatever we focus on, 
we get.
Preparing for the worst is, in fact, 

inviting the worst. Why would I do 
that? The Law of Attraction says “we 
get what we think about whether we 
want it or not.” If we’re preparing 
for the worst, we are focusing on 
the worst so that we can somehow 
prepare. Prepare how? Preparing 
to accept the worst? Preparing to 

appreciate the worst? Preparing to 
isolate and analyze the worst? What 
would all of that really be about? It 
would be about spending our thoughts 
and energy on what we do not want, 
forsaking what we do want. That’s a 
whole bunch of unhappiness.

Then people say that failing to 
prepare for the worst is preparing to 
fail. I say it is the opposite. Failing 
to prepare for the worst is a good 
thing. Who wants to prepare for the 
worst, what we do not want rather 
than what we do want, focus on the 
problem rather than the solution? 
More silliness.
How about forgetting about hope 

entirely. How about preparing not only 
for the best but the spectacular? How 
about putting a dent in the universe? 
How about rocking the world? How 

about exceeding your own vision of 
what could be for you?
Let us choose some new words to 

use: Stupendous. Superb. Ecstatic. 
Magnificent. Glorious. Earth-Shaking, 
Grandiose. Sublime. Brilliant. Glittering. 
Breathtaking. Marvelous. Mind-

blowing. Phenomenal. Stunning. Use 
these words at the end of the phrases, 
I’m preparing for _________! I 
am expecting to be ________! I 
anticipate that I will ___________!
Try this affirmation: I am preparing 

to be astonished at the results of my 
thoughts and efforts. I am in charge 
of how this turns out. I expect my 
results to exceed my anticipation.

TERRY’S BLOG
HOPE

http://www.ctsblog.net/

Terry Minion
Commercial Truck Success 

“Hope for the best 
and prepare for the worst.”

“All we can do is 
be prepared for the worst” 

-- All Too Common Phrases 

END-USER: SUPPORT, ASSISTANCE, & VALUE
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NAHB 
Internation Builders Show (IBS)
Las Vegas, NV
January 21 -23, 2020
www.buildersshow.com

The 2020 Builders’ Show will 
bring together more than 1,400 
top manufacturers and suppliers 
from around the globe in 600,000 
net square feet of exhibit space, 
showcasing the latest and most in-
demand products and services.

2020 NADA SHOW
Las Vegas, NV
February 14 - 17, 2020 
show.nada.org

Industry leaders, manufacturers, 
exhibitors and other key players 
convene each year at the NADA 
Show to learn the latest tools, 
tactics and industry trends, see the 
hottest new automotive products 
and technologies, and make 
important connections with one 
another in the unique atmosphere 
that only the National Automobile 
Dealers Association can provide.

UPCOMING FORDPRO EVENTS: TRADE SHOWS

AHR EXPO
Orlando, FL
February 3 - 5, 2020
ahrexpo.com

The AHR Expo is the world’s larg-
est HVACR event, attracting the 
most comprehensive gathering 
of industry professionals from 
around the globe each year. The 
Show provides a unique forum 
where manufacturers of all sizes 
and specialties, can come togeth-
er to share ideas and showcase 
the future of HVACR technology 
under one roof.

NTEA The Work Truck Show
Indiana Convention Center
Indianapolis, IN
March 3 -6 , 2020
www.worktruckshow.com

Produced annually by NTEA – The 
Association for the Work Truck 
Industry, The Work Truck Show® 
features the latest vocational 
trucks, vans, vehicle components 
and truck equipment from 500 ex-
hibitors on a Show floor covering 
more than 500,000 square feet. The 
event includes a robust education-
al conference with industry-spe-
cific training and opportunities 
to engage the commercial vehi-
cle community at special events. 
Learn more about the last 20 years 
of The Work Truck Show online!
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TECHNOLOGY: EMBRACING THE NEW BOLD

Windy is a focused, professional, 
and dedicated sales consultant! 

She credits her education, and previous 
job experiences, to helping her fine tune 
her career path, that led her to a job she 
truly loves:  Master Certified (Sales and 
Finance) Commercial Account Manager 
at Earnhardt Ford. 
Growing up in Tucson, and living in 

Chandler the last 22 years, Windy 
studied  International Marketing at Pima 
Community College. Following that she 
applied her knowledge of marketing and 
sales as an outside sales representative 
for a manufacturer based in Mexico, 
helping them develop and produce 
products for other companies. 

Windy’s maiden name, Ford, was 
often the topic among childhood 
friends who would jokingly say that 
she should work in the car business. 
In 2012, she interviewed for a 
sales position at Camelback Ford 
in Phoenix. There, she worked in 
the retail sales department but also 
pursued education and information in 
the commercial vehicle sales arena. 

Within a year, Windy realized that the 
family-focused culture at Earnhardt 
Ford was the right place for her to be, 
and she has been working there since 
then, helping her customers with all 
aspects of the sale, from ordering a 
vehicle to securing the financing. 
Windy is definitely digital savvy, 

always trying to help buyers shop 
better. She is a keen user of Instagram 
to communicate with and market to 
existing and new customers. In 2017, 
she recommended that Earnhardt sign 
up for Work Truck Solutions. Windy 
uses it for Earnhardt’s 400+ vehicles to 
show customers what they have, save 
time and make vital connections. 

Windy works to proactively grow her 
book of business through attending 
community activities, using Work 
Truck Solutions’ prospecting tools, and 
posting to social media. 
Windy confirms, “I can post a Transit 

today, and while I might not sell that 
Transit right away, that post brings 
more traffic to the site. That traffic 
converts into buyers over time.”

Windy is happily married to her best 
friend, Ben, and has a son, Mark, who 
is in college in Denver. “In my free time 
I enjoy spending time with family, my 
dogs, woodworking, hiking, kayaking, 
and watching Ice Hockey,” said Windy. 
In fact, Windy and her husband 

started a craft business in 2018, and 
are makers of beautiful home decor, 
back yard fun and writing instruments 
that make the owners of them stand 
out in the crowd. “From our family to 
yours, we put lots of love and careful 
attention in each item. We hope you 
enjoy our work as much as we enjoy 
bringing it to you.” Take a look at 
their beautiful product line of uniquely 
crafted gifts – pens, key chains, bottle 
openers and stoppers and more at 
www.devlindesignsaz.com
Windy’s dedication to family, 

excellence in serving her customers, 
and appreciation of  life’s simple things 
is an inspiration to all considering a 
career in the high-paced arena of 
commercial vehicle sales.

Windy Devlin

Check Out Windy & Ben’s Woodworking at www.devlindesignsaz.com

      Earnhardt Ford: Owners               Windy & her Husband Ben & their Puppy, Blake  Windy’s Son, 
Mark, w/ Fiancee, Alexis       L to R: Jim Babe, Tex, Hal, Dodge and Derby
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CUP o'JOE: MEET & GREET
If I could share a cup of 

coffee with you, I’d love 
to tell you about the recent, 
and terrific, Northwest Ford 
Truck Association’s Octo-
ber meeting.  Most of the 
meetings are held in vari-
ous locations in the Seattle 
(and sometimes Portland) 
areas.  They are held in dif-
ferent places because, well, 
sometimes you have to take 
the Club to a location that 
is closer to those who ha-
ven’t bought into the value 
of these get-togethers.  Af-
ter they come to one, they 
tend to see the enormous 
benefits, like sharing meals 
and stories with peers, and 
talking about challenges 
that “we all have” with peo-
ple within our own store 
who “don’t understand us,” 
- people who we need to 
work effectively to accom-
plish our mission.  They also 
see a wide assortment of 
vendors, bodybuilders, ac-
cessorizers, folks from Ford 
Credit.  When they listen to 
a presentation from some-
one from Ford, they get new 
insight that helps them grow 
their business.  

This latest meeting of the 
Northwest was at the Muse-
um of Flight in Seattle, a tre-
mendous venue.  The meet-
ing was funded substantially 
by the great folks at Har-
bor Truck Bodies (Brea, 
CA).  Ken Lindt, President 
of Harbor, was on hand to 
speak, and then surprised 

Matt Pickel and his new 
bride Jessi, with a guitar 
serenade.  Matt works for 
The Fab Shop (Milton, WA), 

distributor of Harbor bodies 
and van inserts in the Pacif-
ic Northwest.  
It was great to hear up-

dates on the latest Ford 
products soon to be avail-
able, presented by Kend-
ra Clayton, our new CBM.  
This was followed by a su-
per presentation from Cary 

Shapiro, recently appointed 
to the position as Transit 
Brand Manager.  
To encourage dealers from 

as far away as Oregon to 
participate, Summit Body 
(Portland) chartered a bus 
to bring CAMs and spous-
es to the event.  Ted Croce, 
President, talked about the 
lead time challenge when 
business is as good as it 
has been.  
Attendees were able to 

come early, walk through 
the enormous Museum, see 
the original workplace for 
the Boeing Airplane Com-
pany, walk thru a number of 
aircraft including: one of the 
first Air Force One jets, an 
SST, a Boeing 787, and sev-
eral others that are on dis-
play.  It was a great opportu-
nity to share in a whole new 
experience, while learning 
more about how we can 
more effectively serve our 
clients with the finest trucks 
and vans that are available 
in the world.  
If you live within 150 miles 

of a Truck Club (Associa-
tion), and don’t attend at 
least once per year, you 
don’t know what you’re 
missing!  

Let’s have another 
cup soon!  

CUP o'JOE: MEET & GREET

  The offer still stands…if you have a “crazy, stupid” thing you did that almost cost you YOUR job, 
and can look back on in now and share the lesson you learned, it’s worth a Starbucks gift certificate 
worth $50.  I’ll change the names to protect the innocent: I’ll let you approve the article before it is 

published).  You just may save somebody (even me) the grief of learning it the hard way!
Have another Cup on me!  

Send me your stories at JoeHughes@fordpros.com 

-
TECHNOLOGY: NETWORKING
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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.

LOWER YOUR
LADDER.
NOT YOUR
EXPECTATIONS.

AdrianSteel.com

© 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. 




