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CREATE A WORKREADY™ 
BUSINESS IN FIVE MINUTES
In just five minutes, you can transform your customer’s business 
with the Switch-N-Go® system and interchangeable truck body to 
provide a WorkReady™ solution to every problem.

switchngo.com | 888•311•0867

• Higher Return on Capital
• Lower Maintenance Costs

• Job Specific Solutions
• Up to 50° Dump Angle

Flip to page 16 to discover more about how Switch-N-Go® 
helped maximize Innovative’s recent chassis investment.



When Joe Hughes founded the 
National Ford Truck Club (NFTC) 

in 2006 his goal was to combine two 
concepts: the value of attending a 
regional truck club and the new thing 
called the internet which would make 
it unnecessary to physically drive 
hours to a club to gain those benefits! 
His vision was to leverage industry 
peer’s experience to raise the bar 
for everyone dedicated to the sale of 
Ford commercial vehicles. Remember, 
2005 was when YouTube launched, so 
this was pretty darn visionary!!! 
From that time forward the NFTC’s 

goal has been supported by 
publishing, physically and digitally, 
FordPros magazine, first published 

February 2007, as well as posting 
news on the national website www.
nationalfordtruckclub.com. 
The industry has truly embraced the 

concept of sharing news and education, 
and as a result FordPros celebrates 
this 54th issue in an unbroken chain of 
quarterly magazines mailed or email 
to their followers. Followers have 
spoken again, having responded to our 
recent survey. Please read the article 
Going Digital: 10 Years of Growth in 3 
Months, page 15, for NFTC’s planned 
continued commitment to the industry’s 
transition to digital.

(See our announcements throughout 
the magazine on how our publication 

plans to transition.)

THE ELEPHANT IN THE ROOM
TRANSITIONING TO DIGITAL
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I don’t know about you, but I have just 
about had it up to here with “BREAK-

ING NEWS!”  
It seems all this “news” is about to 

“break” me…but that’s not going to hap-
pen.  Not happening to me, not to you, 
not to any of us.  We are stronger than 
we realize, and we have more going for 
us than what seems to be threatening 
us at this dark, uncertain time.
  WHO TO BELIEVE
In his book, “A Hidden Wholeness,” 

Parker Palmer reminds us that in the 
upper Midwest when farmers, at the 
first sign of a blizzard, would run a rope 
from the back door of the house to the 
barn.  This would ensure that those go-
ing between wouldn’t get lost only to be 
found later, frozen to death, because 
they lost sight and wandered away.  
We seem to be at one of those times 

in our own souls, our own economies, 
our own health and well-being, with a 
lost sense of direction right now.  Our 
GPS is out of sorts.  If we don’t hold 
on to something we trust, we can easily 
get lost in the maelstrom.  
No need to wax on about the fright-

ening threats that are being posted on 
Facebook and other social media…
much of it quite anti-social.  COVID is 
impossible to predict, any more than 
the weather: no one is to blame, no one 
yet has a viable answer.  Enough.

Before the next issue, we will have 
made the decision for the World Lead-
er for the next four years, torn between 
one with a decades-long tenure as a 
career politician that, to many, seems 
hard to trust…and another whose nar-
cissistic behavior is, to many, so hard 
to like.  I too wish we had a choice in-
stead between two who have earned 
our respect, who have different but yet 
positive views to carry us in the next 
four years.  
We all get that.  
As I hang on to the rope between 

home and work, I can trust my faith 
in the principles set forth in the Bible, 
prayer and meditation, in my fami-
ly, and in conversations with close 
friends. I will deliberate carefully.  I can 
decide that, whoever is our next leader 
…voted on by us, will be the leader I 
will trust in the next four years.  I will 
wear a mask, as long as need be.  

No news can break us: 
the rope will hold.  

Joe Hughes
President,  NFTC

joehughes@fordpros.com
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“BREAKING... NEWS”

FordPros Magazine will be modifying our publication schedule to 
facilitate keeping our FordPros up-to-date in our changing world. 

Moving from a Quarterly to a Bi-monthly schedule, FordPros Magazine is 
planning on being ONLY Digital for October and December, 

with our February 2020 edition Print & Digital. 
Please make sure to send us your up-to-date 

email to keep receiving our Magazine!
Send your email to info@fordpros.com or go to our website to enter your email!

(And remember you can see all of our up to date news and 
the digital edition on our website at any time!)
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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.



READING TRUCK GROUP 
LAUNCHES NEW MID-DUTY 
MASTER MECHANIC SERIES 

CRANE BODY

Reading Truck Group announced the 
addition of the new Master Mechanic 
20-Series (MM 20-Series) to its crane 
body lineup. Designed to equip class 
3–5 chassis with up to 4,000 pounds of 
lifting power, the MM 20-Series rounds 
out Reading’s lineup of crane bodies 
with a mid-duty option designed for 
a wider range of jobs. Reading will 
feature the new MM 20-Series in 
the first installment of its brand new 
“Driving What’s Next” webinar series 
on August 19.
“This is a new beginning for Reading 

on two fronts,” said Alan Farash, 
President & COO, Reading Truck 
Group. “We’re debuting a webinar 
series that uses technology to bring 

live learning to our partners no matter 
where they are during the era of social 
distancing, and we’re also expanding 
our crane body lineup to include a mid-
duty option, which is a new choice for 
our customers.”
Distributors, fleet managers, dealers, 

media and anyone interested in 
Reading trucks are invited to visit the 
sign-up page to register for this one-
hour webinar on August 19, 2020 at 
2:00 PM (ET). Attendees will have the 
chance to take part in a virtual product 
“walk-around” and engage directly 
with Reading’s product experts.
Reading’s experts will cover the 

noteworthy features of the MM 
20-series, which is built from A60 
galvannealed steel and comes in 
both 9-foot (MM120) and 11-foot 
(MM220) body lengths. The all-new 
crane body is backed by Reading’s 
industry-leading five-year warranty 
and includes Masterack’s CABLOC 
drawer units, which use an innovative 
lock-in, lock-out feature designed to 
keep gear safe while the drawers are 

in use or when the vehicle is in motion.
In addition, Reading introduced two 

new crane and compressor packages 
for the MM 20-Series. These new 
ordering options will put these truck 
bodies in the hands of customers 
faster and provide a complete upfit 
solution that’s available straight from 
the factory.
“Our new Master Mechanic crane 

body is another example of Reading’s 
commitment to building innovative 
and hard-working truck bodies that 
meet the demands of our customers.” 
Farash added.
The MM 20-Series is available 

for purchase today through any of 
Reading’s nationwide distribution 
partners. 

Visit www.readingbody.com/
product/20-series for additional 

product details.

Register for the “Driving What’s 
Next” webinar today at webinar.

readingbody.com/20-Series

www.readingbody.com

HIGHBEAMSIn The
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TRANSFER FLOW INTRODUCES 50-STATE 
LEGAL REPLACEMENT FUEL TANK 

SYSTEM FOR GASOLINE FORD F-150S

Transfer Flow has introduced the only 50-state legal 
gasoline replacement fuel tank system for Ford 

F-150 pickups. The 45-gallon high-capacity midship 
tank is engineered for 2018—20 gasoline Ford F-150 
SuperCrew pickups with 5 1/2 and 6 1/2 foot beds, as 
well as the F-150 Raptor SuperCrew with 5 1/2 foot 
bed. It is the first F-150 gasoline larger replacement fuel 
tank to be granted an Executive Order (E.O.) from the 
California Air Resources Board (C.A.R.B.).
Each fuel tank is manufactured from 12-gauge 

ReliaSteel®, high-yield U.S. aluminized steel, for superior 
durability and strength, and comes equipped with a highly 
engineered emission system to reduce the amount of 
hydrocarbons released into the atmosphere. A Transfer 
Flow 45-gallon replacement fuel tank is perfect for F-150 
pickup owners who want to maximize their fuel capacity 
and driving range without sacrificing truck bed space.
The 45-gallon high-capacity replacement tank comes 

with straps and mounting hardware, and is covered by a 
6-year, unlimited mileage warranty.
 Product Features:
For drivers who want to maximize their fuel capacity 
and driving range without sacrificing truck bed space
Tank sits above the differential, no skid plate needed
Fits in the same space as stock fuel tank
Fuel tank mounts inside the frame rail
Built from 12-gauge ReliaSteel®, high-yield U.S. 
aluminized steel, for durability and strength
Comes with straps and mounting hardware
Powder coated black for durable satin finish
Baffled to prevent fuel sloshing
6-year, unlimited mile warranty
50-state legal
Made in the U.S.A.
Optional upgrade: Spray-on textured coating

www.transferflow.com

HIGHBEAMSIn The
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FUEL ALTFOCUS ON 
FORD’S 2020 

SUSTAINABILITY REPORT 

Ford Motor Company intends to 
achieve carbon neutrality globally 

by 2050, while setting interim targets 
to more urgently address climate 
change challenges.
The company announced that 

ambition today as it issued its 21st 
annual Sustainability Report. Ford 
is the only full line U.S. automaker 
committed to doing its part to reduce 
CO2 emissions in line with the Paris 
Climate Agreement and working 
with California for stronger vehicle 
greenhouse gas standards.
Carbon neutrality refers to achieving 

zero carbon emissions by balancing 
such emissions with carbon removal. 
To achieve its goal, Ford will focus 
initially on three areas that account for 
approximately 95 percent of its CO2 
emissions – vehicle use, its supply 

base and the company’s facilities.
Ford said it is setting the 2050 goal 

fully aware of challenges, including 
customer acceptance, government 
regulations, economic conditions and 
the availability of renewable, carbon-
neutral electricity and renewable fuels.
Ford is investing more than $11.5 

billion in electric vehicles through 2022, 
introducing zero-emission versions of 
some of its most popular nameplates 
are on the way, including the Mustang 
Mach-E, which starts arriving in 
dealerships this year, as well as a 
Transit Commercial EV and fully electric 
F-150 coming within 24 months.

Additional Report Highlights
In addition to the company’s carbon 

neutrality goal and progress, the 
sustainability report highlights the 
company’s sustainability work across 
the company and around the world, 
including:

Electrification
Ford significantly accelerated its plan 

for electric vehicles during 2019. 
As part of the Mustang Mach-E reveal, 

Ford announced North America’s 
largest public charging network, the 
FordPass Charging Network, with more 
than 13,500 charging stations and 
almost 40,000 individual charge plugs. 
These announcements are paving 
the way for a future all-electric F-150 
and all-electric Transit, reinforcing 
Ford’s commitment to electrifying its 
most popular nameplates, amplifying 
the attributes that customers want, 
such as performance, capability and 
convenience.

To learn more about Ford’s 
sustainability leadership, progress 

and commitments, visit 
sustainability.ford.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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THE CBM, THE FORDPRO’S COVID-19 FRONTLINE SUPPORT

KAREN KRODEL
CBM, EAST ALABAMA, LOWER GEORGIA, & FLORIDA REGIONS

THE BLUE OVAL

Karen Krodel is an amazing, globe 
trotting, nerves of steel CBM. She 

grew up in Hampton, Virgina, attending 
Christopher Newport University for 
undergraduate work, and obtaining 
her Graduate degree and MBA from 
Hampton University in 1996. In her 
last year at Graduate school she 
interviewed for a position with Ford. 
Overcoming her initial trepidation of 
a big city in turmoil and leaving her 
home town, she powered into her 
position in the Ren Cen Building in 
downtown Detroit.
In late 1997 Karen moved to 

Orlando, Florida, working there for 
almost 14 years in various positions; 
Sales Zone Manager, Parts & Service 
Zone Manager, Marketing Specialist, 
Brand Specialist, Aftermarket Zone 

Manager, Parts Wholesaling Zone 
Manager- accruing an impressive list 
of skills. Moving on to Atlanta, Georgia 
in early 2012, she spent 5 years in 
the Southeast market, in the roles of 
Marketing Parts and Service specialist 
and as a Lincoln Zone Manager. 
Next, Karen spent almost 2 years in 
Philadelphia, starting in late 2015 in 
her first stint as a CBM, eventually 
ending up back in Orlando, filling the 
role of CBM for the East Alabama, 
Lower Georgia and Florida regions, 
where she currently resides.
Traveler and explorer most days, 

with some days set aside for quite time 
to enjoy cooking and relaxing at home, 
Karen kayaks and absolutely loves 
buying shoes. She has a daughter that 
lives in Texas. (See Right Top Photo!)

FordPros Magazine will be featuring a CBM every issue, highlighting the individuals 
that are supporting the FordPro in these challenging times

“As a Commercial Business Manager, we get to work with dealership personnel, 
our upfitters, pool accounts and end user customers.  The Commercial Fleet 

piece of our business is always challenging and rewarding.  We have a great team 
of CBMs across the country and we support each other.”

Ford, Wayne State University and 
Access Coalition Expands Mobile Covid-19 Testing; 

Effort Tests More Than 10,000 People

Ford Posts Best Retail Share In Five Years -- 
Driven By ‘Built For America’ Program & 

Strong Share Gains Coming From Pickups, Vans

No Bones About It: Ford Experiments With Four-Legged Robots, 
To Scout Factories, Saving Time, Money

MEDIA.FORD.COM NEWS HIGHLIGHTS
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THE BLUE OVAL

• The Ford Motor Company, Wayne 
State University, the Wayne State 
University Physician Group and 
ACCESS coalition has expanded 
its mobile COVID-19 testing effort 
beyond first responders and health 
care workers, and is now also serv-
ing local communities in need

• Since launching in April, the mobile 
testing operation has added four 
Ford Transits – each fully equipped 
for mobile COVID-19 testing – as 
clinical test vehicles to conduct and 
support testing for symptomatic and 
asymptomatic individuals

• More than 10,000 unique individu-
als have been tested by clinicians 
from Wayne State University and the 
Wayne State University Physician 
Group so far, with community-based 
services expanded to include anti-
body testing for COVID-19, HIV test-
ing and blood pressure screenings 
for people who may have undiag-
nosed underlying conditions or lack 
easy access to medical care

• Ford Motor Company has secured 
contracts in two Ohio plant cities to 
quickly test hourly and salaried em-
ployees in those areas with suspect-
ed COVID-19 symptoms: Cleveland 
and Lima

• These contracts are in addition to ex-
isting testing agreements with med-
ical facilities in Southeast Michigan 
and the Louisville, Kansas City and 
Chicago areas

• Tests results will be provided to em-
ployees and Ford quickly – with a 
goal of within 24 hours – helping stop 
the spread of COVID-19

• The plan to quickly test and identi-
fy employees with COVID-19 is the 
most recent in a host of safety and 
care measures in place at Ford to 
support a safe and healthy environ-
ment for the company’s workforce, 
including health assessment mea-
sures, personal protective equipment 
and facility modifications to increase 
social distancing.

COVID-19 UPDATES
“Ford has very specific 

protocol in place to 
protect employees, 

dealership personnel, 
business partners 

and customers.  While 
we’re only allowed 

to travel for business 
critical meetings with 

prior approval and 
meeting all the protocol 

requirements, we have all 
become very proficient 
with virtual meetings.  

But it will be great once 
we can get back out 

there with feet on the 
street.”

- Karen Krodel

UPFITS DESIGNED TO MEET THE NEEDS OF PASSENGERS. 

You expect engineered solutions. We deliver. Do you 
have complex vehicle upfit challenges? We get inspired 
and energized by simplified solutions that deliver beyond 
expectations. That’s because we leverage our long history 
as an industry leader in adaptive technology with our 
membership in the Ford Ship-Through Upfitting/Bailment to 
custom tailor solutions catered to our clients’ specific needs. 
We support modifications to Ford Transits that make the 
most sense, design that delivers ease of use and engineering 
that puts you in control. 

RECEIVE $500 IN COMPLIMENTARY OPTIONS3

Ideas made to move people

3  $500 in complimentary options or accessories valid on first time purchase(s) 
of Ford inventory between August 1, 2020 and October 30, 2020. Previous 
sales and existing orders excluded. Cannot be combined with other offers. 

The Impression Series
Features: Trieste leathermate 
reclining seats; wood grain vinyl 
flooring; backlit dual USB ports; 
and a luggage divider and shelf.

855.337.9543 • driverge.com

TALK TO US ABOUT YOUR IDEAS

DV Ad_Ford 082020-7.0625 x 4.25.indd   1 8/3/20   3:11 PMFORDPROS SUMMER 2020 11       



WHEN DID YOU 
START PLANNING FOR 
A COVID-19 INCIDENT?

JIM BRODIE: Our leadership was 
actually in the middle of discussing 
how we would react in the event of a 
COVID-19 case at one of our facilities 
when there was a false alarm at our 
Maryland facility. We’re fortunate that 
it turned out not to be COVID, but with 
more than 1,100 employees across 
the country everyone in leadership 
realized that we couldn’t wait for a 
case to hit and then react. 
We started a process of trying to 

anticipate what could happen and 
planning out our responses, which 
ultimately developed into our internal 
COVID-19 task force.

WHAT DID YOU LEARN 
FROM THAT FALSE ALARM?
JB: Failing to plan is planning to 

fail. At this point in the pandemic, 
that seems so obvious but back 
in early March no one could have 
predicted the world would be in the 
position it is now. Our COVID-19 
task force includes about 40 people 
from across departments and we 
meet every morning during the work 
week. Conditions and guidance 
from health care authorities like 
the Centers for Disease Control 
(CDC), Occupational Safety and 
Health Administration (OSHA) and 
state health departments change 
almost daily. At a typical task force 
meeting, we go over changes in 
those guidelines, review potential 
cases and test results, and talk 
about employees who need to be 
tested. It’s really an extension of 

the daily management techniques 
that many manufacturers (including 
Reading) use in their regular 
business operations.

ORGANIZATIONALLY, 
HOW CAN MANUFACTURING 

COMPANIES PREPARE?
JB: The practices we put in place 

have helped us avoid transmission 
at our 13 manufacturing and upfit 
facilities across the US so far. But we 
had to be ready for the possibility of 
transmission, so we turned to the lean 
manufacturing principles we use in our 
plants for help. The task force created 
a set of standardized practices that 
can be implemented in the event of 
a potential exposure or incident. This 
“decision tree” gives the site leads a 
very simple playbook that tells them 
how to react appropriately no matter 
where an incident happens, who 
is on shift or whether an executive 
is available. That standard has 
been in place across the company 
since March, and we’ve made eight 
iterations of it as guidance and 
regulations have changed.

SPOTLIGHTSPONSOR
A manufacturing facility’s pandemic journey

Jim Brodie, Reading Truck Group’s vice president of operations, shared with FordPros what 
Reading Truck learned from operating during the lockdown and which practices large manu-

facturers that have been shuttered during the pandemic can use going forward.

Facial and mask recognition and 
temperature screening solutions 
utilizing Real Time Network (RTN)
technology is used at entrances to 
Reading Truck Group’s (RTG) cor-
porate office, with plans to roll-out 

to additional locations.

Left: RTN Acceptable reading
Below: RTN Unacceptable reading

LESSONS FROM A COMPANY THAT KEPT EMPLOYEES SAFE WHILE OPERATING DURING LOCKDOWN
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WHICH PHYSICAL OR 
OPERATIONAL CHANGES 
THAT READING MADE DO 

THEY RECOMMEND? 
JB: It shouldn’t come as a big 

shock that we had to make extensive 
changes to our physical locations 
and adjust workplace policies to 
match. That took a lot of different 
forms, including:
● Reducing the number of shifts 

from three to two
● Splitting our largest manufacturing 

plant into zones
● Increasing space on the line and 

in common areas to allow for 
social distancing

● Continuous education on safe 
behaviors like hand washing

● Providing PPE and a choice of 
different masks and requiring 
them to be worn 

Using thermal imaging and 
facial recognition tools to scan 
temperatures and creating zones 
were the most impactful things 
we did. Each zone has its own 
entrance, bathrooms, break 
rooms and other facilities. Any 
time the cameras register a high 
temperature the system triggers a 
warning and an automated email. At 
our smaller facilities we’re piloting 
facial recognition technology that 
will register whether an individual 
is wearing a mask in addition to 
body temperature. This reduces the 
possibility of infections spreading 
throughout the plant and lets us 
account for everyone who might be 
exposed if there is an infection at 
the plant.

HOW HAS 
READING ADDRESSED 

THE HUMAN DIMENSION 
OF THE PANDEMIC?

JB: Clear and open communication 
is important to ensure information 
gets out and helps employees feel 
better about going to work. The 
dedicated COVID-19 hotline staffed 
by our onsite medical team is a single 
point of contact that employees 
can contact if they have COVID-
like symptoms or related medical 
questions. We also send daily text 
messages to all employees letting 
them know how many employees 
have contracted the virus and how 
many have recovered. Operating 
throughout allergy season and 

cold and flu season, these daily 
messages were extremely effective 
at calming rumors and anxiety about 
employees with other illnesses.

WHAT OTHER 
ADVICE DO YOU HAVE?

JB: Of course you have to take 
care of the fundamentals like social 
distancing, hand washing and those 
kinds of practices. But don’t neglect 
how you’re treating employees. My 
advice is to treat them like adults. 
Tell them when there are risks and 
be open about what’s going on.

For more information  
visit www.readingbody.com

SPOTLIGHTSPONSOR A manufacturing facilities pandemic journey

Illustration representing the zoning that was implemented at RTG’s Read-
ing, PA facility to mitigate cross-contamination and to provide social dis-

tancing, designated entry / exit, temperature checks points and break areas 
/ rest rooms.  Zoning was also implemented at all RTG locations. 

FordPros Magazine will be modifying our publication schedule to facilitate keeping our 
FordPros up-to-date in our changing world. Moving from a Quarterly to a Bi-monthly schedule, FordPros Magazine is 

planning on being ONLY Digital for October and December, with our February 2020 edition Print & Digital. 
Please make sure to send us your up-to-date email to keep receiving our Magazine!

Send your email to info@fordpros.com or go to our website to enter your email!
(And remember you can see all of our up to date news and the digital edition on our website at any time!)
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END-USER STORIES:CONNECTION AND EDUCATION

Upfitter Success with Digital Marketing
Digital marketing to reach more and 

new customers is increasingly 
becoming a necessary strategy 
for dealers, body and equipment 
manufacturers, and distributors. Retail 
dealers adopted digital marketing out 
of demands from retail buyers, and 
now in Covid-19 2020, commercial 
buyers are moving toward researching 
and shopping more via the internet. 
Utilizing digital tools can help you get 
more information on what customers 
are looking for and what kind of vehicles 
and body and equipment packages are 
popular. One company that is pushing 
hard in digital technology and seeing 
success is CrewVanCo.
CrewVanCo. installs crew cabin 

conversions for the Ford Transit cargo 
van providing an additional row of 
seating with many upgrades over a 
standard crew van. They have seen a 
shift in commercial vehicle preference 
toward cargo vans, “As fleets grow, 
the choice to adopt cargo vans have 
begun to make more fiscal sense. The 
problem is that we see an increase 
in demand for additional seating in 
these cargo vans,” says Phil Sansotta, 
Managing Partner from CrewVanCo.
Because of this evolution in 

commercial vehicle preferences, 
CrewVanCo. has been investing 
in many areas online to educate 
customers and build brand awareness. 

They are active on YouTube, social 
media outlets like Instagram, 
Facebook, and Linkedin, and are 
releasing organic content regularly. 
They also participate in paid digital 
advertising, “We run digital advertising 
campaigns across all media platforms, 
and have found success in building 
brand awareness.” Phil says.
Digital marketing is all about testing; 

every platform is different in many 
ways. The audiences, post style, ad 
capabilities, and more are specific 
to each platform, so it is good to try 
many different ones and see how the 
engagement and overall performance 
goes with each. Many businesses 
have Facebook pages, but you might 
find Instagram is better for video posts, 
or Linkedin is an excellent option for 
reaching local business customers. 
Once you give each platform enough 
time to gauge performance, you 
could then focus more on a single 
platform, but utilizing all of them is still 
recommended. Phil says, “It’s all about 
finding the right platform to connect our 
business with the right customer, and do 
that as efficiently as possible.”
Getting information out there can be 

done quickly by anyone with a phone, 
and all businesses have something 
to share that is informational and 
interesting. Audiences love to see the 
manufacturing process, perfect for body 

and equipment manufacturers. Dealers 
can share the newest, most exciting 
vehicles on the lot and the unique 
features of them. Weird trade-ins or 
cars coming in for service are also a 
great niche around which to create 
content. Make videos of installs of body 
equipment and show off accessories. 
They will resonate with people who love 
to see how things work, even if they will 
never do it themselves. 
Whatever strategy you decide to 

take, digital marketing takes time to 
test and measure, and no business 
shouldn’t ignore it. Phil says, “Utilizing 
digital marketing has been a big 
part of our strategy to introduce our 
product. The internet is a powerful 
resource that, when used correctly, can 
completely transform even the smallest 
of businesses. We have experienced 
some great results working with a 
new national marketplace, Convoy.
com, which targets our message to 
vocational businesses.”
Creating awareness is the primary 

online goal of CrewVanCo., but they also 
measure success through helping the 
dealers they work with. Phil says, “We 
are trying to create awareness of our 
unique product, but we also measure 
ROI in numbers of leads generated 
to help support our dealer network.”. 
This reporting is made possible by the 
advanced tracking capabilities built 
into digital marketing. It takes the right 
person or company to set up advanced 
tracking; once completed, you’ll get a 
lot more data back from organic and 
paid efforts on the internet than was 
ever possible with traditional marketing 
such as TV or print ads. This data will 
inform you of what you are doing that 
is providing the best results as well as 
potential opportunities that you may be 
missing if using only assumptions to 
drive decisions.
. 
For more information  
visit www.worktrucksolutions.com
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In 2007 the National Ford 
Truck Club was launched 

on the premise that the in-
ternet was here to stay and 
could be used to foster a 
national organization that 
would share information 
and thus help everyone in 
the process.  In fact, in as 
early as 2008, the NFTC 
started publishing articles 
in FordPros magazine that 
highlighted the impending 
technology transition, and in 
Spring of that year the NFTC 
conducted the first online 
survey on where FordPros 
felt their best revenue oppor-
tunity lift would be!   

In 2009 the recommenda-
tions on how to start using 
email to reach prospective 
buyer, targeting them by vo-
cation, and using photos and 
truck upfit info. In 2010 Face-
book was the top topic, along 
with reiterating the ROI ben-
efits of being online. 

By 2011 the NFTC site had 
become a repository of work 
truck information, and was 
helping those that could not 
travel to the annual National 
Truck Equipment Associa-

tion Work Truck Show stay 
current with new products 
and services.
Terry Minion’s column in 

2011 was titled: Technology 
in the Clouds.
He was coaching Ford-

Pros to take the leap and 
create their online presence 
through Facebook, Twitter 
and LinkedIn, and embrace 
the immediate power and 
effectiveness of technology.
 

Then in 2012, as Terry con-
tinued to coach technology 
adoption, he compares the 
impending shift to the huge 
changes that the lightbulb 
brought. 
In 2013 Work Truck Solu-

tions launched, bringing a 
way for Ford dealerships to 
display their inventory online, 
searchable by body type. For 
the first time, with only three 
clicks the final configuration 
was available online, and 
FordPros could leverage 
technology to share their in-
ventory with their customers. 

In 2014 and 2015 the focus 
was being able to see, find, 
get, trade a truck or van on-
line; a real examination of 
the practical value of tech-

nology and how users were 
becoming insistent in online 
information.

In 2016 and 2017 it was all 
about social media and how it 
was becoming truly viable for 
B2B marketing, plus the low 
cost for dealers and Ford-
Pros alike to connect with 
their Commercial customers. 
In 2018 Work Truck Solu-
tions announced the launch 
of a fully online, On-Demand, 
Training LMS (learning man-
agement system) which lets 
FordPros watch videos, take 
quizzes, and even print out 
sheets, and certifies them as 
online digitally certified. Also, 
they published data around 
online searches by body type 
and for the first time data be-
came a way to plan orders. 

 

In 2018 upfitters continued 
to launch ‘locators’ that ag-
gregate in stock inventory 
and help drive buyer leads 
online directly to dealers. 

In 2019 the first-ever na-
tional marketplace with struc-
tured data, targeted to voca-
tions, launched: Comvoy.  

And then, in 2020 every-
thing changed. COVID-19 
changed both what dealer-
ships have to do to sell, and 
more importantly, how com-
mercial customers want and 
need to buy. NOW or NEV-
ER it’s the time to embrace 
digital tools and maximize 
the buyer experience online, 
reducing the friction of the 
sale and increasing the val-
ue to the customer.

END-USER STORIES: TAMING THE ELEPHANT IN THE ROOM

GOING DIGITAL: 10 YEARS OF GROWTH IN 3 MONTHS

Technology is nothing.
What’s important is that 

you have a faith in people, 
that they’re basically good 

and smart, and if you 
give them tools, they’ll do 

wonderful things with them.
-Steve Jobs
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END-USER STORIES: MAXIMIZING NEW CHASSIS UPFIT

After working in the construction 
and landscaping industries most 

of his adult life, James Doyle was 
ready to make the jump on his own 
and begin a full-time career owning 
and operating his own business. At 
the end of 2016, Innovative Lawn 
and Landscape, LLC (Innovative) 
of Torrington, CT was founded as 
a full landscape and construction 
company. 
For the first couple of years, Doyle 

had to jump through a lot of hoops 
trying to create a nice balance 
between his personal and business 
life, even having to pick up a part time 
job on the side. Doyle reinvested a 
lot of funds back into the business, 
but with the strong belief that if “you 
work hard, you get what you put in,” 
he knew he was making the smart 
and efficient decisions necessary 
to make his business successful. 
He worked hard to develop the 
Innovative brand by growing their 
social media presence and investing 
in truck wraps to have definitive 
looking trucks people will always 
recognize. He expanded his services 
to include property maintenance, 
seasonal cleanups, material delivery, 
and snow & ice management. 
Doyle, like most business owners, 

always looks to maximize his 
investment with every equipment 
purchase. With equipment costs 
continuously rising, he knew his next 
investment needed to be one that 
would separate Innovative from the 
other industry heavy hitters, as well 
as grant his team the resources to 
operate more efficiently. Rather than 
working on jobs 4-5 days a week and 
using the others to fix equipment, he 
wanted a way to transfer the hours 
of fixing equipment to servicing more 
customers. He began his research. 
A few truck dealers in Connecticut 

had posted about a truck system 
on social media and had flyers 
up at local tradeshows that Doyle 
had attended. He recognized the 
system from other landscaping and 
construction business’s postings 
when looking through what the key 
players and veterans in the industry 
were using to be successful. This 
system had the ability that the 
permanent mount systems did not 
– the ability to interchange between 
bodies in order to service a broader 
range of jobs with just one truck. The 
system allowed users to load and 
unload at ground level, and operated 
with the compact maneuverability 
of a medium duty truck. In January 
of 2020, Doyle decided it was 
time to visit his local dealer, Ness 
Automotive, and he invested in his 
tenth Ford truck—a new 2019 Ford 
F550 upfitted with the Switch-N-Go® 
interchangeable truck body system.
For nearly 20 years, Switch-N-

Go® has been providing cable 
hoist systems and interchangeable 
bodies to the landscaping industry. 
The hoist system is designed for 

class 4-7 chassis cabs and can be 
installed on a variety of domestic 
and import vehicles. Switch-N-Go® 
offers a fleet of work truck bodies 
including dump, arbor and storage 
bodies, as well as flatbeds, drop 
box dumpsters, and WorkReady™ 
subframes. The Switch-N-Go® 
solution is an ideal fit for businesses 
that want to maximize their capital 
budget and minimize equipment idle 
time by providing crews with the right 
tool for every job.
Doyle’s initial purchase included the 

11ft electric hoist system and Drop 
Box. In the next couple of months, 
Doyle purchased additional Switch-
N-Go® bodies, including a Flatbed, 
Dump Body, and Arbor Body with 
Barn Doors, giving his business the 
advantage to easily transition into 
spring time jobs. His most recent 
purchase was a Storage Body to allow 
them to store and lock equipment at 
a jobsite, rather than leaving them 
accessible on peoples’ yards. All of 
Innovative’s bodies act as mobile 
billboards, making sure their brand is 
recognized wherever they go. 

INNOVATIVE LAWN & LANDSCAPE
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In the six months since Innovative 
has operated with Switch-N-Go®, 
the greatest advantages they have 
seen, compared to the permanent 
mount trucks, is the versatility of one 
truck, ground level loading, and the 
time efficiency the system offers. 
This is not only the review of Doyle, 
but his team, who is very thankful for 
the truck upgrade and are ready for 
him to buy another. While on the job, 
the Innovative team has been able to 
utilize the Dump Body and Drop Box 
for debris cleanup, as well as material 
and equipment hauling and delivery. 
The Arbor Body has been great for 
post winter tree cleanup and will be 
working hard come fall. Prior to the 
Switch-N-Go® system, Innovative 
would have a team member either 
standing in the bed of the body and 
shoveling out to unload or pitchforking 
from the ground up to load materials 
into the wheelbarrow. The ability to 
detach the body for ground level 
loading and unloading helps to save 
the team time and energy at every 
job, allowing them to complete more 
jobs in one day. 
Innovative is also taking advantage 

of the latest Switch-N-Go® 
innovations – the Gooseneck Adapter 
and Versa™ Bumper. When asked 
about the Gooseneck Adapter, Doyle 
states that it is the “best thing to move 
equipment, hands down” allowing 
Innovative to tow both their 28’ or 30’ 
trailers with excavators, loaders, and 
other equipment. These accessories 
allow Innovative to maximize towing 
visibility and versatility. 

“With the use of state-of-the-art 
equipment and high-quality products 
and materials, it is no surprise that 
we continue to exceed our client’s 
expectations on each and every job.” 
Switch-N-Go® has been one of the 
state-of-the-art tools to maximize the 
efficiency of Innovative’s workdays. 
With a variety of job-specific truck 
bodies that can be changed in 
minutes they can easily stage jobs 
with materials and tools. The ability 
to have a truck body at ground level 
loading makes jobs safer and easier, 
something that the whole Innovative 
team enjoys.
Doyle is excited with the growth 

they have achieved in only five 
years, but still sees more potential. 
The versatility of the Switch-N-Go® 

interchangeable truck body solution 
allows businesses to offer additional 
services to their customers and 
can reduce the stress of cyclical 
seasonality landscapers often face. 
With the purchase of the new Switch-
N-Go® WorkReady™ subframe, 
Innovative will be able to strengthen 
their snow and ice management 
services. 
Even in uncertain times, the future 

is bright for companies like Innovative 
Lawn & Landscape, LLC that continue 
to seek, understand and utilize the 
latest product innovations from Solu-
tion providers such as Switch-N-Go 
to bring quality service to landscape 
industry.

For more information 
visit switchngo.com

“WITH THE USE OF STATE-OF-THE-ART EQUIPMENT AND 
HIGH-QUALITY PRODUCTS AND MATERIALS, IT IS NO 

SURPRISE THAT WE CONTINUE TO EXCEED OUR CLIENT’S 
EXPECTATIONS ON EACH AND EVERY JOB.”

MAXIMIZING NEW CHASSIS UPFIT

FordPros Magazine will be modifying our publication schedule to facilitate keeping our 
FordPros up-to-date in our changing world. Moving from a Quarterly to a Bi-monthly schedule, 

FordPros Magazine is planning on being ONLY Digital for October and December, 
with our February 2020 edition Print and Digital. 

Please make sure to send us your up-to-date email to keep receiving our Magazine!
Send your email to info@fordpros.com or go to our website to enter your email!

(And remember you can see all of our up to date news and the digital edition on our website at any time!)
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END-USER STORIES: RUGGED AND DURABLE

Netto Ag Inc is a diversified family 
farming, dairy, and custom 

harvesting business located in 
Central California.  It was founded in 
1986 by brothers James and Frank 
Netto.  In addition to their dairy 
operations they also grow wheat, 
pistachios, almonds, cotton and 
corn. They are a member of the $15 
billion Land O Lakes agricultural co-
operative, and at certain months of 
the year they harvest and haul silage 
and other cattle feed throughout 
Central California.

A FULLY 
DIVERSIFIED OPERATION

The breadth of Netto Ag’s 
operations require many different 
types of machinery, from harvesting 
equipment to bulldozers to water 
trucks to service bodies. During 
one of several harvest times each 
year, separate teams of employees 

-- each operating a different type 
of vehicle/equipment -- are sent 
out to individual fields, each team 
under the direction of a single 
“crew boss”. The crew boss is both 
the team leader, lead mechanic, 
and equipment troubleshooter. 
If any piece of machinery needs 
service or repair, the crew boss 
must be fully able to make those 
repairs in the field with little delay. 
The crew boss typically drives an 
upscale, fully-loaded service body 
work truck. There are times when 
as many as 20+ harvesters and 
another 50+ silage trucks are used 
in various delivery and maintenance 
capacities.

THE SWITCH TO SCELZI
A large percentage of those crew 

boss service bodies today are Scelzi 
truck bodies, most of them outfitted 
with extra fuel tanks, welding 

stations, compressors and other 
accessories to minimize return trips 
to the central ranch garage. Netto 
Ag didn’t always buy Scelzi truck 
bodies, but over time they decided 
the premium quality was worth 
the price. “It was mainly a return-
on-investment decision”, says co-
owner Frank Netto. “We bought 
truck bodies from other suppliers, 
and after just 1-2 years they were 
showing their age and in some 
cases, toolbox doors were falling off 
their hinges!”. But things changed 
after they purchased their first Scelzi 
truck body. “I bought a Scelzi truck 
body around 1996 for my personal 
use, and we could not believe the 
difference in product quality”, says 
Netto. “It was built like a tank -- a 
sleek, gorgeous tank -- and even 10 
years later when the cab and engine 
needed replacing, the Scelzi truck 
body still shined like a young bull.”

AG-BUSINESS MISSION CRITICAL TRUCK BODIES
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THE NEED FOR 
EQUIPMENT DURABILITY

From that point on, Scelzi truck 
bodies have been the preferred 
builder for all Netto AG’s new 
service bodies. That first Scelzi 
body is still in use, almost 25 years 
later. It is on its 3rd chassis cab (see 
photo), but the condition of the body 
itself still appears ready to handle 
many more harvests before its final 
season has come. D.J. Netto - 
Frank’s son -- points out the unique 
needs of their harvesting operations 
this way: “During harvest time we 
are running close to 24/7, and we 
are very hard on our equipment. 
We can’t afford to lose much time 
due to long equipment downtime, 
so we need tools that are rugged 
and durable. The comparative total 
life cycle cost of a Scelzi Truck 
Body is just too good to pass up. 

And the fact you can re-use a Scelzi 
body after the cab is showing its 
age is just an extra bonus for us.” 
A walking tour of their central ranch 
garage revealed a large number of 
Scelzi and other vehicles, the Scelzi 
bodies ranging in age from 1 to 25 
years. No other bodies have lasted 
nearly that long.
“With all our equipment -- and 

not just truck bodies -- we tend to 
buy high quality and don’t discard 

equipment that is still working fine,” 
adds Frank. “And that is why you 
see so many older Scelzi truck 
bodies here right now -- and why 
you will see mainly Scelzi truck 
bodies here in the future.”

For more information visit
www.seinc.com
 

““During harvest time we are running close to 

24/7, and we are very hard on our equipment. 

We can’t afford to lose much time due to 

long equipment downtime, so we need tools 

that are rugged and durable” 

RUGGED AND DURABLE
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TRENDS IN THE TRADE
END-USER STORIES: REAPING THE REWARDS OF GOOD BUSINESS

ERIC SCRANTON, OPERATIONS MANAGER, 
PRAIRIELAND FS – “It’s crunch time in Illinois 

and Missouri agriculture from March through post-
harvest”. Customers served by our thirty-four locations 
in 18 counties of Western Illinois and Northeast Missouri 
require timely and accurate service, delivery and 
utilization of seed, fertilizer and crop protection materials. 
Timing is extremely critical in production agriculture for 
maximum ROI.
Prairieland FS is a full service agricultural and energy 

supplier headquartered in Jacksonville, Illinois and 
employ specialists in crops, petroleum, agri-finance and 
propane. Trained staff in the areas of custom application, 
grain marketing and precision farming technologies 
serve the needs of their customers. Prairieland FS, part 
of the GROWMARK System, a regional agricultural 
cooperative serving members and farmers across North 
America since 1919. As with most companies, we are 
always looking for new opportunities for growth through 
either additional infrastructure or new application 
methods to increase profitability for our customers. 

FORD SUCCESS STORIES
We typically work our Ford trucks “until they drop”, 

frequently in excess of 300,000 miles. Strict maintenance 
schedules insure trouble free long term vehicle 
utilization. Cost per mile is not a major decision maker or 
consideration as long as the vehicle insures safe, timely 
and efficient delivery in the extremely time sensitive 
industry of production agriculture. We have tested truck 
leasing and find it not competitive based on the length 
and severity of service required. 

TOTAL COST OF OWNERSHIP
 We base our brand selection on the manufacturer’s 

fleet incentives available at the time of acquisition. Ford’s 
fleet incentives vary by model year with some years less 
competitive resulting in lower quantities of Ford truck 
purchases.
Vehicles needed to match the application, size; GVWR, 

GCWR and severity of use are major drivers in our brand 
selection. The towing capacity, performance and smaller 
cab size of the Ford products provide improved visibility 
and safety when delivering materials. Medium duty cab 
sizes do not fit the safety and visibility requirements for 
our delivery requirements. We prefer the heavier duty 
side of capacity for all of the pickups and trucks in our 
fleet. 

COMMERCIAL UPFITS 
Knapheide service bodies are used for repair and 

maintenance of our application and delivery equipment 
at the job site, at our operation service centers along with 
facilities maintenance. Knapheide’s long-term service 
and appearance maintain the performance, security and 
efficiencies required by Prairieland FS.  
Prairieland FS utilize Class 2 through Class 8 trucks 

for safe and efficient transport of crop production and 
crop protection materials. We depend on our F550 60” 
CA regular cab chassis equipped with Knapheide PGN 
model gooseneck bodies, warning lights and heavy-duty 
cushion style towing hitches for fertilizer and anhydrous 
ammonia delivery. The image illustrates the primary use 
of the F550 towing a 25,800 lbs. GCW nurse tank trailer 
for delivery of crop protection materials for commercial 
field sprayers. 

BY TAYLOR STEINBERG - CORPORATE SALES TRAINER, KNAPHEIDE
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FUTURE TREND LINES 
The Prairieland FS fleet of around 500 units is 

summarized by the number of trucks, Class 2 through 
Class 8, plus applicators, spreaders, tenders - anything 
with an engine and wheels required to safely and 
efficiently get the job done. We operate around 150 Ford 
F250 through F550 along with other brands of straight 
trucks and road tractors with the percentage of Ford 
trucks in our fleet around 55%. “We base our fleet buying 
decisions, per Eric Scranton, Operations Manager, on the 
right product with the right performance that gets the job 
done safely and efficiently. Seeing new growth in custom 
applications, we will need to continue to add F550s.The 
heavier F600 may be another opportunity for our fleet as 
it retains the cab size required for our operation.” 
Fuel types – With practically no natural gas service in 

the rural Midwest, Prairieland FS is a major propane 
provider making it worthwhile to use bi-fuel pickups and 
bobtail propane delivery trucks in their fleet. As other 
fleets in North America have proven, propane utilized 
as an alternate fuel provides exceptional clean burning 
and low emissions plus extended and trouble free engine 
service life. Bi-fuel systems provide an uninterrupted 
and seamless transition from propane to gasoline when 
needed along with the reduced cost per mile of operation. 
Miles of trouble free service are a very important part of 
our truck selection process. 

VALUE OF DEALER SERVICE AND SUPPORT
Morrow Bros Ford, our supporting dealer in Greenfield, 

Illinois, stocks a supply of properly configured Ford trucks 
for our fleet. A quick phone call and they prep the pickups 
for delivery with decals, roof top Whelan light beacons 
required for towing agricultural materials and heavy-duty 
spring cushion towing hitches. Our dealer typically delivers 
pickups to the designated Prairieland FS facility the same 
day or next day. F250 cab chassis and F550 upfit orders 
take from one to two weeks pending inventory of the 
required truck body and equipment. 
The complexities of the heavy-duty spring cushion hitches 

provided by Praireland FS for their vehicles require stocking 
chassis with front of axle fuel tanks only. Spring cushion 
hitches from DMI or P & H sourced by Prairieland FS are 
stocked at the dealer for installation. Due to the limited 
supply of new spring cushion hitches, we restore, test and 
certify all used hitches before installation on new chassis. 
John Wellenkamp, General Manager of Morrow Brothers 

Ford does an excellent job of understanding the goals 
and objectives of our fleet. “John really does a good job of 
bringing new ideas that we are not aware. More often than 
not, we add them to our Ford trucks to assist in the overall 
efficiency and safety”.
When dealing with Eric Scranton at Prairieland FS, John 

Wellenkamp tells us it is “Straight Forward – like dealing 
with an old friend”.                          (continued next page)

REAPING THE REWARDS OF GOOD BUSINESS
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Preferred Communication between Morrow Brothers 
and Prairieland FS is via phone, text and email.  All 
dealer appointments are arranged by phone as we utilize 
no other social media platforms for communication. 
Decades of quality and consistent service have built a 
strong and positive business relationship with our dealer. 
A recent review of truck inventory at Morrow Brothers 
Ford included 97 pickups and cab chassis in stock. Over 
50 of those were F550 chassis.
Eric Scranton tells us - “As far as Service and support, 

they really do a good job – they’re really on it, go above 
and beyond, always!”

LEADERSHIP ROLES AND 
COMMUNITY INVESTMENT

Prairieland FS awards ongoing agriculture scholarships 
to community college students in their service area.
Pollinator Habitats contribute significantly to the 

sustainability of our food production systems, the 
health of the environment and the economic vitality 
of the agricultural sector. Prairieland FS collaborates 
with patrons, Farm Bureau and 4-H clubs throughout 
their trade territory. Thus far, ground was set aside to 
plant over 65 habitat havens for bees. The honeybee 
population alone adds more than $15 billion in value to 
agricultural crops in the United States each year.
FS Endure – An FS sustainability initiative awards 

farmers who have adopted best management practices 
that optimize nutrient utilization, leading to long-term 
soil and water quality while enhancing ROI. Our 34 
regional service centers provide leadership roles, invest 
in their communities sponsoring sports teams, 4-H clubs, 
agricultural fairs and events.

With five major agri-supply competitors serving production 
agriculture in Western Illinois and Northeastern Missouri, 
why use Praireland FS? Speaking from experience in 
recent years, the professional staff at the Pleasant Hill, 
Illinois facility makes the difference in the selection of a 
provider of agricultural crop solutions. Attention to detail, 
accuracy of formulation and application, completed with 
timely and friendly service, make Prairieland FS the 
choice for our farming operation. 
Shout outs to the Prairieland FS support team in 

Pleasant Hill, IL providing crop protection services at our 
family farm this spring. They treat all customers timely 

and professionally whether it is for an application of 40 
or 400 acres.
Brad McClintock – Site Manager - Drove to our farm 12 

miles away to review, map out exact spraying locations 
and establish the best timing for application. 
Joe Collard – Crop Specialist – Formulated the correct 

materials for spraying an invasive pasture species at the 
most opportune time for the best results.
Scott Constable – Custom Applicator – Drove to our 

farm to review each of the six individual pastures needing 
invasive species control.
Brad, Joe and Scott went beyond the norm to make sure 

their products were applied at the correct rate, stage of 
growth and locations of the invasive species. Each year 
we continually use the Prairieland FS professional team 
at Pleasant Hill, IL.

 “When tillage begins, other arts follow. The 
farmers, therefore, are the founders of Human 

Civilization.” Daniel Webster (1782-1852)

“At Prairieland FS, we know our greatest asset is our people. Each 
of our product areas features a full-service team to support your 
business. As the CEO of Prairieland FS, I know we are ready to 

serve our customers with professionalism and integrity.” 

Keith Hufendick, CEO, Prairieland FS, Inc. 

REAPING THE REWARDS OF GOOD BUSINESS

FordPros Magazine will be modifying our publication schedule to facilitate keeping our 
FordPros up-to-date in our changing world. Moving from a Quarterly to a Bi-monthly schedule, FordPros Magazine is 

planning on being ONLY Digital for October and December, with our February 2020 edition Print & Digital. 
Please make sure to send us your up-to-date email to keep receiving our Magazine!

Send your email to info@fordpros.com or go to our website to enter your email.
(And remember you can see all of our up to date news and the digital edition on our website at any time!)
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END-USER STORIES: THE PSYCHOLOGY OF THE DECISION MAKERS

COACH KEN
The modern sales process has 

changed so dramatically, yet in 
commercial outside sales, many 
sales consultants are working from 
“old school” sales techniques and 
activities.  This article is what my 
team has learned in the last 20 years 
of making actual sales calls with 
our clients. I am not into “theory” or 
“tricks” when building a commercial 
business base but rather “facts” and 
“psychology” of how business owners 
and decision makers think.  That’s 
why I believe in the “Path of least 
resistance” school of sales.  Let’s 
start with some basic psychology of 
how people think and act.

Humans are built to work in groups 
or societies.  We are “group” ori-
ented, that’s why there are organi-
zations like home builders’ asso-
ciations, Chamber of Commerce, 
Rotary, Lions Club, fitness centers, 
events and even families.  This is 
psychological in nature in that there 
is comfort, connection and strength 
in groups.  Since early man existed 
it was all about tribes and the cre-
ation of villages and even countries. 
My sales process is based on this 
simple fact.  That’s why my first vis-
it to one of our dealerships is spent 
meeting with trade associations and 
the Chamber of Commerce.  One of 
my first questions to the dealership 

management team is “Are you a 
member of any trade associations?” 
The most frequent answer I get are 
“yes but….we are not active.”  What 
a waste of resources and money!  I 
also ask to meet with three of the 
dealerships best commercial cus-
tomers. We do this because we get 
to call on some of the dealerships al-
ready established “customer groups” 
and get numerous referrals.
There are lots of groups you can 

join but without a doubt the ones that 
get the highest return are the trade 
associations.  Why?  The answer is 
simple, 95% of the members in the 
trade associations either drive work 

vehicles or sell to companies that 
drive work vehicles.  In fact we can 
almost determine which trade asso-
ciations to join by what they drive.  If 
it is a plumbers association you can 
bet that the members drive vans or 
trucks with service bodies.  If it is a 
building contractor based associa-
tion (home builders, AGC, ABC) they 
drive all sizes of work trucks from 
light duty to medium duty and above. 
What we are attempting to do by join-
ing and participating with groups is to 
create the “Path of least resistance.”  
Here are a few questions that if you 
answer honestly you will begin to 
better understand why I am so big on 
participation in trade groups:

• Is someone more likely to make 
an appointment with you if you 
cold called or if you met that 
person at a trade association 
meeting?

• Are you more likely to get refer-
rals from someone who doesn’t 
know you or one of your best 
customers?

• Would it be more likely to get 
an appointment with a busi-
ness owner who is using your 
service department but bought 
somewhere else or through a 
list that was sent to you?

• Would you be more likely to get 
an appointment with a business 
owner if you were given his or 
her name through a referral 
source or if you cold called them 
on the telephone or in person?

The answer to all of these questions 
is pretty straight forward.  Everything 
I teach is based on a foundation of 
the path of least resistance and the 
foundation, the core of my system 
is “referral based selling.” Cold call-
ing is a very time consuming way to 
grow your business.  Does it work? 
Yes, sort of...statistics we have 
tracked for over 12 years are 20 
cold calls will yield you a face to face 
meeting with one decision maker.  A 
solid referral gets you over an 80% 
chance of getting an appointment.  
Hummm….let’s see: a 5% return on 
time versus an 80% return on time.  
Which percentage would you take to 
Las Vegas? Even more important is 
the one in twenty decision makers

THE PATH OF LEAST RESISTANCE
BY KEN TAYLOR
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COACH KEN

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

www.coachkentaylor.com

you meet that turn into sales. With 
your 80% appointment rate from re-
ferral selling will get well over a 50% 
conversion rate into actual sales. 
I think we can agree that working 

through groups is one of the most 
effective ways to get an appointment 
and an appointment, face to face call 
is far better than a cold call. The next 
question is, “So Ken, how to I build my 
referral base with these groups?  Here 
is a simple process to follow guaran-
teed to work (that’s right, guaranteed!).

1. Actually attend the meetings and 
actually talk to people when you 
attend! Sounds simple but I can’t 
tell you how many dealerships I 
work with when they tell me they 
are members of a trade associa-
tion, I ask the simple question “Do 
you attend the meetings?”  I get 
blank stares and hear the reply, 
“When I’m not too busy.”

2. Be active on a committee, espe-
cially the membership commit-
tee or the hospitality committee.  
Don’t tell me you don’t have time! 
At a one hour a month member-
ship committee meeting you will 
interact with no less than five 
to ten prospects who are on the 
same committee. It would take 
you two to three days to make 
that many face to face appoint-
ment sales calls!

3. Leverage the executive director 
of the trade group.  When I meet 
with the executive director (re-
member earlier I said this is the 
first appointment we make when 
I come to town).  I asked several 

simple but effective questions.  
The first question I ask is, “What 
is the best way the dealership can 
support the association?”  The 
executive director always says 
“Sponsorships and committees.” 
The second question I ask is, “If 
we asked you to introduce us to 
other members at meetings would 
that be possible.”  The answer is 
100% “yes!”  Think about it, the 
executive director walks you to 
member you choose and makes 
the introduction!  That’s like an 
infomercial!

4. Never leave a meeting without 
an appointment.  When you have 
been introduced to the prospect 
by the executive director you ask 
a simple question, “Would you 
mind if I join you for breakfast this 
morning, I would love to know 
more about your business?” You 
will once again get a 100% yes an-
swer.  At the end of the breakfast 
simply say, “I would love to see 
your operation some time.” Bin-
go, you will get the appointment. 
I love “sure things.”

5. Be an ambassador for your as-
sociation and in time become an 
officer.  You will be amazed at 
what happens next, you will get 
endless referrals.

I recommend that the sales consul-
tant join at least two trade groups.  
Other opportunities could be net-
working groups like www.BNI.com 
or www.letip.com.  These are groups 
designed for exchanging referrals on 
a weekly basis.

There is another group that is even 
better than trade associations, com-
panies that already know, like, and 
trust your dealership.  Orphaned cli-
ents, service clients that bought their 
vehicles at another dealership, parts 
customers, body shop vendors of the 
dealership, current and past customer.  
I will not go into detail about how we 
leverage these great referral sources, 
we will save that for another article.
By following the “path of least resis-

tance” you should be able to uncover 
dozens if not hundreds of referrals. If 
you have the urge to make cold calls, 
make them between your appoint-
ment calls.  I prefer less rejection and 
more results. How about you?

FordPros Magazine will be modifying our publication schedule to facilitate keeping our 
FordPros up-to-date in our changing world. Moving from a Quarterly to a Bi-monthly schedule, FordPros Magazine is 

planning on being ONLY Digital for October and December, with our February 2020 edition Print & Digital. 
Please make sure to send us your up-to-date email to keep receiving our Magazine!

Send your email to info@fordpros.com or go to our website to enter your email.
(And remember you can see all of our up to date news and the digital edition on our website at any time!)
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END-USER: LAST-MILE VS.UPFITS

DEALERSHIP SUCCESS

As I’m sure you’d agree, it’s 
instrumental to the health of your 

dealership to review the inventory 
movement trends - not only at the 
rooftop level, but also locally, statewide, 
regionally, and nationally.  While the 
Work Truck Solutions network by no 
means accounts for the entirety of 
the U.S. work trucks market-share, 
with hundreds of dealerships onboard 
nationwide, I get a pretty clear picture 
of what’s going on.  So if you have 
a moment, I’d like to share what I’m 
seeing with you.
The average number of new work 

trucks per dealership (onboard with 
WTS) has decreased from 42 units 
in April 2020 to 38.4 in May 2020.  
For reference, the highest average 
reported was in 2017 at 44, and the 
lowest was in July 2018 at an average 
of 28 new work trucks.  Appreciating 
that this is not a comprehensive 
snapshot of the entire market, it does 
still provide some insights.  
First, work truck sales are better 

than they were two years ago - this 
is true on the national scale, though 
sales history for individual rooftops will 
vary.  Second, the recent slight drop 
in total work truck inventory suggests 
that perhaps sales overall are not 
just better, but ramping up.  This was 
interesting to me, so I dug further.  
While inventory levels for all body 
types seemed to remain steady from 
January 2020 to the end of March, 
March 2020 to May 2020 saw a sharp 
decrease in volume specifically in 
Pickups and Vans, with an increase 
in upfit inventory.  Added to an overall 
decline in volume across the nation, 
this tells me that:

1. Vehicle delivery 
volume is dropping, 
mostly due to shutdown 
shortages

2. Vehicle purchases are 
steady but are showing 
a steady uptick in sales 
for Vans and Pickups

Ok.  Last Mile vehicles it is, and this 
tracks with what I’m seeing out there 
in the news.  After reading quite a few 
articles and blinding myself with a flurry 
of charts and graphs and essential 
data points, I find that the March 26, 
2020 Forbes Magazine article by Rob 
Taylor titled, “Five Last-Mile Supply 
Chain Trends to Look For in 2020,” 
makes the most compelling arguments 
for increasing your last-mile inventory:

1. “E-commerce sales are 
set to reach nearly $26.1 
trillion by the end of 2020”

2 . “This year, FedEx and 
UPS announced they 
would slap additional 
surcharges on bulky 
parcels, forcing retailers 
to rethink shipping 
strategies to get larger 
items to customers.”

3. “...businesses will gain 
between $1.3 trillion and 
$2 trillion each year in 
economic value by using 
[Artificial Intelligence] in 
their supply chains.”

4. “We’ll see more retailers 
leverage distribution 
centers to provide efficient 
services for customers 
and turn unused back-
of-store space into 
automated, hyperlocal 
mini-fulfillment centers, 
following Target’s lead. 
Store-to-store shipping 
and ship-from-store home 
delivery will help stores 
maximize their potential.”

Businesses are pushing hard 
- spending trillions of dollars on 
technology and vehicles to ensure that 
their now greatly increased distribution 
and delivery needs are met.  So, on 
a broad scale, modifying your mix 
to include more last-mile vehicles 
appears to be a very good idea.
  But this is an extreme generalization, 

and a look at the movement trends of 
your dealership and local market is also 
warranted.  In addition to the reports

SHAWN HORSWILL
Work Truck Solutions

Vice President, Customer Success

FOLLOWING THE DATA, FOLLOWING THE MONEY
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DEALERSHIP SUCCESS

Photo: (c) Adrian Steel Parcel Delivery, www.adriansteel.com/parcel-delivery/

you are provided by Ford, your website 
provider should be able to provide you 
with specific numbers for the search-
activity of buyers to your site - your 
website Analytics.
Analytics give you a view into your 

commercial vehicles and into what your 
buyers are actually doing and looking 
at when they are on your site.  They are 
critical for making accurate stocking 
decisions, and right now, there is very 
little margin for error.  For my money, the 
most important data point to review is 
the specific body types being searched 
for, especially when compared to the 
last 6 and 12 months.  If you haven’t 
noticed much of a change, then perhaps 
the right answer is no change at all, or 
maybe just a slight bump in those Last-
Mile Pickups and Vans.  It could be that 
in your area, there has been a sharp 
rise in residential-related services (pest 
control, HVAC, general contracting, 
electrical, etc.) - this would bear out in 
your analytics, and that might indicate 
a move toward more service-related 
vehicles.  

Right now, many dealerships can’t 
afford to get this wrong, so what does 
it all mean?  Stock up on Last-Mile 
vehicles?  Service vehicles?  Just keep 
doing what you’re doing?  The right 
answer is to combine what the market 
analysts are saying, with your own 
sales data, and your analytics.  The 
market analysts provide free, public 
information.  Your sales data is always 
available to you.  Your analytics - those 

might be a bit trickier.  I encourage you to 
work with your website provider support 
staff to acquire and review the data with 
them (tooting my own horn here, Work 
Truck Solutions is amazing at providing 
a deep, detailed breakdown). 
What should you be stocking now?  

Between the market analysis, your 
own sales data, and your site analytics, 
you’ll have your solution.

supremecorp.com

Tampa, FLCleburne, TXGriffin, GA
800-882-6742 800-541-6282 x44531 813-440-8201

MAKE YOUR 
VEHICLE WORK 

FOR YOU.

Our one-stop-shop for commercial vehicle upfitting, 
truck body service and aftermarket parts awaits.

Talk to a specialized expert near you to get the most 
of your vehicle—and improve your bottom line.

Upfit Solutions and Service
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WORK TRUCK SOLUTIONS PROVIDES
 NTEA MEMBERS WITH FREE SERVICES

Work Truck Solutions has launched a program with 
members of the National Truck and Equipment 

Association (NTEA). For the rest of 2020, body and 
equipment manufacturers and distributors that are 
active members of the NTEA can get free services from 
Work Truck Solutions to aid with expanding their digital 
footprint, bring more visibility to their companies and get 
advanced reporting tools.
NTEA members can expand reach and sophistication via 

their own websites with Work Truck Solutions Inventory 
Locator. The Inventory Locator makes it easy for commercial 
buyers to sort, filter, and find the right upfitted work truck 
or van from dealers in their area. “It allows upfitters, the 
businesses that manufacture or distribute truck equipment 
or ‘upfits,’ to track inventory movement and see what is in 
stock from what dealer. This is a powerful tool that upfitters 
can use to ensure dealers have the best bodies and 
equipment offered,” says Kathryn Schifferle, Founder and 
CEO of Work Truck Solutions. 
NTEA upfitters will also have their own inventory listed on 

Comvoy.com, the nation’s most comprehensive commercial 
vehicle marketplace, for free. Comvoy is dedicated to 
serving commercial buyers by making it easy to find the 
exact work vehicle they need and learn about different 
upfitted vehicles. Listings on Comvoy display all the specs 
and important information from body and equipment 
manufacturers which increases sales. Comvoy listings 
are seen by thousands of potential buyers every day and 
greatly expand the visibility of upfitters and their brands.
Participating upfitters will also be included in the Partner 

Directory and Gallery of Upfits on Comvoy.com. The 
Partner Directory displays contact information and company 
description making it easy for customers to find them. The 
Gallery of Upfits is a unique educational page where buyers 
can learn more about the variety of body and equipment 
options available from Comvoy Partners and Dealers. 

For More Information on the program go to 
www.worktrucksolutions.com/ntea-members

NEWS FOR 
THE FORDPRO
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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

Nelson Mandela said, “As I walked 
out the door toward the gate that 

would lead to my freedom, I knew 
if I didn’t leave my bitterness and 
hatred behind, I’d still be in prison.” 
Since we bring ourselves and our 
accumulated beliefs and feelings with 
us, sometimes it may be a challenge 
to leave behind something that has 
ruled our life for a time, however long 
it may have been.
My favorite quote by Nelson 

Mandela is how that bitterness or 
hatred, however we think it may be 
directed, or however we think it may 
be justified is not doing anything 
but damaging ourselves. He said, 
“Resentment is like drinking poison 
and then hoping it will kill your 
enemies.” That which sticks in our 
craw creates our dis-ease.
Yet, I have to add one more from 

Nelson: “No one is born hating 
another person because of the color 
of his skin, or his background, or his 
religion. People must learn to hate, 
and if they can learn to hate, they 
can be taught to love, for love comes 
more naturally to the human heart 
than its opposite.”
No one is born hating, pushing 

against, being in resistance. It is all 
learned. From our parents, teachers, 
peers, friends, the media in all its 
forms. With all of this it is easy to 
have things stick in our craws. And 
look at all the diseases we have 
created even in the last 50 years 
compared to all of human time.

It is easy to think that the negative 
baggage of beliefs that we have are 
there because they are real and true, 
but they are no more real and true 
than anything that we have learned 
and accepted. We often may even 
feel as if that baggage has power 
over us, and that is only true as 
we accept that premise. The real 

truth is that we are infinitely more 
powerful than any belief we choose 
to hold. Accepting being a victim 
or accepting being in full control is 
purely a choice, along with all the 
levels in between. We choose it all 
and create our own world as a result 
of those choices.
Michael A. Singer, in is ground-

breaking book, The Untethered 
Soul, is teaching how to clear the 
craw by allowing everything to flow 
through us, accepting it as it is, 
yet not giving it any other power or 
meaning, and certainly not holding 
on to any of it. As it flows through, 
we are continually cleared and free. 
The only harm that ever comes is 
from allowing things to stick causing 

a blockage and creating stagnation.
Some people say that we have to 

accept the world as it is, things as 
they are, and fight, fight, fight for 
what we want. I like how Alan Cohen 
puts that into perspective. He says, 
“If you must accept what is, then 
accept the presence of love, beauty, 
abundance, and perfection.” 

Finally, how do we know where we 
are? By how we feel. I know what 
love, beauty, abundance, peace and 
joy feel like. I also have experienced 
and so know what hatred, anger, 
resentment, powerlessness feel 
like. You could say that if it feels 
good, it is, and if it doesn’t feel good, 
it is. If it feels good, it flows, and if 
it doesn’t feel good, it sticks. That’s 
how we can know and then choose 
as we will.

Letting Go Permits 
The Flow And 

Creates The Glow. 

TERRY’S BLOG

Terry Minion
Commercial Truck Success 

“That which sticks in our 

craw is that which creates 

our dis-ease.” 

-- Albert K. Strong 

www.ctsblog.net

END-USER STORIES: UNSTICKING THE CRAW
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CUP o'JOE: Pete & Repeat
There is a mentality in 

the retail Ford world 
that is so true.  Due to 
the fact the average age 
of the New Ford retail 
salesperson must certainly 
be under thirty, maybe 
even twenty-five.  Why?  
Because the sales of the 
new Fords, resembles 
selling commodities like 
flour, sugar and eggs in 
a grocery store: every 
store has them, and every 
customer is looking at 
the ads for the lowest 
price.  Nobody is ever 
willing to pay any more for 
them than the one on the 
ad.  The retail new Ford 
salesperson has virtually 
NO CHANCE of making 
more than a minimum 
wage.  He’ll be moving on 
to used…or to another job 
relatively soon.
The used vehicle sales-

person is selling “one-of-
a-kind” merchandise.  No 
other Mustang of this year, 
this color, has “X” miles.  
The buyer’s daughter 
thinks it’s cute.  It IS one of 
a kind, so we can hold out 
for what the store believes 
it is worth.  

Neither of these new or 
used “specialists” spend any 
of their attention on building 
relationships, that generate 
repeat and referral business.  
They always ask for the 
referrals, but—be honest—

how many become the life-
blood of that salesperson?  
What is SO gratifying 

about my job, is that I can 
just concentrate on building 
lasting relationships, building 
trust that I know what I’m 
talking about.  New clients 

often ask me a question 
that they already know the 
answer to…”how many 
foot-pounds of torque, blah, 
blah, blah…”  And when I 
don’t know the answer, I say, 
“That’s a good question!  I 

don’t know, but I’ll look it 
up and get back to you.”  
And then I do.  Customers 
seeking to find someone 
they can trust: they can trust 
that answer.  
Andy is a client of mine of 

some twenty years.  Actually, 

he was President of a rather 
significant business with a 
FIN Code…  When he left 
that company some seven 
years ago, he contacted me 
to see about getting a Work 
Truck for his new company.  
Today, Andy has his own 
FIN code, and his own line of 
credit with Ford Commercial 
Credit.  
Obviously, I am getting 

old…and this week he asked 
if I have plans for retirement.  
I told him that, quite honestly 
I love the relationships I’ve 
built in the business, and 
if I retired to a meaningful 
hobby, it would be to sell 
Fords to “friends like him.”  
Then he surprised me:  he 
asked me to warn him when 
I feel like I won’t be doing this 
anymore.  

Well, Andy, I’ll do just that.  
I’ll have a cup on him!

Have a cup, send me your 
experience/horror story.  I’ll 
keep your name out of it, 
change names to protect 
you (FordPro protection 
program), share your tip 
with others…and send you 
$50 in Starbucks cards!

CUP o'JOE: Pete & Repeat
"Traction in Attraction"

FordPros Magazine will be modifying our publication schedule to facilitate keeping our 
FordPros up-to-date in our changing world. Moving from a Quarterly to a Bi-monthly schedule, 

FordPros magazine is planning on being ONLY Digital for October and December, 
with our February 2020 edition Print and Digital. 

Please make sure to send us your up-to-date email to keep receiving our Magazine!
Send your email to info@fordpros.com or go to our website to enter your email!

(And remember you can see all of our up to date news and the digital edition on our website at any time!)
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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. 
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