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Let’s talk about how you can transform your  
customer’s business with the Switch-N-Go®  
system and interchangeable truck body to  
provide a WorkReady™ solution for every job.

See how Switch-N-Go®  
can save your customer’s 
money by using our exclusive  
Cost of Ownership Calculator. 

• Higher Return on Capital
• Lower Maintenance Costs

GIVE US FIVE  
MINUTES

• Job Specific Solutions
• Fewer Drivers Needed

or visit switchngo.com.adv

Flip to page ?? to discover more Switch-N-Go® products

Let’s talk about how you can transform your  
customer’s business with the Switch-N-Go®  
system and interchangeable truck body to  
provide a WorkReady™ solution for every job.

See how Switch-N-Go®  
can save your customer’s 
money by using our exclusive  
Cost of Ownership Calculator. 

• Higher Return on Capital
• Lower Maintenance Costs

GIVE US FIVE  
MINUTES

• Job Specific Solutions
• Fewer Drivers Needed

or visit switchngo.com.adv

Flip to page ?? to discover more Switch-N-Go® products

Let’s talk about how you can transform your  
customer’s business with the Switch-N-Go®  
system and interchangeable truck body to  
provide a WorkReady™ solution for every job.

See how Switch-N-Go®  
can save your customer’s 
money by using our exclusive  
Cost of Ownership Calculator. 

• Higher Return on Capital
• Lower Maintenance Costs

GIVE US FIVE  
MINUTES

• Job Specific Solutions
• Fewer Drivers Needed

or visit switchngo.com.adv

Flip to page ?? to discover more Switch-N-Go® products

Let’s talk about how you can transform your  
customer’s business with the Switch-N-Go®  
system and interchangeable truck body to  
provide a WorkReady™ solution for every job.

See how Switch-N-Go®  
can save your customer’s 
money by using our exclusive  
Cost of Ownership Calculator. 

• Higher Return on Capital
• Lower Maintenance Costs

GIVE US FIVE  
MINUTES

• Job Specific Solutions
• Fewer Drivers Needed

or visit switchngo.com.adv

Flip to page ?? to discover more Switch-N-Go® products16

https://switchngo.com/


How is 2021 treating you so far? 
Reflecting on everything that we 

survived and accomplished in 2020, 
under the most unusual and tough 
circumstances, we should give each 
other pats on the back. This issue 
is focused on 2021 being the year 
of leaning into learning. We need 
to keep up with changes around us 
– whether it’s how we communicate 
(see Terry Minion’s article pg 29) how 
we plan (Shawn Horswill’s article pg 
24) and of course how we persevere 
(see Taylor Steinberg’s article pg 
20). This is also an important year 
to keep up on the products we have 
to sell many of which are featured 
here in FordPros magazine, and will 
be highlighted during WTW21 (Work 
Truck Week 21 pgs 10-13). 

The NTEA has maximized the 
new virtual format of WTW21 for 
your edification. You will see Ford’s 
Update Sessions, economic updates, 
product demos and more. Once you 
register, the sessions will also be 
available for you on-demand later. 
It’s about access to the data, people 
and products you need to keep your 
knowledge base current and valuable 
to your commercial customers. 
Our sponsor Work Truck Solutions 

is offering free WTW21 tickets at 
www.worktrucksolutions.com/WTW21

We are also excited to announce 
a brand new event that Work Truck 
Solutions is hosting, being held 
virtually on March 3rd and 4th from 
10PT/1ET – 2:30PT/5:30ET: the first 
annual Commercial Vehicle Business 
Summit. For two days leaders in 
the commercial vehicle industry 
will share their knowledge on an 
extensive list of topics, including  EV, 
autonomous, OEM, Finance, Supply 
Chain, Fleet and AI. You’ll gain new 
insights into the commercial vehicle 
industry’s path forward and how 
technology is evolving to support you 
and your customer’s business. 

Register for this free event at https://
hopin.com/events/commercial-

vehicle-business-summit

REThinking THE BOOTH 
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I am late getting this written to you…
Our Media Director is getting a 

little worried and I get it: publishing 
deadlines and all are very real.  
But…I have a lot of really good 

excuses.  Really!  
I just survived an incredible 

month with the medical community, 
where (at 74) I had my first night 
in a hospital, my first ride in an 
ambulance, my first real surgery.  
By the end of the month I had three 
visits to hospitals for a total of eight 
nights.  Two ambulance rides.  Four 
surgeries.  How’s that for an excuse!
Now in recovery from a new aortic 

heart valve, and a pacemaker that 
finally works, I am busy trying to 
get my muscles which are now 
adequately oxygenated to “get back 
to their old strength.”  Still I cannot 
lift my left (favored) elbow over my 
shoulder for another few weeks.  I’m 
easily tired.  Another excuse.  
Then there’s the COVID that all of 

us are dealing with.  Talk about a 
great excuse!  We all have that one.

ENOUGH

The earth continues to turn, folks 
still are building businesses in 
remarkable ways, still looking for 
viable “finished Fords,” ready to 

immediately bring service to the 
world and generate revenue to the 
customers they serve.  
Someone is going to be proactive 

in finding ways to serve their needs 
with “finished Fords,” and some of 
us have just completed a year like 
no other in a very positive definition.  
Low inventory but record revenue in 
spite of it.  Was that your experience?  
Or did you have a good excuse?
When my brother and I walked 

the Camino de Santiago in Spain 
in 2017, there was a sign along the 
513-mile way that said it well:  “If you 
want to do something, you’ll find a 
way…if you don’t want to, you’ll find 
an excuse.”  
Another favorite quote is from the 

Bible we all have access to:  “Seek 
and you shall find.”  Inevitably I find 
what I am looking for.  That’s why it’s 
so key for me to seek opportunity, 
rather than something else.  
Let’s do this.  Enough, already.  

Best,

Joe Hughes
President,  NFTC

joehughes@fordpros.com

Letter from 
the President
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EXCUSES, EXCUSES

It’s a New Day.
  A New Year
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REV 1-22-2021

LET VENTURO SUPPLY ALL 

VVenturo can provide you with a single-source solution for your mechanics 
truck.  Lead times and shop labor expertise can hinder some business, 
allowing business to go elsewhere. We will provide the upfit and equipment 
solution to keep that business. The Venturo Workforce Mechanics Trucks 
include heavy-duty Venturo Crane Service Bodies, Venturo fully-hydraulic, 
electric-hydraulic or light-duty mast service cranes and other accessories. 

YOUR UPFIT NEEDS

VENCO VENTURO INDUSTRIES LLC
12110 BEST PLACE | CINCINNATI, OHIO 45241

800-226-2238 | www.venturo.com

Benefits of the Venturo Truck 
Equipment Center:
• Additional capacity for the distributor.
• Additional capability for the distributor.
• Consistent high quality factory standards. 
• Lower and predictable installation costs.
• Shorter lead times.

https://www.venturo.com/


HIGHBEAMSIn The

DRIVERGE® VEHICLE INNOVATIONS 
ACQUIRES NORCAL VAN CONVERSIONS

Driverge Vehicle Innovations, the country’s leading 
builder of commercial accessible vans, shuttles, 
transporters, work vans and recreational vehicles, 
announced today that it has acquired California-based 
NorCal Van Conversions, an innovative designer 
of accessible, shuttle, vocational, secure transport, 
and healthcare vans. With manufacturing facilities in 
Akron, Ohio, Kansas City, Kansas, and Ladson, South 
Carolina, this acquisition for Driverge will provide 
enhanced manufacturing, product offerings, and 
distribution in support of the western United States.
“We are excited to welcome NorCal Van Conversions’ 

customers and team to the Driverge family. This 
acquisition is very dynamic for Driverge. While 
improving our geographic footprint, the acquisition 
grows us in so many areas, from team, to product, 
to capability,” said Driverge President Mark Minatel. 
He added, “Our companies share customer-focused 
missions for delivering solutions to an incredible and 
supportive client base. This is a powerful combination 
that strengthens our abilities to drive leading innovation 
and value for our clients.”
For NorCal owners Todd and Laurie LaPant, selling to 

a like-minded company that upholds NorCal’s values 
and focus on clients were primary considerations. 
“Becoming a part of Driverge made great sense for 
us and our clients in the long run,” said co-owner and 
Chief Operating Officer Todd LaPant. Mr. LaPant said 
that he and co-owner and Chief Financial Officer Laurie 
LaPant will remain a part of the operation in California 
and be a part of the Driverge leadership team for many 
years to come. “This is an ideal opportunity for our 
customers who will benefit greatly from the combined 
product offerings, future innovations and continued 
relationships with the NorCal team,” said Ms. LaPant.

www.driverge.com

TRANSFER FLOW INTRODUCES 
50-AND 80-GALLON DIESEL 

REFUELING TANKS

Transfer Flow, a manufacturer of premier American-
made fuel tanks since 1983, introduces two new 
refueling tanks for diesel fuel. The 50- and 80-gallon 
fuel tanks fit full-size pickups and come with mounting 
hardware, fuel cap, and rollover valve. They’re perfect 
for manually fueling your diesel truck or equipment 
out in the field. 
The refueling tanks are manufactured from 14-guage 

aluminized steel for superior rust resistance and 
strength. They have internal baffles for extra durability 
and are powder coated black. They’re compatible 
with GPI® and Fill-Rite® 12-volt refueling pumps, 
which are sold separately.
Since 1983, Transfer Flow engineers and 

manufactures aftermarket fuel tank systems and 
vehicle accessories in Chico, California. Transfer 
Flow fuel tanks are for every need, including 
high-capacity replacement tanks, in-bed auxiliary 
tanks, refueling tanks, and fuel tank and tool box 
combination systems.

www.transferflow.com
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HIGHBEAMSIn The

VENTURO® LAUNCHES 
NEW WORKFORCE PACKAGES FOR 

COMMERCIAL VEHICLE 
UPFITTING PROGRAM

Venco Venturo® Industries, LLC, a leading producer 
of truck- and van-equipped cranes, is pleased to 

announce that its commercial vehicle upfitting program 
has been extended to include new Workforce service 
body packages, including Workforce25, Workforce45, 
Workforce55 and Workforce66. Having just announced 
the opening of their new Venturo Truck Equipment Center 
(VTEC), the company has begun the roll out their new 
work truck packages, many of which are designed to 
enhance productivity and safety for utility fleets.
“We’re very excited to be adding these new service body 

packages to our commercial vehicle upfitting program,” 
said Brett Collins, President. “Upfitting allows us to be a 
single-source solution while offering an additional service 
to our network of upfitters around the country. Upfitting 
also provides our partners with additional capacity or 
capability, a resource that will save them time and money 
while increasing their opportunities to sell Venturo work-
ready trucks.”
Extending the Venturo Truck Equipment Center (VTEC) 

line of work-ready mechanic and service trucks, these new 
packages are installed by a skilled team of mechanics at 
the Venturo upfit facility located in Cincinnati, OH, USA. 
They are available in a variety of configurations and 
options that turn any truck into the ideal solution for a 
variety of electric, water and gas utility professionals.
“Our upfitting program assures that Venturo customers 

are getting the highest quality, often with less cost and 
shorter lead times,” added Tony Albanese, V.P. of Sales & 
Marketing. “Expensive cost over-runs and other problems 
caused by unfamiliar installation crews are eliminated. 
With each installation, the equipment is installed, 
tested and fine-tuned by technicians to exacting factory 
specifications.”

• Workforce25    • Workforce45    • Workforce55  • Workforce66

For more information go to www.venturo.com

Read the details at www.nationalfordtruckclubcom/news
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•	 Ford	 Raises	 Planned	 Investment	 in	 EV,	 AV	
Leadership	 to	 $29	 Billion;	 Further	 Advances	
Turnaround	of	Global	Automotive	Business	in	Q4

•	 Improves	 results	 in	 all	 regional	 auto	 businesses	
and	 Ford	 Credit;	 posts	 $36.0	 billion	 in	 revenue,	
GAAP	quarterly	 net	 loss	 of	 $2.8	 billion;	 produces	
adjusted	EBIT	of	$1.7	billion

•	 Reports	 $4.5	 billion	 in	 company	 operating	 cash	
flow,	$1.9	billion	 in	adjusted	 free	cash	flow;	 year-
end	cash	of	nearly	$31	billion	and	total	liquidity	of	
almost	$47	billion	both	up	from	Q3

•	 Begins	 deliveries	 of	 electric	 Mustang	 Mach-E	
and	new	F-150	–	2021	North	American	Utility	and	
Truck	of	the	Year,	respectively	–	and	Bronco	Sport;	
reveals	E-Transit	electric	van

•	 Increases	commitments	to	invest	in	growth:	to	more	
than	$22	billion	in	EVs,	$7	billion	in	AVs

•	 Says	 company	 projected	 $8	 billion	 to	 $9	 billion	
in	 adjusted	 EBIT	 in	 2021	 including	 $900	 million	
noncash	 gain	 on	 Rivian,	 excluding	 effect	 of	
emerging	semiconductor	shortage

MORE AT https://media.ford.com

Ford Raises Planned Investment in EV, AV Leadership to $29 Billion

THE BLUE OVAL
MEDIA.FORD.COM NEWS HIGHLIGHTS

Ford Ramps Up #Finishstrong Initiative With Mask 
Deliveries To Hard-Hit Areas, Ppe Designs

All-New Ford F-150 & Mustang Mach-E Earns North 
American Truck & Utility Of The Year Honors

Click To Read More!
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THINKING OUTSIDE THE BOOTH
Check out https://www.worktruckshow.com/ for a schedule at a glance of the Work Truck Week 2021 (WTW21) 

formally known as the NTEA Work Truck Show held in Indianapolis, now scheduled virtually for March 8 – 12, 2021.
And of course, truck club members prefer the good ole fashion face-to-face format.   

For more than 20 years, commerical truck manufacturers, distributors, upfitters and feet managers have come 
together at The Work Truck Show to see what’s new, hear what’s coming, and learn from each other the latest 
trends and ways to improve their operatins and increase efficiency.
While an in-person event is not possibe in 2021, we knew it was more important than ever to provide opportunities 

for connection and insight. With feedback from the work truck industry, NTEA developed a platform to showcase 
the products, innovations and solutions driving the future of the commercial vehicle market.
Work Truck Week 2021 (WTW21), which takes place online only March 8-12, 2021, is a reimagined way 

to connect the commercial vehicle community and provide the product news, market trends and operationa 
insights you’ve come to expect from North America’s largest work truck event.
WTW21 will offer the industry access to:
•  Latest information on work trucks, equipment and other new products
•  Exclusive updates from leading chassis manufacturers
•  Analysis of relevant economic and market trends
•  New sustainable vehices and technology
•  Opportunities to connect with industry-leading manufacturers and suppliers
•  Dedicated updates from chassis manufacturers producing battery electric work trucks

Email info@ntea.com for additional information

BECOMING A MEMBER
Complete access is available to NTEA Members including many Ford Truck dealers throughout the country. In case 

you need to join, checkout www.ntea/join for all of the information needed to access WTW21. With 2073 members 
and 128 truck dealer members the NTEA provides valuable industry resources for every truck dealer and their 
selected employees to utilize this important information. 

BY TAYLOR STEINBERG - CORPORATE SALES TRAINER, KNAPHEIDE
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FREE PASSES COURTESY OF WORK TRUCK SOLUTIONS AT
WWW.WORKTRUCKSOLUTIONS.COM/WTW21

BE SURE TO CHECK OUT MORE NEWS AND EVENT HIGHLIGHTS 
& RECCOMENDATIONS ON THE NATIONAL FORD TRUCK CLUB 
WEBSITE AT WWW.NATIONALFORDTRUCKCLUB.COM/WTW21

REAPING THE REWARDS OF GOOD BUSINESS

https://www.ntea.com/memberdirectory
Get to know the work truck industry with NTEA’s Member Directory. Search companies by name, geographic 
location, product/service and more. Need to check your membership status? Search by company name. 

MVP Member status in a isting means these company’s have implemented 
business and quality standards and compy with feeral regulations.
Learn more about MVP at https://www.ntea.com/mvp

https://www.worktruckshow.com/wtw21schedule

Once you’ve registered, you can start your event experience 
by creating your WTW21 Planner. You will need to use the 
same email address used during registration and Badge 
ID provided in your email confirmation. Please note, all 
registrants must create a planner and be logged in during 
the event in order to view any of the sessions.

THE WTW21 PLANNER COMBINES PLANNING AND 
LOGISTICS INTO ONE EASY-TO-USE TOOL. 

• Add exhibitors and products you’re interested in
• Save time with exhibitor and product recommendations
• Save sessions and live demos to a personalized calendar
• Helpful tip: As you search and build your experience, click 

the + icon to save exhibitors, products and other resources 
to your personal WTW21 Planner. 

Registered, but need another confirmation? 
Here’s how to get it.
• Visit the registration page
• Click Access My Registration

Not yet registered?
Register now at https://www.worktruckshow.com/
Click on the “REGISTER NOW”
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FROM THE DESK OF THE NTEA PRESIDENT
Before March 2020, I wasn’t a send-an-email kind of guy. 

I was (and still am) a ‘let’s meet’ or ‘I’ll just call’ type. 
But one of the most important things I’ve learned over the 
last (almost) year is that it doesn’t matter how or where 
or even when — we must connect. We must connect as 
people, as colleagues and as business partners. We must 
not only reach out but we must open the invisible door and 
lay out the welcome mat. So that’s what we’ve done, and 
I’m inviting you to connect the week of March 8–12. 
What’s different about Work Truck Week 2021? Let’s 

start with the name. It’s WTW21 because while it 
contains important elements of our onsite event, we know 
other aspects, for our industry, don’t translate to a virtual 
setting. We’ve taken the essentials, like OEM Update 
Sessions, economic updates, press conferences and 
product demos and developed a comprehensive mix of 
tools and resources. You won’t need to be in front of a 
screen all day, because this schedule was designed so 
you can come and go, knowing that if you miss something, 
it’ll be there for you on-demand later. It’s about access 
to the data, people and products you need to keep your 
business growing. 
What’s new about WTW21 (other than the name and 

format)? Since Green Truck Summit 2020, conversations 

regarding battery electric vehicles and alternative fuels 
continue to gain momentum. With that in mind, we included 
additional content to address what manufacturers, 
distributors and fleets are doing to get the industry to 
a zero-emissions environment. With Green Hour 
dedicated education, a special keynote from Paul Rosa of 
Penske, and Advanced Chassis Update Sessions from 10 
manufacturers, you should find critical new insights and 
information. 
While Work Truck Show 2020 was the last time many of us 

were physically together, it doesn’t mean we aren’t connecting. 
I encourage you to join me March 8–12, how and whenever 
you can. The WTW21 platform is open for pre-event 
exploring. So until I can see you again, I will continue to let you 
know the door (and phone) are always open. 

Thank you for your continued 
support and contributions 

to this vital industry, 

President & CEO, NTEA 

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

REPRINTED
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FREE PASSES COURTESY OF WORK TRUCK SOLUTIONS AT
WWW.WORKTRUCKSOLUTIONS.COM/WTW21

Work Truck Week 202i to feature sessions 
highlighting path toward zero emissions
UPDATES AND MORE INFORMATION IN REGARDS TO THE UPCOMING SHOW

Green Hour educational sessions will cover reducing 
emissions and improving fuel economy, and ten work 

truck OEMs will talk about current and future battery-electric 
vehicles and technology during Advanced Chassis Update 
Sessions.
The momentum toward zero-emission commercial vehicles 

continues at Work Truck Week 2021 (WTW21). The event 
will feature Green Hour educational sessions March 9–11 on 
reducing emissions and improving fuel economy, including a 
keynote presentation by Paul Rosa, senior vice president of 
procurement and fleet planning for Penske Truck Leasing. 
Ten work truck OEMs will talk about current and future 
battery-electric vehicles and technology during Advanced 
Chassis Update Sessions March 12.
WTW21 is a reimagined way to connect the commercial 

vehicle community and provide the product news, market 
trends, and operational insights the industry has come to 
expect from The Work Truck Show in a virtual environment. 
It runs online March 8–12.
Exhibitors will share the latest information on work trucks, 

equipment, and other new products through their listings, 
which may include live demos, presentations, visuals, 
and downloadable content, as well as contact information. 
Event registrants will create a WTW21 planner and access 
exhibitor listings at wts21.mapyourshow.com. On-demand 
access for registered attendees is available through April 9.
“WTW21 elements like the Green Hour educational 

sessions, Rosa’s keynote, and Advanced Chassis Update 
Sessions allow the industry to continue exploring the 
path toward zero emissions that is typically the focus of 
Green Truck Summit,” said Kevin Koester, senior director, 
NTEA. “Although we are unable to have these important 
conversations in person this year, we’re excited to provide a 
virtual forum where OEMs, upfitters, body builders, leasing 
companies, fleets, and others can engage and share ideas.”

Advanced Chassis Update Sessions
During Advanced Chassis Update Sessions on March 12, 

battery electric vehicle manufacturers will share insights 
into their current offerings as well as future plans related to 
battery electric truck technology and how it’s impacting the 
work truck industry.
“In the last couple of years, interest in electric work trucks 

has grown exponentially,” said Koester. “For fleet managers 
and manufacturers, it’s become a challenge to keep all 
the information straight. These Advanced Chassis Update 
Sessions will provide a dedicated forum where OEMs can 
share updated battery electric vehicle information and help 
bring some clarity for fleet managers and other industry 
decision-makers.”
Participating companies will include Ford Commercial 

Vehicles, discussing the new, all-electric E-Transit. among 
many others.
Each Advanced Chassis Update Session will last 25 

minutes. Access the full schedule and session information at 
wts21.mapyourshow.com

Green Hour Sessions
Rosa, who is responsible for all purchases for Penske’s 

fleet of more than 327,000 vehicles, will deliver the Green 
Hour keynote address, “Navigating Historic Industry 
Transformation,” on March 9. He will provide an overview 
of Penske’s current and near-term advanced fuel and 
emission reduction programs, identify tactics to meet future 
and unknown emission regulation challenges, and discuss 
the future landscape of advanced fuels in the work truck 
industry.
Representatives from Allision Transmission and Cummins 

will share research and strategies to help improve fuel costs 
and economy using existing propulsion systems during 
Powertrain Optimization on March 10. They will discuss 
examples such as vocational-specific shift points and 
adjustments to non-combustible fluids.
During “Emissions Reduction: Leveraging Multiple 

Techniques” on March 11, industry leaders will share an 
overview of the alternative fuel landscape, new technologies, 
and energy-saving strategies. Attendees will learn how 
to combine the benefits of lightweighting, aerodynamics, 
idle reduction, and alternative fuels to maximize criteria 
emissions reduction.
Registration is required to attend any Green Hour or 

Advanced Chassis Update session, as well as other 
educational sessions and live demos. 

Register at worktruckshow.com/register
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HOW TO TURN SURVIVING INTO THRIVING AT VIRTUAL EVENTS 

While the COVID-19 pandemic has mostly sidelined us 
from our traditional in-person networking events, virtual 

events growth has accelerated and taken their place. Today, 
there is improved access to attend industry events and form 
connections as you won’t need to travel, you can attend from 
anywhere that has Wi-Fi. But the learning curve for going 
virtual can be steep. Make the most of your time at these 
events with our list of Ten Going Virtual Tips and Tricks.  

1Think LIVE – Many virtual shows can be approached 
just like you would approach a LIVE show. While passing 

connections in the convention hall or catching up in the 
hotel lobby won’t be as common, the premise is similar. 

2 Have an updated, complete virtual profile. This will help 
others to make a connection with you.

3 What’s your draw? Find a way to stand out from the 
noise! Short, quick bursts of content will work best in a 

virtual medium. 

4 Eliminate distractions – During the event, close other 
programs on your PC, silent your phone, inform family 

at home of your schedule, etc. 

5 Learn the event tool – in advance – Virtual event 
platforms vary. Give yourself time to get acquainted.

6 If technology isn’t your thing, ASK a colleague for help. 
It’s nothing to be ashamed about. 

7 Plan your day & agenda. Again, just like a LIVE event. 
Have defined objectives or goals for attending and make 

a plan that fits them. 

8 Attend with others – Bringing a friend helps to foster 
learning and accountability. 

9 Take plenty of breaks – Plan windows of time to stand 
up, stretch, walk around, or have a snack. 

10  Learn. Connect. Have Fun. Virtual events are blazing 
a new trail for many of us. Take pride in being part of 

history in the making. 

GOING VIRTUAL:

By: Chelsea Darley, 
Director of Marketing, Safe Fleet 

safefleet.net

LEARN MORE:  primedesign.net

  
The Original 
Drop-Down 
Ladder Rack

With thousands sold since introduction, Prime 
Design’s patented, award-winning ErgoRack™ 
helps you load and unload ladders with less 
strain while reducing risk of injury. 

Experience the safest, most durable ladder rack 
on the market! 

THE BEST

THE BEST
CHOOSE
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COMMERCIAL VEHICLE BUSINESS SUMMIT
TURBOCHARGING OPPORTUNITY IN 2021

MARCH 3RD & 4TH

For two days - leaders involved in commercial 
vehicle business will share their knowledge on an 
extensive list of topics. You’ll gain new insights into 
the commercial vehicle industry’s path forward and 
how technology is evolving to support you and your 
customers’ business. 

Register for this free event at
https://hopin.com/events/commercial-

vehicle-business-summit

MARCH 3RD: Business & Industry Focus 

Offers industry stakeholders in and around all 
commercial vehicle business segments an opportunity 
to hear experts ranging from inventory, EV, autonomous, 
OEM, Finance, Supply Chain, Fleet and AI provide their 
vision of the opportunities and challenges that will drive 
the next five years of this space.  

Opening Keynote: Dave Mondragon, VP IHSMarkit

Fireside Chat with Jim Press on 
Overall Industry Vision:  
Shaun Skinner, Pres. Isuzu 
Mandar Dighe, VP Marketing & Sales, Knapheide 
Kirk Mann, SVP/GM, Hitachi Capital America

Panels: 
Players and Products: In this very fragmented supply 

chain, which will be the best collaborations and what will 
be needed to grow your business 
Technology and Data: Now more than ever the 

commercial vehicle business needs to embrace digital, 
data and online. 
CASE: Connected, Autonomous, Shared, Electric: 

Electric is roaring into the commercial world, ready or 
not, and autonomous is right behind.

Themed & Expert-Led Breakout Discussion Rooms
Closing Keynote: Ed Peper US VP GM Fleet 

MARCH 4TH: Dealership Operations 
& Opportunity Focused

Offers all types of dealerships a comprehensive 
overview of best of breed operations and opportunities 
for developing their unique commercial vehicle business 
that leverages their brand, local business market and 
overall goals. Deep discussions with existing successful 
dealers will model how to transform the dealership into a 
local commercial business powerhouse.
Opening Keynote: Alan Haig, President, Haig Partners

Fireside Chat with Jim Press and top Commercial 
Dealer Principals – talking about running the business:  
Rhett Ricart, DP, Ricart Ford    
Charlie Gilchrist, DP Gilchrist Automotive
     Panels: 
Building the Right Team: Building a Business-to-

Business sales operation calls for a different mindset, 
new skills, and digital tools to support your team. Hear 
from top teams how they evolved, and what they learned.
Data & Digital Marketing: For top margins, targeting 

the right SMBs and tracking results is critical. This 
group of dealers has been involved in helping build the 
reporting that provides clarity and control.  
What Commercial ‘Green’ Means: Hear how to help 

commercial customers with choices in Electrification, 
EV, Alt Fuels plus learn how shared and autonomous will 
effect your dealership business today and in the future.
F&I & Ops oh My: Specifically Commercial services 

offer big, sustainable, profit opportunities for dealerships. 
Experts lay it out here along with a hint at new ownership 
models swelling up in this space.

Themed & Expert-Led Breakout Discussion Rooms

Closing Keynote: PENDING CONFIRMATION 

PURPOSE OF THIS EVENT:
Day One: Provide all Commercial Vehicle Business 

Stakeholders an overview of the dynamic interdependence 
and opportunity of this space
Day Two: Provide Dealerships strategic and operational 

insights on the Significant Opportunity of Commercial
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EXPANDING OUR OFFERINGS
HOW SWITCH-N-GO IS STRIVING TO BETTER SERVE THE MARKET

For two decades, 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, arbor and storage bodies, as well as flatbeds, drop 
box dumpsters, and WorkReady™ subframes. We are 
excited to introduce the latest products to the Switch-N-Go 
lineup, expanding to include more stainless, aluminum, and 
specialty bodies. These innovations will continue to expand 
our reach in the market, so that you, the dealer can better 
serve your customers.  

SALT SPREADER BODY
With our Salt Spreader Body, users can purchase a truly 

field ready solution for salt application. Our unique stainless 
V-Box spreader and subframe design allows for superior 
weight distribution and hauling capacity over other designs. 
This option weighs less than using a flatbed or dump body 
for a mounting platform, has better visibility around the 
unit, and features a design that prevents the spreader and 
attachments from touching the ground and being damaged 
when unloading.

STAINLESS STEEL DUMP BODY
This new body is just one of many that will help you to reach 

more customers across more markets. Constructed to last, 
the stainless steel build protects from harsh environments 
and corrosive materials to provide a long working life. Gain 
more sales in the Municipal markets with this proven design 
that features a manual front release double acting tailgate 
and optional drop down sides. Switch-N-Go will have (18) 
Stainless Steel Dump Bodies added to our ready to ship 
inventory. Contact your local dealer to place your order > 
www.switchngo.com/locator 

VAN BODY
The fully enclosed, lightweight, aluminum design of the 

Switch-N-Go® Van Body not only protects your cargo but 
allows you a greater payload capacity and greater gas 
mileage when traveling without a load over a steel body. 
The smooth sides provide ample advertising space. The 
Van Body features a single rear roll-up door and bolt-on 

pullout ladder that allows for simple and safe operation on 
and off the ground. E-Trak runs throughout the interior of the 
body, allowing you to customize the layout for whatever the 
customer’s business includes – hauling/moving services, on 
site tool storage, and more.

ARBOR BODY 
This rugged Arbor body is built with heavy-gauge galvanneal 

steel and has a corrosion resistant coating on both the 
underside and interior. Smooth exterior sides provide ample 
space to promote your business with advertising. Store 
all of your tools with built in ladder and pole boxes. Easily 
haul this Arbor body on the truck or drop it on site for 
stationary use while the truck picks up another Switch-N-
Go interchangeable truck body. This style of Arbor Body will 
help you reach those large fleet Arbor/Tree Care accounts 
while the standard Switch-N-Go Drop Box with removable 
roof are for smaller Landscapers and Municipalities that offer 
tree care as an additional service.

RECYCLER BODY 
Ideal for collecting recyclable materials, such as plastics, 

glass, and cardboard, our Switch-N-Go® Recycler Body is 
an example of how we can provide custom solutions for our 
users. These particular units feature a Gambrel style roof 
and sliding style doors. Municipalities can utilize these as 
a quick and efficient way to transport the recyclables to 
the proper centers, while Dumpster Rental businesses can 
drop them off along with the Dumpster Body to assist their 
customers in separating waste from recyclable items.

For more information and specifications about these 
bodies, you can contact a dealer near you and get Switch-
N-Go® on your lot > www.switchngo.com/locator

For More Product Images, read more at 
www.nationalfordtruckclub.com/magazine 
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As 2021 begins, many of us 
would be happy if things just 

“returned to normal” -- though we 
might disagree what “normal” is 
these days. For companies whose 
history and mission is innovation and 
continuous improvement, happiness 
is never found by just standing pat, 
or counting on past success to 
repeat itself. At Scelzi Enterprises, 
the drive to expand and improve 
while still maintaining the premium 
quality of their truck bodies is part 
of the culture. For this new year that 
means some new truck body designs 
and enhancements to some others, 
as well as expanding assembly and 
pool locations to increase production 
and distribution.

2021 SCELZI LANDSCAPER/
GARDENER BODY

The Scelzi Landscaper/Gardener 
truck body was first introduced more 
than 20 years ago. Designed for 
hauling leaves, branches, mulch, and 
other landscaping products, the body 
is built on a 10-14 foot long flatbed 
frame with fold-down and fold-out 
doors. The sides come standard with 
lightweight steel racks and polyurea 
textured coating is added to the 
inside bed area for additional rust 
and corrosion protection. Several 
improvements have been made to 
this classic design for 2021, some 
of which are only possible on a large 
scale due to recent advances in laser 
cutting technology. There are fewer 
weld joints to weaken over time, 
and laser-cut latches and handles 
are more efficient with fewer moving 
parts. 
In addition, the Gardener body has 

a cleaner look and still maintains that 
glossy Scelzi paint finish. On a Ford 
F350 or larger, this is a workhorse 
that will still be helping landscapers 
well into a 2nd decade of useful life. 

“We are always looking at ways to 
build our bodies more efficiently,” 
says President Mike Scelzi, “but also 
to make them better. The lightweight 
design of a landscaper body can be 
a problem if treated like a dump truck 
and filled with rocks and other solid 
objects to transport, so these changes 
really began as a project to make the 
body stronger. At the same time we 
made it look better, too.”
 

2021 SCELZI DUMP 
TRUCK BODIES

The Ford Medium Duty F600, 650, 
and 750 were made to handle the 
toughest applications, and that means 
Dump and Water truck bodies, in 
addition to ultra-custom truck bodies 
containing compressors, cranes, and 
other special accessories. As a leading 
supplier of these bodies for Ford in the 
USA, Scelzi has learned a few things 
that only experience can teach. 
Scelzi Production for these bodies 

was centralized in a new Fresno 
facility in 2017, and in 2021 they 
continue to make improvements to the 
toughest dumps available in the 3-20 
cubic yard range. One change that is 
having a large impact on both product 
quality and production efficiency is 

the reduction of 3rd party suppliers 
and vendors needed to build a Scelzi 
Dump Truck. By building more sub-
components themselves, Scelzi has 
more control over both the product 
quality and availability.
“We have some great suppliers but 

when those supply lines break down, 
it is a very helpless and frustrating 
feeling,” notes co-owner Gary Scelzi. 
“Just look at how badly that affected 
companies in 2020, when COVID 
shutdowns of key suppliers caused 
businesses to close their doors. We 
are better prepared now to handle 
future disruptions and we also have 
greater control of component quality 
than we did a year ago. We aren’t 
waiting for as many items to arrive 
before completing a truck body, and 
there is less variation of quality.”
The COVID virus has certainly changed 

business plans for most companies in 
2021, but at Scelzi Enterprises, the drive 
for more Innovation and continuous 
improvement won’t be postponed. 

To read more and 
see more product photos visit 

www.nationalfordtruckclub.com/
magazine

INNOVATION CONTINUES : 2021 Body Changes
BY BILL VANDER PLAATS, MARKETING MANAGER, SCELZI ENTERPRISES, INC.

For more information visit
www.seinc.com 
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All-American.

1444 Fortress St., Chico, CA 95973  /  (855) 679-6817  /  TransferFlow.com

Your source for premier American-made fuel tanks.

®

https://www.transferflow.com/


THE VALUE OF THE Regional Truck Club
WHY ARE TRUCK CLUBS SO IMPORTANT & HOW CAN THEY HELP YOU?

MMany truck clubs have been around for decades 
– starting a more social groups, but over the past 

10 years evolving more and more into professional 
associations designed to help educate and support those 
in the business of selling commercial vehicles.
Truck clubs are typically non-profit or not-for-profit 

organizations run by elected dealership and vendor 
volunteers. They are a great opportunity for commercial 
dealers to come together to meet, learn, network, and to 
hear from and speak with cohorts, competitors, industry 
vendors, and subject matter experts about commercial 
trucks, equipment, and the commercial industry in general. 
Members are typically charged a membership fee in 

exchange for benefits such as

• Meetings and events
• Industry related training
• Opportunity to meet with and speak directly 

to industry experts and manufacturers
• Network with cohorts, competitors, and 

industry experts

Typically, there are 3-4 gatherings, at varied locations,  
annually. These gatherings usually consist of a meeting, 
industry training, commercial vehicle training and walk-
arounds, and a social activity such as golf or dinner.  The 
success of a truck club is directly related to the perceived 
value by its membership.  Dealership personnel earn 
their living from working, selling, and closing deals.  For 
this reason, it is imperative they see value in attending a 
truck club meeting. If the meeting content, training, and 
networking they receive by attending will benefit them, 
they will attend. If not, they will pass.    
And of course, truck club members prefer the good ole 

fashion face-to-face format.   
Having said that, with current restrictions on travel and the 

complexity of social distancing, some truck club meetings 
are now being conducted virtually. However, the perceived 
value gained from the online truck club meeting, training, 
and networking may be quite challenging to the more 
mature truck club member. Even though it is not ideal, we 
recommend that all FordPros jump in with both feet and 
work hard to leverage these virtual meetings – you will get 
out of technology what you put in, and it’s good practice 
to develop a comfort level with technology that just might 
not happen otherwise. New technology is coming down 
the pike all the time.

EXAMPLE REGIONAL TECHNOLOGY PILOT
Ford Pro’s who are part of multi-brand dealer group may 

have heard some nice things about this Pilot program in 
the NorthEast:
The Northeast Truck Exchange is a program that Work 

Truck Solutions was asked to develop which allows 
dealers to have a private online exchange for aged 
inventory; a way to feature inventory that is getting stale 
and driving up flooring costs.  The exchange is a dealer-
only platform that is not accessible by customers, and 
allows dealers to list, dispose of, search and shop for 
units currently in stock across their region. 
Like any newly conceived digital program, this has 

been a massive undertaking and has evolved as Work 
Truck Solutions has worked with dealers through early 
challenges and learned what works and doesn’t for the 
dealers.  The private exchange platform itself is still 
evolving and becoming easier and more efficient for 
dealers and OEM field members to use and manage. 
With the unprecedented commercial inventory 

shortages and no sign of relief in the next 18-24 months, 
more than ever, dealers will need to build and maintain a 
solid dealer network. For this reason, it is not uncommon 
for dealers today to have developed their own dealer 
trade network in excess of 20-25 dealers over a wide 
geographic area, ad then rely on that network to find a 
number of the commercial trucks needed to meet their 
customer demand and to find a home for over-aged 
units.   Work Truck Solutions reported that last year 
83% of their over 1,100 dealers used either inbound or 
outbound trade on their basic platform, with almost 3,500 
trade requests.
Dealerships with a fulltime dealer trade manager might 

find that managing dealer trades and moving aged-
inventory to be less difficult. However, for dealerships 
that don’t have a dedicated inventory management 
team, the task of managing dealer trades and over-aged 
inventory can prove to be quite daunting indeed without 
technology to help.   
 Today dealers are looking for ways to cut expenses. 

A key dealership expense is floor plan costs. Dealers 
are looking for ways to both streamline inventory search 
practices and limit the amount of over-aged inventory 
they have on hand.  With the objective to find needed 
inventory while also moving aged-inventory, a private 
Dealer Exchange might be the ideal solution.  

 Brian St. Hilaire, Field Manager 
OEM Partnerships, Work Truck Solutions
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EXPAND YOUR HORIZONS

If my records are correct, 2021 will be my 54th year 
of creating customer solutions in our industry, not 

including the ten years before working in agriculture. 
Decades of experience tell me that some things never 
change. The content of this article parallels others 
written over the years for FordPros. Today, we have 
more technology resources to utilize than we can ever 
learn, fully understand or utilize for “building worthwhile 
connections” in a pandemic environment. Research and 
implement any of the new technical resources to produce 
the desired outcome and worthwhile connections. Trade 
shows, one of my favorite mediums to initiate the building 
of strong connections are operating for the moment in a 
virtual environment, but that will end somewhere in the 
future allowing the creation of in person connections. 
Until the inperson trade shows can continue, technology 
will be utilized as needed - never straying far from 
the decades of successful experiences used to build 
worthwhile connections. 
As I enter the eleventh year writing articles for Ford 

Pros, continuing my retirement and working part time for 
The Knapheide Manufacturing Company, one of the most 
productive and enjoyable areas in building worthwhile 
connections is when I reply to the “Contact Us” inquiry’s 
Knapheide receives daily from it’s website. Whether the 
customer looking for images of a discontinued product 
from thirty-five years ago or a fleet manager needing 
advice on spec’ing a complicated service truck for a 
municipal water and sewer department, a few “old school” 
techniques continue to build the worthwhile connections. 
Timely phone calls, thanking them for the inquiry, utilizing 
assistive language for obtaining a full understanding of 
the customer’s needs and of course, providing a timely 
solution all contribute to success. Customers still enjoy 
talking to someone rather than leaving a voicemail when 
they have a specific need. Let us examine three proven 
philosophies that have worked so well over half a century.
Passion to make your customers successful must 

remain at the top of your list. 

Passion, utilized by myself through the decades, includes 
intensity, desire, going the extra mile and the joy of creating 
WOWs are all required to make you and your customers 
successful. Top performing customer solution providers 
become top performing sales persons. When you create 
the needed solution, the customer order is the natural step.   
Extensive Product Knowledge is required. 

One must know how your products satisfy customer’s 
needs. For those of you with limited experience in the 
trades, this will be your toughest learning curve. 

Product Knowledge – 

1. Understanding not only your complete product 
line, but also what each will do for the goals and 
objectives of your customers. Reducing costs per 
mile, accurate inventory to insure 100% completion 
on a service call while not overloading the service 
vehicle with excess parts; improving efficiencies by 
taking only three steps to your tools on a Knapheide 
KUV versus eleven steps to access your tools in a 
conventional van are just a few areas to understand 
for your HVACR customers. The more you know 
about your customer’s industry the easier it is for 
you to make them successful.
 
2. Understanding the industries in which your 
customer is operating. One of the main points used 
in decades of Knapheide sales training is to create 
your presentation for the target audience. How 
can you create a solution if you do not know the 
industry? One of the best ways to learn is to “walk a 
mile in their shoes” or ride with a technician making 
service calls or deliveries. This may take “getting 
grease under your fingernails” frequently used to 
describe someone that immerses themselves into 
their work. Try it, as you will be amazed at how 
much you will learn about applying your products 
to the environment.

PASSION - PRODUCT KNOWLEDGE - PERSEVERANCE

“WHEN YOU PUSH YOURSELF TO WORK THROUGH CHALLENGES - 
THE ABILITY TO KEEP DOING SOMETHING IN SPITE OF OBSTACLES 

– INSPIRE PERSEVERANCE BY EXPERIENCING FAILURE.”

BY TAYLOR STEINBERG - CORPORATE SALES TRAINER, KNAPHEIDE
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UPFITS DESIGNED TO MEET THE NEEDS OF PASSENGERS. 

You expect engineered solutions and our Ford Impression 
Series delivers. This roomy, 15-passenger vehicle (including 
driver) provides multi-use functionality for all types of riders. 
It’s perfect for hospitality, corporate shuttles and much more! 

As a Ford QVM, we are inspired to deliver solutions beyond 
expectations. We leverage our long history as a leader in 
adaptive technology and our on-going participation in the 
Ford bailment pool program. See our full line of accessible 
and vocational Ford Transit products at Driverge.com.

$7,500 OFF1

IN-STOCK INVENTORY

IMPRESSION SERIES SAVINGS EVENT

Ideas made to move people

1  Dealer Savings only valid on purchases of in-stock Ford Transit Impression 
Series February 1, 2021 through April 30, 2021 or while supplies last. 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 Pros 012021-7.0625 x 4.25.indd   1 1/27/21   8:27 AM

REAPING THE REWARDS OF GOOD BUSINESS
3. Understanding and being able to explain the 
long-term value provided by your products is 
becoming more and more of a requirement for 
all customers. Successful customers take great 
pride in the appearance of their vehicles, at the 
job site and on the road, want them to look good 
for the long haul as well as perform well in their 
work environment. How well do you understand 
and present these features on your vehicle as well 
as the product installed on the cab chassis for a 
specific application?  

Perseverance to create timely solutions within 
your area of expertise.
Perseverance – “When you push yourself to 

work through challenges - the ability to keep doing 
something in spite of obstacles – inspire perseverance 
by experiencing failure.” My favorite is experiencing 
failure - one learns a great deal about the environment 
in which they failed, instantly learning what not to do 
the next time. Just last week, I broke off the end of 
a pressurized water pipe on which I was replacing a 
twenty-eight year-old non-functioning and corroded 
water valve. Trying to hold back 60 pounds of water 
pressure with my thumb, experiencing very cold water 

all over the facility and myself while simultaneously 
shouting for help to turn off the water is another 
definition of perseverance. Help arrived after a few 
“high volume voice requests”. I will not do that again 
as I now understand what I did wrong. 

Continue broadening your horizons, you will be glad 
you did. As Henry Ford quoted on page 40 in the 
famous Edison and Ford Quote Book:

 

“If you think you can 
or think you can’t, 

you’re right.”  
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COACH KEN
Over fifteen years ago I wrote a 

phrase that I have since lived by 
in both my personal and professional 
life, “Given a bad system or no 
system and a talented salesperson, 
he or she will struggle to reach 
success. Given a great system and 
even an average salesperson, he or 
she will become a superstar.”  I get 
so many calls from new salespeople 
that are struggling and the first 
question I always ask is “Tell me 
about your system and strategy?”  
There is usually silence at the other 
end of the phone line or the person 
replies with the question, “What do 
you mean?”

Our twenty-year success record 
has been built on “Systems.” Another 
way to look at “Systems” is a “game 
plan.”  I like to use that term rather 
than a “business plan.”  I guess it 
stems from my background as a high 
school football coach. A business 
plan is something you write that 
encompasses well defined goals 
and the steps regarding how you 
will reach those goals.  A game plan 
is a “per prospect” plan. So often 
business plans get written and then 
placed in a file folder, never to be 
looked at again until the end of the 

year if at all. A game plan for each 
new prospect is best described as an 
“Activity Plan.”  The actions we take 
define the results we achieve! This 
takes us back to the word “systems.” 

Here is an example of a game plan:

ONE: You identify companies within 
your geographic area that drive a 
similar vehicle to what you have in 
stock. If you have a surplus of cargo 
vans you identify companies that drive 
vans such as plumbing companies, 
delivery companies, electricians, 
and delivery companies as a few 
examples.

TWO: If you are a member of a trade 
association or a business-to-business 
networking group, you go after these 
van owners first.  Why? You have 
something in common, you are both a 
member of the same group.

THREE: Another strategy as part of 
your game plan is to gain referrals 
from your best customers regarding 
anyone they know that owns vans.

FOUR: Decide how you will 
make contact. You could send a 
letter introducing yourself as a 

local business who specializes in 
commercial vehicles or you could 
simply call the business with a well-
designed word track. If you are a 
member of an association or business 
to business networking group, it is 
simple to introduce yourself at a 
meeting function.

FIVE: Have questions prepared in 
advance of your meeting. Preparation 
is your key to success. (email me for 
our “First Sales Call Guide Form,” 
it has the questions you should 
be asking on that first call). This 
article will help you set up your call 
interview as well as getting a second 
appointment.

SIX: Have a pre-written follow up 
plan to continue to develop the 
relationship. Remember, 81% of all 
sales are made after the 5th face to 
face contact. That is a direct statistic 
from the Huthwaite Corporation, the 
largest sales research group in the 
nation.

SEVEN: Pre-plan how you will follow 
up on your first sales call and how 
you will get the next appointment. 
Immediately send a “Thank you” card 
and make a 24 hour later “thank you” 
phone call. Again, part of your “game 
plan.”

EIGHT: Place the prospect in your 
CRM system and if you have a 
newsletter, put them on your mailing list.

NINE: Write down all information on 
this potential customer in your CRM 
as well and plan for the next contact.

MORE ON SYSTEMS
BY KEN TAYLOR

“Given a bad system or no system 
and a talented salesperson, he or 

she will struggle to reach success. 
Given a great system and even an 

average salesperson, he or she will 
become a superstar.”
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TEN: Once the new prospect 
becomes a customer by purchasing a 
vehicle from you, set up a two week 
later follow up call. On this call you ask 
customer service questions, get the 
new customer to write a testimonial 
(or have them do a video). Also ask 
the customer for their list of vendors 
that supply them with goods and 
services. This is a powerful list and 
usually 50% of them become new 
customers. Also ask the business 
owner if you can use him or her as 
a referral source. These are easy 
prospects to make appointments with 
and continue to grow your business.

Steps One through Ten becomes 
your “Game Plan.” We have used this 
system with hundreds of dealerships 
with great success. The great thing 
about a system or game plan like this 
one is it has already been tested. It’s 
important to remember the power of 
systems.  What’s your game plan?

COACH KEN

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

ken@coachkentaylor.com or 
will@commercialtrucktraining.com 

or visit them at 
www.coachkentaylor.com
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“Proper Preparation Prevents 
Poor Performance,”  aka 

The 5 P’s of Success.  Seasoned 
business owners, salespeople and 
military vets have probably heard 
this more than a few dozen times; 
you may have even shared it with 
someone yourself.  It’s a powerful 
thought to always have top of mind.
In my personal life, I am a stickler 

for shopping with a complete, well-
organized list.  Without a good list, 
I’m guaranteed to come home with 
bags and bags of things we didn’t 
need, while forgetting some - or 
most - of the things I was sent out 
for in the first place.  I will have 
wasted time, gas, and money - 
precious resources necessary for 
the continued wellness of the home, 
my primary business.
When I have a neatly organized 

list, I can review it, ask clarifying 
questions, and make any necessary 
edits or changes to my plan before 
I leave.  This ensures that I spend 
only the minimum required amount 
of time/gas/money to complete the 
task.
Coming up this March 8-12, the 

NTEA (National Truck Equipment 
Association) will be hosting a virtual 
version of their annual Work Truck 
Week - are you prepared?  
Work Truck Week, in their words, 

is “a reimagined way to connect the 
commercial vehicle community and 
provide the product news, market 
trends and operational insights 
you’ve come to expect from North 
America’s largest work truck event.”  
If you’ve not attended in the past, 

you’ve been missing out.  Attendees 
are provided the latest info on work 
trucks and equipment, OEM updates 
on new tech releases and vehicle 
availability, analysis of relevant 
economic and market trends, 
and opportunities to connect with 
industry-leading manufacturers and 
suppliers.  (For more information, 
visit https://www.worktruckshow.
com/attendees)
For those dealerships that are 

completely up-to-date on the efficacy 
of their operational tools and have 
a total understanding of what their 
buyers are wanting/needing, NTEA’s 
Work Truck Week is priceless.  
These dealers are not just tacitly 
and vaguely aware, they keep 
meticulously maintained lists of what 
their staff and their buyers need and 

want.  Events like Work Truck Week 
allow them to confer with the experts, 
solidify plans of action, and begin 
immediate implementation.  Filling 
most or all the needs from just one 
event keeps the dealership running 
at peak efficiency. Additionally, their 
customers never have to wait to 
get their businesses updated on 
the newest cost-saving measures 
and technology.  Customers that 
consistently remain interested 
and informed become repeat and 
referring customers.
Dealerships that are disorganized 

are in a much tougher position.  
Without a clear understanding of both 
the issues concerning operations/
management of the dealership, and 
the needs/wants of their buyers, 
events like Work Truck Week can

WORK TRUCK WEEK 2021:  SETTING UP FOR SUCCESS

DEALERSHIP SUCCESS
SHAWN HORSWILL
Work Truck Solutions

Vice President, Customer Success

Work Truck Week, in their words, is 
“a reimagined way to connect the 

commercial vehicle community and 
provide the product news, 

market trends and operational insights 
you’ve come to expect from 

North America’s 
largest work truck event. ”  
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DEALERSHIP SUCCESS
be costly.  Without a well thought-
out plan, time that could have been 
spent selling more trucks is wasted 
as they meander aimlessly from 
one exhibit to another. Without a 
complete and organized list of needs, 
it’s difficult to know what exhibits 
should be priorities, and which 
might be a waste of resources this 
year.  Exhibits with tools, services 
and ideas that could bring immense 
value to the dealership get lost in a 
sea of choices, becoming invisible 
and valueless.  Furthermore, with 
no organized understanding of 
these needs, and no specific plan to 
address each (or any) of them, any 
resulting new purchases/contracts/
etc. will then be based primarily 
on gut-feelings and incomplete/
inaccurate information.  Such a false 
understanding of the needs of the 
dealership and its buyers often leads 
to extremely costly mistakes with 

desperately speedy cancellations, 
and nothing but more wasted time 
and money. Impulse buys, while 
sometimes fun, are rarely fruitful.
If you plan to attend the Work Truck 

Week, I urge and encourage you 
to make time to review the needs 
of your staff and your customers.  
Hold a meeting with your senior 
management team specifically to 
uncover and define any gaps or 
issues with existing operational/
managment tools (websites, feed 
providers, etc.).  Separately, book 
a meeting area in one of your best 
local restaurants and treat some 
of your high-profile customers to a 
nice lunch-and-learn; you provide 
the food, they provide the updates 
on their pain points and any new 
developments that may have their 
interest.  Based on the information 
you glean from your staff and your 
customers, you can then create a 

precise game plan for which exhibits 
you wish to engage with.  More 
importantly, you’ll be armed with 
the ability to ask the right questions 
- questions that speak directly to 
fulfilling each of your needs.  With all 
of your ducks in a row, you’ll be fully 
set up for a successful, beneficial, 
and thoroughly enjoyable Work 
Truck Week experience!

See page 15 to read about the 
Comercial Vehicle Business Summit, 
an event that  Work Truck Solutions 
and Comvoyis hosting in the week 
before the 2021 Work TrucK Week!

VISIT OUR VIRTUAL BOOTH 
DURING WORK TRUCK WEEK 2021 

© The Knapheide Manufacturing Company 2021MARCH 8 - 12, 2021
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THE NORTHWEST FORD TRUCK ASSOCIATION BEGINS VIRTUAL MEETINGS

The NWFTA was founded by Joe Hughes (NFTC 
President) and Steve Hurley i 2003 (17 years ago!). 
Up until 2020, they held 5 meetings a year starting in 
February. Their August meeting has been when Ford 
flies out from Detroit to give members an in-person 
Ford Update, ending with a golf tournament. Their 
October Meeting is their end-of-the-year meeting, 
alternating between Portland and Seattle. It’s typically 
a meeting during the day, and a dinner for the member 
and their significant other, entertainment included! 
(Last year their meeting/dinner was held at the 
Seattle Museum of Flight! Photos below)
President: Don Beezley, 
Vice President: Steve Renner, Gresham Ford
Treasurer: Art Harris, Bowen Scarff & 
Geoffery Strother, Nelson Truck Equipment
Secretary: Dan Forward, Bowen Scarff   
Board Members: Verle Ketchum, Mullinax Ford;
Mike Ryan, Bill Pierre Auto Centers;
Brian Thomas, Chuck Colvin Ford
Summit Truck Bodies: Robert Jorgensen
Ford Representative: Bob Braukmann

Due to the timing of the Pandemic, NWFTA club 
meetings March on were canceled for the rest 

of 2020. Despite that, the NWFTA board meetings 
meeting were still happening via zoom- during one 
such meeting one member mentioned that their 
Church was doing zoom masses to include all the 
members that could not attend. With that inspiration 
and the looming pandemic still making holding larger 
in person club gathering near impossible, it was 
decided to schedule the first meeting of 2021 a zoom 
truck meeting! Bowen Scarff Ford’s new maintenance 
facility in the Seattle/Kent Washington area was 
chosen as the location to host from as It will allow for 
10 people to attend. Speakers will be Kendra Clayton, 
the NW area CBM and Bob Braukmann, the area 
Ford Credit Manager. The intention of the meeting 
will be to connect with members and check how they 
are weathering the pandemic, and to re-establish the 
connection and support that the NWFTA offers.
“The idea is, that if we can do virtual, we will do it 

a little earlier and get everyone up to speed on what 
Ford is doing, what changes are happening in our 
industry that need discussion. For example, Ford 
has added additional CBM’s. Commercial Business 
Centers has added additional people for parts and 
service, there has been some changes in the Ford 
Credit department- so we hope to introduce club to the 
new players.” Says Don Beezley, NWFTA President
The hope is, if all goes well, to establish a protocol 

and a process that could be used in future meetings 
throughout 2021, with or without a pandemic- and 
hopefully inspire other regional clubs (and Ford CBM/
CVC) to establish their own virtual meetings!
 This first ever virtual NWFTA meeting will take 

place on February 11th (the day of FordPros 
Publication), and there will be updates, a recap and 
photos from the meeting the following week on www.
nationalfordtruckclub.com/news 

FORD TRUCK club neWS
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Born and raised in Colorado, 
Don Beezley has worked 

with cars and trucks for all of his 
adult life, working his way up from 
car runner to mechanic then on 
to management at a Car Rental 
car lot during and then after high 
school. After marrying and starting 
a family, Don eventually moved to 
Portand, Oregon, in 1990, where 
he took on the Management of the 
Truck Division of Budget Car rental. 
In 1991, they moved to Tampa, 
Florida for two years, but the move 
didn’t stick and they moved back to 
Oregon. 

In 2004 Don lost his position at 
Budget – the company was sold. 
Reaching out to some acquaintances 
at Northside Ford Truck Sales he 
was offered the position of Outside 
Rep in 2005. The second day 
working at Northside, Don went to 
a meeting of the Northwest Ford 
Truck Club Association, of which he 

eventually became the President! 
(see the facing page  for NFTCA 
Club news!).  Four years later, in 
2010, Tim Tobin was retiring and 
moving on from Northside and 
recommended that Don to be his 
replacement- Northside offered him 
the position of commercial sales 
manager- and Don has held that 
position for the last 11 years!
Don says he enjoys his job; 

confident in and grateful for his staff, 
connections, and club members that 
he counts as lucky to be around 
him. Utilizing his connections and 
knowledge, as well as a healthy 

head-start in the digital transition 
of truck sales, he and his team has 
weathered the Covid-19 pandemic 
fairy well. As one of the first customers 
of Work Truck Solutions, Don and 
Northside has utilized the program 
and its benefits of showing more 
product than is on site, saying of the 
program “It is a great tool, but it is 

what you make of it,” meaning that 
it has to be employed competently 
and intelligently - integrated into 
your existing and expanding toolbox. 
Additionally, they utilize Commercial 
Truck Trader and Ford Direct/CVC, 
incorporating the continuing support 
of word-of-mouth and phone calls; 
with some use of Facebook and 
additional social media resources.
Don and his wife have a son and 

a daughter and three grandsons. 
He loves playing Golf, summer 
barbeques, and traveling with his 
wife - he found he did more of the 
first two during 2020 - more golf 
with his son and barbeques with the 
family, but much less of the last! He 
did manage to itch the travel bug 
with some safe travel to Arizona in 
the late summer, but is hoping to get 
to Hawaii for a Family Vacation in 
2021 (their 2020 trip in March having 
been canceled!)

Don Beezley
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CONNECTING VIRTUALLY
Five Tips for Making the Most of Virtual Events

BY PAUL SHAFFER
Executive V.P.  

Landi Renzo USA 
Like many of you, I look forward to Work Truck Week 

each year. It’s exciting to see the latest tech, check 
out the newest trucks and connect with other FordPros.
Although I understand the reason why Work Truck 

Week 2021 (WTW21) is taking place online only, there’s 
still some disappointment about not meeting in person.
I caught up with my friends at The Carbon Agency, a 

creative and digital marketing agency that specializes 
in multimedia communications and event management. 
Knowing that WTW21 will be just one of many 
tradeshows and conferences that I’ll be attending online 
this year, they gave me advice on making the most of 
virtual events.

1. SCHEDULE THE EVENT IN YOUR CALENDAR
Reserve the time in your calendar so that your 

colleagues don’t schedule meetings during the event. It’s 
tempting to multi-task but you’ll absorb more information 
and get to know the participants if you give the event 
your full attention.
Check the agenda and make certain to sign up for 

specific presentations, demos or virtual tours that may 
require advanced registration.

2. 360-DEGREE TOURS AND VIRTUAL TEST DRIVES
Virtual reality and other tech advancements offer an 

interactive experience for 360-degree tours and virtual 
test drives. Be sure to take advantage of live demos and 
other tours to experience new products and technology.

3. VIRTUAL NETWORKING
Many conferences will offer mobile apps and 

opportunities to connect with other attendees. The 
tradeshow may dedicate networking time with virtual 
happy hours and coffee breaks. Some events may even 
link attendees with similar interests, set up group chats 
and breakout sessions.
Consider proactively reaching out to colleagues via 

email or LinkedIn to schedule time to catch up on the 
phone or a video meeting after the event.

4. FUN ACTIVITIES
The most successful conferences include fun activities 

to make the event memorable and create camaraderie, 
including:

• Leaderboard challenges, allowing participants to earn 
points by attending keynotes and training sessions
• Mixology lessons during happy hours; Event 
organizers send attendees a cocktail kit in advance 
and then host a mixology class during happy hour
• Bingo cards with industry terms to keep participants 
engaged during sessions, while adding humor
• Photo gallery with attendees wearing event swag

While most of us want to maintain a serious, 
professional appearance, sharing a photo 
wearing an event hat or shirt shows your 

support of trade organizations. If you post an 
update on social media using the event hashtag, 
your network will know that you stay on top of 

the latest industry trends.

5. LEVERAGE LINKEDIN
This is my own tip. One of the most effective ways to 

stay in touch with colleagues is to check LinkedIn at 
least once a week. I log onto LinkedIn a couple of times 
a week for about 15 minutes to “like” and comment on 
updates from friends and industry posts. When Landi 
Renzo has news, I share on LinkedIn. The comments 
and engagement from FordPros and other colleagues let 
me know the popularity of our products and the interest 
in our news and technologies.

By considering these tips for connecting virtually, you 
can make the most of virtual events. I look forward 
to connecting with you during WTW21 or another 
conference this year!
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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

Digital-schmigital. Digital vs. Analog. 
1750 vs. 2021. If you build it, they 

will come. If you display it, they will 
buy it. When I was a sales manager 
and trainer in the car business, all 
the salespeople wanted to know 
was how to close more sales. They 
wanted the prospect to be a buyer 
and do as buyers are supposed to 
do—buy. Good luck with that! All it is 
and all it ever was and all it will ever 
be is simply communication. Verbal 
communication. Visual communication. 
Feeling communication. And, the 
key in all sales is learning how to 
communicate more with our ears and 
less with our mouth.

Of course, the ideal is personal 
interaction. In the unique environment 
we find ourselves in within a global 
pandemic of a highly communicable 
virus and trying to keep everyone 
and ourselves as safe as can be, we 
are avoiding personal interaction.
If this were the last century, we 

would communicate via telephone 
which then was the closest thing to 
being in front of a person exchanging 
words and feeling. Later, we found 
the telephone reinvented into a 
mobile device that could be carried 

anywhere. As the technology 
advanced, that device allowed visual 
and audible communication. And 
in 2021 we find Zoom and other 
services that allow us to communicate 
with video and voice, even with 
many at a time. Those who cannot 
physically go to the office or other 
work location can work from home via 
the Internet. There is a whole new job 
classification of ‘remote work’. It is still 
communication. Some in words, as 
in text and email, and some visually, 
with video, websites, social media 
and more. It’s a brave new world from 
this perspective, but it is still simply 
communication.

Which communication tools 
currently available to us are the 
most powerful? Number one will 
always be personal interaction. Next 
would be group interaction. Next 
would be video interaction (Zoom, 
Social media, etc.). Next would be 
vocal communication such as the 
telephone, cellphone. Next would 
be recorded video. Next would be 
written words via email, text, and 
other writing. 
How do you have a trade show when 

people cannot come to the show? 

VIDEO. Bring it to them. It may even 
be more effective. I’ve often very 
much disliked required meetings 
because I thought they could have 
recorded it on video and sent via 
email and allow us to digest more 
effectively. Sometimes we do things 
just because that is the way we have 
always done them. But look around 
– obviously we are flexible enough to 
adapt to a new environment.
I would suggest making use of all tools 

as appropriate. Here’s an important 
thought from my perspective, and 
that is to ask the people you want to 
communicate with how they would 
best like to be communicated with. I 
text, but generally, I am not so much 
a fan of texting except in very short 
bursts. I’m in my email all day long. 
If you wanted to communicate with 
me, I would prefer the phone for 
interaction first, then written words, 
then video interaction, and recorded 
video. Everyone is different and it is 
a really valuable thing to learn which 
are your prospect’s or customer’s 
preferences.
Digital. Analog. Who cares? 

It is simply and exquisitely 
communication with other human 
beings toward building or expanding 
mutually beneficial relationships.

TERRY’S BLOG

Terry Minion
Commercial Truck Success 

www.ctsblog.net

DIGITAL/COMMUNICATION

“All it is and all it ever was and all 

it will ever be is simply communication.”
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How we started out in 
fleet/commercial sales 

is unique for each one of 
us.  I started out at a pretty 
big dealership that liked the 
idea of having more sales 
opportunities, but had a 
limited view of how that 
could be accomplished.  I 
had a couple Econoline 
Cutaways made into 
cargo bodies, and had 
2-3 cab/chassis, no XL 
model pickups, almost no 
Econoline vans that were 
just empty cans.  
Ironically, I had very few 

upfit distributors calling 
on me, because they just 
assumed “we” didn’t work 
with them except when 
we had a customer call for 
something.  
It didn’t take long for me 

to figure out that customers 
are drawn to stop when 
they drive by and see a 
“finished Ford.”  So often 
small businesses don’t 
plan a purchase: they just 
have to panic-buy when 
their old “tool” breaks and 
they are suddenly out of 
business.  And because 
a “finished Ford” takes 
longer than a couple days 
to be made ready for their 
vocation, when all they see 
are cab/chassis out on the 
line, that just doesn’t meet 
their need for a truck next 
Monday.  So they drive on 
to the competitor (Ford or 

other) that has a “finished” 
truck or van that they can 
use from day one.  

DRIVE-BYS ARE 
DIFFERENT NOW

COVID has intensified 
the use of the internet to 
“drive by” as customers 
look for their next “finished 
whatever.”  In my opinion, 

having finished ready-to-
work-tomorrow inventory, 
even when it doesn’t meet 
their needs, has benefits.  
When you are showing 
finished inventory it gives 
the customer reason to 
believe – confidence - that 
you likely have something 
being prepped that might 
work, or can find it for 

them from another dealer 
who does.
It gives them confidence 

that you know enough 
about vocations to be 
able to find a solution 
in a shorter amount 
of time, compared to 
taking a chassis (or 
van) somewhere and 
putting it in the queue for 

completion some weeks 
or months from now.  
In the old Bible verse, 

“You have not because you 
ask not.” This remind of the 
dealer who “never” sold a 
Dump Body…ever.  But 
when he got one in and put 
in on his new commercial 
tab on his website (using 
Work Truck Solutions) 

he sold some four in four 
months! If there was a Ford 
Bible, the verse might be, 
“You sell not because you 
show not!”  Invest in a few of 
something, and also make 
sure you have the ability to 
locate by specs anything 
you don’t have on hand. 
Customers will learn they 
can count on you, and this 
creates the kind of loyalty 
that builds and retains your 
book of business.  
I believe that US Ford 

commercial vehicle sales 
would be close to the 
volume of units (and 
dollars) of all sales of 
Ford South America!  Why 
wouldn’t your dealership 
look to serve that client 
base, with finished Fords, 
even in the most modest 
of markets.  It just makes 
sense.  
Our Sponsors and their 

reps/distributors can help 
you find the high demand 
finishes that make your 
Ford chassis & vans ready 
to serve your end-users.  
Do this!
   

 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: DRIVE-BYS
THEN & NOW

 
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 www.nationalfordtruckclub.com 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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FOLDING SHELVES
FOR FLEXIBLE STORAGE

Shelves that carry what you need.
Adrian Steel’s new folding shelving systems allow 
you to tailor your storage to your daily workload. 
Regardless of the size or amount of cargo you 
carry, our shelves can easily be adjusted to 
meet the needs of your workday ahead. Made 
of lightweight aluminum, our durable shelves are 
built to last while allowing for maximum payload 
capability. Discover an upfit solution that’s as 
unique as the cargo you carry.   
 
Learn more by locating your distributor today at 
AdrianSteel.com/Distributors



JOIN US MARCH 3-4, 2021

MORE INFO AT: WWW.WORKTRUCKSOLUTIONS.COM/CVBSUMMIT

LIMITED TIME FORD-ONLY OFFER!

15% OFF ANY WORK TRUCK SOLUTIONS PACKAGE 
FOR ONE WHOLE YEAR FOR NEW DEALERS

WWW.WORKTRUCKSOLUTIONS.COM/GET-STARTED
Current customers can get special incentives for any add on or upgrade or three months of  

Communicator free with a six-month commitment. Offer expires March 26th, 2021.

P R E S E N T E D  BY


