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SCELZI
PREMIUM TRUCK BODIES

Pool Locations:  California (3) • Colorado • Washington
Visit us at

www.seinc.com

If you look online, self-development 
is described as a process of 

consciously improving oneself in 
various aspects of your life. And 
it can take on many forms. Self-
development can include taking 
formal courses. It can be finding 
a mentor and learning from them. 
It can be seeking out collateral, 
literature, and videos, all aimed at 
increasing knowledge of a particular 
topic. It can mean implementing 
processes to ensure you follow a set 
path repeatedly, when you know that 
path will lead to success. 

No matter how you slice it, self-
development leads to the bettering 
of oneself - both professionally and 
personally. Even though school’s out 
(or just about to be out depending 
on your area of the country) for 
the summer, in the commercial 

automotive world, we simply can’t 
afford to stop learning, developing 
our skills and sharpening our axes. 
In other words, for us, school’s never 
out. With the incredible changes 
we’ve seen over the last 12-18 
months, it’s more important than ever 
to keep learning all you can about our 
industry to help your customers, your 
business and your future.

 As we mentioned in our last 
issue, the only constant is change. 
And the best way to adapt to that 
change is to always be seeking out 
ways to improve and develop your 
skills (which could be people skills, 
technical knowledge, and a large 
number of other skills, but you get 
the idea) to best position yourself 
for success. There are several good 
self-development opportunities in 
this issue - from Coach Ken’s article 

about “The Right System” to the 
highlights of the various sessions 
at the Commercial Vehicle Business 
Summit that featured experts from 
around our industry - so be sure to take 
a few minutes to find a couple that 
fit with your goals. And remember, in 
our business, even when it’s summer, 
we can’t afford to stop learning and 
improving ourselves.  

RISING TO THE CHALLENGE OF SELF-DEVELOPMENT

“NO MATTER HOW 
YOU SLICE IT, SELF-

DEVELOPMENT LEADS 
TO THE BETTERING 
OF ONESELF - BOTH 

PROFESSIONALLY AND 
PERSONALLY.” 

NOTE FROM THE EDITOR
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A few issues back, I wrote about 
a conversation I had with a taxi 

driver taking me to the airport after 
the Work Truck Show.  

We talked a bit about how we were 
both getting old and our dreams 
were for those in younger hands, like 
those of his daughters, soon coming 
from Africa for graduate work.  I was 
lamenting that I, now approaching 70 
[now 75] , was not feeling so useful, 
so enthusiastic, anymore.  He told 
me he knew how that felt, but an old 
African saying resonated with him 
that kept him feeling useful.  

The saying is this:  
“When an old man dies, 

a library burns completely to 
the ground.”

WOW!  He’s right , I wrote.  We have 
stories to tell, not intertwined with 
middle-aged ego, but with truths 
that resonate because we have 
lived them, we have survived them, 
sometimes prospered from them 
down the road.  

But the world becomes a 
better, more enlightened place, 
when “libraries” stay open, stay 
functioning, and stay resonant 
with the shared struggles (and 
opportunities) that still exist.  

Recently my friend Terry Minion 
made the decision to leave his 
column in FordPros, and I understand 
his decision.  But I have to say that I 
miss hearing those thoughts of his.

One of the many joys I have had over 
the years since the National Club 
(and FordPros Magazine) began was 
that I became aware of Terry Minion, 

and his work primarily with Fleet/
Commercial-focused dealerships 
in the California market.  From day 
one, Terry was an unassuming 
treasure of knowledge that brought 
all of us to a new awareness, a new 
perspective.   Now this “branch” of 
his library is closed.  

Terry’s approach as a consultant 
to various dealerships and 
organizations was focused on 
making all of us more effective, 
more enlightened.  

His faithful contribution to helping 
many subscribers in his “Daily 
Inspiration,” emailed to many of us 
on a daily basis over the years, was 
freely given, transparent and always 
upbeat and positive.  I am pleased 
that over the years, I saved a few 
hundred of these in my archives.  
Now that this “branch” of his library 
has also been closed, I can still find 
the benefits, and they are timeless.  

Terry, I love you, brother.  You have 
helped me in so many ways that I 
can’t enumerate here.  

Thank you for your sharing such 
an abundance of great insights.

Joe Hughes
President,  NFTC

joehughes@fordpros.com
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CLICK HERE TO SEE OUR VIDEO CLICK HERE TO SEE OUR VIDEO 
FROM WORK TRUCK WEEK 2022FROM WORK TRUCK WEEK 2022

https://www.transferflow.com/
https://youtu.be/39XWxGlC5bY


HIGHBEAMSHIGHBEAMSIn TheIn The

KATHRYN SCHIFFERLE, CEO, WORK 
TRUCK SOLUTIONS 

FEATURED IN PODCAST, TRUCK CHAT

This episode of Truck Chat: Faces of Fleet 
features Kathryn Schifferle, CEO and Founder 

of Work Truck Solutions.

Work Truck Executive Editor, Lauren Fletcher, 
sits down with Kathryn to discuss:

- What a serial entrepreneur is
- How Work Truck Solutions was founded 
- Being involved in the National Ford Truck Club
- Time spent fencing
- Lessons learned that impact fleet
- Kathryn's favorite part of fleet

SELF-DEVELOPMENTSELF-DEVELOPMENT

COMMERCIAL VEHICLE 
DATA SHOWS CONTINUED 

BUYER CHALLENGES
Used Commercial Truck Prices 

Still Trending Up

Work Truck Solutions®, 
the leading authority on 

commercial vehicles, released its 
ComTrend Analysis of used and 
new commercial vehicle prices 
for the first quarter of 2022. While 
demand for commercial vehicle 
(CV) inventory remained high, 
several movements in the data 
indicated there are trends shaping 
the industry and driving buyer 
behavior.

USED WORK TRUCK PRICES
The median mileage for used work 

trucks has been trending upwards 
since late 2020, with the most 
recent metrics showing an increase 

of 5.1% in Q1 2022 compared to 
Q1 2021, and a 1.2% uptick from 
Q4 2021. Even though median 
mileage for used commercial 
vehicles continued to rise, it did 
not prevent average list prices for 
these same vehicles from going up 
as well. Prices increased 4.2% in 
Q1 2022 compared to Q4 2021, and 
a whopping 31.9% versus Q1 2021.

According to Kathryn Schifferle, 
Work Truck Solutions CEO, this 
data reflects the point that, 
“Businesses simply cannot be 
without the vehicles they need 
to survive. If they do not have 
the work trucks and vans needed 
to operate, their profits suffer.” 
Unlike retail shoppers, business 
buyers cannot push purchases 
back. When they are without vans 
and trucks to run their day-to-day 
operations, they are losing money. 
She added, “Dealerships who can 
provide alternative sources for 
commercial vehicles, particularly 
at a time when OEMs simply cannot 
push out enough new ones to meet 
demand, are in a great place. 

Not only can they win these B2B 
customers today, but they’re also 
building long-term business for 
the future.” Schifferle concluded, 
“We’ve continued to create 
tools for our dealer customers 
to succeed in this transforming 
market, such as Comvoy.com, 
VAST and EZOrder, and this is a 
path we’ll stay on since change is 
the only constant right now.”

NEW WORK TRUCK PRICES
When reviewing new commercial 

vehicle average list prices, Q1 
2022 versus Q1 2021 data shows 
a similar trend to used data, with 
prices climbing over 15%. However, 
these prices flattened in Q1 2022 
compared to Q4 2021, indicating 
that new vehicle prices may be 
entering a phase where they simply 
hold at these higher price levels. As 
we move further into 2022, Work 
Truck Solutions will continue to 
monitor this trend.

For more information go to 
www.worktrucksolutions.com
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HIGHBEAMSHIGHBEAMSIn TheIn The SELF-DEVELOPMENTSELF-DEVELOPMENT

KATHRYN SCHIFFERLE, CEO 
WORK TRUCK SOLUTIONS 

FEATURED IN BUSINESS PODCAST, 
AUTHENTICALLY SUCCESSFUL 

PRESENTS

"On [Authentically Successful], your 
host Carol Schultz encourages 
founders and CXOs of organizations 
who are known for, or who would 
like to be known for, their leadership 
and company culture to share their 
journey and expertise and discuss 
how they have grown their business 
and attract and grow talent within 
their organization.

We cover topics like business 
challenges, successes, leadership, 
culture, and of course, hiring the right 
fit for your team and company culture. 
We also encourage our guests to 
share about the subjects they’re 
well-known for. No matter the topic, 
you’ll be hearing real stories from real 
people.

We believe that every individual has 
a unique and powerful message that 
can positively impact the world, and 
we especially love companies who are 
working to disrupt the status quo and 
create 'blue oceans' "

- Vertical Elevation.

Vertical Elevation is a talent equity and 
leadership coaching and advisory firm 
specializing in strategic business planning, 
leadership development, and career 
coaching. By tackling the root causes of 
high employee turnover and low workplace 
morale, we motivate and inspire our clients 
to create and sustain a healthy, talent-centric 
company that runs at maximum efficiency.
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1313 17th St E
Palmetto, FL 34221

941-729-8196

Established in 2011,
 Premier Truck Center  is 
a full service used commercial 
truck dealership and truck 
equipment upfitter / manufacturer

Visit Us at www.premier truckbodies.com

https://player.captivate.fm/episode/be1f4bcb-a9b0-49ca-983d-a14bc36a65dc
https://premiertruckbodies.com/
https://premiertruckbodies.com/


FORD ELECTRIC VEHICLES POST NEW RECORD

Here at USA Truck Bodies, we strive to continuously improve not only our relations to our 
customers but to our employees. Self-Development here at USA Truck Bodies has been ingrained 

into each & every one of our team members to provide continued growth for your business. 

Contact Us for More Information:
thomas@usatruckbodies.com

FORD PRO LEADING COMPANIES INTO ELECTRIFIED FUTURE

ELECTRIC VEHICLE SALES INCREASED 139 PERCENT

BRAWN AND BRAINS: HOW FORD F-150 LIGHTNING SOFTWARE 
ACCURATELY ESTIMATES RANGE...

THE BLUE OVAL
MEDIA.FORD.COM NEWS HIGHLIGHTS

Click To Read More!
BE SURE TO FOLLOW FORD ON MEDIUM AT MEDIUM.COM/@FORD
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https://media.ford.com/content/fordmedia/fna/us/en/news/2022/06/02/ford-electric-vehicles-post-new-record.html
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https://media.ford.com/content/fordmedia/fna/us/en/news/2022/05/23/ford-pro-leading-companies-electrified-future.html
https://media.ford.com/content/fordmedia/fna/us/en/news/2022/05/03/april-sales.html
https://media.ford.com/content/fordmedia/fna/us/en/news/2022/05/02/f-150-lightning-software.html
https://media.ford.com/content/fordmedia/fna/us/en.html
https://media.ford.com/
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SPOTLIGHTSPONSOR
VIVA FLORIDA:
Premier Truck Center, LLC , was 

established in 2011 as a full service 
truck equipment  manufacturer, 
distributor and upfitter as well as a 
used commercial truck dealership. 
They are centrally located on Florida’s 
West Coast, just South of the iconic 
Sunshine Skyway Bridge, and 30 to 
40 minutes from Tampa, St Pete and 
Sarasota.  
Premier Truck Center is a distributor 

and upfitter for service/utility bod-
ies, crane bodies, landscape bodies, 
lawn spray bodies, dump bodies, van 
bodies,      cranes  and      mechanics’  
trucks. They handle Norstar Hauler 
Bodies, Warner Service Bodies, Real 
Fleet Solutions Spray Bodies, Venco 
Cranes, as well as Ranger Van Interi-
ors. They manufacture their own prod-
uct line of flatbed and stake bodies 
from 1 ton light to heavy duty chassis.

Premier Truck Center company 
culture is that of listeners - they want 
the customer to get a product that 
makes their work easier and more 
efficient. They do this utilizing their 
Team which consists of a combined 
100+ years of experience. They not 
only mount standard product-line 
work truck products, but offer their 
customers alternative options that 
others may not. 

Their experience includes direct 
sales to fleets and truck dealers 
throughout the Southeast and beyond 
for resale, as well as production runs 
of flatbed products for sale by other 
truck equipment manufacturers. They 
can manufacture truckload quantities 
and ship nationwide.

Learn more about their product lines 
here 

premiertruckbodies.com

readingtruck.com

DESIGNING | BUILDING | OUTFITTING | SERVICING 

We’re a one-stop shop for everything a work truck could ever need. After all, we’ve been a leading manufacturer 
of work truck bodies since 1955. They’re designed with innovative features and built with American craftsmanship. 
Our national network of Reading Truck Centers off ers complete outfi tting, including upfi tting, genuine parts and 
accessories. Trained service technicians keep your work trucks up and running effi  ciently. In short, we’re here to 
help hard-working people do their jobs better than they ever thought possible.
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THE SMARTEST PERSON IN THE ROOMTHE SMARTEST PERSON IN THE ROOM
There’s a saying that goes like this: 

“If you’re the smartest person in 
the room, you’re in the wrong room.” 
While it’s been attributed to many 
different leaders, who actually said it 
isn’t as important as what it means. 
And what it means is that anyone 
wanting to improve their knowledge 
(and skills) should surround 
themselves with people smarter than 
they are so they can learn and grow. 

With the transformation the 
commercial vehicle industry has 
seen over the last two years - and 
continues to see, with no end in sight 
- taking heed of this saying is, at a 
minimum, as important as it’s ever 
been. Continuing to grow, learn, hear 
new ideas and strategies on how to 
implement them are what will keep 
setting you apart from others in the 
eyes of your customers.

As a FordPro you know that the 
relationship you have with your 
customers is the cornerstone of your 
success. You also know that these 
same customers look to you as the 
expert when it comes to commercial 
vehicles. From helping them simply 

find vehicles (a very big challenge 
right now), to making sure work 
trucks and vans fit their specific 
business requirements, to assisting 
them in planning for future business 
needs, your customers trust you to 
steer them in the right direction and 
offer good advice. And you simply 
can’t do that if you aren’t “in the 
know” with what’s happening in the 
industry. 

At the Spring 2022 Commercial 
Vehicle Business Summit put on by 
Work Truck Solutions and Comvoy.
com, many of the smartest people 
in the room (ie. our industry) came 
together to share their thoughts, 
ideas and strategies. The sessions 
covered a wide range of topics 
centered around the transformation 
of the commercial vehicle space, 
from Trends Impacting Commercial 
Vehicles, to Dealership Evolution in 
a Changing Channel to Top Digital 
Tech that will Shake the Space. 
To see the full playlist, ensure you 
stay “in the know” and continue to 
differentiate yourself in the eyes of 
your customers, click here. 

In addition to these recordings, 
you might also find the Commercial 
Playbook to be a valuable resource. 
In it you can see data trends, along 
with tips to help your commercial 
department meet, and exceed, 
customer needs. Click here to 
access a digital copy.  

Investing a little time learning from 
the experts in these videos, along 
with reading up on current trends and 
opportunities, can certainly prove 
valuable to your future success. And 
don’t be surprised if others see you as 
the smartest person in their “room” 
and ask you for advice and tips.     

For more information, 
www.worktrucksolutions.com

Below: A Snapshot of the full 
playlist from the Spring 2022 CVB 

Summit. Click to Explore!

BY STEVE HENNING, SENIOR MARKETING DIRECTOR, WORK TRUCK SOLUTIONS

FORDPROS JUN/JUL 2022FORDPROS JUN/JUL 2022 11       

SELF-DEVELOPMENT:SELF-DEVELOPMENT:  INVESTING TIME IN LEARNING  FROM EXPERTSINVESTING TIME IN LEARNING  FROM EXPERTS

https://www.youtube.com/playlist?list=PLD2Jcmd1y1Vh0xKW2zv4o62DdHBy4RWsJ
https://www2.worktrucksolutions.com/playbook-fordpros
https://www2.worktrucksolutions.com/playbook-fordpros
https://www.worktrucksolutions.com/
https://www.worktrucksolutions.com/
https://www.youtube.com/playlist?list=PLD2Jcmd1y1Vh0xKW2zv4o62DdHBy4RWsJ
https://www.youtube.com/playlist?list=PLD2Jcmd1y1Vh0xKW2zv4o62DdHBy4RWsJ
https://www.youtube.com/playlist?list=PLD2Jcmd1y1Vh0xKW2zv4o62DdHBy4RWsJ
https://www.worktrucksolutions.com/


The work truck market shows no signs of slowing 
down. Buyers in every industry are striving to keep 

up with demand for products and services, looking for 
a competitive edge, and maintaining laser focus on 
their business operations. 

Within this dynamic, we’re seeing dealers increasingly 
shift their attention towards the commercial sector. 
Increased revenue streams – including those from 
upfitting – and the benefits of increased loyalty are 
driving the shift.

POTENTIAL FOR INCREASED LONG-TERM LOYALTY
According to a Growth Strategy: Commercial Vehicles 

white paper from Work Truck Solutions, the loyalty 
between dealers and buyers is much more developed 
in commercial sales than in retail sales. Taking good 
care of commercial customers can create solid 
relationships that last for the long-term.

To create loyalty, dealers must build strong 
relationships with every customer—relationships that 
are based on an understanding of the individual’s 
business. Dealers need to meet their customers 
where they’re at and quickly offer up fast and flexible 
solutions, which often includes financing. 

In today’s tight vehicle market, work truck dealers 
need to have expertise at their fingertips. This includes 
having strong finance partners that understand their 
market and can act swiftly and agilely. 

FINANCING OPPORTUNITIES AND CHALLENGES
Commercial dealers of both medium-duty and light-

duty trucks are striving to react to market dynamics 
that shift month to month, and even week to week. 
As the business climate fluctuates, loyalty is quickly 
becoming more imperative. 

Here’s what dealers are hearing:

* Ability To Offer Loan Flexibility To End Users. End 
users are asking for loan flexibility, responsiveness 
to changing market conditions, and even seasonal 
payment structures. 

* Increased Cash Flow Needs. Inflation is taking its 
toll at every level. As truck prices remain high, prices 
for essential goods climb, and supply chain issues 
continue, dealers must find ways to help their customers 
strengthen cash flow. ACT Research reported that its 
analysts are less confident that supply chain issues 
will subside enough for commercial vehicle OEMs to 
fully meet customer demand this year and next. Those 
who used traditional bank financing, or even cash, for 
their prior work truck purchases are now in need of 
faster and more flexible financing solutions.

* Heightened Demand For Upfitting Financing. As the 
average length of vehicle ownership rises, customers 
are turning to upfitting to help keep their trucks 
working more efficiently and safely for longer periods 
of time. The evolution of the work truck no longer 
stops with the upfit, as technology and software are 
moving from options to standard for some OEMs. That 
calls for financing to meet a wide range of needs, from 
accessories to extend functionality to as-a-service 
technology that assists with route optimization, fuel 
efficiency, and preventative maintenance notifications. 
Mitsubishi HC Capital can finance the upfit and 
technology your customers need to stay focused on 
their business.

SELF-DEVELOPMENT:SELF-DEVELOPMENT:  MAKING A CONNECTIONMAKING A CONNECTION
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“[MITSUBISHI HC CAPITAL AMERICA’S] SERVICE 
HAS BEEN SECOND TO NONE! MORE IMPORTANTLY, 

MY CUSTOMER FEEDBACK IS OVERWHELMINGLY 
POSITIVE AND SHOWS HOW EASY YOU ARE TO 

WORK WITH. WE APPRECIATE THE HARD WORK 
YOU PUT IN TO MAINTAIN THE RELATIONSHIP AT 

A LEVEL THAT FAR EXCEEDS EXPECTATIONS ON A 
DAILY AND CONSISTENT BASIS.” 

-DEALERSHIP TERRITORY SALES MANAGER, OHIO

HOW FINANCING AS A SOLUTION 
CAN DRIVE LOYALTY AND MORE

By Lesley Lopez, Mitsubishi HC Capital America

https://www.worktrucksolutions.com/public/uploads/whitepapers/Work_Truck_Solutions_-_Growth_Strategy_Commercial_Vehicles_2021.pdf
https://www.linkedin.com/posts/act-research-co_transportation-heavyduty-economics-activity-6935587625042927616-ulgN?utm_source=linkedin_share&utm_medium=member_desktop_web


TRENDS DRIVING LOYALTYTRENDS DRIVING LOYALTY

Source: Work Truck Solutions: 
Growth Strategy Commercial Vehicles (2020)

To maintain customer loyalty, it’s imperative that 
dealers always keep their customer’s needs front and 
center. At Mitsubishi HC Capital America, we understand 
the ever-changing market and how excellent customer 
service impacts repeat sales. We strive to offer speed 
and simplicity with our financing solutions to help 
dealers and upfitters meet their customer’s challenges 
and ensure ongoing customer loyalty.

Ready to talk with an industry-leading lender in 
light- and medium-duty trucks? 

Visit mhccna.com or Contact us at 866-610-5560

Aluminum
Gooseneck
Bodies

LEARN MORE AT KNAPHEIDE.COM

CONTOURED BULKHEAD

SIDE RAILS

REINFORCED STAKE POCKETS

RUB RAILS

LED MARKER LIGHTS

B&W TURNOVER BALL® 
GOOSENECK HITCH

The Knapheide Aluminum Gooseneck 
features aerospace technology 
assembly utilizing military-grade 
aluminum extrusions. What does this 
mean? This means a rugged work 
body that is 40 percent lighter than 
steel to provide more payload for the 
haul. With a gooseneck hitch system 
rated at 30,000 lbs. you can rest 
assured that this aluminum flatbed 
can handle your heaviest of loads. 
The aluminum construction gives you 
better protection against corrosion 
ensuring your aluminum truck bed will 
last for years to come.

FORDPROS JUN/JUL 2022FORDPROS JUN/JUL 2022 13       

https://www.worktrucksolutions.com/public/uploads/whitepapers/Work_Truck_Solutions_-_Growth_Strategy_Commercial_Vehicles_2021.pdf
https://www.worktrucksolutions.com/public/uploads/whitepapers/Work_Truck_Solutions_-_Growth_Strategy_Commercial_Vehicles_2021.pdf
https://www.mhccna.com/en-us/industries/electric-trucks-charging
https://www.knapheide.com/
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VENTURO hydraulic, electric-hydraulic, crane solutions and VENCO underbody conversion/dump hoists are all manufactured with pride 
by skilled US craftsmen. VENCO VENTURO is also the official US distributor for FERRARI articulating knuckle boom cranes.  

Your jobs demand a lot from your people and equipment. You 
don’t have time to wait for gear you can depend on to get your 
work done. Venturo’s line of cranes and hoists are backed by the 
industry’s shortest lead times, delivering long-lasting, rugged 
performance no matter what your job requires.

EXPLORE THE FULL LINE OF CRANES, HOISTS AND UPFIT  
PACKAGES  TO GET THE EQUIPMENT  YOU NEED – FAST

VENTURO.COM

RUGGED 
DEPENDABILITY 
WHEN YOU NEED IT

https://www.venturo.com/


“One trend that might be harder to 
understand is the mass of USA employees 

who voluntarily quit their jobs in 2021, 
many of whom do not appear anxious 

to find another one. ”

RECOGNIZING THE VALUE OF LONG TERM EMPLOYEESRECOGNIZING THE VALUE OF LONG TERM EMPLOYEES

Some disturbing business trends 
have begun in recent years, 

and it is easy to dismiss them 
as side effects of COVID 19 that 
will revert to “normal” as COVID 
subsides.  That might be wishful 
thinking. Neither the hiccups in the 
worldwide supply chain, nor rising 
fuel prices can easily be linked to 
the virus. The same goes for the 
shortage of microchips. One trend 
that might be harder to understand 
is the mass of USA employees 
who voluntarily quit their jobs 
in 2021, many of whom do not 
appear anxious to find another 
one. This has been referred to as 
the Great Resignation of 2021 and 
has resulted in a labor shortage in 
many industries. 

The numbers behind this trend 
are stark: About 47 million people, 
or one-in-five working USA adults 
(19%), quit their job at some point 
in 2021 - and it was even higher 
(24%) among lower-paid adults. 
These are the highest percentages 
ever recorded, although these 
“quit rates” have been increasing 
for over a decade (Source: Pew 
Research). This came on the heels 
of 2020, which showed a one-
year dip in people leaving their 
jobs, as the uncertainty of COVID 
plus government stimulus checks 
caused a pause from the overall 
trends. A closer look at the numbers, 
however, shows something more 

damaging to many businesses: 
the accelerated retirement rate 
of long-term employees who just 
decided it was not worth it to stay 
in the workforce any longer.

More Americans retired in 2021 
- and at a younger age - than in 
any year in US history. And unlike 
the Great Recession of 2008-2010 
where 1% of recent retirees actually 
came BACK to the workforce after 
a downturn in the economy, in 
2021 workers over 55 years old 
retired 1.9% FASTER than the year 
before. Many were experienced, 
dependable employees, and 
some managed departments and 
business units. Most knew their job 

well and possessed a dependable 
work ethic.  Their early exit is 
causing management problems 
in many industries, as less 
experienced employees struggle 
to fill the void. And that traditional 
work ethic is getting harder to find.

Just ask Mike Scelzi. As Scelzi 
Enterprises nears its 43rd 
anniversary in business this 
August, the owner and founder 
often reflects back on the long-
term employees that have helped 
him and his brothers build a legacy 
in Fresno, CA. “When we started all 
this back in 1979,” he notes, “we 
were just a couple of young guys 
having fun welding and painting 
cool stuff. Sometimes we saw 
our small band of employees as a 
necessary evil. The minimum wage 
was $2.90 per hour back then and 
some days we thought none of our 
guys were worth that much! We 
were pretty naive about business, 
but thankfully we learned some 
things as time went on!”
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BY BILL VANDER PLAATS, SCELZI ENTERPRISES, INC.

1979 was a year of turmoil in the 
USA, and not the ideal time to 
start a small business. The 52 
American hostages taken in Iran 
and the global havoc that ensued 
caused the price of gas to surge 
to nearly 85 cents a gallon. The 
accident at Three Mile Island 
raised safety concerns about 
nuclear power. Inflation was on the 
rise. Still, in 1979 you could buy a 
new Ford F-150 for about $6,000 
and McDonalds went nationwide 
selling their Happy Meals for the 
first time. There were still some 
bright spots in daily life.

In August of that year, Mike 
and Gary Scelzi took a $20,000 
loan from their father Monroe 
and turned it into the truck body 
building juggernaut that is Scelzi 
Enterprises today. They survived 
the severe recession of 1980-83, 
and each one since that time. The 
employees who joined their team 
in the ensuing years and decided 
to stay have been a huge part of 
that success. 

“The more you spend the time 
to find and hire and train new 
employees,” Mike adds, “the more 

you appreciate the seasoned team 
of veterans who have hung tough 
with you through the years. Those 
first 20 years were pretty tough, and 
then when the 2008 housing crisis 
slammed us hard, we trimmed our 
team quite a bit. We didn’t realize 
then how hard it would be to ramp 
things back up with the same 
quality team when the economy 
recovered. So when COVID hit in 
2020 we were determined not to 
lay off anyone for another short-
term downward blip.” That decision 
seems to be paying off. 

Later this Summer Scelzi 
Enterprises will hold a special 
luncheon to honor the new 
inductees into their “20 Year 
Employee Club”. That Club is 

getting larger each year, as is the 
Scelzi appreciation for their efforts. 
“Twenty years ago, it was easier 
to find integrity and appreciation 
of a hard days’ work,” Mike adds. 
“Like some raw materials we need 
for our truck bodies, they are much 
harder to find today. All the more 
reason to celebrate it when you can 
still find it and do your best to build 
an organization that encourages 
more of it.”

At Scelzi Enterprises, they are 
trying to build more than just the 
world’s best truck bodies, but 
also a team that can continue to 
maintain those lofty goals. A task 
that is getting harder to achieve.

  

For more information, 
visit www.seinc.com

Read More About: 
www.pewresearch.org

"Majority of workers who quit a job in 
2021 cite low pay no opportunities for 

advancement, feeling disrespected"

www.hbr.org
"The Great Resignation 

didn't start with the Pandemic"

“The more you spend the time to find 
and hire and train new employees .... 

the more you appreciate the seasoned 
team of veterans who have hung tough 

with you through the years. ”
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Let’s Talk: (855) 265-9996 Email Us: info@worktrucksolutions.com

NEED AN EZ WAY TO TAKE COMMERCIAL ORDERS?

WORK TRUCK SOLUTIONS
HAS THE ANSWER!

Click Here
FIND OUT MORE!

Manage The Demand
With inventory in short supply, finding and purchasing 
vehicles is challenging for your commercial customers. 
EZOrder™ from Work Truck Solutions helps minimize 
frustration and gets customer orders into the queue NOW.

With the EZOrder lead capture form, your sales team 
can collect the information needed to get the discussion 
underway, submit the order and secure the business.

Custom Solutions Available
Further enhance your commercial presence with 
custom banners and pages that spotlight your EZOrder 
functionality with our CONTENT package.

With Content, you can customize your EZOrder discovery 
form, your order flow, and pages that focus on special 
customers and even trade-ins. Moving buyers down the 
sales funnel so you have high-quality commercial leads is 
what Work Truck Solutions does.

EZOrder helps you move to an order system. Get vehicle orders in the queue,  
help your customers today AND boost allocation opportunities in the future.

     

I hate telling people no; we tend to lose 
those people and they go elsewhere.  

For me, the EZOrder system is a home run. 
With it, I have an avenue to say ‘yes’ and 

it’s really taken off.

Chris O’Donnell,  
Commercial Vehicle Director of Operations at  

Tri-State Vans, Mercedes-Benz of West Chester

“ “

https://www2.worktrucksolutions.com/ezorder-fp?utm_source=fordpros&utm_medium=publication&utm_campaign=june2022
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TEAMWORK + SOLUTIONS + SUPPORT

In 2016, many of the haulers of Erie 
County, Pennsylvania, removed 

commercial glass collection from 
their services. This was followed 
up with the removal of residential 
glass collection a couple of years 
later. The 270,000 residents of Erie 
County were surprised after these 
announcements and were left with 
the decision to either stock up on 
all the glass and travel to a faraway 
recycling facility or throw them away 
with their other garbage. Additionally, 
the regional glass recycling system 
that once flowed smoothly was 
experiencing a gap in the Erie area. 
This is where Erie Management 
Group (EMG) and Prism Glass 
Recycling (Prism) provided a solution 
to save recyclable glass from the fate 
of the landfills. 

Led by Erie entrepreneur Samuel 
P. “Pat” Black, III and his daughter 
Sumi James-Black, Prism Glass 
Recycling launched in 2019 under 
the EMG umbrella, joining HERO 
BX and Calypso Enterprises in 
the SB3 Industrial Park. EMG 

developed a business plan and 
budget needed for the necessary 
investments to boost the recycling 
system via a drop-off program. 
The idea was pitched to a group of 
local municipalities, and although 
hesitant at first due to a history of 
some Erie County drop off centers 
being abused as dumping grounds, 
EMG assured them the pilot 
program would tackle issues and 
make the necessary improvements 
for future growth. 

Through a public/private 
partnership between Erie County 
Recycling Program, the Erie Area 
Council of Governments, CAP 
Glass Recycling, and the Glass 
Recycling Foundation, EMG’s idea 
for Prism Glass Recycling became 
a reality. Together, the partners 
agreed to begin a drop-off program 
throughout Erie County that 
allowed residents to recycle glass 
bottles and jars. The program not 
only filled the hole in the regional 
glass recycling system, but also 
acts as a model for other midsize 

communities looking for a way 
to improve or restore their own 
offerings.

As a key element, EMG suggested 
the use of a Switch-N-Go® 
interchangeable hoist truck system, 
a versatile and affordable solution 
for the program. 

For over two decades, Switch-
N-Go® has been providing 
solutions to businesses that want 
a work truck that can do more. The 
interchangeable truck body solution 
has advantages over hooklift and 
permanent mount units. With hoist 
systems available in electric-over-
hydraulic and full hydraulic, as 
well as nearly 30 different work 
truck bodies, Switch-N-Go® offers 
endless opportunities to maximize 
investment and optimize the 
workday.

EMG contacted Switch-N-Go® 
Authorized Dealer, John May, to see 
if they could get custom drop boxes 
made for the recycling program. 
John connected them with Switch-
N-Go® Product Manager Russ 
Wallace to discuss the custom 
design for the bodies Prism needed 
and how to integrate that solution, 
starting with a base Switch-N-Go® 
Body design. 

Wallace did just that with custom 
built glass Recycler Bodies. The 
Recycler Body is a combination 
of the popular Switch-N-Go® 
Drop Box, manufactured 1.5 foot 
narrower with a Gambrel style roof 
featuring sliding lids designed to 
fit in a space as small as a parking 
spot. With the bright blue paint, 
EMG’s marketing design team 
and the local decal specialist, Ron 
Avaira with Avaira Signs, Switch-N-
Go® helped Prism make sure that 
anyone looking for a glass recycling 
container could easily find one.
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The pilot program was officially 
launched in January 2021 with the 
Switch-N-Go® Recycler Bodies 
placed at 15 locations in and around 
Erie County, including near popular 
destinations and on collaborating 
municipal properties. Prism keeps 
an additional empty Recycler Body 
as a “switcher” to use when a 
location is ready for a turn. 

The excitement of the community 
was recognized right away, with 
several locations seeing residents 
drop off the bottles and jars that 
were being stockpiled for months, 
if not years. Some Erie residents 
would push through the several 
inches of snow in the first few 
months of the program to recycle 
their glass. 

As promised in the partnership, 
Prism has taken the precautions 
of monitoring the placement of 
the containers to ensure that they 
are being used for their intended 
purpose – glass container 
recycling. They have even taken 
the initiative to find alternative 
locations for a couple of the 
drop offs that were experiencing 
contamination issues. The addition 
of in-dumpster cameras set up in 

each container has allowed Prism 
to monitor these issues, as well as 
fill levels to determine when the 
containers need to be emptied. 
One high-volume location has a 
standard 2-week turnover time, 
while others need to be emptied 
every 3-6 weeks. 

A hauling contract with local 
company Pro Waste Services 
ensures that when full, the Switch-
N-Go® Recycler Bodies are 
exchanged for an empty one and 
driven to the Prism consolidation 
bunker. At approximately 2 tons 
each, it takes at least 13 inbound 
loads until Prism is ready to send 

the bottles and jars to CAP Glass 
Recycling, a regional processor in 
Mt. Pleasant. CAP transports 25 
tons per load and processes it into 
furnace ready cullet to supply the 
four glass container manufacturing 
plants in the Commonwealth. 

Prism was happy to announce 
that over 500 tons of glass have 
been diverted from landfills back 
into the region’s glass container 
manufacturing plants since the 
2021 launch. As such, four more 
locations have been added for a 
total of 19, with the potential for 
additional Switch-N-Go® Recycler 
Bodies at even more locations 
throughout the area. 

Switch-N-Go® is honored to 
be part of this project and can’t 
wait to see the continued growth 
and success of bettering a local 
community. 

Visit at switchngo.com

Below: Prism's in-dumpster cameras 
allow monitoring
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safefleet.net

Reduce Accidents  
and “Wow” Customers

Speed is what counts in last mile delivery. What if by keeping drivers safe and productive you 
could actually deliver faster? Our patented Cantilever Fold-Up Shelving solution features a  
one-of-a-kind durable design driven by safety to improve productivity and delivery speed.

Maintain a ‘hurry-up’ mindset while avoiding accidents or injuries.

LEARN MORE:  www.primedesign.net

SAFE, FAST,
FLEXIBLE
DELIVERIES

Scan to watch a video

https://www.safefleet.net/


As inflation, pandemic after-
shocks, and supply chain is-

sues continue to keep a tight hold 
on the pocketbooks of businesses 
and households alike, small busi-
ness owners and companies of all 
sizes are more cautiously looking 
at the ways in which they spend 
their money. In particular, those 
who are due for work truck up-
grades have undoubtedly noticed a 
sharp increase in both the new and 
used automotive market, spiking 
prices higher and, in many cases, 
out of reach for those who need re-
placement vehicles the most.

A report released earlier this 
year by the U.S. Bureau of Labor 
Statistics indicated the average 
price of used vehicles increased by 
40.5% since January 2021. While 
not as drastic an increase, new 
vehicle prices have also risen over 
12% in the past year.

With customers debating buying 
used or new due to the near identical 
price points, what’s the best “bang 
for the buck?” More importantly, 
how are businesses expected to 
keep operating at a profit (and not 
facing the potential of having to 
shutter their business) when the 
economy maintains a stranglehold 
on operational costs?

Steve Henning, senior marketing 
director at Work Truck Solutions 
recently provided some answers 
to questions commonly asked by 
business owners looking to replace 
their vehicles in a tight economy.

STEVE HENNING
Senior Marketing Director

Work Truck Solutions

BEAU BEACRAFT: 
WHAT ARE MY OPTIONS AS A 
SMALL BUSINESS OWNER?

STEVE HENNING: “Flexibility is key. 
It’s important to look at true goals to 
make the best decision possible for 
your business.

Do you know your daily cost of NOT 
having a vehicle? That will help with 
ROI calculations.

Another important point to consider 
is do you NEED a NEW truck/van or 
do you NEED a vehicle and just WANT 
a new one? If it’s more of a WANT, 
consider a used vehicle, especially 
if your plan requires something 
immediately.

While this might seem 
counterintuitive based on the 
comparative price increase for used 
vs. new, you have to balance that with 
the immediacy of your need. And, if 
your business doesn’t log significant 
miles, you should also consider a 
used vehicle that may be a little older 
with more on the odometer, as long 
as it’s still in good working order.

Another possibility to consider is 
vehicle sharing.”

BEAU BEACRAFT: 
"WHAT ARE MY OPTIONS AS A 

FLEET OWNER/DECISION MAKER?"

STEVE HENNING: “Again, flexibility 
is important – and so is planning. The 
days of walking onto a dealership lot 
and picking the work vehicles you 
need are gone, at least for right now, 
and potentially forever. Therefore, 
planning is critical.

STICKER SHOCK: 
UPGRADE OPTIONS IN A RUNAWAY ECONOMY

SELF-DEVELOPMENT: FLEXIBILITY IS KEYSELF-DEVELOPMENT: FLEXIBILITY IS KEY

INTERVIEW & ARTICLE  BY BEAU BECRAFT, KNAPHEIDE
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You need to be sure you’re looking 
several months to a couple years 
into the future and forecasting 
what you’ll require for your fleet.
And then, you need to work with 
dealerships who are also forward 
thinking and taking orders today for 
those businesses with future vehicle 
needs. Why? Because these are the 
dealerships who will likely get early 
allocation when supply chains begin 
to “break free,” and you want to be 
as near to the top of the list as you 
can be.”

BEAU BEACRAFT: 
"HOW DO I GET THE BEST DEAL/

AVOID OVERPAYING?"

STEVE HENNING: “A few thoughts 
come to mind here.

1. Servicing your vehicles. You 
surely already know how important 
it is to keep your vehicles in good 
shape, but this is even more true 
today. Therefore, you definitely want 
to be certain you are maintaining 
your work trucks and vans to ensure 
they serve your needs for as long as 
possible.

If you have a local dealership (if 
you’re a small business) or perhaps 
your own internal fleet maintenance 
department, it might be good to 
re-examine your plan just to be 
sure you aren’t missing anything. 
After all, an ounce of prevention 
is worth a pound of cure in today’s 
environment.

2. Use the tools at your disposal. 
While shopping around has a whole 
new meaning compared to even one 
year ago, there are tools out there 
that can help you see what inventory 
is available, not only locally, but 
nationally.

For example, Comvoy.com has 
listings of commercial vehicles for 
sale nationwide. While you might 

be in Texas, if there’s a vehicle that 
fits your requirements in Illinois, you 
should probably consider it since it 
may be exactly what you need. You 
should also talk to your upfitters and 
dealerships. Those years of building 
relationships with vendor partners 
can really help.”

BEAU BEACRAFT:
 "IN REGARDS TO FUTURE 

OUTLOOK-WILL PRICES STEADY 
OR, BETTER YET, DECREASE?

STEVE HENNING: “What will the 
future look like in terms of price and 
availability? This is a bit like asking 
that old Magic 8-ball.

Many of the prognosticators have 
said availability and pricing will 
improve, but some have been saying 
that since 2021 and many of those 
same people continue to push the 
timeline, with some saying expect 
the same until 2023 or worse.

The reality is that it’s difficult to 
say since there are so many factors 
in play, not only automotive related, 
but globally as well. However, 
some recent good news is that 
many production plants in China 
are coming back online, and there 
continue to be efforts to stand up 

additional production lines to help 
mitigate some of the problems.

In looking at pricing data, while 
year-over-year prices have increased 
dramatically, there has been 
minimal relief in recent months. For 
example, new work trucks were up 
15.5% Q1 2022 v. Q1 2021 and used 
work trucks were up 31.9% Q1 2022 
v. Q1 2021. But, overall used work 
truck prices in Q1 2022 rose far 
less dramatically than in the prior 
quarter (based on data Work Truck 
Solutions tracks). Additionally, the 
price movement was mixed when 
looking at specific types of vehicles.

The best advice is likely similar to 
an old saying: ‘You should hope for 
the best, but plan for the worst.’

In other words, hold onto your 
optimism, but be sure that you 
also have a plan in place to meet 
your business goals that includes 
alternatives based on market 
conditions.”

 
For more information vist

www.knapheide.com

"THE BEST ADVICE IS LIKELY 
SIMILAR TO AN OLD SAYING: 

‘YOU SHOULD HOPE FOR THE BEST, 
BUT PLAN FOR THE WORST.’

IN OTHER WORDS, HOLD ONTO YOUR 
OPTIMISM, BUT BE SURE THAT YOU 

ALSO HAVE A PLAN IN PLACE TO 
MEET YOUR BUSINESS GOALS THAT 
INCLUDES ALTERNATIVES BASED ON 

MARKET CONDITIONS.”
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Put our 20+ years of Work Truck lending experience to work for you.

We provide financing options for your commercial customers.

Why do our dealer and upfitter partners love us?

We Know Work Trucks_

mhccna.com
To learn more, contact us:

weloveworktrucks@mhccna.com

Sales Support: 866-610-5560
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TRENDS ININ THE TRADESTRADES

"START EVERY DAY WITH THE PASSION AND DESIRE 
TO BE HAPPY AND THANKFUL. NEVER QUIT SMILING, 

KEEP SAYING PLEASE AND THANK YOU, 
AND NEVER CEASE TO BE THANKFUL FOR EVERYTHING 

LIFE HAS MADE AVAILABLE TO YOU."

Self-Development = AKA adapting 
to the current market utilizing 

all of those tidbits of information 
learned through the decades. For 
every one of us to succeed in an 
ever-changing market, let us review 
those successful activities some of 
us have grown accustomed to using 
on a daily basis. Having created 
solutions in the farm equipment 
industry for eighteen years and the 
truck equipment industry for thirty-
seven years, I have lost count of 
the number of times the markets 
continued to change dramatically. 
By maintaining a series of core 
values reviewed in this article, I 
have enjoyed the ride, the results 
created and all of the relationships.

POSITIVE ATTITUDES – Start every 
day with the passion and desire to 
be happy and thankful. Never quit 
smiling, keep saying please and 
thank you and never cease to be 
thankful for everything life has 
made available to you.

RELATIONSHIPS – Continue to build 
strong and positive business and 
personal relationships. The more 
business customer relationships, 
the better the chance for a quality 
referral when one of their friends 
needs the solutions – both vehicle 
and upfit products you can provide 
to fit their work environment.  
 

CREATE IMMEDIATE SOLUTIONS 
FOR YOUR CUSTOMER’S NEEDS, 
CONCERNS AND PROBLEMS – often 
times before the customer realizes 
their need. You may accomplish 
this by having a full understanding 
of your available products and 
the solutions they provide to your 
customer’s industries. Accomplish 
this by “Walking a mile in their 
shoes”. How? Take some of your 
days off and ride with a customer 
working in industries where more 
operational knowledge is required. 
Getting a little grease or dirt under 
your fingernails never hurts.

Once you have worked around 
individuals and their industries, you 
will understand their protocol and 

the projects they are working on 
well enough to provide the needed 
chassis, truck body, van or tools 
for the next stage of the service 
call or repair. While working on a 
mechanical project, my son and I 
will often hand each other the next 
tool needed, before asking for it. 

UTILIZE ALL OF THE INTENSITY, 
PASSION AND DESIRE ONE 
CAN MUSTER TO MAKE YOUR 
CUSTOMERS SUCCESSFUL. Once 
your customer understands your 
desire to accomplish this, delivery 
becomes the norm rather than the 
exception.

ENTHUSIASM continues to be 
part of my everyday routine. 
As my father told me as a child 
growing up on the family farm, 
“never walk when you can run”. I 
continue to use this philosophy 
when possible at my age in all 
that I do. 

THE JOY OF HELPING OTHERS 
- A close friend was cleaning the 
carburetor on his pressure washer 
and accidently sprayed carburetor 
cleaner into his eye. Yes, safety 
glasses would help, but they were 
in the toolbox. I heard about it 
while he was seeing a doctor and 
an ophthalmologist in the hospital 
emergency room. Fortunately, his 

eye had no damage. Two days 
later, I purchased and delivered a 
new one-gallon can of 94-octane 
four-stroke fuel with no additives 
to eliminate the carburetor from 
ever being gummed up again. 
Having used this type of fuel for 
years in my farm chainsaw, weed 
eater and leaf blower, I have never 
had a problem with starting any of 
these small engines, even after six 
months or more with no use. The 
new fuel was expensive; however 
when used as the only fuel, there 
should never ever be another need 
to clean out the carburetor on any 
of his small engine driven tools. 
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TRENDS ININ THE TRADESTRADES

See Page 28 for a Preview of our New Bolt-On Alluminum Weather Enclosure!

BY TAYLOR STEINBERG  
CORPORATE SALES TRAINER, 

KNAPHEIDE

Thank You Taylor and Lorraine 
for all your wonderful Travels, 
Articles and Support!!  

WHEN YOU HAVE THE DEMAND, 
WE HAVE THE SUPPLY.
Driverge is Ford’s largest mobility pool and the nation’s 
leading maker of wheelchair accessible vans. But did 
you know we are much more than a mobility upfitter? 
We can deliver you quality vans made to transport 
people, cargo and equipment. And we can do it when 
others can’t. That’s because we are:

 • a QVM upfitter …

 •  and have a large Bailment pool …

 • with Ship-through capabilities. 
Ford Transit Secure Transport
We offer a comprehensive line of upfits for the cannabis industry

855.337.9543 • driverge.com

TALK TO US ABOUT YOUR IDEAS

Ideas made to move business
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My friend was very appreciative of 
the gift and I had a great deal of 
satisfaction delivering a solution to 
him before he realized there was a 
need. My goal was to eliminate the 
need to ever use carburetor cleaner 
again.

STAY HEALTHY AND FIT – One day 
last week, after working hard for a 
full day at our family farm, I stepped 
on the scale and weighed the same 
as when I graduated from college 
55 years ago. Understand and 
implement healthy eating habits, 
enjoy well-balanced meals and get 
plenty of exercise. Our longest one-
day bike ride last year was 49 miles 
on a conventional bike, not electric 
assist. 

RETIRE WHEN YOU ARE READY - 
you will know when. My year has 
come, along with a few other senior 
citizens working at Knapheide. 
Visiting with one of those 
colleagues this morning, he tells 
me that ten of his friends in this 
retirement group contributed over 
421 years of service to Knapheide. 
Handing off your position to the 
next generation will be a pleasure 
as they have already demonstrated 
their abilities to do a great job. 
Plans are to complete the “End 
Users in the Field” article as my 
final contribution to FordPros as 
the next generations at Knapheide 
are handling the Ford Pros articles 
very well.
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SELF-DEVELOPMENT:SELF-DEVELOPMENT:  RELATIONSHIP BUILDINGRELATIONSHIP BUILDING

COACH KEN
THE RIGHT SYSTEMTHE RIGHT SYSTEM

BY KEN TAYLOR

As a speaker and trainer in the 
commercial and fleet world of 
automotive, I interact with so many 
people from sales professionals, 
managers and dealer principals to 
customers, service writers, prospects 
and techs. I like to ask questions; 
it is the best way I know to start a 
relationship and focus on the other 
person. This is not a natural skill to 
focus on others.  So often we are 
so intent on delivering our message 
(sales pitch), we forget about the 
needs and wants of the prospect 
or customer. In life and in sales, the 
key to success is continued “self-
development.” We can do it the hard 
way (learn from our mistakes), or 
we can have a plan to develop our 
knowledge and skills. When I work 
with a brand new commercial and 
fleet salesperson or an experienced 
one, we always formulate a plan for 
self-development. Here is what we 
focus on in our “Self-Development 
Plan.”

1. PEOPLE KNOWLEDGE- 
There is a quote I use often, “No 

one cares what you know, until they 
know that you care.” Part of your self-
development plan is to have a system 
that allows us to gain information 
during any interaction, whether a first 
sales call or a trade show. The more 
knowledge we have of the other 
person and their business, the more 
opportunities open for us. A question 
I often ask to a business owner on 
a sales call with the commercial 
salesperson is “How did you get 
started in your business?” They talk 

for a long time! Think about this, you 
are acquiring important knowledge! 
(self-development!) 

2. SALES KNOWLEDGE- 
The essence of sales is not 

talking, but listening. Professional 
salespeople are always looking for 
ways to develop their sales skills. 
Reading sales books, attending 
seminars like our commercial 
boot camp, talking with successful 
salespeople and managers; all will 
help accelerate your success.

3. TECHNICAL KNOWLEDGE- 
I always put new salespeople on a 

“technical” knowledge acquisition 
plan. Just starting in the industry can 
be overwhelming. If they are brand 
new to the commercial world or even 
automotive, learning your product is 
critical. 

4. MARKETING KNOWLEDGE- 
Yes, marketing knowledge is 

separate from sales knowledge! 
Many great sales professionals 
don’t have a clue regarding great 
marketing. I could spend pages just 
on this topic. 50% of our marketing 
is focused on the Internet, 30% on 
events, such as trade shows and 
customer appreciation days, and 
20% is face-to-face with customers 
and prospects.

5. ORGANIZATIONAL KNOWLEDGE- 
This knowledge is better known as 

“time management.” A disorganized 
salesperson is an accident waiting 
to happen. We require our dealers 

to have an organizational notebook 
(Plannerpads.com is our first choice). 
We also require an Internet-based 
(preferably cloud based) CRM system, 
that organizes clients and prospects 
in one easy to use system. The retail 
CRMs that most dealerships use 
are not effective when working with 
outside businesses. My favorite is a 
customized version of ACT by Sage, 
(ACT.com). It is built for business-to-
business use and has been around 
for over 40 years. You might also look 
at the CRM capabilities offered by 
Work Truck Solutions as they too are 
built specifically for B2B operations. 
Regardless, it's important to make 
sure whatever system you decide 
upon is built for B2B/work trucks!

I spoke at a major convention not 
long ago and I ended the talk with 
this statement:

“Given a talented sales professional 
and a bad system, that person will 
most likely fail. Given a great system 
and an average sales professional, 
he or she will be a great success.”  

It is all about the system whether in 
sales, sports, or life!

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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PLANT YOUR TREE
BY PAUL SHAFFER, EXECUTIVE VP,  LANDI RENZO USA 

SELF-DEVELOPMENT:SELF-DEVELOPMENT:  PLANNING AHEADPLANNING AHEAD

There’s an old Chinese Proverb 
that says: 

“The Best Time To Plant 
A Tree Was 20 Years Ago. 

The Second-Best Time Is Now.”

I know that some reading this 
article did not prepare for these 
turbulent times. As a key decision 
maker, perhaps you continued 
down the same old path with the 
same approaches that have carried 
you from year to year. It worked, 
you thought. The results haven’t 
been dramatic, but it’s not been 
catastrophic either. It was easier 
to make no decision (which is a 
decision) than to explore other 
options for your fleet.

Now that fuel prices are averaging 
over $5.00 for the first time ever, you 
are unprepared for these significant 
impacts to your budget – impacts 
that affect your ability to carry on 
with normal day to day activities. 
In times like these, I feel a little like 
Noah. The warning of impending 
higher oil prices was not an “if” but 
“when” scenario. 

Plant The Tree Today. Even 
if the storm has hit your fleet 
unprepared, it doesn’t mean that 
you can’t take measures now to 
work toward mitigating the current 
scenario and, at a minimum, 
ensure this doesn’t happen again.

We all know the definition for 
insanity – doing the same thing 
over and over again expecting 
different results. To get those 
different results, action needs to 
be taken.
 Not tomorrow, not next quarter, 
not next fiscal year, but now.

I don’t know what the best solution 
is for your fleet, though I would 
be happy to assist. Each fleet is 
different and unique. But there are 
solutions that can improve your 
current situation if you’ve been on 
the sidelines.

You might be asking, 
“How do I plant the tree today”? 

Great question. Let me offer some 
very basic things that can get the 
ball rolling:

1) Contact a fleet peer that has 
been proactive and planted that 
tree 10-20 years ago. Learn from 
them. Take advantage of their 
expertise and experience. They’ll 
be able to share things to not do, as 
well as best practices. It will launch 
you quicker than if you went solo. 
It will seem daunting otherwise. I 
can offer some suggestions.

2) Make sure you have a crystal-
clear picture of your fleet. Number of 
vehicles, gallons of fuel consumed 
annually (vs miles driven), type of 
vehicles, type of applications, duty 

cycle, fuel prices/costs etc. Having 
the necessary data will improve 
the decision-making process. You 
need to know where you are today.

There are more, but let’s keep it 
simple, right? This is a simple way 
to plant the tree today. Just like 
the tree doesn’t grow to maturity in 
one day, you can’t fix everything in 
one day. It’s a process which starts 
with some very simple steps that 
will move you from the ordinary to 
the extraordinary. 

 For more information contact 
Paul at pshaffer@landiusa.com
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SELF-DEVELOPMENT:SELF-DEVELOPMENT:  FUTUTRE-PROOFINGFUTUTRE-PROOFING

“Can this truck be flat towed?”

This, as just one example of a 
thousand questionsthat may - and 
sometimes should - come up when 
transitioning your buyers into EV's….

For some salespeople, this could 
be a jarring question.  You don’t 
buy a vehicle on its ability to be 
attached to a tow bar or hitch and 
just roll along behind something 
else… but then, a business owner 
does have to consider - in advance 
- maintenance and repairs of their 
fleet both in terms of direct financial 
cost, and in down time. 

It can seem a small thing - a 
statistically useless detail that 
gets absorbed into the business 
owner's overall budget, not worth 
considering in the bigger picture.  
To some salespeople, questions 
like this can even seem to be an 
aggravating waste of time - a foil 
to distract and derail the sales 
conversation away from just buying 
the darned thing.

But, then, what would that 
business owner actually do if - 
now - their vehicles couldn’t be flat 
towed?  First, they’ll be spending 

money on a tow-service.  Every 
time.  Second, they’ll be losing 
time - perhaps even a lot of it.  If 
their own fleet cannot be used to 
clear and return a downed vehicle, 
then it will always have to be a tow 
service company.  If their current 
tow company doesn’t have enough 
flatbed tow trucks in their fleet, this 
could lead to a greater down-time 
at the job site, rescheduling snafus, 
irate customers - this all spells 
financial loss to the business owner.  
Especially if they didn’t know this 
detail going into the purchase.

It’s not to say that all EV’s have this 
issue.  To the contrary - some can 
be towed on two wheels, some do 
have a neutral mode that can allow 
for flat towing in short distances 
(though still not recommended)... 
there are options. 

Electric Vehicles have differences 
that need consideration.  Questions 
from customers that can seem 
irrelevant or small may be borne 
of ignorance - maybe even over 

cautious paranoia - but cost to 
a business owner of improper 
planning can be so great, that it 
can cost a dealership a contract.  

Lost sales of new inventory, lost 
service to new and existing vehicles 
- lost revenue from what might have 
seemed like a bottomless well.

The point here is to study up, 
and share.  We can call it self-
development, maybe future-
proofing - perhaps even survival.

The advent of EV’s a few years 
ago brought the typical dichotomy 
of tech:  a wave of immediate 
and enthusiastic buyers, coupled 
with hesitancy and anti new-tech 
naysayers.  Now, there’s a palatable 
push from the governments, 
industries, OEM’s - everybody 
is singing the songs of electric 
vehicles, and the salesperson is now 
getting it from all sides.  The push 
to get the EV’s sold and on the road.  
The push from the general public to 
see that their local dealerships and 
service providers are going green, 
etc.  Between the salesperson 
and the business owner, there is a 
wealth of conversations to be had, 
all of which ultimately boil down to 
these two questions:  What is true 
vs what is hype/fear?  What is cost-
effective, and what isn’t? 

First, then, is the education on 
the part of the salesperson.  I 
won’t pretend this is easy, but 
the information is there, and 
is becoming increasingly more 
codified and available for the 
salesperson to learn.  More 
importantly, many existing and 
long-time contracted customers 
will also need to be re-educated.  
In order to make a profitable 
transition into EV’s, changes to their 
existing budgets and dispatch/

WHAT DID YOU JUST ASK ME?WHAT DID YOU JUST ASK ME?

DEALERSHIP SUCCESS
Shawn Horswill - Work Truck Solutions VP, Customer Success

"THE POINT HERE IS TO STUDY UP, 
AND SHARE. WE CAN CALL IT SELF-

DEVELOPMENT, MAYBE FUTURE-
PROOFING- PERHAPS EVEN SURVIVAL."
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DEALERSHIP SUCCESS

BE SURE TO CONTACT 
SHAWN AT 

SHAWN.HORSWILL@
WORKTRUCKSOLUTIONS.COM 

FOR MORE TIPS

"ORGANIZATION WILL BE YOUR KEY TO 
ACHIEVEMENT, IF NOT YOUR SURVIVAL"

logistical planning will need to be 
made.  For the business owners 
who understand at least this fact, 
there will be a fair amount of fear 
- in my sales experience, fear 
either paralyzes the customer or 
has them running in the opposite 
direction.  This means you cannot 
wait for buying-time to explain, 
provide confidence, comfort and 
then close.  

Organization will be your key 
to achievement, if not survival. 
Now more than ever, a robust 
CRM that allows for multiple tiers 
of labels and tags and ways to 
categorize your customers into 
levels of educational meetings 
and conferences that can then 
be scheduled into simple tasks 
will be the lifeline for those who 
healthily survive this transition.  
Randomly dumping the same level 
of information on all business 

owners will only lead to chaos and 
frustration, whereas being able to 
identify which businesses would 
benefit from a group lunch-and-
learn vs one-on-one meetings can 
save the salesperson hours or 
even weeks, and can increase the 
volume of sales month by month.  
Done right, this re-establishes the 
salesperson and the dealership 
overall as still the right choice for 
all of their - now EV - work truck and 
van needs.  

Once you have educated yourself, 
the right CRM and the knowledge 
of how to use it strategically is 
central.  Organize your buyers into 
what they need to know.  Schedule 

group meetings and your one-on-
one’s based on this, and arrange 
your follow ups.  While the timetable 
to buy may not ultimately change, 
your level of interaction will likely 
need to increase for many of your 
customers.  Be sure that your CRM 
is strong enough to organize your 
customers and capable of scheduling 
appointments appropriately, and ask 
for help and ideas as needed.  
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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
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CAROLINAS FORD TRUCK CLUB -
NEW WEBSITE AND UPCOMING MEETING!

After a long absence the Carolinas Ford Truck 
Club is ready to get their meetings rolling again.  

They will be hosting their first MEETING June 23rd 
at the Grandover Resort and Conference Center in 

Greensboro, North Carolina.  

This is FREE TO ALL 
DEALERS IN NORTH and SOUTH CAROLINA- 

Breakfast, Lunch, Golf and Dinner.
 

Multiple Speakers from 
Ford Motor Company will be in attendance. 

  
Please check out their new website and while 

you’re there register for the event.  
In the registration please let them know what 

Vendor/Dealership you’re from, when you intend to 
arrive and if you intend to golf and intend to stay 

for dinner. 

https://carolinasfordtruckclub.org/
 

Any Additional questions please contact:
Josiah Ehrbright

Piedmont Truck Center
(800) 632-0218 Office Ext. 260

(336) 668-2494 Fax
josiah@piedmonttruckcenter.com

FORD TRUCK 
club neWS
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June 22-33, 2022
Location: Moscone Center, 
San Francisco, CA
Registration now open!
www.pcbc.com

PCBC is more than a 
homebuilding event. It’s where 
you’ll join conversations that 
have a lasting impact. Where 
you’ll shake hands with a new 
partner. Where you’ll experience 
the newest, most disruptive 
technology in the housing 
industry.

June 21-24, 2022
Location: The Wisconsin Center, 
Milwaukee, WI
Registration now open!
www.sima.org

The commercial snow 
management industry plays a 
critical role in protecting the 
public and keeping businesses 
running. That’s a tall order, but 
you’re not alone. Engage with 
professionals from across North 
America, including contractors, 
facilities managers, and suppliers.

CLDA Final Mile 
June 29-July 1, 2022
Location: Hyatt Regency Miami, 
Miami, FL
Registration now open!
www.clda.org

The annual CLDA Final Mile 
Forum & Expo (FMF) is the 
premier logistics event for supply 
chain leaders operating in the 
final mile space, and is the year’s 
best opportunity to expand your 
knowledge, build your network, 
and explore the latest products 
and solutions.

American Public Works Assn.
August 28-31, 2022
Location: Charlotte Convention 
Center, Charlotte, NC
Registration now open!
www.apwa.net/pwx/home.aspx

The American Public Works 
Association (APWA) serves 
professionals in all aspects of 
public works—a fact that sets it 
apart from other organizations 
and makes it an effective voice 
of public works throughout North 
America.

August 31-September 1, 2022
Location: Philadelphia Convention 
Center, Philadelphia, PA
Registration now open!
www.terrapinn.com/conference/
home-delivery-world/index.stm

Home Delivery World is the 
industry-defining conference and 
exhibition for last mile logistics 
in the US and abroad. The show 
is dedicated to uncovering 
innovative solutions for retailers, 
grocers, CPGs and 3PLs facing 
challenges across the supply 
chain from warehousing to 
fulfillment and the last mile.

September 19-22, 2022
Location: Penn Convention 
Center, Philadelphia, PA
Registration information: 
Registration now open!
www.expo.scte.org/about-expo/

The largest learning and 
networking event in the industry, 
SCTE® Cable-Tec Expo® unites 
thousands of professionals, 
100+ hours of learning, premier 
thought leaders, and hundreds of 
innovative vendors with leading 
edge technology solutions.

UPCOMING TRADESHOWS & EVENTS
TIME TO CONNECTTIME TO CONNECT
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SELF-DEVELOPMENT:SELF-DEVELOPMENT:  LEARNING FROM YOUR (& OTHERS') MISTAKESLEARNING FROM YOUR (& OTHERS') MISTAKES

These are as important as the ones that ended with 
the Prince carrying Snow White off on the horse.  If 

someone can learn from a mindless/careless mistake 
that I made: I want to tell that story.  There are a myriad 
of those.  I have a couple (hundred) myself.  They are 
now golden, even with me.  They are how success is 
founded.  

Many think that this writer is imminently successful, 
and I am: I have enough.  Not wealth in terms of $$$, 
but in terms of meaningful relationships, in terms 
of freedom to do/go where I please, to choose my 
employer as well as my clients.  I’ve spent thirty years in 
the industry, and can only make these statements over 
the past 7-10.  

I have made stupid mistakes that (pre-commercial 
truck business) ended in abject failure (translation: 
bankruptcy).  I still make them, but not as many.  

I am NOT “the man in the arena,” but am inspired by 
Theodore Roosevelt’s famous quote, taken from a 
speech he rendered in Paris, France in 1910:

THE MAN IN THE ARENA
“It is not the critic who counts; not the man who 

points out how the strong man stumbles, or where 
the doer of deeds could have done them better.  The 
credit belongs to the man who is actually in the arena, 
whose face is marred by dust and sweat and blood; 
who strives valiantly; who errs, who comes short again 
and again, because there is no effort without error 
and shortcoming; but who does actually strive to do 
the deeds; who knows great enthusiasms, the great 
devotions; who spends himself in a worthy cause; 
who at the best knows in the end the triumph of high 
achievement, and who at the worst, if he fails, at least 
fails while daring greatly, so that his place shall never 
be with those cold and timid souls who neither know 
victory nor defeat.”     

-Theodore Roosevelt, Paris, April 1910

I encourage you to stay in the game, the one of life in 
general as well as this business.  It is SO worth it.  

Meet me over coffee.
.

CUP o'JOECUP o'JOE

 
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!

Have a Cup o’ Joe with me! Send me your 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!

THE POWER 
OF STORIES 
OF FAILURE
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Shown:
Max-Drop ProLiftTM Rack

UP TO 50% LESS EFFORT TO OPERATE VS
COMPARABLE DROP-DOWN RACKS

Raise your bottom line and protect your people. The ProLiftTM uses unique 
patent pending mechanical advantages and high-performance spring assist 
struts to raise and lower ladders with 50% less effort, saving you time and 
energy while also reducing back and shoulder injuries. Learn more about 
ProLiftTM and our ProfileTM rack system at adriansteel.com

ALL NEW PROLIFTTM RACK.

https://www.adriansteel.com/


EXPAND YOUR REACH 
BOOST YOUR PROFITS 
WITH COMVOY.COM

          

Comvoy has been worth every penny and 
paid for itself many times over. Almost 
30% of our total leads over the last 5 
months have come from Comvoy, and our 
close rate on these leads has exceeded 
25%. We couldn’t be more elated with our 
decision to sign up!
 
Eric Scott, Commercial Truck Specialist, 
Minnesota Truck Headquarters

855-265-9996   |    sales@comvoy.com   |    www.comvoy.com

 AND 

Click Here
GET STARTED TODAY!

https://www.comvoy.com/dealer-signup?utm_source=fordpros&utm_medium=publication&utm_campaign=april-2022

