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GOING AIRPLANE MODE

This cell phone revolution has made 
such a difference in how we operate 
within our individual and corporate 
worlds. Without going into an I-Re-
member-When Mode, everyone over 
the age of twenty who’s reading this 
has one of those stories to tell about 
way-back-then. Don’t bore anyone 
with one of those (especially custom-
ers)!  

What Hasn’t Changed
Whether we’re talking about a land 

line or a cell phone line, one thing 
hasn’t changed:  the phone com-
mands our attention.  Whether we 
are sleeping at night, talking to a dear 
friend about something really im-
portant, or talking to a customer, the 
phone is allowed to interrupt anytime.  
It’s a distraction that stops good sleep, 
or good conversation, every time.  It’s 
rude when it rings.  Since Alexander 
G. Bell rang up Watson on the first 
test demonstration, it trumps personal 
face-to-face conversation.
I’m fourth in line at the parts store, 

now third, and so on.  It’s now my turn 
to get served.  I drove here, waited 
patiently for three in front of me…
parts person has my attention and his 
phone rings!  Gotta get that—hold it 
right there visiting customer, while I 
talk to a non-visiting interrupter (might 
be a customer, might not).  

Driving Sales Away
Now that I have a cell phone, and 

I’m in line…maybe MY phone will stop 
the conversation!  Actually, if I’m in the 
middle of a conversation with a client 
and the client’s phone rings, there’s 
not much I can do about it.  But what I 
can do with MY phone is to put it into 
Airplane Mode until the conversation 
is complete.  I’m not distracted by the 
ring (or vibration), I can remain fo-
cused on the client, and we can get 
some good contact made.  

Control What You Can
Keep your phone from interrupting a 

perfectly good conversation with your 
customer, your family, anyone who is 
important to you.

Go Airplane Mode
Keep the conversation vibrant and 

alive.  Uninterrupted.  You’ll be glad 
you did.  And so will they.

Good Selling!

Joe Hughes
joehughes@fordpros.com

Letter from the President

Special thanks for this issue to:
Adrian Steel

The Reading Group
The Knapheide Company

Kargo Master
Ranch Hand

Omaha Standard PALFINGER
National Fleet Products

CASECO
Safe Fleet

Unicell
Transfer Flow
TransitWorks

Work Truck Solutions
Commercial Truck Success

In addition we would like to 
acknowledge contributions from:

Paul Brown of Geweke Ford
President

Northern California Ford Truck Club

Hank Kale
Fleet Manager

Tindol Ford

Taylor Steinberg
Corporate Sales Trainer

Knapheide

Ken Taylor
Ken Taylor & Associates

Terry Minion
Commercial Truck Success

Claudia Sanchez 
Marketing Coordinator
Work Truck Solutions

Editor/Publisher: 
Kathryn Schifferle

Managing Editor: 
Ken Keller

 Art Director: 
Carla Aoyagi

For inquiries or articles or to be 
added to the mailing list:

 info@nationalfordtruckclub.com
1-800-413-9030
NFTC/FordPros

2485 Notre Dame Blvd., #370-130
Chico, CA 95928

FALL 2016 FORDPROS2       



TABLE OF CONTENTS

BRINGING IN THE NEW

17  Aluminum: The New Gold Standard

NEW 2017 F-Series Super Duty 15

13  Telematics: In the clouds

Letter From the President
Issue Intro: Key to Success 

In The HighBeams
ALT Fuel:

Coach Ken
On the Top

Toolbox & Tank Combo
Curbside Delivery

In The Trades:
The Work Truck Show

Terry’s Blog
FordPro-File

Getting Something Done...
Club Snapshot

Ford Truck Club News

Go Airplane Mode                     2
Internet of Things                     5
Press Releases & New Products     6
Propane Fueling the New F750           9 
One for the Team                              10
Fourteen Years of Excellence               12
Fueling Your Work & Fun                      14 
Upfitting the New Transit          16
Technology            22
Save the Date           24
I Applaud You            25
Hank Kale             27
Online             28
Northern California          29 
Meetings Galore           30

Making Connections: Facing Social Media 18

20  Protecting Your Grille

Cab or Cutaway 21

FORDPROS FALL 2016 3       





Most FordPros saw technology 
being introduced at a slow pace 

during the 70’s, 80’s and 90’s, and 
they got to choose if, or when, they 
wanted to adapt. The arrival of the 
iPhone changed that, by creating mo-
bile connectivity, and with only a little 
piece of paper, folded in 4’s provided 
in the box. Our first question was, ‘are 
we really expected to connect online 
with no manual?’ Each day the ques-
tions piled up like, “When should I use 
wi-fi?”, “Is it polite to text?”, or “How do 
I send photos from my phone?”. Our 
answers were, of course, only found 
online…never through service calls.
This last decade the pace has accel-

erated and today connected devices 
bring real-time updates, like equip-

ment in the field that signal when 
something is wrong, and trucks that 
self-track. 
Aircraft manufacturers like Rolls 

Royce are building aircraft with sen-
sors embedded collecting and sending 
real-time data that detect if anything is 
starting to break down – providing the 
ability to avoid potential calamities. 
This demonstrates the true value of 
the Internet of Things revolution.
There is an estimated $19 trillion of 

value at stake for companies and in-
dustries as a result of the impending 
Internet of Things, and every busi-
ness needs to figure out how it can 
take advantage of devices that report 
and communicate with each other. 
Although only 68% of companies are 

100% hooked up to the cloud today, 
every business uses the cloud for 
some of its business software. Rough-
ly 93 percent to be exact. The cloud 
enables connectivity with other sys-
tems, reduces maintenance and adds 
mobility among other benefits.
In every FordPros issue for 2017 we 

will be providing our readers with more 
details on the technologies that are 
affecting you today and that will be: 
providing FordPros and commercial 
departments with increased profit and 
improved effectiveness, offering truck 
buyers more value through improved 
chassis, vans and upfits targeted to 
their vocation, and ensuring ways that 
industry partners can work together to 
create greater efficiencies for all.    

‘Internet of Things’ 
KEY to today’s 
business solutions

WHEN IT COMES TO TOUGH, NO RACKS ARE TOUGHER
THAN KARGO MASTER VAN & TRUCK RACKS

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

FORDPROSFALL 2016 5       



VANAIR HIRES NEW 
SALES MANAGER

Vanair announced that Blair Lar-
son has taken the position of 

Sales Manager. As the head of Vana-
ir’s regional sales team, Larson will 
be responsible for developing sales 
strategies to maintain and grow 
sales, as well as directing the day-
to-day activities of the sales team. 
He attended Culver Military Academy 
and earned a degree in Business 
from Indiana Wesleyan University. In 
his career, Larson has held positions 
at Fastenal, Sullair and Atlas Copco 
Compressors, where his last position 
was Regional Sales Manager- West – 
Low Pressure Air. 

NEW VICE PRESIDENT OF 
SALES AT VANAIR

Vanair has announced that Dean 
Strathman has been promoted to 

the position of Vice President of Sales. 
Strathman joined Vanair when the com-
pany acquired Air N Arc in 2009. Since 
that time, he has advanced through 
sales positions in the organization to 
become Vice President of Abovedeck 
Sales before taking this new position. 
His responsibilities as Vice President 
of Sales will be to oversee the entire 
Vanair sales team, develop strategic 
sales plans to promote growth based 
on corporate goals, and to continually 
improve customer satisfaction.

AIR LIFT RELEASES NEW 
LOADLIFTER 5000 SERIES 

FOR 2017 FORD 
SUPER DUTY PICKUPS

Air Lift has released its new heavy-
duty air spring series to support and 

protect Ford’s 2017 Super Duty F-250 
and F-350 4WD pickups.
LoadLifter 5000 (#57399), Air Lift’s 

heaviest-rated air spring kit, is specifi-
cally engineered for Super Duty pick-
ups. The new LoadLifter 5000 ULTI-
MATE (#88399) offers all the benefits of 
the LoadLifter 5000 but with the addition 
of an exclusive internal jounce bumper, 
providing added shock absorption and 
extra protection for heavy loads.  
The LoadLifter series works with the 

vehicle’s existing suspension to deliver 
up to 5,000 pounds of load-leveling 
capacity and is air adjustable. Each kit 
includes exclusive Air Lift roll plates, 
which protect the air springs from sharp 
edges and increase load capacity up to 
10 percent.
The LoadLifter 5000 and LoadLifter 

5000 ULTIMATE kits require no drilling 
into the frame and install in three hours 
or less. For convenient inflation and de-
flation of the air springs, Air Lift offers 
wired, wireless and automatic on-board 
air compressor systems. 

For more information about Air 
Lift’s LoadLifter series for 2017 Ford 

Super Duty pickups, visit 
www.airliftcompany.com/products

HIGHBEAMSIn The

For more information contact Vanair at 800-526-8817 or www.vanair.com
Vanair has been providing mobile power solutions since 1972.  With well over 
70 standard products, we offer the most extensive line of mobile air compres-

sors, generator, welders, battery boosters, battery chargers, hydraulics and en-
gine starting equipment in the world. Vanair is an engineering driven company 
with a reputation for problem solving that attracts top talent to our team in our 

extensive state of the art facilities. Listening to the marketplace, finding produc-
tive solutions to your challenges, and delivering efficient products to increase 

your revenue stream…this is Vanair. 
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HIGHBEAMSIn The

BOLT LOCKS RELEASES 
FIFTH WHEEL KING PIN 

LOCKING SYSTEM

BOLT® Locks is unveiling a new 
Fifth Wheel King Pin Locking 

System, expanding its popular line of 
heavy-duty, weather resistant “Break-
through One Key Lock Technology” 
offerings. The BOLT Fifth Wheel King 
Pin Locking System works in conjunc-
tion with BOLT’s 5/8” Receiver Lock, 
which is sold separately, to prevent 
fifth wheel trailer theft.
BOLT’s King Pin Locking System fea-

tures a U-shaped hardened steel col-
lar that wraps around the Fifth Wheel 
King Pin and attaches to a BOLT 5/8” 
Receiver Lock. Together, the system 
acts as a visible theft deterrent, allow-
ing the trailer to be secured with the 
owner’s truck key.  
BOLT’s 5/8” Receiver Lock is a stain-

less steel pin featuring a double ball 
bearing locking mechanism with a 
weather-resistant lock shutter. Once 
the vehicle ignition key is inserted into 
the lock cylinder, spring-loaded plate 
tumblers move up and down until they 
are matched exactly to that key. The 
first time the key is rotated, the cylin-
der is uniquely coded to that key. Us-
ing just the ignition key -- no matter 
how many BOLT locks are in play -- 
helps reduce key ring clutter. 

For more information 
on BOLT Locks, visit: 

www.boltlock.com.

POWER SLIDER

Nor-Cal Vans now offers electric 
sliding door installations for the 

Ford Transit.  With the press of the re-
mote or a pull of the handle, the door 
quickly and smoothly opens.  The 
power slider door can be operated at 
the driver location, the handheld re-
mote (standard), or activated by the 
OEM door handle inside or outside. 
Ideal for any shuttle service that 

transports people, from hotels, taxis, 
care homes, casinos etc.  Operators 
will appreciate the ease of use and 
convenience of the power slider door.
Nor-Cal Vans can further customize 

the Ford Transit to your customers’ 
needs with a selection of floor plans, 
seat upgrades, bulkheads, running 
boards, wheelchair accessibility and 
more.  We also offer Crew Van, Bus 
Door, and higher-end Executive con-
versions.  

For more Call (866) 892-0150 
or visit www.nor-calvans.com 

OVER 480 DEALERSHIPS 
SIGNED AND GROWING

Work Truck Solutions has now 
signed over 480 commercial 

dealerships and is continuing to grow.  
As of October 2016, there were over 
140 Ford dealerships signed up for 
Work Truck Solutions’ services.  Work 
Truck Solutions is the first commercial 
vehicle inventory solution that enables 
dealerships to display and search 
truck inventory by chassis and body 
type, creating a simplified process for 
finding and quoting work truck inven-
tory online. Work Truck Solutions’ ser-
vices are pre-approved for Ford BPN 
co-op at 50 percent as well as Ford’s 
Auto-Claim which simplifies the pro-
cess, including the new Commercial 
Vehicle Centers program for 2017.  

Ford dealers can sign up with Work 
Truck Solutions, or find more 

information about their additional 
marketing and feed offerings, 

at www.worktrucksolutions.com.
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 FORD’S F-650/F-750 
SALES INCREASE 59%

Sales of Ford’s medium-duty F-650 
and F-750 trucks have increased 

59% year-over-year through August, 
the best year-to-date sales through 
August since 1997, according to Ford.
So far this year, Ford has sold 10,160 

F-650 and F-750s, including Regular 
Cab, SuperCab and Crew Cab body 
styles as well as straight-frame, kick-
up frame Pro Loader and a new dedi-
cated tractor model for heavy-towing 
applications.
“We’re seeing growing interest in the 

new tractor from beverage and haul-
ing fleets,” said Kevin Koester, Ford 
medium-duty truck and Super Duty 
fleet marketing manager. “Giving our 
customers the choice of two exclu-
sive powertrains, available across all 
body styles and designed specifically 
for the unique needs of the vocational 
truck market, has really helped drive 
sales of our new trucks.”
 “Towing and rental customers have 

embraced the gas engine, and others 
are looking at this powertrain for more 
severe service applications,” Koester 
says. “Our diesel customers are prais-
ing the quietness of the 6.7-liter Pow-
er Stroke diesel engine.”

ALL-NEW 3.5-LITER 
ECOBOOST V6 

All-new, second-generation 3.5-liter 
EcoBoost® V6 engine in the 2017 

Ford F-150 produces 375 horsepow-
er and a segment-best 470 lb.-ft. of 
torque, a gain of 10 hp and 50 lb.-ft. 
from previous 3.5-liter EcoBoost
Ford continues its relentless pace of 

innovation, delivering segment-lead-
ing torque for 2017 F-150 customers 
with the all-new 3.5-liter EcoBoost® 
V6 engine and 10-speed automatic 
transmission.
The new second-generation 3.5-liter 

EcoBoost engine will provide 50 lb.-
ft. more peak torque compared with 

the first-generation 3.5-liter EcoBoost 
engine, to a segment-best 470 lb.-ft., 
beating all diesel- and gasoline-pow-
ered competitors, including V8 en-
gines with nearly twice the displace-
ment of the EcoBoost V6. Horsepower 
jumps 10 from the previous version, to 
375 hp.
• Class-leading torque of 3.5-liter Eco-

Boost and new 10-speed automatic 
transmission will deliver improved 
acceleration and performance

• 3.5-liter EcoBoost paired exclusive-
ly with the first volume-production 
10-speed automatic transmission 
available from any automaker

The Ford F-150 remains the first and 
only truck in its segment to offer a 
twin-turbo gasoline engine.



ROUSH CleanTech has 
developed a propane 

autogas fuel system for the 
Ford F-750 chassis that 
costs less than similar diesel 
counterparts. Operating up 
to 33,000 GVWR, the model 
was created in response to 
the growing demand for a 
propane autogas-fueled, 
medium-duty chassis for 
bobtail applications, cylinder 
delivery trucks, and larger 
tank setters and box trucks.
“Ford places great value on 

being a leader in the truck 
market by building reliable 
vehicles that consistently 
outperform competitors,” 
says Todd Mouw, vice presi-
dent of sales and market-
ing for ROUSH CleanTech. 
“Now fleet managers can 
purchase an F-750 that not 
only costs less initially, but 
also saves money at the 
pump and uses a clean-
operating, American-made 
fuel.” 
Michigan’s Victory Pro-

pane, which has already 
deployed Ford F-650s fu-
eled by propane autogas 
in its fleet, will have 15 
Ford F-750s by the end of 
2016. These trucks will be 
equipped with 3,200-gallon 
barrels.
The Ford F-750 base mod-

el comes with a single-sad-
dle, 45-usable-gallon fuel 
tank located on the driver 
side for ease of fueling. Two 
dual-tank options are avail-
able: the dual short tank with 

45-usable-gallon capacity 
and an extended range op-
tion with 70-usable-gallon 
capacity.
Historically, propane auto-

gas costs up to 40 percent 
less than gasoline and 50 
percent less than diesel. 
Each Ford F-750 equipped 
with this fuel system will 
emit about 120,000 fewer 
pounds of carbon dioxide 
over its lifetime compared to 
conventionally fueled coun-
terparts.
Built on Ford’s 6.8L V10 

engine, the vehicles meet 
stringent Environmental 
Protection Agency and Cali-
fornia Air Resources Board 
certification requirements.
As a Tier 1 supplier and 

Ford Qualified Vehicle Modi-
fier manufacturer, ROUSH 
CleanTech makes propane 
autogas vehicles that retain 
all quality Ford performance 
characteristics, such as 
horsepower, torque and tow-
ing. 
ROUSH CleanTech main-

tains the factory Ford 5-year / 
100,000-mile or 4,000 hours 
limited powertrain warranty 
on vehicles equipped with 
its propane autogas system. 
The ROUSH CleanTech pro-
pane autogas fuel system is 
covered by a limited 1-year 
/ 12,000-mile warranty when 
installed on a truck that is no 
longer covered by the Ford 
factory warranty.

Available in model year 
2016 and newer.

THE PROPANE FUELED FORD F-750

FUEL ALT
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COACH KEN
I have always been a believer in the 

philosophy that most of us take 
ourselves too seriously and at the 
same time seem to believe that if 
you are having fun, you might not be 
working very hard.  I am writing this 
article to try to get you to lighten up 
on both areas.  Don’t get me wrong, 
there is a time and place to be se-
rious, like when a customer is yell-
ing at you about the bad service he 
received from your dealership.  This 
would not be a good time to crack 
a joke.  So, let’s take a look at what 
is not fun and see if we can inject a 
little fun and humor!

Not fun- Making cold calls on 
business owners you have never 
met and most likely won’t get to on 
the cold call. Most of us hate cold 
calls.  Now there are a few diehards 
who tell me in my seminars or boot 
camps that he or she has always 
cold called with great success. Real-
ly?!?!?!  You’d have a better chance 
selling me the Brooklyn Bridge!
fun- Asking for referrals and us-

ing those referrals to set up appoint-
ments with (hold on to your chair) 
decision makers. Now that’s fun, 
because chances are the business 
owner has not seen a commercial 
sales person face-to-face in years!

Not fun- Attending a trade as-
sociation meeting with no plan, not 
knowing anyone, and not being pre-
pared.
fun- Building a relationship with 

the executive director of the local 
Home Builders Association and ask-
ing him/her if they could introduce 
you to specific targets. They always 
say yes... in fact Andy Thomas (of 
Bachrodt Chevy GMC) and I met 
with the executive director of the 
South Central Wisconsin Home 

Builders Association last week, and 
asked the executive director this 
question: “Would you be willing to 
introduce Andy to business owners 
you know?” ...as always she said 
yes. In addition, when you meet this 
business owner to whom he/she in-
troduces you, ask to sit with the per-
son at the breakfast or lunch meet-
ing and have questions prepared 
to learn about their business.  They 
love to talk about their business!  At 
the end of the meeting simply say, 
“I would love to see your operation 
some time.”  They always tell you to 
come by any time!  I like the word 
“yes” and by the way, it’s fun!

Not fun- Standing behind a 
booth at the local home and patio 
show sponsored by the Home Build-
ers Association all day (or two or 
three days) and giving out pens and 
pads without collecting a single busi-
ness card or getting an appointment.
fun- Having a detailed plan that 

includes: A) Having a prize so you 
can collect business cards or a reg-
istration form to put in the drawing. 
B) Having a word track prepared 
so you can find out who the vehicle 
decision maker is at their company 
(they are not gatekeepers and will 
tell you anything you ask). C) Having 
a second person who goes around 
to the other booths making introduc-
tions and getting business cards 
(yes, I have a simple word track to 
get a dozen or more appointments 
at the show from the other vendors!)  
Now that is fun! By the way, on the 
next Monday morning, you’ll get to 
walk into the dealership with a triple-
digit stack of business cards like the 
team at McGrath in Cedar Rapids, 
Iowa did! Congrats to Tyler, Jeff, and 
Steve!  That was a fun weekend!

ONE FOR THE TEAM!

“AMERICA’S CORPORATE 
& PERSONAL COACH”
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Not fun- Sponsor a charity 
golf tournament, and when people 
get to your hole hand out sales ma-
terials and trinkets (and collect no 
business cards).  Talk about a long 
day!  That’s not fun.
fun- Taking down everyone’s 

name and contact information so 
you can send them a picture tee-
ing off of the back of a flatbed truck!  
That is almost too much fun!  Better 
yet, call them after the tournament 
to deliver their picture, that will sit 
on their desk forever and will serve 
as a permanent “infomercial” for you 
and the dealership.  Are we having 
fun yet! Congrats again to the boys 
at McGrath!
I could go on for another four or five 

pages.  I love what I do!  Going out 
on sales calls with sales consultants, 
making new friends that are busi-
ness owners and decision makers, 
attending events where we create 
the “WOW! Factor,” and adding val-
ue to the lives of others. I am feel-
ing a little guilty, one guy should not 
have that much fun!

I hope you get the message.  If 
not, you are not having much fun.  I 
wrote a quote over 25 years ago af-
ter someone asked me what I did for 
a living and if I enjoyed what I did.  I 
of course said yes.  The young sales 
consultant then asked me for one 
piece of advice that he could take 
with him that would make a differ-
ence in his life.  This was the quote, 
and I am sure it is not original and I 
must have heard it somewhere:
“Love what you do so much you 

would do it for free, but that you do 
so well you get paid abundantly for 
your work.”

Are we having fun yet?

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

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

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

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

www.coachkentaylor.com.

COACH KEN
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A Safe Fleet Brand

www.primedesign.net | 877 . 463 . 7225

Nice to re-meet you!

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

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

Prime Design.  The ladder rack specialists.       

IMPROVE PRODUCTIVITY
Deploy or stow in less than :20 
seconds

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

SAFETY
Feet stay safely on the ground

Search “Prime 
Design high roof 
demo 2016”



WHAT’S IN 
A NAME?
Well, in this case, a tool box, your 
tie-downs, some drop cloths …

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

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

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

855-232-3819  |  ReadingBody.com  |   
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TransitWorks is proud to announce 
its 14th straight year as Ford’s 

#1 Mobility builder.  The Ford Transit 
has proven to be the top commercial 
vehicle requested and is the perfect 
vehicle for wheelchair transport with 
its spacious interior and multiple roof 
heights.

Also with the Transit’s versatility, 
have come opportunities for dynamic 
new builds.  As a result TransitWorks 
has designed and built several new 
vehicles based on the Ford Transit for 
multiple markets and industries.
• Transit Smart Shuttle was designed 

with Ford engineers. The Smart 
Shuttle is a passenger transporter 
loaded with the technology features 
that passengers want and expect.  
Perfect for long-distance transport, 
executive shuttles or ride-sharing 
companies, the Smart Shuttle fea-
tures USB ports at seat locations, 
Wi-Fi onboard, flip-down DVD play-
er/monitor, and a backpack/luggage 
storage area in place of the front 
passenger seat.

• Transit Crew Van has 2nd row seat-
ing (either fixed or removable) and 
a partition with separate cargo area.  
The Transit Crew is popular with 
construction, utilities, plumbers and 
other trades.  Most importantly, it 
has exclusive walls and a headliner 

which meet head impact standards 
required by Ford and FMVSS 201U.

• Transit Small Bus is built on the 350 
HD extended body chassis with 
dual rear wheels, and featuring dou-
ble-out bus doors and seating for up 
to 15 passengers (including driver).  
The 84” high door opening offers 
maximum clearance and more room 
for entry and exit than competitors 
units.  Available Smartfloor flex-
ible flooring system offers multiple, 
changeable seating layouts.
More new products are in the works, 

and TransitWorks continues to design 
and produce exclusive builds for fleet 
customers across the country.

FOURTEEN YEARS OF EXCELLENCE
TECHNOLOGY: TOP MOBILITY BUILDER
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In its March 2015 announcement, 
Ford billed its telematics solution as 

“a suite of cloud-based applications 
that give…visibility into the work-
day of every driver in the field.”  The 
Ford Telematics™ solution provides 
a wide range of driver and vehicle 
performance metrics, but how can we 
further enhance visibility and ensure 
safe driver behavior - even prevent-
ing costly collisions?  The answer 
– combine vehicle telematics with 
event recording.

TELEMATICS 
The “What” and “Where”

TechRadar.com defines telematics 
as “a method of monitoring a vehicle. 
By combining a GPS system with 
on-board diagnostics, it’s possible to 
record – and map – exactly where a 
car is and how fast it’s traveling, and 
cross reference that with how a car is 
behaving internally.”  
Simply put, telematics tells you 

“what’s happening” and “where it’s 
happening” in the vehicle.  
Ford Telematics is a great tool to 

give fleet managers insight into ve-
hicle operation, such as speed, hard 
braking, and sharp turns, but with-
out actually seeing what drivers are 
doing, fleet managers have limited 
knowledge of the driving experience.
To truly “gain visibility into the work-

day of every driver in the field” a more 
comprehensive approach is needed.      

EVENT RECORDERS
Understanding 

The “Why” and “How”
Event recorders combine the ben-

efits of telematics with real-time audio 
and video.  It’s this missing piece that 
is key to understanding “why” and 
“how” behaviors lead to fuel waste, 
vehicle wear and tear, and costly col-
lisions.  
Audio and video combined with 

telematics data provide the strongest 
evidence for ensuring safe driver be-
havior and reconstructing an acci-
dent/event.  One of the newest event 

recorders from Seon, the DS2, com-
bines telematics data from GPS, and 
G-Force sensors with high-definition 
video (1080p) and audio.     
To review an event, the fleet man-

ager removes the SD card from the 
DS2 and inserts it into any PC.  After 
a quick software download, the inter-
face provides the telematics data ad-
jacent to a timeline of the actual audio 
and video.  
The fleet manager can then review 

the relevant telematics data (vehicle 
speed, location, hard braking, etc.), 
using two different camera angles 
(through the windshield and in the 
cab), to reconstruct “why” and “how” 

an event occurred.  
With an easy export function, the 

fleet manager can then provide these 
“facts” (audio + video + telematics) 
to the insurance adjuster to expedite 
the insurance claim, or help eliminate 
frivolous claims.

THE BIGGEST PICTURE
When demonstrating the value of 

Ford Telematics to your next fleet 
customer, consider the power of 
combining it with a more comprehen-
sive approach by adding an event 
recording system.  Together, these 
combined technologies can bring en-
hanced “visibility into the workday of 
every driver in the field.” 

TELEMATICS + VIDEO ENHANCE FLEET VISIBILITY
TECHNOLOGY: IN THE CLOUDS

By Cameron Blain and Lori Jetha, Marketing Managers for Safe Fleet and Seon
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Transfer Flow has introduced a 
70-gallon toolbox and refueling 

tank combo - great for manually fill-
ing your fuel tank as well as filling 
other vehicles or equipment.  The 
toolbox and refueling tank combo 
sits on the bedrails, and has an ad-
justable toolbox storage box that 
adjusts to the depth of a short bed 
or long bed full-size pickup for a 
custom fit!  The adjustable toolbox 
storage area ranges from 5 ½ - 9 
cubic feet. 
The 70-gallon toolbox and refu-

eling tank combo is made from 
14-gauge aluminized steel for su-
perior strength and rust resistance.  
It’s baffled in two places on all four 
sides to reduce fuel slosh, and is 
powder coated black for a durable 
finish.  An aluminum diamond plate 
lid comes standard with the option 
of having it powder coated black.  
The fuel fillneck is located inside 
the locking storage compartment – 
keeping fuel secure from theft!

It comes pre-assembled with a 12-
volt refueling pump, 12-foot hose 
and nozzle, wire harness with dash-
mounted power switch and mount-
ing hardware.  It’s US DOT legal for 
storing and dispensing gas, diesel, 
ethanol, methanol and aviation fuel.

For more information 
on Transfer Flow’s 70-gallon 

toolbox and refueling tank combo, 
call (530) 893-5209,  

or visit their website at 
www.transferflow.com

FUELING YOUR TRUCK, EQUIPMENT & TOYS
TECHNOLOGY: 70-GALLON TOOLBOX AND REFUELING TANK COMBO

Ideal for All Ford Transit 
& Transit Connect Vans 

Rear or Side Doors
High, Medium, 

or Low Roof

The prefered choice for every FORD Customer 

sales@nationalfleetproducts.com
www.nationalfleetproducts.com

The Original Swivel Loading Ramp

763-762-3451

Call for more 
infomation
Hablamos Español



Ford has begun shipping the all-
new 2017 model F-Series Super 

Duty. This is the first all-new Super 
Duty in 18 years and includes the 
F-250, F-350, F-450, F-550 models. 
The new generation Super Duty 

has its highest-ever payload ca-
pacities. Maximum payload is 7,630 
pounds. The Super Duty’s new 
frame is fully boxed from front to rear 
for increased strength while reduc-
ing noise and vibration. The frame 
is built from 95% high-strength steel 
that is 24-times stiffer than the prior 
generation frame, allowing for in-
creased towing and payload with a 
weight savings of up to 350 pounds. 
The all-new high-strength, military-
grade, aluminum-alloy body is more 
dent and ding resistant than the pre-
vious steel body.  

The Future Of Towing Is Now
The Ford F-450 Super Duty Super-

Crew 4x4 now features a maximum 
gooseneck tow rating of 32,500 
pounds. Maximum fifth-wheel tow-
ing is increased to 27,500. Maximum 
conventional towing is increased to 
21,000 pounds without the need for 
a weight-distributing hitch. Maximum 
conventional towing with F-250, 
with the all-new trailer tow package, 
and F-350 single-rear wheel are in-
creased to a class-leading 18,000 
pounds.    

Super Duty is the first truck to offer 
adaptive cruise control and collision 
warning with brake support for heavy 
trailers. A center high-mounted stop 
lamp camera provides visibility into 
the cargo box. An Ultimate Trailer 
Tow Camera System uses four digi-
tal, high-definition cameras to give 
the driver a 360-degree bird’s-eye 
view surrounding Super Duty. Trail-
er towing customers benefit from a 
segment-first in-cab trailer tire pres-
sure monitoring system. Blind Spot 
Information System with trailer tow is 
optimized for Super Duty and uses 
radar sensors in the tail lamps.

Payload Dominance
Super Duty can haul more than any 

other heavy-duty pickup. Maximum 
payload of the 2017 Ford Super 
Duty F-350 is 7,630 pounds. F-250 
Super Duty boasts the same domi-
nance over its peers; with maximum 
payload of 4,200 pounds, it can haul 
more than 600 pounds over its near-
est competitor.
Ford’s gasoline and diesel 2017 Su-

per Duty trucks will come equipped 
with a 48-gallon fuel tank that pro-
vides a 22% increase over the outgo-
ing diesel models and 37% increase 
over the gasoline models. The new 
tank is available with the long-box 
Crew Cab models, Ford has an-
nounced.

Pickup Powertrain Upgrades
The new generation Super Duty 

has more horsepower and torque 
than its predecessor. One engine 
choice is the second-generation 
6.7L Power Stroke Turbo Diesel V-8 
that boosts horsepower to a class-
leading 440 hp and torque to a stag-
gering 925 lb.-ft. for all models from 
F-250 to F-450. The diesel engine 
is B-20 biodiesel capable. The 6.2L 
V-8 is E-85 Flex-Fuel capable and is 
available with a CNG/propane auto-
gas prep package. The Super Duty 
Chassis Cab is available with a 6.8L 
V-10 gasoline engine.

Great Value And Work-Ready 
Ford Medium-Duty Trucks 

These attributes underscore F-650 
and F-750’s position as the future of 
medium-duty trucks:
•	Toughest: Fully designed and de-

veloped by Ford truck engineers in 
Dearborn, Michigan; robot-tested 
on taxing durability courses too 
demanding for human drivers; 
500,000-plus miles of harsh dyna-
mometer engine testing at extreme 
power levels and temperatures

•	Work-ready: New upfit-friendly 
chassis developed in cooperation 
with leading industry body makers; 
clean chassis capable of accom-
modating vocational bodies with 
little to no modification saves time 
and expense

•	Great value: Choice of segment-
exclusive 6.8-liter V10 gas engine 
or 6.7-liter Power Stroke V8 diesel 
– both backed by Ford’s heavy-
duty TorqShift HD six-speed auto-
matic transmission enhanced for 
medium-duty use with great perfor-
mance and efficiency.

THE ALL NEW FORD SUPER DUTY
TECHNOLOGY: THE FUTURE OF TOWING IS NOW
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The popularity of the Transit with 
light delivery businesses is well-

deserved. Loading ramps are always 
an important component to a commer-
cial van upfit, especially for your light 
delivery business clients. What materi-
als are being delivered and where the 
deliveries are being made are the first 
questions to ask and answer. 
National Fleet Products has those 
questions covered. National Fleet 
Products, based in Buffalo, Minnesota, 
imports specialty goods from Europe 
that upfit onto the new Ford Transits. 
The latest offering from National Fleet 
Products is the LIGHT Series Loading 
Ramp, an all-aluminum, lightweight 
spring-assisted system that can han-

dle up to 880 pounds. The LIGHT Se-
ries ramps fit all the Transits.
Jacob Peterson, Outside Sales, de-

scribes the value this ramp adds to 
an upfitted van. “A lot of delivery busi-
nesses don’t work out the back of 
their vehicles, they work on the curb. 
The LIGHT Series Loading Ramp is 
a side door ramp, giving safe, quick, 
and easy access to the curb from their 
side door. Both ends of the ramp have 
spring-articulated plates that will move 
to accommodate angles higher than 
the van floor; it can even be used to 
bridge steps.”
Perforations in the ramp floor is an 

important design feature. These per-
forations allow for greater traction on 
these shorter ramps. Spring and gas 
struts work in tandem to help deploy 
the ramp. Wheels on the end of the 
ramp help to make a solid, flat ground 
contact. 
“An optional removable kit is also 

available,” Jacob explained. “With a 
simple 180 degree turn of a lever the 
ramp releases from the floor and can 

be carried away. Once removed from 
the van, the ramp is self-standing, 
saving space where it is stored. It is 
a nice way to go. The LIGHT Series 
ramp can be made to fit the Transit’s 
rear door as well.” The ramps weigh 
100-130 pounds and have a quick and 
simple 30-minute install with only six 
bolts. 
“The simplicity of the design allows 

the LIGHT Series Loading Ramp to 
work day in and day out, with no main-
tenance required,” Jacob said.

For more information, visit the 
National Fleet Products website at 
nationalfleetproducts.com or call 

(763) 762-3451 and ask for Sales.

CURB-SIDE DELIVERY
TECHNOLOGY: UPFITTING THE NEW TRANSIT
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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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When word came out that the 
2017 Ford Super Duty Pickups 

and chassis-cab models were going 
to a military grade aluminum skin 
throughout the truck, there was no-
ticeable excitement throughout the 
work truck industry. By going to alu-
minum, your truck buyers will ben-
efit with greater payloads and a high 
level of corrosion resistance. 
But what about the service body 

side of the equation? How can you 
ensure your buyers can take full 
advantage of the Super Duty’s alu-
minum benefits? Lower operating 
costs, superior fuel economy and 
maximum payload and corrosion re-
sistance are great selling attributes 
and should never be compromised. 
So what should you consider and 

what can you talk to your customer 
about when you’re upfitting their 
Ford Super Duty? Below are a few 
things you should seek out to ensure 
that you can take full advantage of 
Ford’s aluminum offerings with a top-
of-the-line truck body: 

• Experience – Choose a service 
body organization that is well 
equipped to produce and service 
aluminum bodies. It’s like the old 

adage says, “Experience is the 
teacher of all things.” The more 
experience an organization pos-
sesses; the more comfortable you 
should feel. 

• Focus on ROI – Pay attention to 
the pieces that matter the most to 
them and aid in their ability to do 
their job better and more efficient-
ly. This may include things such 
as payload capacity, how much 
wear-and-tear they put on their 
trucks and the importance of the 
truck’s residual value.

• Longevity – Organizations are 
now keeping trucks longer. While 
they used to keep them only 3-5 
years, they are now keeping their 
vehicles for roughly 7-10 years.

• Easily Recycled – With an in-
creased and renewed emphasis 
on environmental impact, an alu-
minum body is easily recycled. 
This level of sustainability benefits 
everyone.

• Easy on the Chassis – With a 
lighter load, there is less wear 
and tear on the chassis, leading 
to greater residual value at the 
end of the vehicle’s life cycle

• Superior ergonomics – While 
there’s a premium emphasis on 
fuel economy and payload capac-
ity, the goal of any body, both alu-
minum and steel, is to ensure that 
it makes your truck buyer’s work 
day easier and more efficient. 

With the Ford Super Duty chassis, 
combined with an efficient aluminum 
service body, your truck buyers will 
be properly equipped to handle each 
work day with style and substance. 
With Ford continuing to re-define 
and advance its position in the mar-
ketplace, an aluminum truck body 
compliments it perfectly. 

TAKING ADVANTAGE OF ALUMINUM
TECHNOLOGY: UPFITTING THE NEW SUPER DUTY



Work Truck Solutions is the only 
commercial vehicle inventory 

solution enabling dealerships to dis-
play, and truck buyers to search, 
commercial inventory by body type, 
creating a simplified process for find-
ing, quoting and floor planning work 
truck inventory online. Work Truck 
Solutions also tells commercial deal-
ers how to best market their invento-
ry to truck buyers and have provided 
this article as the first in a series on 
that subject.
Social Media has become the ‘go-

to’ for marketing, especially Face-
book. Branding, advertising, and 
even making sales can be done from 
this one social media platform.  Why 
Facebook?  As of the second quarter 
of 2016, Facebook had 1.71 billion 
monthly active users! 
When retail dealerships first started 

using Facebook, they saw amazing 
results.  One Florida dealership used 
Facebook for a promotion and made 
more car sales than any others par-
ticipating in the nation! Another deal-
ership advertising with Facebook 
received 2,212 unique dealership 
website visits, 23 vehicle sales, and 
23 times the return on advertising 
spent. Facebook has options to put 
a dealership on many News Feeds; 
there has never been an easier or 
more effective way to increase traf-
fic to your dealership today. In 2015, 

Facebook influenced consumers’ in 
52% of online and offline purchases, 
up from 36% in 2014.  
Observing retail dealerships’ great 

results with Facebook, the question 
is: can this also work for commer-
cial? The answer is that commer-
cial dealers can do exactly what re-
tail dealers are doing! Finding your 
target market and connecting with 
them will lead to more visits to your 
website, increased volume of calls to 
your store, and even bring people to 
your location.  
So how would a commercial de-

partment get started? There are two 
approaches available: have your 
dealer’s retail Facebook page add 
commercial content, or create a ded-
icated commercial Facebook page. 
Being on the retail page would not be 
a bad thing; however, a commercial 

buyer is much different than a retail 
buyer, and so it is important to build 
content that is specific to commercial 
buyers’ needs and interests, such as 
posting a photo or video of a truck 
body specific to a vocation.  
An example of an easy post would 

be informing your followers about a 
special promotion going on (such 
as Section 179, upfit allowances, fi-
nancing offers), be sure to include 
pictures of the vehicles involved or 
even do a video walk around of one 
or more vehicles included in the pro-
motion.  Another great post that will 
engage your audience is a photo of 
a recent purchase.  Maybe you had 
Joe Schmoe from John Doe Con-
struction purchase a new Service 
Body truck; why not feature that in-
dividual and their business on your 
Facebook?  Not only is that showing 
off your product, it is showing support 
for your customers which will create 
a great relationship.  Their biggest 
successes, said one commercial 
dealer, came from posting photos, 
videos and articles about upcoming 
products or events.   
Posting about customers who just 

purchased a new commercial vehicle 
or providing a detailed walk-around 
video of new vehicles will bring the 
highest engagement from your fol-
lowers.  Some great advice we heard 
from one commercial dealer about 
Facebook, “Keep your content light-
hearted and exciting. Commercial 
vehicle sales can be seen as an in-
timidating space and it is important

FACING SOCIAL MEDIA
TECHNOLOGY: MAKING CONNECTIONS
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TECNOLOGY: MAKING CONECTIONS

to give your followers a comfortable 
place where they can openly discuss 
trucks no matter their knowledge level.”
Letting your presence on different 

social media platforms be known is 
the first step in getting people to your 
site.  Include these icon links on email 
signatures, e-newsletters and adver-
tisements will make a significant dif-
ference in the flow of traffic to your 
social media pages. Dealerships who 
are partnered with Work Truck Solu-
tions and have Facebook (also other 
social media pages), can show those 
links on their commercial inventory 
pages.  This is an important tool to 
connect your inventory to your Face-
book fans.  
Getting potential customers to know 

about your Facebook can also be 
done by boosting your posts, one of 
many Facebook tools, or having your 
current customers share your con-
tent.  Facebook also has many tools 
that will help your business gain fol-
lowers.  There are many tutorials and 
advice on how to use Facebook on 
the “Facebook Business” page. 
Connecting with previous customers 

on Facebook, by asking them to ‘like’ 
your page, will also help keep your 
dealership top-of-mind when it comes 
to purchasing their next work truck.  
Providing new product information, 
sales or promotions, and even com-
munity involvement will make your 
dealership’s commercial department 
interesting to all. 

And so, it is a great time to take ad-
vantage of this opportunity to promote 
your commercial business, especially 
since not many other dealers have. 
When Work Truck Solutions surveyed 
their dealer network (passed 480+ 
dealers in October) they found that 
only about 10% of their commercial 
dealers have a presence on Face-
book, and almost all of them are only 
on the retail dealer’s Facebook page.  
One dealer who has a dedicated 
commercial Facebook page advised, 
“Be consistent, committed and go in 
100%.  Always check the ‘Insights’ 
Facebook provides to help guide you 
in having the best Facebook content 
according to your followers needs.” 
Create goals, know who your target 

market is, come up with great con-
tent, and take advantage of the posi-
tive traffic Facebook will bring to your 
business!
Remember, the secret to social me-

dia success is to think and act like a 
‘club’ member first, and a marketer 
second. 

For more information about using 
social media to market your commer-
cial business, to better display your 
inventory online and to share in an 

optional trade network, 
email your questions to 

info@worktrucksolutions.com 
or look online at 

www.worktrucksolutions.com

FORDPROS FALL 2016 19       
By Claudia Sanchez, Work Truck Solutions, Marketing Coordinator



FALL 2016 FORDPROS20       

Ranch Hand designs, manufac-
tures and markets aftermarket 

vehicle protection products, such 
as steel grille guards, front bum-
per replacements, back bumper 
replacements and running steps. 
Headquartered in the small Texas 
town of Shiner, Texas, Ranch Hand 
has manufacturing facilities in Shiner 
and the neighboring town of Beeville, 
population around 20,000. The com-
pany is in its 30th year of existence. 
In 2001 Ranch Hand became a sub-
sidiary of Kaspar Companies.  From 
these small towns Ranch Hand pro-
duces a large output. Ranch Hand’s 
two manufacturing facilities have-
over 300,000 square feet under 
roof and processes from 40,000 to 
50,000 lbs. of steel a day.
Jerry Courtney, V.P. of Marketing, 
describes the company’s custom-
ers. “Our original customers were 
the ranchers and farmers. Our prod-
ucts are designed to handle what-
ever those hard-working folks can 
throw at them. We are popular with 
outdoor enthusiasts and many kinds 
of contractors. Fleet and commercial 

buyers are important to us. We have 
a broad spectrum of folks who want 
to just protect their vehicles and look 
good doing it.”
Ranch Hand’s Legend Grille Guard 

for the 2017 Ford Super Duty is their 
latest product and began shipping 
in early October. The Legend Grille 
Guard has a one piece, fully welded 
construction and is frame mounted in 
four locations for maximum strength 
and to eliminate vibration. The Leg-
end Grille Guard is constructed from 
12-gauge tubing and has 5/16” up-
right thickness. It features punched 
grille inserts specifically designed to 
match the 2017 Super Duty – no ex-
panded metal used. Ranch Hand is 
shipping two versions of the Legend 
Grille Guard - one that accommo-
dates a front camera and one for mod-
els without the camera. All of Ranch 
Hand products are finished with a 
durable black powder coat paint. 
“One of the attractive things about 

the Legend Grille Guard is that fact 
that it is easily installed. The upfit-
ters love the Legend because they 
can install it quickly,” Jerry said. 

“We have a strong network of over 
450 upfitters and dealers across 
the county. Most dealers also in-
stall the product. A.R.E. became 
a distribution partner last year.” 
Historically, Ranch Hand has 

been the most heavy-duty prod-
uct of this kind that you can find. 
From small-town Texas comes 
Texas-sized protection for your 
customer’s valuable vehicle asset. 
Ranch Hand is now in the pro-

cess of developing a full prod-
uct line for the 2017 Super Duty. 
These include front and rear bum-
per guards and running steps for 
the 2017 Super Duty. These will 
be available in the coming weeks. 

Visit Ranch Hand’s website for 
more information and to find a 

dealer near you: 
www.ranchhand.com

PROTECT YOUR GRILLE
TECHNOLOGY: ON THE RANCH



FORDPROS FALL 2016 21       

Cab or cutaway chassis, which do 
you prefer? In a nation where 

trucks dominate the commercial vehi-
cle landscape, vehicle manufacturers 
are launching new European style 
commercial vans and cutaway chas-
sis at a pace never before seen.
There are numerous considerations 

to be made the next time you choose 
between a cutaway or cab chassis. 
Cab configuration, maneuverability, 
vehicle class, desired body, off-road 
frequency and cost should all play a 
role in the selection process.
Cab Configuration - Do you work 

alone, in pairs, or in a crew? Does 
your application require cab space 
for items besides your passenger(s)? 
Cutaway chassis are limited to regu-
lar cab configurations keeping you 
limited to a driver and one passenger. 
Cab chassis have broader configura-
tion choices with regular, extended 
and crew cab options that can ac-
commodate 2-5 individuals.
Maneuverability - Does your vehicle 

typically operate in a rural or metro-
politan environment? Metropolitan 
areas, unlike rural areas, generally 
contain narrow city streets and con-
gested traffic conditions making ma-
neuverability much more important. 
Cutaway chassis typically have short-
er wheelbases and front hoods which 
cuts down on the overall turning ra-
dius and improves driver visibility.

Vehicle Class - Commercial vehicles 
come in all shapes and sizes, from 
Class 1 to Class 8. Cab chassis cover 
that entire span while cutaway chas-
sis are only available as Class 2-4. 
If your application calls for a Class 1 
or Class 5-8 vehicle, a cab chassis is 
your only choice.
Drive Train - Maybe your job requires 

venturing off-road or you operate in a 
region that receives a lot of snowfall. 
Regardless of the reason, some ap-
plications require a 4x4 vehicle. If a 
4x2 just won’t cut it on your jobsite, 
stick with a cab chassis.
Body Options - Cab chassis and cut-

away chassis are often compatible 
with many of the same body styles 
including service and utility bodies, 
dry or refrigerated boxes, and even 
flatbeds. Some body styles that are 
compatible with cab chassis will sim-

ply not work with cutaway chassis 
including dump bodies, gooseneck 
bodies, crane bodies, and others. Al-
ways ensure the body you intend to 
use will be compatible with the chas-
sis you prefer, which can be achieved 
by working with an experienced body 
upfitter.
Cost  - Acquisition cost is often a top 

factor in the decision making process, 
as the higher the cost the longer it 
takes for your return on investment to 
begin. Selecting similar chassis spec-
ifications (engine, wheelbase, cab 
configurations) and body specifica-
tions (body style and length) typically 
yields a higher total cost with a cab 
chassis when compared to a cutaway 
chassis.

From the Knapheide blog at:
 www.knapheide.com/news/blog.

CABS VS CUTAWAYS
TECHNOLOGY: SIX THINGS YOUR CUSTOMER SHOULD KNOW ABOUT...



UTILIZATION OF DATA COLLECTED
Trade shows and conventions are 

an excellent resource to reach new 
customers. Whether trade shows and 
conventions are revenue generators 
or revenue drains will depend on your 
attitude, energy level and the joy you 
have of meeting people and creating 
solutions for them. One must have a 
plan to make trade shows and conven-
tions successful.

Getting Ready For Your Next 
Trade Show Or Convention

•	Get to know the industry, the at-
tendees and issues of value to their 
trades

•	Select and display the products that 
best	fits	the	needs	of	the	customers	
in attendance

•	Watch your budget and be judicial in 
all aspects of your display selection 
process

Hosting Your Exhibit
•	Wear clothing suitable both for the 

attendees and the industry with no 
buttons, pins, hats or other items 
competing for their attention

•	Dealership / Business attire that is 
neat and clean is satisfactory. Dress 
for the show environment. Business 
casual is appropriate at almost every 
trade show. 

•	Where to put your name badge? 
No navel protectors allowed! You’ve 
seen them before and they hang 
down to about your belt.  The badge 
does a nice job of covering your 
navel	and	is	difficult	to	read.	If	the	
name badges for the show are on 
a	lanyard,	first	try	to	get	rid	of	the	
lanyard and place your badge high 
and	to	the	right.	If	the	lanyard	must	
be used, shorten it so the badge is 
as high as possible. Make sure it 
does not turn over by connecting the 
lanyard to the top outside corners of 
the badge 

•	The following rule has worked the 
best. “The name badge goes high 
and to the right only and makes it 
easy to read when shaking hands 
with customers.”

What To Handout
•	Nothing - Unless you want to re-

trieve it from the trash can down the 
aisle

•	Something	–	If	it	is	of	specific	inter-
est to the attendees and it is asked 
for ...

•	Low value trash and trinkets are 
typically of low value in collecting 
valuable customer information. 

How To Collect 
Customer Information?

•	Find common ground – geography, 
industry knowledge and news of 
their local area all work well. Being 
genuinely interested always helps.

•	Acquire industry knowledge about 
the trade show / convention you are 
attending

•	Do not stand in your booth and talk 
to friends and co-workers.

•	Do not stand behind a table or be-
hind your product. 

•	Stand in front of your booth and 
greet your customers as they ap-
proach.

•	Read their name badge and call 
them by name – don’t be an introvert 
– keep smiling and be friendly. When 
you are unable to read their name 
badge,	find	something	else	to	reach	
their attention. At the recent Mine 
Expo in Las Vegas, two attendees 
were carrying different colors of 
Gatorade, one orange and one blue. 
When	they	were	about	fifteen	feet	
away,	I	asked	which	flavor	is	best,	
orange or blue? They walked right 
up to me and we started talking 
about their industry and where they 
were from. Discussion about our 
products on display immediately 
followed.

•	It	is	easier	to	engage	with	an	indi-
vidual instead of a group of friends 
walking the show together – es-
pecially late in the day when they 
are carrying beverages. Often you 
can spot the leader of the pack and 
focus on that person. When you en-
gage the leader of the pack, the rest 
of the entourage will stop and look at 
your product.

•	Ask about their company in an invit-
ing manner – get them to talk about 
themselves and their business

•	Find out where they are from es-
pecially at regional, statewide and 
national shows. 

•	Study the geography and ask about 
their town, their area, their company 
and what they produce.

Prepare And Practice Your 
Elevator Statement...

About your company and the 
solutions you provide. Review the 

Perfect Pitch article from the 
FordPros summer edition for 
assistance in preparing your 

elevator statement
•	A few seconds pitch to hold their 

interest generally works very well.
•	Invite	them	to	look	at	your	products	

and services.
•	Focus on what your product does 

for their industry which might include 
efficiency,	security,	inventory	control,	
instant access, improves customer 
satisfaction with quicker service 
calls, reduces their cost per mile of 
operation. To effectively do this, one 
must know their industry and their 
needs.

•	After the comfortable communica-
tion, ask for their information, ask to 
scan their badge or card

IN the TRADES By Taylor Steinberg
Corporate Sales Trainer, Knapheide

TECHNOLOGY: GATHERING DATA

HOW TO EFFECTIVELY WORK TRADE SHOWS AND CONVENTIONS

FALL 2016 FORDPROS22       



What To Collect 
As Much Customer 

Information As You Can
•	Write	it	down	–	not	a	good	choice	
unless	your	penmanship	is	better	
than	mine

•	Collect	their	business	Card	–	the	
best	option

•	Scan	their	badge	with	a	trade	show	
scanner	which	is	expensive,	how-
ever,	scanners	provide	excellent	
contact	information.

•	Buy	the	show	attendee	list	from	the	
show	host	-	normally	a	major	invest-
ment.

•	Snap	a	photo	of	their	name	badge	
with	your	cell	phone	–	better	than	
writing	it	down.	When	you	get	back	
to	the	office,	research	the	company	
for	the	address	and	contact	informa-
tion	for	follow	up

•	The	best	choice	is	an	app	for	your	
cell	phone	that	scans	attendees’	
business	cards.	Save	the	format-
ted	data	for	future	use.	There	are	
a	number	of	business	card	readers	
available	–	we	use	ABBYY	Business	
Card	Reader.	Business	card	scan-
ners	work	very	well,	if	the	attendees	
carry	a	supply	of	business	cards.	

•	At	the	close	of	the	show	when	you	
start	to	evaluate	the	collected	infor-
mation,	one	must	weigh	the	value	of	
spending	hours	of	researching	and	
looking	up	their	contact	information	
VS	investing	in	a	badge	scanner	
from	trade	show	management	

What Do I Do With 
The Data Collected?

Separate	 the	 data	 into	 two	 groups	
and	save	each	in	a	usable	format	or	an	
EXCEL	spreadsheet
1. Active and potential customers 

needing immediate follow up. 
•	Follow-up	with	this	group	as	soon	
as	possible	–	phone,	text,	email,	
social	media	

•	Forward	information	/	literature	
about	your	products	and	services	
of	value	to	these	customers

•	Schedule	follow	up	calls	and	com-
mercial	vehicle	demonstrations

2. Customers of low potential and 
limited immediate value.
•	Follow-up	with	social	media	or	
Email	with	a	thank	you	for	stop-
ping	and	visiting	

•	Consider	putting	them	on	a	future	
mailer	/	contact	list

•	If	a	spreadsheet	is	used,	sort	the	
EXCEL	spreadsheet	into	a	five-
digit	zip	code	format	as	it	works	
the	best	when	entering	the	data	
into	a	route	planning	software.

How To Effectively 
Schedule Demonstrations 

and Customer Calls.
Utilize	various	software	packages	 to	
schedule	the	most	efficient	route.	The	
following	site	works	very	well.
1. Search for:
    http://gebweb.net/optimap/
2. Open “OptiMap – 
    Fastest Roundtrip Solver
3. Click “Bulk add by address”
4. Delete “Add by line” in the 
    address box
5. Copy, do not snip, the EXCEL 

spreadsheet information - only 
the street address, the city and 
zip code (state is not necessary)

6. Paste the addresses into the box
7. Click on “Add list of locations”
8. Click “Calculate Fastest A – Z 

trip” 

IN the TRADES

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

OFFICIAL 
BAILMENT POOL 

Reach More Markets with 
Upfits from TransitWorks 

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

www.transit-works.com 

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

Ford Transit and Transit Connect upfits. 
 
 
 

Exclusive SmartFloor system with movable and 
changeable seating layouts also available 

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

Small Buses 
Shuttles 

Ambulettes 
Prisoner Vans 

Crew Vans 
Transporters 

Wheelchair Vans 
Accessible Taxis 

Authorized Ship Thru for both 
Transit and Transit Connect 
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Never settling for second best means setting the bar higher every day. It means challenging yourself to work
both harder and smarter and, most of all, set new standards for quality. At Knapheide, never settling means
giving you work-ready vehicle solutions and services that help you be more organized and efficient, making
your work a whole lot easier. It also means going the extra mile to maintain a high level of quality every day.

KNAPHEIDE.COM/NEVERSETTLE
©The Knapheide Manufacturing Company 2016
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Named one of the top 100 trade 
shows in the U.S., The Work 

Truck Show brings together more 
than 11,000 truck equipment distribu-
tors, truck dealers and fleet manag-
ers from around the world annually. 
In addition to educational sessions, it 
features the newest vocational trucks, 
vans, vehicle components and equip-
ment on an exhibit floor covering 
more than 500,000 square feet.
 “This year’s Work Truck Show edu-

cational conference includes ses-
sions focused on helping attendees 
with the myriad of regulatory, environ-
mental and competitive challenges 
they face,” says Steve Carey, NTEA 
executive director. “At the Show, in-
dustry professionals can take courses 
on satisfying federal safety require-
ments, optimizing fleet maintenance 
and recruiting the next generation of 
technicians. At the same venue, they 
can talk one-on-one with exhibiting 
company product engineers, get the 
latest product developments from 
leading work truck OEMs, explore 

fuel-saving technologies and alterna-
tive fuels, and ask NTEA staff their 
individual technical and regulatory 
questions. It’s a can’t-miss event.”
The 2017 Show will be held March 

14–17 at the Indiana Convention 
Center in Indianapolis, Indiana. Work 
Truck Show and Green Truck summit 
educational sessions begin March 
14, and the exhibit hall is open March 
15–17. Registration is now open at 
www.worktruckshow.com

One of FordPros’ sponsors, Work 
Truck Solutions (www.worktrucksolu-
tions.com), who will have a booth at 
the show for the second year running, 
has offered to provide free exhibit 
hall passes to all FordPros who 
mention this article. 
To receive your free exhibit hall pass, 

simply email Work Truck Solutions at: 
info@worktrucksolutions.com, men-
tion, FordPros magazine and include 
your request and contact information.

SAVE THE DATE



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

Now Available on Amazon.com! 
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I applaud all of you who are serving 
the public by selling vehicles, and 

especially those who sell upfitted 
commercial trucks, and commercial-
ly-oriented vehicles from pickups to 
vans to dump trucks to buses. There 
are not so many that have the desire 
to get involved in this exciting end of 
the auto business, so I congratulate 
you for your desire, courage, vision, 
and tenacity. Bravo!
Those last few words are signposts 

that guide everyone in this business, 
and what their desire is matters, 
how much courage they have mat-
ters, how big their vision is matters, 
and tenacity, well, tenacity is the end 
game, isn’t it? As well, these subjects 
are good questions to ask ourselves 
from time to time, such as, what is my 
desire? What exactly is my vision for 
this operation and what is my place in 
it? What is the depth of my courage? 
How courageous am I? How commit-
ted to this am I? Although, I think the 
last one answers itself from the type 
of answers to the other questions. Te-
nacity has everything to do with de-
sire, courage, and our vision.
Some of us who may be commercial 

sales people might tend to wish the 
GM or dealer would give us more sup-
port. Or maybe we are a one-woman 

operation and feel overwhelmed 
sometimes, yet doing the best we 
can, or thinking that anyway. It’s easy 
to look outside of ourselves for what 
might be missing, or what we think 
we need to be more successful, but I 
know from experience on the ground 
at the front lines that it isn’t outside, it 

is inside. Our desire, courage, vision, 
and tenacity is what drives everything 
around us. Believe it because it is 
true. Also, as that is developed and 
expanded, it is a skill you can take 
wherever you may roam. This dealer 
pulls the plug? No problem, you are in 
command much more than you think. 
. . . depending on how you handle 
your desire, courage, vision and te-
nacity.
I’ve written a book on the subject 

of being successful in commercial 
trucks: Commercial Truck Success. 
It is simply written and is written from 
actual experience on the line. You 
might find some ideas in there help-
ful, or you could follow the path I was 
on creating a number one operation 

in three states, but what would be 
even way cooler than this, would be 
for you to find an idea, or a few from 
that work, make them your own, add 
your own ideas, and create some-
thing better than I even imagined. I 
actually know more than one who 
have done just that.

But, it isn’t me, the book, or the 
dealer’s permission or support, or 
anything else external to yourself. It’s 
all up to you, and you alone. You set 
the tone with your desire. You take 
the risks necessary to excel with your 
courage. You plan the future and ex-
pand into it via your vision. And, you 
show everyone else exactly how it is 
done in your tenaciosity. Yes, tenaci-
osity. Put them all together with your 
dynamic personality, and wa-lah, you 
can write your own book, along with 
your own ticket anywhere you want to 
go. Nice going! You rock! The praises 
never end! Hey, and don’t forget to 
send me a copy or a link of your book. 
I want to read that story!

TERRY’S BLOG
I APPLAUD YOU ALL

http://commercialtrucksuccess.blogspot.com/

Terry Minion
Commercial Truck Success 

“NICE GOING! YOU ROCK! 
     THE PRAISES NEVER END!”



www.casecomfg.com info@casecomfg.com

FlatbedsUtility BodiesEnclosed BodiesCrane Bodies

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

big or small, and pride ourselves in completing the job correctly and on time. Visit our 
website to learn more about what we can offer your team. www.CASECOMFG.com  
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Hank Kale is the Fleet Manager for 
Tindol Ford in Gastonia, NC on 

the outskirts of Charlotte. Hank start-
ed in the commercial truck business 
20 years ago, working first for Young 
Ford located in Charlotte. “I was for-
tunate enough to get into the excel-
lent fleet department at Young Ford. 
I learned things from the top-notch 
people there that have stuck with me 
for many, many years. The world was 
different back then: everyone wore 
suits and ties. But the basic business 
has stayed the same.”
Tindol Ford has been in operation 

since 1974 and is female-owned. 
Hank credits the leadership of Nata-
lie Tindol, Tindol Ford’s owner and 
principal, for much of the success 
of the commercial truck department. 
“Natalie is really involved with the 
community and is dedicated to our 
department. We don’t feel like the 
red-headed step-children of the deal-
ership,” Hank said. “She gives us the 
tools we need for success, such as 
our core values, which are written on 
the showroom wall. These values are 
Integrity, Excellence, Growth, Family 
Atmosphere and Commitment. This 
says it all about our dealership.”
“Our business strategy uses solu-

tion-based selling.” Hank explains. 
“We like to bundle together the financ-

ing, upfits, service contacts and all 
those things as much as we can. We 
focus more on the solution than the 
price. We would rather start to build 
a relationship with the company right 
away. With every new customer we 
have what we call a Discovery Meet-
ing. This gives us an idea of what their 
true needs are. Often the customer is 
not aware of the products and solu-
tions available that can be very ben-
eficial to their business. We present 
to them what we can do and how we 
can help.”
“Price is what you pay: Value is what 

you get,” Hank says. 
The six-person commercial truck de-

partment has been using Work Truck 
Solutions (WTS) on their website for 
a year and a half. “When I first came 
into this office we bounced around a 
lot of ideas that could help us achieve 
our goals. One big thing is marketing. 
I had known about Work Truck Solu-
tions for quite a while and I looked into 
it very closely. After talking with them 
I was convinced that it was a good 
way to go.” Hank continues. “Things 
change constantly when it comes to 
the internet. It is good to know you 
have people who are on top of these 
things. That’s what’s cool about WTS. 
And the WTS training is excellent. I 
think that the longer you stick with the 

WTS program, the better it gets. It 
gives us opportunities we would not 
otherwise have.”
Hank’s department has dedicated 

inside and outside sales people. 
“WTS is good for catching sales on 
the run. Sometimes a customer will 
call or email and they are not that far 
away from where the outside guy is at 
that moment. It has happened more 
than once that our people were just a 
few minutes down the road from the 
sales lead.”
“The Work Truck Solutions analytics 

are very helpful. The data helps us to 
see what is going on out there. You 
can see what people are searching 
for and how they are searching. We 
can now see how many people may 
be looking for a specific body or upfit. 
If I had to find all the data that WTS 
supplies it would be very, very time 
consuming.”
Hank is a loyal member of the Caroli-

nas Ford Truck Club, having attended 
since the club’s first meeting. He is a 
FordPro who loves what he does and 
appreciates the people he works with. 
Hank is excited about Tindol Ford’s 

new Commercial Truck Service Cen-
ter that will be ready in the first quar-
ter of next year. “The new Center will 
be a separate building. We will be 
able to service larger trucks, which is 
important in this market. This is going 
to be a big plus for the dealership.”

Hank Kale

By Ken Keller
Hank Kale and the Tindol Fleet Team
INSET: Natalie Tindol



We all use technology in our daily 
lives at work, and at home, to get 

more done. Earlier this year Ray Tom-
linson, the man largely credited with in-
venting email, passed away at the age 
of 75. Today teenagers live on Insta-
gram and Snapchat, but for millions of 
professionals, email remains the staple 
of their business, and often personal, 
lives as well. In fact, in 2015, 205 bil-
lion email messages were sent per day 
which is almost 2.4 million emails sent 
every second.
One survey found that over 50% of 

employees check their company email 
over the weekend and before or after 
work. Another revealed that workers ex-
pect responses to emails within an hour 
if not in minutes. Nearly 60% of adults 
check their work email while on vaca-
tion.  Whew!
Is this love of technology as true for 

Baby Boomers (ages 52 – 70) as for 
Generation X (36 – 51)? Absolutely! 
Boomers, who represent 25% of the 
population, consume 40% [in total dol-
lars spent] of technology. Ten years ago, 

only a quarter of boomers went online 
every day; in 2010 that number jumped 
to 70%, and again to 86% in 2015.
Among 50- to 64-year-olds, social-me-

dia usage grew by 88% from April 2009 
to May 2010, from 25% to 47% of all us-
ers in that age group, and then in 2016 
that group’s usage grew again to 64% 
(Pew Internet). And one in five of them 
now use social media every day, up from 
one in 10 last year.

Plus everyone is going mobile; a whop-
ping 37% of boomers have accessed 
the internet by phone, just behind Gen X 
at 42% and millennials at 55%.
When you consider that the average 

age of a vocational business owner to-
day is 50.4 years old, and that most of 
the FordPros selling trucks to them are 
that age or quite a bit older, it makes 
sense to be one of the group that is com-
fortable getting something done online.

GETTING SOMETHING DONE…ONLINE
TECHNOLOGY: MAKING CONECTIONS

PAL PRO MECHANICS TRUCKS
SUPERIOR FEATURES
LONG TERM BENEFITS+

+

WWW.PALFINGER.COM

+ +

 HEXAGONAL  
BOOM 
Maintenance-free, 
high tensile strength 
& self-centering single 
weld boom sections 
powered by internal 
extension cylinders.

 PROPORTIONAL 
CONTROL
Fully proportional 
control is standard 
through the control 
valve, allowing multiple 
function operation 
at varying speeds for 
superior load control.

Made in the USA, PAL Pro Mechanics Trucks 
are true crane bodies designed for mobile 
heavy-equipment service providers. All A-60 
galvanneal construction and E-coat protec-
tion ensure strong components on the job. 
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The NorCal (Northern California) 
Ford Truck Club was established 

in 2002. Paul Brown, Fleet Sales Man-
ager with Geweke Ford in Yuba City, 
California, has been President of the 
Club since its inception. Paul and his 
wife, Becky Brown, are original board 
members. Becky presently serves as 
treasurer of the Club. 
Paul describes the Club and its 

members as a close-knit group, but 
laid-back. “We are probably different 
from any other Truck Club, but we are 
one of the most successful clubs,” 
Paul said. Attendance at the Club’s 
two scheduled meetings runs from 75 
to 100 people. “We don’t charge the 
members any dues. We don’t make 
attendance mandatory. Between 
our two meetings we see a lot of the 
same people at the BPN networking 
meetings and other Ford and vendors’ 
events. If we had more meetings, the 
Club would not get the great atten-
dance that we have,” Paul explained.
The Club’s spring meeting is the An-

nual Customer Appreciation Golf and 
Dinner Event. This event allows deal-
ers and vendors to invite their Ford 
customers for a fun day on the golf 
course, a gourmet meal at the Wood-
bridge Country Club and great speak-
ers. The first Customer Appreciation 

Event was in 2012. The success of 
that first Customer Appreciation Event 
made it an annual NorCal Club affair.
The October Annual Luau and Ven-

dor Night is the other popular Club 
meeting of the year. This year it was 
held on October 28th at the Wood-
bridge Golf & Country Club. There 
were 75 Club members in attendance 
for the dinner. The California Highway 
Patrol gave an informative, hour-long 
presentation informing Club members 
of recent developments they need to 
be aware of. 
“This year was the first time it has 

rained on any of our meetings,” Paul 
said. “There were a total of 17 ven-
dors displayed outside. Everybody 
just grabbed an umbrella and talked 
for over two hours with the vendors at 
the displays.” A Golf Outing was held 
in the morning with a Shotgun Start. 
Trophies were awarded to the top five 
teams. Marshall Hausrath with All Star 
Ford won the raffle for a Hawaii Trip (a 
$2,500 travel voucher). 

Paul’s eight-year old son, Max Paul 
Brown, is the beloved mascot of the 
Truck Club. Max goes to all meetings, 
greeting members and giving out 
awards. Max is part of what makes the 
NorCal Ford Truck Club as unique as 
California itself. The ability to change 
over time and to keep close and vital 
connections to its members and ven-
dor sponsors is critical to the Club’s 
great success. 

CLUB SNAPSHOT
NORCAL By Ken Keller

John Vernon VP of Scelzi, Mike Headley from Scelzi, Tommy Lee and Bryan Clark 
with Elk Grove Ford, and of course Max Paul Brown in front of the winning golf team. 

  
Marshall Hausrath from All Star Ford 

won the Hawaii TripThe Dinner Crowd



NORTHWEST

The Northwest Ford Truck Associa-
tion’s Annual Meeting and Work Ready 
Truck Event held in mid-October start-
ed with a BPN Training Session “Com-
mercial Marketing Success” by Ken 
Taylor of Ken Taylor & Associates, Inc. 
covering a variety of must have market-
ing techniques critical to the success of 
a dealership’s commercial sales de-
partment. On display for Friday’s Work 
Ready Truck event were upfit vehicles 
from Event Sponsors: Harbor Truck 
Bodies, Morgan Corp, The Fab Shop 
and Summit Body & Equipment. Lunch 
was co-sponsored by Quigley Motor 
Company and Ford Telematics-Pow-
ered by Verizon, and during lunch elec-
tions we held. The key speaker from 
Ford Motor Company was Super Duty 
and Medium Duty National Marketing 
Manager - Kevin Koester. Evening Din-
ner Meeting highlighted the importance 
of working together with manufacturer 
Ford Motor Company, vendor partners, 
association brothers and sisters and 
the importance of support at home. 
A special Breakfast Buffet was spon-
sored by Harbor Truck and Van. 

 Harbor Van Interior with Ken Lindt 
and Stepanie and Bill Miglino

NEW ENGLAND 

The Ford Commercial Truck Asso-
ciation of New England had their first 
meeting of the new fiscal year mid-
October, with 30 members in atten-
dance. New president Mike Wagner 
of Rodman Ford and Vice President 
James Filomeno of Marcotte Ford.  
Bruce Gray shared his product ex-
pertise with us in highlighting the new 
features of and comparing the new 

2017 Super Duty to the 2016 Super 
Duty.  Marc Rogowski Regional Man-
ager for the Ford Boston Region dis-
cussed the recently announced Ford 
Snow Plow Program.  Darryl Brown of 
Telogis spoke about the recent merg-
er between Telogis and Verizon and 
how it will benefit the Telogis system.  
Thermo King was on hand to discuss 
new products for customers requiring 
refrigeration solutions in their vehicles. 
New meetings, events, presentations, 
trainings and benefits for members are 
highlighted on the new website www.
fctane.org.  Meetings are held the 3rd 
Tuesday of every month at Carbone’s 
Restaurant in Hopkinton, MA.  

2017 Super Duty Training 
with Bruce Gray

CAROLINA

Gary Houston, President reports the 
October Carolinas Ford Truck Club, in 
conjunction with the Georgia’s Truck 
Club, had their year-end meeting at 
Brasstown Valley Resort located in 
Young Harris, Georgia. Hosting was 
Andy Hill, CBM for the Atlanta/Char-
lotte Region. Also in attendance was Al 
MacDonald, Commercial Truck Sales 
Manager. Tom Drobot, Super Duty/
Medium Duty Support Specialist, Matt 
Patterson of Fleet Service Ops, Mike 
Crichton-Fleet Business Development 
Specialist, Kirk Brandon of FMCC, 
Nikki Wilson of Marketing Associates 
and Russell Savage of Work Truck 
Solutions rounded out the speakers at 
this event. Golf was arranged by the 
esteemed Bob Burke, our resident Golf 
Event Planner....fun was had by all. 

CENTRAL PENNSYLVANIA 

The Central Pennsylvania Ford Truck 
Association had their last meeting mid-
October. The meeting was sponsored 
by Dejana Truck & Utility and Ford 
Commercial Credit. Bob Westcott had 
a presentation of a Transit CSV he 
brought with him. Karen Perry, Ford 
Commercial Business, was a sponsor 
and gave an update on the transition 
from Business Preferred Network to 
Commercial Vehicle Center.
The next meeting is Nov. 9th with 

the Christmas Party Dec. 14th (will 
have Santa) with everyone bringing a 
$5-10 gift for “Now You Have It, Now 
You Don’t”. Member input is requested 
on either a donation to a charity such 
as Wounded Warrior or establishing 
The Bill Martz Scholarship Fund for 
a deserving high school senior. The 
CPAFTA has established a Facebook 
page and will post meeting schedules, 
videos, Ford news, and more on the 
page.

Left to right:  
Karen Perry, Ford Commercial Busi-
ness Manager, Jim Finchen, Hoffman 
Ford Sales, Bob Keeney, Manderbach 
Ford, Mike Buck, Sands Ford, and Bill 

Martz, Beasley Ford.

NORTHERN CALIFORNIA

NorCal Club’s October Annual Luau 
and Vendor Night drew a total of 17 
vendors displaying and 75 members 
in attendance for dinner. The Califor-
nia Highway Patrol gave an hour-long 
presentation and a lucky Club member 
won a Hawaii Trip. See this issue’s 
Club Snapshot for more details about 
the NorCal Truck Club

FORD TRUCK CLUB NEWS
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RACK

‘N ROLL

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

AdrianSteel.com

GRIP LOCK LADDER RACK

DROP DOWN LADDER RACK

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

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



P Dedicated commercial website that 
professionally displays inventory.

P Platform to manage inventory, pricing, 
sales team, leads and more.

P Only $495/month for each brand and 
location. Month-to-month agreement. 
No set-up fee.

Interested in a state-of-the-art commercial inventory platform?

480+ Commercial Dealers and Growing

50%
CO-OP
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To schedule a demo scan this code:
or visit: www.worktrucksolutions.com/demo
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