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This year has been hard, in oh so 
many ways, but now that we are 

just about through those tough times 
we are faced with something even 
harder – learning to accept, embrace 
and run with new norms.
Most of us in the Work Truck industry 

are pretty traditional folks; many of 
us have been around the block for a 
while and as a result change may not 
be our middle name. And yet, change 
has come. The pandemic has meant 
that most of us have worked from 
home much of the time since March, 
and of course many of us have 
become much more dependent 
on online: from grocery orders, to 
entertainment, to video meetings, to, 
well you get it. 

SO, WHAT IS/WILL BE THE 
NEW ‘NORMAL’? 

We will see accelerating trends 
focusing on work/life balance, 
mental health, VR (virtual reality), 
plant-based meat, and changing 
educational models. 
My favorite trend is anti-ageism 

where companies are welcoming a 
growing group of talent with a lifetime 
of experience… 
Thrive@55: is an eight-week paid 

internship exclusively available to 
applicants over 55! 

HERE ARE JUST A FEW 
OTHER INTERESTING 
TRENDS TO TAKE YOU 

INTO 2021:

•	Robots are growing in use; currently 
there are dog-like robots, called 
Spot, that are being tested herding 
sheep and conducting other 
agricultural tasks in New Zealand. 

•	MAT is a ride-hailing app in Colombia 
that uses an employee-owned 
business model. Drivers, called 
‘ambassadors’, become shareholders 
by working for the company, with 
the idea that employee-ownership 
boosts satisfaction, motivation and 
productivity. As for consumers, 
they’re more inclined to pay extra 
for services if workers are paid and 
treated decently.

•	Annie’s mac & cheese, owned 
by General Mills, now uses 
regenerative  wheat farming - a 
way that sequesters carbon and 
enriches soils. Many consider 
regenerative farming a silver bullet 
in	 the	fight	against	climate	change,	
including Patagonia, Danone and 
even Walmart.  

•	Swedish food brand Felix where items 
are priced according to their carbon 
footprint; increasingly we will see 
companies adopting carbon labelling 
to educate consumers on the hidden 
costs of products while gaining a new 
competitive advantage.

•	And in 2021, often-ridiculed lab-
grown	meat	will	find	numerous	ways	
to make it onto consumers’ plates 
which will lead to the overhaul of 
the traditional livestock industry – 
stocking my freezer now with the 
steaks I will need.

•	
•	
•	
•	
•	
•	
•	

•	Have you even heard of TikTok? 
Kyne Santos uses it and YouTube 
to spark interest for mathematics 
by telling riddles, giving lessons on 
the history of math and teaching her 
790,000 TikTok followers how to spot 
misleading statistics in media. All 
while dressed in high-glamour drag.

•	And, along the lines of TikTok and 
other Social Media Platforms, The 
National Ford Truck Club is stepping 
up their game in the “digital” realm, 
working to connect the FordPro 
to ever changing communication 
landscape and reliably (and hopefully 
painlessly) connect them with their 
customers and each other!

There	are	nearly	an	infinite	number	of		
new changes just around the corner. 
For now I am just thankful for all the 
good changes that 2020 brought to us 
– increased time with our families, less 
rampant consumerism, and gratitude 
to be healthy when so many others 
have not been.

Take Care in Coming the New Year!

C.M. Aoyagi & the Staff of the 
National Ford Truck Club 

RECALIBRATING NORMAL 

“MY FAVORITE TREND 
IS ANTI-AGEISM 

WHERE COMPANIES 
ARE WELCOMING A 
GROWING GROUP 
OF TALENT WITH 
A LIFETIME OF 
EXPERIENCE…” 
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Yep, it’s a year like no other for 
every single one of us.  One year 

ago, none of us could even imagine 
the days, weeks, months that were 
just around the corner.  
This time last year, Lyn and I were 

preparing to host some 32 people, 
mostly family, some visiting students 
from other countries, a couple of 
dear neighbors.  This year, we are 
electing to have a very quiet one with 
just the two of us.  We’ll ZOOM a few 
dear friends, family.  We’ll do what 
we can but it will be, once again, a 
Holiday “like no other.”  
Going forward, into the next year, 

the next decade, we’ll likely look 
back	 at	 it	 through	 a	 different	 20/20	
lens: what did I do about it, how did 
I participate…not so much what did 
THEY do about it, etc.  Hopefully I 
will look at how I might better prepare 
for unforeseen developments going 
forward.  
Personally, as I look in hindsight 

(20/20), I have much to be thankful 
for- and then there are the other 
things that…

I’M THANKFUL: 
FOR WHAT I DON’T HAVE

As I write this, I’m getting ready 
for an appointment to have a “pig 
valve” inserted to overcome the 
Aortic Stenosis I am diagnosed with.  
That sounds pretty daunting.  I’ll be 

laid up for 2-3 weeks, before I can 
work toward a full recovery and a 
resumption of life.  None of this is 
written to garnish sympathy: I’m 
grateful for a virtually endless list of 
things I’m not dealing with.  
I don’t have cancer.  Thank you, 

Lord.  I don’t have diabetes.  Thank 
you, God.  I don’t have the dementia 
that took my father, and took my 
brother	 who	 was	 already	 affected	
by my age.  Thank you.  Thank you.  
Thank you, Lord!  
My friend James Brown, 56, woke 

his wife up a couple of weeks ago, 
having to write her a note that he 
couldn’t speak.  Today, he is deeply 
affected	by	a	stroke	that	is	changing	
his life.  He is 18 years my junior.  
Great man.  Deeply good man.  
I am unworthy to be so blessed.  
What are you grateful you have and 

don’t have this year?  
What’s on your list in this year of 

hindsight?  

Best,

Joe Hughes
President,  NFTC

joehughes@fordpros.com

[Joe’s surgery was very successful 
– something else for which to be 

Thankful!]

Letter from 
the President
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HIGHBEAMSIn The

COVID PROVES COMVOY PREMISE: 
ESSENTIAL BUSINESSES NEED 

TRUCKS AND VANS
Configuration data connects vocational 

businesses to the right work truck for their job

Comvoy, the first and only marketplace that delivers 
searchable configuration data on commercial 

vehicles for sale nationwide, is celebrating their 
one-year anniversary. When COVID shutdowns of 
truck and van manufacturers, such as Ford and GM, 
dropped inventory in stock over 40%, ongoing vehicle 
demand for essential businesses drove Comvoy’s 
traffic exponentially. With Comvoy’s structured details 
helping to match customers with the right work truck 
for their job, buyer requests grew 480% since March.  
Nearly 80% of the U.S. GDP depends on commercial 

vehicles; data collected by Comvoy during the COVID 
period illustrates the dramatic increases in numerous 
business categories such as: home delivery, final mile 
and middle mile transportation, construction (home 
offices), landscaping, cleaning services, and many 
more. The average increase in buyer requests for 
each of the categories was 225% with many growing 
over 350%! 
Comvoy’s clear mission of helping businesses find 

their perfect vehicle online, and their rapid growth, 
has attracted a number of partners with the same 
vision of supporting these important US businesses. 
One key partner is Work Truck Finance, a division of 
Hitachi Capital America Corp. They provide financing 
solutions that help businesses achieve their growth 
objectives, including retail and wholesale financing 
for work truck dealerships, mobility supply chain 
solutions, vendor programs for OEMs, and other 
commercial vehicle focused programs. Dave Herring, 
VP/GM said, “We love what Comvoy stands for and 
have collaborated with them on articles for the buyer 
audience on how to work with dealerships to finance 
their work truck and van purchases. That educational 
content has really taken off!” 

Other partners include: Home Advisor, Angie’s List, 
Navistar and others [see partners]. Comvoy was 
created by Work Truck Solutions, North America’s 
work truck/van configuration data provider, to address 
the chronic, costly problem that millions of essential 
businesses face – finding the right vehicle for their 
job, now! “We built Comvoy to be the single stop for 
all businesses who use commercial vehicles,” said 
Work Truck Solutions CEO and Founder, Kathryn 
Schifferle. “Searching on Comvoy is never skewed 
because of paid positions or sponsored vehicles. 
Our marketplace is built around what buyers need, 
helping them find it fast while educating them along 
the way.”

Comvoy.com is the first work truck marketplace 
built for hard-working vocations that have been 
essential. Home delivery, construction, landscaping, 
and more have seen growth during COVID. Comvoy.
com delivers searchable configuration data on 
commercial vehicles, including body manufacturer, 
body type, body accessories and equipment, along 
with all chassis details.

Read more ONLINE or vist
COMVOY.COM for more infortmation
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Learn more at
www.venturo.com 

800-226-2238

THE ALL-NEW VENTURO LOGIC CONTROLS 
MANAGEMENT SYSTEM (VLC) 
The VLC™ system has revolutionized safe crane operations to allow for more control of  
capacities throughout the load operation. Innovative product features include vehicle  
stability and grade indications, overload protection, wireless or controller area network 
(CAN) communication and safety alerts and display messages. Find out how VLC™ can 
put more control in your hands.

https://www.venturo.com/


HIGHBEAMSIn The

READING’S LIVE WEBINAR SERIES 
TO FEATURE ALUMINUM CLASSIC 

SERVICE VAN

Reading’s next edition of 
“Driving What’s Next” live webinar series 

on January 20th, 2021

On Wednesday, January 20, 2021, at 11:00 am 
Eastern, Reading Truck Group will host the next 
edition of its popular Driving What’s Next Webinar 
Series, featuring the Aluminum Classic Service 
Van. Industry experts will host an exclusive walk-
through	 of	 the	 first	 aluminum	 service	 van	 built	
with Reading’s legendary quality and extensive 
lineup of standard features designed with your 
work in mind.

Register HERE for the 
“Driving What’s Next” Webinar!

Find our more at ReadingBody.com!
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HIGHBEAMSIn The

TRANSFER FLOW INTRODUCES 50-AND 
80-GALLON DIESEL REFUELING TANKS

Transfer Flow, a manufacturer of premier American-made 
fuel tanks since 1983, introduces two new refueling tanks 

for	diesel	 fuel.	The	50-	and	80-gallon	 fuel	 tanks	fit	 full-size	
pickups and come with mounting hardware, fuel cap, and 
rollover valve. They’re perfect for manually fueling your diesel 
truck	or	equipment	out	in	the	field.	
 The refueling tanks are manufactured from 14-gauge 
aluminized steel for superior rust resistance and strength. 
They	have	internal	baffles	for	extra	durability	and	are	powder	
coated black. They’re compatible with GPI® and Fill-Rite® 
12-volt refueling pumps, which are sold separately.

 www.TransferFlow.com

COMMERCIAL TRUCK TRAINING NEWS AND 
UPCOMING ULTIMATE BOOT CAMP

Commerical Truck Training’s West Coast Ultimate 
Boot Camp last month was a wonderful success! 

Thanks went out to their hosts, Commercial Van 
Interiors, and partners, Work Truck Solutions! 
We’re continuing to plan our 2021 events in a variety of 
locations throughout the country to be as “close” to as 
many	people	as	possible.	But	first,	Commercial	Truck	
Training announced their next Ultimate Boot Camp 
in the lineup, the traditional slot in January (11-13) in 
Jacksonville, Florida! Come join them in warmer weather 
for an excellent three days and lay the foundation to 
make 2021 your best year ever!

Read the full article HERE 
& watch the video from their event, or visit the them at

 www.commercialtrucksuccess.com
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2020 has been a year no one saw coming. COVID-19 
has wrought economic, political and emotional 

chaos, testing the limits of individuals, families, 
healthcare systems and whole sectors of societies. Yet 
as the ninth annual Looking Further with Ford Trends 
Report* highlights, the global pandemic also reveals just 
how resilient people can be in finding ways to cope and 
adapt.
“As we barrel into 2021 and look forward to a post-

pandemic world, it’s clear that the changes brought 
about by COVID-19 have changed us – but to what 
degree?” said Sheryl Connelly, global consumer trends 
and futuring manager for Ford Motor Company.
“Ford and other companies are keenly interested to 

know what changes will stick long after COVID is in our 
rearview mirror. And while no one can predict the future, 
that doesn’t mean we can’t prepare for it,” said Connelly.
In a global survey of 14 countries, 69 percent of 

respondents say they are overwhelmed by the changes 
they see taking place in the world. When asked how well 
they have adapted to the changes during the pandemic, 
53 percent say adapting has been “harder than I 
imagined,” while 47 percent say it has been “easier than 
I imagined.” Younger generations have taken it harder 
than their older peers: 63 percent of Gen Zers say 
adapting has been harder than they imagined, vs. 42 
percent of Boomers who say the same.
The 2021 Ford Trends Report examines these 

changing patterns in consumer behavior and attitudes 
around the globe to help decision makers understand 
how these shifts may influence our world in 2021 and 
beyond. Other trends highlighted in the report include:

PRESSURE POINTS: Worldwide, anxiety is 
high -- fueled by fears of contracting COVID-19 and 
concerns about the pandemic’s impact on communities, 
employment, education and more. 63 percent of adults 

globally say they feel more stressed than they did a year 
ago, and 4 in 5 say they should take better care of their 
emotional well-being. Acutely aware of the implications 
of the pandemic on mental health, people are finding 
innovative ways to cope and connect.

TIME TO ESCAPE: “What day is it?” has become 
a common refrain as the demarcations between work 
and life disappear. To beat back the monotony of the 
pandemic and the confines of home, consumers are 
looking for new ways to escape – and many are seeking 
refuge in their vehicles. More than 1 in 4 adults globally 
who own a vehicle say they use their vehicle to relax. 
Close to 1 in 5 say they use their vehicle to find privacy. 
And 17% say they use it as a place to work.

THE COMPANY YOU KEEP: The pandemic has put 
a spotlight on consumer’s need for companionship and 
reshaped their sense of family. Loneliness is pervasive 
across the globe—one in two people say they feel lonely 
on a regular basis. Younger generations feel this most 
acutely: Gen Zers are nearly 2x as likely to say they feel 
lonely on a regular basis as Boomers (64 percent vs 34 
percent). As a result, many are reconsidering where they 
live, moving closer to family, and finding companionship 
in new ways – online and off.

MINDING THE GAP: Worldwide, gaps in inequality 
and inequity loom large – particularly as the pandemic 
has had a disproportionate impact on low-income 
communities, ethnic minorities and women. As 
consumers become more aware of the divide, brands 
are stepping up as activists and entrepreneurs. 76 
percent of adults globally say they expect brands to take 
a stand on social issues – and 75 percent say they think 
brands today are trying to do the right thing.

2021 FORD TRENDS REPORT FINDS CONSUMERS RESILIENT & ADAPTIVE AMID THE PANDEMIC

THE BLUE OVAL
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THE BLUE OVAL

GOOD BUY: Amid the pandemic, how we buy – and 
what we seek to buy – has transformed. Companies big 
and small are adapting at blazing speed – and many 
consumers are embracing and enjoying the new normal. 
75 percent of adults globally say they appreciate the 
ways in which companies have improved the shopping 
experience since the pandemic began – and 41 percent 
say they don’t want to go back to the way they shopped 
before the pandemic.

TRAFFIC DETOUR: The pandemic may have you 
feeling stuck, but we are not at a standstill – personal 

transportation	 is	 flourishing.	 Bike	 sales	 have	 soared	
and cities have shut down streets to make space for 
cyclists. Car sales have boomed as people seek 
security in knowing they can control their environment. 
And smart city planning is accelerating the way for 
fully implemented autonomous driving. 67 percent of 
adults globally say they are “hopeful about the future of 
autonomous vehicles,” and 68 percent of parents say 
they’d rather see their children ride in a self-driving car 
than with a stranger.

SUSTAINING SUSTAINABILITY: In the early 
days of the pandemic, air quality emerged as a 
possible silver lining to the worldwide lockdown, but 
that optimism quickly diminished as the world retreated 
to plastics and other disposables – making it clear 
that being sustainable and staying sustainable are not 
always in lockstep. Younger generations are particularly 
concerned: 46 percent of Gen-Z-ers globally say the 
pandemic has made us more wasteful – and 47 percent 
say that long-term, the pandemic will have a negative 
impact on the environment.

For the full Looking Further with Ford 2021 Trends 
Report, please visit www.fordtrends.com

100%
ALUMINUM.

SUPERIOR CAPACITY.
EXTREME VERSATILITY.

This rack is loaded with  
features that make me safer   

— and more productive.

Meet the Over the Cab Material Rack for  
Service Bodies – by Prime Design.

Learn More

844.258.8178   safefleet.net 877.463.7225   primedesign.net
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THE BLUE OVAL

MEDIA.FORD.COM NEWS HIGHLIGHTS

MARK OVENDEN, GARY JOHNSON RETIRING 
FROM FORD; CRAIG, SAVONA, GRAY, FILIPE 

TO TAKE ON NEW ASSIGNMENTS

DEALER, CUSTOMER EXCITEMENT BUILDS AS 
ALL-NEW F-150 ARRIVES IN SHOWROOMS

FORD-PATENTED MAX RECLINE SEATS 
FOR ALL-NEW F-150

Click To Read More!
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ELECTRIFYING ALTFUEL NEWS!

•	 Ford	reveals	the	2022	E-Transit	–	an	all-electric	version	
of	the	world’s	best-selling	cargo	van	–	featuring	next-
level	 connected	 vehicle	 technology	 with	 Built	 Ford	
Tough	capability	and	electric	vehicle-certified	dealer	
support,	all	for	a	price	starting	under	$45,000

•	 New	to	E-Transit	is	standard	SYNC®	4;	when	paired	
with	an	activated	standard	embedded	modem,	these	
connected	 solutions	 unlock	 software	 subscriptions	
that	 help	 fleets	 manage	 charging	 transactions,	
telematics	services	and	more

•	 Available	Pro	Power	Onboard	turns	E-Transit	 into	a	
mobile	generator	with	up	to	2.4	kilowatts	of	available	
power	 to	help	customers	use	and	 recharge	 job	site	
tools	ranging	from	belt	sanders	to	miter	saws

•	 E-Transit	 is	 a	 smart	 workhorse	 for	 North	American	
cities	designed	with	 insight	 from	30	million	miles	of	
customer	telematics	data	to	deliver	the	right	amount	
of	range	based	on	fleet	needs;	E-Transit	delivers	an	
estimated	driving	range	of	126	miles	 in	the	 low-roof	
cargo	van	variant

•	 E-Transit	is	the	first	all-electric	cargo	van	from	a	full-
line	automaker	in	North	America	and	offers	a	choice	
of	 eight	 configurations	 including	 three	 roof	 heights	
and	 three	 lengths,	 plus	 chassis	 cab	 and	 cutaway	
models;	with	a	powerful	electric	motor	targeting	266	
horsepower/198	kilowatts	of	power	and	317	lb.-ft.	of	
torque,	E-Transit	comes	ready	to	work	when	it	arrives	
in	late	2021

LEADING THE CHARGE: ALL-ELECTRIC FORD E-TRANSIT POWERS THE FUTURE OF BUSINESS
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All-American.

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

Your source for premier American-made fuel tanks.

®

https://www.transferflow.com/


ELECTRIFYING ALTFUEL NEWS!

FORD TAPS KANSAS CITY TO ASSEMBLE 
ALL-ELECTRIC FORD E-TRANSIT

NEW DATA FOR AN ELECTRIC WORLD

FORD WINS 2021 GREEN CAR TRUCK OF THE 
YEAR AWARDS WITH ALL-NEW F-150

Click on Images to Read the Full Article!
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MEETING THE DEMANDS OF A Tightening MARKET
HOW SWITCH-N-GO MINIMIZES THE IMPACT OF BUDGET CUTS

COVID	19	has	affected	us	all,	leading	to	some	large	
cuts to 2020 budgets and impacting into some 

2021 budgets. With the 2021 planning season upon 
us, businesses are beginning to contemplate what 
equipment they need for the new year. This means that 
any investments need to not only do the work, but do 
it	 better,	 faster,	 and	more	 efficiently.	 Dealers	 are	 now	
finding	 themselves	 having	 to	 find	 a	 solution	 for	 those	
needs. 

LET’S TALK
For nearly 20 years, Switch-N-Go® has been providing 

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

33,000lbs, Switch-N-Go® is ideal for class 4-7 chassis 
cabs and can be installed on a variety of domestic 
and import vehicles. The hoist system is available in 
electric-over-hydraulic and full-hydraulic models with 
up	 to	 18,000lb	 lifting	 capacities.	 Switch-N-Go®	 offers	
a	fleet	of	work	truck	bodies	 including	dump,	arbor	and	
storage	 bodies,	 as	 well	 as	 flatbeds,	 drop	 boxes,	 and	
WorkReady™ subframes. This versatility allows owners 
to build their ideal work truck by matching the system 
they need with the chassis they want.

HOW DO WE DO IT?
It starts with versatility. With the use of Switch-N-

Go®, your truck has greater versatility with the ability to 

change based on the application needed. Operators can 
go	from	hauling	equipment	on	a	flatbed	to	a	dumpster	
rental to a salt spreader in the matter of minutes. You 
eliminate changeover labor that is common as seasons 
change or as weather events require. Rather than 
mounting a spreader into a dump body for winter or 
changing a dump body into a chip/arbor body when a 
storm blows through, Switch-N-Go® allows you to be 
versatile with your truck, with a changeover in a matter 
of three minutes.
Operators can reduce or even eliminate time and costs 

of getting seasonal trucks up and running that have been 
sitting idle throughout the year because they only serve 
a certain purpose. Compared to a permanent mount 
unit,	 having	 Switch-N-Go®	 in	 their	 fleet	 could	 allow	
businesses to liquidate and/or repurpose some of those 
existing single and specialty use vehicles. Furthermore, 
many	Switch-N-Go®	 customers	 find	 that	 the	 ability	 to	
load and transport equipment on their truck reduces the 
need for trailers, knocking out not only the big expense, 
but	the	amount	of	difficulty	it	takes	to	maneuver	in	many	
cities and on job sites.

“ ... ANY INVESTMENTS NEED TO 
NOT ONLY DO THE WORK, BUT DO 

IT BETTER, FASTER, AND MORE 
EFFICIENTLY. DEALERS ARE NOW 

FINDING THEMSELVES HAVING TO FIND 
A SOLUTION FOR THOSE NEEDS.”
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Hooklift trucks and bodies are heavier, take up a 
larger footprint, and are more expensive. Switch-N-
Go® gives customers a greater payload for materials 
and equipment without breaking the bank. The smaller 
footprint allows businesses to service rural, residential, 
and urban locations where a larger truck cannot go. 

STILL DON’T BELIEVE US? 
We’re adding a new tool in our toolbox that you can 

use! A Total Cost of Ownership Calculator (TCO) that 
will allow you to help your customers see the savings 
themselves. In the new year, you’ll be able to sit down 
with	 your	 customers	 and	 build	 a	 fleet	 of	 permanent	
mount	upfits	versus	a	fleet	of	Switch-N-Go®	upfits	and	
interchangeable truck bodies. Let’s talk about how this 
works.
Start by selecting their targeted price of a truck 
chassis.	 Then	 they	 build	 their	 fleet	 of	 up	 to	 five	
permanent mount chassis. For example, if this is a 
landscape company, they may need to invest in a dump 
body,	a	flatbed,	and	a	service	body	to	get	started.	You	
will select the cost for each truck and the calculator 
will include the purchase price as depreciated for 
5 years, a 5 year loan with 5% interest, as well as 
estimated yearly maintenance, repairs, and insurance 
costs. Then it comes time to build their Switch-N-Go®. 
Continue on with the example of a landscape company. 
They can choose between an electric-over-hydraulic or 

full hydraulic hoist system, and then add on the dump 
body,	flatbed,	and	service	body.	With	the	upfits	on	the	
permanent mount each being an $8,000 option, they 
would be saving an estimated total of $250,000. They 
could purchase an additional truck with three more 
bodies and still save money as compared to the three 
permanent	chassis	configurations.

GET STARTED
Your customer will start with a truck and one 

or two bodies. When utilizing the Switch-N-Go® 
interchangeable truck body system, they will gain 
value with the versatility. The Switch-N-Go® solution 
will	prove	itself	to	be	an	efficient	tool	in	their	business,	
and	 additional	 bodies	 will	 be	 purchased.	 Many	 first	
time Switch-N-Go® users will return within three years 
to	 purchase	 a	 second	 upfitted	 chassis,	 solidifying	
a long-lasting relationship while staying within their 
budgets	–	all	while	you	expand	your	product	offerings	
and customer reach. 

Learn more at www.switchngo.com

MEETING DEMANDS 2021
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Fewer than 12 months ago most 
Americans	 first	 heard	 about	

a new virus spreading in China. 
Like many news stories from other 
parts of the world, it was easy to 
dismiss as something that would 
never	affect	Americans	or	most	US	
businesses in a noticeable way. 
By March 2020 it was clear those 
assumptions were wrong. And that 
began	 a	 string	 of	 difficult	 months	
that continued throughout this 
most painful year now ending. 
As 2020 began, we already 

knew we were facing a year of (1) 
heightened racial tensions and (2) 
a Presidential election. When we 
added COVID-19 to that mix, the 
result was a series of tests and 
challenges most of us had never 
faced. How did you handle your 
personal life? What about your 
business decisions?

At Scelzi Enterprises, the past 
helped to guide the decisions 
for the future. How did the 
company handle the last big 
disruption it faced, the 2008-9 
Great Recession? “Back in 2009,” 
recalls President Mike Scelzi, 
“we may have overreacted a bit, 
laying off a substantial number of 
employees to lower our expenses 
quickly. It sure seemed logical 
at the time, but who knows the 
future? When business began to 
improve in 2010, ramping back 
up was far more challenging than 
we dreamed. We lost some good 
people and some valuable time we 
never got back. We also learned a 
few things.”
So when COVID-19 became 

a threat to business operations 
this past Spring, the reaction was 
different than it could have been. 

“Our first reaction,” recalls co-
owner Gary Scelzi,” was that we 
thought we would be considered 
‘essential business’ due to our 
construction and municipality 
customers, including fire fighters 
and law enforcement. Plus the 
fact we do repair work on all 
those vehicles. If the goal was 
to keep the infrastructure of the 
country open, we were confident 
the decision to shut down would 
be ours and not some government 
agency.”
“And government bailouts didn’t 

affect our thinking”, adds Mike 
Scelzi. “We rely on ourselves, 
our suppliers, and our people. 
We thought this virus could 
disappear as fast as it arrived, 
so we kept our focus on the long-
term. If Ford could keep supplying 
us with chassis cabs, we were 
good to go.” That strategy was 
tested when Ford shut down most 
production operations for several 
months, and Scelzi Enterprises 
scrambled to fill the void.
“We aren’t a one-trick pony,” 

Gary Scelzi adds with a smile. “We 
love making high-volume service 
bodies and contractor bodies and 
others, but our team relishes the 
times we can dedicate a little time 
to one-off custom jobs. When 
the supply of Ford chassis cabs 
dried up for a few months, we 
got creative -- and that kept our 
people busy during those tough 
months.” Using whatever cabs 
they and their customers could 
get their hands on, they focused 
on more custom jobs that they 
might usually be tempted to leave 
for other body builders.

WHAT WERE THE TREND-STARTING EVENTS OF 2020?
BY BILL VANDER PLAATS, MARKETING MANAGER, SCELZI ENTERPRISES, INC.

“..You have to be able to roll with the punches and adapt for long 
term success. You can’t just whine about being inconvenienced. ” 
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“We have our routines and 
procedures	that	make	us	efficient,	just	
like everyone else in this industry”, 
says Mike. “But you have to be able 
to roll with the punches and adapt 
for long term success. You can’t just 
whine about being inconvenienced. 

Whether that means wearing a mask, 
increased spacing of work stations, 
or tighter safety protocols, you do 
what needs to be done and you move 
on, a little bit more prepared for the 
NEXT curveball that comes around 
the corner.”

At Scelzi Enterprises, 2020 has 
not been a year they would like to 
repeat in many ways. But they are 
convinced they are better prepared 
for whatever happens in 2021 and 
beyond. And THAT is a trend they 
plan to continue. “Steel is forged 
stronger by extreme heat,” Mike 
adds, “and sometimes it works with 
people, too.”

Photos: A few custom Ford jobs 
completed in 2020
.
For more information visit

www.seinc.com 

2020 TREND STARTERS

WE SET A HIGHER STANDARD. 

At Driverge, we imagine ideas that don’t exist and invent them. 
We believe there are no set parts. Our design process allows us 
to craft custom, tailored solutions to meet your specific needs. 
When it comes to product innovation, we not only raise the bar, 
we set a higher standard — so that you can too. From the new 
Driverge CurbSmart® Entry and Bus Door Entry to the FlexFlat Ramp 
System, partitions and more, Driverge delivers accessible solutions. 
Industry-leading innovation has set Driverge apart in a way that has 
also set our partners apart in the industries that they serve.

RECEIVE $500 IN COMPLIMENTARY OPTIONS3

Ideas made to move innovation

3  $500 in complimentary options or accessories valid on first time purchase(s) 
of Ford inventory between October 1, 2020 and December 31, 2020. Previous 
sales and existing orders excluded. Cannot be combined with other offers. 

The CurbSmart®

A Versatile Metro Area Solution
The CurbSmart® by Driverge Vehicle Innovations  
is designed  to have the same versatility and functionality  
as a larger vehicle  in metro areas while making maneuver-
ability to pick up  and drop off passengers easier.

Available on the Ford Transit. 

855.337.9543 • driverge.com

TALK TO US ABOUT YOUR IDEAS

DV Ad_Ford Pros-CurbSmart 092020-7.0625 x 4.25.indd   1 9/28/20   4:46 PMFORDPROS DEC/JAN 2020-2021 19       
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With a pulse on the customer needs and innovation 
in the work truck sector, James Muiter, Product 

Line Manager at Reading Truck Group, shares his top 
five	industry	trends	on	safety	and	security.	

1. OPERATOR SAFETY 
Employers are carefully considering how to keep 

their operators injury-free, so avoiding accidents 
around the truck is just as important as on the road.  
Proactive measures on a work truck can include 
installing safety steps and grips so that the operator 
can maintain “three points of contact” at all times 
when entering and exiting the vehicle.  At Reading, 
we’ve begun to see these concerns migrate from the 
very	 largest	 fleet	 operators	 and	 governments,	 into	
corporations	and	vocational	fleet	buyers.

2. VISIBILITY 
Keeping the truck and its surroundings well-lit and 

visible helps protect workers from accidents on the side 
of the road and keeps crews productive when they’re 
working after sundown, especially in the winter months.

3. 360° COVERAGE 
Chassis OEMs are bringing safety innovations like 

360° cameras, and accident-avoidance technologies 
like collision warning, automatic emergency braking, 
adaptive cruise control and blindspot monitoring, 
which used to be only on luxury cars, into the 
commercial truck segment.  For example, every Ford 
Transit is now shipping with lane-departure warning 
and forward-collision warning camera systems.

4. SECURING TOOLS AND GEAR
 A typical work truck now provides at least two layers 

of ‘locking’ protection.  Compartment doors will use 
power locks or three-point locking for additional points 
of	contact	and	pry-proofing.		And	these	measures	can	
be augmented with a “bar lock” or master locking 
feature, where a single padlock can secure all of the 
compartment doors to keep tools and equipment safe.  
Additionally, Reading’s remote keyless entry locking 
system, called Latch-Matic, can now be integrated with 
the power locks on the chassis.  A driver can now lock 
and unlock both the body and chassis with a single 
key-fob.  Using just the chassis fob, for example on a 
Ford Super Duty or Ford Transit, gives our customers 
the convenience they have been asking for. 
  

5. ERGONOMICS
For better ergonomics, handles and steps are no 

longer considered a special add-in, they’re becoming 
a	standard	offering	across	the	board.		As	an	example,	
fixed	steps	 that	don’t	 have	 to	be	manually	unfolded	
by the operator will help meet evolving safety 
requirements and might even lower insurance costs.
.

By James Muiter, Product Line Manager, Reading Truck Group

Top 5 Work Truck Safety & Security Trends
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BUSINESS AUTO INSURANCE - WHAT YOU NEED TO KNOW
Your	business	relies	on	work	trucks,	so	protect	your	most	valuable	assets	with	specific	insurance.	In	this	article,	we	
go over Business Auto Insurance, and Inland Marine policy, which combined can protect your business when your 
valuable	assets	are	out	on	the	road	working	for	you.	We’ll	also	cover	specific	coverage	options	for	your	work	truck	
and work van reliant company.

BUSINESS INTERRUPTION INSURANCE - CRITICAL COVERAGE
Having	your	business	interrupted	seems	increasingly	more	likely	due	to	fires,	hurricanes,	floods,	and	other	natural	
disasters. Contractors, electricians, plumbers, delivery services, and many other essential businesses see growth 
when the worst happens. You keep up on work truck maintenance and replace worn-out vehicles to ensure your 
growth continues. Take that same approach when reviewing your insurance needs so you can continue to drive your 
business forward when a natural disaster hits because that is when you are needed most.

TOP 3 INSURANCE CONSIDERATIONS FOR BUSINESS OWNERS
This article covers the top three considerations, Employees, Business Liability, and Taxes, for your business’s 
insurance	to	protect	against	common	issues.	There	are	many	insurance	types	for	different	scenarios,	and	some	are	
optional, recommended, or required, so read through the article to see if there is anything your business is lacking.

BONUS: THE COMVOY COLORING BOOK
A Free gift for the children in your life, your customers.. or YOURSELF! 

COMVOY DIGITAL RESOURCES & TIPS

 

INSURANCE FOCUS: INFORMATION FOR YOU & YOUR CUSTOMERS
CLICK ON THE PHOTO TO READ THE ARTICLE

FORDPROS DEC/JAN 2020-2021 21       

https://www.comvoy.com/article/business-auto-insurance-what-you-need-to-know-2
https://www.comvoy.com/article/business-auto-insurance-what-you-need-to-know-2
https://www.comvoy.com/article/business-auto-insurance-what-you-need-to-know-2
https://www.comvoy.com/article/business-auto-insurance-what-you-need-to-know-2
https://www.comvoy.com/article/business-auto-insurance-what-you-need-to-know-2
https://www.comvoy.com/article/business-auto-insurance-what-you-need-to-know-2
https://www.comvoy.com/article/business-interruption-insurance-critical-coverage-2
https://www.comvoy.com/article/business-interruption-insurance-critical-coverage-2
https://www.comvoy.com/article/business-interruption-insurance-critical-coverage-2
https://www.comvoy.com/article/business-interruption-insurance-critical-coverage-2
https://www.comvoy.com/article/business-interruption-insurance-critical-coverage-2
https://www.comvoy.com/article/business-interruption-insurance-critical-coverage-2
https://www.comvoy.com/article/top-3-insurance-considerations-for-business-owners-2
https://www.comvoy.com/article/top-3-insurance-considerations-for-business-owners-2
https://www.comvoy.com/article/top-3-insurance-considerations-for-business-owners-2
https://www.comvoy.com/article/top-3-insurance-considerations-for-business-owners-2
https://www.comvoy.com/article/the-work-truck-coloring-book-comvoy-learning-2
https://www.comvoy.com/article/the-work-truck-coloring-book-comvoy-learning-2
https://www.comvoy.com/article/business-auto-insurance-what-you-need-to-know-2
https://www.comvoy.com/article/business-interruption-insurance-critical-coverage-2
https://www.comvoy.com/article/top-3-insurance-considerations-for-business-owners-2
https://www.comvoy.com/article/the-work-truck-coloring-book-comvoy-learning-2


TRENDS IN THE WORLD

After spending the months of July and October 2020 
in England and still having a negative COVID–19 

test, the protective protocols utilized must have worked. 
Would I do it again? Of course, I would for a number 
of reasons including almost empty airports, almost 
empty planes, inexpensive ticket prices and the ability 
to spend two months with family. 
How did we handle it with the constant Pandemic news 
and cautions? My wife and I studied the protective 
protocols in detail and utilized the following throughout 
the two trips to England. We wore protective facemasks 
with approved filters 100% of the time in all four of 
the airports and on all flights. The only time one could 
remove their facemask on the international flights was 
for beverages and during the two meal services during 
the eight plus hour flights. If you forgot to replace your 
facemask, the flight attendant reminded you. On one 
of the flights from London to Dublin, a passenger took 
off their mask and was asked to exit the plane before 
takeoff. The “no mask – no flight” rule is strictly enforced. 
The passenger utilized the mask as needed. 

The July flights were 90% empty and over 75% empty 
on the October flights, both on an Airbus A330. Asking 
the flight attendants after landing in London how can 
your airline afford to fly one flight per day from Chicago 
to London. We load the empty baggage hold with freight 
as we witnessed on the October flight when two semi 
loads of freight were loaded just before we left Chicago.
 

ONCE YOU BOARD YOUR FLIGHT  
Before taking your seat, disinfect and clean all surfaces 
you may come in contact within your seat area. This 
was never a problem as we had sixteen to twenty four 
seats to ourselves on the July flights and at least eight 
to sixteen seats to ourselves on the October flights.  All 
passengers had assigned seats but were free to move 
about for comfortable social distancing. 
Inflight beverage services were not provided on the four 
domestic flights in July and October. 

Domestic & International Air Travel during the Pandemic

Route of travel from Dublin to Chicago

One of two semi loads of freight loaded 
onto our flight from Chicago.

Empty International Terminal 5 in Chicago in early 
July (normally busy with thousands of passengers)

BY TAYLOR STEINBERG - CORPORATE SALES TRAINER, KNAPHEIDE
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REAPING THE REWARDS OF GOOD BUSINESS

Protective gloves donned before entering and while 
inside of all airports. Each of us used up to eight sets of 
gloves for each east bound and west bound flight as we 
traveled through four airports in each direction. Yes, that 
adds up to sixteen pairs of protective glove per person 
for the trip. Most travelers will utilize a restroom at each 
airport, wash their hands, utilize hand sanitizer after each 
hand washing and put on a new set of gloves. Glove 
removal protocol is critical so you never touch a possibly 
infected glove surface – just like the medical industry. 
We utilized our own and any available hand sanitizers 
and our own area disinfectant wipes as needed.  When 
your hands start to dry out from the disinfectant material, 
use some hand lotions for comfort.
While inside all airports, we wore clear plastic face 
shields attached to our hats covering everything from the 
top of our heads and behind each ear and around the 
entire face extending below the chin. They are a pain 
as they hinder voice communication especially while 
wearing masks.
We used no public transportation while in England, only 
family cars or hired well-known private transport for just 
the two of us.
What did we like about our trips? Great family time. 
Airports were never busy. No check in lines for your 
luggage. No security check point lines. 
When flying through Dublin, Ireland all travelers going 
to England go through British customs upon arrival and 
when retuning to the USA go through US customs in 
Dublin eliminating customs procedures in Chicago. The 
flights from London Heathrow to Dublin are considered 
domestic flights. 

ENTRY INTO ENGLAND from the USA requires 
an extensive three-page UK Passenger Locator Form 
completed within 48 hours of your arrival in the UK. 
Without the form, travelers may not enter the country 
and must immediately return to the country from which 
they departed. Web site:  https://www.gov.uk/provide-
journey-contact-details-before-travel-uk
Once you arrive, one must self-quarantine for fourteen 
days at your arrival destination. If you do not obey, the 
fine is 1000 British Pounds (about $1300 per person). 
This tells me that business travel would not be fun. 
As I understand, they track your cell phone location 
and credit card usage. We had no problem with the 
quarantine as we stayed and enjoyed family time. 
Grandpa worked on the “to do” lists while my wife made 
designer protective masks. 
After we were “let out of jail” and the Granddaughters 
were on fall break, exploration began with an adventure 
in Northern England near the Scotland Border. Our 

accommodations, Bowlees Farm Holiday Cottages, 
are very popular in England and ideal for exploring the 
Northern Pennines area.  We enjoyed hiking a section 
of Hadrian’s Wall, exploring The Bowes Museum in 
Barnard Castle, The Dales Countryside Museum in 
Hawes, hiking along the River Tees waterfalls and the 
National Railway Museum in York.

Bowes Museum in Barnard Castle, England

*FordPros Note: Due to the increased cases of Covid-19, some travel protocols may have changed

Hiking Hadrian’s Wall

View from our Holiday Cottage
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COACH KEN

One thing I learned early in my 
work career was the value of 

systems.  I started my work career 
as a high school football and track 
coach.  I was fortunate to be mentored 
by a wonderful man, Coach Wink 
Criswell, Head Football Coach. One 
of the first things he said to me was 
“Football is about having a “system” 
that you believe in and then working 
that system to the fullest. He was 
right.  When I entered the business 
world, one of the first things I did 
was create a “sales system.” I was 
new to my territory and a “rookie” to 
the mortgage insurance business. 
My system was a duplicate of the 
sports system we used when I was a 
high school coach.  It worked!  I was 
covering an underdeveloped territory 
and had only recently moved to that 
particular state so was completely 
new to all my prospects/potential 
customers.  Within two years sales 
had grown over 400% and I was 
asked at our national meeting to 
talk about how I had achieved the 
impossible. 
The title of my talk at our national 

meeting was “The System.” I started 
with a statement, “Given a talented 
salesperson and no system he or 
she will struggle. Given an average 
salesperson and a great system, 
he or she will reach a high level of 
success.”  It is all about the system. 
When I went out on my own and 
started my company, I went back 
to the system.  It worked so well 
I started using the system to help 
dealerships grow their commercial 

departments. Here is the system and 
why it works in any endeavor from 
sports to business. 

STEP ONE is to believe in yourself 
and your system. You need a passion 
for what you are undertaking and 
willing to spend the time and effort to 
achieve greatness. You will not have 
both the persistence and consistence 
to succeed without a strong belief 
in your system. IMPORTANT! Your 
management must also believe in the 
system or you will not get the support 
you need to be successful.  This is the 
major reason for failure when starting 
or growing a commercial department.

STEP TWO of any system is 
having a plan of attack. This plan 
must be written so it can be reviewed 
on a regular basis.  A written plan is 
often completed and then put in a file, 
never to be reviewed until the end of 
the year.  There is little wonder that 
most of these plans fail. In football it 
is a “playbook,” in sales it is a sales 
and marketing plan as well as an 
inventory plan. Playbooks in football 
are reviewed daily and weekly. A 
business “sales and marketing” plan 
should be the same.

STEP THREE of the system 
consists of quality activity. In football or 
any sport it is being highly conditioned, 
having a quality strength program, 
and practicing every play hundreds of 
times until they are automatic. In sales 
it is sales training, practicing your 
skills, right down to memorized word 

tracks and preparing for any situation 
that can arise including unhappy past 
customers you many encounter and 
business owners who are loyal to 
other brands. Sales professionals 
that attend our three day boot camps 
walk away charged up and we get 
calls when they implement what we 
teach!

STEP FOUR is putting your plan 
into action with quality activity that is 
performed daily.  In football we call 
it “blocking and tackling.” In sales 
it is putting yourself into the game 
through activity such as appointment-
based sales calls, attending group 
functions such as trade associations, 
and sponsoring events like trade 
shows and customer appreciation 
days at supply companies.

STEP FIVE is simply repeating 
steps one through four consistently. 
Sales research from the Huthwaite 
Corporation tells us that only 3% of 
sales in any industry are made on the 
first contact, while 81% of all sales 
are made on or after the 5th to 8th 
contact.

STEP SIX is making game day 
adjustments on the field. If you get 
an objection be prepared to change 
directions and handle the objection 
on the spot.  If a prospect is loyal to 
another brand that’s okay but have 
a plan to stay in contact because 
something will happen with their 
current brand or dealer and you will 
be next in line!

THE VALUE OF SYSTEMS
BY KEN TAYLOR
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STEP SEVEN is keeping your 
management informed through a 
weekly report that outlines all your 
activity and successes!  I cannot 
stress this enough. In sports it is like 
a scouting report.  If your dealership 
management does not know what 
you are doing on a weekly basis, they 
will assume and that is never a good 
thing!  You will get more resources 
and more encouragement if you 
keep management in the loop.  Our 
dealers who do this often get leads 
from management who happen to 
know some of your prospects!

STEP EIGHT is “HAVE FUN!” 
Building relationships is fun!  Winning 
new business is fun! Learning your 
product is fun! Becoming more skilled 
at sales is fun! Success is really fun!

At Commercial Truck Success 
we are your success partners and 
want you to win.  “Coach, put me in!”

COACH KEN

AerocellClassicube Aerocell CW Body & EquipmentDry Freight

1.800.628.8914
www.unicell.com
sales@unicell.com

NOW AVAILABLE
The New Aerocell Transit

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

Smart Choice
THE PROFESSIONAL’S

1-2pg Ford ad January2016_final_layout  1/18/16  11:57 AM  Page 1

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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DEALERSHIP SUCCESS

In short, the sole purpose of 
innovation is to increase production 

while decreasing expenses.
Innovation has been the trend in all 
industries.	 	 It	 marks	 the	 difference	
between	the	$2,100	first	digital	watch	
in 1972 (that translates into $12,000 
today), and the $1,000 computer/
camera /c lock /phone /gaming -
console you have in your pocket.  If 
there was no push for innovation, 
some of us might be reliving our 
glory or shame from last year’s Tri-
County Pong Tournament.
This trend of what we could now 

call hyper-innovation has been 
especially true for the automotive 
industry, and particularly within the 
last two decades.  But what if that 
all stopped?  Suppose for a moment 
that Ford simply stops innovating in 
their vehicle designs and marketing.  
No more money or brainpower 
put into making any part of their 
vehicle lineup stronger, safer, more 
fuel	 efficient,	 or	 better	 in	 any	 other	
way.  No more market research to 
determine their customer’s needs, 
translating into a progressive lack 
of understanding of how to get 
Ford into their customers minds, 

driveways and shopyards.  The 
short-term cost would be absolute 
stagnation.  Eventually, they would 
be dominated and pushed out of 
the industry entirely by other OEM’s 
determined to stay both relevant and 
profitable.
 
How many of your buyers 

purchase the newest model with 
the newest technology every time 
their buying cycle is up?
 
Very few, I’d wager. There are 
probably	many	different	reasons	why,	
but likely some combination of cost, 
existing satisfaction, complacency, 
and direct opposition to having to 
learn and implement something 
new.  For many, change is bad; it can 
replace the comfort of the known, 
with the fear of future loss and failure. 
 For those buyers that do consistently 

embrace the newest innovations, are 
you	 confident	 that	 they	 understand	
and use these new innovations 
properly to meet their needs without 
unnecessary additional cost?

 Consider, for example, the business 
owner that is “sold” on moving 
from diesel to gas.  Lower up-front 
costs	 coupled	 with	 the	 significant	
increase in power transmission in 
gas engines is an attractive sell.  But 
if their service area is almost entirely 
in hilly or mountainous terrain, diesel 
is probably still the better choice.  
Sure, gas can now save money over 
diesel	 in	 long-hauls	over	flat	 roads,	
but diesel is still king where low-gear 
high-torque is the norm.  A well-
intentioned but misinformed mistake 
like this could cost a business owner 
tens of thousands of dollars or 
more in gas and unfortunate repair 
and replacement costs.  Blind or 
uneducated leaps into “new tech” 
can cause big problems.

Does your dealership 
consistently embrace or shy 

away from innovations in 
technology and marketing that 
support the operations of your 

dealership? Why?  What are the 
results?

Advice from Work Truck Solutions

INNOVATION: 
The creation, development 
and implementation of a new 
product, process or service, 
with the aim of improving 
effectiveness or competitive 
advantage, while maintaining 
or increasing efficiency.

INNOVATION, YOUR BUYERS, AND YOU
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DEALERSHIP SUCCESS
At the dealership level, innovation 

comes in the form of the vehicles 
you sell, as well as everything else 
that helps you sell them - POS 
systems, tools and equipment for 
the Service Department, lighting and 
interior	 design	 for	 the	 sales	 floor,	
internet connections, phone systems, 
marketing tools, CRM’s, buyer-facing 
websites, etc.  In business, remaining 
relevant	 and	 profitable	 is	 incumbent	
upon embracing - and correctly 
applying	-	innovations	that	affect	what	
you sell and your ability to sell it. 
 If you are completely on top of 

the new technology and marketing 
options,	 are	 you	 confident	 that	 your	
staff	is	getting	the	most	out	of	them?	
Spending money on new technology 
and tools is not enough, just as it is 
not enough for your buyers to simply 
purchase or include the newest thing 
without understanding how properly 
to use it.

 If it is not in your current business 
model to embrace innovations in 
technology and marketing tools, are 
you	 satisfied	 with	 the	 results	 year	
over year?  Known and unknown 
obstacles aside, would catching up 
on the newest advancements serve 
you and your customers better?
If the purpose of innovation is 

to increase your results while 
decreasing your expenses of time, 
money or any other resources, 
is it not in your best interest - as 
well as your customers’ - to have, 
understand,	and	use	effectively	all	of	
the best possible tools available at 
the moment?
If you feel your providers are the 

absolute best for your needs, then 
it is important to be sure that you 
have and understand the best that 
they have to give you.  Check your 
voicemail, check your email - they are 
likely reaching out to you constantly 

to update you on new and better 
offers	 for	 you	 to	 consider,	 as	 well	
as to update you on technological 
improvements to the platform 
package you already have. Reach 
out to your providers.  Make sure 
you and your entire team is trained 
and uses these tools in a way that 
consistently does you better than 
simply justifying the expense.

And	 finally,	 if	 you	 want	 to	 get	 on	
that leading edge and you think your 
current providers can’t or won’t get 
you there, perhaps it is time to start 
shopping.

For More Infomation Visit us at 
www.worktrucksolutions.com

supremecorp.com

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

MAKE YOUR 
VEHICLE WORK 

FOR YOU.

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

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

Upfit Solutions and Service
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MADE WITH
YOUR WORK
IN MIND.
MADE WITH
YOUR WORK
IN MIND.
MADE WITH
YOUR WORK
IN MIND.

READINGBODY.COM READINGBODY.COM READINGBODY.COM 

Reading’s high-capacity Aluminum Classic Service Van 
provides an enclosed workspace for wherever your 
work takes you, keeping everything that you haul safe 
and organized. Backed by an industry-leading 10-year 
warranty, the CSV builds on over 35 years of expertise 
inin high strength, corrosion-resistant aluminum service 
bodies. It continues to be the gold standard and the 
mobile workspace of choice for telecom, plumbers, 
HVAC, and utility contractors across the country. 

NTEA 2020 YEAR IN REVIEW

From December 2019 to December 2020, the world 
changed more than anyone anticipated and with that 
it brought us extraordinary opportunities. As our daily 
and weekly plans twist and turn due to pandemic 
implications, know that our goal is to continue to serve 
our	 members	 as	 a	 unified	 organization,	 speaking	
with one voice. We will continue to be your industry 
resource through virtual events, online learning and 
digital resources.

READ MORE

SAVE THE DATE: WORK TRUCK WEEK™ 
2021 GOES LIVE ONLINE MARCH 8–12

FARMINGTON HILLS, Mich. (Dec. 1, 2020) — For 
more than 20 years, commercial truck manufacturers, 
distributors,	upfitters	and	fleet	managers	have	come	
together at The Work Truck Show® to see what’s 
new, hear what’s coming and learn from each other 
the latest trends and ways to improve their operations 
and	 increase	 efficiency.	 While	 an	 in-person	 event	
is not possible in 2021, NTEA – The Association 
for the Work Truck Industry announces Work Truck 
Week™ 2021 (WTW21), a new platform to connect 
the commercial vehicle community and provide the 
product news, market trends and operational insights 
they’ve come to expect from North America’s largest 
work truck event. WTW21 takes place online March 
8–12, 2021
More information, including a full event schedule 
and registration details, will be shared in the coming 
weeks. Visit worktruckshow.com to learn more and 
sign up for WTW21 updates.

READ MORE

NEWS FROM
THE NTEA
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COMMERCIAL TRUCK 
Building or Rebuilding an Effective, Successful, and Profitable 
Commercial Truck Operation within a Retail Auto Dealership
By Terry R. Minion
   Buy the book @ www.ctsdealer.net  and

I’ve got my tinfoil hat on and 
I’m feeling the energy transfer 

bringing me magnificent wisdom 
for the coming year. Here it is: We 
have to accept and acclimate to the 
New Normal. That statement should 
bring some giggles at least. I really 
don’t know what the New Normal is 
because I don’t even know what the 
Old Normal was or what Normal is. 
I think we just make this stuff up as 
we go along. There is no such thing 
because there is one thing that we 
can bet the farm on: Change is a 
given! Change is constant. If this is 
true, how could there be a normal? 
I’m betting on constant change and 
not on some version of normal.
So, the trends for next year 

and beyond is that people and 
companies will try to determine 
normal and the New Normal and 
miss every single time. Predicting 
change isn’t any easier; however, 

since change will be unavoidable, it 
seems to me that finding a way to 
embrace that change is the key to 
dealing with it in a healthy way.
Here’s some ideas to ponder. Let 

us all as people and as companies 
learn how to express rather than to 
try to impress. Let’s leave our egos 
in the closet at home and allow our 
genuine expression to rule. Let us 
constantly remember that being 
of service to our customers, the 
market, our employees, and each 
other is one of our most important 
core values. This is another way to 
express rather than impress. Let us 
be more kind to everyone including 
ourselves. Let us learn to drop the 
rope of resistance. That rope is 
nothing but stress and a host of 
negative emotions. It is easier than 
we could imagine releasing that 
stress: open hands, let the rope 
fall to the ground. Next step: Don’t 

pick it back up! Let us build the best 
products while paying attention 
and caring for all who help to make 
that possible. Let us respect and 
admire our customers and potential 
customers by helping them receive 
the best value and service possible. 
Let us learn that love in business is 
not an oxymoron. Let us then bring 
our love to work and back home 
again renewed and expanded. Let 
us release the resistance of fear 
and fully accept the joy of love. 
Love will be our highest expression 
with no need whatsoever to impress 
anyone.
We can see the room after we’ve 

turned on the dark switch or we 
can see the room after we’ve 
turned on the light. It is always a 
choice. We are the choosers. We 
try to see normal where normal 
is a completely made-up idea, or 
we can learn to not only embrace 
change but get excited about it 
and how we can apply innovation 
and excellence to meet any and 
all challenges. Personally, I see a 
future so bright that it is blinding. I’ll 
get my sunglasses and join you in 
the light!

TERRY’S BLOG

Terry Minion
Commercial Truck Success 

www.ctsblog.net

TRENDS FOR 2021 AND BEYOND

THE ROAD AHEAD...

 ADJUSTING TO 

  THE NEW NORMAL
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The logical assumption 
that we in the “regular, 

normal retail dealership” 
assume, is that customers 
are always just looking for 
the cheapest price.  The 
government agencies that 
buy are set up to go with 
the low bid.  Individuals 
who go into the dealership, 
go there with one of three 
objectives that is central 
to their decision: Price of 
the new unit, Value of the 
trade-in, or payment.  The 
old “four square” form my 
first	dealership	wanted	me	
to use ferrets these out 
as the buyers’ overriding 
motive in the negotiation.  
The commercial buyer 
works	 from	 a	 different	
mindset, except when he 
gets the feeling he is being 
treated in the same ilk as 
the retail buyer.  Unless 
their current “vehicle-as-
tool (v-a-t)” has had a 
major breakdown, thus 
keeping the business 
from generating income/
employees not working, 
this buyer is not in a hurry, 
and will not likely buy just 
on impulse.  This buyer will 
take at least a little time to 
make the decision as to 
which type of v-a-t will best 
suit their business to grow  
When commercial buyers 

are searching, they will 
spend more time looking 
for the type of unit that 
will help their business 
grow and be useful over 
the next ten years.  If they 
are buying a new v-a-t, 
they will typically have 
already experienced the 
disappointment/limitations 
of buying whatever is 

available in the used truck/
van market.  

BARRIERS TO 
BUILDING SUCCESSFUL 
CLIENT RELATIONSHIPS
In many cases, they 

will have seen a v-a-t 
that appears suitable on 
a competitor’s jobsite.  
They may then go to the 

bodybuilder of that type unit, 
to begin the analysis as to 
what will work best for their 
business.  The distributor/
bodybuilder they decide to 
work with will give them all 
the information about the 
unit, and give the end-user 
time to consider what will 
work best.  There is a sense 
of intentionality here, rather 
than one of urgency.  The 
bodybuilder that focuses 
on answering questions, 
clarifying how components 
work together, will be 
more	 effective	 as	 a	 trusted	
consultant to their business.  

This	work	together	pays	off,	
as trust is built. 
Whether the end-user 

begins with the bodybuilder 
or	 with	 you,	 the	 fleet/
commercial FordPro, there 
are lessons to be learned 
here.  As you focus on 
helping the client source 
the “right” vehicle, without 
assuming a sense of 

urgency, you build that 
relationship based on trust.  
The LAST thing that this 
new client will be concerned 
with is whether he is getting 
the cheapest of anything.  
The end-user buying a new 
v-a-t has likely not reached 
their success by being the 
“cheapest” at what they do.  
They know (within reason) 
that good professional 
support is far more vital than 
getting this as a commodity 
that, to their business, is 
more than just a truck with 
four wheels and a motor.  

STAY CURRENT ON 
TRENDS

Another key component 
that your end-users look 
for, is to know what trends 
are taking place in the 
chassis world.  As backup 
cameras, lane-keeping, 
emergency braking, and 
other innovations come 
to the market, it is up to us 
to know about all these 
innovative tools available.  
For example, in a short 
time, bluetooth hands-free 
phone use is now, to most, 
essential.  
I don’t hold myself to be 

the leader in any category 
of	 fleet/commercial	 sales,	
but I can tell you I have built 
a satisfactory life with this 
career.  Your success will be 
best achieved developing a 
level of trust with your clients.  
Make sure that you are 
giving the end-user honest 
answers, that you know the 
latest improvements that 
might assist as they grown 
their business, and that 
you stay educated on the 
nuances that will help guide 
their future purchases.  
Once the end-user knows 

they can trust you, they 
rely on you, and seek you 
first	 as	 a	 source	 of	 reliable	
information.  
Trust is everything.  
Trust me.  You need this.   
 

Have a cup, send me 
your experience/horror 

story.  I’ll keep your name 
out of it, change names 
to protect you (FordPro 

protection program), 
share your tip with 

others…and send you 
$50 in Starbucks cards!

CUP o'JOE: THE “KEY” TO
WHY COMMERCIAL/FLEET CLIENTS BUY
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Imagine a delivery vehicle that helps keep your people 

safe and maximizes efficiencies on their delivery routes.  

A vehicle that minimizes the steps a driver takes in and 

out the vehicle while delivering the same number of 

packages faster and with less fatigue.  

Adrian Steel can help you drive more profits with our 

complete upfit solution for the delivery industry. 

Visit AdrianSteel.com/Parcel-Delivery to learn more.

OR

Contact your local distributor to get your upfit today. 
Go to AdrianSteel.com/Distributors

Scan to watch a 

video of the upfit 

solution in action.

Sliding Partition Folding Shelves Grab Handles Rear & Side Steps

A SAFER, MORE EFFICIENT 
LAST MILE LIFESTYLE

Imagine a delivery vehicle that helps keep your people 

safe and maximizes efficiencies on their delivery routes.  

A vehicle that minimizes the steps a driver takes in and 

out the vehicle while delivering the same number of 

packages faster and with less fatigue.  

Adrian Steel can help you drive more profits with our 

complete upfit solution for the delivery industry. 

Visit AdrianSteel.com/Parcel-Delivery to learn more.

OR

Contact your local distributor to get your upfit today. 
Go to AdrianSteel.com/Distributors

Scan to watch a 

video of the upfit 

solution in action.

Sliding Partition Folding Shelves Grab Handles Rear & Side Steps

A SAFER, MORE EFFICIENT 
LAST MILE LIFESTYLE

https://www.adriansteel.com/parcel-delivery/


TURBOCHARGE 
YOUR COMMERCIAL TRUCK AND VAN SALES

Designed With  
Buyers In Mind
Buyers can easily shop by body type,  
vocation, brand, and chassis.

Unmatched  
Specifications 
All listings provide complete vehicle details,  
including body and upfit information.

Leads That Convert
Provide essential high-quality leads that  
convert faster and at a higher rate. 

Endless Possibilities
Comvoy’s ChassisBuilder and VanBuilder offer buyers a range 
of options for your unfinished chassis and vans. Buyers can 
select desired body type, shelving, and accessories and this 
insight connects you directly to their needs.

56%
Increase in page 

views

833-931-6714   |    sales@comvoy.com   |    www.comvoy.com

Powered by

43%
Leads attributed to 

returning users

102%
Increase 
in Leads

63%
Increase in 

monthly users

KPIs based on 2020 Q2 vs Q3 comparison

          

Hands down the best way to showcase 
your commercial inventory. 

AJ Hewitson, Commercial & Fleet Sales Director

“ “

          

The quality of the leads are higher 
than any other source we use. 

Bob Baker, Director of Fleet Operations

“ “


