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GIVE US  
FIVE MINUTES
Let’s talk about how you can thrive in today’s 
market with the interchangeable hoist and 
truck body solution from Switch-N-Go®.

• Power of a Full Fleet
• Long-Term Customer  

Relationships

• Expand Market Reach 
• Over 26 Interchangeable 

Bodies

Go to page       to learn more about 
how you can thrive with Switch-N-Go®
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Transformation & transformative 
change are themes we’ve all 

heard, likely numerous times, 
over the last couple of years. The 
reality is, the commercial vehicle 
business has seen significant 
transformation - maybe more so 
than at any other time. And much 
of this transformation was out of 
necessity due to the pandemic. But 
make no mistake, despite the trials, 
this transformative change was also 
good for our business in many ways.

As we’ve talked to commercial 
dealers, upfitters, OEMs and others 
in our business, another theme has 
resonated as well - and that theme 
is that with transformation comes 
opportunity. For those who embraced 
change, it was beneficial for their 
business, both in the short term 

and in the long term. For example, 
commercial dealers who cultivated 
existing relationships had the chance 
to help their business customers 
during some very challenging times. 
Plus, these same dealers had the 
opportunity to build relationships 
with new customers, helping  point 
them in the right direction by getting 
their orders in the queue, finding 
good pre-owned work trucks or vans 
or simply directing them to another 
source to meet their immediate 
needs. Regardless of how they 
assisted their customers, it’s very 
likely these are relationships that 
will help the future of their business; 
after all, the commercial business is 
all about relationships. 

As the saying goes, the only 
constant is change and this is more 

true now than ever. Be sure to do your 
research - and hopefully this has been 
part of your plan as the year started 
- and look for ways to improve. You 
should consider attending the virtual 
Spring 2022 Commercial Vehicle 
Business Summit  hosted by Work 
Truck Solutions (CLICK HERE). This 
free two day event May 18-19 will 
center around the transformation 
in our industry, offering you ideas, 
perspectives and suggestions 
from many different experts. If you 
leaned into the transformation we’ve 
experienced, kudos to you - and it’s 
likely you’ll continue to see benefits 
from this approach. However, if you 
didn’t embrace this transformation, 
it’s not too late, so get started now.  

TRANSFORMATION: A SIGN OF THE TIMES
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No, it’s not about twenty cents - not 
that ‘paradigms’.  It’s about the 

reality that is changing, it seems, from 
day to day.  The chip shortage that was 
going to be “over” a few months back?  
Well, it’s gonna be over soon—soon 
to my granddaughter is five minutes.  
Soon to Joe the Plumber, five weeks.  
Soon to Joe the guy with the service 
unit that just crapped out and had to 
be towed in for a new engine that’s on 
back order, not soon enough.  

We have to look ahead through a 
different lens, one that’s not yet in 
focus.  It reminds me of the old story 
about the Commander of a Navy 
Squadron that was navigating on a 
clear night, who saw a light flashing a 
few miles on the horizon.  He told the 
Signalman to send a message, telling 
the ship ahead to alter its course by 
seventeen degrees north to avoid a 
collision.  The reply from the horizon 
was that “your ship” needs to alter its 
course by seventeen degrees south to 
avoid a collision.

Frustrated, the Commander replied, 
“This is a U.S. Navy Commander.  I 
say again, divert your course as 
instructed.”  The reply came back, 
“This is a Seaman.  Divert your course 
as instructed.”  

Now, the situation was heating 
the Commander up.  He instructed 
the Signalman to respond, “This is 
Commander so-and-so, from the 
second largest aircraft carrier in the 
U.S. Fleet.  We are accompanied 
by three destroyers, three cruisers, 
and numerous support vessels.  I 
say again that you must alter your 
course seventeen degrees north, or 
countermeasures will be undertaken 
to ensure the safety of the fleet.”  

To which, the reply was, “This is 
Seaman Hicks, U.S. Navy, tonight on 
duty at this lighthouse.  Your call.”

From where we are on the bow, we 
don’t know as much as we know.  

The paradigm, the new reality, is 
taking shape as we speak.  OEMs 
are not likely to be in a hurry to 
return to business as usual.  Dealers 
are not likely to operate in the same 
manner as they did previously, where 
abundant inventory is “everywhere,” 
and we fleet/commercial pros aren’t 
going to be low-balling every other 
competitor’s price, because my 
dealership isn’t Home Depot and 
neither is yours.  

But our customers, for the sake of 
their long-term business, will need 
for us to contact them NOW, whether 
they are planning a purchase or not, 
because it will be vital for their long-
term growth to forget about past 
behavior, and move into the future 
with you.  They may not like what you 
have to say, but it’s important that 
you do your best to warn them.  As 
they look to the future, if they will be 
needing a service body, a dump body, 
or virtually any finished “travel tool,” 
they will have to plan ahead.  

We (the local Ford dealer) is not a 
vehicle version of Home Depot.  Their 
tools will have to be scheduled and 
built in a timely manner.  An instant 
truck is not an option, except for the 
rare find of one that’s not what they 
want, but the only one available.  

Without vision, without planning well 
ahead, their business may be closer 
to the shoals than they realize.  You 
are the lighthouse who can help guide 
their course.  

Good Selling,

Joe Hughes
President,  NFTC

joehughes@fordpros.com
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CLICK HERE TO SEE OUR VIDEO CLICK HERE TO SEE OUR VIDEO 
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HIGHBEAMSHIGHBEAMSIn TheIn The
TRANSFORMATIONTRANSFORMATION

READING TRUCK INTRODUCES 
THE RM-78 CRANE BODY

The RM-78 Crane Body is the 
latest addition to the popular 

Mechanic Crane Body Series, 
joining the RM-45 Crane Body 
released last year. 

Building on Reading’s next-
generation design of the RM-series 
crane body, the RM-78 can handle 
the most challenging jobs in a 
safe, stable work environment. The 
addition of the redesigned torsion 
box understructure gives the crane 
body the strength to allow full 
100% crane lifting capacity in all 
directions. It's capable of handling 
up to 12,000lb cranes (78,000 
ft/lbs) on both an 11' (84" c/a) 
and 14' (120" c/a) version and is 
designed to be matched with Class 
6-7 trucks. 

Built from galvannealed steel to resist 
corrosion, the RM-78 Crane Body also 
features a seamless wheelhouse 
panel, a redesigned workbench 
bumper with built-in grip steps, 
and quick-mount brackets for easy 
accessory installation. Headache rack 
and rear compartment mounted work 
lights and strobes provide additional 

lighting and enhance safety for the 
operator. 

The RM-78 Crane Body is backed 
by Reading’s industry-leading 
warranties.

For more information go to 
www.readingtruck.com/product/

rm-78-crane-body/

Ford Pro™ is launching an all-new suite of 
commercial chargers as the next addition in the 

comprehensive, end-to-end commercial charging 
solutions portfolio all under its one-stop shop 
of commercial vehicles, software, services and 
financing
Six new scalable Level 2 AC and Level 3 DC fast 

chargers ranging from 11.5- kilowatts to 180 
kilowatts for home and depot join end-to-end 
portfolio equipped with easy connectivity to smart 
charging software to help ensure fleet readiness 
and optimize energy costs
 Ford Pro removes complexity by offering customers 

financing on project infrastructure, charging 
hardware and more through Ford Pro™ FinSimple™; 
it all begins with a consultative approach alongside 

customers to help plan, design, install, operate and 
maintain charge systems for a complete turnkey 
solution. 

MORE AT MEDIA.FORD.COM 

FORD PRO ADDS ALL-NEW CHARGING HARDWARE TO ONE-STOP-SHOP 
FOR COMMERCIAL EV CUSTOMERS OF EVERY SIZE AND BUDGETTHE BLUE OVAL
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HIGHBEAMSHIGHBEAMSIn TheIn The TRANSFORMATIONTRANSFORMATION

WORK TRUCK SOLUTIONS PRESENTS
SPRING 2022 COMMERCIAL VEHICLE 

BUSINESS SUMMIT: TRANSFORMATION

Transformation…no longer a choice, now a necessity 
for the commercial vehicle industry. And with change 

comes increasing opportunity. For those who choose to 
lean in, embrace transition, and be at the forefront, our 
Spring 2022 Commercial Vehicle Business Summit is 
the must attend event that will bring you up to speed 
on every critical aspect. There is so much to share 
and discuss: proven commercial use cases for electric 
vehicles, hydrogen, and other alternative fuels; the 
scarcity of inventory, how to search and best ordering 
strategies; the hottest new trends in commercial 
vehicles applications; and of course, data, data, data. 

Be sure to join us for this two-day virtual event May 
18-19 to learn more about how you can adapt and 
succeed in the commercial vehicle industry during 
this unique moment of opportunity. We look forward 

to your participation! Speakers and daily schedule 
details coming soon! executive producer of MotorWeek 
— representatives from Adrian Steel Company, Altec 
Inc. and Freightliner Trucks will discuss how electric 
vehicles are impacting commercial vehicle chassis, 
body and equipment development.

CLICK HERE TO REGISTER FOR FREE

re a d i n g t r u c k . c o m

The RM-78 Crane Body is the latest member of our Mechanic Crane Series designed 

to take productivity to greater heights. Our next generation torsion box understructure 

delivers 100% crane capacity in all directions for more effi  cient operation. Dual-extension 

outriggers are paired with the 12,000 lb. crane to ensure safety and stability. The RM-78 

Crane Body. Built from your needs up.

BUILT TO LIFT YOUR

PRODUCTIVITY
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Put our 20+ years of Work Truck lending experience to work for you.

We provide financing options for your commercial customers.

Why do our dealer and upfitter partners love us?

We Know Work Trucks_

mhccna.com
To learn more, contact us:

weloveworktrucks@mhccna.com

Sales Support: 866-610-5560

https://www.mhccna.com/en-us


NORTHWEST FORD TRUCK ASSOCIATION – 
EYES OPEN!  CONTACT! 
MARCH 24, 2022 MEETING

Northside has resumed its meetings in person, 
to the relief of so many.  The meeting was in the 
workshop of Al-Van Equipment; SeaTac Washington 
in late March.  There were more than thirty dealers 
there, from as far away as Portland, some 150 miles 
away.  Ten distributors and bodybuilders were there 
as well.  Scelzi gave a great presentation about their 
service bodies, and Summit Truck Body gave us 
good news on their expansion in the Northwest.  It is 
so good to be able to meet in person and see each 
other’s faces once again! 

FORD TRUCK 
club neWS
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HIGHBEAMSHIGHBEAMSIn TheIn The

WORK TRUCK SOLUTIONS 
RELEASES CV SHOWROOM

Work Truck Solutions announced 
CV Showroom™ to help dealers 

serve their business customers 
despite record low inventory levels. 
With today's inventory challenges, 
dealerships cannot depend on 
having upfitted vehicles on their 
lot. However, it's critical that they 
have the ability to show commercial 
vehicle shoppers, in an online 
format, the variety of finished 
vehicles available for their specific 
business needs. 

Said Kathryn Schifferle, CEO, "We're 
always looking for innovative ways to 
help our dealers and CV Showroom 
is another mile marker on our track 
record of doing so." By analyzing 
historical data, such as average 
days to turn and prior sales volume 
of specific upfit configurations, 
Work Truck Solutions will make 
recommendations for virtual 
inventory. Dealers can then review 
the suggestions and tag which ones 
they want to show, helping them land 

on a virtual inventory showroom that 
offers the vehicles most likely to 
appeal to their customers. 

Added Schifferle, "CV Showroom 
provides a way to display vehicle 
configurations, including details 
of the chassis and upfits, that 
have historically been best sellers, 
providing a path to efficiently get 
customers into our EZOrder process 
and complete the sale. CV Showroom 
helps our commercial vehicle dealers 
and they in turn help their customers 
- it truly benefits all parties." 

As an added benefit, the display 
of body manufacturers and 
configuration specs contribute 
significant content to a dealership's 
website. And this content, especially 
with low on-lot inventory levels, 
offers tremendous SEO value. 

Work Truck Solutions has selected 
a group of dealers to pilot CV 
Showroom, and we plan to make this 
service available to all customers in 
May.  

Learn More at
www.worktrucksolutions.com

TRANSFORMATIONTRANSFORMATION

SOCAL SAWBODIES NOW USA TRUCK BODIES

Since 2014, USA Truck Bodies (formally SoCal 
Sawbodies) has designed and manufactured the 

only aluminum saw body in the world, 100% designed 
and built in the USA. 

 As one of the only manufacturers that offers a 100% 
turn key solution for our customers - they involve each 
customer in the design process- taking each unique 
concept from idea to reality.  

This service first mentality and their desire to work 
with each customer's unique requirements sets them 
above and beyond.  

For More Information go to
 www.usatruckbodies.com or contact them directly at 

thomas@usatruckbodies.com
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The work truck market is ever-changing, especially 
now. Light duty dealers are going through a 

transformation as commercial sales skyrocket. With 
this increased demand comes the dealer’s need for 
additional commercial lenders. Dealers want to feel 
confident their lender has the know-how and capability to 
support their growth and the growth of their customers. 
They also need to know the lender is committed as a 
responsive and flexible partner in these ever-changing 
market conditions.

MARKET GROWTH
The final mile market has surged over the last two 

years, increasing demand for light duty and medium 
duty trucks.  

ACT Research shows light duty market share is over 
40% for classes 3-8, levels that have not been seen 
since the late 1940’s.

                                                                                

Source: ACT Research 2022

Dealerships that traditionally focused on light duty are 
finding their customer profile is changing. Commercial 
customers’ needs are evolving, which means financing 
needs are also evolving. Let’s explore the reasons why 
you should evaluate your current commercial finance 
partnerships and consider a new one.

1. CUSTOMER PROFILE IS CHANGING 
Commercial customers have different needs and 

require a different approach. They don’t have the 
time or inclination to visit the dealership and they are 
knowledgeable about what they want.  “Compared to 

retail, the loyalty between dealers and buyers is much 
more developed in commercial sales. Once you take 
care of a business customer well, they can bring you 
all their business for years to come,” according to Work 
Truck Solutions.

2. EQUIPMENT IS CHANGING
If the show floor of NTEA’s Work Truck Week 2022 is 

any indication, electric vehicles - the first to market of 
the sustainable energy solutions - are poised to enter the 
market in force.  The opportunity for dealers, OEMs, and 
upfitters is massive. The global Battery Electric Vehicle 
market, valued at US$150 billion in 2020, is anticipated 
to reach US$300 billion by 2027. The North American 
electric vehicle (EV) market alone was valued at US$12.8 
billion in 2020, and is expected to expand at a compound 
annual growth rate of 37.2% from 2021 to 2028.

Technology has also become a major consideration 
for work trucks. The addition of cameras, telematics, 
electrification, and solar are now a significant part of the 
conversation, according to a Work Truck survey of fleet 
professionals.

3. SALES CYCLE IS CHANGING
Fleet professionals mention a new challenge:  they 

cannot budget, purchase, and place into service 
vehicles within the same budget year. These challenges 
are echoed by most customers across the industry. “Our 
dealerships are telling us that order boards are full until 
the end of 2022, with pent-up demand through 2023. 
This demand is attempting to make up for the lack of 
supply over the past two years and isn’t accounting 
for the anticipated pre-buy demand before the 2024 
emissions regulations come into effect,” says Dave 
Herring, General Manager of Work Truck Finance, a 
division of Mitsubishi HC Capital America.
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"LIGHT DUTY DEALERS ARE GOING 
THROUGH A TRANSFORMATION AS 
COMMERCIAL SALES SKYROCKET. 

WITH THIS INCREASED DEMAND COMES 
THE DEALER’S NEED FOR ADDITIONAL 

COMMERCIAL LENDERS."

MORE THAN FINANCE: 
3 Reasons to Add a Specialized Lending Partner 

By Lesley Lopez, Mitsubishi HC Capital America

https://www.worktrucksolutions.com/news-and-events/growth-strategy-commercial-vehicles
https://www.worktrucksolutions.com/news-and-events/growth-strategy-commercial-vehicles
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3 REASONS TO ADD...3 REASONS TO ADD...

© The Knapheide Manufacturing Company 2021

INTRODUCING 
THE NEWLY 

REDESIGNED PGTD

B&W Turnoverball® Gooseneck Hitch System 
with 2-5/16” Ball Included (hitch is rated at 

30,000 lb gross trailer weight with 
7,500 lb tongue weight).

Full height slam tailgate with 
center mounted release handle.

Upgraded rear mount 
lighting system.

 Four 36” high front compartments, 
each with 250 lb. capacity shelves.

NEW FEATURES

The combination of full order boards for OEMs and the 
difficulty of businesses being able to budget their truck 
purchases effectively means more customers may 
have to rely on financing to bridge funding gaps.  This 
is where having the right specialty lender as a dealer 
partner becomes not just important, but essential.

At Mitsubishi HC Capital, we love work trucks.  Our 
specialty lending focus is on work trucks, both 
light and medium duty. We have over 20 years of 
experience in the work truck space, and we understand 
commercial lending.  We are more than financing. 
We are committed to our dealer and upfitter partners, 
helping them realize success, achieve their goals, and 
ensure their customer’s loyalty.  We are a specialty 
commercial lender that is responsive, flexible, and 
commercial centric.  

Ready to get started? Due to the complexity and rapidly 
shifting dynamics of commercial vehicle sales, working 
with a knowledgeable industry lender can be the most 
efficient way to grow your business. Mitsubishi HC 
Capital America’s Work Truck Finance team provides 
comprehensive, cross-functional expertise, financing 
and support for OEMs, dealers, and upfitters. 

If you’re ready to learn more
Visit mhccna.com or call 866-610-5560

FORDPROS APR/MAy 2022FORDPROS APR/MAy 2022 13       

https://www.knapheide.com/
https://www.mhccna.com/en-us
https://www.mhccna.com/en-us


A CRITICAL SKILL IN TIMES OF TURMOILA CRITICAL SKILL IN TIMES OF TURMOIL
ADAPTABILITYADAPTABILITY
Many of us are having a hard time remembering what 

“normal” used to be. In fact, how many years must 
you go back in your mind before you think that things 
were “normal”? Was it prior to the presidential election in 
2016? Or was it February 2020, just before COVID began 
causing business shutdowns across the USA? Or was it 
later than that? Maybe back before 9-11? Your political 
viewpoints might affect your answer somewhat, but not 
completely. Or have you been totally unaffected by the 
events of the past 5+ years in both your personal and 
professional lives?

At Scelzi Enterprises, most of us would say that is not 
the case, and that we have been operating in unfamiliar 
territory for quite some time. During these uncertain 
times, both individual and company core values become 
even more important, as well as adaptability to the 
situation. For everyone at Scelzi, maintaining premium 
product quality is at the forefront of every task they 
perform – and providing superior customer service 
to dealers and end users alike. Maintaining those two 
together has required a tremendous amount of effort, 
creativity, and adaptability over the past few years.

MAINTAINING CORE BELIEFS
“Maintaining a premium quality product when your 

supply lines are coughing and sputtering is not easy,” 
states Scelzi President Mike Scelzi. “We have scrambled 
repeatedly to steady the ship, and picked up some new 
management skills in the process. One mistake we may 
have made was in thinking that once we determined 
how to keep our doors open and keep our employees 
healthy and COVID-free, that we could handle anything. 
And then came the microchip and supply line hiccups.“

Current industry thinking seems to suggest the 
shortage of microchips will continue for the foreseeable 
future, and this will lead to sporadic outages that will 
disrupt production for most high volume truck body 
upfitters. The uncertainty of delivery times has caused 
quite a bit of pressure on Scelzi to cut production hours 
at certain locations - something they are not happy 
about. “You try so hard to find and train a great work 
team“ adds Scelzi, “and then through no fault of anyone 
on the team, there are gaps in component deliveries 
that lead to some shorter-than-ideal work shifts. It is 
especially frustrating as we try to ramp up production 
in our two newest facilities in Shafter (CA) and Tacoma 
(WA), and train those team members in the Scelzi way.”

SUPPLY LINES AND UKRAINE
The supply chain challenges which caused material 

shortages beginning in 2021 have been made worse 
by the situation in Russia-Ukraine, which is certain to 
cause more upward pressure on fuel prices and steel 
production. “At a time when we should all be thankful 
we have survived COVID and focus instead on trying 
to manage the shipping port-container challenges, the 
situation in Ukraine adds even more problems,” Scelzi 
says. In addition to the human cost there, this adds yet 
another business variable that few saw coming.

At Scelzi Enterprises, the louder the noise and turmoil, 
the more they rely on their core values. There is 
adaptability to the “new norm” while still maintaining 
a singular focus on those themes that have taken the 
company to this point and will drive them until the 
last door is closed on the last truck body they build. 
Adaptability and creativity, and a focus on their Premium 
product quality and customer support: the driving forces 
behind Scelzi Enterprises since their very beginning.  

For more information, 
visit www.seinc.com

BY BILL VANDER PLAATS, SCELZI ENTERPRISES, INC.
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F R E E  V I RT U A L  E V E N T  P R E S E N T E D  BY  W O R K  T R U C K  S O L U T I O N S

If you’re looking for ways to adapt to today’s business customer  
expectations, we’d love to help. Discover what partnering with  

us will do for your commercial vehicle business operation.

• Learn how to stay ahead of the shifting market.

• View demand by commercial vocation.

• Secure more business using forward-thinking strategies.

• Understand the importance of partnering with upfitters.

• Find out why leveraging data maximizes profits.

You’ll automatically receive new chapters of 
the Commercial Playbook absolutely free.

Let’s Talk: (855) 265-9996 Email Us: info@worktrucksolutions.com

W W W . W O R K T R U C K S O L U T I O N S . C O M / C V B S U M M I T

S P R I N G  2 O 2 2

MOBILITY BY THE NUMBERS:  
DATA THAT IDENTIFIES OPPORTUNITY

C H A P T E R  1

WANT TO GET YOUR FREE 
COMMERCIAL PLAYBOOK?

Click Here
GET THE PLAYBOOK!

CLICK HERE TO REGISTER FOR FREE »

MAY 18-19,  2022

S P O N S O R E D  B Y :

https://hopin.com/events/cvb-summit-spring-2022?code=0z4g2mvo8P93cfK3fI6hrS87d
https://www2.worktrucksolutions.com/playbook-fordpros
mailto:info%40worktrucksolutions.com?subject=Get%20My%20Commercial%20Playbook


The largest trade show for fleet/
commercial vehicles finally 

returned to an “actual” face-to-face 
venue after a one-year hiatus, owing 
to Covid-19 issues.  It seemed that 
all the usual sponsors, attendees 
and body builders were there in full 
regalia.  

Showgoers were very active, and the 
attendance appeared to be just about 
the same as the 2020 show.  Several 
exhibitors commented that those in 
attendance were more intentional in 
their conversations with suppliers.  

The Ford booth had the same 
footprint as it has had in previous 
years.  The focus was on units that 
will be “the future:”  the Ford F150 
Lightning and the E-Transit vans.  
Only two non-electric vehicles were 
in the booth, an E450 Cutaway and 
an F650 cab/chassis.  There were no 
references to other fuel alternatives, 
no propane- or CNG- alternatives.  

The emphasis at the “Ford Grass 
Roots” meeting was almost entirely 
focused on the new electric vehicles 
that will be coming. The press 
briefing reflected the same almost-
total emphasis on the electric units.  

The Ford OEM meeting was in 
the largest meeting room ever 
and was standing-room-only.  The 
emphasis was on the Lightning and 
the E-Transit.    Although the Ford 

booth mostly emphasized electric 
vehicles, there was more traditional 
Ford chassis presence than ever 
in the show at large, with literally 
hundreds of F-Series Cab Chassis, 
as well as Medium Duties, with 
diverse “finishes”. Truly highlighting 
the complete trucks that are the 
heartbeat of American commerce.  
The Ford Transits were on wide 
display with bodybuilders and insert-
builders that make this unit the over-
the-top key vehicle for their vocation-
specific units as well.

WHY WEREN’T YOU THERE?
In the same way that professional 

third-grade teachers are expected, 
required actually, to attend refresher 
courses in order to maintain their 
position, fleet/commercial specialists 
should not only be required by their 
OEM to stay up-to-date on the nuances 
of this market, but even more.  All 
Ford fleet/commercial specialists 
should “attend this graduate course” 

every year, to ensure that they have all 
the latest nuances beyond that of the 
Ford offerings, to include the Finished 
Fords that are on display, along with 
all the new latest trends that will serve 
your end-users.  Taking 2-3 days to 
get yourself prepared to meet the 
needs and  seize the opportunities 
in the coming year (and beyond) are 
critical to your success.  Plan ahead, 
and be at Work Truck Week 2023, 
Indianapolis, March 7-9, 2023.  

LOOK AT THE SNAPSHOTS, 
ARTICLES & VIDEO INTERVIEWS 

To take a look at only a small fraction 
of what you missed read on or go to 
www.nationalfordtruckclub.com - 
photos, interviews, and videos galore!

 
If you weren’t there, 

you should have been!   

IN REVIEWIN REVIEW
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THE PERFECT BUMPER FOR EVERY TRUCK BUILD

For over two decades, Switch-
N-Go® has been providing 

solutions to businesses that want 
a work truck that can do more. With 
advantages over both traditional 
permanent mount units, as well 
as hooklift units, Switch-N-Go® 
offers endless opportunities to 
maximize investment and optimize 
the workday. Designed specifically 
for vehicles with a GVWR of up to 
33,000lbs, Switch-N-Go® is ideal 
for class 4-7 chassis cabs and can 
be installed on a variety of domestic 
and imported 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 full line 
of standard products, including 

dump bodies, flatbeds, drop box 
dumpsters, and WorkReady™ 
subframes. They recently expanded 
into more specialty products with 
solutions available in stainless 
and aluminum options as well. It is 
important to note that all Switch-N-

Go® products are designed to be 
paired with the popular Ford chassis 
84” cab-to-axle (CA) platform. 

The latest product innovation wqas 
officially launched at the 2022 Work 
Truck Show is the patented Switch-
N-Go® Versa-Fit™ Bumper System. 
Prior to NTEA, the Versa-Fit™ Bumper 
System was briefly announced, 
stating that the redesigned bumper 
was not only equipped for Switch-N-
Go® upfitted trucks, but hooklift and 
direct mount body applications as 
well, making it the perfect bumper 
for every truck build.

WTW22:  SWITCH-N-GOSWITCH-N-GO

Maximize towing capabilities and build the ideal VersiFit™ Bumper in 6 steps:
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https://switchngo.com/
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Adrian Steel Company is excited 
to announce its biggest launch 

of new cargo management solutions 
for vans, trucks, and work vehicles 
of all types in conjunction with 
NTEA’s Work Truck Week, March 8 
– 12, 2022 in Indianapolis, IN. The 
product launch features over 20 new 
products. 

As a leading manufacturer 
of vehicle upfits and cargo 
management solutions, Adrian Steel 
is proud to introduce several new 
lines of product designed to help 
tradespeople of all vocations work 
safely and efficiently. 

Featured releases range from 
expanded equipment lines to brand 
new solutions, with the expanded 
Profile™ Roof Rack Series taking 
center stage. New additions to this 
line of roof racks include:

ProLift™ - The ProLift™ is up to 50% 
easier to operate than comparable 
drop-down style ladder racks. This 
makes it the safest and easiest 
drop-down ladder rack system on 
the market. Using unique patent-
pending, mechanical advantages, 
and Lift-Assist Technology, ProLift™ 
raises and lowers ladders with an 
almost effortless pull, saving you 
time and energy while reducing back 
and shoulder injuries. 

The low-force operation is 
extremely smooth, reducing operator 
fatigue and injury so you can perform 
the job efficiently, effortlessly, and 
safely. ProLift™ supports a variety of 
ladders ranging from 8’ step ladders 
to 40’ extension ladders. ProLift™ 
can also double stack ladders at up 
to 100lbs. per side. The rack is low-
profile, lightweight, and built to last. 

George Bernwanger, Chief Engineer 
for Adrian Steel, stated “The all-

new ProLift™ Ladder Rack has been 
extensively designed, after years 
of feedback, to become the #1 new 
performing drop-down ladder rack 
on the market.”

Grip-Lock – Grip-Lock’s simple, 
one-handle operation and adjustable 
clamping pads provide safe and 
easy operation with the flexibility to 
accommodate more ladders than 
any comparable competitor rack. 

HD Utility Rack - This rack is 
modular in design allowing you to 
build a custom rack to support the 

variety of cargo you need to carry. 
Now available for vans, pickup 
trucks, toppers, enclosed service 
bodies, and trailers. 

In addition to our new PROFILE 
series of ladder racks, Adrian 
Steel also showcased a new 
line of tank racks, the EZLoad™ 
Tank Rack System, designed to 
improve accessibility and storage 
functionality for anyone transporting 
tank cargo. The EZLoad™ system 
is designed to be installed at a 45 
degree angle to give you the most 
ergonomic, grab-n-go access to your 
tanks. The EZLoad™ racks’ modular 
patent-pending design allows you 
to build a perfect configuration of 
30 – 50 lb. tanks and/or acetylene 
tank options. Stack, mix-and-match, 
or add shelves to find the best 
configuration for you.

“Gas-filled tanks can be one of the 
heaviest items in work vehicles. 
Working with owners and operators, 
we realized tank racks were 
causing unnecessary frustration 
and body strain in many situations.

BIG LAUNCH OF NEW CARGO MANAGEMENT SOLUTIONS
WTW22:  ADRIAN STEEL COMPANYADRIAN STEEL COMPANY

https://www.adriansteel.com/products/ladder-racks/drop-down-ladder-rack.php?utm_source=Press+Release&utm_medium=Multiple&utm_campaign=NTEA+Product+Launch
https://www.adriansteel.com/products/ladder-racks/grip-lock-ladder-rack.php?utm_source=Press+Release&utm_medium=Multiple&utm_campaign=NTEA+Product+Launch
https://www.adriansteel.com/products/ladder-racks/utility-ladder-rack.php?utm_source=Press+Release&utm_medium=Multiple&utm_campaign=NTEA+Product+Launch
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The EZLoad™ Ergonomic Tank 
Rack System was designed using 
Rapid Entire Body Assessment 
(REBA) to eliminate high-risk body 
movements and strain.  This is truly 
a new generation of patent-pending 
tank racks that will make your 
work much easier and SAFER,” said 
Bernwanger.

The product launch at NTEA’s Work 
Truck Week also included over 20 
additional products, such as:

• 16” Deep Shelving: We took our 
Heavy-Duty Series of shelving 
to the next level by expanding 
the shelf depth. You can safely 
and securely store wire and 
cable boxes, commercial storage 
cases, and more. We have also 
eliminated wasted space around 
the wheel well with an 8” shelf 
option keeping loose pipes and 
fittings from rolling around the van 
floor.  Our revolutionary under-the-
shelf conduit prevents slips, trips, 
and falls by securely storing your 
conduit under the shelves! 

• Enhanced sliding door partitions 
for no-drill installation

• Additional accessories for grab-
and-go storage of caulk, gas 
cylinders, and more.

• A fold-down worktop and vice

• Electric vehicle offerings: All-new, 
patent-pending, Zero-Drill Floor 
plates will allow shelves to be 
mounted into the vehicle without 
drilling into the floor. We also 
modified our installation approach 
for partitions to avoid drilling into 
the floor. Adrian Steel has both 
the knowledge and solutions to 
help customers get the most out 
of their electric vehicles. 

Check our Website 
for more Information at 

www.adriansteel.com

WTW22:  ADRIAN STEEL COMPANYADRIAN STEEL COMPANY

https://www.adriansteel.com/


"THE SHOWCASE ALSO PROVIDES AN 
EXCELLENT EDUCATIONAL OPPORTUNITY FOR 
EMPLOYEES WHO ARE NEW TO THE COMPANY, 

ALLOWING THEM TO FAMILIARIZE THEMSELVES 
WITH KNAPHEIDE’S EXTENSIVE PRODUCT 

LINEUP IN A HANDS-ON CAPACITY."

Following a successful week in 
Indianapolis for the annual Work 

Truck Show, Knapheide brought 
“the show” back home to the 
parking lot of its Quincy, Illinois 
headquarters with an on-site 
display of the products featured at 
this year’s event.

“The purpose of the parking lot 
exhibit is to bring the NTEA booth 
back to Quincy for all internal 
personnel to see,” said Product 
Strategy Manager Haily Meyer. “It 
allows us to get customer-facing 
personnel up to speed with the 
new products and accessories we 
showed at the event and serves as 
a refresher on existing products. It 
also gives internal teams the ability 
to see what our finished product 
looks like when it is completed, 
mounted on trucks, and ready to be 
put into use by our customers.”

 
As a new employee, Communications 

Specialist Dori Bramer used the 
opportunity provided by the on-site 
exhibit to better familiarize herself 
with Knapheide’s extensive product 

offerings and how they serve our 
diverse customer base.

The showcase also provides an 
excellent educational opportunity 
for employees who are new to 

the company, allowing them 
to familiarize themselves with 
Knapheide’s extensive product 
lineup in a hands-on capacity.

“After touring the parking lot 
exhibit with Haily, I can confidently 
say that there is so much value 
in this display and this tour,” 
said Communications Specialist 
Dori Bramer, a new employee at 

Knapheide. “I learned so much 
about our products, the features 
on each unit, the customer and 
vocation that each truck can serve, 
plus so much more. Going into 
this tour, I explained to Haily that 
I really didn’t know anything about 
our trucks. He then tailored the tour 
to me, a new employee with limited 
knowledge, and gave me a very 
detailed, yet simplified, explanation 
of each unit. I walked away from this 
tour with a newfound confidence in 
my knowledge of our Knapheide 
product line.”

Knapheide’s accounting team 
helps with finished goods inventory 
annually, but very rarely does 
the group get to see the trucks 
in their final form. According to 
Accounting Supervisor Melinda 
Hoener, a display like this helps the 
team better understand what the 
inventory in the yard will look like 
as it is delivered to the customer.

“We constantly see all of the 
suppliers and short descriptions of 
parts on invoices, but never really 
know what they physically look like 
and what functions they serve on the 
finished products/upfits,” Hoener 
offered. “From a cost accounting 
perspective, the more familiar we 
are able to get with the function, 
form, and fit of the products, the 

better. We are constantly analyzing 
bills of materials to understand the 
costing structure and see if there 
are errors in how we are reporting 
our inventory costs. So, having 
that physical interaction with the 
product gives us a much better 
understanding of how everything 
works together.”

In the Shipping and Receiving 
department, the International/
Navistar MV electric truck was of 
great interest.

“There was a lot of buzz, no 
pun intended, about the electric 
vehicle,” said Shipping and 
Receiving Manager Ryan Blue. “This 
generated a lot of questions about 
range and durability of the electrical 
components. My team also thought 
the removable 5th wheel option was 
a neat feature. Overall, they really 
enjoyed the opportunity to see the 
finished products.”

BY BEAU BECRAFT, KNAPHEIDE
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THE SHOW GOES ON
WTW22:  KNAPHEIDEKNAPHEIDE



 
The on-site display allows employees 

to take a closer look at what a finished 
Knapheide upfit looks like.

For those who work on the 
manufacturing floor, they see the 
components of each body in their 
rawest form, but rarely get the 
opportunity to view the finished 
product that is the end result of their 
efforts.

“It is great to see the finished 
product,” said Nathan Housewright, 
an assembler on the production floor. 
“I also enjoy looking at the trucks at 

the annual employee picnic. It’s crazy 
how much stuff they can fit inside of 
these bodies. I also like to look at the 
different ways people trim the units.”

The sentiment was shared by 
Housewright’s colleague, Will Friday, 
another assembler on the shop floor.

“It’s always nice to see the finished 
product,” Friday offered. “I thought it 
was interesting to see the variety of 
uses the bodies have in the field.”

The distributor services 
department also found the display 
incredibly informative during their 
time on the tour.

“It really helps us in seeing what 
we’re selling and how the bodies 
fit up on the chassis, especially the 
48” or 60” tall bodies on a particular 
chassis. They look a lot better on 
the bigger trucks than a 40” high 
body,” said Sales Correspondent 
Jane Gardner. “I also hadn’t seen 
the Turnoverball system, so this was 
actually beneficial to see it as well.”

For Gardner’s colleague, Inside 

Sales Correspondent Laurie Walters, 
seeing the trucks up close and 
learning more about the bodies 
themselves, she now feels more 
comfortable and confident when 
speaking with her distributor clients 
when they’re seeking specific 
products.

“Getting to see the finished bodies 
and all the features and options 
we offer is very helpful and helps 
in speaking with the distributors 
intelligently and understanding 
what they are searching for,” Walters 
noted.

Throughout the multi-day display, 
Knapheide’s numerous internal 
departments enjoyed getting a 
closer look at all 12 vehicles from a 
variety of manufacturers, all upfitted 
with various Knapheide bodies.

WTW22:  KNAPHEIDEKNAPHEIDE
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THE SHOW GOES ON

https://www.knapheide.com/service-bodies/


Give your operation a lift with equipment you can depend on – 

durable, made in America, and ready to handle every challenge. 

From light-duty electric cranes to full heavy-duty upfit packages, 

Venturo delivers the rugged performance your jobs demand. 

FIND THE CRANE FOR YOU AT VENTURO.COM

ELEVATE 
YOUR FLEET

https://www.venturo.com/


ADRIAN STEEL – Gabrielle Haines, Marketing Manager 
– Adrian Steel is embracing electrification, helping 
customers and fleets transition over to EVs. With our 
all new Zero-Drill floor plates, shelves can be mounted 
into the vehicle without drilling into the floor, a huge 
safety concern. Also, 20 new products were showcased, 
including their new PROFILE™ ladder rack series, which 
includes the HD Utility Rack, Grip-Lock, and ProLift™ 
drop down rack. The ProLift™ is 50% easier to operate 
than comparable drop-down style racks, making it the 
safest and easiest drop-down on the market. Grip-
Locks simple, one-handle operation provide safe and 
easy operation with the flexibility to accommodate 
more ladders than any comparable rack. 

www.adriansteel.com

COMMERCIAL TRUCK TRAINING - Coach Ken Taylor - 
Ken discusses that “Timing is everything ! I just 

attended a 3 hour program here at WTW22 on next steps 
and what to do during these difficult times and how to 
overcome these obstacles. It’s a must that dealers 
contact their customers to let them know what’s going 
on.” Since 1989, Ken Taylor has been delivering training, 
consulting, professional coaching, and marketing 
to some of America’s largest corporations. Known 
nationally as “America’s Corporate & Personal Coach”, 
Ken’s advice and services have helped companies 
like General Electric, General Motors, Fiat Chrysler, 
CitiBank, Wells Fargo, Ford, Mercedes-Benz, Nissan, 
and the Federal Reserve Bank of the United States. Ken’s 
programs have been used on the national, regional, and 
individual business levels to achieve ultimate success! 
https://coachkentaylor.com/ 

DRIVERGE VEHICLE INNOVATIONS – Sean 
Meredith, Senior Business Development Specialist 
– Sean manages National Account and larger Fleet 
Management companies. Driverge is exploring E-Van 
capabilities beyond their people-mover products, such 
as vocational upfits, specialized vehicles, and more. 
As a Ford Bailment Pool, Driverge is spreading its 
chassis inventory as needed to their Akron, Kansas City, 
and Chico facilities allowing them to order to spec to 
meet the needs of their customers. Their goal for the 
show was to meet with Fleet Management customers, 
all of whom were attending the WTW22 event. Their 
purchasing team attended the show to meet with new 
vendors, both attending and exhibiting at the show.

https://www.driverge.com/ 

VIDEOS FROM VIDEOS FROM 
Click Video images to Watch Video
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https://www.adriansteel.com
https://coachkentaylor.com/
https://www.driverge.com/ 
https://youtu.be/z05urPHML4I
https://youtu.be/JDvW0iNa5u4
https://youtu.be/FI16OfqaFeY


and OEM partners. Knapheide showcased new 
offerings at the show in terms of both products and 
processes and highlighted items that have made it 
easier to do business with Knapheide. On the show 
floor was the new Aluminum KUV (the KUV is known 
as the Kleenex of the industry), a product that has 
allowed Knapheide pay attention to payload capacity, 
especially with all of the new E-Platforms, (like the 
E-Transit), in the industry.  With the weight of the 
battery, a lighter body will be a very useful truck for a 
lot of customers. Weight will be a key factor moving 
forward and anything Knapheide can do to reduce 
it, through innovative materials or design, while still 
providing sufficient payload for the end-user, is a win. 
Knapheide is proud of its 174 year history and the 
products that have evolved over that time. 

Learn more about the Knapheide Aluminum KUVcc 
and all of Knapheide’s other product offerings at 

www.knapheide.com

MITSUBISHI HC CAPITAL AMERICA (PART 1) – Kirk 
Mann, Senior Vice President & General Manager of 
Mitsubishi HC Capital America and John Critelli, Director 
of Corporate Development, Mobility Solutions. Kirk 
reveals how a google search to rebrand the retail finance 
division unexpectedly led to a partnership with Work 
Truck Solutions and how the transportation division is 
committed to their OEM partners, dealer base, and the 
dealer’s customers. John explains how Mobility Solutions 
is helping dealers prepare for the electric transformation 
through consultative services and financing. Mitsubishi 
HC Capital America offers end to end electrical 
vehicle financing for the entire supply chain including 
charging infrastructure, floorplan/inventory financing, 
and commercial end-user vehicle financing. Beyond 
transportation, Mitsubishi HC Capital America and 
Mitsubishi HC Capital Canada offer solutions for every 
lending need their customers may have. 

MITSUBISHI HC CAPITAL AMERICA (PART 2) – Dave 
Herring, Vice President and General Manager of Work 
Truck Finance, a division of Mitsubishi HC Capital 
America.  Work Truck Finance provides financial 
solutions for the transportation industry, specifically 
light and medium duty commercial truck dealers and 
upfitters. At Work Truck Finance, they love work trucks. 
The company is committed to the commercial work 
truck space, offering flexible financing terms, inclusive 
of specialized equipment. Regarding upfitting, Herring 
states “Whatever you put on the top of that chassis, we 
are going to finance it”. Mitsubishi HC Capital America’s 
Work Truck Finance team provides comprehensive, 
cross-functional expertise, financing and support for 
OEMs, dealers, and upfitters. 

If you’re ready to learn more, visit mhccna.com

VIDEOS FROM VIDEOS FROM 

KNAPHEIDE – Mandar Dighe, Vice President of Sales and Marketing, 
spoke with us about Knapheide’s focus at WTW22. After a year off, the 
team was excited to re-engage with distributors, customers, friends

Click Video images to Watch Video
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https://www.knapheide.com/
https://www.mhccna.com/en-us
https://youtu.be/X0L971WBFzY
https://youtu.be/hmATym-g-YY
https://youtu.be/WFUwCZxTQa0


OEM TRUCK EQUIPMENT – Beau Lafferty, Director 
of Sales, discusses the current state of the market 
and shares information on the OEM’s and body 
manufacturers they carry and install: CM, Reading, 
Stahl, Stellar, and more.  “We do a lot of Ford work 
with dealers and want to become a Bailment Pool with 
them like we are with other OEM’s. We have grown by 
leaps and bounds by being able to offer both the upfit 
body and the chassis. The amount of inventory and 
equipment we keep on the ground, combined with 
the quality and speed we can get it done we service 
dealers in Oklahoma, Texas, Arkansas, Louisiana, 
New Mexico, Arizona, Kansas, and Missouri allows 
us to get it done.” 

oemtruckequipment.com

SAFE FLEET (Parts 1-3) – Craig Bonham, Vice 
President, Commercial Vehicle Group – At Safe Fleet, 
we think there's a smarter way to approach fleet 
safety. That's why we created a unified platform for 
total safety for fleets of every type, providing access 
to an unrivaled range of best-in-class smart solutions 
and a nationwide network of service and distribution 
centers. Take a look with Craig into our WTW22 booth 
to learn more about how our portfolio of integrated 
safety solutions from industry-leading brands like 
Prime Design, American Midwest Fleet Solutions 
(AMFS), American Van, RVS, Seon, Bustin, Randall, 
ROM, FRC, Roll·Rite, Pulltarps, and more, are Driving 
Safety Forward™ for safer, smarter fleets.

 Learn more at www.safefleet.net

available in the 11 ft. and 14 ft. with a 12,000 lb. crane 
for the Ford F-650 and Ford F-750.  “Let’s go look at 
the new Mechanics Body Series 78 crane body.” 
www.readingtruck.com/product/rm-78-crane-body/   

In Part 2 Chris discusses the RM-78 Crane Body and 
integration of safety features for their customers. 
Equipped with dual extending outriggers for a 
12,000 lb. crane, the strong stability of the torsion 
box understructure provides the required safety. 
The cargo area comes with standard tie-downs and 
rear lightboxes, which provide an additional level of 
security because they are not mounted directly into 
the body. Integrated into the rear tail-light is an LED 
Warning strobe light that’s beneficial when parked at 
the side of the road. The headache rack is integrated 
into the body and the crane control center, with 
touch-button control, is all in one place to operate 
outriggers, lighting, starting the compressor and 
sending power to the crane. 
www.readingtruck.com

VIDEOS FROM VIDEOS FROM 

READING TRUCK (Part 1 - 2) – Chris Jenkins, National Sales Manager for 
Reading Truck, talks about product innovation. “We have brought our new 
crane body, the next version of our Reading Mechanics body, the 78 Series, 

Click Video images to Watch Video
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and landscaping fleets have changed the way 
they look at the metrics that they have focused 
on in the past while making purchasing decisions, 
including Task Utilization, Return on Investment, 
and Safety. Switch-N-Go® has worked with dealers 
to help them understand that this doesn’t reduce 
the number of truck chassis that they are selling, 
but rather, branching out into different ways of 
selling. This includes used chassis, transferability 
between chassis, long-term customer relationships 
for repeat body sales, and more. The Switch-N-
Go® hoist system has recently been redesigned as 
a bolt-on solution making that even easier. Paired 
with a fleet of bodies, and our patented Versi-Fit™ 
Bumper perfect for every type of truck build, Switch-
N-Go® is the work truck solution for Arborists, 
Landscapers, Property Managers, Junk Haulers, 
Municipalities, and more. 

 https://switchngo.com/ 

TRANSFER FLOW – Ben Winter, Director of Business 
Development and Sales. Ben is this year’s Treasurer of 
NTEA. Transfer Flow connected with customers and 
suppliers at the show. They exhibited and brought team 
members from business development, engineering, 
and sales, to attend, look for innovation and look for 
current and future trends. Each team made sure they 
were accommodating the needs of everyone they met 
at WTW22. While their core competency is fuel systems 
design and development for after-market and OEM 
Divisions, they’re also opening new opportunities and 
products like their catalytic converter protection shield. 
TFI buys their equipment and raw material in the U.S., 
use U.S. labor and U.S. facilities to build their products. 
The company is committed to building a stronger 
community and their number one goal is safety for their 
employees, customers, their equipment, and at the job 
site. https://www.transferflow.com/  

VENCO VENTURO – Ian Lahmer, Marketing Director 
and Western Regional Territory Manager for Venco 
Venturo discusses their new products and the release 
of the HT45KX Crane with an 8,000 lb. capacity in 
April of 2022.  Venturo will also release 10,000 lb. 
and 12,000 lb. capacity cranes in the April/May 2022 
timeframe. These new releases will enable Venturo to 
reach markets previously unavailable to them. “For the 
past two years our business has been running crazy. 
Our backlog is high, individual sales rep’s backlog is 
high, and orders are going as fast as we can produce 
them.” Venturo makes DEMO units available for dealers 
and distributors to showcase Venco cranes to their 
customers. 

https://www.venturo.com/ 

VIDEOS FROM VIDEOS FROM 

SWITCH-N-GO – Jeff Jerousek, Vice President of Sales – Chassis shortages 
have heightened and accelerated the trend of purchasing trucks that can do 
more than one task. Fleet managers in Municipalities, construction firms, 

Click Video images to Watch Video
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COMVOY- Mike Howe, Senior Director of Sales and 
Business Development – Comvoy.com’s presence at 
WTW22 was to showcase this nationwide marketplace 
to dealers of the commercial truck industry. Launching 
in 2019 with goals of raising leads for Work Truck 
Solutions dealers, and increasing traffic to assist the 
dealers with organic and paid traffic, Comvoy.com is 
now focusing on the next stage of bringing on strategic 
business partners. Comvoy.com enables visitors 
the opportunity, through structured data, to search 
for and find new and used vocational work trucks at 
dealersships nationally. Comvoy.com also provides a 
wealth of articles, education, and use cases presenting 
decision options for end-users.  With EVs being an 
increasingly important topic of consideration for fleets, 
as well as small businesses, Comvoy.com also provides 
valuable information for site visitors. 

https://www.comvoy.com/ 

WORK TRUCK SOLUTIONS - Jim Press, Senior 
Advisor to Work Truck Solutions, started his career at 
Ford, joining Toyota in 1970 and serving in most key 
executive positions before being named COO of Toyota 
Motor North America. Jim served as Executive Vice 
President/Senior Advisor to The McLarty Companies, a 
fourth-generation family transportation business based 
in Little Rock, Arkansas until December 31, 2020;. “The 
commercial truck industry is in a position to take off, 
and become a much bigger portion of volume and profit, 
and more importantly, it’s a wonderful opportunity for 
our dealers to move into the mobility space, which really 
is the future.” 

https://www.worktrucksolutions.com/ 

WORK TRUCK SOLUTIONS -  Kathryn Schifferle, CEO 
of Work Truck Solutions discusses issues the industry 
is experiencing.  Work Truck Solutions was started 
to solve a singular issue.  While dealers had upfitted 
vehicles on their lots, the was little or no exposure to 
customers in need of a work truck on the store’s website.  
With the pandemic, chip shortages, and inventory 
shortages, dealers had to address a shift in the market 
and to find new avenues to assist their customers the 
right work truck. “We saw the pandemic was going to 
change things for commercial dealers and that it was 
going to be hard to find vehicles; new approaches and 
new avenues had to be found. Work Truck Solutions 
created the Vehicle Acquisition Search Tool (VAST) to 
aggregate upfitted inventory, EZOrder to assist dealers’ 
customers, and now CV Showroom to help view and 
find new and used commercial inventory.” 

https://www.worktrucksolutions.com/ 

VIDEOS FROM VIDEOS FROM 
Click Video images to Watch Video

FORDPROS APR/MAY 2022FORDPROS APR/MAY 2022 27       

https://www.comvoy.com/
https://www.comvoy.com/
https://www.worktrucksolutions.com/
https://www.worktrucksolutions.com/
https://youtu.be/uvcYVWQ9XHE
https://youtu.be/6kCriOWNEoA
https://youtu.be/C-g-6gwM3CA


If you attended the recent NADA 
Convention and Exposition last 

month, hopefully you were able to 
learn a great deal and come away 
with new ideas for your commercial 
vehicle operations. Unfortunately, 
this show overlapped with Work 
Truck Week, meaning that many 
of you had to choose one over the 
other. The good news is, next year, 
NADA and Work Truck Week will be 
in different months, so you should 
be able to attend both should you 
choose to do so.

Much of what was discussed by 
those at NADA was the depth of 
uncertainty; from supply chain 
issues and how long they’ll last, to 
unknowns surrounding consumer 
confidence, to speculation about 
interest rate changes, to direct sell 
models and the impact they’ll have 
on franchised dealerships, to new 
vehicle types such as EVs, and so on. 
If you didn’t come away with at least 
a handful of questions or things to 
ponder, you probably weren’t very 
engaged while there. However, most 
attendees that I encountered found 
much to consider. And while having 
so many things to think about can 

feel daunting, it may be good to refer 
to the old saying “How do you eat an 
elephant?” The answer of course is 
one bite at a time.

In today’s environment of what 
feels like continuous change, the 
best approach is probably to take 
a step back and think about what 
you do today, what’s working and 
what isn’t, what the near-term and 
long-term future are expected to 
look like based on the research 
that’s available, and then to start 
formulating a plan. And this plan 
should be one that’s tangible with 
individual steps you can take (again, 
one bite at a time) to evolve with 
today’s commercial buyers and 
all that is swirling around in their 
world. For example, we all know 
that vehicle inventory is in short 
supply. In the “old days” (less than 
two years ago) business owners 
would realize they needed a new 
work vehicle, go to their dealership 
of choice and find one on the lot that 
fit the bill. No more! This means the 
shopping experience is different. 
The good news is you can assist 
these business buyers by educating 
them, helping them understand that 

planning is required, that ordering a 
new vehicle is how things are done 
today, and that you’re ready to take 
them through this new process.

Many Commercial Managers, GMs, 
and Dealers are looking for new 
revenue opportunities. And with all 
the changes taking place, there are 
definitely many for those who seek 
them out and uncover new ways 
of doing things, or simply find new 
things to do that they’ve not done 
before. Change and the unknown 
can be unsettling, but for those 
who embrace it and seek out new 
business/profit opportunities, 2022 
and the years to come should be 
bright.    

NADA & THE GREAT UNKNOWN
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SINCE 2014, USA TRUCK BODIES HAS DESIGNED AND MANUFACTURED 
THE ONLY ALUMINUM SAW BODY IN THE WORLD, 
100% DESIGNED AND BUILT IN THE USA. 

Contact Us for More Information:
thomas@usatruckbodies.com

Proudly 
Made in 
the USA

Kathryn Schifferle, CEO of Work Truck Solutions, Interviews 
Gil Weiss of Training Team USA, a new service for commercial 
dealers. Gil’s company, Automotive Training Team, LLC, “Working 
in all of these arenas, Gil said, we have an unusually well-skilled 
group of colleagues that maintain their own companies.”  This 
unique collaboration of individuals’ work under the marketing 
umbrella of Training Team USA bringing their specialized skills 
where needed.  Gil met one of his collaboration partners, Jim 
Phillips, while working for NADA. Gil and Jim are like the Lennon 
and McCartney of training curriculum. Training across the entire 
United States includes work with OEM’s and dealership operations 
including the development of customized curriculum by this group 
of experts.

https://www.trainingteamusa.com/

Kathryn Schifferle, CEO of Work Truck Solutions discusses 
highlights of the 2022 NADA trade show. Kathryn shared that 
she and Jim Press, Senior Advisor to Work Truck Solutions and 
former CEO of Chrysler, and former COO of Toyota conducted a 
2-Day workshop for dealers discussing how dealerships can think 
ahead, changing their methodologies and philosophies. One path 
to Mobility was to understand how dealers can sell to their local 
businesses. Commercial vehicles can range from Class 1 vehicles 
like an SUV, and Pickups,  all the way up to Medium Duty upfitted 
trucks. The local commercial truck market offers dealers new highly 
profitable revenue streams, and more importantly dealers will 
become more engaged in their community in a helpful consultative 
way while building new relationships. Chapter One of Work Truck 
Solutions Commercial Playbook is available upon request

https://www.worktrucksolutions.com/

Click Video images to Watch Video
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TRENDS ININ THE TRADES:TRADES:
SEARCHING FOR SOLUTIONS
We continue to search for 

solutions in a market 
environment we have never 
experienced before. The pandemic 
is almost gone, our markets need 
the products we have provided 
for years if not decades, and our 
customers are anxious to buy. 
Material and supplier shortages, 
domestic and international supply 
chain chaos and even a shortage 
of windshield wiper motors 
places us in a very tough market 
environment. 

As we continue to search for 
solutions, the following two 
examples experienced by myself, 
tell us some solutions are just 
not worth the time and effort 
because they will not take care of 
your customers or achieve your 
dealership goals and objectives. 

First, from about two decades ago, 
we will examine a Ford dealership 
in a mid-western state searching 
for business growth opportunities. 
The first objective was to improve 
the commercial outside sales 
volumes by hiring a senior and 
very productive commercial 
sales person from another state 
about three hundred miles away. 
The uptick in sales activity was 
proceeding at a good rate so the 
owner of the dealership believed it 
was time to pursue the state and 
local municipal business. RFQs for 
the light duty truck business, Class 
II through Class V, F 250 – F 550 
for their state was a few months 
away. The decision to pursue this 
opportunity came into focus and 
the rest is history with a very good 
learning lesson. 

As a Knapheide Regional Sales 
Manager with this dealer in my 
territory, it was normal for the state 
to put out bids for a quantity of 250 

trucks or more in their RFQ. Keep 
in mind, most of the tax supported 
institutions in the state including 
every city, county, school district 
and others may purchase off the 
state bid. History tells us that RFQs 
of this type have grown from the 
requested 250 trucks to over 500 
or 600 trucks for the respective 
model year. 

The numbers were crunched, 
the allowances deducted, the bid 
submitted to the state and the 
dealer was awarded the bid. The 
following song from my favorite 
musical Evita tells the rest of the 
story very well.  

“And the Money Kept 
Rolling in and Out” 

“When the money keeps rolling 
out you don’t keep books

You can tell you’ve done well by 
the happy grateful looks

Accountants only slow things 
down, figures get in the way

Never been a lady loved 
as much as Eva Peron”

 Source – LyricFind

Check out the entire song 
on YouTube. (CLICK HERE)

Yes, the numbers were crunched, 
state allowances deducted and 
the trucks delivered, several 
hundred of them. In this case, the 
accountant could not slow them 
down, as the dealer was required 
to deliver. The discrepancy, every 
truck was priced incorrectly and 
at a loss. The bottom line - the 
dealership changed hands shortly 
thereafter and the salesperson 
returned to his home state.

What’s the point? New territory 
environments in a different state 
for the newly hired commercial 
sales person had a steep learning 
curve. Both the dealer and the 
salesperson lacked the experience 
to pursue large volume markets. 
Costs were not confirmed before 
submitting the proposal to the 
state. Every dealer and salesperson 
must have a full understanding of 
the cost structure of all products 
quoted and delivered.

Second, pursuing a customer 
solution outside of your core 
product area where you have 
tons of experience may not be 
productive. Over a cup of coffee 
after church recently, the director 
of a local business shared their
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TRENDS ININ THE TRADESTRADES

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

requirements for a highly complex 
product. After researching this 
specific market, I found two 
standard products very popular 
in my area of expertise, a long 
wheelbase Class VI chassis 
with a standard length van body 
with a number of options and an 
E450 cutaway with the needed 
wheelbase. After reviewing 
the complex bid from another 
manufacturer, I figured this would 
be no problem and probably save 
the business a great deal. Even 
though our company has never 
built a product of this specific 
type, we have built large quantities 
of highly complex truck bodies 
and vans to meet the needs of 
customers throughout all the 
markets we serve. 

The feasibility study began and 
after several hours of work, it 

appeared we could do this very 
easily with a standard chassis 
and a van body with a number of 
options. After researching end 
users in this specific industry, 
many of them use a chassis and a 
large van body.

The complex van body required 
a major series of internal and 
external options that appeared not 
to be a problem. After numerous 
lengthy communications with 
the installation center and our 
certification group, we found out 
the complexity and liability created 
a number of roadblocks. Upon 
reviewing the required ASTM, ANSI 
and numerous Federal Motor Vehicle 
Safety Standards and Regulations, 
vehicle certification processes were 
not achievable for this application. 
Knapheide will not build or deliver a 
vehicle without certification.

What looked so perfect for 
this application became a chain 
of expenditures, concerns and 
lost time for all involved. Stick 
to your core product areas and 
focus on those vehicle upfits in 
which your years of expertise will 
be worthwhile. The amount of 
research hours consumed for this 
project was a great lesson as it 
taught me to stay focused on my 
areas of expertise. Broadening your 
horizons is an ongoing adventure 
as you expand your customer 
solutions in those markets where 
you may be effective.

BY TAYLOR STEINBERG  
CORPORATE SALES TRAINER, 

KNAPHEIDE 

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

 • a QVM upfitter …

 •  and have a large Bailment pool …

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

855.337.9543 • driverge.com

TALK TO US ABOUT YOUR IDEAS

Ideas made to move business
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COACH KEN
PANDEMIC STRATEGYPANDEMIC STRATEGY

BY KEN TAYLOR

"IT WAS THE BEST OF TIMES, 
IT WAS THE WORST OF TIMES..."

In Charles Dickens’ classic novel, 
A Tale of Two Cities, it starts with 

the words, “It was the best of times, 
it was the worst of times…” These 
words could certainly apply to 
today’s world of automotive sales. 
It is tough to find vehicles, but they 
are selling at record grosses! Many 
commercial sales professionals 
have taken the approach that 
since they have very little to sell, 
as well as being in the middle of a 
pandemic, that the best approach is 
to sit in the dealership and wait for 
customers and prospects to call.  
This is the best time to solidify your 
current relationships and create a 
strategy to contact new prospects, 
which will lead to new customers!  
If ever there was a time to get “back 
to the basics,” it is right now!  Here 
are the steps that our dealerships 
are using successfully!

This is a great time to make a 
list of all your customers and 
prospects and put them into priority 
categories.  I call it the “Four Tier 
System.” We place clients and 
prospects into four categories or 
“tiers.” Tier Four consists of new 
prospects who have not bought or 
customers who have bought very 
little from you, but have potential 
based on size and proximity to your 
dealership. Put them on a mailing 
list (email or US Mail) and start 

a regimen of calling five of these 
targets every day until you get 
through the entire list.  What do you 
talk about? Easy. Find out how they 
are weathering the pandemic and 
update them on the commercial 
auto industry, as well as your 
dealership.  Let them know that now 
is a good time to consider ordering 
based on current shortages. 

Your Tier Three consists of the 
newest customers.  It is important 
to create a powerful impression 
upfront which can be simpler than 
you think! It starts with a “Thank 
You” card after each delivery and 
conducting follow up calls after 
each delivery to make sure you met 
the customer’s expectations.  It 
also means asking for referrals! I 
would advise that you email me at 
ken@coachkentaylor.com and ask 
for our “Referral Word Track” which 

will guarantee that you get 10 to 20 
solid referrals!

Your Tier Two consists of 
customers who buy from you, but 
also shop you on each purchase. 
You have done a good job for these 
customers, but have not maintained 
regular contact. Put the Tier Two 
customers on a regular contact 
schedule using the “MVP” system.  
Not “Most Valuable Player,” but 
“Mail, Visit, Phone.” Your job is to 
increase their loyalty factor and 

this is done by building a personal 
relationship. This is still a face-to-
face business and going the “extra 
mile” to create a “Wow Factor” sets 
you apart.

The Tier One customers are your 
most loyal but unfortunately, we 
tend to take our best customers for 
granted, thinking we don’t need to 
maintain regular contact with them. 
Nothing could be further from the 
truth. We put our clients on an 
electronic newsletter system, and 
you can do the same.  We provide 
this service to our dealers where 
we send monthly newsletters from 
the dealership sales staff. The end 
receiver does not know we exist, 
and the commercial salesperson 
gets all the credit! Also, make sure 
you know all the important dates 
for all your customers, including 
birthdays, anniversaries, and 
holidays. A simple card on each 
occasion is worth its weight in gold!

Here are words to live by, “The road 
to the extra mile is never crowded.” 
Taking this seldom traveled road 
puts you on the path to being a 
superstar!  

It’s time to hit the road!
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safefleet.net

Reduce Accidents  
and “Wow” Customers

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

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

LEARN MORE:  www.primedesign.net

SAFE, FAST,
FLEXIBLE
DELIVERIES

Scan to watch a video

https://www.safefleet.net/


If you or someone you know 
recently attended Work Truck 

Week and the NADA events, you 
probably already know where I’m 
going with this….

Vehicles.  Software.  Charging.  
Service.  Finance.

The new tech-bundled, special-
order, commercial and fleet sales 
model.  Custom orders, planned well 
in advance, and with the greatest of 
tailored specificity.  

Oh.  And Electric.  For many 
dealerships, this is a big deal, a big 
problem.

Staying in business means making 
the necessary changes for this 
transition - here are two things to 
look at.

SALES MODEL:  PUSH VS PULL

PUSH:  Entice, urge, convince a 
customer that your on-lot Stock# 
XYZ fits their stated needs both 
functionally and financially.  Once 
they accept your suggested unit 
as the best of what is immediately 
available, stack on the service 
package and financing.

PULL:  Educate the customer on 
the need for ordering ahead of 
time (supply chain, microchips, 
production, etc.).  Awaken them 
to the concept of telematics - it’s 
value for increasing up-time and 

decreasing wasteful spending on 
gas and overstaffing. Encourage 
them to utilize the new VIIZR tool 
to even further help to streamline 
their business and continue cutting 
costs.  Lead them into the benefits 
of electric vehicles and the host 
of existing charging solutions 
(70,000 public plugs through the 
BlueOvalTM Charge Network, 
plus all the necessary hardware, 
equipment, and know-how to install 
Charging Depots directly into their 
businesses).  And finally, seal with 
the peace of mind that the new tech 
equipment and services are just 
as secure as the rest of their fleet 
with your time-honored and now 
updated maintenance packages and 

financing options.  You’re there to 
remind them that they CAN do this, 
they’ll finally have a fleet of vehicles 
exactly as they want, and they will 
save money, time, headaches, and 
hairlines in the long-run.  Pull them 
in, magnetically.  

With the proper knowledge, 
understanding, and approach, the 
‘Pull’ sales model yields a much 
higher volume of comprehensive 
sales for you (that is, Vehicles, 
Software, Charging, Service, 
and Financing), and much more 
engaged, satisfied, and financially 
active customers.

EXPERT BRANDING &  MARKETING:  

ONLINE PRESENCE & 
MARKETING TOOLS

As previously mentioned, some 
dealerships and individuals have 
already been preparing for something 
like this.… listening to the news and 
various podcasts, attending select 
educational workshops and events, 
watching videos and engaging in 
online webinars, reading articles on 
websites, following advertisements 
to opportunities, etc.  The same can 
be said for some of the business-
owners - your customers.  Many 
have been educating themselves.  
They are prepared with detailed 
knowledge of exactly what 
e-vehicles and telematics are, 
they’ve been re-working their budget 
planning to accommodate for a full 
transition to custom orders, and 
they’ve prepared themselves for the 
constricted limits of on-lot need-it-
now available inventory.

Consider:  
Pre-COVID, both e-vehicles and 

telematics existed.

• When your customers had 
questions about these, where 
would they go to get the 
answers and guidance they 
needed?

• When COVID hit and inventory 
disappeared, who did they talk 
to about surviving, planning, 
and securing their business’s 
future?  

• Tomorrow and moving forward, 
will they keep their accounts 
with you when once they’re 
ready to start buying? 

THE FUTURE OF FLEET & COMMERCIALTHE FUTURE OF FLEET & COMMERCIAL

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

"STAYING IN BUSINESS MEANS 
MAKING THE NECESSARY CHANGES 

FOR THIS TRANSITION"
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Google.  Duck Duck Go.  Yahoo.  
Alexa.  Siri….  Search engines will 
point your buyers to the websites 
that seem to have the best answers 
to their questions.  Thinking about 
what is and isn’t on your current 
website, should search engines 
point to you when buyers are 
researching their transition to an 
e-fleet?  

When a buyer clicks a result as a 
potential answer to their question, 
the page they land on should be 
simultaneously:

• Simple to follow
• Topically reassuring (yes, this 

is what you’re looking for)
• Exciting enough to take the 

next action (click a link, fill out 
a form, call you, etc.) 

This is your online presence, be it 
one or multiple sites.

Then there’s your marketing at the 
rooftop and individual salesperson 
levels.  TV, radio, internet ads, 
mailers/flyers/leave-behinds, and 
email.

A strong CRM will help you 
organize your process for 
transitioning your customer-base.  
Task-creation/management tools, 
labeling features, robust filtering, 
and email marketing tools that 
work seamlessly together with your 
inventory site.  In just moments, 
strategically target and reach 
dozens of businesses, showcasing 
your inventory, available services, 
and your expertise overall.  Then, 
funnel them into exciting and logical 

calls-to-action on your site or with 
you directly -- you must have a CRM 
that can do all of these things.  

Reach out to your commercial 
inventory website provider -- let them 
help brand you and your dealership 
as the experts in e-vehicles and 
telematics, and use their CRM and 
marketing tools to pull your new 
and existing customers into your 
capable and ready hands.

DEALERSHIP SUCCESS

BE SURE TO CONTACT 
SHAWN AT 

SHAWN.HORSWILL@
WORKTRUCKSOLUTIONS.COM 

FOR MORE TIPS

"A STRONG CRM WILL HELP YOU 
ORGANIZE YOUR PROCESS FOR 

TRANSITIONING YOU CUSTOMER-BASE."
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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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A lot of people, good friends, good people, have 
been asking me how long I’m planning to do this 

commercial truck sales thing.  After all, many of my 
former compatriots have hung up their fleet/commercial 
cleats a long time ago.  

I got a late start in this business. After a couple years 
in retail sales, which I hated, Jerry Korum gave me 
the opportunity to become the lone fleet/commercial 
person at Korum Ford, in Puyallup. I almost instantly 
loved it, and still do.  

I had been in that position for a few years, when I met 
David Stake, a guy at Ford Credit, who told me about Truck 
Clubs that were meeting in other parts of the country…  
After some twelve years in the business, I talked to my 
CBM, Steve Hurley, about starting a Truck Club. I got 
hold of Chris Webster from Bickford (a Ford dealership 
nearby), as well as Robert Jorgenson and Geoff Strother, 
body builder/distributors who knew all the Ford dealers, 
and a couple of other good Ford dealer people and we 
agreed to try having a dinner meeting.  A key person at 

Navistar (back in the engine days) offered to fund the 
dinner, in exchange for an opportunity to present. And 
a Club was formed. That was in 2003.  I’ll be at the next 
meeting of the Northwest Ford Truck Association at the 
end of the week I am writing this article.  

In 2006, I thought it would be fun to get ahold of other 
people that had Clubs, so Steve Hurley helped me get 
Ford’s support in holding a one-day meeting in the 
basement conference room at the Marriott in Atlanta, 
prior to the NTEA (now Work Truck Week) show.  From 
that the National Club was born, and here we are.  

SO…YOU’RE NEW HERE?
I am still here because I love this.  I love the people in this 

industry.  I love the product I am privileged to represent.  
I love the innovative products and the corresponding 
vocations they serve.  

If you are one who likes to build long-term relationships 
with people, if you are one who likes to be a problem 
solver for key businesses who wish they could talk to a 
patient someone willing to listen (you), if you are willing 
to work the trenches, gain from people like Coach Ken 
and develop a book of business, if you love the semi-
independence of “having your own business within your 
dealership’s business,” choose this.

And two years from now,
 you’ll not be going anywhere else.  

Have a cup.  Send me a note.  Call me and complain.

But choose this. 

CUP o'JOECUP o'JOE

 
Please make sure to send us your up-to-date email to keep 

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

Have a Cup o’ Joe with me! Send me your story.  
I’ll keep your name out of it, change names to protect you 
(FordPro protection program), share your tip with others…

and send you $50 in Starbucks cards!

CHOOSE THIS
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Shown:
Max-Drop ProLiftTM Rack

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

ALL NEW PROLIFTTM RACK.

https://www.adriansteel.com/


EXPAND YOUR REACH 
BOOST YOUR PROFITS 
WITH COMVOY.COM

          

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

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

 AND 

Click Here
GET STARTED TODAY!

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

