
THE IMPORTANCE OF PARTNERSHIPS

THE END-USER EDITION

PG. 30
SURVEY 

REQUEST

BUILDING BETTER 
SOLUTIONS

TRUCKS IN THE FIELD
BUILDING YOUR BEST TEAM

GOING TO THE 
RIGHT COMPANY

Issue 66               AUG/SEP 2022



17

Interchangeable Truck Body System

switchngo.com/adv

GIVE US FIVE MINUTES, 
WE’LL TRANSFORM  
YOUR BUSINESS
Let’s talk about how your business can grow in 
today’s market with the interchangeable hoist 
and truck body solution from Switch-N-Go®...

• Increase Efficiency
• 27+ Interchangeable 

Truck Bodies 
• 3 Minute Changeover

• Non-CDL Trucks
• Lower Total Cost of 

Ownership

Go to page       to learn more about 
how you can thrive with Switch-N-Go®
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As summer winds down, it’s a time 
when students, from elementary to 

college age, are heading back to school. 
And while some might complain, in 
the end, most of those going back to 
classrooms see it as a positive. It’s a 
chance to see classmates they may not 
have seen in quite some time, connect 
with favorite teachers or professors, 
and begin learning new things based 
on the courses on their schedules. In 
other words, their world is full of new 
opportunities.

And if you look at the commercial 
vehicle business, the same is true - 
there are many opportunities, despite 
much of what you hear in the news 
every day (the “noise” as Joe says in his 
article). Certainly not all opportunities 
look the same, and for some, you might 
have to look pretty hard, but they are 
most definitely there.

Consider the long-time customer who 
needs a new work truck and you’re the 
one who gets to tell him or her that the 
timing will take longer (probably quite 
a bit longer) than expected. But, when 
viewed as an opportunity, it looks a little 
different. Perhaps you can help that 
customer find a pre-owned vehicle that 
will temporarily solve their immediate 
need, while you also assist them with 
getting an order placed for a new one. 
At this point, you’re the hero. 

Or, maybe - and in reality, 
hopefully - you’ve been proactive in 
communicating to your customers, 
preparing them for the lengthy ordering 
process we’re all encountering, and 
you’ve worked with them to plan 
ahead. This means it’s not a surprise, 
and that pre-planning means they’ll 
be getting their new work van exactly 
when they need it because you got 

them into the queue early. Again, this 
was an opportunity for you to do what 
you do best - help your customers.

And finally, what about the new 
customers you’ve been talking to? 
These are the ones coming from 
another dealership where they weren’t 
well taken care of, and they’re looking 
to you for help. This is an opportunity 
to build a new relationship and a 
customer for life.

Sometimes it’s a matter of perspective. 
When we take a moment to step back 
and look at where the world was two 
years ago, right now seems pretty good. 
And, if we stay focused on fulfilling the 
needs of our customers, there'll be 
plenty of opportunities to go around. 
Still not convinced? Check out the end-
user stories in this issue and you should 
start to think otherwise.     

 

Sometimes it’s a Matter of Perspective
NOTE FROM THE EDITOR
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For those of us who have 
been developing long-term 

relationships with small fleet 
operations, we have a huge, unique 
opportunity in 2022. To our old 
customers, the dealership looks the 
same and we haven’t changed… but 
the field on which we are engaging 
is different. Oh, the field we are on 
appears the same, but the sidelines 
are different, the shape of the ball 
has changed, and new rules abound. 
Much has changed over the past 
two-plus years.  

Our great opportunity is to 
understand the new rules and adapt 
for the sake of our long-term clients. 
Our competitors find themselves in 
the same changed field and rules, so 
we don’t necessarily have to worry 
about losing our client to another 
brand. And, as we take the lead and 
let clients know about the new rules 
and how they affect their near-term 
purchase, we help them immensely. 

The progressive, aggressive fleet/
commercial specialist can invest 
precious energy communicating 
with and educating clients that 
are accustomed to coming to the 
dealership and driving away with a 
new dump body, service body, etc. 
Some may complain and moan, 
but now they must look further 
ahead, further than they ever have. 
They can’t wait until their unit is 
dead on the side of the road to plan 
its replacement. And this is our 
opportunity to make them aware of 
the need to look forward and plan 
their next purchase; to place an order 
NOW in this new environment, so that 
they are prepared for their business 

to continue to grow and prosper, and 
indeed to survive.  

Their competitors in their vocation 
face the same challenges, have to 
scale the same walls to succeed, so 
the sooner they respond and adapt, 
the better. Better for them, better for 
us.

We who are specialists in this arena 
will provide the light at the end of the 
tunnel that fleet/commercial clients 
may not even realize they are in! As 
they check out the reality that we’ve 
told them about, they can look far 
and wide at competitors and realize 
that we are in a unique position to 
help… we know the new field, and are 
here to help them succeed. 

There is no alternative to this 
for their survival, and ultimately 
their success, nor is there one for 
yours and mine. The sooner we are 
proactive, making clients aware of 
the advantage of planning ahead, the 
better off all of us will be.

The old adage goes: “When you’re 
up to your neck in horse manure…the 
optimist says, ‘There must be a pony 
nearby!’”  Be that optimist and let’s 
go find it - for the benefit of all!  

Good Selling,

Joe Hughes
President,  NFTC

joehughes@fordpros.com
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COMMERCIAL VEHICLE DATA 
SHOWS POSSIBLE LIGHT 

AT THE END OF THE TUNNEL

July 12, 2022 - The leading authority 
on commercial vehicles, Work 

Truck Solutions®, released its second 
quarter ComTrend Analysis of new 
and used commercial vehicles. 
Although there are still many supply 
chain challenges in the industry, 
certain positives were noted. 

NEW WORK TRUCKS
A look at the data  shows the average 

price of new commercial vehicles 
dropping slightly, by just over 1%, 
when compared to prices for Q1 
2022. This seems to be good news 
for commercial buyers. However, 
when comparing new work truck 
prices to YoY numbers from the 

same quarter in 2021, they were still 
up more than 9%. Additionally, web 
leads for new commercial vehicles 
showed a spike as Q1 2022 ended, 
but the numbers “normalized” shortly 
thereafter leading into the second 
quarter. And finally, stocking levels 
for new commercial vehicles were 
up by more than two units per dealer 
during the most recent quarter when 
compared to the first quarter of 2022, 
suggesting that a little relief may be 
in sight, for both dealers and business 
buyers alike.   

USED WORK TRUCKS
The median mileage for used 

vehicles sold was up again, although 
only slightly, in the second quarter 
of 2022; but when comparing the 
numbers to the same quarter in 2021, 
the jump was almost 30%, indicating 
interest in used work trucks and vans 
remains strong. Further indications of 
strong demand for used commercial 
vehicles was demonstrated by another 
jump in the average price, which went 

up by more than $2,000 from the prior 
quarter. When compared to the same 
quarter in 2021, the increase was 
much more significant, coming in at 
almost a 27% increase.

Commenting on the latest data, 
Kathryn Schifferle, CEO of Work Truck 
Solutions, said “The second quarter 
shows the continued demand for both 
new and used commercial vehicles. 
Given that these work trucks and vans 
fuel so many businesses throughout 
the entire economy, it makes sense 
that shoppers for these vehicles 
continue to search for and purchase 
them.” She went on to say, “Reading 
between the lines, the statistics also 
indicate that dealerships continue to 
have significant opportunities in this 
market, especially those who stay 
at the forefront of keeping in touch 
with customers and potential buyers 
- those are the ones who will be well 
positioned going forward.” 

For more information go to 
www.worktrucksolutions.com

1313 17th St E
Palmetto, FL 34221

941-729-8196

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

Visit Us at www.premier truckbodies.com
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July 22, 2022 - Building on 
strong demand for its new EVs, 

Ford today announced a series 
of initiatives for sourcing battery 
capacity and raw materials that light 
a clear path to reach its targeted 
annual run rate of 600,000 electric 
vehicles by late 2023 and more than 
2 million by the end of 2026. 
• Ford has added battery chemistries 

and secured contracts delivering 
60 gigawatt hours (GWh) of annual 
battery capacity to deliver global 
600,000 EV run rate by late 2023

• Lithium iron phosphate battery 
packs coming for Mustang Mach-
Es sold in North America next year 
and F-150 Lightnings in early 2024, 
creating more capacity for high-
demand product

• Ford already has sourced 70% 
of battery capacity to support 2 
million+ annual EV global run rate 
by 2026; plans to localize 40 GWh 
per year of lithium iron phosphate 
capacity in N.A. in 2026; new 
deal with CATL on strategic 
cooperation for global battery 

supply; and direct-sourcing battery 
raw materials in U.S., Australia, 
Indonesia – and more

• Company expects compound 
annual growth rate for EVs to top 
90% through 2026; more than 
double forecasted global industry 
EV growth

THE BLUE OVAL
MEDIA.FORD.COM NEWS HIGHLIGHTS

FORD RELEASES NEW BATTERY CAPACITY PLAN
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END-USER EDITION: USA TRUCK BODIES, A SHORT STORYEND-USER EDITION: USA TRUCK BODIES, A SHORT STORY
SPOTLIGHTSPONSOR

USA Truck Bodies was called in 
by Mr. Tom Grbavac’s (of Tom 

Grbavac and Sons Inc.) staff to see 
if they could customize a truck he 
was going to purchase. But when 
a delay caused by the need to find 
another truck for the project arose, 
their team jumped into action. 
Reaching out to their partners and 
friend, Armando Hurtado at Ken 
Grody Ford of Buena Park, CA, they 
remedied the issue by finding the 
exact vehicle they were looking for 
– a win for teamwork!
Tom Grbavac was satisfied by the 

upfit and the quick action, stating 
he “..was really impressed by how 
tough and reliable the upfitting 
components are, along with the 
attention to detail, and precision. But 
the best part was the commitment 
to their customers. I have seen first 

hand that USA Truck Bodies goes the 
extra mile to make their customers 
happy, and deliver quality”. 
The moral of the story: USA Truck 

Bodies not only helped the customer 
get the truck and truck body he 
needed, they also assisted the team 

at Ken Grody Ford in making a sale, 
and stayed true to their goal of doing 
the best custom upfits. A win all the 
way around.

Learn more about USA Truck 
Bodies please visit:

www.usatruckbodies.com

A REVOLUTIONARY

DESIGN
FROM THE
GROUND UP.

Packed with features that you’ve asked for, the Reading Truck RM-45 
Crane Body will help you make a giant leap in productivity and safety. 
Built to resist corrosion, the RM-45 features an innovative torsion 
box understructure, a seamless wheelhouse panel, a redesigned 
workbench bumper with built-in grip steps, a redesigned headache 
rack, and new mounted work lights and strobes. 

Learn more at readingtruck.com.

IT’S WHAT HAPPENS WHEN A CRANE BODY IS BUILT AROUND YOU.

Find out 
more about 
the RM-45
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MaxAir Mechanical, based out of 
Atlanta, knows a thing or two 

about the importance of having both 
a distributor and dealer who work to-
gether on behalf of the customer.

For years, the MaxAir fleet was 
split into two different departments: 
construction and service. With this 
split came a lack of consistency 
during the upfitting process. 
Construction vehicles were handled 
with the “get what you get” mentality, 
whereas the service vehicles utilized 
the Nissan program.

Nate Toth, V.P. of Operations at 
MaxAir Mechanical, knew that 
they had to improve the upfitting 
process when the Nissan vehicle 
they had gotten for years was going 
to be discontinued. Not only was 
this a matter of finding a vehicle 
replacement, but this was the perfect 
time to prioritize streamlining 
the process across multiple 
departments that had previously 
been disconnected. 

While exploring their options, Durant 
Dobbs, Ford Sales Rep at Commercial 
Truck & Van (CTV), reached out to 
Toth about previous work that had 

been completed together. From 
there, initial discussions evolved 
into a solid plan. Toth worked closely 
with Ken Yeager, Fleet Manager at 
Loganville Ford and Dobbs at CTV 
to ensure that they were getting the 
correct vehicles and upfits for each 
department. 

Dobbs helped design an Adrian Steel 
upfit that would maximize efficiency 
and safety for the technicians. 
Taking the level of service one step 
further, when Toth’s team realized 
that some features weren’t working 
out as planned, Dobbs re-evaluated 
the upfit and made adjustments. 

Toth immediately noticed the 
positive impact that the streamlined 
process, complete with custom 
Adrian Steel upfits, made on his 
fleet. With minimal product-related 
issues and vehicles that are on the 
road, MaxAir technicians are now 
more productive and efficient.

“The fact that Dobbs still checks in 
on us and adjusts our upfits to our 
needs shows how much CTV cares 
about their customers,” Toth said. 
“Although Commercial Truck and 
Van is not our closest distributor, 
the level of service and commitment 
they show to my business will keep 
me going back.”

Toth no longer has to worry about 
what vehicles are going to show 
up and how they will be upfitted. 

He simply lets Yeager know how 
many vehicles he needs and they 
get delivered to his location, ready 
for the job. What used to be chaotic 
and inconsistent, is now a seamless 
process.

“Both Yeager and Dobbs go out of 
their way to make sure that my fleet 
is up to par and their level of service 
is unmatched,” Toth said.

For more information visit 
www.adriansteel.com 

MaxAir Mechanical Increases Efficiency 
With a Solid Dealer-Distributor Partnership

END-USER EDITION: IMPORTANT PARTNERSHIPSEND-USER EDITION: IMPORTANT PARTNERSHIPS
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Many businesses claim to offer 
“solutions,” but Joe Dickman, 

CEO of Emerald Transportation 
Solutions, is truly in the business 
of providing vital solutions to 
customers. Emerald Transportation 
Solutions builds and sells 
refrigerated trucks and vans to 
companies that deliver goods 
requiring exacting temperature 
and humidity control. Whether 
it’s food, art, medical supplies or 
even animals, the vehicles - and 
the purchase - can be complex and 
nuanced.

“As a dealer and a manufacturer, 
working directly with the end user, 
having a good finance partner is 
critical,” says Joe, who co-owns 
Emerald with Todd Cawley. The 
team at Mitsubishi HC Capital 
America has been the answer 
for their company for nearly 20 
years (the company formed with 
the 2021 merger of Mitsubishi 
UFJ Lease & Finance and Hitachi 
Capital). Mitsubishi HC Capital 
America offers flexible loan and 
lease programs to work truck 
dealers across the country, 
allowing companies like Emerald 
to effectively manage vehicle 
financing for their end customers. 

FLEXIBILITY IN FUNDING
“Our customers are everything to 

us,” Joe says. “We need to make sure 
the financing process is smooth, 
streamlined and efficient for them 
– without pain.” He points out that 
a lender must really understand 
his business and his customers’ 
needs, know how to put together 
effective packages, and be able 
to handle the funding process in a 
timely manner. Not every bank will 

finance his customers’ purchases, 
or might only do so with large down 
payments. “Mitsubishi HC Capital 
America takes the time to work 
with us on all kinds of deals with all 
types of customers.”

Perhaps most important is the 
relationship that has developed 
between Emerald and Mitsubishi 
HC Capital America. “People do 
business with people,” explains 
Joe, referring to a “family feel” in 
doing business with the Work Truck 
Finance division. “We know the 
people in their credit department, 
we know our rep well, and we 
know that we value each other’s 
business.” 

THE VALUE IN TENURE 
AND EXPERIENCE

At the same time, he says that 
Mitsubishi HC Capital America’s 
tenure and experience in financing 
gives Emerald credibility with their 
customers. The two companies 
have grown with each other over 
the years, and have weathered and 
shared in growth spurts, market 
shifts and economic ups and downs. 
“Mitsubishi HC Capital America 

has been there for us and for our 
customers throughout everything.” 
One recent example occured at the 
beginning of the pandemic, where 
Mitsubishi HC Capital America 
stretched out payment time 
periods, and even offered a 90-day 
no-payment period. 

Joe appreciates the fact that 
Mitsubishi HC Capital America has 
built a program around Emerald’s 
business. He sees the results on 
a regular basis. “Over and over, we 
hear our customers say, ‘It was so 
easy,’ referring to the financing. 
That’s when you know you’ve found 
a good financing partner.”

Emerald Transportation Solutions 
has come a long way since Joe 
and Todd teamed up in 2013, 
creating the industry leader in the 
refrigerated truck and van space. 
With headquarters in Fayetteville, 
Georgia, the dealer/manufacturer 
also operates a 93,000-square-foot 
manufacturing facility in Griffin, 
Georgia. Emerald continues to grow 
and expand in markets and volume, 
thanks in large part to strong 
financing partnerships. “Mitsubishi 
HC Capital America is there for us,” 
says Joe. “I can’t think of a lender 
that does it better.”

If you’re ready to learn more
Visit mhccna.com 

or call 866-610-5560

END-USER EDITION: FOLLOW THE EMERALD ROADEND-USER EDITION: FOLLOW THE EMERALD ROAD
I CAN’T THINK OF A LENDER 

THAT DOES IT BETTER.
By Lesley Lopez, Mitsubishi HC Capital America

Mitsubishi HC Capital America is there when it counts for Emerald Transportation SolutionsMitsubishi HC Capital America is there when it counts for Emerald Transportation Solutions
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Nationally based Liberty Utilities 
provides water, electricity, and 

natural gas service to over 1 million 
customers. Founded in 1988, their 
mission is to deliver clean energy 
and water solutions that create 
better everyday lives and inspire the 
communities they serve. One of their 
guiding principles is Continuous 
Learning -- and keeping an open 
mind while seeking new information 
and experiences. This affects the 
kind of people they add to their 
team, and the tools and equipment 
they use, including a fleet of nearly 
350 of various types of work trucks. 
Over time they have tried many 
brands. Their current choice is the 
premium truck bodies built by Scelzi 
Enterprises.

DECIDING ON
SCELZI TRUCK BODIES

“We didn’t start with Scelzi truck 
bodies,” notes Fleet Supervisor Elias 
Hernandez, “but we learned about 
them as time went on. As part of the 
utility business, trade shows have 
been a great resource for learning 
about equipment and showcasing 
accessories and vehicles. From 
those, we were able to review all the 

different manufacturers of utility 
work beds. My first impression of a 
Scelzi bed was the paint quality and 
application, and overall construction 
and rugged design. Very clearly a 
winning combination. I’ve been in 
the fleet business for over thirty 
years and have learned what 
happens when you purchase with 
too much emphasis on lowest initial 
purchase cost. The value of those 
cheaper beds drops pretty quickly. 
Not so with Scelzi beds.”

Liberty purchases approximately 
three new Scelzi work trucks each 
year, from standard utility service 
bodies to larger, one-off custom 

builds. For truck body types that 
Scelzi does not build, bodies from 
other builders are used.

THE CHALLENGES OF 
A UTILITY FLEET MANAGER

Hernandez notes the challenges of 
a Fleet Manager in the utility sector: 
“It’s difficult to provide trucks and 
equipment -- all subject to different 
working conditions -- and be ready 
for the next day’s assignments. Scelzi 
truck beds have given our operations 
an added value to the job. Knowing 
that each truck bed is equipped with 
enough storage space for heavy 
tools, that also can be easily secured 
with a single locking mechanism, 
and exceptional bed and paint 
coating that can take the punishment 
of a work site.  Also, there is the 
added bonus of equipment and 
accessory installation that Scelzi 
provides. That ensures we have a 
vehicle ready for service. Scelzi 
has always gone the extra mile with 
the assistance of knowledgeable 
sales representatives and builders, 
assisting me with a one-off type 
build to standard beds that each 
application has met and exceeded 
my expectations.”

WHEN UTILITIES NEED UTILITY TRUCKSWHEN UTILITIES NEED UTILITY TRUCKS
END-USER EDITION: GOING TO THE RIGHT COMPANYEND-USER EDITION: GOING TO THE RIGHT COMPANY
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SHARING LEARNED 
EXPERIENCES WITH OTHERS

One interesting facet of the utility 
industry is that companies share new 
technologies and recommendations 
amongst each other. Scelzi has 
become well known in these circles 
as the premium quality choice. “We 
have shared our experience with 
other utilities,” notes Hernandez. 
“Bar none, Scelzi Enterprises has 
continuously produced a superlative 
utility bed that’s performed 
flawlessly, withstanding the test 
of time and punishment of our 
daily operation. Every utility bed 
is meticulously manufactured – 
quality you notice every day on the 
job that speaks for itself. “

Liberty Utilities plans to continue 
to purchase Scelzi truck bodies 
as long as that quality continues. 

Hernandez adds “We have a working 
relationship with local dealerships 
that enables the ordering of a 
chassis cab and our choice of bed 
manufactures. Scelzi, in the past 
and present, has provided additional 
bumper to bumper service with 
equipment installation, accessories, 
and lighting that makes it an easy 
choice for future purchases.”  

For more information about 
Liberty Utilities, please visit 
https://algonquinpower.com/
about-us/what-we-do.html

Visit www.seinc.com 
for more information
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“IT’S DIFFICULT TO PROVIDE TRUCKS AND 
EQUIPMENT -- ALL SUBJECT TO DIFFERENT 

WORKING CONDITIONS -- AND BE READY FOR 
THE NEXT DAY’S ASSIGNMENTS.

BY BILL VANDER PLAATS, SCELZI ENTERPRISES, INC.

This never 
gets old for us.

2003 – 2021

Director’s Award
Top Volume

Mobility

Driverge 
Vehicle Innovations

19
and Counting

We are proud 
to be one of Ford’s 

top upfitters for 
19 consecutive years.

Looking forward 
to making it 
20 straight!

2003 – 2021

Director’s Award
Top Volume

Mobility

Driverge 
Vehicle Innovations

19
and Counting

We are proud 
to be one of Ford’s 

top upfitters for 
19 consecutive years.

Looking forward 
to making it 
20 straight!

2003 – 2021

Director’s Award
Top Volume

Mobility

Driverge 
Vehicle Innovations

19
and Counting

We are proud 
to be one of Ford’s 

top upfitters for 
19 consecutive years.

Looking forward 
to making it 
20 straight!

2003 – 2021

Director’s Award
Top Volume

Mobility

Driverge 
Vehicle Innovations

19
and Counting

We are proud 
to be one of Ford’s 

top upfitters for 
19 consecutive years.

Looking forward 
to making it 
20 straight!

2003 – 2021

Director’s Award
Top Volume

Mobility

Driverge 
Vehicle Innovations

19
and Counting

We are proud 
to be one of Ford’s 

top upfitters for 
19 consecutive years.

Looking forward 
to making it 
20 straight!

2003 – 2021

Director’s Award
Top Volume

Mobility

Driverge 
Vehicle Innovations

19
and Counting

We are proud 
to be one of Ford’s 

top upfitters for 
19 consecutive years.

Looking forward 
to making it 
20 straight!

2003 – 2021

Director’s Award
Top Volume

Mobility

Driverge 
Vehicle Innovations

19
and Counting

We are proud 
to be one of Ford’s 

top upfitters for 
19 consecutive years.

Looking forward 
to making it 
20 straight!

2003 – 2021

Director’s Award
Top Volume

Mobility

Driverge 
Vehicle Innovations

19
and Counting

We are proud 
to be one of Ford’s 

top upfitters for 
19 consecutive years.

Looking forward 
to making it 
20 straight!

2003 – 2021

Director’s Award
Top Volume

Mobility

Driverge 
Vehicle Innovations

19
and Counting

We are proud 
to be one of Ford’s 

top upfitters for 
19 consecutive years.

Looking forward 
to making it 
20 straight!

2003 – 2021

Director’s Award
Top Volume

Mobility

Driverge 
Vehicle Innovations

19
and Counting

We are proud 
to be one of Ford’s 

top upfitters for 
19 consecutive years.

Looking forward 
to making it 
20 straight!

2003 – 2021

Director’s Award
Top Volume

Mobility

Driverge 
Vehicle Innovations

19
and Counting

We are proud 
to be one of Ford’s 

top upfitters for 
19 consecutive years.

Looking forward 
to making it 
20 straight!

2003 – 2021

Director’s Award
Top Volume
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to be one of Ford’s 

top upfitters for 
19 consecutive years.

Looking forward 
to making it 
20 straight!

We’re so proud to be Ford’s top mobility upfitter for 
the 19th year in a row! As a trusted QVM upfitter, we’ll 
continue to do our very best to uphold Ford Quality 
on every conversion, be it a wheelchair accessible vehicle, 
cargo van, mobile office, or anything else a customer needs.
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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/


“The  relatively slow push toward Alt-Fuels 
over the years, with the looming pressure 

of decreasing the carbon footprint, 
has always been an underlying driver 

of the commercial market.”

DEVELOPING AND MAINTAINING DEVELOPING AND MAINTAINING 
THE RELATIONSHIPS THAT BUILD BETTER SOLUTIONSTHE RELATIONSHIPS THAT BUILD BETTER SOLUTIONS

Having the right partner in the 
Commercial Vehicle Market 

is key to being able to build the 
best solution for your customers. 
Finding the best partner can be 
difficult, but not impossible—it's 
part skill, part luck, and being 
aware of your available options and 
the opportunities that the market 
presents. Looking at examples of 
productive collaboration is a good 
place to start.

STARTING THE TEAM
Valley Truck Centers (Valley) took 

a chance when working to meet 
their customer needs, reaching 
out to a newly formed upfitter 
company—and they hit paydirt. They 
developed a rock solid relationship 
with Driverge (formerly Mobility 
Works), and it’s one that has lasted 
and grown for 25 years. 

Driverge and Valley worked hard 
over the years, within the constraints 
of the market and product availability, 
to provide mobility solutions (and 
more) for customers who had their 
own unique challenges, all from 
the foundation of a trusting and 
collaborative relationship.

The two companies have been 
especially diligent in balancing 
the challenges in an increasingly 
disruptive market, one in which 
this Dealership-Upfitter relationship 
is even more essential to meet 
customer needs.

“That has always been our Mantra: 
Providing Solutions, Being Trusted 
Business Partners,” said Andy 
O'Donnell, VP and General Manager 
of Valley Truck Centers.

OPPORTUNITIES COME WITH 
TEAM GROWTH

Recently, these dynamic company 
partners began to build a more 
comprehensive team by working 
with Sortimo, an upfitter with a 
long history of offering specialized 
custom solutions for their 
customers, bringing to the team the 
advantage of flexibility that allows 
them to adjust to the transitions 

that are taking place in the market 
in real time.

The  relatively slow push toward 
Alt-Fuels over the years, with the 
looming pressure of decreasing the 
carbon footprint, has always been an 
underlying driver of the commercial 
market. Now with the increasingly 
urgent economic factors that 
customers are facing, such as high 
gas prices, long lead time for ordering 
vehicles and marketplace volatility, 
and the blooming development of 
the available technology, there is 
a sense of urgency to effect that 
change on all sides. 

With the release of the E-Transit 
van and the ability to capitalize 
on their existing relationship with 
each other, Driverge and Valley 
Truck found a way to offer even 
better solutions to their customers 
by partnering with Sortimo - taking 
that worry out of the equation and 
offering peace of mind. 

END-USER EDITION: GROWING WORKING PARTNERSHIPSEND-USER EDITION: GROWING WORKING PARTNERSHIPS
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Working together, Driverge, 
Valley Truck Centers, and Sortimo 
presented their joint E-Transit Van 
Product at the May 2022 FordPros 
Business Accelerator Show in 
Chicago. 

The fervent interest and response 
at the event (and social media 
posts) spanned a wide range of 
customers – different vocations, 
government, fleet and even other 
dealers that participated in the 

event – and built a lot of buzz and 
constructive discussions. All this 
led to the trio creating a fantastic 
solution to an exciting final-mile 
delivery company of perishable 
foods.      

The team is looking forward to 
the unveiling of their new client's 
solution, which is to be revealed 
during the 2022 Home Delivery 
World Event on August 31st to 
September 1st at the Pennsylvania 
Convention Center, Philadelphia. 
FordPros will be making a special 
report to be released right after the 
event!

It may not always be easy to build 
lasting and adaptive partnerships, 
but it is possible, and the hard work 
is worth it in the end.

Read more about the project and 
the companies involved online at
www.nationalfordtruckclub.com

END-USER EDITION: GROWING WORKING PARTNERSHIPSEND-USER EDITION: GROWING WORKING PARTNERSHIPS

FOLD DOWN SHELVING

LEARN MORE AT KNAPHEIDE.COM

• Configurations available for all 
vans in the North American market

• 250 lb. load rating per shelf

• Shelves fold up or down to 
accommodate different sizes of 
packages

• Adjustable shelves in 2” 
increments up or down

© The Knapheide Manufacturing Company 2022
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Let’s Talk: (855) 265-9996 Email Us: info@worktrucksolutions.com

DISPLAY COMMERCIAL  
INVENTORY VIRTUALLY 
PAVING THE WAY TO PRE-SALES

Find Out More

Effortlessly Provide Your 
Customers With More 
Vehicle Options And  
Secure More Orders.
With inventory in short supply, finding and purchasing upfit 
vehicles is challenging for your commercial customers. CV 
Showroom™ serves as your Smart Digital Catalog, and displays 
the finished vehicles your customers want right on your own 
website—even when they are not in your on-lot inventory.

From CV Showroom to 
Closing More Deals
CV Showroom is all about helping customers get the vehicle 
they need. Each CV Showroom page is optimized to move 
leads from decision to conversion, and when combined with 
the EZOrder™ lead capture process, you’ll secure more pre-
sales, and build more inventory allocation credit.

START DISPLAYING VIRTUAL UPFITTED INVENTORY FOR YOUR BUSINESS BUYERS

SCAN HERE

https://www2.worktrucksolutions.com/cv-showroom?utm_source=fordpros&utm_medium=publication&utm_campaign=august-2022&utm_content=august-2022
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BY STEVE TAYLOR – PREMIER TRUCK CENTER, MANUFACTURER OF PREMIER TRUCK BODIES, PALMETTO, FL

Bob Miller Masonry, Inc. (BMMI) 
is a full-service concrete and 

masonry contractor providing 
layout, land clearing, footers 
and grade beams, slab on grade, 
concrete block, cast in place 
concrete beams, structural slabs, 
stairs, and columns.

BMMI, located in Sarasota County, 
Florida, services the greater 
Sarasota / Manatee counties and 
beyond. The area has seen an 
unprecedented 132,000 (20 %) 
11-year population growth. This 
has meant an unprecedented 
increase in home and commercial 
construction. 

                                                         
FORD SUCCESS STORIES

“We continue to specify and buy 
Ford Trucks” reports Chad Miller, the 
grandson of the founder of BMMI. 
“We have found the Ford product 
to be very durable and reliable 
over the long run, even given the 
use in some of our challenging job 
sites. We have a fleet of 30 trucks, 
including (20) F350 Crew Cabs 
with Premier custom flatbed/rack 
system work truck bodies.”

  COMMERCIAL UPFITS
Miller went on to say, “We 

established a relationship with 
Premier Truck Center as a 
manufacturer of our custom bodies 
many years ago and that continues 
to this day. It began when my 
Grandfather and Dad approached 
the Premier TC business partner 
Jim Lavieri with unique body 
requirements for our Ford chassis.

 We found the right guy who gave 
us a lot of options that we could 
not find elsewhere. These bodies 
have evolved over the years, adding 
options which have served us well 
in our daily operations.

In addition to giving us a great 
product that serves our needs, 
Premier always stands behind the 
product if there are any warranty 
issues; that is a very big deal with 
us.”

Premier Truck Bodies, from 8 
foot to 26 foot, are considered by 
contractors to be highly durable and 
reliable for heavy duty applications. 
Premier will go the extra mile 
to build a product to meet the 
customer’s needs, adding options 
that may not be available from 
other manufacturers.

Find more information at 
premiertruckbodies.com

Above & to the Left:
BMMI F350 Crew Cab with Premier 
10 Foot Custom Truck Body with 
Forklift Loadable Rack

MAXIMIZING CHASSIS UPFITS
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WORKING TOGETHER, GROWING TOGETHER

Premier Truck Rental has been in 
business since 2014, working 

alongside commercial construction 
companies across the United States 
for their custom truck, utility trailer, 
equipment trailer, and specialty 
equipment needs. Located on the 
south side of Fort Wayne, Indiana, 
PTR is owned by Rob Troxel, CEO, 
and Adriene Horn, President; they’re 
a father-daughter duo who are 
passionate about providing custom 
fleet solutions to customers. Since 
its founding, PTR has grown into 
a nationwide rental house, renting 
specialty pieces across the nation, 
with multiple locations and over 
100 employees.

Ryan Yerrick, PTR’s Procurement 
Manager, has been with the 
company since 2014, being one of 
the first people to join the team. He 
has spent his time at PTR building 
relationships with vendors and 
creating lasting partnerships. 

“PTR and Reading crossed paths 
when I reached out to them to 
establish an account in early 2015. 

Prior to that, PTR had purchased 
a handful of 1-ton service bodies 
from other lots. I reached out to 
Reading’s corporate office, and 
shortly after PTR received our first 
Reading unit with these off-the-lot 
purchases” said Yerrick. Since that 
time, Reading Truck’s Director of 
National Accounts, Bill Pruemer, 
and the Reading team have been 
working with PTR in a variety 
of ways to create shared value. 
“Reading has done installations on 
1-ton and 2-ton service bodies for 
PTR at Reading facilities throughout 
the years when our production 
capacity could not keep up with 
the yearly demand,” stated Yerrick. 
“They have also become one of 
PTR’s main providers for quality 
mechanic and service bodies, like 
the RM-45 crane body and the 
Classic II service body.”

“We’re thrilled to be partnering 
with PTR; with them, we are able to 
leverage our full suite of capabilities 
to aid with PTR’s growth,” stated Bill 
Pruemer. Yerrick agrees. “Reading 

and PTR’s relationship is unique 
because both companies have 
seen significant growth over the 
last 8 years. Reading’s increased 
geographical footprint has aided 
in PTR’s growth and helped us 
reach new areas of the country 
and new customers. Reading’s key 
strengths are their quickness to 
respond to their customers, and 
their willingness to think outside 
the box. This outside-the-box 
thinking allows Reading and PTR to 
continue to explore other business 
opportunities together.” That 
shared focus on meeting customer 
needs is also evident in the work 
our two businesses have done to 
design and manufacture custom 
builds to meet PTR’s unique needs,” 
said Pruemer. "Their success is our 
success."

Learn more at www.rentptr.com

For more about Reading Truck 
go to www.readingtruck.com
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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.

SAFE, FAST,
FLEXIBLE
DELIVERIES

Scan to watch a video

LEARN MORE @ primedesign.net

https://www.safefleet.net/


Sutton Ford has been providing 
vehicles and work trucks in 

Matteson, IL and surrounding areas 
for over 30 years. During this time, 
they’ve built up a large portfolio of 
truck equipment upfits from ma-
jor suppliers. Developing positive 
relationships has been the bread 
and butter of their business. Not 
only with their customers, but with 
equipment dealerships.

Sutton Ford Fleet Directors, Alex 
Kadish and Kyle Mohrbach found 
a cycle that proves to be a success 
– one based upon trust. Customers 
come back again and again to tap 
their experience and extensive 
knowledge of the work truck 
industry. Such know-how uniquely 
situates them to understand a 
customer’s business needs and pair 
them with a truck perfectly suited 
to do the job. 

Behind the scenes it all begins 
with a Ford chassis. Kadish and 
Morbach work with an equipment 
dealership that provides that 
truck with an upfit and equipment 
installation. Once assembled, they 
sell the package to their customers. 
Over the years they have worked 
with many equipment dealers for 
upfits. One of them being Michigan 
dealer, B&B Truck Equipment. There, 
they work closely with Outside 
Sales Rep, Paul Baker, who first 
introduced them to Switch-N-Go® 
as one of the latest innovations in 
the work truck market. 

Sutton saw the value of the 
Switch-N-Go® system for their 
customers and began selling them 
three years ago. They saw how the 
interchangeable truck body solution 
would be a unique opportunity for 
their customers to be more reactive 
as a business than those with 
hooklift or permanent mount units. 
Plus, the process of upfitting a Ford 
chassis with a Switch-N-Go® hoist 
ready to accommodate multiple 
truck bodies is faster, resulting 
in customers getting their units 
in record times. With the choice 
of electric-over-hydraulic or full 
hydraulic hoists and nearly 30 truck 
bodies, customers can maximize 
their work trucks and their 
workdays. Since 2019, Sutton has 

stocked at least one upfitted unit on 
their lot, which has brought with it 
opportunities they never expected. 

The versatility of the system and the 
utilization of nationwide marketing 
tools, such as Commercial Truck 
Trader, allows Sutton to target a wide 
range of clients, leading to sales 
coast to coast. Many new customers 
find them online or come in for a 
new truck, see a demonstration of 
the system, and find value in it, with 
several returning for a second and 
third upfit.

If a customer returns and asks 
about additional bodies, Sutton 
will often put them in contact with 
Baker and B&B Truck Equipment, 
allowing them to purchase directly 
from the equipment dealer. This 
adds another level of trust for the 
customer, showing that Sutton 
“doesn’t like adding extra cost to 
the customer if they don’t need to”, 
says Mohrbach. Being a dealership 
with that mentality is why customers 
keep coming back. 

CUSTOMER RELATIONSHIPS BUILT ON TRUST
END-USER EDITION: THE KEY END-USER EDITION: THE KEY 

"WHILE BEING A COMMERCIAL TRUCK DEALER 
COMES WITH GREAT OPPORTUNITIES, IT ALSO 
COMES WITH CONSIDERABLE CHALLENGES.”

FORDPROS AUG/SEP 2022FORDPROS AUG/SEP 2022 21       



While being a commercial 
truck dealer comes with great 
opportunities, it also comes 
with considerable challenges. 
The most recent obstacle being 
the nationwide limited chassis 
availability. Mohrbach claims that 
Switch-N-Go® has helped to offset 
those challenges by offering a 
single chassis in place of three. 
“Many companies need the ability to 
use their trucks throughout the day 
and not be tied down to a jobsite. 
The ability to leave a dumpster box 
for a roofing company is a great 
example. They can have a dedicated 
driver that drops and picks up boxes 
from multiple job sites with a single 
truck” states Mohrbach. 

Notes Mohrbach, “It takes a lot 
of trust with the dealer and the 
customer, and being in business 
with B&B Truck Equipment and 
Switch-N-Go®, Sutton provides the 

customer with the best possible 
outcome - a versatile and reliable 
system that easily installs on a 
single truck chassis and does the 
work of three."

Visit at switchngo.com

”

AerocellClassicube Aerocell CW Body & EquipmentDry Freight

1.800.628.8914
www.unicell.com
sales@unicell.com

NOW AVAILABLE
The New Aerocell Transit

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

Smart Choice
THE PROFESSIONAL’S
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TRUCKS ININ THE FIELDFIELD

Taylor Steinberg, reporting from 
Broken Bow in the Sandhills of 

Nebraska, County Seat of Custer 
County where the cattle outnumber 
the people by over 10 to 1. Known 
as “The Cattleman’s Paradise” with 
excellent grassland and abundant 
water from the Ogallala Aquifer, 
an underground water deposit the 
size of Lake Ontario. The aquifer 
underlies parts of eight states from 
South Dakota to Texas. In some 
areas of the Sandhills, water is 
available at the surface from fresh 
water springs with the majority 
pumped to the surface for use by the 
populace, irrigation and industry. 

In 1937, Charlie Sargent founded 
Charles Sargent Irrigation providing 
services for the well and irrigation 
industries. In 1953, Larry Whitesel 
and Pete Kaps went into partnership; 
and the following year they obtained 
full ownership of Sargent Irrigation. 
Today, Larry’s son Mike Whitesel 
is the President of the company, 
a successful family owned and 
operated provider of water solutions. 
Headquartered in Broken Bow, 
Nebraska, they service customers 
from twelve facilities in Nebraska, 
Iowa and Kansas focusing on water 
well, irrigation and other water 
related services. 

They earned the reputation “The 
Dependable Professionals,” from 
their operating philosophy – Tell 
the customers “We do what we say 
we are going to do, when we say we 
are going to do it.” I witnessed this 
in Neligh, Nebraska where I arrived 
about 7:00 AM to find a beehive 
of people fueling trucks, loading 
pipe, supplies and leaving for the 
various job sites to take care of their 
customers.   

Not only are they successful in 
Nebraska, Iowa and Kansas, they 
completed successful operations 
in California, Wyoming and Nevada 
in the 1970’s and 1980’s. Providing 
desperately needed fresh water in 
parts of the world beyond the United 
States continues in Mexico and 
Australia, where they’ve been doing 
so since the early 1980s, while in 
1986 -1989, they completed a major 
water well project in Algeria. 

The Nebraska facilities for Sargent 
Irrigation and Sargent Drilling 
include Broken Bow, Grant, Neligh, 
Holdrege, Geneva and Aurora, with 
additional facilities in Carroll, Iowa 
and Salina Kansas.

VEHICLE FLEET 
Sargent Irrigation and Sargent 

Drilling operate a fleet of over 90 
F-150 through F-650 Ford trucks. 
Twenty-eight of the F-250s, F-350s 
and F-450s are exclusively equipped 
with Knapheide Service Bodies. 
They have over 100 class VII and 

VIII chassis for heavy GVWR support 
of well drilling derricks, setting 
pumps and configuring wells for 
production.  Many of the Class VIII 
chassis utilize custom designed 
heavy well servicing platforms with 
derricks built in their state of the 
art manufacturing facility in Broken 
Bow, NE.

Why Ford? -  Mike Whitesel, 
President, tells us, “Over 95% of our 
Class I through Class V truck fleet 
are Ford.”

“Fords don’t spend a lot of time out 
of service”. 

“We can depend on them for 
200,000 to 250,000 miles of service”. 

“We continue to use Ford products 
as they reduce our costs per mile of 
operation”. 

SERVICING FORD DEALERS
Each Sargent Irrigation and Sargent 

Drilling location select and utilize 
Ford dealers in close proximity to 
their facilities in Nebraska, Iowa and 
Kansas. The ten Nebraska facilities

BY BEAU BECRAFT, KNAPHEIDEEND-USER EDITION: HOME ON THE RANGEEND-USER EDITION: HOME ON THE RANGE

SARGENT IRRIGATION TEAMS UP WITH KNAPHEIDE TO WATER THE WORLD
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are all in communities averaging 
just over 3,000 people, sometimes 
requiring a greater distance to 
find a local Ford dealer. Carroll, 
IA and Salina, KS have area Ford 
dealers in close proximity. Sargent’s 
technicians handle routine vehicle 
maintenance including oil changes, 
brake service and tire replacement, 
while area Ford dealers handle the 
complicated and technical service 
requirements.

Shout outs go to the following 
Nebraska Ford dealers as “They all 
try to take care of Sargent’s truck 
needs”. 

Ranchland Ford – Broken Bow
Moody Motors – Niobrara
Sid Dillon Ford – Crete
Platte Valley Auto – Lexington/Kearney
Janssen Ford – Holdrege
Wolf Auto - Ogallala
Even though area Ford dealers 

normally do not stock red vehicles 
for the respective Sargent locations, 
Sargent’s detailed advanced 
planning normally does not create a 
vehicle shortage with normal Order 
to Delivery dates. Recent supply 
chain issues resulted in extended 
OTD dates.

Mike sums it up, "The support of our 
local Ford dealer network helps us 
maintain our commitment to being 
'The Dependable Professionals.' 

DEALER COMMUNICATION
Mike Whitesel and all of their 

business locations prefer in-person, 
phone, or text communications 
while email works fine for vehicle 
and product quotes. Follow up in 
person, by phone or text is preferred 
to review quotes. 

TRUCK EQUIPMENT
Specialty designed flatbeds and 

platforms for water well servicing 
for the Class VII and VIII chassis, 
are manufactured at Sargent Pipe, 
their state of the art manufacturing 
facility in Broken Bow, NE for their 
heavy-duty applications.

Mike says, "We acquire service 
bodies, many with rear corner 
mounted 3,000 or 4,000 lb. electric 
over hydraulic cranes and other 
options from LCL Truck Equipment 
in Hastings, Nebraska. Gary Jerman, 
President of LCL, in business 
over 50 years, understands our 
goals and objectives and provides 
continued long-term product value 
with Knapheide service bodies and 
equipment. Sargent plans ahead 
and orders their bodies when they 
order the trucks. We continually 
stock service bodies and options for 
immediate installation upon chassis 
arrival."

WHY KNAPHEIDE
Mike continues, “We expect 

200,000 to 250,000 miles of service 
from our Ford service trucks. 
Knapheide is the only service body 
on the market that exceeds our long-
term service requirements. We will 
frequently use the same Knapheide 
service body on up to three Ford 

chassis. We have tried other brands 
of service bodies and none have 
met our long term service needs.” 
This writer found three F-250s with 
Knapheide service bodies, one with 
15 years of service and two with 10 
years of service, still being used on 
a daily basis. 

It takes a “Tight Ship” for a 
successful operation in the water 
business. From source to delivery, 
Sargent Irrigation and Sargent 
Drilling continually rely on Ford 
Trucks and Knapheide products to 
help their customers succeed. Their 
enthusiasm and desire to serve their 
customers since 1937 is contagious 
and on display at every one of their 
twelve locations. 

For all of the followers of the Ford 
Pros magazine, what a pleasure it 
has been to share useful ideas to 
help every Ford dealer improve their 
customer service. Sargent Irrigation 
and Sargent Drilling exemplifies 
the passion and enthusiasm I have 
tried to live by in my fifty-five years 
of creating customer solutions. As I 
finish my last article, I wish you all 
the luck in the world.

READ THE ENTIRE ARTICLE AT 
www.nationalfordtruckclub.com

"IT TAKES A 'TIGHT SHIP' FOR A SUCCESSFUL OPERATION 
IN THE WATER BUSINESS. FROM SOURCE TO DELIVERY, 

SARGENT IRRIGATION AND SARGENT DRILLING 
CONTINUALLY RELY ON FORD TRUCKS AND KNAPHEIDE 

PRODUCTS TO HELP THEIR CUSTOMERS SUCCEED."

TRUCKS ININ THE FIELDFIELD

BY TAYLOR STEINBERG  
CORPORATE SALES TRAINER, 

KNAPHEIDE

Thank You Taylor and Lorraine 
for all your wonderful Travels, 
Articles and Support!!  
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COACH KEN
IT WAS THE BEST OF TIMES, IT WAS THE WORST OF TIMESIT WAS THE BEST OF TIMES, IT WAS THE WORST OF TIMES
BY KEN TAYLOR, ken@coachkentaylor.com

This was the famous quote from 
Charles Dickens’ historic novel Tale 

of Two Cities. The setting was Paris, 
France during the French Revolution. 
The French aristocracy was in turmoil 
and many of the royals were being 
executed as the common people rioted 
in the streets. 

The commercial and fleet industry 
is in turmoil, but of a different kind. 
Skyrocketing inflation, demand 
outstripping supply, microchip 
shortages, and American business 
in the twilight zone as far as the 
“next steps.” You can look at the 
current situation in the commercial 
automotive industry as a tragedy or 
an opportunity. What I am going to 
write next might shock most people, 
but you will realize as you read this 
article that there has never been 
a better opportunity to grow your 
business than right now. Dealers 
who are following my strategy are 
finding endless opportunities to 
acquire new clients and assist their 
current customer base.

Many of the world's greatest triumphs 
and discoveries came at the worst 
times for a simple reason - necessity! 
So, let’s get started.  I’m going to give 
a statement that reflects what most 
suppliers and manufacturers are 
doing, followed by the strategy we 
have already put in place at dozens of 
commercial dealers that has already 
proven successful.

#1 Problem: Most dealers due to a 
shortage of inventory have avoided 
calling on customers and prospects 

face-to-face, or even staying in 
communication!

#1 Action to Take: Set up 
appointments with your best 

customers and give them an honest 

assessment of what’s happening on 
the manufacturer and dealership level.
#1 Solution: Convince customers and 
prospects to “get in line early.” Even 
if they don’t need a vehicle right now, 
they still need to get in line or they will 

end up at the back of the line!

#2 Problem: The “Law of Demand 
and Supply” has kicked in big time!  
When the product (work vehicles) is 
in limited supply, you can demand 
a higher price.  I have seen upfront 

grosses double and even triple.
#2 Action to Take: “Do the right thing!” 
Take care of your best customers with 
fair pricing and you will dramatically 
increase your loyalty.  Do let them 

know what has happened with 
increased pricing and let them know 
that you are trying to hold the line. 
Some increase is expected, but not 

double or triple normal upfront gross.
#2 Solution: You have created a 

customer for life!

#3 Problem: Many dealers have 
stopped attending industry meetings 
such as Home Builders Associations, 

Associated General Contractors, 
Chamber of Commerce, BNI (Business 
Network International), and even truck 

club meetings because they have 
limited inventory.

#3 Action to Take:  If the meetings 
are being conducted remotely on line 

(Zoom.com), don’t only log in, but 
offer solutions, and when the meeting 
is over pick up the phone and call the 

individuals who were on the Zoom call 
and make a face-to-face appointment. 
We are getting endless appointments.  

If you don’t know what to say 
when you call, email me at ken@

coachkentaylor.com and I will send 
you the word track to use that has 

been ultra successful. If the meetings 
are being held face-to-face, set goals 

to meet two attendees (preferably 
business owners who drive work 
vehicles) and set an appointment! 

#3 Solution:  Chances are they have 
not talked to a vehicle provider in 
months and you will stand out!

#4 Problem: Most dealers are not 
leveraging technology as a great 
marketing tool. The Internet has 

become a powerful tool that is not 
being leveraged.

#4 Action to Take: Start an electronic 
newsletter using services such as 

www.constantcontact, or www.
mailchimp.com. You can produce 

a quality electronic newsletter filled 
with sales and marketing tips for your 

target audience.
#4 Solution: Email us at 

ken@coachkentaylor.com or will@
commercialtrucktraining.com and we 
will either show you how to get started 
or we will actually do all the work for 

you at an extremely low cost. We have 
dozens of dealers that are using our 
service as I write. Also, don’t forget 
about Work Truck Solutions! Their 
Internet based system has proven 
to be a great way to broaden your 

marketing to the entire United States! 
Go to www.worktrucksolutions.com 
and hit the “Dealer Solutions” tab to 

get more information.

Believe me when I say there has 
never been a better time to grow 
your business than right now. Going 
back to the beginning of this article, it 
truly is the best time to start building 
relationships with new prospects and 
staying in touch with your existing 
customer base while your competition 
is waiting for things to get better!
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END-USER EDITION: THE APPROACHEND-USER EDITION: THE APPROACH

In April of 2021, I wrote about 
stepping back in order to acquire a 

new perspective on business—and 
personal—challenges that seem 
overwhelming. New perspectives 
can lead to clarity when decisions 
must be made. As I said then, 
sometimes you just need a little help 
from the right people, whether from 
within your dealership, your OEM 
reps, or other business partners. 
But sometimes you find that you 
just plain need more information 
to make, well… informed decisions. 
And the quality of your information 
is going to have a good deal to do 
with your success in using it.

THE CRYSTAL BALL
Current world events seem to 

indicate that the near future will 
hold as many uncertainties as the 
last two years have. It seems that 
B2B transactions may be following 
the retail trend of an increasingly 
online nature. Covid-related issues 
have reached “Terminator” status, 
refusing to go away, and continue to 
hamper staffing at manufacturing 
facilities. Rising inflation and global 

tensions continue as unstoppable 
forces. Naturally, dealing with the 
complexities and ambivalence in 
your inventory supply chain can 
send you searching for the nearest 
crystal ball. Which would be lovely, 
if only there was such a thing. 

THE MAGIC 8-BALL
Or you may try to do business 

as usual, but we are dealing with 
the most unusual circumstances. 
Using outdated strategies to deal 
with such an uncertain business 
landscape is like making decisions 
based on answers from the old 
Magic 8-Ball. Remember the toy 

8-ball that you’d shake up and 
then one of the multiple answers 
on a die would show in a window? 
…  “It is certain,” “Reply hazy, 
try again,” “Don't count on it.”

Great fun at a cocktail party, 
but no way to run a business. 
A more mature approach may 
be transparency surrounding 
uncharted environments. Leaders 
show strength when they admit a 
new approach may be necessary to 
thrive in uncertain circumstances.

DATA FOR COMMERCIAL 
DEALERSHIP SUCCESS

The most effective way to gain 
market and behavior insight is 
through data. Using data really is 
the best approach to dealership 
success. Although data is not 
a crystal ball with a streak-
free vision of future events and 
circumstances, it can give us 
information that can help formulate 
both strategic and tactical steps to 
take to achieve our business goals.

2022 Q1 and Q2 report data show 
business owners continue to be 
active, even aggressive buyers. 
My recommendations would be 
to ask yourself some questions 
regarding what data will help you 
successfully engage those buyers.

Even without a crystal ball, you 
can determine what data you 
might need, and use, to handle 
high demand and low inventory. 
You can ask yourself what data 
will help you anticipate and offer 
solutions for your customer’s 
problems and help your dealership 
build long-term relationships.

My parting advice is this; To 
achieve commercial department 
success, make sure your data is 
current and reliable. Good data is 
indispensable for attracting the best 
customers, as well as generating 
and converting high-quality leads.

CRYSTAL BALL VS. MAGIC 8-BALL VS. DATACRYSTAL BALL VS. MAGIC 8-BALL VS. DATA

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

BE SURE TO CONTACT SHAWN 
AT SHAWN.HORSWILL@

WORKTRUCKSOLUTIONS.COM 
FOR MORE TIPS

"LEADERS SHOW STRENGTH WHEN 
THEY ADMIT A NEW APPROACH 

MAY BE NECESSARY TO THRIVE IN 
UNCERTAIN CIRCUMSTANCES."
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NWFTA ANNUAL COMMERCIAL TRUCK 
SEMINAR AND GOLF OUTING

Northwest Ford Truck Assn. and the Northwest 
Region held their Nineteenth Annual Commercial 

Truck Seminar and NWFTA Club Golf Outing on 
Thursday August 11, 2022. All dealers, general 
managers, commercial truck sales professionals and 
upfitter members were invited to attend the Seminar 
and Truck Association Golf Outing.

Bob Braukmann of Ford Credit (Now FordPro 
FinSimple) and Rick Keithley of Ford Government 
Sales were the quest speakers, speaking on Ford 
Commercial Truck National outlook, 2023 F-150, 
2023 Super Duty, 2023 EV Transit & Transit Connect.

Three Pres of the NW: Don Beezley, Steve Renner 
(first year), Jeff Davenport

FORD TRUCK 
club neWS
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Jason Savino (JS) of All American 
Auto Group sat down with 

FordPros Magazine (FPM) for a 
fantasitic FordPro-File interview.

 FPM: What were your formative 
years like? Where did you grow up 
and go to school?

JS: I grew up on Long Island, NY and 
went to college at the University of 
Scranton where I also stayed for my 
Masters in Business Administration. I 
then worked in Manhattan for 3 years 
at the largest advertising agency in the 
world, Ogilvy & Mather, before joining 
the auto industry officially.

FPM: How did you join the 
Commercial Vehicle busines?
How did you come to be at your 

current dealership?
JS: My father worked his way up at a 

Ford dealership on Long Island called 
Able Ford of Rockville Centre. He held 
every major position at the dealership, 
ultimately buying it and becoming 
Dealer Principal in 2003. In 2008, Ford 
offered him the opportunity to sell 
Able Ford and purchase Oasis Ford in 
Old Bridge NJ, eventually becoming 
All American Ford in Old Bridge. The 
Savino’s joined the Selman’s in 2009 
to form the All American Auto Group. 
Throughout the years, we grew the 

commercial truck business and even 
have an Isuzu dealership in Old Bridge, 
as well as a Jerr-Dan distributor, 
which sells Ford tow trucks. By 2015, 
the Auto Group was growing and my 
father brought me into the family 
business as the Marketing Director. My 
father always focused on commercial 
trucks and we continue to grow that 
part of our business, even during 
the pandemic and with the inventory 
challenges.

FPM: What technology do you use 
in your role as a Commercial Dealer? 

What works for you and what 
doesn't? What needs to be improved 
and what other technology and tools 
are you interested in exploring?

JS: We currently use Work Truck 
Solutions for our Commercial Truck 
websites. They have been fantastic 
with displaying our inventory, 
merchandising the upfits and helping 
with commercial truck specific SEO. 
We also use Commercial Truck Trader.
com and will be in commercial truck 
specific magazines from time to time. 
Our digital strategy of highly targeted 
SEM, display ads, social media 
ads and OTT video to complement 
and drive traffic to our Work Truck 
Solutions websites has definitely 
helped us move the business forward. 
I’d still like to find and refine some 
technology that makes off-site 
deliveries and/or buying a vehicle fully 
online easier. There are digital retailing 
solutions out there and we have good 
ones from FordDirect throughout our 

auto group. But they aren’t all there 
from a commercial standpoint. For 
off-site deliveries we’ve had success 
with e-contracting and iPads off-site 
for signing, but I think there’s room for 
improvement and for better technology 
to assist us. Work Truck Solutions has 
added tools for building upfit vehicles 
online and even starting the ordering 
process with our dealership. These 
have both helped but again, there’s 
always improvements that can be 
made.

FPM: What is your home life like 
and what are your hobbies?

JS: I have 3 kids, aged 5, 3 and 3 
months. My wife and I used to travel 
a lot before kids; some of my favorite 
places to visit were Italy, Australia, 
Ireland and the Bahamas. I love sports 
and attending games and watching 
them on TV. My favorite teams are the 
New York Islanders, New York Mets 
and New York Giants. 

Jason Savino
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END-USER EDITION: HOW TO FILTER OUT THE BAD, LET THE GOOD INEND-USER EDITION: HOW TO FILTER OUT THE BAD, LET THE GOOD IN

Growing up, I remember my 
mother using a pressure cooker 

on occasion to prepare a sumptuous 
meal. I don’t remember what was in 
the pot, but I remember the noise 
that it emitted.  The purpose of the 
pressure was to cook the food inside 
more quickly, I think. To do this, the 
unit had to be tightly sealed, and 
had a release mechanism on top. 
As the pressure increased, it would 
occasionally relieve the pressure 
with a releasing noise. When the 
pressure got too great, it would 
wail with incredibly loud, disturbing, 
distressing noise, until mother would 
lower the temperature. Then it would 
go back to its less-stressful state.

Like mother’s meal, we are all in 
a state of loud, constant pressure 
right now. The political noise is loud. 
Trouble in the nation, in virtually every 
community, is there. Our economy 
seems to be quite boisterous at 

times. And the industry we serve is 
causing us to hear so much noise—
pressure—from clients who can’t 
acquire the units they need to grow 
their business… in fact for their 
business to survive in many cases. 

Every one of these sources of noise 
seem to act as though the loudest 
one will get our attention. But, in the 
noise from every point, it’s hard for 
me to focus on what I can do to help 
in this moment. 

Ah, the filters…
For me personally, I have to work 

hard to keep myself from getting 
down. I do this by working constantly 
to relieve the pressure, to quiet “the 
weather in my head.” I realized three-
plus years ago that medicating 
(alcohol) didn’t help, so I quit. I 
realized over the past few years that 
I needed to spend time in meditation, 
and that helps. Here are some of the 
filters that work for me and that I 
encourage you to consider:
• An incredibly sensitive article, a 

letter, written to a young activist, by 
Clarissa Pinkola Estes titled, "Do 
Not Lose Heart, We Were Made 
For These Times,” is especially 
good.  I copied it years ago, have 
it in my notebook permanently and 
read from time to time. 

• The scripture written by St. Paul in 
Corinthians (2 Corinthians 4:8-10) 
helps.  I memorized it.

• The scripture from Jesus (John 
14:1-6)…let not your heart be 
troubled.  I memorized it. 

• Inspirational daily by Fr. Richard Rohr, 
founder of the Center for Action and 
Contemplation (cac.org).

• Encouraging insights from dear 
friend Terry Minion, who used 
to contribute to the FordPros 
magazine, and is still offering his 
words in Facebook.

These filters help me keep the noise 
down while I look for ways to use the 
energy I have to offer to this needful 
earth. There is still so much good 
out there, and so many good people 
as well, that sometimes we need the 
filters to help us remember these 
facts.

Share any of your filters with me, 
at joehughes@fordpros.com and I’ll 
pass them along.  Let’s keep each 
other going strong. 

Meet me 
over coffee.

.

CUP o'JOECUP o'JOE

 
PLEASE HELP US IMPROVE OUR CONTENT AND DELIVERY METHODS!
New & Exciting changes are coming to the National Ford Truck Club 

and the FordPros Magazine - AND WE WANT YOUR INPUT!
Go to www.nationalfordtruckclub.com to fill out our Survey!

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!

OH, 
THE NOISE
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Shown:
Max-Drop ProLiftTM Rack

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

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

ALL NEW PROLIFTTM RACK.

https://www.adriansteel.com/


EXPAND YOUR REACH 
BOOST YOUR PROFITS 
WITH COMVOY.COM

          

We’ve been with Work Truck Solutions 
now for over seven years, and it’s been 
great using their commercial inventory 
platform, with their reporting, custom 

content and great consultation, to 
continue to expand our commercial 

business. When they launched Comvoy 
we were excited they were helping
their dealers gain national leads.

 
Dan Bryan 

General Manager, Ricart to Business

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

 AND 

Find Out More

SCAN HERE

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

