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I’m winging my way back from 
NTEA at 35,000 feet, some-

where over Idaho.  I rarely look 
out the window, although I prefer 
a window seat.  I usually sleep, 
because events like this are so 
incredible, so full of new ideas to 
assimilate into my service to you 
and to customers…I’m exhausted!

Where to Begin
My overwhelming impulse, as 

I looked out over the Sawtooth 
Mountains of Western Idaho, 
beautiful in spring snow, reflect-
ing the sunset on the other side of 
the plane, was to repeat, over and 
over again:

THANK YOU!

Not YOU, good friend: the God 
that brought this planet to be, 
many, many millennia ago.  The 
God that puts us all in this place to 
see if we would make a difference 
(He knew we could: but would 
we…will we?).  His faithfulness 
in all of this is both complex and 
beautiful.  I am speechless beyond 
this except to say, “Thank You!”
My gratitude at a much lesser 

level is to be able to talk to people 
about the very best vehicles that 
are made in the world.  To be able 
to offer excellent solutions to help 
vocations (businesses, non-prof-
its, those in government service) 
do the work they have chosen, 
more effectively, more efficiently, 
and more effortlessly.  That’s a 
privilege, especially as a repre-
sentative of the best American-
made automotive products, under 
the leadership of an incredible 
man named Alan Mulally, and the 
people who work with him, like Len 
Deluca, to make “my” products so 
vastly superior and well-received 
across the American landscape.  

Thank You!
My gratitude is to be able to 

work with bodybuilders, with fel-
low dealership representatives, 
with Ford CBMs, who individually 
and collectively, make me proud to 
be part of what we do in moving 
America ahead in its various and 
vital vocations.  Thank You!
My gratitude is that I was chosen 

by Him to be born in this land of 
incredible opportunity, that is so 
vast I have been allowed to fail a 
time or two and survive—and even 
to prosper!  To have a wife partner 
and four children who bless me 
daily.  Thank You!
Anyone who feels we don’t “have 

it made” should come with me 
next January on our next mission 
to serve those in need in a coun-
try of beautiful people named El 
Salvador.  God is definitely there.  
Appreciation comes from seeing 
people who have no means…but 
are happy! Who don’t have to de-
cide which shirt to wear:  they’ll 
wear the only shirt they have…
their shirt!  Thank You for more 
than one shirt.
God is there:  fact is, He’s every-

where.  Look around and join me, 
saying…  

Thank You!

Joe Hughes
 JoeHughes@FordPros.

com
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NFTC OFFICERS MEET

DOT Legal Refueling Tanks

Larger Replacement Fuel Tanks

1-800-442-0056  I  (530) 893-5209
www.transferflow.com

47-Gallon Aft Axle Fuel Tank Fits
2000-10 Ford Diesel Cab Chassis!

Replaces the OEM aft axle fuel tank on 
2000-2010 F350/F450/F550 Cab Chassis
with 60”, 84”, 108” and 120” CA
Made from 12-gauge aluminized steel for 
superior corrosion resistance and strength
Comes complete with all components 
needed to install replacement fuel tank
Fuel tank is baffled to reduce fuel sloshing

•

•
•
•

In-bed Auxiliary Fuel Tanks

Transfer Flow Fuel Tanks 
Get Your Work  Trucks 

Where They Need to Go!

NEW 
PRODUCT!

Toolbox & Fuel Tank Combos

MORE CLUBS DEVELOPING MORE VIABLE MEETING TOPICS, MORE FORD TRUCK SHOWS
‘Why should I go to a Regional Truck Club Meeting?’ was the topic of conversation for this year’s 

annual Regional Truck Club Officers Breakfast, sponsored by the National Ford Truck Club at the 
NTEA’s Work Truck Show in Indianapolis last month. Officers representing a number of Regional 

clubs met for breakfast to exchange ideas;  to discuss ways to encourage their FordPros to attend  
regional meetings in spite of obstacles such as distance, time constraints, and other priorities.
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www.palfInger.com

service bodies, mechanic trucks, electric & hydraulic 
cranes,  lift gates, platform bodies, hoists

1-800-279-2201

lIfeTIme eXcellence

contact your local omaha Standard palfinger distributor  
for current stock and chassis pool availability.

FACE-TO-FACE 
All of the Truck Club Officers agreed the most im-

portant value was creating face to face opportuni-
ties to share ideas between FordPros:  that value 
is primarily why they, themselves, are willing to 
serve in their own Regional Clubs.  

TRUCK EQUIPMENT EXPOS
Randy White, President of the Georgia Club, is 

part of the group that (along with the Carolinas 
Club and the Alabama Club) holds one of the best 
attended, and most successful annual Truck Club 
Expo held at Lake Lanier every spring.  Under 
the enthusiastic support of Gerry Deblon (Ford’s 
Commercial Business Manager  -Atlanta) and Joe 
Ethridge (Ford Commercial Credit - Atlanta), who 
spend long hours putting together this event, this 
expo typically displays 75 to 100 Ford chassis and 

cutaways, finished by the top bodybuilders in the 
country, for two days in May.  

STATE TROOPERS TALKING ABOUT GVW
Many of the Truck Club Officers organize their 

meetings to feature speakers from their state law 
enforcement, those people who enforce weight 
rules on vehicles, or other safety issues. 

PEER SUPPORT
The biggest advantage FordPros have in being a 

Regional Club Member is the interaction and rela-
tionships they build with their peers; not just shar-
ing best practices and their commitment to improv-
ing their personal results, but knowing that others 
understand their commitment to their professional, 
and to the best products in the industry.

TOP IDEAS:

Facing Page Photos from the Ford Truck Club Officers Breakfast
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BOLT, A.R.E. TEAM UP TO FOR 
ONE-KEY LOCK TECHNOLOGY

In a move that benefits commercial fleet 
managers to single contractors who 

rely on trucks for their livelihood,  A.R.E. 
has partnered with STRATTEC® Se-
curity Corporation to make the BOLT® 
one-key lock standard equipment on all 
A.R.E. Deluxe Commercial Unit (D.C.U.) 
pickup caps and Site Commander units. 
A.R.E. and BOLT have been collabo-

rating in the industry for several years, 
merging heavy-duty, fully welded alumi-
num commercial truck caps with patent-
ed, advanced lock technology.  

Now, A.R.E. truck cap owners can re-
duce downtime caused by lost, broken, 
or having the wrong keys at job sites, 
while also minimizing the cost of theft, 
through BOLT high-quality locks.  These 
locks are permanently programmed to 
the truck’s ignition key which eliminates 
the need for multiple keys to operate the 
truck as well as the truck cap, toolboxes 
and doors. Additional locks for external 
boxes and towing can also be keyed to 
the same ignition key.
“Offering BOLT solutions for commer-

cial truck fleets and commercial op-
erators is the next logical step for this 
technology,” said STRATTEC Sales 

Manager Erika Garcia.  
“This latest innovation is another con-

venience item A.R.E. is offering to fleet 
buyers and fleet maintenance manag-
ers, to make their jobs easier,” said 
Jim Blayne, Commercial/Fleet Division 
Sales Manager, A.R.E.  “This is now 
standard for all our commercial cap of-
ferings.”
For more information, contact A.R.E. 

by email at: topline@4are.com or visit 
www.4are.com. 
STRATTEC Security Corporation is 

the world’s largest manufacturer of au-
tomotive locks, keys and related access 
control products, and is the primary lock 
supplier to Ford. 

For more information,
 call 414.247.3333; 

or visit www.boltlock.com.  

HIGHBEAMSIn The

2013

THE WORK TRUCK SHOW®: 
A SNOWY SUCCESS 

Despite losing some attendees who 
couldn’t make it to Indianapolis due 

to the weather, the Work Truck Show 
2013 was a major success. The show 
was bigger than ever in terms of exhibit 
space and educational programming. A 
total attendance of 10,351 was the sec-
ond-highest in NTEA history, less than 
60 people short of the record set in 2012.

Work Truck Show 2013 attendees 
checked out the latest vocational trucks, 
vans, equipment and accessories from 
more than 520 exhibitors covering more 
than 500,000 square feet of exhibit 
space. Exhibitor demand has led show 
organizer NTEA to further expand the 
exhibit floor in 2014. More than 95 per-
cent of display space for The Work Truck 
Show 2014 has already been sold. 
New product introductions played a 

significant role in creating buzz at this 
year’s Work Truck Show. With more than 
120 products debuting at the event, two 
major product categories dominated the 
news: vans and fuel-saving technology. 
“It is clear that the Work Truck Show 

has truly become the single most impor-
tant forum for work truck professionals 
throughout North America. With a record 
level of exhibitor booths already sold for 
the 2014 show, we are confident that 
the industry is again poised for growth in 
the upcoming year,” said Steve Carey, 
NTEA executive director.
The Work Truck Show 2014 returns to 

the Indiana Convention Center March 
5−7, 2014, with educational program-
ming and the Green Truck Summit 
kicking off March 4. Online registration 
opens at NTEA.com in October.

For more information, 
visit www.ntea.com
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HIGHBEAMSIn The

READING AND MONROE ENTER 
STRATEGIC PARTNERSHIP

Reading Truck Body, LLC, a leading 
provider and manufacturer of high 

quality service truck equipment, and 
Monroe Truck Equipment, Inc., a leading 
manufacturer and distributor of Snow & 
Ice Control equipment, commercial truck 
bodies and modifications, have entered 
into a strategic partnership that will pro-
vide an incomparable portfolio of prod-
ucts and services to the industry. 
The Reading and Monroe partnership 

will benefit both the marketplace, as well 
as each company. Monroe will provide 
Reading with nationwide distribution 
coverage that fills a variety of niches in 

the Midwest and beyond, while Reading 
will equip Monroe with a line-up of prod-
uct offerings. Monroe’s major Midwest 
presence will give Reading customers a 
strengthened network and superior cus-
tomer service.   The collaboration also 
provides more resources to offer Fleet 
Management and Leasing Companies 
expanded product portfolios and market 
reach.  
“Teaming up with Monroe is a strategic 

decision that came naturally given our 
common business philosophy and com-
plementary product lines,” says Brian 
Nadel, President and CEO of The Read-
ing Group. 
With locations in Wisconsin, Michi-

gan, Illinois and Kentucky, Monroe will 
now distribute Reading products where 
they have not been widely available be-
fore. Products include the new Read-

ing Ready Van SL, Classic II Service 
Body, Aluminum Classic II Service Body, 
Reading SL Service Body and more.  
“We have always been impressed by 

the quality products Reading manufac-
turers,” says Rick Rufenacht, Monroe 
Truck Equipment’s Vice President of 
Marketing & Sales.  “Reading has prov-
en their ingenuity through the design 
and manufacture of green products. 
Joining forces with Reading will broaden 
our portfolio of vocational bodies, which 
will benefit our customers at a level un-
matched in this industry.”

For more information on Reading Truck 
Body, LLC and its products visit 

www.ReadingBody.com. 
For more information on Monroe Truck 
Equipment, Inc. and its products visit 

www.monroetruck.com .

READING’S NEW READY VAN SL 

The Ready Van SL is Reading Truck Body’s new service 
van which offers ample, enclosed interior work space and 

secure, convenient outside compartments. 
The Ready Van SL body is made of A60 galvannealed steel 

throughout and shelving is galvanized steel. This body will also 
go through Reading’s exclusive E-Coat and powder coat pro-
cess, inside and outside, making it the longest lasting finish in 
the industry to prevent rust and corrosion.
The Clear Load Space Design gives unobstructed load 

space providing a clear width of 48.5” without the presence of 
a wheelhouse box. The 17.5” deep compartments offer greater 
storage capacity and versatility. Vertical shelf attachment strips 
are on 4” centers and offers more adjustability for the end-user. 
The galvanized shelves and trays are height adjustable provid-
ing 50% more divisional space than the competition. The Dual 
Drop Down Conduit Pipe Doors are more protective and ver-
satile storage for longer items and do not cover stop, tail and 
turn lighting when in drop-down open position.

Designed with security in mind, the stainless steel Rotary 
Paddle Latch Assembly is ‘free wheeling’ when the cylinder 
is locked, preventing lock failure should it be tampered with.
The body is covered structurally by Reading’s Exclusive 6 

Year Limited Warranty 
For more information on the Reading Ready Van SL

visit www.ReadingBody.com.

The next SOUTHERN CALIFORNIA FORD TRUCK CLUB 
meeting will be on June 27, 2013. This meeting will be 

hosted by Scelzi Enterprises at their Azuza location. The Club 
is looking forward to touring their facility to see what goes into 
the making of Scelzi custom truck bodies.

Mark your calendars now to attend the Club’s VENDOR 
NIGHT. All of the Club’s vendors bring their upfitted trucks and 
vans to display. There will be barbecue and many raffle prizes. 
The date for VENDOR NIGHT is September 27, at the Phoe-
nix Club in Anaheim, CA. 

CLUB NEWS: SOUTHERN CALIFORNIA



From vans to pickups to chassis, Ford 
offers your customers the widest se-

lection of vehicles factory prepped for 
conversion. “Since 2009, we’ve seen 
the number of Built Ford Tough commer-
cial vehicles sold with factory-prepped 
engines for CNG/LPG upfit increase by 
more than 350 percent,” said Jon Cole-
man, Ford Fleet Sustainability and Tech-
nology manager. “To expand power of 
choice for our commercial customers, we 
are offering CNG/LPG prepped engines 
in additional vehicle nameplates – from 
the Transit Connect compact van up to 
medium-duty F-650 models.”
Ford, the best-selling commercial ve-

hicle brand in North America, will offer 
the all-new Ford Transit range of full-
size vans, wagons, cutaway, and chas-
sis cab models powered by a 3.7-liter V6 
equipped with a CNG/LPG prep kit to as-
sist customers running their vehicles with 
these abundant, affordable, clean fuels.
Transit joins the current compact Tran-

sit Connect® van, wagon and taxi line-
up; Ford Super Duty® pickups; stripped 
chassis, legendary E-Series vans, wag-
ons and cutaways; and medium-duty 
F-450®, F-550® and F-650® variants 

in offering factory-prepped engines for 
CNG/LPG conversion. The next genera-
tion of the Transit Connect range will add 
yet another CNG-ready engine when it 
goes on sale later this year, offering a 
2.5-liter four-cylinder that is more respon-
sive and fuel efficient due to its use of 
intake-variable camshaft timing.
Each Ford engine that is factory-

prepped for gaseous conversion comes 
equipped with hardened valves and valve 
seats, and Super Duty trucks equipped 
with the 6.2-liter V8 feature a unique bi-
fuel intake manifold to accommodate 
these cleaner-burning fuels. CNG/LPG 
engine prep from the factory costs ap-
proximately $325 before the customer 
chooses a partner to supply fuel tanks, 
fuel lines and unique fuel injectors. Upfits 
run approximately $9,500 to $12,500, de-
pending on fuel tank capacity.
The 2013 Alternative Fuel Buyers Guide 

can be downloaded by going to the Na-
tional Ford Truck Club web site home 
page: www.nationalfordtruckclub.com. 

Developer/Installer:
 Altech-Eco (CNG)
(866) 727-0326
www.altecheco.com
BAF® (CNG)
(214) 231-1450
www.baftechnologies.com
BRC/IMPCO® (CNG)
(248) 276-4361
www.impcoautomotive.com
Landi/Renzo® (CNG)
(310) 257-9481
www.landiusa.com
 ROUSH® Clean Tech (LPG)
(800) 597-6874
www.roushcleantech.com
Westport (CNG)
(855) 978-9464
www.westport-ld.com
Venchurs (CNG)
855) 264-4300
www.venchurs.com/
venchurs-vehicle-systems

FUEL Alt FORD’S POWER OF CHOICE

Gooseneck Platforms
from The Knapheide Manufacturing Company

The Knapheide Manufacturing Company
1848 Westphalia Strasse  │  Quincy, IL 62301

ph: (217) 222-7131  │  fax: (217) 223.9835
knapheide@knapheide.com  │  www.knapheide.com

New PGND Gooseneck Platform Body
• Available through the nationwide network of  
   authorized Knapheide distributors

•  Built by the nation’s largest service  
   body and flatbed manufacturer

•  Popular standard features include:

      •  Rugged 14 gauge steel body shell

      •  25,000 lb. rated gooseneck hitch

      •  Class V receiver hitch

      •  Automotive quality finish paint
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When it comes to alternative fu-
els, there are many options out 

there, and knowing which providers 
to partner with can be confusing. 
Ford has developed the alternative 
fuel Qualified Vehicle Modifier (QVM) 
program, which ensures that alt fuel 
vehicles are equipped with technol-
ogy that will maintain the factory Ford 
warranty and meet quality, certifica-
tion and performance specifications. 
Your understanding of these various 

fuel systems, and the benefits to your 
customers, is key to successful sell-
ing. The Ford alternative fuel QVM’s 
can help you understand and over-
come any challenges you may face. 
For a list of QVMs, visit https://www.
fleet.ford.com/TRUCKBBAS/topics/
qvm/alternative.html

Here are some additional 
resources to consider:  

Online Webinars. Webinars 
provide an effective way to learn at 
no cost. These online presentations 
help you better understand the ben-
efits of alternative fuel system tech-
nologies and provide you with safety 
information, product availability and 
much more. Webinars are usually ar-
chived, so you can learn at your own 
pace, when you have the time. Ex-
ample Webinars: ROUSHcleantech.
com/webinar.

Service Technician Training. 
Your dealership can bring in more 
revenue by servicing alternative fuel 
vehicles. Work with a Ford alt fuel 
QVM to find out how your technicians 
can become certified. Certified tech-
nicians can positively impact sales 
since customers will appreciate the 
technical support and onsite service 
of their new alternative fuel vehicles. 

Educational Seminars. Major 
trade shows with a focus on green 
technology, such as the NTEA Work 

Truck Show, ACT Expo or Green 
Fleet Expo, provide an opportunity to 
learn directly from the experts. Look 
for sessions presented by Ford al-
ternative fuel QVMs to better under-
stand their products, and take the 
opportunity to talk with existing alt 
fuel customers to learn firsthand from 
their experience.

 

Firsthand Experience. What 
better way to understand a new tech-
nology than to learn the nuts and 
bolts up close? Start by taking a test 
drive to experience performance and 
refueling firsthand. Once you’ve sat 
behind the wheel, you can provide 
your customers with valuable knowl-
edge about your experience. Some 
QVMs may provide a demo vehicle 
to a larger prospect for a test period. 
Or, take a tour of the QVMs facilities 
to recognize how a technology is de-
signed, engineered, manufactured 
and installed. 

An App for That. Supplier-de-
veloped apps can act as an easy 
reference to alternative fueled Ford 
vehicles. Find information about fuel 

system technology, vehicle benefits 
and other valuable features. For in-
stance, the ROUSH CleanTech iPad 
app includes a savings calculator 
that computes how much money and 
emissions your customer can expect 
to save by operating Ford vehicles on 
propane autogas instead of gasoline 
or diesel. Most available apps can be 
found on QVM websites or be down-
loaded from iTunes.

A Clean Connection. The En-
ergy Department’s Clean Cities Co-
alitions bring together stakeholders 
to deploy alternative fuels. Learn 
more about this extensive network at 
cleancities.energy.gov.

The more you know, the better you 
can help your customers in their alter-
native fuel vehicle decision-making. 
Passionate about alternative fuels 

and reducing foreign oil consump-
tion, Todd Mouw, vice president of 
sales and marketing for ROUSH 
CleanTech, has served as president 
of the NTEA Green Truck Associa-
tion for the past two years. 

By Todd Mouw,
VP, Sales and Marketing, 

ROUSH CleanTech 
800.59.ROUSH 

ROUSHcleantech.com

QVMs:FUEL Alt

Tour QVM facilities to learn more about 
their alternative fueled engines up close.

RESOURCES TO GIVE YOU 
AN ALTERNATIVE FUEL EDGE

Look for handy calculators from Ford 
alternative fuel QVMs to help customers 

compute potential fuel cost and emis-
sions savings. .
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WESTPORT LAUNCHES 
BI-FUEL FORD F-450 AND F-550

Westport Innovations’ proven West-
port WiNG™ Power System, a 

compressed natural gas (CNG) bi-fuel 
system, is now available for order on the 
Ford F-450 and F-550 Super Duty Chas-
sis Cab trucks. The trucks made their de-
but at 2013 NTEA Work Truck Show in 
Indianapolis, Indiana.
Assembled alongside the popular West-

port powered Ford F-250 and F-350 
trucks at the Westport Kentucky Inte-
gration Center (WKIC), a Ford Qualified 
Vehicle Modifier (QVM) manufacturing 

facility, the new F-450 and F-550 trucks 
have undergone the same rigorous test-
ing for safety and durability used by Ford 
for all its original equipment manufacturer 
(OEM) products. With the WKIC located 
adjacent to Ford’s Kentucky Truck Plant, 
the 2013 F-450 and F-550 trucks will 
use the same integrated transportation 
system as other Westport powered Ford 
products to reduce delivery costs. 
Available exclusively for order at 

Westport authorized Ford dealerships, 
the Ford F-450 and F-550 Super Duty 
Chassis Cab trucks with the Westport 
WiNG Power System are delivered key-
READY™ to customers and come with a 
warranty that matches the Ford warranty 
for all similar powertrain and emissions 
components. 

“In partnership with service body com-
panies based in Louisville, Kentucky, 
Westport will integrate the Westport 
WiNG Power System on the Ford F-450 
and F-550 trucks with second unit bod-
ies,” said John Howell, Senior Director, 
Marketing, Westport. 

“The expansion of our product line 
builds upon our proven technology of 
the Westport WiNG Power System and 
extends our product availability to a dif-
ferent end user,” said John Lapetz, Vice 
President Westport LD and Managing 
Director, North American Vehicle Pro-
grams. “With a higher degree of applica-
tion flexibility and increased gross vehicle 
weight, the Ford F-450 and F-550 Super 
Duty trucks allow us to grow a solid foot-
print with customers who were not being 
serviced with the Ford F-250 and F-350 
CNG bi-fuel trucks.” 
The new Ford F-450 and F-550 Super 

Duty trucks with the Westport WiNG 
Power System are an ideal application 
for fleets in natural resource industries, 
construction, delivery, public utilities as 

well as government and transit operators. 
The trucks offer fleets the opportunity to 
use a cleaner, domestic fuel with savings 
between 30 to 60 percent and payback 
demonstrated in as little as two years. 

For more information,
go to: www.wingpowersystem.com.

FUEL Alt

“The trucks offer fleets the opportunity to use a 
cleaner, domestic fuel with savings between 

30 to 60 percent and payback demonstrated in 
as little as two years.”
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READY-Link
Westport Innovations Inc., the global 

leader in natural gas engines, and Kna-
pheide Manufacturing Company, the 
leading full-service commercial vehicle 
body manufacturer, have joined in a 
partnership that will set a new standard 
in the delivery of natural gas work-ready 
vehicle solutions. The two market leaders 
are combining their expertise to engineer 
custom vehicle bodies for the Westport 
powered Ford F-250 and F-350 Super 
Duty trucks with box-deletes. 
The Westport READY-Link™ system, 

the first of its kind, is a unique mounting 
system designed specifically to allow the 
installation of custom Knapheide service 
bodies over the bi-fuel Westport WiNG™ 
Power System. Created with fleet cus-
tomers in mind, READY-Link, together 
with the Westport WiNG Power System, 
offers cost savings for customers through 
the use of Ford’s single-ship-through de-
livery system and the convenience of a 
single dealer contact.
“This is a breakthrough technology and 

design that will offer shorter upfit times 
and reliable deliveries to our custom-
ers,” said John Howell, Senior Director, 
Marketing at Westport. “Our partnership 
with Knapheide and Ford allows fleets to 
add trucks that use a clean, domestic fuel 

while maintaining the safety and quality 
that our customers have come to expect. 
With all aspects of the final vehicle now 
under full warranty accountability, cus-
tomers can have ‘peace-of-mind’.”
Customers installing READY-Link on 

their Ford F-250 or F-350 trucks can 
choose to upfit their trucks with the 
KNAP-Link 696-50J44-WCNG or KNAP-
Link 696-50FJ44-WCNG, Knapheide’s 
most popular service bodies customized 
to fit the Westport WiNG Power System. 
The 600-series Knapheide service bod-
ies offer rugged steel construction and 
external storage for tools and equipment. 
The external compartments provide pro-
tection from the outside elements and al-
low technicians to access their equipment 
without having to climb into the truck bed.
”With the KNAP-Link™ designed ser-

vice bodies,” said Chris Weiss, Vice Pres-
ident, Engineering at Knapheide, “we can 
utilize our extensive distributor network to 
bring quality upfits to our customers and 
integrate with the Westport READY-Link 
CNG conversion.”

The Westport-Knapheide partnership 
ensures an integrated original equipment 
manufacturer (OEM) experience for fleet 
customers, and provides uncompromised 
quality and testing of the installed bi-fuel 
system and service bodies. READY-Link 
is installed alongside the Westport WiNG 
Power System on the Ford Super Duty 
trucks at the Westport Kentucky Inte-
gration Center (WKIC), a Ford Qualified 
Vehicle Modifier (QVM) audited facility, 
before the trucks are shipped to local 
Knapheide dealerships for upfitting of 
service bodies.
Starting at an industry leading price of 

$9,500, the Westport READY-Link sys-
tems are available exclusively through 
Westport authorized Ford dealerships. 

For more information on Westport, go 
to: www.wingpowersystem.com.

FUEL Alt
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Landi Renzo has been producing 
natural gas and propane vehicle 

components for over 50 years, and 
supplies over 40% of the global al-
ternative fuel systems. They began 
as a small Italian production facility 
in 1953. With their numerous break-
throughs and achievements and the 
growing European CNG and LPG 
infrastructure starting in the late 
1960’s, they have created a global 
brand known for innovation, quality 
and reliability in emerging alternative 
fuel markets. Five percent of their 
revenues are invested each year in 
R & D to make sure they keep their 
innovative edge.
Landi Renzo entered the US market 

in 2010 with the acquisition of Bay-
tech Corporation. Landi Renzo USA 
is fully committed to working with 
domestic OEM’s, distributors, and 
upfitters to apply their alternative fuel 
expertise to the U.S. market.
Since that time, they have devel-

oped a broad product line by working 

with numerous ship through partners 
to deliver CARB and EPA Certified 
dedicated and bi-fuel CNG systems 
for the 5.4L E-Series Cargo and 
Passenger vans, F250/350 Super 
Duty6.2L, F-450, F-550 and F-650 
6.8L and F59 6.8L. Each of these ve-
hicles adheres to Ford’s QVM stan-

dards and OBD II compliance and 
has opened up the market for CNG 
vehicles in the U.S. 
Their latest product, a bi-fuel CNG 

system for the Ford F-450/550, is 
now available for order through one 
of Landi Renzo’s preferred ship thru 
points, allowing for delivery to most 
Ford dealerships via the Ford trans-
portation system.  
Landi Renzo continues to work with 

dealers and distributors to expand all 
of the FordPros’ ‘toolbox’ of products 
and solutions for their business cus-
tomers.

Where They Are
The Landi Renzo USA headquarters 

is located in Torrance, CA with a Ford 
QVM certified facility dedicated to on-
site installation. Applying their global 
mission statement of developing ad-
vanced alternative fuel systems to 
combat the effects of atmospheric 
pollution, their overall goal in enter-
ing the North American market is to 
help meet the increasing demand for 
CNG vehicles. 
FordPros will be well positioned with 

these experts when offering new al-
ternative fuel solutions.

Contact:
Tel. (310) 257 9481 
www.landiusa.com 
e-mail: info@landiusa.com 

Fueling American Energy IndependenceFUEL Alt

SPRIng 20i3 FORDPROS12       



SALES STRATEGIES
by Gil Weiss - NADA University Curriculum

The light truck industry is changing its standards. 
Now it’s your turn.

 New standards have been issued for the SAE J2807 towing 
and payload capacity of trucks under 13,000 pounds GVWR. 
These new standards, based on very specific and robust test-
ing, will result in more conservative claims for capacity on 
trucks.
Our industry is usually required to comply with new stan-

dards based on federal mandates with strict deadlines. Since 
this standard was created through collaboration among the 
major manufacturers and the Society of American Engineers 
(SAE), rather than by a government agency, timely compli-
ance is not mandatory. As you might guess would be the case 
with voluntary standards, there has been no frantic rush of 
volunteers to implement the new standards. So far, in fact, 
only one manufacturer has implemented the lower capacity 
specifications on their 2013 models. 
The rest of the industry is expected to phase in the standards 

beginning later this year, with the introduction of the 2014 
models, or as significantly redesigned models are rolled out. 
If you haven’t been following the industry press on this initia-

tive, I urge you to read up on it. The voluntary truck capacity 
standards are actually fueling online debates among well-in-
formed towing aficionados. As commercial truck profession-
als, we need to get ahead of the story and be a solid source of 
quality information in our local markets. Otherwise, we’ll unin-
tentionally add to all the confusion. 
The intent of the new standard is to specify what a truck can 

realistically do in a real world simulation rather than what it 
can “safely” do based on loosely defined guidelines. The new 
standard also considers:

+ The engine’s power and torque characteristics
+ The powertrain’s cooling capacity
+ The durability of the powertrain and chassis
+ Handling characteristics during cornering and braking maneuvers
+ The structural characteristics of the vehicle’s hitch attachment area

Everything on that list is out of our hands so it is easy to say, 
“We’ll just use the factory specs, whatever they are, just as 
we always have.” You might think that an individual dealership 
or Commercial Account Manager is unaffected but that is not 
entirely true.
The “non-synchronized” adoption of these standards is cer-

tain to introduce confusion into the marketplace. But this con-
fusion will actually be a competitive advantage for commercial 
truck professionals who are not confused, and in full com-
mand of the facts. Those who are not on top of these changes 
will lose credibility with prospects and probably lose sales to 
well-informed competitors.

From a risk standpoint, it will mostly be business as usual for 
dealerships who already sell trucks only after a CTT (Com-
mercial Truck Tools) workout has accurately vetted a vehicle 
for the intended duty and a CTT printout inserted as a per-
manent part of every deal folder. Most dealerships, however, 
don’t take this important step. These dealerships should con-
sider a review of their processes and internal safeguards to 
ensure that at least this minimal level of due diligence is per-
formed. That’s because, with the changing standards now in 
the spotlight, dealers and manufacturers may find themselves 
under closer scrutiny from consumers. 
The challenge is that very few people understand the cur-

rent standards and definitions well enough. Fully understand-
ing these definitions is a prerequisite for understanding the 
changes. You might think that a truck with an OEM max. tow-
ing capacity of 9,000 lbs. and a payload capacity of 2,000 lbs., 
for example, could be sold to tow a trailer that weighs 9,000 
lbs. or less.  But selling that truck for that purpose would com-
promise customer safety and create undue exposure for your 
dealership. 
 As the 2,000-lb. payload capacity is used up for factory-

equipped and locally sourced equipment, driver, passengers, 
and anything else we want to carry in the truck, the available 
2,000 lbs. of capacity could easily be depleted. In this case, 
only 7,000 lbs. of towing capacity remains available, not the 
9,000 lbs. that you might have thought. Further, if we did use 
exactly 7,000 lbs. for trailer weight, and exactly 2,000 for pay-
load, we would be barely in compliance with the outgoing stan-
dard. But if we had to do all of this in a mountainous area, or 
if we attempted emergency maneuvers, we would very likely 
be disappointed in the way the truck performed. In cases like 
this one a 2,000 lb. cushion is often (erroneously) touted. That 
cushion simply does not exist in this case, even with the liberal 
current standard. 
So we have now used the 9,000-lb. difference between the 

GVWR and the base curb weight (a.k.a. 9,000 lb. max. towing 
capacity) with 7,000 pounds of loaded trailer weight and 2,000 
lbs. of payload. Even truck professionals who got this much 
right overlooked something. Did you know that the truck in the 
example with the 9,000 lb.-towing capacity has a factory hitch 
with just 5,000 lbs. of towing capacity, unless a load equaliz-
ing hitch assembly is also installed as locally installed towing 
equipment? This means that you would be barely in compli-
ance with the truck and still be overtaxing the hitch by 4,000 
lbs. of trailer weight and 400 lbs. of tongue weight!
You owe it to yourself, your customer, and your dealership to 

become an expert in both the new and the outgoing rating sys-
tems.
  
Good luck and good selling,

     
Gil

FORDPROS Spring 2013 13       



THREE NEW FORD 
STRIPPED CHASSIS 

ROUSH CleanTech expanded their alter-
native fuel technology product offerings 
with new propane autogas fuel systems 
for Ford F-59, F-53 and E-450 stripped 
chassis. As the first Ford Qualified Vehicle 
Modifier (QVM) to offer fuel systems for 
these platforms, ROUSH CleanTech fills 
the growing market demand in a variety 
of industries for a less expensive, clean-
burning, domestic alternative fuel option. 
All three platforms are available for imme-
diate order through ROUSH CleanTech. 
The vehicles’ production and delivery be-
gins in May.

The Ford F-59 commercial step van 
chassis and the Ford E-450 stripped 
chassis adapt to numerous fleet deliv-
ery applications, such as bakery, textile, 
multi-stop package delivery service, linen 
and medical services. The Ford F-53 plat-
form offers a flexible commercial platform 
for trolleys, lunch trucks and more. The 
size and cargo capabilities of all three 
platforms are customizable for specific 
business vehicle applications.

“With excellent vehicle range and af-
fordable price points, these platforms 
are a home run for hub and spoke model 
fleets,” said Todd Mouw, vice president of 
sales and marketing for ROUSH Clean-
Tech. “These commercial stripped chas-
sis platforms operating on propane auto-
gas can help companies save $35,000 or 
more in fuel and operating expenses over 
the vehicle’s lifetime. And whether fleets 
use public fueling stations or install on-
site private refueling, they’ll find refueling 
is inexpensive and easy.”
Built on a 2013 model year or newer 

chassis with a 6.8-liter, V10 engine, the 
ROUSH CleanTech propane autogas 
powered Ford F-53 and F-59 feature an 
approximate 65-usable gallon propane 
autogas fuel tank. The ROUSH Clean-
Tech propane autogas powered Ford 
E-450 stripped chassis comes equipped 
with a 41-usable gallon propane autogas 
fuel tank.
Each of the three ROUSH CleanTech 

fuel systems fulfill certification require-
ments in all 50 states by the California 
Air Resources Board and Environmental 
Protection Agency and achieve the same 
torque, towing and horsepower as con-
ventionally fueled models.
“These stripped chassis with the ROUSH 

CleanTech system run clean and 
reduce maintenance, fuel expens-
es and imported oil usage,” said 
Sean Connolly, general manager of 
Green Alternative Systems, a certi-
fied Ford QVM alternative fuels in-
staller. Green Alternative Systems 

is the primary installation partner for the 
ROUSH CleanTech Ford F-59 and F-53 
stripped chassis.
ROUSH CleanTech propane autogas 

vehicles emit 20 percent less nitrogen 
oxide, 60 percent less carbon monoxide 
and up to 25 percent less greenhouse 
gases than conventional gas-powered 
vehicles. Historically priced 30 to 40 per-
cent less than gasoline, propane autogas 
is readily available through a growing 
nationwide network of refueling infra-
structure. Federal tax credits provide an 
additional 50-cents-per-gallon savings on 
fuel costs. 
This is the first of many new Ford 

product announcements to come from 
ROUSH CleanTech this year. “Ford con-
tinues to show leadership in the alterna-
tive fuel industry by providing gaseous 
fuel-prepped engine options that allow 
us to design, engineer and manufacture 
more and more propane autogas product 
offerings,” said Mouw.

Learn more at ROUSHcleantech.com or 
by calling 800.59.ROUSH. 

PALFINGER DISPLAYS NEW 
PRODUCTS AT NTEA

Omaha Standard PALFINGER show-
cased a range of products including the 

debut of two new models; the brand new 
PSC 4025 and PSC 5025. The PSC 4025 
and the PSC 5025 were designed espe-
cially for crane reinforced service body 
vehicles, allowing for maximum utilization 
of body compartment space and rear-
bumper access to the bed. 
With lifting capacities up to 4000 and 

5000 pounds, respectively, the new 
PALFINGER service crane solutions fea-
ture 25 feet of extended reach—the lon-
gest in the industry! In addition to excel-
lent reach to weight ratios, both models 
are additionally equipped with a variety of 
superior features and industry firsts. The 
work truck bodies accommodating the 
new models withstand 18,500 and 30,500 
ft. pound cranes, exclusively. Ideal for a 
range of market applications, these truck 
bodies feature a standard tray package 
and E-Coat protection.. 

The PALFINGER Booth also displayed 
a 2013 Ford F550 featuring a 6.7 liter die-
sel engine, 6 speed automatic transmis-
sion and 19,500 GVWR—with a PALFIN-
GER HAD 129-84-36 double articulating 
hooklift. Designed for handling 10-12 ft. 
containers, this unit is specifically built 
for the Ford containing the rear-mounted 
fuel tank. As a double articulated unit, 
the HAD features high dump, “true dump 
truck” style dumping, making it desirable 
for customers hauling bulk product in-
cluding top soil, mulch and refuse. Manu-
factured and designed in the US, this unit 
operates at low pressure and has a pat-
ented floating jib that allows the body to 
slide back during dump mode. 

For more information, go to: 
www.palfinger.com/en-US/usa

PSC 4025 
PALFINGER Service Crane

One piece hexogonal boom 
sections with single weld seam

Winch integrated two block 
damage prevention system

Protective cover
Electric (power pack) /
Hydraulic (truck pump and PTO)

Stowing hook deisgned to keep 
load block from contacting the 
bottom of the boom

Boom tip hook 
(optional)

Electric or Hydraulic
winch

Two internal powered extensions

Continuous rotation /
410O Rotation

Electric / Hydraulic

The service crane solution

The PSC 4025 was designed especially for crane body vehicles, allowing for maximum utilization of body compartment space 

and rear-bumper access to the bed.  PALFINGER service cranes offer superior lift-to-weight ratios, while utilizing the full 25ft of 

hydraulic reach with it‘s self centering hexagonal booms.  North American manufacturing and components including SAE hoses 

with JIC fittings, standard wireless remote control in conjunction with an industry leading 24-month warranty on all major com-

ponents guarantee years of worry free usage.
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WORK TRUCK SHOW: NEW PRODUCTS

A.R.E. INTRODUCES 
SITE COMMANDER TRUCK CAP

A.R.E. designed the Site Commander 
commercial cap for professionals who 
require functionality, organization and 
a high-quality appearance in their truck 
fleets.  Made from fiberglass construction 
to deliver a lightweight yet durable truck 
cap, the Site Commander provides in-

creased storage to fleets and features a 
reinforced roof capable of accommodating 
most brands of commercial ladder racks.  
The Site Commander’s wide-opening 

rear doors are designed to improve effi-
ciency, allowing for easy loading and un-
loading of full-size plywood and drywall.  
Plus, the addition of a BEDSLIDE sliding 
cargo tray allows for quick access to the 
entire truck bed.  
Manufactured for quality and visual 

appeal, the Site Commander features 
a cored roof and doors for increased 
strength and stiffness.  The front and rear 
sections of the truck cap are model spe-
cific to provide a more custom look.  
“The Site Commander is a key addition 

to our full line of truck caps and organi-
zational products that answer custom-
ers’ needs for well-designed, economical 
solutions for their work trucks,” said Jim 
Blayne, Commercial/Fleet Division sales 
manager, A.R.E.  
A.R.E. paints the Site Commander to 

match a truck’s OEM color code using a 
standard DuPont® base coat/clear coat 
paint for a high-quality appearance.  It 
comes with A.R.E.’s three-year warranty 
on materials and workmanship.  
To see the Site Commander, go to www.

nationalfordtruckclub.com and select Vid-
eo Presentations; President Joe Hughes 
takes you to the NTEA show floor for a 
first hand look.

For more information on A.R.E.’s 
complete line of commercial truck 

caps, visit www.4are.com/fleet or call 
1.800.649.4ARE.  

KNAPHEIDE PGND 
GOOSENECK BODY

Knapheide Manufacturing Company 
introduced their latest product, the PGND 
Gooseneck Body.  This new model com-
bines the secure storage of a Service 
Body with the hauling ability of a Goose-
neck Body.  Knapheide’s Gooseneck 
Platforms include the value priced PGNA, 
feature packed PGNB, premier stylized 
PGNC, and now the deluxe PGND.  
PGND models are available for 56” CA 

and 60” CA single and dual rear wheel 
chassis and 84” CA dual rear wheel chas-
sis.  The following standard features are 
available on every PGND Gooseneck 
Body model:
• Rugged 14 gauge, two-sided A-40 gal-

vanneal steel body shell
• Lockable front vertical compartment, 

horizontal flip top compartment, and 
rear compartment on each side of body 
for secure storage of tools and equip-
ment

• Bright aluminum tread plate trim in-
stalled on the bulkhead and the tops of 
each flip top compartment

• Formed, integrated bulkhead with 
screened window and tapered design 
to conform to cab contours for im-
proved visibility

• Integrated LED S/T/T and B/U lights in-
stalled in the tail skirt and bulkhead

• Under the floor gooseneck hitch system 
with 2-5/16” ball installed and hinged 
access door that creates flush cargo 
floor

• Integrated Class V receiver hitch at rear 
of platform rated at 12,000 lbs.

• Complete immersion in Knapheide’s 
electrodeposition prime paint system 
for superior corrosion resistance

• Durable oven-cured, finish painted 
black

• And many more…

The PGND Gooseneck Body is suited 
for a wide variety of vocational applica-
tions, from mining to agriculture and 
many in between.  For more information, 
check out www.knapheide.com.

FORDPROS Spring 2013 15       



SHOW FLOOR INTERVIEWS
If you weren’t able to make it to this year’s NTEA Work Truck 
Show, the National Ford Truck Club has you covered. 

Go to our website and watch 5-14 minute video 
interviews conducted by NFTC President Joe 
Hughes, on the display floor with many of our 
sponsors. Click on Video Presentations on our 
home page at: www.nationalfordtruckclub.com.

Transfer Flow, Inc.
Learn about the upcoming 57 gallon capacity replacement 
tank for the F-150 with ‘no-pain’ instillation. Ben Winter, Proj-
ect Manager for Transfer Flow, Inc. also informs us about 
the lighter-duty products from Transfer Flow.

Knapheide
See what Knapheide is doing with the Transit Connect. 
Chris Weiss, VP of Engineering, shows NFTC President Joe 
Hughes the ABS bulkhead that cuts down on road noise and 
increases cab comfort.

Reading Truck Body
Check out the SL line of Reading Truck Bodies offering the 
highest corrosion protection with all A60 coated steel. Craig 
Bonham, National Sales Director, also walks us around the 
all aluminum Reading Classic II service body.

Telogis
Hear what fuel savings can be had using Ford Crew Chief, 
powered by Telogis. Greg Dziewit, VP, Commercial OEM, 
tells us how more value can be delivered to your fleet cus-
tomers through maintenance alerts, better routing and driver 
reports.

ARE
Jim Blayne, Commercial Division Sales Manager, gives a 
tour of the A.R.E. Site Commander. Ideal for the service 
technician, the Site Commander features large side door ac-
cess, one key entry system, guttered rear doors and more.

Westport
Westport continues to expand their bi-fuel Westport WiNG 
product line. John Howell, Senior Director of Marketing, 
demonstrates a cut-away display of the WiNG CNG fuel 
system.

BAF Technology
Mark Aubry, Director of Sales & Marketing, describes BAF 
Technology’s CNG solutions for a wide variety of Ford work 
trucks. 

ROUSH CleanTech
Todd Mouw, VP of Sales, details how ROUSH CleanTech’s 
propane technology will be available for all Ford F-Series 
trucks by the end of 2013. 
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How to leverage telematics to bring added 
value to customer relationships and turn 

one-time customers into repeat ones.
By Greg Dziewit, 

Vice President, commercial OEM, Telogis

In what can sometimes be a brutally competitive market, 
finding ways to add value to the sale of a fleet of new Ford 

trucks can be the difference between a one-time buyer and 
a repeat one. Bonding with a customer by finding add-ons 
and services that make sense for their business raises the 
value of what it is that the dealer can provide long after the 
customer takes delivery of his new Ford vehicles.

Telematics, and specifically the Ford Crew Chief powered 
by Telogis solution, can deliver customer stickiness in a 
number of different ways by giving back to the dealer and 
the customer on an ongoing basis. By selling in subscrip-
tion-based service that will become an integral part of the 
way that customer uses, services and ultimately replaces 
his Ford vehicles, telematics can help establish the key 
milestones and opportunities to interact again and  again 
with a customer over the life cycle of a vehicle.

Ford Dealer + Ford Crew Chief = 
Long-Term, Repeat Customers

The power behind a telematics solution, and what makes 
it the perfect add-on to fleet sales lies in the rich diagnos-
tics and actionable information that can be derived by run-
ning Crew Chief – from fuel savings and driver behavior to 
maintenance information such as tire pressure and oil life.

In a dealer-to-customer setting where recommending a 
service such as telematics can put a dealer in the place of 
valued advisor, helping your customers get the most out 
of their new Ford vehicles is a win on both sides. Over the 
life of the fleet and beyond, the dealer becomes the trust-
ed strategic partner, having sold-in the solution that now 
powers a customer’s business by monitoring, retrieving 

and reporting on the mission-critical location and diagnos-
tics information that keeps his fleet running and improves 
his bottom line.
Not only does the dealer become the person who sells in 

a solution that provides near-instant ROI for a customer 
through fleet performance and cost savings, but through 
the rich diagnostic information that can be made available 
to dealers through Crew Chief’s maintenance module, 
dealers can now access critical and routine maintenance 
information about a customer’s fleet in order to proactively 
schedule an appointment, order parts and provide a whole 
new level of service for their fleet customers.

ROI for everyone
When positioned, sold-through and leveraged in the right 

ways, Crew Chief becomes the ultimate catalyst for a 
dealer to keep a tight, value-add relationship with his fleet 
customers. Sure a dealer earns revenue from the sale of 
the Crew Chief platform and its services when vehicles 
are delivered, but it also puts him in a unique position to 
leverage the technology and information that Crew Chief 
provides throughout the life of the fleet vehicle and the 
customer relationship – turning a one-time customer into 
a life-long customer. 

ADDING VALUE TO CUSTOMER RELATIONSHIPS
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April 18 – July 1
Take advantage of these great incentives designed for your 

commercial truck customers!
Incentive choices include: (select vehicle models)
• All New 2-YR/30k Mile Maintenance Plan
• Cash Back (Program 12316 - Retail Customer Cash)
• Enhanced Commercial Connection Incentives (F-650 & F-750)
• No-charge options (one of three E-Series Interior Systems 
   or Power Group)
• Direct Marketing Support – Mail and Digital
• Availability of POS Marketing Collateral (Hero Cards, etc.)
• Ford Credit Programs

All New 2-YR/30k Mile Maintenance Plan
Ford ESP, in Partnership with Commercial Truck Operations, 

is pleased to announce COMPLIMENTARY        2- year/ 30,000 
mile ESP Limited Maintenance Coverage for ANY business 
owner purchasing one of the following vehicles during Com-
mercial Truck Season.
•  E-Series Cutaways and Stripped Chassis
•  E-Series Cargo Vans
•  E-Series Wagons
•  F-350 – F-550 Super Duty Chassis Cabs
•  Transit Connect Vans and Wagons
The ESP Limited Maintenance Coverage offers customers 

four oil changes, tire rotation and a multi-point inspection ser-
vices every 7,500 miles.  There is no deductible and the cov-
erage is transferable.  Each week ESP 
Program Headquarters will register new 
plan members upon receipt of validation 
of customer eligibility from Commercial 
Truck Headquarters.  Dealers are encour-
aged to claim this incentive on behalf of 
the customer in a timely manner to pre-
vent delays in registering the coverage.  
The complimentary Limited Maintenance 
Plan will end 30 days after the conclusion 
of Commercial Truck Season – July 31st, 
2013.

Ford Truck Commercial 
Connection (FTCC) program

This program targets a range of body 
equipment products to support many 
trades/vocations.  Commercial upfit in-
centives are applicable to the Ford Truck 
Commercial Connection (FTCC) program 
assisting commercial customers in modi-
fying Ford Trucks and Vans to meet their 
specific business needs.  
Eligibility includes qualifying businesses 

within the United States and their bona 
fide owners (when not reported in the 
name of the business). Reference the lat-
est version of the SMD for complete rules. 

Ad Slicks and Hero Cards  
Customizable “Commercial Truck Season” ad slicks can be 

accessed in the Ford Dealer Toolbox via fmcdealer.com – 
Sales Tab – Marketing and Advertising section. 
You can also request Hero Cards to help keep the summary of 

each program element on hand. 
Targeted Direct Mail/Lead Postings/ConsumerTRAC
• Direct mail can be sent out targeting Commercial Truck pros-

pects for the April/May/June Commercial Truck Season high-
lighting the incentive enhancements.

• ConsumerTRAC – Customized dealer postcards and manu-
scripts available at program launch. Link to ConsumerTRAC via 
fmcdealer.com – Sales Tab – Lead Management and Reporting 
section (see the end of this EFC for specific instructions).

• Commercial Connection Lead Posting – Leads (segmented by 
dealer) will be posted throughout Commercial Truck Season. 
Link to Ford Truck Commercial Connection via fmcdealer.com – 
Sales Tab – Lead Management and Reporting section.

COMMERCIAL TRUCK SEASON 

CTS FordPro Incentives 
• Sales Consultant flat pay of $75 -
   qualifying vehicles:  E-Series 
• Sales Consultant flat pay of $75 - 
  qualifying vehicles: Super Duty Chassis Cab 
• Sales Consultant flat pay of $75 -
  qualifying vehicles: Transit Connect Vans & Wagons
• Sales Consultant flat pay of $300 - 
  qualifying vehicles:  F-650/F-750 Chassis Cab
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For what seems like forever, sales 
Self-development can be critical 

to creating a FordPro’s long term 
success.  The word develop is de-
fined by Webster-Merriam.com as 
“to expand by a process of growth.”  
Expanding the definition to the con-
cept of self-development would be 
“the act of growing by means of one-
self.” For me, I see the word “self” as 
the key word. “Self” stresses the role 
you need to take to create your own 
growth, not just passively waiting for 
things to happen to you.
In my 27 years in the automotive in-

dustry, including 17 years with Ford 
Motor Company, one of the influential 
books I have read (and reread sev-
eral more times) is Who Moved My 
Cheese by Dr. Spencer Johnson.  In 
2008, Time Magazine reported that 
this book, with over 22 million copies 
sold, was the number one business 
book of all time.  While it has been 
panned by some for its simplicity, I 
view the book’s message with great-
er depth. It uses characters search-
ing for new cheese (whatever one 
values in one’s personal and/or busi-
ness life) as a metaphor for the abil-
ity to recognize the need for change 
and the motivation to take action.  I 
won’t spoil the book for those of you 
who may decide to read it, but in this 
article I am going to show an inter-
relationship between looking for new 

cheese and self-development.
The basic message of the book 

is that over time your supply of 
“cheese” may become depleted 
and that you should be prepared to 
search for more, or new, “cheese”. 
If that premise is correct, then how 
do you prepare yourself to recognize 
the need for change and develop the 
skills necessary to react appropriate-
ly?  That is where self-development 
comes in. Engaging in the right de-
velopmental activities now will equip 
you with the skills to create new 

growth (a.k.a. cheese) in the future.
In terms of finding new “business 

cheese”, square one is to under-
stand your current performance us-
ing industry/market data. For many 
of us the most elementary of skills – 
reading – is probably the best place 
to start. Subscribing to trade publi-
cations and report and researching 
websites can provide critical infor-
mation like market size, short term 
and long term forecasts, trends, 
etc… and provide you with a vivid 
picture of where you are and what 
are the opportunities that lie ahead 

of you. Ask yourself, do you dedicate 
adequate time each week to reading 
about your industry? Are you doing 
reading that will help you grow?
Once you have the data, the next 

step is doing something with it. But 
where do you find the analytical 
skills if you don’t already have them? 
There are numerous books, semi-
nars, webinars, conferences and 
classes that can be accessed to pro-
vide you with the necessary support. 
One of the more widely recognized 
analytical processes is Six Sigma. 

Training in this discipline will help 
you focus on using data to make 
decisions and teaches tremendous 
analytical skills but it is not a quick 
solution. In a personal quest for re-
fresher information on quality control 
I turned to the aptly named book se-
ries “Quality Control for Dummies.” 
Written in easy to read chapters the 
“…For Dummies” series provide us-
able tools that can be cherry picked 
for your specific needs. Also, don’t 
discount classes at your local com-
munity college. Taking courses at a 
community college is inexpensive,

WHO MOVED MY CHEESE?

“... the ability to recognize the 
need for change and the motivation 

to take action.  ” 

CHEESE: 
Whatever one values in one’s 
personal and/or business life.

 By Marc Ellison
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RE-INVENTING YOURSELF FOR SUCCESS          WHO MOVED MY CHEESE?
and stimulates the growth process. 
With so many class options now 
available via the internet, there is no 
reason not to use this resource to 
enhance your personal growth.
At a more basic level, make it a 

rule to learn from those around you.  
Many of us have come up through 
organizations with the aid of a men-
tor.  This can be someone who is 
willing to share their wisdom of 
years of travelling the same or simi-
lar paths that we are attempting to 
travel. Find that person who you can 
meet with and/or talk to on a regular 
basis.  Use them to bounce ideas off 
of or help with critical thinking tasks. 
Maybe they just offer a different per-
spective on issues and challenges. 
In Who Moved My Cheese? one of 
the characters recognizes that new 

cheese must be found so he studies 
another character’s actions in order 
to help his chance for success.
Ultimately, putting a self-develop-

ment plan in to place will help you be 
successful.  It may not be easy but 
it must be done and you must start 
now.  To that end, maybe the ques-
tion you should be asking yourself is 
not who moved my cheese but have 
I prepared myself to find new cheese 
when the time arises?

“At a more basic level, make it a rule to 
learn from those around you.  ” 

“...maybe the question you should be 
asking yourself is not who moved my 

cheese but have I prepared myself to find 
new cheese when the time arises? ” 

(c) Who Moved My Cheese? 
by Spencer Johnson, M.D.

TRUCKvs. VANREPORT

FREE!

Drive. Dominate. Repeat.
The brand new Site Commander by A.R.E. is made from composite construction to  
create a lightweight yet durable truck cap that offers many storage and organization  
results to fleets. All of this comes with cost savings over vans. Drop down ladder rack

(optional)

Interior rope lighting

Bolt One-Key technology  
(programmed to your 
truck ignition key)

Contact us: fleetsales@4are.com

Check out our FREE Truck vs. Van 
report at: www.4are.com/fleet
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Vans are the work truck of choice 
in Europe. In the European mar-

ket, vans have dominated work truck 
applications for years. The number of 
available models in Europe is large; 
check out the selection available at 
a European van interior upfitter and 
you will find no fewer than 30 different 
models of vans. 
One of the reasons this is the case 

is that fuel costs in Europe are twice 
the fuel costs in the USA. Vans re-
duce the cost per mile by providing 
better fuel efficiencies, especially in 
the numerous diesel models avail-
able. The Transit’s new 3.2L die-
sel engine has a proven track re-
cord in Europe as witnessed by the 
Ford Ranger’s huge success there.
The CAFÉ standard (Corporate Av-

erage Fuel Economy) of 35.5 miles 
per gallon goes into effect in the 
US with the 2016 model year.  The 
CAFÉ standard is the biggest influ-
ence for the incoming European 
tested vans to the USA market. We 
are just beginning to see the influx 
of these new vehicles that will con-
tinue to reduce the cost per mile of 
operation to meet the new standards.
At the 2013 NTEA Work Truck Show, 

attendees witnessed the premier of 
the 2014 Ford Transit and Transit 
Connect in the largest ever indoor 
Ford exhibit. Featured across the 
huge exhibit floor area were numer-
ous models of the new Transit and

Transit Connect. Ford’s theme was 
very evident with excellent presen-
tations, signage and product dis-
plays used throughout the exhibit.

An especially interesting display 
was the steel skeleton of the full 
size Transit illustrating the construc-
tion and details of the assembly pro-
cess before the unit is completed. 
The Cab Chassis version was 

also displayed. Very popular in Eu-
rope, the Cab Chassis with its low 
frame rail height will appeal to the 
services and delivery industries 
in the USA. The frame rails have 
an abundance of mounting hard-
ware positions making installation 
a breeze for the body installer. The 
cab chassis has three wheelbase 
lengths, 138”, 156” and 178” which 
makes this a very functional unit.

Economics and increasing regula-
tions will continue to drive the mar-
ket to more efficient vehicles. Fleet 
managers and end users are faced 
with numerous economic pressures 
and marketplace challenges. The 
solutions to these challenges are 
found in the new crop of vans com-
ing to the USA. Ford has met these 
challenges and is prepared for this 
new market opportunity. Are you, the 
FordPro, geared up for these new 
opportunities coming to our shores?
Product knowledge of your com-

petitor is always a requirement 
for success. Below is a brief sum-
mary of the competitors every 
FordPro should learn more about.
Nissan has marketed the 1500, 

2500 and 3500 models of their com-
mercial vans for a number of years. 
The 2500 and 3500 models are 
available in the taller height while 
the 1500, 2500 and the 3500 are 
available in the standard height.

THE VANS ARE COMING!
TRENDS in the TRADES                         By Taylor Steinberg
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TRENDS in the TRADES

The Nissan NV200 Courier compact 
van will be available in the second 
quarter of 2013 in both passen-
ger and cargo styles. The NV200 
Courier will compete with the Ford 
Transit Connect and Ram ProMas-
ter City in the compact van market. 
Ram Truck displayed their new Ram 

ProMaster van in both the van and 
cab chassis models. These units will 
be built in Saltillo, Mexico and will be 
introduced later this year as a 2014 
model year. The ProMaster is based 
off of the Fiat van design which is 
very popular in Europe. In addition 
to being sold as a Fiat, the same van 
platform is also marketed in Europe 
as a Citroen van and a Peugeot van. 

Fiat historic sales numbers claim to 
having produced 4.5 million vans com-
pared to the 6 million Ford Transit and 
Transit Connect vans. Ram ProMaster 
models 1500 and 3500 were also on 
display at the NTEA and will be avail-
able in various lengths and heights.

Ram 3500 ProMaster Van

Ram 1500 ProMaster cab chassis

Ram ProMaster City
The Ram ProMaster City, to be in-

troduced in 2014 is based on the 
Fiat Doblo. It will compete with the 
Ford Transit Connect and the Nis-
san NV 200 Courier. This model 
was not displayed at the NTEA.
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Ford and our dealers worked hard during the recent down-
turn to gain market share, serve our customers depend-

ably, and maintain the broadest product line and programs in 
the Work Truck industry.
Economic indicators are starting to show some positive signs, 

especially when you consider the uptick in housing starts and 
construction combined with the average truck age of 11.1 
years.  Another great sign is consumer wealth is increasing, 
with consumer debt decreasing at the same time. 
We are planning for significant sales growth to continue (9% 

up in 2012) due to our best product lineup ever, and the envi-
able position of having several “all-new” commercial fleet ve-
hicle launches over the next two years.
The NTEA Work Truck Show was a great opportunity for Ford. 

Our display was twice as large as previous years to provide 
the space needed to show our new products.  Most notably, 
the new Transit will soon be revolutionizing the van business 
in North America.  With three different roof heights, two wheel-
base choices and three different length’s including chassis cab 
and cutaway variants, we will have incredible choice no matter 
what the vocation.
The Grass Roots meeting held during the Work Truck Show 

was a must attend event. Ford Commercial leader Len Deluca 
was comprehensive in his recap of the future market oppor-
tunity, and the focus and hard work that we need to apply to 
reach those goals (see slides).

As the newest Commercial team member, I am excited about 
not just the market opportunities, but also the vigorous BPN 
program that Ford has delivered to be sure that our compre-
hensive product line is represented best in the industry. 
We are currently in the process of developing some enhance-

ments to the BPN program to best meet our Truck Buyers’ 
needs, while also supporting the success of the dealerships.  
Our plan is to provide continuous improvement, not waiting for 
a new program period to roll out enhancements and increased 
benefits for all stakeholders.

I have started hitting the road a lot since I took this role on 
January 1st, and have seen with my own eyes the outstanding 
job that you are all doing in the market to represent Ford and 
sell the best truck lineup made today.  You are our competitive 
advantage and our secret weapon, together we will accomplish 
more than we ever could have imagined.
See you on the road soon!

FULL SPEED AHEAD                   BY MIKE BEDARD
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Mike Bedard is the new Commercial 
Truck Sales Manager for Ford. He is a 
Detroit native, and has speed in his DNA.  
He graduated from Ferris State Univer-
sity, and the day after graduation found a 
home with Ford Motor Company. He has 
spent the last 30 years working through 
a variety of positions, the last 25 in Fleet 
Sales where he has done everything 
from calling on large commercial ac-
counts to running the Lincoln limousine 
business.  However Mike’s high energy 
level does not stop when he leaves Ford 
for the day.  While away from work he 
builds custom motorcycles, restores off-
shore boats and rides dirt bikes on En-
duro trails in Northern Michigan amongst 
several other hobbies.  Work hard, play 
hard seems to apply here.

FULL SPEED AHEAD

Contributor Introduction:

Mike Bedard

 

© 2013, The Reading Group, LLC

www.ReadingBody.com
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BEFORE
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The Chicago area is one of the 
most important worldwide cen-

ters of commerce and trade. Ralph 
Beatty, Corporate Fleet Director for 
Currie Motors Ford of Frankfort, Il-
linois, found his automotive carrier 
early in this thriving area. After grad-
uating from Northern Illinois Univer-
sity in 1976, Ralph took a job with a 
Pontiac dealership as a finance man-
ager while studying for his CPA. He 
discovered a passion for working in 
the automotive industry that has con-
tinued unabated for 37 years.
In 1987 Currie Motors bought a 

number of franchises in the area. 
Currie Motors reached out to inter-
view Ralph’s fellow employee, Phil 
Casatta, for a fleet department start-
up situation. Phil Casatta accepted 
the offer, as long as his friend and 
partner, Ralph Beatty, was hired in 
an equal position.  Ralph’s associa-
tion with Currie began with this act 
of loyalty. This was a fitting boost to 
Ralph’s career, guided by the prin-
ciples of loyalty and service that he 
has emulated ever since. 
Ralph was able to grow Currie 

Motors Ford commercial fleet de-
partment by developing a broad 
customer base and retaining good 
customers. His staff now includes 26 
loyal employees. Many are long-term 
employees, working with Ralph at 
Currie Motor Ford for 8-15 years. 
A key to Ralph’s success is being 

aware of every part of the customer’s 
experience. Ralph maintains close 
communication with the office man-
ager, the service director, the retail 
general manager, parts, the driv-
ers, service writers and accounting. 
“Nothing is done until it is accounted 
for,” Ralph points out. “Plates, titles, 
credit issues, incentive rebates. If 
you don’t have good support from ac-
counting you will not be successful.” 
The 12 experienced drivers that de-

liver vehicles are part of the market-
ing effort. Ralph explains. “I consider 
our customer support as part of our 
marketing efforts to go the extra mile. 

We have a very small advertizing 
budget. Rather than buying my cus-
tomer a box of donuts, I may pick up 
an oil change. It’s about guarding the 
customer relationship and building a 
rapport. Advocate to the manufacture 
on the customer’s behalf, stand be-
hind what we do, and be there when 
they have a need. That’s what differ-
entiates the best dealerships.” 
“I try to know when a customer’s ve-

hicle is coming into the shop so I can 
check up on it. I walk through the ser-
vice lot daily. I encourage my sales 
people to work the service lane and 
the service lot so we will notice new 
trucks and then reach out to these 
new customers.” 
Ralph notes, ‘Service custom-

ers’ expectations are managed by 
a close watch on the service lanes. 
The service writers are dealing with 
50 customers a day sometimes, and 
they don’t have the time to call every 
single person back. We can call them 
and explain any problems. Most 
people are not unhappy if they know 
what is going on.”
Looking to the future, Ralph relies 

on his past experience. “My purpose 
now is to see that Currie Motors 

fleet department goes on beyond 
Ralph Beatty. The automotive busi-
ness has been a very fulfilling career. 
I have sold people their first car, and 
their last car. I am mentoring some 
of the younger members of our team. 
The best part of our job is the chance 
to help people with a very important 
part of their lives, which are their cars 
or trucks. From a professional and 
personal level I have been able to 
help others and to feel their gratitude. 
The synergy of working together is 
the key for long term success and 
personal fulfillment.”

Ralph at work
 second from left, top row

Ralph Beatty

Article by Ken Keller
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The Georgia Ford Truck Club 
(GFTC) is one of the strongest 

regional Clubs in the country. The 
Club actively involves 24 deal-
erships and 33 vendors. About 
40 people attend their meetings 
which are held every other month.
Randy White, Commercial & 

Fleet Manager with Wade Ford in 
Smyrna, GA, is the president of 
the Georgia Ford Truck Club. Ran-
dy was the Club’s inaugural presi-
dent when the club was founded in 
2004. He follows former president 
Phil Tidwell who served 6 years as 
Club president. Randy was elect-
ed to his current term in January 
2012.
“A recent change with our Club is 

that we are starting to do our meet-
ings at lunch instead of having all 
dinner meetings.” Randy explains, 
“A lot of people just can’t make the 
night meetings. The meetings now 
start at 11:30AM. We have lunch 
and the program, and then every-
body gets to go back to work at 
1:00. We try to have our meeting in 
different venues on different sides 
of Atlanta for the convenience of 
everyone. We have had good suc-
cess with these changes and have 
not seen any reduction of meeting 
attendance.”
A significant change to the Club 

occurred after the stock mar-
ket crash. “During the economic 
downturn, the officers of the Club 
decided to waive the meeting 

fee. Even at only $25 a person, it 
can get expensive over a year to 
send people just to attend a meet-
ing, especially if the dealer sends 
more than one person. Our Club 
still does not charge a meeting 
fee,” Randy said.
“I stress at every meeting that we 

need to get more dealers and their 
sales people to come to the Club 
meetings. This will help to keep at-
tendance up, of course. But I feel 
for the vendors. They are the ones 
who are forking over all the money. 
They are the ones who are always 
there, supporting all the dealers. 
The more dealers we get to come 
to the meetings, the better it is for 
the vendors. The vendors are your 
partners!” Randy exclaims.
“Jerry Deblon, (Ford Motor Com-

pany), and Joe Ethridge, (Ford 
Credit Commercial Lending), are 
the main driving force behind the 
Club,” Randy says. “They put to-
gether all the details- the reserva-
tions, the meeting rooms, collect-
ing money and coordinating with 
the speakers and all the vendors 
and body companies. The work for 
the Annual Expo can not be done 
without them.”
The Club’s main event is the An-

nual Ford Commercial Truck Body 
& Equipment Expo. This year 
the 9th Annual Ford Commercial 
Truck Body & Equipment Expo at 
Lake Lanier Islands, Georgia will 
be on May 21-22, 2013.

“The idea for the Expo came out 
of the Ford Truck Clubs in this re-
gion,” Randy says. “The Expo is 
geared in with the mandatory re-
gional BPN meeting. We put to-
gether the Expo to entice the ven-
dors to come to Lake Lanier for the 
exposure and hopefully to make 
some sales. There were a couple 
of years when the body companies 
took orders for over 300 vehicles. 
It was very successful until the 
years 2007-2009 when the econ-
omy went down. It started coming 
back in 2011 – 2012. We are very 
enthused about this year’s Expo.”
The Georgia Ford Truck Club just 

keeps on truckin’. To get more in-
formation about the 9th Annual 
Body & Equipment Expo at Lake 
Lanier Islands, visit the Club’s 
website at: www.georgiafordtruck-
club.com.

OFFICERS
 
President - Randy White
Wade Ford, Smyrna, GA.  

Vice President - Bob Burke
Regional Sales Director, Reading 
Truck Body

Secretary - Richard Distel
Speedway Ford, Griffin, GA

Treasurer - Joe Ethridge
Ford Credit Commercial Lending 

Article by Ken Keller                  

THE Georgia FORD TRUCK CLUB
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Ford QVM Simple Pricing key-READY™ More Profit

Westport™, the global leader in natural gas engines, continues to lead the industry with our WiNG 
Power System Ford Super Duty bi-fuel trucks … delivering reliability, performance, and fuel savings.

And now, there are 3 more big reasons to become a Westport-authorized Ford Dealer:

1. CHASSIS CABS!  The Westport WiNG™ Power System is available on the
 Ford F-350 and F-450 / 550 Super Duty Chassis Cabs.

2. SERVICE BODIES!  The Westport READY-link™ mounting system is a unique design
 that allows specifically designed service bodies to be installed with the Westport 
 WiNG™ Power System on Ford F-250 / 350 Super Duty trucks with box-delete.

3. MORE PROFIT! Get up to $1,050 more profit on each WiNG Power System
 bi-fuel truck you sell, compared to gasoline-powered units; up to $700 more 
 profit compared to diesel-powered units.

Discover how Westport WiNG power can benefit your dealership today!

wingpowersystem.com
@westportwingCall: 855-WPT-WiNG (1-855-978-9464)  Email: wing@westport.com

Westport WiNG™ Power System Bi-Fuel Trucks
THE RIGHT TRUCK.   THE RIGHT ENGINE.   THE RIGHT FUEL.

WPLD_Ad_FordPro_8.0625x10.25_V2.indd   1 20/03/13   4:19 PM
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COMMERCIAL TRUCK 
Building or Rebuilding an Effective, Successful, and Profitable 
Commercial Truck Operation within a Retail Auto Dealership
By Terry R. Minion
 “. .  whether you want to add $100,000 or $1,000,000 to your bottom line, 
 you will benefit from this ‘how to’ on commercial trucks.”
 -- Greg Martin
 
 Buy the book @ www.ctsdealer.net/products/ctsthebook.html

“Take another look at 
your opportunities.”
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I recently gave a talk to a couple 
hundred Dealers and General 

Managers of commercial truck deal-
ers. Many of them were new to the 
commercial truck business. The talk 
was entitled: The Three Critical Fac-
tors in Commercial Truck Success. 
These critical factors are:
1. Understanding the Opportunity.
2. The Team. 
3. Commercial Truck Inventory. 
It is number one that I will discuss 

in this article.
In my talk, I expressed the fact that 

everything rises and falls based on 
how the Dealer and/or GM perceive 
the commercial truck opportunity. A 
dealership’s vision of the opportuni-
ty is so evident that I can go into any 
dealership and, in a few minutes, 
see what they think about the com-
mercial truck market opportunity. 
They may see it as a way to add 

a few sales, or they may see it as 
revolutionizing their entire opera-
tion. The way they see it is the way 
it will become. If they claim to want 
a large operation with a substantial 
return and are not willing to do the 
things necessary, then they really 
don’t see the opportunity that ex-
ists. If they see the depth of the op-
portunity and really want that, then 

they will do the things necessary 
to achieve that picture including 
making the financial investments, 
spending the time, finding the right 
people, buying and stocking the 
right inventory, and much more. 
Now, let’s take that to a personal 

level as a FordPro. You’re just one 

guy or gal, right? Making these kinds 
of decisions that the Dealer faces is 
not up to you, is it? Or, is it? I would 
say that the same exact situation 
applies to you. How you see the op-
portunity you have as a FordPro is 
how the reality of the results will be 
for you. If you see the opportunity 
as only a job, that is all it will be. If 
you see it as a golden opportunity 
to earn a lot of money and create a 
huge, successful department, then 
that will be your reality. 
As you see the larger opportunity, 

you will then be willing, and even 
eager, to invest in yourself. You 
will buy the books, go to the semi-
nars, learn the product, expand 

your skills, find partners to help you, 
and much more. You will do what is 
necessary and beneficial toward the 
picture you have of the opportunity 
that exists.
Orison Swett Marden said this: “Op-

portunities? They are all around us. 
. . There is a power lying latent ev-

erywhere waiting for the observant 
eye to discover it.” I have found this 
to be true. I am no different from the 
Dealer, GM, or the FordPro in that 
everything rises and falls on how I 
see the opportunities around me. 
When I see those opportunities as 
significant in my life, I will always do 
what I need to do to have my picture 
match the opportunity. Take another 
look at your opportunities. Look with 
new eyes and see if there is more 
than you previously considered. Get 
excited about your good fortune!

TERRY’S BLOG
What You See is What You Get

http://commercialtrucksuccess.blogspot.com/

Terry Minion of Commercial Truck 
Success spends his days helping

 dealers develop successful 
commercial departments



Take a closer look at the police cars, maintenance 
vehicles and emergency-response units in your 
neighborhood. If they’re Ford Motor Company vehi-
cles, they very well could reflect the imprint of Ford 
Motor Credit Company on your community’s ability 
to provide basic services.
Since its inception in 1983, Ford Credit’s Munici-

pal Finance department has handled the business 
of interfacing with dealers and state and local gov-
ernments. The department offers a unique financing 
product that supports purchases of everything from 
a city’s fleet of public works trucks and administra-
tive vehicles to Police Interceptor and utility vehicles 
for fire and rescue emergency units. 
“In the early 1980s, Ford Credit became involved 

in the business as tax legislation was developed to 
allow this type of financing,” says Paul Rau, man-
ager of Special Finance Products. “It’s devoted ex-
clusively to municipal governments. Finance rates 
are lower because it’s tax exempt, and we pass on 
the savings to our municipal customers.” 
Dealers are the first point of contact for government 

purchases. Once the dealer alerts Ford Credit, Rau 
and Operations Manager Frank Mastrella’s team of 
seasoned municipal business development manag-
ers and administrators take over. From its Michigan 
headquarters, the team handles all municipal nego-
tiations, structuring, pricing, documentation, funding 
and ongoing service support across the country.
“Our group works behind the scenes and on the 

frontlines, traveling to dealers to participate in 

meetings with local and state governments,” adds 
Mastrella, who recently returned from Texas. In col-
laboration with Ford Government Sales, the team 
promoted F-150 pickups as that state considers its 
next fleet purchase.
Rau says the enterprise-encompassing teamwork 

is “all about working together and trying to help sell 
Ford vehicles.” He emphasizes that Ford Credit’s 
long history and expertise in this specialized indus-
try play a pivotal role in negotiating deals hinging 
on compliance with complicated local and state tax 
laws and regulations. 
“We have two sets of customers: dealers and mu-

nicipalities,” he explains. “We’ve cultivated strong 
relationships with both over the years. They know 
who we are and where we live – and that we rep-
resent the Ford Blue Oval. They know we’ll do our 
best to do things right, to provide access to financ-
ing quickly and efficiently, and grow Ford sales in 
the process.”
The department boasts outstanding overall satis-

faction scores in surveys of municipal customers. 
According to Mastrella, its best-in-class service is 
built on the fundamentals of consistently high-scor-
ing attributes such as ease of doing business and 
the responsiveness of a highly skilled staff. 

Please call 800-241-4199, email fcmuni@ford.com 
or visit FMCDealer for more information on the Ford 
Credit Municipal Finance Program.

Municipal Finance Embodies Corporate and Community Value
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BEING NOTICED IS

EVERYTHING!
To be successful in today’s market, not only must you provide exceptional services,
you must also STAND OUT from the competition. 

DON’T GET LOST IN THE CROWD!
 Use our innovative, on-line graphics design tool to create and promote your brand!

 Your design will be printed on commercial grade vinyl for fit, finish and durability.

 Adrian Steel Distributors provide one-stop installation of your equipment and graphics. 

 You will be on the road in your WORK READY VAN in no time!

800-677-2726
WWW.ADRIANSTEEL.COM

Vehicle Graphics Program




