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new era in electric machines at work 
sites stands to be a paradigm shifter for 
mechanic service truck operators.

JLG Industries Inc. is a case in point. The 
McConnellsburg Pa.-based telehandler and 
aerial work platform manufacturer plans to 
introduce new electric product lines at the tri-
ennial ConExpo-Con/Agg heavy equipment 
trade show in Las Vegas in March, 2020.

Shashank Bhatia, the company’s senior 
director of engineering, is on tap to give a 
presentation titled, “Equipment Manage-
ment & Maintenance: The Future of Electric 
Machines on the Worksite.”

Urbanization drives demand
“As we continue towards a world where electric vehicles are our future, we will look at how the 

megatrend of urbanization is driving the need for electric machines on the worksite to increase ma-
chine versatility, efficiency and serviceability,” the session description says.

Plug and play
the electric way

Electric equipment stands 
to change how service 
technicians do their work

JLG boom lifts, scissors, telehandlers and other access prod-
ucts feature advanced design electronics systems that reduce 
costs by increasing fuel efficiency and reducing emissions.
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Service truck  
industry stays hot
Industry insiders report large backlogs and 
few signs that growth might slip in 2020

More ICUEE Coverage Starts On Page 18

K E I T H  N O R B U R Y

earing temperatures at 
the 2019 International 
Construction & Utilities 

Exposition in Louisville, Ky., in 
early October weren’t the only 
hot phenomenon that service 
truck-related businesses have 
experienced of late.

Business itself is also hot, and 
shows few signs of cooling down, 
according to interviews with in-
dustry players at the trade show, 
which took place Oct. 1-3 at the 
Kentucky Exposition Center.

“We have seen no slow down 
in the work truck market,” said 
Maintainer of Iowa Corporation 
Inc. president Shelley Morris in 
an interview at the company’s 
ICUEE booth. “It’s been really 
strong and looks like it’ll con-
tinue at least for the first couple 
quarters of next year.”

Jeff Taylor Jr. at the Taylor Pump 
& Lift Co. Ltd. shows off the lube 
truck on display at the company’s 
ICUEE 2019 booth.

Photo by Keith Norbury

M AT T  J O N E S

cquisitions can be a challenging aspect of any 
job. While simply matching up the require-
ments of your work to the capabilities of a 

piece of equipment is easy enough, there are often 
many options that could each accomplish roughly the 
same things.

So how do you pick the one that’s the best fit for 
you and your business? By making the use of all the 
information you have available and asking the right 
questions.

Figuring out how to do that is among the aims 
of the National Renewable Energy Laboratory, a 
government-funded facility in Golden, Colo. The lab 

focuses on research and development in a variety of 
fields including sustainable transportation.

“NREL is looking to provide support and ad-
vocate for commercial vehicle partners in acquiring 
new vehicles within their fleet,” said Lauren Lynch, a 
researcher with NREL. “We’ve identified a need for 
a simplified tool set for free optimization focused on 
vehicle application and technology fit,” Lynch said.

No single best approach
She noted that multiple approaches to acquisi-

tions are currently available in the market, and that 
depending on the decision, there is no one single 

How to make smart choices
when acquiring a new truck

Tips offered on finding the right tools to make sense of the data

continued on page 8
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tellar Industries Inc. has added 
industry veteran Tim Worman to 
its team.

With over 31 years experience in the 
truck equipment industry, Worman will 
be responsible for planning, organiz-
ing, and controlling of Stellar’s hook lift, 
cable hoist, and American Eagle acces-
sory product lines, said an announcement 
from the company, which is headquartered 
in Garner, Iowa. His work will extend 
“from conceptual stages through product 
life cycles to optimize profit and meet 
marketing, financial, and corporate growth 
objectives,” the announcement said.

Before coming to Stellar, Worman 
worked mostly recently with power equipment maker 
Vanair Manufacturing, following a stint with Thunder 
Creek Equipment, which specializes in lube trailers. For 
the bulk of his career, Worman was with Iowa Mold 
Tooling Co. Inc., also headquartered in Garner. He lives 

with his wife and their two children 
in Mason City, about 25 miles east of 
Garner.

Worman has a “diverse background of 
engineering, product management, busi-
ness development and sales leadership 
within the work truck industry,” Stellar’s 
announcement noted.

“I am most looking forward to work-
ing collaboratively with everyone at 
Stellar to grow the market presence of 
the products assigned to me,” Worman 
said. “My 30-plus year background in 
truck equipment and manufacturing is a 
great asset to assist in product develop-
ment utilizing the voice of the customer 

to drive value-added enhancements while maintaining 
revenue and profitability goals. Additionally, being able 
to work with the manufacturing team to assist 
in optimizing processes to gain efficiencies in 
producing the products.”

Industry veteran joins new team

Tim Worman

A machine simulation senior technical specialist with Cum-
mins Inc. is the Outstanding Young Engineer for 2019 as 
judged by SAE International and the Association of Equip-
ment Manufacturers.

Rohit Saha received the award at SAE’s recent COM-
VEC event in Indianapolis, said a news release from the 
AEM.

Saha specializes in industrial powertrains and three-
dimensonal commercial fleet data system simulations, such 
as for under-hood cooling and external aerodynamics, for 
on-highway and off-highway machines, according to SAE, 
which stands for Society of Automotive Engineers.

“We are pleased to support SAE and recognize the next 
generation as we promote industry workforce development 
and excellence,” stated Mike Pankonin, AEM’s senior direc-
tor, technical and safety services. “We commend Rohit for 
his work and dedication and wish him continued success.”

The award, established in 1996, recognizes an outstand-
ing young engineer in the off-highway or powerplant 
industry.

Saha has published more than a dozen SAE technical 
papers and holds 10 patents in various stages of approval, 
the release noted. Since 2011, he has provided engineer-
ing design and analytical services to Cummins’ original 
equipment manufacturers for overall machine level multi-

Young engineer honored

Rohit Saha (center) receives Outstanding Young Engineer award 
from Raman Venkatesh, SAE International executive vice-president 
and chief operating officer (left), and SAE International president 
Paul Mascarenas, a venture partner with Fontinalis Partners LLC.

domain optimization. Saha has a bachelor of science in civil 
engineering from Indian Institute of Technology, and a 
master of science in mechanical engineering from 
the Texas A&M University.

More than it appears
t first glance this under-dashboard mechanic’s creeper seems 
designed for automotive mechanics who work on cars and trucks 
in shops. But then, after consideration, heavy-equipment mechan-

ics start devising all sorts of ways these back-saving devices could be used 
under, beside, or inside big machines.

It’s padded surface can provide protection when laying on sharp edges 
in the bowels of a machine. Its folding leg adjusts from 13 inches to 24 
inches, and it wouldn’t take much for a creative heavy equipment mechanic 
to customize a longer leg. Its metal frame supports up to 350 pounds, per-
fect for the “big-boned” mechanics who commonly work on big machines. 

For US$175, it’s a tool that has uses in the heavy equipment industry 
far beyond its designer’s intentions.

— Dan Anderson

Creeper has heavy duty applications, 
mechanic discovers.
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experts offer you solutions to always keep your fleet up and running. 

LIGHTER  |  LONGER  |  STRONGER

ore than 3,000 new sup-
porters signed up for the 
I Make America grass-

roots campaign in early October 
at the International Construc-
tion & Utility Equipment 
Exposition in Louisville, Ky.

The latest support resulted 
from “extensive engagement” 
at the show, said a news release 
from the Association of Equip-
ment Manufacturers, which 
organizes the campaign as well 
as the exposition, which took 
place Oct. 1-3 at the Kentucky 
Exposition Center.

An I Make America Team 
of more than a dozen engaged 
with show attendees at three 
separate booths. Exhibitors also 
raised awareness by placing I Make America magnets on their equipment.

“It was great to see so many new supporters sign up to join our campaign and help 
us advocate for policies that support the equipment manufacturing industry,” the release 
quoted Kip Eideberg, senior vice-president of government and industry relations at AEM. 
“With so many supporters of the equipment manufacturing industry gathered in one place, 
we were able to engage directly with thousands of supporters and have real conversations 
about the issues that matter what they can do to help.”

Show visitors included James Comer, a Republican congressman from Kentucky, who 
also met with executives from Terex and Vermeer and learn about their companies and 
products.
For more on ICUEE 2019, please see pages 18 to 27.

The Reelcraft Industries Inc. booth, staffed by Bruce McPhail 
and James Maggard, was one of many that displayed I Make 
America magnets on their products at the 2019 International 
Construction & Utility Equipment Exposition.
Photo by Keith Norbury

Make America finds new 
support in Kentucky

D A N  A N D E R S O N

Why is it…
•  that any nut, bolt or tool dropped from atop 

a machine always pinballs its way into any 
bucket or drain pan of oil left under the 
machine?

•  that the higher off the ground a repair is 
needed, the more likely the manufacturer 
used an oddball-size nut or fastener that 
requires extra trips up and down ladders to 
get the correct tool?

•  that convenience store food tastes so good 
after midnight?

•  that if you’ve got a machine’s delicate innards 
scattered in a million pieces, a 40 percent 
chance of rain guarantees a 100 percent 
chance of a frog-strangling downpour?

•  that if a customer says, “Just fix it, I’ve got to 
have it running today,” he means he will want 
to discuss in detail the cost of every part and 
the time for every step of the repair once the 
bill arrives.

• that we grimace and make faces when 
we’re pulling hard on a wrench?

The higher up the ladder, the more 
likely a mechanic will have to 
climb down to get the correct tool.
iStockphoto.com/UnitoneVector
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www.StellarIndustries.com
With the market demand for lighter solutions that combat 
corrosion, Stellar® TMAX™ Aluminum bodies are 780 to 
1,440 pounds lighter than their steel counterparts while still 
incorporating proven Torq-Isolator understructure for 
durability and performance. 

ompressor manufacturer VMAC 
recently celebrated its selection 
as one of Canada’s Best Managed 

Companies with a luncheon and tours of 
its design and manufacturing facilities at 
its headquarters in Nanaimo, B.C.

Among the dignitaries taking part in 
the Sept. 13 event were the local Member 
of Parliament, Member of the Legislative 
Assembly of B.C., and the city’s mayor 
and city councillors. The occasion also 
recognized VMAC — which stands for 
Vehicle Mounted Air Compressor — for 
its recent Great Place to Work certifica-
tion.

Service Truck Magazine will report in 
more depth on the occasion and 
the tour in a future edition.

Foundry supervisor Murray Ash (far 
left) discusses his work at VMAC during 
one of several tours of the Nanaimo, 
B.C. compressor manufacturer’s 
facilities in September. Taking part in 
this tour are, from left, Nanaimo city 
councillor Erin Hemmens; Anna Mosolov 
of Canadian Western Bank; Malcolm 
Hargrave of RM Business Solutions; and 
Nanaimo Coun. Tyler Brown.

Plant tours  
complement 
celebration

SuperTech grand champion crowned

Kelby Bentley receives his award as Grand 
Champion of fleet maintenance technicians at the 
American Trucking Associations’ recent TMCSuper-
Tech competition.

technician with FedEx Freight was 
crowned the 2019 Grand Champion 
in the American Trucking Associa-

tions’ annual TMCSuperTech competition 
help this September in Raleigh, N.C.

Kelby Bentley, who works at FedEx 
Freight’s field service center in Greens-
boro, N.C., competed against 86 other 
service technicians in the final rounds of 
the Heavy-Duty Track to capture the prize, 
said a news release from the association’s 
Technology & Maintenance Council, which 
conducts the competition.

“This competition features the most 
skilled and knowledgeable truck technicians 
the industry has to offer, and this award is 
a testament to Kelby’s professional talent 
and a distinguished milestone in his career,” 
TMC executive director Robert Braswell 
said in a news release announcing the win-
ners.

FedEx Freight technicians took five of 
the top eight spots in the competition, in-
cluding second place finisher Doug Nickles 
of Rock Island, Illinois.

Winners of other categories in the 
competition were Joseph Paul of FedEx 
Freight, in the Trailer Track category; Aaron 
Burdick of Clarke Power Services, Inc., who 
placed first in the Light and Medium Track; 
and Travis Cox of the Lincoln Technical 
Institute, who placed first in the TMCFu-
tureTech 2019 student competition, spon-
sored by TechForce Foundation.

“I’m incredibly proud of our FedEx 
Freight competitors, who delivered another 

outstanding performance at this year’s 
TMCSuperTech,” said John Smith, presi-
dent and CEO of FedEx Freight.

It was the seventh straight year that a 
FedEx Freight technician has won the grand 
champion title, noted a news release from 
the company. It also marked the seventh 
year running that FedEx Freight captured 
the team trophy — this time thanks to the 
combined scores of Bentley and Larry Coat-
ney of Harrison, Ark., who was sixth in the 
grand champion competition.

FedEx Freight fleet maintenance techni-
cians earned their way to SuperTech by first 
competing in Top Wrench, the company’s 
internal skills competition, which this year 
had more than 660 competitors. FedEx 
Freight also sponsored five student techni-
cians who competed at FutureTech.

Photo by Keith Norbury
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OUR SUBMISSIONS POLICY We invite your feedback and ideas

Service Truck Magazine welcomes 
submissions of letters, guest columns, short 
notices, product announcements, press 
releases, and ideas for articles. Send them 
to editor@servicetruckmagazine.com.

Letters: Please limit your letters to 250 
words. Include your full name, the city 
or town you live in, and a contact phone 
number. We do not publish anonymous 
letters or letters written under pseudonyms.

Guest columns: These can be up to 700 
words. Please send a brief note of inquiry 
first, however, just in case space what you 
wish to write about has already received a 
lot of coverage in our pages. Include your 
full name, the city or town you live in, and 
a contact phone number.

Short notices: Tell us about individual 
promotions, appointments, awards, staff 
movements, plant openings, plant closures, 
expansions, and other milestones. These 
short items should be no longer than 100 
words.

Product announcements: Are you a 
supplier to the industry? Has your company 
developed a new product or process? If 
possible, attach a photograph.

Press releases: These should have 
something to do with service trucks and 
mechanics trucks in North America. We 
might publish only part of a press release or 
use it as starting point for an article by one 
of our writers.

Story ideas: Maybe you have an idea you’d 
like us to explore for an article. A good 
rule of thumb is to limit your story idea to 
no more than 30 words. If it takes longer 
than that to describe it, then chances are we 
won’t be able to take it on.

All submissions are subject to editing and 
publication cannot be guaranteed. The 
deadline for our next issue of Service Truck 
Magazine is Dec. 6, 2019. Sooner is always 
better than later.

About our cartoonist
Nelson Dewey has been a prolific cartoonist for over 50 years. If his work looks 
familiar, maybe you read a lot of car comic books when you were younger.

In the 1960s, ’70s and ’80s, Dewey was a frequent contributor to those comics, 
particularly CARtoons. He also drew for Hot Rod Cartoons, CYCLEtoons, SURFtoons 
and SKItoons.

To see samples of Dewey’s car cartoons, go to his website,  
www.nelsondewey.com.

E D I T O R I A L

I

To subscribe go to www.servicetruckmagazine.com

All the news, profiles 
and features delivered 
to your inbox.To advertise in Service Truck contact: 

Dan Parsons, Advertising Manager  
250-478-3979  |  dan@southerntippublishing.com

t’s a long way from the Pacific Coast 
to the International Construction 
& Utilities Equipment Exposition 

in Louisville, Ky. Even longer if the flights 
to Louisville route through Calgary and 
Atlanta.

Some reading material helps pass the 
time. Might as well delve into the latest 
research about how human beings came to 
be. After all, about 19,000 of those creatures 
would be attending ICUEE. It wouldn’t 
hurt to understand their backstory.

A special edition of Scientific American 
on an airport newsstand promises to reveal 
that their backstory — and it really is every-
one’s backstory — is “stranger than anyone 
thought.”

Strangest of all, every person alive today 
descends from a small band of only several 
hundred human beings who survived a cli-
mate catastrophe about 150,000 years ago. 
That’s a small gene pool. As a species, hu-
man beings aren’t that genetically diverse in 
comparison with other animals, for example.

It’s a fascinating discovery — or rather a 
series of discoveries — that should give our 
species hope.

For one thing, it proves that we’re not 
that different from each other. Unfortu-
nately, one of the most visible differences 
— skin color — has been involved in a 
lot of grief over the ages, to put it mildly. 
But really, it’s a reflection of adaptations 
that evolved quite quickly, in a geological 
sense, as our forebears migrated to different 
latitudes where lighter skin allowed them 
to take in more vitamin D, or darker skin 
protected them against ultraviolet radiation. 
Put that way, it seems a strange thing to get 
worked up about.

For another thing, that we all descend 
from such a small group reveals how resil-
ient and resourceful human beings are. If 
about 700 humans can figure a way out of a 
climate emergency that forced them into a 
small area in the south of Africa, then seven 
billion should be able to put their collective 
minds together to solve our current climate 
crisis. By the way, a different kind of climate 
catastrophe walloped the world 150,000 
years ago. It was a prolonged ice age, what 
scientists call Marine Isotope Stage 6, 
which lasted from about 195,000 years be-
fore present to around 123,000 years ago.

Of course, that humans beings evolved 
the smarts to figure all this out is another 

marvel. Now, scientists haven’t pinpointed 
the bottleneck exactly or come to agreement 
on its actual size. But they have developed 
sophisticated tools that are helping to piece 
together that ancient picture and how 
humanity evolved over the last few million 
years.

Among them are means of examining 
subsea core samples for layers of sediment 
that reveal geological evidence for cyclical 
climate changes. (About an inch and a half 
of muck accumulated every thousand years 
on the seafloor of the Arabian Sea off the 
African coast. Dark bands indicate drier 
times while lighter bands point to wetter 
conditions.) Using other tools, scientists can 
determine what ancient peoples ate at par-
ticular slices of prehistory, which also helps 
to figure out the local climactic conditions.

Of course, none of these particular tech-
nologies and tools are likely to appear on 
a service truck any time soon. Well, unless 
that service truck is supporting an archaeo-
logical dig somewhere. But the technologies 
on today’s trucks do share common ante-
cedents — let’s say ancestors even — with 
the technologies brought to bear in anthro-
pological investigations. For example, data 
crunching, whether it’s for telematics or 
analysis of core samples, depends on speedy 
and sophisticated computers.

The common human traits of ingenuity, 
creativity and problem-solving — which the 
human race inherited from a small band of 
survivors — manifest themselves in many 
ways. At ICUEE, it showed up in such in-
novations as lighter weight air compressors 
and systems designed to control all the hy-
draulic functions of a truck. About 150,000 
years ago, these traits enabled the forbears 
of us all to survive a climactic crisis and for 
their descendants to spread out across the 
globe.

Over time, they developed different 
cultures, some in isolation, and some that 
came into conflict. These different strains 
of our extended family still fight from time 
to time. But more often they come together 
in international cooperation — as they did 
from more 65 countries for ICUEE. That’s 
a sure sign that humans are capable and 
ready to confront challenges of the magni-
tude that their ancestors overcame all those 
millennia ago.

Introducing our new
email newsletter 

International exposition
exposes our similarities
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ndustry group Associated 
Equipment Distributors 
is applauding an Inter-

nal Revenue Service proposal to 
permit bonus depreciation of 100 
percent through 2022 on certain 
classes of equipment.

“AED strongly supports 
100 percent bonus depreciation 
and has a long track-record of 
advocating for capital invest-
ment incentives in Washington,” 
the association said in a recent 
news item on its website. “The 
Association was instrumental in 
ensuring that construction equip-
ment distributors are able to take 
advantage of the tax law’s full ex-
pensing provision by successfully 
lobbying to remove ‘construction 
machinery and equipment’ from a 
carve-out prohibiting dealers with floor plan financing from 
utilizing bonus depreciation.”

The proposed changes to a section of the Internal Rev-
enue Code would enable the bonus depreciation permitted 
under the Tax Cuts & Jobs Act’s enactment. Since the act 
was passed, the association has worked with the treasury 
department, Congress and the IRS “on the law’s implemen-
tation, which included urging relief for AED members that 
sell construction equipment and other machinery or ve-
hicles, such as farm equipment and trucks, to utilize bonus 
depreciation,” the Sept. 24 news item said.

The proposal would give dealers that sell other types of 
vehicles and equipment, such as trucks and farm equipment, 
“greater flexibility to take advantage of bonus depreciation,” 
the AED says.

The AED cautions, however, that equipment dealers 
should consult with their accountants and tax lawyers to 
determine how the proposed regulations will affect their 
companies.

An international organization, AED represents more 
500 companies involved in distributing, renting and sup-
porting equipment used in such industries as agriculture, 
construction, mining, forestry, and power generation. 
For more information, visit http://aednet.org.

Bonus depreciation plan applauded

Associated Equipment Distributors have long advocated “for capital investment incentives in 
Washington.”

Photo by Martin Falbisoner/Wikipedia Creative Commons License

New online course  
focuses on powertrains

module covering com-
mercial vehicle pow-
ertrains has been devel-

oped for Truck Equipment 201, 
an online series of course modules 
from the National Truck Equip-
ment Association.

The NTEA designed the 
TE201 series as a follow up to 
its introductory TE101 course 
released in 2017. TE201 is 
“designed for those with technical knowledge seek-
ing deeper understanding of specific topics outlined in 
TE101,” said a recent news release from the NTEA.

The second TE201 course, the powertrain module 
explores such areas as engine function and alternative 
propulsion, power and torque transfer by the transmis-
sion, and driveline and axle.

“This course goes in depth explaining related ele-
ments and applications in a straightforward, easy-to-
understand format, serving as an effective resource for 
industry professionals,” the release quoted Susan Dehne, 
NTEA senior director of technical services.

The new module builds on the success of the first 
TE201 module launched in 2019 that reviews U.S., Ca-
nadian, and European Union certification processes and 
U.S. and Canadian label requirements, as well as motor 
vehicle safety standards.

The TE101 and TE201 courses are available through 
Elevate, the NTEA’s learning management system. 
For more information, visit www.ntea.com/te201.

Susan Dehne

I
A
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JLG’s products, including scissor-lifts, 
come in a range of sizes and some are gi-
ants. “Our tallest scissor goes up to 53 feet,” 
Bhatia told Service Truck Magazine. “That’s 
close to six storys.”

The machines are serious business. JLG’s 
Boom product line can transport personnel 
and equipment in and out of work areas up 
to a height of 185 feet.

“They’re on construction sites helping 
build stadiums, warehouses and big petro-
chemical plants,” Bhatia said, describing 
their role in enabling welding, assembly and 
other detailed operations.

While electrification has proceeded at 
different rates in different industries, Bhatia 
acknowledged diesel and internal combus-
tion engines and hydraulic technologies are 
currently the norm across work machine 
categories. However, he said that’s about 
to change thanks to rapid urbanization, a 
resulting construction boom, and increased 
imperatives to reduce greenhouse gas emis-
sions and dampen noise.

“Seventy percent of the population in 
the next 20 years or so is going to move to 
the city, so there’s going to be a tremendous 
amount of construction in cities,” Bhatia 
said.

Furthermore, electrification stands to 
eventually extend beyond the drive train 
to functions traditionally managed by 
hydraulics, Bhatia said, describing full 
electric functionality rather than reliance on 
hydraulics and fuel systems.

Quieter and cleaner
Another advantage Bhatia pointed to is 

versatility, with electric machines that can 
handle multiple situations, environments 
and duties replacing conventional ones 
where the scope has been more limited. 
“They’ll be able to go indoors and outdoors 
… because they’re quieter and cleaner.”

Bhatia offered the example of a stadium 
construction with upwards of 1,000 ma-
chines moving equipment here, there, and 
everywhere. “You can imagine the logistics 

piece that goes into all that. Now it’s going 
to be cut in half because you don’t have to 
move machines in and out.”

Electrification also opens new opportu-
nities in precision and agility in reach and 
lift, with an emphasis on control system 
algorithms rather than hydraulic system 
architecture. “It’s not easy to control a hy-
draulic machine when you’re up at 60, 70, or 
80 feet,” Bhatia said.

Another anticipated advantage is an 
eventual end to fluid leaks. “There’s no oil 
in the systems, so there no possibility of 
hydraulic oil leaking onto the floor,” Bhatia 
said. “The only thing you’ll need is solid-
state grease, and we’re going to seal that.”

JLG plans to introduce electric technol-
ogies on the ConExpo trade floor. However, 
Bhatia was tight lipped about discussing 
details in advance or even get into timelines 
beyond a fairly vague one to five years.

“We’re trying to pioneer this into the 
market,” Bhatia said. “I can’t talk about all 
that right now, but we’re going to launch 
products and systems that will show our 
capabilities.”

Straightforward transition
While electrification of machines opens 

new doors for people in industries such 
as construction, it also stands to change 
the way service technicians do their work. 

C O V E R

TAKE YOUR 
SERVICE TRUCK STORAGE 

TO THE NEXT LEVEL

(8 6 6) 96 0 -1413   PA RT SA N DS E RV I C E @S UMM I T BO D I E S .COM    S UM M I T BO D I E S .C OM

CUSTOM-DESIGNED DRAWER PACKS FOR YOUR SERVICE TRUCK!
We’ve raised the standard in tool storage.  Our drawer packs are constructed of lightweight 
aluminum and feature a lockable single-action pull style handle assembly. The fully extendable 
600 lb. rated drawer slides lock-out to stay open when parked on uneven surfaces. 

JLG University features industry-leading courses and highly quali-
fied instructors, and is available online or in-person. Check out the 
schedule at www.jlgu.jlg.com.

Photos courtesy of JLG Industries Inc.

“Seventy percent of the population 
in the next 20 years or so is going 
to move to the city, so there’s go-
ing to be a tremendous amount of 
construction in cities.”

— Shashank Bhatia, senior director  
of engineering, JLG Industries

However, Bhatia said he anticipates a fairly straightforward 
transition.

“Our construction industry is slowly moving towards it 
but automotive has been doing this for a long time,” he said. 
“We’re talking about low-voltage systems, which are not 
that complex to learn. So, these people just need to learn 
the basics of electric technology.”

Safety is a key consideration, and Bhatia said equipment 
designers have paid attention. Whereas some hybrid tech-
nologies can exceed shock hazard values, electric equipment 
will be well below shock hazard limits of 60 volts. “You 
need different kinds of service technicians to work on those 
(hybrid) machines, but with these (electric) machines, we’re 
going to keep our voltages low,” Bhatia said.

Electric equipment also lends itself to relatively straight-
forward trouble-shooting, with screen-based diagnostics 
and capabilities for remote access. “Displays in these 
machines will tell you exactly how to solve it because it’s 
basically nothing but signals,” Bhatia said.

“Plus, all these machines will have fewer components. 
If you think of a current machine today, and then think of 
a future machine, there will be 50 percent fewer compo-
nents, so it’s going to become much easier for service truck 
mechanics.”
For more information, on JLG Industries, visit www.jlg.com.

Saul Chernos is a freelance writer based in Toronto.

This image reveals the heart and brains of the JLG 430LRT scissor. JLG scissors are known for enhanced 
stability on uneven surfaces, smoother extension deployment and better serviceability because of the 
fully accessible hydraulic and ending compartments.
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best approach to new vehicle acquisition. 
However, fleet managers can take advantage 
of multiple tools to make more informed 
decisions and lessen the risk associated with 
their investments.

NREL advocates high-level methodolo-
gies for different levels of analysis and work 
to match fleet owners with the technologies 
they need to make data-driven decisions at 
three levels of analysis. The highest level is 
more of a screening process, which Lynch 
suspects most fleets tend to do today. The 
second level utilizes telematics systems and 
software to better understand duty cycles. 
The third level is a more specialized data 
intensive lab approach.

“The telematics system and the lab or 
specialized data approach are a little more 
complex,” Lynch said. “Therefore, they are 
not as easy or accessible to free owners or 
operators to apply. The drawback with the 
screening process being more of a high-level 
analysis is that you don’t get some of the 
details that the telematics or the specialized 
data approach would allow you to do, such 
as understanding driving aggressiveness 
impacts or opportunities for hybridization/
electrification.”

It can be difficult, though, to find the 
right balance between the depth of infor-
mation and actually being able to make use 
of it.

“The challenge with fleet management 
and technology investment is you either 
have an easy-to-use tool that doesn’t always 
provide the information that you’re look-
ing for, or alternatively, you have specialized 
engineering design-type software that can 
dive really deep into the details, but that 90 
percent of the population wouldn’t know 
how to use or interpret,” said Adam Duran, 
a program manager with NREL who col-
laborated with Lynch on a presentation — 
titled “Designing Your Next Work Truck” 
— earlier this year at the Work Truck Show 
in Indianapolis.

Three-step process
NREL advocates a three-step process, 

he said. First is data collection, which helps 
to understand how a vehicle is being used in 
order to determine the replacement vehicle 
needs. Second is to apply vehicle forecast-
ing tools along with the collected data to 
explore opportunities for savings and im-
provement, including modeling new power 
trains, examining different ways of down 
or up-sizing, and different ways of driving, 
such as duty cycle smoothing.

“Then we have the third step,” Duran 
said. “I’ve understood how my vehicles 
work, I’ve designed and laid out what type 
of platform I’m going to need and what it’s 
going to look like. Now I need to optimize 
deployment. Where in the fleet should it 
fit? Is it the vehicles that accumulate the 
most miles? Is it the vehicles that I have the 
highest percentage return on investment? 

We answer these questions in the third step 
by performing payback period financial 
types of analysis on the back end.”

The goal is to answer three key questions 
– How am I using my vehicle? What would 
my replacement needs look like and how 
would it need to be performing? And where 
should I put it in my fleet to get the best 
bang for the buck?

The end goal of the process is to reduce 
risk. Vehicle acquisition timetables tend 
to be long, and an acquisition is an invest-
ment into a multiple year lifecycle. Moving 
from a conventional engine to a hybrid, for 
example, involves both costs and risks.

Informed decisions
“But using these tools we can help make 

informed, educated decisions that shrink 
the gray area of decision making where you 
might be saying, ‘Well, it looks really good 
and there’s a little bit of data that says this 
would be great for me, but I don’t know,’” 
Duran said. “Instead, a fleet manager can 
say, ‘We’ve modelled it. We’ve run the hypo-
theticals. We’ve found which vehicles in the 
fleet would be good candidates. And this is 
how we would roll them out and deploy the 

new technology in the 
best way possible.’”

Having that infor-
mation, and being able 
to parse it correctly, 
allows fleet managers 
to go to manufacturers 
or vehicle providers 
knowing exactly what 
they want, how they’d 
use it, and knowing 
what remaining infor-
mation they need.

“This is something that anyone can do,” 
Lynch said.

NREL is working to discover and devel-
op new tools and new science, Duran said. 
The organization wants to build machinery, 
tools and capabilities so it can hand users an 
instruction booklet that shows exactly how 
to use it to improve the user’s experience.

“If you have telematics data and you 
generally know what the vehicle is that 
you’re looking to acquire or you’re operating 
right now, you can use these to start getting 
high-level answers to questions like, ‘Could 
I be getting 20 percent improvement in 
my fuel economy?’ or ‘Over the life of the 
vehicle, how much could I be saving based 
on the mileage that I drive and how much I 
could be saving in fuel?’”

Efficiency the goal
Lynch added that, breaking down the 

process is more about statistical analysis and 
understanding the different data and tools 
that perform said analysis.

“At NREL, we have a number of 
partnerships across industry, academia and 
government agencies,” Lynch said. “One of 
our projects is we’d like to offer the oppor-
tunity of using a tool that provides all those 
calculation in an easy-to-access and use 
format. It’s the kind of easy-to-use inter-
face where a user would input the data and 
then visually select the type of analysis that 
they want. The tool would then conduct 
the analyses, (and) the outcomes would be 
reported with all those calculations already 
done for them.”

“NREL is focused on achieving the 
Department of Energy’s mission of energy 
security and prosperity through transfor-

One of many graphs on National Renewable Energy Laboratory shows the range of daily stops per mile 
of service vans.

“We’ve identified a need for 
a simplified tool set for free 
optimization focused on vehicle 
application and technology fit.”

— Lauren Lynch, researcher, 
National Renewable Energy 
Laboratory

mative science and technology solutions,” 
Duran added. “Our goal with this work is to 
provide opportunities for improved vehicle 
efficiency and pathways towards our trans-
portation network of the future.”

For more information,  
visit www.nrel.gov/fleetdna.

Matt Jones is a freelance writer based 
in Fredericton, N.B.

“The challenge with fleet management and technology 
investment is you either have an easy-to-use tool that 
doesn’t always provide the information that you’re looking 
for, or alternatively, you have specialized engineering 
design-type software that can dive really deep into the 
details, but that 90 percent of the population wouldn’t 
know how to use or interpret.”

— Adam Duran, program manager, National Renewable Energy Laboratory

When acquiring a new truck continued from cover

Dual pedestal 
hose reels
Compact, heavy duty 
Series DP5000 / DP7000

www.reelcraft.com       800-444-3134

Photo courtesy 
of Sage Oil Vac

Durable hose and 
cord reels for:
 Air/Water
 Lubrication
 Power and light
 Nitrogen dispensing
 Fuel/DEF dispensing
 Welding and more!

Heavy duty 
100’ hose reels
Compact, mobile base
Series HD70000

Rely on Reelcraft

Power and light 
cord reels
Multiple styles of 
outlets and lamps





Made
in USA



Meets or exceeds military 
vibration for Truck Transport test
MIL-STD-810F
500,000 mile equivalent
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WWW.COXREELS.COM

QUALITY  MATTERS
E V E R Y  T I M E .

WWW.COXREELS.COM

REELS BUILT TO LAST
 ON YOUR SERVICE TRUCK!

THE WIDEST ARRAY OF HEAVY DUTY 
HOSE, CORD, & CABLE REELS

REEL SOLUTIONS FOR:
FLUID TRANSFER, AIR/WATER, 

OIL /GREASE, DEF, FUEL, 
GROUNDING, LPG, AND MORE!

FOLLOW US:

VIEW OUR COMPLETE LINE OF REELS ONLINE

S H O W  P R E V I E W

continued on page 11

WE DESIGN AROUND
YOUR NEEDS!

BEST IN THE INDUSTRYTIGER CRANES

A

 

Stainless steel plate under crane boom to protect the paint when stowing the block.C

Lift cylinders size to lift the load and are much larger than the competition.D
Unique turret design provides strength, reduces weight, and is sealed to 
prevent leaks.E

Electric winch mounted to pivot with the crane boom, maintaining wire rope 
length during movement of the crane.G

B C D
E

New lever style anti-2 block provides reliable and consistent operation.B

G

Pre-wired for optional self leveling boom tip lights. A

Key Features of the 4016E

Two-year warranty is the best in the industry!

Electric crane sizes available: 2,000 lb., 3,200 lb., 4,000 lb., 5,000 lb., and 6,500 lb.

800.225.8789  www.servicetrucks.com 

The Work Truck Show 
readies for 20th  
anniversary celebration

Annual event takes place March 3-6 at the Indiana  
Convention Center in Indianapolis

rganizers are gearing up for the 20th anniversary 
of the Work Truck Show, which returns to India-
napolis in March for the 10th straight year.

The show takes place March 3-6, 2020, once again 
at the Indiana Convention Center, said a news release 
from the National Truck Equipment Association, which 
produces the event, which in recent years has expanded 
into Work Truck Week.

“We’re excited to mark the 20th anniversary of The 
Work Truck Show and reflect on how this event and 
the work truck industry have advanced over the past 
20 years,” the release quoted Steve Carey, president and 
CEO of the NTEA, which markets itself as the Associa-
tion for the Work Truck Industry. “The show plays an 
important role in helping our industry discover innova-
tive solutions, overcome challenges and achieve goals. 
The show’s success is the result of the commercial vehicle 
community’s thirst for continuous education and evolu-
tion.”

Products and technologies launched

Work Truck Show exhibitors and NTEA members 
include dozens of manufacturers of service trucks and 
accessory makers. The show features launches of new 
products and technologies, as well as educational sessions 
on subjects as varied as vehicle upfitting solutions, weld-
ing trends, rapid prototyping, and hiring and retaining 
workers.

Registration for the show was scheduled to open in 
October. The show itself opens March 3 with the Green 
Truck Summit and Manufacturer and Distributor In-
novation Conference, as well as the first of the educational sessions. The exhibit hall is open 
March 4-6.

The Work Truck Show name made its debut in 2001 in Baltimore, the year after the 
NTEA produced T3 — The Commercial Truck Trailer & Technology Expo, the news re-
lease noted. The NTEA had produced member events since 1965, a year after its formation 
as the Truck Equipment & Body Distributors Association, commonly called Distributors 
Association or D/A.

Those early events began as sales and marketing workshops featuring tabletop displays 
but grew over the next decade into the D/A Convention, “the industry’s annual meeting 
for truck equipment distributors, body builders and suppliers.” Those conventions included 

The annual Work Truck Show celebrates its 20th anniversary in March 2020, and its 10th straight itera-
tion in Indianapolis.

“We’re excited to mark 
the 20th anniver-
sary of The Work Truck 
Show and reflect on 
how this event and the 
work truck industry 
have advanced over 
the past 20 years.”

— Steve Carey,  
president and CEO, NTEA

O
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a trade show in a hotel ballroom that limited exhibitors to 
100 square foot booths.

The association then launched a biennial Supershow 
in 1982 that in its first year featured 67,350 square feet of 
exhibits, including vocational trucks, at the Superdome in 
New Orleans.

“In the late 1990s, markets were consolidating, distri-
bution channels were shifting, customer demands were 
changing and there were rapid developments in information 
technology and equipment innovation. It was time for a 
new, more frequent trade show,” the NTEA release said.

The result was T3 in 2000 and a year later, that inaugural 
Work Truck Show. Since then, the show has taken place in 
Orlando, Atlanta, Baltimore, Indianapolis, Atlanta, India-
napolis, Atlanta, Chicago, and St. Louis, before settling in 
Indianapolis in 2011.

How the show has grown

The show has nearly tripled in size since 2001. Mean-
while, the number of exhibitors has increased since then 
from 350 to 500 in 2019. And attendance has nearly 
doubled — from 7,143 in 2001 to a record 14,256 in 2019.

With the available exhibition space maxed out, in 2019 
the show added a New Exhibitor Pavilion to help accom-
modate some of the companies on the exhibitor waiting list.

In recent years, the NTEA has opened the show with 

the Green Truck Summit. It began in 2007 as a special ses-
sion called the Hybrid Truck and Alternative Fuels Sum-
mit.

“We literally started in 2007 with three or four vehicles 
in the corner,” Doyle Sumrall, NTEA managing director, 
said in the news release. “Now we have a full day of educa-
tion with OEMs, suppliers, government entities and users 
sharing their sustainability stories. Major announcements 
are being made, and new alternative fuel and advanced 
technology products are being introduced regularly at The 
Work Truck Show in conjunction with Green Truck Sum-
mit.”

A more recent addition is the Manufacturer and Dis-
tributor Innovation Conference, which made its debut in 
2019. Other highlights of the annual show include the New 
Product Spotlight, and the NTEA’s annual meeting, which 
in the past has included such luminary speakers as former 
U.S. Presidents George H.W. Bush and George W. Bush, 
former Secretary of State Gen. Colin Powell, comedians Jay 
Leno and Jeff Foxworthy, and former professional football 
players Peyton Manning, Terry Bradshaw and Howie Long. 
The 2020 speaker will be Nikki Haley, former U.S. ambas-
sador to the United Nations and former governor of South 
Carolina.
For more information on the show, visit  
www.worktruckshow.com.

“Major announcements are being made, and new 
alternative fuel and advanced technology products are 
being introduced regularly at The Work Truck Show in 
conjunction with Green Truck Summit.”

— Doyle Sumrall, managing director, NTEA

To subscribe go to  
www.servicetruckmagazine.com

All the news, profiles and  
features delivered to your inbox.

Introducing our new
email newsletter. 
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Visit our website to learn more about our 
products & services or call your regional sales rep.

 888-780-9076 . www.summitbodies.com
990 Vernon Rd. Wathena, KS 66090

ADVANCED SAFETY ELECTRONICS

ELEVATE JOBSITE SAFETY!

PROTECT YOUR PERSONNEL & ASSETS WITH OUR INNOVATIVE

 ▶ Crane Overload Protection prevents movement that 
exceeds crane limits

 ▶ Operate crane, outriggers, engine, PTO, A/C, lights 
and monitor hydraulics form Main Control Panel

 ▶ Auto deploy and level outriggers 
 ▶ Auto stow crane

 ▶ Wireless Remote with fully proportional joysticks and 
visual display of real-time LMI data

 ▶ Main Control Panel has digital graphic display of 
LMI data 

 ▶ Mini Control Panel in cab controls lights, PTO and 
system alerts

BOOTH #S63607
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ormer U.S. Ambas-
sador to the United 
Nations Nikki Haley 

will be the keynote speaker 
at the 2020 Work Truck 
Show.

Haley, who served as 
ambassador to the U.N. from 
2017 to 2019, will speak at 
the annual general meet-
ing of the National Truck 
Equipment Association, 
which organizes the show. 
The moderated conversation 
will take place the morning 
of Thursday, March 5 following what was 
previously called the President’s Breakfast.

Of Indian descent — her parents are 
originally from the Punjab — Haley also 
made history as the first female and first 
minority governor of South Carolina, a 
post she held from 2010 until her appoint-
ment in January 2017 by President Donald 
Trump to the U.N. ambassadorship and to 
his cabinet and the Security Council.

Under her governorship, South Caro-
lina reduced its unemployment rate to a 
15-year low, put over $20 billion into new 
capital investment, and created new jobs in 
every county, said a news release from the 
NTEA. As ambassador to the U.N., Haley’s 

accomplishments included 
negotiating over $1.3 billion 
in savings, which includes 
making U.N. peacekeep-
ing missions more effective 
and better able to protect 
civilians. She also stood up 
to oppressive regimes in 
Russia, Syria, Iran, Venezu-
ela and Cuba, the release 
said. In 2019, she founded 
the advocacy group, Stand 
for America.

“We’re honored to 
welcome Ambassador 

Haley and look forward to learning about 
her experiences as she traveled the world 
to defend America’s interests and keep 
our country safe,” the release quoted Peter 
Miller, first vice-chairman of NTEA’s board 
of directors. “During her tenure, she tackled 
difficult issues like national security, educa-
tion, human rights and unemployment. Her 
strong and passionate leadership serves as 
an example of how even the most challeng-
ing obstacles can be overcome.”

Tickets for the AGM, which aren’t 
included in any registration package, must 
be purchased separately.
For more information, visit  
www.worktruckshow.com.

Haley to address at 
Work Truck Show

Nikki Haley

Shipments soared  
in 2018

ruck equipment industry shipments 
increased 15.9 per cent in 2018, according 
to a new report from the National Truck 

Equipment Association.
The NTEA’s recently released Annual Manu-

facturers’ Shipments Survey report reveals that 
shipments increased 2.9 percent over the previous 
year, “a significant acceleration,” said a news release 
from the NTEA.

For the report, the association collects and 
evaluates aggregate results based on data from 93 
companies. Using the data, the industry can esti-
mate the dollar value and number of units for 77 
product lines.

“It’s a powerful tool that aligns with our mission 
of furthering industry knowledge, growth and prof-
itability by helping companies in the work truck 
sector effectively evaluate market potential and 
develop sound strategic plans,” the news release quoted Steve Latin-Kasper, NTEA 
director of market data and research.

In addition to helping companies estimate the market size and how it has grown, 
the survey can help determine if they kept pace with the growth and compare their 
results to the whole industry.

“Following the pattern of previous studies, product line growth rates varied 
considerably,” the release said. “For 2018, data suggests some were down, while others 
made gains much more quickly than the industry overall.”

Companies that took part in the survey receive complimentary print copies of the 
report. Other NTEA members can purchase it for $299; non-members pay 
$599. For more about the report, visit www.ntea.com/amss.

Steve Latin-Kasper

F T
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n 1972, Marty Seelos founded Semi 
Service Inc. in Salt Lake City, Utah, 
as a trailer repair shop.

Over time, the business grew to include 
trailer sales, truck equipment and service 
and utility truck bodies. Today, the company 
sells, customizes and installs service bodies 
to provide for the unique needs of heavy 
equipment industries in Utah, as well as 
Nevada and Wyoming.

As vice-president Mike Anderson notes, 
there is no shortage of industry operations 
that require service vehicles in Utah alone.

Plenty of projects
“You’ve got the Kennecott Copper 

Mine,” Anderson says. “You’ve got a new 
prison that’s going in. There’s a humongous 
new airport, I think the first airport that’s 
been built in the 21st century. And then 
all the building construction and home 
construction that’s going on as well. The 
Mountain View Corridor Freeway they’re 
putting in on the outskirts of town. Plus, 
they’re redoing all the other freeways all the 
time.”

Semi Service will provide customization 
as necessary. Ladder racks, hitches, com-
partments, pull-out drawers, in-bed pull out 
trays, light bars, push bars and snow plows 
are just some of the customizations they 
have provided for those heavy industries.

“We do a lot of fabrication,” Ander-
son says. “We’ve got a break and a shear 
and a roll. We’ll customize ladder racks to 
whatever specifications they want. We’ll get 
equipment from the vendors and OEMs as 
well to put inside the pull out drawers — 
oxygen, acetylene compartments, and the 
mechanism to hold the bottles. We have 
pull-out trays that go on the back of service 
bodies, sliding roofs that go on our service 
bodies.”

The Bingham Canyon Mine, known 
more commonly to locals such as Ander-
son as the Kennecott Copper Mine, drives 
significant sales. Semi Service provides 
trucking solutions for a variety of needs 
related to the mine.

“It’s all over the place,” says Anderson. 
“We just did a bunch of flat beds for them 
— typical flatbeds on a truck with the rear 
hitch and some toolboxes underneath. And 
then sometimes, you can get into the really 
customized stuff, with the cranes and bum-
per hitches and pull out trays and lighting 
compartments and stuff like that.”

Much of Semi Service’s business in Ne-
vada is driven by similar needs of that state’s 
mining industry. In Wyoming, requests are 
more frequent from the oil and gas industry, 
requiring the installation of more rails and 
pumping equipment.

Familiar brands represented
Semi Service is a licensed vendor for 

three major brands — Stahl, Reading and 
Knapheide — which have qualities well-

suited to the unique weather and envi-
ronmental conditions found in Utah and 
surrounding areas, Anderson says.

“They each have their different unique 
designs and paint techniques,” he says. 
“But to work in this area, most everything 
needs to be powder coated paint or a unique 
primer, just for the fact that the weather we 
get out here with the salt from the Great 
Salt Lake and also the salt that they put 
down on the roads. You’ve got to have the 
paint on the bodies that will hold up to 
that.”

A service truck being used in a market 
like California, for example, would probably 
be fine without that same type of treat-
ment. But in Utah, where winters can see 
several hundred inches of snow and freezing 
temperatures and summers can get above 
a hundred degrees Fahrenheit, it requires 
specific preparation.

“That’s why we went with these manu-
facturers,” says Anderson. “They’re top of 
the line.”

At one time, Semi Service had five shops 
in various locations, but in 2009 the com-
pany consolidated all its shops but one into 
a single 108,000 square foot facility. The 
remaining location, 30-miles north of Salt 
Lake City, specializes in tanker trailer repair. 
The newer consolidated facility houses 
two separate shops — one for trailers and 
another for truck equipment installation 
and service. While both fall under Semi 
Service’s umbrella, they are largely separate 
efforts and even the accounting for each 
shop is separate.

Logistics challenges
The biggest challenge for Semi Service, 

from Anderson’s point of view, is getting 
equipment from vendors in a timely fashion. 
Some of their equipment vendors have a 
backlog as long as three to five months. 
Working out the logistics of pairing that 
with a truck can be a challenge and a bur-
den on customers.

“That’s a big time frame,” says Anderson. 
“If you come to us to buy a body and we 
don’t have it in stock we order it. If we’re 
four to five months out on a body and you 
get the truck in two to three months, you’ve 
made two to three payments on the truck 
before you get the body.”

The next biggest challenge is an ex-
tremely common one in the industry — 
finding qualified and effective technicians 
and sales people. Anderson has very high 
standards for the team of technicians who 
work on customizations and installations. 
As such, it can be very difficult to find 
people who meet those standards.

“They’re the lifeline,” Anderson says. 
“We rely on those guys. They can make or 
break the sales department by doing good 
quality work. Every job gets inspected 
before it comes out of the shop and we go 
over it with the mechanics before it leaves.”

Matt Jones is a freelance writer based 
in Fredericton, N.B.

Salt Lake city firm 
serves nearby states

For nearly 50 years, Semi Service Inc. has worked to meet 
heavy industry needs in Utah, Nevada and Wyoming

Photos courtesy of Semi Service Inc.

Utah’s Semi Service Inc. provides custom service body solutions for a variety of industries, includ-
ing the Bingham Canyon copper mine, and heavy construction projects.

Semi Service’s sales into Wyoming are predominantly driven by that state’s oil and gas industry, 
requiring more pumping equipment, as seen above.

“To work in this area, most everything needs to 
be powder-coated paint or a unique primer, just 
for the fact that the weather we get out here with 
the salt from the Great Salt Lake and also the salt 
that they put down on the roads.”

— Mike Anderson, vice-president, 
Semi Service Inc.

The customer who 
requested the 
service truck seen 
above had specific 
needs, including a 
crane, generators, 
and even a vise 
attached to the 
bumper.

I
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om Kidd enjoys battling hurricanes. The 
70-something entrepreneur from Holly 
Springs, North Carolina owns Tom Kidd, 

L.L.C, a “heavy maintenance company” that 
expands into 24/7 action when a hurricane strikes 
the East Coast.

“There’s nothing like working at 3 in the 
morning, the power’s off, with the wind blowing 
100 miles an hour,” he laughs.  “We’ve got to be 
there. People depend on us.”

Kidd’s day-to-day business provides specialty 
welding and maintenance services for a variety of 
businesses, but steps things up during hurricanes, 
making emergency repairs.  He outfitted his latest 
service truck for those emergency repairs as well 
as to service the day-to-day needs of more than 
80 Harris Teeter grocery stores in his region.

“We need a truck with a crane that can lift 
500 to 1,000 pounds of compressors up to the 
motor room on the second story of their build-
ings,” he said. “We worked with Maintainer 
(Corporation of Iowa) to get a custom-designed 
14-foot service body with a 34-foot-long crane. 
With (the crane) mounted six feet off the ground 
on the service body, we’ve got 40 feet of reach, 
straight up.”

Kidd admits it took time to get his truck’s 
design “right.”

“Troy (Ward, salesman at Lilley International 
in Williamston, N.C.) put up with my crap 
for seven months before I was satisfied,” Kidd 
chuckled. “I kept adding and changing stuff until 
I was surprised that he would take my phone 
calls. I wanted the 34-foot crane, so I had to get 
a 37,000-pound truck. Ended up with a F-750 
Ford, with a 6.7-liter PowerStroke and a six-
speed automatic transmission. I had Maintainer 
install mounting rails to the top of the compart-
ments on both sides of the service body, then we 
built our own aluminum tool boxes to mount to 
the rails. That way we didn’t have to drill holes 
in the compartments. The compartments are 
pressurized to keep dust and dirt out, so we didn’t 
want to drill holes in them.”

Because Kidd’s company focuses on specialty 
welding and maintenance rather than traditional 
repair work, the truck’s tool and parts inventory 
leans toward metal working supplies. It car-
ries tanks with three different types of gases for 
welding aluminum, stainless steel, and mild steel. 
A Hypertherm 45 plasma cutter handles cutting 
chores. A Millermatic 211 MIG welder is rigged 
for lightweight stainless steel welding. A Lincoln 

350MPX wire welder handles larger work, and an 
Ingersoll Rand tankless air compressor supplies 
compressed air for the plasma cutter and other 
high-pressure needs. All the engine-powered 
units on his truck are wired to the truck’s engine 
battery, and are fed from a central 45-gallon fuel 
tank.

“You never want to run out of fuel when you’re 
working in a hurricane,” said Kidd. “It’s our job 
to keep running when there’s no power to gas 
stations. One part of our business is that a week 
before a hurricane hits, we set up 750,000 kW 
generators at Harris Teeter stores so they can 
provide food and water for people till things get 
back to normal.”

Kidd outfitted the truck to work in the dark 
under hurricane conditions. All the tool compart-
ments are illuminated with LED lights. He had 
Maintainer install flashing emergency lights in 
the front grille and rear bumper, and his em-
ployees added a light bar to the cab. A powerful 
floodlight on the end of the crane serves triple 
duty.

“The light on the end of the crane is a big help 
when we’re setting something in the dark,” he 
said. “It shines down and helps see exactly what 
we’re doing. Or, we can swing that light out over 
where we’re working, to light-up an area. We al-
ways carry a big American flag, fly it off the crane 
as much as we can, and it looks really nice to see 
that flag all lit-up at night.”

While Kidd is satisfied with the way his 
custom-designed service truck performs, he’s 
already planning his next truck.

“If the economy stays good, in another year or 
so we may look for a service body with a 42-foot 
crane,” he said. “This truck has a cab-and-a-half, 
and I’m thinking the next one should 
be a crew cab. There are always ways to 
make a better (service) truck.”

B Y DA N A N D E R S O N

Dan Anderson is a part-time freelance writer and full-time heavy equipment mechanic with more  
than 20 years of experience working out of service trucks. He is based in Bouton, Iowa.

SPEC MY  TRUCK

T

“There’s nothing like working at 3 in 
the morning, the power’s off, with the 
wind blowing 100 miles an hour. We’ve 
got to be there. People depend on us.”

— Tom Kidd, Holly Springs, N.C.

Photos by William Passner

An all-weather 
service truck
You never want to run out of fuel  
in a hurricane, says Tom Kidd

Rear bumper incorporates emergency lights.

Lincoln 350MPX wire welder handles larger 
work.

Trucks carries three types of  
welding gas.

Ingersoll Rand air compressor powers 
plasma cutter and other equipment.

Kidd is ready for emergencies 24/7.

Straps prove handy during high winds.

Maintainer service crane can reach 40 feet straight up.
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We’re always looking for service/mechanic truck owners, operators and mechanics to tell  
us about their vehicles and how they use them.

If you’d like your truck featured in a future Spec My Truck column, send an email to  
editor@servicetruckmagazine.com, with the subject line, “Spec My Truck.” Just tell us a  
little bit about the truck. And include a phone number and the best time to reach you.

Tell us about 
your truck

45-gallon fuel tank feeds engine-powered units.

Ford F-750 has a cab-and-a-half.

Tom Kidd rigs the flag to the crane.

Millermatic 211 MIG welder occupies 
compartment shelf.

Steel polish, penetrating oil, 
and other supplies are stored 
neatly away.

Hypertherm 45 plasma cutter sits atop DuaLock cabinets.Tools and parts lean toward metal-working supplies.Maintainer Corporation of Iowa custom-designed the 14-foot 
service body.

Tom Kidd flies the flag 
from his truck’s crane 
whenever he can.

F-750 Ford has a 6.7-liter PowerStroke and a six-speed 
automatic transmission.
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Like most everyone else Service Truck 
Magazine asked about the economic pros-
pects going forward, Morris is still bullish 
— unlike the 72 percent of economists who, 
in a survey this summer by the National As-
sociation for Business Economics, predicted 
a recession by the end of 2021. (Then again, 
as New York Times economics reporter Ben 
Casselman observed in August, “Econo-
mists are notoriously terrible at forecasting 
recessions; few of them saw the last down-
turn coming in 2007.”)

“We talked to lots of people that are 
in peripheral industries and they’re saying 
some of the other parallel industries are a 
little bit slower,” Morris said. “But not the 
work truck.”

Business is so strong at Maintainer, 
based in Sheldon, Iowa, that the company 
is constructing a nearly 30,000 square foot 
building that will increase its production fa-
cilities to 140,000 square feet. The company 
— which manufactures such products as 
customized mechanics service truck bodies, 
lube bodies, and truck cranes — expects to 
have the new building in operation by the 
end of 2019.

“Everybody’s maxed out”
“Everybody’s so busy. Everybody’s 

maxed out, us included,” said Chuck Ham-
ilton, director of marketing and military 
sales at Boss Industries LLC, which is 
headquartered in LaPorte, Ind.” We’re 
building for growth. We’ve planned for 
growth.”

The biggest obstacle to that growth is 
that vendors are also extremely busy, he said.

“If we have to build it, buy it, absorb 
them, we’re going to do it to keep rolling,” 
Hamilton said.

It involves everything down to nuts, 
washers, and couplers, he said. “That’s some 
of the hiccups we’re seeing, and those guys 
have their challenges as well. We under-
stand that and we’re working through 
them. But yeah, supply and demand — it’s 
all there,” said Hamilton, whose company 

revealed its new Mechanix 250 compressor-
generator-welder at the show as well rolled 
out its new demonstration truck that carries 
its main product lines, which include above-
deck and under-deck compressors, and tool 
lifts.

Fortunately, customers also understand 
the challenges because they’re also facing 
them, Hamilton said.

“The problem is the economy is re-
ally going — it’s rolling,” Hamilton said. 
“Everybody needs it now, now, now. And 
everybody wants to make money now, now, 
now. And that’s OK. That’s what we’re here 
to do.”

Strong in all markets
At the Taylor Pump & Lift stand, vice-

president Jeff Taylor Jr. said the Concord, 
N.C.-based company’s backlog is a long as 
it’s ever been — around 25 weeks. “Business 
is still great,” Taylor said.

He acknowledged that as a backlog 
becomes too long, though, customers might 
get impatient. “That is correct. A lot of our 
competitors are that way,” he said. “So we’re 
picking up some business that way.”

Last year, 2018, was a good for Hannay 
Reels Inc., an 86-year-old fourth-genera-
tion family firm with about 170 employees 
that is based in upstate New York, said mar-
keting manager Jennifer Wing. This year is 
shaping up the same way.

“It’s strong in all our markets especially 
construction areas and things like that,” 
Wing said, noting that the work truck sec-
tor is among those strong markets.

Like many companies serving the work 
truck industry, Hannay has a backlog of or-
ders but is keeping up. “But we always have 
a backlog,” she said. “So it depends on the 
product and the reel. Some of our custom 
products can take up to a month to get out. 
But other times, we’re into about a couple of 
weeks turnaround time.”

Wing added that “it’s good to always 
have a little bit of a backlog.”

Industry stays hot from cover
Photos by Keith Norbury

Jennifer Wing and co-workers Joseph Boone (left) and Darren Bassler (right) staff the Hannay Reels 
stand at ICUEE 2019.

EASE OF USE
Operate from any 700 
bar/10,000 psi
oil or air/oil source.

STRENGTH
The 120 ton crimping
force provides expansive
crimping capacity.

CAPACITY
It has a 1” 4 wire crimp 
capacity.

PORTABLE
Weighing in at only 26kg 
(57.3lb) 
the RY16 is ultra-portable.

RY16 1” HOSE MOBILE CRIMPER
EASY TO USE, EASY TO CARRY 

COMPACT
Easily maneuvered into tight
spaces and makes those 
awkward
jobs simple.

PROTECTION
The versatile crimper comes
equipped with a box to keep 
dies safe.

+1 844 700 0247

Sales@RYCO.us

“We have seen no slow down in the work truck market. It’s 
been really strong and looks like it’ll continue at least for 
the first couple quarters of next year.”

— Shelley Morris, president, Maintainer of Iowa Corporation Inc.

Shelley Morris, president of Maintainer Corporation of Iowa Inc., works the company’s stand at 
the 2019 International Construction & Utilities Exposition in Louisville, Ky., this October.

TRADESHOW WRAP-UP

continued on next page
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“Everybody’s so busy. Everybody’s maxed 
out, us included. We’re building for 
growth. We’ve planned for growth.”

— Chuck Hamilton, director  
of marketing, Boss Industries LLC

Chuck Hamilton, director of marketing and military sales at 
Boss Industries, brings the company’s new demo truck, which 
carries most Boss product lines, to ICUEE 2019.

Aaron Sage, president of Sage Oil Vac promotes the new Powerflex 
control system on a lube truck at the Sage stand at ICUEE 2019.

As for looking ahead, with 2020 being a U.S. presiden-
tial election year, that might create some nervousness in the 
market, such as ones related to the impacts of tariffs. “But 
right now things seem to be going well,” she said.

Election wild card
One of the few ICUEE exhibitors who has noticed any 

hint of potential dip in the economy was Aaron Sage, presi-
dent of Sage Oil Vac. Nevertheless, he said the company, 
which is headquartered in Amarillo, Texas, is having a great 
2019 and still has a pretty good-sized backlog of orders.

“We do see orders kind of stepping off a little bit in the 
last month or two,” Sage said. “I think that next year, with 
the election, there should be a little bit of a wild card. In 
my experience that brings a little uncertainly in the market, 
and that causes capital expenditures to kind of come down 
a little bit. So I think we’re gearing up for a little caution 
going into next year. But we also have ConExpo and the 
Work Truck Show, and all that. So I still expect good things 
next year.”

uan Ibarra, one of the mobile mechanics who 
stars in the Discovery Channel’s Gold Rush series, 
has become a fixture on the industry’s trade show 

circuit the last few years.
The 2019 International Construction & Utility Equip-

ment Exposition in Louisville, Ky., in early October proved 
no exception. Except this was one of those occasions where 
he left his signature orange service truck behind.

“I just got done with the season 10 of Gold Rush so 
I didn’t have a chance to get the trucked cleaned up and 
bring it down this year,” Ibarra said as he stopped by the 
stand of Taylor Pump & Lift, one his sponsors. “They’ve got 
this new lube truck, fully enclosed, a pretty impressive unit, 
all hydraulically driven,” Ibarra said, putting in a plug.

At the previous ICUEE in 2017, Ibarra drove his 1992 
Peterbilt 379 with its 1995 Aresco mechanics body 1,200 
miles from his home in Reno, Nevada for the show. It 
arrived then with new tool drawers from CTech Manu-
facturing as well as a new Taylor Pump & Lift lube skid. 
In recent years, Ibarra has also driven the rig to the Work 
Truck Show in Indianapolis, and to ConExpo-Con/Agg in 
Las Vegas.

Even without his signature truck, Ibarra was still a draw 
at the Taylor and CTech booths where he divided his time.

“He’s been signing autographs and getting pictures 
with fans and stuff like that,” said Darrell Martin, CTech’s 
marketing director.

“It’s always nice getting out here, seeing what’s available, 
seeing what’s new to the industry and trying to keep up 
with it,” Ibarra said.

He is still planning to have a new truck built to replace 
the Peterbilt, which he left just outside of Dawson City in 
the Yukon, where the last season of Gold Rush was filmed. 
But for now that new truck project is on the back burner.

“I’m in the process of building our new shop,” he said. 
“So I kind of want to get that done and 100 
percent finished before I get on with the next 
project.”

Gold Rush star returns to ICUEE

Juan Ibarra, a heavy equipment mechanic who stars in the 
Discovery Channel’s Gold Rush, meets with Jeff Taylor Sr. and 
Jeff Taylor Jr. at the Taylor Pump & Lift Co. Ltd. stand at ICUEE 
2019.

Photos by Keith Norbury

Juan Ibarra meets with Darrell Martin at the CTech booth at 
ICUEE 2019.

J
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K E I T H  N O R B U R Y

or Adam Brockmiller, who manages 
substation operations for Liberty 
Utilities in Missouri, attending the 

2019 International Construction & Utilities 
Equipment Exposition this fall was like 
walking into a dream.

“Oh my gosh, they’ve got all your 
dreams and wishes here,” Brockmiller said 
as he checked out a service truck on display 
at the Altec Industries booth at the bien-
nial event, held Oct. 1-3 at the Kentucky 
Exposition Center in Louisville. “They’ve 
got trucks you wouldn’t dream of having 
and trucks you definitely need. So a wide 
variety, a wide ability to test and ask all the 
follow up questions you need to know about 
whatever you’re working on.”

At Liberty Utilities, he’s in charge of all 
the electricians who maintain more than 

160 substations. The company builds about 
three new substations a year; and it also 
has crews to look after transmission and 
distribution.

“We have a wide range of need for 
trucks in different applications,” Brockmill-
er said. “And this is the excellent place to 
check them out and see all of our options.”

The truck he was checking out at the Al-
tec stand is similar to six that Liberty would 
take delivery of at the end of October. The 
six new ones also have bodies mounted on 
Ford F-550 chassis and come with cranes, 
compressors, and other accessories.

“We actually we have one already,” 
Brockmiller said. “It’s very similar; it’s a 
smaller, more mobile machine. That way 
we can use the four-wheel drive to get in 
an out of our substations easier on the dirt 
paths and it allows us to hold all the tools 
and drawers and inverters that we need.”

Record attendance
Brockmiller was among more than 

19,000 attendees at the biennial trade show, 
which is a production of the Association 
of Equipment Manufacturers. That record 
number of visitors came from Canada, the 
U.S., and 65 other countries. Exhibitions 
covered a record 1.34 million square feet 
— over 30 acres. Showcasing their products 
were more than 1,000 exhibitors, including 
dozens of service truck manufacturers and 
accessory makers. They included such famil-
iar brands as Auto Crane, Stellar Industries, 
Vanair, VMAC, and Maintainer.

“By all measures, this was an outstand-
ing ICUEE with more to see and experi-
ence than ever before, and it was gratifying 
to see such positive energy among attendees 
and exhibitors,” said Rick Johnson, ICUEE 
2019 show chair and CEO emeritus of 
Charles Machine Works, in the show’s 
wrap-up news release. “ICUEE is always 
such a tremendous opportunity to make 
lasting industry connections that help 
participants continue to grow and stay 
competitive.”

This year’s show coincided with an 
unseasonal heat wave in the region, with 
temperatures in Louisville reaching nearly 
100 degrees Fahrenheit. Consequently, the 

outdoor exhibits received most of the traffic 
in the morning when temperatures were 
only in the 80s. In the afternoon, visitors 
sought refuge inside the air-conditioned 
exhibition hall — or, as Brockmiller did, in 
air-conditioned booths like Altec’s massive 
tent.

Beating the heat
“It’s hot,” said Todd Hannum, direc-

tor of marketing for Auto Crane, echoing 
a sentiment heard throughout the outdoor 
exhibits. A resident of Atlanta, Hannum 
is no stranger to warm temperatures but 
he was only too happy to spend time in 
the indoor booth of Auto Crane’s parent 
company, Ramsey Industries, to talk about 
the features of an Auto Crane service body 
on display there.

“I think that a lot of people have been 
able to bring some of their best out here,” 
Hannum said. “It’s been a good show. I 
think that what really is impressive for me is 
the technology swing in our segment of the 
industry.”

For example, he was impressed by the 
emphasis on hydraulics as well as game-
changing all-in-one units that accessory 
company partners have recently introduced. 

Fall trade show fulfills
service trucks dreams

Biennial International Construction & Utilities Equipment  
Exposition in Louisville, Ky., boasts big service truck presence

Photos by Keith Norbury

Adam Brockmiller of Liberty Utilities in Joplin, Mo., checks out an Altec service body on display in 
Altec’s air-conditioned tent during a sweltering 2019 International Construction & Utilities Equipment 
Exposition in Louisville, Ky., this October.

A refreshing breeze flutters the show badge of Da-
vid Phillips as he mans the Palfinger stand during 
a sweltering ICUEE 2019.

Brent Burnett (left), a co-owner of Service Truck 
Depot in Fairsfield, Texas, chats with Brian Halpin at 
the Stahl Truck Bodies & Cranes booth at ICUEE 2019.

“They’ve got trucks you wouldn’t dream of having and trucks you defi-
nitely need. So a wide variety, a wide ability to test and ask all the fol-
lowup questions you need to know about whatever you’re working on.”

— Adam Brockmiller, operations manager, Liberty Utilities
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American Eagle drawer systems are now available with easy-

to-use pull handles. So not only can you get the configuration 

you need, you can also pick your handle preference.

Learn more at AmericanEagleACC.com

NEW

Hannum said Auto Crane focused on 
determining what customers want to see 
and read and getting that information into 
their hands to help them make decisions. 
“That’s what we’ve been able to concentrate 
on here,” he said.

The 2019 heat wave contrasted starkly 
with the weather at the 2015 version of 
ICUEE when chilling rains prompted show 
goers to seek shelter indoors, leaving out-
door exhibitors shivering in the cold.

“I think we’d take the heat,” said Shelley 
Morris, president of Maintainer of Iowa 
Corporation Inc. “We were here for the 
monsoon and you could throw a bowling 
ball down this aisle and not touch a thing.”

A good show overall
Morris described the 2019 ICUEE as 

“really good” and “busier than some of the 
other shows.” ICUEE isn’t the biggest show 

for Maintainer or its competitors, he said. 
As its name implies, ICUEE is tailored 
toward utilities and municipalities. “But if 
we were in the small body, fiberglass body 
business, (and) utility and municipal market, 
this where you want to be,” Morris said.

At the Palfinger booth, David Phillips, 
midwest regional sales manager for work 
truck bodies and lifting systems, agreed that 
ICUEE isn’t the busiest show for service 
trucks but that it is a good show nonethe-
less. “We’ve had a lot of distributors visit us 
who are happy with how things are going,” 
Phillips said. “And a lot of customers that 
own our equipment come by and tell us 
what they’re experiencing. Some guys are 
looking for new as well.”

Among the accessories on the three 
service trucks displayed on Palfinger’s stand 
was a lube skid from Service Truck Depot 
of Fairfield, Texas. “This is their truck; they 

upfitted this one,” Phillips said. “They’re a 
big dealer for us. So we’re showing it off 
here a little bit.”

Many good contacts
Service Truck Magazine later bumped 

into Brent Burnett, a co-owner of Service 
Truck Depot, as he chatted with Joe Halpin 
of Stahl Truck Bodies & Cranes at Stahl’s 
booth. Burnett was so impressed with 
ICUEE that he might book a booth for 
his company at a future show. “I think the 
vendors have done a great job of putting it 
together — (there’s) a lot of people here,” 
said Burnett, who has also walked previous 
versions of the show.

Burnett didn’t even have any complaints 
about the weather. “I’m from Texas,” he said. 
“The heat doesn’t really bother me.”

It didn’t seem to bother Halpin either, 
who was hatless in the afternoon sun. His 

secret: “sunscreen, lots of it, and drinking 
lots of water.” Halpin said ICUEE “is the 
place to come” because it has everything 
from lube skids, to cranes, to bucket trucks. 
“Any kind of tool you could want on your 
truck, it’s here,” he said.

“Our premier show”
For mobile power equipment maker 

Vanair Manufacturing Inc., ICUEE is “our 
premier show,” said company president 
Greg Kokot. The company had a fairly large 
outdoor booth near the entrance to L lot, 
one of the expansive outdoor exhibition 
spaces. Despite the booth’s size, it wasn’t big 
enough to display Vanair’s entire product 
range. But the company did show off a sam-
pling of wares, including new lightweight 
aluminum versions of four products, includ-
ing its Air N Arc 250-L unit that combines 

“It’s been a good show. I think 
that what really is impressive for 
me is the technology swing in our 
segment of the industry.”

— Todd Hannum, director of market-
ing, Auto Crane

“I think the customers that are 
coming through are really, from 
our standpoint, what we consider 
to be really good customers,  
customers that would use our 
products.”

— Greg Kokot, president,  
Vanair Manufacturing

Todd Hannum (right), director of marketing  
for Auto Crane, meets with Dan Parsons, adver-
tising manager for Service Truck Magazine, at 
Auto Crane’s outdoor stand at ICUEE 2019.

continued on page 20
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an air compressor, welder, genera-
tor, battery booster, and battery 
charger into one machine.

Kokot described ICUEE 2019 
as “a very hot show,” not just from 
a temperature standpoint but 
in the quality of customers and 
booth traffic.

“I think the customers that are 
coming through are really, from 
our standpoint, what we con-
sider to be really good customers, 
customers that would use our 
products,” Kokot said.

ICUEE is also known as 
The Demo Expo, which Vanair 
took to heart in holding almost 
continual demonstrations of equipment, such as the Vanair Total Electronic Control for its 
under-deck compressor and generator systems. “Just about every major utility company in 
the country uses under-deck air compressors, Kokot said. “Then obviously there are service 
vehicles throughout this show because they’re here to service all the fleets and all that type 
of stuff. So we serve that market also.”

Vanair also makes applications that require huge air volumes, up to 1,000 cubic feet per 
minute, such as for drill modules. “We’ve had customers that we’re quoting now that came 
to the show yesterday,” Kokot said.

At the Sage Oil Vac booth company president Aaron Sage noticed that, while traffic 
dried up during the hot afternoons, everybody was in a good mood. “There seems to be a 
lot of demand for equipment, especially on-site oil change equipment, on-site lube trucks, 
and lube skids,” Sage said. “You see a lot of lube skids here. So I think on-site maintenance 
is becoming more in vogue — to do oil changes cleanly out in the field.”

Good conversations
Inside the convention hall at 

the Hannay Reels booth, marketing 
manager Jennifer Wing said she met 
many customers and also saw many 
Hannay reels displayed on trucks at 
the show. “So we had a lot of good 
conversations,” Wing said. “It’s 
always good to meet this part of the 
industry.”

Wing said the show seemed 
bigger than in previous iterations. 
She also noticed more interactive 
displays. “I noticed things picked up 
in the afternoon, Wing said. “People 
were outside in the morning and 
then they took advantage of com-
ing into the air conditioning in the 
afternoon.”

Darrell Martin, marketing direc-
tor for CTech Manufacturing, said 
he and his colleagues had a lot of 
good interactions with dealers and 

manufacturers that they work with regularly as well as with customers dropping by to ask 
questions. “It’s really, really good to get that face-to-face, to have them touch and feel the 
products,” Martin said. “It’s always been a really beneficial show for us. And it’s just nice to 
see everybody.”

CTech is well known in service truck circles for its drawer sets. However, the company 
also produces carts and cabinets, as well as observation carts for NASCAR racing teams. 
The company even brought its largest one, a dual-deck version, to serve as its booth for the 
show.

“Below, you’ve got all of your tools, storage, your monitors for maintaining what’s going 
on in the race,” Martin explained. “And the pit crew can come and go underneath as they 
please to work on the car. Up on top, the front row of monitors is for the racing engineers. 
And the rest of it is for entertainment. The upper deck can seat 17 people the way this one’s 
configured.”

After the show, the observation hub will join three others on the NASCAR circuit. 
“It was just kind of a neat thing to bring down to the show and show what else we can do 
besides tool drawers,” Martin said.

Demo truck rolled in
At its booth, Boss Industries LLC rolled in its brand new demo truck that carries 

examples of most of the company’s main product lines, including under-deck and above-

continued from page 19

CTech Manufacturing’s booth at ICUEE 2019 features a dual-
deck observation cart designed for NASCAR racing pits.

“We’ve had a lot of really positive feed-
back. Everybody’s been pretty recep-
tive, giving us good feedback, asking 
us questions, things like that.”

— Rachel Lynch, a public relations and 
event specialist, Stellar Industries Inc.

continued on page 23
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ow that Custom Truck One Source has had its own 
rental fleet test drive its Load King line of Voyager 
service trucks, they’re ready for the larger market, ac-

cording to the company’s CEO.
“We actually put them in our own fleet first and let our 

guys bang them around for a year to make certain we knew 
where we were at,” CEO Fred Ross said at a press conference 
during the International Construction & Utilities Exposition 
in Louisville, Ky., in early October. “So if there was an issue 
or something, we would find it. We’re happy to say things are 
progressing very well. We’re ready for the market and really 
excited.”

The “sweet spot” for those bodies is in the class 6/7 and 
class 4/5 sizes, he said.

The Voyager I is the larger mechanics body while the 
Voyager II model fits smaller trucks that don’t require a 
commercial driver’s licence. The Voyager trucks also come in 
configurations that have rollup doors. A Voyager P model is 
built for propane markets.

Ross said he expects the company can sell the trucks 
directly and through its own distribution channels. Custom 
Truck One Source now has 26 locations across the U.S., about 
1,600 employees, and a rental fleet of about 4,700 units that 
are geared primarily toward the utility world.

“But we are straying outside of that some, and we’re happy 
about that,” Ross said.

He is also happy to promote the company as “the true one 
stop shop.”

Custom Truck One Source has grown rapidly in recent 
years and even gone through name changes. It was formerly 
called Utility One Source, a company that formed in 2015 out 
of three family businesses — Custom Truck & Equipment, 

Utility Fleet Sales, and Forestry Equipment of Virginia.
Ross said Custom Truck One Source will surpass $1 bil-

lion in sales this year. That’s triple the $330 million in sales 
that Custom Truck & Equipment posted in 2014. And it’s a 
far cry from the company’s beginnings. 

“We started as a family company in ’96 with zero dollars,” 
Ross said. “So we truly live the America Dream.”

About four years ago, his company acquired Load King, a 
65-year-old trailer manufacturer, which now also makes the 
Voyager service trucks. Load King recently acquired the boom 
truck, crossover, and truck crane product lines from Terex 
Corporation.

“We were looking to build our own crane anyway, so we 
were happy to buy that brand,” Ross said. “So you’re going to 
see some stuff coming a lot faster 
than people thought we could do it.”

Ross hinted at more products 
and greater vertical integration 
in the future, which he says will 
provide value to Custom Truck’s 
customers.

“We’re happy to rent it them, sell 
it to them, lease it to them, dispose 
it for them, buy it back, rebuild it, or 
sell it to our auction.” Ross said. “So 
we really are the true one stop shop 
— period.”

One stop shop prepared
to enter service truck fray
Growing company “ready for the market,” says CEO

Custom Truck One Source 
president Fred Ross 

convenes a press confer-
ence at the company’s 
air-conditioned indoor 

booth at ICUEE 2019.

Brad Schmeusser of Aui 
Power of Elkton, Md., checks 
out a Load King service body 

at the Custom Truck One 
Source booth at ICUEE 2019.

deck compressors, tool lifts, and its new 
Mechanix 250 multi-function unit. The 
Ford F-450, which was upfitted just 
before the show, will travel across North 
America to trade shows and dealerships, 
including in Canada. “Our goal is this 
truck will be on the road minimum 40 
weeks a year,” said Chuck Hamilton, 
director of marketing and military sales 
at Boss Industries. In future, Boss plans 
to send out more demo trucks, perhaps 
on Ram or Chevrolet chassis, to provide 
sales and service training and do product 
presentations.

“For us, barring frying eggs on the 
pavement, the show’s been really good,” 
Hamilton said. “The people have been 
managing the heat well. But also we seem 
to engage a lot of good customers this 
year.”

It was as similar story for Stellar 
Industries Inc. and its American Eagle 
Group subsidiary, noted Rachel Lynch, a 
public relations and event specialist with 
Stellar.

“We’ve had a lot of really positive 
feedback,” Lynch said. “Everybody’s been 
pretty receptive, giving us good feedback, 
asking us questions, things like that.”

Much of that interest has been in 
its line of utility and telecom construc-
tion trailers that were formerly made by 
Kiefer Built, which Stellar acquired the 
assets of a few years ago.

“We’ve had some pretty heavy booth 
traffic over in the Stellar with questions 
about the mechanics package and the 
crane we have,” she said, referring to an 
aluminum TMax body with 12630 model 
crane on display.

Location, location
As with many endeavours, booth 

location is key to a successful trade show. 
At the Maxilift Cranes stand, Rita Pec-
orari was happy with a booth a colleague 
picked out — right near the entrance to 
the N lot, the closest of the three outdoor 
lots to the exhibition hall. “We’ve got a 
perfect spot, a lot of traffic and a lot of 
interest,” Pecarari said.

Her only reservation is that she 
should have placed the truck, which had 
a BrandFX body and a pair of cranes — a 
Cobra 3800 and a smaller M150 — at 
the opposite side of the booth. “But we’re 
gonna get the same one for the next two 
years and go from there,” she said.

“We’ve had a lot of distributors visit us who are happy with how things are 
going. And a lot of customers that own our equipment come by and tell us 
what they’re experiencing. Some guys are looking for new as well.”

— David Phillips, midwest regional sales manager, Palfinger

Rita Pecorari of 
Maxilift Cranes 
USA works the 
company’s stand 
at ICUEE 2019.
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System streamlines 
truck functions
Auto Crane piloted a 
system that synthe-
sizes the hydraulic 
functions of a service 
truck, such as a crane 
and compressor, from 
a single control panel 
in a cabinet at the back 
of the truck.

“We also are tying 
in telematics to that,” 
said Todd Hannum, 
director of marketing 
for Auto Crane, which 
is headquartered in 
Tulsa, Okla. “So basi-
cally what we’re trying 
to get at is reading 
the hydraulic system 
and reading the crane 
performance all at one 
time.”

The system stream-
lines how the body is wired up, he added. And it can 
turn the truck on and off. It makes “the use of the 
truck and the management of the systems a lot more 
efficient,” Hannum said.

For example, using telematics, the crane’s operator 
can monitor how much the crane is lifting or if it’s 
overloaded. “So a consumer become can become a lot 
smarter with their system and read, Is the system hot? 
Is it performing the way it’s supposed to?” he said.

TRADESHOW WRAP-UP

K E I T H  N O R B U R Y

he Demo Expo is another name for the Inter-
national Construction & Utilities Equipment 
Exposition held every two years at the Kentucky 

Exposition Center in Louisville.

As in past iterations of the event, exhibitors used 
ICUEE 2019 to demonstrate and unveil new product 
lines. Among those were several innovations from manu-
facturers of service trucks and their many accessories.

The following are a few examples of product launches 
at the 2019 version of the Demo Expo, which took place 
Oct. 1-3.

New products demonstrated
Service truck companies unveil innovations at biennial exposition in Kentucky

Sage Oil Vac’s class 7 lube truck is mounted on a Volvo chassis.

Todd Hannum, director of mar-
keting for Auto Crane, goes over 
the features of an integrated 
control system on a truck dis-
played at the company booth at 
ICUEE 2019.

CK Power of St. Louis, which builds enormous generators of up 
to 600 gigawatts, unveiled a portable seven-kilowatt model at 
ICUEE that can be mounted on a service body.

“It’s a brand new product. We just came out with it this year,” 
said Bill Huffstutler, director of strategic services.

The unit is designed to be mounted on the tongue of a trailer, 
on the outside of a truck body “or it could be mounted inside of 
a compartment with proper ventilation,” he said.

Capable of 120 or 240 volts, the unit can generate up to eight 
kilowatts for short bursts. “But it’ll run 7 kW all day long,” Huff-

stutler said. “And it’s got an electric fan inside of it, to evacuate 
the heat and allow for longevity.”

Its Kohler engine is manufactured in Tennessee, while the 
sheet metal is fabricated at CK’s facility in Hannibal, Mo. “So no 
problem saying it’s a U.S.A.-made product,” Huffstutler said.

Lube-only truck  
for yellow iron
Texas-based Sage Oil Vac brought a new Class 7 lube-
only truck on a Volvo chassis to its stand at ICUEE 
2019.

“This is a lube only,” said president Aaron Sage. “So 
there’s no fuel on it. It’s got big capacity oil tanks.”

The unit is aimed at original equipment manufac-
turer dealers, such as for Volvo construction equip-
ment dealers, Caterpillar, and John Deere “because 
they have maintenance contracts with their equipment 
and customers after the post sale,” Sage said.

That would be primarily for yellow iron equip-
ment used in such industries as road construction, site 
preparation, grading, excavating and mining.

“We’ve just focused recently on building more lube 
bodies,” Sage said. “We’ve always built some here and 
there, kind of on customer requests, but we’re really 
gearing up to do to do more of them efficiently in our 
facility in Amarillo.”

Sage is also promoting standalone power for the 
trucks, which would traditionally use a power takeoff 
to run compressors and other hydraulically driven 
accessories off the engine. Instead, the lube truck uses 
a small generator to run all the equipment — the one 
on the stand had a Vanair compressor using a Kubota 
engine, although sometimes Sage also uses VMAC 
compressors.

“The truck is not running. So it reduces engine 
hours on the chassis, (and) reduces fuel consumption,” 
Sage said, adding that such units are already popular 
on crane trucks and mechanics trucks.

Bill Huffstutler of CK Power promotes the 
company’s new portable compressor mak-

ing its debut at IUCEE 2019.

New generator designed for trucks

Chuck Hamilton, director of marketing and military sales at Boss Indus-
tries, goes over the features of the Mechanix 250, Boss Industries’ new 
entrant into the compressor-generator-welder marketplace.

New multifunction 
unit launched 
Boss Industries LLC has entered the multifunction 
compressor-generator-welder marketplace with its Mecha-
nix 250.

Featuring a 24 cubic feet per minute piston compressor, 
250-amp welder, and five kilowatt generator, it’s an all-in-
one multifunction unit designed for service trucks, said 
Chuck Hamilton, director of marketing and military sales 
at Boss Industries, at ICUEE 2019.

“So we’re pretty excited about this,” Hamilton said. “Our 
first Mechanix series was a little bit smaller, smaller pretty 
much everywhere, and we’ve had a lot of success with that.”

Hamilton admitted that the multifunction marketplace is 
already pretty crowded. “But obviously we’re here to com-
pete with the big boys,” he said of Boss, which is headquar-
tered in LaPorte, Ind.

The unit comes with a control panel that can be mounted 
inside the cab, inside a compartment, or outside a cabi-
net for that matter. “It’s just a big plug-and-play kind of 
technology so that you can mount it anywhere — curb side, 
street side, whatever fits your application,” Hamilton said.

T
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Dean Strathman, Vanair Manu-
facturing’s vice-president of 
sales, discusses the company’s 
Start-All products during a 
press conference at ICUEE 2019.

Gordon Duval, vice-president of marketing and sales, talks 
about VMAC’s newest products during a press conference at 
ICUEE 2019.

Multifunction  
prototypes launched
VMAC, a compressor maker based in Nanaimo, B.C., 
unveiled three new products at ICUEE 2019. They 
included a prototype five-in-one multifunction power 
system with a Honda iGX 800 V-twin gasoline engine.

“This development began last year at the request 
of VMAC dealers across Canada and the U.S. for 
a multi-power system for service trucks with gas 
engines,” said Gord Duval, VMAC’s vice-president of 
marketing and sales, at an ICUEE press conference. 
“Our engineering scope and design considered feed-
back from mechanics, upfitters, and fleet managers and 
then took all of those ideas to create a better product.”

It includes a 40 cfm rotary-screw compressor, 
eight-kilowatt generator, 250-amp welder, 300-amp 
battery booster, battery charger, and an integrated cold 
climate kit. The unit, which VMAC expects to put into 
production in 2020, is “up to 240 pounds lighter” than 
comparable machines, Duval said.

The second system VMAC unveiled is a six-in-one 
unit powered by a Caterpillar C 1.1 diesel engine that 
VMAC had originally engineered for Finning, the 
world’s largest Cat dealer.

“Both companies have a 20-year relationship with 
VMAC being a primary supplier of air for their service 
trucks and most power systems,” Duval said. “This was 
a natural collaboration.”

The Cat unit includes a 35 cfm rotary screw 
compressor, eight-kilowatt generator, 250-amp welder, 
a battery charger, and power takeoff with optional 
hydraulic pump.

“This new multi-function is compact and power-
ful with service intervals extended to every 500 hours 
versus 100 or 200 hours with other typical all-in-one 
type systems,” Duval said.

The unit has been in production for three years 
with Finning as the primary customer. However, 
VMAC is now making it available to all its dealers 
across the globe.

The third prototype VMAC unveiled is its HVAC 
cooling system powered by the VMAC multifunction 
power system.

The system, in development for a year, solves the 
problem of drivers running their trucks simply to cool 
the cabs “by powering the engine’s air conditioning 
from the multifunction power system itself,” Duval 
explained. “This innovation results in operating costs 
that save up to $1,500 per truck per year in fuel costs.” 
It also reduces engine hours and wear, eliminates truck 
engine noise, and minimizes environmental impacts, 
he added.

Jump packs 
boosted
Vanair also introduced its new series of 
Start-All trademarked Jump Pack series 
portable jump starters at ICUEE 2019. The 
series ranges from the 4.4-pound 2500A 12 
V Start-All designed for passenger vehicles, 
small trucks, and boats — up to the 5000A 
24V for starting heavy duty buses, construc-
tion machinery, and farm equipment, and 
the 10000A 12V that can start a Class 8 
truck.

Start-All is part of the Goodall brand 
that Vanair — headquartered in Michigan 
City, Ind. — inherited when it acquired 
Goodall Manufacturing in 2017.

The new Jump Packs, which use lithium 
ion batteries, are “incredibly light” compared 
with older jump starters powered by lead-
acid or absorbent glass mat batteries, said 

Dean Strathman, Vanair’s vice-president of 
sales, during a press conference at ICUEE.

“A lot of the jump packs that are out 
there may be able to produce a certain 
amount of amperage for a very short period 
of time,” Strathman said of the 10000A 
Start-All. “But this particular unit can pro-
duce a higher amount of power output over 
a longer period of time.”

The Start-All 10000A will even start 
multiple Class 8 trucks on a single charge, 
he said. The smallest in the series is “more of 
a consumer type product” that would pro-
vide security for someone like Strathman’s 
college-age daughter to have in her car, or 
for tailgate enthusiasts like he is.

All of the units have a feature that pro-
tects against reverse polarity or other user 
fumbles such as attempting to use a 24-volt 
unit on a 12-volt vehicle. “If there’s a short, 
it’ll protect itself and you or it’s looking that 
you’re not abusing the unit or using in a way 
that you shouldn’t,” Strathman said.

Greg Kokot, president of Vanair Manufacturing, discusses 
the new lightweight designs of the company’s Air N Arc 250-L 
multifunction unit and Reliant RS85 compressor at the com-
pany’s booth at ICUEE 2019.

Lightweight  
units launched
Among the products Vanair Manufacturing introduced 
on its ICUEE stand were new lightweight aluminum 
versions of three products — the Air N Arc 250-L 
multifunction power unit; and the Reliant RC40-L 
and Reliant RS85 air compressors.

For example, the RC40-L, Vanair’s most popular 
unit, is now 40 percent lighter, down to 245 pounds 
from 400 pounds of the previous version, said company 
president Greg Kokot.

“So that’s significant to our customers,” he said.
“Instead of an iron reciprocating pump, we’ve 

gone to aluminum pump,” he added. “We’ve gone to 
aluminum sheet metal, aluminum base. So really it’s 
just weight reduction through design stuff like that — 
taking weight out of the system.”

The reduction was similar for the RS85, which 
went down to 270 pounds, about a 30 percent weight 
saving. Using aluminum components also cut 30 
percent of the weight of the Air N Arc 250-L, which 
combines five units in one machine — 24-cubic feet 
per minute air compressor, 250-amp welder, five-
kilowatt generator, battery booster, and battery charger 
— powered by a 23-horsepower Kohler engine.

From outward appearances, though, all three ma-
chines look the same as their steel counterparts.

“You can’t tell that it’s aluminum,” Kokot said.

Lighter crane unveiled
At the Maxilift Cranes USA booth, the company was 
showing off a Cobra 3800 truck-mounted crane on a 
BrandFX service body.

“We’re probably one 
of the first to actually 
have it in the United 
States,” said Maxilift rep 
Rita Pecorari.

Headquartered 
in Garnet Valley, Pa., 
Maxilift Cranes USA is 
a distributor for Italy-
based Next Hydraulics, 
which makes Cobra 
cranes as well Maxilift 
cranes, such as a smaller 
M150 mounted on the 
rear bumper of the truck.

The electric-over-hydraulic 3800 replaced a larger 4400 
Cobra on the truck.

“It’s a little lighter than the 44, which makes a differ-
ence driving the truck,” said Pecorari who has driven that 
truck on the highway with both crane models. “You’re not 
overloading your truck.”

Cobra 3800 electric-over-hydraulic 
crane and a smaller M150 Maxilift 
crane are mounted on a truck body at 
the Maxilift USA booth at ICUEE 2019.

Jeff Taylor Jr. at the Taylor 
Pump & Lift Co. Ltd. shows 
off the lube truck on 
display at the company’s 
ICUEE 2019 booth.

New display  
for lube trucks
Taylor Pump & Lift showed 
off a new product manage-
ment system mounted on a 
lube truck displayed at its 
ICUEE stand.

An electronic display 
shows exactly what’s in each 
tank, said company vice-
president Jeff Taylor Jr. The 
system can also bulk fill tanks 
from ground level instead of 
someon having to climb onto 
the truck.

“It’s working great,” said 
Taylor, whose company is 
based in Concord, N.C. “This 
is the first show that we’ve 
been able to display it.”
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Show scenes
P H OTO S  BY  K E I T H  N O R B U R Y

Biennial ICUEE draws a crowd

he 2019 International Construction and Utility Equipment Exposition drew record 
attendance to Louisville, Ky., in early October.

More than 19,000 visitors attended the biennial event, held at the Kentucky 
Exposition Center. The service truck and related industries were well-represented among 
the attendees and the more than 1,000 exhibitors.

On this page are a few scenes from the 2019 show.
Jerry Medley promotes a new hose reel from 
Coxreels at ICUEE 2019.

Ray Browning of Venco Venturo LLC 
demonstrates the company’s new Venturo 
Logic controller on a HT45KX crane at the 

company stand at ICUEE 2019.

ICUEE 2019 visitors mill around the Service Truck International and Knapheide stands on the first 
morning of the show before the temperature heats up.

Greg Turner of Curry Supply Co. does duty at the Ford stand at ICUEE 2019.

Tom Wibben (left) of Maintainer Corporation of 
Iowa Inc. and Sean Moran of Stellar Industries 
Inc. meet at Ford’s booth at ICUEE 2019.

Shaun Webster of Bluegrass Truck and 
Trailer Services takes a good look at a 

custom lube truck at the Reading Truck 
Body stand at ICUEE 2019.

Jimmy Kane (left) and Donal 
Hensel of Altec’s service body 
team show off an example of 
the team’s work on display at 
the company’s massive stand 
at ICUEE 2019.

Below: Steve Coffee of Lift-
moore Truck Cranes promotes 
the company’s new remote 
control unit at ICUEE 2019.

T
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Mike Gavigan (left) and Ryan Pobuda of Force America Inc. intro-
duce the Add-A-Lube system at ICUEE 2019.

Mike Pettigrew polishes a VMAC Multifunc-
tion Oilman Series unit in advance of the 
company’s ICUEE 2019 press conference. Summit Truck Equipment displays a service body on the VMAC stand at ICUEE 2019.

Desi Matel-Anderson, the Field Innovation Team Unit’s chief 
wrangler, passes the microphone to a participant during a disaster 
simulation lab at ICUEE 2019.

Chris Cugini of Hippo Multipower staffs the company’s booth at 
ICUEE 2019.

Dan Parsons meets with Bruce McPhail and James Maggard at the 
Reelcraft Industries stand at ICUEE 2019.

Steven Ile tends 
the Thunder 
Creek Equipment 
stand at ICUEE 
2019.

TRADESHOW WRAP-UP
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Learn more at
www.venturo.com 

800-226-2238

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

A W A R D S

echnicians from North America and beyond competed in Navistar 
International Corporation’s 13th annual Technician Rodeo this 
summer in Woodridge, Illinois.

Brandon Wesselius of Lewis Motor Sales, Inc., in Owen Sound, On-
tario, earned the Top Service Technician award for truck, while Nathan 
Reed of RWC International in Phoenix, Arizona, won in the bus category, 
said a recent news release from Navistar.

In the global competition, first-place finisher was Victor Velasco of 
Navitrans S.A.S. in Yumbo, Colombia. That competition brings together 
regional winners from across the Americas.

Technicians compete 
in annual rodeo

Technician competes in Navistar’s 13th annual Techni-
cian Rodeo.

Brandon Wesselius of Owen Sound, Ontario, accepts his top 
truck technician award.

T

Nathan Reed of Phoenix, 
Arizona, accepts his top 
bus technician honor.

Victor Velasco of 
Yumbo, Colombia, 
receives his award 

for winning the 
global competition.

“We are extremely proud of not only this year’s winners, but of all the 
technicians who qualified as finalist for our 2019 Technician Rodeo,” the 
release quoted Carlos Junquera, Navistar’s director of product support. 
“Each highly skilled technician perfectly reflects our company’s commit-
ment to technical excellence and the importance of providing the best 
customer uptime in the industry.”

Twenty top service technicians from International and IC Bus dealers 
took part — six in the global and bus competitions, and eight in the truck 
competition.

Selected from 900 top technicians, they competed head-to-head at 
stations “designed to simulate service areas, including truck components 
and engines.” 

The participants are all Diamond Certified through Navistar’s official 
service technician certification program. The Canadian and U.S. techni-
cians are also either Canadian provincial certified or Automotive Service 
Excellence certified.

The rodeo, which took place at Navistar’s product support center in 
Woodridge, tested the skill and speed of the technicians.

The truck competition included technicians from the following dealer-
ships:
• Riverview International – California
• Lewis Motor Sales – Ontario, Canada
• Lakeside International – Wisconsin 
• Maudlin International Trucks – Florida
• Summit Truck Group – Arizona 
• Mid-State Truck Service – Wisconsin
Bus competition participants were from the following dealerships:
• Southwest International Trucks – Texas
• Roberts Truck Center – New Mexico
• Truck King International – New York
• IRL International Truck Centres – British Columbia, Canada
• RWC International – Arizona
And the global competitors came from these dealerships:
• CADISA Chihuahua – Mexico
• Sun State International – United States
• La Antillana Comercial S.A. – Dominican Republic
• Diamond International Trucks – Canada
• Sierra Norte Monterrey – Mexico
• Navitrans S.A.S. – Colombia

Navistar’s International brand includes commercial trucks, including 
chassis for service bodies, while the IC Bus brand includes commercial 
buses and school buses. A Navistar affiliate also provides truck 
and diesel engine service parts.
For more information, visit www.navistar.com.
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Youtube.com/VanairManufacturing Put Vanair’s Mobile Power Solutions™ To Work For You: 800.526.8817  vanair.com 

The Most Powerful Air Compressor in its Class 
is Now 45% Lighter and 50% Quieter

Vanair’s Reliant™ RS45 abovedeck air compressor is engineered to be 45% lighter and 
still deliver powerful 45 CFM @ 175 PSI. Our hydraulically driven rotary screw unit is 
built with a lightweight aluminum canopy and frame to reduce the weight of your 
truck. This vehicle-mounted system offers flexible truck configurations with high 
visibility, mountable, LED screen remote control panel. Its compact design comes with 
an integrated hydraulic oil cooler and cold weather option for the harshest conditions. 
With reliable power, maximum fuel efficiency, and performance, you can rely on 
Vanair’s powerful RS45 air compressor to meet the most demanding applications and 
conditions to get your job done.

Field proven performance. Ideal 
for tire and mechanic trucks.

Vanair’s There

rane manufacturer Manitowoc is 
launching a new apprenticeship 
program for welders in Pennsylvania, 

where the company has a significant manufac-
turing operation.

The program, which follows recent approval 
from the state’s labor department, was expected 
to be running this August, the company said in 
a July news release.

Manitowoc relies on skilled welders to cre-
ate its Manitowoc brand crawler cranes, Grove 
brand mobile cranes, and National brand boom 
trucks — all manufactured in Shady Grove, 
Pa., the release noted.

“With the launch of the welder appren-
ticeship program, we hope to address one of 
the toughest challenges our industry faces: 
attracting skilled workers,” the release quoted 
Barry Pennypacker, president and CEO of The 
Manitowoc Company Inc. “We’re creating a 
career path for potential employees into our 
company, because having trained welders helps 
us produce durable and reliable cranes.”

The new program, which is also expected to 
boost economic activity in Shady Grove, will be held in conjunction with Lincoln Electric 
Company and Hagerstown Community College. The program will include paths for struc-
tural welder and welder fabricator certifications.

“Shady Grove and the surrounding Pennsylvania region is an integral part of Manito-
woc’s success,” Pennypacker said. “Many of our skilled workers, and a majority of 
our employees in general, come from the region.”

Crane maker launches 
welding apprenticeships

Barry Pennypacker

C

Ag equipment  
sales stay solid

ales of tractors 
and combines 
were “fairly solid” 

this September in the 
U.S. and Canada, accord-
ing to recent figures from 
the Association of Equip-
ment Manufacturers.

In the U.S., total 
farm tractor sales rose 
18.7 in September 2019 
compared with the same 
month a year ago, said 
a news release from the 
AEM. Sales of self-pro-
pelled combines increased 
12.3 percent year over year.

Through the first nine months of 2019, U.S. tractor sales increased almost five 
percent while self-propelled combine sales rose 1.8 percent.

For Canada, total farm tractor sales increased 13.7 percent in September compared 
with that same month last year. However sales of self-propelled combines slumped 
25.5 percent year over year. For the first three quarters of 2019, Canada’s total tractor 
sales dropped 4.4 percent, and sales self-propelled combines fell 27.7 percent.

“The numbers continue to remain solid, both in the U.S. and Canada, and are 
fueled by the replacement market,” the release quoted Curt Blades, AEM’s senior 
vice-president of Ag Services. “However, we continue to hear from our members real 
concerns about the overall ag economy.”

The AEM remains optimistic that ratification of the new U.S.-Mexico-Canada 
trade agreement, to replace the North American Free Trade Agreement, “will 
help alleviate some of the uncertainty surrounding the ag market,” Blades said.

U.S. combine sales increased 12.3 percent this September over 
last.      iStockphoto.com/Orientaly

S
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NOVEMBER 2019

Nov. 5-8, 2019 
SEMA Show
Las Vegas Convention Center,
Las Vegas, Nevada
“It draws the industry’s brightest minds and 
hottest products to one place.”
https://www.semashow.com

Nov. 6-7, 2019
Buildex Calgary
BMO Centre, Calgary, Alta.
“Learn about new, innovative products, ma-
terials, technologies and services in over 100 
different categories for the entire spectrum 
of building design, construction, renovation 
and management.”
http://www.buildexcalgary.com/

Nov. 7-9, 2019
Tree Care Industry Expo
Pittsburg, Pa.
“The ideal place to compare equipment, 
evaluate products and take advantage of 
special show-only pricing from hundreds of 
exhibitors.”
https://expo.tcia.org

Nov, 11-14, 2019
International Mechanical Engineering
Congress & Exposition
Calvin L. Rampton Salt Palace Convention 
Center, Salt Lake City, Utah
“No other conference will provide you with 
more broad, but salient perspectives and 
knowledge-sharing on technical advances 
within mechanical engineering.”
https://event.asme.org

Nov. 11-13, 2019
Work Fleet Forum
Sawgrass Marriott, Ponte Vedra Beach, Fla.
“50 fleet leaders who run hard-working 
fleets of trucks, vans, pickups, service trucks, 
bucket trucks and more gather at Work 
Fleet to share insights, ideas and inspira-
tion.”
http://workfleetforum.com

Nov. 11-14, 2019
Fabtech
McCormick Place, Chicago, Ill.
“Find the tools to improve productivity, 
increase profits and discover new solutions 
to all of your metal forming, fabricating, 
welding and finishing needs.”
http://www.fabtechexpo.com/about

Nov. 29-22, 2019
Greenbuild International  
Conference and Expo
Georgia World Congress, Atlanta, Ga.
“The largest annual event for green build-
ing professionals worldwide to learn and 
source cutting edge solutions to improve 
resilience, sustainability, and quality of life 
in our buildings, cities, and communities.”
https://www.greenbuildexpo.com

DECEMBER 2019

Dec. 4-6, 2019
The Buildings Show
Metro Toronto Convention Centre,
Toronto, Ont.
“A gathering of great minds for a dynamic 
showcase of innovative technology.”
https://www.thebuildingsshow.com/en/
home.html

Dec. 5-6, 2019
Wichita Farm and Ranch Show
Kansas Star Casino Arena,
Mulvane, Kansas
“Displaying the newest in farm and ranch 
equipment and technology to local farmers 
and ranchers.”
https://tradexpos.com/wichita-farm-ranch-
show

Dec. 9-11, 2019
2019 Defense Maintenance
and Logistics Exhibition
Spokane Convention Center,
Spokane, Wash.
“Collaborate with companies involved in 
military and commercial maintenance tech-
nology, information systems, and manage-
ment processes to drive improved effective-
ness and efficiency.”
https://www.sae.org/attend/defense-main-
tenance-and-logistics-exhibition

JANUARY 2020

Jan. 12-16, 2020
Transportation Research Board
99th Annual Meeting
Walter E. Washington Convention Center,
Washington, D.C.
“The meeting program will cover all trans-
portation modes, with more than 5,000 
presentations in nearly 800 sessions and 
workshops.”
http://www.trb.org/AnnualMeeting/Annu-
alMeeting.aspx

Jan. 14-17, 2020
Associated Equipment Distributors  
Summit
Hyatt Regency, Chicago, Ill.
“Discover new product lines and business 
solutions for your dealership.”
http://aednet.org/summit/

Jan. 16-20, 2020
New England International Auto Show
Boston Convention & Exhibition Center,
Boston, Mass.
“The premier showcase of the newest model 
year imported and domestic vehicles — 
cars, vans, crossovers, hybrids, light  
trucks and sport utilities.”
http://www.bostonautoshow.com

Jan 27-30, 2020
Heavy Duty Aftermarket Week
Gaylord Texan Resort & Convention Center, 
Grapevine, Texas
“Valuable networking opportunities with 
the top industry executives of all major 
heavy duty manufacturers and distributors 
through meetings and social events.”
https://www.hdaw.org/2020

Jan. 28-30, 2020
Hybrid and Electric Vehicle
Technologies Symposium
Pasadena Convention Center,
Pasadena, Calif.
“Now in its 17th year, Hybrid provides 
vehicle design engineers with the leading 
technical information needed to stay  
competitive and meet regulations in an 
evolving industry.”
https://www.sae.org/attend/hybrid

Jan. 30-Feb. 1, 2020
Mobile Tech Expo
Rosen Shingle Creek, Orlando, Fla.
“The one and only international Dent 
Olympics returns to the 2020 Mobile  
Tech Expo - Orlando.”
https://mobiletechexpo.com/orlando/

FEBRUARY 2020

Feb. 4-7, 2020
World of Concrete
Las Vegas Convention Center,
Las Vegas, Nevada
“Education program offers sessions provid-
ing training and certification, safety, leader-
ship, construction fundamentals, updates on 
changes in technology, infrastructure and 
career opportunities and more.”
https://worldofconcrete.com
 

Feb. 7-8, 2020
Mid-West Truck & Trailer Show
Peoria Civic Center, Peoria, Ill.
“Seminars lead by industry experts are 
scheduled throughout the two-day show to 
provide valuable news and information to 
trucking professionals.”
http://www.midwesttruckshow.com/

Feb 9-12, 2020
The American Rental Association Show
Orange County Convention Center,
Orlando, Fla.
“It features construction/industrial equip-
ment, general tool/light construction equip-
ment and party/special event equipment.”
http://arashow.org

Feb. 9-16, 2020
Toronto Trucking Association Convention
Sanctuary Cap Cana Resort
Punta Cana, Dominican Republic
https://torontotrucking.org/event/tta-con-
vention-2020-punta-cana/

Feb. 12-15, 2020
National Farm Machinery Show
Kentucky Exposition Center, Louisville, Ky.
“You will see virtually every major line of 
farming equipment under one roof.”
http://www.farmmachineryshow.org

Feb 17-20, 2020
Water & Wastewater Equipment, 
Treatment & Transport Show
Indianapolis Convention Center, Indianapolis, Ind.
“See the equipment in action at live demos.”
https://wwettshow.com

Feb. 18-21, 2020
Specialized Transportation Symposium
Sheraton Charlotte Hotel, Charlotte, N.C.
“Beyond education sessions, the meeting 
features an exhibit center showcasing over 
40 companies and many networking op-
portunities.”
http://www.scranet.org/SCRA/Events/

Feb. 21-23, 2020
59th Annual Western Farm Show
American Royal Complex, Kansas City, Mo.
“The Midwest’s best indoor farm show with 
hundreds of exhibitors, acres of things to 
see and do and the latest in farm and ranch 
technology and more.”
http://westernfarmshow.com

MARCH 2020

March 3-6, 2020
Work Truck Show
Indiana Convention Center, Indianapolis, Ind.
“North America’s largest work truck event 
is your once-a-year chance to see all of the 
newest industry products.”
http://www.worktruckshow.com

March 4-5, 2020
54th Annual Triumph of Ag Expo
CHI Health Center, Omaha, Neb.
“Regarded as one of the largest  
indoor shortline farm machinery shows  
in the country.
https://showofficeonline.com/triumph/

March 10-14, 2020
ConExpo-Con/Agg
Las Vegas Convention Center,
Las Vegas, Nevada
“North America’s largest construction  
trade show representing asphalt,  
aggregates, concrete, earthmoving, lifting, 
mining, utilities and more.”
http://www.conexpoconagg.com

C A L E N D A R

Sawgrass Marriott  
in Ponte Vedra  
Beach, Fla., hosts 
the Work Fleet Forum 
in November.

World of Concrete 
returns to Las Vegas 
in February.
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WWW.CTECHMANUFACTURING .COM

ALUMINUM CARTS, CABINETS & DRAWERS

When your job doesn’t 
end where the road 
does, count on CTech 
to get your equipment 
there securely!

TARGETED

10 Day lead
time on 
“built to order” 
drawers!
PPremium drawers built 
in a fraction of the time!

As seen on Discovery’s hit series GOLD RUSH

NOW AVAILABLE WITH LOCKING



It’s my goal to get you the best piece 
of equipment that fi ts your needs 
while also delivering world class 
service and support. Kevin

Kevin McCormick
Zip’s Service Body Specialist

Cell: 612.269.0871
Work: 800.222.6047
Email: kevin@zips.com

Zip’s Service Body Specialist

We are pleased to announce Warner and Auto Crane® as two additional brands to our line-up 
which will provide endless body options for you to choose from. Check out Zips.com

Options – wide open.
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