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 The UTA… Members Supporting Members!
 UTA’s Record-Setting 17th Annual Convention Was All About Unity
 The 17th Annual UTA Convention was back in Savannah on November 9-12, for the first time in 14 years.
 Since that first Savannah Convention, UTA membership has doubled. Just over the past year the amount of new members increased by 25 percent. We now have 1,057 members. Nearly 800 people attended this year’s convention—setting another record. There were more than 125 new members counted among the group.
 What Election?You couldn’t help but be aware that the Convention began the day after the most divisive Presidential election in recent memory. But Veteran’s Day, also occurred that week, and it was that day, not Election Day, that reflected the feeling among attendees. As we honored our vets during two video tributes, we all stood united as UTA members, friends, and yes sometimes even competitors.
 Tim Ronan, Master of Ceremonies, did a great job. The theme was unification, as attendees were there to “Build their Networks Southern Style.” Tim was clear from the start that we were not there to discuss a brutal election that had torn the country apart. He made his point with an anecdote. On his way to the Convention he saw someone wearing a t-shirt that had three check boxes: Democratic Party, Republication Party, and the box that was checked: Cocktail Party!
 Better Times are ComingSpeakers acknowledged the tough year it’s been for truck sales but the consensus was that an “uptick” was coming by mid-2017, with real growth forecasted for 2018. But in this tough year for truck sales our sponsors were even more generous. Nearly 100 exhibitors filled the Exhibit Hall, in fact almost surpassing the size of that room.
 Convention continued on page 2
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 GOVERNING BOARD:
 President ....................Craig Kendall
 Vice President ..................Rick Clark
 Treasurer ..................John Cosgrove
 Secretary ................... Amanda Kent
 President Emeritus Marty Crawford
 2017 BOARD OF DIRECTORS
 Everything you’ve ever wanted is on the other side of fear.
 ~George Addair
 The Keynote (Do NOT Mess with Leigh Anne Tuohy) Keynote Speaker Leigh Anne Tuohy, the “Blind Side” mom was funny and engaging and spoke before a packed audience. She may have been small in stature, but you could sure tell that she was a firecracker who fears no one! Nope, “I look nothing like Sandra Bullock,” she said. “But my husband is no Tim McGraw either!”
 Leigh Anne shared some Hollywood gossip about the making of The Blind Side. And she updated us on her son, Michael Oher (now left tackle for the Carolina Panthers). But she was the most inspirational when she shared some lesson she’s learned. “Families don’t have to match,” she said. Adding: “we can love people who don’t look like us.” Leigh Ann reminded us that we have two choices in life—”to be on the sidelines or in the game.” If you weren’t touched by Leigh Anne’s address, maybe a visit to the doc is in order to have your heart checked out!
 Award WinnersPresident Emeritus Rick Clark was awarded the 2016 Used Truck Association Individual Member of the Year award. What’s more Rick was also recognized as the recipient of 2016 Marvin F. Gordon Lifetime Achievement Award. And this is a good time to mention that Craig Kendall will continue as UTA’s president.
 Coming newsletters will feature more convention coverage including details on your 2017 Board, the Jerome Nerman Family Foundation scholarship winners, more highlights of the addresses, more on the Individual Member Awards, and, of course, who tore up the course at the Annual UTA John Gresley Golf Tournament.
 Get ready, because plans are already underway for the 2017 Convention to be held at the Paris in Las Vegas! n
 Convention continued from page 1
 2017 BOARD OF DIRECTORS
 Back row: Bobby Williams, John Cosgrove, Brock Frederick, Dean Jeske, Craig Kendall, Marty Crawford, Al Hess, Charles Cathey, Hal Dickson, Mike Roney, Ronnie Jordan. Front row: Jody Johnson, Amanda Kent, Rick Clark, Amy Shahan, Bryan Haupt, Kelly Coldiron
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 New Members continued on page 6
 New Members
 It’s always a treat to welcome new members to the Used Truck Association. Each month we profile our new (or just returning) members in this newsletter. New members have the opportunity to complete a bio and send a photo so our current members can learn more about you. We hope to learn not just how to reach you, but what you enjoy about the work you do, why you joined the UTA, and what gets your gears going as a person. So please return your questionnaire so your fellow UTA members can get to know you!
 Ebenezer Almenares [email protected]
 Cindy Bloom, Dealer Principal Wholesale Truck Exchange, LLC 1120 SW 7 Highway Blue Springs, MO 64014 (816) 716-8198 (w) [email protected]
 In the last year, Cindy has taken on the responsibility for wholesale purchasing and sales for Wholesale Truck Exchange. We welcome her now to the UTA as she looks to grow her professional network. Cindy also sees her UTA membership as a way to stay abreast of regulatory changes and the industry as a whole.
 Cindy considers herself an entrepreneur at heart, and a person who thrives on challenging herself. For example, in the mid-1990s, she cofounded a mobile laser company. And in 2009 she founded a medical distributorship selling products for the spine.
 “That’s easy,” Cindy said when asked what she liked best about her job. “I am a people person, and every day I enjoy meeting people!” And Cindy prides herself as being a problem solver for her clients.
 Outside of work, Cindy is a proud mother of two adult children. She’s also passionate about exercise and nutrition, and just recently participated in a half marathon with her daughter.
 Cindy’s also on the board of directors of the River of Refuge, a charity in Kansas City. “I get a lot out of helping the families of River of Refuge break the cycle of poverty,” she explained.
 Cindy’s grateful to be a part of the trucking industry. “I have met the best people and look forward to developing friendships and having fun,” she said.
 Amanda Brooks, Wholesale ManagerNavistar 4505 West Capital Avenue West Sacramento, CA 95691internationalusedtrucks.com (949) 231-7161 (w)[email protected]
 Amanda’s job with Navistar, which she began in August, is her first in the trucking industry.
 “I hope to learn the ins and outs of trucks and have the opportunity to network with some great minds of the truck industry,” Amanda said when asked why she joined the UTA. Other reasons for joining include “the chance to attend conferences and learn about up and coming products,” which would allow her to better serve her dealers.
 Amanda’s job requires her to travel to different parts of the country and sometimes meet people who’ve been in the business many years, which she really likes. It turns out her dad was a truck driver for years, something she enjoys talking about with her customers.
 Were Amanda not in trucking she could see herself in real estate, which has always intrigued her. “I am meant to do something where I interact with people constantly and real estate caters to that,” she explained. “On top of that I love architecture. I would genuinely enjoy showing houses to prospective customers, and helping them find one that matches what they are looking for.”
 Traveling is another passion of Amanda’s. She spent a year living in France when she was in college, and loved it so much she didn’t want to leave. “Now my dream is to travel to as many countries and continents as possible,” she said. “My friends and I have already planned out multiple trips abroad to start checking them off the list. I want to have a big map hung on the wall and pins in all the places I’ve traveled; the more pins the better!”
 Finally, Amanda said she’s excited for the chance to learn from other UTA members and “start long-lasting business partnerships.”
 Michael Childers, Vice President-Equipment Finance Simmons Bank 18453 Congo Ferndale Little Rock, AZ 72210www.simmonsfirst.com(501) 371-7684 (w)[email protected]
 Michael started out in our business in 2004, with a job in financing.
 Opportunities for networking, and the chance to stay atop of industry trends, are what brought him to the UTA.
 Michael’s current job allows him to “help people be successful in their business by providing affordable financing,” which he really enjoys.
 Were he not in trucking, Michael could see himself as a teacher. “I think it would be a fun challenge to help youth prepare themselves for the future,” he said.
 Michael has two daughters who are very active in travel softball. This explains why outside of work he’s generally on the softball field!
 In closing, Michael firmly believes “the more productive people in the workplace are those who enjoy what they do, and are happy. If you are not happy in your current workplace, it’s time to make a change.”
 Tyler Cook 905 Renee Ave. Omaha, NE 68046 (402) 651-2198 (w) [email protected]
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 Steven White“Listen to your clients, your coworkers, etc.,” he said. “Understanding the strengths and challenges of your clients helps you provide better solutions.” Steven also noted that listening to your coworkers makes you a better team member, which leads to a more successful team.
 Steven advises younger workers just starting out to make a commitment to learning. “Make learning a part of your work,” he said. “Learn about your customers and their businesses. How we work and do business changes very rapidly. Those who are lifelong learners will be lifelong earners.” As he looks ahead, Steven recognizes that some of the challenges facing the trucking industry are common to business challenges in general. “I think that as sales organizations, the challenges are two-fold,” he said, “maximizing efficiency while bringing value to your customers. The value you offer your customers is what helps distinguish your store from the next.” Steven went on to note that this is especially true when inventory and pricing information is so searchable online.
 Outside of work, Steven enjoys spending time with his family. He and his wife have been married for 24 years, and they have 13-year-old twins, a son and a daughter. He also still enjoys staying connected to his early career. “My early career was in music and the recording industry,” he explained. “I am still a voting member of NARAS (the Grammys) and co-run a small recording label.” n
 Steven is the New Technology Director for First Generation in Allentown, PA.
 Of course, UTA members may know him better as our own webmaster.
 Steven has been a UTA member for four years, and his start in the trucking industry came through his job with First Generation. “I was asked to write and produce a video demonstrating the features of ‘08 Mack Pinnacle and Granite,” he explained. “It required a bit of immersive research!” Since that first assignment, Steven has written and produced dozens of videos and training programs for the trucking industry. His work includes a little bit of everything, from sales and service processes to ’07 and ’10 emission systems. He has written and produced videos and training programs for Mack, Volvo, Navistar, Arrow Truck Sales, and the UTA.
 Steven’s background includes time spent in sales and also time spent in operating his own business. “This helps me understand the business challenges that face our clients,” he said. “I am also at the forefront of media and communications trends.” He draws on these experiences to find solutions for his clients. “I think we all know that if you help your clients succeed, you will succeed,” he added.
 Of all the things he enjoys about his job, Steven most likes working with other
 professionals to meet the challenges that face his clients and deliver the
 products and solutions those clients need. Overall, his proudest career moments have come when he’s been part of such a successful collaboration. “When I have been part of a team that has taken on a seemingly huge project and everybody finds that extra 10 percent to make us hit one out of the park,” he replied when we asked him to describe such a moment. He also recognized that the skill he wished he’d learned earlier in his career is listening.

Page 5
                        
                        
                        


Page 6
                        
                        
                        

UTA Industry Watch
 6 www.UTA.orgNovember 2016
 New Members continued from page 3
 Tom Forsyth, Finance & Leasing RepresentativeRiver Valley Capital Corporation 14868 West Ridge Lane Suite 200 Dubuque, IA [email protected]
 Just last year, Tom started in the truck business as a finance and leasing representative.
 As a new UTA member he has some things he’s looking forward to. These include “learning more about the Used Truck Market, and building partnerships with truck dealerships as a valued lending resource for our mutual customers.”
 We asked him what he likes best about his job. “Financing trucks,” he said. “Financing transportation equipment, helps companies grow and continue to make money. This success has a trickledown effect that benefits families that are supported by the transportation industry. “
 When asked about other things he might do for work Tom mentioned something we had not heard before. “Proprietor of my own custom leather shop,” he said.”I appreciate the craftsmanship and history of how things were done in the mid-to-late 1800’s. I enjoy designing authentic holsters, belts, and tack for that particular period.”
 Besides trucks and custom leather goods, history has always interested Tom. He enjoys visiting local historical sites and learning from those experiences.
 Parting thoughts Tom? “I’m new to the transportation industry, and the UTA members that I’ve worked with in the past have been welcoming. I believe that hard work produces results.”
 Carol January Truck-n-Trailer Inc. 3401 S. Service Rd. Moore, OK 73160 (405) 912-5800 (w)
 Tim Kirkland [email protected]
 Laura Marrocco One Premier Drive Fenton, MO 63026 www.transadvantage.com (636) 349-8205 (w) [email protected]
 Jake Maxwell, Used Truck Sales RepresentativeBruckner Truck Sales35680 LBJ Freeway Dallas, TX 75241 brucknertruck.com (214) 551-6199 (w) [email protected]
 Back in 2013, Jake worked as a service writer, his first job in the business.
 He sees UTA membership as a path to better understanding our industry, the market, and trends. He’s also looking forward to making new business contacts and lasting friendships in the industry.
 As we do with all new members, we asked Jake what he likes best about his job. That really got him talking. It’s “the challenge to find the right truck for the customer,” Jake said.”When customers are specific about their needs, you want to do your best to provide them with what they want.” But, Jake added, “it’s also the challenge of helping them to realize wants versus needs. This shows the customer that you have their best interests in mind, and it helps them to feel more comfortable during the process.”
 Jake enjoys his work so much he can’t imagine doing anything else. He feels Bruckner’s “is a wonderful company, from the owners, Chris and Brian Bruckner to the shop porters. This is a family, and I am just happy to be a part of it,” he said.
 When the workday is done Jake enjoys spending time with his wife and two kids. “We love to spend time in the wilderness. We try to do at least three or four camping trips a year,” Jake shared. “It’s a good way to reconnect as a family and get away from all the hustle of everyday life and the electronics.” Other interests outside of the job include the Manchester United Football Club, and his bulldog, Jager.
 Jake asked us to mention that he’s looking forward to “a long and wonderful career in the trucking and transportation industry, and learning new things along the way.”
 Mike McMahon, President & CEOMcMahon Truck Centers 3606 Trailer Drive Charlotte, NC 28269(704) 597-1240 (w)[email protected]
 A rental agent, for Rollins Truck Leasing, in Atlanta, was Mike’s first industry job, which he started in 1996.
 UTA membership appealed to him, as he plans on “accessing the expert industry education, gaining knowledge on the historical benchmarks and best practices in the used truck space, and improving networking with vendors, suppliers and peers.”
 If there was ever anyone who enjoyed his work it’s Mike.”I LOVE this industry and I most enjoy helping people improve themselves or their operations; whether it’s with a route, a repair, optimizing a payload, or getting a great deal on a used truck,” he said. “All of these things help people do better, and that’s what I love most about what I do.”
 Mike’s also proud of the role trucking plays in our economy and our lives. “Transportation is a lifeblood industry in our great country, and quite frankly, the globe! Whether you wear it, eat it, or go home to it at night, chances are “IT” was on a truck.”
 We were curious what Mike would say when we asked him about other professional interests since he loves trucking so much. “As crazy as this sounds,” he said, “I would like to be an M&A dealmaker and a college professor!” Mike loves the excitement of the deal, and “the creativity required for the complexities, and the win/win satisfaction and gratification that comes with success!” About those walls of ivy, Mike would also like to be a college professor because he loves watching young minds grow. “Watching the light bulb go on, watching people ‘get it,’ are extremely rewarding experiences to help nurture.”
 Speaking of loves, Mike’s recently become a tennis fanatic! He discovered the sport about five years ago, and has been an avid player ever since. “While I enjoy virtually all outdoor activities,” he noted,” tennis lets me get solid doses of exercise and fierce competition, while at the same time leaving me plenty of time to spend with my family.”
 Which brings us to Mike’s wife Cary, who he’s been married to for 18 years. The couple enjoy spending time with their children Emma, 11, and Sophie, 8. His family recently treated Mike to a fly fishing excursion for his birthday.
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 His parting words were quite inspirational. “A big THANK YOU to the UTA membership and leadership,” he began. “It’s the members who make an Association, and for those of you who I have known and met, your efforts and contributions are what makes the Association great,” he added.
 And finally, Mike had a request of other UTA members.”Whether in some official capacity or not, be a mentor, bring someone to a meeting, share your experiences. This is a mature, cyclical business, and we all face similar challenges and opportunities, but when we work together, we will always go farther FASTER! “
 Toni Mintchev AmeriFleet 1111 Alderman Drive Alpharetta, GA 30005 [email protected]
 Serge Nadeau Deer Creek Enterprise 1083 Golf Road Hawkesbury, ON K6A 2R2 www.deercreekenterprise.com (613) 307-9444 (w) [email protected]
 Richard Newell TEC Equipment 14166 Valley Blvd Fontana, CA 92335(602) 448-2932 (w) [email protected]
 Jay Pasley, Used Truck Sales RepresentativeCIT Trucks 200 W. Northtown Rd. Normal, ILwww.cittrucks.com(309) 452-8392 (w)[email protected]
 Jay joined the industry just last year working in used truck sales.
 You may find Jay at UTA events as he’s joined our association hoping to build relationships with “used truck experts” nationwide.
 Jay boils down why he likes his job now to the people he works with and the company he works for.
 “I’d like to be a starting pitcher in the major leagues,” Jay said when asked about other fields that interest him. “Who wouldn’t want to only work every five days for half the year!,” he added.
 Jay feels “persistence is key” in our industry.
 Josh Pfohl River Valley Capital 14868 West Ridge Lane, Suite 200 Dubuque, IA 52003 (563) 584-9800 (w) [email protected]
 Jenifer Santoro Hitachi Capital America 800 Connecticut Ave., Suite 4N Norwalk, CT 06854www.hitachicapitalamerica.com (203) 956-3283 (w)[email protected]
 Mike Waara 82nd Place NE Kenmore, WA [email protected]
 Joey Walter, V.P.- Equipment Finance Simmons Bank 425 W. Capitol, 12th Floor Little Rock, AR 72201 www.simmonsfirst.com (501) 766-7416 (w) [email protected]
 Joey began in the business in 1998, working in advertising sales for a transportation newsletter.
 Let’s welcome Joey to the UTA as he seeks out networking opportunities, and more opportunities to help dealers sell units by providing equipment financing.
 Joey says the best part of his job is the chance to help his customers grow their businesses through financing, and helping dealerships sell their equipment and be successful.
 Helping businesses apparently is a passion for Joey, as he can see himself in the Small Business Administration if he wasn’t in trucking. “I really enjoy working with entrepreneurial people to help them succeed in making it on their own,” he said.
 Asked about other interests, Joey said “my passion is family and trying to enjoy the time that goes by too fast.” He noted he has two teens—with one preparing for college. And “like all Arkansans—I love fishing, golfing and, of course, the Razorbacks,!” Joey said.
 In conclusion, Joey said he’s really looking forward to developing relationships with the people he already knows, and expanding his network by meeting new people.
 John Zomer 1701 E. Benson Rd Sioux Falls, SD 57104 (605) 334-0304 (w)[email protected]
 Never pass up an opportunity to praise a salesperson in front of other salespeople, managers, customers, prospects, or the salesperson’s family.
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 Management Time: Who’s Got the Monkey? William Oncken, Jr. and Donald L. Wass
 Why is it that managers are typically running out of time while their subordinates are typically running out of work? Here we shall explore the meaning of management time
 as it relates to the interaction between managers and their bosses, their peers, and their subordinates.
 Specifically, we shall deal with three kinds of management time:
 ■ Boss-imposed time—used to accomplish those activities that the boss requires and that the manager cannot disregard without direct and swift penalty.
 ■ System-imposed time—used to accommodate requests from peers for active support. Neglecting these requests will also result in penalties, though not always as direct or swift.
 ■ Self-imposed time—used to do those things that the manager originates or agrees to do. A certain portion of this kind of time, however, will be taken by subordinates and is called subordinate-imposed time. The remaining portion will be the manager’s own and is called discretionary time. Self-imposed time is not subject to penalty since neither the boss nor the system can discipline the manager for not doing what they didn’t know he had intended to do in the first place.
 To accommodate those demands, managers need to control the timing and the content of what they do. Since what their bosses and the system impose on them are subject to penalty, managers cannot tamper with those requirements. Thus their self-imposed time becomes their major area of concern.
 Managers should try to increase the discretionary component of their self-imposed time by minimizing or doing away with the subordinate component. They will then use the added increment to get better control over their boss-imposed and system-imposed activities. Most managers spend much more time dealing with subordinates’ problems than they even faintly realize. Hence we shall use the monkey-on-the-back metaphor to examine how subordinate-imposed time comes into being and what the superior can do about it.
 Idea in Brief
 You’re racing down the hall. An employee stops you and says, “We’ve got a problem.” You assume you should get involved but can’t make an on-the-spot decision. You say, “Let me think about it.”
 You’ve just allowed a “monkey” to leap from your subordinate’s back to yours. You’re now working for your subordinate. Take on enough monkeys, and you won’t have time to handle your real job: fulfilling your own boss’s mandates and helping peers generate business results.
 How to avoid accumulating monkeys? Develop your subordinates’ initiative. For example, when an employee tries to hand you a problem, clarify whether he should: recommend and implement a solution, take action then brief you immediately, or act and report the outcome at a regular update.
 When you encourage employees to handle their own monkeys, they acquire new skills—and you liberate time to do your own job.
 Reprinted by permission of Harvard Business Review Press. Excerpted from HBR’s 10 Must Reads on Managing Yourself (HBR’s 10 Must Reads Series). Copyright 2010. Harvard Business Publishing Corporation. All rights reserved.
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1-800-501-9786www.russdarrowleasing.com
 PRO-WORKSTRUCK PROGRAM
 CONTRACTOR/SERVICE PROVIDERS• Credit Score of 610+• 3 Years in Business• Established Business Bank/Business Credit• 12-48 Month Terms• 2006 & Newer
 • No Fee App Only Process• Direct Lender – Expedited Decisions• No Dealer Recourse, No Holdbacks
 OWNER OPERATORS• Credit Score of 610+• 2 Years Driving Experience (Start Ups OK)• Established Personal Credit• 12-48 Month Terms• 2006 & Newer
 How much does your customer lose during vehicle down time?• REVENUE • PRODUCTIVITY • DISRUPTED WORK DAY• PENALTIES • VEHICLE AVAILABILITY TO RESPOND• ALTERNATIVE VEHICLES COSTS
 MEDIUM DUTY TRUCK FINANCE FOR SPECIALTY CONTRACTORS
 Kelly BrandstatterMedium Duty Truck Program Manager
 Direct: 262-253-7524 Cell: [email protected]
 31% DIRECT FUEL COST SAVINGS WHENUPGRADING YOUR TRUCK 5 MODEL YEARS
 All Classes • Day Cabs • Sleepers • Dump Trucks • Boom Trucks • Trailers
 WELCOME TO THE WORLD’S LEADING ONLINE TRUCK MARKETPLACE
 Detailed inspection reports by Asset Appraisal ServicesSM, the leader in truck inspections and appraisals.
 • Targeted Marketing Programs• 1.5 Million Registered Users• No Transportation Costs• Pre-Qualified Bidders
 www.TruckPlanet.com | 1-888-433-5426
 • Weekly online auctions
 • Global buyers and sellers
 • 400 trucks sold every week
 Equipment subject to change. © 1999-2016 IronPlanet, Inc. All Rights Reserved. IronPlanet®, TruckPlanet®, Asset Appraisal ServicesSM are registered service marks of IronPlanet, Inc. All other marks and brands are the property of their respective owners.
 SM
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 When to Hold and When to Sell: How to Know When it’s Time to Replace or Update your Truck Fleetby Paul Blalock
 In August we focused on maximizing ROI by selling or buying online. This month, we continue that theme by looking at how to decide when it’s time to update your fleet.
 Commercial fleet managers routinely sell good condition, but underutilized or excess equip-ment to keep their businesses running efficiently. Often, these trucks are a great option for buyers over purchasing new equipment as they cost much less. But how do you know when it’s time to sell to maximize value vs. just recouping part of your investment?
 Use Data to Institutionalize a Disposition Strategy The “first shift” for an on-road truck is normally 500,000 to 700,000 miles. We often see sellers such as Albertsons/Safeway or Walmart turn over their professionally maintained fleets at this mileage range. It may seem obvious, but record-keeping makes all the difference in order to realize value at resale. It helps you assess your ROI as you operate the truck and builds buyer confidence – especially as your fleet ages. The age, design, weight, engine and how it is driven all affect its fuel efficiency and longevity. Has the ROI on today’s lighter weight 13-liter engines surpassed the depreciated cost of your existing fleet? Is your fleet large enough? Does it cover enough mileage to warrant newer, more fuel-efficient engines? If you can answer yes to the above, then it’s time to assess disposition options.
 Technology and Telematics Do you need newer technology to keep pace with current specs? Telematics places information in a company’s hands about the state of its fleet, and in buyers’ hands so they don’t need to do a physical inspection. New trucks with updated technology can help you make better business decisions in real-time with uploads to your mobile phone, tablet, or computer. We find commer-cial truck buyers frequently ask for ECM mileage information, which is included in our inspection reports.
 Match your Fleet to Maximize your Results Every business evolves over time. Does the fleet that you started with fill the requirements of your business today? Are there trucks sitting idle that, with a little brushing-up, could bring good money now? Idle equipment still costs money: depreciation, maintenance, rent, and insurance, to name a few items. You can always dip back into the used market later and pick up a newer used truck that is better suited to your current strategy.
 Minimize Maintenance Costs Is the cost of maintenance low enough to offset investment in a new truck? Updating your fleet maintenance schedule will help determine which items are ready for disposal. You might find that there are quick and inexpensive repairs that you can make to either extend the life of a truck, or that easily raises the resale price. Keeping scheduled maintenance at or ahead of DOT standards can help bring top-dollar in the resale market.
 Hire or Develop Skilled, Experienced Drivers You can’t put a cost on safety and human capital. TCO includes assessing your drivers and their experience. Newer technology and better ergonomics attract top drivers. Seasoned drivers bring that element of experience that newer drivers, while possibly more tech savvy, haven’t quite developed yet. Enlist a panel of your key drivers – experienced and new – to inform your disposition strategy.
 A well-formulated plan includes assessing your company’s need for technology, current fuel efficiency and regulatory standards, the experience of your drivers, and your current business goals. Add in the investment in maintenance that you can see on the horizon. The data you accumulate helps with decision points for disposition, as well as optimal performance of your fleet, gaining you a larger profit margin and a finely tuned operation. n
 Paul Blalock is Vice President, Sales, for IronPlanet
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DEKRA Commercial Condition Reports• Independent inspections• Increased sales price• Experienced Inspectors• Certified Diesel Technicians• Comprehensive Reports
 Come by DEKRA’s Booth to test drive our mini-tractor trailer and try to win a prize! © 2016 DEKRA. All rights reserved.
 PROUD SPONSOR OF THE
 17th UTA CONVENTION
 ®
 AGWS wants to partner with you to offer your customers excellent and unique Service Contracts backed by an A rated insurance carrier.
 American Guardian Warranty Services, Inc. is part of the American Guardian Group of Companies. Contact Andy Walsh at 800.579.2233 ext. 4137 or
 [email protected] for more information.
 Warrenville, IL 60555 | Agwsinc.com
 • F&I Product • Technology • Training • • Service • Administration •
 “Specializing in all of your driveaway needs”
 Our Mission:
 dependable service with a personal touch Competitive pricing Reliable delivery dates Professional and courteous drivers Friendly and accountable staff
 PHONE: 217-783-2247
 FAX: 844-828-3501 [email protected]
 facebook.com/americandriveaway
 www.americandriveaway.com
 Monthly heavy-dutytruck auctions: ADESA AtlantaADESA BostonADESA Brasher’sADESA JacksonvilleADESA Little RockADESA MercerADESA NorthwestADESA Salt LakeADESA San Antonio
 BIG RIGS.BIGGER OPTIONS.
 Used Truck Association
 Proud Member
 Buy in-lane, online or through our mobile auction service. ADESARIGS.com
 “afc™“ is a trademark of Automotive Finance Corporation, licensed to its affiliate, AFC Cal, LLC, a California limited liability company. All California transactions are through AFC Cal, LLC. California loans will be made pursuant to Department of Business Oversight California Finance Lenders License. © 2016 AFC Cal, LLC and Automotive Finance Corporation. All rights reserved.
 FINANCE YOUR COMMERCIAL TRUCK INVENTORY
 WITH AFC OR AFC CAL, LLC
 Contact our National Sales and Operations Manager for more information: Al Kelly • (980) 254-4168 • [email protected]
 View all truck history reports in an instant.
 © 2
 016
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 Mildly Weak Start to Fourth QuarterThe retail and wholesale environments turned mildly negative in September and October, following a stable summer. Auction volume and pricing were down in October, while retail pricing dipped across the board.
 Sleeper Tractors – Auction/WholesaleThe auction environment was moderately weak in October, with both pricing and volume dropping month-over-month.
 Specific auction performance of our benchmark model was as follows: ■ MY2013: $33,026 average; $3,155 (or 8.7%) lower than September ■ MY2012: $27,019 average; $1,760 (or 6.1%) lower than September ■ MY2011: $25,654 average; $1,844 (or 6.7%) lower than September
 Looking at the year-to-date trend, depreciation in the auction lanes remains moderate. Since January, trucks of model year 2013 have lost about 22% of their value, trucks of model year 2012 have lost about 31% of their value, and trucks of model year 2011 have lost about 26% of their value. These figures translate to an overall monthly loss of about 2.6%, which is substantially better than the nearly 5% average monthly loss in the second half of 2015. Of course, trucks sold this time last year were bringing more than 35% more money than they are now.
 See the “Volume of the Three Most Common Sleeper Tractors Sold…” and “Average Selling Price: Benchmark Sleeper Tractor…” graphs for detail.
 Looking at the larger overall wholesale environment (auction, dealer-to-dealer, and dealer-to-wholesaler combined), conditions were better. The average sleeper tractor sold in September was 77 months old, had 575,017 miles, and brought $35,599. Compared to August, trucks sold in September were identical in age, had 28,957 (or 5.3%) more miles, and brought $4,344 (or 13.9%) more money. Compared to September 2015, the average sleeper sold this month was 14 months newer, had
 NADA UpdateChris Visser, Senior Analyst and Product Manager, Commercial Trucks • Twitter: @NADAUsedCarGde
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 73,342 (or 11.3%) fewer miles, and brought $1,172 (or 3.4%) more money. As was the case in August, September’s overall average was bolstered by the slightly newer mix of trucks sold.
 Narrowing our focus to the more instructive 3-5 year-old group, pricing was very similar to August. Average wholesale pricing for this cohort was $38,815 - $469 (or 1.2%) higher than August. Average mileage for this group was 499,517 – 36,782 (or 7.9%) higher than August. Compared to September 2015, trucks sold this month had 27,687 (or 5.9%) more miles, and brought $11,966 (or 23.8%) less money.
 Average pricing by model year was as follows: ■ MY2014: $52,418 - $4,696 (or 9.8%) higher than August ■ MY2013: $33,479 – $2,994 (or 8.2%) lower than August ■ MY2012: $30,547 - $297 (or 1.0%) lower than August
 Monthly variations within each model year can be affected by large package deals and swings in volume, so we prefer to focus on perfor-mance of the 3-5 year-old cohort as a whole. Since January, trucks of this age range have lost about $11,000 (or 22%) of their value, which translates to just under 2.5% per month – slightly better than our early forecasts of 3-5% per month. In terms of individual model years, 2014’s have lost about 25% of their value since January, 2013’s have lost about 20%, and 2012’s have lost about 23%.
 See the “Average Sleeper Tractor Pricing by Model Year (All Wholesale)” graph for detail.
 Sleeper Tractors – RetailSeptember’s retail sales data showed a return to depreciation, marking an end to a summer defined by minimal price movement.
 The average sleeper tractor retailed in September was 74 months old, had 453,982 miles, and brought $49,541. Compared to August, this average tractor was 2 months older, had 15,227 (or 3.2%) fewer miles, and brought $1,712 (or 3.3%) less money. Compared to September 2015, the average sleeper was 1 month older, had 32,949 (or 6.8%) fewer miles, and brought $10,253 (or 17.1%) less money.
 Narrowing our focus to sleeper tractors three to five years of age, average pricing for this cohort was $56,584 - $4,017 (or 6.7%) lower than August. Average mileage was 453,982 – 15,227 (or 3.2%) lower than August. Compared to September 2015, average pricing was $10,253 (or 5.4%) lower, and average mileage was 32,949 (or 6.8%) lower.
 Since January, three to five year-old sleepers have lost about $13,000 (or 19%) of their retail value, which translates to just over 2% per month. Depreciation by model year is less varied than in previous months, with three-year-old trucks losing about 18% of their value since January, and four- and five-year-old trucks both losing about 19%.
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 Medium Duty TrucksStarting with Class 3-4 cabovers, there has been little monthly deprecia-tion in this segment since the beginning of the year. Changes in the monthly pricing averages of our benchmark group have been due mainly to proportional changes in average mileage. On a mileage-adjusted basis, this cohort has showed stability in 2016.
 Our benchmark group of 4-7 year-old Class 3-4 cabovers averaged $15,325 in September, for a $1,614 (or 11.8%) gain over August. Year-over-year, September 2016 was $837 (or 5.2%) lower than September 2015. Year-to-date, 2016 is running $766 (or 4.7%) behind 2015.
 Monthly depreciation for this group is averaging about 2%, which is slightly better than historical norms, but well behind last year’s almost nonexistent monthly depreciation. Higher volume of trucks sold this year is the main factor behind the negative pricing performance. Still, this segment is performing well compared to other medium duty segments.
 See the “Average Wholesale Selling Price: 4-7 Year-Old Class 3-4 Cabovers” graph for detail.
 In a reversal of last month’s results, the lighter end of the medium duty conventional market performed better than the heavier end in September. Our benchmark group of 4-7 year old Class 4 conven-tionals brought substantially more money than in August, while Class 6’s pulled back. Volume was much lower for Class 4’s, and moderately lower for Class 6’s. Higher average mileage was a factor in the Class 6 pricing pullback.
 Specifically, Class 4’s averaged $23,341 in September. This figure is $4,622 (or 24.7%) higher than August, and $4,532 (or 24.1%) higher than September 2015. Class 6’s averaged $17,030 in September. This figure is $8,436 (or 33.1%) lower than August, and $4,168 (or 19.7%) lower than September 2015.
 Despite September’s somewhat negative result, the rate of retail depreciation still continues to outperform our original forecast of 3-4% per month. The volume of late-model trucks sold has been healthier since late spring, and buyers continue to adjust to recent market conditions.
 Looking at individual makes and models three to five years of age, the Volvo 730/780 and Peterbilt 386 were the only models to move upwards in September. The 730/780 retains the lead year-to-date, slightly ahead of the Kenworth T660. The 386 had yet another month with no 2014 models reported sold, which is artificially depressing its average in this graph. The same has been true for the 587.
 Note that we have not separated out ISX and MX engines for the PACCAR models in this graph. These engines perform differently in the marketplace, and our assessment of this difference is evident in our published values.
 As for the International ProStar, we continue to see more SCR-converted MaxxForce units cycle through the used market. Starting this month, we have published values for this configuration.
 See the “Average Retail Selling Price: 3-5 Year-Old Sleeper Tractors” and “Average Selling Price of Selected 3-5 Year-Old Sleeper Tractors” graphs for detail.
 Looking at September’s retail sales volume, the early estimate posted in our Commercial Truck Blog proved optimistic. Dealers who sent in their reports early sold more trucks than those who reported later. As such, our data was a bit front-loaded. Ultimately, September pulled back from August’s strong result to come in at 4.9 trucks per rooftop. This figure is not a bad result by recent standards, equaling the 2015 average and tying for the second-highest month of 2016. September’s result suggests August’s figure was a bit of an anomaly. At the same time, we still see more upward pressure than downward.
 See “Number of Trucks Retailed per Dealership Rooftop” graph for detail.
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 Low volume results in month-over-month volatility that is not necessarily representative of actual market activity. For that reason, we prefer to look at multi-month trends. In the case of our Class 4 benchmark group, pricing in the first 9 months of 2016 has performed very similarly to the same period of 2015, with only $360 (or 1.8%) separating the averages for each period. Average mileage differs by only 2,566 (or 2.3%). On average, Class 4’s have actually gained value in 2016, with a monthly increase of about $111 (or 0.6%) since January.
 In the case of our Class 6 group, trucks have followed a more tradi-tional depreciation trend, losing about $670 (or 2.8%) per month in 2016. This figure is moderately higher than the 2.0% monthly depreciation in the first 9 months of 2015. Year-to-date pricing is running $1,129 (or 5.2%) behind 2015. Average mileage is lower by 12,384 (or 7.8%) this year.
 Based on year-to-date results, we continue to view the lighter end of the conventional market as outperforming expectations, while the heavier end performs slightly behind historical norms.
 See the “Average Wholesale Selling Price: 4-7 Year Old Conventionals by GVW Class” graph for detail.
 ForecastBased on October’s auction results, we expect incoming October wholesale data to show a mild to moderate dip in pricing. Retail pricing generally lags wholesale by a couple of months, so we also see downward pressure in the retail channel. Depreciation in calendar year 2016 may end up averaging 3% per month by the end of the year, but most likely not more than that. n
 www.nada.com/b2b
 Reprinted with permission from the ATD/NADA Official Commercial Truck Guide®
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 Industry Events Calendar
 JANUARY
 20-23 • California Trucking Association Annual Membership ConferenceMonterey, CAhttp://www.caltrux.org/
 26-29 • American Truck Dealers Convention & ExpoNew Orleans, LAhttp://convention.nada.org/
 MARCH 2017
 14-17 • The Work Truck ShowIndiana Convention Center • Indianapolis, IN www.worktruckshow.com
 23-25 • Mid-America Trucking Show Kentucky Expo Center • Louisville, KYhttps://www.truckingshow.com/
 NADA continued from page 13
 http://www.worktruckshow.com/

Page 15
                        
                        
                        

17th Annual Convention 2016

Page 16
                        
                        
                        

The Most Fuel-Effi cient Powertrain You Can Buy.SmartAdvantage™ Powertrain The Most Fuel-Effi cient Powertrain You Can Buy.
 Powertrain The Most Fuel-Effi cient Powertrain You Can Buy.
 Powertrain
 © 2016 Eaton Corporation. All rights reserved. Eaton, Fuller and Fuller Advantage are registered trademarks of Eaton. Cummins and the “C” logo are registered trademarks of Cummins Inc. All trademarks, logos and copyrights are those of their respective owners.
 What happens when two world-class companies combine their expertise to optimize fuel economy and performance? You get the SmartAdvantage Powertrain,
 the most effi cient powertrain in line-haul operation. Cummins ISX15 with available ADEPT™ technology includes SmartTorque2 and SmartCoast,™ and is rated
 at 400-450 hp (298-336 kW). Coupled with the Eaton® Fuller Advantage® 10-Speed Automated Transmission, this versatile powertrain thinks and works as
 one unit – reading gross vehicle weight (GVW), road speed, grade, gear and more, then optimizing shift points, for maximum fuel effi ciency and driver comfort.
 It’s available in the most fuel-effi cient trucks from the OEM of your choice. See how much your business could be saving at SmartAdvantagePowertrain.com.
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The NEW Cummins Encore Xtra Extended Coverage is added protection against unexpected repair bills. It covers ISX15 and ISX12 EPA 2010 and 2013 engines between 18 and 72 months since date in service (DIS) or that have run between 200,000 and 650,000 miles. Encore Xtra provides added financial security and peace of mind and is now available for first and second owners of Cummins ISX-powered trucks. Right now, a special reduced price incentive is being offered when you upfit these engines with the latest technology and purchase Encore Xtra. There are multiple Encore Xtra plan options, based on the desired length, horsepower and the level of component coverage. The Encore Xtra Plan 1 even covers these critical components: Exhaust Gas Recirculation (EGR) cooler, valve and mixer, Fuel injectors (excluding aftertreatment injector), Turbo, Water pump, Fuel Pump and Air compressor.
 Every™ Question. Answered.To find out more about Encore Xtra coverage please see your local Cummins dealer or distributor, or contact Cummins directly by phone at 1-800-DIESELS (1-800-343-7357), or email through our website at cumminsengines.com
 Extended Coverage
 ©2016 Cummins Inc., Box 3005, Columbus, IN 47202-3005 U.S.A.
 [email protected] 800.282.3549
 Some People Say What We Do Is Easy...
 One Thing We Know This Job Is NOT Childs Play
 Customers All Agree We Deliver Big!
 Our Drivers Will Tell You Its More Like This!
 THIS is What We Make Look Easy!
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TC0006-1607
 Truck Center can convert your excess vehicles into cash through our live onsite and online simulcast public auctions or our retail channel. Visit our booth and ask about our Win-Win Program. Truck Center offers a reserve price at auction.
 (888) 832 – 7525 WWW.TRUCKCENTER.COM
 LET TRUCK CENTER TURN YOUR TRUCKS AND TRAILERS INTO CASH
 ONLINEAUCTIONS
 LIVE ONSITEAUCTIONS
 RETAILCHANNELS
 TC0006-1607
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◆ Decks ◆ Singles ◆ Boom
 ◆ Box Trucks ◆ Specialty ◆ Trailers
 866-515-TEAM ◆ www.teamdriveaway.com
 Your Satisfaction Delivered.
 the new MICHELIN® X® Line TM Energy Z.
 Stretch your mileage.
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 Get 20% More Mileage Guaranteed1.
 1See MichelinTruck.com/XLineEnergyZ for details.2Vs. MICHELIN® XZA3®+ EVERTREAD® based on internal rolling resistance tests using ISO 28580 in tire size 275/80R22.5.
 The new MICHELIN® X® Line™ Energy Z steer tire is guaranteed to deliver 20% more mileage vs. the competition1, along with a 5% improvement in rolling resistance2.
 If you’re a Used Truck Association member in the U.S., take advantage of a special program that provides consistent national pricing and convenient payment options on MICHELIN® truck tires and retreads.
 To enroll now or learn more, visit uta.org/Michelin.
 NADA Used Car Guide and its logo are registered trademarks of National Automobile Dealers Association, used under license by J.D. Power and Associates.
 Subscribe today:nada.com/ValuesOnline866.976.6232
 Insight is everything when it comes to accurate vehicle valuation. That’s why the new NADA Values Online makes it easier than ever to see all sides of every vehicle’s story.
 Introducing powerful new features, including:
 • New Vehicle Values
 • Vehicle valuation trends
 • Inventory valuation
 • Custom reporting
 Get deeper insights and the values you trust.
 SEE THE VALUE FROM EVERY ANGLEwith the new NADA Values Online
 16-NA-1080_ad_Ad Resize - Values Online - Quarter Pg - UTA Newsletter_v1.indd 1 7/21/16 1:05 PM
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For customized financing solutions, call or click today:
 855-852-7437 (toll free)PaccarUsedTrucks.comStop by and see us at the Used
 Truck Association Convention!
 USED TRUCK ASSOCIATION CONVENTION
 Learn about the MX-13 Engine's B10 rating, and how it maximizes fuel efficiency while delivering a quieter, smoother ride.
 And to give you more value, we are including a 1-year/125,000 mile warranty with every MX-powered used truck purchase - at no additional cost!
 Stop by and see us at the convention!
 For a Better Road AheadQuality Coverage
 Quality Coverage
 For a Better Road Ahead
 800-950-3377
 NTP’s entire business is focused solely on developing, selling and supporting the best warranty products available to the commercial truck industry. Truck warranties are our only business and have been for over 32 years.
 ● A+ rating from the Better Business Bureau● 24 / 7 / 365 Customer Service● Most comprehensive and desirable coverage● No repair caps and low deductibles● Use only OEM parts● No one has brought more truck warranties
 to term than National Truck Protection
 We help used truck dealers sell more trucks faster, at higher prices and with greater customer satisfaction than dealers who offer no warranty coverage at all.
 Call Today to Register as a Qualified NTP Dealer, Receive Product Training and Start a Customized Sales and Marketing Program.
 NATIONAL TRUCK PROTECTION
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 ATA’s Spear Lays Out Priorities, Calls for Unity Autonomous vehicles, our country’s infrastructure, hours of service regulations, CO2 emissions—these are all issues the trucking industry must face as one, according to Chris Spear, ATA’s new President and CEO. Spear was speaking at ATA’s recent 2016 Management Conference & Exhibition in Las Vegas.
 “Autonomous vehicle technology is real, and it’s here,” he said. “If properly developed, it has the potential to dramatically improve safety and reduce congestion. This technology has the potential to get trucks moving, reduce fuel burn and emissions, and increase miles driven – all measurable returns to companies – and drivers.”
 Moving to highway funding, Spear said that the newest highway bill left trucking “thirsty for dedicated, sustainable funding for infrastructure,” and ATA must face the political reality that Congress is unlikely to raise or index the fuel tax.
 “ATA must be prepared to realign our policies with the realities on Capitol Hill, beginning with a new means for funding our nation’s infrastructure,” he said. Spear added he’ll work closely with ATA’s Board and key industry members to develop a new policy “that we can advocate with the next administration and Congress – providing dedicated, sustainable funding for our federally administered national network of roads and bridges.”
 Spear ended with a call for industry unity – noting that only by joining together could ATA achieve the industry’s collective goals.
 “We face challenges in Washington and at the state level, but together, our strength as an industry is unmatched,” he said. “You deserve to win and that’s my vision for ATA – winning. I cannot do it alone; I need you.” n
 September Class 8 Sales Fall, Following Pattern: ACTYes, as the old song goes, the days grow short when you reach September. New truck sales typically ebb also. For September, 13,900 Class 8 vehicle net orders were booked, according to the ACT.
 “Owing to September’s dubious distinction as the weakest net order month of the year, seasonal adjustment boosts the month’s intake to 16,100 units,” said Steve Tam, ACT’s Vice President. “At 28 percent below September 2015’s intake, it remains crystal clear that truckers are still struggling to balance excess freight hauling capacity in the context of anemic freight growth.”
 Medium duty orders for the month, however, remained steady, according to Jim Meil, ACT Research principal and industry analyst. “With the strength of the economy coming from consumers, and much of MD demand linked to consumer expenditures, there is a happy confluence of solid MD demand and household activity.” Meil said. September Classes 5-7 net orders were 20,487 (19,500 SA). Meil continued, “September SA results matched the 2016 ytd average almost exactly.” n
 Industry News BriefsFTR says September’s Class 8 Orders “Hold Firm” According to FTR, there were 13,800 orders for Class 8 units in September. The tally met expectations and was down just two percent from August. However, FTR also noted the numbers added up to the worst September showing since 2009, and orders dropped 27 percent from last year. Class 8 orders for the last 12 months have totalled 201,000 units, FTR added.
 “The truck market continued to stay weak through September, but this was highly expected considering the slower industry conditions and overall seasonal trends,” said Don Ake, FTR’s Vice President, Commercial Vehicles. “Fleets are cautious due to an uncertain economy and slow freight growth. Class 8 inventories also remain high and this also restrains new orders,” he said.
 Ake added that October’s orders will still be a critical sign for 2017. “Large fleets are expected to begin ordering replacement units for 2017,” he said. “If the economy does improve and the trucking outlook brightens, then medium-sized fleets and others should feel confident enough to order in coming months. This would put the market near replacement levels in 2017.” n
 ATA’s Trucking Forecast: Continued Growth We may be in a slow period now for new truck sales, but ATA feels it’s only a temporary blip. The American Trucking Associations’ just-released U.S. Freight Transportation Forecast to 2027 shows “growth in both overall freight volumes and in the amount of goods moved by truck.”
 Between 2016 and 2022, overall freight tonnage will grow 35 percent, according to the forecast. Over that same period, the amount of freight trucks move will grow 27 percent.
 Increasing use of pipeline, due to energy sector growth will rise, and will mean a market share drop for truck, rail and water. Pipeline will grow from 10.5 percent to 17.4 percent between 2016 and 2027.
 “Specific to trucking, truckload volumes will grow two percent annually between 2016 and 2022, and 1.6 percent per year after that until 2027,” ATA said in a release. “Less-than-truckload volume will grow year after year three percent through 2022, and 2.8 percent from 2023 to 2027. Private carrier volumes will grow 2.3 percent annually until 2022, and 2.1 percent each year over the next five years.”
 You can order U.S. Freight Transportation Forecast to 2027 at  www.atabusinesssolutions.com or by calling 866-821-3468. n
 http://www.atabusinesssolutions.com/Default.aspx?TabID=1415&productId=3276652
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 Engs Commercial Finance Co. Acquires Connext Engs Commercial Finance Co., one of the nation’s largest independent commercial finance companies, has acquired Connext Financial, Ltd., a top lender in Industrial Equipment finance.
 Engs made the acquisition to better position itself in the commercial finance arena. “The combination of our nationally recognized Transportation finance vertical and our new Industrial Equipment finance vertical will generate $500,000,000 in annual lease and loan originations, and expand the Engs footing as one of the largest independent commercial finance companies in the U.S,” said Craig Weinewuth, Engs President & CEO.
 Weinewuth added: “We are excited to add Connext to the Engs platform and value Context’s reputation as industrial equipment experts, their culture of providing very high level of service to their vendors, and its mindset of providing competitive and innovative products that help their vendors sell more equipment more efficiently.”
 Connext will be rebranded “Engs Commercial Finance Co.-Industrial Equipment Division” and Ken Wuethrich, Managing Director, will remain on as its head. n
 International Truck’s LT™ Series LaunchesInternational has announced a new Class 8 over-the-road tractor, which it says delivers new levels of fuel efficiency and uptime. The new line was developed with extensive input from drivers. International, of course, is Navistar’s flagship vehicle brand.
 “The new International LT Series reflects our vision for the future of the trucking industry, with a host of advancements that support improved driver safety and productivity, as well as fuel efficiency and uptime,” said Bill Kozek, president, Truck and Parts, Navistar. “This new vehicle reflects our strong belief that integrating the best technology will provide customers with a significant operating advantage.”
 International’s goal was to build its most driver-centric Class 8 vehicle ever.”Many of our customers tell us that their number-one challenge is attracting and retaining drivers, which is why we put so much effort into
 understanding and responding to drivers’ needs,” said Jeff Sass, Navistar’s senior vice president, Sales and Marketing.”These improvements also contribute to increased driver ease of use that will boost the vehicle’s productivity.”
 The LT Series features:
 ■ A highly ergonomic interior including better elbow room, hip room and leg room.
 ■ A new premium gauge cluster with a digital driver display that places everything within reach, offering drivers real-time fuel economy monitoring with other important alerts clearly visible. The new display also offers up to 15 customizable digital gauges.
 ■ Improved safety features including standard LED headlamps to improve night vision, a column-mounted gear-shifter that allows drivers to keep their eyes on the road, and a redesigned one-piece side window that affords the driver a clearer line of sight. In addition, the Bendix® Wingman® Advanced™ Collision Mitigation system comes standard in the LT Series.
 For more information visit www.internationaltrucks.com/trucks/lt-series. n
 Isuzu Provides Details on F-Series TruckIsuzu Commercial Truck of America, Inc. has provided key specifications for its new Class 6 medium-duty truck, the 2018 Isuzu FTR. Isuzu recently announced the specs to dealers at a series of Isuzu Whistle Stops around the country.
 Highlights: ■ 25,950 GVWR pounds ■ Eight wheelbase lengths ranging from 152 to 248 inches, accommodating bodies from 14 to 30 feet long
 ■ The FTR is a dock height Class 6 truck
 ■ The turbocharged Isuzu 5.2-liter 4HK1-TC engine propelling the FTR will generate 215 horsepower and 520 lbs.-ft. of torque.
 ■ The engine will be mated to an Allison six-speed automatic transmission with power take-off (PTO) capability.
 ■ Dana axles will have capacities of 12,000 pounds up front and 19,000 pounds rear suspension.
 ■ Bridgestone or Continental 11R22.5 tires will be fitted to 22.5” x 8.25” steel wheels.
 The FTR is slated to go into production at a new facility in Charlotte, Michigan in mid-2017.
 When Isuzu announced the truck at NTEA’s 2016 Work Truck Show in March, Shaun Skinner, president of Isuzu Commercial Truck of America, said, “This truck represents our vision of the future of the medium-duty truck industry. The overall concept of the FTR is to bring to our customers the next generation medium-duty low-cab-forward truck, one that features a clean, durable, highly-efficient four-cylinder engine, and is the best Class 6 choice for urban pickup and delivery. The letters ‘FTR’ don’t stand for ‘future,’ however this truck represents the future, and it will be here soon.” n
 Mack Goes Pink to Raise Breast Cancer AwarenessMack Trucks showcased a pink Mack® Pinnacle™ axle back model at its Greensboro, N.C. headquar-ters throughout October. The truck was on display in conjunction with National Breast Cancer Awareness Month, an annual campaign to increase awareness of one of the most common cancers among women in the U.S.
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Fort Wayne Auto Truck Auction3600 E Washington Blvd. • Fort Wayne, IN 46803
 – 1984 - 2016 –Fort Wayne’s Original Truck Auction!
 Call for a list or to bid online, visit:www.fwata.com
 Sales: Paul Beerman, John Wiesemann, Liz deWeese, Don Porter
 or Jeneane CasebereCall for information or to consign
 888.748.2332 or 260.748.2000
 OVER 250!TRACTORS, TRAILERS,
 EQUIPMENT, DAYCABS, REEFERS,UTILITY TRUCKS, DUMP TRUCKS,
 BOX TRUCKS, VAN TRAILERS,FLATBEDS & MORE
 Always a good selection of Off Lease Vehicles
 HEAVY TRUCK AUCTION!OPEN TO THE PUBLIC! - Every Other Wednesday 10 a.m.!
 888.748.2332 or 260.748.2000 - Call for a calendar!
 PremiumCertifiedUsed Trucks
 PremiumCertifiedUsed Trucks
 Getting the job done since 1900.
 Take on your tough job with a used truck from your local Mack
 dealership.
 You shouldn’t have to sacrifice quality for
 comfort.
 Purchase your next used truck at a Volvo
 dealer near you.
 RoadChoice.com
 Looking for All Makes Heavy Duty Truck Parts?
 Find Them at
 RoadChoice.com
 CHECK DEX RECYCLED RENOVATED SURPLUS
 Dex Heavy Duty Parts, LLC.
 www.dexheavydutyparts.com
 888-631-3409
 ALL MAKES HEAVY AND MEDIUM DUTY PARTS
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THE MOST POPULAR USED TRUCK CHANNEL YOU’VE NEVER HEARD OF
 Visit our booth at the UTA Convention
 Driving choice.
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TAKETHE HIGHWAYTO PROFITS
 CALL 866-MANHEIM, OR VISIT MANHEIMSPECIALTYAUCTIONS.COM
 NATIONWIDE LOCATIONS // VALUE-ADDED SERVICES IN-LANE, SIMULCAST, OVE.COM
 SPECIALTY
 &TRUCKEQUIPMENT
 ©2016 Manheim. All rights reserved.
 35486_UTA - Manheim Specialty truck ad_3.75in x 5in.indd 1 7/6/16 9:59 AM
 -Used Truck Market Updates-Operational Consulting
 -Valuation Support
 For Information Call:Bennett Whitnell
 (310)[email protected]
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 Proud sponsor of the UTA 
 For a better understanding of the market… 
  
 ACT is the recognized leading publisher of commercial vehicle industry data, 
  market analysis and forecasting services  for the North American market. 
 See samples at www.actresearch.net Or call us at 812‐379‐2085 
 Used Truck Market Classes 3‐8 ReportACT N.A. Commercial Vehicle OUTLOOK
  
 Just two of our many reports and analyses.
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®THE ALL-MAKES LEADER
 Financing options for your used and new equipment buyers!
 • Quick turnaround times• Flexible, competitive terms• Financing for Tractors and Trailers• Owner-Operator AND fleet deals welcome!• “Hands-on” approach to EVERY deal!
 Call us today! WE WANT TO HELP YOU CLOSE MORE BUSINESS!
 Phone: 312.881.3133 | Fax: 312.881.3308www.secondcityleasing.com
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SELECTRUCKS IS A PROUD MEMBER OF THE USED TRUCK ASSOCIATION.
 SelecTrucks is a brand of Daimler Trucks North America LLC, the largest heavy-duty truck manufacturer in North America and a leading manufacturer of Class 4-8 vehicles. Daimler Trucks Remarketing Corporation is a subsidiary of Daimler Trucks North America LLC, a Daimler Company.
 SelecTrucks is committed to the UTA and its goal of strengthening the used truck industry. We believe in the continuous development of our people and are dedicated to upholding the highest standards of service and professionalism.
 For nearly 20 years, SelecTrucks has focused on making our customers successful, day in and day out. Throughout our network of 24 retail locations, we offer a wide selection of used trucks and unparalleled support.
 SERVING A NETWORK OF 24 LOCATIONS. FIND ONE NEAR YOU AT SELECTRUCKS.COM
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UTA Industry Watch
 30 www.UTA.orgNovember 2016
 seems that’s always been true. Sure, our cavemen ancestors gathered around the fire for warmth and comfort, but they also painted the walls of their homes with drawings of their most heroic hunts and adventures. So, the inclination there was to document their activities, but not so any one person could “showboat” about how amazing they were. Now we know about every blood test, every soccer team victory, and each delicious meal one of our “friends” enjoyed (and we didn’t by the way). Sometimes it seems like we’ve lost the taste for just going about our days being
 ordinarily “who we are.” We’re here to say, “What’s up with that?” Has this trend made us more congenial? Has it made us more tribal? Has it made life better or just “busier” and somewhat annoying at times? We don’t want to go back to the “old ways,” but sometimes the new ones make us wonder.
 Don’t get us wrong. Writers by nature like a certain amount of attention. If we didn’t think we had anything important to say, we wouldn’t be writing! It’s part of the bargain. But, we write with our audience in mind. We like standing out, but only in context. We’ve always tried to be “standout” employees, for example. That seems to be an extension of those days when good-grade getting was our job. We give the same type of value to the people who pay us for our work that our parents gave to theirs. We think it’s important to be good citizens, and that includes being courteous drivers, door-holders, and shoppers who let the person holding a gallon of milk go ahead of us in the checkout line. We like our neighbors to know we’re here if they need help, and we like to contribute our efforts to our faith community, too. But, we just don’t need everyone online to know the ins and outs of our everyday existence. That seems more than a little self aggrandizing to us.
 This month we are especially looking forward to being a “face in the crowd” the UTA will form in Savannah. This is the first time we’ll be attending the annual conference, and we couldn’t be more
 excited! We’ve come to think of so many UTA members as friends, colleagues, and coworkers, and now we’ll come home from Georgia with clear memories of so many faces to go with so many names. We’d also like to thank you all for so warmly including two writers, a city boy and a beach bum, into your fold. We’ve so enjoyed working with
 you all these years now, and we look forward to helping you all continue to tell your stories. We won’t even whine if you put them up on social media. In other words, we are especially grateful for being two faces in your crowd! At least, that’s the way it looks from where we sit.
 From Where We Sit
 Deb and Brad Schepp [email protected]
 Have you noticed that there seems to be an atmosphere of publicity that surrounds not only our celebrities and high-profile politi-cians, but also each one of us as ordinary citizens? It seems almost impossible to log onto social media and miss learning details about someone’s personal life that most of us never would have known about 20 years ago. Now, we’re not here to bash life since the advent of social media. We’ve been writing about this burgeoning “thing” since the days of AOL and CompuServe. That’s a long time ago now. No, we see lots of great advantages in living in a time when technology so easily allows us to find long-lost childhood friends and classmates, and to connect so easily with like-minded new friends and colleagues. Overall, we’re among the crowd who believes that social media has brought us more good than evil, so that’s not where this is going. Instead, we’d like to talk about the blessings of being “a face in the crowd.”
 It used to be we were a more modest people, or so it seems. Sure we were expected to bring home good report cards from school, but that wasn’t so Mom and Dad could tell more than 50 or so of their closest friends about our being on the Honor Roll. Doing well in school, we were told, was our job. Dad had his work, Mom had hers, and that was ours. No discussion. Privately I had an uncle who would give me a dollar for every A. Daddy said he’d give me the same, but there was a catch. “I’ll give you a dollar for every A, 50 cents for every B, nothing for a C, for a D, you owe me a dollar, and if you bring home an ‘F’ you’ll have to sleep one night out in the yard!” Clearly, Dad was teasing, but we still never risked it. So, our achievements brought pride to our families, but not to the larger circle of our parents’ friends, colleagues, neighbors, and acquaintances. Actually, that type of thing was considered socially unacceptable.
 No, not everyone has to be a public star in one way or another. There is actually great comfort to humans in being a member of a group, and it
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Leading The Way In Commercial Truck ProtectionMedium and Heavy Duty 3-8 Coverage
 90 Day–48 Months • All Makes and ModelsMulti-Year Turbo & Aftertreatment Packages • Towing Benefi t
 www.TruNorthWarranty.com | 1-800-903-7489
 NO MATTER WHERE THE ROAD TAKES YOU, WE’RE WITH YOU ALL THE WAY.
 TruNorth November UTA Newsletter-F.indd 1 10/14/16 9:55 AM
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www.arrowtruck.com 800-421-7654
 Leading the Used Truck IndustryFor Over 65 Years!
 www.arrowtruckwholesale.com
 • Retail & Wholesale
 • Buy & Sell
 • Single unit or fleet
 • All Makes & Models
 • Heavy Duty, Medium Duty, Trailers
 • Online Inventory
 • Locations across US and Canada• Locations across US and Canada
 • In business for over 65 years
 • Founding Member of UTA
 Arrow ascribes to the UTA’s core values: Honesty,
 Integrity, Professionalism, Continuous Improvement,
 Keeping Promises and Complete Customer
 Satisfaction.
 SELECTIONVARIETY
 CONFIDENCE
 North America’s complete used truck source!A R R O W T R U C K S A L E S , I N C .
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TruckService_Rebrand_OmnibusIdeas_2_OTHER LOGO.indd 1 7/28/16 8:26 PM
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Diamond+ LevelDaimler Trucks RemarketingInternational Used Truck CentersKenworth Truck CompanyPeterbilt Motors CompanyTA Truck ServiceTruNorth Warranty Plans of North America
 Diamond LevelArrow Truck SalesCAG Truck Capital Coldiron CompaniesRitchie Bros.TruckCenter.comTruckMovers.com
 Commercial Truck TraderCummins Inc.Eaton Manheim Specialty Auctions
 TRP, Parts For Trucks, Trailers and BusesTruckPlanet
 ACT Research ADESAAlliance DriveAway Solutions, Inc.American Driveaway LLCAmerican Guardian Warranty
 Services, Inc.ATD/NADA Commercial Truck GuideBennett DriveAway
 Black BookDEKRA Automotive NADex Heavy Duty Parts, LLCEPG Insurance Inc.Fort Wayne Auto Truck Auction J & J Drive-Away Inc.Michelin North AmericaNextTruck
 Access TrucksAuctionTime.comBalboa Capital CorporationCommercial Vehicle Inspection GroupDSI SolutionsE-Quipment Pros, LLCFSX Equipment, Inc.Housby Auctions
 Idealease of North AmericaIHS Automotive Indiana Auto AuctionInsurance Auto Auctions, Inc.M1M EGR Coolers Maxim Commercial Capital, LLC Mission Financial Services Group
 Corporation
 Premium 2000 Plus WarrantiesRoad Choice Truck Parts Russ Darrow Leasing Co.Second City Leasing, LLCTaylor & Martin AuctioneersTeam Drive-Away, Inc.TruckLocate.comVolvo Trucks and Mack TrucksWhitnell Analytics
 Platinum Level
 Gold Level
 Silver Level
 Bronze Level
 Mitsubishi Fuso Truck of America, Inc. My Little SalesmanNational Inspection ServicesRigDig Truck History ReportsRiver Valley Capital Transport TopicsTruck PaperTruckers ChoiceWilliams & Stazzone Insurance Agency
 Ameritruck LLC Best Used TrucksConsolidated Truck SalesCrook Motor Company Freedom Truck FinanceHess Auctioneers, LLCHino Motors Sales USALiberty International
 National Truck ProtectionPACCAR Financial CorporationRig-ConnectRoadRunner DriveAway
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