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ou receive a lot more than
quality tow trucks when you
purchase Jerr-Dan towing

equipment . . . the least of which
are solutions to specific towing
needs and challenges. 

However, rather than looking at
your existing or future Jerr-Dan pur-
chase from the standpoint of simply
fulfilling specific towing needs, look
at your purchase as an opportunity.

Whether you are towing a high
number of vehicles from crowded

parking lots or
garages, like the
impound towers
featured on Page
4 and Page 16, 
or strategically
winching a semi-
trailer from a ditch
with a 60-ton
Rotator, there are
specific needs that
must be satisfied if
you’re going to
get the most out of

your towing equipment.
When you rely on Jerr-Dan to

assist you in your daily towing 
challenges, here are some of the
other benefits you’ll receive:

• Advice and consultation from
an experienced sales staff at 
Jerr-Dan as well as the distributor
level — advice that can help
improve your towing operation’s
efficiency and productivity

• Assistance
from product
specialists
spanning all
the markets,
from light- to
heavy-duty
carriers and
wreckers

• Personal and friendly product
support personnel, dedicated to
timely, conscientious customer 
service

• Customized consultations to
help you choose the right tow
equipment for your particular 
application

• Recommendations on operator
and service training programs

• Leasing plans suited to 
your needs

• Finally, you receive an all-
inclusive, solutions-based support
team to convert your specific towing
challenges into an opportunity that
can improve productivity and drop
more into your bottom line.

So you see, we not only sell 
the best carriers and wreckers on
the market, but we also provide the 
best presale and after-sale service
and support.

Give us, or your local Jerr-Dan
distributor, a call today. We are 
all equipped and ready to help 
you take advantage of opportunities
to improve your overall towing
operation.

Jeff Weller
President
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customers’ needs. The company cur-
rently services impound towing con-
tracts for more than 300 property man-
agement companies, homeowner asso-
ciations, private businesses and govern-
ment locations. The company completes
about 1,500 tows a month with only
four tow trucks. (Three are in operation
at all times, around the clock.)

Advanced Towing also sports a very
low rate of client turnover. This says a
lot about the quality service the towing
operation provides as property man-

agement companies
aren’t obligated to use a
towing company for any
length of time. Contracts
are not binding, and a
property manager can
cancel or change towing
companies at any time.

To date, Advanced
Towing has lost only one customer —
and that was due to a management
change at the customer’s location, not
service issues at Advanced Towing.

Specialized tows
Impound towing is the only type of

towing the six drivers of this 15-
employee company perform. Additional
services include sign and permit print-
ing as well as parking lot and curb
striping — basically all the markings
(signs, permits, etc.) a company needs

ashington, D.C. is a
bustling place to live and
work. The capital city of

the United States is home to more
than 600,000 people, yet the city
itself spans only 68.25 sq. miles.

An area as densely populated as
this city (and the surrounding cities
like Arlington and Fairfax, Virginia)
bring with it certain challenges, espe-
cially to the towing industry.

“There’s simply a lot of traffic in
Washington, D.C., Arlington and
Fairfax, which are the main areas we
service,” explains John O’Neill, co-
owner of Advanced Towing Service.
O’Neill co-owns the towing company

with longtime friend John Sundstrom.
Previous owner Mike Reynolds now
serves as the company’s general
manager.

“This area is definitely an urban
environment,” confirms Sundstrom.
“Streets are congested and parking is
limited, but that’s part of what keeps
us in business!”

Location matters
Advanced Towing’s main office

sits right in the middle of the city of
Arlington. The location of this 8,000-
sq.-ft. office/lot allows O’Neill,
Sundstrom and Reynolds to be effec-
tive at the high-speed type of towing
they focus on: impound towing.

“This is fast-turnaround business,”
says O’Neill. “We tow a car to our
lot and are back out on the street
ready for another tow — it’s the way
it has to be for us to be successful.”

Five minutes seems to be the mag-
ical response time for Advanced
Towing customers, typically property
management companies. These cus-

tomers want an illegally parked vehi-
cle towed within five minutes, sooner
if possible. Advanced Towing’s cen-
tral location is part of what makes
this a reality, explains Sundstrom.

Customers also demand more
from a towing company today than
they used to, agree all three. 

“When I first started, it didn’t mat-
ter what towers looked like, what
type of tow trucks we operated, or
even what type of service we provid-
ed,” recalls O’Neill, who has 10
years of towing experience. 

“Today our customers want drivers
to look respectable; they want tow
trucks that are quiet and quick; 
and they want to be able to carry on
an educated conversation with us,”
he adds.

O’Neill, Sundstrom and Reynolds
have succeeded in meeting their 

W
OWNER PROFILE
Advanced Towing Service
Arlington, Virginia

Jerr-Dan Fleet Profile:
Wreckers:

Three MPL light-duty wreckers 

Services
• Impound towing 

(Parking management services)
• Full-service sign-making facility

(including parking lot striping and 
curb painting)

• Vehicle storage and relocation

TOWING IN 
OUR NATION’S

All three of
Advanced
Towing’s MPL
light-duty 
wreckers ride on
V-10, gasoline-
powered Ford
F350 chassis.

WASHINGTON, D.C. IS A FAST-PACED
MARKET FOR IMPOUND TOWING. READ ON
TO SEE HOW THIS TOWER RESPONDS.

CAPITALCAPITAL
The Advanced Towing territory includes all of Washington, D.C.
Here, one of the company’s two MPL wreckers tows a car in
Arlington National Cemetery. The Capitol, Lincoln and
Washington Monuments are visible on the horizon.

Owner Profile
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Advanced Towing co-owners John Sundstrom, left,
and John O’Neill, right, work closely with Mike
Reynolds, general manager, to ensure their towing
company retains that small-company feel.



to enforce its parking rules.
“To streamline our business, we

decided it was financially beneficial to
remain relatively small, but keep very
busy,” explains Reynolds. “Large vol-
ume, small overhead — this is the for-
mula that works for us!”

And work it does. Since taking over
ownership of the company a little more
than a year ago, Advanced Towing has
quickly risen to the second-largest
impound towing company in northern
Virginia.

O’Neill credits a good client base,
great colleagues and a lot of hard work
to the success of the company.

“We each have our own specialities:
John is great at towing; Mike has years
of towing and management experience;
I work well face-to-face with clients,”
says O’Neill. “We each do our own
thing and meet in the middle once a
week to see how it’s working. So far it’s
been a perfect fit for each of us.”

The reliable MPL
Also credited by all three Advanced

Towing’s management members is the
type of truck they rely on: Jerr-Dan MPL
light-duty integrated wreckers.

“We need to tow a certain number of
vehicles every month to stay in business,”
says O’Neill. “And the MPL wreckers
help us do that.”

When O’Neill and Sundstrom 
purchased the company in March of
last year, the fleet consisted of one MPL
and one non-Jerr-Dan truck. The MPL
quickly became the favorite for
Sundstrom, who has 20-plus years of
towing experience.

“I had never operated an MPL
before, but I loved it from the minute I
started towing with it,” stresses
Sundstrom. “It’s fast, it’s easy to oper-
ate, and most importantly, it’s reliable.

“We don’t have to fix the 
Jerr-Dan truck,” he adds. “We have 
a rack of hoses for the other (non-
Jerr-Dan) truck, but we’ve never had to
fix the lines on the MPLs. Not once.”

Additional comments Sundstrom had
for the MPL: “The reach is great — it
can really grab a car. You can park it
next to any other truck and you can SEE
the difference in the wheel-lifts. The
MPL’s wheel-lift stands up better than
any other. The low profile and negative
tilt are huge benefits for towing cars in
parking ramps.”

The MPLs have been such a great fit
for the company, O’Neill and
Sundstrom purchased two more last
year. All three ride on V-10, gasoline-
powered Ford F350 chassis.

A fun place to work
O’Neill, Sundstrom and Reynolds

work hard to make their towing company
a fun and desirable place to work.
Everyone from the dispatcher to the tower
to the office manger work hard, but they
have a good time. Employee turnover is
nonexistent. And according to O’Neill,
there is a stack of employment applica-
tions on his desk from those who want to
work for Advanced Towing.

But growing the company to astro-
nomical proportions isn’t in the towing
company’s future. “We plan to stay only
as large as we are,” O’Neill reveals.
“We must offer exceptional service, and
remaining our current size allows us to
do just that. It’s our formula for success
and we don’t plan to change it.”

He concludes: “The age-old saying: If
you surround yourself with good people
and work hard, then success will come 
. . . well, that’s exactly what we’ve done
and it’s worked very well for us.”  ■

One of the company’s three MPLs is shown here towing a car at a contracted property in Arlington.
The signs in the background were made by Advanced Towing.
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Pierce Manufacturing Inc. recently introduced the new Rail
Rescue — a fire truck equipped to ride rail tracks. This new
product is offered exclusively by Pierce and was developed in
response to recent railcar derailment incidents and accidents in
locations only accessible by rail. 

The Pierce® rail rescue has railway
gear installed near the front and rear
wheels, which hydraulically deploy for
movement. To engage the rail gear
equipment, the fire truck drives up to a
rail crossing and aligns the rail gear
over the tracks. The mechanism is then
hydraulically deployed and engaged. The front axle is lifted off
the track while the innermost tire on each side at the rear of the
truck stays in contact with the tracks to monitor and adjust speed
and braking to reach the situation location. 

“Recently, there have been fires and accidents in areas acces-
sible only by rail. Because of those incidents, customers asked for
a vehicle that could get them to the incident,” says John
Randjelovic, president of Pierce. “We hear positive responses

from departments who need this equipment to better serve their
communities.”

The Pierce rail rescue can be built on any Pierce custom chas-
sis, but must be configured for the specific location. The radius of

curvature on the rail track will deter-
mine the wheelbase of the rail gear,
and the gauge or width of the track
will determine the spacing of the rail
wheels; so each truck must be cus-
tomized to the particular area in which
it will be put into service. 

Pierce Manufacturing Inc., a sub-
sidiary of Oshkosh Truck Corporation, is a leading manufacturer
of custom fire apparatus. Products include custom and commer-
cial pumpers, aerials,
rescue trucks, wildland
trucks, minipumpers,
elliptical tankers and
homeland security
apparatus.

PIERCE RAIL RESCUE IS RIGHT ON TRACK

PIERCE ANNOUNCES OPENING OF 
NEW MANUFACTURING EXPANSION

Pierce Manufacturing Inc. opened its new
manufacturing expansion at its Grand
Chute, Wisconsin, facility. 

The expansion was spurred by strong
growth in the fire, rescue and homeland
security apparatus industry. The development
provides Pierce with additional capacity to
meet this growing demand, help enhance
quality, reduce lead times for customers, and
streamline manufacturing processes to meet
the company’s “lean” manufacturing initiative.  

“Our customers’ confidence in Pierce’s
premium-quality apparatus has allowed us
to move forward with this major expansion,”
says John Randjelovic, president of Pierce.

The $18.5 million dollar expansion 
includes an increase in the square footage of

the McCarthy Road facility by 125,000 sq. ft.,
with a new footprint of 265,000 sq. ft. of
manufacturing space. Construction began in
July 2005, and Pierce began moving manu-
facturing lines into the facility in December.
In January 2006, Pierce started production,
without any interruptions to their schedule. 

“No one else in the industry is making
this type of investment or this type of commit-
ment to building more and better equip-
ment,” said Robert Bohn, chairman, presi-
dent and CEO of Oshkosh Truck
Corporation. “It’s a fine example of the
growth Pierce has built during the 10 years 
it has been a part of Oshkosh Truck
Corporation.”

UPCOMING SHOWS

Date August 10-12
Show Northwest Regional Tow Show 
Location Red Lion at the Quay
City Vancouver, Washington

Date August 10-12
Show 2006 Texas Tow Show 
Location Henry B. Gonzalez 

Convention Center
City San Antonio, Texas

Date August 11-12
Show Michigan Tow Show & Rodeo
Location Marriott at Centerpoint
City Pontiac, Michigan

Date August 25-26
Show Professional Towing and 

Recovery Association of Illinois
Location DoubleTree Hotel
City Alsip, Illinois

Date September 8-9
Show Maine Tow Show
City Old Orchard Beach, Maine

Date September 15-16
Show Virginia State Towing Expo
Location Woodland Place
City Vinton, Virginia

Date September 15-17
Show Statewide Towing Association 

Tow Show and Expo
Location DCU Center
City Worcester, Massachusetts

Date September 22-24
Show Tow Show for Provincial Towing 

Association of Ontario
City Barrie, Ontario, Canada

WELCOME NEW JERR-DAN DISTRIBUTORS!
Jerr-Dan is pleased to welcome these new distributors to the team! Detailed information
on each can be found on the inside back cover.

• Badger Truck Center
Milwaukee, Wisconsin

• Summit Truck Equipment
Commerce City, Colorado

•Sabil & Sons Inc.
White River Junction, Vermont

•California Western Towing Equipment
Torrence, California

•Tri-State Wrecker Sales Inc.
Claremore, Oklahoma



L ike many others in Towing and
Recovery, I was always preoccu-
pied with chasing the dollar, which

meant being away from home every
week, sometimes for more than a week.
As a result, I missed a lot of the good stuff
along the way. In fact, I missed most of the
birthdays, ball games, flowers and a lot
more, but now I’m catching up and start-
ing to smell the roses. 

Speaking of roses, my wife Joan used
to spend time working in her flower gar-
dens and too often I made cute remarks
about the time she invested, especially
with the roses. In fact, in a weak moment I
challenged her that I could buy any
“cheap” rose from the local feed store,
plant it and without any care the rose
would prosper to be bigger and brighter
than any she carefully nurtured. She took
the bet and I picked out a yellow rose for
my entry. I planted and watered it and
then proceeded to forget about it. 

Sure enough, my rose grew and pros-
pered and became the delight of the
neighborhood. She lost the bet and gladly
paid up (a homemade roast beef dinner). 
I gloated over my victory and took pictures
of my beautiful flower until everyone grew
tired of the story. However, there’s more to
the story and I’ll get to that a little later.

Plan to succeed
Over the years I have noticed there are

some people who seem to get a lot done
without working very hard. Others, like
myself, invest a great deal of time, energy
and sweat and accomplish very little. 

I had trouble understanding the reasons
until someone told me a story about a man
chopping wood. He was swinging his ax
just as hard as he could without even taking
a rest break. A passerby stopped to observe
his progress and suggested that if he sharp-
ened his ax he could chop more wood. But,
the man said he couldn’t afford to take the
time to sharpen his ax because he had to
chop that whole pile of wood before sun-
down. I think this illustrates how some of us
in the T&R industry seem to get more done
with less time and energy. Those are the
ones who use a sharper ax or a better “tool.”  

Then there are the towers who plan
better. I once heard about the most suc-
cessful real estate salespeople in the coun-
try. It seemed he spent every morning
going through his notes from the previous
day, organizing his call list for that day.
Usually it was almost noon before he
could strike out to make his daily calls —
however his sales were much greater than
others on his team. He sold more in less
time by better organizing his work. So,
score a point for better planning.  

And then there is the mechanic who
carefully observed the work of others,
allowing him to learn from their mistakes.
Score another point for education and
training. A real benefit of education 
is the ability to work with confidence as
opposed to the person lacking proper
training who sometimes works out of 
deep desperation. The more challenging
the work, the more desperate the
untrained person can become, which
leads to mistakes, even accidents, not to
mention total failures.  

Better tools, better planning, better
training — simple enough but how many
of us pay attention?

Become a student 
It has been said that salespeople are

easily sold. As a salesman I believe this to
be true and offer a story about a vacuum
cleaner salesman who knocked on the
door one day when I was home alone. I
opened the door and the salesman imme-
diately started with a prepared speech
that was intended only to get him in the
house. Something like ”Good afternoon,
sir. I know you’re busy but if you’ll give
me just two minutes, I’ll show you a new
product that will definitely improve your
life and win your wife’s approval in the
process.” I let him in; after all, what can
two minutes hurt? Besides, I’m up for win-
ning an “attaboy” from Joan anytime.

He stepped into our living room,
promptly reached in a bag and tossed a
handful of dirt on the carpet. Without
wasting a single moment, he plugged his
vacuum cleaner into the wall socket and
quickly removed the dirt.  Then, with a flip
of the wrist, a snap, click and clunk, he
disassembled the vacuum into several
major components.  

Without stopping he reassembled the
machine, wrapping the cord smartly
around the holders. Standing erect with
the vacuum at his side something like a
soldier standing at attention, he asked for
the order and did so well within his two-
minute time frame.  

I could go on, but the point of the story
is that I was so impressed by his vacuum,
planning and training that I bought the
machine, despite the fact that we already
had another make in the closet. And, I
didn’t get an “attaboy” from Joan.
Instead, she wanted to know why I bought
another vacuum when we already had a
good one in the closet? 

Jack’s Heavy-Duty

Starting with that vacuum cleaner pur-
chase, I became a student of salesman-
ship. I paid close attention to folks who
made high-ticket sales like cranes, air-
planes and quality cars. Without excep-
tion, they all have a good (if not the best)
product, effective marketing and sales
planning and obviously great training.
Again, better tools; better planning; 
better training.   

Too many of us think of salespeople as
first cousins to ordinary garden pests, but
if you really want to learn about some-
thing new, listen to a professional sales-
person. I’m always amused by the sign
that commands “Salesmen Keep Out!” It
should also say “I’m the dumbest person
in town and intend to stay that way!”

As busy as they are, doctors take time
to talk with and listen to salespeople for
that’s how they stay on top of their game.
No, I’m not talking about a guy who 
peddles vegetable choppers at the county
fair. I’m talking about the guy who knows
his product and can make an intelligent
presentation in the least amount of time,
effectively respond to questions and ask
for the order without applying undue
pressure or offering an apology.

Apply it to towing 
So, you think we’re only talking about

product salesmen here? What if you as a
tower put these same principles to work
selling your services instead of simply
quoting prices on the phone?  With 
Jerr-Dan equipment you already have the
best tools (equipment) — all you need to
do is develop a marketing plan and train
yourself or a key employee to make it
work. Better tools, planning and training. 

I am baffled by a tower with a million
dollars worth of modern equipment and
an enviable performance record who will
allow his potential customers to talk only
about price. This bad habit puts him in
direct competition with the tower who has
nothing more to sell but a cheap price. 

The next time the phone rings and the
unknown voice asks how much to transfer
a priceless antique car from “Yourtown”
to “Mytown,” it’s time for preparation
(training) to kick in with a response such
as: “We have the most modern, damage-
free towing equipment
in the industry and are
financially able to guar-
antee your complete
satisfaction.” Without
hesitation, continue:
”We will be glad to
provide a list of satisfied
customers who, like
yourself, place a high
value on their vehicles.
Our fees are reason-
able and competitive for the services 
we render.”  

Also, call on those prospective 
customers even before they’re in a crisis
situation. Following our game plan, make
an appointment with the owner (NOT the
service writer in the shop) of the luxury
car dealership in town. Arrive at the
appointed hour in your shiny new 
Jerr-Dan carrier. (Substitute your Jerr-Dan
Heavy Duty Wrecker and make the 
call on a local fleet operator.)  

The best product, the best plan 
and the best training amounts to a 
winning combination no matter what
products or services you’re 

selling. And, in the words of the late
Donnie Cruse, “Never do in public what
you haven’t practiced and perfected in
private.” Believe me, selling can be just as
demanding (and rewarding) as handling
a tractor-trailer rollover on the freeway, so
practice before you try.  

And back to the rose garden . . . with-
out my knowledge, Joan had faithfully
tended “our” yellow rose bush for months
with tender loving care until it was the
biggest and best. Is that a superior sales
job or what?  But then, after all, who was

the “best” salesperson?
See Ya’ Soon! ■ “Better tools, 

better planning,

better training —

simple enough, but

how many of us 

pay attention?”

Stop and 
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SMELL
The best tools, best planning, best training — a winning combination for any industry.

theROSES
Jack Schrock



D urability; reliability; the    
power to handle the most difficult

towing jobs — this is what you
expect from a Jerr-Dan carrier and this is
exactly what we’ve built into every carrier
bearing our name.

The newest Jerr-Dan carrier is 
certainly no exception. A Jerr-Dan carrier
with self-loader grids provides versatile,
reliable, industry-leading performance 
and strength to take on whatever the 
towing job demands. 

Get even more
from one carrier 

Jerr-Dan’s underlift is available as 
an option on standard-duty Jerr-Dan 
carriers including:

• Steel Best-In-Class 5 Ton
• Steel Rustler 5 Ton
• Steel Shark 5 Ton
• Aluminum Pioneer Fixed Rail 5 Ton
• Aluminum Pioneer Dual Angle Fixed 

Rail 5 Ton
• Aluminum Pioneer Removable 

Rail 5 Ton
This underlift functions automatically so

there is no need to handle L-arms.
The underlift is available in optional

ZOD (zero-degree) and non-ZOD
configurations. The ZOD underlift option
provides maximum clearance to towed
vehicles regardless of ground profile.

One of the most
important safety features of the self-
loader grid configuration is the patented
LOCKLINK™ mechanism. This overcenter,
self-locking device mechanically locks 
the wheel retaining arms in the fully 
tire engaged position. This prevents the
vehicle from becoming released should 
a problem occur with a hydraulic cylinder,
hose or fitting.

Like all features on Jerr-Dan carriers,
the new option is equipped with NO-
LUBE technology.

All major pivot points and wear pads
are lubed for the life of the carrier, help-

Product Profile
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The power to handle the most difficult towing and recovery jobs.

“There’s no 

need to hand-fit 

L-Arms — the

hydraulic-operated

L-Arms do the

work for you.”

ing to reduce maintenance time and expense.
Crossbar cylinders are protected to reduce 

wear and increase useful life. Each cylinder is
enclosed within the crossbar assembly to protect
against damage.

The lifting capacity of wheel lift is 
3,000 lbs. The self-loader grid is available on all
Jerr-Dan standard-duty carriers with a minimum
gross vehicle weight rating of 19,500 lbs.  ■ 

CARRIER UNDERLIFT 
with self-loader grids



  *Class: GVWR: 3, 4 and 5 conventional chassis cabs.
**Based on 2005 Commercial Truck Quality Study.

2007 FORD SUPER DUT Y® 
www.commtruck.ford.com

WITH THREE VALVES PER CYLINDER, 

THIS TRUCK FLAT-OUT HAULS.

When you have one on the hook and two waiting, you need the power of 

the 6.8L Triton® gas engine in the Ford F-350/F-450/F-550 Super Duty.®

With best-in-class 362 horsepower and 457 lb.-ft. of 

torque,* you have the added power to do your job 

faster and easier. In fact, our best-in-class gas 

torque* helps provide quicker takeoffs 

with the same hook weight. That means 

more calls for you. And more hang-ups 

for your competition.

No wonder Ford F-Series is the 

best-selling truck 29 years running, 

as well as the number one chassis 

cab for customer satisfaction with 

vehicle quality.** 



B eating the Response Time Clock —
it’s the name of the game now,
more than ever. Your customers

expect it. Your bank account demands it.
Customer retention hinges upon it. Time cer-
tainly equals money. How efficient are you? 

In numerous surveys conducted by vari-
ous auto clubs, one criterion that continues
to dominate the list for customer satisfaction
and retention is: How fast did you arrive on
the scene after the stranded motorist called? 

This criterion far exceeds other variables
such as truck appearance, driver appear-
ance, cost and even driver knowledge!
Think about it, whether your employee
knows what they are doing or not, the
stranded motorist places more emphasis on
when they get there! 

The reason appears to be simple — a
feeling of safety. When a person (especially
female) is stranded, it tends to be in a loca-
tion they are not familiar with. And sadly, in
this day and age that can be a dangerous
situation. It should be of little surprise to
anyone that people desire to feel safe. Until
your truck and driver arrive on the scene,
they definitely do not feel that way. 

There are a number of questions you
should ask yourself as an owner of an
Emergency Roadside Assistance company: 
How can we manage the customer’s percep-
tion of our response time? How can I be
assured that I am arriving on the call loca-
tion as quickly and efficiently as possible? 

Learn by doing
Here are a few pointers we have learned

over the years:
1. Managing customer expectations

and perception. Since response time “per-
ception” is of paramount importance, our

drivers will intentionally bring their “actual”
response time to their customer’s attention.  

Our company protocol is as follows: 
Our drivers will greet the member in a
friendly manner and then say the following:
“Although we are contracted to be on 
the scene within 30 minutes, we actually
arrived within (blank)
minutes.” 

Our driver writes
the number of min-
utes on the back of
their business card as
a “proud” friendly
reminder. We do this
every time we arrive
to a call within 30
minutes, yet we real-
ize time can be elu-
sive and easily dis-
torted. It has been
our experience that
our customers’ “perception” of our response
time is twice as long as the actual time.  

Over the past three years we averaged a
response time of 17 minutes. Yet when our
customers are surveyed, they will inevitably
say 30 to 32 minutes. It is our job to manage
their perception of our service and give our
customers a “reality check.” This helps them
more accurately appreciate and appraise our
service which will hopefully motivate them to
rely on our company again.

Obviously it is impossible to reach all
your customers within 30 minutes. When we
are unable to connect with a customer in the
promised or contracted time, we do our best
to provide rapid phone contact with the cus-
tomer. It truly is the next best thing to being
there. Our drivers use cell phones to keep in
contact. Of course, if you handle your own

dispatching, you will have more control over
managing the customer’s expectation. 

2. Keep the team alignment. Our team
is united and focused on safely getting to
the customer in record time. Our company
promise states: “We’ll find you fast and get
you back on the road quickly and safely.”

From the time an
employee is interviewed,
all the way through the
hiring and training
process, our team mem-
bers are schooled on our
commitment to rapid
response time. 

3. A system of
accountability. What
good does it do to have
all the latest high-tech
equipment if you have a
driver that likes to hide
out? You know the type 

. . . they seem to disappear until there is 
a “high dollar” tow, and then they are 
all over the radio. We have used the 
latest equipment to identify this type of 
driver, and then we have taken the proper
steps to either change their actions, or help
them “change” careers. 

We installed satellite GPS locators in all
our trucks several years ago, and now won-
der how we ever got along without them.
We also have Bluetooth Wireless GPS and
are able to watch our trucks no matter
where we are in the world! 

We have installed small laptops in our
supervisors’/managers’ trucks so they can
constantly monitor our drivers’ locations and
the calls that are being dispatched. 

A fellow tow company owner a few
miles away from us is considering installing

Business Management

live Web-cams in each of his trucks so he
can watch his driver’s performance! It’s truly
that important — you simply can’t afford to
have slackers in your company. You won’t
last long if you do because one day soon
your competitors will not have any!  

Four of our 17 drivers are traffic con-
trollers who constantly assist in the process
of getting the closest and correct truck to the
scene. Also, on a daily basis our managers
review our response time performance and
personally interview any driver with a
response time greater than 30 minutes.

4. Eliminate cherry picking. This directly
correlates with the previously mentioned
driver behavior. We simply do not allow it.
Each of our drivers must take the call that
he/she is closest to, no matter what type it
is or how many of the same type of calls
they have already handled that day. If you
happen to be in the vicinity to pick up sev-
eral dolly tows in a row, that’s just the luck
of the draw. Maybe tomorrow you will pick
up several long distance tows or police-
department-generated accident tows. We
have tried all other methods like rotating
calls, but found it too costly with fuel and
time. GPS has made this all possible to
enforce. We, and our drivers, have actually
seen the law of averages come into play
and within a two-week pay period, all types
of calls balance out. We’ve actually tracked
them. Pretty amazing, yet true. 

5. Utilize proper equipment. There is a
vast difference in the performance charac-
teristics of different types of equipment and
each is suited for a particular job. In high-
volume towing, there is a need for trucks
that can back up and hook up to cars from
strange angles, and move fast. This is why
we chose the Jerr-Dan MPL40 self-loader.

We average 100 or more tows per day,
and with that kind of volume, we need to
do it NOW. With the MPL40 we can back
up to a car and hook it, even at a 90-
degree angle! Try that with your traditional
wheel-lift — it simply won’t happen. 

With the Jerr-Dan MPL40 our trained
drivers can run circles around our other
trucks. We are one of the few in the Bay
Area to use MPL40s, although I receive fre-
quent calls from towers who wish to see it
demonstrated. We are always happy to do
this and trust that before long we will see
more MPL40s on the road. 

Of course, we must also have a few
wheel-lift trucks for specific purposes, which
is why we upgraded to Jerr-Dan wheel-lift
trucks. We just purchased an aluminum 
HPL 3500 and are excited to put it to work.

We also purchased a Jerr-Dan Pioneer
carrier with a 19-ft. aluminum bed on a
Ford 550 chassis for the same reasons we
bought the MPL40. It’s fast and flexible. 

Compared to a full-size Freightliner or
Ford 650 chassis, the smaller Ford 550
chassis equipped with the 19-ft. aluminum
Jerr-Dan bed can also run circles around
other types of wheel-lift trucks in the crowd-
ed metropolitan areas we service. It is small
enough to fit into underground parking
garages and move all-wheel-drive vehicles.
The aluminum bed adds a weight savings
of several hundred pounds which helps
boost fuel economy. This Pioneer has been
one of our favorite purchases of all times,
and our employees simply love this truck. 

We also continue to utilize full-size car
carriers for heavy-vehicle transporting.
There is definitely a niche to be filled with
each type of equipment, so pay attention to
what you spend most of your time doing

and purchase accordingly. 
One additional major consideration is

truck downtime. The reliability of your
equipment is priceless. We have learned
that we can depend upon Jerr-Dan equip-
ment. Down trucks not only affect your prof-
it and loss, but they also affect your
response time.

6. Perfect call taking/dispatch. Never
underestimate the impact that these two
areas have over your business nor the diffi-
culty involved in performing these tireless
tasks. Quite often, stranded motorists don’t
know where they are and are inept at find-
ing relative landmarks. We have found that
the ideal Call Taker has great listening skills
and does their best to get the right location
and send the right truck to the call. This
takes a lot more finesse than it first appears.
We perform “secret shopping” with our dis-
patch service to see how many times they
let the phone ring and how well they listen
to and handle the entire process. The reality
is that a customers’ satisfaction begins the
minute they call your company for service
and doesn’t end until you get them back on
the road both safely and quickly.

7. Pay attention to staffing. We over-
staff our company by one driver. This keeps
us prepared for employee turnover and
helps offset the unexpected absences com-
mon to any small business. Common sense
will tell you that it takes a certain number of
people to run your calls, and anytime an
owner tries to “get by” they will pay a 
higher price in loss of customers than that
extra driver will cost.

One of your primary tasks as a bus-
iness owner or manager is to find a way to
get time on your side. After all, time really
is money. ■ 

“There is definitely a
niche to be filled with

each type of 
equipment you 

purchase, so pay 
attention to what you

spend most of your
time doing and 

purchase accordingly.”

By Brent and Cheri Ellison-Carroll of Ellison’s Towing Inc.

Beating the response
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TIMECLOCK
Because time really is money.



Reliability is key
In addition to Jerr-Dan equipment’s

reputation of reliability and durability,
the wrecker’s hydraulic extendible
recovery boom with dual elevation
cylinders and holding valves — and a
precision power tilt-and-fold underlift
system — make it a truck the company
won’t operate without.

Both of Dominion’s MPL wreckers
ride on 2006 Ford F350 V-10 chassis.
A 141-in. wheelbase and gasoline
power (for a quieter engine) are also
standard.

The MPL wreckers have been in 
service for Dominion Towing since
December of last year. They are the

most popular wreckers among drivers
and have held up to the Jerr-Dan repu-
tation of reliability and durability.

“The MPLs are very strong and
they’ll pick up anything,” says Fleming.
And the most important benefit of all:
“We don’t have to fix them,” he notes.

“We have parts for all our other
trucks in stock. But we don’t need spare
parts for our Jerr-Dan tow trucks —
they don’t break down,” Fleming adds.

Worthwhile for all
Although impound towing is the only

type of towing service the company cur-
rently performs, it also has its own full-
service sign making facility. The sign

f you are a property manager
within a 50-mile radius of Prince
William, Alexandria and Fairfax,

Virginia, you’ve probably heard of
Dominion Towing Inc.

This region’s towing company has
been a strong leader in the impound
towing market for the past 10 years.
Dominion Towing offers parking
management services to condomini-
ums, homeowner associations, apart-
ment complexes, businesses and
many others who work and live in
these facilities. 

Established in 1996 with one man
and one truck, the company has
experienced steady growth and is
now one of the leading providers of
full-service parking management in
northern Virginia. 

With storage facilities in Fairfax,
Merrifield, Springfield, Arlington,
Shirlington and Woodbridge, the 32
employees of this towing company
service most of northern Virginia. All
storage facilities are staffed and
open 24 hours.

“Ours is a 24-hour business,”
explains Brad Fleming, Dominion
Towing manager. “We have to oper-
ate 24 hours a day to be successful.
After all, private property impound
towing, or nonconsensual towing,
isn’t a service for which many people
thank you!”

Swift and silent
The gist of Dominion’s 3,000

monthly tows: A call, or agreement,
from a contracted property manage-
ment company initiates a swift, silent
tow by one of Dominion’s 12 tow
truck drivers. 

Once the offending vehicle is
secured, the driver tows it to one of
the company’s six storage facilities.
The impounded vehicle is stored at
the locked and secured facility until
its owner arrives and pays the fee to
release it. 

Approximately 80 percent of 
vehicles towed to a Dominion storage
facility are claimed within a day. The
remaining 20 percent are sold at
auction or disposed.

Swiftness and speed are two 
critical factors to successful impound 
towing, according to Fleming. Both
factors led Fleming and company
owner Scott Wolfe to Jerr-Dan MPL
light-duty integrated wreckers.

I

Left to right,
Heather Wolfe,
Kate Wade and
Kelly Huffman
handle the
everyday office
operations at
Dominion
Towing.

SWIFTNESS IS THIS EASTERN TOWING
COMPANY’S SECRET TO BEING A LEADING
IMPOUND TOWER IN NORTHERN VIRGINIA. 

Dominion Towing secures contracts with property managers all across northern
Virginia. Pictured here, Brad Fleming, manager, uses one of the company’s two
MPL wreckers to tow a car at a Dominion-contracted property.

Owner Profile
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OWNER PROFILE
Dominion Towing
Fairfax, Merrifield, Springfield,
Arlington, Shirlington and
Woodbridge, Virginia

Jerr-Dan Fleet Profile:
Wreckers:

Two MPL light-duty wreckers 
Carriers:

One standard-duty steel rollback 
carrier with a 21-ft. bed

Services
• Impound towing 

(Parking management services)
• Full-service sign-making facility

(including parking lot striping and 
curb painting)

• Vehicle storage and relocation

SPEED
PAYS OFF

SPEED



shop is dedicated to providing contract-
ed properties with a variety of towing/
parking signs, parking permits and
pavement striping.

“We used to perform roadside serv-
ice as well as other types of towing
services,” recalls Heather Wolfe,
Dominion office manager. “But after
analyzing the time/money/personnel
we spent tracking down payments, we
decided that impound towing was the
best way to spend our time and fuel.”

The signage portion of the business
is often used as a tool to help secure
accounts. “We may offer to stripe a cus-
tomer’s parking lot in exchange for the
contract to tow on their property, as
long as it makes sense for all involved,”
she explains.

Contrary to popular belief, Dominion
is not paid by property management
companies. Instead, the company’s
income comes solely from the fee paid
by the impounded vehicle’s owner. 

Dominion charges the maximum
allowed by the county and state per
tow, currently around $100. “By law,
tow rates haven’t increased in 20 years,
yet the price of trucks, tires and insur-
ance have certainly increased in the
same time frame,” Fleming says.

“We don’t pay the property
management companies,” he
stresses. “It’s their property and
they come up with the rules; we
just enforce them.”

That enforcing can take sever-
al forms: patrolling parking
lots/structures for permitted cars,
responding to a call to tow an
illegally parked car, etc.

“We operate on predeter-
mined criteria from each account,
as well as on an as-needed/per
call basis,” Fleming notes.  

No. 1 is service
Just as Dominion Towing

requires reliable, lasting equip-
ment, its property manager customers
also have demanding expectations.

“In our area of northern Virginia,
people come from all different states
and are here for different reasons,
which brings a wide mix of customers,”
notes Fleming. “We tow vehicles from
all different areas, from slums to high-
end neighborhoods.

“Every customer is different and they
all want something different,” says
Fleming. “They want us to charge what
they think we should; they want us to

release cars for free when they made a
mistake and had them towed; they want
us to be prompt and report every time
we tow a car — they really want it all
— and we do our very best to give
them everything they want and more.”

But no matter what, keeping 
customers happy, however, is a No. 1
priority for everyone at Dominion
Towing. “We always want to keep our
customers happy. You have to take 
care of your customers; they ARE your
business,” he adds.  ■

Dominion Towing’s full-service sign making 
facility provides parking signs and permits

for contracted customers.

After analyzing the time/money/personnel Dominion Towing spent on other towing services, 
management decided that impound towing was the best way to spend time and fuel.
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Industry News

Florida Tow Show
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More than 6,000 attendees enjoyed the outdoor exhibits under
sunny skies at this year’s international trade show.

Above: Jerr-Dan distributor Atlanta
Wrecker & Carrier Sales was in full
force this year, selling dozens of
Jerr-Dan carriers and wreckers.

Wayne Sullivan III and Wayne Sullivan
stand proudly with their new Jerr-Dan 
60-ton Rotator.

Right: Paul Saffelle, Jerr-Dan 
product demo specialist, 

demonstrates the Jerr-Dan MPL40
light-duty wrecker.

The WTRAA (Women of the Towing &
Recovery Association of America) celebrated
their 25th anniversary with a breakfast,
sponsored by Jerr-Dan, honoring the organi-
zation’s past presidents.

Left to right: Wreckers LTD Sales
staff Mike Marion, Mike
Gonzalez, Scott Norris and Kevin
Moody, take a picture break.

Calvin Henderson of Ford
Commercial Truck, right,

presents PWOF president
Joe Driscoll with the keys

to the 2007 raffle truck
for next year’s show. The
truck is a Ford F650 XLT

SuperCab Pro Loader with
21-ft. Jerr-Dan removable

rail steel B.I.C. Carrier.

The 2006 raffle truck winner, Gay Rochester
of Rochester Automotive, Statesville, North
Carolina; pictured with, left, Jack Russell,
Atlanta Wrecker & Carrier Sales; and, right,
Mike Seamon, PWOF. 

Jeffrey and Laney
McKinney, children
of Atlanta Wrecker

& Carrier Sales
owners Jeff and
Tracy McKinney,

turn the raffle drum
for the 2006 raffle

truck and other
awards.

Atlanta Wrecker & Carrier representatives
unveil the 2007 raffle truck, pictured at right.



Show & Go
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Jerr-DanWhat does YOUR 
look like?

Do you have an image of your Jerr-Dan rig thatyou’d like to share with readers?Submit your photos via:
E-MAIL to RunHard@cygnusb2b.com  (High-res photos only. Hint: Set your digital camera to take photos as large of a size and as many pixels as possible.)  MAIL to Editor, Run Hard magazine1233 Janesville Avenue, Fort Atkinson, WI 53538In addition to your photo, tell us what model of Jerr-Dan you have, what model chassis you have and

why you are submitting your rig! 

WOULD YOU LIKE TO SEE YOUR RIG PICTURED HERE?

Calls come in for all kinds of towing jobs in this industry. Check
out this yellow duck car (from the Batman ride at Houston’s
AstroWorld), towed by a Jerr-Dan Shark. The 19-ft. steel-bed 
carrier rides on a 2006 Chevy 5500 chassis and is owned by
Patrick Heins of PBH Transport and Towing in Houston, Texas.

Ron Ketch Jr. of Ron & Son’s Towing is proud to call this
Jerr-Dan dual-winch MPL40 his own. The wrecker rides
on a 2006 Ford F-550 4x4 chassis. Ron & Son’s Towing
is a AAA Preferred Provider in western Morris County,
New Jersey. The unit is one of seven trucks running a
high call volume of AAA and local police calls. The truck
is owned by Ron Ketch Jr. of Kenvil, New Jersey, and
operated by Ryan Feeney of Flanders, New Jersey.

Baker’s Towing of Naples, Florida, was recently called
upon to recover a four-passenger helicopter that had
crashed due to engine failure. The 79-year-old pilot 
survived. After the recovery, the pilot and Baker’s Towing
owner Tom Baker loaded the helicopter on a Jerr-Dan carri-
er and transported it to the owner’s hangar. The pilot was
so impressed with the new 50-ton Jerr-Dan, mounted on a
Kenworth chassis, he rode back with Tom in the wrecker.

Owner Jeff Carson of Auto Recovery and
Collections in Brooklyn Park, Minnesota, receives 
a lot of compliments on his Jerr-Dan Shark. The 
19-ft. aluminum bed carrier is equipped with a
wheel-lift and has an additional 60-gal. tank, on-
board air, GPS navigation, full stereo system with
satellite and 12-disk CD, emergency strobe and
oscillator lights, hood, billet grille and custom
paint. The carrier is mounted on a 2002 F450
Lariat crew cab chassis.

Owned and operated by Kevin Allen of Drake Towing 
in Vancouver, British Columbia, this B.I.C. steel Jerr-Dan 
21-ft.-bed carrier is equipped with a ZOD wheel-lift, four 
36-in. stainless boxes and 16 Strobe lights. The 2003 Sterling
Acterra chassis is Mercedes powered and incorporates a
1,000-watt stereo. 

This Jerr-Dan 19-ft. steel-bed Rustler carrier is the first Jerr-Dan
purchased by Manuel De Lera of Express 1 Mexico, located in
Mexico City. De Lera now owns two Jerr-Dan carriers. Both ride
on GM Silverado chassis.



Who’s Who
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We salute Sgt. Donald McQuillan of the 
United States Marine Corps. Donald is 
a veteran of Operation Enduring Freedom
(Afghanistan) and is currently stationed at
MCRD, Paris Island, South Carolina. He is 
the son of Jay and Debbie McQuillan of 
South Deerfield, Massachusetts. Jay is a 
sales manager at G & S Industrial, Inc., 
Jerr-Dan distributor in western Massachusetts.

In the Military

We at Jerr-Dan want to honor the menand women of the United States military —they are protecting our country every day.Please share your photos with us. Submit your photos via:
E-MAIL to RunHard@cygnusb2b.com  (High-res photos only. Hint: Set your digital camera to take photos as large of a size and asmany pixels as possible.)  MAIL to Editor, Run Hard magazine1233 Janesville Avenue, Fort Atkinson, WI 53538In addition to your photo, please supplyus with your loved one’s name, branch, rank,where they are currently stationed (if appropriate) and their relationship to you.

DO YOU HAVE A LOVED ONE IN THE MILITARY WHOM YOU WOULD LIKE TO HONOR HERE?
We salute Major Colonel Paul Whitecar,

M.D., of the United States Army. 
Dr. Whitecar is stationed at Fort Bragg,
North Carolina and is currently serving

in Iraq. He is the brother-in-law of
Anthony and Denise Mecca of 

Yonkers, New York.

Robert Lampitelli,
left, and Stephen

Ruggirello, center,
of J&J Towing,

Staten Island, New
York, along with
Phil Hammond,

Jerr-Dan regional
manager.

Arnott Serviss, left, of Jerr-Dan distributor
Santiam Enterprises, Portland, Oregon, and 
John VannBeckner, AA Towing, Albany, Oregon.

Jerr-Dan president
Jeff Weller, left, and
Wayne Sullivan Jr.
of Sullivan’s Garage,
Baltimore,
Maryland, at Las
Vegas Motor
Speedway.

Donald Barton, right, of Reliable Towing
and Recovery in Ft. Pierce, Florida, with
Scott Norris, center, Wreckers LTD, Jerr-Dan
distributor, and Weldon Wright, left, 
Jerr-Dan product specialist.

Have you seen any familiar
faces lately?



U.S. & Canada Jerr-Dan Distributor Listing
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ALABAMA
Arab, AL
Austin Hinds Motors Inc.
256-586-8161

Ozark, AL
Stormins Inc.
334-774-7138

ARIZONA
Phoenix, AZ
Todd Equipment, Inc.
480-557-8633

ARKANSAS
Caraway, AR
Cars, Inc.
870-482-3614

Pocahontas, AR
Ward’s Wrecker Sales 
& Service
870-248-1000

CALIFORNIA
Hawthrone, CA
Tow World Inc.
310-263-1200

Concord, CA
Best Equipment
510-569-1288

Fontana, CA
Gooding Enterprises, Inc.
909-357-7920

Fresno, CA
Valley Wrecker Sales Inc.
559-485-1513

San Leandro, CA
Tow World Inc.
510-430-9894

Torrence, CA
California Western Towing
Equipment
310-787-0208

West Sacramento, CA
Riverview International
Trucks Inc.
916-371-3110

COLORADO
Commerce City, CO
Summit Truck Equipment 
303-289-3161

DELAWARE
Selbyville, DE
Danzi Brothers Inc.
302-436-2000

FLORIDA
Jacksonville, FL
Stover Sales Inc.
904-696-3496

Miami, FL
Rechtien International Trucks
dba Wreckers Limited
305-888-0111

Riviera Beach, FL
Rechtien International
dba Wreckers Limited
561-882-9050

Sanford, FL
Rechtien International
dba Wreckers Limited
407-321-8474

Tampa, FL
Atlanta Wrecker & 
Carrier Sales Inc.
813-626-2144

GEORGIA
Smyrna, GA
Atlanta Wrecker & 
Carrier Sales Inc.
770-432-0097

ILLINOIS
Champaign, IL
Prairie International
217-352-4187

Chicago, IL
Chicago International Trucks
708-496-7500

Decatur, IL
Prairie International
217-877-8411

Elmhurst, IL
Worldwide Equipment 
Sales LLC
630-617-9848

Quincy, IL
Prairie International
217-222-1518

Springfield, IL
Prairie International
217-523-5631

INDIANA
Greensburg, IN
Hedinger’s Auto Care, Inc.
812-663-7885

KANSAS
Wichita, KS
Kansas Truck Center
316-838-3800

KENTUCKY
Burlington, KY
Tipton Auto Sales & 
Parts Inc.
859-689-4222

Richmond, KY
Tebco of Kentucky
859-624-0653

LOUISIANA
Gary, LA
Southland International of
Louisiana
985-876-3000

Harahan, LA
Southland International of
Louisiana
504-733-7711

West Monroe, LA
Plunk’s Truck Parts &
Equipment Inc.
318-388-4460

MAINE
South Portland, ME
Hews Company LLC
207-767-2136 

MARYLAND
Aberdeen MD
JP Chevrolet
410-272-0300

Baltimore, MD
Beltway International
410-247-5700

MASSACHUSETTS
Lancaster, MA
Crawford Truck Sales Inc.
978-534-1954

West Hatfield, MA
G & S Industrial
413-247-9631

MICHIGAN
Detroit, MI
Santoro Inc.
315-526-1300

Muskegon, MI
Port City Wrecker Sales
231-773-2001

MINNESOTA
St. Paul, MN
Twin Cities Wrecker Sales
651-488-4210

MISSISSIPPI
Brandon, MS
Magnolia Wrecker Sales
601-825-6400

MISSOURI
Kansas City, MO
KCR International Trucks Inc.
816-455-1833

St. Louis, MO
Miller Brothers Inc.
314-752-5726

NEBRASKA
Omaha, NE
Omaha Truck Center
402-935-2440

NEVADA
North Las Vegas, NV
McCandless International
702-642-8789

Sparks, NV
Silver State International
775-685-6000

NEW JERSEY
Hasbrouck Heights, NJ
Nussbaum Sales Corp.
201-288-3885

Shrewsbury, NJ
Circle Truck Center
732-741-3130

Spotswood, NJ
Giancola Motor Car Corp.
732-251-4422

NEW YORK
Albany, NY
P.A. Ruth Automotive
518-456-0356

Hornell, NY
Elsenheimer Chevrolet
607-324-3330

Port Jefferson Station, NY
Ramp Chevrolet Inc.
631-473-1234

NORTH CAROLINA
Clayton, NC
Eastern Wrecker Sales
919-553-4038

OHIO
Akron, OH
Fallsway Equipment 
Co., Inc.
330-633-6000

Canal Winchester, OH
Bob McDorman 
Chevrolet Inc.
614-837-3421

Toledo, OH
ABCO
419-536-6123

OKLAHOMA
Claremore, OK
Tri-State Wrecker Sales Inc.
918-342-4244

OREGON
Lyons, OR
Santiam Enterprises
503-859-2793

PENNSYLVANIA
Collegeville, PA
Mobile Lifts
610-489-1900

Columbia, PA
Nussbaum Equipment Inc.
717-684-0189

Greencastle, PA
Mason Dixon 
Trucks & Carriers Inc.
717-597-9400

Scenery Hill, PA
ASCO Enterprises Inc.
724-945-5525

Wilkes-Barre, PA
Wilkes-Barre Truck
570-823-0144

Windber, PA
GAP Chevrolet
814-467-4596

SOUTH CAROLINA
Orangeburg, SC
Smith Services Inc.
803-533-1585

TENNESSEE
Rockwood, TN
Glenn’s Motors and 
Auto Parts
865-354-0622

TEXAS
Buda, TX
Wrecker Capitol
512-312-5655

Dallas, TX
Coker Equipment
214-742-5221

Houston, TX
RPM Equipment
281-590-1494

UTAH
Salt Lake City, UT
Rocky Mountain 
Wrecker Sales
801-268-8850

VERMONT
White River Junction, VT
Sabil & Sons Inc.
802-295-4325

VIRGINIA
Manassas Park, VA
Horton Truck and
Equipment
703-530-7800

WASHINGTON
Tacoma, WA
Northwest Equipment Sales
& Service
253-922-7581

WEST VIRGINIA
Parkersburg, WV
Matheny Motor Truck Co.
304-485-4418

WISCONSIN
LaFarge, WI
LaFarge Truck Center
608-625-4285

Marshfield, WI
Mid State Truck Service Inc.
715-591-2591

Milwaukee, WI
Badger Truck Center
414-344-9500

West Allis, WI
Badger Truck of West Allis
800-553-1927

Windsor, WI
Badger Truck of Madison
866-846-0680

CANADA
Charlesbourg, Quebec
Plamondon Camquip LTEE
418-849-7575

Dorval, Quebec
Del Equipment Limited
514-684-1760

Edmonton, Alberta
Alberta Motor Association
780-430-5520

Mississauga, Ontario
H.R. Runciman & Co., LTD
905-625-7222

Moncton, New Brunswick
Del Equipment Limited
506-857-4291

Port Coquitlam, British Columbia
Del Equipment Limited
604-941-6241

Call 800-926-9666 for information on your nearest authorized Jerr-Dan Distributor.
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