The Swiss Army Knife of Lifting... A Dealer’s Guide to Farm Jacks
Raymond Padgett

They’re not shiny like LED lights, they’re
not glamorous like weight-distribution
hitches, and they definitely don’t get
customers posting selfies on Instagram.
But when something heavy needs lifting,
shifting, pulling, rescuing, or
“MacGyvering,” the farm jack becomes
the star of the show.

Farm jacks are one of the easiest,
highest-margin, lowest-return products
you can sell. This training exists because
too many customers walk into dealerships
saying things like:

o “My Jeep is stuck in mud up to the

windows.”
e “Ineed to pull a fence post and
my neighbor’s advice almost killed me.”
¢ ‘| bought a cheap jack online and it bent like a wet noodle.”

These customers aren’t just looking for a tool - they’re looking for a solution. That's where you come in.
This article will turn your team into farm-jack-selling machines - confident, fast, funny, and able to
diagnose a customer’s needs in under 30 seconds. You'll learn how to position farm jacks as the obvious
choice, how to crush objections, how to upsell without sounding pushy, and how to merchandise the
category so it practically sells itself.

By the end of this training, your dealership team will be able to:
¢ Instantly diagnose which farm jack a customer needs (even when the customer has no idea what
they’re talking about).
Explain the category like a pro - without drifting into “YouTube survivalist guy” territory.
Handle objections with confidence, speed, and a little swagger.
Increase ticket size with smart upsells and cross-sells.
Reduce returns, reduce complaints, and reduce the number of customers who say, “I bought the
wrong thing.”

Why This Category Matters: Because Customers Keep Doing... Creative Things

If you’ve never sold farm jacks before, you might assume they’re a niche item that won’t move. But
customers do some wildly creative things with their trailers, trucks, and off-road toys - and those
“creative choices” usually end with, “I need help.” That's where you step in with a real farm jack that
actually solves the problem.

This category is one of the most misunderstood and under-explained in the RV, trailer, and off-road world.
But when you sell it right, it becomes a high-margin, low-return, fast-turning, repeat-customer machine for
your company. This provides you with:
e Profit: Farm jacks are impulse-adjacent - customers don’t plan to buy them, but when they need
one, they need one now.
e Fewer Returns: Fewer “this thing bent like a pool noodle” complaints.
o Faster Sales: Clear SKUs, clear capacities, clear use cases = fast recommendations.
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WHAT FARM JACKS DO
[ LIFTING |

What Farm Jacks Do (Besides Terrify
Weak Jacks Everywhere)

Farm jacks are mechanical wonders - the
heavy-lifting, problem-solving brutes of the
tool world. They’re built to hoist trailers,
trucks, Jeeps, tractors, and just about
anything else customers manage to get stuck,
sunk, tilted, or wedged into the earth. They're
perfect for recovering buried vehicles, pulling
stubborn fence posts, leveling equipment on
uneven ground, and handling any general “|
need leverage and brute force before | lose
my mind” situation. Think of them as the
Swiss Army Knife for when stuff goes wrong -
and let’s be honest, stuff goes wrong a lot.

They’re typically purchased by people dealing with emergency roadside I|ft|ng off-road recovery,

post-pulling, equipment leveling, or
the aftermath of a questionable
decision. In other words, anyone
who has ever declared,
e  “My truck (or trailer) is
stuck in the mud.”
e ‘I need something stronger
than this cheap jack |
bought online.”

e “| can't get this post out of
the ground.”

e “My old jack is slipping,
bending, etc.”

The Farm Jack Buyer’s Checklist
(AKA: Don’t Buy Junk)

When customers shop for a farm
jack, they’re not browsing for fun -
they’re trying to solve a problem
that usually involves something
heavy, stuck, crooked, buried, or
otherwise misbehaving. That
means your job isn’t just to point at
the shelf; it's to guide them toward
a jack that won'’t bend, slip, rust, or
embarrass them in front of their
friends. A great farm jack isn’t just
“ajack” - it's arescue tool, a
leverage machine, a recovery
device, and sometimes the only
thing standing between a customer
and a very expensive mistake. The
chart below breaks down the
features that actually matter, why
customers should care, and how to
steer them toward the jack that will
make them say, “Wow, that was the
right call.”
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What to Look For

What It Actually Means

Why Customers Should

Care

Dealer Recommendation

Load Capacity (lbs.)

Maximum safe lifting weight

Prevents bending, slipping,
or catastrophic “gravity
wins” moments

Recommend 8,000 Ib.
capacity for 95% of
customers

Lift Height (inches)

How high the jack can raise
something

Determines if it works for
trailers, Jeeps, tractors, etc.

Recommend 48” minimum
height for universal
coverage.

Construction Material

Steel vs. mystery metal

Strength, durability, reliability

Recommend all steel
construction only — avoid
bargain bin alloys.

Base Plate Size

Stability on uneven or soft
ground

Prevents sinking, tipping,
and panic

Recommend wide base
plates or upsell a base
accessory.

Ratcheting Mechanism
Quality

Smoothness, strength,
reliability

Safer, easier lifting

Recommend premium
ratchet systems

Corrosion Resistance

Powder coat, zinc hardware,
rust protection

Longer life outdoors

Recommend
powder coated models with
rust resistant hardware.

Top Clamp / Winch

Allows pulling, spreading,

Turns jack into a multi tool

Recommend models with
clamp/winch points for

Attachment clamping off roaders & farmers.
Customers want strong but Recommend mid weight
Weight of the Jack Portability vs. strength 9 steel jacks (not ultra light,
manageable
not boat anchors).
Recommend brands with
Warranty Strength Coverage + ease of claims |Peace of mind simple, fast warranty

processes.

Price to Performance
Ratio

Value vs. cheap junk

Better long term investment

Recommend mid tier
pricing with premium
performance

The Real-World Brand Breakdown (No Sugarcoating)
When it comes to farm jacks, every brand claims they’re the toughest, strongest, most unstoppable hunk
of steel ever forged by mankind - but the real world has a way of exposing the truth. Out in the mud, on
the trail, in the field, or on the side of the highway at 11:47 p.m., some jacks rise to the occasion... and
others fold faster than a cheap lawn chair at a family reunion. This chart strips away the marketing fluff
and breaks down how each major brand actually performs where it counts: in the hands of customers
who overload everything, get stuck everywhere, and always swear “this has never happened before.” No
sugarcoating, no brand favoritism - just the honest, dealer-focused breakdown you need to sell the right

jack every time.
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What Customers .. Tractor Supply
Ultra Fab Hi Lift
Should Look For Brand
Load Capacit 8,000 Ib — clearly 7,000 Ib — strong but 5,000-7,000 Ib — varies
pacity labeled, real world tested |pricier by batch
Lift Height 48” or 60” options 48” or 60” options gf(_JS depending on
Construction Material All steel, heavy duty All steel, heavy duty Steel, but inconsistent
Base Plate Size Wide, stable base Good base, solid Varies — some narrow
Ratcheting Mechanism Smooth, reliable, Very good, proven Hit or miss
low return
Corrosion Resistance Powder coated + zinc Good coatings Varies widely
hardware
Top Clamp / Winch Points | o5 Strong & Yes Sometimes
reinforced
Weight / Portability Balanced — strong but Slightly heavier Inconsistent
manageable
Brand Reputation rs(;[{j:ni reliability + low Legendary off road brand |Mixed
Warranty Strength 1-year 1-year Varies
Price to Performance Best value in the category H.|gh performance, BudgeF friendly but
higher price inconsistent
#1 choice — best )
. . Great for brand loyal .
Dealer Recommendation |margins, lowest returns, Good backup option
: off roaders
easiest sale

What Ultra-Fab Brings to the Table

Ultra-Fab has built its reputation on quality and value - not on racing to the bottom on price - and their
farm jacks are the perfect example. They deliver the same (and often better) real-world performance as
the big legacy brands, but at price points that let resellers earn more while giving customers a better
solution. Ultra-Fab isn’t just another jack on the shelf; it's the dependable workhorse that shows up early,
stays late, and never calls in sick. While other brands lean on hype, nostalgia, or “trust me, bro”
marketing, Ultra-Fab wins by doing the one thing customers actually care about: working every single
time. Engineered to survive the kind of abuse customers swear they didn’t cause, these jacks reduce
returns, boost margins, and make your parts counter look like a hero factory. This is the brand your
customers should walk out with - and the one your dealership should always lead with.

Item . Lift
Number Capacity Height Best For Why Dealers Love It
Your everyday hero. Fits 90% of
Trailers, trucks, Jeeps, Fast seller, universal customers. Perfect for RVers, farmers,
38 944200 | 8,000 Ibs |48 inches |equipment leveling, post height, low returns, high trailer owners, and anyone who needs
pulling margin serious lifting power without the extra
length.
. Premium upsell, solves “I | Your off road monster. Built for lifted
Off road recovery, lifted need more height” rigs, deep recovery situations, and
38 944201/ 8,000 Ibs |60 inches |Jeeps/trucks, deep 9 gs, deep Y > and
customers, strong repeat customers who always want “the big
mud/sand extra reach » h ;
sales one.” Great upsell with excellent margins.

How to Sell Farm jacks: Live Examples

Selling a farm jack isn’t about rattling off specs - it's about reading the customer, diagnosing their real
problem, and guiding them to the jack that will actually save their day (and sometimes their dignity). This
section gives you real conversations, real objections, and real counter-ready scripts you can use the
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moment someone walks in saying, “| got something stuck...” or “My buddy said this would work.” These
live examples show you exactly how to steer the conversation, build confidence, overcome hesitation,
and close the sale with authority. Think of this as your playbook for turning everyday customer chaos into
quick, profitable wins at the counter.
e Scenario 1: The Stuck Trailer
o Customer: “My truck’s jack failed and | can't lift it.”
o Dealer: “You need a mechanical farm jack with enough height and strength. The
Ultra-Fab 48” 8K jack will lift it safely and reliably.”
e Scenario 2: The Off-Road Adventurer
o Customer: “My Jeep is stuck in mud.”
o Dealer: “You need a recovery-grade farm jack. The Ultra-Fab 8K gives you the leverage
and lift height to get unstuck fast.”
e Scenario 3: The Farmer
o Customer: “I need to pull fence posts.”
o Dealer: “This jack is perfect - strong, tall, and built for exactly that kind of job.”

Real-World Objection Responses That Work

Every salesperson hears the same objections over and over - “l saw it cheaper online,” “| don’t think |
need something that heavy-duty,” “My buddy said this one works fine,” and the classic, “Let me think
about it.” The difference between losing the sale and closing it comes down to how you respond in that
moment. This section gives you the exact, real-world responses that consistently turn hesitation into
confidence and objections into easy wins. Ready to turn pushback into profit? Let's get into it.

e Customer: Why is this more expensive?”
o Dealer: “Because it won’t bend, slip, or fail when you need it most. Cheap jacks cost
Bl more when they break.”
e Customer: “Do | Really Need This?”
FABM JAGK o Dealer: “If you ever lift, recover, or pull anything
e e i o i i o SRR heavy - yes. And when you need it, you'll be glad
you bought the good one.”
e Customer: “I've always used Hi-Lift.”
o Dealer: “Great brand - Ultra-Fab gives you the
same strength with better value.”
e Customer: “Can’t | just use a bottle jack?”
o Dealer: “Not for recovery, not for posts, and not
. 13 : for uneven ground. This is the right tool for the
Cuntrulled I.|lt F 3 jOb."
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how to position the jack, how to control the lift,
how to lower it without drama, and how to keep
customers out of trouble before it starts. When
your staff understands these basics, they not only
prevent misuse and returns - they become trusted
experts who can confidently guide customers
toward safer, more successful results every time.
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Setting up and operating a farm jack safely starts with the basics: placing the jack on stable, level ground,
engaging the ratchet mechanism properly, lifting slowly and deliberately, and lowering the load with full
control. Most problems come from a handful of common mistakes - using the jack on soft or uneven
terrain, overloading it beyond its rating, positioning it at an incorrect angle, or neglecting routine
maintenance on the mechanism. And while many issues can be solved with proper use, there are times
when the jack should be referred to service: bent components, a damaged or slipping ratchet, significant
rust that compromises strength, or situations where it's clear the customer shouldn’t be operating heavy
equipment at all. This awareness helps prevent accidents, protects equipment, and keeps both customers
and staff safe.

Closing Insights for Better Selling
When it comes to farm jacks, Ultra-Fab gives you something every dealership wants

but not every brand delivers: dependable quality, real-world performance, and
margins that actually make sense. Customers trust a jack that works every time,

and dealers trust a product that doesn’t come back through the door with problems. "ltra hb
Ultra-Fab checks both boxes.

Stocking these jacks means fewer headaches, faster turns, and a parts counter that always has the right
solution ready to go. Don’t wait for the next rush, the next stuck-in-the-mud customer, or the next “Do you
have something better?” moment.

Get your inventory in place now - because Ultra-Fab farm jacks aren’t just easy to sell... they’re the kind
of product that keeps customers coming back for everything else you offer.

Test Your Skills

You've got the knowledge, the scripts, and the selling strategies - now it's time to put them into action.
This quick skill check drops you into real customer situations and SKU-selection challenges to make sure
you’re counter-ready. Use what you've learned, trust your instincts, and see how well you can navigate
the scenarios you’ll face every day on the sales floor.

1) A customer says, “I just need a cheap jack to get my trailer unstuck once in a while.” What should
you ask first?
A. “Do you want the red one or the black one?”
B. “What’s your budget?”
C. “What type of trailer and terrain are you dealing with?”
D. “Do you want the tallest jack we sell?”
2) Acustomer says, “I've always used the other brand - why should | switch to Ultra-Fab?” What's
the best response?
A. “Because everyone else buys Ultra-Fab.”
B. “Ultra-Fab gives you the same strength with fewer returns and better real-world reliability.”
C. “The other brand isn’t good anymore.”
D. “Ultra-Fab is the cheapest option.”
3) A customer wants to use a farm jack on soft, uneven ground. What should you tell them?
A. “You need a solid base or support plate to prevent sinking or slipping.”
B. “It'll be fine - just go slow.”
C. “Use it only on concrete.”
D. “Use the jack S|deways for better stability.”
4) A customer says, “l saw a cheaper one online.” What's the strongest value-based reply?
“Then you should buy that one.”
“Ultra-Fab costs more because it's heavier and harder to ship.”
“We can’t match online prices.”
“Online jacks don’t always match their ratings - Ultra-Fab gives you proven strength and
fewer failures.”

oo®>
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A customer brings in a jack with a bent beam and claims it's a warranty issue. What’s your next
step?

A. Replace it immediately.

B. Tell them it's definitely misuse.

C. Inspect for signs of overloading, incorrect angle, or unstable ground use.

D. Refuse service.

A customer with a stock-height pickup needs a jack for occasional trailer lifting. Which SKU is the
best fit?

A. 38-944200 (48")

B. 38-944201 (60")

C. Neither - they need a bottle jack

D. Both are identical

A customer with a lifted Jeep frequently goes off-road in mud and sand. Which SKU should you
recommend?

A. 38-944200 (48")

B. 38-944201 (60")

C. Either one

D. Neither - farm jacks aren'’t for off-road use

A customer wants the smallest jack that still handles heavy loads safely. Which SKU fits best?
A. 38-944200 (48")

B. 38-944201 (60")

C. Both - same capacity

D. Neither - they need a winch

A customer says, ‘Il want the one with the most reach for recovery situations.” Which SKU is the
correct upsell?

A. 38-944200 (48")

B. 38-944201 (60")

C. Both - same heigh

D. Neither - reach doesn’t matter

10) A customer is unsure whether they need the 48" or 60" model. What's the best clarifying

question?

A. “Which color do you like better?”

B. “What vehicle height and recovery situations are you dealing with?”
C. “Do you want the more expensive one?”

D. “Do you want the biggest jack we sell?”

Check Your Work

1)
2)

3)
4)

5)
6)
7)
8)
9)

Correct Answer: C “What type of trailer and terrain are you dealing with?”

Correct Answer: B “Ultra Fab gives you the same strength with fewer returns and better real world
reliability.”

Correct Answer: A “You need a solid base or support plate to prevent sinking or slipping.”
Correct Answer: D “Online jacks don’t always match their ratings - Ultra Fab gives you proven
strength and fewer failures.”

Correct Answer: C Inspect for signs of overloading, incorrect angle, or unstable ground use.
Correct Answer: A 38 944200 (48")

Correct Answer: B 38 944201 (60")

Correct Answer: A 38-944200 (48")

Correct Answer: B 38-944201 (60")

10) Correct Answer: B “What vehicle height and recovery situations are you dealing with?”
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