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FinishFirst (w/UTI)
• 12 week program, students graduate with Certifications

Get Ahead
• Partner with Dealer/Distributor for DTNA Web Training access

Diesel Tech Jobs
• Find a Dealer/Distributor job within DTNA network

Become a Tech
• Key reasons to get into this industry

within the program
200 schools 

within the program



• FREE - No cost, no risk!

• Partner w/Dealer/Dist (crucial since DTNA is not the hiring entity)

• Students earn course credits towards certifications (points awarded when hired)

• DiagnosticLink software licenses (10) are now free

• www.DTNAconnect.com login ID

• Administer training as best seen fit in 
collaboration with your Dealer/Dist partner



PARTNERSHIP PROGRAMSCHOOL

DTNA

Dealer/Distributor

STUDENT
SYSTEMS CERTIFIED

ADMINISTER TRAINING



• https://freightliner.com/

• https://www.westernstartrucks.com/

• https://demanddetroit.com/

• STA@Daimler.com
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• Use of Get Ahead

• Onsite visits – both ways

• Encourage involvement on your Boards

• What skills do they expect for an incoming Tech

• P/T student employment to cement learning?
• Accurate expectations of the industry/work environ

• Current technology scrap bin parts



1 - Private vs Public

2 - Job placement at Dealer/Distributor  

3 - Facing Dealer Trainer

4 - Last taken exam in Get Ahead

5 - Number of WBT taken

6 - Number of Students

7 - Number of Instructors

8 - How long enrolled in Get Ahead 

This ranking establishes your eligibility in the 
following slides Truck and Training Aid programs



Overview

• DTNA, Dealer, School participate in a 3 way split providing                                  
a used DTNA truck with modern technology 

Criteria

• Top Tier in the Get Ahead program

• Modern technology truck

• Target 10 - 20 schools a year

• School can sell truck in a year or two potentially doubling their investment, 
allowing them to “buy up” to newer truck.

• Dealer could have buy back option



Overview
• Many schools have limited budget w/outdated equipment 

Criteria
• Top Tier in Get Ahead

• DTNA $ match of corporate built training aids

• Target 10-20 schools a year

• Promote brand awareness and loyalty



www.dtnaarc.comwww.dtnaarc.com
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