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IronPlanet is the world’s leading online auction company for buying
and selling used construction and agricultural equipment. We offer a
convenient, reliable, and easy-to-use auction approach that minimizes
hassles and maximizes satisfaction. But we do more than just auction
equipment — we nurture long-term relationships based on trust and
results. Sellers achieve faster and more profitable sales through lower

transaction costs and a global audience of buyers. And, buyers trust

the equipment they bid on was inspected and that there are no surprises.

For more information, go to www.ironplanet.com or call your local

representative at 888-433-5426.

www.ironplanet.com

INSPECTED & GUARANTEED

IronPlanet inspection reports

are considered the industry

standard by both buyers and

sellers. We provide impartial

equipment condition reports based on

a thorough physical inspection including
detailed photos with zoom capability along
with the inspector’s point-by-point comments.
Prospective bidders can view detailed
side-by-side comparison of multiple items
during the two weeks leading up to auction
day. Customers consistently say our
guaranteed inspection reports are the #1
reason they buy through IronPlanet.

Auctions you can trust IH n Il
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By Stan Orr, CAE, AEMP Executive Director

Difficult economic times are creating challenges for everyone in the asset-management

profession: you the asset manager, as well as your business partners in the Equipment
Triangle — the manufacturer and distributor.

AEMP recognizes those challenges, and as with all businesses, the organization faces
its own challenges. That is why we are being proactive in creating more value for anyone
choosing to be a part of this organization. Now more than ever, AEMP can provide you
with the tools you need to survive these trying times.

For instance, we recognize that travel restrictions are creating challenges to attend
national conferences where we offer world-class education. As such, AEMP is developing a range of educational
offerings designed to deliver best practices directly to you. They are part of a new program called AEMP
University, and when deployed will save you time and money while providing you with the tools you need to
manage and maintain your fleet.

e Online study courses to aid those seeking to obtain the Certified Equipment Manager credential. These
courses will allow you to save hundreds of dollars on the costs associated with attending AEMP conferences
to participate in a CEMI. Think of it as a CEMI on your desktop.

e Traveling education courses are now being put together to deliver live educational and networking
opportunities in your area. Three are tentatively planned for the coming year, and will include a meal,
networking, and an industry expert speaking on the hot topics of today: emissions, telematics, and fleet
survival in an economic downturn.

e AEMP, in partnership with Construction Equipment, will continue to offer free webinars. These highly
successful webcasts are not to be missed!

Benchmarking is increasingly being utilized to provide companies with critical insight into operating costs
for their fleets. This provides companies with the data they need to take a closer look at ways to reduce costs,
increase productivity, and feed the bottom line. In the coming months, AEMP will be conducting the industry’s
first benchmarking survey. AEMP will collect and produce aggregate benchmarking numbers on everything
from shop costs to staff expense to warranty costs and more. As a participant in this survey, you will be provided
with results to enable you to see how you stack up against other companies. This valuable tool will provide you
with insight on ways to reduce costs as well as identify strengths and weaknesses within your organization. We
encourage you to participate in this landmark survey.

AEMP is increasingly being recognized as the go-to organization for the profession and the industry. We
encourage you to stay involved and participate in the plethora of education and networking opportunities.

Now more than ever, AEMP is your best partner.

Stan Orr, CAE

Executive Director

www.aemp.org Summer 2009 _




@ JOHN DEERE
PRODUCTIVITY | UPTIME | LOW DAILY OPERATING COSTS

Nothing Runs Like A Deere”

t-All"

This brainy backhoe has an answer for everything. Equipped with optional parallel-
lift boom and quick coupler, the new John Deere J-Series Tool Carriers are the definition of versatility.
Exclusive Total Machine Control (TMC™) provides unsurpassed operating ease and convenience. Two
armrest-mounted joysticks allow fingertip control of both the loader and backhoe. Plus, TMC makes it
pushbutton-easy to customize operation and precisely match the machine to the job. See us today about
the super-smart, super-productive J-Series.
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The AEMP Foundation is pleased
to award scholarships to 14 students
planning to enter the technician
profession. The scholarship compe-
tition is open to students all over
the United States who are interested
in pursuing a career as a heavy-
equipment technician.

The AEMP Foundation is
committed to addressing the cur-
rent critical technician shortage by
assisting those who wish to make a
career as a heavy-equipment tech-
nician. This year, the Foundation
was delighted to see a record
amount of interest in the scholar-
ship program. By raising awareness
of the critical role of the profes-
sional technician, the Foundation
hopes to help meet the needs of
the industry’s future.

This year, scholarships were
awarded to:

MITCHELL COLYER OF FAIRFIELD,
ILLINOIS. Mitchell is a second-year
AEMP scholarship recipient. He
has been awarded the FFA State
Degree award and is currently
applying for FFA American
Degree. Mitchell has been
excelling at Rend Lake College
with Dean’s List honors and is
anxious to gain experience with
computerized testing equipment.

KLAYT KINYON OF LEWISTON,
IDAHO. Klayt is the Foundation’s
other second-year scholarship
recipient. Klayt is currently
attending Lewis-Clark State

Www.aemp.org

College and is enjoying the diesel
technology program. Klayt gained
a massive amount of technical
knowledge his first year and is
excited to start a full-time job

in the summer and see what his
second year at LCSC has in store
for him.

ZANE OSGOOD
OF ISCHUA, NEW

YORK. Zane kept
busy through
high school as
the President

of FFA, patrol
leader for Boy

Zane Osgood was
awarded the 2009
Slezak Scholarship.

Scouts, a participant
in varsity swim team, track and
field and National Honor Society.
In addition to that, Zane also
repaired machinery on his family’s
farm, and worked as an intern
bulldozer operator at a local
contracting company. Zane will
be attending Alfred State College
where he will be studying heavy-
equipment and diesel technology.

CHRISTOPHER SHIRLEY OF
HEDGESVILLE, WEST VIRGINIA.

Christopher was the recipient of
the prestigious Eagle Soar Award
through the FFA as well as a
National Technical Honor Society
member. Chris’s grandfather
sparked his interest in mechanics
at an early age, helping him turn
an old lawnmower into a spiffed
up pulling tractor. Chris is looking
forward to studying at Wyotech in
the fall.

KEVIN MCKINLEY OF FAIRLEE,
VERMONT. Kevin was the class
president of the heavy-equipment
program as well as a National
Technical Honor Society member.
Kevin hit the ground running in his
high school’s heavy-equipment class,
drawing on his experiences from
projects with his dad. Kevin will

be attending Washington County
Community College in the fall.

COLTON NETHERS OF NEWARK,
OHI0. Colton participated as a 4-H
safety leader for nine years and was
also involved in FFA. He was also
in a Skills USA Diesel Mechanics
Skills Competition and placed
third. Currently, Colton loves his
position as a diesel technician at
Kokosing Construction and would
like to continue working for them
after he finishes his studies at
Northwestern University.

ETHAN PERKINS OF EAST
HENDERSON, TEXAS. Ethan was
involved with his high school’s
football team and FFA program.
His passion for diesel technology
started when his dad towed home
a broken down ‘66 GMC truck
and Ethan became interested in
learning how to maintain and
fix diesel equipment. Ethan is
looking forward to studying at
the Universal Technical Institute
in Houston, Texas.

BRANDON CHARLESWORTH OF
MILLVILLE, NEW JERSEY. After
11 years of involvement with

Summer 2009 _
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Boy Scouts, Brandon earned the
prestigious award of Eagle Scout
in 2008. Brandon is also a bugler
in American Legion and lettered
in the Millville Marching Band.
Brandon is looking forward to
sharpening his welding skills
and studying diesel technology
at Lehigh Career and Technical
Institute this fall.

SAMUEL BOYLE OF POLSON,
MONTANA. Sam kept busy in high
school with his participation in
cross-country, track, and pep band.
Sam earned the “Coaches Award”
for the 2008-09 cross-country
season. Sam also holds the honor
of an Eagle Scout after serving

as senior patrol leader in his Boy
Scouts troop. Sam is excited to
start his studies at Montana State
University-Northern.

ROBERT EDWARDS OF
HEDGESVILLE, WEST VIRGINIA.

Robert was involved with the
Hedgesville 4-H group and the
FFA, where he earned the Eagle
Soar Award. Robert’s favorite
classes have always been diesel
technology, and he’s ready to study
diesel “full time” at Wyotech in
Blairsville, PA.

MITCHELL MADRU OF FRANKFORT,
OHIO. Mitchell was busy in high
school, serving as vice president
of the local 4-H chapter and
participating in FFA, Skills
USA and golf. Mitchell hopes

to obtain an associate’s degree

in Hydraulic Power and Motion
Control, eventually working as a
diesel technician. Mitchell will
be studying at the Ohio State

m Summer 2009

University Agricultural Technical
Institute.

CODY KING OF SEYMOUR,
TENNESSEE. Cody has always

been interested in trucks, tractors
and heavy equipment, and has
worked on anything he could get
his hands on. He simply loves
learning how things work. Cody is
looking forward to studying diesel
technology at Tennessee Technology
Center in Knoxville, TN.

CHADWICK JACKSON OF PINEVILLE,
WEST VIRGINIA. Chadwick is a three-
year letterman in baseball, is a four-
year academic letterman and a
member of National Technical
Honor Society. Diesel technology
has always interested Chadwick.
Thus far, he’s attended a two-year
program at the Wyoming County
Career and Technical center. Now
he’s looking forward to attending

West Virginia University Institute of
Technology to pursue an associate’s
degree in Diesel Technology.

CHRIS BAXTER OF ALBION, ILLINOIS.
Chris is a four-year participant

on the football team, member of
the Diesel Club and FFA. Chris is
interested in a career where he will
be challenged to continue learning
new technologies and updates.
Chris will be studying at Wabash
Valley College in the fall.

This year the program was able
to provide additional scholarships
with the generous support of the
Foundation’s annual donors, Terex,
Bechtel, Delta Rigging & Tools,
and the Association of Construction
Equipment Managers.

For more information on the
AEMP Foundation scholarship
program, visit AEMP.org.

Mitchell Colyer, 2008 Slezak Award winner, attended the 2009 Annual Conference as a guest of the
Foundation.

WWw.aemp.org
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MAXIMIZE YOUR BOTTOM LINE WITH
A CUSTOMIZED SOLUTION FROM CASTROL.

At Castrol, our goal is to find ways to save your company money. We start by closely examining the way you
use lubricants. Then our experienced sales force works with you to develop a customized plan that combines
the use of our superior products and tools. The result? A unique solution designed to fit your unique needs.
Whether it's extending life of equipment, safely extending drain intervals or even increasing safety, everything
we do or recommend is geared toward improving your bottom line. To find out how a customized plan from
Castrol can save you money, call 1-800-255-4417 or visit www.Castrolheavyduty.com/EM
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survival in a Turbulent Marketplace

Third Annual Asset Management
Symposium Should Not Be Missed!

Make plans to attend the AEMP
Asset Management Symposium,
Oct. 27-28, 2009, in Chicago.

This year’s agenda has been
developed to provide an irrefut-
able return on budget investments.
From keynote speaker and indus-

try expert Charles Vander Kooi

to economist Dave Reinders, the

Management Symposium will give

you the solutions you need for

these uncertain economic times.
This year’s Symposium, Survival

in a Turbulent Marketplace, is full

of sessions that will give you prac-
tical solutions you can implement
the day you get home. Immerse
yourself in current industry issues
such as: obtaining optimal apprais-
als, learning when to dispose or
acquire, and knowing how to act

The Asset Management Symposium will feature roundtable discussions.

and how to react.

You will also have the opportunity
to network and learn with the indus-
try’s most experienced fleet manag-
ers, distributors and CEO/CFOs.
Share ideas and brainstorm solutions
to the industry’s most pressing prob-
lems during two days of speaker
sessions, networking receptions and
roundtable discussions.

Find out more information or
register at www.aemp.org. We guar-
antee this is a valuable opportunity.
Register before September 1st to
stretch your budget even farther by
saving 10% on your registration!

Coming Soon: Certified Equipment Support

Professional Designation

In March 2010, AEMP will introduce a professional
designation for equipment suppliers. The Certified
Equipment Support Professional (CESP) designation
will demonstrate a supply professional’s depth of under-
standing of fleet-management skills and their ability to
interact with all fleet-related professionals. The CESP
designation will be a recognized standard for judging the
qualifications of on- and off-road equipment suppliers.

The CESP will provide a high standard of certifica-
tion to supply professionals. Yet, the CESP designa-
tion is an attainable goal for equipment suppliers who

m Summer 2009

want to be identified as exceptional. The CESP desig-
nation indicates that the Equipment Manufacturers’
or Equipment Dealer representative has demonstrated
— through professionalism, knowledge, experience
and training — that they can easily communicate
with equipment-management professionals in the
industry and that they have demonstrated a depth
of understanding in the 16 competency areas of the
Certified Equipment Manager manual.

More information on the CESP will be available in
spring 2010. Please call 970-384-0510 with questions.

WWw.aemp.org



2009 Asset Management Symposium
& Certified Equipment Manager Institute

Survival in a Turbulent Marketplace
Chicago, IL (Hyatt Regency O’Hare) ¢ October 27-28, 2009

Connect with fellow fleet managers, distributors and CEO/CFQ’s
seeking the management solutions needed in the turbulent
marketplace. Highlights include:

¢ Industry expert Charles Vander Kooi: “Egg Sucking Dogs &
What Contractors Need to Know”

e Economist Dave Reinders: “The Future of the Equipment
Industry”

e Sustaining Fleet Value: The Impact of New Emissions
Standards

¢ Dispose or Acquire? Managing Assets in a Changing Market
¢ Economic Forecast: Knowing When to Act, When to React

¢ Building Owner Understanding of the Value of the
Equipment Department

e Optimal Appraisal: Best Practices in Sale Preparation

Certified Equipment Manager Institute
pcauipmen Join your peers for the CEM Institute (CEMI) and earn your Certified

X

Equipment Manager Certification (CEM) or Equipment Manager Specialist
(EMS) designation. The EMS is a new program designed to assist
developing equipment managers during the first five years of their
equipment management career. CEMI registration includes the study
manual, review of exam subjects with industry leaders, and some meals.

S e@‘@ Applicants must apply by 9/29/09. The exams will be administered on

et R 10/29/09. Contact AEMP at (970) 384-0510 for more information.

fsSSiona\s ’

7o,

Register before September 1st for a 10% discount! Additional
information and registration forms can be found at aemp.org.

Presented by AEMP’s Strategic Alliance Partners
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The next Certified Equipment
Manager (CEM) Institute will be
held Oct. 27-28 in Chicago, IL.
Take this opportunity to elevate
your professional standards,
enhance your performance, and
demonstrate knowledge essential
to the successful practice of equip-
ment maintenance and manage-
ment. Join a distinguished group
of peers nationwide who have
chosen to attain the highest level
of professional excellence.

In addition to the Certified
Equipment Manager (CEM)
designation, this year, AEMP
is unveiling the Equipment
Manager Specialist (EMS)
program. The EMS
program is a learn-
ing opportu-
nity and exam
designed to
assist the
new equip-
ment manager,
with five or fewer
years of experience.

An EMS candidate

or her knowledge of the indus-
try in preparation for eventual
certification as an equipment
manager. EMS candidates must
complete an application and take
the EMS Exam. Candidates have
the opportunity to attend the
CEM Institute and network with
top industry professionals and
an industry mentor. The EMS
Exam will be premiering at the
October CEM Institute.

The CEM and EMS creden-
tials are the key to enhanced
professional stature. The CEM
Institute is a comprehensive,

16-hour preparatory course for

the CEM and EMS exams.
Institute sessions will be
led by industry experts
and cover the
necessary skill
sets needed
in Finance,
Information, Policies
and Controls. Please
see the chart below
for more details on
what topics will be

Who Should Attend:

Candidates for the CEM exam must have

at least five years of experience as an
equipment manager and meet the
requirements listed on the CEM application.
Candidates for the EMS exam have no
required experience levels, but they must
complete an application, be employed in
the equipment maintenance/management
industry, should possess a desire to develop
professional skills, and aspire to become a
Certified Equipment Manager (CEM).

When:
October 27-28, 2009. The exam will be held
on October 29, 2009, from 8 a.m. - 12 p.m.

Where:
Chicago, IL, at the Hyatt Regency O’Hare

Registration:

Enrollment is limited and you must
demonstrate minimum requirements
needed to take the CEM exam. For both
the CEM and EMS exam, applications need
to be completed 30 days in advance of the
Institute. The application requires a $40
processing fee.

More information on Institute and Exam can
be found online at aemp.org under the CEM

will increase his covered. drop-down window at the top of the page.
INANCE INFORMATION POLICIES CONTROLS

Financial Management Benchmarking Employee Training Outsourcing

Negotiations Life Cycle Environmental Requirements Preventative Maintenance

Risk Management Specifications Human Resources Parts Management

Warranty Technology Safety Shop/Facility Maintenance

m Summer 2009
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YOUR SURVIVAL GUIDE...

"We know it's an advantage for us,
because our competitors can't
compete with what we’re doing,
and they don’t even understand
what they’re missing.”

- Brian Singer, Singer Construction
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The new Trimble® Tablet job site hub...

substantially. Let your Trimble dealer show you how to increase your odds with an d )
exchange data, photos and messages with the office

ROI that just makes good business sense. It's not too late.
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2009-2010 AEMP Board of Directors

EXECUTIVE COMMITTEE
Michael A. Bates, CEM
President

Cajun Constructors
mikeba@cajunusa.com
225-677-8134

Daryl Crear

President Elect

Rumpke Consolidated
Companies, Inc.
daryl.crear@rumpke.com
513-851-0122

Richard Brannigan, CEM
Immediate Past President
John R. Jurgensen Co.
brannigand@jrjnet.com
513-326-3675

Matt Bush, CEM
Secretary/Treasurer
The Ruhlin Company
mbush@ruhlin.com
330-239-2800

Guy Gordon, CEM

Vice President
Insituform Technologies
ggordon@insituform.com
636-530-8734

Dave Gorski, CEM

Vice President

K-Five Construction Co.
daveg@k-five.net
708-385-4753

Daniel Connelly

Vice President
Oldcastle Materials
dconnelly@shellyco.com
614-414-5010

ELECTED MEMBERS
Chris Ryan, CEM

Director of Construction
Boh Bros. Construction Co.
cryan@bohbros.com
504-827-7633

Melissa Gauger

Director of Associates
International Truck & Engine
Melissa.gauger@navistar.com
630-753-3010

Sam Houston, CEM
Director of Government
City of Jacksonville
shouston@coj.net
904-381-8263

Lorne Fleming, CEM
Director of Mining
Grace Pacific Corp.
lornefleming@aol.com
808-672-4435

APPOINTED MEMBERS
John Harmon
jharmon@jeffnet.org
541-499-7297

Rex Davis, CEM
RMCI Inc.
rdavis@rmciinc.com
505-345-0008

Www.aemp.org

Bob Merritt, CEM
Washington Group
Division of URS
bob.merritt@wgint.com
208-386-5564

Barry Gilberg

Komatsu America Corp.
bgilberg@komatsuna.com
847-437-4304

Robert Andrade, CEM
randradecosmos@comcast.net

Theresa F. Anderson, CEM
peach219@msn.com
360-456-0374

Carl Porter

John Deere Construction

& Forestry
portercarld@johndeere.com
740-321-1343

Will McFadyen

McFadyen & Associates
will@mcfadyentechnical.com
919-341-8595

Bill Vanden Brook, CEM

City of Madison
bvandenbrook@cityofmadison.com
608-246-4546

Rod Sutton

Construction Equipment
rsutton@reedbusiness.com
630-288-8130

Dave Hardin

Manitowoc Crane Group
david.hardin@manitowoc.com
717-593-5900

Samuel R.N. Simons

OEM Controls, Inc.
srnsimons@oemcontrols.com
203-929-8431

Peter Causer

Volvo Construction Equipment
peter.causer@volvo.com
828-650-2010

EDITORIAL COMMITTEE
Rod Sutton, Chair
Construction Equipment
rsutton@reedbusiness.com
630-288-8130

Leo Holland
lholland23@embargmail.com
252-255-5781

Robert Gordon, CEM
Baltimore Gas & Electric
robert.w.gordon@bge.com
410-597-7443

Dean Mock

Caterpillar, Inc.
mock_dean_b@cat.com
309-578-3942

Irene Grant

City of Abilene
igrant1@suddenlink.net
325-676-6449

James Darryl Syler
City of Little Rock
jsyler@littlerock.org
501-918-4208

Bill Vanden Brook, CEM

City of Madison
bvandenbrook@cityofmadison.com
608-246-4546

Robert Turner, CEM
City of St. Petersburg
robert.turner@stpete.org
727-893-7469

Allen Wright

Forecast Products
awright@forecastparts.com
954-979-1120

Lorne Fleming, CEM
Grace Pacific Corp.
lornefleming@aol.com
808-672-4435

Patrick T. Crail, CEM
John R. Jurgensen Co.
pat.crail@jrjnet.com
513-326-3679

Chuck Hoffner, CEM
Kokosing Construction Co.
ceh@kokosing.biz
740-694-6315

Samuel R.N. Simons

OEM Controls, Inc.
srnsimons@oemcontrols.com
203-929-8431

Robert Andrade, CEM
randradecosmos@comcast.net

Steven McArthur

Titan America
smcarthur@titanamerica.com
540-992-3674

AEMP National
Headquarters,
P.O. Box 1368,
Glenwood Springs,
CO 81602
Phone: 970-384-0510;
Fax: 970-384-0512
E-mail: membership@
aemp.org.
To apply for membership,
go to www.aemp.org.

The subscription rate for
members is $80, which is
included in the Association’s
annual dues. The U.S.
subscription rate for non-
members is $150 for one
year and $275 for two years.
Canadian subscribers add $5
per year; all other non-U.S.
subscribers add $10 per year.
POSTMASTER: Send address
changes to: Association of
Equipment Management Pro-
fessionals, PO. Box 1368,
Glenwood Springs, CO 81602.

PUBLISHED BY

CONSTRUCTION EQUIPMENT

MAGAZINE

LET THE TRUTH

BE TOL

Urea is a hassle you don’t need,
advocated by manufacturers looking
for a quick fix. MaxxForce Advanced
EGR makes it simple: no liquid, no
equipment, no oversight. You take it
easy, and your drivers just drive.

See for yourself. Watch the video at
International
Trucks.com/2010EPA
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Mark Gannon, CEM
Verlon Moore, CEM
Gregory Stashuk, CEM
Robert Tonn, CEM

Bob Merritt, CEM

Marvin Rivera, CEM
Brent Balluff, CEM

Mark L. Bellamy, Jr., CEM
Donald G. Carson Sr., CEM
Charles Hall, CEM

Ron R. Lallo, CEM

Kevin Edwards, CEM
Brent Johnson, CEM
Robert Lawson, CEM
Gene Huffman, CEM
George Hrichak, CEM

Bill Prussman, CEM

Ed Gestido, CEM

Mac Hardaway, CEM
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The Certified Equipment Manager (CEM) Certification program was developed by AEMP and is the recognized
certification in the industry. The CEM program is designed to evaluate professional standards, enhance individual
performance, and recognize those who demonstrate knowledge essential to the successful practice of equipment
maintenance and fleet management.

Join a distinguised group of peers nationwide who have chosen to attain this high level of excellence. For more
information, visit www.aemp.org.

Tom Burbank, CEM
Myron Brubacher, CEM
Roy Widney, CEM

Will Ford, CEM

Robert Genter, CEM
James Kulesa, CEM
Richard Lutz, CEM
James W. Smith, CEM
Nathan Watts, CEM
Richard Mullins, CEM
Clifford J. Francois IV, CEM
Craig Worrell, CEM
Bradley Ament, CEM
James A. Hardesty, CEM
Mike Demelo, CEM

Ted Dexheimer, CEM
Keith Cox, CEM

John Rothweiler, CEM
Robert Bogardus, CEM
Dave Leicester, CEM

Dan Pitt, CEM

Jarot Karcher, CEM
Harold Reich, CEM
Michael Fink, CEM

2007

James Amspaugh, CEM
Richard Behrens, CEM
Danny Brashear, CEM
John Brewington, CEM
Robert Bucklew, CEM
Jeff Buckmaster, CEM
Randall Carter, CEM
Tommas Cochran, CEM
Daniel Connelly, CEM
Jeremy Cowing, CEM
Robert Dix, CEM
Mason Ford, CEM
Dominic Galati, CEM
Lawrence Gray, CEM

Steven L. Hagel, CEM
Myron Kuehler, CEM
Jason Mauney, CEM
Gary Merrifield, CEM
Sandra Mesquita, CEM
James Miller, CEM
William Mueller, CEM
Bruce Prentice, CEM
Karl Quackenbush, CEM
Warren Schmidt, CEM
Earl Schwing, CEM
Stacy Smith, CEM
Angel Sosa, CEM

Phillip Strahin, CEM
Dwayne B. Thomas, CEM
Phillip Wolfley, CEM
Mike Young, CEM

2006

Dan Beaver, CEM

Ryan Scott Bentley, CEM
Dan Bernosky, CEM
Terry Fox, CEM

Rodney George, CEM
Gil Gilbert, CEM

Harold Huddleston, CEM
Larry Maready, CEM
Gregory E. Morris, CEM
Andrew Murad, CEM
Steve Nester, CEM

Joe O’Leary, CEM

Phil Picone, CEM
Michael Pierce, CEM
Juan Ramirez, CEM
John Root, CEM

John Summerfield, CEM
Bradley S. Wright, CEM
Robert Weeks Ill, CEM
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|_LESLIE EQUIPMENT CO. |

“Run with the Best”
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At Leslie Equipment Company, Customer Service and Satisfaction is our number one goal. We have been a John Deere Dealer since 1965, and have
received high recognition in our industry for being an innovative leader in sales and product support.

Sales/Rentals

Service

Need Equipment for Your Next Project?

Call Leslie Equipment and ask about our rental fleet to
ensure productivity and efficiency at your next job site!

www.lec1.com

Cambridge, OH
740-439-2747
Chillicothe, OH
740-663-5300

ALT/ED

Construction Products, LLC

Serving Ohio, West Virginia, and K

Marietta, OH
740-373-5255

Cross Lanes, WV
304-204-1818

Fairmont, WV
304-534-5454

Norton, WV
304-636-6421

ucky

Beaver, WV
304-255-1525

Cowen, WV
304-226-3299

Ashland, KY
606-928-3477

Pikeville, KY
606-432-0321
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2005

Dale Abbott, CEM
Michael J. Brennan, CEM
Steve Burleyson, CEM
Robert Collett, CEM
Matthew S. Endsley, CEM
Lorne Fleming, CEM
Steve Frazier, CEM

John Gray, CEM

David Greenlee, CEM
Chuck Hoffner, CEM
Jeffrey Holt, CEM

Peter Huisenga, CEM
Carter LaFoy, CEM
Michael Lax, CEM
Randall Lykins, CEM
Mark R. Malnack, CEM

John McCorkhill Jr., CEM
Tim Morgan, CEM

Tracy Ochsner, CEM

Troy Peterson, CEM
Marilyn Rawlings, CEM
Barry Schlouch, CEM
Paul Schmidt, CEM

Walt Shaw, CEM

Tom Stoner, CEM

Don Swasing, CEM
Richard VonVolkinburg, CEM
Richard Weston, CEM

2004

Christopher B. Anderson, CEM
Michael A. Bates, CEM
Steve Bell, CEM

Richard J. Brannigan, CEM
Matt Bush, CEM

Bradley J. Bylsma, CEM
Richard Byrd, CEM
Deborah S. Clark, CEM
Patrick T. Crail, CEM

Rex Davis, CEM

Richard S. Deeds Jr., CEM
David Dingey, CEM

David Doss, CEM

Robert Ermer, CEM

Todd Fulsom, CEM
Darrell Gregory, CEM
Grant Harrod, CEM

Kelly Hogan, CEM
Thomas Kelpe, CEM
Larry LaBarbera, CEM
Robert Lang, CEM

Mark E. Lynes, CEM
Lewis Martin, CEM
Robbie Martin, CEM
Gregory Moore, CEM
Michael O’Brien, CEM
Michael Reischman, CEM
Randy Rendon, CEM
Brian Richards, CEM
David R. Schulhofer, CEM
John Sharp, CEM

Marcus Skaggs, CEM

C. Bryan Soileau, CEM
William Stanley, CEM
Michael Tenski, CEM

Ben Tucker, CEM

Carl Uhinck, CEM

Ervin W. Yahr Jr., CEM
Mike Zobel, CEM

2003

Robert Andrade, CEM
James Brohamer, CEM
Stephen Burton, CEM
Jonathon Chupp, CEM
Dan Delk, CEM

B.E. Denton Ill, CEM
Kent Field, CEM

Kevin Fritzinger, CEM
Paul Hays, CEM
Stephen B. Howard, CEM
Charlie Johnson, CEM
Terry Kader, CEM

Greg Kittle, CEM

James L. Landolt, CEM
Michael E. Lockhart, CEM
Richard Lower, CEM
Bradley Melcher, CEM
Karen Palencar, CEM
Robert Patterson, CEM
Tom Paulin, CEM

Leon M. Prillaman, CEM
Gary P. Rakes, CEM

M. Lee Shaffer, CEM

L.T. Williams, CEM
William Don Wright, CEM

2002

William Anderson, CEM
David Anderson, CEM

Theresa F. Anderson, CEM
Daniel Bass, CEM

James F. Brandon, CEM
Archer Caldwell, CEM
Richard Campbell, CEM
Charlie Caudill, CEM
David L. Coombs, CEM
Leigh Dennis, CEM

Levi Dungan, CEM

Joe Fiorelli, CEM

Stephen Green, CEM
Bruce Guggemos, CEM
Scott Holland, CEM

Carl W. Huskey, CEM
Ronald P. Hutchinson, CEM
Warren Laing, CEM

Dale T. Leuer, CEM

Ken Mannon, CEM

Bryan K. Maul, CEM
Robert D. McClure, CEM
Rudy Payton, CEM

James B. Pearman, CEM
Raymond Peter, CEM
Michael C. Poorman, CEM
J. Chris Ryan, CEM

Pietro Scarafiotti, CEM

Bill Sterner, CEM

Carlton D. Stevens, CEM
Don Walker, CEM

Pete Walsh, CEM
Judy Workman, CEM

2001

Thomas W. Atkins, CEM
Richard G. Bonistalli, CEM
James T. Brewbaker, CEM
James Conley, CEM
Gregg Cox, CEM

Eddy Elliott, CEM

Herbert Gann, CEM
David Harris, CEM

Sam Houston, CEM

Terry Howard, CEM

Kevin Knaebel, CEM

J. Howard Mann, CEM
Calvin Martin, CEM

John L. Nackers, CEM
Todd M. Perrine, CEM
Erle Potter, CEM

John H. Puzenski, CEM
Samuel W. Reiff, CEM
Tom Serfass, CEM

Don Sprouse, CEM

Burt Thorpe, CEM
Lindsay E. Walker Il, CEM
2000

David Allard, CEM
Dan Augstin, CEM

Brett Burgess, CEM
Don Caplinger, CEM
John D. Gaines, CEM
Guy Gordon, CEM
Dave Gorski, CEM

Nick Helms, CEM

Blair Kinker, CEM

Dave Markey, CEM
Charles S. Miller lll, CEM
Kevin Power, CEM
Gary Smith, CEM
Richard Stanbery, CEM
Bill Underwood, CEM
Bill Vanden Brook, CEM
William J. White, CEM
Carl Wulf, CEM

1997
Al Beamer, CEM
Frank Bull, CEM

1996

Gary Carpenter, CEM
Bill Cyford, CEM
Gary Dow, CEM
Robert Draves, CEM
Robert Gordon, CEM
Robert Turner, CEM
Dale Warner, CEM
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Five Strategies for
Machine Disposa

Managers have their favorites, but choosing the correct
option depends on evaluating advantages and disadvantages

By G.C. Skipper, Contributing Editor

ike cattlemen in the Old
West, there comes a time
when fleet professionals

have to thin the herd, that is, sell
or trade aging equipment.

We'll look at five options:
trade-ins, auctions, selling direct
to another user, like-kind exchange
(really a form of financing), and
equipment brokers. Fleet managers
should understand and be able to
evaluate the advantages and

One of the advantages of auctions is flexibility. Fleet managers can offer a single unit or multiple machines
for sale. (Photo courtesy of Insituform Technologies)
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disadvantages of each method
in order to decide which option
works best for any given machine.
Paul Hendrix, equipment
pricing analyst for IronPlanet, has
seen the machine-disposal world
from all sides. During the past 20
years, he has worked on the sales
side for two major OEMs, has
sold used equipment through a
used-machine dealership, and has
worked for both of the country’s

largest auction houses.

“I've been exposed to these
transactions from a lot of different
angles,” Hendrix says. “I've dealt
with just about every one of these
ways to dispose of equipment,
including like-kind exchange.”

The advantage of trade-in, he
says, is convenience for the seller.
Relationships with the dealer have
already been established and so has
the level of trust. “Convenience
is something that is very high on
most contractors’ list right now,”
he says. “They have so many irons
in the fire that they simply don’t
have time to dispose of used assets
on their own.”

Trade-ins also provide a flexible
transaction that allows fleet manag-
ers to trade multiple units or only
one unit. Usually the deal can be
done at one place, and a trade-in
can become a negotiation point if
new equipment is being purchased.

The downside of trade-ins,
Hendprix says, is that the price
could be at or below wholesale,
especially if the seller doesn’t know
the market and the demand for
that piece of equipment.

“The way dealers show the num-
bers to a seller is through over-
allowance,” Hendrix says. “They

WwWw.aemp.org
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A boom inspection prior to delivery is conducted by Jim Pauley, service manager, Leslie Equipment.

(Photo courtesy Leslie Equipment)

fluff up the number on the new
unit and show more for the trade
than the actual number, which is
much lower. That over-allowance
is compensated for by the new
piece involved in the trade-in. It
all comes down to the seller’s level
of knowledge. He’s really got to be
aware of what'’s going on.”

Barth Burgett, CEM, vice presi-
dent of of equipment and support,
Kokosing Construction, says about
the only advantage to trade-ins is
that it’s a fast way to dispose of
equipment.

“We only use trade-ins as the
last method of equipment dis-
posal,” Burgett says. In the present
down economy, dealers may be
more inclined to take more risks
on what the trade-in is worth, he
says, but in a seller’s market, “you
don’t get your true value.”

“The dealer has hidden pockets,
meaning there is a lot of negotiat-
ing that goes along with a trade-in,”
Burgett says. “Dealers tend to put

Www.aemp.org

more value on the new unit (since)
they don’t know what they are going
to get out of the trade-in unit.”

Pat Crail, CEM, fleet informa-
tion manager, John R. Jurgensen
Company, also advises sellers “to
look at the entire deal” when it

“If the equipment is
in really bad shape
and you don't have
records on it, you
won't get a good

price at trade-in.”
Todd Perrine, CEM, Leslie Equipment

comes to trade-ins. One reason,
is because the seller is depending
on the “regional footprint” of the
market, which might not yield
top value. “You may sacrifice some
residual value in that machine for
the ease of disposal,” he says.

Crail concurs, however, that a
trade-in can be advantageous when

anager

it’s connected with the purchase of
a new machine. “Sometimes you
can get a pretty good deal with
very little effort.”

Another trade-in advantage,
said Guy Gordon, CEM, director
of asset management, Insituform
Technologies, is that it’s a simple
process.

“If T accept the value offered by
the dealer, I just trade,” Gordon
says. “I don’t have to prep the
machine for sale. I don’t have to
transport it a long distance. I don’t
have to market it, and I don’t have
to deal with third parties, that is,
handling bills of sale and making
sure I'm covered through liability.”

As a former equipment manager
and now on the dealer side, Todd
Perrine, CEM, Leslie Equipment,
identified two advantages of trade-
ins. One, a good relationship with
a dealer allows the dealer to know
a lot about the machine. He has
historical records that show how
the machine has been serviced,
how often, and what was done.
With this type of documentation,
Perrine says, the dealer will give
more value for the trade-in.

On the other hand, if there are
no historical files, a trade-in won’t
provide top value. “If the equip-
ment is in really bad shape and
you don’t have records on it, you
won’t get a good price at trade-in,”
Perrine says.

A second advantage is that
dealers know how much they can
obtain for the unit, which means
there is no question about what
the seller receives for the trade-in.
By comparison, he says, “auctions
are a crap shoot. The price may
be good one day but not the next.
Also, have your accounting folks
look at the tax breaks both ways.”

Summer 2009 m
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Auctions do have advantages,
Perrine says. Equipment is guar-
anteed to sell and provide a quick
return on investment. There is a
much wider audience of potential
buyers, depending on whether the
auction is online or local. Auctions
are good when downsizing fleet
and liquidating some equipment.

Indeed, says IronPlanet’s
Hendprix, auctions have evolved into
an effective fleet-management tool.

“The biggest difference between
online auctions, as we have, and
traditional auctions, is that tradi-
tional auctions offer more services,
such as painting, detailing, minor
repairs,” Hendrix says. “But the

ment. They also offer inspection
services that provide potential
buyers with detailed reports on a
particular unit.

“They touch on key aspects of the
equipment and give you informa-
tion that is substantial to help you
through the bidding process,” he says.

Auctions can be reserve or no-
reserve. No-reserve auctions usu-
ally have stringent guidelines to
which sellers must agree, such as
the seller won’t bid on his own
equipment, will not have a repre-
sentative to bid on his equipment,
and will not buy his own equip-
ment. In a no-reserve auction,
Gordon says, the seller is agreeing

Todd Perrine, CEM, Leslie Equipment, does an equipment quality check as part of his pre-delivery process.
(Photo courtesy Leslie Equipment)

mark up for these services is pretty
substantial. With online auctions,
the piece of equipment stays in
your yard, you maintain control
over it, and you decide what
repairs, if any, should be done.”
Gordon says an advantage of
online auctions is the seller does
not have to transport his equip-

m Summer 2009

to sell the machine for whatever
the highest bid is.

A reserve auction allows the
seller to set the lowest price he is
willing to accept. If the bid doesn’t
reach that price, the seller is given
an opportunity to sell the equip-
ment at the highest bid that came
in or to pull it from the auction

and take the equipment home.

Crail is a strong believer in auc-
tions, he says. “In the last three or
four years, our company has been
pretty heavily tilted toward auctions.
You get a pretty good return if you
are dealing with an auctioneer who
is plugged into the global market.
But you do have to pay close atten-
tion to recent auction values, par-
ticularly a no-reserve auction.”

Crail advises fleet managers to
research prices in the marketplace
and check recent auctions to see
what a particular class of equip-
ment sold for. “You don’t want to
get any surprises on auction day,”
he says.

Burgett’s take on auctions is
quite different.

“It’s like a dead man walking,”
he says. “They really want to get
your machine in the auction; then
it sells below what you wanted.
The auctioneer has no risks, just
the outlay for the service. If the
machine brings only X amount, he
still gets his 8 or 10 or 12 percent
for performing the service. The
least choice of getting rid of equip-
ment is between a trade-in and an
auction. At auctions you have the
least amount of control in deter-
mining your own destiny.”

Auctions are usually not a good
choice for specialized equipment,
such as tunnel-boring machines or
any machine built for a particular
type project. A highly specialized
machine put into an auction would
end up targeted to a small bidding
population, Gordon says.

“They don’t do that well,”
Gordon says. “In cases like that,
with a limited number of people in
the market, selling the equipment
yourself to another user is probably
the best way to go.”

WwWw.aemp.org
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Look what happens when we put your heads together.

When we set out to create the best production loaders in the business, we turned to the best minds in
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the business — yours. In fact, our K-Series is the result of hundreds of owner and operator suggestions.
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The seller can set the price when
selling to a user directly, Gordon
says. “For the most part, if you
have someone who is familiar with
the equipment and the quality of
your equipment is good, backed by
good records, you may get a higher
price than you could at trade-in
or auctions.”

The downside, however, is that
you have to deal with customers,
do all the paperwork yourself, and
make sure your liability is covered,
he says.

Burgett said Kokosing disposes
of most of its equipment by selling
to another user.

“We try to sell to other contrac-
tors,” he says. “You may not get
your information out to as many
people, but we have seen better
returns and less risk by doing it
this way.”

The biggest challenge is to get
word to the right person. If you do
that, the equipment will sell, he
says. “You might have to hold onto
the equipment longer, but you will
get a fairer return on your invest-
ment.”

Crail hasn’t had such success.

“We haven’t had a lot of luck
selling direct to another user,” he
says. “I'm not a big fan of that
because it consumes so much effort
and energy on the part of fleet
managers. They already are over-
loaded. There isn’t enough time in
the day to perform the duties we
already have. With direct selling,
you are becoming a used-equip-
ment salesman. People want to
come by, take a look, and kick
tires. And often, you are limiting
yourself to the local or regional
marketing conditions.”

Another disposal method defers
taxes, Burgett says. Like-kind

m Summer 2009

Fleet professionals know the stomach-turning sensation when the economy
takes a rollercoaster dive. In recent months, business is anything but usual. In
such cases, an alternative to disposing of aging equipment is keeping it longer,
making repairs, and shooting for a second lifecycle.

Advantages include:
Avoid a substantial capital outlay by postponing the purchase of a new unit
Extended component life
Accurate historical data allow repairs to extend equipment life.

Pat Crail, CEM, John R. Jurgensen, says, “You’re basically weighing replacing
the machine versus running it another year, realizing you may have to perform
a major repair if it breaks.

“If things get slow, you can’t get the utilization you need out of the machine.
With the repair option, you take a gamble, but the repair option is really risk
management. The risk is, if you should have a great year with high utilization,
you wind up replacing some major components that you didn’t expect,” he says.

When you weigh those component replacements and major overhauls against
the capital outlay you would have made in a new unit, it could be well worth
the risk, Crail says.

Todd Perrine, CEM, Leslie Equipment, suggests managers do a cost analysis.
One formula that has stood Perrine in good stead over the years is to look at
what the older machine costs per hour to run; then look at the new machine
and figure out how many hours you will run it, the number of out-of-service
hours that you won’t have with the new machine, and then evaluate the
current need of your company.

If repair is the option, he says, “Think about how long you want to run that
machine after you repair it. Do you want to get a complete second life out of
it, or are you just trying to buy time to get you out of a pinch, get some jobs
working, and improve cash flow until you can afford to buy a new unit?”

As with the other five options, repair should not be blindly chosen.
Cautions include:

Do new models bring substantial improvements in production, ergonomics
or performance that add value worth replacement?

Would a new machine with a higher-Tier engine reduce the fleet’s
carbon footprint?

Are labor costs prohibitive?

Is the cost difference worth the unknowns, such machine performance
post-repair?

“Repairs certainly are an option right now,” Perrine says. “If you have an
undercarriage repaired for $13,000, that makes sense rather than lose $10,000
or $15,000 in equity because equipment purchases are so bad right now.”

Www.aemp.org
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exchange is a financial concept that
boils down to how you get paid,
he says.

“The money you receive from
the sale of a piece of equipment
does not come directly to you,”
says Burgett. “It goes to a third
party, such as a bank or even an
auction house to be used to pur-
chase a piece of new equipment at
a time still to be determined. On
large sales where there is a chance
of having to pay capital-gains
tax, you get the funds transferred
knowing that you are going to
spend it on another asset.”

Like-kind exchange has strict
parameters, Hendrix says. For
instance, if you decide to trade or
dispose of Asset A and buy Asset
B after you dispose of Asset A, you
cannot accept the funds directly.
After the item sells, you have only
a certain amount of time to com-
plete the transaction by buying the
new equipment. “If you miss any
of the deadlines,” he says, “all bets
are off.”

Like-kind exchange must be
used in moderation, says Hendrix.
If not, it can lead to trouble.

“I knew someone who used like-

A contractor traded in this John Deere dozer to Leslie Equipment to upgrade to a new D Model.
(Photo courtesy Leslie Equipment)

IronPlanet’s Hendrix says like-
kind exchange is “a great tool.”

“If someone tells you that you
have to pay $10,000 in taxes and
you can pay it this year or four
years from now, most people will
opt to pay it four years from now.”

m Summer 2009

kind exchange frequently and it
worked well for him,” he says. “He
did this for several years, buying
several pieces of equipment. But
what happened, the books showed
he had accumulated a fairly large
tax liability that was deferred.

Unfortunately, the man’s health
declined due to cancer, there were
no family heirs who wanted the
business, and he wanted to sell it.
The guy had a hard time getting
the company sold at a time when
he really needed those assets.”

Equipment brokers offer a fifth
avenue for disposal. Burgett says
Kokosing probably sells as much
equipment through brokers as any
other method.

“A lot of equipment moved
through brokers leave the U.S.
and go to other locations,” he says.
“They come in, look at the equip-
ment, and typically already have
another buyer who is looking for
that particular unit. I'd rather deal
with brokers than auctions.”

Crail says Jurgensen occassion-
ally uses brokers, too.

“It’s not frequent, but if we have
something and we are not comfort-
able with recent auction prices and
we want to get the machine out of
the fleet, we might be able to get
better value using a broker.”

A year and a half ago, Crail
says, calls from equipment brokers
were more common, but in the
past nine months equipment has
become easier to come by. “We
don’t have people beating the door
down to buy equipment.”

And at IronPlanet, Hendrix says
he deals with equipment brokers
on a regular basis.

“They come in and out of our
business often. For the seller, one
big advantage is just the relation-
ship. Many brokers do a very good
job connecting buyers and sellers.
That relationship between broker
and contractor is built on trust,
and the only downside is if that
trust is broken. If that happens,
it can be very painful.” EM

Www.aemp.org



You’re committed to getting things done on time and on budget, and you need
dependable, hard-working machines to meet your deadlines day after day. The
Komatsu D31, D37, D39 and D51 dozers all feature the reliability and versatility
that have made Komatsu the choice of owners and operators for years:
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Equlpment theft can be reduced through the use

of various loss-prevention technologies
By G. C. Skipper, Contributing Editor

ot often do good things
come from crime.

The exception, however,
could be construction equipment
theft, according to Tim Watts,
manager, physical damage insur-
ance, Caterpillar Insurance Services.

“The rate of equipment thefts
has been significant, and these
thefts are what have fueled loss-
prevention technologies,” Watts
says. “Equipment thefts from 1995
to 2001 climbed by 64 percent.”
When new numbers are compiled,
Watts says the percentage may be
even higher for this decade.

Theft ranks as the No. 1 reason
for equipment loss, Watts says. Fire,
vandalism, collisions and overturns
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are all distant runner-ups.

Only 20 percent of stolen equip-
ment is recovered, according to
National Equipment Register
(NER). NER is a group primarily
funded by insurance companies to
maintain national databases of such
statistics plus other related data.

Although there are no definitive
dollar amounts yet, NER statistics
show that equipment stolen annu-
ally ranges between $300 million
and $1 billion. Last year, 13,511
pieces of construction equipment
were stolen. Skid steer loaders and
backhoe loaders were the most
popular among thieves.

For fleet managers who want
to be proactive in loss prevention,

three types of technologies are
available, depending on equip-
ment application, geography and
individual company budgets.
These technologies include key-
less starting, radio frequency-based
technology, and GPS-based tech-
nology used in asset-management
systems. Such systems also provide
equipment location, maintenance
information and other data. The
third loss-prevention technology,
geo-fencing, is an off-shoot feature
of asset management systems.
Keyless starting is an up-and-
coming technology that became
available on selected John Deere
machines about nine months ago,
according to Jahmy Hindman,
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product marketing manager.
Keyless starting essentially
removes the key switch in the cab.

“Up until the technology was
introduced not quite a year ago,
machine security was difficult
to enforce due to proliferation of
manufacturers’ keys,” Hindman
says. “This presents somewhat of
a challenge in terms of keeping
folks who shouldn’t be running the
machines from doing so.”

In John Deere’s case, the key
switch in the operator’s cab has
been replaced by a push-button
start system. When the security
mode is turned on, the operator
must enter a personal identification
number (PIN) to start the engine.

Even before the PIN code is
entered, the technology allows the
display of certain basic informa-
tion—fuel level, engine hours on
the machine and battery voltage,
for example—that gives service
people the basic data they need to
service the machine without them
having to know the PIN code.

"Without the PIN code, you
can push and hold the start but-
ton all you want and the engine
won’t turn over,” Hindman says.
“When you enter the PIN, the
gauge display comes to life show-
ing additional information, such as
oil pressure, transmission tempera-
ture, and so forth. However, at this
point the engine is still not run-
ning. The operator can then push
and hold the start button and the
engine will fire up.”

In applications where an opera-
tor is on and off the machine
numerous times during the day,
John Deere has devised a delayed
operator logout, Hindman says.
“It’s a nuisance to have to input the
PIN code every time you get on
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and off the machine, so this device
allows the engine to be off for a
certain period of time. During that
specified time interval, the operator
doesn’t have to input his PIN again
to start the engine.”

Hindman says there is a par-
ticular concern about equipment
loss in urban areas, not only to
theft, but to other unforeseen
circumstances, such as a kid who
takes the machine for a joy ride

Types of Equipment Stolen
(2007)

B 34% Skid Steer Loaders
B 17% Backhoe Loaders
13% Tractors
8% Excavators
B 8% Other
7% Generators/Compressors
4% Dozers
4% Lifts
B 3% Loaders
B 2% Trenchers
Source: NER

These numbers represent 4,310 theft reports
submitted to NER in 2007. “Other” includes
more than 50 machines, including graders,
scrapers and wood chippers.

and abandons it; or a disgruntled
employee who cranks up the unit
and uses it as a weapon to inflict
property damage at a work site.
“Keyless starting also protects
against misuse while the machine
is in transit,” says Hindman.
“We've implemented a transport
PIN code that allows the equip-
ment to be turned off and restarted
for a certain period of engine run

ipment
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time, say 60 minutes. That gives
the truck driver plenty of time to
start the machine, load it onto the
trailer, and back it off when he
reaches his destination. What it
prevents is for the trucker to stop
by his house, dig himself a base-
ment or a swimming pool with the
equipment, reload it, and continue
on his way. You'd be surprised at
the things we run into.”

Caterpillar has an on-board con-
trol that contains a list of keys in
it, according to Steve Morris, com-
mercial parts manager. The keys
are pre-programmed by the dealer
for the fleet owner. A key that
starts the machine must be on that
pre-programmed list.

“You can put in a key, but if
it’s not on the list it won’t work,”
Morris says.

The security system is integrated
into the machine electrical system.
“If you somehow crank the engine,
the security control talks to the
engine control on the data link
and the engine control turns the
fuel injection off. If you get around
both of these deterrents—starting
and engine fueling—the transmis-
sion won’t work,” Morris says.
That technology can be installed
on the machine or at the factory or
in the field, he added.

For thieves who winch the
machine onto a trailer, the machine
can be followed by another Cat
system that provides GPS tracking.

Radio-frequency technology,
another type of theft protection,
was introduced to the heavy equip-
ment industry about nine years ago,
according to Bob DeAngelis, senior
director of LoJack’s commercial
division. Unlike global position-
ing systems that bounce signals off
satellites and back down to locate a
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piece of equipment, radio frequency
technology is designed to penetrate
enclosed areas, such as garages or
containers where thieves might hide
stolen machines. GPS signals, by
comparison, bounce off enclosed
surfaces and can’t get to the receiver
mounted on the stolen unit.

“We've seen a huge demand
from equipment owners for our
device,” DeAngelis says. “It is a
system that can be used by small
fleets all the way up to major
rental companies.”

LoJack’s radio frequency trans-
mitter is buried deep inside the
machine or vehicle. It does not
require external components, such
as antennae. “We only need to tap
into a dedicated power source,
either 12 or 24 volts. Once the
product is installed, it is forever
married to the unit’s serial num-
ber,” DeAngelis says.

"If the equipment is stolen, a

signal is transmitted and picked up
by law-enforcement agencies that
have access to the LoJack security
system. The signal sent out by the
equipment is silent and the thief
never realizes he has touched off an
alarm,” DeAngelis says. The signal
goes to participating law officials
who pick up and track the signal to
the machine. Other than filing an
initial police report, fleet manag-
ers don’t have to do anything more.
They are contacted directly by police
who advise them of the recovery.

Since entering the construction
market in 2000, Lojack has been
involved in the recovery of more
than 3,200 pieces of equipment,
DeAngelis says, not including
machines recovered that didn’t
have the system on them.

“In many cases, when the LoJack
equipment is found, other stolen
equipment is also found,” he says.
“At the end of 2008, we reached a

Florida police in a January 2009 recovery action zero in on a piece of equipment stolen from an equipment
rental company. It was recovered through the use of a LoJack security system installed on the machine.
(Photo courtesy of LoJack)
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milestone: More than $100 million
worth of assets have been recovered
in the construction and commercial
areas.”

LoJack also offers a device
designed for asset management
called LoCate. It features a combi-
nation of GPS and cellular technol-
ogy and provides real-time asset
location, geo-fencing, daily engine
hours, and utilization reporting.

It uses a satellite antenna
mounted in an open-air location
on the machine. “It is not truly a
covert system,” DeAngelis says.
“But its strength, along with the
combination of GPS and cellular
technology, is that, combined with
LoJack, the systems deliver a total
solution for asset management and
theft protection.”

Ken Calvert, director, IT support,
for Komatsu, says, “Although
helping customers lower owning
and operating costs is the primary
purpose for our system, KOMTRAX,
the GPS system has had several
successes helping customers
recover stolen machines. In these
incidences, authorities went to
the last reported machine location
and found the unit. Additionally,
KOMTRAX has features that
allow fleet owners to almost
observe progress along a highway
when a machine is being moved
on a flat-bed trailer.”

Lorne Fleming, CEM, director of
the equipment division for Grace
Pacific, says he is a “big proponent”
of GPS.

“This is probably the most sig-
nificant tool in our arsenal as asset
managers,” Fleming says. “We all
have access to on-board computers
and vehicle systems. GPS technology
is completely applicable to anything
you want to use it for.”
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A feature of GPS is geo-fencing,
where an imaginary fence is posi-
tioned around a piece of equip-
ment or around the jobsite itself.
A device inside the vehicle “tells
the machine it will not go past a
certain point,” Fleming says. “If
it does, the system says, “we are
going to tell on you.”

If the vehicle drives across the

geo-fence, the fleet manager is noti-
fied immediately that the machine
is moving outside the fenced-in

about the GPS device,” Watts says.
“It has multiple uses. That mul-
tiple use is also one way to justify
the return on investment.”

With such technology being
installed by OEMs and in the
aftermarket, it’s not surprising that
almost all insurance companies
offer fleet professionals certain
discounts in the form of either a
premium credit or a deductible
waiver, says Watts.
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$1,000, depending on the value
of the machine or the entire fleet.
NER’s Ryan Shepherd offers
candid advice for fleet managers
before they rush out and buy the
first deterrent technology they see.
“Contractors should be very care-
ful of what service they subscribe
to,” Shepherd says. “Make certain it
is a complementary fit with the area
they work in. For instance, if you are
a contractor in the State of Montana,
you might not want to have a

area. How the fleet manager is
notified depends on how the
program is set up, Fleming
says. Fleet managers can be
contacted by e-mail, computer

Fleming says he has had sto-
len vehicles recovered through
GPS. “Suddenly the GPS pings
and if the equipment is not any-
where near our jobsites, but is
sitting over in the wacky part of
town where someone is getting

ready to ship it off to some-

or telephone, for instance. -

..

NS

This screen capture from Komatsu’s KOMTRAX shows the
movements of a machine loaded on a flat bed trailer. (Image
courtesy of Komatsu)
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radio frequency type system

on your equipment. Radio
frequency systems perform bet-
ter in urban or populated areas
where frequency towers are more
common. This type of system
has a defined market space, so in
that regard, the tower transmit-
ters are more effective in higher
population zones. Outside those
areas—such as Montana—the
system becomes less effective or
law enforcement doesn’t have

access to the technology.”

where, you pretty well know
you've got a problem.”

Fleming, and others interviewed,
says if one machine is recovered,
the system’s paid for itself. Even
so, ROI is hard to quantify because
if the deterrent technology works,
the fleet manager may not know a
theft attempt was made unless he
finds traces of cut wires or other
physical damage when he goes to
the work site.

Many larger fleets justify the
cost of security technology within
the GPS package, which also
performs an array of other man-
agement duties, such as tracking
operating hours, service intervals
and, generally speaking, the overall
health of the machine.

“That is the attractive thing
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“Premium credit is a premium
reduction,” Watts says. “It will
apply if the fleet manager has GPS
or any other anti-theft device on
the machine—and the device is
in working order. Insurers offer a
variety of premium payment plans
to meet their customers’ needs—
monthly, multiyear or annually—
anyway the fleet owner prefers.

“Nearly every policy has a
deductible that is required before
any payment is made on a loss,”
he says. “In the event a deductible
waiver exists, the fleet manager
doesn’t have to pay the deductible if
he has an operating anti-theft device
on the machine when it’s stolen.”

The amount of the deductibles,
Watts says, averages around

Shepherd’s second piece of
advice is to find out which equip-
ment is more targetable. “If {skid
steers} make up 25 percent of
your fleet, concentrate on those
machines out there on the job —
the units that are the biggest tar-
get for thieves and have the big-
gest demand in the black market.”

Third, says Shepherd, fleet own-
ers should thoroughly understand
the capabilities of the technology
they are about to purchase. “Make
sure the salesperson explains all
the bells and whistles. Make sure
you have a good comprehensive
understanding of the system you
are considering.”

Of course, registering equipment
with NER is an alternative theft
deterrent itself. EM
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Katrina knocked Barriere off its game, but a return to
performance management has it hitting its benchmarks again

By G.C. Skipper, Contributing Editor

ention the name Katrina,
and you immediately have
Ben Tucker’s attention.

As equipment director for Barriere
Construction, a highway-and-heavy
construction company operating
throughout southeast Louisiana,
Tucker not only experienced first-
hand the horrendous hurricane of
August 2004 and its destruction of
equipment, buildings and people,
but he also learned just how disrup-
tive the storm was to the internal
workings of his own company.
Management vigilance of Barriere’s
internal data stream was severely
interrupted. The stream kept flow-
ing, but no one had time to pay
attention to it.

Maintenance performance bench-
marks, the safeguards that helped
the company win the 2004 AEMP
Private Fleet Masters Award, were
knocked off the tracks. But when
the business strategies were rees-
tablished, the restoration was so
successful that this year—five years
after the storm—DBarriere was named
AEMP’s Private Fleet Masters Award
winner for a second time.

The return to normal, however,
was no easy task. It took half a year of
man hours and the application of past
lessons learned to complete the job.

Six months after the “Notorious
Lady” left town, “We were living in

Www.aemp.org

a reactive mode,” Tucker says. “This
was the first disaster we had ever
gone through. We lost about 25
percent of our work force. Some
people who were fleeing the storm
never came back. We lost about
$1.2 million worth of equipment
that had to be replaced—Dbackhoes,
excavators, wheel loaders—and other
units were damaged and had to be
repaired.”

Although Barriere’s maintenance
shop was being used only for dis-
patch—99 percent of its repairs are
outsourced—Tucker had to hit the
streets calling on vendors to return
relationships back to business-as-
usual status.

Swamped with the necessity to
regroup, rehire and “get things roll-
ing again,” no one had time to pay
attention to the data still being col-
lected and stored in the company’s
work-order system. For obvious rea-
sons, nobody was following through
on the data or tracking it. As a result,
maintenance “costs were going
through the roof,” Tucker says.

At the end of the hectic six-month
period, company owners realized
that fleet costs were rising and told
Tucker, “to get back to what I was
doing before the storm.”

Tucker knew exactly how to
execute the “fix it” order. He called
on management know-how he had
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learned in 2000 when his company
hired a consultant to help reduce
maintenance costs that had reached
15 percent of company revenue.

“We spent twice as much then
on maintenance than we spend now
and were doing half the volume
of work,” Tucker says. After the
consultant’s management assessment,
a decision was made to adapt one
specific business concept that had
worked successfully in the oil fields
and manufacturing companies.

That concept was to manage
equipment, not people, and it led to
the outsourcing of the majority of
company fleet repairs and mainte-
nance, as mentioned earlier.

“We took that process and molded
it to our environment,” Tucker says.
“In doing so, we had to implement
week-long training programs for
equipment technicians and opera-
tors. We had 33 production crews,
and we called every one of them in
for the training.”

The concept worked. Maintenance
costs as percentage of revenue
dropped dramatically, and business
operations flowed along smoothly—
right into the path of Katrina.

Since that earlier experience had
taught Tucker how to batten down
the hatches, so to speak, he turned
his attention to the key performance
benchmarks so necessary to a
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profitable fleet operation. They
included tracking preventative-
maintenance compliance; monitor-
ing the number of PM work orders
generated and how long it took to
complete a work order; conducting
internal audits of equipment condi-
tion; determining if superintendents
were conducting monthly equip-
ment inspections; if operators were
doing weekly maintenance checks
on the units and, in Tucker’s words,
“tracking whether those inspections

were just pencil whipped or were
quality reports.”

Ben Tucker, equipment director at Barriere
Construction, successfully reestablished mainte-
nance performance benchmarks that had been
seriously disrupted by Hurricane Katrina. The
company was named 2009 Private Fleet Master
Award winner.

Other key benchmarks were track-
ing utilization of owned and rented
equipment; monitoring equip-
ment damage; keeping up with the
amount of training per operator; cost
of fuel, tires, and equipment-replace-
ment value cost as part of company
revenue; and looking at maintenance
revenue as a maintenance cost by
equipment category.

“My whole fleet, for instance, may
cost $8 an hour to operate,” Tucker
says. “We watch to see if that number
goes up or down and by how much,
and what revenue was generated. You
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can only do so much, but we look at
that and make sure we stay within
our budgeted equipment rates.”

Also tracked are emergency repairs
by percentage and the percentage of
crews that had emergency repairs.

To put the end results into some
type of framework, maintenance
costs prior to Karina were about
1.2 percent of revenue. When
Katrina hit, costs increased to about
2 percent. Now that maintenance
performance benchmarks have been
reestablished, the percentage has
dropped below 1 percent.

To reverse the upward trend in
maintenance costs, Tucker returned
to a system he used before the storm
slammed ashore. Called Total Process
Reliability (TPR), personnel from
different divisions throughout the
company, such as production, main-
tenance and management, were called
in for monthly meetings to review
Key Performance Indicators (KPI)—
the benchmarks just mentioned.

“Our TPR Committee started
meeting again regularly to see how
much training was being done in
each division,” Tucker said. “We also
identified where we were having
problems and, basically, put every-
thing back in place.” Tucker visited
the company’s primary vendors that
included the local Caterpillar dealer,
a hydraulics company, a tire distribu-
tor, and a trucking company that
handles all Barriere’s on-road fleet.

Because of the influx of new
hires caused by the storm, training
became an essential ingredient of
company recovery.

“We had to train operators, bring
people up through the ranks to
make sure they knew how to oper-
ate the equipment, and how to do
the required daily inspections and
weekly maintenance. The new peo-

ple didn’t always know what to do
or what they were accountable for,”
Tucker says.

The most important factor in such
an undertaking, he says, is using the
KPI to “track and trend.”

“For example, we do a mean time
between corrective action and failure.
You have categories of equipment,
so you make sure your work-order
system is set up to track classifica-
tions of repairs, breakdowns by
priority and repair class. The work
order system has to be set up for
tracking and trending. We do that
by using a Pareto Chart that shows,
for instance, 10 components on a
machine, such as hydraulics, fuel
systems, tires and undercarriage,
body and appearance and so on. You
set up the work orders, and when
you trend everything out you will
find that the 80-20 rule is true—80
percent of what goes wrong happens
with 20 percent of the parts.

“The graph on the Prato Chart
shows where those parts are on a
machine,” he says, “so when you are
doing PMs, technicians can focus on
those specific components that are
causing the most problems. With
that data, you can get a mean time
between corrections and failures. You
put in a line of defense before failure,
and you can expand that time to fail-
ure out further.”

Using this approach, Tucker has
been able to extend his oil drains
from 250 to 350 hours, for example.
“We know our oil will last up to then
without having any problems. It is
simply PM optimization,” he says.

“You must have certain schedules
and maintain your auditing process,”
says Tucker. “You have to be held
accountable for what you do on a
daily, weekly and monthly basis.”

“That,” he says, “is mentoring.” EIVI
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Managing Emissions-
Related Maintenance

With increasing costs associated with emissions
compliance, maintenance cannot be overlooked

By Brian Jacoby

Selective Catalytic Reduction technology that will be used in many 2010 diesels
will require additional maintenance around the DEF filters.

n the past 10 years, fleet managers have been dealing
I with the effects of diesel emission regulations both

on-highway and off-highway. Notable issues have
been ongoing changes to environmental policies targeted
at reducing pollution levels of particulate matter (PM),
nitrogen oxides (NOx) and non-methane hydrocarbons
(NMHOC); the utilization of ultra low sulfur fuels (ULSD)
and biodiesel; and developmental changes in engine
hardware and emissions strategies.

To further complicate these challenges, this is occur-
ring at a time when rising costs of engines, fuels and
maintenance are a key concern for fleet managers.

Although many have argued the true cost to out-
weigh the benefit to industry from these changes, it
is less arguable the environmental benefits that can be
derived from the sweeping changes in the emissions reg-
ulations. As an example, the strict standards in place for
ULSD enabled advanced pollution control technology
for cars, trucks and buses so that engine manufacturers
could meet the 2007 emissions standards. Moving for-
ward, engine manufacturers have the flexibility to meet
the new standards through a phase-in approach between
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2007 and 2010. The program also includes various
flexible approaches, including additional time for some
refiners and special provisions for small refiners.

Once this action is fully implemented:

B 6 million tons of smog-causing nitrogen oxide emis-
sions will be reduced each year. Soot or particulate
matter will be reduced by 110,000 tons a year.

B An estimated 8,300 premature deaths, 5,500 cases
of chronic bronchitis, and 17,600 cases of acute
bronchitis in children will be prevented annually.

B An estimated 360,000 asthma attacks and 386,000
cases of respiratory symptoms in asthmatic children
will also be avoided every year. 1.5 million lost work
days, 7,100 hospital visits, and 2,400 emergency-
room visits for asthma will be prevented.

EPA Heavy Duty Highway Diesel Program

Fuels development since 1993 has played an impor-
tant role in the overall strategy to reduce emissions.
Maximum benefit in reaching target levels of improve-
ment can be achieved when combined with engine
design, the use of emissions hardware, and lubricants.
Overall, cleaner fuels have led to many performance
opportunities that may not have been as advantageous
without this improvement. Now, with most of the
industry either converted to ULSD or soon to be
moving in that direction, a more clear focus of new
fuels development opportunities can be explored.

Biodiesel

Biodiesel is the next evolutionary change to show
promise for improving overall net emissions. Whether
derived from vegetable-based or animal-fat sources, the
use of biodiesel as a fuel brings benefits in meeting
EPA-regulated emissions as well as improved lubricity
and solvency, the former characteristic leading to less
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wear of components where fuel is
used as a lubricant and the later in
reducing deposits and cleaning fuel
systems. Also, because these fuels
contain no petroleum products, they
can be blended at any level with
petroleum fuels to create a biodiesel
blend usable in diesel engines.

Conversely, beyond the well-
documented issue of reduced energy
content and the associated reduc-
tions in fuel economy, other con-
cerns have surfaced. These concerns
include cold flow and water issues
as well as fuel stability and the
potential for increased concentration
of fuel in the oil sump.

The impact of fuel instability or
fuel degradation can be quite signif-
icant, either through the creation of
corrosive acids or engine deposits.
These deposits can impact filters
and fuel systems and lead to poor
operation of the engine. The natural
oxidative stability of biodiesel fuels
varies in relation to the bio-mate-
rial used in the manufacturing
process. Biodiesels produced from
animal fats do not contain natural
antioxidants while vegetable-based
sources vary widely in the amount
of natural antioxidants they con-
tain. The solvency and cleaning
effect of biodiesel is compromised
once the fuel begins to degrade,
and it will create deposits that will
impact the operation of the engine.
In older engines, it is possible that
the initial use of biodiesel could
release accumulated deposits and
foul filters and fuel systems. The
same effect can occur when filling
storage tanks with biodiesel for the
first time. It should be noted that
exposure to the air during long-
term storage of these fuels can also
compromise biodiesel stability.

Biodiesel fuels contain compo-
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As fleet managers have worked to familiarize
themselves with the changing world of fuels,
lubricants and hardware, they will also have
to make changes in the way they perform
maintenance.

nents that have a tendency to attract
and retain water from atmospheric
moisture. Therefore the potential
exists for water to be present in the
fuel system, bringing with it all

the operational problems that arise
when fuels contain water, including
biological growth and ice formation
during cold weather. The presence of
water also assists in the development
of corrosive elements in the system
and increases the likelihood of con-
tinued oxidative degradation.

Fuel dilution with biodiesel
becomes an issue that goes beyond
traditional concerns regarding
decreased lubricant viscosity and
increased wear. This is especially
true for units operating with DPF
technology in which post injection
is used. When using post-injection
technology, excess fuel will coat
the walls of the cylinder liner dur-
ing the DPF regeneration process
and end up concentrating in the oil
sump. Due to biodiesel’s lower vola-
tility, larger amounts of unburned

ipment
anager

fuel remain in the cylinder with
each combustion cycle than are seen
with petroleum fuels.

When post fuel injection is not
in use, fuel dilution continues to
occur at levels higher than seen
with petroleum fuels, and these levels
increase with the fuel blend per-
centages. Fuel concentration in the
oil sump can increase to the point
where a BS fuel, in effect, can be
in the sump in concentrations that
would make it appear that a B20
fuel or higher is in use. This occurs
again, because biodiesel has lower
volatility than other petroleum
products (fuel and oil) they associate
with in the engine. Under these
conditions not only does lubricant
viscosity decrease, bringing all the
wear-related issues associated with
this condition, but significant inter-
actions occur between the engine
lubricant and the fuel. This increases
the degradation of the engine oil
beyond what is seen when petroleum
fuels dilute lubricants.

Additionally, there remain con-
cerns that high fuel dilution levels
reduce the TBN of the oil. With
decreasing TBN values and increas-
ing levels of oxidation and acid
formation appearing in oil-analysis
reports, maintenance mangers often
find themselves reducing drain
intervals from previous levels.

Under winter conditions, there
is a difference between the behavior
of biodiesel and petroleum fuels.
Biodiesel will begin waxing and at
higher temperatures instigating fuel
system problems before conven-
tional fuels. The cold temperature
flow of biodiesel is also impacted by
the fuel blend, and above B10, fuel
flow becomes an issue. Traditional
winter fuel additives may not be
effective when mixed with biodiesel
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fuels, and some biodiesel additives have proven harmful
when added to fuels in which the diesel portion was
already treated with traditional cold flow additives.
Aside from added costs, the harmful effects of over
treating could impact deposit formation in engines,
leading to increased wear and oil consumption.

As fleet managers have worked to familiarize them-
selves with the changing world of fuels, lubricants and
hardware, they will also have to make changes in the way
they perform maintenance. Standard maintenance sched-
ules will likely have to include a more comprehensive
schedule to include the following: Air intake systems,
fuel injectors, turbochargers, EGR systems, PCV valves,
particulate traps, and electronic engine control units and
its associated sensors. Any other add-on, emissions-related
component whose primary purpose is to reduce emissions
or whose failure will significantly degrade emissions
control is also subject to added attention.

This maintenance will include more frequent adjust-
ment, cleaning, repair and/or replacement of these com-
ponents to ensure they are operating at peak performance.
Otherwise, any reduction in performance could lead directly
to disabling overall system efficiency. On another note, this
will mean added training and the use of new technologies
in order for maintenance to be completed properly.
Technicians will be responsible for the proper methods
and utilization of tools necessary to complete the task.

The use of biodiesel as a fuel brings benefits in meeting EPA-regulated
emissions as well as improved lubricity and solvency, the former characteristic
leading to less wear of components where fuel is used as a lubricant and the
later in reducing deposits and cleaning fuel systems.

At the end of the day, managing emissions-related
maintenance will be both challenging and opportunistic
for fleet managers. There is much to learn and much
more to experience in order to develop time-tested best
practices that will ensure keeping the fleet maintained
at world-class levels. For many managers, they are up
to the task and look forward to playing their part in a
more emissions-friendly industry.

—Brian _Jacoby is divector field engineering & technical
support for BP Lubricants USA Inc.

In an effort to further reduce greenhouse-gas emissions
from vehicles, the Environmental Protection Agency (EPA)
enacted significant NOx emissions reductions for heavy-
duty, on-road diesel engines for 2010. In order to meet
the new requirements, most diesel engine manufacturers
adopted Selective Catalytic Reduction (SCR) technology.
SCR technology has been successfully used in Europe
for years and has proven to provide near-zero NOx
emissions levels while delivering improved fuel economy
and reliability.

SCR technology works by injecting Diesel Exhaust Fluid
(DEF) into the exhaust upstream of the systems catalyst.
The heat causes the DEF to turn into ammonia, which
reacts with the NOx and catalyst to form harmless
nitrogen gas and water vapor.

DEF is a nontoxic, nonhazardous, high-purity mix of
32.5 percent automotive-grade urea and 67.5 percent
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deionized water. DEF quality is defined by the ISO
222141-1 2006 standard. Furthermore, the American
Petroleum Institute (API) developed a quality certification
program to ensure the stringent ISO standards are met in
North America.

Engine maintenance:

¢ Maintenance intervals will remain the same as 2007,
with an additional service point: the DEF filter.

¢ The DEF filter will need to be changed every 200,000 to
300,000 miles, and can be easily changed in minutes.

¢ Engine components last longer due to less heat being
generated and fewer contaminants. The result is longer
overall engine life.

Courtesy of Craig Gullett, Commercial & OEM Marketing
Director, Old World Industries
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Manage your fleet
without leaving your seat.

Stay in control and in the know with the JDLink™ Machine

Monitoring System. JDLink lets you manage multiple jobsites from @ JOHN DEERE

the comfort of your desk. It gives you real-time info on machine
location, utilization, and fuel consumption with just a click of the

mouse. This easy-to-use system also transmits machine alerts and

diagnostic trouble codes, which can dramatically reduce downtime.

Call 800-503-3373 or see your local dealer to find out how JDLink

lets you manage your fleet from the comfort of your seat. www.JohnDeere.com/JDLink
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Without the right construction asset management solution,
your equipment isn‘t being used to its fullest potential.

At most construction sites, it's not about what you're building, but what you're spending. Trimble® Construction
Manager software helps you confidently manage your assets on site, no matter what their size, with advanced GPS
technology and powerful software. One small piece of hardware sends key data to a central management software -
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