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DRIVING DEALERSHIP SUCCESS

ASCO EQUIPMENT COUNTS ON e-EMPHASYS

“e-Emphasys' ability to produce valid data reports so far
exceeds our previous business system that so far it's been
a real addition to our company. A lot of the decisions that
were made in those days were made just on some gut
instinct, those decisions are still gut instinct but we have
the support for them and proof we are making the right
decision with e-Emphasys.”

BRAX WRIGHT, CEO
ASCO EQUIPMENT

Fully-Integrated Software Solutions Designed for the Equipment Dealer and Rental Industry
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YOUR AED MEMBERSHIP PROVIDES
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AED’s membership services and beneﬁts are designed to enhance
and develop the proﬁtability and continuity of construction
equipment dealers by providing tools and resources.

AED’S
CALL COUNSEL! PROGRAM
AED’s Call Counsel! Program is a FREE legal hotline for AED Members
provided by Airdo Werwas, AED’s General Counsel.

TAKE ADVANTAGE OF THIS MEMBER BENEFIT TODAY
Visit www.airdowerwas.com or call 312-506-4480.
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Hyatt Regency Boston
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APRIL 20 – 22, 2022

H YAT T R E G E N C Y B O S T O N
One Avenue de Lafayette | Boston, MA 02111

Register at bit.ly/2022FinancialHR

SCAN THE QR CODE
F O R M O R E I N F O R M AT I O N

THE CURE FOR YOUR FEAR
OF MISSING OUT?

REGISTERING EARLY
& ATTENDING OFTEN!

N

ow that we have settled into the New Year and
with AED Summit 2022 behind us, I would like
to take a moment to reflect on the impressive
turnout in Orlando. Summit this year was a whirlwind
of excitement. It was truly a great event that cemented
our certainty that the equipment industry has a shining
future. We had a packed closing session—the most
crowded it has ever been in the last 10 years. With your
support, we will continue to deliver high-profile events
with keynote speakers like Vice President Mike Pence.
During the breakout sessions, the sheer number of
attendees was awe-inspiring. On more than one occasion,
attendance far surpassed estimates as additional chairs
were added to accommodate everyone in our spirited
community. Members like you make our sessions the
outstanding successes that they are. As for those who
weren’t able to attend, I won’t sugar-coat it: you really
missed something! Fortunately, you can register for
Summit 2023 in Chicago now. Here at AED, we are already
working hard to make your experience in Chicago match
the fantastic time we spent together in Orlando. I hope
to see you there.

However, there is no need to wait until 2023 to meet
again. Our Financial/HR Symposium will take place
April 20-22 at the Hyatt Regency in Boston. This event
is geared toward all financial and HR professionals
across the spectrum, regardless of job title, to learn from
industry-leading experts on this complex topic that
impacts any equipment distribution business. No matter
your level of experience, finance and HR professionals
will benefit from the newest ideas in the field, discussions
of the latest regulatory and legal issues, and the priceless
networking opportunities that our symposium affords.
Participating in our trade association events is the
number one way to get the most out of your membership.
And not only that, but your attendance guarantees that
each AED gathering is an unforgettable one.

I look forward to seeing you in Boston
and highly anticipate our reunion in
Chicago. Remember: early registration
and frequent attendance are proven
cures for a fear of missing out!
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AUGUST 15 – 17, 2022
HALCYON HOTEL
245 Columbine St. | Denver, CO 80206

Register at bit.ly/2022Leadership
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F O R M O R E I N F O R M AT I O N

NO MORE PAYWALLS!

GROWING OUR COMMUNITY
& SUPPORTING EDUCATION

W

ithout a readership, a magazine is little more
than a diary. It is thanks to you, the reader,
that AED’s flagship publication (no matter
its name) has continued uninterrupted all these years.
As such, it was a pleasure to meet many of you at AED
Summit this past January. Coming back from Orlando
with our audience fresh in our minds, we have continued
to improve the reading experience.
In light of these improvements, this winter has been a
memorable one for AED Magazine. We introduced our
name change in our previous issue, and we rolled out a
new digital distribution method.
In addition to the high-quality print version that you’re
accustomed to, you may now access AED Magazine at
aednet.org for free. This freely accessible, digital version
will enable you to easily share content with your friends,
family, and colleagues. As our community grows, so does
our industry.
We also believe that by removing paywalls, we can
more effectively advocate throughout and beyond the
industry on critical topics that affect us, such as public
policy, technology, and education.

As for the current issue, education is a focal point with
articles on The AED Foundation’s accreditation of two
colleges in Canada and a high school in Illinois, the value
of continuing education programs and certifications,
and the opportunities that AEDF scholarships provide
students, among others.
We also welcome Ken Taylor as our new chairman;
he has also been an advocate for education through the
ThinkBIG program at Owens Community College and is
making addressing the industry’s workforce shortage a
top priority during his leadership of the association.

It is our hope that the stories contained
in this issue will reach a younger and
broader audience to provide them
with evidence that a career in the
equipment industry is a solid option
with a supportive community behind it.
With the help of AED Magazine’s core
readership, I am confident that
the message will be heard.
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INDUSTRY NEWS

POWER EQUIPMENT
ANNOUNCES PROMOTION OF
ANDY MOON TO PRESIDENT

P

ower Equipment, a member of the Bramco family of
companies, announces the promotion of Andy Moon
to president following the retirement of Chris Gaylor
at the end of February 2022. This promotion is effective
March 1, 2022. In his new role, Moon will continue to lead
the sales force while also adding product support oversight
and executive functions to his responsibilities.
“Andy has served as the vice president of sales
throughout his 20 years with Power Equipment. He has
built an industry-leading sales team and has wonderful
relationships with our manufacturers, employees and
customers. We are excited for Andy to lead Power in this
period of continued growth,” said Michael Brennan, CEO
of Power Equipment. Mike Paradis, chairman of Power
Equipment, agrees: “Andy is a thoughtful leader and does
an excellent job of balancing the competing demands of
our industry.”

Andy is committed to continuing the strong legacy and
trust that Power Equipment has shared with its customers
since 1946. “It is truly exciting to be leading such a strong
company, with great products, reliable partners and
exceptional employees. Providing our customers with an
industry-leading level of service will continue to be our
goal. My role is to support the Power team and remove any
obstacles that keep them from achieving this.”
Mr. Moon has spent his entire career in the construction
equipment industry. He resides in Knoxville, Tennessee,
with his wife Jennifer and is the proud parent of three
daughters: Kaylen, 27, who lives in San Francisco; Anna, 24,
who lives in Austin, Texas; and Katie, 13. When Andy isn’t
working, he spends as much time as he can being Katie’s
biggest fan, watching her play volleyball, softball, and
sing and act in school/local productions. He occasionally
sneaks in a little fishing or a round of golf.

J E S S E B E A S L E Y TA K E S O N N E W
R O L E A S C H I E F O P E R AT I N G
O F F I C E R F O R N AT I O N A L
EQUIPMENT DEALERS LLC.

N

ational Equipment
Dealers LLC [NED]
recently
named
Jesse Beasley as the new
chief operating officer of
the company. As COO, Jesse
will provide company-wide
leadership, team management and strategic vision to the
employees, as he oversees the implementation of NED’s
continued growth strategies.
“I have had the pleasure of working with Jesse since
2013 when he was the first new hire that we made after
our purchase of May Heavy Equipment," said Kerry Vickar,
NED chairman. “Since that time, Jesse has shown everyone
that he has a tremendous work ethic and that he is a natural
leader. Those skills, coupled with his industry knowledge,
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have made him worthy of his position as our new chief
operating officer.”
“I couldn’t be prouder of Jesse with this well-deserved
promotion. He is absolutely the best operations
management person I have ever been around,” said Mitch
Nevins, NED CEO. In his previous role as vice president of
east coast operations for NED, Jesse managed operations
for seven branches, located throughout North Carolina,
South Carolina, Georgia and Florida. Originally from
Ladson, South Carolina, Jesse graduated from the College
of Charleston. He got his start in the heavy equipment
rental business as an intern at a large heavy equipment
rental company while going to college. Over the last 23
years, Jesse has held various leadership positions in rentals,
sales, and operations. As NED COO, Jesse will continue to
be based in NED’s Charlotte, North Carolina, location.

INDUSTRY NEWS

RECORD360 TAPS DEALERSHIP, RENTAL EQUIPMENT
INDUSTRY EXECUTIVES FOR ADVISORY BOARD
Panel to provide counsel, insights on business strategy, market opportunities;
support Record360 management with experience in product development,
sales, growth initiatives

R

ecord360, which provides a mobile-based online
inspection and workflow platform for managing
the condition of high-value assets such as heavy
equipment and trucks, announced today it has established
an Executive Advisory Board to help guide the company’s
product development and sales growth strategies.
Joining the advisory board are four industry executives
with extensive leadership experience in equipment rental
agency and dealership management as well as industrial
equipment remarketing and transactional solutions. The
members are:
JOSEPH DIXON. Mr. Dixon is a veteran of more
than 30 years in the equipment rental industry. He is the
former senior vice president of sales for United Rentals
and has held executive positions with Hertz Equipment
Rental Corp., The Home Depot and JLG Industries.
NIC DIPAOLO. Mr. DiPaolo is the chief executive
officer of heavy equipment dealer ProCon JCB and
previously spent 15 years with Sunbelt Rentals, where
he left as the company’s operational vice president after
beginning as a branch manager and advancing through a
series of increasingly responsible positions.
DOUG FEICK. Mr. Feick is the former senior vice
president of new business and corporate development
at Ritchie Bros., a recognized leader in selling of heavy
industrial equipment and trucks through live and online
auctions. He previously served as chief legal officer for
IronPlanet, general counsel for ChoiceStream Inc. and as
vice president of corporate development for Yahoo. He has
25 years of legal and business experience.
JEFF JETER. Mr. Jeter is the president, global strategic
accounts, at Ritchie Bros. Previously he served as president
of IronPlanet leading the firm’s U.S. and international
sales, senior principal at PRTM Management Consultants
and senior vice president of marketing for Manugistics
Group Inc. He brings 25 years of sales, marketing and
international business experience to the Advisory Board.
“We are excited to welcome these experienced industry
executives to our advisory board,” said Abby Chao,
Record360’s chief executive officer. “We look forward to
their counsel and strategic guidance across many aspects
of our business.” Chao noted that she expects the board to

help the company with strategies to increase penetration
with large rental agencies and dealerships, identify new
markets and products, scale and extend its product
portfolio, and accelerate sales growth.
Late last year the company expanded its portfolio
with the launch of SalesPro, which Chao cited as “an
innovative tool that will allow sellers of used equipment
to use Record360’s best-in-class documentation and
workflow tools in a new context.” SalesPro enables
construction firms, dealerships, vehicle rental fleets
and other commercial equipment owners to quickly
identify assets for sale, determine their condition, price
them appropriately and rapidly respond to interest from
potential buyers. The mobile-friendly platform enables
sales reps to market equipment directly by text or email,
or over widely used social media platforms.
Importantly, SalesPro also is integrated with and utilizes
the extensive, real-time, continually updated library of
equipment images contained in Record360’s InspectPro
database, which maintains a history of an asset’s condition
and usage data over its lifecycle. InspectPro allows users
to search inventory across multiple locations, so if a sales
rep can’t find a specific asset locally, it can be identified
and tagged for sale from another office.
Record360 is planning to expand its portfolio with
additional new product introductions this spring.
March 2022 | Associated Equipment Distributors Magazine | www.aedmagazine.com | 11

INDUSTRY NEWS

JOHN DEERE TO ACQUIRE MAJORITY
OWNERSHIP IN KREISEL ELECTRIC
• Kreisel Electric produces innovative
battery technology for e-mobility and
stationary systems.
• This investment will provide John Deere
with optimal integration to efficiently
design vehicles and powertrains around
superior immersion-cooled, high-density
battery technology.
• Deere will leverage Kreisel’s batterybuffered charging technology to build out
infrastructure to support global customers.
• The majority acquisition strongly aligns
with Deere’s electrification and
sustainability goals.

M

OLINE, Illinois (December 14, 2021) —
Deere & Company (NYSE: DE) has signed
a definitive agreement to acquire majority
ownership in Kreisel Electric Inc. (“Kreisel”), a battery
technology provider based in Rainbach im Mühlkreis,
Austria. Kreisel develops high-density, high-durability
electric battery modules and packs. Additionally,
Kreisel has developed a charging infrastructure
platform (CHIMERO) that utilizes this patented battery
technology.
Since 2014, Kreisel has been a leading innovator
focused on the development of immersion-cooled
electric battery modules and packs for high-performance
and off-highway applications. The company has a
differentiated battery technology and battery-buffered
charging infrastructure offering and currently serves
a global customer base across multiple end markets,
including commercial vehicles, off-highway vehicles,
marine, e-motorsports, and other high-performance
applications.
John Deere sees demand growing for batteries as a sole
or hybrid propulsion system for off-highway vehicles.
Products in Deere’s portfolio such as turf equipment,
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compact utility tractors, small tractors, compact
construction, and some road building equipment could
rely solely on batteries as a primary power source. Deere
intends to continue to invest in and develop technologies
to innovate, deliver value to customers, and work toward
a future with zero-emissions propulsion systems.
The majority investment in Kreisel Electric will allow
Deere to optimally integrate vehicle and powertrain
designs around high-density battery packs while
leveraging Kreisel’s charging technology to build out
infrastructure required for customer adoption.
“Kreisel’s battery technology can be applied across
the broad portfolio of Deere products, and Kreisel’s inmarket experience will benefit Deere as we ramp up our
battery-electric vehicle portfolio. Deere will provide the
expertise, global footprint, and funding to enable Kreisel
to continue its fast growth in core markets,” said Pierre
Guyot, senior vice president, John Deere Power Systems.
“This is an opportunity to invest in a company with
unique technology that’s designed for the demanding
conditions where Deere customers work.
“Furthermore, building an electrified portfolio is
key to John Deere’s sustainability goal of pursuing new
technologies that reduce the environmental impact
of new products and work toward zero-emissions
propulsion systems on equipment, while increasing our
customers’ efficiency and productivity.”
Kreisel Electric will retain its employees, brand name,
and trademark, and continue to operate from its current
location in Austria to serve its growing customer base.
The company was founded by brothers Johann, Markus,
and Philipp Kreisel and has approximately 160 full-time
employees.
In a joint statement, Johann, Markus, and Philipp
Kreisel said the Kreisel team looks forward to expanding
its base business, leveraging the Deere channel to
accelerate adoption of battery-electric vehicles and
charging stations, and working with Deere’s vehicle
design teams on product advancements.
The transaction requires final regulatory approval
in Austria, with closing expected to take place in
approximately 60 days. Financial details are not being
disclosed.

INDUSTRY NEWS

PHILIPPI
HAGENBUCH INC.
INTRODUCES NEW
BUSINESS DEVELOPMENT
MANAGER

P

EORIA, Illinois (February 9, 2022) – PhilippiHagenbuch Inc. introduces Aaron Boyce as a
business development manager with an emphasis
on mining. Boyce will work with mining and aggregate
customers in the western regions of the United States and
Canada as well as niche clients across the United States.
With a vision to grow Philippi-Hagenbuch’s footprint
within the mining industry and expand annual sales and
special products, Boyce will partner one-on-one with
new and existing clients to provide the equipment and
services they need to maximize the profitability of their
operations.
“Learning about the unique condition of every mining
operation is something I’ve always enjoyed,” said Boyce.
“I am excited to work alongside customers to examine
how they are using their equipment and find innovative
ways to maximize their productivity.”
Boyce has had a lifelong interest in mining operations.
He brings 21 years of industry experience to his role at
Philippi-Hagenbuch and a broad yet in-depth knowledge
of the coal, aggregates, industrial minerals, precious
metals and contract mining industries. His previous role
was the director of business development and technical
services for a contract mining company, where he was
responsible for estimating costs of new projects as well
as managing contracts and commercial terms for new
customers and contract renewals. He also has experience
supervising aerial surveying and inventory management
programs.

“Aaron’s well-rounded and practical
experience aligns with our vision to
provide customers with personalized
equipment that will ultimately improve
their day-to-day efficiency,” said Josh
Swank, Philippi-Hagenbuch vice president
of sales and marketing. “He has the
expertise to identify and implement
customized solutions that are the
hallmark of Philippi-Hagenbuch.”
Boyce resides in Phoenix, Arizona, with his wife and
children. He is originally from Utah, where he studied
mining engineering at the University of Utah and then
went on to receive his MBA from Washington State
University.
“I am confident that my new role will open up doors
to use my skills and expertise to help solve the challenges
that operations, maintenance and engineering managers
face every day,” Boyce said.
March 2022 | Associated Equipment Distributors Magazine | www.aedmagazine.com | 13

INDUSTRY NEWS

KINPERIUM INDUSTRIES ACQUIRES K-TEC & ASHLAND
EARTHMOVING EQUIPMENT MANUFACTURERS

K

inperium Industries (“Kinperium”) announced
today it has acquired K.A. Group, consisting
of K-Tec Earthmovers (“K-Tec”) and Ashland
Industries (“Ashland”). Kinperium partnered with
the owners and management of K-Tec and Ashland
to acquire a majority stake of the company. K-Tec and
Ashland are the industry-leading manufacturers of
pull-pan earthmoving scrapers and implements for the
construction, mining, and agriculture end markets.
The two scraper brands previously joined forces in
a 2020 merger, providing for production facilities in
Rosenort, Manitoba, Canada, and Ashland, Wisconsin,
USA. With the aggressive growth goals the company
has set out, both factories and all current employees are
geared up to continue their strong efforts under new
ownership. The thriving factories on both sides of the
border are each looking to add additional staff to their
teams and future facility expansion projects to fulfill the
existing order book of earthmoving equipment.

14 | www.aedmagazine.com | Associated Equipment Distributors Magazine | March 2022

“Our new partnership with K-Tec and Ashland is
truly groundbreaking,” said Bill Kostenko, chairman of
Kinperium Industries Inc. “Ashland has a deep heritage
of success in the agricultural and industrial construction
markets, while K-Tec’s quality, rugged earthmoving
equipment excels in the heavy construction and mining
markets. We believe that these complementary brands are
well positioned to expand their industry-leading market
share, and Kinperium looks forward to supporting the
long-term growth of the organization. One of the major
factors that attracted us to the K.A. Group is the strength
and enthusiasm of its management team. We look
forward to supporting this existing team to continue the
momentum that they have created for the K.A. Group.”

INDUSTRY NEWS

Benefiting from a dedicated and knowledgeable
global network of equipment dealer relationships,
K.A. Group has grown consistently by developing and
manufacturing a variety of earthmoving scrapers and
implements. K-Tec and Ashland scraper brands have
a reputation for innovation and product excellence
and are proven to work across a wide range of
applications and soil types.

Ashland Scrapers Working Together

“Kinperium is a family office which focuses on
the generational, stable success of businesses,”
said Mike Palitsky, president/CEO of K.A. Group.
“I firmly believe that this structure is exactly in
line with the culture that we are enjoying at K.A.
Group today. From the start,
we identified Kinperium as our
number one partner candidate.
We are thankful that we can now
begin our working relationship
together for a promising future
of long-term growth."

M I K E PA L I T S K Y
President/CEO of K.A. Group

Rental Friendly
Different sizes for different applications!
Hydrema U.S., Inc. | Cumming, GA | Tel.: (404) 614 1747
www.hydrema.us

find us here...
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BY KYLE LARKIN

TOP FIVE MINISTERS FOR AED MEMBERS

A

s Parliament resumed on January 31, despite
hundreds of trucks clogging downtown Ottawa,
the government was returning to push through
their priorities from their fall election campaign platform.
Ministers were appointed, parliamentary secretaries
chosen, and parliamentary committees finally began
resuming their important work. Here are the top five
ministers that AED members should look out for over the
coming months:

C HRYST IA FREELAND

Freeland continues to hold two very important roles
in this government, deputy prime minister and minister
of finance. While the former is mostly ceremonial, it
does hold a considerable amount of political influence
and power. However, the latter is historically the most
important Cabinet portfolio in the government, besides
prime minister. Freeland’s first job will be to pass the Fall
Economic Statement from 2021. Her main priority going
into this parliamentary session is to table a budget. It will
be the first budget since the election, and many industry
groups are hoping that it addresses inflation and economic
recovery.

F RA NÇ OIS-PH ILIPPE CH AM PAGN E

Champagne is the minister of industry, science and
technology, and another very important individual in this
government. His priorities range from supporting work on
net zero policies, to telecommunication policies, to right
to repair. The minister of industry has traditionally been a
catch-all for business, and Champagne has already flown
across Canada and internationally to meet with various
business groups. No matter the priorities from the prime
minister, Champagne will continue to be extremely busy
with the number of files he needs to juggle.
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D O MI N I C L EB L AN C

Following a victorious bout against cancer, LeBlanc
is a strong personality in Cabinet as the minister of
intergovernmental affairs, infrastructure and communities.
He’s a close friend of the prime minister’s and has been
tasked with liaising with the provinces on various issues.
He also will be looking to somehow fix the infrastructure
investment backlog, something the government hasn’t
been able to do since 2015 despite industry input. He’ll
also be leading the National Infrastructure Assessment
that continues to be formed.

STEVEN G UI L B EAULT

The most controversial Cabinet appointment from the
fall was Guilbeault as the minister of environment and
climate change, due to his previous work with Greenpeace.
Those in the natural resources industries, especially oil and
gas, are nervous that he will implement his own agenda
without a fulsome consultation. In his previous work as
the minister of Canadian heritage, he was blamed for the
outcry about the amendments to the Broadcasting Act due
to the lack of consultation that took place beforehand.

J O N ATH AN W I L KI N SO N

Last but not least is Wilkinson, the minister of natural
resources. This portfolio has typically been filled by
someone from Alberta, but Wilkinson from British
Columbia did gain respect from industry for his measured
approach when he was the minister of environment and
climate change. His focus will not be on the growth of the
oil and gas industry, but rather supporting the net zero
transition, such as promoting clean technologies. He will
have a difficult role in balancing the needs of the natural
resources industries and the priorities of the government
on addressing climate change.

small dealer
conference
NOVEMBER 13 – 14, 2022
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306 W. Market Street | San Antonio, TX 78205

Register at bit.ly/2022SmallDealer

SCAN THE QR CODE
F O R M O R E I N F O R M AT I O N
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HEAVY
EQUIPMENT
EDUCATION
The AED Foundation
Accredits Two
Canadian Colleges
B R A N D O N B O U D R E A U LT

The AED Foundation’s recent accreditation
of heavy machinery programs at two

Canadian colleges sends a clear message:
educational partnerships outside of the

United States add value to the Foundation’s
mission and create more opportunities for

the profession throughout North America.
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T

he two colleges – the British Columbia Institute
of Technology (BCIT) based just outside of
Vancouver and Centennial College in Toronto
– both offer first-class heavy equipment training
and apprenticeships. After a rigorous audit of their
operations, curriculum, student success, and safety
standards, The AED Foundation’s official recognition of
these institutions' programming represents a significant
milestone for all stakeholders involved, especially
students.
Students who earn credentials through BCIT’s Heavy
Duty Equipment Technician program and Centennial’s
Heavy Duty Equipment Technician program will
be prepared to enter the workforce with the knowhow needed to prosper in this crucial trade. More
importantly, as students graduating from an AEDaccredited program, they will have the benefit of a large
network of employers, partners, and associations who
recognize the industry-leading standards set by AED.
While the equipment industry continues to grow,
workforce shortages and generational turnover have
hampered its progress. Craig Drury, the vice chairman
of the AED board of directors and the V.P. of operations
for Vermeer Canada, emphasized the importance
of broadening the workforce at a crucial time for the
equipment industry. The AED Foundation and the
stakeholders associated have placed increasing value on
attracting women and people of different ethnicities to
the career paths within this trade. In a 2021 research
report published by The AED Foundation entitled
“Building Diversity into the Equipment Distribution
Industry,” the challenges faced by minorities in this
field are presented as opportunities for improvement
and coalition building. The report concludes that
“furthering their commitments to inclusive excellence in
the workforce” will better position AED to navigate the
complex social and economic problems of the twentyfirst century. This goal of expanding the workforce
also takes into account the many different kinds of

positions available within this trade, acknowledging the
new technological opportunities facing the equipment
industry.
In fact, representatives from AED and
the colleges themselves emphasized the
increasing importance of the technology
integrated into the machinery. As the
tools and equipment become more
sophisticated, so do the processes of
operating and repairing.
While some students might anticipate that their daily
work will keep them underneath a massive piece of
equipment, or elbow-deep in an engine compartment,
the reality is that many of the operators and technicians
will rely on computers as much as their traditional tools
and know-how. This reality is exemplified by the virtual
training that students encounter in college programs,
which provide individualized opportunities to navigate
the heavy machinery controls and operations they can
expect to manage once they enter the workforce. Trends
in technological innovation expand in all professions,
especially those like the equipment industry, which
prioritizes productivity, equipment optimization, and
the fine-tuning of safety mechanisms. Equipment
manufacturers represented on The AED Foundation's
board of directors have helped excel these trends by
offering technology solutions tailored to the needs
of clients and the many different specialized fields
of heavy-duty equipment operation. The result is
an increasing need for employees with specialized
knowledge not only of engines, but of the technology
that drives them. BCIT and Centennial College are
eager to meet these new needs of a workforce with
unprecedented generational turnover.
As a leader in training the next generation of
heavy equipment mechanics and operators, and the
first college in Canada to be accredited by The AED
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Foundation, BCIT takes pride in their high-level
operations. Tony Upton, the department head for the
heavy equipment program at BCIT, pinpoints the reason
for this enthusiasm at the school:
“When industry partners see the AED
accreditation, they know the institution and
programming are working at a high level
and going in the right direction.”
Given BCIT’s attention to detail and comprehensive
treatment of the in-demand trades like mining, forestry,
marine, and heavy construction, it is not surprising that
they received full accreditation after their on-campus
audit.
As an example of the successes achieved at BCIT,
Upton pointed to a specific student who, before entering
the heavy equipment program, had never turned a
wrench. After moving through the Foundation’s courses,
he proceeded through the apprenticeship levels and
earned his Interprovincial Red Seal endorsement.
The student is now a project manager for BC Ferries
outside of Vancouver. Bruce Thompson, the interim
associate dean of the Motive Power program at BCIT
and a diesel engine instructor, also expressed pride in
another student who entered the program without any
prior experience. After coming to BCIT from university,
the student completed their apprenticeship levels and
went on to work for Wärtsilä, an international marine
equipment company based in Finland. That student now
has the chance to travel the world utilizing the skills and
expertise learned through the BCIT heavy equipment
programs. As is often the case, the students tell the
story. For BCIT, the story is one of success through an
uncompromising attention to the details that matter,
both for the education of students and the prosperity of
the industry.
Conversations with representatives from BCIT
naturally gravitate toward the rigid safety expectations
and practices prioritized in the industry. BCIT’s campus
facilities frequently impress visitors and students alike;
which undoubtedly played a role in the Foundation’s full
accreditation of the college. Russell Oye, an instructor
and researcher associated with the heavy equipment
program, pointed to a moment during the audit when
a facilities manager decommissioned a slightly frayed
safety strap, noting the potential hazard of keeping the
faulty equipment on hand. Given the size and scope of the
heavy machinery on the campus, which includes a fullsize railway unit, attention to the importance of safety
protocols is crucial to everyday operations. Because of
this keen awareness of safety modeled by the staff and
faculty, students at BCIT are consistently engaged in a
curriculum that prioritizes efficiency, accuracy, and
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attention to detail, which ultimately prepares them to be
competent and mindful employees.
Students at Centennial College highlight the
importance of having access to top-of-line tools and
equipment to better prepare them to handle the challenges
of managing technological innovation in the industry.
The faculty at Centennial point to the importance of
hands-on learning in labs and the fact that the students
engage daily with real equipment being used in the field.
In addition to practicing with current equipment in
real-world situations, students at Centennial have the
opportunity to network with industry leaders through
tours of manufacturing companies and industry partners
they can expect to work with once they graduate.
Centennial’s partners include local dealers of CAT, John
Deere, and Volvo equipment. As a result of the important
partnerships built through the program, students have
the chance to engage directly with the manufacturers
who define the standards of the industry and produce the
machinery that they will operate and maintain. Because
of the accreditation, students at Centennial will have
robust, program-oriented networking opportunities that
will connect them with employers and alliances that
have the potential to define their careers in the trade.
There is a clear excitement in the industry surrounding
this accreditation because it is an acknowledgment of
success at the college, and it represents the continued
partnerships between institutions of higher education
and AED in the name of prosperity for the industry.
The expanded networking opportunities provided
by The AED Foundation’s accreditation mean that
the students who are credentialed through BCIT and
Centennial have a leg up when it comes time to enter
the workforce. This accreditation provides multifaceted
benefits to all involved. For the students, there is
excitement knowing that their hard work and focus
will yield a good-paying job in a growing industry with
nearly unlimited potential for career advancement. For
the colleges, the accreditation affirms the quality of
their programming and inspires them to maintain the
rigorous expectations set forth by the industry. And,
finally, for the industry itself, this partnership creates
additional avenues for workforce growth through the
creation of a highly skilled generation of technicians
eager to fill the many positions available. The value
added by this accreditation can be seen throughout
this new coalition of students, manufacturers, industry
leaders, and educators.

Stakeholders involved in the accreditation process all echo
a similar message: the stamp of approval from The AED
Foundation endorses the exceptional work done to date
and galvanizes the colleges to further achievement of
industry-leading workforce development.

TAYLOR-MADE
FOR THE INDUSTRY

Incoming chairman to focus
on legislative advocacy,
workforce development
T R A C E Y T I M PA N A R O

T

he construction equipment industry
has a very rich history, and newly
elected AED chairman Ken Taylor
personifies that tradition to a T. Taylor
represents the third generation of his family
to run the business, and he is also the fourth
legacy chairman to take the helm at AED.
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“My dad was president of AED
in 1989, and following his
footsteps in a situation where
this has only occurred three
other times is a great legacy
to be part of,” Taylor said.
Taylor is president and chairman of the board of Ohio Cat,
the exclusive Caterpillar dealer in Ohio, northern Kentucky
and southeastern Indiana.
Ohio Cat was founded in 1945, so it celebrated its 75th
anniversary in 2020, although the party was postponed until
2021 for obvious reasons (with over 2,000 attendees, Taylor
says it’s the largest party he’ll ever throw). The company,
which has been an AED member for 80 years, currently has
four divisions: equipment and power systems, truck, ag, and
component remanufacturing.
Unlike many of his peers in the industry, Taylor’s career
did not begin at the family business. “My parents insisted
that I find my own path,” he says. “I had an independent
streak, and I wanted to explore economics and international
trade, so I did.”
Taylor worked at the Federal Reserve Board in Washington,
D.C., for a few years after receiving his bachelor’s in economics
in 1984 (cum laude) from Amherst College. Unfortunately,
his mother had developed terminal cancer, so in 1988 he
decided to come home and work for his father, Tom Taylor
Jr. “I made the decision and never looked back,” Taylor said.
While grieving his mother, Taylor initially worked in the
company’s parts and service departments. “It was a great
place to start and learn about the business,” he says. “And
that’s when I was able to meet most of the people in the
company.”
Taylor did stints in the credit department, sales finance and
outside sales, and says the running joke of the family is that
he is not a natural-born salesperson (that honor belongs to
his grandfather, Tom Taylor Sr.). He married his sweetheart
Martha in 1990; they had met on a blind date. “My wife was
a second grade teacher, and when I was selling we survived
mainly on her salary. She was the major breadwinner.”

C RA ZY BUSY

It was an incredibly busy time for the family and the
business. Martha soon was busy taking care of four children,
and Ken was learning the business while also completing an
MBA at Case Western Reserve University. Then more bad
news arrived when his father’s health began to fade due to
a chronic illness. Tom passed away in the fall of 1994, and
Ken assumed the presidency.
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“It was a really challenging time, but thankfully we had a
good management team in place,” Taylor said. “And when
you’re young, you can bite oﬀ a lot more than you think. I
had plenty of motivation, knowledge and enthusiasm, and I
had a good education and some experience. I felt confident
I could handle the position. All in all, it went well, though it
wasn’t without some very challenging times.”
Since then, the company has grown nearly 10 times in
size and continues to break sales records year after year,
including doing more than $1 billion in 2020 and 2021. And
Taylor says he loves every aspect of running the company. “I
love the products and services we provide to our customers,
who essentially help build our world,” he says. “I love being
a leader and working with a team. We run the business very
professionally and are always looking for profitable growth
and opportunities.”
Taylor says the people side of the business is really
important to him, both in terms of employees and customer
relationships. He says treating employees well is a critical
component of a company’s success. “If you don’t have
employees who are truly engaged in your organization, you
are not going to have your customer satisfaction where you
want it to be,” he said.
Being truly engaged is an excellent way to describe
Taylor’s approach to, well, everything. He has been very
active in a variety of business and civic organizations and
has been contributing his talents to AED since he joined
The AED Foundation board for the first time in 2003. He
joined the AED board in 2015, and the Foundation’s board
again in 2018.
Taylor attributes his volunteer ethic to his parents and
his alma mater. “Leadership and philanthropy were just
ingrained in my family. Amherst’s motto speaks of bringing
light into the world, and so I really came to value making a
diﬀerence beyond my own four walls,” he says.

Left to right: Shannon Maloney, Stuart Taylor, Nikki Taylor, Ian Taylor, Martha Taylor,
Ken Taylor, Gillian Taylor, Gordon Taylor and Branden Henning

KEY GOALS

In terms of his AED chairmanship, Taylor has several
priority areas of focus. Legislative advocacy is first and
foremost. “Pursuing our industry’s needs in Washington
has borne some fruit; the infrastructure bill is one
example,” he said. “Since it’s an election year, we will
want to participate in campaigns that are friendly to our
industry, whether they are Republican or Democrat.”

Taylor says AED has an excellent staff that can help
accomplish these goals, and he is very enthusiastic about
The AED Foundation’s Vision 2025 campaign, which aims
to raise $5 million over five years to support workforce
development. The program has three areas of focus:
schools with heavy equipment technology programs,
students within the programs, and AED dealer members.

Taylor also wants to increase membership numbers and
increase involvement in the association. However, the
effort that is nearest and dearest to his heart is workforce
development. “We do not have enough employees to serve
the needs of this industry, and we can’t wait to be way
more active on this,” he said. “I’d like to blow the horn on
this to get everyone’s attention and drive action.”

A little closer to home, Taylor has undertaken workforce
development within his own family. His daughter, Gillian,
joined the company in August of 2020 and is currently
a corporate communications specialist. “She loves being
here, and within six months we all started to think about
the possibility of her running the company one day,” he
said. “So this could be the beginning of transitioning the
business to a fourth generation.”

Ohio Cat has been participating in these efforts for a
good while now. In 1996, it collaborated with other Cat
dealers and Caterpillar on what became a “ThinkBIG”
program at Owens Community College near Toledo,
Ohio. Its goal is to develop technically competent and
professional construction equipment service technicians.

Gillian wants to have a family and a career. “We have
to think about how we can set up a management team to
make that work,” Taylor says. “It has to be hard, but there
are women in the industry today who are doing just that. I
love having strong women in my life, and I respect the hell
out of what they get done.”

Lamenting the fact that American culture has minimized
the importance of the skilled trades over the years, Taylor
is keen to make a difference. “We can tell students that
they can have a job without taking on debt to get there.
And that they can advance and become management
leaders or even own their own companies,” he says. “We
have got to get this message across North America to tell
our young people that they have excellent career choices
in our industry.”

Taylor also has three sons, Ian, Gordon and Stuart who
are not yet in the business. Like Ken at the beginning of
his career, each of them is starting out on their own path
which will hopefully lead back to the family business.
Either way, Taylor is very happy to be leading Ohio Cat
and is eager to contribute even more time and effort to
AED this year. “I was always taught to think and act in
a big way,” he says. “I look forward to giving back to the
association that has made such a difference for us and for
every single company in this industry.”
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LIFE SKILLS,
TRADE SKILLS
ON THE FRONT
LINES OF
EDUCATION
G IL E S L AM B ERTSO N
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The workforce battle is an uphill one for dealers. It begins with

culture. The cultural preference in this country is for a four-year
education. Parents want their children to matriculate at State
College, not Tri-City Tech, even if the kiddos are ill-suited by
temperament and GPA for university classes.

K

evin Clark knows something about that. “I
have a school that has quite a few of those
folks,” says the president of the East Windsor,
Connecticut, campus of Lincoln Tech. “They were
enrolled in college English and biology courses,
philosophy, but then stopped and said, 'This is not
what I want to be doing. I want to get my hands into
something and fix it and make a buck.'”
Another obstacle for dealers looking for skilled help
is the software and digital revolution that turned off
generations of young people to the mechanical trades.
They learned to click and swipe their way to solutions
without even breaking a sweat. The idea of rolling
up their sleeves and getting their hands dirty in the
innards of a diesel smoke-belching yellow machine
held no appeal for them.
Clark again: “Years ago people would say
how mechanics get all dirty and can’t make
a good living just because they can’t go
to college. Today, there is more and more
understanding about what is involved in
skilled trades and how incredibly valuable
manufacturing and skilled trades are.”
Jay Duca concurs. He has watched the esteem for
mechanic and technician work rise and fall over three
decades. For 20 years, Duca was a technician and then
foreman of two dozen technicians at Truck Country
of Wisconsin before becoming an instructor of diesel
technology at Fox Valley Technical College in Black
Creek, Wisconsin, 12 years ago.
“Society as a whole changed to a point where it no
longer looked at these jobs as good jobs,” he says. “That
slowly is changing as we see problems getting vehicles
and equipment serviced.” But the damage has been
done and dealers must battle negative stereotypes to
attract qualified young people.

The rest of the problem the industry faces isn’t about
competing images, but about real deficiencies that too
many candidates for tech jobs bring to a dealer’s HR
office. While one generation is as capable as the next,
recent generations of young people have entered the
workplace only partly equipped to succeed.
Too many of them never acquired at home or
elsewhere some of the “life skills” or “soft skills” that
separate top employees from lesser ones. Consequently,
applicants for technician work may want to do the
work but can’t.
Polly Van Valkenburg knows the feeling. The human
resources director at Linder Industrial Machinery
presides over a recruitment process that aims to keep
qualified people in 550 Linder employee positions,
almost half of which (240) are technicians. In January,
she couldn’t say how many of the technician jobs were
open, “but we always have a need. Always.”
Most of the positions are filled through tech school
graduation programs. The Florida company works
with several schools across the company’s footprint
in Florida, South Carolina and North Carolina. “The
schools we work with offer those types of courses, the
life skills courses, the soft skills. That’s the one thing
we have to look at.”
Linder is considering one more course of that type,
a personal finances class in which the new employees
would learn how to handle money. “And we’re looking
at other types of programs that may help the young
people.”
When did this need for functional workplace skills
begin to show up in tech school and HR programs?
Clark has been at East Windsor’s Lincoln Tech campus
for three years, but the life skills coursework integrated
into the school curriculum dates 13 years ago. “I can
testify that for at least the last 10 years we’ve had a great
need to address some of the things we’re talking about,
the skills a young person needs to be successful.”

March 2022 | Associated Equipment Distributors Magazine | www.aedmagazine.com | 25

At East Windsor, the program is encapsulated
in the first class every Lincoln Tech student takes,
the delightfully named “Driving Your Performance.”
This is the heart of it: “The content will be balanced
by an emphasis on skills that will enable students to be
successful in school and in life. These skills will include
time management, financial management, goal setting,
learning strategies, career planning, and critical thinking
strategies.”
Clark says students welcome the soft skills training. “I
have never had a student say the class is a waste of time.”
At Fox Valley Technical College, such coursework
is integrated into classes. “All the people skills are
incorporated into everything. It is a large component of the
first class, where unknown to students we are introducing
the concept of time management, whether it is writing a
work order or something else.
“The idea is to get them to understand a job can only
take so many minutes. So, time management is woven
into the classes. They don’t even know it’s being done.
Such management is part of what the industry needs, our
industry partners tell us.”
Whether such a lack of functional skills is the fault of
homes or culture, Duca says, doesn’t matter. “When we say
the home isn’t doing the job, it comes down to the same
thing. Kids generally aren’t being exposed to mechanical
things. In the last 12 years as an instructor in technical
education, I’ve noticed that things are going downhill.
Many kids are less and less aware of basic mechanical skills
and have almost no mechanical aptitude.”
In contrast, he cites his own childhood when he and
peers would help change the oil in a car or do a brake job
or fix a dishwasher. Duca concedes the young people today
have honed a different ability—“on the phone”—but regrets
what he calls “slowly deteriorating social development”
that requires him to teach his students how to navigate a
tool box.

So, what can the industry do to offset this
fundamental shakiness in functioning skills?
Blame it on COVID and give up?
The shrinking workforce numbers that dealers face is
reflected in tech classrooms. Duca says students enrolled
in diesel technology classes are fewer than a decade ago.
“Off the cuff, I’d say there has been a 25 percent drop-off.”
That kind of shortfall on the front end squeezes employers
at the back end as they contend for fewer and fewer techschool-trained applicants.
An ongoing solution is for equipment dealers and
technical schools to work closely together on the problem.
Linder Industrial Machinery, headquartered in Plant City,
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teams with a tech program in Tampa, according to Van
Valkenburg. The Komatsu dealership and other equipment
dealers in the area partner with the school. “They work
with us on subjects for classes. It’s a true partnership.”
Tech school grads hired at Linder as apprentices get a
signing bonus and quarterly bonuses for the first year at
the dealership.
“We give them the option over the year
to continue to learn. After all, even if you
learn the basics at school there still is
plenty to learn.” At the end of the year,
if they have successfully completed the
program, they receive a raise.
Here’s the thing: Linder also reaches out to high school
graduates. The 18-year-olds—or older tech trainees coming
from the military—also get signing bonuses, quarterly
bonuses and a raise at the end of the year. The difference
is that the stipends for tech students are higher to reward
them for having gone to school. “If someone from high
school comes to us with aptitude and a work ethic, we can
train them how to fix machines. Training them to have a
work ethic is more difficult.”
Industry partners at the East Windsor campus of Lincoln
Tech include Penske Truck Leasing. In December, Penske
took over a tall wall opposite the diesel training lab and
plastered its branding mixed in with motivational messages
for the students.
“More and more, we have folks looking to partner with
us to solidify our connection,” Clark says. “They are in
the school constantly and, frankly, have an advantage
over other employers.” The school has begun to work with
Daimler Truck North America in a similar attempt to raise
its profile among Lincoln Tech students.
Middle school and high school student populations also
need targeting. Field trips to dealerships where students
can sit on shiny new equipment, so-called “career days,” are
a popular example. Linder is among the dealerships doing
that. “That generates interest,” says Van Valkenburg. It
helps that public school counselors and teachers are again
beginning to see value in trade work.
Duca encourages dealers to go outside the box to reach
middle school and high school students. “We need to
expose kids to a machinery and technical environment.
You’re always going to have a student who, after a field
trip, will say, ‘That was really cool.’ From there, we develop
more interest in the trade. This is a big investment of time
and money for dealers, but what we are seeing is there is
no other way.”

BY JENN Y COHEN

T H E A E D F O U N D AT I O N R E C O G N I Z E S
JOHNSBURG HIGH SCHOOL'S

CAREER & TECHNICAL
EDUCATION PROGRAM
A

few years ago, Johnsburg High School Principal
Kevin Shelton was checking on a construction
project at school when he heard someone call
out his name. "It was one of our former students, who
was driving a truck dropping off asphalt," he recalled.
For Shelton, seeing that student reinforced the
importance of Johnsburg High School's Career and
Technical Education program, which is aimed at
training high schoolers in skills needed to operate heavy
machinery, diesel equipment and maintenance, and
CDL training.
The AED Foundation recently recognized the school
for its training to help students as heavy equipment
technicians. It's one of only 20 high schools in the
country, and only the second high school in Illinois, to
be recognized by the foundation.
It's an important step for AED, which is hoping
to increase the number of schools accredited by the

foundation, as well as for the Johnsburg High School
program.
"Any time you get industry validation for what you're
doing in your school, it helps you recognize you're on
the right track," Shelton said.

TH E PR O G R AM

Johnsburg's CTE program started in the early 1980s
and is open to any students attending Johnsburg High
School. Unlike similar programs in the country that may
be based at technical-specific high schools, Johnsburg
offers its CTE courses as part of a general school
curriculum with funding from the public school system.
Gus Schmid, community liaison and a volunteer with
the program, said Johnsburg's CTE classes are a great
opportunity to expose students to expertise that they
could take with them into their professional lives after
graduation.
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Last year, as students were
preparing to compete for
Skills USA, local workers
from McHenry Township in
Illinois brought equipment
out to the school to
demonstrate for students.
It was the first time they
had been able to physically
use the equipment after
spending hours on the John
Deere simulator learning
how to operate it.

"It starts to give them the skills they need to get out
into the real world," Schmid said.
Schmid, who works as a firefighter in the Chicago area,
was a student in the CTE program when he attended
Johnsburg High School in the 1990s, so he knows the
kind of hands-on training students can receive in the
program.
That hands-on training covers topics such as how
to fix diesel engines to operating heavy machinery
and automotive maintenance. The school also offers
students CDL training, including taking students out
on public roads with a Class A truck to practice once
they've received their permits. Between 2017 and 2019,
22 students earned their Class A or Class B CDL while
still in high school, said Johnsburg High School CTE
teacher Martin Sands.
Students even help with snow removal for the Midwest
high school. After the school's maintenance department
plows the snow into piles on school property, CTE
students come through to clear the snow using two
tractors and a dump truck.
"The kids get to learn how to load and unload trucks,
and they all get turns for practice," Sands said.
Students also gain experience using one of the
crown jewels of the program: a John Deere simulator.
Schmid worked with the school to raise funding for the
simulator, and said Johnsburg High School is the only
high school in the country that has bought one of these
simulators directly from John Deere.
Students are able to use simulator programs to gain
experience on several types of equipment in different
situations. They can do it safely without the possibility
of injuring themselves, damaging expensive equipment,
or adding wear and tear to heavy machinery.
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"They had never been in
these pieces of equipment,
they had only had time
on the simulator, and the
people from the township
were amazed," Schmid said.
"They said, 'They are doing really well. Better than some
of our people.'"
The work paid off for the students in the Skills
USA competition as the team won the Illinois state
competition last year and went on to the national
competition.
Johnsburg High School's program has also been
recognized by the community for its training. The
school has developed relationships with West Side
Tractor Sales in nearby Wauconda, Illinois, and the
International Union of Operating Engineers Local 150.
These connections not only benefit the students but
also companies who need workers to fill skilled labor
positions in the Chicago area.

"There's a lack of skilled labor,
and technical trades are hurting,"
Sands said. "Businesses are asking
us for students."
In addition to going directly into a skilled labor
position, students in the Johnsburg High School CTE
program also go on to technical schools to earn a twoyear associate's degree or may even attend a four-year
college program.
"There are endless possibilities because of the skills
sets that students receive," he said.

TH E AED FO UN D ATI O N

Because the school relies on public funding, it can be
difficult sometimes to get equipment or training that
may be important for students in the program. In fact,
as enrollment at Johnsburg High School has decreased
over the years, so has funding.

"State funding is half of what it was at [Johnsburg's]
peak enrollment, and most schools would've canceled
these classes," Schmid said. "But they've done what they
can to keep it."
Being part of The AED Foundation can help the school
gain extra recognition for their hard work to better
support students and move the program forward. It also
helps the industry as well.
"Our biggest issue is addressing the workforce shortage,
which is why we work with programs like Johnsburg,"
said Sean Fitzgerrel, regional manager for AED.
Fitzgerrel estimated that companies are losing billions
of dollars annually due to a lack of skilled workers. The
industry is struggling to fill job openings with skilled
labor, and growth in the next decade could make the
problem worse.
Heavy Vehicle and Mobile Equipment Service
Technician jobs are expected to grow 11 percent in the next
decade, which is faster than average for all occupations
in the United States, according to the Bureau of Labor
Statistics. Positions like tractor-trailer drivers and diesel
service technicians are expecting growth similar to other
jobs in the U.S. Skilled labor jobs like this have a median
annual wage higher than the $41,950 median wage for all
U.S. occupations, according to the BLS.
A lack of skilled workers to fill these new positions is
an ongoing issue for the industry, which is why The AED
Foundation wants to expand its reach to more schools.
While the foundation currently recognizes 20 high
schools, it hopes to increase that to 150 schools in the
coming years.
"We've got these programs that we've accredited so we
can address this issue," Fitzgerrel said.
With The AED Foundation, industry leaders can
give students a better idea of potential jobs in heavy
machinery and expose them to the skills needed for jobs
in the industry. If students can learn basics at a highschool level, it can help them with technical training after
graduation.
So what does The AED Foundation bring to the
table? One of the best benefits is an increase in industry
support from members of the Associated Equipment
Distributors. The partnership allows schools to bring

in trainers or technicians associated with AED who can
teach students concepts or real-world work in more depth
than their teachers. AED can also connect high schools
with students in technical colleges to act as mentors and
hand equipment down to high schools to give students
more options to practice and learn. And the foundation
can examine programs to make sure they're meeting
strict safety requirements, so students can learn in a safe
environment and be introduced to standards that they
will face on job sites.
One of the most important things is to make sure
students are exposed to the field and what's possible for
them.
"A big part of this is the career awareness and telling
the story of how important it is for students to know
about the career path," Fitzgerrel said.
It's also important from the school's perspective to have
an organization like AED recognize its program, which
can provide tremendous benefits for high schoolers,
companies, and the community.

"It's going to enhance our ability
to build relationships," Schmid said.
"The audience we can reach with
what we're trying to do will be
much broader."
And there's a physical advantage as well. Johnsburg
is less than 30 miles away from AED Foundation
headquarters in nearby Schaumburg, Illinois. That means
the foundation now has a program that they can bring
people to if they want to physically see what it means to
be recognized by The AED Foundation.
"We're close enough that they can show someone,
'Here's a thriving program,'" Schmid said.
Overall, Johnsburg High School's CTE program can
grow not only with the support of The AED Foundation,
but also support from professionals, the community, and
former students who know the value of a program like
the one at the school.
"I've had former students tell me, 'Don't get rid of that
program. That's the reason I stayed in school," Shelton said.
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How CERTIFICATION Can Boost Value
That Dealers Deliver to Customers
BY K ARE N SCALLY

T

he profit is no longer in the iron for heavy equipment fleet management. It’s in how you perform the job, says Matt
Cox, director of asset management for Lehman-Roberts, a paving contractor based in Memphis, Tennessee. The
right training is key to creating efficiencies, which is an opportunity for dealers to provide additional services for
their customers and elevate their status as partners that help them succeed.
Current fleet managers need to master distinct skills to control their department’s costs. Cox says the Certified Equipment
Manager (CEM) designation he earned from the Association of Equipment Management Professionals (AEMP) has been
instrumental in shaping processes that pave the way for profitability.
For equipment distributors wanting to fully understand the needs of today’s fleet manager customers, AEMP offers a
certification just for them. The Certified Equipment Support Specialist (CESP) program is designed to complement the
skills obtained by CEMs, in order to serve them better. How can you tap into the value that this certification can provide
you and your customers? Read on to find out.
Requirements: Minimum five years of equipment
management experience plus 25 “points” of accumulated
experience and continuing education hours in order to
complete the application packet for the exam.

WHAT ARE THE BENEFITS OF THE CESP?

Those who have received their certification, such as
Rickey Bailey, CESP, vice president of the crane division at
Kirby-Smith Machinery Inc., say it has greatly influenced
the ways they perform their jobs, providing an in-depth
framework to enhance their decision-making.
Fleet management certification can help hone the
skills needed to control heavy equipment costs.

C E RTIF IE D EQUIPM ENT SUPPO RT
PROF E SS I O NAL (CESP)
What is CESP: The Certified Equipment Support
Professional (CESP) is designed for dealer, supplier, and
other vendor representatives to demonstrate superior
knowledge of fleet management requirements in order
to better serve their customers. The designation covers
what a CEM needs to know plus material specific to
customer support.

While working as a sales rep at his previous employer,
Bailey noticed that most of his fleet manager customers
had something in common. They all had their CEM.
Though Bailey had 20 years of experience in the
industry, he learned he could grasp the fleet manager’s
world even better through the CESP designation, which
is designed for vendor representatives by building on the
CEM objectives.
“I just felt like it was the right thing to do to try to
understand where they spent their time, other than just
how much something costs,” Bailey says. “It's helpful to
know what the pressure points are and what exactly it is
they're trying to accomplish.”

Format: Exam offered during in-person AEMP
Connect and Equipment Shift conferences or at a local
certified testing center.

Even with all his time spent working with fleet
managers on their equipment needs, he says getting
his CESP provided insights to responsibilities he didn’t
realize they had.

Time commitment: Four to five hours spent studying
each chapter of the Career Equipment Fleet Manager
Manual.

“It made me appreciate how detailed these guys have
to get into the financials, environmental concerns, and
safety concerns,” he says.
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However, the pandemic brought changes. In 2021, the
AEMP launched a revamped course for the web, featuring
instructor-led study over a seven-week period. At the
beginning of each week, recorded instruction, taught by
a team of experienced CEMs, and handouts covering a
new focus area are released. Quizzes help participants
assess how well they are absorbing the material, which
should take about four to six hours a week.

The Certified Equipment Support Professional provides
insights into fleet manager responsibilities that dealer
and supplier representatives may not know about.

Now as the vice president of the crane division for
Kirby-Smith Machinery Inc., a dealer with 12 branches
throughout Oklahoma, Texas, Kansas, Missouri, and
Southern Illinois, Bailey says having his CESP helps
demonstrate his qualifications to his customers who
have their CEMs. He says they know the kind of work
he has put in to comprehend their needs and challenges.
“They understand what you've done and what you've
been through from a certification standpoint, and it's
appreciated and recognized,” Bailey says.
Bailey says the CESP allows dealer and supplier
representatives to distinguish themselves by showing
how much they care about their customers’ success —
not just their own.
“Participating in the CESP furthers support
professionals’ knowledge and understanding of what it
is your customers are trying to accomplish, especially if
new to the industry,” he says. “As soon as you meet the
eligibility requirements, I would say it's a good thing for
manufacturers and distributors alike. And it's just a great
way to get involved in the industry.”

HOW D O I PR EPAR E FOR T H E CESP?

AEMP offers a course, called the IGNITE Learning
Lab, to help individuals prepare for both the CEM and
CESP exams.
Traditionally, the course has spanned two to three
days in conjunction with the association’s Connect and
Equipment Shift conferences, held every spring and fall.
While the IGNITE Learning Lab is not required in
order to take certification exams, participants had the
opportunity to take the exam upon completion of the
course as part of the in-person events.

IGNITE participants can also add on an interactive
peer mentoring component to review materials and
discuss questions.
“This pairs you with someone else who is also going
through the IGNITE course, so it's like having a study
buddy,” ays Donte Shannon, FASAE, CAE, the CEO of
AEMP.
IGNITE is now offered twice a year at in-person events
and twice a year online. Interested participants can learn
how to register here.

D O ES CERTI FI CATI O N EXP I RE ?

Both the CEM and CESP designations must be renewed
every five years by completing 40 hours of continuing
education during that time; no retesting is required.
AEMP offers about 35-40 CE hours each year that can
be obtained by attending its conferences or webinars,
participating on committees, and serving in volunteer
roles. The association also recognizes relevant CE
opportunities available from outside organizations.
AEMP also hosts Regional Learning Labs that offer CE
hours, with the next one planned for April 29, 2022, in
Indianapolis.

W H AT’ S N EXT I F Y O U’ R E
I N TER ESTED I N TH E CESP?

Shannon says the next step for fleet professionals
interested in pursuing further development through
certification is to discuss the value of this investment
with their employers. Further details, including tuition
costs, are available at www.aemp.org.
If equipment support professionals encounter questions
from their employers or budget is not available to fund
professional development, Shannon encourages reaching
out to the association’s leadership.
“We certainly want to be able to work with people who
may not have the resources to invest personally, but just
need to be able to get engaged with us,” Shannon says.

Karen Scally is the content director for Gearflow.com, the largest parts marketplace built for the construction
industry. This article was adapted from its original version, “How Fleet Management Certification Can Increase
Heavy Equipment Owner ROI by 10x,” appearing on the Gearflow blog.
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ANDERSON
EQUIPMENT
INTERN WINS
A E D F C AT
SCHOLARSHIP
BY L ORI LO VELY

A

month before school started last year, Kohlton
Corchado applied for three scholarships to help
pay for a two-year program at Pennsylvania
College of Technology, an applied technology college in
Williamsport, PA, with the hope of becoming a heavy
equipment technician.

obtain the scholarship,” Skiff says. “I was aware of the
AED scholarship due to my relationship with AED and
thought Kohlton would likely be a good candidate.” In
fact, Corchado was the first student within Anderson’s
program to be granted the scholarship.

One of the scholarships he applied for was the AED
Foundation Caterpillar Scholarship, open only to
graduates from AEDF-recognized high school programs
who plan to enroll in an AEDF-accredited college.
Applicants must demonstrate scholastic achievement
and financial need, and provide recommendations.

FR O M STUD EN T TO I N TER N T O
STUD EN T

“The scholarship helps offset the cost of pursuing
a post-secondary degree from an AED-accredited
program,” explains Justin Beishline, assistant dean for
the School of Engineering Technologies; Division of
Diesel Technology & Natural Resources at Penn Tech.
“It is wonderful to see AED and Caterpillar support
students who desire to further their education in this
field. This industry is in dire need of skilled heavy
equipment technicians. Scholarships like this help build
a pipeline of students with technical backgrounds.”
Caterpillar had been advised to apply for the AEDF
Cat scholarship by Jerry Skiff, director of service
with Anderson Equipment Co., where the young high
school student has been working as a paid intern.
“Kohlton was the first student we collaborated on to
32 | www.aedmagazine.com | Associated Equipment Distributors Magazine | March 2022

It wasn’t the first “first” for Anderson and Corchado.
“Kohlton was one of the students we had targeted to
pursue while talking to area high school students,”
Skiff reveals. He explains that Anderson reevaluated
its recruiting efforts when they noticed that the pool
of candidates attending career fairs was shrinking,
primarily due to the fact that in a competitive market
students were being offered jobs even before they
graduated. Thus, Anderson shifted its focus to votec
(vocational technology) high schools.
In an effort to find future diesel tech graduates to join
the company, Skiff explains, “Our goal was to speak to
high school students in our backyard and talk about
the industry.” Besides talking about the industry, he
discussed earnings potential and opportunities. He also
showed students the pathway to get into the industry,
offering paid internships to select high school graduates
who enrolled in a two-year tech program.

Skiff considers the internship a “very rewarding
experience” that allows students to continue learning
throughout their career, thanks to the factory and inhouse training provided. “We want them to attend a twoyear program [to] obtain the foundational knowledge.
We will take them the rest of the way.”

Corchado knows that
once he completes his
education, he can go
anywhere he wants and
name his price. “Once I get the basic knowledge and
ability, I can apply it to anything.”

Corchado was one of the first interns Anderson hired.
As a votech student in high school, he had aspirations
of becoming a welder. “I did a course, with automotive
on the side, but it was not my niche,” he recalls. When
Anderson offered a job shadow opportunity, Corchado
says he was the only one interested. “I took the initiative
to do a tour at Anderson. I was a guinea pig as their first
high school student.”

For every 60 individuals leaving the trade annually,
there are only 13 coming in, according to Skiff, who
estimates that the heavy equipment industry is losing
$2.4 billion annually due to the lack of qualified
technicians. “Become a good tech. Throw a dart at a
map of the United States and you can go there and get
a job.”

F U L F ILLING D ESTINY

Corchado remembers working on equipment since he
was “grasshopper high.” His grandfather “gave me the
wrenches to turn every summer” on his cattle farm, the
young student recalls.
He has always been interested in heavy equipment,
according to his mother, Sandy Corchado. “He restored
an antique tractor with his dad.” She says her son, who
made Eagle Scout in 2020, has been working since he
was in 10th grade.
While he likes working with his hands, he didn’t
particularly like school and didn’t relish the idea of
an 8 to 5 job. “I can’t sit in a cubicle.” For him,

According to AEDF, there’s a need to fill up to 73,500
heavy equipment technician positions in the next
five years, with 89 percent of dealerships reporting a
shortage of workers.
Far from the days when guys who worked on
machinery were called grease monkeys, Skiff points out
that today’s heavy equipment technicians can diagnose
and repair diesel engines, complicated computerized
electrical systems, hydraulic systems, power train and
drive systems.
Today, dealerships know the valuable role techs play
in retaining customers. “The saying these days is that
the sales department sells the first unit, our product
support sells the next one,” Skiff says. “If we cannot
support our customers when they are in need of repair,
they cannot afford to do business with us.”

votech school was a blessing, as he believes it is for
a lot of other kids whom “high school gave up on.”

Among surveyed AED members, 62 percent believe
local educational institutions in their area (high
schools, community colleges, and technical schools) do
not understand the company’s workforce needs and fail
to align their curricula or train students to meet those
needs.
Corchado observes that “the ability to build things
from scratch is going away.” Getting certified in CAD
3-D design enabled him to build small models for fun.
That led to joining the after-school robotics club, where
he served as the main fabricator.
Now a freshman in the Heavy Construction
Equipment Technology: Technician Emphasis program
at Penn Tech, Corchado is working toward an Associate
of Applied Science degree, accredited by AED.
In the program, Beishline says, students “develop the
knowledge and skills needed to perform preventative
maintenance, diagnose malfunctions, and prescribe
corrective action and repair of heavy construction
equipment.”

A FUTUR E O N FI R M FO O TI N G

His proud mother says Kohlton has had four job offers
already, but he’s leaning toward staying with Anderson.
With 18 locations throughout the northeast, every one
of them in need of technicians, Skiff notes, Anderson
offers plenty of options.
“Upon graduation, we can offer full-time
employment,” Skiff mentions. “[Techs] earn $50,000
to $60,000 during their first year of employment.” In
fact, almost 90 percent of AED dealerships have a job
opening rate above the national average.
Knowing that “any financial assistance we can provide
will only help him to succeed,” Skiff says Anderson
made Corchado an offer to work off any remaining
tuition reimbursement.
Earning scholarships allows the Penn Tech freshman
to focus on his studies. In addition to the one-year
scholarship from the AEDF and Caterpillar, amounting
to $2,000 reimbursement for tuition, Corchado also won
a $5,000 scholarship from Penn Tech. “We’re grateful for
the scholarships,” Sandy says.
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FINDING NEW
SALES TALENT
IN “THE GREAT
RESIGNATION”
BY T ROY H AR R ISO N

A

re you finding it hard to hire good salespeople?
If you are, you’re not alone. Nearly everyone
I talk to when I speak at conferences asks
me about the sales hiring outlook in 2022. Too many
companies are running short staffed, losing sales
coverage and bandwidth, and losing opportunities.
The truth is that if you have a fully staffed and skilled
sales team right now, you’re probably doing a number
on your competition – and you’re the exception, not
the rule.
So, what if you are having difficulty staffing your
sales team? Some will attribute this to the effects of the
COVID-19 pandemic and the various governmental
interventions that have surrounded it – but as I’ve
been saying since the start, COVID-19 has merely
accelerated the trends in the sales profession that were
already happening. And a declining pool of sales talent
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is one of those trends. So, let’s look beyond the existing
pool of sales talent.
In my opinion and experience, teachers are a great
source of potential sales talent. And the time is right.

In 2021, a RAND Corporation survey
showed that 25% of all current

teachers were considering leaving

the profession. In January 2022, an
NEA survey upped that to 51%.

While education is absolutely an important
profession to our country and society, we’re talking
about sales and our businesses here – so let’s see if we
can make lemonade out of lemons.

FIRST, WHY WOULD TEACHERS MAKE GREAT
SALESPEOPLE? There are several reasons.

rely on, this must be a part of your
screening process.

1. They are great communicators. This should be
obvious. Sales is about communication, and teachers by
nature are terrific communicators. Furthermore, they
are typically skilled at adapting their communication to
different levels of recipients. If that sounds like a good
trait for a salesperson, it’s because it is.

2. Use behavioral
interviewing techniques.

2. They are patient. Sure, in sales, we like to think
that we act quickly – but do we, really? Even the best
salespeople spend a lot of time being patient, nurturing
relationships, and finding ways to move processes along.
Teachers must also exercise patience. Don’t believe me?
Think back to how YOU acted when you were in school.
A closely related trait is the ability to deal with difficult
personalities. We sometimes say that our customers act
like 13 year olds – but they really don’t. Get someone who
has made a living dealing with 13 year olds, and you have
someone who can usually deal with your most difficult
customers.
3. They understand structure and rules, but
balance it with independent activity. Structure and
rules are important in most sales positions; you want a
salesperson who understands activity standards, CRM,
and reporting structures. At the same time, teachers
like to create and use their own lesson plans, so they
understand independence.
4. Sales is usually a large leap forward in terms of
income. Even the most entry-level sales positions pay
better than most teaching jobs, so accepting a teaching
job is a big career advance for a former teacher. This will
incent the type of work ethic that successful salespeople
need, as well as help create loyalty.

So, you’re sold on trying to recruit burned-out teachers
now? Good. Hold your horses, though; there are a few
things you must do in order to succeed at this.
1. Use a quality third party assessment. Not
all teachers are “trait fit” for the job. Yes, their basic
characteristics above lend themselves strongly toward
sales success – but you should use a good third party
assessment (my go-to is the Profiles Sales Assessment
from Wiley) to determine if their underlying traits are a
good match for the trait pattern that succeeds in YOUR
sales environment. Since you don’t have a track record to

Behavioral interviewing – a
science of interviewing that
centers around questions
that ask candidates to tell
stories about situations
they have encountered –
is essential. For most sales
interviews, they can be about
situations that the candidate has
encountered in their career.
For
interviewing non-salespeople, the questions
should be based on situations they have likely encountered
in life as well as in their career path.
3. Onboard correctly. Onboarding is essential for any
sales job, but for career-changers, it is even more critical.
I look at onboarding as the first 90 days and I separate
it into three phases. The first 30 days should be strictly
for acquiring knowledge about your company and the
job. There should be no expectations for that period for
sales calls – just an expectation that the new salesperson
should be a sponge. Sales training should be a part of this,
as well as company and product training. The second 30
days should be for activity – start getting into the field,
making sales calls, and building a sales funnel. The third
30 days should be when you start to measure achievement
and results. Remember, new salespeople (whether
experienced or not) will need time to ramp up.
4. Coach, train, and develop. The manager’s job
is never finished, because salespeople should never stop
learning and developing. Again, this is critical to keep
new salespeople engaged in their jobs. We’ll talk more
about engagement and retention in the next issue.

Two of the best salespeople that ever worked for me
came directly from the teaching profession. I used the
four techniques above to help them get into their new
jobs and be productive, and they put up big numbers.
In fact, within a year, each one was among my top
people. You can do it too, if you put your mind to it.
There’s a world of talent out there just waiting to be
brought into our great profession.

Troy Harrison is the author of “Sell Like You Mean It!”, “The Pocket Sales Manager,” and a Speaker, Consultant, and Sales
Navigator. He helps companies build more proﬁtable and productive sales forces.
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Pennsylvania College
of Technology
Addresses Skills
Gap & Workforce
Shortage through
Their Career and
Technical Education
Diesel Competition
B Y TI M OTHY C. SCHU LZ

The workforce shortage continues to hinder
equipment industry growth. The company
review site Glassdoor released their “50
Best Jobs in America for 2022” list, and
although tangentially related engineering
careers make the list, no hands-on equipment
industry careers crack the top 50.
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F

rom “The Equipment Industry Technician
Shortage” published by AED, “less than 5 in 10
Americans surveyed believe manufacturing
jobs to be more interesting, rewarding, clean and safe,
stable and secure than in the past.” Perhaps even more
alarming, “less than 30% of Americans surveyed would
encourage their children to pursue a manufacturing
career.” The consequences of Americans’ sentiments
are noted by the following from the same publication,
“89% [of AED members] report a shortage of workers
in their company” and an estimated 73,500 positions
need to be filled by heavy equipment technicians over
the next 5 years[iii]. The workforce shortage presents
immediate and long-term obstacles to the equipment
industry's growth and success. With the shortage of new
technicians coming into the field, retiring experienced
technicians presents potentially decades worth of lost
institutional knowledge, increasing the urgency for the
workforce shortage and skills gap to be addressed. This
type of intervention is exactly what the CTE Diesel
Competition at Pennsylvania College of Technology is
working to accomplish.
Indeed, in a 2016 College of William and Mary
research study commissioned by the AED, “the
skills gap could be costing the full AED membership
approximately $2.4 billion each year. Justin Beishline
(Assistant Dean, School of Engineering Technologies)
at the Pennsylvania College of Technology underlined
the severity of the situation succinctly, “we had a skills
gap 20 years ago, now we have a skills crisis.” Increasing
the number of AED Foundation recognized Diesel
Technician Programs (of which there are currently five
recognized throughout the United States[iii]), shadow
programs where prospective students can shadow
technicians, and innovative new solutions, such as
the CTE Diesel Competition hosted at Pennsylvania
College of Technology, can uniquely bring stakeholders
(students, their parents, employers, and educational
institutions) together to solve the skills gap for mutual
benefit to all.

Pennsylvania College of Technology Hosts
Competition to Address Skills Gap Crisis
Pennsylvania College of Technology (Penn College)
has hosted its inaugural CTE Diesel Technology
Competition to address multiple root causes of the
skills gap, including: improving the attractiveness of
the industry, aligning their school and training system
in accordance with the technical skills required to
meet the needs of the labor market, and shifting social
momentum back towards technical and two-year
degrees. From Justin Beishline, Associate Dean at Penn
College, they created a ten-station diesel competition
skills test to challenge Junior and Senior high-school
students to apply what they have learned from their
CTE programs to real-world scenarios given below.
1. Air Brake System Troubleshooting
2. Drive Axle Measurement & Adjustment
3. Starting & Charging Systems Diagnostics
4. Wheel End Adjustment
5. Engine Valve Overhead Adjustment
6. Tire/Wheel Inspection & Adjustment
7. Trailer Preventative Maintenance & Inspection
8. Precision Measuring
9. Electrical Troubleshooting
10. Data Analysis
A stated goal of the competition/program is to
increase student enrollment at Penn College from AEDaccredited CTC’s (Career and Technology Centers),
targeting diesel truck programs and heavy equipment
programs. Of the 32 schools in Pennsylvania asked to
participate, 13 schools registered to the program, and
students from 12 schools completed the skills test.
The top 3 performing students from each school were
invited to enter the competition, out of a potential 36
students, 28 completed the skills test. Considering the
current condition of the pandemic, and this being the
inaugural competition, Justin Beishline is satisfied
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with the turnout. Though the total number of students
competing was appropriate, for future competitions Justin
Beishline would like to see more total AED-accredited CTE
programs and schools be invited, so they can send their top
one or two students to the competition, thus raising the
overall competitive level of the event. To meet this goal,
Justin Beishline and Penn College intend to extend their
invitation to schools state-wide, and expand to neighboring
states like New York.
Students were judged based on the sum of their
performance at the 10 skills-based stations. Although the
college provided some faculty to assist with judging, the
preferred solution is to have each station with a sponsorprovided judge (and for sponsors to bring in equipment
for the stations). The goal was to reward the top three
overall student performers with a $10,000, $7,500, and
$5000 scholarship to Penn College respectively. With the
help of industry partners this goal was met. In addition
to overall student winners, industry employers brought
their own gifts for the top three student performers at
each individual station. Cleveland Brothers Equipment Co.
also provided a $5,000 certificate for training aids to the
school with the highest overall student performance; many
companies brought in trucks and other equipment for use
at individual stations. On a lighter note, Penn College also
created a trophy modeled after a piston on a wooden base,
to be passed to the overall winning school à la the NHL’s
Stanley Cup.
To address the negative image the heavy equipment
industry has among parents, Penn College invited
students and their parents to a dinner the night before
the competition. Other invitees to the dinner included the
President of Penn College, and industry employers, where
they got a chance to discuss with parents the benefits of
joining the industry, such as discussing the large number
of job openings. The dinner also provides an excellent
networking opportunity and students/parents can
familiarize themselves with potential employers. Parents
and students were given a tour of Penn College’s 48,000 sq.
feet of lab space as well, allowing both to better envision what
real working conditions look like, countering preconceived
notions about the attractiveness of the career; “respondents
familiar with the industry are nearly two times more likely
to encourage children to pursue a manufacturing career
than others”[iii].
Justin Beishline also mentions that through exposure to
industry partners, students can learn about career options
they didn’t know existed. As more jobs and careers are spent
in an office, many employees are feeling alienated from their
work and the results of their labor. An added bonus to the
skilled technician profession is the satisfaction of working
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hands-on and seeing direct results of your labor in the “real
world”. The difficulty of the competition aims to counter
the perception that high-achieving students should be only
focused on 4-year programs, by showing that students who
are hands-on learners can go to a CTC or 2-year program
and go on to have a successful career.
Due to the current workforce shortage many
employers are seeking employees right out
of high school, and high school students are
attracted to the prospect of making upwards
of $20/hr to enter the workforce immediately.
Justin Beishline noted that the diesel competition proved
very difficult for the high-school student competitors,
and many students realized they weren’t as prepared as
they initially thought for a job as a skilled technician. This
should incentivize students to seek a two-year technical/
associates degree, mutually benefiting employers who will
have a more prepared workforce, and students who will
enter the workforce at a higher wage due to more technical
skills. According to Justin, Penn College’s job placement
rate for the Diesel and Heavy Equipment programs is 100
percent, with most students having job offers within 1 year
and those jobs offering $25-$30/hr. The competition has
already proved a success for Penn College, as five of the
student competitors have already enrolled for next Fall,
not including the three winners of scholarships who all
happened to be High-School Juniors, and thus not quite
ready to enroll.
Overall, the diesel competition hosted by Pennsylvania
College of Technology provides an excellent opportunity to
pull key stake-holders together, including colleges, students,
high-school instructors, parents, and industry leaders/
employers. To improve and solve the skills gap crisis, Justin
Beishline urges readers and stakeholders to work with their
AED accredited programs to help colleges recruit high
school students into the industry, and sponsor students and
CTCs, such as through Penn College’s diesel competition,
or by creating like-competitions nationwide. For the skills
gap to be solved, a collaboration between industry leaders,
colleges, and CTC’s is needed to educate students and
their parents to increase the perceived attractiveness of
the industry and adjust preconceived beliefs. Sponsorship
opportunities for the recently completed Diesel
Competition were as follows: Competition sponsor ($5k),
Skills sponsor ($2.5k), and Station sponsor ($1k). Not only
will investing in this level of education help bridge the skills
gap, it also provides an excellent opportunity for companies
and industry leaders to promote their business to future
employees.
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2022 Equipment Leasing & Finance Showcase
1 S T SO UR CE B AN K
1st Source Bank and its construction equipment finance team of experienced
professionals will invest time in listening and providing solutions for your equipment
financing needs. 1st Source Bank has a history dating back to 1863 and a Specialty
Finance Group founded in 1976; we strive to help our clients achieve security, build
wealth and realize their dreams through our equipment financing services. We are a $6.7 billion Midwest regional bank that is
fiscally conservative and financially strong. We specialize in financing heavy equipment including cranes, paving equipment,
wheel loaders, excavators, etc., as well as vocational trucks used in the construction industry. What does this mean to you?
• You are dealing with a direct lender, not a broker or
intermediary.

• You can expect prompt, professional service from an
experienced lending team.

• You will be oﬀered competitive rates and terms.

• You get a long-term relationship with a stable and
economically reliable finance partner.

• We understand companies like yours and the equipment
you operate.

BANK OF THE W EST EQUI PMEN T FI N AN CE
With decades of experience in the equipment financing industry, Bank of the West’s
Equipment Finance Division delivers comprehensive financial solutions for all types
of equipment financing and leasing in the U.S. Our teams’ specialized knowledge and
experience allow us to recommend solutions and structures tailored to your company’s
unique situation, requirements, equipment type and objectives. Visit us at www.bankofthewest.com/equipmentfinance.

When a Bull
charges ahead,
it kicks up dust.
We’re Auxilior.

Change is here and Auxilior is stampeding ahead. We unite
knowledge, experience, vision and innovation to develop
bespoke, sales-catalyst, financial logistics programs for leading
construction equipment manufacturers. We’re different.

Deep
strategic
capital access

Leading edge
digitally optimized
technology

Empowered
holacratic
culture
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In these bold times, when the dust settles, let us show you a
clear path to growth and success.
auxcap.com
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EQUIFY FINANCIAL, LLC
Our Promise, We Help Business Grow.
Our story started with building a team of people that have experience working in the same industry as you. We think like
you think. We listen to your story and meet you where you are. We tailor and personalize our services for each client to build
a strong relationship and a strong future for their business. We are an independent, collateral-based lender that can service
customers at every financial stage of their business.
As your hands-on lender, we will meet with you in person, on-location, and maintain an
open line of communication to maintain a long-term relationship with all of our clients.
Equify Financial focuses on having a clear understanding of the future liquidation value of
the underlying asset relative to loan exposure, ensuring that the borrower is maintaining a
comfortable asset collateral coverage.
Visit us at www.equifyfinancial.com.

Tailored payment plans and individualized
nancing terms, we work with your customers
to create a business plan that moves your
company forward without sacriicing capital
or cashhow.

We Strengthen Your Business

(817) 490-6800
info@equifyllc.com

March 2022 | Associated Equipment Distributors Magazine | www.aedmagazine.com | 41

2022 Equipment Leasing & Finance Showcase
CIT
A construction job mandates a large number of heavy machines. At CIT, we know that new construction equipment comes
with a hefty price tag, which is why we work with contractors on a regular basis to provide financing and leasing options. Our
options feature affordable monthly payments so you can keep your bottom line in check while
still having the tools you need to get the job done. By catering every plan, we are able to help
our clients with simple, cost-effective measures that allow them to retain their liquidity and
stay on the cutting edge of technology.
There are a number of advantages to leasing or financing your building machinery or highway
construction equipment. New tools are emerging all the time, and
leasing equipment means you can use the latest products available
without taking on extravagant costs. When the lease is up, you can
simply opt for the newest available line of products.

DLL
For over 50 years, DLL has oﬀered innovative financing solutions to manufacturers,
dealers, distributors, rental companies and users of construction equipment. Our industry
specialization and flexible financing oﬀerings help partners optimize performance and
build a successful future.
• Asset management

• Inventor finance

• Customized solutions

• Rental fleet management

• Financing products

• Vendor finance

Visit us at www.dllgroup.com.

FIRST FINANCIAL EQUIPMENT LEASING
First Financial Equipment Leasing is a privately held lender specializing in the acquisition and life-cycle management of
Construction, Healthcare, IT, and Automation/Material Handling equipment and services. For over 20 years, First Financial
Equipment Leasing has provided financing solutions designed to conserve capital and offer affordable access to often expensive
yet increasingly critical, advanced technologies and equipment.
First Financial Equipment Leasing proudly serves middle-market companies,
vendors, dealers, hospitals, and Fortune 500 corporations. As part of a global network
of JA Mitsui Leasing companies with over $15B in assets under management, First
Financial Equipment Leasing is well-equipped to finance
projects from $500k to over $25MM.
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Financing without
the heavy lifting
• Custom selling structures
• Capital & operating leases
• Usage-based and fleet rental offerings
cit.com/industrial | industrial@cit.com | 904-620-7436

© 2022 First-Citizens Bank & Trust Company. All rights reserved. CIT and the CIT logo are registered trademarks of First-Citizens Bank & Trust Company. Not all applicants will
qualify for financing. All finance programs and rates are subject to final approval by CIT, and are subject to change at any time without notice. MM#11109
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GR EATAM ER I CA FI N AN CI AL SER VI CES
GreatAmerica Financial Services is a national commercial equipment finance
company dedicated to helping dealers, distributors and manufacturers be more
successful by delivering a better buying experience. Since our founding in 1992,
GreatAmerica has provided exceptional customer service and finance solutions that
make it easier for our partners to sell and for their customers to buy equipment. We provide…
•
•
•
•

Dedicated account managers and support teams.
A hassle-free buying experience for your customers.
Customizable and branded finance programs to meet your needs.
Technology integrations for your CRM, ERP and mobile devices.

•
•
•
•

Dealer rental fleet and retail sales financing.
Dealer marketing and training support.
Used equipment financing.
Usage-based and cost-per programs.

Visit us at www.greatamerica.com.

LEAF CO MMER CI AL CAPI TAL I N C.
LEAF Commercial Capital Inc. (“LEAF”) offers flexible finance options that make
equipment easier to buy and easier to sell. Backed by the strength of People’s United
Bank with locations nationwide, LEAF helps drive stronger sales and faster growth
with a veteran management team and finance experts who deeply understand the
industry-specific challenges and opportunities of the equipment manufacturers and
distributors we serve. At LEAF we don’t just finance opportunities for sales teams in construction, power generation, rental,
mining, forestry, agriculture, and other business sectors – we’re here to power long-term sales growth, streamline your sales
process, and keep your customers coming back in a highly competitive marketplace. Visit us at www.leafnow.com.

NORTHPOINT
COMMERCIAL FINANCE

THE BEST PARTNER TO
FINANCE YOUR CONSTRUCTION
EQUIPMENT IS ALSO THE MOST
NIMBLE, ATTENTIVE AND EAGER.
We want to work with you, plain and simple. No
matter the size of your business, we can create a
flexible financing floorplan or asset base lending
solution. We will listen, solve and flex to be the right
financing partner for your company, right now.
NORTHPOINTCF.COM/INDUSTRIES/CONSTRUCTION/

866.781.2420 | northpointcf.com
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Northpoint Commercial Finance,
with offices in Alpharetta, Georgia, and
Burlington, Ontario, is a diversified
floorplan finance lender that partners
with both equipment manufacturers
and dealers to provide flexible financing
programs. Northpoint strives to combine
its customer focus with innovative
technologies, fresh ideas and streamlined
processes.

FOR MORE IN FORMATI O N,
PL EA SE CON TA CT
RICK DERBONNE:
rderbonne@Northpointcf.com
678-496-9775
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OAKMONT CAPITAL SERVICES
Oakmont Capital Services (OCS) is a direct, independent lender, providing commercial equipment financing and working
capital throughout all 50 United States. Since 1998, our finance professionals have worked with businesses across various
industries, including construction, tree care, landscaping, tool trucks, delivery, and more.
Our staff provides loans for new and used equipment as well as titled and non-tiled machines. Customers can purchase from
any vendor, dealer, manufacturer, or private party nationwide. We also offer a streamlined process for fast and easy financing,
and each customer works with a dedicated account manager from start to finish
(and beyond).
OCS is proud to be an independent, direct lender, bringing our customers the
best terms possible for their unique business needs. We also report every deal to
the credit bureaus, helping our customers build better commercial credit. OCS
offers working capital for unexpected expenses, like remodeling, expansion,
payroll, and more to encourage small businesses to conserve cash flow.
The professional financing staff at OCS has combined experience of over
350 years in the industry and is the reliable choice for today’s financing needs.
Our professionals work with customers on special terms, delayed payments, and
application-only financing up to $1 million.
Fast. Eﬃcient. Easy. Fantastic. Quick. Knowledgeable. These are some of the words
used by customers to describe their experience with Oakmont Capital Services, and
we couldn’t be more humbled or prouder. Check out our online reviews and for
more information, visit www.oakmontfinance.com.
We Make It Possible.

STEAR N S B AN K N . A.
Stearns Bank N.A. is a nationally recognized full-service bank. With an unmatched
sense of urgency and commitment to hard work, our employee owners are driven to
help others achieve their greatest ambitions. Personal support, customized financing
and in-house decision making are just a few factors that set us apart in the industry and
positively impact those we serve as they develop to meet demand.
As a proven national leader in small business lending, commercial and real estate lending, banking products, and equipment
financing, we are proud to surpass the high expectations of the dealers, manufacturers and customers who turn to us for all their
financing needs. Whether at the forefront of exciting opportunities or in the face of extraordinary challenges, Stearns Bank N.A.
is strong enough to thrive in any economic condition, flourishing with a culture of service, family, community and teamwork.
Visit us at www.stearnsleasing.com.
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G A L L E R Y
E Q U I P M E N T
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MARCH COMIC

"What do you mean I can't check this on my flight?
This is the compact model!"
Credit Gabriela Diaz
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HOW TO HELP PROTECT YOUR
BUSINESS FROM CYBERCRIME

W

e never really stop to think about how much
we depend on computers. But what if your
access to the data you rely on—customer
accounts, payment information, inventory—was cut
off? You may think cybercrime is limited to major
corporations or companies that store a lot of data. But
the truth is, any business that uses computers can be
vulnerable to cybercrime.
The good news is, there are things you can do to help
protect your business and your customers’ valuable
information. Take a closer look at what you store and:
• Identify sensitive data: Look for Social Security
and driver’s license numbers, as well as any health
and financial information.
• Note where it’s located: Identify whether it’s
electronic or paper, how it’s used, and whether
you need it for your business. If not, consider
destroying it.
• Back up data: Ensure any data critical to your
company’s existence is secured and copied to a
separate storage site.
• Ask an expert: Have a software/hardware security
expert check your system for strong encryption
and authorization protocols.

ERIC STILES
• Immunize your system: Make sure your antivirus
package is current and able to block attacks.
• Educate employees: Teach workers to recognize
and delete potential phishing scam emails.
• Strengthen passwords: Require strong user
passwords and regular resets to toughen security.
• Avoid future problems: If you meet an extortion
demand, scan your database to make sure other
malware hasn’t been attached that could allow
future attacks.
Lastly, consider purchasing a cyber insurance policy. If
you do experience a cybercrime, a cyber insurance policy
can help provide liability protection and cover things like
ransomware costs, fines, and business interruption fees.
While this isn’t a comprehensive list, it should help you
get started. Protecting your business from cybercrime is
something everyone at your business is responsible for—
but it starts at the top. Establish a culture of cyber safety
by implementing policies all employees need to follow
and ensuring your management team sets an example by
following the policies themselves. As always, consult your
local experts and attorney for advice.

ERIC STILES is an account executive in the Direct Writer business unit of Sentry Insurance. He puts his 30+ years of
insurance experience to good use, building longstanding relationships with businesses across a range of industries.
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The future is yours to build.
We’re all adapting to a changing world. With change comes challenges,
but also the chance to chart a path forward.
As an equipment dealer, you understand the importance of seeing a plan
go forward for the good of your customers. We do too. You can count on us
to provide the insurance coverages, risk management services, and industry
expertise you need. sentry.com
Property and casualty coverages are underwritten, and safety services are provided, by a member of the Sentry Insurance Group, Stevens Point, WI.
For a complete listing of companies, visit sentry.com. Policies, coverages, benefits, and discounts are not available in all states. See policy for
complete coverage details.
73-773
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