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decision with e-Emphasys.”

BRAX WRIGHT, CEO
ASCO EQUIPMENT
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PROMOTING THIS
GREAT INDUSTRY TO

THE NEXT GENERATION

W

hen I was inducted as AED’s 2022 Chairman
back in January, I spoke about legacy. One
important aspect of our legacy as equipment
distributors is to promote this great industry to the next
generation.
As I’m sure you know all too well, it is challenging to
find individuals to fill jobs in our equipment industry.
We certainly experience these challenges at Ohio CAT.
As I’m writing this, we have over 100 job openings across
our organization, half of which are for skilled service
technicians.
The mission of the AED Foundation is to enhance the
success of member companies by encouraging continuous
learning, by providing educational opportunities for
today’s employees, and by improving the availability and
quality of equipment industry employees in the future.
This is being accomplished in the following three areas:
accreditation, career promotion, and research.
This truly resonates with me. Knowing that the
equipment distribution industry is facing a daunting
deficit of skilled workers, I’m proud and excited to
support the work of the AED Foundation and its Vision
2025 campaign.
Through the three areas of focus, including schools with
heavy equipment technology programs, students within

these programs and AED dealer members, the AED
Foundation is working proactively to help generate our
future workforce.
The bottom line is this: we need to encourage student
education, training and early experiences in the
construction and equipment industries, and we need to
spread the word about the many career opportunities
available.
By focusing on creating 150 AED recognized high
schools and 100 AED accredited college programs
in particular, AED is working towards their goal of
generating over 10,000 new skilled technicians entering
the workforce. We all need to support the efforts of the
foundation and Vision 2025.
What is accomplished in the industries supported by
equipment distributors is of lasting value and importance,
and the work is truly rewarding. There is so much
opportunity for an individual to find personal satisfaction
in their work every day.

My hope is that more and more
people will experience what all of
us already know and love about
the equipment industry.
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P

olitical advocacy is one of the many benefits AED
offers, and it is among the most important to our
industry. It’s arguably also the most fundamental to
a liberal democracy, as freedom of speech and the right
to petition government are enshrined in the Constitution’s
First Amendment.
The importance of advocacy cannot be understated. In
fact, reflection upon this topic reminds me of the integral
function our association plays in North American
politics. The importance of trade associations to
American democracy was recognized as early as 1831 by
Alexis de Tocqueville in his canonical study Democracy
in America. Tocqueville provocatively asks, “Will the
administration of the country ultimately assume the
management of all manufacturers, which no single citizen
is able to carry on?” Nearly 200 years later, we can answer
with a definitive, “No.”
While we’ve rebranded (AED’s Policy Conference &
Advocacy Day) to better reflect the event’s robust program
and agenda, the mission is unchanged. Successes of the
past, like the Tax Cuts & Jobs Act and the bipartisan
infrastructure law guide us, but we realize those are in
the rearview mirror. And your attendance at the Policy
Conference & Advocacy Day is more important than ever.

As the saying goes, “a three-legged stool never wobbles.”
AED’s government affairs program is built on this
philosophy: 1. An ongoing D.C., with our Washington
office and in-house lobbyist. 2. Congressional visits at
AED member locations (contact us to schedule a visit!),
and 3. AED PAC, which supports candidates that support
AED’s pro-growth policy agenda. In Canada, our approach
is equally as strong, although constructed differently to
reflect Canada’s unique political structure and system.
Returning to de Tocqueville’s praise of trade associations
in the face of government overreach, he hit the nail on
the head as we push back against excessive regulation
and policies, such as right to repair policies, increased
taxes, and the war on domestic energy development.
Having gotten our start in 1919, it is uncommon to find
an industry-relevant reference that is older than AED, yet
when it comes to associations themselves in the United
States, de Tocqueville hit the mark in 1831.
Register today for AED’s Policy Conference and Advocacy
Day from June 13-15 in Washington, D.C., to help us
champion issues to lower your company’s cost-of-doing
business, increase profitability and expand your product
markets, but to also take part in a nearly 200-year long
tradition of American interests collectively presenting their
interests to their government in the only way we know how.
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2022 Policy
AD
Conference &
Advocacy Day
JUNE 13 - 15
The Willard
1401 Pennsylvania Ave NW
Washington, DC 20004

Register at bit.ly/2022AEDinDC

SCAN THE QR CODE
FOR MORE INFORMATION

THROUGH TECHNOLOGICAL
CHANGES & GEOPOLITICAL CYCLES,
THE EQUIPMENT
INDUSTRY ENDURES

T

he March issue of AED Magazine focused on
educating the next generation of skilled workers—
including accreditation of equipment technician
programs and alternatives to a conventional fouryear university degree. (If you missed it, take a look at
aedmagazine.com!)
In this issue, we look at the work that those in the
equipment industry currently do by celebrating the
recipients of the Knapheide Technicians of the Year Award
(see page 28). These articles serve as a snapshot of where
we stand today, both technologically and through the
successes of the technicians in our industry. It’s important
to reflect on our present moment before getting caught up
in the whirlwind of our tech-driven society.

Take Amazon Prime’s free two-day delivery as an
example: what was once an impressive benefit has become
a basic expectation. At the same time, our capacity to
comprehend the equipment industry in its entirety
diminishes as the complexity of manufacturing, software
solutions, and product features increases. There is no
question that this trend will continue. The only way we
will rise to the challenges of the future is to leverage the
vast knowledge that our trade association offers.
Meanwhile, supply chain issues and the Russia-Ukraine
war have caused oil prices to soar. In paging through our
magazine archives, I discovered a comic published in
February of 1974 in the wake of the 1973 oil crisis (see
page 47).

It is no secret that technological developments determine
the content of education, the norms of global trade, and the
day-to-day activities of workers in the equipment industry.
These developments continue to evolve the ways in which
we communicate, validate transactions, and construct
supply chains. Technology has not only changed the way
we work, but it has also redefined productivity itself.

Despite technological progress,
history tends to repeat. While today’s
headlines induce a feeling of déjà vu,
it is clear that the equipment industry
endures on a longer timeline.

R E A D T H E L AT E S T I S S U E AT
T

he truth is, unlike the consumer electronics sector and
other industries targeted by right to repair proponents,
original equipment manufacturers (OEMs) and authorized
distributors of heavy equipment already make diagnostic tools, parts
and repair manuals available to their customers. However, a false
perception remains that farmers and other end users are prevented
from making necessary repairs to their tractors.

AEDMAGAZINE.COM

In President Biden’s executive order from last summer “promoting
competition in the American economy,” he encouraged the Federal
Trade Commission to address “unfair anticompetitive restrictions
on third-party repair or self-repair of items, such as the restrictions
imposed by powerful manufacturers that prevent farmers from
repairing their own equipment.” Presidential candidates, U.S.
senators and representatives, members of the Canadian Parliament
and state lawmakers have all repeated similar claims.

AED MEMBER AND
EQUIPMENT DISTRIBUTOR

C&B

TAKES PROACTIVE APPROACH TO
SO-CALLED RIGHT TO REPAIR
B Y D A NIEL F ISH ER

The so-called “Right to Repair” movement, which is pushing
legislation at all levels of government, is based on the false
narrative that equipment end users are denied the ability to
repair and maintain their own equipment.
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With state legislatures reconvening and mandates being proposed
in both Washington, D.C., and Ottawa, OEMs and equipment
distributors must go on offense and be clear in pointing out that
customers already can repair their own equipment. What they are
prohibited from doing is modifying their equipment, particularly to
circumvent important safety and environmental controls.
AED views government-mandated right to repair policies
as a solution in search of a problem. Accordingly, the industry
must be persistent in its efforts to educate customers about the
misinformation surrounding right to repair and to highlight the
information, tools and parts that are readily available to customers.
If not, right to repair advocates will continue to shape the narrative
and win the public relations battle.
C & B Operations LLC, a John Deere agricultural equipment
dealer with 37 locations across South Dakota, Minnesota, Iowa,
Montana, Wyoming, and Idaho, has taken a particularly proactive
strategy to inform and educate its customers about their rights when
it comes to repairing their equipment.
“We support the right to repair,” says Jack Gerhardt, Vice President
of Aftermarket Strategy & Support for C & B. C & B makes service
manuals and tools available and fully supports a customer’s right to
operate, maintain, troubleshoot, and repair their equipment.
If equipment customers already have the right to repair, then
what are proponents of government mandates pursuing? “'Right to
Repair' is misleading,” Gerhardt explains. “The legislation is really
proposing the right to modify.”

J

“Call it what it is,” Peter Burwell, C & B's
Chairman and Chief Executive Officer,,
says with conviction. “It’s really the right
to modify – and that needs a deeper
discussion. There is more to this legislation
than right to repair.”
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INDUSTRY NEWS

B O B C AT A N N O U N C E S T H E 2 0 2 2
D E A L E R L E A D E R S H I P G R O U P,
honoring 19 dealerships for achievement

B

The program recognizes the highest performing dealers across the U.S. and Canada for excellence

obcat Company recently announced its 2022 Dealer Leadership Group. The announcement took place at the
Bobcat 2022 North American Dealer Meeting. The 19 Bobcat dealerships honored this year are the highestperforming dealers according to the Dealer Performance Review. The review is a standardized process that
recognizes outstanding top performers across Bobcat’s North American dealer network, which is comprised of 700-plus
dealer locations in the United States and Canada.
“We are pleased to honor these dealerships for their excellent performance and commitment to exceeding customer
expectations,” said Jeremy Holck, vice president of sales for Doosan Bobcat North America. “Our dealers continue to
raise the bar for success and lead best practices in our industry, so this year we are honoring more dealers than ever in the
Bobcat Dealer Leadership Group,”
The 2022 Bobcat Dealer Leadership Group includes:
• American Rent All – Maryland

• Bobcat of the Rockies – Colorado

• Bobcat of Buffalo – New York

• Ironhide Equipment – North Dakota

• Bobcat of Brandon – Manitoba, Canada

• Leppo, Inc. – Ohio

• Bobcat of Brantford, Ontario, Canada

• Bobcat of North Jersey

• Bobcat of Chico – California

• Nor-Val Rentals, British Columbia, Canada

• Bobcat of Lincoln – Nebraska

• Rentco Equipment, Alberta, Canada

• Bobcat of Mandan, North Dakota

• Rexco Equipment – Iowa

• Bobcat of New York City

• Swanston Equipment – North Dakota and
Minnesota

• Begone, Inc – Nebraska
• Bobcat of the Mountain Empire – Tennessee

• White Star Machinery – Kansas

Representatives from these dealerships will meet with Bobcat senior leadership throughout the year to provide insights
and feedback as the voice of the dealer network. To recognize and celebrate the achievements of the Dealer Leadership
Group, Bobcat will also honor members at a dealer incentive trip to Hawaii later this year.
Bobcat Company continues to expand its network of more than 700 dealers in North America. As part of the Bobcat
dealer partner program, dealerships are provided with development opportunities, ongoing training and educational and
marketing resources to help position their customers, employees and businesses for long-term success.
Holck continued, “Our growing dealer network continues to reach new levels of success, allowing us to empower more
customers to accomplish more with Bobcat products and services. Our dealers are trusted partners and a key differentiator
in our industry, which is why we are proud and honored to recognize their success each year.”
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INDUSTRY NEWS

ENGCON LAUNCHES A LIGHTWEIGHT

PA L L E T F O R K F O R E X C A V AT O R S I N T H E
2-6 METRIC TON WEIGHT RANGE

I

n the spring of 2022, tiltrotator manufacturer engcon
will launch a lightweight pallet fork for excavators in
the weight class of 2-6 metric tons. As a result, the work
that can be done by these machines is further expanded,
which contributes to increased efficiency and profitability.
With a tiltrotator on the excavator the type of work that
can be done increases significantly. With the ability to tilt
and rotate the bucket, as well as connecting a variety of
attachments under the tiltrotator it makes an excavator
a smart tool carrier. engcon recognizes this and now has
one of the market's widest range of tools for excavators
1.5-33 metric tons.
engcon has for many years offered pallet forks for
excavators for cargo handling, which has become
increasingly popular. In line with the increased demand,
engcon has developed a lightweight pallet fork for
excavators 2-6 metric tons.
"Pallet forks for excavators will soon be as common
an attachment as the bucket on excavators working on
construction sites or performing various service work,"

says designer Mikolaj Tepper, who has been involved in
the development of the new pallet fork.
The new and lightweight pallet fork comes in two
versions, one hydraulic and one mechanical and it can
handle a load of 2 metric tons of TP500 which means that
it is rated for 2 metric tons of load 500 mm out from the
back edge of the forks. The weights are calculated at 141
kg for the mechanical and 151 kg for the hydraulic pallet
fork and the standard length of the forks is 800 mm.
The hydraulic version is adapted for engcon's automatic
quick hitch system EC-Oil enabling the driver to connect
the pallet fork and its hydraulics automatically without
stepping out of the cab.
"The hydraulic pallet fork with EC-Oil fits perfectly
with our new EC206, which later in the year will be
equipped with our automatic quick hitch," continues
Mikolaj Tepper. The new lightweight pallet fork will be on
display at this year's fairs and events, delivery is expected
by the end of the year.

SAVINGS
Is it time to replace the lights on your customer's
equipment or your rental fleet? Keep your
equipment running and prevent costly
unplanned downtime.
When you buy from TVH, you can save up to
34% on quality lights that meet or exceed OEM
requirements. We offer millions of construction,
industrial and material handling equipment parts
with same-day shipping and next-day delivery.
Order today and save on quality parts from TVH!

34%
WWW.TVH.COM
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INDUSTRY NEWS

R O A D W I D E N E R L L C E X PA N D S
SALES COVERAGE WITH

THREE NEW MANAGERS

R

oad Widener LLC, a leading manufacturer
of innovative road and utility construction
equipment, recently promoted Todd Dohnal to
business development manager and appointed Jack
Guebard and Rick Cuozzi as regional sales managers.
Dohnal will focus on global sales while Guebard will
serve the central United States and Cuozzi will cover the
eastern United States. Road Widener sees the expansion
of these roles as a way to broaden direct sales coverage and
increase efficiency and safety for contractors worldwide.
“Our customers are our number one priority which is
why we are expanding our sales coverage both regionally
and globally,” said Todd Granger, director of sales at Road
Widener LLC. “Todd, Jack and Rick will be excellent
spokesmen for the brand as we build awareness for the
unique, profitable solutions we offer the construction and
utility industries.”
Dohnal has 23 years of experience in the construction
equipment industry and has worked with large and small
manufacturers both domestically and internationally. His
time spent in an international role earlier in his career has
allowed him to build a strong network of contractors and
dealers around the world and a respect for how business
is conducted in different cultures. He’s looking forward
to rekindling these relationships as he steps back into a
global role.

Guebard brings 17 years in the asphalt paving industry
to his new role and is excited to connect with dealers and
end users to spread awareness of the safety, efficiency
and labor savings Road Widener products provide.
Before his time with Road Widener LLC, Guebard gained
experience as a salesman, estimator and project manager
in the construction industry.
Cuozzi spent 22 years in construction sales before
joining Road Widener LLC. He was a territory sales
manager at a construction machinery dealer for five
years prior to his new role. Additionally, Cuozzi served
five years in the United States Marine Corps. He is
looking forward to sharing insight and education on the
versatility, productivity and safety benefits Road Widener
products will offer his customers.
“Road Widener has put in the work to make the
type of equipment industry professionals truly need,”
explained Dohnal. “Traditional methods for road repair
are cumbersome, labor-intensive and in some cases,
incredibly dangerous. I’m proud to be part of a team that
listens to its customers and offers safer, more efficient
road repair solutions to meet their needs. The unique
design of these attachments allows contractors worldwide
to take their productivity to the next level and get the best
ROI on their existing equipment fleet.”

LUBY EQUIPMENT PROMOTES

JENNY SWAFFORD

TO USED EQUIPMENT MANAGER

L

uby Equipment Services is pleased to announce that
Jenny Swafford is the new Used Equipment Manager.
Jenny’s former position was the Global Used Sales
Representative for the past three years, and she has been
based at the corporate headquarters in Fenton, Mo.
“Jenny has done an excellent job supporting our customers’
used equipment needs and executing our company’s used
sales growth strategies,” says David Kedney, Vice President
of Sales and Marketing. “Her skills and experience will be
important in assuring the continued growth of the used
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equipment department and in improving the customer
experience. The used equipment industry is poised for
accelerated growth over the next two years because of the
current supply chain issues with all OEMs. With Jenny in
this leadership role, we will be positioned to take advantage
of these opportunities.”
In her new role, Jenny will be responsible for leading the
company’s Used Equipment Department by guaranteeing
efficient procedures, management, and sales at all of Luby’s
construction locations.

INDUSTRY NEWS

JLG EXPA N DS M A N UFAC T UR I NG
F OO T PR IN T IN T O T E NN E S S E E ,
Adds Capacity at Three Plants
Company Ramps up Production of Core
Telehandler, Boom Lift and Scissor Lift
Product Lines

J

LG Industries, Inc., an Oshkosh Corporation
company
[NYSE:OSK]
and
a
leading
global manufacturer of mobile elevating work
platforms (MEWPs) and telehandlers, is pleased to
announce an expansion of its manufacturing footprint
into Jefferson City, Tennessee. This new 60,000-sq-ft
space, which is being leased from the Oshkosh Defense
segment, along with the addition of new lines at the
company’s Bedford and McConnellsburg, Pennsylvaniabased plants, and its Leon, Mexico manufacturing
facility, will support the increased production of boom
lifts and scissor lifts, as well as both JLG® and SkyTrak®
telehandlers.
“We have been pursuing a number of initiatives to
establish a more agile and stable business model to support
long-term, sustainable growth,” said Frank Nerenhausen,
executive vice president Oshkosh Corporation and
president JLG Industries. “The investment in additional
manufacturing space and technology-rich manufacturing
lines is indicative of our commitment to supporting
customer needs in today’s dynamic marketplace.”
During the industrial revolution, companies had
the option to replace cumbersome, manual tasks
with automated processes. Those who didn’t risked
obsolescence, while those who did saw the greatest longterm success. Digitization has brought this full circle,
offering many new tools and technologies from which to
outfit the “Factories of the Future.”
“JLG is leaning in, looking at everything from how to
optimize digital twins during the design/engineering

process, to regionalizing supply chains, to additive
manufacturing, to the autonomous and semi-autonomous
solutions required to assist a now five-generation
workforce and reduce the load/gap caused by labor
shortages,” adds Nerenhausen.
Heading into 2022 with a record $3.6 billion in backlog,
combined with unprecedented inflationary pressures,
labor constraints and supply chain disruptions required
JLG to think differently about its manufacturing facilities
and processes.
“Expanding and integrating new state-of-the-art
technologies into our plants will allow us to optimize
operational capacity to better absorb peaks in demand,
while improving worker safety and flow management,”
Nerenhausen continues. “We are investing in the
connected and autonomous solutions that will make it
easier to do business with us.”
Digitization has enabled automation and machine
learning from the earliest stages of design through the
manufacturing and field use of products. JLG foresees that
customers will eventually be able to track a machine from
its order stage through the end of its lifecycle, enabling a
greater depth of insight into each unit's true utilization
and ROI.
“We are driven to provide the most holistic and
transparent customer experience possible to enhance
customer satisfaction and improve the value stream of JLG
products well into the future,” concludes Nerenhausen.
JLG’s new Tennessee facility and the additional
manufacturing lines in Pennsylvania and Mexico are
operational and in the process of ramping up to full
capacity.
For more information on JLG products and services,
please visit JLG.com.
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INDUSTRY NEWS

NEW FROM PRINOTH:

RAPTOR 100 –
SAFE. UNIQUE.
POWERFUL.
PRINOTH has extended its carrier
vehicle product portfolio by
launching the new RAPTOR 100

Safety and ease of use

P

RINOTH’s new RAPTOR 100 is a powerful
remote-controlled carrier vehicle. Combined
with the mulcher (M450h), it is highly versatile
and can be used for a wide range of applications and
areas: mulching brushwood and branches in rough
and inaccessible terrain, maintaining green spaces and
forestry work, working on steep ground and at the edges
of roads and paths, and working on sensitive surfaces
without causing undue damage.
Its rugged, compact design and low weight make it
quick and easy to transport to its place of use. Good
clearance, low ground pressure, wide rubber tracks
and the ability to lift its mulcher to 600 mm mean it
can process almost any terrain. The width of its running
gear can be adjusted between 1,200 and 1,600 mm. This
allows the RAPTOR 100 to move along narrow, steep
(up to 45 degree) pathways where larger vehicles can’t
go. An automatic, hydraulic, maintenance-free chain
tensioning system prevents the tracks from coming off.

Exceptional traction – gradients of up to 45 degrees

The RAPTOR 100 is equipped with a powerful and
efficient 75 hp Deutz engine and a CLEANFIX reversible
fan. Its hydraulic system consists of three separate
systems for propulsion, working and power hydraulics.
Operator safety is paramount. All of its functions can
be conveniently controlled using an ergonomic remote
control with a range of 100 metres.
The RAPTOR 100 offers durability, performance,
versatility, reliability, safety and flexibility in daily
forestry operations and landscape maintenance.
Convenient remote control
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INDUSTRY NEWS

J I M H A S T Y T O R E T I R E F R O M I M T, A M Y
BROWNLEE TO ASSUME ROLE OF VICE
PRESIDENT AND GENERAL MANAGER

I

owa Mold Tooling Co., Inc. (IMT), an Oshkosh
Corporation company (NYSE:OSK), announced today
the company’s Vice President and General Manager
Jim Hasty is retiring effective April 1, 2022. IMT is
pleased to share Amy Brownlee, IMT Senior Director
of Finance, will assume the role of Vice President and
General Manager upon Hasty’s retirement.
Brownlee joined IMT in 2006 and has spent the last 15
years serving the company in various roles. Her expertise
in financial management, manufacturing operations, long
tenure at the company and commitment to recruiting and
retaining the brightest talent leaves Brownlee uniquely
equipped to lead IMT into its next chapter.
“I’d like to join everyone at IMT in thanking Jim for
his many years of service and for all we’ve accomplished
under his leadership,” said Brownlee. “I am thrilled at the
opportunity to work with such incredible people and am

excited to serve our team members and community in
this new role.”
Brownlee received her B.A. in accounting from Central
College and is a long-term resident of the area. She serves
on the Hancock Economic Development Board and, in
partnership with IMT, is a strong proponent of expanding
awareness of careers in the trades within local Iowa high
schools and community colleges. Brownlee says the
prioritization of education and training in the welding
field and other skilled trades is positioning IMT as an
employer of choice in north Iowa.
“I believe we have the absolute best team in the
industry, we make the best product and we have the most
pride,” said Brownlee. “We wouldn't be as successful as we
are without the loyalty, dedication and skillsets the team
brings to work every day.”
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BY KYLE LARKIN

CONSERVATIVE TURMOIL

S

ince the federal election in the fall of 2021, there
was heavy speculation in Ottawa regarding the
fate of Erin O’Toole. This came to a head the week
of January 31, 2022, when Conservative Member of
Parliament Bob Benzen submitted a letter with signatures
from 35 other MPs calling for a leadership review. On
February 2, the vote was held, and O’Toole lost by a vote of
73 to 45. In the same week, the Conservatives chose their
new interim leader, Candice Bergen, who had previously
served as deputy leader.
For many political observers, this was a long time
coming. It really began during the election when O’Toole
and his team changed their position on several key party
issues. These changes included the party’s stance on climate
change policies, such as carbon pricing, and regulations on
firearms. By the end of the election, O’Toole had swapped
the party’s positions on several issues important to the
membership of the Conservative Party of Canada.
Since then, O’Toole has been able to gain a few quick
wins. The most publicized was his ability to take over the
debate on legislation banning conversion therapy. Instead
of opposing the legislation, he was able to pass a motion
that fast-forwarded its passing in the House of Commons.
However, these wins weren’t enough to quell dissent
within the party.
Everything came to a head when the trucker convoy
traveled from British Columbia to the doorstep of
Parliament Hill. Along the way, dozens of Conservative
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MPs spoke with members of the convoy and publicly
showed their support. When the convoy finally made it
to Ottawa, all eyes were on O’Toole to see how he would
respond. Instead of taking a strong stance in support,
he sought the middle ground. While to some this may
have been commendable, unfortunately for him, it’s what
triggered his rapid downfall.
Since then, the only candidate to formally announce
their bid for the leadership has been Pierre Poilievre, an
MP representing a rural riding near Ottawa. He’s fluently
bilingual and previously served in Prime Minister Harper’s
Cabinet. He has become an instant frontrunner, though
there are others considering a bid. Those include former
Quebec Premier Jean Charest, current National Post
commentator Tasha Kheiriddin, MP Leslyn Lewis, former
Deputy Leader of the Conservative Party of Canada Peter
MacKay, and current Mayor of Brampton Patrick Brown.
Should an individual like Pierre Poilievre win, the
Conservatives will continue as a strong right-of-center
party. If an individual like Peter MacKay, Jean Charest, or
Patrick Brown wins (all of whom have ties to the more
progressive wing of the party), the Conservatives will
follow a more progressive agenda.
Already, battle lines are being drawn
between provinces and ideologies, and
Conservatives should be ready for an intense
leadership race over the coming months.

AUGUST 15 – 17, 2022
HALCYON HOTEL
245 Columbine St. | Denver, CO 80206

Register at bit.ly/aedevents

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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HOW IS LIUGONG
NORTH AME RIC A
ADAPTING TO
THE FUTURE OF
WORKFORCE AND
SUPPLY CHAIN
CONSTRAINTS?

JOS H F L A CCAVENTO
If the last few months of supply chain problems, rising inflation
and global instability have reminded us of anything, it’s that
business is business, no matter where you find yourself on the
map. Andrew Ryan may work at a Chinese-owned company,
but most of his 25 years in the construction industry are with
an American company, Caterpillar.
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N

ow, as the president of LiuGong North America,
he takes a wider perspective. “Globally, the
economy’s moving at different paces. China’s
construction industry will be off about 10% this year as
they work through some of the reasonably well-publicized
real estate bubbles that have been building in that country
for the last couple years.” For LiuGong North America, it’s
simply an opportunity. “We’re uniquely positioned because
our supply chain is designed to support the China market
– that’s where the principal volume of our sales is – so as
the China market has slowed down a bit, we’ve actually
opened up quite a bit of capacity to take care of growth
outside of China, including North America, so we’re really
well positioned right now to take care of our dealers and
our customers.”
Ryan and his VP of Sales, Michel Marchand, are looking
ahead not only to LiuGong NA’s future, but that of the
industry as a whole. Marchand, also an industry veteran
who formerly worked at CNH Industrial, points out that
in addition to organic growth in construction worldwide,
there is significant new spending by many governments,
especially the U.S. The recent passage of the Infrastructure
Investment and Jobs Act (IIJA) is a perfect example – but
it’s not the only one. “In parts of Canada and the U.S., there’s
already been a significant level of spending earmarked,”
says Marchand. “Some provinces, like Quebec for instance,
will likely stay a strong construction market for the next
decade, based on the commitments they’ve made to
infrastructure spending, particularly roads and bridges.”
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Some of those commitments are the result of shifts in
the political will in provincial government, brought on by
unfortunate and highly public failures of specific roads
and bridges. But though the motivation for such spending
may be reactive, the effects will take longer to unfold,
making them part of a broader trend upward in publicly
funded construction projects. “When you look at the
time span, although the dollars may have been earmarked
in the short term, the actual projects themselves will take
a decade to roll out,” Marchand observes. “So as far as
the contractors and the suppliers are concerned, they will
continue to see that demand curve through that ten-year
period.”
Ten years might feel like ages as the U.S. economy
slowly crawls out from under the pandemic, but Ryan
and Marchand are looking farther ahead than that in a
number of ways, one of which is the shift to electric and
autonomous vehicles.

“AS W E MOVE TO

E LE CTRIFICATION, THE N EED
FO R INFRAS TRUCTURE WI L L

C ONTINUE TO BE STR O N G , ”
says Marchand.
As many experts have pointed out elsewhere, adoption
of electric vehicles on a large scale depends on the
availability of charging stations, a relatively tiny handful
of which exist right now. For consumer vehicles, a whole
new network will need to be built – a huge shift from
the current fossil fuel distribution system currently in
place. For construction vehicles, a similarly big change is
coming, according to Ryan.
“The world is trending toward electrification, probably
for some really good reasons.” Not all of those are
environmental, in his view – there are purely mechanical
ones, as well, performance advantages such as “infinitely
variable power distribution – you’re not locked into gears
in a transmission.” And there are other advantages for
buyers, like the durability and interchangeability of many
electric machines. “It’s a bit disruptive to the traditional
industry model of, you know, sell a machine and sell parts
forever,” says Ryan with a wry smile. “There aren’t a lot of
parts that follow behind an electric vehicle. Our industry
needs to understand that and adapt our business models
accordingly as EVs become more of a norm.”
Rather than worrying that the industry will resist these
shifts, though, Ryan sees many moving toward them
proactively, finding their own good reasons to participate
in the shift toward electrification. “We’re seeing the most
significant demand in industries that have traditionally
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had negative perception or negative image from a social
or environmental perspective. I think this is a way that
they want to move their companies and show a signal that
they’re working on their end to try to make investments
that are more in line with sustainable businesses and
sustainable environmental practices.” Many major firms
in other big industries, like aviation and power generation,
have taken similar postures already, often doing so where
governments are reluctant or unable to do so.
Some, of course, are quicker than others to adapt to the
coming energy future. “I think we’ll see that the mining
industries and the extractive resources will provide the
biggest and most significant demands,” says Ryan. “Over
time the construction industry may follow, but they’ll
come a little bit slower.” For construction companies,
adopting electric vehicles will be particularly challenging,
given the short-term, mobile nature of the work. “I
don’t imagine that many contractors would sign up for
having to haul their equipment back to their yard every
night to charge it and then return it to the job site the
next day,” Ryan quips. But as early adopters build their
own energy capacities, other industries may be brought
along: “The link between these two conversations is fixed
infrastructure.”
For extractive industries in particular, charging
stations make sense. “Generally, a mine or a quarry site
can have a fixed location and invest in a fixed asset to
provide rapid charging,” he says. The idea of an electric
haul truck carrying stone or coal from a mine site with
its own charging stations may be hard to imagine in the
current political climate, since the two major parties
often present jobs in energy and mining as mutually
exclusive with working to combat climate change. But
as the passage of the IIJA showed, there is bipartisan
support for building things, including renewable energy
infrastructure like electric vehicle charging stations.
For construction businesses, politics typically play
second fiddle to logistics, and according to Ryan there’s
simply no viable alternative to fixed electric charging
infrastructure. “Mobile solutions have to become more
robust and have to become more economical,” he says.
“Folks have been trying to use generators, solar power,
or hybrids for mobile charging stations, but not much
adoption yet.”
Similarly, he sees automated vehicles as a medium- or
long-term development in construction, which will only
become common as the need for them, or the advantages
of using them, become more obvious. “Our industry has
had the ability to run a haul truck autonomously on a
mine site since 1997, so this is not a new concept. It’s
something that’s gone through steps and phases. The
challenge has been finding customers that are willing to
put the capital in to make it work.

Because it’s not just what’s on board
the machine, it’s the management
environment and the mine-site planning
and operations offices changing the way
that they work.”
The changing nature of work in the
industry is something that is very much
top of mind for Ryan and Marchand,
both of whom see a powerful need for
members of associations like AED to
redouble their efforts to build the labor force. “The
industry really needs to start wrapping its head around
how to attract new talent into this business.
Both from the contractor’s standpoint – how do they
get the raw labor force – and then in the technical trades,
how do we get highly skilled people into this business,”
says Marchand. “As we start looking at the age gap, and
all of the expertise that will be retiring over the new
decade, we need to train their replacements and new
entrants into the industry to make sure that we don’t have
a labor shortage.” That expertise, in his view, ranges from
engineering and land management to specific trades, like
electricians, plumbers, and more: “I challenge you to find
me a good stonemason.”
LiuGong NA’s position in regard to this shortage
might look strange to some. Even as Ryan and Marchand
advocate for more training programs and education
to attract workers to the construction industry, their
company is also in the business of selling machines that
can bridge that same labor gap. “A big part of what’s
driving the growth of our business is the mechanization
of work that was formerly done by people,” admits Ryan.
“It’s not full-on automation – kiosks at McDonald’s – but
it’s requiring fewer people to do the same jobs. Not zero,
but fewer. I think that’s a trend that’s happening in our
business that we all see on some level.”
So while he and Marchand agree that “we need to make
the industry more interesting” to younger generations, in
order to keep the industry sustainable, in the short term
there are still certain undeniable economic facts. “There’s
a recognition that as there’s a scarcity of labor, labor
becomes more expensive,” says Ryan. “That’s a big part
of what’s driving the increase with compact equipment –
mini excavators, et cetera.
You can’t find a guy to dig a trench, then you buy a
machine to dig a trench.” Perhaps once the current crisis
in labor is solved, this perspective will shift, and the
tension between human and machine will evolve into
something more like a partnership. “In certain parts of
our industry, there may be a future for full automation,
but that’ll be a fairly narrow segment,” Marchand says.
For most, automation will be “a partial solution to assist

the operator in the efficient and accurate performance of
their task.”
Whatever the future may hold for the construction
industry as a whole, LiuGong North America’s outlook is
bright. “We’re really experiencing some pretty significant
growth. We grew by 80% in 2021,” says Ryan, adding that
he expects the company to grow another 60-70% by the
end of 2022. They are doing so by carefully selecting
dealers in North American cities to come on board, and
offering those dealers some of the competitive advantages
they enjoy due to their unique position in the global
supply chain. One of those: an essentially unrestricted
inventory.
“We have one or two individual models that we still
have some constraints on, based on model changeovers,
but if I have a dealer or a customer who says they want it,
I can give them basically as many as they want.”
He sees LiuGong’s product line itself as a selling
point, in comparison to competitors “that have no open
territories” and whose product lines have “matured.”
Theirs is growing, and as the company reinvests in it,
dealer partners will have plenty of opportunity to grow
with them.
“We are moving into the top ten global manufacturers
of construction equipment and industrial equipment,”
Ryan says – and the responsibility that implies is as much
on his mind, and Marchand’s, as the opportunities.

“ WE DEF IN ITELY N EED T O

KEEP UP TH E PR ESSU RE O N
G O V ER N M EN TS TO E N S U R E

THAT N O RTH AM ER IC A K E E P S
UP, ” says Marchand.

“Without it, we will lag behind other global markets.”
Even as they expand their own company’s footprint, these
industry leaders are thinking about how to grow the
construction business as a whole by attracting new talent
and adapting to new technologies. LiuGong NA is here to
stay – and they want new partners.
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BY L UK E P O W E R S

DEALERS, NOW’S
THE TIME FOR OUR

D I G I TA L
REVO L U T I ON
Technology moves slowly … until it doesn’t.
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or decades, business travel required us to use taxis
to get around our major metropolitan areas. But
this transportation method often provided little
flexibility, unclear pricing and uncertain availability.
Now you can book a ride with a well-reviewed stranger
in seconds on Lyft’s app.
Technology’s acceleration requires a timely convergence
of software development, creativity, and unlocked supply
and demand forces. In Lyft’s case, tech tapped into a mass
of drivers desiring extra income and riders that sought a
transparent transaction.
Just as technology has evolved to bond our physical
and digital worlds on the consumer side, the time is right
for it to make the same impact
in the construction industry.
We can become better
equipment dealers if we learn
from these macro technology
and construction trends.
Why is this necessary now?
Because today’s construction
equipment has evolved into
increasingly intricate systems
of components and automation
with embedded chips and a
burgeoning parts list. Fixing
these machines has become a
more complicated exercise.
And so much depends on
the uptime of fleets on job
sites. According to a former
foreman at Skanska USA, a top
10 contractor in the U.S., the company routinely tells
their employees that downtime for any given machine
costs the company $90,000 a day per machine, when
accounting for idled labor and job site delays.

DE A L ER S CAN H ELP SOLVE TH E
PRODUCTIVITY CR ISIS

Since the dawn of civilization, construction has been
– and always will be – a cornerstone industry. In fact,
according to the Associated General Contractors of
America, the construction industry builds $1.3 trillion
worth of structures each year in the U.S.
And yet, construction has a chronic productivity issue.
The global construction industry is a $10 trillion market
that employs one in 14 workers globally. Despite this,
it has seen a decrease of 23% in gross value added per
hour worked since 1990, according to global venture firm
Foundamental.

Gross value added per hour worked as defined by
the Organization for Economic Cooperation and
Development in Paris: “Labor productivity per hour is
defined as real output (gross value added) divided by
total hours worked by all persons in employment.”
According to the Bureau of Labor Statistics, the
productivity gains from the aggregate U.S. economy from
1980 to 2012 were +309% — and an astounding +675%
from the end of World War II to 2012.
Meanwhile, the construction industry is going the
other way.
According to the U.S. Department of Commerce,
construction productivity is roughly 25% less than in
1964 – an even more dramatic stat than measuring from
1980. The effect is higher-than-needed construction
costs, which is a major factor in our aging infrastructure.

It does not seem logical that the
industry is physically doing 25% less
than it did in 1964. Where are those
hours of lost efficiency going?
It turns out that the process of running a contracting
business and working on-site has become more and
more cumbersome. Today, foremen and contractors
spend three to five hours every day on manual, repetitive
communications, according to Foundamental.
Meanwhile, the cost of digital communications
has fallen dramatically. This has helped usher in the
explosion of communication productivity companies,
such as Yahoo in the ’90s, Google in the 2000s, and Slack
today. These communication tech companies have in turn
enabled the emergence of marketplaces, social networks,
and advanced research tools.
These factors have fueled the digital revolution that
allows us to research at home at any time, buy any retail
item online, and connect with anyone in the world. This
is what drove the 309% gains in productivity across the
entire U.S. economy from 1980 to 2012.
In a world of communication abundance, we in the
construction industry are underserved. And what’s
making it worse is that construction companies cannot
find the labor they need.
This labor shortage is not for lack of opportunity in the
industry. Consider this: The global construction industry
needs to build 13,000 buildings each day between now
and 2050 to support an expected population of 7 billion
people living in cities (10 billion worldwide), according
to Autodesk.
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Two negative trends cannot equal a positive without
dramatic change. The disparate macro forces at play are so
strong that it is reasonable to infer that technology wants
to inject itself.
Just as other industries have done, construction needs
to better leverage software to organize information and
help reduce supply chain bottlenecks. Technology will
also guide the shift from a reactive approach to a proactive
process of anticipating contractor needs.
This must start at the dealer level.

DE A L E RS N EED TO LEAD TH E
PROA C TIVE CH AR GE

Construction equipment dealers have accumulated
decades of knowledge about their specific equipment and
components. This knowledge is extremely valuable to a
fleet manager when deciding which machine is right for
the job or what is needed when a machine breaks down.
However, this knowledge is primarily living in the
heads of thousands of experts, such as service technicians,
parts counter reps, territory reps, branch managers and
shop managers. This information should be known to the
world, making the experience of owning, managing and
maintaining equipment much more seamless.
The dealers who will win the future understand this.
Take EquipmentShare as an example. Brothers Jabbok
and Willy Schlacks started the company as a contractorto-contractor equipment rental platform after noticing
how much equipment was owned by contractors and
sitting idle. They eventually pivoted the business to focus
on owning the end-to-end rental experience and opened
rental stores of their own. Today, EquipmentShare has
more than 80 locations across the U.S., but they’ve never
stopped improving their software foundation and value to
customers.
T3, EquipmentShare’s self-described “fleet management
OS,” rolled out earlier this year. The idea behind the T3
platform is that contractors have a central place to operate
all their fleet management needs, including rentals, fleet

analytics, timesheets, and safety and compliance. T3 is
certainly an ambitious platform, but it underscores the fact
that EquipmentShare understands the myriad interrelated
pains affecting contractors today. In fact, the Schlacks
brothers lived through them as contractors themselves in
Columbia, Missouri.
The focus on innovating on behalf of customers and
taking a proactive approach to meeting their needs
through technology will likely make EquipmentShare
a public company one day. Other dealers and rental
companies should take note.

D EAL ER S MUST TR AN SFO R M I N T O
UPTI ME PARTN ER S

As the macro trends of the skilled labor shortage,
national infrastructure demands, economic growth, and
productivity headwinds converge on our industry, what
worked in the past for dealers will not work in the future.
Our customers should be able to view the equipment
they’ve sent to our shops, track work orders, automatically
schedule needed parts, and see us as a true partner. In
other words, they should be able to focus on performing
excellent work while we ensure their equipment is running
and safe.
Transparency around equipment repairs and costs will
enable contractors to make better business decisions
about how much an hour of utilization costs per machine,
average maintenance costs per equipment brand, and the
appropriate time to buy or sell a machine.
Dealers who excel in the future will
provide value as partners powered by
technology, regardless of the brand of the
fleet that a contractor owns.
Consistent performance coupled with giving customers
the tools to better manage their business will result in
more service work, rentals and sales. And for those that
don’t embrace this vision, there will be a multitude of
other dealers willing and able to step up and succeed.

LUKE POWERS is the founder and CEO of Gearflow.com, a parts procurement platform dedicated to solving the
pains of equipment downtime. This article was adapted from its original version, “Why Digital Dealers Will be the
Future of Construction Fleet Management,” on the Gearflow.com blog.
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TH O MA S J .
AR MI TA G E

Launching a Website?
HERE’S WH AT YOU NE E D T O KNO W
Tips for Tackling Your New Website Project and Best Practices to
Improve Website Speed, Performance, and Optimization

W EB SI TES H AV E CO ME A L O N G WAY OV E R
TH E PAST TW O D ECAD ES

It might sound cliché, but things were a lot easier then. It was
possible to get away with a simple site and basic search engine
optimization (SEO) before seeing loads of success in terms of
traffic, form fills and sales.
Like anything in the technology world, things have gotten a
lot more complicated. Websites can now be fully customized and
come equipped with all sorts of rich features that can improve
customer experience.
It’s important that website managers of both dealers and
manufacturers be mindful of the necessary steps involved in
properly launching and maintaining a website – or else they run
the risk of seeing negative impacts in search engine rankings and
conversion rates.

TH E I MPO RTAN CE O F W EB SI TES

Despite a rapidly changing landscape, websites continue to be
the lifeblood of most businesses’ marketing programs. Marketing
and sales can take place in all sorts of places and platforms – from
in-person to social media to email – but websites remain the
“home base” where conversions typically take place.
That’s why so much time, effort and resources are put into
websites. B2B companies should refresh or build a new website
every three to five years.
That’s because, over that time, company goals may be updated,
trends tend to change, new features become popular, Google’s
algorithm is tweaked, companies go through branding redos, and
sometimes it’s just good to have a fresh new look.
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BE F ORE GOING LIVE

There are a number of items that go into building a new
website. Most teams follow a similar process. It usually
consists of some version of the following:

is where your website resides and where the files are
digitally stored.

• Design

Every website requires a hosting environment. And
there’s a number of them out there to choose from. It’s
wise to consider where you host your site, how much
storage space you need, and whether you can use a shared
environment or require one that’s dedicated. A VPS, or
virtual private server, offers a dedicated or private server
and can improve website speed and security.

• Development

3) SSL

• SEO and content

SSL stands for “secure sockets layer.” If a site has an
SSL certificate, there will be a little lock icon next to the
domain name in the browser.

• Planning
• Site map
• Wireframe

• Testing
• Tracking setup
• Launch
It can be an intense amount of work, especially if the
website is large.

SSL is a protocol for establishing authenticated and
encrypted links between networked computers. Simply
put, it helps make your site more secure. It’s an absolute
must for sites that invite users to submit information, by
way of either form or transaction.

But beyond those notable steps/items,
here are some other, often overlooked,
areas to be mindful of.

It’s still highly recommended for any other site too,
since it provides peace of mind for users and is used as a
ranking signal for SEO. Cost is minimal – about $50 for
a year – and would normally be set up at the host level.

1) Choosing a Theme

4) Redirects

Most websites sit on some sort of content management
system (CMS). WordPress is the most popular of the
bunch, powering more than 450 million websites
and leading the market share. Websites built through
WordPress (or another CMS) can be either custom-built
or lean on a templated framework. Templates, sometimes
called themes, have grown in popularity as the number of
options and features have become almost endless.

When companies move from an old site to a new one,
there are naturally going to be pages that are either deleted
or moved. In both cases, redirects need to be used.

The unfortunate truth is that many themes look great
but perform horribly.
They come equipped with too many features (in an
attempt to cater to a diverse set of buyers) and sacrifice
speed and performance as a result. It’s important that you
start with a theme that doesn’t have bloated code and that
offers top-tier performance.
2) Hosting
Unlike your domain (which is the name of your website
and is purchased through a domain registrar), hosting
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This tells both search engines and users where the new
pages are located and avoids 404 errors. Beyond that,
internal links should be reviewed and corrected if they
use testing or staging URLs. And www versus non-www
domains should have sitewide redirects implemented.
5) SMTP and Email
SMTP stands for “simple mail transfer protocol.”
It’s a protocol used to more securely (and with more
accuracy) send emails from account to account. When
enabled at the website level, it improves the process of
receipts of successful form submissions being sent via
email to end users (either notification emails for internal
team members or external confirmations to those who
submitted). Set up SMTP and update your form software
with the appropriate credentials.

A F TER GO ING LIVE
A new website is like a new car. You wouldn’t walk oﬀ
the lot without a plan to properly maintain it, right? It
needs to be kept clean. You need to fuel it with premium
gas. You need to get it inspected at least once a year. You
should rustproof it, change the tires, and swap out filters on
a regular basis. Treat your business website the same way.
It’s an engine that needs to be fueled. A machine that
needs upkeep. With maintenance, your website will
perform better and faster and will warrant higher-quality
results for your business.
1) Plugins
Plugins are pieces of software that can be added to a
website to provide extra features or functionality. With
an open-source CMS like WordPress, there are tons of
available plugins. Some bad, some good, some free, some
paid. Some plugins can impact performance. Specifically,
they can improve site speed through caching or code
optimization. Some examples for WordPress include WP
Super Cache, Autoptimize and Async JS.
2) CDN
Today, website speed is a critical component for SEO.
It’s one of the factors Google now examines as part of its
core web vitals update (issued in summer 2021) when
deciding on how it ranks websites in its search engine
result pages.
A way to improve website speed is to consider setting
up a CDN for your media files. CDN stands for “content
delivery network,” which is a shared group of servers where
images or other rich media reside. When loading, these
media files are called in from a location on the delivery
network closest to the visitor. Using a CDN allows the files
to load faster and improves overall site speed.
3) Updates
It’s important to continually check a website for
updates. That goes for both the website theme and the
plugins being used. Both have regular updates. You’ll
want to install the updates but also make sure there are no

conflicts between existing plugins or with the theme, as
this could negatively affect the website. Check for updates
but regularly monitor them too.
4) Web Accessibility
One in five people has some sort of disability. It’s
important that websites be built/updated in a way that
enables better accessibility for all types of users. Not only
is it a best practice, but it’s required by law.
By building your site with web accessibility in mind, or
leaning on a third-party web accessibility tool, you can
help your site become more compliant and reduce the risk
of an ADA-related lawsuit. It can help with SEO too.
5) Ongoing SEO and Content
Without content, your website would be an empty shell.
Nothing to look at, nothing to experience.
Naturally, you’ll need to perform content and SEO
work ahead of launch, or else nothing will be on your
site when it goes live. It’s best to start with a keyword
strategy and build (or rebuild) your content based on
those areas of focus. You’ll also want to write custom title
and description tags, alt tags (for images), and proper
headlines (H1, H2, etc.) with those keywords in mind.
Consider rich snippets too (code-level markup that tells
search engines what type of content to expect on certain
pages). SEO and content aren’t done when the site goes
live, though.
Search engines dislike stale sites, so it’s important to be
constantly building new content that’s optimized and can
drive more and better visitors to the site.
Keep relevancy in mind at all times. Make sure your
keywords and the content you are choosing to create will
resonate with your target audience.
Consider blogs, articles, case studies, additional
product pages, event listings and team bios, which are
some examples of pages that may appeal to your audience
and can help play a role in driving traffic and conversions.

S U MMARY

In marketing and sales, it’s understood that there are many touchpoints to make a sale. Regardless of the business, the
website is almost always involved in that process. Whether it’s part of the awareness, research, consideration, or purchase
(or all four!), the website acts as a cornerstone in the buyer’s journey. That’s why it needs to be treated with high levels
of attention and care, both during the website build and as part of ongoing management.
Website managers often overlook critical steps throughout a website’s life cycle. This list highlights some of the
important areas to take into consideration to increase the speed and performance of your site, which will lead to greater
levels of traffic, conversions, and ultimately more sales for both manufacturing businesses and dealerships.
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T H E A E D F O U N D AT I O N ’ S
KNAPHEIDE TECHNICIANS
O F T H E Y E A R AWA R D
BY LORI LOVELY

I

n its third year (second year of sponsorship by
Knapheide), The AED Foundation’s Knapheide
Technicians of the Year Award acknowledges
the dedication of eight skilled technicians in North
America and their contributions to the success of AED
distributor members and the heavy equipment industry.
During a difficult period of supply chain interruptions
and skilled technician shortages, AEDF chooses to honor
hardworking technicians who go above and beyond the
call of duty every day – techs who share knowledge,
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provide inspiration, and set an example of how to be a
good tech, employee, and community member.
The Knapheide Manufacturing Co. sponsors the
award because, according to Mandar Dighe, vice
president of sales and marketing, they know that
“heavy equipment technicians keep America moving,
building, and growing. We are proud to sponsor The
AED Foundation Technicians of the Year award and
recognize these individuals for their hard work and
dedication.”

WINNERS
One winner is chosen to represent each region: Canada, Great Lakes, Midwest, Northeast, South Central, Southeast,
and West. Nominees for the award must meet specific criteria, such as:
• A minimum of five years’ experience in the industry
• Work for an AED member
• Exhibit leadership and team-building skills
• Continue their education through seminars, self-study courses or other means
• Community involvement
The techs should also add value to their companies by improving efficiency, focusing on safety or implementing
other improvements. This year’s winners were recognized at Summit during The AED Foundation Fundraising Gala.

SOUTH CENTRAL R EG I O N

Clark Rutledge, resident field technician
for Murphy Tractor & Equipment Co. for
the past three years, was nominated by his
service manager, Jason May, because he
exemplifies the standards expected of a Tech
of the Year.
Having worked in the industry for 18 years, he
is both a John Deere and a Case Equipment master
technician. Rutledge is MSHA certified and Cummins
warranty certified. In addition to extensive on-thejob training, he has attended numerous seminars,
manufacturer-provided courses, and online courses.
After starting in the heavy equipment industry as a
parts counter person post high school, Rutledge, who
grew up in his family’s automotive shop, wanted to get
back to turning wrenches. “I was moved to the lawn
and garden department. From there, I migrated to
bigger and more complex machines over the years. I
also transitioned from being in the shop to being in a
field truck.”
His favorite part of the job is troubleshooting, which
is becoming more important as the level of complexity
involved with repair has increased. Digging deep to
find the cause of mechanical problems, as well as how
to prevent recurrences, he often finds himself educating
owners and operators as much as other technicians. He
appreciates working for a big company that has more
resources and opportunities.
His work and three daughters (with wife Melissa)
leave little time for hobbies, but he does serve as a
deacon at his church, where he participates in several
community service projects, including delivering food
baskets at Thanksgiving and Christmas and performing
repairs for homeowners.

SO UTH EAST RE G I ON

For the past three years,
Nicholas Rivera has served
as a field technician for Lyle
Machinery, but he says he has
spent his whole life working
in the industry: “It’s all I know.”
The son of an owner of a heavy-duty
truck shop, he started tagging along at age 4. “I was
determined.”
After earning two college degrees (in business and
applied science), Rivera held a corporate job for 15
years before returning to the industry to start over.
Recognizing that the work had become complicated by
computers, resistors and diodes, he became certified as
a Komatsu and a Cummins master technician. He has
also taken classes from Grove, Manitowoc, Liebherr
and more – including Sennebogen, where he’s currently
taking classes to get E1 and E2 certifications on the way
to becoming a master technician.
Likening his job to a craft, he observes that “there’s
more to know now. It’s not as simple as picking up a
set of wrenches.” Rivera’s determination to succeed
expresses itself in preparation, which is reflected in
part by his participation in ongoing education. He has
committed to doing whatever it takes to get the job
done. “I wake up at night thinking about solutions to
challenges.”
If it challenges him, he says, “it’s intriguing.” His
hobby is his work. “This is all I want to do.” But when
he’s not at work, he coaches his son’s baseball, basketball
and football teams. Considering techs like himself a
dying breed, he hopes to encourage his two boys, ages
8 and 1, to get involved with the industry. “They could
write their own tickets!”
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WEST R EGIO N

Recently promoted to shop
foreman at the Windsor location
of Bobcat of the Rockies, where
he started as a technician in 2016,
Nathan Ladd is platinum-certified on
several types of Bobcat equipment. He
also holds many capstone-level certifications in most
types of John Deere construction equipment.
After serving three years in the Army as a wheeled
vehicle mechanic, the Alaska native earned an associate
of applied science in diesel technology at the University
of Alaska. He worked for a John Deere dealership in
Anchorage before relocating to Colorado.
Education is important to Ladd, who also has
certificates in computer programming and networking.
As foreman, he takes advantage of his experience,
which includes running the field service truck, to share
his knowledge by teaching and mentoring others. “My
career provides continual learning, physical activity,
and challenging diagnostics.” He says it rewards
personal responsibility.
Married with two children, he manages to find time
to volunteer with a program at his church that fixes
vehicles for single mothers. He even turns his hobbies
into community service. He raises money for weights
for the high school at the CrossFit gym where he works
out daily. He’s also learning amateur radio, in the
hope of one day earning a general license so he’s able
to provide emergency communication services in the
event of a natural disaster.

CANAD A REGION

Brad Herbert, field lead hand
mechanic for Finning Canada, grew
up in the industry. His father and
grandfather worked on pipelines.
When he was 6, they would have him
tuck into spots where his dad couldn’t
fit so he could assist with repairs.
Nominated by Tom Neil, his supervisor, Herbert has
worked for Finning for 21 years. He’s a master technician
and journeyman for CAT, a ticketed Red Seal mechanic
who can work anywhere in Canada, a level C ticketed
welder, and is licensed to drive transport trucks.
Although he travels extensively for the job, Herbert
and his wife were unable to go to the award ceremony
due to COVID-19 restrictions. Nevertheless, he says
he “can’t thank AED enough. The spotlight helps the
industry, which is lacking people.” He also says he was
on “cloud nine just to be nominated. There are a lot of
good techs up here. I was honored.”
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In March he plans to take a GPS grade control course.
Ongoing education is important to him and is one of the
reasons he stays at Finning, where he has opportunities
to learn the latest technology. “I’ve worked at different
places – road construction and more. I’ve turned down
job offers from around the world to stay here. The
company is flexible and supplies a lot of training.”
Herbert likes a challenge in his downtime as well as in
his work. He and his wife enjoy geocaching – following
GPS coordinates in their 4x4 to hunt “treasure.” He even
does it when he’s out of town for work … and stops to
help clean up garbage in the park in the tri-cities while
he’s at it.

MI D W EST R EG I ON

After two decades working as a
heavy equipment mechanic in the
logging industry, for an aggregate
company and at a diﬀerent Case
dealership, Brian (Weasel) Miller
joined Southeastern Equipment
Company in 2017.
A 1999 graduate of Nashville Auto Diesel College,
Miller holds a certificate in auto/diesel technology and
has earned master technician certification on numerous
pieces of equipment. He wants to continue developing his
technology skills with the evolving machine computer
enhancements. “Not only do you have to work on the
machines,” he says, “but also with computers and how
they work in order to help you get the machine fixed.”
Miller takes his mechanical abilities to the next level
with his full-size and RC car racing. He’s a seasoned
winner and has won numerous accolades over the
years, including the North Carolina RC Dirt Oval
Championship. He and his wife also drag race their
Camaro occasionally. When he’s not on the track, Miller
and his family enjoy spending time together on the
family farm and participating in the local FFA and 4-H
programs. “I just love to help people learn,” Miller says.
“That’s the most satisfying part for me – helping people
learn new things and develop their skills. My wife says
that I would have been a great teacher.”
This innate teaching ability naturally carries over into
his work. On any given day, Miller can be seen assisting
the younger techs and helping to break things down.
He affirms that “these younger guys are the future – we
have to give them all the support they need.”
Not expecting anything to come of his nomination,
Miller says he was shocked and humbled to learn he’d
won. “It’s not about the spotlight,” he says. He just wants
to do a good job.

NO RTH EAST REG I O N

James Massey has always
worked with his hands. The son
of a carpenter, he graduated from
Clarkson University with degrees
in engineering and management
before returning to Delaware to
work in sales and engineering.
Currently Junttan USA’s product support manager,
Massey started as a dealer/mechanic. “I had an advantage
working as a mechanic,” he believes. “Most engineers
don’t put their hands on what they design.”
He evolved into his current role. Hired because of his
reputation in the industry, he was Junttan USA’s first
employee, which gave him the opportunity to hire his
bosses. For 14 years, he’s been the person everyone calls
to help solve issues with machines, but now he’s training
mechanics to fill his role one day. Of the roughly 200
pile-driving machines hand-built in the U.S. by Junttan,
Massey says he’s worked on half of them – and he keeps
their serial numbers in his head.
The former Eagle Scout applies the spirit of citizenship
– family, community, world – to everything he does. He
assists with the teams his three children are on, and he
helps neighbors and friends “build things.” In his leisure
time, he builds wooden boats with his father and is
restoring a 1946 Jeep Willys with his oldest son.
Winning this award surprised him. “I’m not often
recognized for my work,” he says. “I’m honored. I’m
validated. This is a vehicle to promote our business; we
will leverage it with customers.”

GREAT LAKES R EG I O N

Randy Engblom started working
for a Dennis Washington-owned
company right out of high school
in 1975.

In 2000, he joined Washington’s
Modern Machinery at the bottom,
moving up the ranks to become a field
service technician.
His father worked for Washington Construction as a
mechanic and crane operator, and he himself worked in
a machine shop during high school, so it “was a natural
thing” for him to become a technician.
Engblom holds “too many certifications to
mention,” yet continues to learn as the technology
evolves. In addition to online Komatsu training, he
has taken advantage of training sessions from Modern
Machinery trainers who go to the OEMs and “come
back to teach us.”

It has paid off, because he’s one of the few mechanics
who know about rock crushers. That means he travels as
far as 150-200 miles to job sites to diagnose and repair
issues. He enjoys the variety and the challenge of each
job site. Engblom used to take his whole family along.
His wife homeschooled the last few of their seven kids,
making it easier to travel.
Working 12-hour days five or six days a week doesn’t
leave much time for community service, but he likes to
spend time on the water, having once owned a cabin
cruiser he kept on Coeur d’Alene Lake.
“We don’t get a lot of credit for our work,” Engblom
reflects. Mostly what he gets is the satisfaction of
knowing he did a good job. Winning this award means
that “more realize the effort you put in.”
He recognizes that it might also mean getting more
young people interested and trained, alleviating the
shortage of mechanics.

W EST R EG I O N

Nominated by his manager,
Gary Payment, Adam Ramirez
works as a field technician for
Coastline Equipment.

He started out working in
the shop four years ago and has
advanced to working in the field,
which he describes as “a change of pace.”
He adds, “The responsibility that I have now has
changed.” He recognizes his obligation to represent
himself and his company in a professional way when
he’s in the field.
Ramirez has worked in the industry for six years and
holds a degree in industrial diesel technology from
Universal Technical Institute. Since then, he has added
John Deere machine-specific certifications.
While he enjoys the opportunity his job provides
to work on heavy equipment, as well as the chance
to adapt, learn, and grow as the industry changes, he
also appreciates being able to meet people and build
relationships with customers.
Meeting people is something he relishes. Through his
church, he helps provide food, clothing and personal
items to the homeless. He also hands out backpacks and
school supplies to kids before school begins.
His favorite people to spend time with are his wife
and three children. “I coach my kids’ baseball and
softball teams,” he says. Other hobbies include baseball
and off-roading.
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M E E T I N G I N D U S T R Y S TA N D A R D S :

HOW CTE TEXTBOOKS ARE
BORN OUT OF NECESSITY
J EN N Y CO H EN

W

hen Dr. Tim Dell was putting together
course materials for the classes he teaches in
automotive technology, he realized he had
an issue with finding textbooks that would meet the
requirements of his students. So he decided to write his
own.
“There was a big hole in this industry,” he said. “It was
born out of necessity.”
Dell, who is a professor at Pittsburg State University
in Pittsburg, Kansas, had his textbook Heavy Equipment
Power Trains and Systems published in 2019. He also has
a second-edition textbook covering hydraulic systems
for mobile equipment slated for release in 2023.
After writing several chapters of that first book, Dell
said he approached Goodheart-Willcox about possibly
publishing them in order to get the material together for
students.
“I didn’t send it to them to say I wanted to write,” he
said. “I needed to cover this in class.”
Now his books are in schools across North America
with chapters that cover such topics as belt and chain
drives, hydrodynamic drives, hydraulic brake systems,
and electric and hybrid drive systems. In addition to
classrooms, Dell said he’s also worked with industry
people who have his textbooks on their shelves.
His publisher, Goodheart-Willcox, has been working
on career and technical education books since 1921,
providing standards-based resources across several
industries, including automotive, technical trades, health
sciences and agriculture. Its authors combine industry
and classroom experience to create materials for those
students who are learning the ins and outs of their fields
of interest.
“Industry informs the topics we cover and the titles
that we acquire, and new technologies and new training
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needs guide our revision efforts and first edition
signings,” said Erin Brennan, transportation acquisitions
editor at Goodheart-Willcox.
The publisher’s goal is to ensure that students,
apprentices, and trainees, among others, are using
materials that will make them employable or help them
advance their skills and careers, Brennan said. That also
means finding the right people in the industry to put
together course materials.
“A critical component of our publishing efforts is that
we find the right authors,” she said. “Those with a strong
mix of industry and academic experience, with industryrecognized certifications, teaching at accredited
programs, that are engaged in their local, regional, and
national industry, and that are passionate about the
success of their students.”
Dell, for example, has been teaching for almost 23 years.
He not only has classes for students at Pittsburg State
University but also holds workshops for professionals
in the industry who may want a refresher on industry
technology or would like hands-on experience on
different types of technology.
For Goodheart-Willcox, it’s important to have someone
like Dell writing textbooks for them, not only because
of his expertise, but also because of his knowledge of
standards, such as the ones that AED has set out to make
sure textbooks can meet the needs of students. Brennan
said that schools, instructors, students and future
employers know that the content in Goodheart-Willcox
textbooks is relevant and will help prepare students
for their careers because of their connections to these
industry leaders.
And it’s important for instructors like Dell to have that
kind of support for their textbooks from a company like
Goodheart-Willcox.

“Their expertise is, by far, in vocational trades, and
they have very good editors and sales support staff,” he
said.
But how does an industry leader factor into these
decisions by textbook publishers and authors? For AED,
it comes in the form of a standards committee with
experience in the field. They deal with different types
of systems and components across the industry, so their
hands-on experience can be helpful for students before
they start working at a job.
Paul Anderson, chairman of the AED Standards
Committee, said that’s one reason it’s important to have a
set of standards that people in the industry want schools
to meet.
“Ultimately, with the standards, we want to ensure the
quality in the schools across the board,” he said.
The committee doesn’t tell authors what to write or
tell teachers what to teach, Anderson said. But it does
want to ensure that educational institutions are meeting
certain standards needed by students in order to work in
the industry. The goal is to make sure schools educate
students so that the industry can hire the best.
Dell’s Hydraulic Systems for Mobile Equipment,
for example, meets AED hydraulics/hydrostatics and
administrative/safety standards as well as the ASE
Education Foundation’s Heavy Trucks Task List.

“We incorporate standards provided by industry
organizations, like AED, as a key component of our
materials, and then deliver supporting training content
around those standards,” she said. “Whether it’s theory
or hands-on skill instruction, at the core of it are the
standards developed and informed by industry.”
These standards are refreshed on a regular basis in
order to reflect changes in the industry or the types of
subjects that students may need to know about to keep
up with updated technology.
The AED committee that sets these standards
meets every three years, Anderson said. It includes
professionals with different areas of expertise who help
form the standards based on what is needed for certain
specialties. That could include issues related to anything
from electrical or air conditioning systems to diesel
engines and hydraulics. These different groups look at
what the industry needs in terms of workers to make
sure the standards are up to date with current issues.
“As far as the industry is concerned, we need to ask,
‘Are you teaching the students to be able to understand
this system?’” he said.
Anderson, who retired five years ago after working
at a Caterpillar dealership in Minnesota, has seen the
importance of having well-trained workers to fill the
demand for jobs across the country.

“I watch that standards list, so I know my books meet
those standards, and I try to go deeper than what the
standards require,” Dell said.

“If we don’t have people to fix and maintain
infrastructure, we’re going to be out of luck when we
don’t have people to fix these things,” he said.

It’s also important for publishers like GoodheartWillcox to be able to depend on organizations like AED
to have a set of standards that can be used to create
and edit their textbooks, knowing that the information
covered can be vital for students who use them in the
classroom.

“Every week, I have employers from across the nation
reaching out for new employees,” he said.

“When a textbook aligns to industry
standards, schools, instructors, students
and future employers can be assured
that the content being taught is relevant
and will help prepare students for their
careers,” Brennan said.
As a content provider, she said, it’s also important for
Goodheart-Willcox to ensure that their curriculum,
assessments and instructor resources align to standards
that help students prepare for their future careers.
Industry credentials like those from AED ensure that
students will be successful on their educational and
professional journeys.

It’s an issue that Dell has experienced as well. He
said when he talks to dealers, manufacturers and large
contractors, they’re in need of graduates from technical
programs to fill different roles in their organizations.

So that means making sure training schools and
programs are teaching students how systems for heavy
equipment work. And not just basic knowledge of how
something works but also how to make it work again if
something goes wrong.
“Without having an idea of how something works, you
can’t troubleshoot,” Anderson said.
That also means teaching students what they need
to know to be successful in the profession after they
graduate, Dell said, which is why it’s important for him to
have recognition from AED for his textbooks and know
that the educational material has met their requirements.
“It’s the industry standard,” he said. “It is the standard
for heavy equipment and necessary to have for a book
like this.”
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NEW STRATEGIES
IN 2022, ESPECIALLY
WITH I N V E N T O R Y
ISSUES
BY BEN LEIGH TON

Inventory and supplies are expected to be a
major issue for businesses throughout 2022, so
it’s important to create strategies that will help
improve workflow and customer interaction.
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S

upply chain issues started late last year, and we
have seen little relief over the past few months.
Uncertainty over the pandemic and labor
shortages are creating a perfect storm that is keeping the
supply lines clogged.

We are seeing a surge in texting among dealerships
that use the Kenect texting platform. Our data show a
55% increase in text volume year-over-year. Businesses
say they are completing entire transactions, from lead to
purchase, via text.

These are things we can’t change, but we can find
solutions and create opportunities from the confusion.
There are some steps you can take to make sure your
equipment business stays strong amid the chaos.

We are also seeing an increase in text-to-pay systems.
This may have seemed unlikely even just a few years ago,
but in the wake of the pandemic, customers are now
expecting businesses to have this product.

Do your research.
By now, you have seen how supply issues are impacting
your business. Start tracking how long things take to
arrive and use that data to create a new purchasing plan
to make sure you set yourself up for success.
It’s not an exact science, but each order you make will
reveal new information about how the supply chain is
doing and what you can expect as the weeks go on.
Put a plan in place.
The best way to combat these issues is to come up with
a plan.
Sit down with employees and talk about what to
expect. Let them know what you are experiencing on the
business and supply side of things, and make sure they
know you are ready for anything.
The same goes for the customer. You need to make sure
your customers know you are dealing with supply and
staffing issues. Chances are your competitors are dealing
with the same problems, so it’s important to be open and
honest about what’s going on.
Embrace new technology.
During the past couple of years, we have seen a number
of new innovations pop up. None is more effective than
business texting.
We have found that nearly 90% of all customers would
prefer to interact with a business by text than with a
phone call. Nearly 80% say texting is the fastest way to
reach them for purchase and service updates.
Especially with inventory issues, it’s important to make
sure you get information to the customer as quickly as
possible. If a part is late, you can simply send a text, and
they will read it within a few minutes. This eliminates the
time spent on the phone, leaving voicemails or playing
phone tag. It also frees up your service department, so
someone doesn’t drop off their equipment to get a part
that isn’t there.

By offering text-to-pay, you will have an easier time
collecting. No more leaving voicemails or waiting by the
phone for a call-back. You can send someone a text in
seconds, and they can respond with the payment.
Through our research, we’ve found that dealerships are
reporting a 400% revenue growth year-over-year after
adding text-to-pay.
Invest in solutions to tackle these problems.
As we face the challenge of supply chain issues, it’s
important to be proactive. Don’t be afraid to invest in
new systems that you think will help keep things moving.
Adopting an automated texting system for your
equipment business is the best way to keep track of
supply and to relay important information to employees
and customers.
It’s all about making the customer feel comfortable.
Let them choose the way they want to interact with your
business.

About the author:
Ben Leighton is a content marketing specialist with
Kenect. He worked in the journalism industry for
over a decade, creating multimedia content on various
platforms. You can find Ben on LinkedIn and Twitter.
About Kenect:
Kenect helps businesses connect with their customers.
We build simple texting tools that are elegant and easy
to use. Thousands of companies across North America
use our platform to text their customers, generate
online reviews, gather leads from their websites, video
chat, and collect payments.
Based in the Silicon Slopes of Utah, our team
is committed to helping businesses improve their
customer experience and customer communication.
To learn more about Kenect, visit kenect.com or text
us at (888) 972-7422.
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THE POLICY
CONFERENCE &
ADVOCACY DAY:
DIFFERENT NAME,
SAME IMPACT
DANIEL FISHER

R

egular Washington Fly-In attendees have witnessed the event’s transformation in recent years. Featuring
the most powerful lawmakers from both sides of the aisle, senior administration officials and leading
policy experts, the Washington Fly-In went from a good trade association conference to one featuring a
line-up of guests, speakers and a program that makes much larger organizations envious.
Thus, the Washington Fly-In is now known as the Policy Conference and Advocacy Day, a title that reflects
the comprehensive nature of the event’s agenda and the fact that AED doesn’t need to “fly-in”; the association
has had a full-time, in-house presence in America’s capital city since 2017.
While the name has changed, its importance remains unaltered. As always, lawmakers are considering
policies that will directly impact your company’s bottomline and profitability. However, coming off last year’s
enactment of the Infrastructure Investment and Jobs Act “the bipartisan infrastructure law”, which resulted in
a historic, multiyear investment to rebuild America, the issues we’re focusing on during the upcoming Policy
Conference and Advocacy Day on June 13-15 are slightly different.
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THE ISSUES YOU’LL BE ADVOCATING ON

The bipartisan infrastructure law calls for more than a
$1 trillion to fund road, bridge, power, airport, broadband,
port, water and other physical infrastructure projects
over the next five years. However, it’s necessary that the
Biden administration implement the law according to
congressional intent. That means getting the money out
the door to states and localities as quickly and efficiently
as possible and fulfilling policy changes, such as expediting
federal permitting for infrastructure projects (known as
“One Federal Decision”), as mandated by Congress. It also
requires rigorous congressional oversight and Congress
fully funding the historic investment levels called for in
the law. Your voice is needed to ensure Congress and the
administration understand the impact on the industry if the
commitments are unfulfilled.
If infrastructure is the issue that never goes away, “right
to repair” is certainly the new kid on the block. The Biden
administration has made right to repair policies a top
priority, and lawmakers from both parties have introduced
legislation that would mandate consumers of a variety
of products and third-party repair providers, including
equipment customers, be granted unfettered access to
source code and parts, tools, and repair manuals at “fair
and reasonable cost.” With two bills pending in both the
House and Senate, it's vital that equipment dealers and
manufacturers come to Washington to explain the significant
repercussions of these proposals—direct engagement by
equipment dealers has been a recipe for success in the state
capitals and the same is necessary at the U.S. Capitol.
While the Build Back Better Act/reconciliation proposal
has been halted due to opposition from Senators Joe
Manchin (D-W.Va.) and Kyrsten Sinema (D-Ariz.), the
Biden administration and Democratic leadership haven’t
given up yet. Over the summer, they plan to make another
push to secure moderate Democrats’ support for a social
spending and climate change bill that will likely be offset by
taxes on the business community. We need industry leaders
to come to Washington to explain the impact tax increases
will have in an uncertain economic situation.
Additionally, with temporary provisions from the
Tax Cuts & Jobs Act expiring, including full expensing,
AED has been leading the charge to urge making capital
investment incentives permanent. At the end of 2022,
bonus depreciation begins phasing out, and the 30 percent
cap on business interest being tied to EBITDA moved to an

EBIT calculation at the conclusion of last year. Your help is
needed to push lawmakers to extend or make permanent
these pro-growth tax policies.
Finally, inflation, supply chains and workforce shortages
are plaguing the equipment industry and the broader
economy. AED is advocating for policies, including lowering
tariffs and trade barriers, developing domestic energy
resources, refraining from burdensome regulations on the
nation’s job creators, and investing in career and technical
education programs to alleviate inflationary pressures.
Coming to Washington to tell your story about the impact
inflation, broken supply chains and the skilled workforce
shortage are having on your company is essential to getting
the administration and Congress to pursue AED-supported
initiatives.

AD V O CACY, N O T FO R ME?

Advocacy is for everyone. It’s a constitutional right and a
duty for business leaders to petition government for policies
beneficial to economic growth and job creation. However,
there’s more to the Policy Conference and Advocacy Day
than meeting with your elected officials.
The event attracts the top thought leaders in the
equipment industry. There are endless opportunities for
networking, discussion and fun.
You’ll be exposed to the top policymakers in Washington,
many that you’ll recognize from the news, and others that
will be on the front page in the near future.
The conference is based out of the historic Willard Hotel.
The Round Robin Bar, off the hotel’s lobby, is where Henry
Clay first introduced the Mint Julep outside of Kentucky.
Franklin Pierce lived at the Willard before taking residence
in the White House, and Abraham Lincoln spent ten days
prior to his inauguration at the hotel. Ever since, nearly
every president has frequented it. In fact, President Ulysses
S. Grant used to smoke a cigar and enjoy a brandy in the
lobby as influencers would bend his ear, popularizing the
term “lobbyist”.
AED can represent you in Washington
day-to-day, but you are truly the best advocate
for the industry. You’re the business leader,
the employer, the taxpayer—as the constituent,
you’re the boss! We hope to see you in
Washington, D.C., on June 13-15.
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THE LAST MILE
JOSH F L ACCAVENTO

M

atthew Lafferty of Curri might not be the
kind of person you would expect to be in the
business of delivering construction supplies.
Both he and his co-founder have “zero background in
logistics, zero background in construction,” he says. “I
know people don’t like to hear that, but we saw it as a
good thing.” And for the CEO of a growing last-mile
delivery service for building materials and equipment,
he does have an unusual résumé: several years in the
music industry, several more fundraising and managing
projects for various NGOs, even a stretch of time as an
English teacher abroad. But rather than a lack, he sees
these years not in the construction business as a strength:
“It’s easier to look at a situation from the outside as a
beginner, without preconceptions,” he says, adding that
his years working overseas gave him a “comfort with
ambiguity” that’s been helpful in starting and building
Curri into the nationwide logistics powerhouse that it
is today.
At a glance, Curri might resemble a company like
Uber or DoorDash: an online platform with a network
of drivers who take goods from a distributor to a
customer. And as a young company, they did benefit
from participating in the famous Y Combinator
business accelerator, sharing space and ideas with the
founders of other tech firms in the summer of 2019. But
Lafferty is quick to distance both himself personally
and his company from many of the ideas that drive the
typical Silicon Valley startup, including buzz-words like
“disruptor.” He shakes his head at the term: “I think a
lot of people interpret ‘disruptors’ as ‘people who want
to put other people out of business.’ I don’t see what we
do as disrupting. I see it as creating a major efficiency
and capability for all the stakeholders involved.” Those
stakeholders include equipment distributors, contractors
and individual drivers, all of whom Lafferty believes can
benefit from being involved with Curri. “We’re a tool in
a tool belt,” he says. “I don’t want to change the way you
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do business. But wouldn’t it be nice to make some extra
sales?”
Curri’s goal, as Lafferty puts it, is not to sell more
construction supplies, but to help customers sell more.
Part of how they do that is by assisting both distributors
and contractors as they figure out how to overcome
challenges like the persistent lack of skilled labor and
the pandemic’s effects on the global supply chain.
When distributors no longer have to dedicate drivers to
delivering supplies to contractors, and contractors can
focus their workforce on building out jobs rather than
making supply runs, everyone benefits, says Lafferty.
“What I’ve noticed from a lot of customers is if they have
a labor shortage, they’re going to want to keep that skilled
labor on productivity hours. The last thing they want is
people with specific skills doing supply runs.” Using a
third party like Curri “to either replace or augment” a
contractor’s own supply capability can save money on
recurring expenses and capital expenditures, and free
up the contractor to take jobs they might otherwise
not be able to, due to inability to get the materials on
time. For distributors, a flexible on-demand delivery
fleet translates to more sales in a similar way: no longer
reliant on their own trucks to get products to their
customers, they can commit to more deliveries and thus
take more orders. “Everything we do can be improved to
some extent,” says Lafferty.
Drivers’ place in this ecosystem is equally important to
him: “I don’t want drivers delivering food, I want them
delivering for us, and it’s because I care for those drivers,”
says Lafferty. “I don’t mean anything against other
platforms, but we definitely pay better.” Curri’s efforts
to recruit the drivers in their fleet have been focused
in large part on small and medium-sized construction
businesses, like independent contractors “that have, like,
a box truck or two.” For these businesses, signing up with
Curri provides a way to bring in revenue when the other

jobs are short. “Those drivers now have an opportunity
to join a livery platform. It’s not economically feasible
for them to deliver food or transport people, but with us
the incentives line up between them and the customers.”
This may be why the company has had as much success
using word of mouth to get drivers to sign up as they
have with job boards and websites like Craigslist. People
in the trucking community are tight-knit, says Lafferty,
“so when you onboard one you can usually get several.
They’re constantly looking for ways to get more work,
and we pay an amount that makes sense for them.”
Clearly, this attitude is a far cry from what most
Americans have come to expect from Silicon Valley:
the competitive spirit taken to an extreme, embodied in
the “move fast and break things” attitude that some tech
founders espouse. Curri, as Lafferty describes it, is more
of a case study in how cooperation can drive economic
growth: provide a service that benefits everyone, from
the boardroom down to the driver’s seat, and watch the
money roll in. But it’s not just about profit. “If you get
too focused on the bottom line and lose sight of people,”
says Lafferty, “that’s a mistake. If your product is good
and you’re improving the lives of your customers, then
you’re doing something worthwhile.” His motivations
are more abstract: for one, the urge to streamline
an often sticky aspect of the construction business,
improving efficiency for distributors, contractors, and
the individual drivers who make up Curri’s fleet. Beyond
that, there is a genuine sense of curiosity, or even awe.
“We have a learning mentality here,” Lafferty says. “We
try to be humble about things.” He describes looking
out the windows of airplanes during his many business
trips since starting Curri, seeing the world below with
new eyes. “You start to realize just how big the built
world is,” and to understand that “everything that was
built was moved.” The sheer scale of that knowledge has
permanently changed how he sees things. “I’m ruined
– in a good way. I can’t not see it.” Similar enthusiasm

drives his co-founder, CTO Brian Gonzalez, and the rest
of the Curri team. “The wide variety of stakeholders that
we interplay with, from multibillion-dollar companies
to mom-and-pop shops, is really cool,” says Lafferty.
While other tech founders are already pondering their
exit strategies, contemplating buyouts or retirement,
“We’re not even thinking about the endgame. We’re
having fun.”
At the same time, there is a place for discontent. “To
me, a big part of it is not being satisfied with the status
quo,” says Lafferty. When Curri first went online, he
reports, internal analytics quickly showed their drivers
booking deliveries as frequently as every 15-20 seconds
per day. Part of the challenge – and of the fun – is to
keep making that rate go faster.
“ E V E RY T H I N G W E D O C A N B E
I M P R O V E D T O S O M E E X T E N T, ”
H E S AY S . “ A N Y T H I N G T O W O W
THE CUSTOMER.”
In today’s business environment, getting that kind
of response from a customer is by no means easy. In
some ways, the success of other livery platforms in
delivering food and providing passenger transportation
has made things harder for the construction industry
– the expectation of quick and easy delivery in those
other areas has transferred to other aspects of our
lives, even to heavier and more expensive things like
construction materials. But for Lafferty, at least, getting
the occasional “wow” response is within reach. He
recounts a story of overhearing a stranger at a party
talk about how well his solar equipment distributor had
been doing since they signed up with Curri – unaware
that Lafferty had anything to do with the company.
Hearing that testimonial to his own success “out in the
wild,” so to speak, was profound. “I’ll never forget it.”
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2022 technology Showcase
BASEPL AN SO FTWAR E G R O UP
Baseplan Software provides equipment and rental management software, in a fully integrated ERP
solution which is specifically designed to meet the needs of rental, fleet management, mining and
construction industries. Baseplan oﬀers a system that is a scalable, tightly integrated, and module
based to oﬀer a custom solution, appropriate to the requirements of your growing organization.
The team here at Baseplan leverages over 185+ years of combined staﬀ experience and over 35
years in the construction, mining, and rental space to deliver outstanding results for our customers. With fully integrated financials,
a dedicated mobile app, and modules for sales, rentals, service and parts we are proud to say that we are the only solution on the
market to oﬀer the complete 360 package to our users. Our team at Baseplan have a deep understanding of the nuances of your
business for a less daunting implementation process with our professional services team will review your current business processes
and evaluate all opportunities for improvement.
CDK GLOBAL, LLC
With our CDK IntelliDealerTM Dealer Management System (DMS), CDK Global Heavy Equipment has helped power the
most successful dealership groups across North America for over 40 years. We adapt our business solutions to the everchanging needs of our customers and understand that there’s no such thing as one size fits all for you or your customers.
CDK Heavy Equipment connects dealers with their customers by providing solutions built for today’s changing retail
landscape. Our flexible features allow dealers to grow revenue and meet changing customer demands.
Here’s a look at CDK Heavy Equipment by the numbers:
• 2,000+ dealership rooftops across North America use CDK IntelliDealer
• Dealers with 1-2 locations to over 100 locations successfully use our DMS
to operate their business
• 80% of our yearly enhancements come directly from
customer feedback
• Our 125+ employees are exclusively dedicated to the
Heavy Equipment industry

CUR R I
AED is proud to introduce Curri. What is Curri?
Curri is an on-demand delivery service, used by distributors nationwide, with flatbeds,
trucks, and cars available for hotshot, route, and LTL/FTL deliveries. It is a subscriptionfree, pay-as-you-use construction material delivery service.
You can use Curri to boost your existing fleet and match your customers' expectations! No delivery too big, no distance too far.
What do AED members use Curri for?
• Hotshot deliveries - Have an urgent customer need? Use us for a rush same-day delivery on vehicles of all sizes, or
schedule a delivery for later in the week.
• Routes - Down a truck or driver? Whether a short-term or a long-term need for the busy season, turn up and down our
drivers with a flatbed or box truck on-demand and let us serve your daily routes.
Sign up at app.curri.com/signuptoday and as an AED member, get $50 added to your Curri account to try out our building
material delivery service. Please visit www.curri.com for more information.
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2022 technology Showcase
E-EMPHASYS TECHNOLOGIES INC.
e-Emphasys Technologies is the leading supplier of enterprise dealer management software for equipment dealers and rental
companies. Our modern, end-to-end platform is available on any device, browser or database, empowering you with a unified,
real-time view of your data – wherever you are.
The e-Emphasys Dealer Management Platform incorporates a full suite of best-in-class technology including Business
Intelligence and Reporting, CRM, Mobile Field Service Applications, Inspection applications, eCommerce Customer Portals,
RFID, Artificial Intelligence, IoT and Telematics. e-Emphasys has worked exclusively with equipment dealers for nearly
20 years and have developed a repository of over 400 best business
practices learned from working side by side with some of the world’s
leading dealerships.
With customers in nearly 20 countries, e-Emphasys has a proven
track record of customer success and return on investment
across the globe. Improve operational efficiency, increase
profitability, and future-proof your dealership with the
e-Emphasys Dealer Management Platform.

HBS SYSTEMS
HBS Systems prides itself in providing first to market advanced technology today that positions equipment dealers for
future success. A trusted industry leader for 35+ years, our NetView ECO, Dealer Management Platform includes powerful
application features designed to streamline your entire business and maximize revenue.
HBS Systems provides equipment dealerships with fully integrated Inventory Management, Sales,
Parts, Service, Rental, and Accounting software, backed by award-winning training and customer
service. By automating and integrating complex processes, our software improves accuracy and
efficiency in all departments, while providing real-time analytics accessible from anywhere on any
device, helping you deliver excellent customer service.
HBS Systems also provides comprehensive integrations with AGCO, Bobcat,
BRP, CLAAS, CNH AG and Construction, John Deere, Kubota, Polaris,
Vermeer, and over 300 shortline and specialty manufacturers. Experience the
difference of the industry’s highest customer satisfaction in support among all
dealership management systems.
To learn more, contact our experienced team at
sales@hbssystems.com or visit www.hbssystems.com.
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2022 technology Showcase
HKX, INC.
HKX EXCLUSIVE! Active Control Technology 3.0 (ACT 3.0) saves time & money
and ensures your hydraulic attachments are operating within the manufacturer
specifications. ACT 3.0 is designed for machines and organizations where tool changes
are commonplace.
The system adjusts flow quantity, pressure relief setting, oil path (1-way or 2-way) and
control input type based on preset tool operating parameters. The result is an attachment
change as fast and as precise as possible. Attachments can be enabled or disabled with
the use of a passcode, preventing unauthorized changes or use. Attachment selection at
your fingertips means a tool swap no longer requires flow meters, pressure gauges, or
manual circuit adjustments. HKX’s ACT 3.0 returns your investment in as few as 10 tool
changes by reducing labor costs and machine downtime.
Call or Email HKX today to learn more about the time and money saving benefits of
ACT 3.0!
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MACH I N EMAX
Connect 100% of your fleet with MachineMax! With no consolidated view of
the fleet, it is often the case that equipment operates sub-optimally, resulting in
unnecessary costs, project delays, and a detrimental impact on the environment. An obvious solution is to use live machine
data to highlight inefficiencies and underperformance - after all you cannot manage what you cannot measure! Therefore,
MachineMax created an award winning equipment management platform and universal telematics sensors for off-highway
fleet, that work with customers to measure key metrics. The metrics providing the biggest initial impact include: utilization,
idling time, fuel consumption, location, and operating hours. Our customers, across all industries, have used these metrics to
identify patterns in operational inefficiencies including: too many equipment onsite resulting in under-utilization, incorrect
equipment used for the job resulting in lower productivity, ineffective site layout resulting in idling and excessive travelling,
suboptimal operator behaviour resulting in dangerous, and inefficient utilization.
RITCHIE BROS AUCTIONEERS (AMERICA)
Fleet inventory management at its most efficient with RB Asset Solutions.
Whether you have 10 assets or hundreds, fleet management is so important to the success of a business. You need to keep
track of usage, condition, deployment, remarketing, and so much more. Unfortunately, many companies are tracking all this
information through individual spreadsheets, which can lead to problems with document sharing and version control. Well,
not anymore. Ritchie Bros. has spent the last couple of years developing an innovative Inventory Management System (IMS)
designed to bring asset management and disposition into a new age. With Ritchie Bros. Asset Solutions’ FREE Inventory
Management System, you’ll be able to upload your entire fleet, with photos, detailed equipment info, and more into a mobilefriendly dashboard. Getting your inventory into the system is quick and easy with a spreadsheet upload feature. Your entire
organization will then be able to see your fleet, where assets are deployed, research equipment values, and more.
Once in the system you will be able to request inspections, appraisals, pricing data, and more. You will also be able to
track assets internally and send equipment to a Ritchie Bros. sales channel with the click of a button, with more transparency
than ever into the consignment process. The Inventory Management System
also includes our pricing tool, RB Asset Valuator, that allows you to quickly
type in make, model, year and meter and instantly receive pricing results
for items sold through Ritchie Bros. sales channels over the past two years.
Ritchie Bros. Asset Solutions will help you manage your fleet
more effectively, access Ritchie Bros. services and tools more
easily, and sell assets for maximum value to a global buyer
base, all with this one powerful tool. For more information
visit rbassetsolutions.com/aed.

TR ACTR U
TracTru is a leading digital marketing agency in the equipment industry and our team yields
proven results in growing our clients’ business. We partner with OEMs and dealers to highlight
products, increase leads and maintain customer relationships, all helping to grow your dealership’s
digital reach and increase your digital presence. TracTru partners with you to put your co-op
program to work, crafting personalized strategies for your business or dealership. Our team of
Account Executives, Account Managers and Content Producers expertly maneuver evolving
trends and opportunities, making sure no dollar goes to waste. TracTru keeps your business
on the leading-edge of search engine marketing (SEM), search engine optimization (SEO), content marketing, social media
marketing and social media services, pay-per-click marketing, native advertising, marketing automation, email marketing
services and more! Make sure your dealership is future-proof with digital marketing by TracTru!
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Don ’t mi ss t h e S P E CI A L O P P O RT U NI T Y t o b e s h o w ca s e d in the
AWARD W IN N IN G C E D M a g a z i n e a v a i l a b l e t o a l l co m pan ie s
that offe r i n d u st r y l e a d i n g e q u i p m e n t , p ro d u ct s a n d s erv ic es.

AD

MARCH • EQUIPMENT LEASING & FINANCING SHOWCASE
APRIL • TECHNOLOGY SHOWCASE
JUNE • CRUSHING & SCREENING EQUIPMENT SHOWCASE
JULY • ATTACHMENTS SHOWCASE
AUGUST • ROAD BUILDING EQUIPMENT SHOWCASE
SEPTEMBER • COMPACT EQUIPMENT SHOWCASE
OCTOBER • EQUIPMENT TRAILER SHOWCASE
NOVEMBER/DECEMBER • 2023 SUMMIT SHOWCASE

CO NTACT YOUR SALES R EP FO R MO R E I N FO R MATI O N AN D T O BE
I NCLUD ED IN A SH O W CASE, SPACE I S L I MI TED AN D W I L L UP FA S T !
Jon Cruthers
630-468-5127
jcruthers@aednet.org

Dennis Budz
630-468-5119
dbudz@aednet.org

Mike Kondrath
630-468-5121
mkondrath@aednet.org

TWO SH O W CASE O PTI O N S AVAI L AB L E
Standard:

Enhanced:

•

150 words and a product/service image

•

•

Complimentary for AED members

•

$1020 for non-members

300 words, product/service image, company
logo, contact with email and highlighted listing

•

Complimentary for AED members with ad

•

$510 for AED members without ad

•

$510 for non-members with ad

Upload your description, high resolution photo and logo to: bit.ly/CEDupload
*AED will resize images and logos to about 150 x 150 dpi.

G A L L E R Y
E Q U I P M E N T
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DO YOUR PART TO REDUCE
DISTRACTED DRIVING

C

ell phones and other handheld devices have
become so common, and so inarguably useful,
that most “back in my day” arguments against
them tend to fall on deaf ears. When used properly, these
devices are irreplaceable communication tools. But when
used inappropriately – especially behind the wheel – they
can contribute to costly, and sometimes deadly, accidents.
Review these tips and share them with your drivers to
help them avoid distracted driving behaviors.
Start by developing a policy that specifically prohibits
the use of any handheld device while driving. Require
your drivers to pull over before using their phone or other
device – including taking or placing calls, responding to
text messages, and using apps or web browsers.
Many states already have laws in place banning the
use of cell phones while driving, and the Federal Motor
Carrier Safety Administration (FMCSA) has prohibited
handheld cell phone usage behind the wheel for the past
decade. Meet with your legal counsel to ensure that your
policy aligns with all applicable state and federal laws.
Once your policy is in place, distribute it to all
employees, even those who don’t frequently drive on
behalf of your business. Require each employee to sign an
acknowledgment form confirming their understanding,
agreement and commitment to adhering to your policy.

TROY TEPP
To help keep this information top of mind, distribute the
policy annually.
Charge all managers who oversee drivers with enforcing
the policy, and reinforce their responsibilities during
performance reviews. Emphasize the importance of their
role in helping to protect their team and other motorists.
This final point is particularly important – after all,
you could have the most comprehensive safety policy
imaginable, but if you don’t actually enforce it, it won’t
make a difference. And remember, reducing distracted
driving isn’t just a matter of requiring adherence to your
safety policy. It’s about encouraging safe driving habits
and reinforcing your commitment to keeping your
employees safe.
In my 30+ years in the industry, I’ve seen businesses
implement handheld device safety programs that made
immediate positive impacts. I’ve also seen a few fail,
unfortunately, and I can say that simply railing against
cell phone usage doesn’t eliminate distracted driving.
By treating cell phones just like other useful tools that
require proper use, and creating and enforcing a policy
based on that approach, you can help protect your drivers,
other motorists, and your bottom line.

TROY TEPP 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 long-standing relationships with businesses across a range of industries.
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THANK YOU C.N. WOOD
FOR HOSTING THE 2022
FINANCIAL/HR SYMPOSIUM
IN BOSTON!
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EXPERIENCE CUTTING-EDGE CONNECTIVITY FOR YOUR CUSTOMERS AND EMPLOYEES.
The CDK Virtual Customer Experience keeps you connected at all times with its innovative suite of remote solutions,
so you can provide support whenever and wherever your customers need it.
PROVIDE REMOTE SUPPORT WITH TETHR IT NOW.
Tethr It Now uses augmented reality capabilities to help facilitate parts ordering, virtual inspections,
remote training, operational troubleshooting and more. Use it to keep your dealership on the leading edge —
even when employees are in the field.
STAY CONNECTED LIKE NEVER BEFORE.
CDK VIRTUAL CUSTOMER EXPERIENCE.
IT’S NOT THE NEXT BEST THING TO BEING THERE. IT’S BETTER.

Experience the difference at cdkglobalheavyequipment.com
© 2021 CDK Global, LLC / CDK Global is a registered trademark of CDK Global, LLC.

cdk41055_8.25x10.875_TETHR
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