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CALL COUNSEL! PROGRAM
AED’s Call Counsel! Program is a FREE legal hotline for AED Members
provided by Airdo Werwas, AED’s General Counsel.
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Visit www.airdowerwas.com or call 312-506-4480.

CONTENTS
J UNE 2 0 22

•

VO L. 88 NO . 05

•

www.aedmagazine.com

19

THE ORIGIN OF BLOCKCHAIN & WHAT IT MEANS
FOR THE EQUIPMENT INDUSTRY
First introduced in 2009 by Satoshi Nakamoto, blockchain technology has now

captured the attention of banks, institutions, and ﬁnancial experts worldwide.
So the question is, what is this innovative technology and how did it

come about?

22

SHARING MEMORIES AND WISDOM
Dick Schumacher, 1970 AED president, has made it through the Spanish ﬂu,

World War II and COVID-19. Needless to say, Schumacher has seen a plethora of

changes in his life, both personally and professionally, and he was kind enough to
share his observations with us.

32

THE IMPORTANCE OF BEING PARTNERS
Megan Tanel, president of the Association of Equipment Manufacturers, shares

her personal journey and provides insights on building relationships throughout

one's career. Tanel argues that relationships are at the core of the success of the

heavy equipment industry.

42

2022 CRUSHING & SCREENING EQUIPMENT
SHOWCASE
AED members are committed to strengthening their customer's experience. The
crushing and screening equipment showcase is the best source to preview the
industry's most anticipated offerings to enhance your equipment!

June 2022 | Associated Equipment Distributors Magazine | www.aedmagazine.com | 3

CONTENTS
J UN E 2 0 2 2

•

VO L. 88 NO . 05

•

www.aedmagazine.com

INSIDE

EDITORIAL
Editor-in-Chief
CHRIS BOMBA
cbomba@aednet.org
Design & Layout
PHOEBE MACGREGOR
pbmacgregor3@gmail.com
ADVERTISING
Vice President of
Operations
BENJAMIN P. BERNAL
800-388-0650 ext. 5138
bbernal@aednet.org
Associate Director
of Production
MARTIN CABRAL
800-388-0650 ext. 5118
mcabral@aednet.org

P.7 Now Is the Time to Act on
Workforce Development!

P.9 The Future Requires Workforce
Development

P.10 Amid a Shifting Financial Center,
New Partnerships Carry the Day
P.11 Industry News

P.27 AED SUMMIT Live 2022: A Recap
P.30 Customer Focused Selling: Giving
Value to Customers

P.35 11 Ways Dealers Can Get More
Local Reviews on Google

P.38 Three Keys to Fixing Staffing

Issues & Avoiding Employee Burnout

P.16 What Does the Liberal-NDP Deal
Really Mean?

P.40 AED On the Road

P.24 AEDF and Illinois Business

Consultants: A Partnership for Workforce
Development

CONTRIBUTING WRITERS

Brian P. McGuire
AED’s President & CEO

Josh Flaccavento
AED Reporter

Brandon Boudreault
AED Reporter

Ken Taylor
2022 AED Chairman

Steve Smith
EquipmentFX

Debbie Miller
AED Reporter

Chris Bomba
Editor-In-Chief

Jenny Cohen
AED Reporter

Tracy Timpanaro
2T Communications

Kyle Larkin
IMPACT Canada

Thomas Armitage
Site-seeker

Lori Lovely
AED Reporter

Ben Leighton
Kenect

As the ofﬁcial magazine of Associated Equipment Distributors, this publication carries authoritative notices and articles in regard to the activities of the
association. In all other respects, the association cannot be responsible for the contents thereof or the opinions of contributors. Copyright © 2022 by
Associated Equipment Distributors. AED Magazine (ISSN2771-8557) is published monthly except bi-monthly in January/February and November/December
as the ofﬁcial journal of Associated Equipment Distributors. Subscription rate – $45 per year for members; $90 per year for nonmembers. Ofﬁce of publication:
650 E. Algonquin Road, Suite 305, Schaumburg, Ill. 60173 Phone: 630-574-0650. Periodicals postage at Schaumburg, Ill. 60173 and other post ofﬁces.
Additional entry, Pontiac, Ill. POSTMASTER: Send address changes to AED Magazine, 650 E. Algonquin Road, Suite 305, Schaumburg, Ill. 60173.
4 | www.aedmagazine.com | Associated Equipment Distributors Magazine | June 2022

2022

AED/AEDF EVENTS
AE D P O L I C Y C O NF E R EN CE
& AD VO C AC Y D AY
J UNE 1 3 – 1 5

A DVA N CED SER VI CE M A N A GE ME NT
SEM I N A R
FALL 2022

The Willard
1401 Pennsylvania Avenue NW

•

Washington, D.C. 20004
•

A DVA N CED SA LES M A N A GEME NT
SEM I N A R
FALL 2022

L E AD E R S H I P C O NF E R EN CE

•

AUGUS T 1 5 – 1 7

Halcyon Hotel
245 Columbine St.
Denver, CO 80206
•
PAR L I AM E N T H I L L DAY

NOVEMBER 2 – 3
Fairmont Château Laurier
1 Rideau St, Ottawa
ON K1N 8S7, Canada
•
S M AL L D E AL E R C O N F E R EN CE
NO V E MB E R 1 3 – 1 4

Hotel Contessa

AD

A DVA N CED R EN TA L M A N A G E ME NT
SEM I N A R
FALL 2022
•

B R A N CH M A N A GEM EN T SEMINAR
FALL 2022
•
2 0 2 3 A ED SU M M I T & CONDE X
JA NU A RY 10 – 12, 2023

Hyatt Regency Chicago
151 E. Wacker Drive
Chicago, IL 60601

306 W. Market Street
San Antonio, TX 78205
•
AD VAN C E D PART S MANA GEM EN T
S E MI NAR

F O R M O R E I N F O R M AT I O N
ON ALL AED EVENTS

V I S I T B I T. LY / A E D E V E N T S

FAL L 2 0 2 2

June 2022 | Associated Equipment Distributors Magazine | www.aedmagazine.com | 5

AD

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

NOW IS THE TIME TO
ACT ON WORKFORCE
DEVELOPMENT!

S

ince the Infrastructure Investment and Jobs Act
(IIJA) was passed in November 2021, we have started
to see the money flowing into projects. States are
continually submitting new proposals, and customers will
see the benefits soon.
Meanwhile, despite OEMs confronting ongoing supply
chain issues, dealers have had a good year. The equipment
industry has been spared some of the hardship that other
sectors are experiencing. Times are good, which makes it
easy to put off investing in workforce development. However,
now is the time to show that you value your employees by
investing in them!
AED is here to support you in that endeavor. Send your
employees to AED’s Leadership Conference that will take
place on August 15 – 17 in Denver. Take advantage of our
certifications, technical assessments, and online courses.
We also offer a full spread of seminars in sales, rental, parts,
and service management in both basic and advanced tracks.

Moreover, the workforce development services that AED
offers are not just for dealers. They are also for OEMs!
Dealers and manufacturers alike should send their managers
to Leadership Conference, our management seminars,
and have them attend our online courses to gain industry
familiarity.
These gestures show your employees that you care, and
this investment in their professional development will
undoubtedly lead to a handsome return at your business in
the form of skilled, loyal, high-quality employees.
Not only that, but your employees will have acquired
specialized knowledge of the industry. Your sales staff will
be tuned into the industry that they serve.
MAKE YOUR EMPLOYEES YOUR
M O S T VA L U A B L E A S S E T
A N D I N V E S T I N T H E M T O D AY !

We are proud to offer these seminars in many locations around
North America, most recently including Minneapolis and San
Diego. Don’t miss our advanced sales and rental management
seminars that will take place this October in Charlotte, North
Carolina and Nashville, Tennessee, respectively.
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Did you know?
The AED Foundation is offering $2,000 scholarships
to high school students entering an AED Foundation
Accredited heavy equipment program.
Apply in 3 easy steps
Step 1
Step 2
Step 3
Review
Submit
Qualify for a
Application Application & $2,000
Requirements Supporting scholarship
Documents
SCAN THE
QR CODE
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TODAY !

List of AEDF Accredited Programs

SCAN THE
QR CODE

HouseAD - AEDF-CAT Scholarship - 825x10875.indd 1

FOR A LIST OF
ACCREDITED
PROGRAMS
6/8/2022 2:12:44 PM

THE FUTURE REQUIRES
WORKFORCE DEVELOPMENT

C

rucial to our future success is people—specifically,
qualified, trained and skilled service technicians.
The challenge is there aren’t enough people to fill
these jobs. And it’s not as easy as just finding people, we
have to find the right people. Those who have the aptitude,
skills and determination to succeed in this profession. If
you’re anything like me, this cold reality keeps you up at
night.
In my business, we average 15 or more service technician
openings at any given time. Contributing to our recruiting
needs over the past five years, we have seen a boatload
of retirements. As technicians with years of knowledge
and experience leave the business, we have to find ways
to develop young, talented individuals to fill the void.
This requires having a strategy, doing some planning and
engaging in a lot of work.
Not only do we find ourselves needing to replace
technicians lost to retirements and normal attrition, but we
also have an aggressive growth plan for the future which
includes increased parts and service sales to keep up with
the needs of our customers. All of these things converge
to create an environment in which it is imperative that we
figure out how to increase the pipeline of qualified service
technicians.
I know I’m not alone in this and that those of you who are
reading this article can relate to the world I’m describing.
The question is, what are we going to do about it? I am
encouraged by the amount of interest in this topic. I find
that everywhere I go, I come across groups discussing

this topic and the ideas they have to make progress. I
hear business leaders, government officials, and school
administrators sharing their thoughts on how to make an
impact. What seems to be the biggest challenge is getting all
of the individual efforts to come together in a meaningful
way that will make a difference.
Thankfully, AED has a plan to do just that. The AED
Foundation is actively addressing the serious shortage of
skilled professionals in the equipment distribution industry
through expansion of their “community-based, school-towork” school partnership strategy. They are putting dealers,
manufacturers, and educators together, working toward
the common goal of growing a new generation of highly
in demand, highly skilled, and highly rewarding technical
positions in our industry.
That’s why I am choosing to take an active role in
contributing to the AED Foundation’s Vision 2025
Campaign. This bold initiative will help address the
service technician shortage and strengthen the future
of the equipment distribution industry by growing the
AED Foundation’s impact on schools, students, and AED
members. With your support, Vision 2025 will be the driver
of workforce transformation that will benefit our entire
equipment industry.
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AMID A SHIFTING
FINANCIAL CENTER,

NEW PARTNERSHIPS
CARRY THE DAY

C

hange is the air. On May 4, the Fed hiked interest
rates by 50 basis points, the largest magnitude
increase in over 20 years. Minutes from the central
bank’s meeting on May 25 telegraphed the very realistic
potential for these rate hikes to continue for the remainder
of the year. The June issue of AED Magazine reflects on these
changes as the wisdom of past generations is presented next
to new partnerships and financial technologies.

The year these words were penned, Dick Schumacher,
1970 president of AED, was about 3 years old. Today he is
105 years old, and the threads of the past are made directly
accessible to us in a rare interview with the centenarian (see
page 22). I encourage readers to construct links between
this month’s articles and contemplate how Mr. Schumacher’s
100-year perspective informs intelligent responses to the
inevitable transformation of the financial landscape.

On the financial side, I am pleased to present to you a
thoroughly informative article on the origin of blockchain
technology (see page 19). The message “The Times 03/
Jan/2009 Chancellor on brink of second bailout for banks”
is forever encoded in Bitcoin’s first ever mined block. More
than a decade later, the crypto market has exploded to a
value of $2.1 trillion. Blockchain technology is far from
reaching maturity, but it clear that the pillars of finance are
shifting. As William Butler Yeats famously wrote in 1919,
the year of AED’s founding, “Things fall apart; the centre
cannot hold;”.

Whatever the future may hold, the past has shown that
partnerships pave the way forward. These partnerships are
alive and well with AED through its connections with AEM
and its new president and CEO, Megan Tanel (see page 32),
and The AED Foundation’s collaborative efforts with Illinois
Business Consultants to support workforce development
(see page 24).
T H E S E PA R T N E R S H I P S U N L O C K
EXCITING NEW POSSIBILITIES.
H E R E ’ S T O B E I N G PA R T N E R S !

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.

28 | www.aedmagazine.com | Associated Equipment Distributors Magazine | January/February 2022

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

E C A E X PA N D S I N T O

WESTERN CANADA
E

quipment Corporation of America (ECA), leading
distributor of specialty foundation equipment, has
been awarded the sales territory of Western Canada
by BAUER Maschinen and BAUER Equipment America.
The official announcement was made at the company’s
annual sales meeting in Florida in January.
Foundation contractors in Western Canada can expect
the same wide range of equipment, services, and parts
ECA and ECA Canada offer in the Eastern United States
and Canada. President/CEO Roy Kern says, “We’re very
excited about expanding our operations into Western
Canada! We’ll be locally supplying and stocking a full
complement of BAUER products and accessories including
BG drilling rigs, RTG piling equipment, KLEMM small
diameter drills, BAUER MAT/Obermann slurry handling,
mixing, and pumping equipment, MC duty-cycle cranes,
and cutters.”
ECA has been serving Eastern Canada as ECA Canada
Company since 1999 through its Uxbridge, Ontario
headquarters. As one of the largest BAUER distributors in
the world, this was a natural progression for BAUER to
grow its presence in the western provinces of Manitoba,
Saskatchewan, Alberta, and British Columbia.
ECA is planning to open a full-service facility in the
Vancouver area with sales, parts, and service for all product
lines. While existing employees will have an opportunity
relocate, ECA is poised to hire several local people to staff
the new branch.

“ECA has a long history of providing
excellent service; the most technologically
advanced and robust equipment and
accessories; large parts inventories;
well trained, knowledgeable and
courteous staff; and extensive project
application expertise,” says Kern.
“We now look forward to providing that same focus
and energy to assist Western Canadian contractors in
the efficient and profitable installation of foundations,
shoring, and ground improvement.”
ECA has been a leading supplier of foundation
construction equipment for more than a century. We are
the exclusive distributor for BAUER Drilling Rigs, KLEMM
Anchor and Micropile Drilling Rigs, RTG Piling Rigs, and
BAUER MAT Slurry Handling Systems. We also distribute
HPSI Vibratory Pile Hammers, WORD International
Drill Attachments, Dawson Construction Products,
ALLU Ground Improvement Equipment, Pile Master Air
Hammers, DIGGA Dangle Drills, Olin Concrete Pumps,
and KB International synthetic polymer slurry. ECA
offers sales, rentals, service, and parts from nine facilities
throughout the Eastern U.S. and Canada.
Visit ecanet.com for the latest information on our
ever-improving specialty foundation equipment solutions.
June 2022 | Associated Equipment Distributors Magazine | www.aedmagazine.com | 11
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K-TEC TURNS A SCRAPER INTO A HOME

A

special, new 2022 K-Tec 1228 Scraper will be
going up for auction for a good cause on Tuesday,
May 17, 2022 with the support of Ritchie Bros.
Auctioneers in Fort Worth, Texas.
This pull-pan, ejector scraper is provided directly from
the K-Tec factory with 100% of the auction proceeds
dedicated to build a Habitat for Humanity home for a lowincome working family of eight.
“Habitat for Humanity is an organization that can make
a real, tangible impact in the communities that we work
in and that we live in,” said Shane Kroeker, Director of
Strategic Initiatives at K-Tec.

“We knew we wanted to do something
unique and special with them. Something
that we could put our name behind and be
proud of in our community. Our business is
manufacturing purpose-built earthmoving
equipment, but the purpose for building
this special scraper is to turn it into a
home!” says Kroeker.
The plan is to raise enough funds by selling the scraper
at auction for Habitat for Humanity to be able to build an
1100 sq. ft., five bedroom bungalow with a double attached
garage in Rosenort, Manitoba, Canada.
The future homeowners will soon be able to purchase
this home for their family of eight. They currently rent a
two bedroom 600 sq ft apartment in downtown Winnipeg,
Manitoba, Canada. The busy parents have children ranging
in age from 2 years to 19. The two youngest children
currently sleep in the parents’ bedroom, the boys sleep in
12 | www.aedmagazine.com | Associated Equipment Distributors Magazine | June 2022

the living room on fold out beds and the two oldest girls
are in bunkbeds in the second bedroom.
Michelle Pereira, COO for Habitat Manitoba, says that
“when the selected family first received the call from
Habitat that they had been approved for partnership in
the homeownership program, Magda, the mother was
speechless, she simply couldn’t believe it. Each time she
has a conversation about the opportunity it sinks in a little
bit more. They have been wanting to live outside the city
of Winnipeg to raise their family in a quiet community.
They visited Rosenort and are very excited to become a
part of the community. The children are looking forward
to having their own rooms and having sleepovers with
their friends. We are so grateful to the K-Tec Team for
their partnership to make this dream come true. The way
that everyone has joined in to participate on this project is
inspiring and humbling.”
The Habitat branded K-Tec 1228 scraper being auctioned
off has a 28 cubic yard heaped capacity (18.5 cu.yd. struck
capacity). This earthmoving scraper has a 12’ width of cut
and is equipped with Four 23.5R25 Tires, and a GPS mast.
A 3-Year Structural Warranty and 6-Month Parts & Service
Warranty are included in the auction purchase price.
The K-Tec 1228 is a fast-loading, light-weight earthmover,
making it one of K-Tec’s most popular models. The solidwelded, rigid-frame 1228 scraper has proven results in all
conditions, including proficiency in low ground pressure
or sandy soil.
To truly set this scraper apart from the rest of the
equipment fleet, a custom one-of-a-kind special decal kit
promoting Habitat For Humanity has been applied to each
side of the scraper. The rear tail of the scraper has been
autographed by K-Tec employees, Habitat for Humanity
staff, as well as the partner family.

INDUSTRY NEWS

The winning auction bidder will also receive a free trip
for 2 to Winnipeg, Manitoba, Canada including flights and
accommodations. A truly memorable experience will be
provided to tour the K-Tec Factory and take part in the
Key Ceremony for when the Habitat for Humanity family
receives the keys to their new home in late 2022.
K-Tec is encouraging equipment dealers and earthmovers
to aggressively bid on the unique 1228 scraper model
to raise the funds needed for materials and professional
trades. Every one deserves a safe and decent place to call

home, and the highest bidder can help make this dream a
reality.
K-Tec would also like to recognize the following sponsors
for their donations of materials for the manufacturing
of this special one-of-a-kind scraper: Hardox, Michelin,
OTR Wheel, Black Cat Wear Parts, JEM Technical, Motion
Canada, Brunswick Steel, Polymer Shapes, Castle Metals,
Fastenal, Polygon Composites, Inproheat, Tri Koating,
BLC Mfg, Points West, Innovair, & McNelius Steel.

WERK-BRAU CELEBRATES 75 YEARS

W

erk-Brau Co., Inc., an industry leading
manufacturer of buckets and attachments for
excavators and loaders, celebrates their 75th
anniversary with activities and events throughout the year
for customers, dealers, and employees. Respected for their
innovative specialty products for the heavy equipment
industry, the company has been family owned and operated
since its inception. The core vision upon which WerkBrau was founded still drives them today, “safely provide
excellence in quality, design, and delivery of products and
services which exceed our customers’ expectations.” They
have grown from a single blacksmith shop to numerous
North American locations with 500,000 square feet of
manufacturing space and over 500 employees. They
maintain dealer direct partnerships with over 1000 North
American heavy equipment dealers from their Findlay,
OH headquarters.
“We’re humbled to see our attachments working on job
sites. Whether it’s a major highway project, or disasters,
such as working on the 9/11 cleanup, we’re proud that our
people played a role in helping these projects happen” said
Werk-Brau President Jon Ballinger.

“We’re grateful for the
many dedicated employees,
dealers, distributors and of
course customers who have
helped us to get to where we
are today.”
One aspect that has changed dramatically is technology,
which is helping customer to be more efficient, productive,
and safe on their jobsites. Werk-Brau is proud to supply
hydraulic D-LOCK couplers, tilt-rotator couplers,
hydraulic thumbs, and a wide range of other specialty tools
and attachments to assist in these efforts.
Technology also plays a much larger role in heavy
equipment manufacturing than it did seven decades
ago. Werk-Brau combines state of the art manufacturing
technology such as robotics and high-definition plasma
cutting, together with old-world craftsmanship into each
bucket, thumb, coupler, and attachment they manufacture.
Their goals today are the same as they were when Duke
Werkheiser and Dutch Brautigam opened their blacksmith
shop in 1947, to exceed customer expectations.
June 2022 | Associated Equipment Distributors Magazine | www.aedmagazine.com | 13
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HBS Systems Introduces New Bobcat
Dealership Reporting

H

BS Systems, a leading provider of web-based
equipment dealership management solutions and
a preferred Bobcat dealership management system,
is proud to introduce new reports for Bobcat equipment
dealers.
Bobcat dealers will be able to look at service efficiencies,
recovery rates, inventory turn, sales mix, gross profits,
absorption rates, ROI, time utilization, financial utilization,
and rework analysis. These reports were created by working
closely with Bobcat’s Dealer Operations Excellence and will
increase efficiency and maximize profitability for Bobcat
dealers utilizing HBS Systems’ NetView ECO equipment
dealership management solution.
“Bobcat selecting HBS Systems as one of the first dealer
management system partners to develop these reports is
a tremendous honor for our team. It demonstrates their

belief that we could quickly
develop reporting to benefit their dealers and strengthen
our partnership,” said Chad Stone, President, and CEO, of
HBS Systems.
For more than 30 years, HBS Systems’ NetView ECO
platform has been integrated with Bobcat. In addition
to these new reports, dealers can also view items such
as Bobcat part details, available substitution parts,
customizable reports for performance tracking, and much
more.
“Innovation is at the core of our company’s legacy. We
value our partnership with HBS Systems and these new
reports were created to benefit our dealerships.” said Wes
Becker, Director, Dealer Operational Excellence, Bobcat
Company, “HBS Systems was the obvious business system
choice to start the reporting process for our dealers.”

Endeavor Business Media Announces
Acquisition of Scranton Gillette Communications
Portfolio of Transportation and Water Brands

E

ndeavor Business Media announces the acquisition
of a portfolio of Scranton Gillette Communications
brands including Construction Equipment, Roads &
Bridges, Storm Water Solutions, Water Quality Products,
and Water and Wastes Digest. These brands will further
strengthen Endeavor’s position as the market-leader in the
transportation, water and wastewater industries and will
provide opportunities to substantially expand its audience
reach and customer offerings to these key markets.
“We are pleased to welcome these well-respected
brands to Endeavor Business Media and look forward to
integrating them with our existing portfolio to enhance
our capabilities in serving our readers and advertisers,”
said Chris Ferrell, CEO of Endeavor Business Media.
“This acquisition reinforces our commitment to providing
these industries with the most comprehensive content and
marketing solutions offerings.”
Storm Water Solutions, Water Quality Products, and
Water and Wastes Digest will uniquely contribute to the
growth of Endeavor’s market share in the storm water and
wastewater industry across a range of media platforms.
Collectively, these brands serve more than 163,000 print
and digital readers.
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“The acquisition of these category leading brands
by Endeavor will provide a strategic platform for their
continued growth and success,” said Ed Gillette, President
& CEO of Scranton Gillette Communications.
Construction Equipment and Roads & Bridges will
expand Endeavor’s transportation and infrastructure
market coverage, aligning with its Buildings &
Construction and Commercial Vehicle brands such as
Fleet Owner, Fleet Maintenance, and Rental Equipment
Register. Construction Equipment serves fleet managers
responsible for acquiring and managing equipment, trucks
and related products with 200,000+ monthly print and
digital readers.
Roads & Bridges is a complementary brand focused
on delivering industry developments and insights
to government officials, contractors, producers, and
engineers involved in the road and bridge construction
industry, reaching 106,000+ readers.
Nick Curci of Corporate Solutions in Westport,
Connecticut was the exclusive advisor to Scranton Gillette
Communications in arranging, structuring and negotiating
this transaction.

INDUSTRY NEWS

Young Joins F E L L I N G T R A I L E R S as
South-Central Regional Sales Manager

F

elling Trailers Inc., a
national leader in industrial
and commercial trailers,
has recently named Mike Young
as a regional sales manager to
serve the South-Central territory.
He will be responsible for all
sales development, activity, and
dealer support within Oklahoma,
Arkansas, Texas, and Louisiana.

As the regional manager for the south-central territory,
Mike’s primary responsibilities will be to achieve region
market share objectives with the existing dealer base and
develop new dealers in the assigned territory, providing
training and product support. Mike will be taking over the
south-central region once served by Gary Knudsen, who
retired at the end of 2021.
“Mike has a lot of industry/product knowledge. I
believe he will be an asset to our team as we continue to
grow our market share in the south-central region and
the underground construction equipment markets,” said
Nathan Uphus, Felling sales manager. Young brings over
a decade of experience in the underground construction,
oil, and gas industries with a strong emphasis on sales,
management, and customer service.

Mike brings a diverse knowledge of the underground
utility markets, having worked in the oil & gas drilling
industry for 12 years. Most recently, Mike held the role of
vac truck sales manager for Vermeer Equipment of Texas/
Louisiana. Before his time there, he was the regional sales
manager for Vac-Tron/Vermeer MV Solutions for the
Texas/Louisiana, Midsouth, and Great Plains territories.
Along with representing the Felling Trailers product
lines, Young also represents Larson Cable Trailers’
products throughout the southern United States. Larson
Cable Trailers is a division of Felling Trailers, Inc. Felling
Trailers acquired the Larson Cable Trailers’ assets in early
2021.
"I am glad to be a part of both the Felling
Trailers’ and Larson Cable Trailers' sales
teams. Both companies manufacture highquality trailers that work great in their
specific applications. I am excited to start
my journey with them," said Young.
“We feel Mike’s extensive experience in the underground
oil & gas industries will be a great asset in our south-central
territory,” said Patrick Jennissen, Felling’s SVP of sales &
marketing. For more information, visit www.felling.com
or call 1.800.245.2809.

POWER EQUIPMENT Announces New
General Manager, Credit and Finance

P

ower Equipment, a Bramco company, is pleased
to announce the promotion of Tim Hancock to
General Manager, Credit and Finance. Tim replaces
Jim McNeillie, who after 40 years has retired from
Power Equipment. Tim will lead the credit and finance
department for all Power branches.
“Tim has been with Power Equipment for
13 years serving in the credit department.
Tim’s patient and courteous approach with
our customers will certainly be an asset
for our company. Tim is a great leader and
I look forward to working with him as our
company continues to grow, “says Andy Moon,
President of Power Equipment.

Tim is excited for this opportunity. “I have enjoyed and
appreciated all the advantages Power has provided to me
during my tenure. The stability of our company and the
team atmosphere makes this a great place to work.” Tim
also looks forward to the future, “moving forward, my aim
is to create a more seamless partnership with our sales
department which in turn will help our customers.”
Prior to this new role, Tim served as the General
Manager of Credit for Power. Tim worked for a number of
years prior to Power in the banking industry. Tim resides
in Knoxville with wife Jennifer and their three kids; Olivia
(17), Lincoln (15), and Ridleigh Jayne (7). When not at
work, you can find Tim involved with his children’s many
different activities.
June 2022 | Associated Equipment Distributors Magazine | www.aedmagazine.com | 15

BY KYLE LARKIN

WHAT DOES THE LIBERAL-NDP
DEAL REALLY MEAN?

T

he entire political world in Canada was shocked on
March 22 when Prime Minister Justin Trudeau and
NDP Leader Jagmeet Singh announced in separate
press conferences that they had reached a confidence and
supply agreement. We now know, though, that this deal
had been negotiated for months with both sides keeping it
secret from the majority of their parties. Trudeau and Singh
met personally with just a few key staff to put together the
details, only revealing the existence of an agreement to
their Members of Parliament the night before.
The agreement is the first of its kind in federal politics.
While similar agreements have been reached in provinces
like British Columbia and Prince Edward Island, this is
the first time two federal parties have come so close. The
Liberals have guaranteed themselves the support of the
NDP Members of Parliament for their upcoming budgets
all the way to the next election in 2025. In exchange, the
NDP has secured guarantees that the Liberals will move
forward on issues that matter to them. The two largest
commitments are moving ahead on national pharmacare
and dental care. However, the agreement includes a variety
of policies, from climate change to the ways elections
happen in Canada.
For years now, many have reported that the Liberal Party
of Canada had shifted to the left of the political spectrum,
agreeing with the NDP on a large list of policies. It’s been
seen by some Liberals as a winning strategy, despite two
minority governments in a row. But what this agreement
does is solidify the current government's left-wing agenda,
abandoning many of the centrist principles that the
Liberals previously stood for.
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Due to this agreement, the centre of the political
spectrum is now wide open. Many Canadians are centrists,
and many Liberals feel that they have been abandoned
by their own party. While some Liberals may consider
voting NDP, electoral history shows that the majority of
Liberals would rather vote for a progressive conservative
party. Voters appreciate incremental changes, but they
get nervous when large sweeping changes are proposed.
Stability is favored over uncertainty.
Depending on who takes on the leadership of the
Conservative Party of Canada, an opportunity exists
for them to appeal to the centre. From 2006 to 2015,
Prime Minister Stephen Harper was able to appeal to
social conservatives and western conservatives, but also
to centrists who live, for example, in suburbs around
Toronto. This allowed him to win two minorities and
then a majority government in 2011, as centrists left the
Liberals and voted Conservative.
While this new deal may offer stability to the government
over the next three years, it could prove to be their Achilles
heel in the election to come. The Conservatives have been
promoting the idea of a Liberal-NDP coalition for years,
and though this isn’t a coalition, for many Canadians it
won’t matter. What will matter is whether the policies
included in the agreement have a positive impact, or if
the financial strain on the government results in more
bad than good, especially during the current affordability
crisis.
If inflation and interest rates continue to rise, centrists
may vote in the next election for fiscal responsibility over
anything else.

Parliament
Hill Day

NOVEMBER 2-3
Fairmont Chateau Laurier
1 Rideau St, Ottawa

For more information or to
register, visit: www.aednet.org/
events/parliament-hill-day

ON K1N 8S7, CANADA
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small dealer
AD
conference
NOVEMBER 13 – 14, 2022
HOTEL CONTESSA
306 W. Market Street | San Antonio, TX 78205

Register at bit.ly/2022SmallDealer

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

T H E ORI GI N OF

BLOCKCHAIN
A ND WHAT I T
M EANS FOR THE

EQUIPMENT
INDUSTRY
STEVE SMI TH

O

ne of the biggest innovations in recent years – blockchain
technology – has been the subject of many conferences and
discussions. First introduced in 2009 by Satoshi Nakamoto, this
innovative technology has now captured the attention of banks, institutions,
and financial experts worldwide.
Though the first blockchain was implemented in 2009, the technology was
conceptualized way back in 1991 by a group of researchers who wanted to introduce a
computationally practical solution for time-stamping digital documents.
So, the questions are: what is blockchain technology, how did it come about and what does it mean
for the equipment industry?

W HAT IS A BLOCKCH AIN?

In simple terms, a blockchain can be defined as a digital ledger that records all cryptocurrency transactions
in a secure and tamper-proof manner. It is a decentralized, distributed, and public digital ledger that records all
transactions in blocks. These blocks are linked using cryptography, thus making it almost impossible for the data
to be changed once it’s recorded.
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Essentially, blockchain technology is an invention designed to solve the problem of security and trust in online
transactions. Introducing a secure and tamper-proof record of every transaction has enabled people to securely exchange
money and other assets over the internet without relying on any third party or central authority.
In recent years, many banks and financial institutions have started experimenting with this innovative technology.
Some experts believe that this could be the future of finance - a way for banks to settle payments faster and more
efficiently, reduce costs associated with processing financial transactions, and streamline the overall operations of
financial institutions. And, blockchain technology is now extending to many other areas of operations – the concept of
who did what and when is now a reality to consider on many levels.
However, it is important to remember that blockchain technology is still in its early stages, and like all new technologies,
there are both pros and cons associated with this innovation. It will be exciting to see how this technology evolves and
what impact it has on various industries, including the equipment OEM and dealer networks.

T HE ORIGIN O F B LO CKCH AIN

The history of blockchain dates back to 1991 when Stuart Haber and W. Scott
Stornetta described a system for document time-stamping using a hash tree, as
part of their work on "How to Time-Stamp a Digital Document." They wanted to
create a system where documents could not be backdated or tampered with. In
1992, Haber and Stornetta added Merkle trees to the design, which improved its
efficiency by allowing several documents to be collected into one block.

In 1997, Adam Back developed a proof-of-work system called Hashcash,
which was designed to be used as an anti-spam measure.

In 1998, Nick Szabo used the term "bit gold" to describe a decentralized
digital currency.

In 2000, Stefan Konst published his theory of cryptographic time-stamping
and proposed a system that used Merkle trees to store time stamps. He believed
that only proof of publication would be acceptable as evidence in court.

In 2008,

Satoshi Nakamoto published the white paper that described his new
peer-to-peer electronic cash system: Bitcoin. This marked the beginning of
blockchain's current incarnation.

in 2009, Satoshi Nakamoto released the first Bitcoin software and created
the first block of the chain, known as the "genesis block." This event is widely
considered to be the birth of blockchain. The original design for Bitcoin did not
include a blockchain. However, Nakamoto soon realized that a decentralized
ledger would be necessary to prevent double-spending. He proposed adding a
timestamp server to Bitcoin.

In 2014,

blockchain technology was separated from Bitcoin and became a
stand-alone technology. Today blockchain is used to track everything from
cryptocurrency transactions to medical records, smart contracts, and more.

HOW DOES A B LO CKCH AIN W O R K?

When most people think of blockchains, they think of Bitcoin and other cryptocurrencies. However, a blockchain is not
just for cryptocurrency. It can be used for any digital asset, such as an identity, a vote, or even a house.
A blockchain is essentially a digital ledger of transactions. It is constantly growing as “completed” blocks are added to it
with each new transaction. Each block contains a cryptographic hash of the previous block, a time stamp, and transaction
data. Bitcoin nodes use the blockchain to differentiate legitimate Bitcoin transactions from attempts to re-spend coins
that have already been spent elsewhere.
A blockchain is distributed across many computers (or nodes) around the world, with no central server or trusted
authority. Instead, transactions are verified by network participants called miners, who compete to add new blocks to the
chain in return for financial rewards. This makes it difficult for any one user to manipulate or corrupt the data contained
within a blockchain.
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One of the unique features of blockchains is that they are completely open and transparent: anyone can view them on any
computer at any time. In addition, once information has been added to the blockchain, it cannot be removed or altered. This
offers an unprecedented level of security and trust.³⁰⁸

C U RRE N T APPLICATIONS OF B L O CKCH AI N TECH N O L O G Y

Ever since the origin of blockchain, its applications have been expanding rapidly. Apart from cryptocurrencies, blockchains
are now used for a wide range of other applications, including tracking digital assets, voting systems, and medical records.
These applications extend to equipment, including possibilities ranging from delivery to retirement. The chain of custody
might apply to delivery, installation, service operations, through resale to end users.
Some of the most popular current applications of blockchain technology include:
• Decentralized Finance (DeFi): DeFi is a rapidly growing industry that uses blockchain technology to provide
financial services that are usually provided by centralized institutions, such as banks and governments.
• Cryptocurrencies: Cryptocurrencies are digital assets that use cryptography to secure transactions and control
the creation of new units. Bitcoin, the first and most well-known cryptocurrency, was created in 2009.
• Smart Contracts: A smart contract is a self-executing contract that automatically performs the terms of an
agreement between two parties. Smart contracts were first proposed by Nick Szabo in 1996.
• Supply Chain Management: Supply chain management (SCM) is the process of coordinating the flow of
goods and resources from suppliers to customers. Blockchain technology can be used to track goods and resources
throughout the supply chain and to ensure that they are not tampered with.
• Voting Systems: Blockchain technology can also be used for voting systems, as it enables votes to be counted
fairly and transparently. This allows people to vote securely from anywhere in the world, even if they do not have a
valid ID or address.
• NFTs: Non-fungible tokens (NFTs) are digital assets that have unique properties and characteristics. They can
represent anything from a collectible card game to real estate and equipment ownership
With its ability to provide security and transparency, we will likely see many more innovative uses for this revolutionary
technology in the future. OEM’s, dealers and customers will continue to push for newer, safer and faster solutions, and
blockchains represent the path forward to the visionary thinkers within every organization.

T HE F U TURE O F B LO CKCH AI N

In recent years, many industries have started adopting blockchain to improve operational efficiency and reduce costs.
Some of the biggest proponents of this new technology include financial institutions, health care providers, IoT companies,
transportation firms, and e-commerce retailers.
Despite the potential benefits of using blockchain in these industries and others, there are still some challenges that must
be overcome before it can truly go mainstream. These include concerns about security risks and regulatory uncertainty
surrounding data privacy laws like the General Data Protection Regulation (GDPR).
Despite these challenges, many experts believe that blockchains will eventually become an integral part of our lives and
the economy. In fact, many believe that blockchain will lead to a "digital revolution" and fundamentally change the way we
live, work and interact with one another.
As more companies start adopting blockchain, it is becoming clear that this technology has the potential to transform not
just our financial system, but many other aspects of our lives as well. Time will tell if these predictions come true, but for
now, it seems clear that blockchains have the power to shape our future in exciting new ways.
At EquipmentFX, we are committed to providing our customers with the best possible experience. We believe that
blockchain technology has the potential to improve many industries (the equipment industry is one of them), and we are
excited to be at the forefront of this new trend. We are committed to helping you grow your business and achieve your goals
through the use of innovative and cutting-edge technology.

T O LEARN MORE ABOUT E Q UIPM EN TF X S ERV ICES , PL EAS E V IS IT O U R W E B S I T E
OR CONTACT US TODAY!
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SHARING
MEMORIES
& WISDOM
1 9 7 0 AED PR ES IDEN T D I CK SCH UMACHE R
O F F ER S A UN IQ UE PER S PECTIV E AT
1 0 5 Y EA R S O F AG E.
B Y T R A C Y T I M PA N A R O

When you have lived to be 105 years
old, there isn’t much you haven’t
seen — or survived.

D

ick Schumacher, 1970 AED president, has made
it through the Spanish flu, World War II and
COVID-19. “I always like to say I’ve survived two
pandemics,” says Schumacher, who had the Spanish flu
in 1918 when he was just 2. “I had a very high fever and
a cough, and my parents stayed up 24 hours around the
clock with a cold compress on my head trying to keep me
alive. I’m thankful they did.”
Needless to say, Schumacher has seen a plethora of
changes in his life, both personally and professionally,
and he was kind enough to share his observations with us.

IN T HE NAVY

To gain some perspective on Schumacher’s character,
we’ll start our story with World War II. Schumacher
participated in eight major assault operations in the
Pacific as part of his service to the U.S. Navy as the supply
officer for USS Ashland (LSD1). His ship carried landing
craft that delivered tanks and troops to beachheads.
“During one operation, we ended up on the edge of a
typhoon for three days,” Schumacher said. “We couldn’t
serve any meals because the food would have flown off
the ranges. We were able to make coffee, and we had an
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occasional bologna sandwich. The ship had a 41-degree
roll; a little bit more and we would have capsized. It was a
hard three days.”
The upside of his naval service was meeting Susie Boyce
at an officers’ dance. “She gave me her phone number and
asked me to call, and I did,” Schumacher said. “When
the war was over, she told me I wasn’t going anywhere
without her.” The Schumachers were married for 75 years;
Susie passed away in December of 2020. They have three
children: Robert, Patty and Kaki.
When Schumacher left the service, he went to work for
Flack Equipment Company in Dayton, Ohio. He started
in January of 1946, bought the company in 1964, and sold
it in 1976. He says it was a good time to be in the business.
“We had a great relationship with our bank, and we
were very collaborative with the manufacturers; once you
were a distributor, they treated you very well,” he said.
“We also didn’t have to deal with significant staffing issues
or stringent government regulations. Those matters are
much different today.”

STR ATEG I ES AN D CH AL L EN G E S

Flack had three divisions. One served contractors and
sold products like chains, shovels and wheelbarrows.
The industrial division sold light machinery and factory
supplies. Then there was the rental business.
Having three divisions helped Flack keep revenue
flowing year-round. “A lot of factory employees
vacationed in the summer, so that business slowed down,

but fortunately that is when the contractors
were busy, so it was a good balance for us,”
Schumacher said.
At one point, Schumacher felt the
company tried to do too many things, a
notion he would warn against today. “We
carried most everything — all the way from
a ten-penny nail to a tower crane. That’s just
too much to look over. It would be better
to settle on 10-12 good product lines and
push the dickens out of those. You can’t be
all things to all people.”
Schumacher remembers another business
challenge: the lack of supplies after the war.
“We ordered twice what we needed, hoping
to get what we wanted,” he says. “But then
things would start piling in. I remember
when 100 wheelbarrow tires came in, and we only needed
20.”
The biggest challenge of all, though, was the growth of
the rental market. “The equipment became too expensive,
and the contractors couldn’t afford to buy it, but they
could pay for its use while they needed it,” Schumacher
said. “We had to have enough solid financing and credit
programs in place to carry the inventory we had.”
The main difference, of course, between operating then
and today is technology. Flack kept parts records on a
Rolodex and had an operator working a switchboard to
connect phone calls. Orders were placed by mail or phone.
If you wanted to get a part in a hurry, you could use the
teletypewriter exchange service (TWX), a telex network
wherein you could communicate directly and instantly
with manufacturers (a predecessor of the fax machine).
Schumacher remembers spending $55,000 for an IBM
accounting system that had to be in an air-conditioned

room. If you sold a compressor, you put the sales record
on a punch card. “A verifier made sure the punch card
was accurate, and then the card went into the machine to
produce reports for management.”
In order to pay employees, the accountant would
take a check to the bank in person twice per month,
with detailed instructions about the distribution of the
funds to their bank accounts. Another paper transaction
concerned sales. For example, Flack had a separate branch
in Cincinnati. That branch would put the day’s sales slips
in an envelope and put it on a bus to Dayton every day.

A CH AN G I N G W O R L D

“It really was a horse-and-buggy operation,” Schumacher
laughs. “The whole world has changed so much. You need
more skilled employees in almost any task. Everything
is more sophisticated. Digital, hydraulics. They’ve got
equipment that will do everything but brush your teeth, I
guess. Back then, we looked for shade tree mechanics, and
now all the techs have to be computer savvy.”
There is one key component that has not changed over
time, however. “Satisfying your customers should be
your number one priority,” Schumacher says. “All of your
contacts with your customer should leave him feeling
good about you.”
Speaking of feeling good, Schumacher said maintaining
good health is important for longevity. “But I didn’t plan
to be this old,” he laughs. “Both my parents lived to be 88,
and that’s a long life for their generation. So I have good
genes as well. But it doesn’t hurt to have a martini every
night before dinner.”
In terms of advice for the industry, Schumacher says
companies must make adjustments when necessary.
“Everybody’s got to go at it as best they can. You have to
adapt to the times and find new ways to survive and prosper.”
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ILLINOIS BUSINESS
CONSULTING BUILDS
LOYALTY BETWEEN
INDUSTRY AND
STUDENTS

W

hen The AED Foundation (AEDF)
wanted ideas for how to get more
technicians into the field of heavy
machinery, they turned to the University of Illinois
to gain some insight. The university runs Illinois
Business Consulting, which acts as a professional
consulting group, but is comprised of a team of 9
students at the school. They apply to the program
and, if chosen, work in teams to tackle projects that
are brought to them by professional organizations.

In this case, AEDF wanted to know how to get
more students exposed to the heavy equipment field
and potentially increase the number of people entering
the profession.
“We learned the industry is losing revenue, and overall,
84% of heavy machine companies have trouble hiring
technicians,” said Manmit Kaur, the Illinois Business
Consulting project manager assigned to this issue.

BY J E N N Y C O H E N
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And so, Kaur and her team took on the question of
what the industry could do to change the situation. Their
work included research about the industry, interviewing
stakeholders, and presenting possible solutions to help
leaders in the heavy machinery field.

HO W T H E PART N E R S HI P W I T H A E DF A ND I B C C A M E T O B E
The process began when AEDF was looking for ideas on
how to tackle the industry’s issue of a lack of skilled talent
to take on needed roles. Jahnisi Aymerich, workforce
development coordinator at AEDF and an Illinois
graduate, suggested hiring Illinois Business Consulting to
give the Foundation some ideas.
“I’m a recent grad from U of I, so it was a no-brainer
for me to think about my alma mater when thinking
about getting a research project done from a top-notch
university,” she said. At Illinois, a group of students from
different backgrounds was pulled together by the Illinois
Business Consulting program to take on this challenge
from AEDF.
Students are mentored by professors and university staff
on campus while also working directly with their clients
to tackle consulting issues. The 12-week-long program
immerses students in real-world consulting projects where
they have to investigate the problem and present possible
solutions just as consultants do in the professional world.
Gail Wheeler, associate director of the Magelli Oﬃce of
Experiential Learning at the university, describes it as
more like an internship than a typical learning experience
on a college campus. And, she says, it is even better than
an internship because our teams of 8-10 students work
together strategizing, planning and building.
“The learning is so enriching. Just as Confucius
stated, 'I hear and I forget. I see and I
remember. I do and I understand,” she said.
Wheeler mentored the group, which was assigned to
work with AEDF and come up with recommendations
on how to get more high school students interested in
the heavy equipment industry. They also worked with
Aymerich and Sean Fitzgerrel, senior director of workforce
and industry initiatives at AEDF, to get a better idea of
what kind of research was needed for the project.
The team researched issues facing the industry when
there’s a lack of new talent in the field and what kinds of
potential solutions are available. They also wanted to find
the root causes of the issue.

“Sure, we know there’s a technician shortage, but why
is there a technician shortage?” Kaur asked.
Kaur and her team looked at various career options
presented to students at the high school level as well as
student awareness – or lack of awareness – when it comes
to working as a technician on heavy equipment. The team
came together on a weekly basis to discuss their findings
and decide where to go next in the process.
The next step was to get some real-world examples from
professionals who are dealing with these issues, which
they did by actually interviewing industry stakeholders.
Aymerich and Fitzgerrel were able to put together a list
of people in various stages of the learning process who
might be willing to be interviewed.
“People are extremely busy, but they were really willing
to speak to these students,” Aymerich said.
And that help paid off; the team talked to 15 different
sources who gave them input on the project. Kaur said it
was the highest number of interviews conducted by an
Illinois Business Consulting team in that semester.
In addition to the interviews, her team was able to visit
schools to see how students are being trained at the high
school level. They came away with a better understanding
of what students are learning.
They were able to see some of the high school tech
programs and talk to teachers and students about what
was working. This helped them come up with ideas for
what to suggest to other stakeholders in the profession to
increase interest in heavy machinery careers.
“Meeting in person was a huge eye-opening thing,”
Kaur said.
The work took around 10 hours a week per consultant,
and that was in addition to the students’ other classes.
But the experience helped them get a better sense of what
to expect as a professional consultant in the real world.
“It’s amazing to watch the new students go from ‘What’s
consulting?’ to knowing how to present and scope a
project,” Wheeler said.
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IBC ’S FIND INGS AND NEXT STEPS FO R TH E FO UN D ATI O N
At the end of the semester, the team presented
their findings and recommendations to members of
AED, including an eight-pillar strategy to help the
Foundation find new ways to train students and get
talent into the industry.
For high schools, the Illinois team focused on career
development, curriculum, action-based learning, and
increasing diversity to get more people interested
in heavy-machinery jobs. For example, Kaur’s team
found that many students lack the proper resources to
take on apprenticeships or trade schools. Developing
curriculum standards could help set up students for
post-high school success.
Another thing the consulting group found interesting
was the lack of hands-on experience available for
students, some of whom might be interested in the
industry if they knew more about it.

“In the high school, there’s nothing
specific where students can play with
a simulator or get hands-on learning,”
Kaur said. “They don’t even know if
they want to do this if they’re not
exposed to it.”
The team’s presentation also suggested that another
way to get more students interested in the industry is
for dealers and heavy-machinery techs to go to job
fairs and build relationships with high schools.
“A lot of these high schools have career days, so have
a tech go there and talk to students,” Kaur said.
Technicians in the industry can also talk to students
about apprenticeship programs and technical schools,
as well as potential wages they can earn, which are
higher than the average wage of many other careers in
the United States.
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Illinois Business Consulting also looked at how the
industry can build more awareness by collaborating
with schools, advertising, and funding programs. For
example, talking about funding for apprenticeships or
trade schools could arouse more student interest in
finding out about training to become a technician.
The consulting group also laid out ways to build
loyalty between the industry and the student
programs. One example they suggested was having
local industry stakeholders sponsor teams involved in
SkillsUSA conferences and competitions.
Kaur said she enjoyed working on the project and
appreciated AEDF for being so proactive, particularly
with their collaboration and getting them in contact
with people in the industry for interviews.
“It was an amazing project,” she said. “They really
encouraged the team and helped us with our train
of thought. We were so grateful we had AEDF as our
client.”
And the feeling was mutual.
“The team’s work was fantastic,” Aymerich said. “It
was exactly what we were asking for.”
In fact, the partnership worked so well that AEDF
plans to use Illinois Business Consulting for more
projects in the future. Next semester, the Foundation
may have a new team at Illinois look into how a
shortage of skilled workers is impacting potential
economic success in the heavy machinery industry.
The AED Foundation’s partnership with the
University of Illinois will not only bring a new set of
eyes to the issues facing AEDF but will also enable a
new set of student consultants to learn skills they’ll
need in the future.
“It’s such a joy working with these students and
watching them develop their leadership skills,” Wheeler
said.

AED SUMMIT LIVE 2022
B R AN D O N
B O UD R EAULT

T

he AED Summit convention returned
live this past January at Disney’s
Coronado Springs Resort. The 2022
trade show covered an array of subjects, with a
particular emphasis on leadership and management,
rental and product support, and technology in the
industry. For those in attendance, the return to an inperson Summit was a welcome experience. Given the
very real excitement in the heavy equipment trade at this
time, it’s no surprise that the atmosphere of this year’s
Summit was energizing for participants.
In addition to traditional breakout sessions and display
booths, this year’s trade show featured SummitLive! with
Bryan Furnace and Rick Valko, who hosted podcast sessions
with representatives from a variety of companies. Ranging
from digital marketing to equipment inspection software, these
discussions highlighted the important shift that the industry is
undergoing, specifically as it relates to the way contractors buy, rent
and maintain their equipment. Participants in the livestream sessions
consistently remarked on this unique addition to the convention that
allowed them to dive into the details of their cutting-edge work in the
profession.
As a heavy equipment operator, former salesman, and contractor,
Furnace’s experience in the industry provided an important perspective for
understanding the value of rethinking how dealers relate to their clients. In
addition to hosting his own podcast series, Sweat & Grime, which features
conversations focused on real-world experiences in the trade, Furnace runs
Diesel & Iron, a media company that specifically promotes the dirt industry, his
specialty. His co-host Rick Valko owns Anything Outdoors Contracting, which
specializes in land work services for commercial and residential clients.
Together, Furnace and Valko engaged with the attendees on the podcast, asking
highly relevant and pointed questions that allowed their guests to lay out the details
of their respective visions for the future of the trade. The result was a collection of brief
segments rich with information that many in the industry will find interesting. Videos of
the sessions are available to watch on AED’s YouTube channel, along with other recorded
content from the convention.
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One of the main draws of AED’s Summit is that the people
in the room are often the decision makers in their trade. As a
leader in the heavy-duty equipment industry, AED draws highlevel representatives from diverse industries who consistently
strive to improve productivity, increase safety and attract
skilled employees. During his segment with Furnace and
Valko, Alex Kraft, founder of Heave, noted the importance of
having the right people in the room. “This is a people business,”
he emphasized. Heave provides contractors with streamlined
equipment acquisition services that allow professionals to find
and configure machinery based on their needs.
The relationship between dealerships and operators is no
longer based on cold-calling or job-site visits where salesmen
ask about needs and distribute pamphlets. Thanks to an
increasingly information-driven marketplace, contractors
know more than ever about their equipment. Often, the
equipment sells itself once it’s in front of the right buyer, who
researches machines and makes their decision before they even
set foot in the dealership. Heave’s premise is that buyers already
know what they want, they just need to be connected with the
dealers who have it. Kraft commented on the importance of
creating connections while at the AED Summit and also how
the podcast format added value to his own experience there.
“It couldn’t have been scripted better, with a host from the
dealership side and an actual contractor working in the trade,”
he remarked. The podcast format generated increased interest
and allowed vendors to reach a wider audience, thanks to the
livestream and post-conference recordings.
Collaboration was the name of the game for many of the
attendees, especially those who joined Furnace and Valko.
Mets Kramer, owner of Strategic Evolutions, offers a suite
of personalized consulting services for the heavy equipment
industry with an eye toward collaboration. With the goal of
strengthening the connections between businesses, dealers
and contractors, Strategic Evolutions focuses on integrating
data into the decision-making process of professionals in the
trade. Kramer’s breakout session, “The Digital Dealership,”
addressed the increasing need for industry-leading equipment
dealers to offer online services to better serve their clientele.
Kramer noted how many of the websites of major machinery
companies require the customer to penetrate multiple layers
of inquiry and response in order to purchase much-needed
parts. Strategic Evolutions intends to streamline this process
by improving access and availability for customers when they
need it most. Kramer also emphasized the power of the AED
conference as a space to make important decisions about the
future of the trade. “AED is powerful and valuable because it
gives time for us to think ahead,” he noted.
Like Kramer, Tom Armitage aims to enhance high-level
decision making through the collection and integration of
data. Site-Seeker, Armitage’s company, specializes in digital
marketing for the heavy-duty trades with a specific emphasis
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on identifying opportunities to improve the digital
experiences of businesses and customers. Site-Seeker
adds value through analytics and integrated marketing
in addition to specialized training intended to improve
retention of current clients and to add new opportunities
that might have been missed without digital collaboration.
Armitage expressed enthusiasm about the overall quality
and atmosphere of the 2022 Summit. Many in the trade
see clear changes happening in the way the industry
uses technology, and the AED Summit makes it possible
for these innovative solutions to become part of the
conversation.
Brad Spitzer, director of client services at Rouse
Services, shares Armitage’s perspective on the importance
of understanding the marketing point of view in the trade.
Rouse, which was established in the 1920s (though its
work in the equipment industry began in the early 2000s),
provides a three-part approach to serving its clients
based on appraisals, sales and analytics. Professionals in
the trade must make multimillion-dollar decisions on a
regular basis, which means there’s a lot at risk. Spitzer
and his team at Rouse help to minimize the unknowns in
the sales and rental markets by providing accurate data
that’s tuned in to the market. Like his counterparts at the
convention, Spitzer emphasized just how important it is
to get in front of potential clients while at Summit. The
convention offers a vital opportunity for companies like
Rouse to share the value of their work and to connect with
the people in the trade who stand to benefit most from
enhancing their marketing initiatives.
In addition to technology-based, dealer-oriented
solutions for better serving the equipment needs of heavyduty professionals, SummitLive! featured businesses like
Record360. As a rental inspection software that makes
it easier for contractors to document maintenance and
repair services without leaving the job site, Record360
allows clients to share real-time information about their
equipment with mechanics and clients by using their

ServicePro app. No longer is there the need for back-andforth phone calls or site visits to document, diagnose and
repair much-needed machinery. Instead, the app provides
a streamlined service intended to improve not only the
mechanical side of the industry, but communication as
well. Abbey Chao and Damon Haber, the CEO and cofounder, respectively, of Record360, noted the significance
of being able to share the vision of the business with a wider
audience through the podcast format. Like Kraft, Chao
and Haber understand the value of getting in front of the
people who make the decisions for their companies. The
livestreaming sessions, along with their traditional booth
at the Summit, allowed Record360 to share their new
services, which have the potential to improve efficiency
in an industry that values high-level productivity.
With its in-person return, the AED Summit left attendees
with the lasting impression that industry leaders, and
AED specifically, see and value the technology-driven
trajectory in which the trade is heading. The convention
showed that the new generation of heavy-duty equipment
operators and business owners are prepared to take on
the fresh challenges of integrating data-oriented solutions
into their everyday operations. In a profession that is
accustomed to the old-school way of making work happen,
the transition into a world that increasingly functions
through computers and smartphones can seem daunting.
However, if the businesses featured in the podcast sessions
are an indication of the future of technology in the trade,
then there is both an abundance of expertise and a great
deal of excitement about what comes next.
Registration is open for the 2023 AED
Summit, which will take place at the Hyatt
Regency in Chicago, January 10-12. Don’t
miss the opportunity to join a cross-section
of conversations from professionals in the
heavy-duty equipment industry.
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CUSTOMER FOCUSED SELLING:

GIVING VALUE TO CUSTOMERS
BY DEBBIE L. MILLER

CUSTOMER FOCUSED SELLING (CFS)
SERVES POTENTIAL CUSTOMERS BY
VIEWING THE WORLD THROUGH THEIR
EYES AND ADDRESSING THEIR NEEDS.

I

f you’re looking for a sales method that can increase
sales while giving outstanding value to your potential
customers, look no further than customer focused
selling (CFS). CFS is a leadership and sales technique
that focuses on the needs of the potential customer.
Its unique sales approach is different from traditional
sales methods because instead of using hard “selling” to
convince a prospective customer that your product or
service is best, you offer a solution. The process begins
with putting yourself into the customer’s world and
thinking about how you can provide value to them.
“Customer focused selling is a consultative sales
technique designed to help salespeople sell more, close
faster, do bigger deals, and build long-term relationships,”
says Jill Berg, owner and consultant at Insight Consulting
in Fargo, North Dakota. Throughout the sales process,
the salesperson seeks to enter and understand the
customer’s world from the customer’s point of view, so
they’re better able to focus on the customer’s agenda and
discover their needs.
Berg teaches CFS two-day training workshops. Prior
to the workshop, each salesperson completes an online
selling skills assessment tool (SSAT), which helps them
understand their sales strengths, and a predictive index
behavioral assessment, which assists them in selfawareness. “By understanding what drives and motivates
them and their natural strengths and behaviors, they
will find it easier to adapt their sales style to meet the
needs of others,” Berg explains. At the end of training,
the salesperson takes the SSAT again to see how their
skills have improved.
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Mike Kondrath, membership relations manager at
AED, completed the training in February 2022. Before
the workshop, he was not familiar with CFS. “In the
workshop, we did a lot of critical thinking exercises and
role-playing sessions that allowed us to get feedback in
real time, as if we were talking to an actual prospective
customer.” He says that since the training, he has used
CFS “in almost every instance when I’m talking to
customers.”
Once a salesperson completes the training, they
participate in monthly one-hour “huddles” with a coach.
“The primary purpose is for accountability and
to help reinforce the learning and to support any
sales challenges they may be facing,” Berg says.
“This is a collaborative approach, with others in
the huddle giving input and solving challenges.”
Salespersons come prepared to share situations
that show how they used the skills learned in
training and what’s working for them.

The CFS process has five steps: Open, Investigate,
Present, Confirm, and Position. “Each step within the
process allows the salesperson to maintain control of the
sale while building trust and credibility,” Berg explains.
The salesperson becomes a trusted advisor and not just a
salesperson or friendly visitor. This builds a relationship
because the transaction focuses on the customer’s
agenda, and the salesperson begins to see things from
the customer’s point of view, understanding their unique
needs.
CFS salespeople don’t spend time chit-chatting with the
customer. Instead, they maximize the customer’s time.
“By being professional and consultative, the salesperson
earns credibility, and the social selling comes after the
credibility is earned,” Berg explains.

It’s important that the salesperson enter the customer’s
world. One of the best ways is by active listening. “The
biggest mistake most salespersons make is talking too
much,” Berg says. In CFS, the salesperson communicates
that they understand the customer’s goals and objectives.
It’s about the customer’s world and not the seller’s, and
it’s about listening versus talking. The salesperson talks
to the customer to demonstrate that they might work as
partners in solving the customer’s problems.
In active listening, the seller listens and repeats back to
the customer what they hear the customer saying. In this
way, the salesperson shows the customer that they were
heard and understood. For example, the salesperson
may start with, “Based on what you told me…” Berg
says that “between each step in the sales process, one is
recapping and confirming what they heard and giving
the customer an opportunity to restate, correct, or add
to the summary.”
In the Open step, the first step of the CFS sales process,
the salesperson builds trust and credibility by presenting
a preplanned clear, concise, and concrete opening tailored
to the customer’s business. Then they get to the purpose
of the meeting. “The salesperson thanks them for their
time, confirms the amount of time set, and explains that
in order to understand their situation, they would like to
ask them a few questions,” Berg says. This creates a bridge
to the second step, Investigate, in which the salesperson
asks questions that help them understand the customer’s
situation, need, and motivation for buying.
Most of the CFS method (80%) is done at the front
end of the sales process, during the Open and Investigate
steps. Based on the discussion that follows when the
customer answers questions, the salesperson shares about
themselves and their company and asks the customer to
collaborate with them to determine the next steps in
their meeting. The salesperson asks the customer if there
is anything else they would like to add to the agenda and
makes sure they are ready to proceed.

“A skillfully CFS-trained salesperson understands that
the questioning phase starts with soft and then moves
to medium and then more direct (hard) questions,” Berg
explains. “The customer shares their company’s concerns
with the salesperson and the salesperson learns about
the customer’s world and their specific challenges.” Soft
questions may include '“Can you tell me a little about
yourself and your background and what landed you in
this role?” Medium questions may be something like
“What would be a win for you and your team?” A hard
question might be “Can you share with me the amount
you have budgeted for this purchase?”
If the salesperson has done a good job at the front
end of the sale (the first and second steps), they now
understand the customer’s needs and pain points and
can address those in the third step, Present. In this step,
the salesperson presents their products or services and
articulates the value to the customer. In the fourth step,
Confirm, the salesperson handles any objections the
customer may have and gains agreement. The Present
and Confirm stages make up 20% of the sales process, in
which the salesperson addresses how they can help solve
the customer’s problems and what they can do for them.
The fifth and final step is Position, where the results of
the sale and relationships are expanded.
Throughout the sales process, the salesperson needs to
remember that “each time they open their mouth to talk,
they need to be thinking, ‘Am I in the customer’s world
or my world?’” Berg stresses. “As they present solutions,
they start with the value to the customer, then present
the attribute they can offer which solves the customer’s
challenge and tie it back to the value to the customer.
Every time you open your mouth, what you say has to be
a value to the customer.”
To contact Jill Berg about CFS training
workshops, visit www.insightconsultinc.com
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B Y J O S H F L A C C AV E N T O
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I

t’s tempting to read the story of Megan Tanel,
president of the Association of Equipment
Manufacturers, as a Horatio Alger, pull-yourselfup-by-your-bootstraps story of individual ambition
and success. After all, she did start as an intern with
AEM and climb the ranks to become the leader of
the organization. But talk to her yourself and the story you’ll
hear is a little different – it’s not about one person being the best
or brightest, but about having the courage and drive to be part of
something bigger than yourself. “In my family, I was the youngest of
three, so in my life it was all about being genuinely who you are – not
being afraid of taking some risks, but doing so in a calculated manner,”
she says. “I think sometimes being the youngest, you have a little bit more
chutzpah to go out there and try different things.” That savvy, combined
with the skills she learned through a degree in communications and PR, got
her in the door at AEM, and the rest, as they say, is history.
But Tanel is mostly interested in the story of her own path as it relates to
how others after her might succeed. “It's kind of a neat story to be able to say
I was an intern that worked my way up to being president. And as we hire
interns here today, I say I started as an intern,” which she’s noticed tends to
surprise younger workers. “I don't think that happens much anymore. Maybe
back in the ’50s and ’60s, you stayed at a place the whole time. And so this isn’t
a normal story.” Clearly, that’s something Tanel would like to change.

Relationships are at the core of the success of the heavy equipment industry in general, Tanel
argues. “From the start of my career I was mentored, and I believe in the value of the

relationship,” she says. “And with that relationship, there’s so much value in partnering. And
your partners can be those that you’re familiar with and right in front of you, and your partners

can be people you didn’t expect or think of before.” Rather than being at odds with each other or

trying to eke out competitive advantage for their particular sector, the different areas of the business
have to come together: “When you talk about the industry, there are so many parts to it, and the only
way the industry works is when those parts come together and build on top of each other.”

One of AEM’s more important relationships, in Tanel’s view, is the one it
has with AED: “There's definite synergies between AEM and AED. You have
the OEMs and the distribution – they fit together like pieces of a puzzle.” The
member companies each organization represents have good cause to work
closely with each other, she reasons, and therefore it makes sense for the
advocacy groups that represent them in Washington to do the same. “For us to
represent the OEMs who also have a seat at the table with the dealers that are
out there, it’s great that the associations can also talk and work together.”
As Tanel sees it, the concerns of AED’s and AEM’s member companies
are closely aligned around several important issues, not the least of which
is responding to the ongoing impacts of COVID-19 on the construction
business. “We both worked really closely to make sure that our industry was
seen as essential, that all of our workers were essential,” she says. “During the
pandemic, it was very important that our people could still go to work, that
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they could be on the manufacturing floor, on the job site, or
in the office. Because the equipment that we manufacture,
or that AED distributes, is crucial.” That concern with the
success of workers in the industry extends into the future,
with the workforce development pipeline also coming up as
a major issue for both organizations.
Tanel stresses the importance of portraying
the industry in a positive light to younger
generations: “Construction is not dirty
and dumb, it’s innovative. There’s a
lot of technology. You can earn
a living wage, you can support
a family, in some job here,”
whether that job is building
equipment, maintaining it,
installing it, selling it, or any of
a number of other related forms
of work.
The future holds broader, more
fundamental concerns, too, as Tanel
sees it. Associations like AEM and AED
need to look ahead, she says, to “how the
distribution model is evolving and changing, because that
impacts both of our memberships.” She notes that some
of these changes can already be seen in other, adjacent
industries: “When you look at automotive, the amount of
dollars put into digital marketing, digital interactions with
your customer, where does the face-to-face component
fall in? Where does brick and mortar fall, or fail, in this
model?” The very nature of the business is changing,
with some trends that had already begun with shifts in
the technological landscape accelerating thanks to the
pandemic.
“Right now, I think we all know there are some extenuating
circumstances when it comes to supply chain issues, or
workforce,” Tanel says, “but in general, a product is made,
a product is sold or rented, and it’s delivered. We all have a
piece in how that model works. And we have to make sure
we’re staying on the forefront of the evolution of that model
so we’re not left behind.”
One of the ways AEM helps its membership stay current
is by collecting, processing, and sharing a variety of data,
perhaps first and foremost of which is sales numbers. “One
of our main services is that we provide market information,”
Tanel says. Member companies work together in committees
to decide on rules for how data is collected, “so it’s very
member-driven. And by product area, they’re able to report
on their sales and get a report back so they can see what
portion of their sales are in a certain region.” AEM’s role in
this is facilitator, rather than owner or controller: “We as
AEM staff do not have access to that data.” This is another
place where Tanel sees the importance of relationships
within the industry.
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“We’ve built trust with our members that this is a very
secure process. That data is theirs to own. We provide the
ability to bring all that data in and then push it back out
for each company to see their place in the market.” She has
found that, rather than being protective of their information,
OEMs are eager to pool their collective knowledge, even
with sensitive information like sales, wages, and benefits.
“Our membership is very keen on sharing, because they
learn so much from that,” she says. “During the shutdown,
we saw our leaders really interested in what others were
doing. And so, while they are competitors out there on the
road, when we can sit around in the boardroom they’re able
to bounce ideas off each other: ‘What are you doing to bring
your people back? How has your production been impacted?
How are you safeguarding your staff?’ It was like one big
peer group where they could share some ideas, because the
value was that it was the industry working collaboratively to
make sure we were relevant, that everyone kept their doors
open, and that we were keeping our people safe.”
That spirit of collaboration extends to AEM’s political
work, lobbying on behalf of members regardless of which
of the major parties is in power in Washington. “I don’t see
equipment manufacturing as a political issue,” Tanel says.
Indeed, AEM makes contributions to both Republican and
Democratic candidates. “It makes sense to be bipartisan,
because everyone benefits” from improved infrastructure
and a robust equipment industry. As an industry association,
Tanel says, it makes sense to be “all about the policies, not
the politics.” That attitude is perhaps reflected in the fact
that AEM’s office in DC is run by a small, highly focused
staff of 10 – far smaller than the organization’s headquarters
in Milwaukee.
Back in that office, where AEM has been located for over
125 years, Tanel reflects on the future of the business: “There
continues to be so much yet to be done in this industry, and
I would again say the importance of partnerships is what
will drive us.” She recognizes the challenges that face not
just the association or its members, but individuals who
might not have the benefit of her unusual story, including
the other women making a place for themselves in a largely
male-dominated field. “Being a woman in this industry, you
gotta have some tough skin, you have to have a sense of
humor, and you have to have a strong sense of who you are.
Those things helped me get to where I am.” But she doesn’t
want any such hurdles to stop anyone who is considering
a career in equipment manufacturing or distribution from
pursuing that path. “If you have a right to be there, you have
a right to be there,” she says.
“Sometimes you have to work to open the door.

Never shy away from being at the table. Never say no
to an opportunity to engage or meet with someone,
because you never know where that relationship
might go or where that experience might lead.”

TH O MAS J .
AR MI TAG E

11 WAYS

DEALERS
CAN GET MORE LOCAL
REVIEWS ON GOOGLE

O

ne of the best parts of digital media is finding
information quickly. That info can come in
many forms: websites, wiki articles, virtual tours,
product demos. And let’s not forget about online reviews.
For businesses, reviews aren’t new. We all remember the
popularity of Consumer Reports.
What is relatively new is the concept of products and
services being reviewed by our peers rather than us relying
on so-called experts or paid professionals.
Peer reviews have taken over, and businesses need to
think through how to best leverage them.

GOOG L E MY BUSINESS

Google My Business gives online users access to local
business information. And it has a built-in review feature.
For dealers, this is the most important platform for online
reviews.
There are three primary reasons why you want to
generate more Google reviews:
Reviews help to create an engaged online community
and get more people talking about you than about your
competitors. Google is easily the most viewed (and
reviewed) platform for any equipment dealership.
Responding to reviews gives a business the chance to
thank happy customers and win back customers who have
had a negative experience. It’s a two-way communication
avenue, just like a customer service line or social media.
Reviews help to optimize your Google My Business
profile. Over time, this helps your business to rank higher
in local search results and Google Maps, and it leads to
more interest among customers.

Positively rated reviews provide your business with more
credibility too.
Who would you more likely do business with: a company
with 50 reviews and an average rating of 4.8, or a company
with five reviews and an average rating of 3.2?
If you haven’t already done so, claim or set up your
Google My Business profile.
Make sure there is accurate information regarding your
business name, address, phone number, and other features.
It shouldn’t take more than a few hours.
Once you’ve done this, adjust your focus to building out
your profile with more positive reviews.

D I SCL AI MER

Let’s first address the elephant in the room.

If you don’t have any, or very many, reviews, you might
be tempted to simply throw money at the problem.
Watch out. It’s actually a breach of Google’s terms and
conditions to offer incentives for positive reviews. You
can’t say to a customer, “If you give me a 5-star review on
Google, you’ll get a discount on your next rental.”
In doing so, you run the risk of Google pulling down your
entire Google My Business listing, making it impossible for
customers to find your profile or for your business to be
found on Google Maps.
Instead, all your outreach tactics must be natural and
rely on consumers taking action to write a review without
getting anything in return.
With that out of the way, here are the 11 best ways to
generate Google reviews for your business today.
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1) A S K F R IEND S

4 ) PO P- UPS

Remember, ratings are established as an average. If
your profile begins with several 5-star reviews, it will be
harder for that average to be pulled down by a bad review
or two. Start with those closest to you.

Use an eye-catching design, emphasize the importance
of feedback, and direct users to your Google My Business
review page. You’ll see modest click-throughs, but if you
turn on the pop-up for a few days each month, it can
result in quite a bit of extra traffic to your review page.

I’m often asked whether or not friends should review
a local business. My opinion is that, as long as they have
actually done business with you and the review is honest,
there aren’t any issues. In fact, it can create a solid rating
base.

2) C REAT E A CUSTO M LINK

Pop-ups are useful when used appropriately. If you
have an announcement or important message that you
want web visitors to notice, deploy a pop-up takeover, so
no one misses it. Of course, you can use pop-ups to ask
for reviews too.

When you set up a Google My Business page, your
profile page link, by default, is long and sloppy. It will look
something like this: https://g.page/r/CaNEdzhZOHgyEk.
Gross.

5 ) CR EATE A QR CO D E

Instead, you’ll want something easier and cleaner to
share. Create a redirect on your own website and point it
to that review page.

Create a QR code (there are lots of free websites out
there to help with this), and make the destination URL
your Google reviews page.

Let’s say your website is tractorsandstuff.com. You can
create a redirect link for tractorsandstuff.com/review to
send visitors to your Google review page. This makes it
easy to share the link both digitally and on print material.

Now consider where you can display that QR code.
Make sure it’s present on signage, print material, and/or
trade show booths. You can even put it on stickers and
place it on pieces of equipment.

3) EMBED INTO YOUR SITE

6 ) EMAI L

Don’t forget to add a “Leave a Review” link on your site
to help you generate even more reviews.

Folks who have had a positive experience with you will
likely be willing to go out of their way to provide a writeup. Email is a low-barrier, low-cost way of getting back in
touch with past buyers.

Don’t let Google be the only place customers can
find Google reviews. You can use a plugin and embed
the reviews directly onto a page of your website. Then
customers who are navigating your dealer site can still
lean on those reviews to help in their buying decisions.

QR codes have made a comeback. Smartphones have
scanners natively built into their cameras so users no
longer need a third-party scanning app.

If your database was organically grown, it likely consists
of lots of past customers. Build email campaigns that go
out regularly that encourage reviews.

Consider adding it to the email signature line in your
staff ’s emails too.
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7) S MS/TEXT M ESSAGES

Therefore, train your customer service team members to
ask for reviews at the end of successful calls. Additionally,
for off-hours when reps aren’t able to pick up the phone,
customize your voicemail to include a line about leaving
feedback on Google.

If you have phone numbers in your database, it’s great
to take advantage of SMS (text) marketing, especially as a
means to generate reviews.

And make sure to coordinate your live chat system to
seek a review after a chat ends.

Craft your message carefully so you can avoid
unsubscribes and avoid coming across as spammy. Make
sure your review links are easy to read. And try to send
(automatically, if possible) when it makes the most sense;
for example, right after a happy customer has returned
a piece of rental equipment, or right after they’ve
experienced excellent servicing.

1 0 ) SO CI AL MED I A

Finding your way into a customer’s email inbox is one
thing. Finding your way into their text inbox is another.
Although it’s a bit more intrusive, it can be extremely
effective, especially among loyal or repeat customers.

8) RE MAR KETING AD S

Remarketing ads are usually image ads that run across
third-party display networks or social media sites. Most
marketers use remarketing ads to bring users back to
their website to finish making a purchase.
There’s no reason this tactic can’t also be employed to
drive users back to your site to leave a review.
Simply build your remarketing audience to consist of
those who have reached a “thank you” page or who have
completed a successful transaction. Now your ads are
only being shown to past customers, and your messaging
will make sense since you only want reviews from those
who have experienced your product or service.

9) PHONE / LIVE CH AT

Phoning is still one of the most popular ways for
customers to get in touch with businesses. Nonetheless,
live chat continues to gain momentum. These are both
important lines of communication for selling and
providing customer support.

By now, your social media sites should be made up of
your best and most loyal customers. If you garnered that
following through years of organic posting, promotions,
events, and targeted ads, this group should be a prime
target from which to seek reviews.
When building your content calendar for the upcoming
months and planning what you’ll be posting, work in
a few posts each month that solicit honest reviews and
feedback. Make sure you direct your users to the Google
review page.
And don’t forget about asking happy customers through
direct message too!

1 1 ) ASK I N PER SO N

There’s just something about being asked in person
that gets people to take action. This direct, verbal,
interpersonal request can work wonders for generating
positive reviews.
Train your general manager(s) and customer service
reps to get into the habit of asking happy customers, while
they’re still at your dealership, to leave a review. You can
even set up a computer or iPad on the counter so it’s easier
for them to take action right then and there.
That personal touch will likely be your single most
effective means of building your Google My Business
reviews profile.

SUMMARY

Reviews matter. They need to be given priority when building your
digital marketing strategy.
Implement these 11 suggestions and you will generate more positive
reviews for your dealership. Having positive reviews sends a very
powerful message to potential customers. This, in and of itself, is a big
WIN.

Beyond that, these positive reviews help you rank higher in the search
engines, generate more traffic, establish more credibility among buyers,
and, ultimately, sell more service and equipment!
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THREE KEYS TO
FIXING STAFFING
ISSUES & AVOIDING
EMPLOYEE BURNOUT
BEN LEIGHTON

I

t’s no secret that staffing has been a big issue for pretty
much every industry over the past two years. There
doesn’t appear to be much change on the horizon, but
there are ways to make things easier for employees who are
feeling the stress.
According to the U.S. Bureau of Labor Statistics, nearly
38 million people voluntarily quit their jobs in 2021; this
does not include layoffs or downsizing.
The main reason was stress. Around 57% of
workers reported feeling stress on a daily basis
over the past 12 months. People are quitting,
but on the backside of that, employers are
not finding enough people to hire for those
empty positions. The recruitment pool is
just not as big as it was.
In light of this knowledge, it’s
important to find ways to improve
work life for your current employees.
These fixes don’t need to be expensive,
but they should be meaningful.
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3 KEYS TO FIXING BURNOUT...
ESTAB L I SH A PL AN

With fewer people, it can be easy for dealers to overlook what is
happening with their current employees. Take some time to listen to
their concerns and find out where they need help the most. It may be
as simple as setting up a texting system or adding another phone line.
The biggest issue employees are facing right now is picking up those
extra duties from people who have left, and dealers may not know just
how serious it is until it’s too late.
Make sure your employees are in on the plan you’re creating, so
they know that you’re working to make their lives easier.

SET B O UN D AR I ES FO R W O R KER S
AN D CUSTO MER S

Customers know you are dealing with staffing issues because
many other businesses are too. Its important to make sure you’re
communicating with customers as things come up, so there are no
surprises.
Employees also need boundaries. One of the best solutions is to
come up with a more automated system throughout your company.
Texting is one of the best ways to limit employee workload while
still communicating with your customers. You can set up a texting
platform so people can use text-to-pay and get updated information
on sales and service. This comes in handy, especially in service bays,
where employees need to work fast to keep things moving.
New data has just come in showing that texting saves an average of
45 minutes per customer interaction. This is big, not only for revenue,
but for the employee who can now spend less time on the phone and
more time working on other things important to the business.

L O O K FO R SI MPL ER SO L UTI O N S

Abandon perfectionism and look for simpler answers. Customers
are not expecting perfection, they are looking for the right piece of
equipment at the right price. Employees don’t need to be perfect to
land the sale, they just need the right tools.
Adding a texting system to your business gives your customers a
more convenient way to ask questions. And they can pay for things
faster and get information in seconds.
Texting is not new for customers. Many prefer it. Around 89%
percent of customers say they would prefer to interact with a business
via text message rather than a phone call.
The texting trend is not going away; take advantage of it to help
avoid burnout by providing a system that eases the pressure on
employees and, as a bonus, allows your customers to be in contact at
any time of the day.
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AED

ON THE ROAD
JONATHAN FLETCHER
A P RI L

•

REGIONAL MANAGER

1 9

I was happy to make a trip out to Westfield, Massachusetts, to visit with Ryan Cullen
and Andrew Duncan of Simplicity Engineering Equipment & Service. Ryan bought
the company in 2019 and has been steadily growing the business ever since. They have
continued to add new employees, customers and product lines as they look forward
to keeping their momentum of growth into the future. They joined AED in 2020 and
have been steadily increasing their involvement and utilization of AED resources. I
was impressed by the great work they are doing to continue to grow, even in the face of
challenges with supply chain issues and workforce shortages. We appreciate members
like Simplicity who understand the value of AED membership and contribute to the
association with their involvement. Thanks to Ryan and Andrew for being great hosts!
I was also able to visit with Bob Clark of Tri-County Contractors Supply in West Springfield,
Massachusetts. Mr. Clark and I discussed Tri-County’s long history with AED – 58 years as
an AED member. They continue to be a fixture in the Northeast’s heavy equipment industry,
serving six states. Tri-County is a strong family business, with Mr. Clark having worked with
his father and now his children. He is a proud AED member, giving his 50-year membership
plaque a place of prominence – you see it right as you walk in the door. Mr. Clark says
that he is most appreciative of the work AED does in Washington, D.C., advocating for
commonsense federal legislation that helps businesses like his and other members of the
association. I appreciated being able to visit with Mr. Clark and learning more about a great
business with a long legacy of excellence.
In East Longmeadow, Massachusetts, I met with Mr. Brooke Tyler III (president) and
Larry Drapeau (director of operations and CFO) of Tyler Equipment, in business since
1922. Tyler Equipment is another business built on family, with Brooke Tyler III at the
helm following in the footsteps of both his father and his grandparents. His brother,
William Tyler (vice president) and son, Brooke Tyler IV (VP of customer support)
also work in the business. The Tylers have built a solid foundation on relationships
and trust with their customers in Southern New England. A lot has changed since
the business was established in the Roaring ’20s, with a lot of historical ups and
downs. Now, 100 years later, they continue their tradition of excellence with locations in Massachusetts and Connecticut,
representing Volvo and a number of other lines. Mr. Tyler and Mr. Drapeau were kind enough to give me a tour of their
facility, showcasing their attention to great equipment service and care for their employees. With an active membership in
AED for over 78 years, Tyler Equipment is a great example for the rest of the industry to follow.
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M AY

2

On May 2, I visited with Jeff Rowland, human resources manager at Mellott Company
in Warfordsburg, Pennsylvania. Mellott Company has a long and storied history, and the
Mellott family has had a great presence in the community for generations. Jeff gave me
a tour of their expansive facility, which handles traditional departments such as sales,
parts, and service, but also houses their own manufacturing and fabrication centers. They
are truly a one-stop shop for crushing equipment and systems, even offering full system
drafting and design for plant manufacturing. They are also leading the charge when it
comes to education, partnering with local high schools to get students interested in the
equipment industry and everything we offer. Thanks to Jeff for his time and hospitality!

MAY

3

On May 3, I visited with Ryan Correlli at Correlli Inc. in Dundalk, Maryland.
The Correlli family has been serving the Baltimore area for over 20 years, with a
foundation built on quality service for their customers. Over time, they have grown
from an independent repair shop to a full-sized dealership with multiple lines of
equipment. Ryan is a valued member of AED, helping to steer our Small Dealer
Committee and being a champion for both the association and the equipment
industry. Plus, he knows where to find great Maryland crabs! Thanks to Ryan and
his team for being excellent hosts.

M AY

4

On May 4, I visited with Rusty Steele and his team at Crownstone Equipment’s Hanover,
Pennsylvania, location. Crownstone is a growing Bobcat dealer, with five locations across
two states and one more opening soon. Rusty says he was first drawn to AED by our
technician assessments, but they have since gone all-in with the many resources that AED
provides. We are happy to have Crownstone as a new member of AED and look forward to
their continued engagement at AED events with their whole team.

M AY

6

On May 6, I visited with the team at Carolina CAT, not far from my home in Charlotte,
North Carolina. CTE is celebrating 95 years of business, serving western North Carolina
for construction equipment and five total states throughout the Southeast with their
LiftOne division. I was fortunate to sit down with Amanda Cornelson, Mike Tropsha,
Jimmy DeRosa and Mark Kincer to hear about the great things going on at Carolina
CAT and how we can continue to partner with them to move our industry forward. The
leadership team at CTE is turning heads nationally; they were recently ranked as a 2022
US Best Managed Company. Special thanks to Jimmy DeRosa and Mark Kincer for the indepth tour of their impressive facility. As a North Carolinian, I’m especially proud to have
a great company like Carolina CAT right in my backyard.

MAY

19

On Thursday, May 19th I visited with Jay Williford and Brandon Wilkinson of
ACT Construction in Winston-Salem, NC. ACT is growing steadily, having opened
a couple of new branches in recent months. Covering areas in both Carolinas and
Virginia, they offer a range of equipment and services, from forklifts to excavators
and everything in between. Jay has been a constant supporter of the AED Foundation
and the work we are doing to recruit and train the next generation of our industry’s
workforce. I was able to get a tour of their impressive facility and learn more about
their plans for the future. I appreciate Jay & Brandon’s hospitality and their continued
support of AED in our collective mission to benefit our industry.
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2022 Crushing & Screening Equipment Showcase

2022 Crushing &
Screening Equipment
Showcase

42 | www.aedmagazine.com | Associated Equipment Distributors Magazine | June 2022

2022 Crushing & Screening Equipment Showcase
ADVANCED CRUSHER TECHNOLOGIES, INC.
Since 1997, ACTECH has been providing quality crushing, screening and conveying equipment and service. ACTECH customers
have benefited from custom layouts, collaborative plant design and top-notch service. ACTECH’s unique perspective keeps our
loyal customers on the forefront of emerging markets in their area and our line of VSI crushers provide optimal performance for
the end users. ACTECH’s approach to ensuring our customer’s success has led to our continued growth and exceptional value.
Beginning as an innovative VSI Crusher manufacturer, ACTECH has grown to build complete VSI, cone, jaw, and HSI crushing
plants. Horizontal and inclined screens, apron, belt, and grizzly feeders, washers,
surge tunnels, conveyor systems, and more. We’re not stopping there, either; we are
constantly developing new designs to serve the aggregate and mining industry with
the best possible equipment. Over the years, we have worked diligently to develop an
eﬃcient, cost-effective and durable product line that our dealers are proud to market
and our customers know they can rely on to get the job done.
We have been building a network of reliable dealers throughout the Pacific
Northwest, but now we are going global! We have significant success throughout the
United States and South America, as well as Canada and are looking to expand our
dealer network to support the demand for our products in these areas. ACTECH has
a primary manufacturing location in Washington State, a secondary manufacturing
location in Guadalajara, Mexico and are currently developing a
third manufacturing location in Blanco, Texas. With multiple
options to choose from, we’ve cut down shipping costs and
transit time for a seamless, timely and economic experience for
both our dealers and customers.

30 YEARS SERVING THE
AGGREGATE INDUSTRY!
NOW OFFERING NEW
DEALERSHIP OPPORTUNITIES
VSI CRUSHERS & HSI CRUSHERS
OVERLAND CONVEYOR SYSTEMS
STACKABLE CONVEYORS
APRON & VGF FEEDERS
HORIZONTAL SCREENS
JAW & CONE PLANTS
INCLINE SCREENS
RIP RAP PLANTS
SCREEN PLANTS
WASH PLANTS
AND MORE!
MULTIPLE MANUFACTURING FACILITIES
FOR SHORT LEAD TIMES!
360-571-7703 | ACTECHMFG.COM | 1615 SCHURMAN WAY WOODLAND, WA 98674
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2022 Crushing & Screening Equipment Showcase
KOMPLET AMERICA
More and more states are now requiring on-site recycling of concrete and asphalt for all road and bridge rehabilitation projects.
Also, on-site recycling saves time and money on every other type of project. Komplet crushers, screeners, and shredder fit the bill.
If you deal in equipment sales or rental, you have customers that have a need for compact mobile equipment. Mobile crushers,
screeners, and shredders that can operate on limited access jobsites. Komplet America is looking for dealerships and rental houses
to join our team. Provide your contractors, governments, and end users with a solution for recycling materials directly on-site.
Your customers will be able to avoid hauling and tipping fees, as well as save on the
purchasing of new material.
The K-JC503 mobile crusher is track mounted weighing only 7,496 lbs. Its footprint
is only 14’ 8” L x 4’ 10” W and can produce an end-product of 3/4" - 3-1/4" at a
rate of up to 34tph. The K-JC704 mobile crusher is also tracked mounted weighing
only 26,455 lbs. with a footprint of 27’ 9” L x 7’ 2” W and is small enough for easy
transportation to tight jobsites yet features a 27" x 16" reversable single toggle jaw
crusher that can be adjusted hydraulically to produce an end-product of 3/4" – 3-1/4"
at a rate of up to 90tph.
For further processing of material Komplet offers compact tracked screeners. The
Kompatto 221 produces three products and processes up to 80tph weighing only
7,054 lbs. with a 12’ 2” L x 5’ 3” W footprint. The Kompatto
5030 can process 300tph and weighs 26,455 lbs. with an
operating footprint of 32’ 5” L x 35’ 5” W. You can count
on Komplet America to supply the machines, parts, service, and
technical support that you and your customers need.

If you deal in equipment sales or rental, you have customers that
have a need for compact mobile equipment. Mobile crushers,
screeners, and shredders that can operate on limited access job
sites. Komplet America is looking for dealerships and rental houses
to join our team. Provide your contractors, governments, and end
users with a solution for recycling materials directly on-site. Your
customers will be able to avoid hauling and tipping fees, as well as
save on the purchasing of new material.

Krokodile Shredder

Kompatto 104 Screener

(908) 369-3340

Kompatto 221 Screener

Kompatto 5030 Screener

K-JC 704 Jaw Crusher

info@kompletamerica.com
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K-JC 503 Jaw Crusher

K-JC 805 Jaw Crusher

www.kompletamerica.com

2022 Crushing & Screening Equipment Showcase
SCREEN MACHINE INDUSTRIES LLC
3 COMPANIES, 1 MISSION: YOUR SUCCESS! Screen Machine, Diamond Z, SMI Compact. Your source for success in three unique markets! Now
is the time to join our growing dealer networks. Screen Machine has been one of the top brands in the crushing & screening for more than half a century.
• American-made and supported from our factory in Etna, OH.
• Impact Crushers, Jaw Crushers, Spyder Screening Plants, Scalpers and Trommels.
• Patented innovations like our Crusher Relief System™ and SmoothStart® Technology promote
productivity and extend the life of the machine.
®
• Unparalleled product support, on the phone, online or on-site.
AMERICAN-MADE INNOVATION SINCE 1966

Diamond Z dominates the chipping & grinding industry.
• American-made and supported from our factory in Caldwell, ID.
• Horizontal and Tub Grinders.
• The brand of choice for disaster clean-up.
• The toughest, most-productive Grinders in the world – nothing outgrinds a Z!
SMI Compact is the premiere brand in the growing compact crushing & screening market.
• Three Tracked Jaw Crushers, two Stationary Jaw Crushers and a Compact Screening Plant –
all supported from our Etna, OH home oﬃce.
• Ideal for rental and smaller-scale crushing & screening projects.
• Jaw Crusher production of up to 50 TPH. Screener production of 90 TPH.
We are currently accepting dealer applications for all three brands.
Call, click or email to learn more about our vision for helping you
achieve satisfaction and success in these growing material processing
market segments!

Tough Machines

Dependable People

Superior Support

We Keep You Working
®

AMERICAN-MADE INNOVATION SINCE 1966

Etna, Ohio USA
ScreenMachine1220.indd 7

740.927.3464

www.screenmachine.com
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AL L U G R O UP
ALLU One step ahead. One of the Best Pay Back Investment for a Distributor, to rent
or to sell increasing capacity, saving you time and money. ALLU has been producing
screening buckets for the global market for over 30 years. ALLU has become the one
stop innovation organization placing 2 solutions side by side provides demolition sites
with increased capacity, saving the customer 5 times over, which saves time and money
giving you a solution for your business.
The advantage of using both solutions side by side is increased capacity and resumed wear and tear for sites with 5 times the
production rate. First launched in Finland and tried and tested with Nordic countries which are known for harsh environments,
when a customer in Finland tested the crusher and screener side by side, it became a game changer for demolition. A sieve and
crusher bucket chain for handling powdered concrete. At this site, 85% percent was screened and also partially crushed through
a screener crusher bucket (Allu Transformer DH 3-17 XHD) and only the excess very hard material was crushed with a crusher
bucket (Allu Crusher AC 25-37). We would expect this % to be higher in less harsh environments.

METSO O UTO TEC
Lokotrack ST2.3 by Metso Outotec gets the job done! Reliable, Eﬃcient, Easy-to-Own.
Metso Outotec’s Lokotrack® ST2.3™ mobile screen has a dependable and eﬃcient
screening performance in compact footprint and easy relocation with a wide screening
area, aggressive stroke and large screening angle. It gets the job done for different
materials like top-soil, crushed concrete and fine aggregates.
The Lokotrack ST2.3 is fitted for a wide scope of uses from multi-use, recycling, to fine
screening. With a matching feeder, a 5' wide screen with conveyor, aggressive stroke up to 13 mm and 5G acceleration that results
in the best screening performance in its weight class. ST2.3 is an easy to set up solution and can be easily moved from one site to
another with the use of standard trailers in most cases.

SEPR O SY STEMS
Sepro Primary Impactor 5000 Portable Plant: An All-In-One Solution For Your
Crushing Contract
The Sepro Primary Impactor 5000 gets its namesake from the impact crusher it is
equipped with. Functioning as both a primary and secondary crusher, impact crushers
are a versatile and dependable crushing machine. This versatility allows for use with
limestone processing, concrete recycling, asphalt recycling and more. Innovative
features of this portable crushing plant include: Innovative feeder design to protect the discharge belt, Onboard magnets to
separate out rebar and other waste, Rapid set-up and tear-down to allow for frequent moves, 14-hour operation fuel capacity, and
a product design that minimizes downtime by making maintenance safer and easier. The SPI-5000 uses less space than typical
portable plants by housing both the impact crusher and screen as a closed circuit plant on a single road-portable chassis, thereby
using 1-3 few trailers than other portable crushing plants.
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JUNE COMIC

"Blockchain? Don't believe the hype. Looks worthless!"
Credit: Gabriela Diaz
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SCREEN MACHINE INDUSTRIES LLC
www.screenmachine.com
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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 A 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 mpanie 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.

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

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.
June 2022 | Associated Equipment Distributors Magazine | www.aedmagazine.com | 49

ADVANCING THE EQUIPMENT DISTRIBUTION INDUSTRY
THROUGH NETWORKING, EDUCATION, & LEADERSHIP

H YA T T R E G E N C Y C H I C A G O
JANUARY 10 - 12, 2023
Register today at: bit.ly/2023AEDSUMMIT

Scan QR Code to watch
a short Summit video
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