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MESSAGE FROM THE PRESIDENT

Brian Sheridan

Dear Equipment User:

 Each new year brings with it new opportunities, and 2007 will 
certainly be no different. 

 Except for housing, almost all other sectors of the construction 
and related economy remain strong and should provide a healthy 
amount of work for contractors this year. There’s also a realistic 
hope that interest rates have peaked and may start falling this 
summer. If that happens, the excess housing inventory should 
begin to disappear and housing construction could start to come 
back as early as this summer.

 At Modern Machinery, we’re optimistic about 2007. We’re 
gearing up for a substantial year in order to be ready to provide 
the reliable equipment and responsive service you need, when you 
need it. 

 For us, gearing up means we have a good inventory of new Tier 
3-compliant Komatsu machines, all of which boost productivity 
while lowering fuel consumption. We also have an excellent fleet 
of used and rental machines to choose from. In addition, we’re 
bringing on more service technicians to help us handle all your 
maintenance and repair needs in a timely manner.

 Whether your need is for equipment, parts or service  —  we 
hope you’ll select Modern Machinery to be your distributor of 
choice. I can assure you, we’ll do everything in our power to 
make your experience a good and profitable one.

	 	 	 	 Sincerely,	 	 	 	 	
	 	 	 	 Modern	Machinery

	 	 	
	 	 	 Brian	Sheridan
	 	 	 President
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CUSTOMER SPOTLIGHT
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KRIEG CONSTRUCTION 
 Longtime contractor offers “one-stop” service 
 to customers in and around Oak Harbor

we	were	able	to	take	a	set	of	plans	from	a	
developer	and	do	all	the	work	ourselves,	
which	is	what	many	customers	were,	and	still	
are,	looking	for	because	it’s	a	lot	easier	for	
them	to	deal	with	just	one	contractor.”

	 in	addition	to	its	contracting	work,	Krieg	
construction	also	crushes	rock	at	its	own	pits	
and	has	its	own	asphalt	plant.	a	sister	company,	
Krieg	concrete	Products,	operates	a	concrete	
plant.	Today,	Krieg	construction	employs	about	
50	people	in	its	field	and	office	activities,	plus	
another	10	to	12	at	the	concrete	plant.	

	 “The	only	thing	we	don’t	do	is	concrete	
form	work,”	don	added.	“When	it	comes	to	
concrete,	we’re	just	a	supplier.	But	everything	
else,	we	do	in-house	with	our	own	people	and	
our	own	material.	We’re	totally	self-sufficient	
and	that’s	a	big	plus	because	we’re	able	to	
coordinate	our	activities	and	not	worry	about	
getting	held	up	by	a	sub	who	fails	to	show	up	
or	doesn’t	perform	to	our	expectations.”

Wide-ranging work load
	 Krieg	construction	does	a	wide	range	of	
work	throughout	island	county.	

	 “We	do	site-development	work	for	
residential	subdivision	plats	and	commercial	
properties	in	and	around	oak	harbor,”	said	
don.	“My	dad	had	bought	some	property	15	to	
20	years	ago	with	an	eye	toward	developing	it.	
We’ve	done	four	or	five	plats	for	him,	as	well	
as	numerous	other	developers	in	the	region.	
We	have	customers	walk	in	here	with	a	full	set	
of	plans	and	say,	‘here’s	what	i’ve	got	—	give	
me	a	price	and	let’s	see	if	we	can	put	this	thing	
together.’	Typically,	we’re	able	to	do	just	that.”

	 Krieg	construction	has	done	the	site	work	
for	Fireside,	crosby	commons	and	Fairway	
Point,	among	many	other	subdivisions	in	the	

The Krieg Construction 
office and shop, as 
well as Krieg Concrete 
Products, are located 
in Oak Harbor, Wash., 
north of Seattle.

	 oak	harbor,	Wash.,	in	island	county,	
about	50	miles	north	of	Seattle,	has	grown	
substantially	in	the	past	50	years	—	and	Krieg	
construction,	which	got	its	start	49	years	ago,	
has	had	a	hand	in	much	of	that	growth.	Today,	
Krieg	construction	is	a	full-service	contractor	
that	offers	clearing,	grading,	utilities	and	
asphalt	paving	work	as	a	“one-stop	shop”	for	
its	customers.	But	it	wasn’t	always	like	that.

	 “My	dad,	Buster	Krieg,	was	a	logger,”	
recalled	present-day	President	Karl	Krieg.	
“in	1958,	he	bought	a	bulldozer	and	started	
digging	out	house	basements	in	the	evenings.	i	
joined	him	and	eventually,	my	son	don	joined	
us,	but	we	were	still	doing	primarily	small-
scale	excavation	jobs.	We	only	had	a	handful	
of	people	working	here	through	most	of	the	
1970s	and	most	of	us	were	related.”

	 That	changed	when	Karl	took	over	in	the	
late	1970s	and	added	asphalt	paving	to	Krieg	
construction’s	list	of	services.

	 “That’s	when	we	really	started	to	grow,”	
noted	don	Krieg,	who	serves	as	Vice	President	
of	the	family	business.	“With	that	skill	set,	
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Karl Krieg, 
President



oak	harbor	area.	The	company	also	does	
a	fair	amount	of	state	highway	work,	and	
throughout	the	years	has	done	a	lot	of	paving,	
excavation	and	utility	work	at	the	navy	base	
(naS	Whidbey	island).

	 “There’s	plenty	of	good	competition	here,	
but	we	do	a	tremendous	amount	of	repeat	
business,”	revealed	don.	“We’ve	been	here	
a	long	time	and	we	have	a	good	name	in	the	
community.	Like	every	contractor,	we’re	in	
business	to	make	money,	but	we’re	not	here	to	
gouge	anybody.	We	try	to	do	quality	work	at	a	
fair	price	and	i	think	that’s	how	our	customers	
view	us.	Typically,	we’re	involved	with	them	
from	the	very	beginning	of	a	project	and	we	
help	guide	them	though	any	potential	rough	
spots.	With	residential	plats,	when	we	turn	it	
over	to	them,	it’s	done.	They	can	put	up	street	
signs	and	start	building	houses.”

Family atmosphere
	 Krieg	construction	started,	and	remains,	very	
much	a	family-owned	and	-operated	business.	
although	Karl	is	semi-retired,	he	remains	
President	and	don	serves	as	Vice	President.	
don’s	brother	chuck,	who	manages	Krieg	
concrete	Products,	is	also	a	Vice	President.	Their	
younger	brother,	Jim,	is	the	Supervisor	of	pit	
operations	where	he	oversees	the	crusher	and	
the	asphalt	plant.	Their	sister,	Karlyne	Trumbull,	
is	taking	some	time	off	this	year,	but	in	the	past	
has	been	the	bookkeeper,	as	was	Karl’s	wife,	
darlyne,	who	retired	a	few	years	back.

	 in	addition	to	family	members,	the	Kriegs	
also	rely	heavily	on	longtime,	experienced	
hands	like	Paving	Foreman	Skip	Boyer,	Utility	
Foreman	Jim	Jaeger,	Site	Foremen	Mitch	
Morley	and	Todd	Stephenson,	and	Lead	
Mechanic	Wayne	hesselgrave.

	 “Like	any	construction	company,	we’re	only	
as	good	as	our	employees,	especially	our	field	
guys,”	acknowledged	don.	“Fortunately,	we	
have	some	of	the	best	hands	in	the	region	on	
our	crews,	and	many	have	been	around	so	
long	that	they’re	an	awful	lot	like	family.”

Equipment that works
	 The	Kriegs	believe	in	providing	those	crews	
with	excellent	equipment,	including	numerous	
Komatsu	pieces	from	Modern	Machinery.	The	

company	recently	purchased	a	new	Komatsu	
Wa320-5	wheel	loader	to	go	along	with	its	three	
Wa250s	and	a	Wa450	it	uses	in	the	concrete	
plant.	in	addition,	the	company	has	two	full-
size	Komatsu	hydraulic	excavators	(Pc300Lc-7	
and	Pc220Lc-8);	and	two	Komatsu	compact	
excavators	(Pc45	and	Pc50).

	 “The	most	impressive	thing	about	all	our	
Komatsus	is	that	our	downtime	has	been	
next-to-nothing,”	said	don	Krieg.	“They’re	
incredibly	reliable,	day-in	and	day-out	—	even	
the	oldest	rubber-tire	loader	that	we	own.	We	
bought	it	used	with	about	6,000	hours	on	it.	it’s	
now	probably	close	to	20	years	old	and	it’s	still	
out	on	a	utility	trench	every	day.”	

	 Krieg	uses	the	Pc300Lc-7	as	its	mainline	
utility	machine,	and	recently	acquired	the	
Pc220Lc-8	to	complement	it.

	 	“The	Pc220	size	(it’s	about	8,000	pounds	
heavier	than	a	Pc200)	allows	it	to	work	right	
alongside	the	Pc300	for	doing	house	dig-outs	
or	side	sewers,	but	it’s	also	big	enough	to	go	

Operator Todd Stephenson uses Krieg Construction’s Komatsu WA250-5 wheel loader 
on a site-development job in Oak Harbor. “We own three Komatsu WA250s and the most 
impressive thing about them is downtime is next-to-nothing,” said Vice President Don 
Krieg. “You expect that on machines like the Dash-5 that are still pretty new, but we have 
one WA250 that we bought used with about 6,000 hours on it. It’s now close to 20 years 
old and is still out on a utility trench every day.”

Continued . . .
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Krieg Construction Vice 
President Don Krieg (left) 
decided to buy this new 
Komatsu PC220LC-8 
hydraulic excavator from 
Modern Machinery Sales 
Representative Rick 
Bosman after demo’ing 
the machine at Field Days. 

“We’ve had excellent 
success with Komatsu 
excavators,” said Krieg. 
“We went with this size 
because it’s small enough 
to work alongside our 
PC300 on large utility 
jobs, yet big enough to 
go out on its own as the 
mainline machine on 
smaller jobs.”



off	on	its	own	and	dig	a	10-	to	12-foot	sewer,”	
Krieg	explained.	“We	talked	to	other	Pc220	
users	and	found	they	were	very	impressed	with	
how	much	more	work	it	could	do	compared	
to	the	Pc200.	and	after	demo’ing	one,	i	felt	the	
Komatsu	Pc220	was	the	best-balanced	machine	
in	the	class.”

	 as	for	the	compact	excavators,	Krieg	says	it’s	
as	though	he	can	never	have	enough	of	them.	
“We	had	never	owned	one	until	about	three	
years	ago,	but	once	we	got	it,	every	foreman	
wanted	it	on	his	job	—	so	we	got	another	one.	
Then	just	the	other	day,	one	of	my	guys	said,	
‘you	know,	we	really	need	a	third	compact	

excavator	now.’	and	i	know	what	he’s	saying.	
They’re	so	handy	and	so	versatile,	we	really	
wonder	how	we	got	along	before	we	had	them.”

	 in	addition	to	the	equipment	itself,	Krieg	says	
he	enjoys	dealing	with	Modern	Machinery.	
“The	equipment	has	been	so	bulletproof,	we’ve	
rarely	needed	service	help		—	but	when	we	do	
need	it,	we	know	we	can	count	on	Modern.	i	
also	appreciate	my	dealings	with	our	Modern	
salesman,	rick	Bosman.	he	lets	me	know	
when	he	has	something	i	might	be	interested	in	
and	provides	me	with	what	i	need	to	make	an	
informed	decision,	but	it’s	never	high-pressure	or	
bothersome.	it’s	the	way	we	like	to	do	business.”

	 The	feeling	is	mutual,	according	to	Modern	
Machinery	President	Brian	Sheridan.	“Krieg	
construction	has	earned	its	excellent	reputation	
throughout	the	oak	harbor	area	and	we’re	
very	pleased	to	be	able	to	help	them	with	their	
equipment	and	support	needs.”

Pride in accomplishments
	 don	says	he	is	very	proud	of	all	the	work	
Krieg	construction	has	done	in	and	around	oak	
harbor.	“We	can	go	up	and	down	nearly	any	
street	in	town	and	look	back	on	a	job	we	did.	it	
feels	good	to	have	had	that	kind	of	impact	on	
a	community.	it’s	also	a	good	accomplishment	
because,	in	a	town	this	size,	if	you	don’t	treat	
people	right,	word	gets	around	quickly	and	
you’re	not	going	to	last	very	long.	The	fact	
that	we’ve	lasted	for	the	better	part	of	three	
generations	is	something	we’re	proud	of.”

	 as	he	looks	to	the	future,	don	Krieg	says	as	
far	as	he’s	concerned,	the	company	is	through	
growing.	“i	really	don’t	want	to	get	any	bigger	
than	we	are	right	now.	as	is,	we’re	big	enough	to	
do	just	about	anything	that	might	come	up,	but	
not	so	big	that	we’ve	lost	control.

	 “Like	almost	everybody	who	lives	up	here,	
we	value	our	quality	of	life,”	he	added.	“Bigger	
isn’t	always	better.	if	we	got	much	bigger,	we’d	
probably	have	to	travel	to	find	enough	work	to	
keep	busy,	and	we	don’t	want	to	have	to	do	that.	
Most	of	our	guys	are	family	men	and	they	like	
to	be	able	to	go	home	at	night.	The	bottom	line	
is,	we’re	happy	with	where	we’re	at,	and	as	long	
as	we	can	keep	our	customers	happy,	we’re	just	
going	to	keep	doing	what	we’re	doing.”		■

Krieg Construction earns reputation for quality 
. . continued

This Komatsu PC50, at work at Crosby Commons, a subdivision development in Oak Harbor, 
is one of two compact Komatsu excavators owned by Krieg Construction. “We got one and 
every crew wanted it, so we got another,” said Vice President Don Krieg. “Now, they tell me 
we need a third. They’re so handy you wonder how you got along before you had them.”

(L-R) Krieg Construction is definitely a family affair as brothers Don, Chuck and Jim 
Krieg joined their father, Karl Krieg, in the business. 

Wayne Hesselgrave, 
Lead Mechanic
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W	 With	democrats	in	control	of	both	the	
house	and	Senate	for	the	next	two	years,	
there	are	bound	to	be	some	changes	coming	
out	of	Washington	that	will	impact	the	
construction	and	equipment	industries.	here	
is	some	of	what	we	think	might	happen.

	 our	association	(associated	equipment	
distributors	or	aed)	has	long	been	
recognized	as	a	leading	advocate	for	
increased	highway,	airport	and	water	
infrastructure	investment.	Generally,	
democrats	have	been	more	willing	than	
republicans	across-the-board	to	support	
infrastructure	programs	and	the	user-
fee	increases	necessary	to	pay	for	them.	
democratic	control	of	congress	may	present	
an	opportunity	for	an	honest	debate	on	
crafting	a	new	user-fee	structure	to	pay	

NEW CONGRESS
 What does the Democratic takeover mean 
 for the construction industry?

for	the	highway	system	and	to	develop	a	
consistent	funding	mechanism	for	water	
infrastructure,	among	other	things.

	 additionally,	democrats	have	generally	
supported	capital	investment	incentives	such	
as	the	depreciation	bonus.	if	there	is	a	drop-
off	in	business	investment	in	the	next	two	
years,	we	may	find	democratic	support	for	
accelerated	depreciation.

	 however,	one	of	aed’s	biggest	issues,	
the	death	tax,	doesn’t	face	a	bright	future	
under	the	new	regime.	democrats	have	by-
and-large	opposed	efforts	to	permanently	
repeal	the	death	tax.	While	it	is	possible	that	
democrats	will	accept	scaled-back	death-
tax	relief	to	take	the	issue	off	the	table	for	
the	2008	elections,	this	is	highly	speculative.	
other	industry-specific	tax	priorities	are	not	
generally	as	partisan	and	will	likely	depend	
on	the	desire	of	lawmakers	to	delve	into	
broader	tax	and	budget	issues.

Watching the “Blue Dogs”
	 There	is	much	speculation	about	the	role	
the	“Blue	dog”	democrats	will	play	in	the	
new	congress.	Blue	dogs	generally	support	
pro-growth	tax	and	regulatory	policy,	
limited	government,	fiscal	responsibility	and	
infrastructure	investment.	during	the	last	two	
years,	aed	has	worked	aggressively	to	build	
relationships	with	members	of	the	Blue	dog	
coalition.	

	 We’re	hopeful	that	given	the	relatively	slim	
democratic	margin	of	control	on	capitol	
hill,	Blue	dogs	will	be	able	to	temper	the	
democratic	agenda	and	remind	their	colleagues	
in	leadership	that	policies	that	hurt	america’s	
family	businesses	ultimately	wind	up	hurting	
the	people	those	companies	employ.		■

Associated Equipment Distributors says Democratic control of Capitol Hill might mean 
some good and some bad for the construction industry.

Christian A. Klein

This Guest Opinion, 
which first appeared in the 
newsletter, Washington 
Insights, was prepared 
by Christian Klein, Vice 
President of Government 
Affairs for the Associated 
Equipment Distributors. 
Mr. Klein can be contacted at 
caklein@potomac-law.com.
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MANAGING YOUR BUSINESS

RELIABLE	EQUIPMENT
	 RESPONSIVE	SERVICE

I	 it’s	no	secret	that	the	United	States	is	facing	
a	labor	shortage	in	the	construction	industry.	
estimates	show	that	in	the	next	five	years,	the	
country	as	a	whole	will	be	short	8	million	to	
10	million	workers,	with	construction	being	
one	of	the	hardest-hit	industries.	So	where	
do	employers	turn	to	find	the	necessary	
manpower	to	keep	up?

	 For	many,	it	means	hiring	and	training	non-
native	workers,	with	the	largest	percentage	
coming	from	Spanish-speaking	countries	
such	as	Mexico.	hispanic	workers	already	
make	up	as	much	as	25	percent	of	the	
country’s	construction	work	force	with	that	
number	expected	to	rise	to	47	percent	by	2010.	

	 With	the	rise	in	hispanic	workers	comes	
an	increase	in	language	barriers	that	must	be	
overcome	in	order	to	maintain	productive	
and	safe	jobsites.	oSha	standards	require	
employers	to	train	employees	in	all	safety	
aspects	on	the	job,	no	matter	what	language	
they	speak.	employers	also	must	make	sure	
employees	comprehend	the	training.

	 The	standards	were	put	in	place	to	
protect	all	workers,	but	the	language	barrier	
faced	by	hispanic	workers	often	hinders	
understanding	of	safe	practices	on	the	jobsite.	
That	lack	of	understanding	is	seen	as	one	
of	the	major	reasons	hispanic	injuries	and	
deaths	on	construction	sites	have	risen	as	
the	population	of	Spanish-speaking	workers	
grows.

	 Statistics	show	that	hispanic	workers	
account	for	nearly	20	percent	of	all	work-
related	deaths	in	the	U.S.,	the	largest	number	
of	fatalities	among	ethnic	groups.	a	language	
barrier	is	often	the	cause,	as	workers	don’t	
understand	the	task	assigned	to	them	or	the	
risks	associated	with	it.	They	are	unlikely	to	
ask	questions	or	point	out	unsafe	practices	
for	fear	of	losing	jobs.	Many	workers	also	
come	from	countries	where	safety	is	not	a	
priority	and	don’t	realize	the	emphasis	the	
U.S.	places	on	protecting	workers.

Overcoming the 
language barrier
	 There	are	several	ways	to	overcome	the	
language	barrier	that	will	benefit	both	the	
employer	who	speaks	little	or	no	Spanish	
and	hispanic	workers	who	speak	little	or	no	
english.	it’s	hard	to	say	which	method	is	best.	
each	company	must	decide	what	will	work	
best	as	it	prepares	for	a	diverse	work	force.

Hispanic workers make up as much as 25 percent of the United States work force with 
that number expected to rise to 47 percent by 2010.

MULTIPLE LANGUAGES
 Can becoming a bilingual employer help you 
 boost productivity without sacrificing safety?

Much of the information 
for this article comes from 
a seminar presented at 
CONEXPO 2005 by 
J.R. Gonzales, a former 
President of the U.S. 
Hispanic Chamber of 
Commerce. Mr. Gonzales 
is also President of JRG 
Communications in Austin, 
Texas.



	 “a	key	component	in	any	business	is	good	
communication,”	said	J.r.	Gonzales,	a	former	
President	of	the	United	States	hispanic	
chamber	of	commerce	and	President	of	
JrG	communications,	inc.	in	austin,	Texas,	
during	a	session	at	coneXPo	in	2005.	“Lack	
of	communication	leads	to	poor	productivity	
and	unsafe	practices.	it’s	important	that	
companies	find	a	way	to	bridge	the	language	
barrier.	The	growing	number	of	hispanics	in	
the	work	force	is	a	trend	that	will	continue	
upward.

	 “The	work	force	in	the	United	States	is	
growing	more	diverse,	with	Spanish	as	the	
primary	language	spoken	among	non-native	
workers,”	he	continued.	“employers	should	
look	at	it	as	a	challenge	and	step	up	to	meet	it	
head-on.”

	 Gonzales	added	that	there	are	a	number	
of	ways	to	meet	the	challenge	that	require	
little	financial	outlay.	Such	an	investment	
is	especially	economical	because	of	the	
increased	productivity	that	will	result	from	
workers	who	can	communicate	effectively	
with	each	other.

	 Seminars	and	conferences	specifically	
tailored	to	the	construction	industry	are	
available	that	will	teach	common	words	and	
phrases	used	on	a	construction	site.	These	
might	be	an	initial	step	to	consider	for	both	
english	and	hispanic	employees	as	they	
begin	to	work	together.	Such	training	can	
be	a	first	step	in	learning	a	new	language	in	
order	to	eventually	run	a	bilingual	company.

Learning new language 
is beneficial
	 Many	companies	have	arranged	for	
hispanic	workers	to	take	english	classes	
taught	by	bilingual	instructors.	classes	are	
often	offered	at	local	community	colleges	and	
universities,	as	well	as	through	community	
outreach	programs.	The	courses	are	usually	
offered	at	night,	leaving	the	worker	free	to	be	
on	the	job	during	the	day.

	 in	conjunction,	some	companies	are	having	
their	english-speaking	staff	take	Spanish	
classes	at	the	same	time.	This	has	proven	

especially	useful	for	supervisors	and	foremen	
who	oversee	hispanic	workers.	it	aids	in	
communicating	safety	issues	and	ensures	
the	worker	understands	his	or	her	assigned	
tasks.

	 Some	classes	are	designed	to	bring	english	
and	hispanic	workers	together	to	learn	
both	languages	at	the	same	time.	often,	
one	or	more	interpreters	are	in	the	room,	
along	with	the	instructor	to	help	enhance	
students’	understanding.	Some	courses	also	
offer	students	headsets	that	translate	the	
instructor’s	words	into	english	or	Spanish.	
The	advantage	of	having	a	combined	class	
is	that	workers	don’t	feel	isolated	and	
everybody	gets	the	same	information.	 Continued . . .

There are a number of useful resources available from a variety of sources, including 
OSHA’s Web site (www.OSHA.gov), where you can download and print materials, such 
as this trench safety card, which offers information in English on one side and Spanish 
on the other. 



Useful materials
	 other	resources,	including	video	
presentations	and	publications	in	Spanish,	
augment	language	classes.	Many	can	
be	obtained	at	little	or	no	cost	through	
organizations	such	as	oSha,	the	associated	
General	contractors	(aGc),	the	international	
Union	of	operating	engineers	(iUoe)	
and	nUca	(national	Utility	contractors	
association).	equipment	manufacturers	often	
provide	materials	in	a	variety	of	languages	
explaining	how	to	use	their	equipment.

	 nUca	has	bilingual	safety	instructors	and	
consultants	available	to	teach	such	practices	
as	excavation	safety	and	provide	competent-
person	training	and	confined-entry-space	
training.	oSha	has	a	Spanish-language	Web	
page	containing	items	such	as	posters,	safety	
and	health	bulletins	and	other	materials	
published	in	Spanish.	

	 oSha’s	Training	institute	operates	a	
number	of	education	centers	throughout	the	
United	States	that	offer	Spanish-language	
safety-training	courses.	it	also	works	with	
groups,	such	as	the	hispanic	american	
construction	industries	association,	to	
provide	safety	and	health	training.

	 There	are	numerous	internet	sites	that	
supply	online	information	in	english	and	
Spanish,	and	Web-based	courses	can	be	taken	
in	a	multitude	of	languages.	Publications	and	
safety	materials,	such	as	english-to-Spanish	
and	Spanish-to-english	dictionaries,	are	
available	online	as	well.

On-site practices can boost 
productivity
	 There	are	ways	to	help	assimilate	hispanic	
employees	into	the	work	force	that	will	
minimize	communication	barriers	on	the	
jobsite.	once	workers	have	been	thoroughly	
trained	and	have	a	basic	understanding	of	
work	and	safety	practices,	it’s	best	to	assign	
tasks	that	appropriately	fit	their	skills.

	 a	best-case	scenario	is	one	where	you	have	
bilingual	workers,	who	you	can	place	in	a	
group	with	english-only	and	Spanish-only	
workers.	The	bilingual	employee	can	work	as	
an	interpreter,	ensuring	good	communication	
between	workers	who	only	speak	one	
language.	as	these	employees	work	side-by-
side,	their	skills	at	communicating	with	each	
other	should	improve.	as	mentioned	before,	
helping	workers	become	bilingual	can	pay	
big	dividends	in	the	long	run.

	 if	you	don’t	have	bilingual	workers,	
group	employees	by	their	native	language.	
in	this	way,	each	can	communicate	in	
his	own	language,	lessening	the	chance	
of	communication	breakdowns	between	
workers	who	don’t	understand	each	other.	
Supervisors	should	be	bilingual	in	order	to	
communicate	effectively	with	each	group	of	
workers.

Always part of our culture
	 as	more	and	more	immigrant	workers	
become	part	of	the	construction	landscape,	
meeting	the	challenge	of	a	diverse	work	force	
now	will	help	ensure	a	safe	and	productive	
jobsite	in	the	future.	

	 “The	number	of	employers	and	jobsites	
with	non-english-speaking	workers	is	
constantly	growing,”	Gonzales	said.	
“hispanics	have	always	been	part	of	the	
work	force	and	will	continue	to	be.”		n

Resources help employers educate workers
. . . continued

Bilingual workplaces are becoming increasingly more common throughout the United 
States. There are numerous ways to ensure productivity and safety on all jobsites, despite 
a language barrier.



Eugene, Oregon
4610 Cloudburst Way

(800) 826-å9811
(541) 688-7321

Portland, Oregon 
5241 N.E. 82nd Avenue

(800) 950-7779
(503) 255-7841

Billings, Montana 
7850 South Frontage Road

(800) 735-2589
(406) 252-2158

Missoula, Montana  
101 International Way 

(800) 332-1617
(406) 523-1100 

Boise, Idaho
1257 West Amity

(800) 221-5211
(208) 336-8570

Kent, Washington 
22431 - 83rd Avenue South

(800) 669-2425
(253) 872-3500

Spokane, Washington  
4412 East Trent Avenue 

(800) 541-0754
(509) 535-1654

Rochester, Washington
19444 Ivan St.
(800) 304-4421
(360) 748-4421

Pocatello, Idaho
2666 Garrett Way 

(800) 829-4450
(208) 233-5345 

Kalispell, Montana 
3155 Highway 93 South

(800) 434-4190
(406) 755-5540





TOP GRADES
 Visibility, blade geometry and ease of operation 
 help set Komatsu motor graders apart

W	 When	it	comes	to	operating	heavy	construction	
equipment,	proficiency	does	not	happen	
overnight.	according	to	many	industry	experts,		
that	fact	applies	to	motor	graders	more	than	any	
other	machine.

	 While	wheel	loaders	and	dozers	use	essentially	
one	control	stick	to	manage	all	functions	of	the	
machine,	motor	graders	have	more	than	a	dozen	
different	controls	to	monitor	while	moving	at	
different	speeds	in	forward	and	reverse.

	 “That’s	why,	for	many	contractors	and	many	
government	entities,	getting	a	good	blade	man	
is	so	important,”	said	Jenkins	davis,	director	of	
Sales	&	Marketing	development	for	Komatsu	
america.	“Many	times,	they	will	cater	to	grader	
operators	because	they’re	so	valuable.	it’s	very	
hard	to	replace	somebody	who’s	a	good	blade	
man,	due	to	the	operational	skills	it	takes	to	do	
the	job.”

Direct drive and torque converter
	 With	skilled	operators	in	such	demand,	it	
makes	sense	to	reduce	the	complexity	of	motor	
grader	operation.	davis	said	the	unique	dual	
transmission	of	Komatsu	motor	graders	helps	
do	just	that.	at	the	flip	of	a	switch,	operators	can	
go	from	Mode	one,	which	is	the	direct-drive	
transmission,	to	Mode	Two,	which	utilizes	
Komatsu’s	unique	torque-converter	transmission.	
The	top	four	gears	in	Mode	Two	offer	automatic	
shifting,	making	the	machine	easier	to	manage.

	 “it	just	simplifies	the	whole	operating	process,”	
davis	described.	“The	best	comparison	i	could	
make	would	be	the	difference	of	going	from	a	
stick	shift	to	an	automatic	transmission	in	a	car.	
Using	a	clutch	and	shifting	in	a	car	is	somewhat	
similar	to	Mode	one,	which	is	the	direct-drive	
concept.	Mode	Two,	which	is	a	torque	converter,	
is	similar	to	a	regular	power-shift	car.	it’s	easier	

to	operate	and	that’s	especially	beneficial	for	
younger	and	less-experienced	operators.”

	 The	current	dual-transmission	line	of	Komatsu	
motor	graders	has	been	out	for	several	years	now	
and,	according	to	davis,	is	tested	and	proven.	
“We	were	very	successful	with	our	previous	
line	of	motor	graders,”	davis	noted,	“but	as	
we	looked	at	the	evolution	of	the	product,	we	
believed	some	major	design	changes	would	make	
the	product	even	better.	That’s	really	what	led	to	
the	development	of	our	current	line	of	graders.”

Other Komatsu advantages
	 in	addition	to	easier	operation,	davis	said	
Komatsu	graders	feature	an	advanced	hydraulic	
system,	excellent	visibility	and	superior	blade	
geometry,	all	of	which	combine	to	provide	
improved	power	and	performance	at	a	jobsite.

	 The	hydraulics	help	maximize	speed	and	
responsiveness.	a	closed-center	system	of	
valves	allows	fluid	to	flow	to	each	individual	
implement,	providing	outstanding	operator	
“feel”	and	unmatched	implement	control.	 Continued . . .

Jenkins Davis, 
Director of Sales 

& Marketing 
Development, 

Komatsu America 
Corp.

The GD555-3, with a 140- to160-variable-horsepower engine, is Komatsu’s smallest motor grader.

EQUIPMENT DESIGN BENEFITS

RELIABLE	EQUIPMENT
	 RESPONSIVE	SERVICE



	 “operators	want	an	instantaneous	response	
from	the	blade	when	they	hit	that	lever,”	davis	
explained.	“We	think	the	hydraulics	on	our	
machine	are	superior	to	anything	else	on	the	
market.”

	 The	operator’s	ability	to	clearly	see	the	work	
underway	is	essential	in	grade	work,	too,	and	

the	visibility	of	Komatsu	graders	sets	them	apart	
from	competitors.		The	large	front	glass	helps	
provide	an	unobstructed	view	of	the	moldboard	
and	front	tires.	in	addition,	angled	front	and	rear	
glass	prevents	dust	buildup.

	 	“The	visibility	to	the	blade	is	crucial,”	
concurred	Bob	Lessner,	Product	Manager,	Motor	
Graders	for	Komatsu	america.	“That’s	the	
working	end	of	the	machine	and	our	visibility	
is	probably	equal	to	or	better	than	any	other	
manufacturer	in	the	market	today.”

	 Blade	geometry	is	also	an	important	design	
advantage	of	Komatsu	motor	graders.	The	
unique	blade-suspension	system	improves	reach	
and	allows	a	wide	working	range,	including	true	
90-degree	bank	sloping.	

	 another	design	feature	is	parts	commonality.	
“Many	parts	used	in	our	excavators,	wheel	
loaders	and	dozers	are	incorporated	into	
Komatsu	motor	graders,	so	parts	are	readily	
available	and	technicians	are	knowledgeable	
about	the	product,”	davis	pointed	out.	“That’s	
a	tremendous	benefit	if	a	part	needs	to	be	
replaced.”

	 here’s	another	benefit	of	Komatsu	motor	
graders:	the	Gd655-3	and	the	Gd675-3	machines	
are	now	equipped	with	a	Tier	3	engine,	which	
offers	greater	horsepower	and	improved	fuel	
efficiency.		

	 “We	increased	engine	horsepower	slightly	by	
10	horsepower,”	Lessner	said	of	the	Gd655.	“it	
now	has	180	to	200	horsepower	with	the	Tier	3	
engine.	The	other	changes	we	made	are	in	the	cab.	
We	have	an	electronic	hand	throttle	now,	whereas	
before	it	was	a	lever,	so	it’s	more	user-friendly.”

Operating options
	 Governmental	work,	including	road	
maintenance	and	repair	jobs,	ditching	and	slope	
work,	makes	up	50	percent	of	motor	grader	
sales	in	some	areas	of	the	country.	“We	have	a	
motor	grader	to	fit	any	job,”	confirmed	davis.		
“Komatsu	is	very	committed	to	the	north	
american	market	and	the	motor	graders	are	a	
big	part	of	our	product	line,	along	with	dozers,	
excavators	and	wheel	loaders.	We	want	to	do	
everything	we	can	to	promote	this	product	line	
because	we	think	we’ve	got	something	very	
special	here.”		n

The GD655 is slightly larger than the GD555 and is the biggest seller in Komatsu’s grader 
line. The GD655 and the GD675 are now available with a Tier 3 engine.

Grader design features help boost productivity
. . continued

 
Brief specs on Komatsu Motor Graders

    Model Operating weight Output Overall Length

	Gd555-3	 	30,950	lbs.	 140-160	hp	 						30’10’’
			(Tier	2)

	Gd655-3			 	33,069	lbs.	 180-200	hp	 						32’4’’
			(Tier	3)

	Gd675-3	 34,855	lbs.		 180-200	hp		 						32’4’’	
			(Tier	3)

Bob Lessner, Product Manager, Motor Graders, Komatsu America Corp. (left) stands in front 
of a Komatsu GD555-3 motor grader with Komatsu Motor Grader Consultant Jim Terrell.







WORKING A NEW ANGLE
 How feedback from contractors helped 
 improve these popular compact excavators

I	 in	the	21st	century,	compact	excavators	are	
what	skid	steer	loaders	were	in	the	late	20th	
century:	highly	maneuverable	and	versatile	
tools	for	the	construction	and	landscape	trades.

	 as	is	typically	the	case	when	a	new	piece	
of	machinery	is	introduced	into	the	market,	
contractors	provide	manufacturers	with	
feedback	that	makes	the	machines	more	user	
friendly	and	productive.	Komatsu	relies	
heavily	on	customer	feedback	to	engineer	
machines	that	meet	the	ever-expanding	
requirements	of	its	customers.	The	Komatsu	
compact	excavator	line	is	no	exception.

	 The	market	for	compact	excavators	has	
grown	more	than	250	percent	since	2002,	and	
has	exceeded	the	market	for	backhoe	loaders.	
Part	of	the	increase	is	due	to	economics,	but	
a	big	part	of	the	growth	for	these	powerful	
products	is	the	recognition	by	contractors	
that	compact	excavators	are	for	real;	they’re	
productive,	flexible	and	can	do	jobs	and	go	
places	that	larger	machines	can’t.

A vast assortment of features
	 Komatsu	compact	excavators	continue	
to	advance	by	introducing	features	that	
contractors	appreciate.	To	meet	the	wide	range	
of	customer	requirements,	Komatsu	offers	10	
models	ranging	from	the	1,960-pound	Pc09	
to	the	nearly	18,000-pound	Pc78Mr.	Features	
include:

•	Pilot	proportional	joystick	controls	and			
	 	load-sensing	hydraulics	that	make	operation		
	 	smooth	and	effortless;
•	control-pattern	changer	that	allows	either
		 	backhoe	or	excavator	operators	to	use	the			
	 	operating	pattern	they’re	most	comfortable	with;
•	Boom	offset	that	permits	machines	to	work		
	 	in	very	tight	spaces;

In 2006, Komatsu 
introduced the four-
way, power-angle blade 
option on its PC35MR-2 
and PC50MR-2 compact 
excavators to improve 
flexibility and backfilling 
productivity. This year will 
see the introduction of a 
standard thumb-mounting 
bracket on the dipper arm, 
as well as an expanded 
range of attachments.

•	Three	track	options	that	allow	customers	to	
	 	choose	what’s	right	for	their	business	—
	 	standard	rubber	tracks,	optional	steel	tracks	
	 	for	work	in	abrasive	conditions,	or	optional	
	 	Komatsu	road-Liner	tracks	that	are	ideal	for	
	 	work	on	pavement;
•	a	four-way,	power-angle	backfill	blade	option	
	 	on	Pc35Mr-2	and	Pc50Mr-2	models	that	
	 	improves	flexibility	and	backfilling	productivity;
•	a	standard	thumb-mounting	bracket	on	the	
	 	dipper	arm	(available	in	early	2007)	that	allows	
	 	installation	of	a	hydraulic	thumb	attachment	
	 	without	the	need	to	weld	on	the	arm;
•	a	significantly	expanded	range	of	
	 	attachments	through	a	cooperation	with	
	 	Werk-Brau,	a	major	manufacturer	of	
	 	excavator	and	backhoe	attachments,	will	
	 	also	be	available	in	2007.

	 With	everything	they	have	to	offer,	there’s	
another	reason	to	check	out	the	lineup	of	
Komatsu	compact	excavators.	now	is	the	time	
to	take	advantage	of	Komatsu’s	zero-percent	
retail	finance	plans.		n

UTILITY MACHINES

RELIABLE	EQUIPMENT
	 RESPONSIVE	SERVICE



I	 if	you’re	looking	to	get	the	most	out	of	your	
equipment	for	the	longest	time,	you	might	
want	to	consider	Komatsu	customer	Support	
Programs	(cSP).	Komatsu	distributors	offer	
cost-effective	cSPs	to	cover	a	full	range	of	
maintenance	services,	all	designed	to	improve	
equipment	productivity	and	reliability.

	 cSPs	include	Komatsu	oil	&	Wear	analysis	
(KoWa),	which	uses	independent	labs	to	
test	oil	for	wear	metals	and	contaminants;	
PM-Pro,	which	is	a	planned	maintenance	
program	in	which	a	distributor	technician	
comes	to	your	jobsite	to	perform	all	routine	
maintenance	procedures	including	oil	
sampling;	and	Preventive	Maintenance	
inspections	(PMi),	which	consist	of	a	walk-
around	inspection	and	diagnostic	tests	to	
measure	engine	speed	and	hydraulic	pressure	
to	ensure	your	machine	is	working	up	to	its	
capabilities.	

	 also	offered	is	a	repair	and	maintenance	
(r&M)	program	that	uses	machine	histories	
and	a	proactive	“before	failure”	approach	to	
changing	out	parts	and	components.	With	an	
r&M	agreement,	you	can	schedule	and	budget	
all	repair	and	maintenance	items	in	advance.

	 Komatsu’s	Track	Management	System	
(TMS)	helps	you	get	the	most	out	of	
your	undercarriage.	This	cSP	manages	
undercarriage	wear	to	help	you	maximize	
usage	and	avoid	costly	downtime.

	 also	available	is	Komatsu	adVanTaGe	
extended	coverage,	which	is	a	warranty	that	
will	take	over	when	your	initial	new-machine	
warranty	expires.	it	allows	you	to	choose	from	
full-machine	or	powertrain	coverage,	and	
select	from	among	a	number	of	options	for	the	
time	period,	hours	and	deductible.

CUSTOMER SUPPORT PROGRAMS
 Proactive product support can extend 
 equipment life and save you money

Oil sampling through the Komatsu Oil & Wear Analysis (KOWA) Customer Support 
Program is one of the best ways to reduce unexpected and costly equipment downtime 
and repairs.

Lower O&O costs
	 all	Komatsu	cSPs	are	designed	to	help	
you	lower	your	owning	and	operating	costs,	
improve	equipment	uptime	and	provide	the	
longest	productive	life	for	your	Komatsu	
machines.	They	also	improve	the	resale	value	
of	your	equipment	by	providing	proof	that	the	
machine	has	been	well	maintained.

	 Feel	free	to	talk	to	our	service	manager	or	a	
product	support	representative	to	learn	more	
about	Komatsu	customer	Support	Programs	
and	how	they	can	help	you	benefit	your	
operation.		■

PRODUCT SUPPORT
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Milling - Cold Recycle

Asphalt Pavers

Soil - Asphalt Compactors

The Wirtgen Group 
delivers it all with 

qualiTy and service 
that outlasts 

the competition.

The Wirtgen Group 
delivers it all with 

qualiTy and service 
that outlasts 

the competition.

Eugene, Oregon 
(800) 826-9811
(541) 688-7321 

Portland, Oregon 
(800) 950-7779
(503) 255-7841

Kent, Washington 
(800) 669-2425 
(253) 872-3500

Spokane, Washington 
(800) 541-0754
(509) 535-1654

Rochester, Washington 
(800) 304-4421 
(360) 748-4421





CELEBRATING 20 YEARS
 Chattanooga Manufacturing Operation 
 marks anniversary

D	 dignitaries	and	employees	gathered	to	
celebrate	the	20th	anniversary	of	Komatsu’s	
chattanooga	Manufacturing	operation	(cMo)	
in	early	november.	The	achievement	was	
honored	with	the	planting	of	a	ceremonial	
cherry	tree	similar	to	the	one	planted	on	the	site	
when	it	opened.

	 Today,	the	operation	has	a	payroll	of	more	
than	300	employees	who	work	to	manufacture	
hydraulic	excavators	and	articulated	dump	
trucks	for	the	north	american	market.	in	2007,	
the	488,000-square-foot	plant	will	roll	out	its	
34,000th	machine.

	 “This	anniversary	underscores	Komatsu’s	
commitment	to	the	north	american	market,”	
said	dave	Grzelak,	chairman	and	ceo	of	
Komatsu	america	corp.	“Throughout	the	past	
20	years,	we	have	enjoyed	a	reputation	built	on	
an	experienced	work	force;	a	strong	allegiance	
to	our	supplier	base	and	to	the	chattanooga	
community;	and	a	commitment	to	the	area’s	
economic	growth.	as	we	continue	to	expand	
Komatsu’s	presence	throughout	the	United	
States,	we	remain	loyal	to	these	initial	principles	
upon	which	the	company	was	founded.”

	 in	addition	to	Grzelak,	several	Komatsu	
executives	and	local	officials	made	remarks,	
including	Masahiro	Sakane,	President	and	
ceo	of	Komatsu	Ltd.;	dennis	riddell,	General	
Manager	of	the	chattanooga	Manufacturing	
operation;	chattanooga	Mayor	ron	Littlefield	
and	hamilton	county	Mayor	claude	ramsey.	

	 “i	believe	Komatsu	can	be	very	proud	of	its	
place	in	the	local	community,”	said	riddell,	
who	has	been	at	the	cMo	for	more	than	19	
years.	“The	community	has	really	embraced	
us	and	given	the	cMo	a	lot	of	help	over	the	
years.	in	turn,	we’ve	provided	well-paying	jobs	

with	good	benefits.	it’s	been	a	great	partnership	
between	the	cMo	and	the	local	community.”

	 Throughout	its	two	decades	of	history,	the	
Komatsu	cMo	has	seen	several	changes.	
The	plant’s	first	production	models	included	
wheel	loaders,	dump	trucks	and	small	crawler	
tractors.	The	plant	also	produced	other	
machinery,	including	motor	graders.

Continued . . .
 Dennis Riddell, 
General Manager

Komatsu’s Chattanooga Manufacturing Operation produces hydraulic excavators and 
articulated trucks. 

The Chattanooga Manufacturing Operation’s 20th anniversary celebration featured 
speakers Dave Grzelak, Chairman and CEO of Komatsu America Corp. (above left), and 
Masahiro Sakane, President and CEO of Komatsu Ltd.

Officials at the Chattanooga operation’s 20th anniversary celebration planted a ceremonial 
cherry tree, similar to the one planted on the 53-acre site when it opened.

MILESTONES
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‘A natural fit’
	 Today,	the	chief	focus	of	the	cMo	is	
production	of	hydraulic	excavators	—	which	
began	in	1990	—	and	articulated	trucks,	which	
started	in	January	2005.	The	plant	builds	five	
excavators	models	(Pc200,	Pc220,	Pc270,	
Pc300	and	Pc400)	and	three	trucks:	hM300,	
hM350	and	hM400.

	 “it’s	really	a	natural	fit	to	manufacture	both	
of	those	machines	here,”	said	riddell.	“There’s	
synergy	between	the	articulated	truck	and	the	
excavator	because,	typically,	those	machines	are	
paired	together	as	a	work	team.	it	also	made	
sense	to	bring	production	of	the	articulated	
trucks	here	because	north	america	is	the	largest	
market	for	those	type	of	trucks	globally.”

	 currently,	the	cMo	is	manufacturing	an	
excavator	in	a	little	more	than	two	days,	but	
riddell	noted	that	the	goal	is	to	drop	that	to	less	
than	two	days.	For	custom-order	excavators,	
the	plant	employs	a	“4W1d”	approach.	“That	
stands	for	four	weeks	and	one	day,”	riddell	

explained.	“our	goal	is	to	have	a	custom	
machine	built	to	the	customer’s	specifications	in	
that	amount	of	time	after	we	receive	the	order.	

	 “our	lead	time	on	articulated	trucks	is	about	
two	months,”	he	continued,	“but	we	expect	to	
cut	that	down	to	one	month	soon.	our	ultimate	
goal	is	to	reduce	it	to	a	week.”

Quality conscious
	 riddell	oversees	a	skilled	and	experienced	
staff	whose	focus	is	on	ensuring	that	every	
product	is	of	the	highest	quality.	The	plant	runs	
one	shift	per	day	for	assembly,	and	three	shifts	
in	fabrication,	which	includes	welding	and	
machining	of	components.

	 “our	philosophy	is	to	build	quality	into	
the	product,”	riddell	noted.	“each	person	is	
responsible	for	his	or	her	work.	each	machine	
goes	through	several	stations	as	it’s	being	built.	
The	workers	at	each	station	assume	the	workers	
at	the	next	one	are	their	customers.	By	doing	that,	
each	step	has	a	quality	focus.	The	end	result	is	our	
distributors	and	end	users	get	a	product	that’s	
been	built	with	the	highest	standards	in	mind.”

	 Quality	is	further	ensured	once	a	machine	has	
been	assembled.	experts	thoroughly	test	and	
inspect	machines	before	they’re	stored	on	the	
53-acre	site	prior	to	delivery	to	distributors	and	
customers.

	 “We	have	several	quality-control	checks	
throughout	the	manufacturing	process,	but	after	
the	machine	is	built,	we	go	over	it	with	a	fine-
tooth	comb,”	riddell	said.	“For	instance,	two	
people	check	over	the	excavators,	conducting	
a	90-minute	inspection.	one	examines	all	the	
operational	functions,	such	as	boom	speed,	
travel	speed,	and	up-and-down	arm	movement.	
The	other	checks	what	i	call	‘the	frills’	—	items	
such	as	the	windshield	wiper,	radio	and	
cigarette	lighter.	if	they	don’t	believe	a	machine	
is	right,	it	doesn’t	go	out.”

	 That	will	always	be	the	philosophy,	according	
to	riddell.	“We’re	very	proud	of	the	machinery	
we	produce	here,	and	20	years	is	a	great	
testament	to	the	dedication	of	both	Komatsu	
as	a	company	and	the	people	who	work	here.	
chattanooga	and	Komatsu	have	become	great	
partners	and	it’s	a	relationship	that	will	carry	
forward	for	a	long	time.”		■

General Manager Dennis 
Riddell (far right) often 

leads visitors on a guided 
tour of the plant.

Partnership with community benefits both
. . continued

Using an overhead crane, 
a worker installs the 
counterweight on a PC300LC-7 
at the Chattanooga plant.

Workers install a hose on an articulated truck at 
the Chattanooga Manufacturing Operation, which  
began producing HM300, HM350 and HM400s in 
January 2005.

More than 300 employees work at the 
Chattanooga Manufacturing Operation.
Many of those workers have been at the 
plant more than 15 years.
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Paladin Heavy Construction manufactures a full line of couplers, buckets, forks and 
specialty attachments for wheel loaders, wheel loader backhoes and excavators – precisely 
the equipment you need for versatility and greater productivity. Because we offer brand 
names you know and trust – like JRB, C&P and Badger – we’re sure to carry the right 
attachments you need to achieve highest productivity at the lowest cost.

Contact us today at 1-800-4-BUCKET. We have the attachments and  
couplers you need in stock and ready to go.

We invite you to learn more about our product offerings at 

www.paladinbrands.com.

Available through Modern Machinery

Quick  

Couplers + 

Durable 

Attachments = 

Increased 

Jobsite

Productivity

T
New alert for “gray market” machines

	 The	U.S.	environmental	Protection	agency	
(ePa)	has	issued	a	new	“gray	market”	
enforcement	alert,	according	to	associated	
equipment	distributors.	Gray	market	
machines	are	imported	from	other	countries	
and	may	not	meet	U.S.	emissions	or	safety	
standards.

	 Under	the	clean	air	act,	the	manufacture	
or	importation	of	any	nonroad	engine	
is	prohibited,	unless	the	ePa	certifies	it	
and	the	engine	displays	the	required	ePa	
emissions	label.

	 in	the	late	1990s,	a	gray	market	enforcement	
program	was	established	by	ePa	and	the	
customs	Service	to	combat	a	flood	of	illegal	
equipment	imports.	The	latest	alert	is	the	first	
such	action	since	that	time.	it	is	in	response	to	a	
recent	increase	in	imports	of	smaller	equipment	
from	asia	with	illegal	engines.

	 imported	equipment	with	engines	that	fail	
to	meet	ePa	requirements	is	subject	to	seizure	
and	exportation.	The	importers	of	such	illegal	
equipment	or	engines	can	be	fined	as	much	as	
$32,500	per	engine.		■
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M	 More	than	200	equipment	users	from	across	
the	U.S.	and	canada	got	an	up	close	and	
personal	look	at	numerous	Komatsu	machines	
designed	for	quarry,	large	construction	and	
small	mining	applications	at	Komatsu	Quarry	
days	late	last	year.	The	Quarry	days	show	was	

the	first	event	to	be	held	at	Komatsu’s	new	
proving-ground	site	located	at	the	Komatsu	
Training	center	in	cartersville,	Ga.

	 Similar	to	the	former	Komatsu	Field	days,	
the	manufacturer	will	now	stage	Quarry	days	
and	similar	shows	in	the	future	in	order	to	
provide	equipment	users	with	the	opportunity	
to	talk	to	product	managers	and	field	test	
the	equipment.	The	difference	from	Field	
days	is	that,	rather	than	have	machines	of	all	
sizes	at	the	same	show,	Komatsu	will	now	
host	smaller	events	that	focus	on	a	particular	
size	class	of	equipment.	Generally	speaking,	
quarry	machines	range	from	the	large	end	of	
the	construction	class	of	equipment	to	small	
mining-class	machines.

	 Machines	at	Quarry	days	consisted	of	
dozers,	(d85eX-15,	d155aX-6,	d275aX-5	and	
the	new	Tier	2-compliant	d475a-5),	excavators	
(Pc400Lc-7,	Pc600Lc-8,	Pc800Lc-8	and	
the	new	Pc2000-8),	wheel	loaders	(Wa430-6,	
Wa500-6	and	Wa600-6),	rigid-frame	trucks	

The Komatsu demo site is about a 12-acre area immediately behind the Komatsu Training 
Center in Cartersville, Ga. It easily accommodated 15 large machines for Quarry Days.

QUARRY DAYS
 Large machines take the spotlight at Komatsu 
 proving grounds in Cartersville, Ga.

This 100-ton HD785 haul truck breaks the ribbon at the at the grand opening of the new 
Komatsu demonstration site, which hosted its inaugural event, Quarry Days, late last year.

(L-R) Larry Smith of Smith and Sons Contracting in 
Whitehall, Mont., checks out the new machines at Quarry 
Days. With him are Dave Fleming of Komatsu, Dave 
Smith of Smith and Sons Contracting, Terry McConnell of 
Modern Machinery and David Morice of Komatsu.



(hd605-7	and	hd785-7),	the	hM400-2	
articulated	dump	truck	and	the	Gd655-3	
motor	grader.

Complete lineup
	 among	the	new	machines	at	Quarry	days	
were	the	Pc800Lc-8	and	Pc2000-8,	which	
replace	the	Pc750	and	the	Pc1800	in	the	
Komatsu	excavator	lineup.	also	new	is	the	
Wa430-6	wheel	loader,	which	replaces	the	
Wa400.	dozers	at	the	show	ranged	from	264	
horsepower	to	890	horsepower.	

	 “We	believe	our	quarry-size	group	of	
machines	is	the	most	complete	lineup	in	the	
industry	and	includes	a	number	of	units	
we	consider	to	be	unique	and	unrivaled	
products,”	said	Komatsu	Vice	President	of	
Product	Marketing	erik	Wilde.	“We	were	
pleased	with	the	opportunity	Quarry	days	
gave	us	to	show	these	outstanding	products	
to	current	and	potential	customers	in	a	real-
world	environment.”		n	

The 956-horsepower PC2000-8 (above) is a new machine that replaces the PC1800 in the 
Komatsu excavator lineup. Similarly, the new PC800LC-8 (below), has more horsepower 
and greater stability than the PC750 it replaces.

Dennis Kaercher (left) of Modern Machinery visits with 
Glen Logan of Western Energy in Colstrip, Mont.

The new D275A-3 dozer with a Tier 3 engine was one of 
four Komatsu dozers at the Quarry Days event.

The new WA600-6 wheel loader, which improves productivity while dramatically 
lowering fuel consumption, is a significant upgrade from the previous model and is 
considered to be one of Komatsu’s unique and unrivaled products.
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REALISTIC BUT OPTIMISTIC
 Komatsu America President believes 2007 
 could start another upturn in construction

QUESTION: Following three years of 
extraordinary growth in the construction 
economy, there are questions about 2007. What 
is Komatsu expecting this year?

ANSWER:	i	would	say	we’re	realistic	but	
optimistic	about	what	2007	is	going	to	bring.	
certainly,	demand	for	equipment	leveled	off	in	
2006,	largely	because	of	about	a	25	percent	decline	
in	housing	starts	compared	to	2005.	our	hope	and	
belief	is	that	the	bottom	of	the	housing	market	has	
been	reached	and	that	a	rebound	could	well	begin	
this	year.	

	 of	course,	much	depends	on	what	happens	
with	interest	rates.	our	hope	is	that	interest	rates	
are	through	climbing	and	may	actually	start	
inching	back	down	in	2007.	if	that	happens,	the	
current	excess	housing	inventory	should	get	used	
up,	which	means	more	houses	will	need	to	be	
built.

QUESTION: Beyond housing, what’s the 
construction economy like?

ANSWER:	remarkably	strong.	non-residential	
building,	highway	construction	and	mining	all	
had	excellent	years	in	2006	and	we	expect	more	of	
the	same	for	2007.	as	always,	the	level	of	activity	
will	vary	region	by	region,	but	overall	we	are	
optimistic	about	the	construction	economy	and	
Komatsu’s	place	in	it.

QUESTION: What is Komatsu’s place as an 
equipment manufacturer?	

ANSWER:	We	are	the	world’s	second-largest	
manufacturer	and	supplier	of	utility,	construction	
and	mining	equipment.	in	north	america,	my	
goal	as	president	is	to	help	Komatsu	america	
achieve	steady	and	sustainable	growth	each	and	
every	year,	and	so	far,	we’ve	accomplished	that.

	 When	you	look	at	where	we	started	from		
—	a	sales	and	marketing	company	that	simply	
imported	dozers	to	sell	in	the	U.S.	—	our	

	 Since	graduating	from	the	University	of	Tokyo	in	1977,	Ted	ohashi	
has	worked	for	Komatsu	in	increasingly	important	positions.	he’s	
now	beginning	his	fourth	year	as	President	and	coo	of	Komatsu	
america	corp.	and	he’s	not	looking	to	leave	anytime	soon.

	 “north	america	is	the	world’s	largest	market	for	construction	
and	mining	equipment	and	as	such,	is	very	important	to	Komatsu,”	
said	ohashi.	“Being	President	of	Komatsu	america	is	certainly	a	
challenge,	but	it’s	one	i	enjoy	and	i	want	to	stay	in	the	position	as	
long	as	Komatsu	wants	me	to	be	here.”

	 With	a	strong	background	in	engineering,	including	a	master’s	
degree	from	Stanford	University,	Ted	understands	the	nuts	and	bolts	
of	the	equipment	industry.	he	also	understands	what	equipment	
users	want	and	need.	“our	customers	want	reliable	equipment	and	
they	want	outstanding	support.	Komatsu	and	our	distributors	are	
committed	to	providing	both.”

	 Ted’s	wife	remains	in	Tokyo	with	their	three	sons,	two	of	whom	
are	in	college,	while	the	third	is	finishing	high	school.	“it’s	an	
accepted	part	of	life	in	Japan	to	go	where	your	job	takes	you,	so	the	
long-distance	marriage	is	not	a	major	issue,”	said	ohashi.	“Besides,	
i	travel	so	much	in	my	job	that	we	would	spend	a	lot	of	time	apart	
even	if	she	lived	here	in	chicago.	as	it	is,	she	visits	relatively	
frequently	and	i	can	plan	my	schedule	to	be	home	when	she’s	here.”

	 in	his	free	time,	Ted	enjoys	attending	the	chicago	opera	and	
playing	golf.	“on	christmas	day	2005,	i	hurt	my	back	in	a	rather	
serious	bicycle	accident,	so	i	wasn’t	able	to	play	as	much	golf	last	
year.	But	i	hope	to	make	up	for	it	in	2007.”

This is one of a series of articles based 
on interviews with key people at 

Komatsu discussing the company’s 
commitment to its customers in the 
construction and mining industries 

— and their visions for the future.

Ted Ohashi, President and COO, 
Komatsu America Corp.



growth	in	and	commitment	to	north	america	
is	remarkable.	We	now	offer	a	full	range	
of	products	and	services,	and	have	several	
manufacturing	plants	here.	Significantly,	
we	also	recently	added	the	important	r&d	
function	for	mining	trucks	and	many	dozers,	
which,	in	essence,	makes	the	U.S.	the	center	
of	the	Komatsu	universe	for	those	products.	
So,	although	we	are	a	foreign	company,	we	
also	consider	ourselves	to	be	increasingly	
american,	and	i	think	our	north	american	
customers	see	that	and	appreciate	it.

QUESTION: Speaking of customers, what are 
American equipment users looking for from 
Komatsu?

ANSWER:	equipment	users	are	very	smart.	They	
know	that	the	cheapest	price	doesn’t	necessarily	
mean	the	best	value.	at	Komatsu,	we’ve	always	
emphasized	the	life	cycle	of	a	machine.	What’s	
important	is	the	production	you	get	compared	
to	operating	costs	throughout	the	life	of	the	
machine,	which	takes	into	account	repairs,	
downtime	and	resale	value.	Komatsu	customers	
understand	that	concept	and	understand	that	
Komatsu	provides	it	as	well	as,	if	not	better	than,	
any	other	manufacturer.

QUESTION: What is Komatsu doing to 
improve customers’ experience with Komatsu 
products?

ANSWER:	our	products	have	always	been	
well-received	and	well-accepted	by	customers.	
Much	of	what	we’re	emphasizing	now	is	support	
related.	

	 For	example,	we’ve	opened	six	regional	
parts	depots	to	complement	our	national	
parts	distribution	center	to	help	us	get	parts	to	
customers	more	quickly.	We’re	taking	steps	to	
help	our	dealers	improve	their	service	technicians	
by	training	and	certifying	them	based	on	their	
level	of	expertise.	We’ve	also	increased	the	

number	of	Komatsu	service	personnel	to	help	
our	dealers	out	as	needed.	and	we’ve	put	our	
GPS-based	KoMTraX	monitoring	system	on	all	
Tier	3	machines,	which	we	constantly	track	right	
here	at	Komatsu	america	headquarters	to	help	us	
support	our	dealers	and	our	customers	much	more	
proactively.

QUESTION: When an equipment user hears the 
name Komatsu, what do you want him to think?

ANSWER:	Solution	provider.	More	than	just	
a	manufacturer	of	equipment,	we	want	our	
customers	to	think	of	us	as	a	partner	who	can	help	
them	succeed	in	their	business.	our	Working	Gear	
Group,	with	its	focus	on	developing	equipment	
and	attachments	for	specific	industries,	such	as	
material	handling	or	demolition,	is	a	good	example	
of	our	commitment	to	being	a	solution	provider.	
in	conjunction	with	our	excellent	nationwide	
distributor	network,	we	believe	we	can	help	
customers	solve	their	problems,	and	in	turn	help	
them	be	more	productive	and	more	profitable.		■

Komatsu has four 
manufacturing plants in 
North America, including 
this one in Candiac, in 
the Canadian province of 
Quebec. “Although we 
are a foreign company, the 
fact that we have a large 
factory presence, and have 
even moved some product 
R&D functions to the U.S. 
and Canada, demonstrates 
that we are becoming 
increasingly American, and 
I think North American 
customers appreciate that,” 
said Ohashi.

A slowdown in housing starts impacted construction in 2006. Komatsu America President 
Ted Ohashi is cautiously optimistic that the bottom of the housing market has been hit 
and that 2007 could start a new upturn.

Komatsu is taking steps to improve product support 
by increasing service personnel to aid distributor 
technicians as necessary. Komatsu is also working to 
certify all distributor technicians.





TIMBER TALK

PLATINUM AWARD
 Modern Machinery earns “Best Overall Dealer”    
 designation from Komatsu Forest

M	 Modern	Machinery’s	commitment	to	forestry	
customers	throughout	the	northwest	earned	
it	the	coveted	“Best	overall	dealer	Platinum	
award”	from	Komatsu	Forest	for	2006.	

	 “Modern	does	everything	well	when	it	comes	
to	forestry	equipment	sales	and	support,”	said	
Komatsu	Forest	President	Leif	Magnusson.	
“They	have	a	strong	commitment	to	forestry	
customers	throughout	their	territory	and	it	
shows	in	a	very	high	market	share.”

	 Magnusson	cited	Modern’s	machine	and	
parts	sales	as	key	factors	in	receiving	the	
award.	But	he	says	those	are	just	the	end	result	
of	a	focused	effort	to	provide	unmatched	
service	to	forestry	customers.	

	 “Modern’s	success	in	the	logging	industry	
is	attributable	primarily	to	its	desire	and	
commitment	to	be	the	best.	For	example,	
when	we	put	on	service	training	events,	their	
participation	is	very	high.	They	understand	
there	are	always	changes	in	the	equipment,	
and	they	must	stay	on	top	of	those	changes	
and	constantly	improve	from	a	service	
standpoint	in	order	to	fully	and	effectively	
meet	the	needs	of	their	customers.”

Dedicated forestry personnel
	 Toward	that	end,	Modern	has	numerous	
personnel	dedicated	solely	to	forestry	products.	
For	example,	Mike	Ployhar	is	the	Product	
Manager	for	Valmet	tracked	feller	bunchers	
(formerly	Timbco)	and	rené	Van	der	Merwe	is	
the	Product	Manager	for	Valmet	cut-to-length	
machines.	rex	Svoboda	and	Ken	ottwell	are	
highly	experienced	service	consultants.	in	
addition,	Modern	has	other	sales	people	who	
specialize	exclusively	in	forestry	equipment	
sales,	as	well	as	service	technicians	who	work	
solely	on	forestry	machines.

	 “Because	of	that	specialization,	when	
logging	customers	go	to	Modern	Machinery,	
they	know	they’re	dealing	with	people	who	
understand	their	business,”	said	Magnusson.	
“What’s	more,	they’re	one	of	only	two	
Komatsu	Forest	dealers	in	north	america	
that	have	a	product	machine	simulator,	which	
helps	familiarize	operators	with	machine	
control	systems	prior	to	machine	delivery	for	
a	safer,	faster,	more	productive	startup.	it’s	a	
significant	investment,	but	one	that	delivers	
huge	benefits	to	end	users.”

	 other	factors	in	Modern’s	forestry	success,	
according	to	Magnusson,	are	a	large	machine	
inventory,	excellent	availability	of	spare	parts	
and	strong	machine	resale	value.

	 “Part	of	that	strong	resale	value	is	
attributable	to	the	fact	that	our	product	is	very	
well-suited	to	the	northwest	and	has	a	long	
history	in	the	region,”	explained	Magnusson.	
“But	product	superiority	alone	doesn’t	sell	
machines.	it	also	takes	a	concerted	support	
effort	from	the	dealer,	and	Modern	Machinery	
has	definitely	met	that	challenge.”		■

A combination of excellent 
support and outstanding 
equipment like this Valmet 
(formerly Timbco) 445EXL 
track machine helped 
Modern Machinery earn 
the Best Overall Dealer 
award for 2006 from 
Komatsu Forest.

RELIABLE	EQUIPMENT
	 RESPONSIVE	SERVICE

Leif Magnusson, 
President, 

Komatsu Forest



S	 Since	starting	an	underground	utility	
company	in	Fort	Myers,	Fla.,	about	ten	years	
ago,	Jim	Murphy	has	seen	the	firm	grow	
from	a	handful	of	people	to	about	60	today.	
certainly,	some	of	that	growth	is	attributable	
to	a	Gulf	coast	economy	that	boomed	during	
that	period,	but	equally	important	is	the	
quality	of	work	that	J.P.	Murphy,	inc.	is	known	
for	doing.

	 “our	philosophy	is	to	get	the	work	done	
fast	and	give	the	customer	top	quality	
for	the	dollar,”	said	Murphy.	“Whether	

QUALITY USED EQUIPMENT
 How Komatsu Distributor Certified used machines   
 have helped this utility contractor grow

it’s	commercial	work,	residential	work	or	
municipal	work,	we	believe	in	providing	value	
for	the	developer	or	municipality	that	hires	
us.”

A perfect fit
	 as	his	company	has	grown,	so	has	his	
equipment	fleet,	most	of	which	consists	of	
Komatsu	distributor	certified	used	machines.	

	 “We	probably	have	at	least	15	Komatsu	
distributor	certified	used	machines,”	reported	
Murphy,	whose	fleet	includes	half	a	dozen	
Komatsu	Wa320	wheel	loaders,	numerous	
Komatsu	excavators	ranging	up	to	a	Pc600,	
and	a	couple	of	small	dozers.	“i’ve	always	
preferred	to	buy	slightly	used	equipment	to	let	
somebody	else	pay	for	the	initial	depreciation,	
so	the	Komatsu	distributor	certified	used	
program	was	a	perfect	fit	for	us.	We	get	high-
quality	used	equipment	that’s	been	inspected	
and	certified,	and	because	of	that,	we	know	
our	Komatsu	distributor	is	going	to	back	it	up.

	 “The	other	thing	that’s	important	to	me	is	
the	distributor	certified	pieces	we	buy	tend	
to	be	very	good,	low-hour	machines,	so	they	
qualify	for	extended	warranties	and	special	
rates	from	Komatsu	Financial,”	he	added.	
“The	low	interest	rates	make	an	affordable	
machine	even	more	affordable,	and	as	a	result,	
i’ve	gotten	some	very	good	deals.”

	 Murphy	says	most	of	the	Komatsu	
distributor	certified	machines	he	owns	were	
less	than	a	year	old	and	had	fewer	than	3,000	
hours	when	he	bought	them.	“i	believe	in	
buying	good	machines,	maintaining	them	
well,	and	holding	on	to	them	for	the	long	term.	
With	these	Komatsu	distributor	certified	
pieces,	i	expect	to	get	five	to	eight	years	out	of	
them,	at	least.”			■

 Jim Murphy, Owner and 
Founder of J.P. Murphy, Inc., 

owns more than a dozen 
Komatsu Distributor Certified 

used machines, including 
numerous WA320 wheel 
loaders. “With Komatsu 

Distributor Certified Used 
equipment, we get high-quality 
used equipment that’s that been 
inspected and certified, and we 
know our Komatsu distributor 

is going to back it up.”

Among J.P. Murphy’s Distributor Certified Used machines is this PC600LC-6, which is 
the company’s mainline utility machine.

DISTRIBUTOR CERTIFIED

RELIABLE	EQUIPMENT
	 RESPONSIVE	SERVICE



If it can be measured, 
     we measure it!

To learn more about Komatsu ReMarketing’s Distributor Certified Used Equipment, contact your local Komatsu Distributor 
or go to our Web site at www.equipmentcentral.com and click on “used equipment.”

 Whether you’re looking for a high-
quality machine that will become part of 
your fleet, or for a machine that will get you 
through the busy season, Komatsu Distributor Certified Used Equipment is your best alternative to buying new.

 If it can be measured, we measure it! Specially trained Komatsu Distributor Certified evaluators check, measure and diagnose 
virtually every aspect of the machine. Once the machine meets Komatsu’s high performance standards, your local distributor 
can tailor the machine for your site-specific needs. And to add to your peace of mind, most Komatsu Distributor Certified Used 
Equipment is eligible for special financing and warranty.

 Purchasing Komatsu Distributor Certified Used Equipment makes sound business sense. You’ll receive good value for 
your money and a reliable and productive machine that will get the job done for years to come — we guarantee it!



Manufacturer/Model            Description Serial No.    Year     Hours Price

Pantone 072 blue

 CRAWLER DOZERS
KOMaTsu D375a-5 u BlaDe, Ms riPPer 18563 2006 3,191 $575,000
KOMaTsu D155aX-5 su BlaDe, Ms riPPer 75026 2001 4,462 POr
KOMaTsu D155aX-5 su BlaDe, Ms riPPer 75217 2003 3,747 POr
KOMaTsu D41P-6 PaT BlD B20692 1998 4,500 $51,000
KOMaTsu D38e-1 PaT BlD, sWeePs, riPPer 86164 1999 3,024 $45,000
KOMaTsu D39eX-21a PaT BlD, a/c, riPPer 1914 2006 663 POr
caT D8r su BlaDe, Ms riPPer, a/c 7XM00578 1996 13,285 $315,000
caT D8r u BlaDe, riPPer 7XM02035 1998 13,605 $315,000
DressTa TD12cXP PaT BlD, OrOPs, sWeePs, riPPer 21077 2004 311 POr
DressTa TD8H PaT BlD, OrOPs, sWeePs, riPPer HyDs 36600 2004 836 POr

KOMaTsu Wa480-5l 6 yD, ecss, scale a37032 2003 7,480 POr
KOMaTsu Wa320-3 GP BKT, rDls, qc, FOrKs a30361 1998 10,825 $55,000
KOMaTsu Wa250l-5 rDls, a/c, ecss, qc 74232 BKT 72079 2006 2,846 POr
KOMaTsu Wa75-3 a/c, BKT, FOrKs H950961 2001 2,393 POr
caT 980G GP BKT, Bias 21Kr01073 1998 21,123 $165,000
caT 980G lOaDer 2sr508 1998 6,679 $225,000
caT 980G lOaDer, MM OWNs 2Kr02425 1998 5,065 $280,000

KOMaTsu Pc400lc-6lK 13' a, 23' B, uP PiPes, 42" + 60" BKT a83250 1999 10,875 $160,000
KOMaTsu Pc300lc-3 BKT, THuMB, GuarDiNG 13778 1987 14,922 $43,000
KOMaTsu Pc270lc-6l BKT, THuMB, GuarDiNG a83047 1999 7,282 $92,500
KOMaTsu Pc220lc-7 10' a, 42" cWs, THuMB 65735 2005 1,119 POr
KOMaTsu Pc200lc-6le 18'8" B, qc, THuMB a85493 2001 4,084 $125,000
KOMaTsu Pc128us-2 eXcavaTOr, 33" BKT 6609 2000 2,305 POr
KOMaTsu Pc120-6 8'2" a, 30" B&c 51031 1995 4,119 $45,000
KOMaTsu Pc120-6 8'2" a, 15'1" B, 30" B&c 63539 2000 3,210 $67,500
HiTacHi eX270-5 eXcavaTOr 15JP010689 2000 7,250 $85,000
HiTacHi eX120-5 eXcavaTOr e853241 1997 4,962 $42,500
KOMaTsu Pc30Mr-1 4'1" a,18" BKT 13643 2001 1,807 $26,000
KOMaTsu Pc27Mr-2 4'8" a, OrOPs, qc, THuMB 15166 2004 306 POr
KOMaTsu Pc27Mr-2 3'8" a, OrOPs, auX HyDs, qc, THuMB 15172 2004 291 POr
JcB Js330 qc, 32" + 48" BKT eO712604 2000 1,602 $129,500

caT 14H GraDer 7WJ02219 2002 6,000 $335,000
leeBOy 685 a/c, aWD, FrT PlOW 68545494 2006 140 POr

 HYDRAULIC EXCAVATORS

 WHEEL LOADERS

USED EQUIPMENT  PRICED TO SELL
(Prices subject to change without notice)

Kalispell 
3155 Highway 93 south
Kalispell, MT 59901
(800) 434-4190
(406) 755-5540

Missoula  
101 international Way 
Missoula, MT 59808
(800) 332-1617
(406) 523-1100 

Billings 
7850 south Frontage road
Billings, MT 59101 
(800) 735-2589
(406) 252-2158

Spokane 
4412 east Trent avenue 
spokane, Wa 99212
(800) 541-0754
(509) 535-1654

 MOTOR GRADERS

SPECIAL FINANCING PACKAGES ARE AVAILABLE FOR SOME MODELS. 
CONTACT YOUR LOCAL BRANCH FOR DETAILS.



KOMaTsu WB140-2T 4WD, OrOPs, sTD. arM, 12" BKT, DOrF 30098 2000 858 $39,500
KOMaTsu WB140-2T 4WD, OrOPs, sTD. arM, auX HyD, lss 30417 2001 921 $39,500

TiMBcO T475e PluMBeD PrOc HeaD cW4c21370209 2003 4,769 $183,000
TiMBcO 475eXl W/395 vT sN 902 cW4c22240829 2003 3,800 POr
TiMBcO 475eX W/quaDcO NcW4c2306021 2004 2,081 $275,000
500T HarvesTer W/965 aT4c15470607 1999 2,280 $150,000
500T HarvesTer 500T138 1995 10,000 $50,000
TiMBcO T445B W/Bar saW, 72534 lOGMaX FT4c66307149 1995 9,056 $140,000
TiMBcO T425c W/ Bar saW aT4c12520204 1998 5,600 $59,000
TiMBcO T445c W/Bar saW FT4c62805189 1995 9,070 $53,300
TiMBcO T445c quaDcO FT4c83802229 1996 9,532 $150,000
TiMBcO T445D Bar saW FT4c17140222 2000 7,223 $185,000
TiMBcO 445eXl W/22B/360 quaDcO FT4c24310916 2004 1,455 POr
TiMBcO T445D 33 Bar saW FT4c1835 2000 7,106 $125,000
TiMBcO T445D Bar saW FT4c1750 2000 7,800 $152,500
valMeT 911c HarvesTer W/965 sN 381 911c4025 1997 8,578 $150,000
KOMaTsu Pc300lc-6le WaraTaH HeaD 624 a83188 1999 7,918 $195,000
TiMBer PrO TF820 FOrWarDer TF183122001 2001 2,244 POr

KOMaTsu HD785-3 79-yD Haul TrK a3004 1990  POr
KOMaTsu HD785-3 79-yD Haul TrK 2551 1997 22,047 POr
KOMaTsu HD785-3 79-yD Haul TrK 2552 1997 19,550 POr
KOMaTsu HD785-3 79-yD Haul TrK 2553 1997 21,120 POr
KOMaTsu HD785-3 79-yD Haul TrK 2556 1997 22,597 POr
KOMaTsu HD785-3 79-yD Haul TrK 2559 1997 21,967 POr
caT 785 150-TON Haul TrK 8GB00130 1985 45,000 POr
caT 785 150-TON Haul TrK 8GB00138 1985 44,700 POr
Deere 250D arTic TrucK Be250DT20085 2005 1,500 $212,500
KOMaTsu HM350-1 arTic TrucK, T GaTe 1168 2006 1,563 POr

KPi 1830 6X20 WasH PlaNT 406066 2006 1 POr
Jci 6203-32 cOMBO screeN PlaNT sO21027 P620330805 2003 1 POr
MODerN MacHiNery 36X50 sTacKaBle cONveyOr 41807 2006  POr
MODerN MacHiNery 36X150 suPer sTacKiNG cONveyOr 406119 2006 1 POr

ir DD110 78" asPHalT rOller 157724 1999 2,641 $55,000
ir DD110HF 78" asPHalT rOller 162770 2000 3,300 POr
ir DD130 84" asPHalT rOller 171655 2003 1,044 POr
lee BOy l8000 Paver 8000T2284lD 2001 1,700 $32,500

  BACKHOES

  MISCELLANEOUS

  FORESTRY EQUIPMENT

Manufacturer/Model            Description Serial No.    Year     Hours Price

  AGGREGATE EQUIPMENT

SPECIAL FINANCING PACKAGES ARE AVAILABLE FOR SOME MODELS. 
CONTACT YOUR LOCAL BRANCH FOR DETAILS.

Magadan, Russia  
79 rechnaya street, suite 1
Magadan, russia 685021
011-7-41326-99281 or
011-7-41326-99298

Kent
22431 - 83rd avenue s.
Kent, Wa 98032
(800) 669-2425
(253) 872-3500

Rochester
19444 ivan st.
rochester, Wa 98579
(800) 304-4421
(360) 748-4421

Eugene  
4610 cloudburst Way 
eugene, Or 97402
(800) 826-9811 
(541) 688-7321

Portland  
5241 N.e. 82nd avenue
Portland, Or 97220
(800) 950-7779
(503) 255-7841

Pocatello 
2666 Garrett Way 
Pocatello, iD 83201
(800) 829-4450
(208) 233-5345 

Boise 
1257 West amity 
Boise, iD 83705
(800) 221-5211
(208) 336-8570

  HAUL TRUCKS



SERVING YOU FROM THE FOLLOWING LOCATIONS:

c.P.i.
P.O. Box 1689
c.r., ia 52406-1689
u.s.a.

Change Service Requested

Pantone 072 blue

Eugene, Oregon
(800) 826-9811
(541) 688-7321

Portland, Oregon
(800) 950-7779
(503) 255-7841

Billings, Montana
(800) 735-2589
(406) 252-2158

Missoula, Montana
(800) 332-1617
(406) 523-1100

Boise, Idaho
(800) 221-5211
(208) 336-8570

Kent, Washington
(800) 669-2425
(253) 872-3500

Spokane, Washington
(800) 541-0754
(509) 535-1654

Rochester, Washington
(800) 304-4421
(360) 748-4421

Presorted standard
us Postage Paid

c.P.i.

Pocatello, Idaho
(800) 829-4450
(208) 233-5345

Magadan, Russia
011-7-41326-99281
011-7-41326-99298

P&H®

P&H®

Kalispell, Montana
(800) 434-4190
(406) 755-5540

DRESSTA

DRESSTA


