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Komatsu SK1020 Skid Steer (ID 20054) with 83-HP
TURBO DIESEL ENG, ONE AUX HYD CIRCUIT, SUSPENSION
SEAT, SOLIDEAL 12X16.5 HD FLOTATION TIRES - WIDE
CONFIG, ADdL REAR CWT, CAB SLIDING WINDOWS, FRONT
DOOR (SLIDES OVERHEAD) W/HEATER/DEFROSTER AND
LOCKING HANDLE, A/c FOR CAB, WIPER/WASHER, HYD
DRAIN FOR HAMMER, MASTER ELEC DISCONNET SWITCH,
RIDE CONTROL, 12-VOLT ELEC OUTLET, REAR HALOGEN
WORK LIGHTS, 40-AMP ALTERNATOR, TWO-SPEED
HYdROSTATIC DRIVE, INTAKE PREHEAT SYTEM, DRY-TYPE
AIR FILTER, JOYSTICK CONTROLS, WET-DISC PARKING
BRAKES, BACKUP ALARM, ORFS HYD PIPING CONnec, AUTO
POWER CNTRL, (ANTI-STALL). . . . . . . . . . . . . . . . . . . . $45,000

KOMATSU WA450-5LK WHEEL LOADER POWERED BY
KOMATSU SAA6D125E-3 TURBOCHARGED DIESEL ENGINE
EQUIPPED WITH FULL-POWER SHIFT COUNTERSHAFTTYPE AUTOMATIC TRANSMISSION, ELECTRONICALLY
CONTROLLED SUSPENSION SYSTEM, A/C WITH HEATER/
DEFROSTER/PRESSURIZER, ROPS CANOPY, 5.5-CU.-YD.
BUCKET W/BOCE, AIR SUSPENSION SEAT, LIMITED SLIP
DIFFERENTIAL FRONT & REAR. . . . . . . . . . . . . .  $149,000

KOMATSU PC160LC-7 (ID 13925) HYDRAULIC EXCAVATOR
WITH 60-AMP ALTERNATOR, ALL-WEATHER CAB, TINTED
SAFETY GLASS, PULL-TYPE FRONT WINDOW, LOCKABLE
DOOR, INTERMITTENT WIPER/WASHER, AM/FM RADIO,
HEATER, A/C, DEFROSTER, HOT/COLD STORAGE BOX,
HYDRAUMIND SYSTEM, FULL HYDROSTATIC WITH CLOSEDCENTER LOAD SENSING AND ENGINE SENSING, 7-SPOOL
CONTROL VALVE (INCL 1 SERVICE VALVE), 6,280-LB
COUNTERWEIGHT, 31.5" TRIPLE-GROUSER SHOES, 16' 11"
BOOM, 9' 6" ARM, PATTERN CHANGE VALVE. . .  $125,000

KOMATSU PC78US-6K HYDRAULIC EXCAVATOR WITH
7'3" ARM, 24" ROADLINER TRACKS, DOZER BLADE,
AUX. HYD. . . . . . . . . . . . . . . . . . . . . . . . . . . . . . $72,500

KOMATSU PC128US-2K HYDRAULIC EXCAVATOR WITH
CAB HEAT & A/C, 8'2" ARM, 20" TRIPLE-GROUSER
PADS, 32" GP BUCKET . . . . . . . . . . . . . . . . . . . $69,500

KOMATSU WA380-5LK WHEEL LOADER WITH CAB,
HEATER AND A/C, RIDE CONTROL, 23.5-R25 TIRES,
JRB HYD QUICK COUPLER, JRB 4.5-CU.-YD. GP
BUCKET. . . . . . . . . . . . . . . . . . . . . . . . . . . . .  $120,000
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A SALUTE TO A CUSTOMER

TITUS EXCAVATING, INC.
Water and sewer work has kept this contractor
busy for almost 30 years

A

A “little mom-and-pop operation” is how
Dave Titus describes his excavating company.
But the Bismarck-based company that specializes
in underground sewer and water work is today
much more than a small-time operation.

Dave Titus,
Owner

Started in Oakes, N.D., in 1979, Titus
Excavating was founded when Dave decided
he could work for himself instead of someone
else. His wife, Sherri, joined him to handle all
the paperwork.
It was the right decision at the right time.
Today he has up to 21 employees working
during the construction season and 12 to 14
during the rest of the year.
The work he tackled originally was burying
irrigation pipe for area farmers and digging
sewer lines and basements on the side. Most
of those first jobs he could complete with one
backhoe. But as the number of jobs grew, the

Titus Excavating acquired its two Komatsu WA380-3 wheel loaders in July of 2006.

need for more and bigger equipment grew
with it. To keep that equipment busy, he
decided to try bonding some work.

Move to Bismarck
Titus won the bid for a job in the
Bismarck-Mandan area, and he and his crews
have been working there ever since. “I spent
seven years commuting from Oakes to Mandan
on the weekends, so four years ago we decided
to move to Bismarck,” explained Titus.
A typical job today for Titus Excavating
involves water and sewer work — canal
cleanouts, laying underground tile, putting
down riprap, bank stabilization work, putting
in water pipe — usually for FEMA, county
water boards or municipalities.
Titus runs two crews that usually work in
the Bismarck area. Right now they are working
on two big jobs, one in the South Bay area of
Bismarck, where they are putting in 14,000 feet
of piping, and one farther south. The South
Bay job will be completed by next June.

Komatsu loaders from General
The second job involves cleaning out ditches
and stabilizing the banks with riprap. Working
on that job is a Komatsu WA380-3 loader from
General Equipment & Supplies. “We bought
two WA380s from General last year and we
really like them,” Titus reported.
Both loaders feature VEI scales and have fork
attachments. Crews use them for backfilling
trenches, hauling material and loading riprap,
according to Titus. One feature he said he
particularly likes about the loaders is their
positive four-wheel drive. “We often work in wet
conditions and it really helps,” he noted. “It’s like
having a full-time, four-wheel-drive tractor.”

The company also purchased two NPK10C
plate compactor attachments from General
Equipment for its excavators. “We use them
all the time and they have sped up our
production tremendously,” observed Titus.
Since last year, Titus said they have come to
depend on General and Sales Representative
Ron Arth. “We’ve formed a great relationship
with General,” he said. “They’ve taken care of
a number of problems that I’ve had, even with
other equipment.”

Titus Excavating Operator Cliff Heilman uses the Komatsu
WA380-3 wheel loader to move a load of rock that will
eventually be used for bank stabilization work.

Having that kind of relationship has helped
his business, he added. “I have to be able to
depend on my equipment and the distributor
to support that equipment. General gives
excellent service. If one of my machines goes
down, they provide another machine for me so
I don’t have to stop working. That’s especially
important with bid work because it has to be
completed in a timely manner.”
Another strong supporter for his business,
according to Titus, is the Sargent County Bank in
Foreman. “All the years we’ve been in business,
they have stood behind me 150 percent,” he said.

No shortage of jobs

The improvement is
noticeable when Titus
Excavating cleans
out the sediment that
develops at the bottom
of canals or ditches.

Since Titus started the business almost 30 years
ago, he’s never had to take a job he didn’t want.
In fact, this year they’ve had to turn down work.
“If we do a good job and give our customers a
good price, we will be busy all the time,” he said.
Customers often compliment him on the
work. “All our employees are excellent,”
acknowledged Titus. “I couldn’t run this
business without good employees. It makes
me feel good that my guys are getting the job
done and I don’t have to baby sit them.”

Titus Excavating, Inc.
Owner Dave Titus (left)
knows he can call on
General Equipment Sales
Representative Ron Arth
for assistance with his
equipment needs.

One man he particularly relies on is Chip
Strochine, who supervises one of the crews.
“He’s been with me for four years,” said Titus.
“Before that, I did everything and it was very
tough on me.”
Today Titus spends most of his time in the
office, but gets out in the field when he can. “I
really enjoy being out there,” he said.
In the future, he plans to ease up on any
expansion of the business. “I want to stay

right where we’re at,” he emphasized. “I don’t
consider myself to be a large contractor. My
wife and I run the business, so if we can’t
handle it, it’s time to scale back.” n
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A SALUTE TO A CUSTOMER

HANSON AUTO CRUSHING
& TRUCKING, INC.
Scrap iron cleanup has become big business
for this Minot contractor

N

North Dakota’s countryside can be a gold
mine for metal recyclers, according to Evan
Hanson, owner of Hanson Auto Crushing &
Trucking, Inc. in Minot.

Evan Hanson,
Owner

“It’s a never-ending job to clean up the
countryside,” said Hanson, who started
his business gathering scrap metal from
farmsteads eight years ago. “Steel prices are
high right now, so we’re getting good prices
for the scrap metal.”
Old farm machinery, combines and trucks
make up the majority of the metal collected
from farms around the state. Hanson usually
contracts with a farmer to use his land for
gathering up material from within about a

Hanson Auto Crushing & Trucking Operator Mike Ihli uses the Komatsu PC200LC-6
excavator with a shear attachment to cut down metal at the Gerdau Ameristeel scrapyard
in Fargo.

15-mile radius. He has taken in up to 600
tons of steel from just one area.
“There is iron everywhere; it’s almost
unbelievable,” he commented.
After Hanson brings the scrap metal to
a central location, he and his crew clean it,
cut it into pieces and haul it to a processing
facility where it is melted down and
recycled.

Part time to full time
Hanson started his business in 1999 after
working at it part time while holding down
a full-time job with a scrap yard in Minot.
Once he decided to go on his own, business
snowballed.
“We just kept growing and growing,”
he said. Eventually he saw the need for a
shear to cut up the metal. He bought his
first Komatsu excavator, a PC250LC-6 with
a Genesis 400R shear, two years ago from
General Equipment & Supplies. Today,
he owns three excavators — the PC250, a
PC220LC-3 with an electromagnet, and a
PC200LC-6 with a Genesis 300R shear. Both
shears have a rotating head and the magnet
attachment turns on and off to pick up and
dump metal.
Since Hanson added the excavators to his
business, he has branched out to take on
more industrial accounts and is also doing a
large volume of custom shearing.
Helping to keep up with the demand for
his services are three employees — Chris
Willoughby, Eddie Patterson and Mike Ihli.

“We never have any trouble finding scrap
metal,” noted Hanson. “We keep busy without
having to bid on jobs anymore. Customers just
call me and say, ‘Come clean it up,’ and it’s a
done deal.”

Credits Komatsu equipment
Having equipment that looks good and is
efficient has helped to build the company’s
reputation for service and productivity,
according to Hanson, who gives much of the
credit to his Komatsu machines.

Hanson Auto Crushing & Trucking made its first Komatsu purchase, this PC250LC-6
excavator with a shear attachment, about four years ago.

“I have liked Komatsu from the beginning
because I saw the difference in shearing with
other brands and there was no comparison,”
he asserted. “In my opinion, Komatsu had
more power to cut better, so when I decided to
get in the business, I wanted Komatsu.
“The PC250 already has 13,000 hours
and doesn’t burn a drop of oil,” he added.
“They are durable machines. We have no
complaints.”
Hanson also likes the service his company
receives from General Equipment and
Supplies. “General does it all for us,” he
confirmed. “Usually when I call, they are right
here, and that’s a plus. I can’t say enough about
our Sales Representative Dave Solper because
when I call, he goes right to work, getting me
another excavator or whatever I need.”

Owner Evan Hanson has been pleased with the productivity of his Komatsu excavators.
“They are durable machines. We have no complaints.”

The machines are usually on the job for nine
months out of the year, processing about 500
tons of steel a month. When he started the
business, Hanson was doing about 100 to 200
tons monthly. He admits he didn’t think the
business would grow this large.
“I thought having one excavator would be
plenty,” he recalled. “Now our fleet just keeps
growing, because we can’t get everything done
if we don’t have the right equipment to do it.”

Looking ahead
He foresees more growth in the future. “I
think the sky’s the limit,” he predicted. “We
can make this business whatever we want it to
be, but the question is, how many employees
do I want? I don’t want to get to the point
where all I do is figure out where the guys are
going from job to job.

(L-R) Operator Mike Ihli, Operator Chris Willoughby,
Owner Evan Hanson and Operator Eddie Patterson are
the team behind the success of Hanson Auto Crushing &
Trucking.

“That’s not for me,” he added. “I’ve got to
be hands-on. I want to work the jobs alongside
my employees, doing whatever needs to be
done.” ■
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GUEST OPINION

WATER FUNDING APPROVED
AGC praises Congress for overriding
a presidential veto

T

The Associated General Contractors of
America (AGC) applauds Congress for
successfully overriding President Bush’s veto
of the Water Resources Development Act of
2007 (WRDA), which authorizes investing $23
billion in civil-works projects administered by
the U.S. Army Corps of Engineers.
“The veto override means that this nation
will finally have the opportunity for new
investments in improved flood control,
increasing navigation capacity and ecosystem
restoration,” said AGC CEO Stephen E.
Sandherr.
AGC played a central leadership role in
the veto override and passage of the largest
civil-works bill in the nation’s history and
hailed Congress for its willingness to stand up
and recognize the need for investment in our
nation’s water resources.
“In order to maintain our economic
competitiveness and national security,
we must be willing to make the necessary
investments in our critical infrastructure,”
Sandherr commented. “The seven-year gap
in reauthorizing WRDA and the increasing
need to invest in our nation’s water resources
account for the $23.2 billion in project
authorizations. The figure represents a small
down payment toward covering the nation’s
staggering waterways investment gap.”
WRDA contains several AGC-backed
provisions to improve how the U.S. Army
Corps of Engineers prioritizes projects and
how they will be developed in the future.
Sandherr added, “Hurricane Katrina
should be a lesson to us all: we must invest
now or suffer the consequences later. These

are projects that will determine whether
dams and levees are secure, whether water
resources for this nation are available and
whether we do important environmental
restoration to mitigate the impacts of
catastrophic storms.” ■
Late last year, the House and Senate
overrode President Bush’s veto of the Water
Resources Development Act (WRDA) of 2007.
The vote to override was 361 for, 54 against
and 17 not voting in the House, and 79 for, 14
against and 7 not voting in the Senate. Here
are comments from the construction industry
group Associated General Contractors of
America (AGC) regarding the override vote.

Stephen Sandherr,
CEO, Associated
General Contractors

Beach restoration and other projects are among those funded following Congress’s
override of President Bush’s veto of the Water Resources Development Act of 2007.

INDUSTRY OUTLOOK

CONSTRUCTION SPENDING
Nationally, 2007 shows decline for first time in
14 years, but location tells the real story

Here’s a quick review
and outlook for 2008
from a variety of sources
serving the construction
industry.

I

It’s said that “all politics are local.” In this
election year, the same could be said about
the health of the construction economy. It’s all
local. Although every day seems to bring more
news about the housing slump and how it’s
negatively impacting construction, the depth
of the problem depends almost entirely upon
your location, location, location.
While a few parts of the country are indeed
in a downturn fueled by a sour housing
market, other regions — primarily those that
didn’t experience the rapid rise and speculative
buying that occurred in some of the hottest real
estate markets in 2004, 2005 and 2006 — are
still doing just fine. Perhaps not at the level of
activity that occurred during the peak of the

The housing slowdown has received a lot of national news attention, but the problem is
most acute in just a handful of areas. In many parts of the country, houses are still being
built and the National Association of Homebuilders expects “a modest recovery” to
begin in the third quarter of this year.

boom years, but houses are still being built
in much of the country. And nonresidential
construction, along with public construction,
continued to show nice gains last year.
That said, 2007 did mark the end of a
remarkable national run for construction. For
14 straight years, total construction spending
grew each and every year — four times by
double-digit numbers. The compounding
cumulative effect of these increases means
construction dollar volume was almost three
times higher at the end of 2006 than it was
in 1993. The final figures for 2007 weren’t
available at press time, but forecasters
estimated that the decline would end up
somewhere between 4 percent and 8 percent.
So what will 2008 bring? Here is what the
leading forecasting firms are projecting.

A mixed bag of forecasts
According to Engineering News-Record
(ENR), McGraw-Hill Construction, a leading
forecasting firm of which ENR is a unit,
predicts the sharpest 2007 decline — down
8 percent — followed by another 2 percent
decline in 2008.
McGraw-Hill blames the housing crisis
almost exclusively for creating last year’s
drop, as well as this year’s projected
continuing slide. Nonetheless, McGraw-Hill
Construction’s Chief Economist Robert
Murray refused to call it the end of the up
cycle that began in 1991.
“If single-family housing is excluded,
construction activity in 2007 registered a 3
percent gain, and (2008’s) decline is ... very
modest...,” he was quoted as telling ENR. “The
downside on the nonresidential building and
public works side of the forecast is minimal.”

According to ENR, the Portland Cement
Association cites a continuing downturn in
residential construction for its somewhat
bearish assessment of 2008. PCA is forecasting
a 3.9 percent drop in 2007 followed by
a 3.7 percent decline in 2008. It has low
expectations for a housing rebound this
year, projecting an 8 percent drop in total
residential construction in 2008, on top of a 17
percent residential slide in 2007.
At the other end of the spectrum are
industry management consultant FMI Corp.
and Reed Construction Data.

Public
construction,
such as road
building (left),
and commercial
construction
(above) continued
to show growth
in 2007 with solid
increases expected
to continue this
year as well.

FMI Corp. is forecasting a less-than-5-percent
decline in 2007, followed by a near 2 percent
increase in total construction put-in-place in
2008. “We are probably on the optimistic side of
the forecasting business but we don’t see current
events impacting the overall economy, which
should continue to be strong,” FMI Construction
Economist Heather Jones told ENR.
FMI Corp. expects health care, public safety,
education and power sectors to lead the way
back, and forecasts only a 2 percent drop in
total residential construction in 2008.
The Reed Construction Data forecast is even
rosier, with a prediction that construction
spending will be down only 1.7 percent in 2007
and will rebound with a 7.1 percent increase
in 2008. According to Reed, the gains will be
small early in the year, but will progressively
increase. Reed notes however that there is a
“larger-than-usual error range about this forecast
since the forecast period includes a projected
turnabout from decline to increase,” and because
housing start trends are “still somewhat fuzzy.”

“Good growth in front of us”
As for those housing starts, the National
Association of Homebuilders (NAHB) says
the industry should bottom out in 2008 and
“begin a modest recovery,” starting in the
third quarter. NAHB Chief Economist David
Seiders cites a solid overall economy and
jobs growth; core inflation remaining under
control; an easing of the credit crunch in
mortgage markets; and an improvement in the
supply-demand equation as excess inventories
are whittled down.

Underscoring the idea that housing is more
of a local and regional problem than it is a
national one, NAHB reports that a majority
of markets (200 of 363) continue to experience
“modest and sustainable” appreciation in
house values, adding, “The fallout from
irresponsible subprime ARM lending will
not include deep, nationwide house price
declines.”
While acknowledging that there’s been
some national weakening in permit numbers,
NAHB says many of the stronger markets in
the country remain at or above preboom levels
of production. The organization projects total
housing starts in 2007 to register 1.363 million
and expects that figure to fall to 1.2 million in
2008 before rebounding in 2009.
“By the end of 2009, we may be at a pace of
1.5 million units of new housing production,”
said Seiders. “Once we are out of the woods,
we should see good growth in front of us,
maybe 2 million per year.” n

Available through General Equipment & Supplies, Inc.

RELIABLE EQUIPMENT
RESPONSIVE SERVICE

NEW PRODUCTS

NEW SMALL WHEEL LOADERS
		Variable traction control system gives
		Dash-6 models firmer footing

I

Improving on what was already a good thing
is never easy, but Mike Gidaspow, Komatsu
Product Marketing Manager for Wheel Loaders,
says Komatsu did it with the launch of its new
Dash-6 models of the WA200, WA250 and WA320
wheel loaders. The main reason: they now offer
the advantage of variable traction control.
Variable traction control allows operators
to fine-tune the machine to match ground
conditions. The traction control switch
reduces the tractive effort of the machine
when traveling at low speed. Combined with
torque proportioning differentials, or optional
limited-slip differentials, the variable traction
control provides several benefits.
“The WA200, WA250 and WA320 have
long been trusted, versatile machines in road
work, utility, agricultural and a host of other
applications,” noted Gidaspow. “With the
enhancements we’ve made, such as variable
traction control and Tier 3 engines, users are
going to find them to be even more effective
and productive.”
Each loader has three variable traction
control modes (A, B and C) that offer different
levels of traction control. The A mode allows
for 75 percent tractive effort, B provides 65
percent and C offers approximately 55 percent.
“The previous models had only one level of
traction control, which was basically on or off.
With the new WA200-6, WA250-6 and WA320-6,
users get three,” noted Gidaspow, who added
that parallel tool carrier versions will be coming
very soon. “The variable traction control offers an
advantage when operating on soft ground where
the tires are apt to slip. It eliminates excessive
bucket penetration and reduces tire slippage
during stockpile loading to improve the work
efficiency.

“Komatsu’s hydrostatic loaders have always
had a great deal of pushing power, and these
are no different,” Gidaspow added. “Usually,
that’s good, but sometimes it can be too much
power. In those instances, the tires tend to
spin, so the power isn’t going to the ground.
With the variable traction control, the operator
can reduce the pushing power and the spin.
Reducing tire slippage will extend tire life, and
with tire prices climbing, that will make a big
difference in the bottom line.”

Mike Gidaspow,
Product Marketing
Manager Wheel Loaders

S-mode, Max. traction
An S-mode is also standard, and provides
optimum driving force for operation on

Continued . . .

Brief Specs on Komatsu Dash-6 Wheel Loaders
Model

Net hp

Operating weight

Bucket Capacity

Breakout force

WA200-6

126 hp

23,160-23,457 lbs.

2.2-3.2 cu. yd.

18,298-23,038 lbs.

WA250-6

138 hp

25,441-25,904 lbs.

2.5-3.5 cu. yd.

24,250-30,535 lbs.

WA320-6

167 hp

31,590-32,070 lbs.

3.0-4.2 cu. yd.

24,870-33,380 lbs.

Komatsu’s new small wheel loaders have variable traction control, which allows
operators to fine-tune the machine to match ground conditions. Each loader has three
variable traction control modes that offer different levels of traction control from 75
percent to 55 percent tractive effort.

New features offer efficiency, operator comfort
. . . continued

slippery road surfaces. “Many contractors
also do snow removal in the winter, and the
S-mode is well-suited for those conditions,” said
Gidaspow. “It changes the tractive effort curve to
reduce slipping when traveling at a low speed.”
A Max. traction switch is also standard and
is located on the work equipment control lever,
so it’s easy for the operator to turn it on or
off. When the traction control is on or S-mode
is selected, pushing the Max. traction switch
cancels the setting of the traction control
temporarily and increases the tractive effort
to full. Pushing the switch or changing from
forward to reverse again automatically returns
the tractive effort to its set value. That’s useful
for operations such as stockpile work, which
requires temporary, large tractive effort.
Like Komatsu’s other Dash-6 models (WA380
through WA480), the new WA200, WA250 and
WA320 are powered by ecot3, Tier 3-compliant,
turbocharged engines that reduce emissions
without reducing power or fuel efficiency. Each
model got a boost in horsepower and operating
weight that helps increase tipping loads
compared to its predecessor.
Also new is a hydraulically driven,
auto-reversible fan. When the switch is in
the automatic position, the fan intermittently
revolves in reverse for two minutes every two
Komatsu added its ecot3, Tier 3-compliant turbocharged engines to the new WA200-6,
WA250-6 and WA320-6 wheel loaders for better fuel efficiency with lower emissions.

hours and can be easily reprogrammed for
other cycles.
“The auto reverse fan works great in
high-debris applications by keeping the
radiator cleaner and reducing the amount of
time the operator has to spend outside the
machine cleaning it out,” Gidaspow said. “It
works automatically, but the operator can
also manually reverse the fan if he feels it is
necessary, depending on conditions.”

An outstanding choice
Less time cleaning the radiator means
more time in the cab, which is larger and
more operator-friendly. Komatsu moved the
air-conditioning system from the back to the
front to allow more space for seat adjustment.
An electronically controlled directional lever
lets the operator change direction with the
touch of a finger, without removing his hand
from the steering wheel, which is on a tiltable
steering column. A multifunction control lever,
integrated with a forward and reverse switch,
allows easy operation to reduce fatigue and
increase controllability. An adjustable wrist
rest is standard, as is a right-side control panel
where the operator can control the speed range,
maximum travel speed in first gear, tractive
effort and reversible fan. Wide, pillarless, flat
glass provides excellent front visibility.
The improved Equipment Management
Monitoring System (EMMS) is mounted in
front of the operator for easy viewing, so he
can check gauges, warning lights and feature
functions, such as action-code displays and
replacement-time notices.
“Also standard is KOMTRAX, Komatsu’s
remote monitoring system which can send
location and other valuable information
about the machine to a secure Web site,
where Komatsu and its distributors can track
error codes and schedule maintenance,”
said Gidaspow. “Komatsu offers five years
of free service, which is unprecedented in
the industry. It’s just another advantage that
Komatsu offers on these new machines.
Along with all the other features the WA200-6,
WA250-6 and WA320-6 have to offer, they are
outstanding choices for anyone who uses these
size classes of wheel loaders.” n
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CRUSHING PRODUCTS

THE NEW BR580JG-1
Komatsu’s mobile jaw crusher offers greater 			
production to crushing and recycling operations

A

As more projects call for the recycling and
reuse of existing materials, mobile crushers have
become increasingly in demand. So has the need
to crush more material faster, a task handled by
Komatsu’s new BR580JG-1, the largest in the
Komatsu lineup of mobile crushers.

Mike Vigil,
Product Manager,
Mobile Crushers

Komatsu’s new
BR580JG-1 mobile jaw
crusher is suitable for a
variety of applications,
including quarry,
demolition and highway
construction where old
pavement is crushed to
make base material.

The BR580JG-1 (replacing the BR550JG)
is powered by a fuel-efficient, water-cooled
345-horsepower Tier 3 engine that’s
suitable for a variety of applications,
including quarry, demolition, and highway
construction where old pavement is crushed
to make base material. An electronically
controlled common-rail fuel-injection system
is EPA Tier 3-certified and provides low-noise
operation that’s fuel-efficient, powerful and
productive.

Brief Specs on Komatsu BR580JG-1
Net Hp

Operating Wt.

345

108,000 to 112,440 lbs.

“These are on-site crushers designed to save the
customer hauling, fuel and dumping costs,” said
Mike Vigil, Product Manager, Mobile Crushers.
“The savings are potentially enormous; therefore,
this segment of the market is growing rapidly.
Komatsu designed the BR580JG to help users be
more productive and efficient in their operations,
not only by producing significant tonnage per
hour, but through ease of setup and maintenance.
It’s mobile, so it can be up and running in a
matter of minutes and adjusted quickly and
easily to switch among materials.”

“A powerful tool”
A large-capacity hopper is accessible from
three sides for material loading. Depending on
the size of material needed, the new BR580JG-1
jaw crusher uses an automatic discharge system
that makes it easy to change the opening of
the discharge port with a simple one-touch
operation. The opening is adjustable from 2.2
to 7.9 inches OSS (Operating Side Setting).
Sprinkler nozzles are standard at the jaw entry,
discharge and main conveyer discharge to
minimize dust.
Komatsu’s BR580JG-1 has several special
features, including the patented HydrauMind™
fully hydraulic drive system that delivers the
right amount of oil through load-sensing and
pressure-compensated valves, sensing overloads
and automatically slowing the feeder down.
“We worked with crusher users to design
the BR580JG-1 to not only be the largest in
its size class, but to be the most efficient and
cost-effective machine for their operations,”
said Vigil. “We believe this machine will be a
powerful tool in the crushing and recycling
industries and is a perfect complement for
operations that want to add those services to
their lists of capabilities.” n
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PRODUCT NEWS

WHEELS OR TRACKS?
What to consider before you buy a compact track
or skid steer loader

I

In the last five years, the market demand
for Compact Track Loaders (CTL) has more
than doubled in size, speaking volumes for the
capability and versatility of these rubber-track
machines. Because of this surge in sales, many
in our industry speculated that the track
machines would completely replace rubber-tire
skid steer loaders (SSL). After gaining
experience with both types of machines,
owners and manufacturers have learned that
each machine (SSL or CTL) has its place.
The skid steer loader is very agile and quick,
making tight and spin turns easily. It operates
well on solid or relatively dry soils and on hard
and abrasive surfaces. Tires are considered a
maintenance item and can be economically and
quickly replaced when worn.
Compact rubber-track loaders excel not
only on dirt, but in less-than-ideal traction
conditions. The CTL can work effectively in
wet, muddy and soft soil or where wheels
can’t go. The key to their success is the added
flotation provided by the large surface area of
the tracks riding over the ground. The long and
wide track surface also allows CTLs to work on
slopes where a wheeled machine would tip.
Compact track loaders are not as well-suited
as skid steer loaders to applications that require
tight turns (spin turns) or on abrasive surfaces.
Although they will work effectively on abrasive
surfaces, track wear will accelerate and new
tracks cost about four times more than new tires.
“The best suggestion we can make to
prospective purchasers is to clearly understand
the strengths of the SSL versus the CTL, and have
a clear picture of the machine’s intended work
environment before deciding which machine
will be best suited for those purposes,” said Bob
Beesley, Komatsu Product Manager. n

Wheels or tracks?

Both compact track loaders (CTL) and rubber-tire skid steers (SSL) offer numerous
advantages to help make your business efficient and productive. Use the chart below
as a guide when consulting with your Komatsu sales professional about the purchase
of a new or used CTL or SSL.

In Comparison
Komatsu Models
SK1020-5
CK30-1
SK1026-5
Machine Type
SSL
CTL
SSL
Rough Terrain		
X		
Poor Ground Conditions		
X		
Pavement
X		
X
Snow and Ice
X		
X
Materials Yard
X		
X
Hard Surface-Recycling
X		
X
Gradeability		
X		
Tight Turns-Spin Turns
X		
X
Flotation		
X		
Max Travel Speed
X		
X
Rated Operating Capacity/lbs.
2,000
2,485
2,650
Percent of Tipping Load
50
35
50
Tipping Load/lbs.
4,000
7,100
5,300

CK35-1
CTL
X
X

X
X
2,755
35
7,870

Brief Specs
Model

SK815-5

Loader Type

Radial

Rated Capacity 1,550 lbs.
Power

54 hp

SK820-5

SK1020-5

SK1026-5

Vertical

Radial

Vertical

1,900 lbs.

2,000 lbs.

2,650 lbs.

54 hp

84 hp

84 hp

CK30

CK35

Radial

Vertical

2,485 lbs. 2,755 lbs.
84 hp

84 hp
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PRODUCT SUPPORT

IMPROVING AVAILABILITY
Komatsu speeds parts orders with
the completion of eight regional depots

K

Komatsu, long an industry leader in
parts availability, further strengthened its
commitment to keeping owners’ downtime
to a minimum with the completion of eight
regional parts depots. Located throughout
the United States and Canada, the depots are
designed to expedite parts orders.
The newest depot recently opened in
Savannah, Ga. It joins a list that includes
Pittsburgh, Las Vegas, Minneapolis, Denver
and Portland in the U.S., and Vancouver and
Toronto in Canada. In addition, Komatsu has
a master parts distribution center in Ripley,
Tenn.
“These regional parts depots combine
to significantly increase our available
warehouse space and improve our overall
parts availability,” said Frank Pagura, Vice
President, North American Parts Operations.
“They’re strategically located so we can deliver
parts to the distributor quickly and effectively.
Our distributors already have a vast inventory
of parts on hand, and these regional depots are
one way to augment that.”
The regional parts depots are part of a
comprehensive three-tier approach to parts
fulfillment:

• Komatsu will work closely with its
distributors to monitor and improve local
parts stocking and availability of “on-the-shelf
inventory” at distributor locations. This will
ensure Komatsu and its distributors optimize
their “common parts” inventory to best meet
customer needs.
• The eight regional parts depots add
another layer of support to the parts network
with dedicated and continuous nightly
trucking routes between Komatsu’s master

parts distribution center, the regional parts
depots and distributor locations.
• Komatsu has improved the customer
service, technical assistance and response
teams as well as increased the inventory
levels and parts availability at its master parts
distribution center. This facility has 584,000
square feet of inventory space, operates 24
hours a day Monday through Friday (7 a.m.
to 3 p.m. on Saturday), with call-in service
available during all other hours and holidays.
Customers always have 24-hour access to parts
books and ordering at Komatsu’s parts Web
site, www.epartscentral.com

Frank Pagura,
VP of North American
Parts Operations

“The regional parts depots are definitely a
milestone, but it goes a lot deeper than that,” said
Pagura. “This is the culmination of planning and
restructuring to improve and strengthen our total
parts availability and distributor and customer
support at all levels.” ■
Komatsu regional parts depots, like this one in Las Vegas, are strategically located to deliver
parts to the distributor quickly and effectively.

GORMAN-RUPP PRIMING-ASSIST PUMPS

Sizes up to 30".
Heads to 470'.
Flows to 40,000 GPM.
There’s no comparison. Gorman-Rupp
delivers the biggest, broadest pump
line in the business. On construction
and sewage bypass jobs with tricky
intermittent flow, a Gorman-Rupp
pump easily handles solids up
to 6" in diameter. Get your hands
on a Gorman-Rupp, the world’s
undisputed standard in prime-assist
performance.

FARGO • (701) 282-2662
MINOT • (701) 852-0479
BISMARCK • (701) 223-9700
A-404

© Copyright, The Gorman-Rupp Company, 2002

Gorman-Rupp Pumps – Mansfield Division is an ISO 9001 Registered Company
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NEW PRODUCTS
KOMATSU
& YOU

“A GREAT TIME TO BE PRESIDENT”
Komatsu America Corp.’s new President views
current construction economy as an opportunity

Q

QUESTION: You became President of Komatsu
America Corp. in April of 2007. Is this a good
time to be President of Komatsu America?
ANSWER: Clearly, it’s a more challenging
market than we’ve seen for the last three or
four years, primarily because of the housing
slowdown. Exactly how challenging remains
to be seen. We’re predicting that overall
construction equipment sales in North America
in 2008 will be decreasing from 2007. Due to
substantial growth for Komatsu in Asia, in
particular in China, that means North American
sales will account for about 20 percent of
Komatsu Ltd.’s total sales, whereas in recent
years, it was about 30 percent.
That said, I think it’s a great time to be President
of Komatsu America. Any manufacturer can sell
equipment when demand is booming. But in a
somewhat tighter market, you need to be a cut
above. I believe Komatsu and its distributors
are a cut above, and our present economic
environment presents an excellent opportunity to
prove that to our customers.
QUESTION: In your opinion, what makes
Komatsu “a cut above” its competition?
ANSWER: Quality and reliability are the
keys to everything we do as a manufacturer.
Our mission is to supply high-performance
and high-quality products and services to
our customers. We believe we have the most
productive and most efficient machines in
the world. Our effort now is to improve our
customer relationships. Of course, we have
always tried to work with our customers
to meet their needs, but this is a renewed
point-of-emphasis for us this year.
QUESTION: How do you go about
improving relationships with customers?
Continued . . .

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.
Hisashi “Jim” Shinozuka,
President/COO,
Komatsu America Corp.

In April 2007, Hisashi “Jim” Shinozuka was appointed
President and Chief Operating Officer of Komatsu America Corp.
Born and raised in Osaka, Japan, Jim earned a law degree from
Waseda University in Tokyo. Upon graduation in 1978, he joined
Komatsu, starting in production control at the Oyama factory
where Komatsu engines are made.
Since that initial job, Jim has held many positions, with
numerous postings around the world, including stops in Mexico,
Istanbul and Miami. Immediately prior to becoming President of
Komatsu America, Jim served as General Manager, Americas and
European Business Division at Komatsu Ltd. global headquarters
in Tokyo.
Upon accepting the position of Komatsu America President,
Jim and his wife, Hiroko, moved to Chicago, home to Komatsu’s
North American headquarters. The Shinozukas have two
children, a married daughter and a son who’s attending
university in Japan.
“I’m pleased and excited to be a part of Komatsu America
Corp.,” said Jim. “Chairman Dave Grzelak and I work together
as a team to set policy, implement strategy and to constantly
monitor the construction equipment industry and our place in it.
It’s my job to see that Komatsu America is always moving in the
right direction, and that we’re taking the necessary steps that will
allow us to best serve our employees, our distributors, and most
of all, our customers.”

KOMTRAX gives Komatsu the industry edge
. . continued

ANSWER: We believe our KOMTRAX
machine-monitoring system is tremendously
beneficial for our customers and will go a long
way toward cementing a relationship. The
KOMTRAX system provides the customer with
information, including location, service-meter
readings and fuel efficiency reports. With the
customer’s approval, his Komatsu distributor
also has access to the information and can use it
to take care of basic maintenance services, track
machine performance and offer advice regarding
possible repairs or component replacements that
will save money, lessen downtime and improve
performance over the long term.
With KOMTRAX, Komatsu, our distributors
and our customers are working together as
With the KOMTRAX
machine-monitoring system,
which is installed on virtually
all Tier 3 Komatsu machines,
contractors can track their
equipment’s performance from
a laptop or office computer.

Komatsu America Corp. President Jim Shinozuka believes Komatsu’s current product lineup
is “the best it’s ever been,” and says the company’s target is to have two-thirds of its products be
“unique and unrivaled.”

a team to improve machine performance,
productivity and owning and operating
costs. We see it as a win-win-win relationship
that improves communication and benefits
everybody.
QUESTION: Don’t most manufacturers have
a similar machine-monitoring system?
ANSWER: Many do offer such a system, but
there are big differences between their systems
and ours. For example, KOMTRAX is standard,
factory-installed equipment on virtually all new
Tier 3 machines. It’s not just offered as an add-on
from the dealer. That’s because Komatsu doesn’t
view KOMTRAX as a commercial product to sell,
but rather as a tool that enhances communications
among the customer, distributor and Komatsu.
As a result, Komatsu can offer a better
fleet-management opportunity to our customers.
With KOMTRAX, customers can expect higher
productivity and lower cost per ton.
QUESTION: Other than KOMTRAX, what
differentiates Komatsu equipment from the
competition?
ANSWER: We commit substantial spending
on research and development (R&D) to
ensure that we remain an industry leader, in
particular regarding technologies that make
our machines more productive and more
efficient. This R&D commitment enables us to
continually release new and updated products.
We believe right now our product lineup is
the best in our history and we also think it’s
the best available. Our target during the next
year or two is to have two-thirds of our product
lineup be clearly and demonstrably superior to
any competitive machine. The Japanese word
for such equipment is “Dantotsu,” which means
it’s unique and unrivaled.
QUESTION: Komatsu sometimes refers to
itself as a “total solution provider.” What
does that mean?
ANSWER: It means we cover all the bases
for our customers. We offer all types of
machines and all sizes, from the smallest to the
largest. It means that, in conjunction with our
distributors, we’re able to provide the parts
and service support to keep that equipment up
and running. And most of all, it means we’re
committed to helping our customers succeed,
in any way we can. n

Lots
Lots of
of Choices,
Choices, ONE
ONE Solution...
Solution...

•Most
MostComplete
CompleteLine
Line

in the Industry
•Complete
CompleteHydraulic
HydraulicKits
KitsDesigned
Designed
Specifically to Fit Your Carrier
•Industry’s
Industry’sMost
MostComprehensive
Comprehensive
Field Service Corps
•Extensive
ExtensiveParts
PartsDistribution
Distribution
System
•Network
NetworkofofNearly
Nearly300
300
Distributor Outlets

npk construction equipment, inc.
7550 Independence Drive
Walton Hills, Ohio 44146-5541
Phone: 440-232-7900 or 800-225-4379
Fax: 440-232-4382
Internet: www.npkce.com

An experienced engineering and
service team is ready to
help you with special applications
and installation kits.

• Hammers• Compactors• Quick Attach Coupler Systems• Material Processors•Pedestal Booms •Secondary Crushers• Grapples
• Primary Crushers Please see the list below for a dealer in your area.

FARGO
P. O. Box 2145
4300 W. Main Ave.
Fargo, ND 58107
(701) 282-2662

MINOT
P. O. Box 723
905 20th Ave. S.E.
Minot, ND 58702
(701) 852-0479

BISMARCK
P. O. Box 2279
2300 Vermont Ave.
Bismarck, ND 58502
(701) 223-9700

Available through
General Equipment & Supplies, Inc.
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MANUFACTURING UPDATE

NEW PLANT
Hensley Industries’ new foundry increases availability
of ground-engaging tools for mining machines

H

Hensley Industries, part of Komatsu Ltd.,
officially inaugurated its new foundry in
Dallas with a ribbon-cutting ceremony and
tour of the facility last November. The new
foundry will focus on ground-engaging tools
for the mining industry and features a capacity
of 1,300 tons of castings per month.
Ralph Huebner, Hensley’s Executive Vice
President for Sales and Marketing said there were
two primary reasons the plant was needed. “Our
products have gained worldwide acceptance, and
with the explosion in the construction and mining
industries in the past few years, this new foundry
allows us to expand capacity and bring product
to the market quickly.”
With nearly 2,000 products, Hensley Industries
has long been a leader in the manufacture of
ground-engaging tools for earthmoving and
mining equipment, including the KMAX tooth
system, which features a reusable locking
mechanism for quick installation and removal.
Hensley also has an attachment division that
produces such products as buckets.
“This plant sets up Hensley as a major
supplier of mining castings for Komatsu, and
offers consistent high-quality supplies with
efficiencies for cost control to keep the plant
viable for a long time,” noted Paul Rudd,
General Manager-Manufacturing for Hensley,
who helped design the new foundry.
“We’re very proud of what we
accomplished. We set out to build a very
modern facility that was environmentally
friendly and an asset to our neighbors. We’ve
done that by investing in such items as a
dust-collection system and noise suppression.
We also recycle nearly 100 percent of the waste
products produced during the manufacturing
process. It’s truly state-of-the-art.”

Kunio Noji, President of Komatsu Ltd.,
addressed the crowd and helped cut the
ribbon, which was held by several local
schoolchildren at the 40,000-square-foot
facility. Komatsu America President Jim
Shinozuka and Komatsu Ltd. President
Customer Support Mamoru Hironaka also
were among the more than 200 people
attending the event.
During his address, Komatsu Ltd. President
Noji noted the reasons for the company’s
investment in the plant. “There were three
reasons we chose to partner with Hensley to
promote the growth of our companies,” Noji
said, “First, the people of Dallas are friendly
and warm. Second, the people working in the
Hensley factory have a high level of skill. Finally,
Hensley has the ability to quickly respond to
customer requirements, including development
and design work. It has a history of quality
products and service.” n

Ralph Huebner,
Executive VP-Sales
and Marketing,
Hensley Industries

Paul Rudd,
General ManagerManufacturing,
Hensley Industries

Komatsu Ltd. President Kunio Noji (below right) spoke before the ribbon-cutting
ceremony that officially inaugurated the new Hensley Industries foundry that makes
ground-engaging tools for mining machines (upper left). Hensley General ManagerManufacturing Paul Rudd (lower left) gives attendees a tour of the new facility.

INDUSTRY NEWS

New report highlights states’ water
infrastructure needs

F

Food & Water Watch has made available
on its Web site, fact sheets detailing each
state’s need for increased water resources
funding. Food & Water Watch is a consumer
rights group that promotes corporate and
government accountability relating to food
and water issues. It’s one of many members of
an umbrella group, the Water Infrastructure
Network, which is a lobbying coalition
working to secure federal dollars to create a
Clean Water Trust Fund.
According to Food & Water Watch, “The
United States’ wastewater infrastructure,
aging and increasingly unable to handle the
pressures of modern society, is in serious
danger. When pipes break and sewers
overflow, communities, the environment and
our economy all suffer.”
The group’s statement adds: “States and
communities are making tremendous efforts

to handle their clean water needs, but the
problem is too big for them alone. The public
has overwhelmingly claimed clean water as
a national issue, and Congress should offer a
solution that will keep politics out of critical
infrastructure financing.”
The fact sheets include detailed information
on the funding gaps between current state
needs and federal sewer construction
spending. They also contain information on
water quality, based on EPA assessments.
To visit the state analyses page, go to:
www.foodandwaterwatch.org/water/
americaswater/clearwaters/state-analyses.
Food & Water Watch contends that investing
in infrastructure improvements would also
benefit the economy considerably by creating,
in its estimation, 47,500 new jobs for every $1
billion spent. ■

Highway and bridge construction should increase in 2008

H

Here’s good news for contractors involved in
highway and bridge construction. According
to the American Road & Transportation
Builders Association (ARTBA), highway and
bridge construction should be relatively strong
in 2008.
According to Dr. William Buechner, ARTBA
vice president of economics and research,
the value of construction work performed
on highway and bridge projects will grow
to almost $78 billion in 2008, which would
be a 3 percent to 4 percent increase from the
estimated $75.5 billion during 2007. Equally
important, according to Buechner, are
recent signs that the rapid inflation, which
dramatically impacted the cost of highway
construction materials, is easing. If that’s true

and prices stabilize, it means the highway
dollars will go further and more projects can
be built in 2008.
Buechner says federal funds historically
account for 40 percent to 45 percent of all
highway capital investments, with state and
local governments supplying the rest of the
money. SAFETEA-LU, the current highway
and transit law, provided a $3.4 billion increase
in FY 2007, which is expected to support about
$30 billion in work in 2008.
ARTBA projects little growth in subway
and light-rail construction for 2008. The group
forecasts airport construction will also be
modest until Congress completes action on a
new aviation authorization measure. ■
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DISTRIBUTOR CERTIFIED

QUALITY USED EQUIPMENT
Komatsu Distributor Certified used machines
add value to this contractor’s operations

W

When Rupert Lemons bought and began
running Carson Construction in 1980,
doing dirt work wasn’t on his mind. The
Phoenix-based business’ sole focus was
concrete construction, but it didn’t take long
for Lemons to add excavation work.
“We weren’t satisfied with the quality of work
we were getting from the people who were
preparing the subgrade for us, so I decided
we should do it ourselves,” said Lemons, who
serves as President of Carson Construction,
while his wife, Kay, is Vice President. “In
those early stages, we did smaller jobs, such as
sidewalks and driveways for private residences,

Carson Construction
Owner and President
Rupert Lemons has
several Komatsu
Distributor Certified
used machines, including
PC400LC-7 excavators,
a WA380-5 wheel loader
and a BR380JG mobile
crusher. “They’ve
performed exceptionally
well — beyond our
expectations. They’re a
great value,” he said.
Carson Construction uses a Distributor Certified WA380-5 wheel loader in conjunction with its
BR380JG mobile crusher at the Ten X quarry near Wickenburg. Ariz.

apartments and commercial properties. Once
we added the dirt work, our focus shifted to
doing more large-scale municipal projects.”
Carson Construction typically works as a
general contractor that self performs everything
on a job from mass excavation and building
walls to paving and installing street lights.
Like all contractors, Lemons looks for value
in the equipment he uses to get the job done.
That’s why he has several Komatsu Distributor
Certified used machines in his fleet. The Komatsu
Distributor Certified pieces include three
PC400LC-7 excavators, a WA380-5 wheel loader
and a BR380JG mobile crusher he typically uses at
his Ten X quarry site near Wickenburg, Ariz.

The right equipment decision
“Our first Distributor Certified machine
was a PC400 excavator, which we used at the
quarry to feed a crusher,” Lemons noted. “It’s
a demanding application, but the machine
never had a problem. That sold us on the value
of the Distributor Certified machines and led
us to buy the additional Komatsu pieces. I
knew they had been inspected thoroughly
and that they would have a good warranty.
The low interest rates and financing through
Komatsu Financial made them affordable.
“We’ve been proven right in our decision
to buy the Komatsu Distributor Certified
machines,” he added. “They’ve performed
exceptionally well — beyond our expectations.
They’re a great value. We do get into some
rough conditions at the quarry and on some of
our jobsites, but the excavators still have very
good power to dig and they provide excellent
cycle times. We expect that to be the case for
some time to come. If we need additional
equipment, Komatsu Distributor Certified
used machines will be a first option for us.” ■

If it can be measured,

					

we measure it!

Whether you’re looking for a highquality 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!
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.”
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