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As 2005 beging to draw to a close, you're probably already looking ahead
1o mext yesar, You're not alone. All of us at C.IN. Wood Company, Inc. are also
lnoking forward o 2006 with great anticipation. But before we look too far
ahead, let's take a quick kook back.

O course, final figunes are not yet available, but it appears that construction
“put in place” for the year will come in at about $1.1 trillion, up roughly %
percent from 2004, Private residential construction continues to lead the way,
Analysts say part of the increase is.a result of higher prices for materials such
as cement, steel, copper and petroleum-based products — but despite that,
paring wene solid across-the-boand.

Forecasters think things may slow a bit next year, but overall, construction
will remain strong. The big question is how much long-term impact the
devastation brought by Hurricane Katrina will have on the industry. New
Orleans and the Galf Coast are not only important energy-producing aneas;
thiir ports also handlie many raw materials imported for use in constrction.
Unfortunately, that means prices will likely continue to rise, some perhaps by
substantial amounts.

All of these issues are out of your control and out of ours as well. ALCN.
Wood, our goal, as always, will be to provide you, owr customer, with top
prociucts at a fair price, and to provide responsive, professional support that
keepe you up and nunning.

Something we are very excited about is the many new Komatsu models
with ecot3 engines that will debut in 2006. The units promise to be not anly
cleaner-burning,. but also more productive and maore fuel-efficient, which will
almost certainly be increasingly important to you in the months and years
ahead.

Please don’t hesitate fo give us a call for information about these new units
or if there's anything else we might be able to help you with.

Sincerely,
O WOoOD COMPANTY, INC,

AN

Fobert 5. Benard
Presidient
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ATS EQUIPMENT, INC.

Putting the customer first means growth
for this Boston-based rental company

Il
lzhn Connelly,
I'resideni

With the continuing consalidation of rental
companies today, a Bamily-osmed rental
business that is growing and expanding is
irnisual, Une company thal fils that description
is ATS Equipment, Inc. of Boston.

Started in 1985 as Air Tool Services by John
Connolly, the company changed its name
and its focus 15 years ago when the emphasis
moved from selling and repairing air tools to
renbng construction equipment to wiility and
general contractors.

The company also expanded inbo Mew
Hampshire in 2001 when ATS opened another
operation in Candia, just east of Manchester,
Today, 42 emplovees work in both lecations,
which .‘-LL].'lpl_\.' Lqu'l}'h'l'u.'ﬂl for contractors
throughout e et Boston ane as well as
in southern Mew Hampshine and nocthern
Massachissells. Further growth i part of the
company s overall business plan.

“We plan to open a new store in the near
future,” revealed Connolly, “and we plan to have
up to five in operation fve years from nos,”

A family affair

Connolly, who is president, started the
busine=s after working 25 vears for a major rental
company in the anea, Within the last 10 years
his thnee sons joined the business. Today, Brian
Connolly is operations manager in charge of the
Bostony stone, [0C, Conmolly onversess the New
Hampshire operation as well as computer-ndated
issuies, and Stephen Connolly is nesponsible for
credit collections and back-office systems. [ohn
Connolly says he tries o stay in the background
its much as possibde, bul is still very imvolved,
particulardy in goal-setting and financial aneas.

“I'm viery proud to have my three sons in the
business,” he said. “It's a great thrill to work

with your own Family, It's the best thing that
could happen inmy life.”

Adthough the company starbed as a small air
tood nepair and sales shop, today it is primarily
a rent-to-rent howse, according to LC. Connolly.
“We are a dealer for some lines of equipment,
but our main focus is the rental market,” he said.
"We occasionally renl equipmient for as little as.a
day, or wp o a period of seven or eight months.”

According o Chris Tyszka, Service Manager
for ATS Equipment, the pieces of equipment
in inventory number in thee hundreds. “The
smallest thing we rent is a Bosch electric
chipping hammer," he said. “We also have air
tools, compaction equipment, dehumidifiers
and concrete finishing equipment, a= well as
our largest pieoes of equipmint, which ane

Komalsu excavalorms.”

Fleet of 75 Komaotsu excavators
More than 75 Komatsu excavalors, including
Daski-f and Dazh-7 maodels, are n ock,
ranging from a PCY b a PCY0 and everything
in between, acoonding to Tyseka. “Now, somie
of our customers are asking fora PCAN0," he
added. "We also rent Komatsu whieel loaders,
bulldoeers and tracked dump trucks"

ATS Equipment started purchasing Komatsu
equipment from C.N. Wood about 10 years ago.
MNow, Sales Representative Brian Doherty calls
o the family-run business, Tyseka, who helps
make the purchasing decisions, said he and the
Connoellyvs ane all in agreement that Komatsa
excavators ane best for their business.

“We wientb with Komatsu because of the
reputation of the manufacturer and the ease
of doing business with C.N. Wood,"” said John
Connolly:. “That made it very comiortable for us.”




“Chuality i also an impartant factor, along
with parts suppaort, service support, sales
surpport and nesabe valoe,” sad Brian. “Chris
[ Tyseka) drves many of the purchasing
dicisions and he's sold on Komatsw.™

Ease of maintenance

The company has its own mechanics — edght
in Boston and six in New Hampshire — who do
it major repains as well as regular servicing
undder the supervision of Tyscka, whois a
mmasder mechandc. He said b likes that Komatsu
keeps the same hydraulics on the machines
throughout the product line and uses the same
fiters o all sizes of its eguipaent,

“Ease of imaintenance is really one of the
brigimest measons wie stay with Komatsu, as well
a5 K quality of the ecuipment,” he explivinsd.
"Thee machines are durabbe and they'll take the
absise e pental market dishes owt.”

Although they always consider price when
buying equipment, |.C. agreoed that dealer
support is equally important, “C.N, Wood works
with ws, espeacially fommmy Bumbaom in the parts
department, becawse parts ane a critical aspect
of o Dusinwss m oeder o get machines that
are dioven up andd running,” he observed, “The
olher important ssue is service, Chiris can always
Eallk. to someone on the phome at N Wood and
wiark throsgh a probadem if he needs o

Thes company rends oul many excavator
attackments, including by draulic ammers,
augers, thumbs, grading and shaping buckets.
"An especially popular machine is a Komatsa
PCZF with 600 [L-lb, harmimer,” said Brian. “We
also ment PC220s withs 3,000-(t.-1b. hydraulic
hamimiers and PCTHs with 2, 500-fL.<1b.
hammers, Because thene is =0 much rock and
lechize around Boston, hammers have beoome
very popular We have a variety of sizes that fit
all diifferent pivoes of equipment.”

ATS also recently starbed offering man-1ift
equiprment o contrclors and s considering
getting into material-handling equipment.
"We're always looking at new arcas, new
seprmients of the ndusiny,” explained John
Conncdly, “Evervthing we do s planmed and
targeted, and that gives us some discipline.”

ATS Equipment has more than 7% Komatsu evcavators in stock soomeel a wilide variely of
rental reguests, They range im siec from a [MC9 (o a PONK,

Customears most impnﬂurﬂ

The company trics to bum over its equipment
every few years to keep an inventory of newer
oquipment ivailable for customers, Those
customiers ane the most important part of the
business, Connolly pointed out. “We are in
constant touch with our customers and try to
treat them like family,” e noted, “One of our
fortcs is that we don’t allow any disputes to
limger. We try to address them immediately
Every customer can neach an important person

here at all imes, including the owners, We think

that's an advantage because customers ane nod
only looking for the best equipment, they want
people they can trust

“We appreciate our customers and take great
prde in their swcoess,” Conmolly contimued
“Whien oaar cusbomaers sucoeed, wie sucoeed,
Whe've gronem with so many customers that we
have a personal relationship with them and we
have a personal sense of pride in their groswth

£ ovnlimusd

ATS Equipment’s Boston,
Wass., operation s staifed
by dL-R} Joe Femander,
John Stantom, John

“1.C.F Connodly, Tom
Fitzgerald, |im (GGuaring,
firlan Gallaghes, Dean
Archer, Tom Darcy, Stan
Carecley, Chris Twszka,
Ylaureen Irwlng, John M.
Canally, Frank Flemming,
Mark Graziann, Siephen
Connolly, amd Hrian
Cannally
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and success. We want their business, we'll work
hand for it and work hard to comect any mistabkos,
I mot abonik s, it's abowt whielher or ok they
suooeed.

“All-5tar” employee team

[oveam the bruest of thedr custome s, ATS
nievdds knowledgeable ernployvess who know the
i partance of good sernvice.

“Bomeond old mie we have anc All-Sear” team,”
said Mark Cooper, whio has been manager of
the ATS stome in Candia, N.H., sinoe it opened
Fomar years ae, " Wie ks o ol s fo servioe
people ansd we get the job done. We care, In fact,
puar st 15 “Service the way it used tobe. Our
CushormErs s o appreaate IR

Most ATS L"I:'I:'I]."'!!I"rl."l,l"h haee b vtk thie
company long-term and ane extremely dedicated,

&L ATS Eqpuipmant's Candia, MNH-, offies, the cafpany relies an L-B Mike Cooper, Rick
Marrissetie, Rick Meserve, Mark Cooper, Gastetl Meepen, Keith Plounde, Fred Stepanek,
Laary Mimakin, and Matham Raclost

A pupular machine ATS Equipment rents Is 2 Komatsu PUZT excavalar fikled with a
S00-(L-0l. hammor Dhe to tbe amownt of rock and ledge in ithe area. ihe SN Says

hamimers have hecnme I'H||1|:|L1|

according toStephen Conndlly. "That's where we
belicve wie set ourselves apart from the national
rontal operations,” he said. “Our people cane
ilsiriit v bthar oor mast v i._';._'l‘ Vour iurprmaent on
b, aic h'i:||;|.;-|r|:|'|.|.'1'1l:r.1 ol o sabidy _1.L1||.'"

"Thene's no job that's beneath anyone here,”
emphasiaed Brian Conmolly. "That's one of the
fundamenital tenets of working bene. Evervone
Bt i a cliffenent set of skills fo the tabhe
Everyone has some expeience that helps the
business in some way.™

A few of the company”’s other key personne
i the Mew Hampshine branch includlis Mikae
Cooper, Rick Morrissette, Kim Cooper, Frd
Stepanek, Rick Meserve, Gary Minakin, Gary
Ko, Beith Plourde, Stephen Webd, MNathan
Ricicot, ol Pabmer, Jose Ellioat, Will Foss, Bay
Racicot, and Dan Whitman, The ATS team i abo
h‘l.'rl.115|:|"||,l|'||,-.i |:"~1. Bowson branch l,=|.'|:|'|_1|:-:1:,'1_~|,-\ v
Yager, Janet Kirby, Ralph Daigle, Tom Darcy,
Brian Gallagher, Jobm Stanton, Frank Flemiming,
T Fikegerald, Dean Ancher, Joe Femandiez, Jim
Guearing, Stan Grockey, and busines manager
extranedinatre Malmen lnvin

Locking ahead

Looking inio the future, all the Comnollys
forecast continued grow th but in a controlled
fashbor, “1F we find the rght people, that
gronwvth will be achieved sooner rather than
later,” said Stephen. “But in our opinion, it's all
about peopde. If wie can find the right people
aml the right partnirs like CM, Wood, we'll
gron very steadily in the years to come, We
foreses the construction dustey and thae rental
industry doing very well.” @

ATS Equipment Fresident John Conmeolly righth works
with C.AL Wood Sales Rep. Brian Dokery for much of
his eguipment needs
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TRANSPORTATION FUNDING

Industry group praises passage of highway bill,
but says much more needs to

"ele Ruane,
Prexident and CEQ,
American Road &
Transparation Builders
Asaniation (ARTRA)

Im A ugrast, Presadient Bush :-i.gnl.ﬂ i Sa%-
yoear highway funding bill into by, The Safe,
Accountable, Flexible, Efficient Transportation
Equity Act — A Legacy for Users (SAFETEA-
LU authorzes more Lham 52686 billion i
spending on highway and transit programs.

Pete Ruane, President and CEO of the
American Road & Transportation Builders
Association, made the following comments
about the new Law.

“SAFETEA-ILLU i5a step in 1hie rtp,l'll:
dimeetion, but will ok comie cloge fo meting

Transpartation gronps like ARTREA call SAFETEA-LU, the new highway bill, “a siep in
ke gt dipeciznm,” bub say it won'l come close (o meeting the nation’s highway needs in

1he VEAF l Chide,

done

the nation's |'|iH|'|'|.-.'.'|:.'_."lr.'|:|'|--il necds identified
m n_-p;.m_ﬂ government reporis.

“President Eisenbower embraced a vision
fuor transportation 50 years ago when e
created the Interstate Highway System, It°'s
ninw timee for policovmakers and the President
to formulate o new transportation viskon for
the mext 50 v, §believee it can be done, but
it's going o take unprecedented involvenent
and leadership of the business community,
and political will by Congness,”

Adjusted for inflation, Buane says
SAFETEA's average annual funding gains ane
only 1.8 percent, compared to increases of 6
percent annually in the previous law, He says
that spells trouble nonw and especially in the
future, when thene will be many millicns mone
dlrivers on b road, The goal of policymakers,
hee savs, should be major rebullding and
mesdemisation of existing infrastructune,
adding significant capacity across all modis of
transportation

“Toll-financed, truck-only lanes should be
considerced for existing Interstate highwiay
right-of-way, whene appropriate, Mew
Interstates, free-trade corridors, elevabsd
roadways and trains, high-speed rail routes,
and tunneling in =ome urdsan ansas should
also be seriously considered as options,
Modemization and expansion of ports,
waterways and airport runways should also
b part of the mix

“The cost of improvirg and modermizing
America’s transportation systems will be
significant, but the cost of doing nothing
foor future ULS, ecomomic growih, traffic
congestion, air pollution levels and highway
safiety is far greater” 1



THE NEW GENERATION IS HERE!
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. The Komatsu KMAX system is the next step in
qh*‘ G.E.T. evolution. The KMAX system comeas ina
W full range of sizes 1o fit backhoe loaders to large
excavators and loaders. The unique shape is designed

to increase penetration and shorten cycle times. The
KMAX system requires no heavy hammering during installation
and removal. A socket is all that is required 1o unlock the
fastener for tooth replacement. Increase your productivity and
bottom line now - switch to the KMAX ground engaging system.

HENSLEY HP SERIES BUCKETS

Tha Hensley HP series buckets are designed to handle all your excavating needs. From dirt and loose
clay to rock, gravel and highly abrasive quarry applications, there is an HP series bucket fo fit your needs.

Each HP series bucket features:

* dual taper/dual radius design * formed beam upper structure
* gne pece blade (T1) » one piece side plate + lip (T1)

* hook plate with lift eye

Other features available:

+ side kick plates (400 BHN) * horizontal wear strips (400 BHN)
* full bottomn wear plates (400 BHN) = strike off assemblies
+ cast heel wear shrouds = Laminite® wear resistant products

Tha HP series buckets are available with the
all new KMAX system.

e Hensley HP
— Hisavy Duty Plite
Lip Bucket with Wear Plata

B C.N. WOOD co.mc
WOBURN AVOM WHATELY JOHHSTON
200 Merimac Streot 140 ‘Wales v 102 Skatn Road 50 Shun Pl
Wiabum, A 01801 Foaon, B, 02322 Whatody, NA 0130222 Johrshon, R 026518
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MAXIMIZING YOUR BOTTOM LINE

A 10-step process that can help your
construction company be more profitable

Becawse of all ithe variables involved In consbimiciion, ihere's prrolaaldly always goaing o b
4 gerfain amound of financial sk on each and every job vou de. Bl caselul planniig and

There's a fourdetter word that best
describes owning a construction company,”
savs George Hedley, a business-building
expert and professional speaker who also
ovwns and manages a S7E-million constraction
and development company. “The word is
risk. In a business with all the variables of
consbruction, you may never be able 1o totally
climinate risk, but there certaindy are ways to
Mg ik

In arder to help contractors do just that,
Hixdley has developed o 10-step program

stvention bo detail can help you minimiee the likelihood of a moneybosing pob.

===

aimed at maximizing profits, which he
presenbed al a seminar during COMNERXT 200D

1. How much prafit?

Ihi= First r-lq.'].". hae saVs, is to determine hios
mitich profit vou think vou should make.

“The industry average is 2 percent to 3
percent net profit betore bax,”™ he =ad, ks
that really enowgh for vou bobe spccesshul
Probably not, becawse with all the risk and
variables, the fact is, 65 percent of construction
companies don’t make amy profit, which s
why thore's a high failure rate in the indostny

e vy bo look at thae sttuation 1s booask,
T 1w investing: ina construchion o HTNPATIY,
what kind of a eeburm on my investmenit
weorthd | want?” The answer 15 F1nl|.l..'||:1|:. al
leask 15 |1'r¢'|'|||. a0 Bl can be a -|.|r|i:|'|i.:| I.‘\lll'l‘l
Personally, my prulrill.' 15 b0 ke a 30 F'l'l.'rl\.'t'l:'ll
munkrnuam returm on egquiby, and | shaood fora
h|_'-|_\;i|'|q doellar amount of |:'-n'-l'|l o each job
aned for the vear as a whaole”

2. 5ot clear targets & goals

"Once vou've determined how much profit
Wil n.ﬁ,'n.i ancd Ly | T clisar |.|r:.;-|.1-. weilhy
S scific deadlines o |'|-:']'r1 achieve il You musl
have o plan and you must always be making
progress toward ik If sl aim at nathini in
P.Il’||{l.l|.|l.r_ w1 hek 08 eveery Bimae. 1 weosald
bar liker plaving golf without o green or a hole,
of playing a football game without keeping
SO

“It's important to b specific anid B b able
B ITLSSLINE WOMIT POSERess: I use the mitialks
SWAT.COM to keep me on track. My goals are
."'-iﬂ.h'l.!l.-,, Wirtkten, Attainable, Time-di |"|.'|'|..|;':|'||!.
Chear and Challenging, On-purpose and On-
target, and Measurable,”
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Croe ool The meost important as pects of tonstruckion company prodikability, especially for compandes with large equipment fleets, s 1o know your cost of
danmng business, The true cost of any machine, of course, is muach higher than the pardhase price. [t includes interest, insurance, mainbenamce ansl repairs,
and [uel, Likewise, vour employees cosl you significantly more than their hourly wage rate. Accuralely determining and tracking your iree cost of doing

business is a cracial aspectof ensaring profitability.

Uze formula ta abvays make a profit
"Whaether vou measure annual profit as a

Feturm oa Orerhcad " or a "Reburm on | |i|||11.'.
it's either a |:-.-|-.';'l of |1--~|1.'_|l formula, bt they
both will get vou to the same place. [t basically
involves projeching expenses, inserting your
return goals, factoring in projected profit and
ovierhead — then determining thae volumae you
need i reach those goals

“From vour company history, you probably
Tuave am “aw CIED O 2100, S0 YO ki about
howw many jobs vou're going B have to do,
You probably also know your bid-bo-hit ratio,
s yoal knosy absot hose many pobs vou'ne
g bo lave o bid, and vou should pr
fracck monihly to make sune vou'ne staving on
track bovrmeel vour goals.”

= LMW ITFOCE TEQLLUrEe ang

It's amazing to me, bul 7 percent of
contractors don't kivow Lthetr fosd cosd of
doing business, Without that information

Foap

it's a wonder any of them make monesy
-:-'-..u:slrh-. 1l o e st Biguering: |||.¢_-|'-._|-1|-p.n,

al your e ployees, vou e probably going

Fiw |.||'h._|4,-r.,'~-|||11.1I|n!_-I Fhei e cost by 3l
percent o 3 percent. Similarly, the cost of
vour equipment and trucks must include not
only the purchase price, but also the inberest
you're paving plus insurance, maintenance
and gas. [t"s important to assign an howrly
cost o both your personnegl and vour
equipment in order to determine what your
Bid should be

“heep vour overhead low and track
everyithing. And whien vou assign an hourly
rikb O & Crvy ||||_'|11|1-.'_. n|.|L|_' sure they ne
a1t retabyve Bo vour besk ..-rup-l; TS,
vour A plavers, IF they'ne nob — if they'ne
U players — pet nd af them and make room
tor somebody who is or might become an “A
plaver for you'

lw dnnfranriiom "
ST I"'. ol il i W ] II
a4} f L i
Treceniforts 1 ! L
o spcinlizes fa prading |
s Fal ] 1 g r
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“The amount of markup vou factor inte
a job for both overhead and profit should
reflect the amount of risk you're taking to
do the jub, The higher the risk, the langer the
markup. o calculate the right markup for
your company, start by figuring the returm
v want on your equity and overhead. |
recommand a 13 percent o 25 percent refurn
en equity and a 25 percent o 50 percent
retuwrm on youwr overhead costs, Add this
profit amount o your overhead budget. This
is the total overhead and profit you want to
mike. Using that amount as a goal, you then
can calculate your markup rate based on
yiour anbicipated volume.”

6. Ingtall apl-rn!innnl systems

"Operational systems are essentially
tormalized company standards and
gutdelines that keep everybody on your
team on the same page. By installing
systemns, vou're able to produce the same
results every time, like a fast-food restawsani
or a top hotel line, Customers always know
what they're going to get from vou; they
like that consistency and because of it, they
become repeal customers.”

7. Open your books & shore the wealth

"By opening your books to vour employvees,
vou'ne not only showing them respect, you're

Husiiiess-l=uilding expert George Hedbey strongly advocates adopting and embracing
reiw lechnology a8 2 way bo streamling your operation and ¢ul overhead, “0HF course,
there's an knibial ouilay, bat the payback s bvpically msny e greaker than the onsd,”

A

also showing them exactly what it takes ko

make a profit and why it's important that each

person does his job. Incentive bonuses should

be part of the "open book” policy when the

company has done particularly well on a job
-or for a month or |.'|_|.|.'|.‘I|.'|.‘ OF Year <3

B. S5ell mare to moke more

“Know vour custommens, Vistk with them
face-to=face Fomgeon WOILLT 710w FII'I|1|:I.|:.I|11I'
cLsbOImie e '|.1r|;_;'t thirm angd othsers ke taem,
thien B0 At n1.|k||1;|; thirm repeal customiers
Peximaf ok l|1i.||}:':. that diffenenbiste v from
vour competitors and exploit vour expertise.”

9. Do what customers value

“Valuse is what something is worth. Money &5
a mizasure of value, To make lots of money, do
what vour customers value highly, Basically, all
customars want first-class quality, top servioe
amd ther lowest price. It's very hard to give them
all three. Cruality and service are what you
should always strive to provide bevause those
ane thie thimgs you can control, whereas low
prce depends onowhat others decide o bid
Losok for aypportumities to do things that set v
apart from the competition and add value in
e cumstoamier s oyies, Inthat way, makee the lens
price a matter of comparing apples o oranges.”

10. Continuously innovate & improve

“1agdvocate cutting or controlling costs
throughout every aspect of vour business
except marketing and new technelogy: That's
bicause effective marketing will increase vour
business and new technology will help vou
cut your overhead costs, Yes, thene's an initial
outlay for the marketing and the technology,
but the payback is typically many times
greater than the cost.

I you e not goimg forwand in the
construction meh 15Ty, hamees e }':r.:l'n.'
going backwand; and with the pace of change
fosday, it doesn't take long; (o be keft bebind, 1875
always better to be early rather than late to the
party when vou'ne talking about technology
Anything you can dis that pults you a step
abwzad of vour competition, even if it"s for a
shiort period of ime, could result in getting a
new customer that might become a Customer
foor lide” W
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No matter what you need to do, we've got the attachment
for your Komatsu machinery from C.N. Wood.

¥You name the job, and Paladin Heavy Construction Group
Badger - has the attachments to s mr it done. JRB, a longtime partner with
C.N. Wood, offers you more dttachmr:-mr: with superior quality, backed by
the fastest service. You have our word on that

IRE, C&P and

o Farkway | Akeon, hio 44306
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“WORKING GEAR” MACHINES

By utilizing excavator core technology, Komatsu
develops industry-specific equipment

Hydraulic excavators ane primarily digging
machines. OF course, v cam lift with them, dio
demolition work and some other basks — but
for the most part, the excavator is for going
underground. Tn secenit vears, lowever. cone
excavator technology has also been applied to
many different above-grade applications

“By utilizing the cone technology found in
komatsu hydraulic excavators, we've been
able to develop many specialized, purpose-
busilt machines,” said Mike Murphy, the
excavator specialist for the Komatsu Working
Laear group. Working Gear was formed soveral
years ago boenable Komatso, with the h'*'!F' o
allied supplicrs, toomeet the needs of spacific
industries that require customized equipmaent.
They include material and scrap handling,
bogging and waste transfir stations

"In somne cases, we essenbally start with
1 blank sheet of paper in developing these
purpose-built machines,” sid Murphy: “In
many way's thiny may resemble hydraulic
excavators, and their roaots certainly liein the
Proven |'I'|.|r||.j"|.1.'|l_'.l,l_' |_|_||'|'||1|_5_|1|_l|-||r||' L'\.I.""I.'I':i‘\-l.'
i komatsu excavators. But make no mistake,
Waorking Gear machines ane not oxcavators,
Thisyve been exbensavely modified at the
tactory level to increase prod uctivity, relinbility
and lengevity in specific applications.”

Material-handling series

Komatsu material handlers serve as good
examples of how purpose-built Working
Crear machines bormw from — but also difier
siggnificantly from — traditional hydraulic

UL ALOTS.

Komatsu offers six m aterial-handling
madels, ranging froun the PC270LC-7 up
theowgh the PC1250LC-7. The unbis, which ans

primarily wsed for barnge loading/ unloading or
scrap processing, include the popular PC300-,
PC400-, PCHNE- and PCT50mod el sines.,

Ihe Komatsu material-handling series
ln.'.'l-tl.ln.'-.u l.'JI."-'.IIl,'l.I |,'.'|E,111 I:FH—;irH_‘h. [RRTHIeE | 4 |]|

Brief specs on Komatsu Material Handlers

Model Output  Operating Weight  Reach (standand)

Lo Pl

CEOLCS? 174 hp TN s, 4411

MOMOHD-F 22 hp 85500 . TR LA
PCANLET 30 hp 18,211 Ibs 54 or 55 fi
PCHOLE-T 385 hp 144,014 b= 5% o 6 ]
PCTSHCT 454 hp 203,700 lbs S5 0r 62 fi
PCI2SHLC-T 651 hp IR0 474 s 62 o T0 I

Al Komatsu material handlers, inchsding the PCIOOHD-T shawn here in a scrap
application, feature elevated cabs for better visitrility, and reinforced front sfachsesis
b hand be ihe shress of swinging heavy loads
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cab risers with platform and hand rails) as
standard equipment. “Up and oul” risers ane
available as an option for improved visibility
in barge work. Other changes to the standarnd
excavalor are stronger structural componenis
1o better stand up to the specialized nature of
the work; front window guards for increased
safety; and widened carbodies and additional
counterwelghits for betber stability.

Komatsu also equips all models with
hydraulic generators and electrical cables o
power and operate large magnets; centralized
lube plumbing and lube points; plumbing for
grapple operation; and a hydraulic control
package o open, close and rotate grapple with
control handles and switches in the cab.

Allied suppliers

komatsu matenal-handling machine fronts
are designed specifically to handle the stress
and straim of .‘\.'I'ﬁ'lh!."-ll'l.}: hi.‘ﬂ"-'}' loads abowve
grade. The units an: outfitted with cither a
bwo-piece or three-piece Young Corporation
front attachment with underslung hvdraulic
eylinders. Attachnent options include shears,

Kumabsn material handlers like this PCIISOLE-T are often customized for a spegific
pobside, “If our standard machine is nal the perfoct fit fora particular operstion, then
we'll custom-make a machine,” savs Komatss Working Gear excavalos specialist Mike
Misrphy. “1F%s ned unusual, We da i all the me,”

-

magnets, grapples, orange-peel grapples and
clamshell buckets

“Young Corporation is definitely a leader in
its fiedd, as is Pierce-Pacific, another primary
Working Gear affiliate whose specialty is
forestry applications,” Murphy noted. “In
looking for Working Gear partmers, we seek
ot companies that have expertise beyond
ot oy, whio cancadd significant benefits for
ear customiers, Both Young and Pierce-Pacific
certainly do that.”

Because of the partnerships, Komatsu
material handlers can be as personalized as a
customer wants and needs a machine to be.

“Wery often, we or one of our partners — or
both of us together — will visit a customer's
joisite to = the operational layout and
take measurements,” explained Murphy.
"Adter doing that, we'ne able to make very
specific moommendations as towhat size
of material handler be needs and how it
should be configured to meet his production
recuiremients, If a standard machine is not the
best fie, wee'll customize it to accomplish what
needs to be done.”

For example, Murphy notes that Komatsu's
normal “up and out”™ cab riser option is eight
feet up and four feet out, “But if a customer
needs to go out six feet for optimal visibility
and productivity, then that's what we'll do
We'll custom make it, That's not at all unusual
for us. In fact, we doit all the time”

Best of both worlds

Like the basic Komatsu excavator, \"'n.'ur]-;inﬂ
Larar pr wlucts, ||1|;[|,u+i|:p. the mabierial-
handler seres, featume Komakse's pa tenitid
HyvdrauMind ™ |'|.5,H|r.| ulic sysiem, which
ensunes smooth, |;‘I-|m'rrfu|, effrcrent operalon

I yiour like Komatsu excavators lor thaeir
durability, their reliakd ||I:|.'_, thiisir |11,'r|1 WITEINCT
teatures and then ‘|I.‘|.']'|IHIIII\:|_'|i|;.I| ‘.nilF:l|1I'\-1iI_'.|'|‘|.|l_ll|1l
wiELl e ].:I.u-l'lﬁ_ o fimd the same charscterislics
i our material handlers and all our odher
'|"-.E'-rkin-p, Ceear machines"" said :'l.-[ur|1'|1:|;. “Al
W' e -|.'|i.'li:|'|.:|.'I is laki g Lhe: exisfing P wluct's
stremgths and adding value o it inoorder o
;l.’,i'.'l.‘ custoneers an |I:‘h.‘|unlt'_',.'-:~}r|._-1.':if:ﬂ, |,,-1.E|.|||l|:r|1,':||:
splution. We think it gives them the best of
both world=." B



NEW PARALLEL TOOL CARRIER

Komatsu introduces its largest
parallel-lift wheel loader

Eomatsii's [hsh-5 line of I|_|niqu|:.
l.‘JL‘CirLII:".i-.'.'-JH!l' coitrolled, h:.'..!nﬂ,lﬂll:: wheel
boaders now includes a 16a-horsepower
parallel tisol carrier. The new WAIZIPT-5
joins thae WANOPT-S and WAZSDPT-S in the
Roomaltsu bood carrier i noup.

“It's the mesxl s L p for customers wisy vweant
and newed a little more production than they can
ek Froem i smaller machines,” said Kommitsa
Wheel Loader Product Marketing Manager Mike
L -|i|_':.1'-ri|'l'.'. L The WASANTT-S = about 25 |._1_'ln:“|_"11l
larger than the WA2SIFT-5 and 18 sheal for Lrge
comstruchon and sewes jobs, as widll as for v
government, waste and agriculbural markets

T primmary benefit of parallel lift that you
get with a toclcareier is that the forks -.|,;|_'!.'-I|_~'l.'4_'-|
throghout the boom's arc, which lissens the
likelihood of dumping or spilling a load and
improves safety, The trade-off is a litthe less
breakout force than a traditional wheel loader
with Z-bar linkagne,

[he WAIZOT-5" standdard hydraulically
actua ted quick coupler makes changing
attachments easy for maximum versatility.

Hydrostatic transmission

Eomatsu is the Ih:!!:..' whisel loader
manufacturer that uses a hvdrostatic
transmission (H5T) in machines as large as
the WAIZOIT-5, HST allocates only as much
poswer as is needed ma given 11'F|-]_'|ii,u_'.nl_i,.;'un
for rraximiiim effciency, A CapUmp, fwo-
mubor sysiem also tmproves etfcaicy
whiile providing high tractive effort. When
decelerating, HST acks as a dvnamuc brake on
the* mechanical drive sy stem and can even hold
the loader in position on most workabbe slopes

Flydraulic oycle fmes B rase, doamp and
tower a A 5-cubic-yand, loaded bucket on the

WAIZIPT-5 15 114 seconds, The unit has a top
travel -|F'l|-1.-1.| of 236 |.11|"-11.

Asowith all Koematsu whee| loaders and
p.'l.l‘..'l]l-l.-] tool carriers, the WASXT-5 comes
standard sith the manufsciuner™s Fq,]ﬂlpm;'rll
."-'l..'lr'l.'lgl.-l'l'u'r'l.l hl;:nul:u-u'lnj.: F-'_l,';.l;:,-|11 foor ad v aneed
maintenancs, :’t-]h'lll'.ind -.|i..1:,'.11|,h|‘i|._'-. I
addition, the cab 55 |"'I,'n,,'\-|'l"l|: I.ir:f'q,-r than
|.""!'t"|.'iL'|IJ.‘- mosdels, |.1-nn'u|.|:|'|i,,-, Ly '.h_-;:' rocsm ard
.-I:mal.';p Space for the ;:l|'rq'r.1.l:1 w. |

Fanr e dnppursiertion o phaE WA S DIPT-5 oomtladr sl shls

Pl A A oF rF el Pasirach dugsadii

Brief Specs on the WASZ0FT-5
Output Operating weight Bucket capacity Breakout force

166 hip F2161-11 968 (b 350 v X250

The WASHIIT-% which featores a hydrosiabic tramsm s on for maximum
jabsite efficiendcy, is Komalsw's largest parallel it loadee
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TURBOCHARGED “COMPACTS” .

Komatsu PC35 and PC50 excavators
are now available with more horsepower

Eomatsu considers ils cormpact hydraulic
exeavabors in the B000-pound (PC3SME-2)
and 11,000-pound (PCS0MRB-2) classes to be
"unigue arvd unrivaled” products.

Umnie of thee prime ansas of differentiation
i) fl.'ln'lrﬂ:-lill'l. i Lk s a KOS and top
guard that provide unmatched operator
sifety. The machines also offer mone foot
sparoe and a large reclining seat so operators
can work comfortably for a longer period of
time. Additiomally, easy access to components
simplifies maintenance, while a high-strength,
A-track frame deters mud and debris buildup,

Mo, ther standard machines are also
available with a b engine as an option.
The turbo option will boost horsepower in the
PCISMR-2 from 29.1 hp to 3.1 hp and will
increase output in the PCSOMR-2 from 394 hp
ts 43,8 ':1Fl

“The hurbo option was developed
specifically as a high-altitude machine, to
COMpenEabe o thie thin air, but we cxpect
contractors all over wiall want bhe extra
horsepower,” said Mike Conley, Komatsu
Product Marketing Manager for compact
hydraulic excavators.

Rapid growth

The compact hydraulic excavator market has
grovn rapidly in recent vears, In 2004 alone,
the compact excavator market grew 40 percent
to about 22 00 units,

“Cerweral contractors, lindscapers,
chactricions, plumbsers — thev'ne all seeing the
bemwefits of owning a compact excaviabor and
skid steer loader instead of, or inaddition to,
the traditional backhoe loader,” noted Conley.
“The: main advantage is they're getting two
machines for about the price of one, which

cnables them bo work r'|'||.|]'||'i'||.-|"!|||:r'-.i'||'.~r.|11|,| to
b more productive.

“The ather .'|l_‘|".11.l'|l.'|:.;v|.- i% thas rlnrl.n.'l!
excavator’s ability b work in confined
Spradies, .'-.T.1I'|_'.' jobsibes ll.\.|.|3. ..'II.'l"l'I.'-II1'||"'L'1,t arucd
crowdied,” Conley observed. "With its tight-
tail-swing design, the Komatsu ME-2 serdes
-11'-¢ump.1-|:l hydraulic excavators can work
productively in much smaller spaces than a
backhow can.”™
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As opposed to some competitive models,

Eavmatsu desipns and manufactunss its own

compact excavators. "Komatsu has passed iks

expertise in full-size hydraulic excavators onto

the compacts,” Conloey pointed out. “We invite

anybody whio hasnt tried one vet o do so. We

think they'll be surprised at how productive

this machines ane.” W
The tarba versbon al
both the P35 and

Brief Specs PCISMR-2 and PCSOME-2 (Turbo Version) [t tan i o

Tena Uhe siandard
Mol Datpul  Operating Weight Bucket machines by abaud
PCASMR-2 Turbe 3.0 hp B245 lbs.

1425 incha= 17 percent in the
PCHMR-2 Turbe 435 hp 1010 s P35 and aboul 13

1:2-25 inchws !
pereend in the MOS0
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“UNIQUE AND UNRIVALED”

Komatsu expands efforts to produce
demonstrably superior equipment

QUESTION: In 2004, Komaksu announced
what it called a “un icuie and unrivaled”
product sirategy. Please bring us up be date
on that effort.

ANSWER: When wie talk about a mad i ks
“urique and unrivaled,” iUs msch more than
amarketing strategy. A Komatsu “unique and
unrivaked"” machine is demonstmably betler
than any comipetifive model and we can v
ity s and by performance, [ may be betier
becauee of markedly superior performance or
production featurs, [t may be better becayes

it uses sigmificantly less fuel, It may be better
because it's misch roomier and more comiortable
It may be botbor because of all By v Lhiniges.

QUESTION: Which Komatsu machines fit
into that category righl now?

ANSWER: We have a number of © iR and
umrivaled” products already on the market
Ihese include our PC3SMR-2 and PCSOME-2
tighit-tail-swing compact hvdraulic excavators:
the PCA00LC-T hyd raulic excavator; the
LH75A-5 bulldozer; the BRISIG mobile
crusher; and our entire line of Dash-5 wheel
Iaders with hvdrostatic transmissions

QUESTION: Are there more “un ique and
unrivaled” products about to be introduced?

ANSWER: Yes. Mamy will be Coming onto

the markiet in Z06 with the mew Komatsu
eont3” enines. Mow, not all of our machines
with the new engines will be “unigque and
unrivaled,” but a fair number of them will e
Ve have aboat 160 base machines Eventually,
Wi expect aboul 25 percent of them, or aboust
W ko S0 machines, to be in that “unique and
unrvaled” cabegory.
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Johm Koetz, Vice President,
| Product Marketing and Manning,
Bomatsn Americs Conp,

As vice president of product marketing and planning for
Komatsu America Corp, John Koetz is responsible for construction
equipment machine marketing strategies and planning fufure
products.

A licensed professional engineer, Koetz camed a bachelor's
degree in mechanical engineering from the University of lllinois
and a master's degree in engineering from Carmegie Mellon
University. He also holds an MBA degree from Loyela Univer-
sity in Chicago.

Before joining what was then known as Komatsu Mining
Systems in 2001 as product manager of erawler dozers and
motor graders, Koetz was the program manager for large
tractors with CNH Clobal and also had served as deputy
product manager for construction/material handling
equipment as a major in the US. Army.

Whaen he's nat on the job, Koetz says his faverite thing to do
is spend time with his family.”] know that sounds like a pat
answer, but it’s true. We work some long hours and [ travel a lot
for work as well, so when [ get some time at home, 1 really
enjoy geing to my boys' soccer and basketball games and things
like that. My wife and I are also very active in our church.*
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QUESTION: You men tioned the Komatsu
“exotd” engines, How do those fit into the
Komatsu “unique and unrivaled” product
strabegy?

ANSWER: All manufacturers have o mest Tier

Y air quality standards, but they ane not all deing
it the samee way, We budieve our Tier 3compliant
“poot3 enmgines will notonly knwer emissions, but
will also prowvide improved machine pedformance
amd ol economy: YWe're not convinoed ofher
manfacturers will be as sucoessful as Komatsu
wiill ber in meeting the emissions requirenents,

Komatsu is now manufachuring srticalsed trocks in
Chatlanvaga, Tenn, in addition o Japan w improve
respinsiveness 1o Mol Americin conlractom

amd at the samme time making a mone productive
and cost-effective machine,

DUESTION: What part does lechmology play
in Komatsu’s product development efforts?

AMNSWER: It plavs a large part. We investa
tremendous amount of money each vear on
rescarch and development (R & D) and consider
oursehves a bechnobogical leader in the industry.
But for Komatsy, technology is mot about bells
and whistles — it's aboaat muts and baoles, All

o product planning and B & D goes back o
thee rieeds of our custome s and finding ways o
hizlp thiem be more productive, mone effickent
and mome profitable.

QUESTION: One problem that's surfaced in
the Tast year or two is equipment availability,
What is Komatsu doing to try to improve the
supply side?

AMSWER: Market demand over the past
couple of vears has been unprecedented. At
Bomalsu, we've increased both owr machine
and component production capacity to
improve the supply side

For example, one product that's been in
great demand, espedially in North America,
15 the articulated truck, Because of that, we'vie
added pl'l.h.h.l-.'l:l::ll:n ab our {-hullln.'ll:l.lh:-'._".ﬂ |'~|.1|'|t
for our artic o shorten lead me and proy icde
additional manufacturing Rexibility.

QDUESTION: What's the next big thing in
construction/mining equipmenit?

AMNSWER: Many of the changes and
improvemients ane going o be the result

oo ads, ARGCS 1 i|'|:l'|:1r|11.1|::|| ] l:_-.;hnnl-np_. A
decnde J4E0, Phaiere v dain't .||1:l.'|:|1||'.|.1 liker |r\-.|.1:."-.
monitoring, diagnostic and locating svabems
That I::..'j.'lL' il Lqui.l."‘l'l'lL'l'”. whother it's ouir shil-
of-the-art VHMS or Komtrax 1, i already
standard on many komatsu models, and in the
not-too-distant futurne, will likely be standard
on all construction equipment misdels

W hat that will dio i |!|.-|,=|_:1 I."l.'!.'!':-'l-‘:'ln.t'p' livwrier
their opwning and operating costs by ensuring
that maintenamnce is done as scheduled, and |:1:.'
speeding up troubleshooting o that repairs
cin be made more quickly. Side benefits
will include greater machine reliability and
lorgevity and resale values. 1l
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You face a new construction challenge everyday. And no

matter what tha job, Kent Demolition Tools offers a one-stop shop
for attachments that meet your specific needs. With more than 30 different
attachments, Kent helps you get any job done right.

For more information on Kent products, contact us today at 1-800-527-2282
(East coast), 1-800-624-1616 (Wes! coast) or 330-673-5826. Or, visit us on-ling
atl www kentdemoliion.com.
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PRODUCT SUPPORT SALES REPS

They are an important part of C.N. Wood's
commitment to customer service

Product support — and ki wping customers”
equipment running as eeonomically and
effickenitly as possible — has always been a goal
at CN. Wood Equipment, Inc. In recent months
that goal has been given a higher priority by
Increasing thie number of product support sales

nepresentatives (PSSR) from two people to five,

“We want to completely service customens
with everything they meed, from parts and
SCIVICE (0 attachments — everything up to
selling the inon,” said Jim Bumbam, comporate
Parts W

Thet PS5Es who call on customers e
lohn Hanm, swwho works the South Shone and
Lape Cod: Jeff Toppin, who covers western
Massachusetts: Glenn Sawver, in the North
shore; Dan Ibbitsen, in Rhode Island and Bermio
kennedy, whio works with municipalities

leshin Hanm and Clenn Savwver were both
mechanics whose expericnoe helps them
comaminica e especially well with customers.

Komaotsu o quipment and maore

Each 'S5R calls on up o DO cusEomners a
monti. And they ane nit just concentrating
an seiling parts and service for Komatsu
tqiapment, scconding to Bumbam, who has
years of expenence in the parts industry

W want o help with our customers’ poeds
tor virtually all brands of equipment thiv run,
fesnid, “Since Komatsu purchased Hensley, we
can el o booth for virwally any machine that's
out thiere. And we ane the largest Esco dealer in
New England, so now we have the nesounces to
et multiphe stvles of teeth, which is a big step
for us

PR can also sl all kinds of cutting el
not st CEM edmes, he addisd, “We have {esiard

that our customers want CN. Wood to give them
resouenoes for all their machines, not just Komatsu
euipmment,”

Mudtiple filker programs ane also available,
although Bumham stresses the importance of
using CEM filters for Ko cquipment rather

than s settling for after-market filters. “If you have
any problem with a machine, the first thing
Romatsu is going to do s look at the filter, It will
savie the customer a bot of tme and ageravation if
e wses CIEM fllers"

While price may have bevn a factor in-soms
decisions in the past o go with after-market
filters amd « thier parts, Burrmham said t|~_‘.:,‘ AR
now addressing that issue, “We have much
TN aEarressve and cornpetitive pricing today,”
he said. “We ane fighting to be competitive with
other parts suppliers. Il a customer feels a part is
foo expensive, wie wanl him bo come talk to us
bor soe what we can do about it We tov to work
with our cusbomers” W TN

L=R) FS5R fohin Hamn, Coanporate Pats Manager [im Bumbham snd PSSH Clenn Savweer
sland ready 1o address customens” parts and service nesds.
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E-Care undercarriage pregram

.M, Wond's PESRs not only sell parts, they
help customiers set up in-house programs
snech as lube contracts and wovioe comtracts
Komatsu's E-Cane undercarriage managemant
progzram is also wsid exhensively

"Undercarriage work is something that
we'vie meally started to get indo,” said Burmham
“We usually measure betiwveen 10 and 20
machines a week: We'ne trving to be proactive
with undercarmiage work, 1o give customers
a forecast on when they need work done on
their machines. We'ne using E-Care, which is
a prodessional, online soffwane program from
kommutsu, which is excellent in predicting when
an undercarriage should be tumied.”

Service kechnicians and PASHs sl mwasuring
a doeer's undercarriage at 300 howrs and wsually
recommendd a bushing turn at 1,000 1o 2000
heours, according 1o Burmhame “T1's critical naol o
exced 3 percent wear,” be said, © A tum done
at 30 percent to 40 percent will save a significant
amount of money.”

A PSHs, Eheir poly is abso o lalk o oveners and
opcrators Aol o bo use the Lh.||.|:i|;"i|'|||.'11|: 14
extenid its life, he added. "H:ii.',h-e-i'u.'ul MEVEeTs
the worst, along with continuous huming,” said
Bumham, “On excavators, the easiest way loswve
the undercarmiage is to use the work equipment
o by e machine, use the boomm o act ually pick

up the machine and tum. It saves a lot of damage,
c=pecaally when working in ledze or any kind of
rock, which s what we have around here,”

GET r;cms'tgnm:;nf imventones

Another practioe many customers an:
implementing at their shops is consignmient
imveniores wsing the GET managerment
progratm. “We offer emergency delivery servioe
anch will puf an inventory im their shops and
mamage it for them,”™ said Bumbam, “Ohar 5S5REs
will go i weekly or bimenthly to cdwok the
inventory and bill them as needed. We don’t bill
them for a part until it is used, and it has worked
ok very well.”

Komatau's new parts depot in Bridgeville,
Pa., has beven a hl,li;u,' F1|u-;. for themy, scconding
to Burnham. "We can get parts the next day
barbvween & am. and 7 a.an,”™ he said. “That
is very important to our customers. The
warchouse has 18,000 line items right movw and
that number will go up to 25,000, We have the
fast-moving ibems m stock ot C.8N, Wood, while
the parts depol carmies slower-moving parts”

Arnotbser PSSE :I'l,'-l'll_ll.'.'\-.ll'.l'ili‘l:l.' i% craking a
reconyrnerscled parts Lisd weinem o cusbomer hu:l.h
a nesw meachine, The PSSR goes ol al the bimie
o delivery o help miliarze the customes
with that machine. A big emphasis right now,
accordimg fo Burmbam, is compilimg equipment
fists for custommaers, I there is ever a prokslem
with a machine,” he explained, “we'll have a
hastory in the compater of that machine and
whut tools e boen used on 48

Anficipating needs

When O Wood s SSRs call on custommers,
they are Irving to anbicipate customers” parts
and service moeds. And, according o Glenn
Gavever, they all stoess honesty anad nest with
their customers. “We try bo keop them abead of
thwe gramee by stocking parts at their shops and
m1:|rrh1:|n-:|r|.}1 winderearm; A= abwead of e, e
agia. “That way ||'||.", krwoaw sax imoanths down the
roicl they only “have so many howrs ket on the
irack and can koep breakdowns to a minimum

“We'ne here 1o suppaort the customer as
best wiee can and | believe they trust s, he
ackded, “When they call, swo get out to them as
woom as possible, The parts department ben
s incredible, o, They do evervithing they
possibly can, and that’s what it's all aboat.” W



— innovation at its best.
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introducing the
Pelican 3-wheel mechanical sweeper. R o Reriee &

if you nead an all-around sweeper with incredible digging power. the Elgin Palican®
# the perfect solution. This lengendary machine combines maneuverahility, economy,
seniceatiily and single-lane dumping...with mechanicatly or hydraulicaily driven brooms

that easily hancle heavy, compacied dint and bulky debris

The Pelican s based on a design that has been continually improved since 1914
Innavations like high-visibalily bubble windows. the No Jam™ conveyor and an optional

patented sprung guide wheel have made it the world's best-selling three-wheel broom

swedper. Customzed with your choice of options, the Pelican is sume 1o fit your needs

WORBLURN, MA WHATELY, MA JOHMNSTON, RI AVON, MA
-. C.H. WQDD Ol NG M0 Mlerremac Sieeet 1112 Stabe Kosad B Ssiin ke 18 Walis Mo
A (7R1) 9351919 R (4041 9429191 (306 S-BA84

FAN: (TED) G170 FAN: (4177 5T Fab X (400 b g 2- 21 FAX: (SIH) 584-8514




STRETCHING YOUR FUEL DOLLAR

These tips can help you conserve fuel and
control your equipment operating costs

Hedncung fuel |:i|r|.|.|.1|1-\.|_1ii:|r|
will be increasingly
ni as ikhe [Ili.[l;'

BT
i il dniel escalabes
Kioauibsu fechitimiserids
Fraluidlig cnggine qpnl-.l anxl
traved speed where possible,
and bairg effscient in vour
AT rnenls aon a |rI1:I'\-||:ll:' by
priper positianing and
Preplacnang o minimise
the mimber al eyiles or
piess

:i-‘-'-" "L:-."-'-[LE il

As an equipment user, vou've probably
always been concerned about fuel efficiency.
But now, with the price of dicsel at a record
high, chances are you're more concemed than
over before, and vou're likely looking for ways
ke reclisce viour fuel bill.

With its Tier-3-compliant engines due to
be introduced within the mext few months,
Komatsu has made fuel efficiency a top
pricrity. But bevond the machines themselves,
theere are things you and your operators can
do bir Further stretch vour fuel dollar. Here
are some fuel-saving tips from Komatsu Lid.
(The figures used apply toa 20-ton hydraulic
excavabor, but similar savings can be gained in
any size cliss and any type of machine)

L. Avoid idling. By turning the machine off
rather than idling when vou're not producing,
vl can save miore than five gallons a month
(rased onone hour of idle time per dav),

2. Avoid relieving pressure. Pulling the
contrisl lever contimsousiy bo ey fo Lift a

I:Lr-.1-|h'.'|"._'. lad doesn't move the maching,

it simply relieves ol pressure. IF vou can
maintain smooth digzing, you can save more
than 18 gallons a month.

3. Lower engine speed. By dialing back by

10 percent, you can reduce fuel consumption
by 12 percent (vou do lose about 7 percent in
pr:'u,lu-:'l;:l'.'ﬂ:.'. Bt khwie ik szaim in fuoel -ll"l’n:'l-,lru.':.'
is sl & percent).

4. Eliminate unnecessary/finefficient
maoavierment, For ""‘:"'“"F"I""- in truck losachinge,
reclucing swing angle from W degroes to

1 degrees will improve fuel efficiency by

3 percent. Shortening cycle times throagh
improved excavation fechniques can provide
as much as 8 percent better fuel efficiency.

5. Reduce your travel speed. Slowing dowwn 100
pereent may improve fuel efficiencoy by up to
B pereent

B, Perform regular maintenance, A smooth-
runming machine maximizes fuel efficiency,

Fosr webvewll boacdors and doeers, similar
COMmImen-sense operating initiatives can help
vou save a lot of money on fuel, The bigges
factors inchude redua g engee -rﬂ;;:l and
t:l |I'|.'|.'§ !'li"'l."l"‘\.j Ly IIE'I'-L"-'I.'T I.""l I"'!"Iul |]L'. ] eIl |r'.|:|
tire or track slippage; in V-cvele loading,
making sure you're in the position that lets vou
i the work with the least amount of travel
ard b shorbest |_'_1.'-.'|-|= Hmes: and 51n'i1l.:|1:|'||:||_|;
iy prinimize the numbes of e TR T have 1o
makc,

If wov can |n1|_1|-,'n'|u|1|, e Foeed o ing
technigques, the higher fuel cost may actually
b advantageous for vou because your
operating costs will be much less than
L'l.'ll'l'l'l."'l.'“tl.'r"'l who contimee bo ops rate as Hhey
did when fuel was 51 a gallon, W



l“'C.N. WOOD co, inc.

1 0% Off Any Cutting Edge In Stock Komatsu 4D
Plus Free Hardware Batteries
$105.99

10% off parts and labor for any CYLINDER rebuild or reseal

20% OFF THE
PURCHASE OF THREE
OR MORE FILTERS
(KOMATSU ONLY)

HENSLEY, |~

o
SINCE 1947 %& £

Contact our product support team for a FREE Improve vour
ultrasonic undercarriage evaluation!!! machine’s

Glenn Sawyver (781) 389-3053 From our Wobum store f}FFﬁH‘H ance!!!!
John Hann (617) 593-4795 From our Avon store H‘;'{f}‘fﬂ[ﬁ{‘

Dran Ibbitson (617) 908-6991 From our Johnston, RI store | Hl‘”nﬁ"-”ﬂ.‘h‘ 10% EJ#
Iefl Toppin (413) 246-8326 From our Whately store Parts and Labor |

(shop jobs only)

10% off parts and labor for any CYLINDER rebuild or reseal

Wb Parts Depe, (TR 955-149 14 Ivim Eismham corporate pans manager
Avon Pans Depi. | 508 ) SE4-R484 (TR1) 351919 exi235 -
Jihinsaion Parts Dvepe. (40 ) 209 |

Whately Parts Diepi. 403§ 6657004 m

SALE ENDS DECEMBER 3ist!!!!
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