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A MESSAGE FROM
THE PRESIDENT

Dear Equipment User:

Ed Kirby

Each year, Komatsu updates and improves its product line, upgrading designated
models. But rarely, if ever, have there been as many changes as this year. The
improvement affects virtually every product category and many of the most
popular sizes.
Of course, one of the driving forces behind some of the changes is the EPA Tier 3
rule, which beginning this year, requires significantly lower emissions from off-road
equipment between 175 hp and 750 hp. Because of that rule, Komatsu introduced
a new engine (the ecot3) for all machines within that size range. But beyond the
new engine, Komatsu took several additional steps to upgrade many machines,
including new Dash-8 hydraulic excavators and Dash-6 wheel loaders.
In this issue of your Kirby-Smith CONNECTION magazine, you can read about
the new PC200LC-8 and PC220LC-8, as well as the new WA500-6 and WA600-6. All
these units represent the next generation of Komatsu machines, which emphasize
improved fuel efficiency as well as power and performance enhancements.
Of course, at Kirby-Smith, we’re proud to carry such industry-leading products,
but we know that’s only part of the equation. Equally important, if not more
important, is how we, as a distributor, support that product — and support you, our
customer.
Our new Ft. Worth branch is assigned to do just that. The state-of-the-art facility
has a larger shop area, increased parts inventory and more space for new and used
equipment. We’re even carrying new product lines there.
Be assured, at all our locations, we’re committed to helping you keep downtime
to a minimum and helping you reduce your equipment owning and operating costs.
How? By adding field service technicians and improving their training; by boosting
off-the-shelf parts availability; and by offering repair and maintenance programs,
which over time, we’re convinced will save you substantial money.
Product support improvements are an ongoing effort at Kirby-Smith. We believe
there’s always room for improvement and we’re determined to do even better when
it comes to supporting our customers and our products.
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If you have any comments or suggestions about what we’re doing, how we’re
doing it, and how we can further improve — I’d be happy to hear from you.
				
				

Sincerely,				
KIRBY-SMITH MACHINERY, INC.

				
				

Ed Kirby,
President
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A SALUTE TO A KIRBY-SMITH CUSTOMER

KIOWA COUNTY DISTRICT 2
Maximizing resources to serve public,
maintain infrastructure

A

As a County Commissioner for rural Kiowa
County District 2, Oklahoma, Robert Boelte faces
a tough group of customers: his constituents. If
they’re not satisfied, he’s out of a job.

Robert Boelte,
District 2
Commissioner

Kiowa County puts a
Komatsu WA380 wheel
loader to work stockpiling
road base material at its
gravel pit south of Lone
Wolf, Okla. The county
also uses a Komatsu WA320
wheel loader at the pit.
“I’m just tickled with those
two wheel loaders,” stated
District 2 Commissioner
Robert Boelte. “They’ve been
completely trouble-free.”

“The biggest challenge is to try to get as
much done with the money we have to work
with,” he said. “The money coming into our
budget is really limited because we’re so
sparsely populated — about 10,000 people in
an area of 10,000 square miles.”
The fact that he’s now in his third elected
term suggests that Boelte has figured out how
to manage his resources effectively to meet the
county’s needs. As District 2 Commissioner
— one of three county commissioners each
overseeing a portion of the county — he is
responsible for maintaining and improving
about a third of the county’s 1,576 miles of
roads and 340 bridges, leveraging federal, state
and county funds to complete as many projects
as possible each year.
To help him accomplish that, Boelte depends
on the dedicated District 2 crew and on Office

Administrator Roberta Dugan, who handles
all the paperwork in the office.

Keeping roads in top shape

“There are close to 530 miles of roads in our
district,” said Boelte, who has worked for the
county since 1983, learning the ropes as a road
hand and foreman before running for office.
“There are maybe 100 miles of chip-and-seal
roads and asphalt, and the rest of it’s dirt or
gravel, with about 85 percent gravel.”
Boelte says his 10-person crew works to
maintain the country’s dirt and gravel roads
after every rain, as well as improving rightof-ways, clearing ditches, working to control
erosion and hauling gravel. “We have our own
gravel pit, but we don’t crush rock,” he noted.
“We have a shaker machine, a power screen,
and we size the rock down to two inches and
pile it up for hauling out on the road.”
The county’s five motor grader operators are
responsible for taking care of their own territories,
he explained. “The priorities include roads that
drivers have been having trouble with because
they need more gravel or a dirt road where a
utility company has to fix the lines after a storm
but can’t access because it’s muddy. Roads that
school buses or mail carriers use are the main
routes on which we keep gravel or chip-and-seal.
We also gravel roads for landowners who need
to get to livestock if they help pay a minimum fee
for the gravel.”
The county also oils and chips roads and
is gradually converting busier gravel roads
to asphalt through a Surface Transportation
Program that funnels federal money through
the state, Boelte explained. “There’s a set of
application criteria for this money. We’ve been
very fortunate in that we’ve completed two
of these projects and we’re in the process of

bidding another, with an additional project
scheduled for 2009.”

Bridges and more
Maintaining and rebuilding bridges is another
major responsibility for the county, Boelte pointed
out. Larger ones are rebuilt through a bridge
replacement (BRO) program in which the federal
government covers 80 percent of the cost and the
bridges are built to federal standards. “We’ll do
some of the dirt work or finishing work, but most
of the time a contractor builds those bridges. We
have about one such project a year.

Operator Daniel Rogers uses a Komatsu PC200LC-7 excavator to
clear and reshape a ditch in Kiowa County. Later, the county will
reseed with Bermuda grass to control erosion.

“We also build some of our own bridges
with reimbursement from the county bridge
and road fund. We have a circuit engineering
district together with 10 counties and our
own engineer, who engineers the bridge for
us. Usually these are smaller bridges, but we
have built some rather good-size bridges with
our own crew,” he reported, citing the recently
completed 120-foot bridge at Little Elk.
Boelte says he uses the federal funding
program only for larger projects because his
crew can build a smaller bridge — from 20 to
30 feet — in about two months for roughly
$60,000. “A BRO project that has to go through
all the federal regulations would cost a couple
hundred thousand for the same bridge.
“Instead, we tell the circuit engineering people
what we want to build and give them an initial
set of plans, then they come out and review it.
It’s the same design for all the bridges.”
Boelte’s crew tackles the project by first
tearing out the old bridge. “If it’s an old ponytruss bridge, we try to save it and put it in a
park. Then we drive the piling, build the back
walls and set the beams on. We drive the piling
as far as need be using a diesel-fired pile driver
and crane that we bought from Kirby-Smith
Machinery. We’ll use 24- to 36-inch I-beams
for the substructure, then we’ll lay the stay in
place, put down two layers of rebar and pour
the concrete. Finally, we’ll put up guardrails.”
Boelte’s crew is also responsible for assisting
with maintenance or construction projects
at the courthouse, schools and other public
facilities. “The county just built a health
department at the hospital and we helped

Operator Doug Blevins maintains a Kiowa County road with
District 2’s Komatsu GD655 Laterra grader. “I can drag roads for
two days without fueling up,” he said of the fuel-efficient machine.

build the parking lots. If there’s something that
needs doing, we help out.”

Stretching the budget dollar
With a wide range of responsibilities and
a limited budget, Boelte’s goal is to serve the
public as efficiently as possible. “If somebody
comes in with a complaint or tells us about
a bridge they think is dangerous, etc., we’ll
go look at it and try to take care of it if it’s
necessary. We try to make the money stretch as
far as we can, getting as much accomplished
with what we have to work with, and buying
the best equipment we can for the value.”
That’s where Komatsu machines have made a
difference, he claimed. “One of the reasons I’ve
been buying Komatsu equipment is because
we can get better quality equipment for a good
price.” Boelte has been working with KirbySmith Machinery and Sales Representative
Continued . . .
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Getting best value for the money is budget strategy
. . . continued

Preston Brown to bring that equipment to work
for Kiowa County.
The District 2 Komatsu fleet currently includes
a GD655 Laterra motor grader, a PC200LC-7
excavator, and WA320 and WA380 wheel loaders.
A new Komatsu D85EX bulldozer is on the way.
Roberta Dugan,
Office Administrator

“The Komatsu excavator is one of the best on
the market,” insisted Boelte. “The fuel economy
is tremendous. All the Komatsu equipment
seems to be really fuel-efficient, but that PC200
excavator really amazes me. The crew uses
it for everything from clearing ditches and
pulling out trees to building bridges.”
Operator Daniel Rogers is equally
enthusiastic about the machine. “It’s a good,
user-friendly piece of equipment,” he stated.
“The controls are easier to use than those on
the previous machine, the cab is nice, the air
conditioner works great, and the little ice box in

the back is neat and handy. You don’t have to
have a water jug in the cab. I also like the footcontrolled operation for running the tracks.
The visibility is excellent. It’s got good warning
systems when you move backward or forward.
Overall, it’s an excellent machine.”
Grader operator Doug Blevins also praises
the Komatsu GD655’s ride and handling. “It’s
operator-friendly. The controls are easy to get
to, and the ride is comfortable. At the end of the
day I’m not nearly as tired, and fuel-wise, I can
drag roads for two days without fueling up.”
Boelte says the Komatsu wheels loaders,
which work primarily in the gravel pit, have also
proved their worth. “I’m just tickled with those
two loaders. They’ve been completely troublefree.” The new Komatsu D85 dozer will replace
two smaller competitive units, working mostly at
the quarry. The county also has four belly-dump
trailers for hauling gravel out on the road.
“Another reason I like the Komatsu
equipment is because I checked out the resale
value and I was really pleased with what I saw,”
Boelte reported. “That’s a good benefit too.”

Taking a break on a
Kiowa County road
job are (L-R) Operator
Doug Blevins, District
2 Commissioner Robert
Boelte, Operator Daniel
Rogers, Operator/Driver
Kirby Rogers and Truck
Driver Chad Baden.
Operator Daniel Rogers is especially enthusiastic about this Komatsu PC200LC-7
excavator, which he uses here to work on a Kiowa County ditch. “It’s a good user-friendly
piece of equipment. The visibility is excellent; overall, it’s an excellent machine.”

Although Kiowa County has to let out bids
on equipment purchases where price becomes
a primary decision factor, Boelte recognizes
that overall value is equally important. As good
as the equipment is, Boelte understands that
service after the sale and the product support
Kirby-Smith provides are also part of his
strategy to get the most for the county’s money.
“Parts and service support have been very
good. Jerry Roach, the Kirby-Smith field service
technician who works with us, is a very good
mechanic,” he added.
Boelte says he’s got plenty of equipment
to occupy his 10 staff members, who play
multiple roles as equipment operators, truck
drivers, mechanics and administrators. Their
versatility has been another key to making the
best use of the county’s resources to meet the
needs of those who live there, he says.
“I think the most important thing in this job
is to listen to all of the people’s concerns and if
they’re legitimate and something needs to be
done about a road or a bridge or something, we
try to accomplish that with the resources we’ve
got. We have to be creative.” ■

GUEST OPINION

CONSTRUCTION OUTLOOK
Analyst says growth trend remains strong
throughout the U.S.

T
Andy Fanter is an
analyst with CyclastIntercast, a sales
forecasting firm that
works with more than 65
equipment distributors
and manufacturers
throughout the U.S.

Road building will be
one of the lynchpins of
this year’s construction
economy with spending
expected to be up by
about 14 percent.

The year 2006 is certainly looking to be another
excellent year in the construction business.
Despite many skeptics, the housing market
continues to show strength. For the year, we
should have about 2.2 million permits and two
percent growth in housing. Some overheated
regions will almost certainly see a slowdown,
but even if there were a dramatic downturn in
those areas, it would not have a major effect on
the construction economy. It would not even
significantly ease the shortage of machines or
building materials in other areas of the U.S.
Rebuilding efforts in the Gulf Coast are finally
getting under way. While New Orleans got
much of the attention with 200,000 damaged or
destroyed homes, the entire area east of New
Orleans to the Florida Panhandle had over two
million homes damaged or destroyed. What
this means to contractors around the U.S. is that
labor, machines and materials will be heading
to the southeast parts of the U.S. in greater

quantities. This will put a strain on an already
overburdened supply market.
The highway bill has been passed and actual
construction on some projects will begin in the
latter half of 2006 and throughout 2007. You will
need to plan for material costs and availability
carefully. Concrete remains in very short supply.
With reconstruction in the South, rebar will also
be in short supply. Energy costs continue to
climb and this will affect the price of material
transportation, machine fuel costs and the cost of
plastics. On the average, I would expect highway
spending to be up around 14 percent or more.
The growth in aggregate production in
response to highway and nonresidential growth
will be around 5 percent. The limiting factors in
aggregates are the difficult permitting process
and the lack of large equipment available to
quarries. Quarry and mining work around the
world is booming and manufacturers have been
able to produce machines, but are still having
difficulty with tire availability. Contractors
should take exceptional care of their tires at this
point of the economy. A damaged tire could take
several days or longer to replace.
Nonresidential construction is continuing
to boom. The majority of this growth is from
retail construction — in response to the growing
housing market. Tax collections for states have
been good for the past two years. There will
be growth in the governmental construction
market police substations, fire stations and sewer
transfer stations. Expect nonresidential growth to
be 15 percent or more in 2006.
In summary, there’s a lot of work going on
this year, but to ensure that you’re able to make
money doing that work, you’ll need to plan well
and be smart. ■
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INTERSTATE TURNS 50
Highway system was built with economy,
defense and safety in mind

Y

You’d be hard pressed to find someone in
the United States who hasn’t traveled on some
of the more than 46,000 miles of Interstate
highways that cover the entire country. In fact,
with the Interstate Highway System turning 50
this summer, it’s hard to imagine the country
without it.
Officially known as the Dwight D.
Eisenhower National System of Interstate and
Defense Highways, the Interstate Highway
System celebrated its Golden Anniversary
June 29, 2006. The date marked 50 years to the
day President Eisenhower signed the FederalAid Highway Act of 1956 into law, providing
billions of dollars for the construction of new
highways. The bill had passed the House of
Representatives and Senate three days earlier.

An arduous trip across the country in 1919 formed President Eisenhower’s opinion
that the nation needed a highway system to move military and other vehicles quickly.
Problems such as trucks needing to be pulled from muddy roads and ditches were a
common occurrence on Eisenhower’s journey from Washington, D.C., to San Francisco.
(Photo courtesy of the National Archives.)

“The obsolescence of the nation’s highways
presents an appalling problem of waste,
danger and death,” Eisenhower said during his
presidential campaign in 1952. “A network of
modern roads is as necessary to defense as it is
to our national economy and personal safety.”
Economic benefits, traveler safety and national
defense were all cornerstones of the plan to build
a system of roads to improve transportation in the
United States. Part of Eisenhower’s presidential
platform in 1952 called for funding a network of
highways that would improve the flow of goods
and services across the country, while providing
safer routes for Americans to traverse while
visiting relatives and friends across the country.
While economics and national defense
were vital aspects of the highway bill, traveler
safety was just as important. At the time the
bill was signed into law, highway death rates
were more than four times higher than they
are today. According to the Federal Highway
Administration (FHA), the Interstate System
has done much to make travel safer and more
efficient. The FHA claims the Interstate System
is the safest road system in the country with
a fatality rate of 0.8 compared to 1.46 for all
roads in 2004 (numbers are based on fatalities
per 100 million miles traveled). The national
fatality rate in 1956 was 6.05.
According to the FHA Web site, this
improvement in safety is the result of many
factors working together, including the shift
of traffic onto the safer Interstate highways
and technological advances in safety, such as
wider shoulders; skid resistant pavements;
better guardrails, signs and markings; clearer
sight distances; and breakaway sign posts and
utility poles.

Ike sees future in
past experiences
It’s a far cry from the less-than-ideal
conditions Eisenhower faced as a lieutenant
colonel in the Army in 1919, when he was
assigned to a coast-to-coast motor transport
train to move military vehicles from
Washington, D.C., to San Francisco. The 62day trip was fraught with rough, sometimes
muddy roads, bridgeless river crossings and
an agonizingly slow pace of 6 mph. In places
where there were bridges, the heavy military
vehicles often broke through the bridge decks,
causing delays that limited the trip to an
average of 58 miles per day.
The trip formed Eisenhower’s opinion that
the nation needed a highway system to move
military and other vehicles quickly, but his
vision wouldn’t be realized until almost 40
years later when he became president. With
the country facing hardships such as WWI,
The Great Depression and WWII, the idea
of funding a new highway system was put
aside. Eisenhower spent time in Germany
during WWII, and it was there that he further
cemented his view of the need for better
transportation in the United States.
Eisenhower saw the future of America’s
Interstate Highway System while moving
military troops and equipment on Germany’s
Autobahn, and made the idea of better
transportation in the United States part of his
domestic agenda when he became president.

Debated project
Eisenhower considered the Federal-Aid
Highway Act one of his crowning achievements
during his tenure in office. Historians agree,
even though there is debate as to its standing
among the greatest construction projects of all
time. It’s been labeled as the greatest public
works project in history and was voted the
number three construction project of the 20th
century by attendees at CONEXPO 1999,
behind the Chunnel Tunnel and the Golden
Gate Bridge and ahead of such achievements as
the Hoover Dam and the Panama Canal.
It was chosen third from a list of more than
100 projects that included buildings, structures,

Workers pave part of Interstate 80 south of Gretna, Neb., in 1957. In 1974, Nebraska
became the first state to complete its mainline Interstate system. (Photo courtesy of the
Nebraska Department of Roads.)

roads and other large construction projects.
Criteria included the impact or benefit to
humanity, quality of work, economic impact, use
of innovation and application of new technology,
impact on and sensitivity to the environment and
the influence on future projects.
Final cost estimates, done in 1991, put total
construction of the Interstate Highway System
at $128.9 billion, with 90 percent of the funds
coming from the federal government. The other
10 percent came from the states, who own,
maintain and operate the Interstates that run
through them. The only federally owned part of
the Interstate Highway System is the Woodrow
Wilson Bridge in Washington, D.C.
There’s much debate about which state
had the first Interstate highway. Three states
— Missouri, Pennsylvania and Kansas — all
claim to be number one. Which claim is the
most legitimate depends on how you define
being first.
Missouri was the first to award a contract
under the law, doing so on August 2, 1956, just
days after Eisenhower signed the act into law.
It was for work on U.S. Route 66 which would
become I-44. Missouri was also first to start
construction after the act was passed, with work
beginning on Route 40 (which would become
I-70) on September 26, 1956.
On August 31 of that year, Kansas awarded
a contract for concrete paving on a section of
U.S. 40, which would also become part of I-70.
Continued . . .

New bill to rebuild, maintain nation's highways
. . . continued

Construction was under way before the act,
but the paving dollars were awarded after the
Highway Act was signed. On November 14,
Governor Fred Hall opened the new road in
a ribbon-cutting ceremony where a sign was
posted identifying it as the first project in the
U.S. completed under the provisions of the new
Federal-Aid Highway Act of 1956.
Pennsylvania says it’s number one based
on prior construction that would later become
part of the Interstate system. Much of the
Pennsylvania Turnpike, which opened from
near Pittsburgh to near Harrisburg in 1940,
would be incorporated into the Interstate system
as time passed. If that counts, “The Granddaddy
of the Pikes” would truly be the first.

Upgrades, funding on the way
No matter which state is correct, the Interstate
Highway System has reached middle age
and some say it’s time for upgrades and
an infusion of new monies to make sure it
continues to meet the needs for which it was
designed. A new highway bill signed into law
in 2005 is the most recent Interstate funding
mechanism. SAFETEA-LU, which stands
for Safe, Accountable, Flexible and Efficient
Transportation Equity Act — A Legacy for
Users, authorized more than $286 billion in

A new highway bill passed in 2005 is designed to rebuild and maintain the country’s
transportation system, with a major portion of the monies earmarked for highways.
Estimates show that the Interstate system has returned $6 in economic productivity
for every $1 of construction cost and has reduced traffic fatalities dramatically.

transportation-related spending. Of the $286
billion, $228 billion is earmarked for highways.
“As the Interstate System approaches 50,
it’s facing a ‘mid-life crisis’ that few outside
the transportation industry and the public
agencies that manage it seem to understand,”
said 2005 American Road & Transportation
Builders Association (ARTBA) Chairman Rich
Wagman in a recent article on the ARTBA Web
site. Wagman is chairman and CEO of York, Pa.based G.A. & F.C. Wagman, Inc. “Throughout
the past 50 years, the Interstates have handled
traffic volumes and weights that have
dramatically exceeded the usage projections of
those who developed and designed the plan in
the 1940s and ‘50s. That beating — combined
with the System’s capacity shortcomings
— has taken a great toll. There will be serious
consequences for the nation if the capital
investment and resource challenges that face
the Interstate aren’t fully understood and met.”
The funds provided under SAFETEA-LU
will help rebuild and maintain the Interstate
Highway System as the country moves further
into the 21st century and road use continues to
increase. Currently, less than 1 percent of the
nation’s roads are Interstates, but they carry
more than 24 percent of the country’s travel,
including more than 41 percent of all truck
miles as goods and services are moved around
the country faster and more efficiently than
ever before.
The impact on the nation from Eisenhower’s
Interstate System has been profound as it’s
spread across the country, putting everyone
within a few days drive of each other. It’s
spurred economic growth — estimates show
the system has returned $6 in economic
productivity for every $1 of construction — and
reduced traffic fatalities dramatically. All were
part of Eisenhower’s vision for the future
when he first proposed the Interstate Highway
System more than 50 years ago.
In 1955, Eisenhower said of the future
Interstate system, “Together, the united forces of
our communication and transportation systems
are dynamic elements in the very name we bear
— United States. Without them, we should be a
mere alliance of many separate parts.” n
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NEW PRODUCTS

DASH-8 EXCAVATORS
Komatsu’s newest generation of PC200 and PC220
excavators raises the bar on efficiency and productivity

A

As a contractor who prides himself on doing
quality work quickly, you’re probably always
looking for more from your equipment. More
power. More speed. More reliability.

Peter Robson,
Product Manager,
Hydraulic Excavators

Komatsu’s new Dash-8 hydraulic
excavators, including the popular PC200
and PC220 size classes, deliver on all those
counts, while at the same time providing
significantly improved fuel efficiency.

Like all new Komatsu excavators, both the PC200LC-8 and PC220LC-8 feature the new
ecot3 engine, which significantly reduces emissions as well as improves fuel efficiency
by about 10 percent. A quick-return arm circuit that improves cycle times boosts
productivity.

“In highly competitive size classes like the
PC200 and PC220 (roughly 23 to 27 tons), we’d
gone about as far as we could go in terms of
weight and horsepower — the old ‘bigger is
better’ mentality,” said Peter Robson, Komatsu
Product Manager for Hydraulic Excavators.
“Don’t get me wrong — the PC200LC-8 and
PC220LC-8 are more productive than the
Dash-7 models, primarily because of improved
cycle times and other hydraulic improvements
that give outstanding performance. But
the efficiencies we’ve built into these new
machines are at least as important as those
performance enhancements.”
Those efficiencies include using significantly
less fuel (about 10 percent less) and putting out
significantly fewer emissions than the Dash-7s.
Combine that with impressive upgrades in
information technology and operator comfort
and you get a machine that delivers the
ultimate for a contractor — high productivity
and low-cost operation.

New engine/new monitor
The PC220LC-8 has 168 flywheel
horsepower, the same as the PC220LC-7. The
PC200LC-8 has 148 horsepower, up from 143
horsepower. Both units are powered by the
newly developed, low-emission Komatsu
SAA6D107E-1 engine that significantly
reduces NOx emissions, which EPA Tier 3
regulations require.
Productivity enhancements include a new,
quick-return circuit, which allows the arm
to go out and return faster, improving cycle
times.
Both units have five working modes. In
addition to Power, Economy, Breaker and
Lifting, there’s also a new Attachment mode.

An operator simply presses a button to get
the proper flow he needs for the work he’s
going to do. The modes, along with most other
machine functions, are selected through a new
seven-inch color monitor.
“The monitor is one of the biggest
improvements in the new Dash-8 models,”
indicated Robson. “You match your machine
to the job application through the monitor.
You pick up maintenance codes and troubleshooting functions on the monitor. You control
AC through the monitor. It’s an impressive
system that’s very user-friendly.”

Both the PC220LC-8 and PC200LC-8 have five working modes,
including a new attachment mode. The units also feature a large, new
color monitor with an “eco-gauge” to further improve fuel efficiency.

Fuel-efficient operation
Yet another advancement on the monitor
is an “eco-gauge,” which serves as a guide to
efficient operation. It provides the operator
with instant feedback regarding the load he’s
putting on the machine and how that impacts
fuel consumption. It also alerts the operator if
he’s idling for too long, which is another way
fuel is wasted.
“We think the high cost of fuel is here to
stay, so equipment owners will be looking for
ways to cut back on fuel usage,” predicted
Robson. “The PC200LC-8 and PC220LC-8
are both about 10 percent more fuel efficient
in Power mode. With the information the
machine provides, the operator will be able to
try some different things to further lower fuel
consumption.”
Both machines also come wired with the
latest Komtrax technology. Komtrax is a
wireless equipment monitoring system that can
send detailed machine operating information
back to the home office and/or to your
Komatsu distributor. Komtrax information
includes machine location, service meter
readings, cautions, abnormality codes, load
frequency and much more — all of which
can be invaluable in helping you to reduce
downtime and lower your owning and
operating costs.
In addition to being Komtrax-ready, the
PC220LC-8 and PC200LC-8 come with
Komatsu’s EMMS (Equipment Management
Monitoring System), which stores trouble data,

Brief Specs on the PC200LC-8 and PC220LC-8
Model

Output

Operating weight

Bucket capacity

PC200LC-8

148 hp

46,080 - 47,260 lbs.

.66-1.57 cu. yd.

PC220LC-8

168 hp

54,309 - 54,926 lbs.

.76-1.85 cu. yd.

displays abnormalities and notifies an operator
when it’s time to change oil and filters.

Comfort and safety
In addition to the new, large monitor,
an operator will immediately notice and
appreciate cab comfort features that include
a high-back seat and an arm rest that moves
with the console so the pilot control joystick is
always where he wants and expects it to be.
Komatsu also designed the new cab with
pipe-structured framework to improve
operator protection in the event of a tip or
rollover. Vibration inside the cab, and noise
— both inside and out — has significantly
decreased.
“Komatsu has always challenged
themselves to set an industry standard
with each new hydraulic excavator series
introduction,” said Robson. “From the
legendary Dash-3 version of the 1980s right
up through the Dash-7, we’ve led rather than
followed. That’s a trend we’re confident we’re
continuing with the new Dash-8s.” ■

For more information on how
the Komatsu PC200LC-8
or PC220LC-8 can improve
your operation, contact your
sales representative or our
nearest branch location.

Quality you can rely on

Classic.

Destined to be.

Today’s Komatsu midsize dozers are the pride of a long line of classic
dozers. Each generation possessing the best qualities of the one before,
while featuring the latest technology that only comes from real world
applications. Our newest midsize dozers are the next breakthrough, offering
improved comfort, easier operation, better maneuverability and, as always,
enduring Komatsu reliability. It’s everything you want to boost productivity and
to spend quality time at work – and home.
To learn more, contact your local Komatsu distributor, visit us online at
KomatsuAmerica.com or call 1-800-Komatsu.
• Komatsu America Corp., Headquartered in Chicago, IL • North American manufacturing operations in Chattanooga, Candiac, Dallas, Newberry, Peoria and Seymour • Over 210 distributor locations serving North America
©2004 Komatsu America Corp.

411-1621
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PRODUCT INNOVATION

NEW WHEEL LOADERS
Increased production and lower fuel consumption
are hallmarks of new Komatsu Dash-6 models

E

Equipment users are always looking for
ways to boost production and/or reduce
operating costs. Komatsu kept those goals
in mind in designing its new Dash-6 wheel
loader line. Currently available are the WA500-6
and WA600-6 wheel loaders, both of which
are significantly larger and more powerful
than the Dash-3 versions they replace in the
Komatsu lineup. Both are also considerably
more fuel-efficient than their predecessors.
The WA500-6 and WA600-6 are powered
by Komatsu’s new ecot3, Tier 3-compliant
engine, which not only lowers emissions,
but also decreases fuel consumption, and
does so without sacrificing power. A Dual
Mode Engine Power Select System lets the
operator adjust the machine’s performance
by using either the “E Mode” for maximum
fuel efficiency in general loading, or “P Mode”
for powerful output in hard digging or hillclimbing applications.
“The most notable difference users will
see in our new wheel loaders compared
to previous models is a decrease in fuel
consumption, with an increase in productivity
being a close second,” said Rob Warden,
Product Manager, Wheel Loaders. “We’ve
designed these machines to be highly efficient
so users can get more work done in less time,
while using less high-priced fuel. The result is
more money in the pocket of the user.”
Both loaders are suitable for a variety of
functions, according to Warden. “The WA500-6
works well in sand-and-gravel operations,
and as a loading machine for highway trucks.
The WA600-6 is a significant upgrade from
its predecessor and is ideal for small quarry
applications. It will load a 70-ton haul truck,
such as our Komatsu HD605, in five passes.”

New components minimize waste
Standard on the loaders is a newly designed
variable displacement piston pump that
combines with Komatsu’s Closed-center
Load Sensing System (CLSS) to deliver only
the necessary amount of flow needed for
hydraulic function. The new design prevents
wasted hydraulic flow, which in turn provides
better fuel economy.
“Our previous series used gear pumps, which
always provided maximum flow,” Warden
explained. “The machine used what it needed
and the rest was returned to the tank. The
variable piston pump is an on-demand system,
so it only delivers what is required. As a result, it

Rob Warden,
Product Manager,
Wheel Loaders

Continued . . .

Brief specs on WA500-6 and WA600-6
  Model

Output

Operating weight

Bucket capacity

WA500-6

332 hp

74,010 lbs.

7.3 cu. yd.

WA600-6

502 hp

118,385 lbs.

8.4 cu. yd.

Komatsu’s new WA600-6 has major changes from its predecessor, offering increased
horsepower and operating weight, and a larger dump clearance. “It’s ideal for small
quarry applications,” said Rob Warden, Product Manager, Wheel Loaders. “It will load
a 70-ton haul truck, such as our Komatsu HD605, in five passes.”

New loaders’ performance markedly improved
. . continued

For more information
on the WA500-6 or
WA600-6, call your sales
representative or our
nearest branch location.

uses less power and burns less fuel. Users could
see up to a 15 percent reduction in fuel use.”

pull, which allows the machine to climb virtually
any ramp with the bucket loaded.”

Komatsu further enhanced fuel economy
with its newly designed drive train featuring
a large-capacity, lock-up torque converter that
provides production efficiency, reduced cycle
times and optimum fuel savings in load-andcarry or hill-climbing operations.

The WA600 underwent even more radical
changes. Output increased from 450 horsepower
in the Dash-3 model to 502 horsepower in the
new WA600-6. Operating weight increased from
less than 100,000 pounds to 118,385 pounds.

“These features — variable piston pumps and
large-capacity torque convertors — will become
standard across the Komatsu wheel loader
line over time,” Warden noted. “Our aim is to
standardize our line as much as possible so a
customer with multiple machines on the same
jobsite can go from one machine to another and
not miss a beat.”

Increased production

Komatsu’s new line of
wheel loaders, including the
WA500-6, was designed for
maximum production and
fuel economy. Komatsu’s
ecot3, Tier 3-compliant
engines decrease emissions
and fuel consumption
without sacrificing power.
Large-capacity lock-up
torque converters provide
production efficiency,
reduced cycle times and
optimum fuel savings.

Several new features contribute to better
production, according to Warden. For example,
both machines have stronger loader frames
and components, which extend machine life
and lower repair and maintenance costs. Both
units are also larger, have more horsepower
and greater bucket capacity than their Dash-3
counterparts.

“The WA600-6 has major changes from its
predecessor,” Warden asserted. “It features a
much larger dump clearance, going from 11’7”
to 13’1”, so it loads large trucks more easily.
It comes standard with the long boom, but
customers have the option of putting a short
boom on the machine if they use it mostly for
load-and-carry operations or charging a hopper.”
Everyone knows a comfortable operator is a
productive operator. So, operators will certainly
appreciate the new Advanced Joystick Steering
System (AJSS) in the new WA600-6 loader. It’s a
low-effort system in which the operator controls
direction and gear-shifting functions with just the
wrist and thumb. Users will also enjoy a roomier
cab that provides up to 15 percent more space
and 11 percent better visibility than previous
models.

The WA500 went from 315 horsepower in the
Dash-3 model to 332 horsepower in the new
Dash-6 version. The machine’s operating weight
of 74,010 pounds is a jump of almost 10 percent.

Raising the bar

“The WA500-6 is almost completely new
compared to the Dash-3 model,” Warden pointed
out. “Not only is it larger with more horsepower,
but we also added a larger torque converter to
better match the engine. That provides more rim

“Everyone who’s used the WA500-6
and WA600-6 loaders has raved about the
quickness, power and speed they offer,”
confirmed Warden. “We’ve done our own
in-house studies, which show a remarkable
improvement in production efficiency of
25 percent to 30 percent over the previous,
Dash-3 generation of wheel loaders. As those
numbers suggest, we definitely believe we’ve
significantly raised the bar with the release of
the Dash-6 models.”

The specs of the WA500-6 and WA600-6
speak for themselves — they generate markedly
improved performance.

The WA500-6 and WA600-6 are the first Dash-6
units available to customers. Komatsu is in
the process of releasing the rest of its Tier 3
mid-size wheel loaders, which will include
the WA380, WA430, WA450 and WA480-6.
The balance of the wheel loader product line is
currently undergoing design changes to meet
new emission standards. The new HST line of
smaller wheel loaders being upgraded will be
available in 2007. n

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

• Most Complete Line
in the Industry

• Complete Hydraulic Kits Designed
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It puts you in a powerful position

KIRBY-SMITH MACHINERY
can put you in a powerful position
thanks to jlg innovation.

At Kirby-Smith, we understand how important it is for your business to perform at the highest level.
That's why we carry JLG aerial work platforms, the perfect tools for your trade. Tools like the innovative
Generation E electric boom and scissor lift series, which feature extended duty cycles, Automatic
Traction Control and low emissions for efficient operation. JLG's proven telescopic boom lifts and rough
terrain scissor lifts can optimize your project productivity on even the most challenging job sites. JLG
also offers an extensive line of push-around and driveable vertical mast products that take
the personnel lift industry to new heights. Discover how Kirby-Smith and JLG aerial
work platforms can put you in a powerful position. Call us today, or visit us online
at www.kirby-smith.com.
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KOMATSU & YOU

NEW ENGINES/NEW MODELS
New Komatsu machines are more efficient and
more reliable says Director of Product Marketing

Q

QUESTION: With the introduction of many
machines with Tier 3 engines this year, is 2006
one of the busiest years in recent Komatsu
history in terms of new product launches?
ANSWER: Yes. All machines between 175
and 750 horsepower, which make up a large
chunk of our lineup, are required to meet Tier 3
emissions levels in 2006. That means they all
must now be built with our new Komatsu ecot 3
engines, which will reduce emissions to below
mandated levels.
At Komatsu, we’ve actually included more
machines than required, such as the PC200
excavator, because there was no reason not
to. Those machines are on the same platform
as larger models, which we had to change.
With the new engine, they are a significant
improvement over the previous generation.
QUESTION: Did Komatsu do more than
just replace engines to meet the Tier 3
requirements?
ANSWER: Yes, in most cases, we did much
more. That’s why we have so many model
changes this year. The new Dash-8 series of
hydraulic excavators and the new Dash-6
series of wheel loaders are examples. If all we
had done was put in the new Tier 3 engine, we
wouldn’t have called them new models.
QUESTION: What kind of changes did
Komatsu make?
ANSWER: It depends on the machine. Generally
speaking, the mid-size Dash-8 excavators are
about 10 percent more fuel-efficient than the
Dash-7s. Beyond that, there are things like a new
industry-leading innovative cab design that
protects the operator where risk of tip or rollover
exists, as well as a new, full-color monitor with a
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.

Erik Wilde,
Director of Product Marketing

A San Francisco Bay-area native, Erik Wilde once harbored hopes of
a career in basketball. He was good enough to play college ball at Boise
State University until a serious knee injury ended his playing days and
dashed any hope of a professional career.
Upon graduation with a degree in business management, Wilde took a
job as operations manager at an Idaho ski resort. He learned about electric
systems while handling all the service and maintenance associated with
the ski lifts, and used that knowledge to get a job with Komatsu in 1997
as a Warranty Coordinator. He quickly moved into a position as an
Assistant Service Engineer for large (mining) bulldozers.
Wilde stayed with the Komatsu mining division for almost four years,
serving in various product support capacities, before moving to the
construction division as Product Manager of hydraulic excavators in 2001.
To expand his marketing knowledge he attended Keller Graduate School
of Management and completed his MBA in Marketing in November of
2003. Nine months later, he became Manager of Product Marketing, and
recently was promoted to Director of Product Marketing. As Director, he
oversees the efforts of all construction division product managers, and
directs advertising, promotional activities and trade shows for all three
divisions (construction, mining and utility).
“We believe Komatsu makes superior products that are, for the most
part, across-the-board faster, more productive, more precise and more
reliable than competitive products,” said Wilde. “My job is to help
our product managers and our distributors get that message out to
equipment users so they’ll at least try Komatsu to learn first-hand what it
has to offer.”
The knee injury he suffered years ago still keeps Wilde off the
basketball court for the most part — but with three children age five and
under, he doesn’t have much time for hoops anymore anyway.

Improvements put Komatsu ahead of competition
. . continued

seven-inch screen that operators will absolutely
love. When it comes to switching attachments,
we’ve made it much more user friendly. An
operator can actually change hydraulic flow
and settings for up to four pre-programmed
attachments with the touch of a few buttons,
without bringing in a mechanic.
In the case of the WA600-6, it’s basically a
brand-new wheel loader. Fuel efficiency is up to
15 percent better and the cab is all new and much
larger. The machine is also much more powerful
and can handle a larger bucket, which combined
with the improved fuel efficiency, dramatically
lowers a producer’s cost per ton.
QUESTION: Some equipment users believe
that in this day and age, all equipment is good

and there’s really not much difference between
one brand and another. Is that true?
ANSWER: As a manufacturer, certainly we
believe there are differences, many of which you
can discover by comparing specs. Which lifts
the most? Which reaches the farthest? Things
like that. Other differences you can discover in a
demo — which machine is faster, smoother, more
precise or more comfortable? Other significant
differences such as reliability, longevity and resale
value become evident over time.
Of course, at Komatsu, we believe we offer the
best combination of all these factors throughout
our product line. Reliability, productivity, comfort
and value — those are the qualities we build into
each and every machine.
QUESTION: In your opinion, what are
Komatsu strengths compared to the
competition?
ANSWER: Number one is reliability. That’s what
we hang our hat on. If a Komatsu unit is properly
maintained with a good preventive maintenance
program that emphasizes repair before failure,
we believe our units will outperform any
other manufacturer’s. That means emergency
downtime will be minimal and machine
longevity will be at the outer limits.

Among a host of new Komatsu products this year is the HM300-2 articulated truck. The
unit features a significantly reinforced front bumper and engine guard as well as a new
transmission guard. The new ecot3 engine boosts horsepower and low-end torque, which
helps make the new truck about 11 percent more productive than its predecessor.
All new Dash-6 Komatsu wheel loaders, like the WA600-6
shown here, as well as all new Dash-8 excavators feature
the new ecot3, Tier 3-compliant engine, which lowers
both emissions and fuel consumption.

Our other major strength is that we’re usually
a step ahead of the competition, technologically.
A big reason for that is our heavy investment
into research and development. Also, because
we make every type of equipment and compete
in every size class, we’re often able to share
and integrate our technological advancements
across product lines. For example, we’re now
incorporating our excavator piston-pump
hydraulic technology, which has long been
an industry leader, into our wheel loaders to
produce a smoother, more efficient machine.
QUESTION: What do you foresee happening
down the road in regard to equipment?
ANSWER: I don’t know that there’s any new
technology on the horizon that’s going to
revolutionize the industry in the near future.
But at Komatsu, I can assure you, we’re going
to continue to make improvements to increase
reliability, productivity and efficiency, and in
that way, give our customers an edge over their
competitors. n

FOCUSED ON YOUR SUCCESS

CUSTOMERS SPEAK OUT
A panel of contractors tells Kirby-Smith what
they're looking for from an equipment dealer

A

As part of an ongoing effort to be the
equipment dealer of choice for Oklahoma
equipment users, Kirby-Smith Machinery
used part of its annual sales meeting this year
to hear from a group of contractors. They
were assembled specifically to discuss their
expectations regarding equipment dealers in
general and Kirby-Smith in particular.
The title of the panel discussion was “Are You
Being Served?” Panelists were Darrell Markwell
of Markwell Paving; Art Couch of W.N. Couch;
Dan Wittwer of Wittwer Construction Company,
Inc.; Brian Green of Ira M. Green Construction;
and David McAfee of D.T. Specialized Services,
Inc. Industry Analyst Andy Fanter of CyclastIntercast led the discussion.
Virtually all Kirby-Smith sales and
management personnel were on hand for the
presentation.

A panel of contractors,
led by Industry
Analyst Andy Fanter,
rated Kirby-Smith, its
employees and product
support services relative
to competition and
customer expectations.

“We wanted our people to hear firsthand from
customers what they want, what they need and
what they expect,” said Kirby-Smith President
Ed Kirby. “Our goal is to be the dealer of choice
for equipment users throughout the territory we
serve. In order to do that, we need to know how

we’re doing in the eyes of our customers, and
even more important, how we can improve our
service to them.”
Panelists rated Kirby-Smith, its employees
and its product support services relative to
the competition and relative to customer
expectations. They also discussed factors that
were most important to them in making their
buying decisions including manufacturer,
dealer, service support, price, availability,
financing and rental fleet.

Why we’re here
here
“Our customers are the reason we’re in
business — without them, we don’t exist,” said
Kirby. “That’s why it’s crucial that we know
what they’re thinking and know what they want
from us.
“Certainly, I think all of our people are doing
their best by our customers, but a session like
this can help to bring it all in focus and let us
see the industry from their perspective,” he
added. “We’re looking forward to implementing
programs designed to address specific issues
that the contractors brought up during the
discussion, so from our standpoint, it was a
very worthwhile meeting and we sincerely
appreciate the time and thoughtful answers the
panelists gave us.”
The sales meeting, held at the Post Oak Lodge
in Tulsa in late-March, also included reports on all
aspects of Kirby-Smith business in 2005, as well as
a look toward what to expect in the future.
Future plans include creating a permanent
customer advisory panel that will represent
all facets of Kirby-Smith’s product and service
offerings. Anyone interested in participating
should contact Vice President and General
Manager Glen Townsend at the Oklahoma City
branch. n

Attending the 2006 Kirby-Smith Annual Sales Meeting at Post Oak Lodge in Tulsa, Okla., were (front row L-R) John Arterberry, Ben Sitton, Andy Fanter
(guest speaker), Bill Haywood, Shawn Fritts, Dean Traylor, Jason Leggett, Todd York, John Martin, Dave Murphy, Ben Graham, Keith Tippett, Casey Beasley,
Chad Murphy, Mike Robison (Komatsu); (middle row L-R) Dewayne McDaris, Lonnie Kilgore, Bud Sears, Bob Hamon, Clint Townsend, Ceily Davis, Jeff
Cavaness, Mark Fortin, Leo Olivarez, Fred Leach, Burt Shilling, Jay VanDuzer, Debbie Collier, Ted Terwort, Bob Briley, Randy Coffey, Glen Townsend,
Cynthia Jessen, Ray Jost, David Baker, Bill Gustafson; (back row L-R) Tim Kline, Dale Plumb, Mike De La Torres, Dan Wittwer (customer), Dave Hoeft, Tim
Carothers, Jim Crouch, David McAfee (customer), Jim Piepenbring, Brian Green (customer), Art Couch (customer), Terry Bridwell, Perry Teeler, Stan Collier,
Darrell Markwell (customer), Bruce Taylor, Bryce Puckett, Larry Hollen, Bob Williams, Clay Lineback, David Dick, Mike Green, Dan Rutz, Ann Goad,
Marvin Holloway, Bass Conseen, Preston Brown, Kelly Sheffield, Jerry Hunter, Pud Wood, Steve Harcourt, Greg Otts, Kelly Littlefield and Ed Kirby.

Ed Kirby addresses the sales and management teams at the
annual sales meeting with an overview of a successful 2005.
Other topics on the agenda included inventory status, retail
finance, rental department, collecting, training department
and reports from each branch.

A little “R&R” in the evening offered sales and management personnel the opportunity
to get better acquainted with their counterparts from other branches.

Only one roller manufacturer goes the extra mile to
ensure excellence in everything from power and
performance to visibility and ergonomics. BOMAG.
Our new Series 4 tandem-drum vibratory rollers are
available in 59-, 66- and 79-inch drum widths and
feature leg-type design for unmatched visibility.
Up to 131-hp and 40,950 pounds of centrifugal force
provides ultimate power and performance, while an
ergonomically designed operator’s station offers
superior control and comfort. It’s time you get to
know BOMAG. Visit the Web site below to find out more.

800-78-BOMAG

www.kirby-smith.com
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BRANCH NEWS

K-S MOVES INTO NEW FACILITY
New Ft. Worth branch provides state-of-the art shop,
expanded product lines

T

The boxes are unpacked, the computers are
hooked up, the machines are moved in, and the
coffee pot is on. So if you are a Ft. Worth-area
customer, stop by Kirby-Smith’s new branch
home at 5300 Lone Star Boulevard and take a
look around.
Just opened, the new 14,000-square-foot
Ft. Worth facility provides more room for new
and used machines, parts inventory, service and
administration. The building also features six
work bays with overhead hoists and a separate
wash-rack facility. Although everything else has
changed, the telephone numbers remain the
same: (817) 378-0600, or toll-free (877) 851-9977.
The fax is (817) 378-0080.
With increased staff in every department and
new product lines, the Ft. Worth branch will
be able to serve more customer needs more
efficiently. In addition to National Cranes and
Elliot high-reach trucks, new lines now available
at Ft. Worth include: Bomag compacting, paving
and milling equipment; Trail King trailers; LinkBelt excavators; NPK hydraulic hammers; Sullair
portable air compressors; Godwin pumps and

Mi-T-M Corp. pressure washers. Additions to the
truck line include Ledwell water trucks, Tadano
boom trucks and Moxy haul trucks.
“We now have twice the space of our previous
facility,” noted Branch Manager Fred Leach. “We
have the capacity to stock more parts and can
increase our product support staff, including
adding more field and shop technicians to handle
the new product lines. The bottom line is that a
better facility with more equipment, more parts
inventory and additional staff mean improved
service to our customers. Our commitment is to
decrease downtime and we’re convinced this
new facility will help us do just that.” ■

godwin
pum p s

TADANO
TADANO

Located at 5300 Lone Star Boulevard, Kirby-Smith’s new
branch facility is now open for business.

The new Kirby-Smith Ft. Worth branch is twice as large as the previous facility and offers a larger yard for easier customer access and increased inventory space.
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PRODUCT IMPROVEMENT

NEW, ADVANCED KOMTRAX™
Upgraded wireless equipment monitoring system
is now standard on most new KOMATSU Tier 3 machines

W

Would you like to know the exact location of
each machine in your equipment fleet? Would
you like to know precisely how each piece of
equipment is being used? And would you like to
get that information when you need it?
Now, you can get that kind of information,
and much more, with Komatsu’s new, nextgeneration KOMTRAX wireless equipment
monitoring system. KOMTRAX uses satellite
technology to relay vital machine information
back to the office computer or laptop of the
owner or equipment manager, as well as to
the local Komatsu distributor, if the customer
authorizes it.
Komatsu first introduced KOMTRAX
several years ago as an option buyers could
have installed on Komatsu equipment. That
first generation provided three basic pieces of
information — machine location; service meter
readings; and daily hours of operation.
In comparison, the new KOMTRAX is
standard equipment on almost all new Komatsu
machines and reports on all aspects of machine
operation. In addition to location, meter readings
and daily operation, available information from
the new, advanced KOMTRAX includes: *

Next best thing to being there
For an owner or equipment manager,
KOMTRAX is like being right inside the cab
with the operator.
“You no longer have to wonder where
a machine is or what it’s doing,” said Ken
Calvert, Director, KOMTRAX Support Group,
Komatsu America Corp. “You no longer have
to wonder how an operator is operating or
whether a machine is making you money. With
KOMTRAX, you know what’s going on, any
time of the day or night.”

Ken Calvert, Director,
KOMTRAX Support
Group, Komatsu
America Corp.

In an age where information is power,
KOMTRAX is one of the most powerful tools an
equipment user can ever have.
“KOMTRAX helps an owner be proactive
with his business,” said Calvert. “He can
make decisions based on accurate, up-to-date
information from a system that’s easy to use.
Bottom line, it’s going to help business owners
or managers reduce downtime, lower operating
costs and manage a fleet more efficiently.”

Continued . . .

• Cautions,
• Error codes,
• Load frequencies,
• Notification of maintenance,
• Average hourly fuel consumption,
• Fuel level and water temperature readings,
• Geofencing and engine lock (theft prevention),
• Monthly and annual reports.
* Features are dependent on machine model.

Detailed, easyto-use machine
information is right
at your fingertips,
anytime of the day
or night, with the
new KOMTRAX
wireless equipment
monitoring system.

New KOMTRAX cuts costs and downtime
. . continued

In addition to all the ways KOMTRAX can
benefit a company by keeping equipment up
and running, it also maintains a complete and
accurate record of a machine’s life history, which
can significantly increase the trade-in or resale
value of the unit.
KOMTRAX can be installed in any piece
of equipment using a 12V or 24V electrical
system, including service trucks and utility
machines. Additionally, KOMTRAX is
available as a retrofit for older machines or
non-Komatsu equipment.

Komatsu is installing its new, advanced KOMTRAX system on nearly all new machines
with Tier 3 engines. The new wireless equipment monitoring system is a powerful tool
that helps users reduce operating costs and downtime.

While KOMTRAX is standard-equipped
on most new Komatsu machines starting this
year, please contact your local authorized
Komatsu distributor to begin receiving the
information. ■

How one large, successful company uses KOMTRAX
The new, next-generation KOMTRAX system is just now getting into the hands of customers. But many large
Komatsu users are already familiar with KOMTRAX. Those who have installed the original system on much of
their fleet are sold on its benefits.
“We started using KOMTRAX in 2004,” said Jim Shaw, Equipment Manager for Hall-Irwin Corporation, one
of Colorado’s largest and most-respected full-service contracting firms. “Today we have it on 44 machines, which
constitutes about 70 percent of our Komatsu fleet.”

Jim Shaw,
Hall-Irwin
Equipment Manager

Hall-Irwin uses KOMTRAX to check service meters and schedule preventive maintenance; to locate equipment
on large jobsites and monitor machine movement; and to chart daily hours of operation to help manage the fleet
for maximum utilization.

“We’ve found KOMTRAX to be an excellent fleet management tool,” asserted Shaw. “We run numerous
weekly KOMTRAX reports that help us make educated short-term and long-term decisions about our fleet — for
example, what machines we need and where we need them. Also, the PM servicing aspect is very beneficial. It helps ensure all our PMs are done
at the correct hour reading, which in turn helps us reduce downtime, lower repair costs and maximize the working life of our machines.”

Theft prevention
In addition to operational benefits, Shaw says KOMTRAX helps prevent equipment theft — and in the event that a machine is stolen, helps in
the retrieval process. He knows this firsthand.
“We recently had a skid steer stolen from a jobsite on a Saturday night. We didn’t work Sunday, then got rained out on Monday and Tuesday,
so we didn’t discover the theft until Wednesday. Police told us the fact that the machine was equipped with KOMTRAX was instrumental in
helping them track it down and bust a theft ring. We’re happy about that, but the best thing for us was, because of KOMTRAX, we had that skid
steer back on the job on Friday.”

Additional benefits with new KOMTRAX
Shaw says Hall-Irwin is looking forward to using the upgraded KOMTRAX system that’s now available.
“The additional information such as error codes, capacities and operating temperatures will be invaluable to our maintenance staff. We also
share KOMTRAX information with our Komatsu distributor, and the machine operating information they receive will certainly help them help
us when it comes to parts availability, troubleshooting and making emergency repairs more quickly.”

ON THE LIGHT SIDE

“It’s a screen-saver
with big sound 		
effects . . . we turn
him on every
night to give a
little extra security
around here.“

“He gets that same 		
smile every time he
gets a machine up 		
and running . . . But
this time it’s because
he won the ‘MarchMadness‘ pool!”

“Honey, your
favorite movie
is on again.”

“I guess he’s going to follow in my tread-tracks.”
“It’s my new preventive
maintenance tool
. . . I put one with an
automatic answering
device on every
machine we own,
and just call it up
every couple of days
and listen to how
it’s running.”

“No need to be concerned, Fred. There’s no way 		
they can out-source OUR jobs to China.”
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FIELD NOTES

KOMATSU FIELD DAYS
Las Vegas event gives equipment users the opportunity
to operate full range of new products from manufacturer

T

The opportunity to operate a full range of
new Komatsu products — combined with the
excitement of Las Vegas — made the recent
Komatsu Field Days event a memorable trip
for many equipment users throughout North
America.
Accompanied by their Komatsu distributors,
more than 2,000 customers attended one of the 12
sessions from February 27 through March 23.
This year’s event, held for the second time
in Las Vegas, included accommodations at the
Rio All-Suite Hotel & Casino. Komatsu held a
welcome reception at the hotel on the first night
of each session. The following day, customers
were transported to a quarry site where they
had the opportunity to operate 45 Komatsu
machines, including a host of new and upgraded
models. The full range of construction and utility
equipment encompassed hydraulic excavators,
wheel loaders, dozers, motor graders, trucks,
backhoe loaders, skid steer loaders, mobile
crushers and a crawler carrier.
“What makes Field Days great is the chance
for customers to operate our new products in
a real-world working environment. It exposes
them to all the advanced products, technology
and services we offer,” said Les Scott, Manager,
Komatsu Working Gear Group. “Customers tell
me the experience is very worthwhile.”

Next generation of products
This year, Komatsu used Field Days to
introduce many new products, such as six new
excavator models, including the 180,000-poundplus PC800LC-8, a new model that replaces the
PC750LC-7. Komatsu also introduced its new
series of Dash-6 wheel loaders, including the
WA600-6, WA500-6 and WA380-6; the first new
Dash-2 articulated dump truck, the HM300-2; the

new D155AX-6 SIGMA dozer; the new WB146-5
backhoe loader and many more new products.
“We enjoy showing customers our equipment
capabilities through hands-on operation. It
shows them how a particular product might fit
into their operations back home,” noted Scott.
“We also hope they take home this message: if
we can produce large machines such as our 1.5million-pound PC8000 mining shovel, then we
can certainly build smaller size-class machines
that can operate in their businesses.” ■

Les Scott, Manager,
Komatsu Working
Gear Group

Field Days participants
watched machine
demonstrations and
features/benefits
presentations from this
shaded grandstand at
the demo site.

Komatsu Field Days showcased a full range of equipment, including the new
PC800LC-8 excavator (foreground) and articulated and rigid-frame trucks (at left),
which participants could operate.
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NEW DEMONSTRATION SITE
Customers will soon come to Komatsu Training Center
in Georgia to try out new machines

K

Komatsu is in the process of developing a
large tract of land next to its training center in
Cartersville, Ga., to serve as a demonstration/
training site for new equipment and as a
permanent site for its popular Field Days
event.

Added benefits include the training center,
which has classrooms, and a theater area
right next to the demonstration grounds;
nearby hotels; and Komatsu’s Chattanooga
Manufacturing Operation, which is within
easy driving distance (about 75 miles).

“The main advantage to having our own,
large demonstration site is that we’ll be able
to host Field-Days-like events numerous
times a year, rather than just during a onemonth period in the spring,” said Ed Warner,
Manager Demonstration Site. “We’ll also have
a full slate of new equipment on site at all
times, so distributors and their customers will
be able to come to check out specific machines
whenever they want to.”

“We’re really looking forward to opening
the demo area,” said Warner. “Field Days was
a great event. But this is going to be even more
useful, convenient and cost-effective for us and
for our customers.”

Currently under construction, the site will
consist of an 11- to 12-acre flat arena, a viewing
area with a grandstand and a haul road in
excess of 2,700 feet with up to 10-percent
grades for truck testing.

Ed Warner, Manager,
Demonstration Site

Komatsu expects the demonstration site
to be finished late this summer, with the first
planned events beginning in October. n
The new Komatsu
equipment demonstration
site will be located
immediately adjacent to the
Komatsu Training Center in
Cartersville, Ga.

Groups of products
to be featured
With the new demonstration area, Komatsu
intends to focus on key products and/or
groups of products that appeal to particular
segments of the construction industry.
“For example, rather than Field Days, which
showcases a broad representation of machines
from compact excavators and backhoe loaders
up to mining dozers and large haul trucks, we
could have Quarry Days, where we feature
quarry machines, or NUCA Days, where we
feature utility equipment,” said Warner. “It
will be more industry- and product-specific.
In that way it will be even more useful to
equipment users.”

Now under construction, the 11- to 12-acre demo site is expected to be finished by late summer.

INDUSTRY NEWS

AIRPORT FUNDING
President proposes significant cut to
primary aviation improvement program

F

For the second year, the Bush administration
has proposed cutting the Federal Aviation
Administration’s (FAA) Airport Improvement
Program (AIP) and other aviation capital
programs.
According to Associated Equipment
Distributors’ (AED) “Washington Insights”
newsletter, the AIP would be cut to $2.75
billion, down from $3.515 billion in 2006, as
part of the efforts to control federal spending.
The proposed cut is even more drastic when
compared to the $3.7 billion FY 2007 budget
that Congress authorized for the AIP under
the 2003 FAA reauthorization legislation
Vision 100. The president’s budget falls nearly
$1 billion short of Vision 100’s promised
investment. Total aviation capital investment
under the president’s proposal is $3.1 billion,

In a budget submitted to Congress, President Bush has proposed significant cuts to
airport improvement projects, including runway expansions and other infrastructure
improvements. Associated Equipment Distributors says it will work with Congress to
restore funding to previously agreed-to levels.

less than half of the $6.8 billion Vision 100
authorizes.
The AIP grants are the centerpiece of a
program to address aviation capacity by
providing funding for the construction of
runways and other airport infrastructure,
according to Washington Insights. The
president’s proposal would result in a 50
percent reduction in primary airport funds
under the AIP and a complete elimination of
AIP funds for general aviation airports.

Airport use on the rise
There were nearly 750 million boardings on
domestic airlines in 2005 with estimates that
the number will continue to climb, growing
to more than a billion annual boardings in
the next decade. As the demand increases,
the nation’s aging aviation infrastructure,
including airports and air traffic control
resources, will become more strained.
According to the AED newsletter,
underfunding the AIP in the face of such
dramatic growth places the nation’s aviation
infrastructure at risk for future stability.
Last year, Congress rejected the president’s
proposal to underfund the AIP and there have
already been comments indicating that some
representatives still hope to fund the program
at least at the $6.81 billion level guaranteed by
Vision 100.
AED’s Washington office said the president’s
proposed budget is just the first in many steps to
determine appropriations for FY 2007. AED says
it will be working with members of Congress
and industry allies to secure the resources
needed to maintain and improve aviation, as
well as all transportation infrastructure. n
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K-S CARES FOR ITS COMMUNITY
Oklahoma City branch participates in area
food drive with employee competition

S

Serving our customers is something we
do every day at Kirby-Smith, but often, we
take time out to serve our community as
well. As part of our commitment to support
the Regional Food Bank of Oklahoma,
Kirby-Smith’s Oklahoma branch recently
participated in a corporate food drive.
To generate excitement and encourage
donations, the more than 100 employees in the
branch were divided into three teams, which
competed for prizes. The team that brought in
the most donations received specially designed
T-shirts and a barbeque lunch. In addition, for
every five cans or boxes of food an employee

brought in, he or she received a ticket for prize
drawings.
Kirby Smith Human Resources Manager
Kathy Dunn coordinated the food drive with
the help of Oklahoma City Service Clerk Lori
Yokum and Marketing Manager Cynthia
Jessen. The branch’s efforts yielded 6,376 food
items plus $652 in cash donations.
“We’re proud of the extra effort our
employees make on their own time and during
work hours to serve and support community
needs, such as the food drive,” noted KirbySmith President Ed Kirby. ■

Kirby-Smith’s Oklahoma
City branch food drive
yielded more than
6,000 food items for the
Regional Food Bank of
Oklahoma. The winning
team, shown here,
received special
T-shirts with the
champion logo and
enjoyed a barbeque lunch.

MORE INDUSTRY NEWS

Construction materials costs are on the rise

C

Construction materials costs are outpacing
overall consumer and producer prices by a wide
margin. The government’s February report
showed that while the overall producer price
index (PPI) fell 1.4 percent in the month, the PPI
for construction materials and components rose
0.3 percent.
Based on a strong outlook for construction,
Associated General Contractors Chief Economist
Ken Simonson says the trend of construction
materials prices rising faster than the overall
rates of consumer or producer prices is likely to
continue throughout the year.
“The rate of increase for construction materials
and components prices could be closer to the
10.1 percent rate of 2004 than the 6.1 percent rate

of 2005,” said Simonson. “Once again, however,
prices are likely to vary greatly by type of material
and project.”
Simonson noted that oil and natural gas prices
have fallen sharply from their post-hurricane
highs, but also pointed out that production from
the Gulf of Mexico is still down by more than 15
percent, keeping supplies tight. “It appears that
diesel for 2006 as a whole will be up 10 percent to
30 percent from 2005, with wide month-to-month
variation,” he said.
Beyond the higher cost of diesel fuel itself, the
cost of other energy and energy-affected materials
is also likely to rise, according to Simonson. These
include asphalt, construction plastics, paints and
coatings, insulation and brick. ■

Quick
Couplers +
Durable
Attachments =

Increased
Paladin Heavy Construction manufactures a full line of couplers, buckets, forks and
specialty attachments for wheel loaders, wheel loader backhoes and excavators – precisely
the equipment you need for versatility and greater productivity. Because we offer brand
names you know and trust – like JRB, C&P and Badger – we’re sure to carry the right
attachments you need to achieve highest productivity at the lowest cost.

Contact us today at 1-800-4-BUCKET. We have the attachments and
couplers you need in stock and ready to go.
We invite you to learn more about our products offerings at
www.paladinbrands.com.

Available through Kirby-Smith Machinery, Inc.

Jobsite
Productivity
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Kirby-Smith welcomes Mike Nelle

W

When Mike Nelle recently joined KirbySmith in St. Louis, he brought not only
a wealth of industry experience with
construction and industrial equipment
but also a 20-plus-year history of working
with customers. As a Kirby-Smith Territory
Manager, Nelle will cover eastern Missouri
and central and southern Illinois for the
Broderson, Effer, Grove, Manitowoc, National
Crane and Potain product lines.
“I’ve already met many Kirby-Smith
customers and look forward to working with
even more,” Nelle commented. “When it
comes to customer service, my philosophy is
a good fit with Kirby-Smith’s — that’s putting
the customer first. We have great equipment

and we emphasize customer satisfaction, all in
a family atmosphere.”
According to Nelle, commercial and
industrial construction is booming in his
territory and he expects that to continue for the
next couple of years. “It’s a good time to be in
the business of supplying cranes. I see plenty
of opportunities and challenges in the near
future and I’m excited about it.”
Nelle is a native of central Illinois and has
been living in the St. Louis area. If you haven’t
had the opportunity to meet him, stop by the
St. Louis branch or call him at 314-322-6854.
He’ll be glad to show you how Kirby-Smith’s
line of crane products can give your business
a lift. n

Mike Nelle,
Kirby-Smith
Territory Manager

Customer introduces its latest machine —
the largest of its kind in Missouri

B

Budrovich Contracting, St. Louis’ largest crane
rental company just got bigger, adding a Grove
GMK 7550 mobile hydraulic crane to its already
extensive fleet. Budrovich introduced the 550ton machine — purchased through Kirby-Smith
Machinery and Territory Manager Dave Hoeft
— at its annual “Meet the Machines” event in
May.
Attendees were in awe of the massive crane,
the largest in Missouri, which features an overall
tip height of 430 feet with the jib attachments
and a maximum of 350,000-plus pounds of
counterweight. It would be hard to miss on the
highway with its 86’6” length that’s carried on
eleven axles. “Previously very large jobs which
required a lot of reach combined with heavy
weights would require a helicopter to make the
picks,” said Darren Jaycox, Vice President Crane
Rental. “We believe there’s no job in the metro
area we can’t do now.” n

(L-R) Kirby-Smith Crane Division
Manager Ben Graham congratulates
Budrovich Contracting’s Darren Jaycox
on his company’s newest purchase
— a Grove GMK 7550 crane — from
Kirby-Smith Machinery and Territory
Manager Dave Hoeft. Kirby-Smith’s
St. Louis Branch Manager Ray Jost
was also on hand at the unveiling.

Kirby-Smith’s Ben
Graham spent time
with Cardinal mascot
Fred Bird at Budrovich
Contracting’s annual
“Meet the Machines”
event in May, where the
company introduced
its new 550-ton Grove
GMK 7550 crane
(shown in the middle of
the aerial shot).
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TECHNICIAN CONTEST
Top Komatsu distributor technicians
compete for prizes and pride

M

More than 40 Komatsu distributor
technicians from across the country competed
in the Komatsu Advanced Technic Contest
(ATC) at the Komatsu Training Center in
Cartersville, Ga., in March.

Cloyce Lamb,
Director, Komatsu
Training Center

At the Komatsu Advanced
Technic Contest (ATC),
technicians (top right and
bottom) troubleshoot
equipment under the watchful
eye of Komatsu judges (top
left) who score the contestants
based on how well they use
their manuals and tools to
diagnose pre-set problems.

ATC is an annual competition at which
Komatsu trainers program two problems into
a hydraulic excavator, a wheel loader, a dozer,
a backhoe loader and an ecot3 engine — and
the technician contestants have one hour
to troubleshoot and find out what’s wrong.
Komatsu personnel judge contestants not only
on whether they find the problems, but on
how they use shop manuals and diagnostic
tools, what questions they ask the operator/
judge to help them find the problems, and how
safely they work.

Many of the contestants had won internal
contests at their respective distributorships
to earn the right to compete in the ATC for
trophies and significant cash prizes ($3,000
for first place in each category, $2,000 for
runner-up and $1,000 for second runner-up).
While the money is certainly an incentive,
Komatsu Training Center Director Cloyce
Lamb says most of the contestants compete
just for the challenge. “These are highly
motivated and competitive people. They
take a lot of pride in what they do and they
like the challenge of going up against their
counterparts at other distributorships to see
where they stand.”

Customers are real winners
Komatsu’s goal in sponsoring the ATC is
to encourage technicians to improve their
skill levels. “There are various ways to do
that including factory schools and in-house
training,” said Lamb. “But one of the most
effective ways to improve as a technician is
to study on your own. We find that almost
everyone who competes in the ATC does a lot
of self-study.”
Lamb says he has no doubt that ATC
competitors go back to their distributorships
as better technicians.
“Because of the ATC, many technicians
are better able to diagnose a problem sooner
and make a repair more quickly than they
otherwise would be able to do. We’re
confident they also share ideas they get here
with other technicians back home, so the
knowledge is spread around. As a result, the
real winners of this contest are customers
who use Komatsu equipment because it
means less downtime.” n
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TECHNICIAN PROGRAM RECOGNIZED

K

Komatsu America awards Kirby-Smith

Kirby-Smith customers have learned they
can expect high-quality service every time they
contact the service department. A big reason
for that is the number of highly qualified
service technicians who work on their
equipment.
Through incentive programs, such as the
new pickup truck program (described in an
earlier issue of the Kirby-Smith Connection),
the company has been able to attract and
retain highly skilled heavy equipment service
technicians who have come from as far away
as California, Florida and Kansas.
Komatsu America Corp. has recognized
Kirby-Smith’s successful technician retention
program by presenting Ed Kirby and the
company with a special award given to the
distributor with the highest retention ratio
and the highest percentage of growth for
technicians.

Award to only one distributor
“This award is given to only one distributor
in North America and we are very proud to be
the recipient,” said David Baker, Vice President
and Product Support Manager for Kirby-Smith.
“There is such a shortage of technicians in the
U.S., Komatsu was particularly interested in
our growth and retention rates and some of the
ways we retain our technicians.”
Growth in the service area has been
strong, with 11 service technicians joining
the company since January 1 and eight more
starting this summer. They have kept Internal
Trainer Jay Van Duzer busy.

Komatsu America
award presented to
Kirby-Smith

“We have developed a group of excellent
technicians and our rework rate has dropped
drastically because of it,” said Baker. “We’re
very pleased that Komatsu has recognized Ed
Kirby and the effort he has made to give our
customers the best service available.” ■

FOCUS ON PRODUCT SUPPORT

P

Teamwork better serves customers

Product support has always been a vital part
of equipment maintenance, and Kirby-Smith
is making sure customers get the service they
need when they need it.
“We have realigned the territories so we now
have a product support sales representative
(PSSR) teamed with a heavy equipment
salesman for a particular territory,” said David
Baker, Vice President and Product Support
Manager for Kirby-Smith. “We believe
that will help us serve our customers more
effectively. The two will work as a team.”

Right now, five PSSRs call on customers,
but that number will soon increase to six.
In addition, Kirby-Smith plans to bring
two more PSSRs on board sometime in the
future. Another PSSR covers the entire state
of Oklahoma, working strictly with crane
customers.
“The bottom line is to better serve our
customers,” said Baker. “With our realignment
of PSSR territories and plans to hire additional
PSSRs, we’re working hard to keep our
customers satisfied.” ■

Shawn Fritts,
Kirby-Smith PSSR
replaces a tooth on a
Genesis Cyclone GC550
rotating grapple.
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KIRBY-SMITH GUILDS
Six new members join growing ranks
of elite parts and service guilds

K

Kirby-Smith recently welcomed eight
members into its prestigious Partsman Guild
and Service Technician Guild (see photos
highlighted in yellow). From Oklahoma
City, Service Technicians Dee Metheny, Jerry
Roach, Steven Houck and Partsman William
Thomas qualified for membership. Service
Technicians Cash Still, Kurt Maxwell and Chris
Zimmerman from the Tulsa branch were also
admitted, as was Mike Caillier from the Ft.
Worth branch.

Shaun Merchant

Jay Van Duzer,
Internal Systems
Trainer

TULSA - Service

To qualify for membership in either the
Partsman Guild or Service Technician Guild,
participants in the program must take and pass
an exam that covers technical information from
Komatsu and other manufacturers. Launched
by Kirby-Smith in 2004, the two programs now
have a total of 71 members. ■

Rowe McCarthy

John Martin,
Technical Communications
& Training Coordinator

Dale Plumb

Bruce Taylor

Jim Payne

Justin Carey

Brian Witt

Travis Bolden

Cecil Cartlidge

Brian DeVore

Joe Howsden

Jason Rogers

Jeff Ray

Ron Free

Chris Malone

Tom Costello

Wayne Asher

ST. LOUIS - Parts

Ralph Glass Jr.

Cash Still

Kurt Maxwell

Chris Zimmerman

Ceily Davis

FT WORTH

TULSA - Parts

Marvin
Holloway

Gary Stallsworth

Harold Ahart

Jeff Rice

Bret Bryant

FT WORTH - Service

Kevin Wright

Richard
Villalobos

Josh Williams

Eluid Montes

Jeff Cauthon

Fred Leach
Branch Manager

FT WORTH - Parts

Mike DeLaTorres

OKLAHOMA CITY - Service

Johnny Nelson

Mark Lucas

Mike Caillier

Kenneth Howeth

Gary Osborne

Dwight Phillips

Keith Crawford

Dee Metheny

Jerry Roach

Kevin Locke

Gene Kugelman

Jeff Lechus

Jon Patocka

Robert
Rodriguez

Ben Sitton

Jerry Hunter

Ron Hagood

Dustin Wooten

Steven Houck

Jack Bruesch

Ron Clark

Larry Hollen

Gary Cox

Dusty Odom

Bob Williams

Dave Harris

Bill Thomas

Tim Carothers

Kerry
MacPherson

John Fallert

Kenny Boenker

Bill Ruser

Dale Schmidt

OKLAHOMA CITY - Parts

Bob Weaver

ST. LOUIS - Service

Kirk Brown
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DISTRIBUTOR CERTIFIED USED EQUIPMENT

VALUE IN USED MACHINES
Komatsu ReMarketing aids distributors in their efforts
to meet customers’ equipment needs

G

Gary Beal knows the used equipment business
about as well as anybody. He owned a used
equipment business for a number of years and
has headed up the used equipment departments
of a number of distributorships. Today, he’s Vice
President of Used Equipment at a large Komatsu
distributorship in the Southwest.

Gary Beal,
V.P., Used Equipment

For more information
on Komatsu Distributor
Certified used machines,
contact your sales
representative or our used
equipment department.

Komatsu Distributor
Certified used
equipment often
qualifies for special
low financing and an
extended warranty.

“The key to used equipment is that it provides
value to the buyer,” said Beal. “That means we
have to acquire used equipment at a fair price,
sell it at a fair price, and stand behind it. It’s really
that simple. The important thing is to do that
consistently, which is how you earn a reputation
as a trustworthy supplier of used equipment.”
As a used equipment man, Beal says working
for a Komatsu distributor is a major plus
because it means having the backing of Komatsu
ReMarketing. “A rule of thumb is that there
are three used machines sold for every new
machine. That means we need to be constantly
replenishing our supply. Komatsu ReMarketing
is a major source of equipment for us. In
addition, Komatsu ReMarketing and Director
Lee Haak have been very helpful in working
with us to realign our inventory and get our used
equipment program on track. I’ve worked for
another manufacturer and their used equipment
program is very primitive by comparison.”

Beyond being a source for equipment, Beal
says Komatsu ReMarketing is also a source for
parts, components and special attachments.
“Basically, ReMarketing has fostered an
excellent working relationship among Komatsu
distributorships across the country. One
way they’ve done that is by establishing a
ReMarketing e-mail system. If we’re looking for
a particular machine, a part or something special
— we can send out an e-mail and often find
exactly what we need. For example, I recently
located a long arm for a PC600 excavator from
another distributor through our ReMarketing email system.”

Everybody’s a customer
When it comes to used equipment, Beal says
everybody’s a customer.
“From the young guy just starting out, to the
large, established company that needs a specialty
piece for a specific job, virtually everyone is in
the market for an excellent used machine at
a great price. Everybody in the construction
industry has equipment needs — and in used
equipment, we have the solutions.”
For equipment users, the advantage of buying
a Komatsu Distributor Certified used machine
is that it’s been inspected and rated according
to specific criteria. Because it’s known to be a
high-quality unit, it often qualifies for special
financing and a warranty.
Beal says the reason Komatsu distributors are
able to do that is because Komatsu makes such
high-quality equipment to begin with. “Komatsu
machines are durable and reliable and because of
that, those of us in the used equipment business
have plenty of confidence when we put a
Komatsu Distributor Certified used machine in
the marketplace for a second life.” ■

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.”

USED EQUIPMENT
Check These Special Values

EXCAVATORS

PAVING EQUIPMENT

Takeuchi TB070, ’98, s/n 1704287,
(TCU98049), 3,175 hours, rubber
tracks, cab, dozer blade, bkt. .  $32,500

LEEBOY 1000B, ’98, s/n 2499,
(LB98057), track machine, 8'-13'
screed, good condition . . . . . $24,500
LeeBoy 8500HD Paver, ’03, s/n
3300, (LBU03053), 8'-15' extendable
screed, 74-hp Hatz diesel, sonic
grade and slope, 800 hours, good
condition  . . . . . . . . . . . . . . . $55,000

KOMATSU PC400LC-6, ’99, s/n
A80591, (KM98683*), 11'1" stick, 23'2"
boom, cwt. rem  . . . . . . . . . . $152,500
KOMATSU PC220LC-6E, ’98, s/n
A83491, (KM98730RR), 6,800 hrs.,
10' stick, 19'2" boom  . . . . . . $79,500

BLAW-KNOX PF5510, ’00, s/n
55102971, (BKU00067), 2,970
hours, 10'-20' screed, truck hitch,
crown & slope kit . . . . . . . . $170,000

DOZERS

dRESSTA TD12CXP, ’03, s/n
PO21063, (IHU03120), approx 3,065
hours, EROPS, A/C, ripper, PAT
blade, sweeps, will have new rails and
sprocket segments . . . . . . . . . $85,500

CRANES
GRADERS

KOMATSU PC150LC-6, ’99, s/n
K30840, (KM99871), 4,400 hrs., 8'7"
stick, 27.6" shoes, a/c . . . . $69,000
KOMATSU PC150LC-6, ’00, s/n
K32199, (KM00098), 5,300 hrs., 9'6"
stick, 16'11" boom  . . . . . . . $69,000

GALION 850B, ’98, s/n 203518,
D
(GAU98064), LEROPS,
14' blade,
O
S
scarifier, new 14.00-24 tires, excounty machine . . . . . . . . . . $39,500

american 5299, ’72, s/n GS16106,
(ZZU72838)  . . . . . . . . . . . . $79,500

MISCELLANEOUS

SKID STEERS

2001 CMI RS425 RECLAIMER,
s/n 526240, (CM01010), 1,470
hours, lighting system, pneumatic
system & 300 gpm water system,
dealer rental fleet machine, good
condition . . . . . . . . . . . . . . . . $209,500

B O B C AT 8 6 3 - G T U R B O
SKIDSTEER, ’00, s/n 514444665,
(ZZU00305), 2,420 hours, new
t i r e s, bu cke t w i t h t e e t h , a u x .
hydraulics . . . . . . . . . . . . . $13,500

ETNYRE 1900 gallon ASPHALT
DISTRIBUTOR/SPRAY SYSTEM,
’93, on 1993 IH SA truck, s/n 67736k,
(ZZ93880), 7,700 hours, 86,520 miles,
good condition . . . . . . . . . . . . . $27,500

CAT 320CL, ’03, s/n ANB03272,
(CTU03744), 2,770 hours, cab, A/C,
24" and 42" buckets, mech thumb,
clean  . . . . . . . . . . . . . . . .  $116,500

ARTICULATED TRUCK

V O LV O A 3 5 , ’ 9 6 , s / n 3 0 8 7 ,
(ZZ96469), 5,653 hrs., 35-ton art.
truck, cab, a/c, new tires . . $129,500

For more information about used equipment, contact Randy Coffey or Chris Kirby
at (800) 375-3339 or visit us online at www.kirby-smith.com.
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Not all makes available at all locations

Call us today for all your equipment needs!

www.kirby-smith.com

OKLAHOMA CITY: (405) 495-7820 (800) 375-3339 • FAX: (405) 787-5973
TULSA: (918) 438-1700 (800) 375-3733 • FAX: (918) 437-7065
FT. WORTH: (817) 378-0600 (877) 851-9977 • FAX: (817) 378-0080
ST. LOUIS: (314) 729-0125 (866) 279-1392 • FAX: (314) 729-1317
KANSAS CITY: (913) 314-4188

