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A MESSAGE FROM
THE PRESIDENT, CEO

Dear Equipment User:

 In recent months we’ve seen signs of economic improvement. 
The housing market seems to be stabilizing, and the second year 
of the stimulus is bringing an increase in actual spending on 
governmental projects. We’re cautiously optimistic that these small 
steps will lead to a larger expansion of work in the near future.

 Eventually, the broader economy will rebound and we’ll see 
construction rise again. We’re prepared for it, and we hope you are 
too. 

 As in the past, H&E Equipment Services can help you find 
the right machinery to meet your needs today and in the future, 
whether it’s new or used equipment or a rental. If you’re looking 
for a new excavator, check out the articles in this issue of your 
H&E Advantage magazine on Komatsu’s new PC160LC-8, 
PC350LC-8, PC350HD-8 and PC450LC-8. Komatsu also has the 
new GD655-5 motor grader. 

 Komatsu is always looking ahead for ways to lower your 
owning and operating costs. Many times, the changes made in 
new equipment are a direct result of customer input as you’ll 
see in the Komatsu & You interview with the company’s North 
American Vice President of Research and Development. 

 H&E and Komatsu have the products and expertise to keep your 
downtime to a minimum with our highly trained staff of expert 
service technicians and parts personnel. Whatever your needs 
may be, please don’t hesitate to give us a call or stop by one of our 
branch locations, and let us show you how we can help. 

  Sincerely,

  John Engquist
  President, CEO
  H&E Equipment Services

Positive 
signs of a 
recovery
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K Kenny Staggs is finally doing what he 
apparently was always meant to do — work 
with rock. Staggs bought Rocky Point Quarry in 
Batesville, Ark., (about 100 miles north of Little 
Rock) a little more than five years ago. Prior to 
that, he ran his own small excavating company, 
and before that, he worked as a diesel mechanic 
and shop foreman for a trucking company.

 “My dad said this eventually had to happen 
because as a child I spent a lot of time looking 
at rocks,” said Staggs. “Even now, rocks and 
rock formations fascinate me. Whenever I visit a 
new state, I always bring back a rock. I probably 
should have been a geologist, but I guess owning 
and working a quarry is the next best thing.”

 As you might expect from somebody who 
has a passion for rocks, Kenny Staggs doesn’t 
spend much time in an office. When he isn’t 
out marketing and selling his aggregate 
product, he’s hands-on in the quarry.

 “I have about 15 employees and I do 
everything I ask any of them to do,” said 
Staggs. “I run equipment. I fix things. I oversee 
crushing. I’ll get dirty, greasy and sweaty right 
along with everybody else. Whatever needs to 
be done on any given day to ensure a smooth 
operation and customer satisfaction, that’s 
what I’m going to do.”

 Rocky Point Quarry is very much a family 
business. Kenny is President and his wife, 
Shelia, takes care of the books and serves as 
Vice President. Their son Nathan is Kenny’s 
right-hand man and helps him run the quarry.

 “We have a lot of good, longtime employees, 
such as Sammy Phillips, who’s been with us 
since we started,” said Staggs. “We try to treat 
everybody well. Often, when an employee 
leaves to try something else, he ends up 
coming back because he finds the grass really 
wasn’t greener on the other side. That always 
makes us feel good, when good people want to 
come back here to work.”

Business boom from natural gas
 Rocky Point Quarry has been around for 
decades, but Staggs has increased business 
considerably since taking over in 2005. Today, 
Rocky Point produces more than half a million 
tons of aggregate per year.

 “Much of the quarry is a mix of limestone 
and shale,” said Staggs. “The previous owners 
screened out the shale, but my thought was 
that the mixture would be perfect in certain 
applications — for example, as a commercial base 
— because the shale allows it to compact better. 

 “So my job was clear, I needed to get out and 
market the product,” he added. “I drove a lot 
of miles in a pickup truck and spent a lot of 
time visiting with contractors about what we 

ROCKY POINT QUARRY
 This northern Arkansas quarry serves natural
 gas industry — and is one man’s dream job

A SALUTE TO          CUSTOMERS

Located in Batesville, Ark., 
the Rocky Point Quarry is a 

leading source of a limestone/
shale aggregate mix that’s 

ideal for the booming natural 
gas industry in the region. 

Kenny Staggs, 
President

Shelia Staggs, 
Vice President



had and how well it would work for them. Our 
customer base includes cotton farmers, the Corps 
of Engineers and area highway departments. 
However, the vast majority of our product goes 
to natural gas companies and the contractors that 
drill for them. Our rock is perfect for building 
the roads and drill pads they need for their work 
in the Fayetteville Shale.” (Located in northern 
Arkansas, the Fayetteville Shale is one of the 
largest natural gas plays in the nation.)

 Key customers of Rocky Point are energy 
companies such as SEECO (a subsidiary 
of Southwestern Energy), XTO Energy 
and Chesapeake Energy, all of which have 
extensive operations in the Fayetteville Shale. 
Leading contractor customers include Costner 
Excavating, TAW Inc., Payne’s Services and 
BKC Quarries.

 “We cater to our customers,” said Staggs. 
“We opened a gravel yard closer to the 
Fayetteville Shale to make it easier for the 
natural gas companies to pick up our product. 
Part of our quarry is pure limestone so if 
customers need that, we can take care of them. 
We’ll also crush to spec or do our best to make 
any kind of special blend anybody wants. 
We’re in business to meet the needs of our 
customers. The customer is our boss, and we’ll 
do whatever it takes to keep him happy.”

Top equipment and dealer support
 To keep Rocky Point running smoothly, 
Staggs runs a large fleet of Komatsu 
equipment from H&E Equipment Services 
in Little Rock. The quarry uses a number of 

Komatsu excavators including a PC400, two 
PC300s and two PC270s; two Komatsu HM300 
articulated haul trucks; three Komatsu WA380 
wheel loaders; and a WA450 wheel loader. 

 “I’ve been running Komatsu equipment since 
before I bought the quarry,” said Staggs. “The 
great thing about Komatsu machines is their 
reliability. They work every day and they last a 
long time. The excavators are outstanding. We 
use them for many different jobs and we just 
don’t have major breakdowns. We have a WA450 
wheel loader that I bought used five and one-half 
years ago when we got the quarry. It has 13,000 
hours on it now and still feeds the impact crusher 
every day. And the HM300s have definitely cut 
our haul costs tremendously.” 

Continued . . .

Rocky Point uses 
three Komatsu WA380 

wheel loaders and a 
WA450  to load out 

crushed rock and to 
feed the crusher.

This operator uses a Komatsu PC300HD to load a Komatsu HM300 (30-ton) haul truck in the Rocky Point Quarry. “Komatsu is about the only mobile 
equipment we have,” said President Kenny Staggs. “Komatsu machines last a long time and we just don’t have major breakdowns with them.”



we need. That type of support is why we’ve 
been a loyal customer through the years.”    

 Another reason Staggs is loyal to H&E is 
because of his H&E Sales Rep, Scott Prior.

 “I trust Scott completely and seek his advice 
on virtually all my equipment purchases, and 
he’s never steered me wrong. Scott’s gone with 
me on out-of-state trips to look at crushing 
equipment that he’s not selling and isn’t going 
to get any commission on. He does it to help 
me out. I really appreciate the way he and 
everybody at H&E go the extra mile for us.”

Bright future
 When Staggs bought the business, there was 
no Fayetteville Shale natural gas industry to 
speak of in northern Arkansas. 

 “It really came out of the blue a couple of 
years ago and demand for aggregate soared. 
As a result, our growth was much greater and 
much faster than we could have imagined. 
That sounds like a good thing and compared 
to having too little demand, it is — but it’s also 
a lot of pressure. I couldn’t get enough stuff in 
place fast enough. That experience wasn’t a 
lot of fun and what I learned from it was that I 
don’t ever want to have to grow that fast again.

 “I think the future looks good and fairly 
stable,” he added. “My goal will be to basically 
maintain our current level or increase it 
gradually over the next few years. If we need 
to do more, we could rearrange our crushing 
system, add another impact or cone crusher 
and increase our volume 30 percent to 40 
percent out of this quarry. I’m not interested in 
adding any new properties, largely because it 
would put us in direct competition with other 
suppliers with which we already have good 
working relationships. It’s not worth it to me to 
destroy those relationships in order to possibly 
make a little more money.”

 Staggs says as long as he’s able to meet the 
needs of his existing customers, he’s just fine with 
the current size of his company. “We’re bigger 
than I ever thought we’d be and it’s a lot of work. 
It’s not unusual for me to spend 60 to 80 hours a 
week on the job — but it’s very satisfying.” 

 For a guy who still loves to be around rocks, 
what could be better?  ■

 Staggs says the support he gets from H&E 
Little Rock is as important to him as the quality 
of the Komatsu equipment.

 “Topnotch service is an absolute must in this 
business because if a piece of equipment isn’t 
working, it can slow or even shut down my 
entire operation. All the people I work with at 
H&E get that. For example, if one of our key 
machines is in the shop, their Branch Manager 
Charles Sooby gets us a replacement piece. 
I don’t even ask for it; Charles just knows 
we need it and he makes it happen. Service 
Manager Doug Fletcher and Parts Manager 
Andy Taylor also go out of their way to make 
sure we’re taken care of.

 “Something else H&E has done is set up a 
consignment parts trailer specifically for us here 
in Batesville,” Staggs noted. “That’s important 
because we’re quite a ways from the H&E 
branch in Little Rock. Their PSSR Ron Waymack 
keeps track of the inventory and makes sure we 
have ready access to the replacement wear parts 

Bright future for Rocky Point Quarry
. . . continued

(L-R) Kenny and Shelia 
Staggs work closely with 

H&E Sales Rep Scott Prior on 
all equipment-related issues. 

“Scott and everybody at H&E 
have been great to work 

with,” said Kenny. “They 
understand our needs and 

provide the service we need 
to be successful.”

This PC270 with an Okada hammer breaks 
up rock at the Rocky Point Quarry. 

Nathan Staggs, 
Crusher Supervisor
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T The news is everywhere that construction 
spending is down. Contractors face the liability 
issues inherent in having to cut prices while 
construction material costs either increase or 
stay the same. However, opportunities exist for 
a construction contractor to turn a profit, even 
in these seemingly dire times. 

 In order to do, so a contractor must 
plan ahead, run a project smoothly and 
professionally, assure that its contracts contain 
terms that protect it from liability as best is 
possible in an uncertain world, and assure 
prompt action to collect, should those terms be 

COVER YOURSELF
 Some helpful hints to ensure your construction contract  
 leads to a profitable project

breached (whether with a lawsuit, mechanic’s 
lien, or possibly a Miller Act claim).

 One key to avoid having to pursue this 
last course of action is to make sure that you, 
as a general contractor, subcontractor or 
supplier, run your portion of the construction 
job smoothly. Good relationships with those 
both upstream and downstream can go a long 
way toward heading off problems before they 
blossom into legal action. The construction 
guidelines published by a coalition that 
includes the Associated General Contractors are 
a good starting point for advice on this topic.

 Another way to avoid problems and protect 
yourself as a construction professional is 
through the use of escalation clauses in your 
construction documents. These clauses allow 
a subcontractor to pass on an increase in 
materials cost to a general contractor (or a GC 
to an owner) under certain circumstances. 
Absent such a clause in your contract, you (as 
the downstream construction company) will 
likely have to eat any increased costs under 
a fixed-price, lump-sum contract. Of course, 
an escalation clause is just one protection 
that you can build into your contracts. A 
knowledgeable construction attorney can help 
you incorporate others. 

 Finally, make sure that all the details are 
hammered out up-front in the contract 
documents. Many problems will be avoided 
by clear contract drafting that assures all 
parties know the deal before the project starts. 
Surprises cause litigation much more often 
than clear contracts, even in claims situations. 

 Taking these relatively simple steps should 
help you concentrate on completing the work 
and making money doing it.  ■

GUEST OPINION

Christopher G. Hill

Running a job smoothly and hammering out contract details are a couple ways that can 
help you turn a profit on any job, according to lawyer Christopher G. Hill.

Christopher G. Hill is a lawyer at the Richmond, Va., firm DurretteBradshaw PLC, a LEED AP and a 
member of Virginia’s Legal Elite in Construction Law. He specializes in mechanic’s liens, contract review 
and consulting, occupational safety issues (VOSH and OSHA), and risk management for construction 
professionals. Mr Hill authors the Construction Law Musings blog at http://constructionlawva.com.



WHAT TO EXPECT

TAKING STOCK OF THE STIMULUS
  Increased construction spending expected during   
  second year of the economic recovery plan

A A significant increase in construction 
spending under The American Recovery and 
Reinvestment Act (ARRA) is expected as the 
economic stimulus package heads into its 
second and final year. Estimates show about 
$20 billion was spent for infrastructure projects 
during the first 12 months of the plan, only a 
little more than 10 percent of the total allotted.

 When the $787 billion stimulus package 
was passed last year, nearly $135 billion was 
appropriated for various transportation and 
other infrastructure funding. The early focus 
was on “shovel-ready” projects, those that 
could be started within 120 days of the plan’s 
enactment. Spending for longer-term jobs 
would come later, much of it this year.

 “Many projects are just now getting underway, 
and will be creating jobs throughout 2010 
and beyond,” said Vice President Joe Biden, 
appointed to oversee the stimulus package. 
“Work on many Recovery Act projects will 
accelerate in the spring and summer months 
as weather conditions permit work on roads, 
bridges, water projects and Superfund cleanups.”

 Though only $20 billion has been spent, 
more than $104 billion has been obligated, 
meaning projects are approved and waiting for 
construction to begin. The increased spending 
is expected to contribute 1.4 percentage points 
to gross domestic product growth in 2010. The 
pace of actual spending is slated to more than 
double, from about $3 billion per month to 
more than $7 billion. 

 “I think we’ll see a lot more stimulus money 
going into actual contracts and actual hiring in 
2010 than we did in 2009,” said Ken Simonson, 
Chief Economist of the Associated General 
Contractors of America in a recent Wall Street 
Journal article.

TIGER projects announced
 One area of the economic stimulus 
package to see an increase in spending 
is  Transportation Investment Generating 
Economic Recovery (TIGER), a discretionary 
grant program that’s different from traditional 
hard-bid projects. The Department of 
Transportation recently announced $1.5 billion 
in TIGER grants for more than 50 projects 
throughout the country.

 According to the DOT, TIGER grants target 
major national and regional transportation 
projects that are in many cases difficult to Continued . . .

More than $1.5 billion in TIGER grants, 
part of the economic stimulus package, 

were recently awarded with projects falling 
into sectors such as freight rail, road and 
bridge repair and community livability. 



Some construction job growth taking place
. . . continued

pursue through other government funding 
programs. Selected projects must foster job 
creation, show strong economic benefits, and 
promote communities that are safer, cleaner 
and more livable.

 The TIGER grants have been popular, 
with states pitching for the funds. More than 
1,400 applications were submitted for review, 
totaling nearly $60 billion.

 Key sectors for investment under the TIGER 
program include freight rail, road and bridge 
repair and community livability. Eleven national 
freight projects, 13 highway infrastructure 
projects and 22 community livability projects, 
which are designed to give Americans more 
choices about how they travel and improve 
access to economic and housing opportunities in 
their communities, were announced. 

 “The TIGER program takes a new, 
common-sense approach to investing scarce 
federal resources on transportation projects of 
national significance,” said a U.S. Department 
of Transportation outline announcing the 
grants. “Unlike other federal transportation 
programs, TIGER funds are open to all types of 
projects, from roads and bridges to transit and 
rail. In order to receive funding, each project 
must show how it will help the United States 
meet its national goals, most importantly 
growing and rebuilding the economy.”

Jobs per $1 billion spent beat 
prestimulus estimates
 Spending more funds under The American 
Recovery and Reinvestment Act is good news 
to an industry that’s been one of the hardest 
hit by unemployment. Critics have pointed to 
the stimulus plan as a failure for not creating 
or saving more jobs. They’ve also panned 
government bureaucracy for provisions of the act 
that they say have delayed stimulus spending. 

 Proponents of the bill acknowledge that 
there have been hiccups, but overall it’s made 
a significant contribution and will continue to 
provide even more positives this year. Simonson 
points to a federal employment report that 
showed heavy civil employment remained 
stable earlier this year, an area where the bulk of 
stimulus-funded construction activity was spent. 

 “One of the few areas of construction to see 
increased spending in 2009 was in highway 
and roads according to the latest Census 
Bureau figures,” he noted. “Considering 
the massive overall declines in construction 
activity last year, this is a strong sign the 
stimulus is having a positive impact.”

 Citing a recent federal report, Simonson 
said highway projects during the past year 
saved or created about 280,000 construction 
jobs. That equates to about 15,000 jobs per 
billion dollars spent, better than prestimulus 
estimates of about 9,700. Simonson indicated 
the ramp-up in spending this year will also 
lead to increased hiring of new workers or the 
return of some laid-off employees. 

 “The good news is that 2009’s delays 
mean significantly more stimulus-funded 
opportunities for contractors in 2010,” 
Simonson said. “We expect to see many 
more stimulus-funded projects come on 
line, especially for building contractors. This 
work will provide a much-needed lifeline for 
contractors, allowing them to retain many of 
their workers.

 “The stimulus is one of the few bright 
spots the construction industry experienced 
last year,” he added. “The stimulus is saving 
construction jobs, driving demand for new 
equipment and delivering better and more 
efficient infrastructure for our economy.”  ■

Construction spending 
under the economic 
stimulus ramps up 
during 2010 with more 
money slated to be 
spent than during the 
first year of the act.
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I In 1996, Komatsu became the first 
equipment manufacturer to introduce an AC 
drive system into a large mining truck. In the 
14 years since its introduction, Komatsu’s 930E 
electric-drive truck has become the best selling 
“ultra class” truck in the world. 

 On March 1, Komatsu celebrated production 
of the 930th unit of its 930E series, which 
is designed and built at Komatsu’s Peoria 
Manufacturing Operation in Peoria, Ill.

 “The 930E represents Komatsu’s genuine 
passion to see our customers succeed,” said 
Don Lindell, Product Manager for mining 
trucks. “Based on data from real-world 
performance, we continue refining the features 
of the truck to lower the operating cost per ton.”

 That “real-world” data is gathered from 
930Es that are operating around the world — 
from North and South America to Africa, Asia 
and Australia. The largest concentration of 
930Es is in Chile, which is the world’s largest 
copper-producing country. In fact, the massive 
Collahuasi copper mine in the mountains 
of northern Chile has more than 40 930Es, 
including historic unit number 930.

A key to Autonomous 
Haulage System  
 Because of its technology and reliability, 
the 930E is often used in remote locations 
and difficult applications. It is also a key part 
of Komatsu’s Autonomous Haulage System 
which allows trucks to operate without 
drivers, thereby improving fuel efficiency, 
lowering production costs and lengthening 
truck life. 
 
 With a payload capacity of 320 tons (276 cu. 
yds.), the 930E is Komatsu’s second-largest 

MAGIC NUMBER — 930
 Komatsu’s legendary “ultra class” truck 
 reaches a historic milestone

mining truck, next to the 960E. Depending on 
the model, it is available with 2,700 or 3,500 
gross horsepower (brake power).  ■

MILESTONES

Employees at Komatsu’s Peoria Manufacturing Operations pose with the 930th Komatsu 
930E haul truck. All of the 930 trucks were designed and built at the plant.

The Komatsu 930E was the first mining truck with an AC drive system and is the 
best-selling “ultra class” mining truck in the world.
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QQUESTION: How does Komatsu start the 
research and development of a new product?

ANSWER: Research and development is a 
never-ending process. When a new machine 
is introduced, we’re already thinking about 
how to improve upon it. Of course, when the 
machine is introduced, we’re not automatically 
working on building the next version of it. We 
study its attributes and how it’s performing in 
the applications for which it was designed. Then 
we look for ways to improve upon it, keeping 
in mind that our goals include improving our 
customers’ costs of moving materials.

QUESTION: How much input do customers 
have in the process?

ANSWER: A very significant amount. Our 
customers are a vital part of the research and 
development process. After all, they’re the 
ones using the machines, so we value their 
assessments of our products. In some cases, we 
start by surveying customers to find out what 
they want to see in a new machine. We marry 
that with what our research and development 
tells us, then set out to build a machine that 
will offer the productivity and performance 
our customers want to see. As we do that, 
we’re constantly testing, retesting, and making 
sure that the machine meets all governmental 
standards and requirements.

 One example is our D51 dozers with the 
cab-forward and Super Slant nose design. 
Customers told us that they wanted to be 
able to move more dirt at a lower cost. They 
indicated that improved visibility would be 
a significant step in the process. We took that 
information and incorporated it into dozers that 
offer excellent views all around the machine, 
especially to the blade and material, so the 

ALWAYS LOOKING FORWARD
 Komatsu Vice President of R&D says making 
 quality products is a never-ending process

KOMATSU & YOU

Continued . . .

 This year marks Ike Mochida’s 35th anniversary with 
Komatsu. He joined the company in 1975 after graduating from 
Tokyo University with a degree in Mechanical Engineering. 

 His first duties were designing special applications for small 
and medium dozers, including safety devices. Eventually, 
he became responsible for the entire development process of 
building new dozers and was transferred to the U.S. Technical 
Center in Chattanooga. Two years ago, he was named Vice 
President of the North American Research & Development 
division, overseeing R&D for both technical centers 
(Chattanooga and Peoria) in North America.

 “In the 35 years I’ve been with Komatsu, the company’s aim 
has never changed,” said Mochida. “It’s to constantly work 
to design and build machines that make our customers more 
productive and efficient. We’ve done that with their input 
and our technological advances, which in many cases has 
improved their per-yard and per-ton costs. I find the process 
enjoyable.”

 Mochida also enjoys traveling the U.S., especially areas of 
wide-open landscape and mountains. He also likes reading 
and playing golf with his wife Sonoko. The couple has two 
grown daughters.

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.

Ike Mochida, Vice President 
of North American 
Research & Development



we’ve incorporated the Super Slant design into 
other dozer sizes. 

QUESTION: What other types of machines in 
North America is Komatsu focusing its R&D 
on?

ANSWER: The emphasis in North America 
is multidimensional. We have three 
manufacturing plants that produce several 
machines, not only for the North American 
market, but globally. The Chattanooga, 
Tennessee, facility where I am located, produces 
excavators and articulated trucks. In Newberry, 
South Carolina, it’s wheel loaders and utility 
machines. The Peoria, Illinois, plant focuses 
on mining products. Peoria is a “mother” 
plant, meaning all research, development, 
manufacturing and production of mining 
trucks takes place there, as opposed to a piece 
of the process done here and another done 
somewhere else. Another part of that is that all 
components are genuine Komatsu OEM and 
integrated into the design, which makes for 
superior quality and reliability. It creates better 
communication and streamlines our production 
when everyone involved with producing a 
particular machine is in the same place.

QUESTION: How many people are involved 
in the process?

ANSWER: It depends on the machine, but 
there are always several individuals working 
on research and development of a product. 
We have about 130 people in R&D, but of 
course they aren’t the only ones involved. We 
work with engineering and manufacturing to 
assure that when a machine is in development, 
everyone is on the same page. Having multiple 
people at work on one project means we can 
take different views and incorporate them into 
the design of a better product.

QUESTION: What’s Komatsu working on 
now?

ANSWER: As I mentioned, it’s a never-ending 
process. Starting next year, Tier 4 engine 
technology is slated to ramp up, so we’re 
working to ready our machines for that. At the 
same time, we’re working on designs that will 
ensure our products continue to have more 
productivity, efficiency and reliability for which 
those machines have always been known.  ■

Many resources used in product development
. . continued

operator is more productive. Consequently, 
cost per yard was improved. Komatsu added 
to that with fuel-efficient Tier 3 engines and 
lower maintenance costs. The result was an 
award-winning, technologically advanced 
dozer that customers rave about. As a result, 

Komatsu research 
and development is 

incorporated into new 
products, many of which 

are built in three North 
American manufacturing 

plants. OEM components, 
such as engines, are an 

integral part of the process.

The D51 dozer with its cab-forward and Super Slant nose design is a result of input from 
customers who wanted increased productivity and improved visibility.

Komatsu uses CAD and other 
technology in the research 

and development of its new 
products. “Technology has 
become an ever-increasing 
part of our R&D,” said Ike 

Mochida, Vice President 
of North American R&D. 

“It streamlines things, but 
it doesn’t replace the most 

important aspect of our process: 
customer input and ideas.”



Available through H&E Equipment Services. Call 877-700-7368 or visit www.HE-equipment.com.

NDUSTRY NEWS

State court ruling could have implications for contractors

A A ruling in a Mississippi Supreme Court case, 
Architex Association, Inc. v. Scottsdale Insurance 
Co., could have an affect on general contractors 
and their insurers across the country. Architex 
brought suit against Scottsdale, claiming the 
insurance company should have paid claims 
after a hotel chain sought damages against 
Architex for work a subcontractor did that was 
later deemed defective.

 Scottsdale Insurance denied coverage, 
despite Architex paying additional premiums 
for additional coverage that was specifically 
for covering subcontractors’ work. The court 
ruled that general contractors are covered 
under commercial general liability policies for 
subcontractor work found to be defective. That 

decision overturned a 2003 ruling in favor of 
Scottsdale by the U.S. Court of Appeals Fifth 
Circuit court. 

 “It has implications for the rest of the 
country because the policies being written 
and enforced throughout the U.S. are identical 
to the policies the Mississippi Court has 
addressed,” said Mike Kennedy, General 
Counsel of the Associated General Contractors 
in an Engineering News-Record article. The 
court made it clear that the insurance carriers 
should be held to the terms of the policies 
that they choose to write, recognizing that 
the carriers are free to write their policies 
differently if they wish to exclude certain 
coverages.”  ■
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Did you know...

Brain Teasers
Unscramble the letters to reveal some common 
construction-related words. Answers are on the right 
side of this page.

1. TIKJYSOC __ __ __ __ __ __ __ __

2. NSOMISESI __ __ __ __ __ __ __ __ __

3. CENTIHCINA __ __ __ __ __ __ __ __ __ __

4. SOREGUR __ __ __ __ __ __ __

5. MIWODETN  __ __ __ __ __ __ __ __

6. REQOTU  __ __ __ __ __ __

 Komatsu was named after the city Komatsu, located in 
the Ishikawa Prefecture of the Hokuriku region in Japan. 
The actual name “Komatsu” translates into English as 
“little pine tree” and, according to legend, dates back to 
the middle of the Heian period (794-1192 AD). At that 
time, the monk-emperor Kazan planted a pine sapling 
during a tour of the Hokuriku region, and the area 
where it grew came to be called “sono no komatsubara” 
(“small-pine field with gardens”). This name is said to 
have been shortened to “Komatsu.”

 When Komatsu Iron Works separated from Takeuchi 
Mining Co. in 1921 to become Komatsu Ltd., the 
first logo that was chosen to represent the newborn 
company also symbolized this small pine tree. The logo 
underwent many modifications throughout the years, 
but remained faithful to its original “small pine tree” 
look until the late 1990s, when a major change was 
made and the current lettering was adopted.

 Today, the Komatsu logo is a basic design that 
represents the Komatsu brand. It reflects the Komatsu 
image of reliability, stability, and strength. The 
well-balanced sophistication of the logo, the unique 
design of the letter “T” and the deep, vivid-blue color 
symbolize a bold corporate character and a leader in 
technological innovation.

“Maintenance?”. . . 
 I have a job for you.”

“No, I don’t want 
 to operate heavy 
 equipment someday 
 . . . I want to own 
 the construction 
 company. ”“I was buried up to  

 here with paperwork  
 in the office. Thanks  
 for digging me out 
 so I could get back 
 to the jobsite!”



I If you haven’t yet visited the new 
H&E Equipment Services Web site 
(www.HE-equipment.com), now would 
be a great time to do so. New equipment 
information and used equipment inventory are 
updated regularly so you can always see what’s 
currently available.

 “Response to the new Web site has been very 
positive,” said Toby Hawkins, H&E’s Vice 
President of Marketing. “Customers seem to 
appreciate that we have detailed information 
including multiple photos and warranty plans 
for every used equipment unit we feature. 
We think it’s the closest thing you can get to 
actually kicking the tires.”

 Beyond equipment, the new Web site gives 
you the ability to quickly and easily access a 
wide array of information. This includes parts/
service programs, all branch locations with 
addresses and contacts, training, financing and 
much more. For example, customers can set up 
an “Advantage Account,” then log in to access 
a variety of real-time reports such as:

 • Open Rental Contract Report,
 • Off-rent Report,
 • Invoice History Report,
 • Purchase Order Report.

Live sales reps and more
 While many customers appreciate being able 
to do everything electronically, others like the 
option of talking with a live sales representative 
to finalize a transaction or when they have a 
question. At www.HE-equipment.com, sales reps 
are standing by to talk with you on the phone.

 “Before launching this, we did research to 
learn what equipment users value in a Web site,” 
said Hawkins. “Basically, the answer was easy 
navigation, multiple photos, good specs, warranty 

coverage, the ability to e-mail requests and the 
option of talking with a real person. We then 
incorporated all of that with a goal of being the 
most informational and user-friendly equipment 
site on the Internet. Now that it’s up and running, 
we invite everybody to check it out. And if they 
have any comments on how we can make it better, 
they can contact us through the site.”  ■

WWW.HE-EQUIPMENT.COM
 H&E’s new Web site delivers all the information 
 you want in an easy-to-use format

STAYING CONNECTED

H&E’s newly designed Web site provides detailed information, including multiple 
photos and warranty plans for each used equipment unit featured.



T Top service personnel from North American 
distributors competed in the annual Komatsu 
Advanced Technician Competition (KATC), 
held March 2 to 4 at the Komatsu Training and 
Demonstration Center in Cartersville, Ga. 

 “We changed the format from the previous 
few years,” explained Wade Archer, Technical 
Training Instructor and Director of the 

TRAINING PAYS DIVIDENDS
 Top service personnel square off at annual 
 Komatsu Advanced Technician Competition

KATC program. “In January of this year, 
we held a qualifying event in which any 
distributor technician could compete. The 
four competition categories were: Excavator, 
Wheel Loader, Dozer and Truck. The top 
technicians from each of four geographic 
regions were then eligible to come back for the 
national competition in March. Other factors 
that determined their eligibility included 
completing certain training and educational 
opportunities throughout the year.”

 Those 10 technicians who qualified, started 
the first day of the national competition by 
competing in the category they placed in 
during the qualifying event. Winners were 
named at the end of the day, and each moved 
on to the next round where they competed 
against each other for the title of National 
Champion. During this round they had to 
diagnose and fix problems in the other three 
categories. Individual winners received a 
trophy and cash prizes, while the National 
Champion received a trophy, cash and a tool 
box filled with tools valued at about $17,000.

 In addition to competing individually, top 
finishers from the first day of competition 
were paired together with another technician 
from their region to compete as a two-
man team on a “mystery machine,” which 
turned out to be a CD110R-2 crawler carrier. 
Teams did not know ahead of time what the 
machine would be.

 “Beyond honoring technicians for their 
excellence, the purpose of the KATC is 
to motivate technicians to take advanced 
training, which results in better, faster 
diagnostics and service to customers,” noted 
Archer.  ■

PRODUCT SUPPORT

Four individual categories 
were part of the competition, 

and winners of each competed 
against each other for title of 

National Champion.

Wade Archer,
KATC Director

The team competition 
featured competitors 
working together to 
diagnose and fix problems 
on a “mystery machine,” 
which turned out to be a 
CD110R-2 crawler carrier.



See our entire fleet of used inventory at . . .

www.HE-Equipment.com
For Used Equipment Call Larry Levet (225) 298-5272

For All Other Inquiries (877) 700-7368

White logo is below

2006 Komatsu D31PX-21
Stk# 10065260, 750 hrs, cab/air, 6-way blade, 20” tracks, 
winch, 60% UC .......................................................  $59,325

$108,150

2005 Komatsu PC300LC-7
Stk# KMU050734, 3,928 hrs., cab/air, 10’6” stick, 34” tracks, 
54”  bucket, 50% UC ............................................. $108,150

2001 Komatsu PC200LC-6
Stk# 10044902, 6,031 hrs., cab/air, 9’8” arm, 48” bucket, 
50% UC .................................................................... $42,000

2004 Komatsu PC50MR-2
Stk# KSU040012, 157 hrs., canopy, 6’7” arm, 24” bucket, 
rubber tracks, 50% UC ............................................ $19,425 

2004 Terex SKL873
Stk# 10045071, 1,804 hrs., cab/air, 3-yd bucket, 20.5x25 tires 
at 50% ...................................................................... $34,650

2006 Barko 595ML
Stk# ZDU040129, 11,309 hrs., stationary Barko unit with 52” 
Robotec log grapple, located in Shreveport, LA ...... $26,250

Your Source for Quality Used Equipment
Your Louisiana & Arkansas Komatsu Dealer

$59,325

$34,650 $19,425

$42,000 $26,250



Alexandria, LA
318.443.7173

Baton Rouge, LA
225.356.6113

Gonzales, LA
225.644.2328

Kenner, LA
504.467.5906

Lafayette, LA 
337.893.1266 

Lake Charles, LA
337.528.2661

Shreveport, LA
318.746.5272

Little Rock, AR
501.568.7867

Springdale, AR
479.927.1672

www.HE-equipment.com

C.P.I.
P.O. Box 1689
C.R., IA  52406-1689

Change Service Requested

Presorted Standard
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White logo is below

Komatsu compact excavators 
are the perfect fit when you’ve got a small job 

that requires big power. From the 8.4-hp, 1,985-lb. 
PC09 to the hefty 54-hp, 18,558-lb. PC88MR, 
H&E has you covered. With special limited-

time financing rates, extended warranties and, 
of course, exceptional Komatsu reliability, 

productivity and quality, you can’t go wrong.  

Call us today! 


