Content Curation
Best Practices
Reimagining your marketing assets
Presented by CPI

Introductions
CPI Team
Chuck Parks, President and CEO
Tina Lampe, Production Manager
Greg Heckart, Editor – in the field!
Josh Sandin, Writer/Photographer
Charlie Parks, Writer/Photographer
Brief History of CPI
70+ years of content creation and curation
Fourth generation of owners
Niche is customer testimonials and jobsite videos
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What is content?
Anything you create and distribute to
inform customers or promote your
organization.
• Stories

• E-Books

• Photos

• Case Studies

• Videos

• White Papers

• Graphics

• Podcasts

• Blogs

• Etc.

• Webinars
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Challenges
1) Customers are fragmented – lots of things vying for their attention
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Challenges
2) Varying customer base – many different personas
• Company owners
• Operators
• Equipment/fleet managers
• Project managers
• Technicians
• Next-generation
• Various company sizes
• Multiple industries
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Challenges
3) Limited resources – time, staff and budget
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How does content help?
Creating content that:
• Is customer-focused, authentic, interesting, etc., and
• Helps people solve their problems
Will:
• Build trust,
• Establish you as a resource and
• Encourage people to return/seek your help
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Repurposing content …
• Allows the message to be customized for varying personas
• Delivers a consistent message in multiple
mediums, whichever ones best fit your
target audiences
• Increases ROI

9 │ Distributor Marketing Summit 2019

Dress for success
• Think of content like a
wardrobe.
• Mix and match to create
new content “outfits.”
• Show up to the best parties
(wherever your target
personas hang out).
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H&E, Mobicon Crushing and Recycling
SALUTE TO A CUSTOMER

MOBICON CRUSHING AND RECYCLING
NORTHWEST ARKANSAS MOBILE CONTRACTOR BUILDS SUCCESS
THROUGH CUSTOMER SATISFACTION
MobiCon Crushing and Recycling’s
first “real” job fit that exact situation,
according to Mooney. “In 2014,
we teamed up with a quarry owner
in Oklahoma who needed some
overflow crushing help on short
notice. What started as a short-term
job to crush about 20,000 tons turned
into several weeks and almost 10
times that amount. He saw that we
were dependable and could make
production, so he kept us on.”

DEPENDABLE PRODUCERS

(L-R) Owners Jared Gates, Chris Mooney and Brennan O’Donohoe run operations for MobiCon Crushing and Recycling,
which is in Fayetteville, Ark. The company covers all of Arkansas as well as parts of Oklahoma and Missouri.

Approximately six years
ago, MobiCon Crushing and
Recycling, LLC Founders Brennan
O’Donohoe and Chris Mooney set out
to change the way that old pavement,
sidewalks and other construction
debris were handled in northwest
Arkansas. Their aim was to recycle
as much as possible, turning the old
materials into usable products.
“Traditionally, concrete and asphalt
were just disposed of,” shared
O’Donohoe. “Our goal has always
been to divert those materials away
from landfills and make road base or
bedding materials. Recycling is more

Go online or scan this
QR code using an app
on your smartphone to
discover more.
HE-advantage.com

environmentally friendly and very
cost-effective. It decreases landfill
usage and reduces the need for virgin
aggregates that have to be mined
from quarries. It’s a win-win.”
The quarrying sector is where
O’Donohoe and Mooney cut their
teeth when they started crushing
rock more than a decade ago while
working for another company.
“We decided that being in business
for ourselves was ideal, so we put
together a plan and business model,
ran some scenarios and settled on
mobile crushing,” recalled Mooney.
“For the most part, that involves
working with quarries to meet their
overflow needs. When they have a
large demand and can’t meet it with
their equipment and manpower, rather
than make a significant investment
for a short-term situation, they call us
and we augment their fleet and staff.”

Dependability and solid production
remained hallmarks of MobiCon
Crushing and Recycling, even as it
expanded. As demand for its services
grew, O’Donohoe and Mooney
added a second spread and hired
Jared Gates as a Superintendent.
Gates has since taken an ownership
stake in the Fayetteville-based firm,
which currently has four employees
and serves all of Arkansas, as well
as parts of Oklahoma and Missouri.
Additional owners include Dr. Steve
Scott and Jerry Langley.
“Typically, we have two jobs going at
once, and we have had up to three,”
said Gates. “A lot of our work is for
repeat customers because they know
we will do everything in our power to
meet their production numbers and
particular specifications. I think they
appreciate our honesty, too. When
they call, we tell them when we can
be there and show up on time and
ready to go.”
That focus on customer satisfaction
has helped MobiCon Crushing and
Recycling significantly expand
the amount of tonnage it crushes

MobiCon Crushing and Recycling relies heavily on its Komatsu PC360LC-11 excavator to feed a crushing spread. “The PC360 fits our application well,” said Owner Jared
Gates. “The cycle times are fast, so it will move a lot of material quickly. We wanted something that could pop out large sections of concrete and that we could put a
hammer on to break up bigger chunks of material. It handles those tasks easily.”

annually. The projection for year
one was about 90,000 tons, which
the company met. It crushed nearly
double that amount the following
year, and the numbers have
continued to climb ever since. In
addition to quarry and recycling jobs,
from time to time MobiCon operates
in the demolition market, crushing
materials from buildings or other
infrastructure that has been razed.
“One of our early jobs was making
a few thousand tons of sand for
golf courses,” recalled O’Donohoe.
“Some contracts now involve more
tons than we produced the entire first
year or even the second.”

4
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Case-in-point is a recently
completed highway project
that saw the firm crush close to
150,000 tons of pavement from
an 18-mile stretch of Highway 530
around Pine Bluff, Ark. Trucks hired
by the general contractor delivered
the concrete and asphalt to a location
where a MobiCon crew turned it from
approximately 10-inch-minus rubble
into inch-and-a-half minus, which
was stockpiled for future use.
“It’s a prime example of what we do
from a recycling standpoint,” Gates
noted. “The biggest difference was
that we were crushing next to an
existing roadway with traffic, which

isn’t usually the case. The site
was tight, although the approach
was the same as any other time.
We crushed the old pavement,
and the resulting material ran from
the crusher up a stacker to the
stockpile. Metal was separated out
as well.”

KOMATSU PC360LC THE RIGHT FIT
MobiCon Crushing and Recycling
fed the crusher with its new
78,000-pound-plus Komatsu
PC360LC-11, purchased last fall from
the team at H&E Equipment Services.

Continued . . .
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Linder, Employee PSSR Chris Brazel
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Kirby-Smith, Manhattan Road & Bridge
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RMS, Diesel Tech Careers
??????????EXPERIENCE
HANDS-ON

Discover more at
______________________

INVESTING IN THE FUTURE
Goal of RMS/Komatsu Diesel Technology program
is a ‘sponsored student at every branch’

T

The construction industry is searching for
ways to counteract the shortage of skilled
workers; and today’s high school students are
looking for options to continue their education,
while avoiding crippling student-loan debt.
Road Machinery & Supplies Co. (RMS), North
Dakota State College of Science (NDSCS) and
Komatsu are teaming up to address both issues.
“Our Komatsu-sponsored Diesel Technology
program at NDSCS is such an exciting
opportunity for students who are looking
for a rewarding, hands-on career,” said RMS
Director of Safety and Technician Development
Pete Anderson. “The program is designed for
students to split time between the classroom
and the shop. They complete paid internships
during the program, tuition costs are covered
and they are guaranteed a job at an RMS branch
upon graduation. It’s a win-win-win.”
RMS’ Komatsu Diesel Technology program
at NDSCS in Wahpeton, N.D., will graduate
its third class in May. In this Komatsu-specific
course, students rotate between eight-week
blocks of internships at their local RMS
branches and classroom sessions at NDSCS.
“This is an amazing opportunity,” shared
Anderson. “Our students walked across the
stage on a Friday and started work in the
shop the following Monday. In addition to
securing a job that pays greater than $50,000
a year, they accumulate little to no debt. It’s a
huge advantage compared to a peer who racks
up $100,000 in loans and takes a job in a field
outside of his or her major.”

committed to this program. It’s our goal to have
a sponsored student at every RMS branch.”

Recruitment Saturdays

RMS and NDSCS will host a heavy
equipment open house at Extreme Sandbox
Mini in Roseville, Minn., on Saturday,
May 19. There, students can meet with RMS
employees, NDSCS faculty members and get
free stick time on the equipment.
“We want students to know that there
are many opportunities available in this
field,” noted Anderson. “I think there is a
misconception that you must have mechanical
experience to succeed. That isn’t the case.
For those who like to use their hands, are
interested in how things work and like to solve
problems, this is a great industry. We encourage
anyone who is interested in an interactive and
rewarding career to come to our open house to
learn more and have fun.”
For more information, contact Pete Anderson:
panderson@rmseq.com or (952) 895-7020

Explore a
Career
in Diesel
Technology

Mike Mencel,
Vice President of
Product Support

Pete Anderson,
Director of Safety
and Technician
Development

2017 RMS Komatsu Diesel Technology program graduate Theron Miller works on an
engine inside RMS’ Savage, Minn., shop. “The program was great; it really prepared me
well,” said Miller. “The internships were awesome because I got to apply what I was
learning, and I was able to get to know the people I would be working with.”
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“This program is a great solution,” stated RMS
Vice President of Product Support Mike Mencel.
“There is an on-going need for diesel technicians,
and this addresses RMS’ needs while also
educating students. Komatsu and RMS are fully
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C.N. Wood, Excerpts for Website
Header Banner - 100% of PM Blue Pantone 072 CVC

A SALUTE TO A

CUSTOMER
Logo 100% of PM Blue Pantone 072 CVC
100% of PM Red Pantone 186 CVC

FRAZIER CONSTRUCTION CO.
A focus on local jobs and customers keeps
this multi-faceted company busy

F
Jim Frazier,
Owner

Andy Palladino,
General Manager

For 30 years, Jim Frazier spent his winters
delivering oil to customers in northeast
Massachusetts. To keep busy in the summers,
Frazier added a skid steer in 1994 and began
taking on small residential projects. When
he needed help, he enlisted his nephew,
12-year-old Andy Palladino. Twenty-three years
later, they are still a team.
“We did a lot of backyard jobs for customers,
mainly pool cuts and moving loam,”
noted Frazier, who is the owner of Frazier
Construction Co. “Andy was always with
me, so I started taking him to jobs, and he
developed a passion for it.”
The company continued to do summer projects
and grew to a point where Frazier moved into
the construction side full time. Palladino was
there as well, now as general manager with an
engineering degree in hand from Wentworth
Institute of Technology. The duo also added
Tim Angelli to the mix to help serve a growing
client list.
“We did everything; it didn’t matter,” recalled
Angelli, who is an operator. “Andy and I would
jump in the truck and do five jobs a day. We’d put
in 70-80 hours each week. That’s how we grew.”

Tim Angelli,
Operator

Today, the company has seven employees
and operates in a 25-mile radius of its Danvers,
Mass., location. The company prides itself on
delivering quality results.
“We’re very diverse in what we do,” explained
Frazier. “We handle residential and commercial
site work, underground utilities, land clearing,
foundations, septic systems, snow plowing –
whatever the customer wants. We even built a
set for the Adam Sandler movie, “Grown Ups 2,”
which was filmed locally in 2012. We aren’t the
biggest company, and we don’t do huge projects,
but we provide quality work and get callbacks.”

Loyal customers
One reason why Frazier Construction can
maintain its tight service area is solid connections
with loyal customers. Two of those clients,
General Electric and Lahey Health, keep the
company busy throughout the year.
The firm renovated a parking lot this
summer for Lahey’s Beverly Hospital. Frazier
Construction crews removed the existing
parking lot and installed 600 feet of drainage
pipe and 800 feet of underground electric. It
also placed new granite curbing, expanded the
footprint of the lot, performed landscaping and
installed new light poles.
At a General Electric plant in Lynn, Mass.,
Frazier Construction performs an array of
jobs, ranging from steam line replacements to
underground tunnel and water line repair. It
recently converted a 50-spot parking lot into
green space at the facility. It demoed the existing
parking lot, installed sprinklers, set the curbs, built
a retaining wall, prepped the site for landscaping
and installed permanent anchors for large tents
used during the many events the area hosts.

A Frazier Construction operator uses a Komatsu PC220LC excavator to dig a foundation on a residential project in northeast Massachusetts. The
company also owns a Bomag BW 177 roller, which it will use later on this job.

machines that can get the job done in those spots
is great for us.”
The dependability of the excavators is also
something that the company appreciates. The first
excavator it purchased in 2001, a PC60, still runs
today. Frazier has no intention of selling it.
“We bought that machine for $49,000, and I’ll
never get rid of it,” said Frazier. “It’s been very
productive through the years. I had an offer of
$100,000 for it, and I said no.”
Frazier’s fleet also includes a Komatsu
PC220LC excavator and D21P dozer, as well as a
Bomag BW 177 roller.

A SALUTE TO A

Mini power

For its myriad projects, Frazier Construction turns
to C.N. Wood and Sales Rep Kerry Causer (K.C.) for
Komatsu equipment.

The company purchased a PC138USLC excavator
in 2015 and a PC45MR earlier this year. Both
machines have exceeded expectations.
“The Komatsu mini-excavators are the perfect
fit for what we do,” shared Frazier. “We work on
small stuff in confined areas, so the tight-tail-swing
excavators have been a great addition to our fleet.”

Komatsu mini-excavators,
like this PC45MR, are
essential machines for
Frazier Construction
Co. “They are powerful
enough to move whatever
we need,” said General
Manager Andy Palladino.

The company values its relationship with
Causer and C.N. Wood. “Whenever we need
anything, C.N. Wood and K.C. are there for us,”
said Frazier. “They help us get what we need
and make sure we’re good to go.”

The next chapter

At 63, Frazier knows that the company is
ready for the next step. When he retires in two
years, he trusts that Palladino will continue to
carry the torch for the firm.

CUSTOMER

“I think I have a couple more years in me,
then I might come back to work for Andy and
drive a truck,” joked Frazier. “That might last
10 minutes until I quit, though.”
“I think there’s definitely room to grow if we
can find the right people,” forecasted Palladino.
“We have a solid reputation, but we don’t want
to grow just to grow. I enjoy what we do, and
I’m excited to see us continue the track we
started all those years ago.”

RYCO EXCAVATING
CONTRACTOR, INC.

“They are powerful enough to move whatever
we need,” noted Palladino. “We usually work
next to power poles or existing houses, so to have

Operator Tim Angelli
uses a Komatsu D21P
dozer to grade a jobsite.

(L-R) Frazier Construction
Owner Jim Frazier,
General Manager Andy
Palladino and Operator
Tim Angelli call on C.N.
Wood Sales Rep Kerry
Causer (K.C.) for all of
their Komatsu sales and
service needs.

Massachusetts firm transitions to material supply

F

Fourteen years ago, Ryan Vlaco purchased
a truck and an excavator and set up shop as
Ryco Excavating Contractor, Inc. Frequently,
that name is shortened to simply Ryco, Inc.

Ryan Vlaco,
President

added sand and gravel. By 2010, Ryco had
gradually transitioned into a material supply
and excavation company.

As one of his first orders of business, he
hired Mike Diamond. “I bought a tri-axle
dump truck and put my friend Mike in it,”
recalled Vlaco. “He’s still my friend; we’re
like an old married couple forced to deal
with each other now.”

“We found our niche eventually. No one
pushed us, instead we just meandered that
way,” shared Diamond, now the Director of
Operations at Ryco. “Sometimes we remove
overburden during a job, but mainly we
import to sites. We offer many products to
site-work and landscape contractors.”

The duo toured around southeastern
Massachusetts putting in septic systems and
performing other small contracting projects.
They soon learned about other opportunities
and began screening loam and, in time,

Ryco take prides in delivering high-quality
materials, and its reputation for such
products has grown with the company. Today,
the business employs 25 people and takes on
a variety of assignments.

A Komatsu WA500 wheel loader, one of three that Ryco Excavating Contractor, Inc. owns, moves sand on a project in Plymouth, Mass. “The WA500s
lower our costs with the quick turnaround and efficient load times,” noted President Ryan Vlaco.

A crew from Ryco Excavating Contractor, Inc. removes overburden from a jobsite in Plymouth, Mass., using a Komatsu PC490LC excavator paired with a
WA500 wheel loader.

Doing it all
To obtain materials, Ryco often purchases
properties, extracts the materials found at
the site and ultimately develops the land for
various uses, ranging from commercial to
agricultural purposes, such as cranberry bogs.
Other recent projects range from removing
40,000 cubic yards of overburden in just
10 days for a gas station to importing
200,000 yards of fill for a project at the former
Naval Air Station South Weymouth in
nearby Weymouth, Mass. The firm trucked
5,000 yards of material per day and completed
the contract weeks ahead of schedule.
“We’re service-driven rather than price-driven;
and we do exactly what we say we’re going to
do,” remarked Vlaco. “Everybody is willing to
put in 80-hour weeks, if that’s what it takes to
meet our customers’ needs.”

Low-stress environment
To keep up with his growing business,
Vlaco turns to C.N. Wood Sales Rep Bob
Rosa to purchase and lease equipment.

4
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Vlaco’s relationship with Rosa dates back to
his elementary school days when Rosa sold
equipment to Vlaco’s father, Kevin. “Bob
would give me Christmas presents as a kid.
They were die-cast machines; and I still have
them to this day,” shared Vlaco.
Within the last 18 months, Ryco purchased
three Komatsu WA500 wheel loaders and
leased a Komatsu PC490 excavator. “Ryco
is a low-stress environment with people
like Bob and C.N. Wood supporting the
company,” said Vlaco. “When I bought my
last wheel loader, they had it here the next
day. C.N. Wood goes above and beyond to
facilitate any help we need.”
The Ryco team appreciates the trio of wheel
loaders for their visibility, balance, strength
and most importantly, productivity. “You can
take a WA500 and put it next to a competitive
machine, with both going into the same pile.
With the Komatsu you get a nice heaping
bucket – 13 tons. With the other machine you
work harder just to get 11 tons or, if you are
lucky, 12 tons,” reported Diamond.

Mike Diamond,
Director of
Operations

Continued . . .
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Power Motive and Berry Tractor
Montage Videos – Website and Social
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Kirby-Smith, Branch Flyover Videos
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Modern Machinery, Linder, Power Motive, WPI
Anniversary Stories

MILESTONE CELEBRATION

60 YEARS IN THE PEOPLE BUSINESS
Power Motive marks anniversary while looking ahead
to serving customers, building relationships

P

Power Motive Chairman Bill Blount believes
what makes a heavy equipment dealership
successful never really changes.

Bill Blount,
Chairman

“At its core, this is a people business,” he
emphasized. “It’s about being honest and fair
with customers. Doing so builds longstanding
relationships based on trust and confidence.”

MILESTONE ACHIEVED

That remains the key component in
Power Motive’s success as it celebrates its
60th anniversary this year. It was true when
the company was founded in 1959 as a Massey
Ferguson agriculture equipment dealer and
has been an integral part of its culture ever
since. In 1967, Power Motive began carrying
construction machinery. Bill joined in 1972 and
purchased the company eight years later.

Power Motive’s primary product line is
Komatsu, a brand the company has offered
since 1975. In the early days, dozers were the
sole Komatsu machines. Now, it carries the
full gamut of Komatsu products, including
excavators, wheel loaders and trucks. The
company represents additional leading
manufacturers such as Takeuchi, KPI-JCI,
Roadtec, Sakai, Morbark and Sandvik.
“We’ve expanded our territory boundaries with
some of the lines that we carry, such as KPI-JCI/
AMS, which are all part of Astec Industries,” noted
President Mac Blount, Bill’s son who assumed
leadership of the organization in 2018.

Power Motive Corp. has branches in Denver, Grand Junction, Colorado Springs,
Milliken, Durango and Cheyenne. Minimizing customer downtime through responsive
service is one of its primary goals. “Our philosophy is to take things personally,” said
Chairman Bill Blount. “A customer is not a number, and we strive to make them happy.”

One of those dedicated employees is Area
Sales Manager Gary Klipp, who covers northern
Colorado and Wyoming, and has served the
company and its customers for 38 years. Gary
In the early 70s, Power Motive had
says he is grateful to spend his career where he
20 employees and a single location – Denver.
likes the work, his colleagues and his customers.
Today, it has 160 employees across branches
Gary often helps people who were doing
“Our customers are hard-working individuals
in
Denver,
Grand
Junction,
Colorado
Springs,
business
with Power Motive before he joined
who rely on equipment to produce for them
Rick Lechman,
Milliken, Durango and Cheyenne.
the firm.
every day,” Bill said. “It’s our objective to ensure
Chief Financial Officer
that they have the right machinery to match their
“The intelligent Machine Control technology has
Chief Financial Officer Rick Lechman believes
“That says something in itself,” reflected Gary.
needs and support them with responsive service
opened our customers’ eyes and has helped many
that new and upgraded branches send an
“Customers feel the partnership and commitment
that minimizes downtime. Our philosophy is
of them increase profitability,” noted Paul. “If you
important message to customers. “When we
and that we’re here to meet their needs.”
to take things personally. A customer is not a
make that kind of investment in a community, we
can potentially finish a job 30 percent faster, that
As
the
organization starts a new decade,
number, and we strive to make them happy. Do
hope customers see that we’re here to stay and
makes a huge difference in the bottom line. We are
the Power Motive team looks forward to
and fourth generations ofproud
the Pearce
familymanufacturers like Komatsu
For the past 95 years,
WPI
has kept
that, and you reach 60 years in business.”
want to
partner
withcritical
them.”
to represent
continuing
to
serve
customers,
build
and
industries moving by providing leading
lead the organization. that are on the cutting edge.”
strengthen relationships and embrace the
Training
technology
equipment options,
service andand
unmatched
“What sets us apart from our competitors
thatKomatsu
is shaping
construction,
WPI’s product lineup new
rangestechnology
from this 400-ton
PC4000-11
mining shovel to compact Takeuchi track loaders. “Whether it’s a landscaper looking
People are key
support for demanding
applications.
It all
For some
longtime
Power Motiveisemployees
Paul Desombre,
our culture. We’re a family, and, in turn,
for a compact track loader;
a mine
that
needsindustries.
a massive dozer, shovel or truck; or someone in between,
we can provide it,” said Bruce Truesdale, Vice
mining
and
other
In addition
it’s
began in 1924 when
Louis
M. Pearce,
Sr., seem like yesterday
and
customers,
it may
General Sales Manager
we treat our customers as family,”
saidto high-quality equipment,
President of Construction Machinery Division Operations.
when theyTexas
celebrated
the as
human
that makes Power Motive
president of Houston-based
Iron the organization’s
“I’ve read studies that show the average
Louis Pearce IV, who serves
OEMtouch
Business
50ththe
anniversary;
however,
has
Works (TIW), started
Portable Rotary
Rig a great deal
lifespan of a company is approximately
Development Manager. successful, from service technicians to the parts
the decade
since that milestone.
counter team to the rental equipment staff.
Company to buildchanged
drill rigsinpowered
by steam.
10 years,” shared Mac. “To have existed for
As for technology, Paul says it has become
simpler as well as more cost-effective in
recent years. One example is Komatsu’s
GPS-integrated intelligent Machine Control
system that delivers a more intuitive and
user-friendly operating experience. Komatsu
introduced its intelligent Machine Control
dozers in 2013, with excavators following
soon after.

MARKING 95 YEARS IN BUSINESS

Mac Blount,
President

In addition to high-quality
equipment, it’s the human
touch that makes Power
Motive successful. “Our
people are smart and have
a strong desire to take care
of our customers,” said
President Mac Blount.

WPI celebrates anniversary, looks ahead to providing
leading equipment, service and unmatched support

F

Powerful solutions “We’ve been fortunate to have amazing
60 years reflects Power Motive’s hard work
General
Sales
Paul Desombre
Nine years later, he
acquired
theManager
Waukesha
Through
organization
and commitment toward building strong
They’re smart and passionate about
summed
up drill
thoserig
changes in two words
– the years, the employees.
Engine distributorship
for his
partnerships with customers, employees
whatequipment
they do and have a strong desire to take
training
andLouis
technology.
He pointsacquired
to Powerthe assets of several
business. Along with
his son,
M.
dealers
and expanded itscare
construction
and
and vendors. We intend on being around
Technology
Solutions
Expert
(TSE)
of our customers,”
said Mac. “That’s in
Pearce Jr., he grewMotive’s
the organization,
and
in
for another 60 years by embracing the same
group,Industries
in addition
to two
full-timemining
trainerscapabilities.
for
line with our mantra of the being the Product
1967, Waukesha Pearce
(WPI)
was
core values that have paved our previous
both internal
external training, as
examples
Support
People, and we take that responsibility
Gary Klipp,
“Among
our acquisitions
was Plains
formed with the merger
of twoand
operating
Area Sales Manager
accomplishments.”
of an
increased
emphasis
to heart.” Harvester
Machinery (1986), the International
divisions, Waukesha
Sales
and Service
and on education.
Dealer in Texas. International Harvester turned
Pearce Equipment Company. Today, the third
9
into Dresser and later Komatsu. Another
important change happened in 1990, with
the purchase of Houston Heavy, a Komatsu
dealer. These two acquisitions make up our
Houston is the headquarters of WPI’s Construction Machinery Division. Other branch locations include Austin, Corpus
current footprint,” stated WPI President,
Christi, Kilgore, San Antonio, Edinburg, Tomball, Beaumont and Buffalo. In addition to Komatsu products, WPI
Louis Pearce, III. “We’ve been a Komatsu
offers a wide assortment of construction equipment from trusted manufacturers, such as Takeuchi, Gradall, BOMAG,
dealer for nearly 30 years, and we’re very
SENNEBOGEN, NPK, LaBounty and more.
proud of that relationship.”
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The company’s Komatsu distributorship,
headquartered in Houston, includes
locations in Austin, Corpus Christi, Kilgore,
San Antonio, Edinburg, Tomball, Beaumont
and Buffalo. In addition to Komatsu, WPI
offers a wide assortment of construction
equipment from leading manufacturers,
such as Takeuchi, Gradall, BOMAG,
SENNEBOGEN, NPK, LaBounty and more.

Third and fourth generations of the Pearce family, who operate Pearce Industries and its
subsidiary, WPI, include (L-R) from Pearce Industries – Gary Pearce Jr., Gary Pearce Sr.,
Lloyd French and Steve Pearce; and from WPI – Louis Pearce III and Louis Pearce IV.

“Our extensive lineup means we can
provide solutions for nearly any need,”
said Bruce Truesdale, Vice President of
Construction Machinery Division Operations.
“Whether it’s a landscaper looking for a
compact track loader; a mine that needs a

massive dozer, shovel or truck; or someone in
between, we can provide it.”

promptly diagnose and fix issues to minimize
costly downtime.”

Top-notch service

As the organization moves toward a century
in business, the WPI team looks forward
to continuing to serve customers, build
relationships and provide the new technology
that is shaping construction, mining and
other industries.

All products offered by WPI are serviced
by factory-trained professionals, who are
dedicated to eliminating customer downtime
and lost productivity.
“Our commitment to back any piece of
equipment with outstanding support sets us
apart,” continued Truesdale. “We have a large
parts inventory and knowledgeable personnel
who understand that locating needed items
and getting them to customers quickly is
essential. Our highly skilled technicians can

10
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Bruce Truesdale,
Vice President
of Construction
Machinery Division
Operations

“When you do business with Pearce
Industries, you are getting a commitment from
the Pearce family,” said Louis Pearce IV. “We
are embracing new technologies and providing
solid solutions for our customers. I can’t wait
to see what the coming years bring.”
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Komatsu, Cross-Promotion
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In what ways are you reimagining your content?
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Content ideas:
Articles, photos, videos

Company activities

Testimonials

• Employee features/promotions

Event coverage and recaps

• Community involvement activities

Industry news

• Branch highlights/expansions

How-tos and tips

• Anniversaries

Case studies
Drone flyovers
Industry promotion/
recruitment
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Ways to curate:
Blog – can include anything!
YouTube – ads & videos

Collateral material –
brochures, calendars, etc.

Social media

Display Ads – online & print

Website content

Industry publications –

Podcasts

CEG, ACP, etc.

Sales presentations

Customer mementos

Email – internal and external

Research

Lobby monitors

Archives

Signage
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Additional Resources
New Rules of Marketing and PR, by David Meerman Scott
Optimize, by Lee Odden
Content Marketing: How to Get Started – The Little Pink Spoon Method,
by Lisa Ann Landry
Content Rules, by Ann Handley & C.C. Chapman
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