
A publication for and about Roland Machinery Co. Customers  •  2009 No. 3

Pantone 072 blue

Featured in this issue:

NEW WHEEL LOADERS
Special features make WA470-6, 
WA480-6 productive and efficient

See article inside . . .

MT. CARMEL
STABILIZATION GROUP
This Illinois company is the largest 

soil-stabilization contractor 
in North America



A MESSAGE FROM THE PRESIDENT

Ray Roland

Dear Equipment User:

	 There’s some good news, tempered with cautious optimism, that the 
construction industry will start to see a rebound soon. One bit of news 
to be optimistic about is that billions of dollars have been approved 
for construction projects under the economic stimulus package, with 
some projects already underway. There are signs the housing market is 
stabilizing, and economists predict economic growth during the latter half 
of the year.

	 Whether you’re a government contractor or focus on private residential 
and commercial construction, this is potentially good news. But how do 
you go about getting in on the action? For ideas that can help, read our 
article on tips to providing a winning bid. 

	 If you’re in the market for equipment that will help keep your costs 
down, Komatsu has introduced several new efficient and productive 
products that can save you money. In this issue of your Industry Scoop, 
find out about the PC200LC-8 HD excavator and PC800 Super Digger 
as well as two new wheel loader models. All could lower your per-yard 
costs, a savings that could be figured into your bid.

	 As you continue to gear up for more work, don’t forget that whether 
you’re in the market for new or used equipment, there are tax advantages 
to buying equipment this year. The economic stimulus plan extended the 
depreciation bonus on new machines and additional Sec. 179 expensing 
on both new and used equipment. For more information, contact your 
sales rep or Mark Reeter, Roland’s Finance Manager in Springfield. 

	 Remember to check out our new “Voices” feature and let us know 
what’s on your mind. Simply email us your questions, concerns or 
comments and we’ll respond and share it with our other readers.

	 If there’s anything we can do to help you in sales, service or parts, don’t 
hesitate to call on us. We’re always here to help.

Sincerely,
ROLAND MACHINERY CO.

Raymond E. Roland
President

Signs of better 
times ahead
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MT. CARMEL STABILIZATION GROUP
See how this specialized contractor saves customers time and money 
through soil stabilization.

GUEST OPINION
Read what AGC Chief Economist Ken Simonson has to say about how 
stimulus-funded projects are helping boost construction employment.

MANAGING YOUR BUSINESS
Find out how to put together a winning bid that makes sense and makes 
money for your company.

NEW PRODUCTS
Large-capacity torque converters head the list of features that make 		
Komatsu’s new WA470-6 and WA480-6 wheel loaders more productive 
and efficient.

PRODUCT IMPROVEMENT
With more capacity and stability, Komatsu’s new PC200LC-8 HD 		
Spec Arrangement may be just the excavator you need for demanding 
applications such as demolition, scrap handling and land clearing.

PROFIT-PRODUCING IDEAS
Learn how to turn your excavator into more than a digging machine with 
Komatsu’s Hydraulic Kit Program. 

KOMATSU & YOU
Two Komatsu vice presidents discuss the company’s focus on providing 
exceptional technology and value to customers.





County roads. In 1969, Ed McPherson, who 
had been selling cement to Mt. Carmel Sand 
& Gravel, joined the company to oversee and 
grow the stabilization side of the business. 

	 Growth was gradual until 1979, when Mt. 
Carmel Stabilization landed the contract for 
a new General Motors production facility in 
Wentzville, Mo., near St. Louis. By the time the 
job was finished, Mt. Carmel had treated more 
than 8 million square yards at the site and had 
saved General Motors millions of dollars in 
excavation costs. Other owners, developers 
and general contractors took notice and Mt. 
Carmel quickly gained a reputation as a 
stabilization expert.

	 Today, Ed McPherson is President of Mt. 
Carmel Stabilization. With a full-time payroll 
of about 150 people, plus about 150 more who 
are employed during the busy season, Mt. 
Carmel completes in the neighborhood of 600 
stabilization projects annually.

	 Joining Ed McPherson on the management 
team at Mt. Carmel are his two sons, Vice 
Presidents Mike and Doug McPherson; CFO 
Phil Hipsher; Estimators/Project Managers 
Gregg Shaw, Pat Donahue and Dave Cannon; 
and Marketing Manager Neil Ryan. 

	 “In addition to Greg, Pat and Dave, Doug 
and I are also estimators/project managers,” 
said Mike McPherson. “We all have our own 
territories we’re responsible for, and we rely on 
a very talented and experienced work force. A 

majority of our field guys have been with us 20 
years or more. We count on them to do the job 
for our clients, and they deliver.”

	 “Because of our employees and their 
experience, we’re able to perform what 
we believe are the highest-quality, fastest 
stabilization jobs in the industry,” added Doug 
McPherson. “Most firms that offer stabilization 
services also do other things like excavation, 
rotomilling or paving. We’re unique because 
this is all we do. Our clients appreciate it 
because they know we’re never going to 
compete with them. It also makes us work 
harder. We have to be the best because we 
don’t have anything to fall back on.” 

	 “Quality and productivity go hand-in-hand 
at Mt. Carmel,” Ryan pointed out. “You can’t 
have one without the other. Our calling card 
is our production, which we maintain is 
untouched by any competitor. We do more 
stabilization work than anybody else, we do it 
better and we do it faster. That’s our standard.”

Continued . . .

Last year, Mt. Carmel did a major project at Chicago’s 
O’Hare Airport using its Wirtgen WR2400 soil stabilizers/
recyclers. “Since buying our first WR2400 about five years 
ago, Wirtgen is the only brand we’ve bought, and we plan 

to continue that trend,” said Marketing Manager Neil Ryan. 
“The WR2400 is state-of-the-art, but the most important thing 

to us is the increased uptime we get with it compared to our 
other machines,” added VP Mike McPherson.
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	 Visit the proposed jobsite. While good 
information can be gleaned from a prebid and 
blueprints, they don’t tell the whole story. The 
proposed site may include items that are not 
on the plans, such as refuse or other objects 
that may need to be removed to do the job. 
How far is it to the nearest quarry or material 
yard? How will you get materials to the site? 
These items can add to your costs of doing 
the job and should be factored into your final 
proposal. 

	 At this point, if you’re still planning to bid, 
it’s time to start putting the package together. 
There are several factors to consider, including 
costs to mobilize and demobilize equipment, 
what machinery you’ll need and the cost 
to run it, and how much manpower will be 
required. If you’re bidding on a stimulus 
project, chances are, labor costs are covered 
under Davis-Bacon, also known as prevailing 
wage. This can add significant dollars to your 
cost per hour for employees. 

	 Another step in the process is to do the 
takeoff of the part(s) of the plan on which you 
expect to bid. This can be done in several ways, 
including the tried and true method of using 
a ruler and calculator. Most companies today 
have computer programs that will do highly 
accurate digital takeoffs. Programs can initially 
be expensive, but can save time and money in 
the long run. It’s always a good idea to double 
check the work thoroughly for costly mistakes, 
and as you become more proficient in using 
the programs you’ll be more comfortable 
with their accuracy, allowing for the small 
percentage the program may be off.

	 Many government plans already have 
estimated material lengths and quantities. 
Some may come on CD-ROM or other media 
formats you can plug into your computer. 
While they’re helpful, it’s always best to do 
takeoffs yourself, so that you identify any 
potential inaccuracies.

	 You’ll also need to consider other technology 
and how it factors into the bid. If you use 
GPS-based systems in your equipment, it’s 

easy to plug the plans into whatever system 
you use and let the technology do the work. 
GPS systems have been proven to save time 
and material as they accurately put the site to 
grade or find the right elevation for a utility 
trench. The savings can be factored into your 
bid, helping you lower your price.

	 Experts point out other items often 
overlooked in putting together a bid. For 
example, many don’t consider overhead, or the 
cost of doing business. Things such as office 
help and supplies, postage, utilities, upkeep 
of a building or office should be factored into 
your proposal in some way. Some calculate 
overhead as a percentage of wages, while other 
simply throw a number at it. Those items affect 
the bottom line, because they subtract from 
profit. 

	 Finally, consider profit in your bid. After 
all, that’s what you’re in business for. There’s 
no hard and fast rule for adding profit into 
a job. Some will try to make a certain dollar 
amount per day, while others may add a 
percentage to their base bid. Either way, as the 
job progresses, it’s important to keep track of 
where you’re at in relation to profit to ensure 
you’re staying on target. 

	 Once you’re comfortable with your bid, 
be sure to double check it before submitting 
it. Be detailed. While the suggestions here 
are sensible, they are not comprehensive. 
Every job is different. But the more factors 
you consider, the better you’ll be at putting 
together a winning bid.  n

In the current economy where you’re probably seeing more competitors submitting bids, 
a value-added service such as on-site crushing may allow you to be more cost-effective. 
By doing more for less, it will improve your odds, not just of winning the bid, but of 
making money on the job.

Use your experience, 
double check
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performance
100%

(using 25% less fuel*)

Being the best is never good enough. Just as you’re always looking for ways to grow your  
business, Komatsu is constantly working to improve the tools of your trade. We have a long  
history of innovation across all our lines of heavy equipment and a long list of dedicated  
customers who count on these innovations as a competitive edge. 

•	 Pushes larger loads 
•	 Reduced operating costs 
•	 Easier serviceability 
•	 Improved operator comfort

Put the best the industry has to offer to work on your next job and discover your competitive edge.

100% Komatsu.	 866.513.5778    www.komatsuamerica.com

*Compared with our conventional modelKA01



LC
(the LOGICAL CHOICE 
         for your next excavator)

Komatsu excavators have set the standards for productivity, operator comfort and reliability over the  
years. And, with the introduction of our mid-sized –8 series, the standards have been raised yet again.

•	 Tier-3 engines deliver reduced emissions without sacrificing power or productivity. 
•	 Electronics, engine and hydraulics are optimized for maximum efficiency and  
	 minimum fuel consumption (10% reduction compared to –7 models). 
•	 Multi-function LCD monitor provides critical operating information at a glance  
	 (and it can do this in 10 languages).

From enhanced safety features to extended maintenance intervals, the PC200LC-8, PC220LC-8  
and PC270LC-8 show what happens when the best engineers put the latest technology to work.  
The results are always… 

100%

100% Komatsu.	 866.513.5778    www.komatsuamerica.com

KA03







loaded
(with features that deliver results)

When it comes to loading and hauling large amounts of material, speed and capacity mean 
productivity. But to turn that productivity into profitability, you have to consider maintenance,  
fuel efficiency and reliability. The Komatsu WA600-6 and HD605-7 fit this equation perfectly.

•	 Fuel-efficient, Tier-3 engines and optimized hydraulics deliver maximum work per gallon. 
•	 Precise, responsive controls allow for faster cycle times. 
•	 Advanced diagnostic technology simplifies maintenance and service.

When every minute—and every dollar—count toward your bottom line, rely on the  
rugged dependability of precision-engineered machines that are…

100%

100% Komatsu.	 866.513.5778    www.komatsuamerica.com

KA05



productive

Komatsu backhoe loaders are designed to deliver. Attention to every detail ensures the highest levels of 
operator safety, comfort and convenience, productivity, ease of service, durability, reliability and quality.   
Komatsu backhoe loaders provide the ultimate comfort and productivity package.

•	 Low-effort Proportional Pressure Control (PPC) loader and backhoe joysticks with SAE/ISO pattern changer 
•	 Spacious and ergonomically designed operator platform and exceptional visibility 
•	 Narrow S-shaped backhoe boom and high-performance hydraulics 
•	 Tilting engine hood with easy access to service check and fill points 
•	 Heavy-duty, 1.25-yard loader with parallel lift and over 6½ tons breakout force

When you want the most from your backhoe loader investment, the choice is 100% clear. Put a Komatsu 
backhoe loader to work today and enjoy the confidence that comes from machines that are…

100%

100% Komatsu.	 866.513.5778    www.komatsuamerica.com
KA08







	 We know that if there is an issue, customers 
are going to contact their local distributors first. 
We’re working with our distributors to have the 
most highly skilled and trained technicians in the 
industry. We’ve made a major investment in our 
training facility in Cartersville, Georgia, which 
offers classroom and hands-on training, and 
hosts our annual Komatsu Advanced Technician 
Competition. We’ve developed the Komatsu 
Learning Management System which provides 
online distance education and certification 
programs that technicians can tap into from the 
distributorship or their own home. We’re also 
excited about our Technical Solutions System, 
which is a massive database of information where 
technicians can post their experiences working 
on a machine and find answers to questions 
they may have — similar to a “frequently asked 
questions” section on a Web site.

Ivor: This use of technology is an example of 
our proactive approach to service. We want to 
head issues off at the pass, so to speak. These 
monitoring systems have been in place for 
several years, so we’ve collected reams and 
reams of data that we can use in building better 
machinery. In addition, before customers even 
put the machine on a jobsite, we can show 
them how they can best utilize their Komatsu 
equipment under different operating conditions 
to optimize performance and fuel efficiency.

QUESTION: Where does customer input 
figure in? 

Ivor: Throughout our entire process, we’re 
always looking to improve. To do that, we have 
to have direct contact with customers who give 
us feedback on what we’re doing well and 
constructive criticism on what we can improve 
upon. Many of our service initiatives have 
been driven by that feedback. Our customers 
work hard and don’t always have the time to 
check on machine functionality, and certainly 
can’t afford downtime associated with major 
issues. Our KOMTRAX and VHMS systems 
help in those areas. Customers always want 
to keep downtime to a minimum. With 
our technological advances, we’ve reduced 
downtime by being able to efficiently diagnose 
and fix problems based on error codes. 

Mike: Without that technology, downtime 
would be much longer. In the past, a technician 

would oftentimes respond to a service call 
and go in blind, so to speak. He’d spend time 
diagnosing a problem, and often have to return 
to the shop for parts to fix it. In addition to the 
technology we mentioned before, technicians 
now carry laptops that can access shop manuals 
for every new series of Komatsu machinery, 
and soon we’ll have computerized manuals 
for machinery going back 20 years or more. If 
technicians are on the road and get a service call, 
they can look up the machine that’s down and 
see what they need to fix it. If they need parts, 
they can swing into their distributor branch 
location and pick them up before going out on 
the jobsite. These are just a few examples that 
have grown out of listening to customers’ input 
and implementing the necessary measures to 
ensure uptime and increased production.  n 

Komatsu personnel at the company’s headquarters monitor critical machine information around 
the clock via KOMTRAX and VHMS. “If a machine has an error code, we know about it right 
away and contact the customer’s local distributor, which can immediately dispatch a technician 
to diagnose and fix a potential problem before it becomes a major issue,” said Vice President of 
Service Mike Tajima. 

Komatsu service 
technicians are 
among the most 
highly trained in the 
equipment industry, 
receiving classroom 
and hands-on training 
from a variety of 
resources.

The annual Komatsu 
Advanced Technician 
Competition tests 
service personnel on 
their knowledge and 
ability to diagnose 
and fix potential 
equipment issues. 
It’s one of many ways 
Komatsu puts a focus 
on quality, efficient 
service designed to 
minimize downtime.
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