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I

DA is a unique trade association, in that we have an
ever-diversifying membership that spans across a full
industry supply chain and across
the world. To serve a changing,
international membership, IDA
needs to think and act differently to provide the benefits
you expect. Much of what that
looks like originates from our
members’ feedback.
Over the life of the association, several surveys have asked
for your insights into why you
support IDA and what you need
from IDA to support you. A key
response we received was more
information related to global
business.
Starting with this issue of the
Universal magazine, IDA will
focus on these international trade
and global communications. The
March/April 2021 issue shares
details on the Export Import
Bank (EXIM) of the United
States. EXIM has been generous
in providing information on their
programs, which are designed
to assist American companies in
accessing international business
and partners.
In future issues, we will
expand the dialog to include
programs that assist our international members in growing their
business with American companies and other nations.

A second key to serving our
membership for global growth
is ensuring we come together to
strengthen our partnerships and
solidify the business we do with
each other. The best way to do
that is through our annual
trade show.
While the challenges created
by the pandemic over the last year
made face-to-face dealings nearly
impossible, there is great hope on
the horizon as a result of vaccine
availability. IDA is optimistic
regarding these improvements
in health and safety and is
committed to moving ahead
with our 2021 event. We invite
everyone to come together
again in Miami, Florida on
October 13-15.
Critical measures will be
taken to ensure this meeting is as
safe as the association, the hotel,
and other venues can make it.
This will be the first opportunity
to gather as a group in nearly two
years. We view this as essential to
the future of the association and
the sustainability of our industry.
These two important elements
of your membership with IDA –
more global information and the
return of the trade show – are
driven by your feedback. Thank
you for your continued support
of IDA.

SAVE THE DATES
IDA 2021 Convention
& Trade Show
Hilton Downtown
Miami, Florida
October 13-15
2022
Lake Buena Vista Hotel
Orlando, Florida
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Special Offers from our IDA PARTNERS
Check out these Companies and mention that you are an IDA member.

C2C RESOURCES

Sven C. Nelson
Member/Chief Marketing Officer
snelson@c2cresources.com
Direct: 866-341-6316
Fax: 678-495-0051
www.linkedin.com/in/igetyoupaid

C2C Resources is a global commercial collection agency and
provider of merchant services headquartered in Atlanta, Georgia.
C2C Resources collects commercial debt on behalf of their over
25,000 clients and is considered one of the top agencies in the
country. We work with companies throughout the credit cycle
helping them to become more effective with their own in-house
collecting through use of C2C’s Profit Maximizer software. By
working diligently to recover the debt we avoid the need to
involve legal services as much as possible.

We are now Fiserv! We are proud to share a new suite of exclusive
savings and solutions with IDA members that typically save between
10-40% on payment processing fees. We offer custom, cost-effective
payment acceptance for members that are already accepting or
looking to begin accepting credit cards and a personalized experience with one account manager. Our patented tokenization and
PCI-certified point-to-point encryption technology provides the
ultimate peace of mind and our next-day funding feature ensures
you will never be left waiting for your hard-earned money.
Why wait? Call Amanda or Denisse today for a customized analysis
of your payments and find your best rates!
• (619) 606-6019 / (818) 389-8543
• amanda.peterson@fiserv.com / maria.espitia@fiserv.com

7668 SW Mohawk St.
Tualatin, OR 97062
800-905-9678
sales@onecreditsource.com
www.onecreditsource.com
OneCreditSource.com is a nationally recognized company providing
multi-bureau credit reports, comprehensive tenant and employment
screening plus a vast array of public record information all on one
convenient web-based platform. Transunion, Equifax & Experian,
National Crime & Eviction records,etc.
Go to www.idaparts.org<http://www.idaparts.org> and
click CREDIT SOURCE

PO Box 1052 Fort Dodge, IA 50501
Phone: 515-574-2574 Fax: 515-955-6636
rick@hlipublishing.com
Publication Websites: www.thepartsconnection.org www.contractorshotline.com www.attachmentconnection.com www.myequipauctions.com www.hotlineguides.com Publisher of industry magazines
connecting buyers and sellers in the construction community since
1966. Our titles include: Contractors Hot Line, Parts Connection,
Attachment Connection, Construction EUpdate, MyEquipAuctions,
Hot Line Construction Equipment Guide, Transportation Dimension Guide and Material Handling Guide. Distributed in print and
digital format to a worldwide audience of active buyers and sellers.
Our websites allow users full access to search our database of over
350,000 pieces of heavy equipment, parts, attachments, cranes,
trucks & trailers.

PO Box 489
Crossville, TN 38557
Phone: 931-484-5137 display@rockanddirt.com www.
rockanddirt.com
Buy/Sell publications and Sales Lead generating website with
emphasis on Parts & Attachments targeting active buyers of North
America in English, Latin America in Spanish, and Worldwide on
the Web. End-user source for Parts/Attachment Quick Search.

The IDA has partnered with TForce Worldwide (TFWW) to provide
a single-source Logistics Program for LTL, FTL, and International
shipping. TFWW leverages an annual freight spend of $1.3 Billion
to negotiate competitive rates for our customers. For IDA Members,
we go the extra mile and negotiate specific tariffs for heavy-duty
machinery, engines, and aftermarket replacement parts. $10
Residential fees, 16-20 ft of LTL space, and a zero-deductible insurance program are among the benefits!
For more info, call Steven Haas at 612-296-1806
or steven.haas@tfwwi.com

IDA JOB CENTER
JOB SEEKER FEATURES • Easily search jobs • More narrow search results • Saved job alerts • Sign up with
LinkedIn or Facebook • Complete user profile • Upload resumes and cover letters • Upload video resumes
• Quick apply with profile • Branded email notifications • Customizable privacy settings
EMPLOYER FEATURES • Easily post jobs and manage applicants all within job board platform
• Customizable employer profile for more exposure • Use screening questions and built-in applicant tracking system •
Look at job analytics and apply history with a few clicks • Easy, exportable invoices and billing history
• Sign up for instant email alerts when new resumes are posted
Go to www.idaparts.org and click JOB CENTER
• Partner Network will have positions posted to other mass job boards like ZipRecruiter, Jobs2Careers, etc.
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IDA 2O21
CONVENTION & TRADE SHOW
October 13 - 15

6

Hilton Downtown - Miami
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Dear IDA Members:

PRESIDENT’S
POST

G

reetings to IDA
members. I hope
that this article finds
you healthy and
safe. Our membership around
the world endured the challenges
of a global pandemic in 2020.
On behalf of the IDA, I want to
extend our heartfelt condolences
for the families of our membership who may have experience a
loss. As an association, the IDA
is a tight-knit group with close
friendships that re-enforce those
connections.
In this article, I want to evoke
a message of hope. As we start
a new year, we can make this
world a better place. We can
rebuild our businesses, reshape
our future, and take control of
our lives in a positive way. We
have been given many blessings –
among which Love, Compassion,
Hope and Purpose are among the
important ones. We can reconnect as friends, share a laugh, and
make a toast to a promising and
rewarding future . . . together.
Looking back at last year, I
want to take this opportunity to
thank our Board of Directors for
their active support of the IDA.
Here are some highlights of what
we accomplished.
• Hired a new Executive Director
• Developed a new Logo and
branding tools

• Launched a virtual trade show
• Hosted a virtual convention
• Redefined our vision for
the future
• Revised our by-laws
• Created one class of member
• Removed geographic restric
tions for board membership
I want to introduce you to
Sheila Andrews, the new Executive Director. Sheila joins the
IDA with 13-years of non-profit
experience including 8-years
as the director of the HDDA –
an association of independent
on-highway heavy duty aftermarket companies. She brings
experience, energy and passion
to the IDA. I would strongly
encourage you to call the IDA
and speak with Sheila!!
I would like to take this
opportunity to recognize Peter
Svendsgaard. His term on the
board expired this year. He has
served on the IDA Board for
many years. He was a driving
force among our associate
members who championed the
cause of creating one class of
membership. Thanks for your
service Pete! It was a pleasure to
work with you.
So, what is in store for the
future of IDA? We are planning
for our annual convention in
Miami from October 13 to 15,
2021. While the IDA considers

PAUL BONOVICH
President

the safety of its membership to be
paramount, we also believe that
we can convene in a responsible
way. While vaccinations are
becoming more readily available and current trends seem to
suggest a decrease in coronavirus
cases, we will have measures
in place so that members from
around the world can safely travel
to Miami and return home.
Please mark your calendar for
our convention in Miami in 2021.
It will be held from October 13 to
15, 2021. It will be nice to see all
of you soon. Stephanie and I send
you our best wishes for a Safe,
Healthy and Prosperous New
Year in 2021.
Paul Bonovich
President

Support our 2020 Gold Sponsors
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IDA BOARD OF DIRECTORS

2020 - 2021

INDEPENDENT DISTRIBUTORS ASSOCIATION
972-241-1124

3030 LBJ Freeway, # 125 Dallas Texas 75234
Fx 214-722-7658 info@idaparts.org www.idaparts.org

PAUL BONOVICH

ARA MANSOURIAN

President
CIS Quality Parts
& Components
3479 Northbend Circle, #H
Alcoa, TN 37701
Phone: (865) 379-9705
Fax: (865) 379-9706
paul.bonovich@cisinc-usa.com

DPA- DSS Pro Diesel
13162 Leadwell Street
N. Hollywood, CA 91605
Tel; (818)765-3344
Fax; (818)765-1412
ara@dssprodiesel.com

LANCE HINRICHSEN
Vice President
Tilly’s Crawler Parts Pty. Ltd.
348 Taylor Street
P.O. Box 2544
Toowoomba, Queensland 4350
AUSTRALIA
Phone: 61-7-46336000
Fax: 61-7-46336001
lance.hinrichsen@tillys.com.au

DAVID MOORE
Yellow Iron Wholesalers, Inc.
929 Airways Blvd.
Jackson, TN 38301
Phone: (731) 554-1180
Fax: (731) 427-3330
david.moore@equip1.net

JAY AHUJA

BRUNO MONTESANO, JR.

Secretary/Treasurer
AXICON
132 E. 43RD ST, PMB 440
New York, NY 10017
Phone: (781) 591-2947
jay@axiconparts.com

Valley Blades Limited
435 Phillip Street
Waterloo, Ontario N2L 3X2
CANADA
Phone: (519) 885-5500
Fax: (519) 746-2780
bruno@valleyblades.com

DIRECTORS
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JOHN DYKE

BERNARD R. NERLICH

All States Ag Parts
1200 Crest View Drive Suite 1
Hudson, WI 54016
Phone: (855) 530-8612
Fax: (715) 808-8437
j.dyke@tractorpartsasap.com

4N Corporation
P.O. Box 215
Franklin, PA 16323
Phone: (814) 676-4477
Fax: (814) 676-3910
bernie@4ncorp.com
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CHRIS ROBINSON

MELISSA URIBE-GIL

KTSU America, LLC
279 Soldier Colony Road
Canton, MS 39046
Phone: (601) 407-9233
Fax: (601) 407-9235
chris@ktsuamerica.com

Costex Tractor Parts
5800 N.W. 74th Ave.
Miami, FL 33166 U.S.A
Phone: (305) 592-9769 - Ext:204
Fax: (786) 336-1937
melissa@costex.com

MEHMET ALP SUNAR

DAVID WATERFIELD

Sunar Is makine Yedekleri AS
Gulsuyu Mah.Lefke sok. No-7
34848 Maltepe-Istanbul
TURKEY
Phone: 90-216-471 1635
Fax: 90-216-471 1642
sunar@sunar.com.tr

FMC Friction Marketing
5-7 EdenCourt, Eden Way
Leighton Buzzard, BEDS LU7 4FY
ENGLAND
Phone: 44-1525 376700
Fax: 44-1524 377170
david.waterfield@frictionmarketing.co.uk

THOMAS “JUNIOR” SALISBURY

TOM WINKLEBLACK

Reliable Aftermarket Parts, Inc.
2400 East Grand River Road
Williamston, MI 48895
Phone: (888) 672-7876 ext. 1526
Fax: (517) 339-1608
Junior@rapartsinc.com

Schaefer Enterprises of Wolf Lake, Inc.
4535 State Rt. 3 North
P.O. Box 136
Wolf Lake, IL 62998
Phone: (800) 626-6046
Fax: (618) 833-5232
tomw@sewlparts.com

IDA MEMBER COUNTRIES
Australia
Austria
Brazil
Canada
Chile
China
Denmark
Ecuador
England
France
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Germany
Greece
India
India
Indonesia
Italy
Japan
Korea
Malaysia
Mexico

Netherlands
New Zealand
Nicaragua
Norway
Pakistan
Panama
Peru
Poland
Republic of South Africa
Saudi Arabia

Serbia
Singapore
Spain
Sweden
Taiwan
Thailand
Turkey
UAE
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Welcome to Our New Board Member Melissa Uribe-Gil
As far back as she can
remember, Melissa Uribe-Gil
has in one way or another
been involved in or worked
at Costex Tractor Parts,
her family business. She
can remember being a kid
and helping out around the
warehouse countless weekends
where her father Gilberto
Uribe would give her tasks like
counting and packaging parts.
Since graduating from
High School, Melissa has
officially held a position at
Costex, beginning her career
in the Special Orders Department. Melissa worked and
excelled in her position as
the head of special orders
procurement, all while being
enrolled in and attending
Florida International University, where she worked
towards her Bachelor’s Degree
in Business Administration.
Melissa holds a BA in
Business Administration, as
well as a Master’s Degree in
International Business, both

from Florida International
University. In 2004 upon
her graduation from FIU,
Melissa launched the Costex
Marketing Department as a
one-person operation. She had
the idea that building a brand
and marketing parts for heavy
equipment did not have to be
something dull and monoto-

nous, so she took her approach
and built a successful and
productive marketing department around it.
For 15 years, Melissa led
the marketing department at
Costex and took the department to new heights with her
constant encouragement for
fresh and innovative ideas.

The team is now responsible
for building the CTP brand, a
brand that is synonymous with
quality replacement parts in
the heavy equipment industry
with dealers in over 150
countries.
Now Melissa holds the
title of Vice President of CTP,
taking her same marketing
approach to all internal
departments. Her strength
now lies in building strategic
teams across all platforms and
empowering them to make
decisions.
Culture is everything to
her, and she will continue to
make sure that CTP is known
not only as a good manufacturer and supplier for quality
parts, but as a great company
to work for and a great partner
to all stakeholders. Her
favorite quote is “If you can’t
stop thinking about it, don’t
stop working for it.” She is
excited to join the IDA board
and have a part in taking this
organization to new heights. ●

It is with heavy hearts that we announce the passing of Joe (Joseph) M. DeBruhl.
Long-time IDA member, Joe passed due to complications from COVID-19.
Joe spent five years serving in the United States Air Force, leaving as a Sergeant.
After that, he dedicated his career to the construction equipment and ground-engaging
equipment aftermarket industries. Over his nearly 44-year career, Joe worked for ESCO
Corporation and Heavyquip. Most recently, Joe was coming up on 13-years with ITR
America LLC.
Chris Robinson of KTSU America knew Joe since Chris was a child saying, “Not sure
I ever saw a time he was not smiling or joking around.”
Joe’s presence will be sadly missed by the IDA and his family, friends, and colleagues.
Details on services are forthcoming.
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COVID-19: RULE NUMBER ONE

C
LEGAL LINE

OVID-19 Rule
Number One is that
there is no Rule
Number One or rules
that follow it. As a subscriber to
several reporting services that try
to explain what is happening in
the court system and the virus’
impacts on business, there is no
consensus on anything.
1. Impact on “Adversary”
Proceedings
In certain federal courts,
in-person hearings are mandatory. In others, Zoom hearings
are expected, and in some, they’re
telephone only. Courts are not
only inconsistent from state to
state, but also within the same
state. This “remote” access to the
court system is fundamentally
contrary to the core concept
of “confronting your accuser,”
whether it be witnesses in a
criminal matter, an administrative hearing, or commercial
litigation.
So far, my experience with
remote litigation has ranged from
“mixed” to “less than ideal.”
In two contentious matters,
protracted Federal Magistrate
mediations were very successful.
However, both lasted two days
and three days, respectively,
for no other reason than the
usual “back and forth” between
the Magistrate and the parties
was much slower on Zoom. It
was also difficult to maintain
momentum when pressing home
a point. Usually, mediations are
completed in a day, with pressure
applied equally to both sides in
adjoining rooms at a Federal
courthouse. The objective is to
reach a result that is “less than
ideal” for both sides – and thus, a
good result – without further risk
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and cost. Remote is less effective
and more protracted, a work in
progress at best.
As is well established, faceto-face confrontation is not only
the key to pre-trial depositions,
but also to examining witnesses
on the stand at trial. This applies
to mediations, as well as other
settlement discussions, court
supervised or by agreement. Tone
of voice, expressions and body
language are all minimized by
a laptop-mounted camera and
imperfect audio. Plainly put,
lying or omission is much easier,
since the other person cannot
see fidgeting or squirming to the
same extent as in an in-person
session would provide. Is this
genuinely “confronting” your
adversaries and fact witnesses, or
not?
Although I advocated for and
used video conference forms of
pre-trial depositions more and
more before the pandemic, I
always reserved in-person depositions for key witnesses, an adversary’s principals, a particular fact
witness, or an expert. This might
require a long and expensive
road trip, but the demeanor of a
witness, which is contemporaneously seen, heard, and evaluated,
is just as important as what a
witness may say. This exercise
could mean the difference
between advocating settlement
or going the distance to trial.
These sessions are also very useful
in educating the principals or
leadership of your adversary on
the uncomfortable truths of their
case that have often been previously fi ltered by their lawyers.
In person, the comfort, or
lack thereof, exhibited by a person
under oath is critical. In many

Robert W. McIntyre
IDA Association Legal Counsel

instances, this is the first time a
principal or leader has received
a version of the situation from
outside sources. Similarly, the
testimony of a former employee
in the presence of counsel and,
often, the principal can be
critical, as it may be the first time
a “non-massaged” version of the
facts is on the table.
For example, in a case
involving a rented 75-ton,
rough-terrain crane that split
the 90mm main tabernacle
frame, in-person examination
was critical. In short, carefully
prepared employee witnesses
for the machine’s rental user
made the failure a mystery
or at worst, a “defect” in the
crane itself. However, a former
employee on the job when the
failure happened, described the
frustrated operator trying to
break out a 20-ton concrete vault
frozen to the ground as “jacking”
the boom so hard that the rear
wheels of the crane bounced
almost six feet in the air. A check
was soon on the way for the
$250,000+ repair bill from the
renter’s insurance company.
Simply put, from the Magna
Carta through the constitutions of
most nations following “Western”
law, the fundamental right of
Continued on page 44

13

Note from the Editor:
In the next few issues of the
IDA Universal magazine, we will
expand on programs available
to U.S. companies through the
Export-Import Bank (EXIM).
This information is intended to
aid U.S. companies in growing
beyond their borders, because
90% of buyers are outside of
the United States. Some articles
also provide our international
members with details on what
U.S. buyers need to qualify for
Export-Import assistance in
order to make purchases from
your organizations.
For some background,
the EXIM is an independent
federal agency that facilitates
the export of U.S. goods and
assists with access to financial
solutions for both importing
and exporting. As an independent federal agency, it operates
with some autonomy outside of
the Executive Branch of government. It is run by a five-member
board of directors. Members
are appointed by the President
of the United States but are not
held to the same oversight as
one of the 15 U.S. government
departments (Department of
Labor, Department of Transportation, etc.). Most executives
within this organization can
only be removed for cause,
so they are not subject to the
same levels of Congressional or
Presidential politics.
One of the functions of
the EXIM, according to its
materials, is, “When the private
sector is unable or unwilling
to provide export financing,
EXIM fills the gap through its
loan, guarantee, and insurance
products. Private-sector lenders
are simultaneously EXIM’s

14

Talk to an Expert
EXIM’s export finance
regional directors are
ready to answer your
questions and expedite
your EXIM application.
grow.exim.gov/
consultationrequest

Multi-Buyer Export Credit Insurance:

EXTENDING CREDIT
UNDER YOUR POLICY

Being able to extend credit terms to foreign buyers gives you an advantage in doing
business abroad and is a major benefit of your EXIM policy. EXIM offers exporters
two ways to establish a buyer credit limit under this policy type:

A Discretionary Credit Limit (DCL) which is included in many
EXIM Multi-Buyer policies
A Special Buyer Credit Limit (SBCL) for which you need to
apply when your policy does not include a DCL, when your
DCL is too low for a particular buyer, or when your DCL is
restricted by EXIM’s Country Limitation Schedule

partners.” Approximately 90%
of the customers of the EXIM
are small businesses.
There are several regional
offices of the EXIM to provide
services across the country.
One of its highlights is
providing customers with an
actual person to assist them
with access to export credit
financing or to walk them

through the process of certifying a foreign customer for
importing.
In addition to EXIM, more
items will be coming to assist
U.S. companies with international trade and market information in future magazines.
Watch your IDA Universal for
insights from the countries of
our international members.
IDA UNIVERSAL March-April 2021

Multi-Buyer Export Credit Insurance: Extending Credit Under Your Policy
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YOUR DCL
A DCL is a per-buyer limit included in many Multi-Buyer policies which enables
you to extend credit terms, up to specified amounts, without prior EXIM approval,
provided you first obtain certain information that justifies the credit amount
you are extending. The DCL cannot be used if an SBCL is in effect for a buyer even
if the amount or term of the SBCL is less than that of the DCL.
The DCL also cannot be used if the buyer, on the date of shipment, is already
more than 90 days past due to you on an invoice which is greater than $2,000.

There are two types of DCLs endorsed to
Multi-Buyer policies:
A “Credit” DCL

A “Ledger” DCL

Requires you to obtain current credit information on
the buyer, before making shipment. This DCL will
apply to new buyers—those to which you have not
sold to on credit in the last 12 months—as well as to
buyers you wish to move from secured payment
terms (documentary credits and letters of credit) to
open account terms.

Authorizes you to extend credit terms to a buyer,
based on your past favorable trading experience on
similar amounts and repayment terms.
Skip to page 4 for Ledger DCL requirements >

Skip to page 3 for Credit DCL requirements >

TIP:
To use your DCLs, the transaction must meet the conditions of EXIM’s Country Limitation Schedule, whereby:
(1) the Country that you are invoicing, does not have a “NOTE 1” in the far right column next to it,
(2) if the Country has “NOTE 6a” in the far right column, you are limiting your DCL amount to the lesser of your
approved DCL, or $50,000 as a maximum, or
(3) if the Country has “NOTE 6b” in the far right column, you are limiting your DCL amount to the lesser of your
approved DCL, or $100,000 as a maximum

IDA UNIVERSAL March-April 2021
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Multi-Buyer Export Credit Insurance: Extending Credit Under Your Policy

“CREDIT” DCL
REQUIREMENTS
You must obtain either (not both) of the following credit information prior to shipment:

Favorable Credit Agency Report

Must be from a credit agency that
appears as an “approved credit agency”
Contains no derogatory information
or outstanding judgments against
the buyer.
Should not indicate any payments
received from the buyer more than 60
days after the due date during the past
12 months

Trade Reference from Another Supplier

Must verify that during the last 12
months, the buyer made all payments
within 60 days after the due date
Must verify that the credit repaid by the
buyer is at least half of the amount of
your credit DCL.
Your payment terms to this buyer must
not exceed the supplier’s longest credit
term by more than 60 days (see EXIM
Approved Trade Reference Form)

Example:
You have a $50,000 Credit DCL. You have not sold to this foreign buyer within the last 12
months on credit (net 30, etc.), and they would like to purchase $40,000/Net 30. Since you
are about to do the first credit sale, you will need to have the following on file:
1 reference from 1 other supplier that has given them at least $20,000 on Net 15 days
credit terms (half of what you are trying to sell them), showing that they pay this other supplier no more than 60 days past terms (U.S. reference preferable), OR
A credit report, as detailed above.

Either of these qualifying items should be less than 6
months old.

16
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“LEDGER” DCL REQUIREMENTS
To use the “ledger” DCL, your payment experience with your buyer must meet the following conditions:

Prompt Payment

Your customer must have a record of paying you promptly on all shipments made on similar
terms within the 12 months preceding the date of shipment. Prompt payment means that
all of the foreign buyer’s payments were made within 90 days of the invoice due date.
Similar Payment Terms

Your payment terms to the buyer must not exceed your longest previous payment
terms granted to the buyer over the 12 months preceding the date of shipment by more
than 60 days.
Shipments made on secured terms (such as letter of credit, cash against documents or sight
draft documents against payment) can be used only to justify other secured term
shipments. Prior shipments made on unsecured terms (open account terms) must be used
to justify “ledger” DCL shipments made on unsecured terms.
You cannot use sales made on secured terms to justify using your “ledger” DCL for
unsecured sales.
Similar Amounts

You can extend credit to a buyer up to twice (2x) the highest credit amount given to that
buyer by you over the 12 months preceding the date of shipment and repaid promptly (in
accordance with our definition, above) up to the maximum Ledger DCL amount endorsed to
your policy.

Example:
You have a $100,000 Ledger DCL. Based on your sales history with your customer over the
last 12 months, you shipped a $20,000 order to them, and they paid you promptly (within
90 days after your due date). Under your “ledger” DCL, you are now able to increase the
credit limit for that buyer to $40,000 ($20,000 x 2). You then ship a $40,000 order to the
buyer on similar terms, and the buyer again pays the full amount promptly. Now you can
increase the credit for that buyer to $80,000. You will max out at $100,000 by applying this
doubling rule after each promptly paid sale.
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Multi-Buyer Export Credit Insurance: Extending Credit Under Your Policy

COVERAGE UNDER AN SBCL
If your buyer needs a credit limit in excess of the
“similar amounts and terms” definition, you must apply
for a Special Buyer Credit Limit (SBCL).
An SBCL establishes a revolving credit limit and is used in place of a DCL for a particular
buyer. An SBCL cannot be used if the buyer is currently more than 90 days past due to you
on an amount greater than $2,000.
You must apply for an SBCL when:

Your policy does not include a DCL, or
Your DCL is too low for a particular buyer, or
Your DCL is restricted in a particular market by the Country
Limitation Schedule
With an SBCL in effect, EXIM will cover shipments to that buyer up to the SBCL amount
provided the conditions of the SBCL and the policy are met. If you need a higher credit
amount for the buyer, you may either request an increase in the SBCL, or hold shipment
until the buyer pays down the outstanding amount.
Each SBCL indicates a final shipment date that limits the length of time EXIM coverage is
in effect for a buyer. Unless endorsed otherwise, SBCLs expire concurrently with the policy.
EXIM’s automated system self-initiates SBCL renewals. We will advise you if any additional
information is required to renew your SBCL.

18
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Multi-Buyer Export Credit Insurance: Extending Credit Under Your Policy

6

APPLYING FOR AN SBCL
To apply, log-in at EXIM OnLine using your user-id and password. On the left
side of your screen, click on “Apply for SBCL”. Follow the prompts and complete
the required information. You must submit the following credit information to
support your request:

For SBCL’s of Amounts
Up to $100,000:
A favorable credit agency
report dated within 6 months of the
application, or
One trade reference (for similar
amounts and terms), or
Your own favorable
ledger experience (similar amounts
and terms).

For SBCL’s of Amounts
$100,001–$500,000:
A favorable credit agency
report dated within 6 months of
the application.
Plus Either of the Following:

One trade reference (similar
amounts and terms),
Your own favorable ledger experience (similar amounts and terms),
The buyer’s financial statements for
the 2 most recent fiscal years.

7KLVLVDGHVFULSWLYHVXPPDU\WREHXVHGRQO\DVDJHQHUDO
LQWURGXFWRU\UHIHUHQFHWRRO7KHFRPSOHWHWHUPVDQG
FRQGLWLRQVRIWKHSROLF\DUHVHWIRUWKLQWKHSROLF\WH[W
DSSOLFDWLRQVDQGHQGRUVHPHQWV
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Highest Quality Undercarriage Parts: Guaranteed

Industrial Tractor Parts
LOWEST PRICES • FINEST BRANDS

O

60 YVEEARR

S

CALL THE LOCATION
NEAREST YOU FOR
UNBEATABLE SERVICE!

New York
877-487-6369
Louisiana
877-487-6352
Georgia
877-487-6342
Illinois
888-487-1455
Maine
877-487-6363
Texas
877-487-6389
Oklahoma
877-487-6365
Tennessee
877-487-6383
Pennsylvania
877-487-6372
Florida
866-487-3567
California
866-487-6322
www.industrialtractorparts.com

ITP can help with any budget!
20
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MEMBER
BENEFIT
HIGHLIGHT
At TForce Worldwide (TFWW) our goal is to provide the
high-quality customer service of a local logistics provider, but with the
reliability, reach, and breadth of services of a global shipper. We strive
to provide solutions that fit our clients’ wants, as well as their needs,
while providing the most cost-efficient way to meet their goals. And
our proprietary TMS System, TFWW Connect, ensures that the entire
process is seamless, transparent, and hyper-connected, so clients can
rest assured that regardless of the complexity of their shipments, we will
take care of everything.
Backed by TFI International, a leader in transportation and logistics,
TFWW is a non-asset based provider of logistics services through a
locally based network of Agent Stations and Corporate Sales Personnel.
Our Multi-Modal Platform provides Less-Than-Truckload, Truckload,
Intermodal, Freight Forwarding, Expedited, and International Parcel to
more than 10,000 Clients.
Our nationwide Agent Station Network is TFWW’s strongest asset
with more than 140 stations across the U.S. providing 24/7 availability,
all staffed with knowledgeable, experienced personnel.
Bolstered by solid carrier partnerships and the power of an
established transportation leader, TFI International, we offer the local
knowledge, personal attention, and experience you need.
Many of the world’s most storied brands rely on TForce
Worldwide to connect with their customers. Now you can too.
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IPD XTRA HAS YOUR CAT
EQUIPMENT NEEDS COVERED
IPD and Maxiforce have formed a unique partnership that expands IPD’s product offering into small-bore engines providing the broadest Caterpillar ® equipment coverage in
the construction and power generation markets.
• Over 200 complete Overhaul (out-of-frame) and Basic Overhaul kits
• Nearly 500 individual parts and components including:
• Ring sets, crankshafts, camshafts, valvetrain, water and oil pumps, gasket kits, seals and
many other hard to find parts

3500

C18

C15

C9

C7

C6.4

C6.6 Gen Set

3054/ C4.4

3044C/C3.4

3024/C2.2

3013C/C1.5

IPD XTRA = EXPANDED PRODUCT RANGE AND MARKETS

IPD Xtra provides complete coverage across all bore sizes
This chart is just a sample of the engines IPD and IPD Xtra offer.

ORDER CAT ENGINE REPLACEMENT PARTS TODAY!
Call 310-530-1900 to contact IPD’s knowledgeable customer
service teams for questions, quotes or orders.

IPD
23231 Normandie Ave.
Torrance, CA 90501 USA
+1.310.530.1900
ISO 9001: 2015 Certiﬁed
ipdparts.com/xtra

©Copyright IPD 2020
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All manufacturer’s names, numbers, symbols and descriptions are for reference only. It is not implied that
any part is the product of the manufacturer. Caterpillar®JTaregistered trademark of their respective
owner.
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Industrial Policy: If China Does It, Why Can’t We?
Targeted subsidies for specific
industries have long been part of
China’s strategic development.
Solar energy is just one of the
areas where this strategy has
been used.

TRENDS
AND
TIDBITS

The Chinese government
does a lot for its favored companies. “Free land, loans that never
have to be repaid for the life of
the loan, manufacturing facilities that are unhooked from the
electrical grid, subsidized raw
materials, access to markets,” said
Usha Haley, chair of international
business at Wichita State University. Haley said these kinds of
subsidies for targeted industries
have long been part of China’s
strategic development.

“Chinese strategy in a
nutshell is identify some sectors
where they figure they can be
competitive in the next five to 10
years, throw a lot of money at it,”
she said. Favored firms absorb the
technology
they can
by buying
competitors
or through
intellectual
property
theft.
Haley
said her
conservative estimate is that the government was subsidizing more than
30% of the output in industries,
including auto parts, paper, glass,
solar and food production (she
said the U.S. solar manufacturing
industry is all but gone now,
which she partly attributes to
Chinese subsidies).
Haley said China adds
subsidized steel plants in excess
of what it needs, depressing
prices globally. In 2017, China’s
excess capacity in steel was 65%

higher than the U.S.’s total steel
production. “This is China’s
basic policy, and we have lost
industry after industry to it,” she
said, warning there may be more
to come. “The Chinese are still
behind in high tech, and they’re
ramping up fast. Their sites are set
on pharmaceuticals at this point,
they’re taking a look at high-tech
products, they’re taking a look at
electronics.”
Faced with that, politicians
and industry leaders here in the
United States are increasingly
asking: Why doesn’t the U.S. do
the same? The term for that –
strategic support for domestic
industries – is industrial policy.
“The phrase ‘industrial
policy’ has just been anathema in
the halls of Washington for a long
time,” said David Autor, professor
of economics at the Massachusetts Institute of Technology.
He said many countries
carefully plan out how to support
critical industries. The U.S. rarely
does so. That is changing. Partisan
divides on the issue are beginning
to evaporate as China’s rise has
Story continued om page 27
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NEW INTERNATIONAL MEMBERS –
Blue Tiger International

Gearflow.com

Hidrosil

19 Benjamin Ave., suite 101
East Moriches, NY 11940
516-359-6232
tomcook@bluetigerintl.com
bluetigerintl.com
Over 30 years helping companies manage
supply chain risk and spend, import/export
operations, trade compliance, purchasing,
and global trade and logistics. Whether
you’re seeking alternate sourcing, mitigating
tariff impact, struggling with transportation
costs or wrestling virtually any global trade
challenge, Blue Tiger International delivers
solutions, right to the bottom line.

318 W Adams St. 17th Floor
Chicago IL 60606
Phone: 800-554-9802
luke@gearflow.com
www.gearflow.com
We are a construction equipment and parts
marketplace of dealers, OEMs, contractors,
and parts sellers improving the job sites
of hardworking men and women across
America. Sellers list unlimited parts & equipment, create their own storefront, and have
dashboard reporting tools for FREE
and more...

Ostim OSB Mah.
1235 Cad. No: 20 Yenimahalle
Ankara, Ankara 06374
TURKEY
Phone: 312-385-6808
Fax: 903123540902
Email: info@hidrosil.com.tr
Web: www.hidrosil.com.tr
Hidrosil Hydraulic Cylinder is one of the
leading companies in the Turkish industry in
producing hydraulic cylinders. With nearly
25 years of experience, we have identified
customers needs expertly and have adopted
the principles of providing the best service to
our customers by improving its investments
and capabilities in this direction.

Dura Tuff Grouser and Wear
Products
3055 South 1030 West
Salt Lake City, UT 84119
Phone: 801-973-8900
Sales@dura-tuff.com
www.duratuff.com
We continue the proud tradition of steel
working, with a passion for making the best,
most durable, and innovative grouser products in the world. We start with a proprietary
boron alloy which maximizes hardness and
weldability. From there the steel is cut-tolength and individually heat-treated. This
process of handcrafting each bar results in
steel that is up to 20 points harder (Rockwell
C) than our competitor’s bar.

Equipment Parts Club, LLC

Granit Parts

2028 E Ben White Blvd
#240
Austin, TX 78741
604-561-6614
zjones@eqpartsclub.com
Zac Jones

Wilhelm Fricke SE
Zum Kreuzkamp 7
27404 Heeslingen
GERMANY
Phone: +49 4281 712712
Email: bestellung@granit-parts.com
Web: www.granit-parts.com
GRANIT is a registered trademark. The traits
we associate with our company name are high
resilience, consistency and, above all, reliability. Our mission is to be the preferred partner
of specialist retailers because we combine
quality with attractive prices and are always
working on further expanding our technical
and commercial expertise. That is why specialist shops and repair shops can continually
expect new and improved offers from us. Thus,
the GRANIT brand serves as the foundation for
long-term collaborative relationships based
on trust, competence and reliability.

Epicor Software

Gate Makine

Lippert Enterprises

804 Las Cimas Pkwy
Austin, TX 78746
Email: lauren.tengalia@epicor.com
www.epicor.com
Epicor Software Corporation provides
industry-specific business software designed
around the needs of manufacturing, distribution, retail, and services organizations.
More than 45 years of experience with our
customers unique business processes and
operational requirements is built into every
solution in the cloud or on premises.

Maslak Orjin, 27/31 Eski Buyukdere Cad
Sariyer Maslak
Istanbul, Istanbul 34485
TURKEY
Phone 532-224-8231
Email: info@gatemakine.com.tr
Web: www.gatemakine.com.tr

1327 Faultless Drive
Ashland, OH 44805
Phone: 419-281-8084
Fax: 419-207-8424
jsawicki@lippert.us.com
www.lippertent.com
Founder Larry Lippert began buying obsolete
and slow-moving inventory from heavy
equipment manufacturers in 1976. Lippert
Enterprises extends the life of inventory.
This is achieved by offering flexible solutions
to our partner networks. Lippert strives to
create a sustainable future for our customers,
employees, community and shareholders
through collaboration.
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– POTENTIAL STRATEGIC PARTNERS
Mundialtractor

Thriveni Earthmovers Pvt. Ltd.

Rua Dias Da Silva, 1350
Sao Paulo, SP 02114002
BRAZIL
Phone: (055) 296-8011
Fax: 55 11 989936590
roberto.lovisi@mundialtractor.com.br
www.mundialtractor.com.br
35 Years of experience as a leader providing
spare parts for tractors. Caterpillar, Hyundai,
Komatsu and Volvo are among the main
brands we serve, and we also work with
spare parts for the entire line of Cummins and
FPT engines. We are specialists in providing
spare parts for: excavators, backhoes, loaders,
skid steers, crawler tractors, motor graders,
compaction and paving equipment and
diesel engines.

NH - 33, Jagannathpur
P. O. Bhilai Pahari
Jamshedpur 831012
INDIA
Phone: 094-887-9017
jsd@thriveni.com
www.thriveni.com
We specialize in mining Natural Resource
Commodities like Iron Ore, Copper, Coal,
Bauxite, Graphite,Lime Stone, Granite, and
Baryte. We are credited for owning the Biggest Fleet of HEMM Assets and State of the
Art Mining Operation Infrastructure. Thriveni
is India’s largest mining MDO accredited
with ISO 9001:2015, ISO 14001:2015 and BS
OHSAS 18001:2007

ProDiesel
318 Fesslers Lane
Nashville, TN 37210
Phone: 800-327-4373
Fax: 615-242-8371
info@dssprodiesel.com
gfarmer@dssprodiesel.com
www.dssprodiesel.com
ProDiesel® has continued to serve its
customer base since 1959. Our managers and
technicians are among the best trained and
qualified in the diesel engine field, representing over 50 years of experience. ProDiesel ®
has the latest technical test equipment in
order to insure products meet or exceed OEM
Specs. ProDiesel® is ISO 9001:2015 Certified
and is ISO 14001:2015 Certified

Nivel Parts & Manufacturing
DBA Reliance Power Parts

URDesigns Mobile Solutions
5199 E. Pacific Coast Highway Suite 301N
Long Beach, CA 90804
Phone: (562) 999-2680
eric.dobbins@ur-designs.com
www.ur-designs.com
Our Mobile Solution guides everyone to do
the same thing. For example: In fact, we
create workflow to ensure the process is
completed the same way every time. You will
always know where your paperwork is at any
point of the service. Electronic Orders are far
easier to track and see where they are in the
process. Call and see how we can upgrade
your systems.

3510-1 Port Jackson Pkwy
Jacksonville, FL 32226
Toll Free: 800-959-0852
Nimsay.montgomery@nivel.com
www.reliancepowerparts.com
Reliance Power Parts was founded on the
idea of offering high-quality replacement
diesel engine parts that not only offered
independent aftermarket customers an
alternative to original equipment parts, but
also included support programs like freight,
promotion, and warranty coverage.

Superior Equipment
DBA Superior Service Group
1740 Boul. De La Cite Des Junes
La Cedres, Quebec J7T 1K9
CANADA
Phone: 514-312-3999
Fax: 514-360-2903
Toll Free: 1-844-313-2991
jamato@ssgroupe.ca
www.ssgroupe.ca
Superior Service Group was formed in 2010.
Currently we specialize in the areas of automatic fire suppression solutions, automatic
lubrication solutions and electronic control
systems for mobile industrial equipment.
We’ve partnered with world leading manufacturers to offer customers best-of-breed
equipment, systems, and components and
installation.
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TVH Parts

US Machines & Parts LLC

16355 S. Lone Elm Road
Olathe, Kansas 66062
Phone: (913) 829-1000
brad.thompson@tvh.com
www.tvh.com
Your global one-stop shop for parts and
accessories for material handling, industrial
and agricultural equipment. (engines, ground
engaging, hydraulics, power train, undercarriage)

5352 N Habana Ave
Ste 1
Tampa, FL 33614
Phone 718-683-7576
Fax 813-644-6850
Email: forgabmike@hotmail.com
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TRENDS AND TIDBITS continued from page 23
Industrial Policy
continued from pg. 23

stoked a sense of urgency. “It’s
something we need to do now,”
said Matthew Goodman, senior
vice president at the Center
for Strategic and International
Studies. It is unlikely to take
the same form as China’s style
of subsidy, he said.
“The Chinese typically
identify state champions,
national champions they then
heavily subsidize and create a
favored market space for and
in some cases facilitate theft
of international
property,” he said.
The U.S., by
contrast, is more
likely to use the
government’s role
in “investing in
basic research and
development and
through its role
as a purchaser of
equipment to create
markets where there
might not otherwise be a market,”
Goodman said.
In practice,
that can take many
forms. One example
is the COVID-19 vaccines.
“It’s questionable whether
Pfizer would have been able to
develop this vaccine without
the advance purchase agreement that the U.S. government
made, nor would it have been
possible without basic research
funded by the government
into molecular biology and
chemistry,” Goodman said.
History provides other
examples where the U.S. has
thrown its support behind
industrial development.

Tax credits have supported
markets for electric vehicles
and paved the way for Tesla’s
rise. They’ve also propped up
the solar installation industry.
After the Soviets launched
the Sputnik satellite, the U.S.
ramped up research and
development to levels not
seen since. Between 1958 and
1963, the government bought
the entire country’s supply of
integrated circuits, providing
a market for a cutting-edge
technology.
Steven Vogel, who chairs
the political economy program

government felt that industry
was threatened by Japan. The
plight of the U.S. semiconductor industry is once again
making headlines.
“In 1990, we accounted for
37% of global semiconductor
production. Now we account
for 12%,” said John Neuffer,
president of the Semiconductor Industry Association.
“Central governments all
around the world give massive
incentives to build semiconductor fabrication facilities,
or fabs. The U.S. government
does not do that.”

at the University of California,
Berkeley, said Silicon Valley
provides another instance.
“A lot of what we think of
as Silicon Valley venture
capital, originally some of the
funding came from the U.S.
government. And we’ve had
massive research and development programs in military
technology obviously,” he said.
In the ’80s, the government created Sematech, a
consortium of semiconductor
manufacturers, when the

There’s growing bipartisan
support now to change that.
The defense authorization
act passed last year laid the
groundwork for multibilliondollar incentives to build plants.
More generally,
there’s legislation being
considered that would pump
$100 billion into the National
Science Foundation to develop
new technologies of various
kinds. Senators on both
sides of the aisle want federal
health care systems to buy

only pharmaceuticals that
were produced entirely in the
United States.
There are risks to industrial policy. “We can make
mistakes and the process
becomes politicized very
quickly,” warned Thomas
Duesterberg, a senior fellow
at the Hudson Institute.
He said if the U.S. goes too
far, it risks alienating allies
it needs. “We are likely to
set off a competition with
Europe and possibly other
advanced nations on industrial policies,” Duesterberg
said. It also
“totally undermines the case for
putting stronger
disciplines into
the World Trade
Organization to
fight back against
China.”
Ann E.
Harrison, dean
of UC Berkeley’s
Haas School of
Business, believes
industrial policy
done correctly
can be useful, but
takes a broader
view of how the
U.S. can promote its competitiveness.
“We need more people
to go get better educations,
and we need to improve our
infrastructure,” she said.
Still, Duesterberg agrees the
U.S. should not sit idle on
the question of its competitiveness and wealth. The
U.S. may be one of the most
advanced economies now,
but history is littered with
countries whose fortunes
have changed. ●
www.marketplace.org/3/21

Trends continued on page 31
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Overview
for IDA
Members

A 30+ year seasoned consulting company engaged in global supply chain
management. We specialize in reducing risk and spend, along with business
process improvement.
Our skilled account managers assist with import & export trade compliance,
foreign trade zones, CTPAT Management, inventory and demand planning,
freight forwarding, duty and tariff mitigation.
Our practice also includes expertise in International Purchasing, Sales and
Customer Service Management.
3YVWYTTP]GLEMRIRKMRIIVWLEZIWMKRMƼGERXFEGOKVSYRHMREPPEWTIGXWSJ
supply chain management, demand planning, warehousing and distribution.
We offer all IDA Members free access to our consulting team, where we
offer 1 hour of no cost or obligation assessment and counsel.

PLEASE CONTACT:
Lindsay Dini
Director of Client Services
Lindsay.dini@bluetigerintl.com
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Blue Tiger International
19 Benjamin Avenue
East Moriches, NY 11940, US
bluetigerintl.com
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Ask the Tiger
Your Questions on Global Trade – Answered by the Experts

Q
Editor’s note: “Ask the Tiger” is a
Q&A column focused on YOUR
questions on global trade, from
tariffs to compliance to freight
costs to alternate sourcing to …
whatever is on your mind. Our
experts are the team at Blue
Tiger International, led by Tom
Cook, Managing Director. BTI
has over 30 years’ experience in
helping companies all over the
world manage their business
models, supply chain risk and
spend, and import/export
operations.
What’s keeping you awake
at night? Send your global
trade questions to info@
idaparts.com and we’ll get
them answered. You’ll get
a response, even if we don’t
have room to publish in IDA
Universal.
For this issue we’ve asked
Tom Cook to share his insight
on what the global trade
environment might look like
under a Biden administration.

What changes might
we expect with a
Biden-Harris administration? What impacts and
opportunities might occur
under a new trade team?
While it’s too early to discern
clear direction from aspirational rhetoric, analyzing
the basic tenets of Donald
Trump and Joe Biden will lend
insight into future policy.

A

Fundamentally,
Trump was a “Nationalist” while Biden, in
his prior 40 years plus, was
identified as an “Internationalist”.
We saw Trump as a strong
conservative, emulating
power and authority whose
mindset was “it had better
work for the United States.”
Biden, in contrast, is likely
to follow the approach that
Obama led, with a more
conciliatory tone and mutual
benefit approach. We expect
President Biden to continue
to be an internationalist, with
a liberal slant.
Irrespective of the differences, we are observing
the Biden Administration
carefully. And although it’s
early days yet, we can look to
a few areas for perspective.
What factors influence Joe
Biden’s trade policy thinking?
• 40+ years in the legislature
and his voting record
• 8 years in the Obama Administration
• Campaign promises
• Powerful forces on the far
left of the Democratic Party
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• The residual impact of
Trump’s policies
We make the following
observations which lead to
impacts, opportunities, and
potential action steps for IDA
companies:
1. There is a clear directional
movement into the environment and green initiatives.
Business interests in solar,
wind and hydropower should
do well.
Impact: Any product that
eliminates or can negatively
impact fossil fuel consumption will be viewed as critical
acquisitions.
2. Democrats are looking for
an infrastructure bill which
will get some support from
the Republicans.
Impact: Companies
providing any type of supplies
and equipment for construction, building and public works
projects will most likely see a
boost in opportunity, growth
and business model development.
3. By 2022, we would expect
the Biden Administration to
reduce or eliminate the 232
and 301 Tariffs put forward by
Trump in 2017.
Impact: The biggest
impact will be reducing the
“landed costs” on goods
imported from China
(consumer + industrial) and
the easement of restrictions
on steel and aluminum from a
dozen countries.
4. We believe we will see
legislation requiring many
products covered under PPE
(Personal Protective Equip-

ment) to be made outside
of China, or even back here
in the United States. The
vulnerability of the USA
supply chain on PPE, medical
products and emergency care
drugs was painfully evident
as a result of the COVID-19
pandemic. Our belief is that
the Biden Administration
will tie into these sentiments
and support Legislative and
Executive action.
Impact: The Health Care
and Emergency Services are
demanding more secure
sourcing options for PPE and a
better system for stock-piling
products and medicines more
robustly and effectively.
5. The new Transportation
Secretary Pete Buttigeig will
be challenged immediately
with skyrocketing freight
costs and limited capacity
in the global supply chain.
Since the pandemic began
in early 2020, freight pricing
for both air and ocean, along
with a very limited capacity,
has stricken the international
supply chain with grave
results. Companies have seen
price increases as much as 4-5
times with delays in excess of
90 days.
Impact: Many of these
problems could be potentially
corrected with government
interference both here and
abroad. Mr. Buttigeig is already
facing these issues in his early
engagement.
Summary:
We will need to wait
another 90-120 days to better
Continued on page 31
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Manufacturing Companies
Love CardPointe.
The perfect platform for accepting, managing and integrating payments

Manufacturing companies that use CardPointe securely process all major
card brands (Visa, MasterCard, Discover and American Express), as well as ACH
payments. The best part? Funds are automatically deposited into your bank
account the next business day, so you no longer have to wait for checks to clear.
• Payment Terminals

• Mobile App

• eCommerce

I N T E R C H A N G E O P T I M I Z AT I O N
CardPointe automatically includes Level 2/Level 3 data with every transaction,
which means you’ll always qualify for the lowest possible rates, guaranteed.

Best-in-class Security
Payments are processed with patented CardSecure technology so sensitive card data will never reside on
your system. CardSecure moves customer data to a secure vault, where it is encrypted and tokenized;
by securing data this way, you’re able to protect the brand you’ve worked so hard to establish.

Real-Time Reporting

Manage processed payments and view full transaction lifecycle reports in real-time
• Batch report: View live sales data for that day, filter by location or sales channel
• Funding report: Check when funds are deposited into your account
• Transaction report: Void or refund a transaction, or save a customer profile for future billing
or marketing initiatives
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Amanda Peterson

Denisse Espitia

amanda.peterson@fiserv.com
(619) 606-6019

maria.espitia@fiserv.com
(818) 389-8543
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Ask the Tiger continued from page 29

determine what President
Biden will do with respect to
global trade. However, we
can draw out that it is unlikely
any immediate changes to
Trump’s China policies will
occur. We believe at least for
all of 2021.
What about export
controls – tightening or
loosening? Trade deals in

the works under the Trump
administration, Middle East,
Great Britain, the EU, USMCA,
China, TPP, TPIP, etc. – what
direction will they take? To
read Tom Cook’s thought
paper on the likely direction
of these and related issues,
email Lindsay.dini@bluetigerintl requesting “Tom Cook on
Trade.”

Our lead is Thomas Cook of Blue Tiger International, a global business consulting company
in supply chain management, trade compliance,
purchasing, and global trade & logistics. Managing
Director Tom Cook has over 30 years’ experience in
helping companies all over the world manage their
business models, supply chain risk and spend and import/export
operations. Under Tom’s leadership, in May of 2018, Blue Tiger International won the president’s “E” Award for Export Service, the highest
recognition any U.S. entity can receive for making a significant
contribution to the expansion of U.S. exports. An educator as well as
a business advisor, Tom serves as director of the National Institute of
World Trade (NIWT), a nonprofit corporate training school on global
trade and supply chain management, and has authored 19 books
on business management, global trade and business development.
info@bluetigerintl.com, 1-888-484-6484 Ext. 0.
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Walsh’s Labor Secretary Nomination Advances to Final Vote
The Senate Health, Education, Labor and Pensions
Committee advanced Boston
Mayor Marty Walsh’s nomination for secretary of labor,
with a recent 18-4 vote. All
four votes against Walsh were
Republicans.
Walsh’s nomination was
set to move forward to a
full Senate vote,. A majority
vote is required to approve
Walsh, which is likely with the
Democratic-controlled Senate.
Dive Brief:
Boston Mayor Marty
Walsh, nominee for secretary of labor, said Thursday
he supports several of President Joe Biden’s workplace
priorities, including safety and
equity, during a mostly cordial
confirmation hearing before
the U.S. Senate.
Walsh spoke on topics
including emergency
workplace standards during
the COVID-19 pandemic. He
was asked early in the hearing
by Sen. Richard Burr, R-N.C.,
to discuss the regulatory
oversight of the Occupational
Safety and Health Administration, which recently issued
guidance for employers.

“OSHA should not be an
us-versus-them,” he said.
“OSHA is part of an agency
that should be there to protect
workers on the jobsite.”
Walsh also discussed
the importance of community colleges and training
programs in creating pathways
to employment, as well as
the importance of advancing
equity. “A big part of [the]
economy of the future are
women and people of color,”
he said. “One of my top priorities…is to work with each and
every one of you to make sure
that every American worker
gets the opportunity to be
successful.”
Dive Insight:
Biden previously stated an
intention to be the “strongest
labor president you ever had”
and, if confirmed, Walsh is
likely to play an important
role in the administration’s
workforce agenda.
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Some Republican
senators questioned Walsh,
a former construction union
president, on his support of
the Protecting the Right to
Organize Act, or PRO Act.
The bill, first introduced by
Congressional Democrats in
2019 and reintroduced last
week, would:
• Add legal protections for
labor unions.
• Undo a U.S. Supreme Court
ruling that upheld employers’
right to require that employees
arbitrate their disputes individually and waive their right
to class or collective actions.
• Redefine joint employment
under the National Labor
Relations Act in what would
be a reversal of policies implemented by the National Labor
Relations Board under former
President Donald Trump.
One criticism of the act
from employer advocates is
that it would interfere with
state governments that have
enacted “right to work” laws
that generally state workers
may not be compelled to join,
or not to join, a labor union or
pay dues to a union. Sen. Roger
Marshall, R-Kan., said Biden’s

opposition to right to work
laws amounted to “upending
state constitutions” and asked
Walsh during the hearing if he
believed workers had the right
to choose whether they wanted
to be in a union.
“We need to continue
to strengthen the American
worker,” Walsh said. “I think
the worker has every right to
choose what they believe.” But
he also called the PRO Act
“one step closer to helping
people organize freely.”
Walsh said OSHA is “one
of the first and top priorities
for me,” and he agreed with
Biden’s plan to increase the
number of inspectors at the
agency. He also pointed to the
need for job training programs
to help workers displaced by
the pandemic, and he said
the labor department would
pursue collaborations with
agencies including the U.S.
Departments of Commerce
and Education, in order to
create training opportunities.
“These are not just policies
to me,” Walsh said. “I live
them. Millions of American
families need them.” ●
www.constructiondive.com/2/21
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ALEC Identifies Key Trends for the Construction Sector in 2021
We stand in a unique
position to transform our
industry into a healthy
ecosystem, says ALEC’s Kez
Taylor.
ALEC, one of the UAE’s
most diversified construction
groups, has identified what it
believes to be the key trends
expected to drive the industry
during the year ahead.
“While the pandemic has
clearly caused many industries
around the world to change
tack, the prevailing construction trends are ultimately ones
that were long overdue prior
to the challenges of 2020,”
said ALEC’s CEO Kez Taylor.
“Today,
we stand
in a
unique
position to
transform our
industry
into a
healthy ecosystem, where
all stakeholders are able to
succeed by utilizing the latest
technology and a collaborative
approach.”
While the word itself
has become a platitude in
the lexicon of corporates
for illustrating the adoption
of progressive tools and
technologies, the arrival and
implementation of innovation within the construction industry has become a
game-changer in terms of
reducing risk while increasing
efficiency. Whether from
the use of building information modeling (BIM), which
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greatly increases accuracy in
the design phase of a project,
through to the use of hardware
on site, innovation‘s importance will only increase in
the years ahead and will be a
decisive factor in the ongoing
success of industry stakeholders.
At ALEC, its use of the
latest design soft ware has
meant that potential issues
are flagged in the early stages
of a project, resulting in a
significant saving of time, cost
and resources in later stages.
From a high-level approach,
ALEC believes that consolidating ideas and resources is
a far more effective approach
to R&D, not only helping to
spread initial investment risk,
but to ensure the input of as
many industry specialists as
possible. In partnering with
like-minded organizations,
leading consultancies, tech
companies, start-ups, universities and supply chains, great
leaps can
be made
that help
to change
entire
processes
on site.
A great
example of
this is the
collaboration
between
ALEC
and Hilti,
which yielded the region’s first
autonomous drilling robot.
Since its implementation, site

teams have reported significant improvements in productivity, thanks to the robot’s
ability to follow digital plans,
while alleviating site teams
from the strenuous work of
overhead drilling, allowing
them to upskill and operate
the robot itself.
In addition to collaborating on innovative new ideas
and products, ALEC believes
a fundamental increase in
communication between
stakeholders will greatly
improve project processes and
delivery. In overhauling the
existing model of fragmentation from planning to delivery,
ALEC is in the process of
creating a new platform that
involves all key stakeholders
from the very beginning of
a project. Not only does this
allow for any potential issues
to be flagged at the earliest
opportunity, but also promotes
a collective approach toward
project delivery, as opposed

to each party working as sole
agents.
While more of a subcategory of innovation, ALEC
believes the utilization of
green technologies will be a
crucial factor toward ensuring
the sustainable development
and progress of the construction industry. Manufacturers, building contractors
and property developers
must make environmentally conscious decisions
at each level of the supply
chain to meet demand, while
promoting a greater interest in
clean energies and resources.
Under this category, ALEC has
identified the use of renewable energy, environmentally
sustainable materials and the
sustainable management of
waste as top priorities.
Since establishing ALEC
Energy, ALEC has focused on
finding new ways to ensure the
implementation of sustainable
energy consumption, not only

The Jaibot is a semi-automated construction robot designed for
mechanical, electrical, plumbing and iterior finishing installation work. The Jaibot is an easy to use drilling robot tha does not
require expert skills.
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during the construction phase
of a project, but also during its
lifecycle. Like the collaboration with Hilti, ALEC Energy
signed an agreement with
Azelio in Q3 2020 to establish
a renewable energy project
site in Abu Dhabi’s Masdar
City, thereby harnessing the
abundant energy of the sun
to power Masdar’s product
portfolio. In promoting the
wider use of similar projects,
contractors, developers and
the environment all stand to
reap the rewards.
When it comes to environmentally sustainable materials
and/or the sustainable use
of materials, ALEC has
identified two core areas
that require industry-wide
attention. The first is to
find alternative solutions
that yield the same
result, while reducing the
carbon footprint in the
process, with cement as a
great example. Since the
creation of green cement
23 years ago, its popularity
has steadily increased to
provide greater durability,
a reduction in energy to
fabricate and a reduction in carbon dioxide
emissions when compared
to its predecessor. The good
news is that, according to
Technavio, the use of green
cement across the global
industry is growing at a CAGR
of 15%. As a global center for
promoting a greener construction industry, Dubai and the
UAE are well positioned to
exceed this figure.
The second area of focus
when it comes to material
is the recycling aspect, i.e.,
ensuring that materials are

incorporated at the design
stage with the intention of
being recycled at the end of the
building’s lifecycle. According
to a research paper published
by the Department of Building
Services Engineering at the
Hong Kong Polytechnic
University, recycling was
found to have the highest
energy saving potential of 53%
when it came to end-of-life
deconstruction.
Where waste is concerned,
ALEC believes the industry’s focus should be guided
toward correcting the overall
approach. By ensuring a

disputes between owners and
designers, with Engineers
Daily estimating that 38% of
construction disputes are due
to design error.
As a step toward curbing
physical material waste, Dubai
Municipality enforced green
building regulations by issuing
building permits for projects
within its jurisdiction, specifically ensuring that 50% of
waste materials by volume or
weight from the total waste
materials generated during
construction and/or demolition are designated for reuse or
recycling. While this is a great

higher degree of accuracy in
design, as well as committing to a decision in terms of
desired output, an immense
amount of time, money
and material can be saved.
According to a study from
KPMG, just 31% of all projects
came within 10% of the
budget in the past three years,
an astonishing figure when
bearing in mind the average
value of a major construction
project. Other side effects of
wastage can also be found in

Azelio won its first order for TES.POD® in December. The company
thus reached a major milestone in the commercialisation of its
energy storage system. The order is from ALEC Energy, which will
install Azelio’s technology in one of the world’s largest solar parks,
the Mohammed Bin Rashid Al Maktoum Solar Complex in Dubai,
where it will be part of a mini-grid together with inter alia solar
panels and batteries.
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it also believes the UAE is
well positioned in terms of its
ability to effectively collaborate, while using its resources
responsibly, to improve the
overall state of the industry.
With so many extraordinary
projects still in the pipeline,
there is no reason why the
UAE cannot implement
these changes to become
a role model for industrial
efficiency, while ensuring
that its existing reputation
for technological integration
is equally associated with its
built environment.●
meconstructionnews.com 2/21

initiative, it is the responsibility of all as construction
stakeholders to seek prevention over the cure.
While ALEC understands
there is much to be done to
improve overall standards,
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NUTS AND
BOLTS NEWS

Vermeer Corporation Enters Distribution Agreement
with Bron for Utility Track Plows and Plow Attachments
Vermeer Corporation has
signed a distribution agreement
with Bron that gives the manufacturer of utility track plows and
plow attachments the rights to
sell its products through Vermeer
industrial dealers worldwide.
The agreement establishes
Vermeer dealerships as the
exclusive distributor for two of
Bron’s tracked utility plows in the
200-HP (149 kW) and 300-HP
(224 kW) class and provides them
the ability to sell the line of Bron
utility plow attachments.
Bron is a family-owned
company based in Woodstock,
Ontario, Canada. The brand has

are working to keep up with
major global investments in
rural fiber and underground
infrastructure. Bron’s products
complement the Vermeer
utility plow lineup by providing
additional options for heavy-duty
plows and attachments that are
geared for some of the deeper
and more extreme installation
applications.
“This agreement positions
Vermeer to better help our
customers capture more of the
underground telecom and energy
work that will be required to
provide more reliable access to
critical infrastructure around

expertise of the Vermeer dealer
network, put us all in a stronger
position to support our customers
with the tools and service they
need to stay productive.”
Bron expects its products to
be available at Vermeer dealerships in February 2021.
Learn more at vermeer.com
or bronrwf.com.
About Vermeer Corporation
Vermeer delivers a real
impact on the way important
work gets done through the
manufacture of high-quality
agricultural, underground
construction, surface mining, tree
care and environmental equip-

supported utility and underground infrastructure installation markets for more than 40
years and has reliable, heavyduty plows and attachments
that include static and vibratory
plows, trenchers, rippers, add-on
plows and more.
Vermeer is teaming up with
Bron to support customers who

the world,” said Vice President of
Environmental and Infrastructure Sales Dave Wisniewski.
“As a fellow family-owned
company, we are excited to
deepen our partnership with
Vermeer and its dealers around
the world,” said Robert Hall,
president of Bron. “Our products,
partnered with the reach and

ment. With a reputation for being
built tough and built in a better
way, that equipment is backed by
localized customer service and
support provided by independent
dealers around the world.
Please contact your local
Vermeer dealer for more information on machine specifications. ●
www.vermeer.com 2/21
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NUTS & BOLTS continued from page 35

BorgWarner Launches 800 V Motor for Commercial Vehicles
BorgWarner has launched
the newest model in its High
Voltage Hairpin (HVH)
electric motor range, the HVH
320, which incorporates four
800 V variants with outputs to
over 400 kW (536 hp).

“Adding the HVH 320
to our electric motor family
bolsters our offerings and
is an excellent example of
BorgWarner’s commitment
to delivering state-of-the-art
clean propulsion technologies

braking or driving downhill,
the company said.
The HVH 320 motor is the
newest addition to BorgWarner’s portfolio of HVH series
motors, which are offered to
both light-duty passenger cars
and heavy-duty commercial
vehicles. The motors incorporate patented stator winding
technology, are designed for
easy integration and are avail-

able as fully housed motors
or as rotor/stator assemblies.
Additionally, the motors can
be used in a variety of architectural positions throughout
a vehicle, the company said.
BorgWarner said it also
offers inverters that can
achieve the same, next-generation 800 V level. ●
www.newpowerprogress.com 2/21

Nuts & Bolts continued on page 41

NEW PRODUCT HIGHLIGHT
Kubota SVL97-2 Compact Track Loader
BorgWarner, the
Michigan-based supplier of
technologies for the combustion engine, hybrid and
electric vehicle markets, has
introduced its newest High
Voltage Hairpin (HVH)
electric motor. The HVH 320
is designed for a variety of
hybrid and electric applications for commercial vehicle
manufacturers, including a
large European OEM, the
company said.
Production of the HVH
320, which is equipped with
800 V capabilities and available in four variants, is
expected to kick off in 2024.
Its multi-faceted platform is
intended to support vehicle
manufacturers’ goal of a
common electric drivetrain
and deliver approximately 97%
peak efficiency and over 400
kW (536 hp) outputs.

that match market needs,” said
Dr. Stefan Demmerle, president and general manager,
BorgWarner PowerDrive
Systems. “Using our 800 V
rated machine, customers can
significantly reduce charging
time and achieve a higher
power density, enabling
an even brighter future for
electric trucks.”
BorgWarner said it
leveraged its decade-plus of
motor production to design
four variants of its modular
and flexible HVH 320 motor
platform to meet the customer’s requirements. The motor
is engineered to offer clean
and quiet operation, while
reaching a torque output of
up to 1270 Nm (936 lb. ft.).
The technology supports the
vehicle’s shifting sequence
and charges the battery by
generating power while
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The Kubota SVL97-2 compact track loader has a
96-horsepower engine, with a rated operating capacity of
3,200 pounds (at 35 percent tipping load). Breakout force is
rated at 7,961 pounds with a 3.4-foot reach at max height.
The new SVL97-2 comes standard with telematics. The
standard rear-view camera can be set to display constantly
or only when the machine is moving in reverse, allowing
for better rear visibility and increased operator comfort.
Optional front LED work lights are also available for more
efficient and safer work.
The unit’s diesel exhaust fluid (DEF) system has also
been re-engineered to ensure long-term reliability and
productivity. Kubota also improved the sealing of the cab,
reducing the amount of dust, water, and debris entering
the operating space.
www. constructionequipment.com 2/21
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Matt Veerkamp was on a parts
search 13 years ago in Arbuckle,
California, when he was asked to take a
look at a rusty old Caterpillar Twenty.
Matt wasn’t too excited about the
offer, but that changed when he saw
the tractor. The serial number stamped
on the transmission case and the
engine block read, “EXP 0000-L.”
Matt called his father, Doug, with
the information.
“Yeah, we’ll take a chance,” Doug
recalls saying over the phone.
After the tractor arrived at the
Veerkamps’ home in Placerville,
California, where the two run Doug
Veerkamp General Engineering, Matt
started researching and confirmed they
had something special.
“And by golly, it was the first
brand of Caterpillar tractor of the new
company,” Doug says.

Matt Veerkamp with the Caterpillar Tractor Company’s first Twenty;
also the first tractor that was entirely made by the new company.

The serial number on the Caterpillar Twenty

38

The Twenty, so named because it was 20 horsepower,
was built in 1926 after the C.L. Best Tractor Company and
the Holt Manufacturing Company had merged the year
before to form the Caterpillar Tractor Company. Not only
was it Caterpillar’s first tractor to be built entirely off its
new design, it was the company’s exhibition model, which
it showed at county and state fairs and other venues to gin
up interest in the new product.
Once they began to restore the tractor, the Veerkamps
made other discoveries.
“It was in pretty rough shape and had been painted
Cat yellow,” Doug says. That wasn’t the original color.
“The Caterpillar colors back then were gray and red,”
Doug says. “But they painted this one white because of
the specialty of what it was.”
As they kept scratching, they also discovered nickel
and brass plating in many places.
“It was pretty cool to find all that under the old yellow
paint,” Doug says.
After about four months, the Twenty was as good as
new.
“We took it down to the last nut and bolt and
overhauled the engine and redid virtually everything
and made it into brand new condition,” he says. It runs
smoothly, “just like it was a new tractor.”
IDA UNIVERSAL March-April 2021

It is powered by a 4-cylinder
gasoline engine and is started
by a hand crank on the front of
the radiator. “It was quite a hit
back in the day, because it sure
beat the heck out of horses and
mules,” Doug says.
The Veerkamps often get
offers on the Twenty, including
one from Caterpillar, but they’re
not interested in selling. Doug
hopes it will stay in the family for
generations.
“It’s a one of a kind, the first
Caterpillar tractor ever built,”
he says. “It’s a very, very, very
unique piece.” ●
www.equipmentworld.com 8/20

The Caterpillar Twenty before its restoration by the Veerkamps.

Doug and Matt Veerkamp with the Caterpillar Twenty (right) and the first model
Caterpillar 15 built in 1929, which they also own. In all, the Veerkamps have
amassed a 125-piece collection of antique Cat machines.
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Scania Engines Announces Rebranding
Move follows electrification growth
Scania Engines
has been rebranded
Scania Power Solutions
to reflect the widening
range of power options
Scania offers and the
capabilities of its marine,
industrial and powergeneration engines range,
the company said.
It added that the
move comes at a key
moment, as Scania
continues its journey
towards electrification, where
new types of motive power,
including electric motors and
e-machines (electric motors
plus their associated adjacent
hardware), will progressively
come to the fore.

Scania engines.
Scania Engines has been
rebranded Scania Power
Solutions
“We are now rapidly
approaching the point where

the advances we have
made in electrification
will be shared with our
engine customers,” said
David Bamber, head
of Power Solutions for
Scania (Great Britain)
Limited.
He added: “For
example, the coming
years will see new
products, such as
hybrid Scania engines,
introduced for marine,
industrial and powergeneration applications as we
progressively move toward
full electrification. The Scania
Power Solutions branding has
been created to encompass
this widening of our product

portfolio and the extensive
range of applications we cover.”
Typical marine applications include high-speed patrol
boats, ferries and workboats,
while industrial engines are
used by major operators,
such as Doosan and Terex,
which employ Scania engines
for dump trucks and power
screens, respectively. Scania
is also a choice among generator set manufacturers for a
diverse range of applications,
including music festivals,
telecommunications in
off-grid areas and emergency
standby power plants for
hospitals, sports stadia and
large public buildings. ●
www.dieselprogress.com/2/21

Nuts & Bolts continued on page 45

ADVERTISE IN THE IDA UNIVERSAL MAGAZINE
When you are ready to place your order for an ad in
the Universal, write: info@idaparts.org or call: (972)-241-1124.
As an IDA member, you can now upload your advertisement or logo on
your member profile at www.idaparts.org.
For non-member rates please contact IDA.

DEADLINES FOR SUBMISSION

January/February - December 15
March/April - February 15
May/June - April 15
July/August - June 15
November/December - October 15

10% Discount for
COLOR 5 issues paid in advance
Full Page $815 $733 x 5 = $3,665

MATERIAL SPECIFICATIONS

Half Page $609 $548 x 5 = $2,740

Full Page 7.5” x 10”

1/4 Page $407 $366 x 5 = $1,830
TWO COLOR
Full Page $545 $490 x 5 = $2,450
Half Page $404 $363 x 5 = $1,815
1/4 Page $265 $238 x 5 = $1,190
BLACK & WHITE
Full Page $485 $436 x 5 = $2,180
Half Page $365 $328 x 5 = $1,640
1/4 Page $245 $220 x 5 = $1,100

IDA UNIVERSAL March-April 2021

Half Page 7.5” x 5”

1/4 Page 3.675” x 5”

DOUBLE PAGE SPREADS
There is a gutter of 1 inch (1/2” on either side of the center) that will be dead
space. Please use only a color or background photo in that area of the art so no
live copy will be lost due to binding.
GRAPHIC FILE FORMATS
CMYK or grayscale. TIFs, PDFs (as indicated below). No JPEGs please.
When scanning pictures: Please scan photos to the size that will be used in the
ad.
Color = 300 dpi. Black and White = 300 dpi.
PDFs: Set to the following requirements: Adobe Acrobat Distiller version 4.0 or
higher. Resolution at 300 dpi. Press Quality. Compress text and line art. Embed
all fonts.
DIGITAL AD REQUIREMENTS
Our printer uses only CMYK colors. Avoid using Pantone colors.
Use the CMYK mix for any Pantone color.

41

Digital Transformations
Are Key to Distributors
Realizing Optimistic
Projections for 2021

To make this a
successful year,
distributors looking to
grow their businesses are
likely to improve their
chances if they grow
their digital capabilities,
said industry experts
Diane Yarrow and
David Saunders.
A top lesson from
the onslaught of the
pandemic last year:
Distributors can’t sit on
their laurels this year,
according to two industry
experts.
Speaking on MDM’s
recent webcast, “On
the Bright Side: How to
Create Opportunities
From 2020’s Disruptions,”
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Ultra Consultant’s David
Saunders and Oracle
NetSuite’s Diane Yarrow
spoke about where
the industry is headed
in 2021, what the
challenges are and how
distributors can solve
them.
Starting in March, the
pandemic accelerated
distributors’ shift to
the cloud, redirecting
their efforts on the fly,
as customers were
forced to embrace
remote working, new
delivery models and
compromised supply
chains.
To have improved
visibility into internal
processes and

customers’ demands,
distributors need to do a
better job of analyzing
information that is
already at their fingertips,
NetSuite’s Yarrow said.
“If you can manage
your orders, manage
your inventory, have
visibility into your supplier
network and make good
on the promise to deliver
the right product to the
right person at the right
time at the right price,
you’re going to do well
in business,” said Yarrow,
senior regional director at
Oracle NetSuite. “There’s
lots of fragmented
data out there. It’s our
business model to bring
that together for more

actionable insights.”
With machine
learning (ML) and
artificial intelligence (AI),
Yarrow said distributors
can use actionable
analytics to improve
business outcomes
such as supply chain
management.
Saunders, who is a
senior consultant for Ultra
Consultants, said process
improvement can be
boiled down to three
areas: people, processes
and technology.
“If you’re going to
change technology,
there’s an impact on
processes and people,”
he said. “If you’re going
to change the process,
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you need to look at
technology and the
people. If you’re going
to change the people,
you may need to look
at process technology,
or understanding your
people may guide you
to different processes
and technology. So they
certainly are interrelated
and certainly overlap.”
Distributors also face
a cultural hurdle when it
comes to enabling their
digital transformations.
Employees are used to
doing their jobs a certain
way and may be resistant
to the automation of
tasks that were previously
typed into an Excel
spreadsheet and then

manually implemented,
according to Saunders.
“I’m collecting all this
information,” he said.
“It could be forecasts
from customers. It could
be information from our
supply chain partners.
I’m getting all of it, but
what do I do with it?
How do I take that and
convert it into actionable
information in real time?
It takes me a week to put
it into Excel spreadsheets
and try to crank through
it. How can I make it
more real time so I can
be more responsive?”
Think Beyond Excel
Saunders said
there was no value
for inputting data
into three separate
Excel worksheets that
then needed to be
implemented manually
back into a system.
“Contrary to popular
belief, and I know this
may be shocking to
some of you, Excel really
is not a tool you should
be running your business
on,” Saunders said.
“Although I know a lot
of people do it. I’ve had
people I’ve worked with
who swore they could
run the entire company
in Excel. And maybe to a
certain extent, that’s true,
but for the long haul, if
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you really want to grow
the business, that’s not
how you want to do it.”
Analytical tools
that use AI and ML
can automate the
data gathered into
actionable items,
such as automatically
provisioning workflows
on an order once the
information has been
analyzed to meet pre-set
criteria.
Along similar lines,
robotic automation can
enable social distancing
by moving products from
one set of employees to
another without them
interacting. In addition
to keeping social
distancing in place,
robotic automation also
improves operational
efficiencies.
While enterprise
resource planning
and customer service
management software
are a boon to distributors,
something as simple
as better overall
planning will also make
a difference for even
smaller distributors.
“Scenario planning
aided by technology
can be really important,
particularly your
demand plan,” Yarrow
said. “So, looking at a
best-case scenario, a

David Saunders

Diane Yarrow

same scenario, and a
worst-case scenario can
really put in plans and
processes and redeploy
people to react.
“It’s proactive
reaction, and
technology can certainly
help that. Any time you
have technology that’s
integrated, it’s going
to help you control
inventory as well as set
better expectations on
the customer.”
Both Yarrow and
Saunders are optimistic
that distributors will grow
their businesses this year,
as long as they continue
to grow their digital
transformations.
“We do think things
are getting brighter as we
move forward this year,”
Yarrow said. “But it’s going
to take both resilience in
our supply chains and in
ourselves.” ●
www.mdm.com/ 2/21
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LEGAL LINE
Continued from page 13

an adverse party to personally confront and examine
the other side has been on the
books and tested by time since
the 13th century. This right
is at risk, because the elusive,
but critical, right to “confront”
has been tamped down by
the magic of electronics and
a “gauze” filter placed on
emotions and body language.
These are tools of advocates,
candid demonstrations that
allow judges and jurors to see
beyond bare colloquy to assess
the credibility of spoken words.
This impediment to
proceeding is not confined
to litigation in “court” but
pervades all aspects of disputes
or advancing a position. This
can take the form of a hearing
before an administrative
officer or tribunal. It might
be as mundane as a request
for a building construction or
use variance or as serious as
contesting an environmental
citation by an authority that
could impact millions of dollars
in engine parts sales and
potentially result in substantial
fines. Similar situations exist
whenever law, conduct and
enforcement coincide.
In summary, the present
inability to conduct legal
business in an in-person
context is a serious problem
that has no present clear
solution. In any advancement of a position or claim,
or defense of one made by an
adversary, new calculus must
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be applied to evaluate the
situation. The forewarning is
that traditional concepts of
in-person confrontation and
dispute resolution are not fully
available for the foreseeable
future. Measure twice and cut
once with a new ruler from
COVID.
2. The Workplace
As the rules on social
distancing, PPE, and vaccination processes seem to change
daily between the morning
and evening news, employers
face previously unimaginable
situations. First and foremost
is workplace safety. It has long
been established that employment-mandatory drug testing
is not a violation of legal
rights. Why? Because drunk
or high employees not only
put themselves at risk, but also
their co-workers when they are
impaired and do dangerous
things. There is a strong
body of law that supports
the welfare of “the many”
in a company, compared to
the “right” of a worker to be
impaired on the job.
In the present COVID
world of business, parallel
threads of regulation and law
are developing that place some
responsiblity on employers
to take reasonable steps to
minimize COVID risk not
only on the job, but also
after work. Why? Because
an employee who contracts
COVID due to lack of
standards and/or enforcement
in the workplace and infects
outsiders can put the employer
at risk to third parties, even
beyond the employee’s family
or friend circle.
This is a police state, you
say. However, let’s put the situa-

tion in context. An employer
who does not drug test may
have an outside salesperson
with a company car or an
employee driving a company
truck who causes an accident
while high. Connect the dots,
and it’s not difficult to see
the parallel with mandatory
COVID testing, PPE requirements, or even vaccinations.
This all costs money, you bet!
T – testing, PPE, rules, possible
paid time-off quarantines, and
so on – but is orders of magnitude cheaper than lawyers,
insurance claims and even
governmental interference.
In the U.S., we already
have OSHA, state and federal
EPA and hundreds of facility
and operations regulations
that do nothing more than
keep people safe while they
work. Yes, sometimes this
can be illogical, intrusive,
and costly, but the countries
that have stringent workplace
safety rules and enforcement
also have low injury rates
and high productivity. A few
minutes saved in a process
that may be safe 999 out 1,000

times is nothing compared
to hours and money lost to
injury, not to mention the
human and moral costs.
Putting the existing
COVID problems in true
context, requiring mandatory
testing, contact tracing, PPE,
work practices, and even vaccinations is not substantially
different than safety training
an employee, requiring “PPE”
(safety glasses and a hard
hat?), rules on machine operations and vehicle use, drug
testing or anything else that
is done every day to minimize
known risks to health and
safety. Bluntly put, COVID
is deadly and will continue
to kill and injure thousands.
Each company must do its
very best to minimize the
impact, if for no other reason
than it is the right thing to
do. And saving the harshest
message for last, dead people
can’t come to work, buy engine
parts or GET, or fi x your
customers’ machines. Stay
in for the longer haul, and as
always, improvise, adapt, and
overcome. ●

Robert W. McIntyre
is now afﬁliated with
Dinn Hochman and Potter, LLC,
a law ﬁrm dedicated to representing and supporting
businesses in successfully
navigating advisement, litigation,
and intellectual property
matters worldwide.
Bob can be contacted at
rmcintyre@dhplaw. com
or 01.440.466.1100
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NUTS & BOLTS continued from page 41

Epiroc Electric Mining Equipment Supports Sustainable
Underground Mining Initiative
Battery-electric mining
equipment will be used as part
of a project in Sweden, which
aims to make underground
mining safer, smarter and
more sustainable.
Epiroc has announced it
recently received an order for
its Scooptram ST14 Battery
and Minetruck MT42 Battery
mining equipment from
LKAB, which will use the
machines in a test mine in
Sweden. LKAB is testing the
use of electric-powered equipment in its mine as part of an
effort to create more sustainable and carbon dioxide (CO2)
free underground mining
operations.
The research is part of
the SUM (Sustainable Underground Mining) collaborative
project. Several participating
companies are working
together to test and develop
more sustainable methods of
mining at great depths. This
includes the research of new
methods and smarter solutions
for the future.
Use of electric equipment, like that from Epiroc,
helps meet these goals as
the machines produce zero
emissions, thus making for
more sustainable operations,
while also increasing the
health and safety of those
working in the mine.
“Our goal is to develop
intelligent, highly productive and CO2-free machine
systems,” said Niklas Fors,
Senior Project Manager
Global Strategic Projects

and Alliances at Epiroc, in
the company’s press release
announcing the order. “We are
proud to deliver the world’s
greenest machines to LKAB.
What we are developing
makes a difference not only for
underground operations, but
for the planet as such.”
“LKAB is
no stranger
to electric
machines
in mining,”
said Thomas
Kammerby,
Senior Project
Leader at
LKAB, in
the Epiroc
press release.
“LHD’s have
been running
electrically
(cable powered)
for quite some
years. LKAB
is striving to
eliminate the
use of fossilbased fuels as soon as possible
and is, therefore, pushing
to start testing alternatives
to primarily diesel engines.
Since LKAB always prioritizes
‘safety first,’ it is imperative
that we take part in the development work around battery
machines to understand all
aspects of logistics, performance, and handling of
fire hazards.”
Kammerby continued,
“The alliance setup provides
early access to battery
machines and allows us to
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test several applications in a
controlled fashion providing
high confidence regarding
the design of future CO2-free
mining.”
SUM strives to make
mining cleaner
Partner companies in
the SUM project include

and tested to achieve these
goals in a real mining environment. This will better enable
them to create solutions that
meet the needs of the industry.
The test bed will be built in
LKAB’s underground mines
in Kiruna and Malmberget,
Sweden. A virtual test mine

The Minetruck MT42 Battery will provide zero-emissions operation in
underground mining applications.

LKAB, Epiroc, Combitech,
ABB and Sandvik. Their goal
is to create solutions which
enable underground mining
operations to be CO2 free,
digitized and autonomous.
This will help to improve
safety and operational
efficiency, as well as environmental impacts of underground mining.
The five companies will
create a test facility where new
technology can be developed

will also be used to aid development efforts.
Projects like this, which
bring together several
members of an industry,
help to ensure all necessary
development and use cases are
taken into consideration. They
also help to further advance
developments and bring them
to market faster. ●
www.oemoffhighway.com/ 2/21
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A diesel engine goes down. Work
stops. But not for long. For 60 years,
we’ve manufactured high quality
replacement parts for major US engines
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order response gets you up and
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1-800-321-4234.
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TRADE SHOW CALENDAR
2021 CONVENTION AND TRADE SHOW
Hilton Downtown - Miami, Florida
2022 Lake Buena Vista Hotel

BELKOMMUNTECH 2021
APRIL 07 - 09, 2021

DIESEL DIRT & TURF EXPO 2021
APRIL 09 - 11, 2021

2021

Minsk, Belarus
+375 017 226 91 93
www.minskexpo.com/English

Astana, Kazakhstan
+7 (7172) 64 23 23
http://futuroad.kz/en

AUTOSTRADA-MASZBUD 2021
MAY 11 - 13, 2021
Kielce, Poland
+48 41 365 12 22
www.targikielce.pl/en/events

KYRGYZCOMEX 2021
APRIL 20 - 22, 2021

Paris, France
+33 (0)1 76 77 11 11
paris.intermatconstruction.com

Bishkek, Kyrgyzstan
+996 (775) 000 005
http://comex.biexpo.kg/en

MAXPO 2021
SEPT. 02 - 04, 2021

HEAVY MACH 2021
JUNE 15 - 17, 2021
Kuala Lumpur, Malaysia
+603 9771 2688
www.super8asean.com/heavy-mach

Almaty, Kazakhstan
+7 3272 583434
www.kazcomak.kz
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Toronto, ON Canada
+1 (506) 658-0018
www.nhes.ca

INTERMAT 2021
APRIL 19 - 24, 2021

KAZCOMAK
SEPT 15-17, 2021

Orlando, Florida

NATIONAL HEAVY EQUIPMENT
SHOW 2021
APRIL 15-16, 2021

Sydney, Australia
+61 2 9421 0700
www.dieseldirtandturf.com.au

FUTUREROAD EXPO ASTANA 2021
APRIL 15 - 17, 2021

October 13-15

Hyvinkää, Finland
+358 40 450 3250
https://maxpo.messukeskus.com

PROJECT QATAR 2021
DATE TBD
Doha, Qatar
+49 40 710070-00
www.projectqatqr.com
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