


Welcome to our 
Winter FOCUS
FOCUS magazine, first published in 2003, 
was inspired by a team of Kawasaki dealer 
personnel, satisfied customers and an eager 
Kawasaki marketing team who wanted to 
bring compelling stories, tips and industry 
news to wheel loader users throughout 
North America. Fifteen years later, our 
goals remain the same, our focus renewed 
with the global vision of Hitachi. 

Hitachi Construction Machinery Loaders America Inc. 
(HCMA) is reshaping the loader market. Read about 
how after lengthy research and collaboration, KaMin 
Performance Minerals purchased the first Hitachi wheel 
loader in North America. Being first has paid off and they 
say the ZW 150-6 exceeds expectations. You’ll find these 
insights on page 3.

When Roxboro Excavation, a key player in construction 
and engineering work in Quebec and Ontario, decided to 
add wheel loaders to their fleet, they looked for equipment 
that could handle frigid temperatures, was versatile, 
comfortable, easy to operate and met new emissions 
standards. The story about their rigorous evaluation 
process begins on page 6. 

Join us in reading about this year’s 2018 Parts and Service 
Seminar held at Callaway Resort and Gardens in Pine 
Mountain, Georgia. The event marked the introduction of 
the new HCMA organization to dealer parts and service 
managers and announced new programs including the new 
ConSite Rescue Team program. Details about the event’s 
content are found on page 9. 

We have built a reputation of engineering and 
manufacturing excellence resulting in today’s Hitachi wheel 
loaders. We hope you enjoy this latest edition of Focus as 
we strive to deliver the relevant news and information you 
have come to expect.

2   FOCUS Magazine Sam Shelton, Editor  (770) 499-7000 • sshelton@hitachicm.usSam Shelton, Editor  (770) 499-7000 • sshelton@hitachicm.us



KaMin Performance 
Minerals LLC bought the 
first Hitachi wheel loader 
sold in North America 
after extensive research 
and collaboration, and 
now their hard work is 
paying off.
With more than 90 years’ 
experience, KaMin Performance 
Minerals in Wrens, Georgia 
understands the need for the right 
equipment to tackle the highly 
specialized kaolin mining and 
calcine production operation. After 
a long, involved research and 
acquisition process, KaMin chose 
the Hitachi ZW150-6.

Getting to that point began when 
the leadership at KaMin decided 
to thoroughly analyze their wheel 

loader choices. They decided 
that the research and evaluation 
process would go “beyond 
the seat,” says maintenance 
supervisor Freddy Davis.

Way beyond, says Kyle Downs, 
buyer for KaMin. “We formed 
a cross-functional group of 
maintenance, purchasing and 
operations personnel. Mechanics 
and operators provided their input 
to their supervisors who, in turn, 
sat in that cross-functional group.”

Ultimately, KaMin purchased the 
first Hitachi wheel loader sold in 
North America, a ZW150-6. With 
several hundred hours now on the 
machine, KaMin says the ZW150-
6 exceeds their expectations. 
That’s a huge relief to all involved 
because getting to this outcome 
wasn’t easy or quick. “They 
started the process in December 

2017 and took delivery of the 
loader the end of May 2018,” 
says Todd Bennett, sales and 
rental representative for Cowin 
Equipment Company Inc., the 
dealer serving KaMin. Here’s the 
story behind the lengthy process 
and why it was so successful.

Take time to do it right
The testing process was 
extremely time-intensive as the 
interdisciplinary team researched 
and tested various loaders. In 
fact, KaMin tested two loaders 
simultaneously, one in the size 
class of the ZW150 and a larger 
loader. KaMin invited its personnel 
and management team to 
participate, a logistical challenge 
for everyone involved. The timing 
was particularly tricky for the 
Hitachi team.

Foremost
First
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At the time, the KCM line of 
loaders was being retired and 
Hitachi Construction Machinery 
Loaders America Inc.(HCMA) was 
launching. It was a massive task 
to transition from KCM to Hitachi, 
and HCMA wanted to make sure 
everything was done correctly the 
first time.

“While KaMin considered a wheel 
loader in Cowin stock, they made 
the decision to wait for the Hitachi 
brand Tier 4 Final loader. Why? 
“We didn’t want our newest loader 
to start its service life with us one 
generation behind the current EPA 
emissions regulations,” Downs 
says. “We felt it was worth waiting 
to get exactly what we wanted.”

Decision drivers
As part of their commitment to 
“look beyond the seat,” KaMin 

sampled several loaders from 
several OEMs. KaMin had a 
favorable impression of Kawasaki 
and KCM loaders but they had no 
experience with the Hitachi brand 
nor with Cowin. 

KaMin involved a wide-range 
of personnel in the hands-
on evaluation and acquisition 
process. The cross-function group, 
including operators, tested the 
comfort and functionality of the 
cab. The team’s overall impression 
of the cab was one of roomy 
comfort, spaciousness and quiet, 
all qualities that factored into the 
decision process. 

Because KaMin’s kaolin clay 
application involves wet, slick 
terrain, getting enough traction 
for a loader to charge the pile 
is a common challenge. Every 
operator commented on the 
ability of the ZW150-6 to move 

aggressively without tire slippage. 
The Hitachi ZW150-6 is equipped 
with traction control plus a rimpull 
control system that balances 
rimpull with front digging force to 
optimize performance. The result 
is reliable performance regardless 
of application or environment.

Johnathan Newsome, production 
supervisor, says the 3.1-cubic yard 
standard bucket on the ZW150-
6 is well matched to KaMin’s 
processing facility. “Buckets on 
similarly sized loaders from other 
OEMs were in the 2.5- to 2.7-cubic 
yard range,” Newsome says, “and 
the Hitachi bucket provided a 
dramatic improvement in efficiency 
at our plant.”

Making the best better
It was clear the ZW150-6 was 
the right loader for KaMin’s 

KaMin Performance Minerals bought the first Hitachi wheel loader sold in North America. This 141-horsepower ZW150-6 is used in the company’s 
production of calcine from kaolin clay at their plant in Wrens, Georgia.
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application, but even the right machine 
needs a few refinements. The kaolin that 
is slick on the ground sticks to buckets, so 
KaMin lined the bucket.

KaMin added central lube to the ZW150-
6. KaMin runs central lubrication systems 
on all their equipment. “The numbers 
are undeniable; central lubrication saves 
money in the long run,” says Freddy Davis 
who, after nearly 42 years with KaMin, is 
qualified to make the assessment. 

Cowin added a rear-view camera. HCMA 
has gone to great lengths to improve rear 
visibility by changing the hood design 
and repositioning and aligning the muffler 
and air intake. The result is exceptional 
rear visibility but the camera provides 
additional convenience, confidence and 
above all, safety.

Was it all worth it? Do the ends justify the 
means? “Six months is a long time to work 
on acquiring a loader," says Downs, "but 
we'll use this loader extensively for years. 
If all that time and effort means we got 
the right machine for the job, then it was a 
good use of resources."   ■

Band of opportunity
Mining kaolin is restricted to a narrow band of the material stretching 
from South Carolina though Georgia and into Alabama. While there are 
pockets of kaolin elsewhere in the country, this is the only deposit with 
enough material to support production. Kaolin is a hydrated aluminum 
silicate crystalline mineral formed from weathered granite that once sat 
below the Earth’s surface. The band in which it’s found is known as the 
fall line and is where the sea met land some 70 million years ago. The 
source of the weathered granite is the Piedmont Plateau, an area that 
now forms the foothills of the Smoky Mountains.

At the KaMin operation, kaolin deposits can be covered by up to 100 
feet of overburden, which is stripped away so the kaolin can be loaded 
by excavators into trucks. The raw material is graded based on color; 
whiter kaolin has fewer impurities. At the Wrens location, the kaolin is 
trucked about six miles to the processing plant where it begins a multi-
step process to classify the product and remove impurities. Following 
this initial processing, the kaolin may undergo additional processing 
to calcine or surface treat the product. The finished product can be 
shipped as a slurry, dry bulk, or packaged product, via rail, tank trucks, 
containers or vans.

KaMin is the world leader in fine-particle, high brightness kaolin 
technology. Their kaolin clay is used world-wide by leading 
manufacturers of paper, paint, printing ink, rubber and plastics.  

Hitachi commissioned artist Gary Wright to paint “Hitachi 
– Coming to America.” To commemorate their purchase 
of the first Hitachi wheel loader sold in North America, 
KaMin was presented with a limited-edition lithograph of 
that painting. Shown left-to-right accepting the gift are 
Freddy Davis, Kyle Downs and Johnathan Newsome of 
KaMin and Todd Bennett of Cowin Equipment.

The kaolin is extracted from a mine about six miles from the KaMin processing 
facility. More than 100 feet of overburden, the brown material above the whitish-
gray kaolin, must be removed to make the product accessible. 

In addition to Wrens, KaMin operates mines and processing facilities in 
Sandersville and Macon, GA, its headquarters. Other operations include its CADAM 
subsidiary in Brazil, as well as a terminal and make-down plant in Antwerp, Be.
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2019
REPUTATIONS ARE BUILT ON IT
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H i g h - q u a l i t y 
m a c h i n e r y 
an important part of 
Roxboro Excavation’s 

growth strategy
By Lawrence Buser, editorial director, Heavy Equipment Guide
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is a key player in construction and 
civil engineering work in Quebec 
and Ontario. The company, 
established over 45 years ago, 
distinguishes itself in sectors as 
varied as excavation, earthmoving, 
infrastructure, deep foundations, 
formwork, paving, snow removal, 
sewer and water works and 
environmental projects. Roxboro 
has more than 600 employees 
during the high season and a fleet 
of more than 1,000 construction 
equipment machines.
“The construction industry has 
evolved a lot, but one thing 
remains the same: For quality 
work, expertise goes hand-in-hand 
with the equipment,” says Maxime 
Théorêt, vehicle fleet manager 
at Roxboro. “Our company is 
always on the lookout for the latest 
technological innovations to stand 
out from the competition.” 
Roxboro has over 100 wheel 
loaders in their extensive fleet, he 
adds, and has a lot of experience 
with them. When it came time 
to replace some of their wheel 
loaders, they established a 
rigorous selection process that 
reflected the commitment to quality 
that permeates the whole company. 

Key considerations 
The power to move lots of snow 
was a key consideration in 
Roxboro’s selection process. Their 
extensive fleet of wheel loaders 
helps keep Montreal moving in the 
winter through snow removal at 
the airport, on the highways and 
at major shopping centers across 
the region, all under very strict 
performance criteria from the City 
of Montreal and the Ministry of 
Transportation. The wheel loaders 

need to work at temperatures that 
can reach -22 degrees Fahrenheit 
or colder. 
They also had to be versatile, 
as they would be used at the 
company’s concrete plant, two 
asphalt plants, their recycling 
center for processing concrete and 
asphalt, and for projects ranging 
from sewer and water works to 
deep foundation work, road work 
and general construction.
Equally important was service and 
maintenance. Roxboro needed 
something that would meet new 
emission standards but also be 
easy to keep on the road.
Maxime Théorêt emphasizes that 
uptime reliability was a major 
consideration, along with the 
quality of components.

Roxboro – the company
To fully appreciate Roxboro’s 
rigorous process in selecting 
the new wheel loaders, it helps 
to understand more about the 
company.
“What really sets Roxboro 
apart from the competition is 
our customer approach. The 
complimentary of our services, 
our expertise and our rigor allow 
us to offer turnkey projects of any 
size,” says Théorêt. “But above all, 
we stand out because we respect 
budgets and deadlines. We rarely 
hear about big projects that respect 
these two parameters. It’s our top 
concern at Roxboro.”
For instance, in 2016 Roxboro 
was entrusted by the Quebec 
Ministry of Transportation with 
the completion of a major project 
to improve access to the Port of 
Montreal on Highway 25, one 
of the busiest roads in Quebec. 
Most of the project was completed 

three months ahead of schedule, 
and finalized 2.5 months before 
deadline, in full compliance with 
established budgets. The work, 
which included several road 
connections and interchanges, 
was aimed among other things 
at reducing trucking traffic on the 
local network by facilitating links 
between the highway and the port.
As a special feature of the 
contract, Roxboro had to cover 
a multitude of works by dealing 
with many stakeholders, including 
the Ministry of Transportation, the 
City of Montreal, the Metropolitan 
Transportation Network, a 
university located nearby and, 
of course, the residents. The 
quality of Roxboro’s planning 
and execution, as well as the 
close collaboration with the 
various participants, reduced the 
established 11-week turnaround 
time by 8 percent.

Wheel loader testing  
and selection
When it came time to select new 
machines, Roxboro tested models 
from four manufacturers at their 
asphalt and concrete plants. 
Among them was a new name but 
one with a long history: Hitachi 
wheel loaders, formerly KCM/
Kawasaki wheel loaders. Roxboro 
had bought a Kawasaki 65ZV in 
2004 and used it for seven years. 
It was time to compare the new 
Hitachi wheel loaders side by side 
with other stalwarts in the industry. 
To help guide the assessment 
process, Roxboro’s two full-time 
construction crew trainers created 
a checklist, including operating and 
technical points to review.
Daniel Plouffe, sales representative 
– Quebec Construction at Wajax 

Roxboro Excavation
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Laval, says, “We made a presentation where they 
were able to try three different models of Hitachi wheel 
loaders – ZW180, ZW220 and ZW250 – in a real-world 
environment.” Operators tested the machines with 
different buckets, forks and other attachments. “Their 
mechanics also had the opportunity to check under the 
hood to assess the serviceability of each model.” 

After all the tests were done, the company chose 
Hitachi wheel loaders. 

“We are always on the lookout for state-of-the-
art machinery to reflect Roxboro’s approach and 
reputation: precise, solid and reliable,” Théorêt says.

Wajax also met Roxboro’s requirements for product 
support, including a parts and service agreement, 
which included training of Roxboro technicians. Wajax 
has been a trusted partner of Roxboro for the past 30 
years, Théorêt notes. 

The first purchase was for six units: one ZW180-5, 
three ZW220-5 and two ZW250-5 models.

They soon added two more loaders, a ZW220-5 and 
a ZW80-5, and then an additional order of six units, 
one ZW180-5, two ZW220-5, two ZW250-5 and one 
ZW310-5.

In the end, Roxboro bought a total of 14 Hitachi wheel 
loaders, along with three Hitachi hydraulic excavators, 
over a period of two years.

Roxboro expanding across Canada
Recognized as a major player in Quebec, Roxboro 
aims to consolidate its leadership in its existing 
sectors, while also continuing to diversify and grow. 
The Canada-wide expansion is already underway, in 
part, through mergers and acquisitions.

For example, in 2017, Roxboro merged PRECO 
Foundations, its deep foundation division, with the 
MSE Group, including Icanda Corp., Forage MSE and 
MSE Drilling to create a new entity: PRECO-MSE. 

This transaction not only expanded Roxboro’s 
expertise in deep foundations but also increased its 
presence in Ontario, particularly in the Toronto area, 
where MSE Drilling operates.

“Roxboro is a company based on ambition – the 
ambition to always stand on solid ground, to always 
improve, and to achieve our projects within allotted 
deadlines and budgets. It is with quality machinery  
that these national goals will materialize,”  

Roxboro Excavation’s new Hitachi 
wheel loaders are used in a wide 

range of applications, including their 
concrete and asphalt plants.
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B
eginning in 2014, Hitachi Construction 
Machinery Loaders America Inc. (HCMA) 
initiated its inaugural Parts and Service 
Seminar, an opportunity for dealers 

and HCMA Parts and Service Support staff to 
get together for a weekend of presentations and 
networking. This year’s seminar was held at 
Callaway Resort and Gardens in Pine Mountain, 
Georgia, and introduced a variety of new topics, 
programs and discussion panels. 

The event marked the introduction of the new HCMA 
organization to dealer parts and service managers. 
The goal was to introduce new programs, processes 
and personnel to the group. “We had an aggressive 
agenda, introducing extended warranty programs, 
parts and pricing updates, and new policies and 
procedures. We took the time to dive into the details 
— the administrative part of the job they don’t get a 
lot of training on,” explains Mike Dixon, field services 
manager. Dixon has been with HCMA for 12 years 
and has 30 years of industry experience. He provided 
emphasis on the introduction of the new ConSite 
Rescue Team (CRT) program, presenting on the 

program himself and leading roundtable discussions 
to ensure participants understood the benefits to 
both dealers and customers. CRT focuses on using 
new, advanced technology to detect potential or 
existing failures, and provides service managers with 
recommended maintenance procedures, ensuring fast, 
accurate response times to guarantee quality customer 
service from dealers to their customers. “I call CRT the 
flagship of the ConSite Program on the service side,” 
Dixon says. “We’re using this program to promote the 
after sales support at the dealership. Our purpose is to 
predict and prevent machine failure.” 

The seminar was also an opportunity to highlight the 
benefits of the changes the company is experiencing 
since becoming a Hitachi company. HCMA is more 
technologically focused with greater ability to advance 
in the industry due to the use of telematics and Global 
e-Service. “I think it opened their eyes to the new 
opportunities the programs and service support Hitachi 
offers,” Dixon says. “We are taking it to the next level.” 
Also introduced was the new extended warranty plan, 
which includes a 2,000-hour maintenance kit, field 
information report, and G-claim, the new warranty 

HMCA hosts dealer  
parts and service managers
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claim system for Hitachi wheel loaders. Roundtable 
discussions and direct participation from the Hitachi 
executive management was very insightful. Gregg 
French, manager of service operations, has been with 
the company since 1991. French stated, “It made a 
good impression on our dealers experiencing the vice 
president presenting an overview of the current and 
future goals of the company.” Day two of the seminar 
involved a tour of the new HCMA headquarters, 
which recently opened in Newnan, Georgia, and the 
manufacturing facility. This was the first opportunity 
many dealers, parts and service personnel had to visit 
the facility. 

In addition to the service programs introduced, parts 
department managers and representatives met 
HCMA’s newest addition, Sales and Parts Support 
Manager Carmine Dionisio. Dionisio has been in 
product support and customer service management 
roles since the mid-1980s, and he brings with him a 
vision of success and growth in the industry. “I’d like to 
see sales, service and parts grow together. I’d like to 
focus on customer service; it’s always been part of who 
I am and we have a lot to offer,” Dionisio says. 

HCMA vendors Cummins, Polaris, JRB and Miller 
Heiman were all represented by presenters who 
spoke on a range of topics of interest to Hitachi 
parts and service departments. “Cummins made 
a presentation on the opportunities dealers had to 
become Cummins-certified dealers, which gives our 
dealers the ability to become a one stop shop for their 
customers,” French says.

Henry Neicamp with Polaris spoke extensively on 
the importance of oil samples, as well as the Polaris 
smartphone app and online accessibility. Karen Allinder 
with Miller Heiman Group spoke about the importance 
of customer interaction while on the job site and 
offered new methods that would allow dealers to be 
more efficient with the services they provide. French 
discussed the impact Allinder made on the group. “I 
think she enlightened a lot of people with the data she 
provided. Dealers saw first-hand the potential their 
service departments have using new techniques.”

Dealers were given the opportunity to participate in 
several networking and social events as well. “That’s 
one of the advantages of having events like we have 
at night, we get to review the day in a very social 
environment. The dealers really tell you what they 
think and you get to learn a lot from these people,” 

French says. “We had lots of fun with our dealers, and 
at the same time, they got to learn. We got to know 
them better, we got to build a relationship with them.” 
Dixon also emphasized the importance of the evening 
gatherings. “It was very busy, we had a lot of time 
through the day for meeting. But in the evenings, we 
had a lot of individual conversations with everyone. We 
were able to socialize and network with them.” 

The most important takeaway was the future growth 
and opportunity the seminar highlighted. The goal was 
to enhance an already strong dealer network, show 
support and opportunities, and provide the programs 
for dealers to build relationships with their customers. 
“The seminar was our way to take the next step to 
show our dealers the support we’re giving them,”  
Dixon says. 

The final day's question-and-answer session is one 
of French's favorite portions of the event. “You realize 
people are actually listening and they’re getting it. It’s a 
better understanding of what we’re trying to do. We’re 
trying to educate them. So when you get questions, 
you know that people are listening and you know that 
they’re participating.” 

French has heard from multiple dealers since the end 
of the seminar. “I’ve already been contacted by several 
of our dealers, asking questions and wanting to know 
more about our programs. It opened a communication 
portal with them.” Dionisio summed up the event 
by concluding, “The seminar is an essential tool for 
communication. It brings the entire network together, 
from dealers to warranty, to service, to sales, to 
product support. It connects everyone with one goal 
and that goal is supporting Hitachi Wheel Loaders.”  ■

HCMA Service and Support Managers led round table discussions to 
further expand on programs, ideas, and processes introduced throughout 
the conference.
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NEWS & UPDATES

In a move to improve work zone safety, 
Texas has become the first agency in the 
nation to help hundreds of its employees 
earn Safety Certification for Transpor-
tation Project Professionals, which is 
endorsed by the American National 
Standards Institute.

The credential shows Standards Institute 
(ANSI). It shows employers and peers 
that you can identify common hazards 
found on transportation project sites and 

correct them to prevent safety incidents 
that could result in deaths or injuries. 
Earning the professional certification 
also demonstrates command of interna-
tionally recognized core competencies 
for safety awareness and risk manage-
ment on transportation projects.

That’s according to the American Road 
& Transportation Builders Association’s 
Transportation Development Foundation, 
which has partnered with the Texas De-

partment of Transportation in the effort.

Through this partnership, TxDOT says 
it’s making a major commitment to-
ward improving safety in and around 
the state’s roadway construction work 
zones. The response comes as contrac-
tors and departments of transportation 
face the increasing problem of distracted 
drivers entering work zones. 

Forecasting the construction industry
During the company’s 2018 Outlook conference held in 
Washington, D.C. in October, Dodge Data & Analytics chief 
economist Bob Murray delivered his forecast for construction 
starts for 2019, saying that the industry can expect little 
change from the current year in 2019.

Murray says Dodge is forecasting $808 billion in total U.S. 
construction starts, up slightly from the $807 billion estimated 
for 2018.

The forecast expects a continuation of the construction  
industry‘s deceleration, which began in 2016 when growth 
in total starts dropped from the 11- to 14-percent gains seen 
from 2012 to 2015, to an increase of 7 percent. Starts grew  
7 percent in 2017, but growth is on pace to fall to 3 percent  
in 2018.

“Over the past three years, the expansion for the U.S. 
construction industry has shown deceleration in its rate of 
growth, a pattern that typically takes place as an expansion 
matures,” Murray says.

Positive indicators and future challenges

There are many positive indicators for the industry 
considering a relatively strong U.S. economy with GDP 
growth in 2018 expected to be 3 percent. In addition, bank 
lending standards have eased slightly and some restrictions, 

particularly those on midsize banks, found in the Dodd-
Frank legislation have been rolled back. Finally, the omnibus 
federal appropriations bill for fiscal 2018 that passed in March 
included support for public works.

Murray says the Tax Cut and Jobs Act of 2017 was mostly a 
mixed bag for construction. While it helped the economy and 
aided the growth of commercial building, Murray says the 
bill has the potential to hamper housing growth, particularly 
single-family housing. “Once people start doing their tax 
returns there might be quite a shock in terms of deductions of 
what you used to have that you don’t have anymore,” he says.

The biggest challenges the industry faces, Murray says, are 
rising interest rates, rising materials prices, tariff increases 
introduced by the Trump administration, and the ongoing 
shortage of skilled laborers.

In national first,  
TxDOT helps employees 
become certified in 
work zone safety.

(Source: Texas Department of Transportation 
and Equipment World magazine)

(Source: EquipmentWorld.com)



YOU DRIVE 
TO WORK 
ON A ROAD 
YOU BUILT.
We’re in the word-keeping 
business. For us, every move 
counts. Our machines are taking 
production to a whole new level. 
Because we know that what’s 
important to you isn’t just a job. 
It’s upholding the standard by 
which you measure every job.

•  13 Models
• 30 HP – 531 HP

A FULL LINE OF 
WHEEL LOADERS

REPUTATIONS ARE BUILT ON IT

Hitachi Construction Machinery 
Loaders America Inc. | HitachiCM.us

Hitachi Construction Machinery Loaders America Inc.
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