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FEATURE STORY

While reaction is mixed among members of
Congress, industry experts concur that the 
plan represents a major expansion of federal 
investment for infrastructure across the 
board. But what does it all mean for individual
contractors? How do they get a piece of 
the pie? And how do they go about finding 
individual projects? 

States / cities prioritize projects
With the passage of the package, states and
cities are now evaluating how to best use the
money they will receive from the federal 
government. Funding for drinking-water and
wastewater infrastructure both received 
significant allocations and fiber projects will
also be available. Cognizant of the time it 
typically takes to implement and ultimately
complete such initiatives, lawmakers included
key provisions in the bill that should help 
expedite project funding more quickly.

Stimulus funds will be distributed in a variety of
ways depending on the type of project. For
example, Department of Transportation highway
and transit funds and water infrastructure aid
will be parceled out to state or local agencies
who will then issue construction contracts.
Timing will vary by project; however, the 
package sets a goal of committing at least 50
percent of funds allocated for infrastructure

Stimulus Bill Ignites Optimism
Good news for hard-hit construction industry

The $787-billion American Recovery and Reinvestment Act of 2009, passed by Congress
and signed into law by President Barack Obama on February 17, is welcome news for 
contractors as the bill includes approximately $130 billion for construction-related projects.
Infrastructure appears to be the big winner, with highway and bridge construction 
improvements also a big part of the construction-related allocation.

within 120 days of the bill’s signing. States 
or localities that get the money face use-it-
or-lose-it mandates that will result in unused
money being redistributed to other states 
if at least 50 percent of allotments are not 
contractually obligated within 90 days from
receipt of the funds.

Contractors rethink new business
approaches
With much of the focus of the bill aimed at
boosting wind, solar and other clean energy,
contractors with experience in serving those
markets will see the most immediate benefit.

Others may want to consider expanding their
breadth of services to include renewable types
of installation expertise.

“We have gotten a number of calls recently
from contractors who are interested in learning
more about opportunities with geothermal,”
says Ed Savage, trenchless segment manager
for Vermeer. “More and more of our customers
are turning to other types of opportunities like
geothermal that can pay more per foot and 
represent areas of increasing demand. These
also look to fall in line with the priorities out-
lined in the stimulus plan.”

“With the tough economic times facing the
industry, most [contractors] realize that in order
for them to sustain, they will most likely need 
to step out of their comfort zone and diversify,”
Savage says. “The stimulus plan certainly 
represents opportunities if contractors are 
willing to adjust to a new way of thinking and
explore offering additional types of services.”

Diversification is not only a wise operational
philosophy, it will also be critical to survival.
Similar to the rapid decline of the telecom
boom of the late 1990s and early 2000s, those
most likely to survive the current economic
challenges will be contractors who diversified.

“There is a fair amount of work that will open
up as a result of the recently passed stimulus
package with regards to water and sewer and
pipeline projects,” says Tony Briggs, director 
of underground sales for Vermeer. “A lot of 
projects have already been determined and
additional ones become available daily.
Contractors should be judicious in seeking out
opportunities and researching the protocol
involved with bidding. The process varies
according to project.”

A state-by-state listing of projects is available
by visiting http://www.stimuluswatch.org. The
site lists projects categorized by project type,
cost and location.

Vermeer is here to help
Our vast global network of dealers has 
individuals with expertise in a variety of 
market segments and installation applications.
During these challenging economic times,
call on them for assistance in exploring 
new opportunities and markets that may help
diversify your operation. ■
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How to Get the Most for Your HDD Rig
Wide resale value disparity among brands

Too often contractors will overlook the potential
value of the machine after its useful life in 
their operation is over. In addition, as more 
contractors utilize leasing as an acquisition
strategy, resale value becomes a more 
important component in the purchase decision.

“More of our customers are gravitating to a
lease when acquiring underground equipment,”
says Jon Heinen, underground business manager
with Vermeer. “The higher the residual value on
the drill you plan to purchase, the lower your
monthly payments. This can have a major
impact on a customer’s business.”

Based on this trend Vermeer has spent 
considerable time researching industry resale
values and the impact they can have on the
purchase decision. Cost of ownership is also
becoming a large part of the equation for 
customers, whether it’s a three-year lease or
you run it for 10 years.

Resale value is going to be more important for
a contractor who turns their equipment over
every three to five years compared to one who
may utilize the drill rig for 10 years. However,
resale value should still be a component of 
the purchase decision for the contractor 
holding their equipment longer, as that piece of 
equipment may be worth a certain percentage
more than a competitive unit and that 
translates into a better trade-in value.

What affects resale value?
Heinen says a number of factors can influence
the resale value of a drill.

“Manufacturing, quality control and dealer 
support have a significant influence on the
resale value of a drill rig,” says Heinen.
“A robust physical steel structure and 
undercarriage are the foundation of the drill
and have a significant impact on the structural
integrity of the machine long-term.”

Quality control is another factor that ties into
resale value. A number of manufacturers

employ an independent quality control team 
to inspect each machine making sure it meets 
minimum quality standards. A complete 
maintenance history also helps to positively
impact resale value.

Another driver is the condition of the rod.
Drill rods are a major investment and play an 
important role in the value of the drill. Rods 
that show excessive wear for their age may
have a negative impact on the value of the
directional drill.

Resale value varies by brand
Resale value can fluctuate quite a bit between
manufacturers.

“We reviewed 167 directional drill sales at 
auctions during a 12-month period and 
discovered that resale values on seven- to
eight-year-old rigs could be as much as 55
percent higher depending on the brand,” says
Jody Rindels, market assessment specialist
with Vermeer.

“The price of Vermeer drills averaged $28,196
compared to $12,575 for the nearest competitive
unit. We also noticed that resale values vary by
the size and location of the drill rig.”

Resale values for Vermeer drill rigs sold in the
Midwest were as much as 65 percent higher
while those sold in the south were nearly 
identical. The difference in resale values from
Vermeer to other competitors in the small-drill
category was 38 percent while medium-sized
drills varied by as much as 47 percent.

New game in town
So how do you get the most value for your
directional drill? There are more outlets today
where you can sell your equipment, but you
need to understand the pros and cons of each.

“Dealer trades are still the major outlet for used
directional drills,” says Heinen. “However, we
are seeing a definite trend towards auction
houses and online auctions.”

Auction houses, such as Ritchie Bros., typically
hold their auctions at a physical site where the
equipment is organized and prepped.
Prospective buyers are encouraged to test and
inspect the equipment prior to the auction date.

“The price of Vermeer
drills averaged $28,196 

compared to $12,575 for the
nearest competitive unit.”

There’s a lot to consider when purchasing or leasing a horizontal directional drill — features, durability, support, training and overall value.
But one area often overlooked is the potential resale value of the unit.

continued on page 9
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Just beneath the surface of the seemingly 
endless rolling plains that form the topography
of west central Oklahoma lie vast deposits of
gypsum. Formed hundreds of thousands of
years ago, the result of the gradual evaporation
of what was at that time a shallow sea, gypsum
is a naturally occurring hydrated salt composed
of calcium and sulfate — with uses beyond
one’s imagination.

Gypsum is typically mined in an open-pit 
quarry. The conventional gypsum mining
process usually involves a series of steps that
begins with drilling and blasting to fracture the
exposed gypsum. The fractured gypsum is then
transported to a processing plant where larger
units are reduced in size by a crusher, then
cleaned and sorted. The sorted rock is then
delivered for final processing based on the
intended end use. The overall process is costly
and labor-intensive.

As cities have grown and expanded near 
mining sites, regulatory agencies have enacted
blasting regulations. As a result, many mine
operators have been forced to re-evaluate the
conventional extraction processes in search of
alternatives. Kris Kinder, vice president of 
operations for Harrison Gypsum Company,
based in Norman, Okla., is among them.

“We have some deposits located near homes
and gas pipelines,” Kinder says, “and 
regulations restrict blasting within 500 feet

(152.4 m) of a pipeline. While these regulations
are well-intentioned, they also restrict the
recovery of reserves from a specific site.
It’s like having inventory of a raw material 
that you can’t utilize. We were in need of an
alternative method that would allow us to 
capture as much product as possible in a safe,
more efficient way.

Innovation to the rescue
Kinder first learned of the Vermeer T1255
Terrain Leveler Surface Excavation Machine
(SEM) years ago when he was contacted by a
Vermeer sales rep from a nearby dealership.
At the time, the majority of Harrison’s mining
locations had not yet been directly affected by
blasting restrictions. Yet always in search of
new technology that could help improve 

efficiency, Kinder agreed to meet.
A few years later the company acquired 
additional gypsum deposits located within 
proximity to underground gas pipelines and
several homes. Now facing firsthand the 
restrictions that would prohibit recovering 
significant amounts of gypsum from these
newly acquired sites using the conventional

extraction process, Kinder remembered the
Vermeer machine and made a call.

After watching the Terrain Leveler SEM perform
and seeing how it could capture the most 
material from the mine without having to blast,
Kinder was convinced. “Not only did it meet our
production rate standards, it allowed us to mine
in areas where we wouldn’t have been able to
use blasting.”

According to Kinder, the ability to control spoil
size is also a big issue. “Anything less than 
the desired size of material we are looking for 
is waste,” Kinder explains. “On average, we have
gained at least 15 percent more usable product
using the Terrain Leveler SEM than we did with
blasting. It has reduced the amount of waste.”

The 600 hp (447.4 kW), 220-ton (200 metric
ton) T1255 Terrain Leveler SEM also eliminates
the need for additional crushers, large loaders
and mining trucks. The machine has the 
capacity to cut a swath approximately 18 to 
24 inches (45.7 cm to 61 cm) in depth and 
12 feet (3.7 m) wide.

Payback
While the initial investment was significant,
Kinder acknowledges the Terrain Leveler SEM 
is quickly paying for itself. “The machine has
helped us recover more usable material,”
Kinder says. “And its ability to produce product
that is uniform in size is a great benefit.
While the overall cost of mining using the
Terrain Leveler SEM hasn’t declined significantly
given the capital investment, if you factor in 
the 15 percent gain of being able to recover
reserves that are now usable, it’s paying back
pretty quickly.”

“Selective mining techniques that provide 
flexibility in recovering gypsum from our
reserves with the ability to discard 
contaminants and substandard rock is crucial 
to the success of our business,” Kinder says.
“The Terrain Leveler SEM allows us to capture
reserves that with blasting we would not have
been able to recover.” ■

Oklahoma Gypsum Mine Realizes Benefits of
Precision Surface Mining Technology
Allows for recovery of more resources

“Not only did it meet our 
production-rate standards, it 
allowed us to mine in areas 

where we wouldn’t have been 
able to use blasting.”
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Our products are backed by a dealer 
network committed to providing complete,
dependable and productive market solutions.

• Customer product and operation training 
on the jobsite 

• Service centers that have the ability 
to perform routine maintenance work to
complete system rebuilds

• Extensive parts inventory to provide quick
turnaround  

• Competitive financing services and lease
options that help your bottom line

• Experienced solutions specialists focused 
on developing solutions and offering advice
on the right type and size of equipment for
your job

• Ability to source your underground and
environmental equipment needs from one
manufacturer

Committed to Customers Worldwide with
Better Solutions and Service




