
ohrer’s Quarry, Inc. has been a good neigh-
bor and a respected business for as long as 
anybody around Lititz, Pa. can remember. 

So when this family-owned company was ready to 
expand its commitment to the ready-mix concrete 
business, nobody was surprised at the lengths to 
which they went to do it right.

The result—on the outside a simple-looking 
rectangular building that rises from the old quarry 
floor—is a technological leap into the 21st century,  
a brand-new, gravity-fed CON-E-CO SLP-GS-HRM 
central mix concrete batch plant.

Purchased by Rohrer’s Quarry, Inc. from Mid 
Atlantic Concrete Equipment, the plant has at its heart 

the very first CON-E-CO HRM-12 horizontal revers-
ing mixer to go into service. The multi-million dollar 
project includes a spacious, modern batch room that 
resembles the bridge of the Starship Enterprise, and 
new driver locker rooms, kitchen, and offices. Eleven 
Bosch video cameras zap digital images to two large 
flat panel monitors (and another smaller monitor) 
arrayed before the dispatcher and batch operator.

The project was years in planning, with the major 
plant components being erected in January by R&C 
Heavy Mechanical, Reading, Pa., and the surround-
ing building assembled over the spring and summer 
by Lancaster, Pa.- based Horst Construction, which 
also acted as project manager.      continued on page 3
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By Ken Stadden
By Christopher M. Hopkins

Being a good corporate 
neighbor takes a lot of time 
and effort—but the rewards 
are significant. 

Rohrer’s Quarry, Inc. exper-
ienced the benefits first-hand 
when it recently won permits 
for a new concrete plant in 
Lititz, Pennsylvania. 

Rohrer’s has a long history 
of community involvement, 
from community open houses 
(last year’s attracted more 
than 3,000 visitors) to school 
tours and participation in the 
“Pennsylvania Rock Hound 
Kit” program sponsored by 
Pennsylvania Geologic Survey. 

Rohrer’s realizes that in the 
age when NIMBYism (Not In 
My Backyard) is the prevailing 
attitude, building relationships 
with your community is essen-
tial to a peaceful existence and 
any future plans for expan-
sion. 

My company, The Saint 
Consulting Group, navigates 
clients through the political 
landmines that often threaten 
to derail permitting of an 
aggregate mine or similar 
facility. And once we do, we 
strongly advise our clients to 
put aside any animosity and 
embrace the citizens who 
opposed the project and the 
community at large. Gloating 
over your vanquished enemies 
might deliver a welcome jolt of 
immediate gratification once 
you get your permits, but it 

continued on page 13

YOU CAN PAY 
FOR IT NOW
OR PAY FOR

  IT LATER.

Rohrer’s Quarry’s new CON-E-CO SLP-GS-HRM central mix plant was built directly in front of a working dry batch plant.
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This issue of Concrete Answers 
is dedicated to bringing you the 
most complete of several reports 
to date on Rohrer’s Quarry’s spec-
tacular new central mix plant. 

We’re aware of three other 
publications that have already 
published excellent articles about 
Rohrer’s—Concrete Products, 
North American Quarry News, 
and the Lancaster Sunday News—
so we knew we had to do our 
homework to bring you more than 
has already been written. I hope 
we have succeeded. 

Our tireless editor did over a 
dozen interviews, and our tire-
less publisher did a few himself, 
plus a dozen other things—like 
hiring Craig Peck of Flyingmedia.
net to take aerial photos with a 
tiny helicopter, and professional 
photographers Mark and Tom 
Usciak of Greenfield Photographic 
Services for ground duty. We were 
awash in thousands of photos 
taken over the past eleven months; 
winnowing those down was itself 
a monumental task. Then there 
was writing accurate captions for 
the photos, another big job. Our 
marketing and graphics subsidiary, 
ACME, did a bang-up job on lay-
out. And our army of proofreaders 
chased out most of the bugs (we 
hope).

Rohrer’s Quarry was the sec-
ond customer of ours, by the way, 
who made the cover of Concrete 
Products. The first was Berks 
Products.

What I enjoyed most about all 
this was being able to pull all the 
partners together in such a large-
scale project, culminating in the 
open house. The marketing aspect 

of it has been a hoot, too. You 
don’t just plop down the iron 
and bid the customer adieu. You 
help them tell their customers 
about it, and the grand opening 
is just a part of that. It’s why 
our in-house agency, ACME, is 
going to have its hands full with 
more than just our own work. 
For more about that, see Owen 
Blevins’ column, Marketing Mix, 
on page 6.

Being the dealer who was able 
to install the first HRM-12 was 
also very gratifying. I’m proud to 
have had a role in getting CON-
E-CO to step up and design the 
best horizontal reversing mixer 
on the market. I had plenty of 
motivation: two of my biggest 
customers had chosen brand-X 
horizontal mixers to go with their 
CON-E-CO central mix plants, 
and I could see that HRMs were 
coming on strong in the eastern 
U.S. Asking CON-E-CO to apply 
their engineering resources to 
building a better HRM was a 
no-brainer.

We’ve tried to make every 
part of this issue touch on the 
Rohrer’s Quarry theme. Guest 
columnist Chris Hopkins, from 
Saint Consulting, talks about 
how the company has built rela-
tionships with the surrounding 
community, and what it meant 
when it came time to expand.

Our new parts guy, Frank 
Watson, has his own column 
called Frank About Parts on page 
11. You can also read about him 
in this issue’s About Us article on 
page 17. Frank is smart, funny, 
and everything else you want 
a parts guy to be: dependable, 

knowledgeable, and concerned 
about putting customers first. 
We’re really glad to have him 
on board.

Rohrer’s is special to us 
because we’ve known them 
for years. Chet Crouse had 
begun talking to me about a 
new plant in 2005 before his 
untimely death, and our own 
Joe DeFrank sold trucks to 
Chet Crouse back when Joe 
was still with McNeilus. You 
can read more about Chet 
on page 5—see A Concrete 
Champion.

There is literally too much 
good material in this expanded 
issue (now 24 pages, up from 
16) for me to preview here.  
I just want to wrap up by 
mentioning the fundamental 
reasons why people pay more 
for central mix plants, and 
do it year after year. It’s the 
high quality of the concrete 
that brings added value to the 
customer. (If you want to hear 
that from the horse’s mouth, 
flip to page 13 and read The 
Contractor Factor about Bob 
Siple’s experience.)

The second reason for going 
central mix is closely related 
to the first: quantity. When 
you’ve brought the added 
value to the customer that 
central mix brings, market 
share expands. Then you can 
handle the quantity! 

Jay Robinson
jrobinson@maconcrete.com
888-378-6210

JAYTALKING

About this special issue
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is targeted at business principals, maintenance 
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President and CEO Wilbur Rohrer surveys 
progress from the ramp.



continued from page 1

The Vision is Born 
About five years ago, the Rohrer family began discussing the need for a 
central mix plant to meet customer demand for specialized mixes and all-
season consistency. Chet Crouse, a member of the family and the well-
liked head of the concrete division, had begun to champion the cause of 
investing in a new plant. Chet was well into the information-gathering 
process as he built support for his dream within the company, but the 
dream faltered when Chet was tragically killed in 2005 (see sidebar).

Talented in business,  operations and human relations, Chet was 
not easy to replace. “When Chet died unexpectedly it was a real shock, 
personally and to the business,” says President and CEO Wilbur Rohrer. 
“We had to reassure the mixer drivers immediately that Rohrer’s is going 
to stay in the concrete business and we’re going to work our way through 
this. And we had to give them some idea how we were going to do that.”

It was decided that Wilbur’s son Travis Rohrer, 31, would step in, 

supported by his father, his brother-in-law Vernon Martin and his 
brother Tim, who heads up the quarry. “When we all got together and 
said we’d keep going, I kind of hooked arms with Travis and we started 
gathering information together”, says Vernon.  Three years and one day 
after Chet’s death, the Rohrers held the grand opening for their new 
plant [see Marketing Mix, page 6].

Up Against the Wall 
Moving forward with both the concrete business and the plan to buy a 
new plant, the Rohrers made a bold decision. With the old plant sitting 
hard up against the quarry wall, there was no place for the new plant 
but directly in front of the old one. Not only would they keep the old 
plant producing concrete while building the new plant around it, Travis 
planned to use—if possible—all Rohrer’s concrete in building the 
new plant.                                                            continued on page 5

A DreAm reAlizeD...   
Rohrer’s main quarry is visible at top left, behind the new plant. At center is the main building which includes the maintenance shop.

Aerial photography by Flying Media

A clean, green locker room awaits Rohrer’s drivers. Rohrer’s well-lit maintenance shop accommodates vehicles and equipment of all sizes.
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Clockwise from upper left: A view of the old plant from an early excavation for the aggregate 
bunker;  bunker under construction; finished bunker; plant modules lined up in the morning sun; 
business end of CON-E-CO dual-drive conveyor, still on the flatbed.



A concrete 
champion.

Chet Crouse:
400 words 

plus picture

A DreAm reAlizeD   
continued from page 3 

“It was stressful at times,” says Travis, “and we spent a lot of time 
figuring things out. Excavating, drilling, pulling people out for half an 
hour so you could shoot this, and excavating stuff on Saturdays… but 
the biggest issue was how we were going to pour this solid, huge footer 
with our own concrete.”

Since the massive footer was directly in front of the plant, it had to 
be done in two pours. The main pour was for everything but the drive-
way to the old plant, about 120 yards. “We started around noon batch-
ing trucks, and we put retarder in them. The first one that was batched, I 
think it sat two and a half, pushing three hours,” says Travis. 

As a backup plan, Travis had secured agreement from another con-
crete producer to sell Rohrer’s concrete if needed. That turned out not 
to be necessary. “It worked,” he says, “but a lot of people [had] sat 
around the table and thought it through—people from Horst, and Jay 
[Robinson] and Owen [Blevins]… it got done and it was a good 
experience.”

Another challenge was navigating around all the structural steel for 
the building. “They just kept bringing trailerload after trailerload of 
steel… I remember putting up orange cones everywhere to keep people 
from running over steel and tripping… and it gradually disappeared.”

“The biggest thing was, I don’t think we had any wrecked trucks, any 
fender-benders, any people injured... and there were a lot of people 
walking around,” he says. 

A Thoroughly Modern Plant 
When startup occurred in early July, Rohrer’s Quarry was the first com-
pany to have an HRM-12 mixer in regular operation. The all-gravity
plant has three 200-ton cement silos and 340 tons of aggregate capac-
ity divided into six equal compartments. It is fed by a 430-foot vertical 
curve conveyor from six 12’ x 15’ receiving hoppers set into a below-
grade concrete bunker. At the top of the long conveyor, aggregate 
makes a 110-degree turn onto a shorter conveyor, which dumps into a 
turnhead over the aggregate bin.

Batch control is handled by a Command Alkon COMMANDbatch 
panel and software interface. An ATECH Bin-Mate control system uses 
a PLC to keep the converors humming and the bins full. An Eagle 
Pneumatic ticket delivery system links the truck loading bay to the 
batch room, and two 15,000 gallon Infern-O-Therm tanks fed by clean-
burn waste oil heaters made by Clean Burn Systems, Leola, Pa., supply 

continued on page 9

A Concrete Champion 
They still have his picture on their office walls or in their wallets.

“A driver took a photograph of Chet three weeks before the accident,” 
says Karen Crouse. “That photo captured his whole essence. It was the 
last photo of him alive…everybody—Tim, Trav, Vernon, Tom, some 
of the managers—has that picture. If Chet were to come back today, I 
think the thing he’d be most amazed about is that.”

Chet Crouse grew up in rural Myerstown, Pa., and to hear Karen 
Crouse (then Karen Rohrer) tell it, their first meeting was not love at 
first sight. He was a farm boy and she was an elementary education 
major at Messiah College—“What did I want with him?” she asks 
wryly. “Then on summer break, I decided what the heck.”

Karen’s opinion of Chet soon warmed. After they were engaged, 
they waited until after she graduated in June of 1983 to get married. 
Chet started working at the quarry in April of 1984 as a mixer driver, 
and spent the next decade learning the concrete business while Karen 
stayed home to raise their two children. With maturity, his leadership 
ability and talent for business asserted themselves and he rose to be 
supervisor of the concrete division and one of the third-generation own-

ers of the business.
“He led by example,” says Karen. “If they 

had an unpleasant job to do, he’d be there with 
them...the guys really respected him for that... 
and he really promoted that kind of family 
atmosphere.”

Convinced that a new concrete plant was 
necessary, Chet traveled to New York City 
with Karen’s uncle, Wilbur Rohrer, to see what 
these newfangled horizontal reversing mixers 
were all about. The decision to go with an 
HRM had not yet been made (CON-E-CO’s 
later entry into the market was a factor) when 
one clear day in September of 2005, Chet—

who had a pacemaker and a family history of heart problems—was 
mortally injured after the motorcycle he and Karen were riding veered 
off a straight road and crashed in a field. 

“Chet was the kind of guy, you didn’t have to watch or push; he was 
a self-starter,” says Wilbur Rohrer, whose pride in holding the grand 
opening of a new plant was made more poignant by the timing; the day 
before was the three-year anniversary of Chet’s passing. “Chet was the 
champion of the concrete.”  n
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Chet Crouse

Crane plucks conveyor drive from lowboy.  HRM-12 is lowered onto piers on a chilly day in January.



     

and potential economic benefit to the community, you’ll reap rewards 
long after grand opening day. When you need to expand several years 
down the line, good ties to the community and its leaders can make 
the difference between getting the OK and getting the cold shoulder.

Third, a grand opening will help cast the entire concrete industry in 
a positive light. This is an industry from which we all make our liveli-
hoods. With environmental concerns ever increasing, and concrete 
producers portrayed in a bad light generally by default, it’s in all our 
best interests to do whatever we can to change public perception of us 
from bad guys to good guys. 

What’s involved
1. Start planning at least two months out. 

2. Send out invitation postcards. Generally the list will include:
• Current (and past) customers, and prospects within a reasonable
   radius of your plant
• Local and state legislators
• Land use or planning commission members
• Concrete association representatives
• Regulatory agency officials
• Local news media (it can’t hurt to invite national trade magazine
   editors, too)

3. Get ready for the day:
• Order several five-foot helium balloons to fly over your plant 
    to create excitement.
• Get giant scissors and ribbon for a ribbon-cutting ceremony
• Recruit people to help with parking and directing visitors.
• Plan to be closed; you’ll want your drivers to be present, since
   many have good relationships with your customers.
• Put together a photo slide show showing construction progress.

4. The day of the grand opening:
• Conduct plant tours.
• Have your slide show running on projectors or large-screen 
   monitors.
• Have staff wear “Ask Me” buttons, and be ready to answer 
   questions.
• Provide simple food like hot dogs, hamburgers and soda.
• Hold a ribbon-cutting ceremony.
• Give attendees a goody bag emblazoned with your logo to 
    take home.  
• Make sure someone is taking photos of the event.

5. After the grand opening
• Write and send a press release with a photo of the ribbon cutting to
   local newspapers, concrete associations and trade magazines. 
• As part of our value-added services we provide all of the above for
   all of our customers who purchase a plant from us at no additional
   charge. It’s what we do to ensure that our customers have not only
   the best plant in the industry, but the best service and support in
   the industry as well. We don’t just build your plant, toss you the 
   keys and leave. Our success depends on your success, so we go the
   extra mile to create the best possible environment for you to thrive.

You can do it
Holding a grand opening is a great idea, but you may be concerned 

about all the work that’s involved. 
Just ask anyone at Rohrer’s Quarry if it was worth it. They were 

skeptical at first, but committed to it and joined with us to make it 
happen. On grand opening day they answered questions, gave plant 
tours, and generally came off as the thoroughly consummate profes-
sionals they are. In doing so, they built a foundation for future 
business. 

      

Owen Blevins is our vice president, 
resident technology geek and 
all-around business guru. Most 
of the time, he uses this space to 
discuss marketing, but on occasion 
he digresses into management and 
other business topics.

If You Build It, Make 
Sure They Come

In the movie Field of Dreams, Kevin Costner taught us that if you 
build a baseball diamond next to a corn field in Dyersville, Iowa, 
long-dead baseball players will show up and make your dreams 
come true. As an added bonus, you get to pal around with James 
Earl Jones.

unfortunately, the same thing doesn’t happen in real life. If you 
build a concrete plant and sit back waiting for something special to 
happen—such as getting more business from existing customers and 
projects from new ones—you’ll be sitting around for a lot of extra 
innings pondering what went wrong. 

The reason for that is simple. Nobody knew you had a new plant, 
an improved product, higher capacity, and better service. Nobody 
knew anything because you didn’t tell them. You didn’t hold a grand 
opening.

Tell people 
Planning, designing and building a new batch plant is a big 

undertaking. The time from initial plans to finished plant can be a 
year or two. The investment is high, and so are hopes for improved 
profitability. Everyone is banking on the new plant to make a major 
impact. But will it? 

With so much riding on a project’s success, one would think that 
a properly planned and executed grand opening would be standard 
operating procedure. But from my experience, it’s a rare occurrence.

That’s just nuts. Every batch plant that you open should be 
launched with a grand opening event. Prepare well and hundreds 
of people will be in attendance, people who will affect the success 
of your new plant in both the short and long run. Who am I talking 
about? Current and potential customers, community leaders, local 
and state legislators, planning commission members, concrete asso-
ciation representatives, regulatory agency staff, and news media.

 Enthusiastic customers have power
How are all these people going to help your concrete plant? First, 

current customers and potential customers will get revved up about 
your operation’s improved capacity. After seeing, hearing, and touch-
ing your new plant, they’re feeling positive and ready to place orders. 
When you satisfy those customers, they’ll spread the word.

Second, your grand opening will cast your plant in the best pos-
sible light with local residents, politicians, and regulatory authori-
ties. When they see your environmental responsibility, open attitude, 

MARKETING 
MIX  
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If you want to know more about how to plan and run a grand opening, 
please contact me. Coordinating and participating in grand openings is one 
of Mid Atlantic’s value-added services. I’ll be right behind home plate with 
James Earl Jones, waiting for your call. n

(Editor’s Note: You may be wondering why we have a column devoted to marketing. 
After all, we’re an equipment dealer, not marketing experts, right? Well, the truth is 
we have talents in both areas. Recently we officially launched our in-house marketing 
service, ACME Advertising. ACME created the  postcard invitations for Rohrer’s grand 
opening and a follow-up advertisement featuring Rohrer’s plant (you may have seen it 
in The Concrete Producer and Concrete Products magazines. Now the same marketing 
expertise that has worked for us is available to you. ACME stands ready to create effec-
tive new marketing materials that can make your business grow. If you want to talk to 
marketing professionals who know the concrete industry, call 888-572-8090 or email 
info@acmeexcellence.com.)
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A  An area normally filled with concrete
   mixer trucks hosts a different kind 
   of mixer.
B  Owen Blevins talking to Pa. Congress-
   man Gordon Denlinger, Pa. Senator 
   Mike Brubaker, and Bob Aichele with 
   Keystone Cement.
C Goodie bags for attendees.
D Visitors head downstairs from the
    batch room to the food tent.
E Owen Blevins (r) explains video 
   to visitors.
F Jay Robinson comments on 
    construction photos.
G Travis Rohrer cuts the ribbon as family, 
   co-workers and VIPs applaud.
H Epicurial talents of the Mid Atlantic 
   Concrete Equipment crew were 
   on display.
I  (also J and K) Young Phillip Adams
    pilots the camera copter for 
   flyingmedia.net.
L  Cake for customers featured plant photo.
M ACME Art Director Jeff Stadden finds
    the ultimate angle as photographer 
    Tom Usciak looks on.

Aerial photography by Flying Media Ground-based photos by Greenfield Photographic Services
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Flexidome IP 
Cameras with Video 
Wall Software
Manufacturer:  Bosch 
Product Description:  Fully digital video camera system for security 
and observation.  
Why It’s Cool:  Put digital video on your network and display it flexibly 
on single or multiple monitors.  
Unique Benefits:  Bosch’s Video Wall software lets you customize the 
display from ten or 
more FlexiDome 
cameras on one or 
several monitors, 
using drag-and-drop. 
Three year warranty 
on all hardware and 
software; three year 
warranty on labor 
when installed by 
Mid Atlantic Concrete 
Equipment, Inc. 
More info:  www.
maconcrete.com or 
call 888-378-6223

Waste-Oil Heating Kit
Manufacturer:  Infern-O-Therm
Product Description: Heating unit for 
new or existing water tanks that can burn used oil.
Why It’s Cool:  used oil burners are a no-brainer 
for anyone with a maintenance shop. 
Unique Benefits:  Even 
if you don’t have an on-
site source of used oil, 
it’s cheaper than new oil. 
Infern-O-Therm’s system 
can burn up to 50-weight 
oil, as well as #2 and #4 
fuel oil. Simple in design, 
the burner is designed for 
ease of cleaning the flue 
ash deposited in the heat 
exchanger. Maximum hour-
ly BTu rating is 500,000, 
which raises the tempera-
ture of 500 gallons of water 100 degrees in an hour.
More info:  www.maconcrete.com or call 888-378-6223

HRM-12 Horizontal 
Reversing Mixer
Manufacturer:  CON-E-CO 
Product Description:   Central mixer for concrete batch plants. 
Why It’s Cool:  Quieter and cleaner than a tilt mixer, this 12-yard bar-
rel does its job without rearing up like a ’64 Impala at a hop competition.
Unique Benefits:  No hydraulics, no gears, just concrete mixing as 
the barrel turns quietly on rubber tires. With large, 23-inch drive tires, 
problems with heat and 
slippage are eliminated.  
The barrel is ¾ inch steel 
from end to end, and there 
is no central spider bracing 
inside to collect material. 
The one-inch urethane inlet 
seal doesn’t take a set and 
may be left in place for 
the duration of its service 
life. Harder to abuse and 
cleaner-running than con-
ventional mixers, the HRM-
12 is the newest and most 
refined of the horizontal reversing mixers on the market. 
More info:  www.maconcrete.com or call 888-378-6223

 

Bin-Mate Control
Manufacturer:  ATECH 
Product Description:  Automated material control system 
Why It’s Cool:  There’s no better way to automatically keep plant levels 
full while eliminating operator 
intervention.      
Unique Benefits: Standard 
features include six-bin, six-
bunker configuration, controls for 
two conveyors, turnhead control, 
Allen Bradley PLC with operator 
interface, NEMA 12 enclosure, 
bunker vibrator control, and 
more. Adapts to any plant, easily 
expandable, and can be built to 
your specifications at production 
prices. One year warranty on all 
workmanship by ATECH and 
manufacturers’ warranties on all 
hardware.
More info:  www.maconcrete.
com or call 888-378-6223

PROdUCT SPOTLIghT

Infern-O-Therm
ATECH
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With a high degree of pride in keeping their fleet of 20 mixers clean, 
Rohrer’s drivers love the new plant. “It used to be ten, twelve, fifteen 
minute washdown after every load; now it’s less than five,” says Travis. 
“They back out, they climb up, they wash the hopper down, and they’re 
outta here. It’s gone. You don’t get that cement dust plastered on your 
windshield, so you don’t have to acid your truck like crazy to keep the 
windshield clear.  And Oshkosh is telling us we should get three to four 
more years out of a drum—less abrasion.”

The Rohrer Way 
While investing heavily in technology, the Rohrers also seem to recog-
nize the importance of treating employees fairly. A year-end profit-shar-
ing bonus described as “substantial” goes to every employee and to the 
owners, if a certain threshold is reached. “It’s not just one department, 
but corporate-wide,” says Travis. “We all win or none of us win.” 

A safety committee is comprised of the safety director and volunteer 
employees, and there are cash incentives for drivers to encourage long 
stretches of accident-free driving. When a visitor asks Travis Rohrer to 
talk about the business, he enthusiastically turns the conversation to 
the drivers and other employees. “We’re not big business, we’re family. 
And we treat people that way. The CEO and president is just as visible 
as every other employee in the company. He’s not in a big office; he’s 
down with the men. They enjoy talking to him, enjoy when he’s down 
there.”

“Not every decision is made on the absolute bottom line. When we 
hire people, we say, we will do our best to get you 40 hours every week, 
because you have families, you have bills,” says Travis. “In the middle 
of winter, if you want to come in, I can’t tell you what you’ll be doing,

continued on page 10

A DreAm reAlizeD   
continued from page 5 

process water year round. 
The all steel building, which Horst Construction designed and built, 

provides essential protection from the elements while shielding the sur-
rounding area from dust and noise. 

Everybody Loves Central Mix 
Contractors in Lancaster and Lebanon Counties have noticed a big dif-
ference in the concrete coming out of Rohrer’s Quarry since the new 
plant opened [see Bob Siple sidebar]. That’s not to say that quality was 
previously an issue; a business doesn’t grow like Rohrer’s has without it, 
especially where commercial projects are concerned. “Our quality control 
department has done an excellent job of mix design...many times we have 
exceeded the required PSI, and that has helped us get other jobs,” says 
Galen Weaver, concrete salesman for Rohrer’s. “The other thing we’ve 
done well with these larger projects is service. Contractors don’t want to 
wait when it means their people are standing idle.”

Galen rattled off a number of local projects that reflect the healthy, 
bustling growth with which long-time residents of Lancaster County are all 
too familiar: a warehouse job in Greenfield Corporate Center, which led to 
a contract for a new Lowe’s Home Improvement store; Manheim Township 
High School expansion; the new Warwick Middle School; Brethren Village 
Retirement Community expansion.

But there is always room for improvement, and Galen has recently been 
hearing customers say the mix is more consistent day after day, load after 
load. “We’re also anticipating that on very large projects, we’ll be able to 
service those customers faster,” he says.

A central mixer does great things for another constituency—drivers. 

(Below) CON-E-CO 430-foot vertical curve conveyor soars from the bunker. (Right) Travis Rohrer talks with Project Manager 
Bill Bendokas of Horst Construction.
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but you’ll get 40 hours.”

The positive vibe came back on the day before the grand opening, 

when Travis wanted all production work to be done by noon so they 

could clean up. “It went until after 2:00, and I was flippin’,” he says. 

“From three ‘til five, I think almost every driver was down there doing 

something, and I was totally amazed. Those guys jumped in, and that 

tells me that they take pride in this plant, in the trucks they drive, the 

equipment they have, and the reputation we have in the industry. We’ve 

hired some really great people, we have a great crew right now, and it’s 

been rewarding to just sit back and listen and watch.”

The Road Ahead 
Ask Wilbur Rohrer or Vernon Martin about roller compacted concrete 

and their eyes light up. “With asphalt prices up we’re actually very com-

petitive, first-cost wise,” says Wilbur. “The biggest problem is finding 

contractors who can do it, because nobody’s laying it right here in this 

area. I think it’s only a matter of time until it happens here, and we’re 

going to make that happen.”

The two recently escorted some asphalt contractors out of the area 

to see the mix being laid by asphalt equipment. “The contractor says 

he wants to pave whether it’s black material or white material,” says 

Vernon. “They want to go out there and get work. If they can’t get it with 

asphalt, they’ll get it with concrete.”

A major reason Rohrer’s built the new plant is to increase production 

capacity. “ We don’t need that at the moment,” Wilbur says, “but we 

hope that in the next 20 years we’re going to need it. With the old plant 

we were basically maxed out.” 

Other Horizons
Travis’s brother Tim Rohrer is treasurer of the corporation and an 

owner, and also has responsibility for running the quarrying operation 

across Lititz Road from the new plant. An additional business under 

Tim’s supervision is CMR Drilling, which drills holes for blasting within 

about a 100-mile radius of Lititz.

Although not directly involved in the concrete plant project, Tim says 

he was pleased. “They kept the concrete trucks moving great and didn’t 

have to shut down. The project was well thought out, and there were 

minimal issues.” Material from Tim’s quarry passes underneath Erb’s 

Quarry Road to the crushing plant, some of the output of which goes to 

concrete production. 
In addition to the quarrying, drilling, crushing and concrete opera-

tions, Rohrer’s operates a safety training business called Complete 

Safety Solutions. Charged with increasing this business is Rohrer’s 

controller, Tom Kifolo. “Generally our customers are contractors who 

work in quarries who are required to have MSHA (Mine Safety and 

Health Administration) training,” he says.

 Tom is also in charge of administration, environmental and safety 

compliance, human resources and public relations for all the Rohrer’s 

Quarry businesses. Finally, he has some follow-up work to do for the 

new plant, “getting a final number and making sure it all gets depreci-

ated properly.” Considering his was one of the first jobs on the plant 

project—arranging financing (see sidebar)—perhaps it is fitting that he 

be the one to wrap it all up. n
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Top to bottom
(Top) Travis and Wilbur Rohrer survey the project at dusk.
(Center) Open end of the HRM-12 reveals AR-lined discharge blades.
(Bottom) CPI award-winning bunker system is ready for action.

Photo by Greenfield Photographic Services



      

    FRANK 
    ABOUT PARTS 

Frank Watson, our parts manager, 
knows a thing or two about parts and 
is not shy about sharing what he’s 
learned. He is tenacious about get-
ting to the bottom of problems, and 
is always thinking about how to do 
things more efficiently. Here’s what’s 
on his mind this issue:

A Part’s Absence Makes 
the Batch Grow Cold

It’s 4:45 PM and there’s a phone ringing—not in the White House, 
but in a nondescript office in the depths of Mid Atlantic Concrete 
Equipment’s headquarters.

We’re here to answer that call, and we’re darn happy to do it, too. 
After all, our mission is to get you the parts and equipment you need 
to keep that concrete pouring.

But what if you’d had that Schrader-Bellows valve on your shelf? 
What if the boot you needed had been pre-ordered so that you 
wouldn’t have to pay overnight charges to get it there on time? 
Certain items for your plant, the heart of your business, should be 
available to you at a moment’s notice. For those critical parts, it 
makes sense to tie up a few dollars to ensure against the expense 
and customer consequences of unplanned downtime.

Recently, with the start-up of Rohrer’s Quarry’s new CON-E-CO 
HRM-12, we provided to them a list of parts to keep on hand. This 
plant-specific list included components that they will need in the 
future. By keeping the parts in stock, they avoid stalled production, 

higher shipping fees, and the subsequent stress and fallout that 
comes from finding that you’re without the necessary equipment to 
continue a job.

Just as we did for Travis Rohrer and Batch Plant Supervisor Troy 
Styer, we would be happy to schedule a visit with you to develop a 
list of parts specific to your plant.

In the meantime, here’s a quick hit list of items that you should 
consider stocking to keep your plant running efficiently. Part num-
bers will vary for these items depending on manufacturer, and model 
of your plant.
Critical Items:
• Solenoid valves, single or double acting
• Load cells
• Water meter scale boards
Maintenance Items: 
• Cement boot  
• Hypalon shroud
• Conveyer belt splice kit
In addition, here’s a list of items that may not stop your plant, but 
are good to have in stock:
• Gate cylinders
• Cylinder rebuild kits
• Gum rubber boots
• Optical I/O modules
• Relays
• Heaters for motor starters

Each of these items plays a significant role in your daily opera-
tion. Their untimely failure can quickly stall your production, or at 
the very least, contribute to inefficiency.  

As we said, we’re always happy to handle your call, and we will 
always strive to get you the parts you need as quickly as possible. 
We’re here to help, but hopefully, we can address your maintenance 
needs before they become an emergency.

So late tomorrow afternoon when the phone rings it’ll be Joe 
DeFrank stuck in traffic somewhere – not you anticipating losing 
hours or days waiting on a part.  We strongly encourage you to think 
ahead… and think success. n 
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Three 200-ton silos provide plenty of storage for cement and fly ash.

Photo by Greenfield Photographic Services
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lying Down on the Job: Con-e-Co hrm-12 
We asked Neil Smith, CON-E-CO’s general manager, to talk with us about 
the HRM again now that the first few HRM-12s are out in the field, with 
Rohrer’s leading the way.

Is the Rohrer’s Quarry central mix plant part of a trend?
With the HRM-12, Rohrer’s has a state-of-the-art facility. We think that this 
is the mixer of the future...it will be much more common than it is today.

Why? 
The HRM meets many of the needs that central mixers are required to do. 
It has cost control, maintenance, and environmental advantages over dry 
batch. You sacrifice a little high volume capacity compared to a tilt mixer, 
which will outperform the HRM for fast, hard jobs. But maintenance is lower. 
So they’re really two different beasts.

Do you see a significant market retrofitting dry batch plants with HRMs?
It’s accepted in the industry that central mix gives you higher quality 
product. With more producers looking for higher quality, there are a lot of 
dry batch plants that this would be a good application for. Adding an HRM 
gets them the quality but not the capacity of a tilt mixer. But that’s OK, 
because there are lots more 200-yard central mix plants out there than 300-
yard central mix. The HRM is ideal for that 200 yard-per-hour plant.

Europe is almost exclusively central mix. Where in the uS are HRMs 
catching on?
In the Northeast I think you see high acceptance already. Because of the 
Canadian manufacturers, these drums have had visibility for five plus 
years. It only takes one or two central mixers in an area, and it spreads 
exponentially. Most customers can’t believe the difference. That’s why if you 
go into an area putting in a new plant and everyone else is dry...the hardest 
thing to do is pay twice as much for central mix. But the day you turn it 
on, and unsolicited reports from customers start coming in, you realize it’s 
the wisest move you could have made. Here in Blair we had a dry batch 
producer, the only guy in town. When another producer came to town with 
central mix, his market dropped by 2/3. When you factor in the fleet wear 
and tear savings, it makes a very strong case for adding an HRM to a dry 
batch plant.  n

CON-E-CO HRM-12 levitates into position. Vernon Martin, Wilbur Rohrer and Daryl Hurst are guided by CON-E-CO General 
Manager Neil Smith during a visit to factory headquarters in Blair, Nebraska.

(Above) Erection continues around and above the HRM-12. 
(Below) Months later, the HRM is indoors and ready for action.
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The Contractor Factor
Contractor Bob Siple has been a Rohrer’s Quarry customer for over 

20 years. We spoke with him as his crew finished up a concrete drive-
way job. Concrete driveways are unusual in the area, but thanks to oil 
price increases, his quote was only $300 higher than for asphalt, about 
a five percent difference. 

Have you seen any differences since Rohrer’s started producing from 
the new central mix plant? 
Well, as you can see, within the next couple minutes, we’ll be out of 
here. The first concrete truck got here at 7:00; we got started around 
8:00. It’s now 10:30. So we actually have time to take a nice, early 
lunch and go to our next project. With the old mix we’d have probably 
been here another few hours. 

What else has changed besides faster set time? 
After twenty loads, I have yet to find a clump of 
cement. And it finishes a lot nicer; I mean, it’s night 
and day. The previous mix didn’t seem to be quite 
as creamy. Sometimes little sand particles would 
come to the top and when you ran across it with a 
steel trowel, you always ended up with a little ripple 
effect. 

With the new mix, you can see it’s trowelling out 
really nice, and it’s just a lot less work. You can get 
on it, get an edge held real quick. You’re cutting out 
a step, because you don’t have to go through it two 
or three times to get it to cream up; it’s just there.

So are you happy that Rohrer’s made the investment in central mix? 
It definitely has increased my productivity…for me, I can’t say enough. 
It’s making me good money, because I can actually double my pours up.

To see the video of the driveway project from which this interview 
was excerpted, go to http://maconcrete.com/mace_videos.asp. n

You Can Pay For It Now...
continued from page 1

will bring only pain in the long term. 
Imagine for a moment the implications of having that opponent you 

can’t stand attend a public hearing in the neighboring county where 
you are attempting to permit another facility. How will the permit-
ting board view your new application when your still-angry enemy 
describes how, once you got what you wanted, you ignored the com-
munity, didn’t return phone calls and became a horrible corporate 
neighbor?

Turn that nightmare scenario around
Could there be a better spokesman on behalf of your new applica-

tion than a neighbor who describes his past opposition to your busi-
ness and how you proved him wrong by being responsive and becom-
ing an active member of the community and a welcome addition to the 
community?

Making that happen is actually a very simple process. But it does 
take time and effort.

One of the most significant public relations obstacles our industry 
faces is that not a great deal is known about us outside of our offices, 
associations and meetings. The average person does not equate an 
aggregate quarry or a ready mix facility with his or her everyday life. 
Making the public aware of what the materials are used for is one 
simple but effective way to significantly improve the perception of the 
industry.  

The fact that the materials are being used to build local homes, 
schools, roads, hospitals and churches—not to mention the everyday 

products that consumers use—will allow the community to better relate 
to us. Personalizing the need and benefits for area residents will start a 
dialogue that can ease the inevitable pain of seeking a permit. 

Rohrer’s has shown that inviting the community to tour and visit 
your facility can generate goodwill and launch valuable relationships.  
Townspeople may see neighbors and members of their church they did 
not know worked at the facility, or parents from the school their chil-
dren attend. The business will become more local. The public will see 
the science, the safety procedures and care involved throughout the min-
ing process to have as minimal impact on your neighbors as possible. 

When you involve your community and are involved in your commu-
nity, there can only be a positive outcome. No aggregate or ready mix 
company ever got vilified for being too responsive, too generous and too 
caring. If you make the effort to practice now, it will pay off later. Or 
you can forgo the effort and pay later—your choice.  n

Christopher M. Hopkins is the senior vice 
president of aggregates and mining for The Saint 
Consulting Group, which does land use politi-
cal consulting in the United States, Canada and 
the UK. Involved in electoral politics for over 
15 years prior to joining Saint in 2000, Chris 
holds a Master’s Degree in Public Policy from 
the University of Massachusetts. He works out 
of the company’s office in Franklin, Tennessee, 
where he resides with his wife and two children.  
For more info on Saint Consulting, visit 
http://maconcrete.com/partner_links.asp

 Bob Siple

Chris Hopkins



Thank you for your Service
Our free and peaceful 
nation exists only 
because of the sacrifices 
of our patriotic men and 
women in uniform. In 
recognition of that fact, 
we publish this page in 
each issue of Concrete 
Answers. Further, Mid 
Atlantic Concrete Equip-
ment will donate $50 to 
the USO for every picture 
we publish. If you would 
like to see a currently 
deployed (or recently 
retired) service member’s 
photo on this page, 
please email photos 
and information to 
thanks@maconcrete.
com, with age, length of 
service, banch of service, 
home town and family 
information.

James 
L. Cramer
Staff Sergeant 
U.S. Army 

Last Issue:
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Staff Sgt. Gary Duysen
United States Army 
National Guard
Age 40
Gary is a drafter with 
CON-E-CO and is currently 
serving in Iraq.
Submitted by Tracy Benjes 
and Lawrence Wickstrom, 
CON-E-CO    A

Sgt. Adam J. Bodani
United States Marine Corps
Age 24
Has served for five years. 
Recently re-enlisted for 
another five years. 
Currently stationed in 
Twenty Nine Palms, CA.
Submitted by his aunt, 
Kimberly Jordan, 
S&G Concrete    B 

SFC Stephanie 
L. Chaney 
United States Army 
19 ½ years of service. 
Stephanie is a member of 
the Maryland Reintegration 
Team, which helps soldiers 
get reintegrated with their 
families, their jobs, and 
their communities. The 
team also assists in 
getting soldiers medical 
care through various 
veterans’ administrations. 
Submitted by her stepfather, 
Sgt. Joel K. Devenport, 
S&G Concrete plant 
manager, United States 
Army, retired.    C

Sgt. Jason M. Bodani
United States Army 
Reserves
Age 26
Has been to Iraq. 
Submitted by his aunt, 
Kimberly Jordan, 
S&G Concrete     D

1st Lt. Christopher 
R. Devenport 
United States Army 
3 years of service. 
Company: Executive Officer 
of D. Co 3/13th Infantry 
position—Regiment 
Coordinating 3rd BN 
training. Additional duties 
are: Unit victim advocate, 
Voting assistance officer, 
Physical security. Chris 
has been stationed at Ft. 
Jackson, South Carolina 
since June 2007. 
Submitted by his father, 
Sgt. Joel K. Devenport, 
S&G Concrete plant 
manager, United States 
Army, retired.    E

CW02 Justin Cohen 
United States Marine Corps 
Age 35 
On his second tour, this 
one for 15 months, Justin 
is an instructor pilot flying a 
Blackhawk helicopter in Iraq. 
Stationed northwest of Bagh-
dad, Justin is with the 4th ID 
and departed in June from 
Fort Hood, TX. Married with 
three children, Justin joined 
right after 9/11. Justin is a 
graduate of the University 
of Texas at Arlington with a 
degree in geology. 
Submitted by his parents, 
Toppy and Beth Cohen. 
Toppy Cohen works for 
C&W Manufacturing.    F

Sgt. Jack U. Bodani
United States Army
Age 20
Has been to Afghanistan and 
will be going back next year. 
Jack has received a Purple 
Heart and Bronze Star. Sub-
mitted by his aunt, Kimberly 
Jordan, S&G Concrete     G

Cpl. John P. (Yianni) 
Alevetsovitis 
United States Marine Corps
Age 21
Has been serving for 4 years, 
stationed in Kaneohe Bay, HI. 
Currently deployed in Afghani-
stan for 6-8 months. Submitted 
by his mother, Kimberly Jordan, 
S&G Concrete     H 
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YOU CAN 
CALL ME RAY

Raymond Peterson, our regional sales 
manager in the Northeast, is a real New 
Englander who can talk concrete equipment 
with the best of them. Now, from the home 
office in Vermont, heeere’s Raymond. 

Don’t Be Fuelish 
This Winter

As I’ve travelled around the Northeast this summer and met many of 
you, the main topic seems to be energy and what to do about it. There 
are a few basic things you can do on your fleet (something as simple as 
tire pressure will affect performance). But trucks aren’t my specialty, so 
I’ll leave that topic to Joe (see his column on page 18).

But here’s something I can talk about. Now that we’re into colder 
weather and you’re firing up the hot water tanks, have you drained them 
first? Buildup of sediment in the bottom can rob you of BTus. Clean it 
out, check the fire tube, check the anode rods if you have them. How 
do they look? If you don’t have anodes, you should consider them to 
extend the lifespan of your tank, as our hard water will destroy a metal 
tank quickly. 

Have a technician clean and tune your burner, too. A hot water tank 
that holds 10,000 to 15,000 gallons or more is a large investment, and 
you need to look after it. I know Conrad of Infern-O-Therm has visited 
many of you for your annual tune-up. Did you know the IOT burner is 
almost indestructible? If it’s old, you can have it rebuilt with newer elec-
tronics to optimize its efficiency.

Another trick is to install a high water limit switch halfway down in 
the tank so during the slower times you only heat half a tank of hot 
water (no need to heat 15,000 gallons of hot water if you only are doing 
100 yards a day). 

If you have a busy winter plant, you really need to look into Infern-
O-Therm’s new Stack Economizer. This patent pending device is a large 
box made of quarter-inch steel with an engineered high temp heating 
coil inside.

 The average exhaust stack temperature runs 475 to 525 degrees F 
and it’s heat that’s been bought and paid for just going up the stack. 
The Stack Economizer utilizes this waste heat by channeling the exhaust 
gases through the high-temperature recovery coil. When the tank calls 
for water, the burner kicks on and your well or city water flows through 
the coil, preheating the water before it hits the tank. 

This was tested during last winter heating season in northern New 
Jersey and the results were amazing. The incoming well water tempera-
ture was 50 degrees. After passing through the Stack Economizer, it 
was 80 degrees, a 30 degree rise in temperature! This is a huge savings 
because now you’re heating water from 80 to 125 degrees instead of 50 
to 125 degrees.

Go to our Web site and look up calculators at http://maconcrete.com/
mace_calculators.asp. We have designed it to be simple to use—you 
just plug in average yards per day, cost of fuel, number of weeks per 
year using hot water, etc., and it will estimate time until you receive a 
100% return on the investment. 

Several customers I know 
have found that it would pay 
for itself in about 2 years. One 
even found that he was looking 
at a six-month payback! The 
Stack Economizer is designed 
to fit all hot water tanks on 
the market, not just Infern-
O-Therm’s. If you would like 
more information on this, please give me a call. 

Another money-saving option is to install an Infern-O-Therm waste-oil 
burner on your tank next to your existing burner, or at the opposite end of 
the tank. The IOT model #CPWO-500 will not replace your current burner, 
as it’s limited by law to 500,000 BTu’s per hour, but will work as a way to 
maintain your hot water during slower times. 

This option is especially attractive if you generate waste oil in your opera-
tion. For the garage, think about a waste oil heater to help with the heat, 
since the doors open several times a day letting heat escape. Are you heat-
ing the batch house and office with a separate furnace? Why not re-plumb 
the hot water lines off your hot water tank and eliminate feeding the extra 
furnace? You already paid to heat the water, now put it to good use.  n

Finance 1O1 
The first and second largest items we typically pur-

chase are a house and a car—unless we happen to be 
in concrete production. However, even a concrete plant 
can be purchased for a mere $200,000, or less.

So how do you go about financing a seven-million 
dollar plant project? For answers, we talked to Tom 
Kifolo, controller for Rohrer’s Quarry, Inc.

Walk me through the process from the beginning. 
About five years ago, Chet [Crouse] started looking 
into what we would do for a new plant at some point. He had started going 
around to other people’s plants to see what kind of plant they had, and I 
guess one of his big concerns was with the tilt mixers you’ve got all the 
hydraulics that’s required, and what do they do if that fails.

Then in March or so of 2007 we determined that you [Mid Atlantic 
Concrete Equipment]  and CON-E-CO were going to be the source for our 
plant. When I brought that up to our bank, they recommended that we look 
into tax-free bond financing.

So instead of a bank loan, they helped you get this bond? 
Yes, Fulton Bank provided a letter of credit for us for both the seven mil-
lion dollar bond and for the fixed-rate swap that we did.

I was aware of the $7 million bond, but what’s a fixed-rate swap? 
The bonds as issued are on an adjustable LIBOR base (London Interbank 
Offered Rate). LIBOR is a little bit cheaper than u.S. prime rate, but it 
adjusts on a daily basis. We wanted to fix our interest rate, so we entered 
what’s called a swap agreement, where somebody else is willing to buy the 
risk, in a sense, of the variable rate. So we get a fixed interest rate.

Why tax-free bonds? 
The only way to go with bonds, as far as I’m concerned, is tax-free, 
because of the better interest rate. Now, you have to have an activity which 
is considered a tax-exempt activity. Typically Federally and locally they 
want to encourage manufacturing jobs. There have been lots of court cases 
to determine what’s manufacturing, and the IRS says concrete production 
qualifies.  n
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Waste oil tank, right, feeds waste oil burners on 
two 15,000-gallon Infern-O-Therm water tanks.

Tom Kifolo



In 1886, Thomas H. Erb began operating a kiln on his farm near 
Lititz, Pa. to provide lime to spread on fields and for use in whitewash 
for barns and fences.  Many farms had such kilns, but this one sat atop 
rich limestone deposits and would grow into a thriving business.

By the 1930s, the quarry feeding the kiln was providing increasing 
amounts of crushed stone for roads. In 1937, Mr. Erb passed the busi-
ness to his son Thomas Erb, Jr. and Paul Rohrer, who owned some 
trucks that had hauled stone from the quarry. The two partners made 
improvements to the crushing plant, and their business grew. 

In 1958, Erb sold his share of the business to Rohrer, who brought 
in his sons Donald and Wilbur in 1962. “I was graduated from high 
school that year,” says Wilbur. “It wasn’t even called Rohrer’s Quarry at 
that time; it was still Erb’s Limestone Quarry.”

Almost immediately, the brothers started selling concrete. “It was 
in April of ’62 we made that happen,” says Wilbur. “Concrete was my 
brother’s dream. Donald more or less gave my dad fits until he agreed 
to go into it.”  A tiny three-yard lever-control batch plant was installed, 
and three used mixer trucks comprised the fleet.

If the brothers thought convincing their father was tough, actually 
getting the business underway was tougher.  “ I remember the first year 

or two we didn’t have a shop to get these mixers in, and in winter we’d 
come in here about 5:30-6:00,” Wilbur says. “They were the old mixers 
with separate engine units—one for the mixer and one to run the truck.  
So we’d hang jumper cables on, and one of us would crank, and we’d 
get the mixer motor going and warmed up so when the drivers came in, 
the truck was ready to go. Then I’d go down into the batch plant and I’d 
help him get the trucks loaded.” 

In 1990, the concrete batch plant was upgraded with Eagle comput-
erized controls, and improvements continued. “We put a different weigh 
hopper in, and over the years we added some extra material bins,” 
says part owner Vernon Martin. “We also added a 300-ton silo a few 
years ago.”

In 1997, a 15,000 square-foot maintenance shop was constructed 
to take care of the growing fleet of mixers, dump trucks, and off-road 
equipment. The building also included offices, a lunch room, and a 
second story training room.  

The quarrying business was expanding and thriving, and Rohrer’s 
was gaining its reputation for running a clean, meticulous operation. 

“My brother Donald ran the concrete business pretty well up until his 
son-in-law Chet started to take over the business [in the 1990s],” says 
Wilbur. “And that’s when concrete started to move ahead. Chet was new 
and enthusiastic, and had some new ideas and the energy to try and 
make it expand, and he did an excellent job of that.”   n
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Clockwise from top left: Thomas Erb, Sr. setting shots to blast; early front-end 
loader at work; Paul Rohrer; today’s crushing plant rises like Emerald City above 
the cornfields; White mixer truck from the early days of Rohrer’s Concrete; early 
crushing plant was located where present-day concrete plants sit.

From the Lime to the Meticulous



When you need parts and other equipment for your concrete 

plant, who you gonna call? Frank Watson, Mid Atlantic Concrete 

Equipment’s new parts manager, that’s who.

Frank is an experienced pro who brings with him a solid back-

ground in parts. He has been a parts salesman (for the McNei-

lus Companies), a parts manager (for Waste Management and 

McNeilus Truck and Manufacturing in 

Morgantown, Pa.) and a fleet manager 

(for Waste Management). Prior to join-

ing Mid Atlantic Concrete Equipment, 

he was parts manager for Fleet Pride, 

Wilmington, Del. He lives in Elkton, 

Md., with his wife of 17 years and their 

two teen-age sons. He enjoys golfing 

and traveling with his family.

Frank “gets” parts and is committed to 

getting them quickly and affordably. “I’ve 

been a parts guy throughout my career and 

will always be,” he says.

He is continuously working to expand 

his knowledge of the products he sells and has even traveled to 

Blair, Neb., to see the CON-E-CO parts system firsthand. 

The experience has given him a greater understanding of the 

engineering and planning that goes into the parts. He draws on 

that knowledge when he responds to customer calls. 

Frank met Joe DeFrank, Mid Atlantic Concrete Equipment’s Mid 

Atlantic regional sales manager, when both worked for the McNei-

lus Companies.

“I always loved working with Joe D. He and I are cut from the 

same cloth,” Frank says. “You have to do whatever you can to take 

care of the customer first; the rest will take care of itself.”

Joe recalls several occasions when Frank went above and 

beyond what was expected when he delivered parts to customers 

on his own time so their equipment would be up and running the 

next day.

Frank says simply, “When a client needs you, he needs you 

now. You’ve got to be there.”

As Mid Atlantic Concrete Equipment never sells a major piece 

of plant equipment without a detailed list of parts to maintain it, 

Frank has become an integral team player. He is calling all of Mid 

Atlantic’s customers to introduce himself and get to know you and 

your plant. 

Look for his column, Frank About Parts, in each issue of Con-

crete Answers. And if you need parts, or have questions on parts, 

call him at 888-378-6237 or e-mail him at parts@maconcrete.com. 

He’ll be glad to help. 

About 
Us
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CON-E-CO PJ-980 dust collector breathes through Nordfab clamp-together ducting.

A few of Rohrer’s mixers line up for photos below the new plant.

Aerial photography by Flying Media
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according to Mike. Their largest fleet customer, with 125 vehicles, is 
a local fuel oil and propane supplier, Worley & Obetz, Inc. 

Speaking of fuel oil, none of the oil drained from vehicles goes to 
waste. The waste-oil burners on Rohrer’s two 15,000-gallon Infern-
O-Therm water tanks burn it to heat water for concrete production at 
the new plant.

The waste oil burners are made in Leola, Pa. by Clean Burn, Inc. 
Sold by Infern-O-Therm, they are a popular option where waste oil is 
readily available. Bobby Gianetti, owner of Infern-O-Therm, says the 
burners can be used as the primary heat source or as supplemen-
tary heat. They’re often installed alongside a conventional burner to 
maintain temperatures during lower-demand periods.

Rule of Thumb
Here is how to implement a maintenance schedule like Mike’s:
• Do a lube, oil and filter change every 2,000 miles. Include chassis 
components, mixer universal joints, control boxes, pivot arms and 
rollers.
• Change the gearbox, hydraulic fluid and filters on the mixer units 
twice a year.
• Inspect drums for concrete buildup every winter. Clean and check 
the condition of your drum shell and repair or replace as needed. 
Check fins for wear and repair or replace if necessary.

Recommendations from Mixer Body Manufacturer
Here are some recommendations from McNeilus for mixer mainte-

nance. (You can apply these to just about any mixer, though):
Daily
• Grease drum rollers, chute pivot arm and roller track.
• Inspect debouncer clearance.
• Inspect oil level in gearbox and hydraulic reservoir site tubes.
Semi-Weekly
• Grease universal joints, and hydraulic control box zerks 
(if applicable).
Weekly
• Inspect torque settings on drive flange bolts, mainframe bolts, 
gearbox hold-down bolts and main hold-down bolts.
Fluid Change Intervals
• The hydraulic oil, filter and gearbox fluid should be changed every 
six months.

At a Glance
Rohrer’s Quarry, Lititz, Pa.
• 30 mixer trucks
• 13 mechanics
• 40,000 square feet of available shop space
• 3 truck lifts
• 5 car lifts
• Services close to 1,000 vehicles per year, all makes and sizes  n

Joe DeFrank, one of our regional 
sales managers, brings years of 
concrete equipment experience to the 
job, so we asked him to share his 
knowledge with all our customers. Each 
installment of “DeFrankly Speaking” 
contains Joe’s favorite money-saving 
tips and technical advice.

Rohrer’s Shop:
A Clean, Green
Maintenance Machine 

When it comes to mixer truck maintenance, Rohrer’s Quarry 
subscribes to the wisdom of Benjamin Franklin, who wrote: 
A stitch in time saves nine.

By rigorously maintaining Rohrer’s fleet of 30 mixer trucks—both 
front and rear discharge units—they have practically eliminated 
unscheduled repairs.

“I do very little work on our engines—almost none,” shop super-
intendent Mike Witman told me during a recent visit to their plant. 

His secret is routine maintenance. Rohrer’s mixer trucks get a 
lube, oil and filter change every 2,000 miles. Dump trucks and other 

vehicles get the service 
every 6,000 miles. 

Witman, who has been 
with Rohrer’s for 30 years, 
developed the service 
schedule nearly two decades 
ago. “Years ago I did main-
tenance by oil sampling, 
and this is the schedule I 
came up with,” he said.

Every 12,000 miles—
about twice a year—the 
gearbox, hydraulic fluid and 
filters on mixer units are 

changed. units not running up 12,000 miles are serviced annually. 
Off-road units are serviced every 1,200 hours. The transmission 
is flushed at the same time. 

Once a year, over the winter, the mixer drums are inspected 
for concrete buildup, drum thickness and fin condition. Any 
buildup is removed. Worn-out drums are replaced. Damaged 
fins are repaired or replaced in an in-house welding shop.

Rohrer’s maintenance shop, which has more than a dozen 
mechanics and 40,000-plus square feet of space, also adver-
tises for outside work. They service everything from privately-
owned cars to trucks and trailers—both fleet and non-fleet. They 
repair and overhaul engines and transmissions. They also do 
state inspections and emissions testing. About half of the nearly 
1,000 vehicles they service each year come from the outside, 

DeFRANKLY 
SPEAKING

18    FALL 2008  CONCRETE ANSWERS    www.maconcrete.com                 

Mike Witman

Aerial photography by Flying Media



Troy Styer has worked for Rohrer’s Quarry for ten years and 
is one of those talented individuals who quickly becomes a 
“floater”…maintaining trucks, dispatching, running loaders 
and backhoes. These days you’ll find him seated at a row of 
monitors and keyboards in the batch room for Rohrer’s new 
central mix plant in the role of dispatcher.

You’ve been on the front lines during the transition from a dry 
batch plant to central mix.  Was it as you expected? 
It was much better than I expected.

Really?
We hardly had any trouble. There was some adjustment of  
settings in the variable frequency drive, that kind of thing.

Is that something you do in the computer?
No, you go down to the HRM. Open the cabinet, there’s a 
touch screen in there.  Paul Kratke [of CON-E-CO] walked me 
through it.

Startup was about two months ago. Are there any issues with 
concrete buildup?
Once we got the sequencing right on the charging of the mixer, we got 
down to ten minutes in the drum to clean it out.

Once at the end of the day?
[Nods]. Just 10 or 15 minutes and that’ll do it. We wouldn’t have to 
do it every day. You could do it once a month, but then the pieces are 
bigger. It’s easier to get out when it’s soft.

Ever had experience with a tilt mixer?
Yes, I worked at [another company] and they had one.  

How does this one compare with that in terms of cleanout?
They would go in about once a month, and you would get Volkswagen-
size pieces [laughs].

So a horizontal reversing mixer requires no more cleanout than a tilt 
mixer?
No, definitely not. It’s all in how you want to maintain it.

How did drivers adjust to the new mixer?  No complaints just because it 
was something different?  
No, makes their life easier. They loved it right from the start. The 
biggest thing we had was learning the slumps, getting the mixes 
consistent. The software was the same stuff we had before, so learning 
that wasn’t a big deal, it’s just that getting the mix more consistent was 
the big issue. 

Tell me a little more about that.
Well, what I would do was keep track of where it’s at, put it in the truck, 
if the truck has a slump meter they’re familiar with, ask them what it is, 
and reference that point. 

What are customers saying to you, the dispatcher?
Customers have good positive feedback. The set times are better, the 
consistency’s better with the mix; the mix looks better too. You’re taking 
the mixing process and putting it in one person’s hands, versus twenty 
different drivers and trucks.

Is the operation more efficient time-wise? 
Right.

So when business picks up...
Before, the plant used to limit us [as] to what we could do. Now we’re 
limited by the trucks we have. 

And you can run both the old and new plants simultaneously if you 
have to?
Right.

That would be exciting, wouldn’t it?
That would be a bad day. If we had to run two plants to keep up... 
[laughs].  n

From Old to New: A Batch Man’s View

Panoramic view of batch room shows Bin-Mate and COMMANDbatch panels at left, monitor array, and Eagle Pneumatic ticket delivery system at right.
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Troy Styer relaxes in front of seven flat-screen monitors
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R&C Heavy Mechanical, Blandon, Pa., 
does plant erection, disassembly, plant 
moves, mechanical rigging, maintenance on 
asphalt plants, concrete plants and quarry 
systems, as well as steel recycling plants and 
cement mills. We talked with R&C’s Barry 
Hackman about the Rohrer’s Quarry plant 
project.

How does the CON-E-CO compare to 
other plants you’ve erected?   
It was one of the best plants we ever put up. 
It came in nice modular units, ready to go. 
Everything fit perfectly. We’ve done other 
makes of plants that can’t compare. Storage 
bins, for example...lots of companies send 
bins in panels and you have to bolt them 
together. That means seams with rust and 
sand. CON-E-CO bins are continuous weld-
ment...it’s a very well-built plant and it’s 
going to last.

Did the client save money on erection? 
A stick-built plant like that would have taken 
twice as long [to erect]. Every beam, every 

X-brace has to be put up. Now, they paid a little 
bit more for shipping, but saved a lot more in 
erection costs.

How much did they save? 
They paid about two-thirds what they would have 
for stick-built.

What was that special job you did with the old 
silo? 
We tied into their existing silo as an extra. The 
customer wanted to be able to feed the new plant 
from an existing silo, one that feeds their old 
plant.  

Jay Robinson [of Mid Atlantic Concrete 
Equipment] came to us about it. We measured up 
and had our shop construct a chute with aerator 
pads in it...we had to figure the elevation so the 
air slide was at eight degrees.

We put a blister on side of the cone at the bot-
tom; Jay supplied the air slide. At first the plan 
was to use two air slides, but we figured out in 
the field that we could go straight through the 
new plant and hit the batcher. 

So now, besides having the three new silos, 
they have the ability to run the new plant out of 
the old silo. n

eyes on the Prize
The new plant at Rohrer’s Quarry sports no fewer than eleven Bosch 

observation cameras tied into the company’s computer network, observ-
ing places like the top of the turnhead, the admix room, mixer discharge 
chute, and the boot that lowers into the trucks. Six independent color 
video images are displayed on each of two Samsung 46-inch 1080P 
high-definition LCD monitors.  

To drive those monitors, it takes “a very high-powered HP PC run-
ning Bosch’s VIDOS Monitor Wall software,” says Matt Golueke of 
Midlantic Marketing, the Bosch distributor who supplied hardware and 
installation training. “That computer is putting out twelve high-res win-
dows, so it is equipped with a pair of high-powered NVIDIA graphics 
cards.” One of the cards would retail for more than most entire comput-
ers cost, Golueke notes.

A second computer in the system is the VIDOS workstation. “We cre-
ated a user interface that lets the operator decide how to configure the 
windows,” he says.

Although eight of the eleven cameras are analog for improved per-
formance in cold weather, they feed into a Bosch VIP X1600 video 
encoder that converts their signals to digital IP and dumps them onto 
the company’s LAN. The Monitor Wall software takes all the IP-encoded 
images (including from the three IP cameras) and interprets them for 
the screen.

A three-year warranty from Bosch and the other suppliers on the 
video system is matched by a three-year warranty on labor when 
installed by Mid Atlantic Concrete Equipment. So how did a concrete 
equipment company get into the video camera business? 

“You certainly could hire a security company to put in cameras,” 

says Owen Blevins, vice president of Mid Atlantic Concrete Equipment. 
“But we felt security companies didn’t understand the specific needs of 
the concrete producer. So instead, we educated ourselves on cameras 
and observation systems.”

“What we found is that there were a lot of consumer camera pack-
ages installed in the field that just didn’t have the horsepower to operate 
in the extremes of weather, abrasives, and vibration found at a concrete 
plant. Our customers are delighted with the Bosch product and we are 
very pleased with the added value it brings to them.” n

ereCtor’s PersPeCtive: r&C meChAniCAl
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The Rohrers wanted to keep their old dry batch plant operational, 
even after it was surrounded by the new plant and demoted to backup 
status. Further, they wanted to control it from the new batch room with 
the same software that controls the new plant. That made it a no-brainer 
to go with Command Alkon’s COMMANDbatch system, since it’s a 
straightforward conversion from the DOS-based Eagle Junior controls 
on the original plant.

“Conversion is one-third the price of new controls,” says Command 
Alkon’s sales manager for the east and west coasts, Pete Mullaney. 

“We converted the Eagle file to a format compatible with 

COMMANDbatch, which is all based on Windows Dot Net.” 
The new central mix plant got the same kind of batch control. “When 

you have a million-dollar plant going in, the last thing you want a prob-
lem with is the control,” says Mullaney. “Control is a minor part but 
absolutely crucial for the success of the project.”

Tying the COMMANDbatch controls to the plant and the material han-
dling system is where ATECH comes in. ATECH is not only a contracted 
installer for Command Alkon’s panel, they also provide the ATECH Bin-
Mate panel to control the material handling system. The Bin-Mate has 
manual controls on the outside for turnheads, gate switches, and sensor 
lights for showing material on conveyors. Inside, a programmable logic 
controller (PLC) makes sure bins are kept full automatically.

“We pretty much custom-make these controls,” says ATECH service 
manager Joe Landmann. The Bin-Mate controls can accommodate  a 
wide range of plant sizes—as small as four bunkers by four bins, and as 
high as 30 bunkers and 16 bins. To go big, says Landmann, “all we do 
is get a bigger box and put in more parts.”

Inside the Bin-Mate are the PLC and all the input-output modules and 
wiring to and from the plant, sending signals from limit switches, bin 
indicators, and admix meters.

Rohrer’s panel contains an unusual number of relays, says Landmann. 
“We normally don’t have this many; usually there are two relays and 
a timer for a normal dry batch plant,” he says. “But since we have to 
interlock with that panel downstairs,  we’re using these relays to isolate 
remote and automatic power. So they could run it downstairs, or we can 
run it from up here.” n

reADy, set, Design-builD
Daryl Hurst, project executive from Horst Construction, led the team 

that designed and constructed everything from the plant’s footers to the  
aggregate bunker to the steel building that wrapped the plant. Among 
other duties, he attended dozens of meetings to make sure local approval 
processes didn’t hold up the works, and to plan the process so that “hic-
cups” during construction were minimized.

Daryl, what is the design-build project delivery system and how did it 
help Horst Construction complete this project on time and within budget?

Design-build is a concept that Horst Construction has been using for 
at least as long as I’ve been with the company, which is over 40 years. In 
conventional hard bid or plant-spec type projects [also known as design-
bid-build - Ed.], the architect is left to his own devices to decide how to 
accomplish what the owner wants. He designs it, puts it out for bid, typi-
cally it’s way over budget, and they start over.

With design-build, the contractor will bring to the table his building 
expertise...he knows what can be built economically and not; we are 
constantly running budget numbers during the design phase, so we know 
whether we are staying on budget or not.

How well did this one go? 
It was a fascinating project because of the team players. Mid Atlantic had 
a lot of experience  with concrete plants; Horst had a lot with buildings.  
The owner was a pleasure to work with. They had a can-do attitude. They 
were self-sufficient and they understood construction. 

Talk about the accident-free record of this project. 
The project had the potential for injuries. We had a building over 100 feet 
high, we had blasting, we had concrete trucks running. But with the coop-

eration between the owner and the contractor, we were able to control that.
The Rohrers have both NIOSH and OSHA watching over them, plus 

they do safety training. So their awareness of safety is very high. Horst 
Construction is also very concerned about safety.  Since ‘82 or ‘83, I believe, 
we’ve had a full time safety director, and have reduced our injury rates dra-
matically over the years.

Our safety director and Rohrer’s safety director worked together, and it 
came together like a dream.  n
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•  70 yard (95 ton) 3 compartment  aggregate bin (recently re-lined) 
• 10 yard agg batcher 
• Cement  I-374 bbl 
• 3” water meter with water holding hopper 
• 460 volt
•  C&W reverse air central dust collector with autorecycle
• Drive through dust shroud 
• Radial stacker with ground-mounted hopper

Contact Sales at 888-378-6221 or sales@maconcrete.com

   

EqUIPmENT FOR SALE

Stephens Thoroughbred
$159,000 delivered!

We’re MakIng greaT Deals!
Buy this plant and we’ll throw in FREE dElivERy 
within 500 milEs oF PEACh Bottom, PA. 
From Maine to Georgia to Indiana, you qualify. Call today!

We Are Buying Concrete Plants For CASh today!...CALL NoW...1-888-378-6223
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$124,000 

NEW!  
NEVER  USEd!

Have useD equiPment tO sell?  If you have   used equipment you’d like to list in a future issue of Concrete Answers, contact Ken at forsale@maconcrete.com or 888-378-6241.

2000 McNeilus 12-Yard Portable 
Transit Mix Batch Plant
• Aggregate Bins: 150 cubic yards (200 tons), 
    4 equal compartments, high bin signals, and liners 
• Aggregate Batcher: 12 cubic yards, 40,000 lbs., 
    2 discharge gates, vibrator, 3 load vells, and liners 
• Gravity Cement Storage: 3,200 cubic foot (800 BBL, 
   150 ton) split silo, 60/40, 4” fill pipes, 10” cement  
    butterfly gates, emergency slide gates, inside ladders,
    pressure safety valves, high bin signals, and SFV 270   
    silo filter vents (270 sq ft), and aeration system 
• Cement Batcher: 12 cubic yards, 10,000 lbs.,

    vibrator, aeration system, 10” butterfly discharge
    gate, access manhole, work platform, BFV15
    (15 sq ft) batcher vent, and 3 load cells 
• Loading Conveyor: 30” wide with 35 degree idlers,
    25 hp motor, reducer and backstop, lagged head
    pulley, and telescopic boot 
• Radial Stacker: 30” wide, 25 hp (480 tph), 3 hp 
    radial drive, 11’-8” square hopper with liners, 
    electric vibrator, belt scraper, and radio control 
• Water System: 400 gallon weighed water assembly 
• Air System: 10 hp air compressor with 120 gallon 
    reservoir,  5 hp, 125 CFM cement aeration blower,
    and an ingersoll rand air drying system 
• Alkon Spectrum Computer System, Version 6: 
    Handles 6 of 8 aggregates, 3 of 3 cements, 2 of 2
    waters, and 4 of 8 admixtures per batch, and
    moisture probe. 
• Electrical: 480 Volt 

*Price includes up to $15,000 erection bonus 
  and free delivery within a 500 mile radius.

Contact Sales at 888-378-6221 
or sales@maconcrete.com

  

McNeilus Portable 
$284,900 delivered
and erected!*



     

  

      

 
Water Holding Tank 
• Tank is in Dover, Delaware area 
• Insulated 
• 6,500 gallons, size 96”x 208”
•  Functionally operational, cosmetic 
    blemishes. Great pricing! 

Contact Sales at 888-378-6221 
or sales@maconcrete.com

   

We Are Buying Concrete Plants For CASh today!...CALL NoW...1-888-378-6223

12 Yard CON-E-CO 
Batchmaster Portable 
Decumulative Transit 
Mix Batch Plant 
Brand new, never used, 
still in the box!
• 12 cubic yd (626 cu ft) 
     2-compartment agg batcher 
• 30 inch x 15 hp mixer 
     charging 
     conveyor, 480 tons per hour
• 400-bbl (1,600 cu ft)
• Cement silo
• 12 cubic yard (146 cu ft)
     cement batcher
• 15 hp x 120 gallon air 
     compressor with aftercooler
• 3-inch Badger water meter
• 230 or 460 volt
• Model 100 manual 
     push-button batch control
• Digital scale readout
    Contact Sales at 
    888-378-6221 
    or sales@maconcrete.com 

2003 Phoenix Front 
Discharge Mixer
• 71,000 miles
• Allison transmission
• Air Cond.
• CAT, C-12, 410 hp engine
• $99,000.00
    Contact Dave Aurillo at Main Line Concrete, 
    Downingtown, PA, 610-269-5556
    or email mainline@maconcrete.com
 

15 Mack Rear-Discharge Mixer Trucks 
•  Model years from 1997 to 2000
•  50% rubber or better
•  10.5-yd CBMW mixers
•  Miles from 143,300 to 
    236,000
•  Engine hours from 
   13,850 to 20,591
•  300-hp Mack engines
•  T2080 8-speed 
    transmissions
•  Engine brakes
•  200 gallon water tanks
•  217” wheelbase
•  6.34 axle ratio
•  Spoke wheels
•  200 gallon water tanks 

Contact Ron Sutton at county@maconcrete.com or 973-584-7122

NEW 2005 CON-E-CO 
Batchmaster 12 – complete
• 135 ton 4 compartment agg bin
•  ¼” AR liners in bin and agg batcher
•  36”x 30 hp mixer charging conveyor
•  Telescopic boot
•  1000-bbl silo, split 60%/40%
•  Anti-overfill system
•  15 hp air compressor

•  Weighed water
•  Water batcher surge tank
•  460 volt wiring
•  30” x 90’ Radial StackerΩw/walkway
•  Remote radio control
•  12’ x 12’ loader hopper w/vibrator
•  PJ-980 mixer dust collector
Contact Joe Chaya at pocono@
maconcrete.com or 570-656-2074

All 
(Unsold!) 

Equipment 
on this 
page  

In Stock for 
Immediate 
Delivery!

Have useD equiPment tO sell?  If you have   used equipment you’d like to list in a future issue of Concrete Answers, contact Ken at forsale@maconcrete.com or 888-378-6241.

  

11 Mack Trucks with McNeilus Mixers
Wear is age-appropriate. Owner would prefer to sell as a set. Owner is 
willing to remove barrels to sell as cab and chassis.
Known problems:
- One truck needs a transmission 
- One truck has hood damage.
- Good paint on 2 trucks, several trucks need paint
  and the rest have fair paint.
- All trucks but one hauled concrete right up to when
  they were parked.
• 10.5 yard McNeilus Mixers
• Mileage from 119,000 to 189,000
• Model year from 1997 to 2001
• Mack Engines 
• Allison automatics w/ trans retarder 4560r
• Front engine pto
• A/C, lift axles, walking beam suspension
• Electric mixer controls
• Most have 12Rx24.5 tires on open 
   spoke rims
Contact Sales at 888-378-6221 or 
sales@maconcrete.com
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Conveyor Belt 
Slightly used (12 weeks), 
30” wide, 4 ply ¼” top 
cover, 3/16” bottom 
cover. Total length 
approximately 850 feet. 
All offers considered.
Contact Sales at 
888-378-6221 or 
sales@maconcrete.com



Want your own copy of this publication? 
Call Marybeth at 888-378-6223.
Visit us at http://maconcrete.com/contact_us.asp 
for more free resources. 

Mid Atlantic 
Concrete 
Equipment, Inc. 
116A W. Airport Rd.  
Lititz, PA 17543

 PARTNERS 
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Stationary
& Portable
Batch 
Equipment
Mid Atlantic Concrete 
Equipment is the region’s 
authorized dealer for  
COn-e-CO, an Oshkosh 
Corporation Company, 
providing quality portable 
and stationary batch 
plants since 1957. 
liebherr Continuous 
mixers, turbine mixers, 
planetary mixers
and twin-shaft mixers.
mcneilus batch plants. 
merts inc. Customized 
batch plants for the precast 
and products industries.

Automation & 
Observation 
Systems
Bosch  State-of-the-art 
observation and security 
camera systems.
BR industries  Fill 
systems, water meters 
and freeze protection 
valves for concrete 
plants and trucks. 
Command alkon  
Batching, dispatching, 
mobile signaling,  
quality control, mix 
design and accounting 
products (available  
only with  purchase of 
new CON-E-CO plant).
Control solutions  
Batch control automation 
and reporting systems.
eagle Pneumatic  
Tube delivery ticket 
transfer systems.
Hydronix  Microwave 
moisture measurement.
monitor technologies    
Material level monitoring 
systems.
tmW systems Fleet 
management and mainte-
nance sofware.

Concrete 
Reclaim
Systems
BiBKO  100% concrete 
recycling and water 
reclamation systems for 
ready mix and precast 
concrete producers.

Bulk 
Handling
american Bin and 
Conveyor  Crushing 
and screening systems, 
bins, hoppers, batch-
ers and conveyors. 

Cyclonaire
Custom engineered 
systems for pneumatic 
conveying applications.
Rhino Hyde 
Polyurethane liners and 
super-wearing Ceraflex 
liners from Tandem 
Products.
trans-Flo Corporation 
Pneumatic bulk transfer 
systems and tanker 
unloaders. 
viBCO  Industrial and 
construction vibrators 
Wam inc. Equipment 
for bulk material hand-
ling, dust filtration, 
solids/liquid separation, 
and mixing & vibration 
technology.

Water 
Heating & 
Cooling
infern-O-therm  
Reliable, energy-efficient 
hot water storage systems 
and chillers.
ludell  Direct-fired 
instantaneous hot water 
heaters, and waste water 
heat recovery.

Aggregate 
Heating
Kraft energy 
Aggregate heating
systems.

Design-Build/
Erection
Horst Construction  
Industrial and commercial  
construction solutions in 
the Northeast for over a 
century.
R&C mechanical  
Installation of concrete 
and asphalt plants, 
quarry equipment, and  
all types of industrial 
machinery.

Leasing
One source Capital 
Financing of industrial 
machinery and construc-
tion equipment.

Consulting
Resource 
management 
associates 
Environmental and 
operational consulting 
services.
saint Consulting
Experts in winning zoning 
and land-use battles. 
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Frank About Parts
Frank Watson: full time parts man

Lying Down on the Job     
HRM-12: horizontal, not lazy

The Contractor Factor
So how does it go down?

Thank You For Your Service
Send us your pix of those in uniform

You Can Call Me Ray
Tips from our man in New England

Finance 1O1 
Tom Kifolo on managing the money

From Lime to Meticulous
Rohrer’s Quarry’s history of hard work

DeFrankly Speaking
Rohrer’s Maintenance: Clean & Green

A Batch Man’s View
How the new plant measures up

Four Firms in the Mix
Teamwork built the new Rohrer’s plant

Equipment for Sale
Batch plants and mixers and tanks, oh my
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TRANS-FLO
CORPORATION

MONITOR

®

Infern-O-Therm

Command Alkon
Solutions To Build On™
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