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Branch managers recognized by the Office of the 
Chairman are: Casper, Clyde Winckler; Corpus 
Christi, Daryl Wheeler; Dallas, Eric Terkelsen; Grand 
Junction, Gary Hecht; Houston, Ken Raycroft; 
Longview, Vernon Applegate; Lubbock, Ron 
Edwards; San Antonio, Don Mueller; Vidor, Lonnie 
Bradford, and Wichita Falls, David Lopez. The 
general consensus among the managers is that success 
is directly attributable to employee teamwork and 
dedication to meeting customer needs.

Casper, Wyoming  By Clyde Winckler

Casper’s success in 2014 can be primarily attributed to 
our service capabilities. Our biggest market is Energy, 
with PM services providing over 50% of our revenue. In 
conjunction with that, our three best selling products 
are parts associated with PM services, oil and filters. 

Casper’s PM crew provides service onsite at customer 
working locations. Our primary customer, Halliburton, 
says of our contracted maintenance services that we “do 
more than is required” of us and that they never have to 
worry about a unit that we have serviced because they 
know we perform a thorough job. Our PM crew is made 
up of experienced Tech II’s and Tech III’s.

After PM services, our next largest revenue producers 
are engine overhauls and exchange transmissions, 

primarily from the Odessa branch. Casper also provides 
on highway engine and transmission repair.

Corpus Christi, Texas  By Daryl Wheeler

Corpus Christi services multiple markets, including oil 
& gas, industrial / refineries, power generation, material 
handling, on-highway trucks, cranes, and power 
rental.  Our biggest market continues to be oil & gas, 
with primary customers being fracturing companies 
running MTU 12V4000 engines with Allison 9820 
transmissions. Sales and service of these two products 
are our bread and butter. In addition to selling new and 
rebuilt engines and transmissions, we build DEUTZ 914 
& 2011 engine packages, Series 60 rig and mud pump 
packages.
 
We have a substantial Power Rental market, providing 
continuous power for over 70 pumpjack stations 
throughout the Eagle Ford Shale. Branch and rental 
techs work together to ensure this equipment is 
maintained and always running. 
 
Our highly-trained, talented and motivated technicians 
respond 24/7 to our customer’s needs and we strive to 
provide the best possible service in a timely manner to 
ensure our customers have minimum down time.
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In this issue, S&S Today recognizes the General Managers of ten of our Branches for 
outstanding service to our Company.  Together with the key members of their teams 
and their employees, these dedicated individuals are applauded for achieving or 
exceeding their Fiscal 2014 Budgets year-to-date with their photographs headlined 
on the front page of today’s issue.  John Simmons, our Chief Executive Officer, joins 
me in congratulating all of them.  Participating in this gesture of sincere appreciation 
with us are our Budget Director, Dr. Josh Weed, our EVP for Professional Efficiency, 
Dave Koenig, as well as our Chief Financial Officer, Mike Kirksey, all of whom are 
in close day-to-day contact with Branch Management under the leadership of Bill 
Simmons, Division President.

The success of these exemplary performers, beyond their hard work and deep 
commitment to the objectives of our great company, is best expressed by General 
Manager Ken Raycroft, at the Houston Branch, in his brief article in this issue which 
reads in part: “Our Company’s goals and objectives as outlined in our February 2014 
Strategy Meeting are our guiding principles and the entire I-10 Team continues every 
day working to accomplish these goals.”

To The 
Outstanding Performers of 2014

Happy New Year

WE SALUTE YOU

the
CHAIRMAN’S
CORNER

Above:
Corpus Christi’s MTU  and 
Allison service crew installed 
a replacement MTU 12V4000 
engine on this C&J fracturing 
rig. (L-R) James Ramirez, Joel 
Gonzales, Homar Laurel, 
Dustin Clark, Rudy Bernal, 
Robert Howe, David Littler, 
Ruben Pina, and Adrian 
Bazaldua.

Continued on page 4.
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Above:
Dallas, Texas branch.

Right:
Dallas, Texas rental tchnicians 

servicing a generator
Continued on page 6.

Houston I-10 serves every major business partner of 
Stewart & Stevenson with the exception of Hyster. We have 
been the international parts and service support center for 
many years and continue to support customers with EMD 
product all over the world.  

Our Petroleum parts and service teams focus on 
supporting the Well Stimulation products manufactured 
by S&S Manufacturing and the EFS group continues their 
excellence in supporting MTU On-Site Energy generators 
in the metropolitan Houston area.  

Our on-highway truck and transmission service teams are 
recognized as the top shop in the area for truck warranty 
needs. Allison off highway service is a leader in oil field frac 
transmission products.  

The Houston production shop works closely with the 
distribution engineering team to fabricate specialty 
generator packages for the oil field.  We have recently been 
awarded a project to build several large MTU powered 
generators for the cruise ship industry and are excited 
about completing the first of those packages in 
Q1 2015.  

We began the year by issuing every employee in the 
branch a rubber bracelet with the phrase “Be Positive 

– No Negativity Allowed.”  The management team has 
embraced this as our philosophy and all of the employees 
have bought into this mentality.  We have challenging 
days, but rely on each other to lift one another up during 
challenging times.  Our Company’s goals and objectives 
as outlined at our February 2014 Strategy Meeting are 
our guiding principles and the entire Houston I-10 Team 
continues every day working to accomplish these goals. 

Longview, Texas  By Vernon Applegate

Longview’s business is much diversified in relation to its 
market, which continues to be the oil field. Our largest 
selling product is Allison transmissions, which one 
customer builds into spotter trucks that are used in ports 
and shipping hubs all over the globe. We have a large 
customer base in power generation for both service work 
and new equipment sales for emergency power and 
oilfield customers. We have had good 2014 engine sales, 
the majority of which are DEUTZ products that go into 
equipment that supports oil field customers. Engine and 
prime mover sales primarily support the oil field.
 
Our most profitable service offering is mechanical and 
electrical field service, which is averaging 37.89% GP year-
to-date. Our EFS department provides service for stand-by 
power for city and county facilities and emergency power 
for area hospitals and chicken farms. Our MFS department 
primarily provides service for the local oil field customers. 
A large population of well servicing (work-over) rigs in 
East Texas provides a steady business for both engine and 
transmission service.

Our team in Longview excels in providing the “personal 
touch” with each customer. This is a very important reason 
for the success of the branch and I am honored to be a 
member of this team.

Lubbock, Texas  By Ron Edwards, General Manager

Our recipe for success has been to couple a dedicated, 
results-driven team with top of the industry business 
partners to fulfill the customers’ needs for products, parts 
and service. The tireless efforts of the Lubbock/Amarillo 
team have created an unsurpassed rapport with our 
customers, who know we will take care of them.  

We sell DEUTZ, MTU and Allison products to manufacturers 
who design and build equipment for the oilfield. We 
package an MTU S60 engine with an Allison OFS4750, 

Dallas, Texas By Eric Terkelsen

Dallas success this year has come from the Oil and Gas 
Industry. Well servicing equipment provides opportunities 
for service, equipment and parts sales. Our Allison off-
highway and engine rebuild capabilities are recognized 
throughout the region as one of the best in the business. 
Customers appreciate the high quality product expertise 
we provide. We have been very successful performing 
complete refurbishment services for companies like 
Weatherford, Nabors and Trican. 

Our on-highway truck shop, one of the largest in the area, 
provides timely and accurate repairs for some of North 
America’s largest truck fleets. JB Hunt, Schneider and 
Swift have been keeping us busy for years. We service fire 
apparatus for many regional municipalities and volunteer 
departments, as well as airport fire equipment.

Field Services provides power generation installation, 
repairs and maintenance contracts to hundreds of facilities 
in the Dallas / Fort Worth metroplex. Onsite load tests and 
rental add to our support capabilities. We sell and support 
the air compressor market with Sullair and Atlas Copco air 
and power generation.  

Our Mechanical Field staff support all engine lines 
including MTU, Mercedes, Deutz and Detroit Diesel. Clients 
trust our staff to perform quality repairs and to optimize 
equipment utilization.

Equipment sales are exceeding budgeted expectations. We 
have quoted a substantial amount of Atlas Copco product 
that we are working to close. Currently at 92% and closing, 
parts are trending to meet our budget numbers.

I am impressed with how our staff has pulled us out of the 
first quarter slump and propelled us into a successful 
second half. We are all excited to share in meeting our 
2014 expectations.  We owe our success to a diligent 
and hardworking staff who are always willing to give our 
customers the quality care they have come to expect from 
Stewart & Stevenson. 

Grand Junction, Colorado  By Gary Hecht

The oil & gas industry is our largest market by dollar 
volume, with Allison 9800 overhauls for oil & gas fracturing 
companies our most successful product.  The Allison on-
highway market has brought consistent business. 

Service work on local small fleets that deliver construction 
materials, food service and serve municipalities helps fill 
the voids between the oil & gas business.  Being able to 
service over-the-road customers allows us to increase 
profitability. While the On-Highway Detroit business lacks 
a local engine population in our AOR, the completion 
of two truck stops two miles from our location provides 
opportunity in this market.
 
Our commitment to turn our customers’ equipment in a 
timely fashion while insuring no workmanship issues has 
worked well with gaining and maintaining customers.

Houston, Texas I-10  By Ken Raycroft

The Houston branch has achieved great success in 
2014 through the outstanding efforts of each and every 
employee.  We began the year with several defined goals 
and have focused on achieving those goals through a 
continuous improvement mentality. To achieve operational 
excellence in 2014, the I-10 team knew we had to improve 
key performance measurements such as Days to Close and 
inventory reduction.  

Top:
Technician at Houston, Texas 
I-10 branch welding on a 
Coiled Tubing Unit. 

Left:
Houston Truck Shop 
provides warranty service

4   S&S Today  | November/December 2014 November/December 2014  | S&S Today     5



Above:
Dale Hodge, Luis Garcia 
and Moises Rivera replacing 
engine bearings on a
Weatherford  MTU 4000 
engine in the San Antonio 
branch.

Left:
Vidor, Texas Branch.

Top:
The Lubock-built MTU S60/
Allison OFS4750 package is 
a component of this pump 
unit built by Allied Oilfield 

Equipment.

Below:
A Hyster, specially fitted by 

the Lubbock team with a 
clamp, lifts baled cotton for 

shipping.

Right:
Ruben Ramirez (right) 

training a new rental 
employee Danny Webb.

which one customer builds into a pump unit, and sell 
several DEUTZ engine models that are used to build 
different types of oilfield equipment.

Hyster lift trucks also contribute to our success. The 
Lubbock/Amarillo area has just entered the cotton harvest 
cycle, which for the next three months is the equivalent of 
a boom in the oilfield. 

With limited time to get the cotton out of the field before 
the fibers deteriorate, gins run 24/7 to get the cotton 
ginned and sent to the compresses where the bales wait 
for shipment. Our Hyster lift trucks, outfitted with a special 
clamp, lift and load the bales for shipping.

Service and parts support for Allison customers in our 
area brings a steady stream of trucks through our shop for 
repairs that range from a broken wire to a swing Allison 
ReTrans. Enhancing our success, senior technician Darrel 
Shaw, who over his 35+ years at Lubbock has witnessed 
the Allison transformation from old Legacy products 
through the current electronic products, is sought out 
by customers in the Lubbock area for his Allison product 
knowledge and experience.

San Antonio, Texas By Sam Sauceda

The San Antonio Branch Management would like to 
thank all of our Branch employees.  Without the entire 
Team working together we would not have successfully 
accomplished our outstanding results this year.

Our Branch has a highly-trained and skilled work force.  We 
continue to add to the team in order to keep up with the 
growing demands of our South Texas customers. 

We support all product lines including Allison 
Transmissions on-highway and off- highway, Oil Field 
Equipment, Transit, Truck Service, Oil Field PM Service, 
Hyster, Power Rental, EFS, Power Generation, Material 
Handling and Atlas Copco. 

We jointly service the Eagle Ford shale area with the 
Corpus Christi Branch and have 40 pump jacks with rental 
equipment in our AOR. Our rental department and oil 
field PM crews take care of the maintenance and repairs of 
these units daily.

Our biggest market is the oil and gas industry. 
Opportunities continue to grow this year, both in parts 
sales and service work for the shop and field. We work 
on MTU product lines daily, from repairing MTU 4000’s to 
rebuilding or replacing engines on oil field equipment. 
Our Allison transmission service and sales have been very 
successful, with rebuilt and new 9820 
transmissions. 

Our sales department is successful with all product lines.  
We sell generators, new and rebuilt Allison transmissions, 
new and rebuilt Detroit engines, Deutz engines and 
packages, MTU engines and Hyster equipment. 

The San Antonio Branch expects to finish strong in 2014 
and extends sincere appreciation to the entire Team for 
their continued support and dedication toward our goals.

Vidor, Texas  By Lonnie Bradford

The Vidor Branch serves the Material Handling industry 
with Hyster brand forklifts, OEM Hyster parts and Rail King 
rail car movers. We provide sales and service of Hyster 
brand products to the lumber, forging, warehousing, 
beer distribution, port and paper mill markets. The Rail 
King product is used to stage rail cars for either loading or 
unloading, and to move cars into shops for repair. 

Stewart & Stevenson has a vast parts inventory that can be 
shared among all branches, and knowledgeable, certified 
technicians. As a result, we quickly source parts, repair the 
customer’s equipment and get it back to work faster.

I define success as teamwork. Vidor’s success is made 
possible by a whole team of individuals working together 
to insure the best customer service around.

• Fuller McSpadden generates the sale, and the 
coordination team in Houston expedites the trucks 
and closes the orders so we can recognize the 
revenue. 

• Denise Sponsler, who has 30 years with S&S, 
expedites customer parts orders.

• Brittany Brinkley opens service orders, orders and 
expedites parts, and closes the order so we can 
recognize the revenue. 

• Dan Loden, our Elite Certified Technician, utilizes 
his 20 years of S&S experience to provide our 
technicians TKC training and personal mentoring 
that ensures our customers get the level of service 
they became accustomed to when he maintained 
their accounts. 

• Employees in the Houston Rental Department are 
instrumental in the success of our rental revenue. 

• Key to success are S&S branches that have trans-
ferred needed parts for a service call or offered their 
advice and experience in finding hard-to-get parts 
for older forklifts that customers want to keep.

Wichita Falls, Texas  By David Lopez

We service customers in the Oil & Gas, Farm & Ranch, 
Power Generation, Manufacturing, On Highway, 
Construction, Transport Refrigeration and Material 
Handling markets. DEUTZ engines, our best selling 
product, are utilized by a number of Oklahoma 
manufacturers to build other products.  Our largest 
customer builds pipe and cable spoolers that employ 
the DEUTZ 2, 3, and 4 cylinder 2011 engines. A Tulsa 
manufacturing firm buys our DEUTZ TCD2012L062V power 
units, which are mounted on dozers to power their unique 
side booms utilized in the pipeline industry.  

We custom-build a variety of DEUTZ engine packages 
for companies that resell them into markets that include 
irrigation, oil and gas, and construction. After DEUTZ, our 
best selling products are Hyster, Allison and MTU.

By far the one thing that we provide better than our 
competition is Customer Service in all of our departments. 
I attribute our success to a dedicated team that has been 
with the company for many years. We are a cohesive group 
of individuals that genuinely care about our customers and 
take pride in what we do and how we do it. Our team is a 
family that works well together, and individually, to arrive 
at our company and personal goals…..Yes, Sir. I am proud 
of the Wichita Falls Team.   
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Hydration systems play a key role in the hydraulic fractur-
ing process. These units hydrate the components of frac-
turing slurry and output the slurry to the frac pumps. Typi-
cally, fracturing slurry contains sand or other man-made 
materials, called proppant. The proppant is suspended by 
way of viscous material such as guar gum, a liquid or dry 
gel formulated from India’s guar bean. 

This slurry is carried by the fracturing fluid into the fracture 
to keep the formation open when hydraulic frac pressure is 
released. The proppant “props” the formation open, allow-
ing trapped hydrocarbons to escape to the surface.

Conventional gel hydration challenges
Today, most of our customers use conventional gel 
hydration, a slurred guar gum suspended in mineral oil. 
The conventional method is challenging for a number of 
reasons. Among them:

• While the EPA prefers mineral oil over early 
suspension agents like diesel fuel, it is not       
considered environmentally friendly

• The high cost of mineral oil
• Transportation costs 
• Water-sensitive guar concentrate must be mixed 

offsite to control reaction  

Now customers have a choice
Stewart & Stevenson’s third generation dry gel hydration 
unit was put into production in September by a customer 
in the Bakkan region of North Dakota. The new S&S 
hydration system is based on powder gaur gum hydrated 
with water, eliminating the need for mineral oil. Among 
the benefits of dry gel hydration:

• Environmentally friendly powder guar is 
biodegradable  

• Eliminating mineral oil eliminates product purchase 
and transport costs

• Complex metering and blending process enables 
reactions to happen on site

• Highly concentrated powder more cost effective 
than liquid gel

• AccuFrac re-written to optimize operation of new 
unit 

What sets our hydration system apart from competitors? 
“Our mix capacity rates and the quality of the final mixed 
product as well as some mechanical improvements that 
simplify the process,” notes Chad Joost, Vice President 
of Marketing.  “Our mixer pulls the powder through an 
educator that fully wets the gaur gum to prevent a lumpy 
mix. We position our mixers above the tank water level, 
preventing water from backing up and plugging lines and 
making clean-up easier,” adds Brian Sharp, Engineering 
Manager. 

Experience gives us an edge
For the time being, Joost sees the most opportunity in 
North America. “There may be some interest in Europe, but 
other countries will be playing catch up for awhile. Many 
companies have talked a lot about the technology, but 
have not been able to successfully deploy it.”  

Joost credits our success with dry gel hydration to the 
three years S&S spent on design and testing the product, 
and our 60 years of experience in hydraulic fracturing. 

Third Generation Dry Gel Hydration Unit Put into Production  

By Ann Best, Marketing Director

S&S Manufacturing

Dry Gel Hydration Unit

Stewart & Stevenson has begun an evaluation of fall 
protection needs and possible improvements for our 
various work environments. Unfortunately, one size does 
not fit all. At S&S Atlantic Division’s northeast operations, 
we encounter situations in our on-highway service 
facilities where technicians are required to work on battery 
packs or air conditioning units on the roof tops of buses. 
OSHA regulations require any individual working at 
heights over six feet to be protected with a fall protection 
system or a proper elevated working surface with a 
guardrail.  This is a challenge since space is frequently 
limited and permanent scaffolds and guardrails are often 
impractical.  

We have been fortunate to collaborate with FallProof 
Systems LLC, who designed custom fall protection systems 
and training that fit site-specific requirements at our four 
on-highway locations.  

Our Albany, New York facility has dedicated bays with no 
obstructions. We were able to install several overhead rail 
systems with sliding retractable lanyards.  The lanyards 
are similar to rolled up retractable seatbelts and are 
connected to a full body harness worn by technicians.  
The body harness rolls along an overhead rail system as 
the technicians work, ensuring their safety and mobility.  

In the event of a fall, the lanyard’s seatbelt action locks 
and catches the technician instantly.  A similar rail system 
was custom designed for our Middletown, Connecticut 
location.  The new system required special reinforcements 
to the building structure so a proper capacity rating could 
be obtained.  

S&S Lodi and Piscataway, New Jersey facilities could not 
employ the rail design because of the presence of large 
overhead cranes.  We installed a fixed point tie-off system 
consisting of four to six individual stationary retractable 
lanyards suspended above the cranes.  Technicians use a 
non-conductive pole with a hook to grab the lanyard ring 
and bring it down so they can “tie-off” and climb a ladder 
or rolling stairs to the work area on the vehicle’s roof. 

Overhead cranes must be locked out according to 
standard “lock-out” procedures during these operations to 
prevent unsafe interference or unexpected movement.  If 
technicians become restricted by a fixed point in the safety 
system as they move along, they simply change to the next 
lanyard.  This adaptive solution may seem inconvenient 
and tricky to use, but it’s a small price to pay for the safety 
of our employees.  

The implementation of these systems in our facilities 
has allowed us to execute work safely and remain in 
compliance with OSHA regulations.  The fall protection 
systems provide the technicians with extra security and 
the confidence to perform their jobs.  

There is some adjustment time needed to learn how to 
work within the new safety systems. Most of the feedback 
from the technicians has been positive.  We continue to 
improve our procedures and make adjustments when 
necessary.  Employee involvement and input has been 
critical and together we’ve been able to improve our 
facilities’ safety, compliance and morale, minimizing risk 
and liability for a fraction of the cost of a serious injury or 
OSHA violation.  

Systems Improve Safety and Boost Confidence
By Paul Valvo, EHS Manager, Stewart & Stevenson Power Products LLC – Atlantic Division

S&S Safety

Fall Protection 

Above:
Technician II,  George Fort in a 

full body harness connected 
to an overhead lanyard.

Atlantic Division, Albany, NY
service bay.
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Stewart & Stevenson — a major supplier of power genera-
tion equipment for the oil and gas and marine industries, 
and for business and industrial applications — has techni-
cians who provide power generation service, maintenance 
and repair wherever those generators are at work. 

How can customers of today’s com-
plex power generation equipment be 
assured that our technicians have the 
knowledge to service it? By having 
S&S technicians be EGSA certified.

Electrical Generating Systems As-
sociation (EGSA), the world’s largest 
trade association dedicated to 
on-site electric power generation, 
created a technician certification 
program that is recognized industry 
wide. Through rigorous testing, it 
identifies technicians who have a 
broad knowledge of electricity, me-
chanical and electrical components, 
and the interaction between them, 
and who are proficient in the installa-
tion, service, maintenance and repair 
of on-site power generation systems.

EGSA certification means that a 
technician has attained sufficient levels of skill, knowledge 
and expertise to demonstrate proficiency in the numerous 
aspects of on-site power generation systems — regardless 
of brand. 

To ensure that Stewart & Stevenson has the most quali-
fied service personnel available, the Training Center now 
offers testing for Electrical Generating Systems Association 
(EGSA) certification. S&S technicians who have a minimum 
of three years’ experience as an electrical power genera-
tor equipment technician may apply to take the test. To 
prepare, the technician uses the EGSA Study Guide and 
On-Site Power Generation: A Reference Book. To obtain a 
copy of the Guide and Reference Book, contact the Stew-
art & Stevenson Houston Training Center.

EGSA Certification testing covers Automatic Transfer 
Switches, Basic Electricity, Communications & Documen-
tation, Prime Movers, Engine Generator Instrumenta-
tion and Controls, Voltage Regulators, Troubleshooting 
System Problems, Generators/Alternators and Auxiliary 

Support Systems. Technicians are tested on their general 
knowledge of these areas as well as their knowledge of 61 
specific tasks within them.

Only technicians who pass the test can use the title “EGSA 
Certified Electrical Generator Systems Journeyman Techni-

cian.” EGSA Certification remains 
valid for a period of five years, at 
which time the technician must 
retake a test to ensure they are up-
to-date on current technology.

As of April 30, 2014, there were 916 
EGSA certified technicians in North 
America, of which five are Stewart 
& Stevenson Electrical Field Service 
Technician III employees. They are 
J. C. Brooks, Dallas; Israel Chapa, 
Waco; Bobby Nichols, Dallas; Jason 
Rivera, Dallas, and Dennis Valdez, 
Casper.

In 2014, EGSA established a new test 
for a basic entry-level technician that 
does not require any previous field 
experience. It results in classification 
as Apprentice Level, which satisfies 
three areas:

1. It provides a potential employer assurance that the 
technician has basic knowledge and commitment to be a 
valuable asset in their service department. 

2. A college that offers two-or four-year courses in these 
areas can now use the EGSA Apprentice level test as part 
of their curriculum to prove they are offering the training 
needed to fulfill the basic requirement of EGSA member 
companies.

3. Military personnel can leave the service with a qualifi-
cation that can qualify them for jobs as they look for civil-
ian employment in the on-site power generation industry.

Apprentice level certification ensures technicians are 
qualified to service power generation equipment. Appren-
tice level certification remains valid for a period of three 
years, after which a technician will meet the criteria to test 
for the journeyman level certification.

Testing for EGSA Certification is available to S&S techni-
cians at all Stewart & Stevenson Training Centers.

Above:
Tony Hong, Field Service 

Technician, checks the con-
trols on an EDP generator on 

the Houston I-10 Test Line.

S&S Training

EGSA Certification Testing Provided

A New Offering from the Training Center
By John Haack, Training Manager 

S&S San Antonio

DEUTZ Engines Training

Preparation for DEUTZ 2.9/3.6L Tier 4 Engines
By Lupe Gomez, Representative Dealer Development 

S&S San Antonio branch was the site for the second of four DEUTZ Tier 4 
engine and SerDia 2010 classes, conducted by DEUTZ Corporation Oct. 
21-23, 2014. 

DEUTZ Corporation trainer Joey Mobbs led the class attended by 
Stewart & Stevenson technicians from the Lubbock, Corpus Christi, San 
Antonio, and Pharr branches, along with S&S Houston trainer Wayne 
Blunt. Also attending were DEUTZ dealer principals and technicians 
from Carlsbad, NM, Corpus Christi and San Antonio, including Dealer 
Development Rep. Lupe Gomez.  

In a classroom setting, students learned about the complete engine 
operation of DEUTZ 2.9L/3.6L engines, exhaust system components and 
tear down of a 3.6L engine, and reviewed the external and internal parts 
of the engine.

These Tier 4 engines are now in the field operating in trenchers, man 
lifts, compact rollers and other O.E.M. equipment, so training is very 
crucial for DEUTZ dealers and distributor service personnel. Thanks to 
DEUTZ Corporation trainer Joey Mobbs and San Antonio branch for 
making our training class a success. Top:

Students preparing to run a 2.9L engine.

Above: 
Joey Mobbs demonstrates how to use the SerDia 2010 diagnostic 
software to help troubleshoot not only engine codes but the exhaust 
after treatment known as D.O.C. (Diesel Oxidation Catalytic converter) 
and S.C.R. (Selective Catalytic Reduction) which are E.P.A. required, 
depending on model engines.
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Stewart & Stevenson participated in the Permian Basin 
International Oil Show in Odessa, Texas on October 21-23, 
2014. “PBIOS is a Texas treasure,” explains Bill Simmons, 
President and CEO of the Power Products Division. “We’re 
like old friends.” At 74 years old, it’s one of the oldest oil 
and gas shows in the country. “It exemplifies the way oil 
and gas works. Sometimes the market moves so fast that 
you can’t keep up and sometimes it slows to a crawl. PBIOS 
and the industry have been through a lot together.”

“There is no question that PBIOS is a mainstay for oil and 
gas in Texas, particularly since production in the Permian 
Basin is booming,” notes Dennis Weisgerber, Senior Vice 
President, Sales and Marketing. “All of the major service 
firms use the event to showcase their products and 
services. PBIOS is a good way for Stewart & Stevenson to 
engage with customers and prospects who are looking for 
new technologies to improve efficiency, reduce cost and 
boost production.”

Among the products showcased: 
Model 550 Rig system, coiled tubing unit, DEUTZ 2.9 liter 
Tier 4i Final,  DEUTZ 3.6 liter Tier 4i Final with DOC only 

and Tier 4 Final DOC/SCR engine, DEUTZ TCD 12.0 V6 
Engine Power Pack With Allison 4700 OFS, MTU 12V4000 
electronic drilling package, Atlas Copco generators and 
compressor, Allison 9823 OFS, Hyster H80 Forklift, Cush-
man 1600XD and a TC 685 Torque Converter.

Local, regional attendance and opportunity
While PBIOS has an international appeal, particularly to 
foreign vendors keen to supply the boom, it is still primar-
ily attended by local and regional companies. “Odessa is a 
town of independents and start-ups that are not working 
with big companies,” says Simmons. “PBIOS is the only op-
portunity to get in front of these guys because they don’t 
go to the big shows.”  Our booth had a good mix of local 
and regional attendees. 

“We zeroed in on our own local/regional customers and 
particularly our DOEMs, most of whom had booths of their 
own nearby,” noted Aven Sharp, Manager of Operations for 
Odessa. “We also engaged with quite a few end-users who 
had interests spanning from new product questions to 
aftermarket service & parts availability.” 

Above:
Stewart & Stevenson’s PBIOS 

exhibit featuring Model 
550 Rig and an Atlas Copco 

compressor.

Permian Basin International Oil Show
By Ann Best, Marketing Director 

S&S Tradeshows

PBIOS Mainstay for Oil & Gas in Texas

A handful of S&S sales representatives noted that PBIOS 
2014 seemed to be a “heavy service rig crowd”. When 
asked what customers are looking for in a rig system, Jared 
Shannon said “ fast rig-up, ease of operation and reliability 
(little down time). The S&S 550 class rig seems to be the 
most popular by far.”

Local challenges
When asked about what challenges our customers, and 
the market, are facing, Sharp said that “the labor issue is a 
big one. Many companies are facing the same issues we 
are with finding good help. The area is highly competitive 
and there is a job hopping trend that has adversely af-
fected all areas of the industry served by PBIOS.“ 

Sharp emphasizes that “optimism for the future is directly 
tied to the price of oil. The price of oil and its recent fall was 
a big topic of discussion.  Prior to the oil price movement 
and PBIOS, our customers were very bullish for 2015. They 
now have retreated and are talking about a flat year.”

Reputation is key 
When asked if reputation still matters, local leadership says 
yes. “Reputation and experience still mean something, but 
with the increasing number of well servicing companies 
being run or funded by venture capital, price and quick 
delivery are becoming more important.  All things being 
equal, reputation wins out,” says Shannon.  “Absolutely,” 
says Sharp. “Our brand (reputation and experience) are still 
good, but we must be able to match the perceived value of 
the services provided with the pricing.” 
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There’s No Business Like Snow Business
By Kristy Chapa-Teague, RMD Sales Support Supervisor

The annual Western Snow & Ice Conference and National 
Snow Roadeo were held on September 24-26, 2014. 
“There’s No Business Like Snow Business” presented some 
exciting changes. This year the show was at the Embassy 
Suites in Loveland and the National Snow Roadeo was 
held at the Budweiser Event Center next door. Exhibitor 
space more than doubled this year with their new venue. 
They had record attendance as well as one of the largest 
numbers of exhibitors.

With the Farmers’ Almanac predicting another record-
breaking winter for Colorado, the vendors exhibited up-to- 
date technology and state of the art removal equipment. 
Our S&S sales team concentrated on Webasto heaters and 
promoted our new Atlas Copco product line.  

The three-day conference was power-packed with educa-
tion, training and roundtable sessions, all in an effort to 
keep us safe this snowy winter. 

Abu Dhabi International Petroleum Exhibition & Confer-
ence (ADIPEC) concluded yet another successful world 
class Oil & Gas exhibition and conference event this year, 
held November 10-13, 2014 in the capital city of Abu Dhabi 
in the United Arab Emirates.

Launched in 1984, ADIPEC-2014 marked its 30th Anni-
versary with the largest attendance to date in excess of 
62,000, earning the same stature as other leading oil and 
gas worldwide events such as OTC. This remarkable growth 
makes ADIPEC the largest oil and gas event in the Eastern 
Hemisphere, which echoes the importance of the energy 
industry in the region and particularly Abu Dhabi as a 
Global Energy hub.

Stewart & Stevenson has regularly participated at the 
ADIPEC and 2014 event was no exception. A continuous 
stream of existing customers, new customers with whom 
we have recently signed contracts, and potential future 
customers from North Africa and the Middle East, visited 
our spacious, well-designed booth in the US Pavilion 
throughout the show.

“A higher percentage of the visitors to our booth were 
customers than at any show in recent memory,” comments 

Kelly LaMont, Senior Vice President International Sales, 
who also attended the show.

As we have witnessed an increased demand in the well 
stimulation equipment this year, a great deal of emphasis 
was given to the well stimulation and fracturing equip-
ment through large size posters, which were very well 
received by the customers. Company video highlighting 
our rich history spanning well over 113 years was also a 
center of attraction at the booth.

Several new opportunities were captured at this event, 
including a CTU Spread and a Frac Spread. As the Middle 
East is steadily adapting to the fracturing technologies, 
we anticipate an increasing demand for S&S fracturing 
equipment over the next 2-4 years. Conventional well bore 
cleanout with CTU technology is also on a steady increase, 
as witnessed by recent orders for multiple units in the UAE 
and Oman region. 

ADIPEC is certainly an important sales tool for S&S. Special 
appreciation to the S&S marketing team for all their efforts 
in making this important international event a success.

ADIPEC 2014 
Middle East’s Largest Exhibition and Conference to Date!
By Azeem Janjua, VP Middle East Operations 

Top Left:
A productive meeting for 
future prospects business 
with long-standing customer 
MB Petroleum from Oman 
was held at ADIPEC.  L-R: 
Kelly LaMont, S&S Sr. VP In-
ternational Sales, Mr. Hamyar 
Nasser Al-Sadi, MB Petro-
leum Operations Manager 
(CTU) - Oman, Azeem Janjua, 
S&S VP International Sales, 
and Abdul Rauf Al-Alawi, MB 
Petroleum Country Manager 
– Saudi Arabia.

Top Right: 
Stewart & Stevenson’s 
exhibit at ADIPEC. 

S&S Tradeshows

Snow and Petroleum Exhibits

Top: 
A snow plow on display. 

Bottom: 
S&S personnel meet with 

prospective customers.
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Dennis Family: Tae Kwon Do World Cup Medal Winners
By Angela Gardner, Office Supervisor

S&S Odessa

Tae Kwon Do Medal Winners

Left:
Terry Dennis (left), Odessa 
Rig Division employee pic-
tured with his son Logan and 
daughter Samantha at the 
Tae Kwon Do World Cup. 

Rachel S. Koenig, Ed.D., SPHR, Vice President, Human 
Resources, has added three new employees to the HR 
Team: Mike McGee, Jessica Marquez and Tracy Hernan-
dez. 
 
Mike McGee is a new HR Manager, supporting the U.S. 
Rig and Corporate locations. Mike joins us after 20 years 
of distinguished service in the U.S. Army, where most of 
his career was spent serving in the HR community. Mike 
has a bachelor’s degree and an MBA from Trident University. He can be reached at M.McGee@ssss.com or 713-884-4147. 
 
Jessica and Tracy both join the company as new HR Coordinators, supporting all locations. Jessica graduated from Texas A&M 
University in 2011 with a BBA in Marketing. In her previous role with the Houston Independent School District, Jessica provided 
HR support services to 35 elementary schools and the District’s Information Technology and Police Departments. Jessica can be 
reached at je.marquez@ssss.com or 713-884-4121.
 
Tracy graduated from the University of Houston-Downtown in 2014 with a BBA in Management and a Minor in Human Resourc-
es. In her most recent role at HISD, Tracy worked in employee relations, servicing the district’s 30,000 employees. She is bilingual 
in English/Spanish. Tracy can be reached at T.Hernandez@ssss.com or 713-884-4115 

New HR Team Members

Stewart & Stevenson Atlantic Division hosted 28 of its top 
Allison dealers at a Dealer Conference Outing October 
3-5, 2014 at the Crystal Springs Resort in Hamburg, NJ. 
Allison dealers from thoughout 
Atlantic Division’s AOR — New 
Jersey, New York, Connecticut, 
Massachusetts and Vermont—
attended. 

“Our Allison dealers are a vital 
link in our path to market for 
Allison Transmissions,” said Tim 
Meade, Sr. Vice President of 
Vehicle Systems. “Over the past 
20 years Scott Smith, our Vice 
President of Allison Sales, Brian 
Mullarney, our Allison Sales 
Manager in Connecticut and 
lower Vermont, Bill Poch, our 
Territory Manager from Allison 
and I have worked hard to 
develop both professional and 
personal relationships with all 
the key players in our market-
place. As a result, one out of three class 6, 7 and 8 trucks in 
our AOR are sold with an Allison Automatic Transmission 
in them.” 

“Our annual dealer outing,” Meade continued, “is a way to 
take a break from the hectic pace of business and life in 
the greater NYC metropolitan region, to relax and renew 
these critical relationships. With the introduction of Al-
lison’s new TC10 transmission for the class 8 truck market 
we, along with our loyal Allison dealers, will continue to 
work together to grow our Allison business, which ac-
counts for 34% of our on-highway market.” 

Dealers participating in the event enjoyed the opportunity 
to relax and play a few rounds of golf at an exceptional 
venue while gaining some new Allison product information.

“This event reminds us that this is still a ‘people’ business 
and we are proud to be part of it. This simple notion is 
lost on many organizations this day and age. Keep up the 

good work and we will continue 
our push to move the ball down 
the field,” said Joe Cambria, Jr. of 
Cambria Mack in Edison, NJ.

Chris Waterman of Green Moun-
tain Kenworth in Shelbourne, 
VT commented, “As always, you 
guys continue to be the tops 
and I really appreciate all you 
do. It’s truly a pleasure working 
with you all.”

“Hats off to Stewart & Stevenson 
and Allison for a tremendous 
weekend…Let’s sell some more 
for next year!!!” added Bob 
Cascone from Cambria Peterbilt 
in Elizabeth, NJ.

High praise for the event came 
from all attendees, which also included: Tom Feeney, 
H&H Mack Truck, Rockaway, NJ; Tony Amadio, Campbell 
Freightliner, South Brunswick, NJ; Steve Farley, Freightliner 
of Southern Connecticut, Branford, CT; Sean Roche, Arkel 
Motors, New Windsor, NY; Paul Crispyn, Utica Pete/New-
burgh Truck Sales; C.B. Bateman, Albany (NY) Truck Sales; 
Ed Fitzgerald, Green Mountain Truck, Shelbourne, VT; Rick 
Pesto, Gabrielli Trucks Sales, Bronx, NY; Chris Stadler, Gabri-
elli Trucks of Connecticut; Pete Bezich, Tri State Kenworth, 
Enfield, CT; Chris Koumoulis, Franks Truck Center, Lynd-
hurst, NJ; Jim Raymer, Nutmeg International, Springfield, 
MA; Rick Gerlach, Ben Funk Truck Sales, Hudson, NY; John 
Carolan, Browns Truck Group, Bloomsbury, NJ; and Carl 
Smith, Champlain Peterbilt, Champlain, NY.

Top: 
Bill & Kathy Poch, Dave & Pat 

Newingham,  Jean Roche, 
Scott Smith, Chris Koumoulis, 

and Mr. & Mrs. CB Bateman.

Center:
Pete Bezich & spouse, Steve 

Farley & spouse, Jim Raymer.

S&S Atlantic Division

2014 Dealer Conference 
Outing Draws Dealers Throughout AOR 
By Takerra Allen-Taylor, Marketing Coordinator

Odessa Rig Division employee Terry Dennis and his children, all 1st 
Dans (Black Belts) in Tae Kwon Do, recently competed at the Interna-
tional Tae Kwon Do World Cup held in Montego Bay, Jamaica. More 
than 700 people from 35 countries competed in the 2014 World Cup 
held August 26-30 at the Montego Bay Convention Center.

Terry, 47 won a Silver Medal in Patterns. Patterns are a set of moves in a 
predetermined order. Terry has 12 different Patterns to his credit. 

Samantha, Terry’s 17-year-old daughter, won a Bronze medal in spar-
ring. Sparring is a form of training common to many combat sports. 
Although the precise form varies, it is essentially relatively 'free-form' 
fighting, with enough rules, customs, or agreements to make injuries 
unlikely.  Terry’s 15-year-old son, Logan, also competed.

Congratulations to Terry and Samantha for representing the U.S. and 
bringing home Silver and Bronze medals.
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From: Jeremy Woodward, Archer Well

To: Roy Allice   

Subject: TRAINING

 
Hello Roy.
 
Members of our team just completed training at your Houston facility 

and ALL had rave reviews regarding the technical knowledge of your 

staff, the facility, and relevance of the training with respect to their 

daily job role.  Bravo Zulu to you and your staff.

 
Please RFQ for an additional 4 seats for the next available convening 

for the Accufrac ETECH course of instruction.  My goal is for all our 

ETECH’s to complete this as time allows.  

Thank you all.

WOODY WOODWARD

Celebrating 20 Years!
Jim West, Back Parts Counter Rep, 
(right) celebrated 20 years, having 
started on September 12, 1994. He is 
pictured with Parts Manager Jim Peper.

 

Celebrating 30 Years!
Craig Ingram (center), Truck Shop Technician, started 30 years ago on June 
1, 1984. He is pictured with Service Manager Pat Morgan (left) and Service 
Advisor Todd Ross.

Roseanne Sikora (left), Accountant, and Steve Parsons (right), Regional Credit 
Manager, started on the same day 30 years ago, October 15, 1984.   

Celebrating 35 Years!
Ros Amaya (left), ERP Project I Specialist who joined the 
company on June 13, 1979, celebrated 35 years. She is 
congratulated by Larry Clements (right), Business Systems 
Director from the Houston Corporate IT office.

From: Jackie Bullard  
To: Barbara Winstead 
Subject: Lab Fork Lift
 
Barbara   the guys are done with the forklift.  Just let me know 

when someone will be able to come pick it up and we will make 

sure it is ready to go.  Thank you for your help with everything.  

This was by far our easiest forklift rental!  

 
Jackie S. Bullard, Office Manager

W.D. Von Gonten Laboratories, LLC
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Note of appreciation from
Material Handling Rental Customer

From: Curt Wilson  
To: DFW Service 
Cc: Richard Coker; Bob Camp 
Subject: Bucky
 
I always try to pass on GOOD PRAISE – T. Easley from Foxworth in Van Alstyne called me today thanking me for sending Bucky Chance out to look at his trucks that were down. He said he was very sharp, knew what he was doing and saved him time and money! Rarely done in this business! Just an FYI – I have sev-eral customers that praise him and have never heard a negative comment – WAY TO GO! Please pass on to him. 

Curt Wilson
Aftermarket Sales 

From: Rachel Peimbert  
To: Craig Keen 
Subject: Customer Shout Out - San Antonio 
Good afternoon Craig,
 
Please see the attached customer shout out from today’s calling activity.  The customer (Lupe Robledo, supervisor with McJunkin Red Man Corp – Asherton) stated Juan Camacho and Martin are consistently prompt with their service and work with him to get repairs done. He requested his sentiments be passed along.

 
Thank you and have a great day! 
Rachel Peimbert
Project Manager

MGO Marketing

FDDA Letter of Praise from the City of Orlando - Conserve II 
refers to a package of three MTU 20V4000, 2800KW generator 
sets with very custom specification sold by Lenin Hernandez’s 
group in 2012. FDDA worked through different vendors and 
contractors to get a problem with voltage spikes under control. 
Kenneth Gerena received praise for solving the issue.

S&S Denver

Employees Honored for Service

Celebrating 25 Years! 
Harold Pluim (below), Field Technician, celebrates 25 years 
with Stewart & Stevenson Denver.

Loyd Harrell (right), 
Transmission 
Technician, celebrates 
35 years at Stewart & 
Stevenson Denver. 

Bucky Chance Praised for Service
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Carolyn Ellen Harrell Wooten
January 31, 1949 – September 17, 2014

Carolyn Wooten, receptionist at S&S Houston I-10, passed away September 17, 2014. A native Houstonian, 
Carolyn graduated from B.C. Elmore Senior High School in 1966 where she was a “Tiger” Cheerleader. After 
graduation, she continued her education at Prairie View A&M University. Carolyn was a sponge for knowledge 
and an avid reader of the local newspaper. She purchased a new novel every other day to read for enjoyment. 

Carolyn started working with Stewart & Stevenson as a contract employee with Guardsmark, working her way 
up from security guard to supervisor. She came on full time with S&S as a receptionist in August 2011. Carolyn 
is survived by her two children, Kimberly Wooten Land (husband Marshall) and John Wooten, Jr. (wife Detra), 
six grandchildren, one great-grandchild, one brother and a host of nieces, nephews, relatives, friends and 
neighbors. She was loved dearly by those she called her special daughters, Stacey Sattelmaier, Judy Harding  
and Tabitha Hines, as well as the Stewart & Stevenson Family.  

Ken Raycroft, Houston I-10 Manager, wrote: Carolyn Wooten was one of the most pleasant employees I have ever had the privilege of supervising. 
She had a sense of responsibility that is not found in very many people. During her time with the security company and as the receptionist, she never 
wanted to disappoint anyone. If I had a request, she would make certain that all of the information was complete and 100% accurate. She struggled 
with health issues for many years and would come to work no matter how bad she felt. But you would never know anything was bothering her. Every 
morning when I walked in the front door, she was always there with a big smile and a welcoming Good Morning. I am thankful that we had her there 
to greet our employees and customers. She is deeply missed by her family at I-10.

NOTICE TO ALL EMPLOYEES:

Update your address before W2’s are mailed in January.  Via intranet, go to the HR page, click on the 
“Change my Address” logo under links on the right side of the page.  Complete the form and select submit.

≈ In Memoriam ≈

Donn “Rudy” Richard Rudasill
September 4, 1936 - October 26, 2014

Donn R. “Rudy” Rudasill, 78, of Village Mills, TX passed away Sunday, October 26, 2014.  He was born in 
Kenton, Ohio, on September 4, 1936, to Ethel and Harry Rudasill. Rudy had a twenty-plus year career in the 
United States Navy, retiring in 1974.  He flew F-4 fighter planes during the Vietnam War and also served in 
the Korean War.  He was a member of the American Legion and a lifetime member of the VFW.  After his 
Navy career, he then worked for and retired from Stewart & Stevensen Services in Houston.  His careers took 
him to many places all over the world. 

Rudy is survived by his wife of thirty-two years, Peggy Rudasill; daughters, Donna Pennell and Debbie 
Herring and her husband, Tom, of Houston; grandchildren, Shawn Hammac of Pensacola, Florida; Richard 
Pennell of Houston; and Staci Herring and her fiancée, Mike Eades, of Llano; and brother, Robert Rudasill of 
Washington, D.C. His memorial was October 29, 2014, at Wildwood-Village Mills United Methodist Church.
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