By PATRICE LAPINSKI

FOREST

SUPERIOR-BASED BARKO HYDRAULICS MANUFACTURES TOUGH
EQUIPMENT FOR DOMESTIC AND GLOBAL FOREST INDUSTRY CUSTOMERS
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f vou're a forestry industry worker or are clear
ing the right-of-way for a utility line, and 1if

you're sitting in the cab of the Barko Hydraulics
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G378 Industrial Wheeled Tractor, you've got a

y got a who

s the tractor's description

e, e

makes clear
"ROPS and FOPS certified, the tightly sealed, vibra-
non-isolated floating cab featu res sound insulation
and an adjustable bucket seat with a fo
limate controlled with air conce ing and
ing with defroster, the cab includes joystick
C 5ls, pilot operated foot travel and brake pedals,
and various control buttons” Enhanced operator
t is only one of many hallmark qualities in
I Hydraulics. It
o features purpose-built designs for productive

operation as well as optimized fuel efficiency

ir-point har-

uipment manufactured by Barko

The Heico Companies has more than 9,000
employees and more than 70 operating
companies on five continents.

The business's origins date back to 1946, when
brothers Maurice and Edward Bartell launched
Lakeshore Body and Equipment from their dad's
blacksmith shop in Duluth and began offering
metal fabricating services. In 1962, the Bartells
bought the legal rights for the Ramey loader from
the IRS and launched a new division - Barko Hy-

draulics - in 1963



Th

subsequently needed more room
\g manufacturing demand, so in 1974,

e Company
o meet growin
it bought the Paper Calmenson Steel Warehouse in
superior. Barko has been building rugged, heavy-
duty forestry ec:u'pn"ﬁw ever since at its bayfront
location at One Banks Avenue
The company has a stellar reputation in the for-

estry industry as a supplier of reliable, high-quality
equipment — which is why its website proudly states
"King of the Forest” next to the Barko logo. It has an
impressive history of growth, and today, the equip-
ment it manufactures is used in this region, in other
states and in other countries. And whether custormers
are in the logging business in Northeastern Minne-
sota or working deep in a forest in another country,
they expect — and need - tough equipment that lasts

NEW PRESIDENT COMES FULL CIRCLE
Former [ron 13’r‘1mg~9r Justin Rupar has a clear

connection from his past to his new role today. "Back
when [ started in this business, almost 30 years ago
now, [ was in sales for a heavy truck dealership, and
one of our product lines was Barko. So [ sold Barko
when [ was 22 or 23 years old" laughs Rupar. In a
more serious tone, he noted, "I've sold a lot of trailer
loaders and truck loaders, and I've been out in the
woods with loggers and with pulp companies. [ really
have an affinity for the brand, because it was easy to
sell back then. Barko is iconic in the forest industry”
That's a perfect background for Rupar's new po-
sition at Barko Hydraulics. The company announced
that he was appointed president in a June 25 news

“We have plans for significant growth. In five
years, we want to double the size of business.
We’ve got a good runway for it, and the
trajectory looks like it’s going to be a very
reasonable plan.”

- PRESIDENT JUSTIN RUPAR

release. Before joining Barko, Rupar held leadership
positions with Yamaha Motor Corp., YANMAR Amer

ica and ASV Holdings, overseeing global commercial,
distribution and after-sales support activities. He has
more than 27 years of expertise in the equiprment in-

dustry including manufacturing, dealer development,
marketing and sales

He's still counting his time at Barko in terms
of weeks, and Rupar is candid about the personal
challenges of joining a new organization while also
shari ng his optimism about the future he sees for
Barko. "I think the challenge for anybody coming to a
new place is culture and how you fit in, and how you
bring new ideas,” Rupar said, "and then to understand,
outwardly, how do we fit in the market and how does
the market perceive us?

An extensive network of dealer partners acts as
the conduit between Barko and the end user - and
Rupar is keen to listen and learn from them. If he
were to get a report card from the dealers, he wonders
aloud, what would it say? 'l think that's the heavy lift-
ing pertion of it, from my perspective. My approach
to it is that we've got to be incredible partners to our
dealers,” Rupar said. "We've got to listen to what they
say, deliver what they want, and it has to be excep
tional quality. "We've got to be really good at what we
do to meet their expectations with prcduc':. and with
services as well”

Success, after all, begins with a great product -
and that's EUE!‘lﬁhhlﬂg Barko has been delivering sinc
day one
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f-‘-.n important parT D[ BdrﬂDS support network is its
affiliation with two other heavy equipment manufac-
turers — Pettibone Traverse Lift of Baraga, Michigan
(specializing in material handling equipment for the
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“Within Heico, in the Industrial Technologies
Group, we have an engineering council ...
We have 11 different companies that get

together on a monthly basis.”
- DIRECTOR OF ENGINEERING AND PRODUCT SUPPORT SCOTT HARMS

Ll SR

Shell walk the floor and talk with the
team members. The folks on the production floor
know her, and she really likes getting in the plants
learning about the businesses” Rupar says this

gaid Rupar

and

relationship is mutually beneti

l'.;-u 1 I 1co Companies was
ery ts sister companies
.”-El:‘w 'ﬁem. ons have remained stable throughout
the VID-19 pandemic, Rupar said, noting that

ompany did have to make some 1.:'.11_.'qh
*didn't face the risk that many other com-

uring that time period”

gota, Harms went
3l of Engineering
Caterpillar in the
rea in the hydraulic components division,
cut his teeth on fluid power hydraulic sys

s now been with Barko for 15 years

1 Heico, in the Industrial Technologies
D, we have an council with rep

tives fromm all the different companies” he
pl -(i “We have 11 different companies that get
together on a monthly basis - to learn from one
another, help each other out, provide support and
discuss new technology that could be applicable to all
the other companies.

And Barko's ownership, all the way up to Heico's
chairman, knows the product line, Rupar added
"They know our dealers. They can tell you the general
5:?-:"-’1[":c1r'o'"5 and CFLFA""-l"-ru:'a of the product line” In
Chairman Emily Heisley Stoeckel of The Heico
Companies has walked the manufacturing floor in
Superior a number of times. "She comes and wvisits,

ginally from n,a'.:'-'--"-
Aol at the Milwa

with
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r that our biggest ch a'.r"" 15
side,” said Karen Pauwels, the d
hain and operations, in explaining the
mic’s impact. In 2021, it's no surprise that many
experienced - and continue
- supply chain issues, Barko included
The critical supply chain timeline Pauwels works
within typically has a three- to six-month lead time
built into it Since the pandemic situation remains
in flux, she basically plans on a 24-month lead time
And Barko can tap into Heico's network of resources
around the world to help keep parts flowing. "Having
the resources of Heico behind us and their support 18
amazing,” said Pauwels. "They have tearns overseas
that are our eyes, ears and feet on the ground with
our suppliers in those regions. That's something that
a company our size normally would not have”
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An average production cycle for a machine such
as a VF- chandising Loader assembled at Barko is
«':iL‘.-'J"f on ek, And the Barko Me ndising Load
ers (inclu r*-t the 295B, 4958 ' .E models) are

v's best seller. “It's 2ad -and -butter
: what we are known fc: in our loaders,’
“From start to finish, it's about a week
For some of our ma
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Pauwels says she has a great team working with
her to maintain the factory n side while she
focuses on strategy and planning. ° '.J.rouic:'t also say one

of the other challenges is how to get more efficient in

_.H-_:u ion

riving productivity within our operations,” she said
*This is where part of the strategy comes in — are there
lines? Is there tooling or other

.,-Ja‘,s to optimize our |
lipment that we would to make Investments

in our production and

want

in to help us be more efficien
operations?

“They have teams overseas that are our eyes,
ears and feet on the ground with our

suppliers in those regions.”
- DIRECTOR OF SUPPLY CHAIN AND OPERATIONS KAREN PAUWELS

at make my job easier are
they take in working

of the things th
the people and the pride
for Barko
" Pauwels

le who a

that

the pride '.'r‘%'-v take in building the equip
a "id-*n:l

Having that e
nd

engagement, with
where they work, is

easier.”

director of

the
management, is
est product innovations and keeping up to date on

sleve

product

marketing and
always studying the lat-

Talaga,

technology changes that continually evolve. And he's
continually in touch with the company’s network of
dealers and customers to keep up with what they're

sayirig and thinking. "It's gonna sound clic
in describing what his job is all about, _
delivering the best product we can for our customers
day in and day out

‘It needs to be
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but it's all about

productive. It needs to perform
:“.-,:clriﬂ 1“ be fuel efficient Our primary customers are
lal lc'c. :Jd-vd “When they have downtime, that

ttom i “'1* because they can't operate

and pop. If they cant
mills, they can't get paid that day
ern to be suc ﬂsem"

re is no average day for Talaga, who handles
everything from day-to-day marketing tasks (includ-
ing appearing in some Barko YouTube videos) and
tradeshow planning to involvement with the sales and
dealer development side of the company. Talaga works
closely with the sales teamn and Barko equipment

So

ucial for the
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dealers as well as customers to gather feedback on
what they like and what they don' like. Then he helps
convey that information to the engineering tearn

n our distribution network, Barko is affiliated with
dealers. We've got a good core of top-level
dealers that deal quite a few machines, and they also
provide product support after the sale to their custom-
ers,” Talaga explained. The majority of this dealer net-
work is east of the Mississippi River. Not surprisingly,
Barko focuses primarily on the southern part of the
country - the 10 states from East Texas up to Virginia

Pty o
over /i

Talaga says that's where the majority of timber har-
vesting (over 50 percent) now takes place in the U3

So Barko's rugged Merchandising Loaders (ML's)
are hard at work in the South, loading logging trucks
with tree-length wood to haul to the mill. The ML's
are the company's highest velume product line - "our
bread and butter,” Talaga said

Rupar agrees with Talaga that the forestry in-
dustry dealers do a great job with their customers. '

BREWING NEW OPPORTUNITIES.
THIS IS OUR CURRENCY.

From small business loans to lines of credit and s
checking accounts, we have financial resources on tap.
Can you taste the possibilities?

' SuperiorChoice
N\

Credit Union

800-569-4167 « superiorchoice.com
Visit our website for a location nearest you.

Membership eligibility required. Federally insured by NCUA.
All loans are subject to approval,
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Fatrick Lapinsk is a freelance writer who grew up in Supeno
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