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Sanco Equipment Celebrates Two
Decades in Business, Continues Evolution

(L-R): Joe Graham, sales and rental manager; Matt Greibrok, vice pres-
ident of business development; and Brian Santarsiero, president, and
CEQ look over building plans for the new Mankato location.

By Giles Lambertson
CEG CORRESPONDENT

fter 20 years in husiness, Sanco Equipment is just get-
ting started. It’s firming up its organization around
core values that are a sure foundation for growth,
looking for new machinery lines to enhance an
already strong product lineup, and keeping an eye out for
additional store locations across the upper Midwest.
“We feel Sanco Equipment is going to continue to evolve
as a successful business,” said Brian Santarsiero.
One would expect the company’s president and CEO to
say that, of course. What is more telling is the hard evidence
that the company is, in fact, on the move.
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“We feel Sanco Equipment is going to
continue to evolve as a successful business.”

Brian Santarsiero

Sanco's equipment division was formed in 2003 when the family bought an existing
Bobcat dealership in Albert Lea, Minn.
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a Minnesota original.

(L-R) are Andy McKinney, sales, Albert Lea; Nick Stadheim, sales, Mason City;

and Alex Ross, rental, Albert Lea.

Progressive change is a genetic charac-
teristic of the company. The CEO’s great-
great-grandfather, Salvatore Santarsiero,
launched his legacy company nearly 70
years ago after he heeded his entrepreneur-
ial instincts and changed his career.

Santarsiero owned a small trucking firm
that made medium distance runs between

Minneapolis and Chicago. When running a
company on the road didn’t appeal to him
anymore, he parked his truck but didn't
completely leave the trucking industry.
Rather, he bought a Thermo King trailer
refrigeration franchise in Roseville, Minn.
From that humble start came Sanco
Enterprises.

In succeeding generations of family

Bobcat is a terrific family of machines to build a future on.The iconic brand is

A new kind of machine was conceived and given hirth to in the small town of
Rothsay, Minn. It grew up in North Dakata, and was given the name Babcat.

management, the umbrella company
added Thermo Leasing (a refrigerated
truck, trailer and company), Sanco Services
(an upfit and installation service for trucks
ranging in size from vans to tractor-trailer
rigs), Sanco Spotters (a dealership offering
specialized vehicles for moving trailers in
freighting yards), and, of course, Sanco
Equipment.




The equipment company division was
formed in 2003 when the family bought an
existing Bobcat dealership in Albert Lea, Minn.
In the ensuing two decades, Sanco Equipment
has expanded to four locations — three in
Minnesota and the most recent one in neighbor-
ing Towa due south of the original store.

Needless to say, Bobcat is a terrific family of
machines to build a future on. The iconic brand
is a Minnesota original, a new kind of machine
conceived and given birth to in the small town
of Rothsay and growing up in neighboring
North Dakota, where it was given the name
Bobcat. The machine heralded an age of com-
pact equipment that still is in its heyday.

The skid steer loader — originally a three-
wheeled contraption — was built at the behest
of a turkey farmer who needed his barn cleaned.
In the intervening 67 years, the machine has
been adapted for numerous work situations, yet
agriculture is still a mainstay market.

“We sell a lot to ag customers,” said Sanco
Equipment Sales Manager Joe Graham.
“Agriculture is a significant part of our sales.
Dairy and turkey farmers hauling feed, loading
manure, hauling hay bales... and cleaning
barns.”

Still cleaning barns after all these years.

Yet the most vital customer base for the com-
pact machines is comprised of construction
contractors and landscapers and the agriculture
industry. The company president cites the
volatility of farm produce prices as one reason
these can change.

“If someone in Chicago drops the price of a
bushel of beans, it impacts our ag customers
and their ability to possibly purchase a new
machine that year,” said Santarsiero.

“We sell a lot to ag customers. Agriculture is a
significant part of our sales. Dairy and turkey
farmers hauling feed, loading manure, hauling
hay bales... and cleaning barns.”

Joe Graham

The expansion into Mason City resulted from a combination of factors.
Located just an hour south of Albert Lea, the city appealed to Brian
Santarsiero, president and CEO of Sanco, because “the territory is con-
gruent with our Minnesota territory and there was a need for the prod-

uct line. It was a good opportunity.”




Sanco Equipment's mobile units are available and can service equipment on site or will pick up and

deliver equipment for service.

Factory trained technicians can do repairs and maintenance, on-site diagnostics, perform warranty

service and machine inspections on the road.

Santarsiero believes the construction
industry offers more underlying stability.

“I think the construction side is where
the growth in sales will be in the next two
or three years. Regardless of what the
economy is doing right now, there still are
a lot of government infrastructure initiatives
in place. There are a lot of infrastructure
needs out there and that will keep the con-
struction side of business going.”

One of the notable evolutions of Bobcat
loaders was the addition of tracks. While
tracked and tired versions of the loaders

Mobile technicians are able to help maintain equipment and

save customers time by coming to the jobsite.

function the same, the added traction from
tracks combined with the additional flota-
tion turned track loaders into a top seller.

In Minnesota, however, skid steer load-
ers remain popular.

“We sell a lot of skid steers,” Graham
said. “They perform better in snow, so
landscapers can use them year-round by
doing snow removal jobs in the winter.
And some farmers still prefer skid steers.
While sales of skid steers across the U.S.
are less than they used to be, up here in the
north we still sell a fair amount of them.”

Sanco Equipment’s original store in
Albert Lea is today only the third largest of
four locations. The store in Stewartville, a
suburb of Rochester, is the largest followed
by the Mankato dealership. The three-year-
old outlet in Mason City is the smallest but
is growing. Each is a parts-and-service deal-
ership offering full lines of equipment and
technicians working on machinery in mod-
ern service bays — eight bays in the case
of the Stewartville facility.










“Service is what separates us from other dealerships,” said Joe Graham sales
and rental manager. “Pricing will only get you so far. It is how quickly we react to
customer service needs that is the difference.”

The store in Stewartville, a suburb of Rochester, is the largest followed by the
Mankato dealership.

Sanco offers a variety of attachments for compact excavators, skid steers and
wheel loaders to help with any job.

Cratos offers a dumper and mini-skid steer. The battery powered machines are
perfect for indoor work. These are available at Sanco’s Stewartville location.

“Service is what separates us from other dealerships,” Graham
said. “Pricing will only get you so far. It is how quickly we react
to customer service needs that is the difference. We really are pro-
viding solutions, not selling equipment.”

The expansion into Mason City resulted from a combination of
factors. Located just an hour south of Albert Lea, the city appealed
to Santarsiero because “the territory is congruent with our
Minnesota territory and there was a need for the product line. It
was a good opportunity.”

However, the first year in Iowa was “kind of rough,” acknowl-
edged Santarsiero. The reason? The store’s opening coincided
with the onset of COVID. Balancing safety and function was
especially difficult for the new store’s crew, but it all worked out.

“We set about getting the right team in place and have a good,
solid team there now,” he said.

The Towa store might have been the only good thing to come
out of the pandemic. All the Sanco Enterprises units were nega-
tively affected by COVID to some extent.




Brian VanderPloeg, service manager of Mason City

Lori Wiarda, parts, Mason City

Easton Jacobs, rental, Mason City

“Managing 12 locations and 180 people was a challenge, all the while
abiding by government regulations. It was difficult, but getting product
was the biggest challenge.”

The company president said production in factories still hasn't caught
up with customer and dealership demands of the last three years.

Smaller manufacturers have bounced back much quicker, said
Graham.

“I would guess it is going to be another 12 to 18 months before larger
manufacturers catch up. Certainly, it's taken a lot longer than people
anticipated.”

Among the lingering effects of the pandemic and the governmental
responses to it is an economy stuck somewhere between stagflation
and recession. Higher inflation than has been experienced in some time
is beginning to erode the confidence of equipment-buyers, according
to Santarsiero.

Michael Fedders, service technician, Mason City




“Sales have been pretty steady for us,”
he said, “but pricing and inflation are start-
ing to have an effect on customers. Prices
on equipment went up 10 or 20 percent
over the last three years and some cus-
tomers probably are thinking they will just
hang onto a machine a year or two longer
rather than get a new one.”

Adding to stress on sales was a just-
ended winter that idled equipment and dis-
couraged equipment-owners. The 2022-23
snowfall in the state was one of the largest
on record all across Minnesota. Ironically,
winter temperatures also were milder than
usual, so it also was a rainy season. All in
all, the winter was one of the wettest ever.

Bobcat unquestionably is the flagship
brand at Sanco Equipment, with the full
Bobcat line in demand. The bread-and-but-
ter product is the T66 track loader, a 74-hp,
9,000-1b. unit featuring a vertical-lift-path
working end of the machine and a sealed
operator’s cabin with an innovative dash-
board display.

“Its a popular power size class,” noted
Graham. “The next largest size — the T770
— is popular, too, but it’s a little big for cer-
tain projects.”

The manufacturer’s telehandlers also are
in demand.

“We do really well with the telehandlers,
primarily for ag applications, like turkey
farms loading crates.”

The telescoping loaders range in size
from 74 hp to the 135-hp, 9-ton TL923

Aron Willaby, store manager, Rochester model.

An array of machine
attachments is offered
at Sanco Equipment,
including augers,
mulchers, rototillers,
grapples and on

and on.

Trevor Wiles (L), business manager, and Joe Graham, sales and rental manager, of Sanco Equipment




Another leading Sanco Equipment brand
— Toro — now offers a telescoping unit,
too, the Dingo TXL 2000. It is a stand-on
machine powered by a 49-hp Kubota
engine with arms that can extend up to 4 ft.

“We just got our first couple of telescopic
Dingo units in March. We think that’s going
to be a good line for us,” said Graham.

Expected customers for the Dingo model
are larger landscapers and nurseries.
Graham noted that Bobcat also offers an
articulated loader with a telescopic boom,
the L.28.

“I think all the telescoping loaders in our
lineup will keep growing in popularity. You
can always use a little more reach.”

Other key brands offered by the company
include Diamond brush cutters; Wacker
Neuson compactors and generators; TM
wood splitters; and B&B trailers.

“Trailer sales is a very competitive market,
a tough market,” said Graham. “But a major-
ity of our customers have their own trucks
and trailers or are looking to add to their fleet, so trailers
is an important part of our business.”

An array of machine attachments is offered at Sanco
Equipment, including augers, mulchers, rototillers, grap-
ples and on and on. These hitch-ups to core machines are
some of the most popularly rented pieces of equipment,
according to Graham.

“And some of the more unique attachments are among
the most rented. People don’t want to spend the money
on something they may only use once or twice a year.”

Track loaders lead the rental side of the ledger at Sanco
Equipment, Graham said, with mini-excavators being
another frequently rented machine. All in all, the renting
of powered equipment and attachments constitutes about
20 percent of Sanco Equipment’s business activity.

“We're looking to grow that. Rentals is my industry
background. Tm a big fan of it. When you can get
machines in customers’ hands by renting them, it leads to
sales down the road.”

Santarsiero fully agrees. He would like to see rentals
increase across Sanco Enterprises.

“As for Sanco Equipment, specifically, we’d like to see ~ Brandon Ray and Erin Kloempken, service department, Rochester
it double in the next two years. The prices of equipment
going up will play a big role in that happening. It gives
customers a reason to rent.”

Ryan Bluhm and Kim Wendt, rental and parts department, Rochester

At Sanco Equipment, the future is big, in more ways
than one.

For one thing, Santarsiero said the average size of
equipment offered by the dealership is going to increase.
Bobcat already offers some decidedly non-compact exca-
vators, such as its 19-ton, turbocharged 131-hp E165
model and slightly smaller E145 model.

“They are midsized so they still can be hauled around
behind a dump-truck,” Graham said.

But Santarsiero wants Sanco Equipment dealerships to
offer full-size excavators, too.

“In mostly offering compact construction equipment,
we miss a whole sector of the industry. We want to
expand into the large excavator market. We want to offer
customers more of a full equipment lineup. It will give
customers a one-stop shop option,” he said.

Carter Behnken, technician, Rochester




One expansion is in the books: In April, the company purchased a 17-acre prop-
erty near Mankato and will relocate its Mankato store there in the months ahead.

“We're going to build a brand-new
dealership there on a piece of
property about six times larger

than the current location.”

Brian Santarsiero

The equipment company also is going to enlarge its footprint
in the next few years. There is nothing to announce yet,
Santarsiero said, but stay tuned.

“In our two-year projection for the company, we're planning
to add two to four more locations. We always prefer for them to
be congruent to the territories we already have, but if the right
opportunity comes up, we'll take a look at it so long as it makes
sense for our culture and our growth.”

One expansion is in the books: In April, the company pur-
chased a 17-acre property near Mankato and will relocate its
Mankato store there in the months ahead.

“We're going to build a brand-new dealership there on a piece
of property about six times larger than the current location,”
Santarsiero said.

Bigger equipment. Bigger equipment display area. Bigger
future.

All that being true, the company owner nonetheless said the
people of Sanco Equipment, rather than the machinery, will
determine the size and brightness of the company’s future.

“We as a company wouldn’t be anything without our employ-
ees and what they do for the company every day. The team
makes it happen for our company and our customers.”

Santarsiero is relying on the company’s set of core values to
keep his team functioning at a high level. The values are...
Serving the team and customers with excellence... Being a self-
starter... Being a dedicated team player. He believes the set of
three work tenets is helping mold employees into a unified work

force.

“People definitely are coming to understand
that the values apply to each of us. We are try-
ing to shift our workplace culture to where it
needs to be for the future.”

Signs bearing the core values have been
prominently posted in each company store.

“Our intent is to have customers know that,
if they are not seeing the posted values in their
interactions with employees, they can give us
a call. As for employees, I think the signs are
helping them hold each other accountable. We
feel the values are being embraced.”

In all these ways, Sanco Equipment and its
parent organization continue to evolve as an
organization to meet changing times and mar-
ketplaces. The company CEO plans to be
there to watch it all bear fruit. Santarsiero is 37
years old and said he hopes his relative youth
inspires younger generations in the company.

“I have another 25 or 30 years to put all my
energy into this. If T were an employee, I
would think having a younger man leading
the company would be exciting and would
give a little more visual stability to a person

Sanco Equipment and its parent organization continue to evolve as an organization to meet changing  wanting to build a career in the company.” =

times and marketplaces.

CEG




Buying used equipment or taking on trade?
Whether you are an end user, dealer, or auctioneer
find out how we can benefit your business.

The lien follows the machine.
We help you make sure there are no liens.

MachineryLien.com 402-484-5071

Protect your asset, protect your business!

In the U.S. liens are filed by debtor, not by serial number. You want to know the bank lines of credit
and Small Business Administration loans are not going to be a problem once you take possession.

Find more information at our website: MachineryLien.com

800-899-3580

sales@berlon.com

331 Riverview Drive e Hustisford, Wl 53034
18903 High Point Rd * Viola, W1 54664

Congratulations Sanco on your 20 year anniversary!
We look forward to working with you for another 20.

The LOWE® trenching attachments have
proven to be one of the most useful tools in the
attachment market. Primarily used on skid steer
loaders, trenching attachments also excel on
compact track loaders and a wide range of
mini-loaders. With a large selection of boom
lengths and digging chains available, the

LOWE™ trenching attachment can make your
machinery investment more useful.

The BP-Series
planetary reduction
auger drives

bring elements of
performance and
dependability to the
attachment marketplace.
-Features include:
increased gear strength,
stronger shaft support
and through hardened
alloy drive shaft.

www.berlon.com www.loweman.com

Berlon’s Skeleton

Rock Grapple has

dual independent

claws for complete

clamping down on

awkward loads. This

bucket is ideal for rock picking,
clearing fence lines, construction, scrap
metal and other clean-up applications.

Berlon’s Heavy Duty Extended Lip bucket
provides greater cutting

edge visibility while stan-

dard heavy duty package

makes it ideal for

machines 75HP and

greater. Features include:

4" body, Reinforcement tube across back of buck-

et for added strength, Bucket bottom includes a
heavy-duty dimple plate *A Berlon Exclusive*,
3/4"x6” weld-on cutting edge w/holes.

Berlon’s Compact Articulating Loader bucket
is ideal for loading feed mixers and other heavy
duty material handling equipment.

Features include: %" body,

Reinforcement tube across

back of bucket for added

strength, Bucket bottom

includes 5 wear bars for

durability, 3/4"x6” weld-on

cutting edge with holes.
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CONGRATULATIONS!

To Sanco Equipment on

Your 20th Anniversary!

We value your partnership
and look forward to many
more years of working together.

Scott S. Haskins
612-805-6140

Providing Employee Benefit
Solutions for 40 Years
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