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MAINTAINING FOCUSby Shelley Morris

Mark Your Calendars for June 3-4
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A Winning Week in Vegas:

) CONEXPO
LLEELL] ConExpo Delivers for Maintainer
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On the evening of March 2nd, as we were putting the finishing touches on our booth and preparing six units for
display, I found myself hoping—okay, praying—that our hard work would pay off and a strong turnout would
follow. Thankfully, our efforts were rewarded, as the show was a resounding success.

Our booth showcased several exciting new products, including our upgraded crane line, service bodies, the new
all-aluminum fuel/lube body, the Maintainer Accessory Products van, and a variety of new features and options.
All of these were incredibly well received by attendees.

The event required an immense amount of preparation,

but it was unquestionably worth the effort. Our booth

looked fantastic (thanks to the contributions of so many

team members), and it provided an excellent opportunity - | _

to help celebrate our 50th anniversary in business! o - 1 “ci o) S6100 2
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It was a quick turnaround, as we headed straight from Las Vegas to
Indianapolis, closing out a non-stop 15-day road trip. Despite the
hectic schedule, we were once again pleased with the turnout in Indy.
Our booth featured five units, highlighting our new products, improved
features, and expanded options.

It was a pleasure reconnecting with many of you—and your staff—at
one or both of the shows. Our relationships with business partners like
you, current customers, potential customers, and vendors are
invaluable. It's always great to catch up!
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Maintainer was fortunate to secure prime booth
locations at both the ConExpo and NTEA shows, giving
us the opportunity to showcase some of our best
products. We were thrilled to hear positive feedback
from a diverse group of attendees, including business
partners, existing customers, potential clients, vendors,

and even competitors,

the exciting new products displayed throughout our
booth.

One comment, in particular, stood out and confirmed
that we're on the right path. A long-term fleet customer,
who has been with us for 33 years and has used various
competitive products over the years, shared this
sentiment: “We've been

who all shared their
appreciation for our booth
and product offerings.

66

Over the past few years,
the sales team has worked
tirelessly to overhaul
much of our product line,
including significant

“We’ve been around this show
and can confidently say that
we are buying trucks

from the right company.”

N around this show and can
confidently say that we are
buying trucks from the right
company."

It's always encouraging to hear
that kind of reassurance from
our most loyal customers.
Thanks to you, our business

upgrades to our crane
systems and service
bodies. Additionally, we've introduced industry-leading
innovations, such as our all-aluminum crane service
and lube PM & fuel bodies. A huge thank you goes to
our engineering designers, procurement team, and
production staff—our entire team—for not only
meeting, but exceeding expectations. The feedback
from customers and potential clients was
overwhelmingly positive, with many commenting on

,, - partners, for providing

feedback on ways to
continually strive to make our products and services the
best in our industries.

I may sound like a broken record, but I'll say it again:
we are continually working to maintain and enhance the
quality and service in everything we do. This
commitment is how we intend to not only preserve our
competitive advantage today, but also continue to build
upon it for the future.



ENGINEERING & MFG UPDATES....byShane Vander Kooi

Protect the Product, Challenge the Tool

Consistency vs. Change

On the other, the tools, technologies, and processes we use to create that product should never

In manufacturing, there's a natural tension between consistency and change. On one hand, our
customers rely on us to deliver the same high level of quality and service every single time.
[==r=ry
—

be immune to scrutiny. Protecting quality does not mean protecting the status quo.

What We Never Compromise

Our commitment starts with the product and the customer
experience. Those are non-negotiable. The standards
we've set:

%FIT & FINISH

£ PERFORMANCE

& ReLIABILITY

8558 SERVICE

These standards define our reputation. They represent

trust, and that trust must be preserved in everything we do.

What This Looks Like In Practice

This means regularly evaluating our workflows,
investing in better technology, and empowering our
teams to question inefficiencies. It means being willing
to rethink long-standing practices if there's a better way
to achieve the same—or better—results. Most
importantly, it means separating the idea of “quality”
from the idea of “tradition.” One must be protected at all
costs; the other must earn its place every day.

MFG OPERATIONS UPDATESby Scott Thompson

AsWe Wrap Up Our Big Show Season

Where We Must Stay Flexible

This is where we must remain curious, critical, and open
to change.

Processes can become comfortable. Tools can become
familiar. Over time, “the way we've always done it” can
quietly replace “the best way to do it.” As a
manufacturer, we have a responsibility to challenge that
mind set. Continuous improvement isn't about change
for the sake of change—it's about ensuring that every
step in our process is intentional, efficient, and aligned
with delivering the best possible outcome.

The Result: A Stronger Culture

When we strike this balance, we create
a culture that is both disciplined and . . .
innovative. We don't compromise on

what matters most to you our

customers, but we also don't stand still

behind the scenes. That's how we grow stronger, stay
competitive, and continue delivering products and service
we're proud of.

(and My First), | Have a Few Thoughts

While there were many impressive things to see at both shows—a flurry of new
products across industries, along with the flashy lights and billboards in these

faraway cities—a few things stood out even more.

The genuine relationships our sales team has built with our dealer groups were truly
remarkable to witness. Admittedly, [ hadn’t spent enough time with either our sales

team or dealers prior to the shows, so I didn’t fully realize how meaningful those relationships are on both sides.

Seeing individuals speak so highly of their sales representatives, and hearing the sales team speak just as highly of our
production team, really highlights the strength of our team mentality. I’'m honored to play even a small part in that and
grateful for the opportunity to meet so many partners and experience those interactions firsthand.



ACCESSORIES PRODUCT SPOTLIGHT... 1, kyic Grimes
Stay Cool. Stay Focused. Stay Ahead.

Introducing Maintainer Umbrella Mounts

Built for the Way You Work

The Maintainer Umbrella Mounts are quickly becoming an
essential upgrade for anyone working outdoors who refuses to
compromise on comfort or productivity.

Built with rugged durability and engineered for easy
installation, these mounts deliver a rock-solid hold in the
harshest conditions. Whether you're servicing equipment,

managing field operations or simply trying to stay focused under
the blazing sun.

= The secure, hands-free design frees you to stay focused in
unpredictable weather.

= Secure shade when you’re servicing equipment, managing
field operations, or working under the blazing sun.

= Hands-Free Design frees us to work efficiently while staying
protected from the heat, glare, and unpredictable weather.

A Complete
Professional-
Grade Solution

Together the Maintainer Umbrella Mount
and Pipeliners Cloud Umbrella create a
perfect solution:

Part #054745

= Stay cooler in extreme heat

= Reduce glare and fatigue

= Maintain focus and efficiency

= Adapt to changing weather conditions
It’s not just shade -

It’s a smarter way to work.

Available Now

® Part #022503 - Umbrella Mount for
older cranes before 2025

® Part #029606 - Umbrella Mount for
2025 cranes and newer

® Part #054745 - 8' Red Pipeliners Cloud
umbrella with Maintainer logo

Part #022503
Part #029606

Upgrade Your Workday Comfort

Pair the mount with a Pipeliners Cloud 8'
Umbrella and you've got a powerhouse
combination that transforms any jobsite into a
safer, more comfortable workspace.

v' The umbrella's expansive 8 foot canopy casts
generous shade, while its heavy-duty
construction stands up to wind, sun, rain and
the long days in the field.

v Designed with service professionals in mind,

it offers reliable coverage that reduces fatigue
and boosts performance.




MARKETING UPDATEby Kelli Breuer

Selling on Value - How Maintainer
Quality and Service Set You Apart

In a competitive market, pricing is often part of the conversation. You may encounter customers comparing Maintainer to
lower-cost alternatives and asking why our products are priced higher. The answer is simple. Maintainer delivers more and
that difference matters.

Maintainer is not designed to compete on price alone. We compete on long-term value, durability, and unmatched service.
This is a message you can communicate with confidence. Our equipment is an investment, built to perform under the
toughest conditions, reduce downtime, and provide years of reliable service.

Quality That Customers Can Count On: Every Maintainer product is engineered with precision using premium
materials and careful craftsmanship. From the chassis to the components, every detail is designed for real-world
performance. Lower upfront costs may look appealing, but over time they often result in higher expenses through repairs,
downtime, and shorter equipment life. By emphasizing the superior quality of Maintainer, you help customers understand
the long-term benefits of choosing the right equipment the first time.

Service That Goes Beyond the Sale: What truly sets Maintainer apart is the service and support behind our products.
Customers are not just buying equipment. They are buying confidence. They know that when they need help, Maintainer
will respond, provide solutions, and stand behind their investment. Your ability to communicate this commitment to service
is one of the most powerful tools in building trust and loyalty.

Total Cost of Ownership Is the Real Advantage: When discussing pricing, it is critical to focus on total cost of
ownership. Maintainer equipment is designed to reduce breakdowns, extend product life, and maintain higher resale value.
When customers consider reduced downtime, fewer repairs, and increased productivity, the value of choosing Maintainer
becomes clear. This perspective shifts the conversation from initial price to the real return on investment.

Confidence Sells: Your confidence in Maintainer is contagious. When you clearly explain the product's quality,
reliability, and service advantages, customers take notice. Do not shy away from pricing discussions. A higher price reflects
superior engineering, proven performance, and the unmatched support that comes with every Maintainer product.

The Maintainer Difference: Competitors may offer a lower initial price, but they cannot match the combination of
quality, durability, and service that defines Maintainer. This is your competitive advantage. It is what builds trust, earns
loyalty, and drives long-term success for both your customers and your dealership.

Thank you for your continued partnership and for the professionalism you bring to representing Maintainer every day. Your
ability to communicate our value and highlight what sets our products apart is what drives success across the network.

——————— Share Your Success!
S Testimonial Form Now Available Online

We’re excited to introduce a new way for you and your customers to share your
experience with Maintainer. Our Dealer and Customer Testimonial Form is now live,
making it easy to submit stories about our products, service, and support.

Your testimonials highlight the strength of our dealer network and the value Maintainer
delivers. Whether it’s a successful sale, exceptional service, or customer satisfaction, your
story can inspire others and showcase the impact of our partnership.

The form is quick and simple—just provide your name, company or dealership (if
applicable), location, your testimonial, and confirm permission for us to share it.

We encourage you to take a few minutes to share your experience. Your story helps
promote Maintainer while giving your dealership added visibility within our trusted
network.

Go to mymaintainer.com on our website to submit your testimonial today and be part of
the Maintainer story! Thank you for your continued partnership and for helping showcase
what makes Maintainer a leader in the industry.




MARKETING UPDATEby Kelli Breuer

Winning More Business in Today's Market:
Tools & Tips for Our Dealers

As the market continues to evolve, one thing remains constant, customers are looking for partners they can trust to
deliver reliable solutions, quickly and efficiently. That's where you come in.

At Maintainer, we see our dealers as more than a sales channel. You are an extension of our brand. Your ability to connect
with customers, understand their needs, and recommend the right solutions is what sets Maintainer apart in a competitive
landscape. To help you continue winning more business, we want to highlight a few key areas of focus:

Lead with Value, Not Just Product

Customers aren't just buying equipment—they're investing in
uptime, durability, and long-term performance. Emphasize the
total value Maintainer brings, from build quality to serviceability.

Know Your Customer's Application

The more you understand how your customer will use their truck or
equipment, the better positioned you are to recommend the right
configuration. Asking the right questions upfront leads to stronger,
more confident sales.

Leverage Our Resources

Our marketing team is continuing to build tools designed to support
you—product materials, visuals, and content that help tell the
Maintainer story. If there's something you need to close a deal, don't
hesitate to reach out.

Speed Matters

In today's environment, responsiveness can make the difference
between winning and losing a deal. Staying engaged, following up
quickly, and keeping communication clear helps build trust and
momentum.

Share What You're Seeing

You're on the front lines. Whether it's customer trends, competitor
activity, or feedback on our products, your insight helps us improve
and stay ahead.
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