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The Keys To Success

In regards to Tennessee DOT Contract No.
1299, U.S. 41 in Rutherford County,
Wirtgen's W 2200 full-lane cold planer
proved to be the key to another successful
cold planing job by Hoover, Inc.

In six nights we milled over 200,000
square yards at 1.25-inch depth, which
equals approximately 12,500 tons. Cold
planing production could have been much
greater had we not been required to repave
all milled areas and clear the roadway by 6
a.m. daily.

On the shoulders, storage and turn lanes,
we used our reliable 1900 DC to efficiently
mill any less than 12-foot wide surfaces. The
package was truly complete with the W 600
DC one-meter utility milling machine.

With Wirtgen's lineup of machines,
backed by knowledge and skilled factory tech-
nicians and vast parts inventory, Wirtgen is
simply the best when it comes to cold planing.

We, at Hoover, value our good relation-
ship with Wirtgen America and I appreciate
your generous participation in this project.

Thomas S. Hoover, President
Hoover, Inc.

LaVergne, Tenn.

Premiere Issue 'Gorgeous'

You da man! The premiere issue of Wirtgen
Technology is, what the heck, GORGEOUS!

Without going into an overabundance
of flowery praise, for which neither you nor
I have the time, let me just say congratula-
tions for producing such an exciting and
informative publication.

Going a step further, may we ask per-
mission to reprint your editorial in the sum-
mer issue of the ARRA newsletter? Regards to
Connie and to the rest of our friends at
Wirtgen America.

Michael R. Krissoff
Executive Director

Asphalt Recycling & Reclaiming Association
Annapolis, Md.

Nice article on Jefferson County, Wis., in the
Summer issue (see WR 2500 Mobile Remixing
Machine Beats Plant Mixing, page 22). Please
put me on your mailing list.

James R. Rosenmerkel, P.E.
Director, Business Development

Payne & Dolan, Inc.
Waukesha, Wis.

An excellent issue. Please update our address.

Walmsley Bros. Ltd.
London, Ontario
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Newsmakers
In September, Wade Casey joined
Wirtgen America as warehouse super-
visor. He is married to Jennifer and
they have a 2-year-old son, Ryan. A
native of Texas, Wade has lived in
Nashville for most of his life.

•  •  •

Paul Curry comes to Wirtgen
America from California. A certified
Deutz mechanic, Paul enjoys his life
as a grandfather of seven. He is a
member of MENSA and of the
Railway and Locomotive Historical
Society. Paul describes himself as
“hard-headed” and an enthusiastic
ferrochronologist, one who studies
iron-wheeled carriages.

•  •  •

Cindy Hart joined Wirtgen
America in September as credit man-
ager. A mom of two teenagers, Cindy
hails from the Cleveland area.

•  •  •

Andrew Holt is the newest addi-
tion to the Wirtgen America ware-
house staff, and is a native
Nashvillian. A certified forklift opera-
tor, he has four children, two boys
and two girls.

•  •  •

New in the warehouse is Elvin
Glenn, from Shreveport, La. He’s
married with three children and likes
to play basketball in his spare time.

•  •  •

Joining Wirtgen America in
November as warranty/invoicing
clerk is LaCrystal Gaddes. She’ll start
Middle Tennessee State University
(MTSU) this spring to further her
career in business management.

•  •  •

Derrick Hurst also started in
November as parts sales assistant.
He’s lived in Nashville all his life, and
enjoys traveling and boating. He’s a
student at MTSU majoring in
Management Information Systems.

•  •  •

Our new Western Region service
engineer is Steve Trachsel, from
Squamishi, B.C., Canada. He has
extensive experience in road con-
struction equipment, including 10
years’ experience as a mechanic, with
five years on milling/grinding and
pavers, and three years on Wirtgen
equipment. He’s a licensed opera-
tor/engineer, and licensed heavy
equipment mechanic. When he’s not
working on equipment he’s snowmo-
biling and playing racquetball.

Spreading Holiday Wishes

As another busy construction season ends
and the Christmas season nears, I would like
to express my sincere gratitude to all of the
Wirtgen employees for the cooperation I
have had with you over the past years.

Building and selling a machine is one
thing, but providing service after the sale is
most important. Wirtgen America has far
surpassed most manufacturers of construc-
tion equipment in this department. I would
like to thank all of you for that.

The “human factor” is one thing many
businesses overlook when things get busy or
companies get too large. It's one thing we
strive for in our family business and it's
something I believe is very important to
Wirtgen America. This is a great asset, and it
can only enhance a successful company.

I would also like to thank Wirtgen
America for the technical support provided
our company to help sell “foamed asphalt”
in Northern Wisconsin. The demonstration
we put on for 60-plus people had a very pos-
itive impact on many who attended.
Sending Dave Collings and Jeff Ramuni, and
the technical literature, was a huge help.
Thank you.

I have yet to meet or talk to a Wirtgen
employee that I have disliked, and have
actually enjoyed the friendship I have had
with many of you, whether on the phone or
in person. Jan, Erwin, Sandy, Jeff, Martin,
Marcus, Al, Cliff, Danny, Earlene, Stu, and all
the rest I have yet to encounter, thank you.

I look forward to next season and work-
ing with Wirtgen and their new ideas. And
who knows, there may be a couple more
Wirtgen machines headed my way in the
future. If you ever need someone to give a
potential customer a good word, send them
my way.

In the spirit of the Christmas season, I
thank you all for your past considerations.
May you and your families have a safe and
blessed Christmas and a Happy New Year.

Gary C. Pitlik
Pitlik & Wick, Inc.

Eagle River, Wis.

Mailbag

Persons who missed our premiere issue of Wirtgen Technology may request a copy via the
postage-paid card bound into this issue. It also may be downloaded in facsimile in Adobe
Acrobat format off our website at http://www.wirtgenamerica.com/news.html/.



5
Wirtgen Technology/Winter 2000

A
s
 I

 s
e
e
 i

t.
.
.

he recycling of our nation's
pavements should get a lot of
mileage out of the new federal
emphasis on maintenance and
preservation of our existing pave-
ments, and asphalt reclaiming
contractors will benefit.

A fresh, new doctrine of “asset man-
agement” has been adapted from the pri-
vate sector, and is underscoring pavement
preservation efforts by the Federal
Highway Administration's (FHWA's)
Office of Asset Management, established
February 1999.

Asset Management has been busy this
year, releasing educational materials to
state and local governments, while target-
ing financial types and other higher-ups
at state DOTs that pavement preservation
is worthwhile and that more dollars
should be directed toward it.
• In summer 2000 FHWA was distribut-

ing 3,000 copies of a new CD-ROM
that shares pavement management and
preservation strategies between govern-
ment agencies. Entitled Pavement
Preservation: State of the Practice, July
2000, the CD-ROM is a cooperative
effort of the American Association of
State Highway and Transportation
Officials (AASHTO) Lead State Team
for Pavement Preservation, the
Foundation for Pavement Preservation
(FP2), and FHWA.

• A new video, Preventive Maintenance:
Project Selection, was released in sum-
mer 2000 and promotes the theme of
“Right Road, Right Treatment, Right
Time”. The VHS tape is 30 minutes long
and was developed by the same folks as
the CD-ROM above. Aimed at state
DOT middle management, it antici-
pates a new training course under
development by Asset Management,
c a l l e d  Pre v en t i v e  Pav emen t
Maintenance: Selecting Pavements for
Preventive Maintenance. It points out
that the best candidates are roads that
are still sound and are experiencing a
slow to normal rate of deterioration,
ideal for milling and overlay.

• A “concept course” intended for state DOT upper man-
agement and policy makers is promoting preventive
maintenance strategies at that level. Pavement Preservation:
The Preventive Maintenance Concept was developed by the
National Highway Institute (NHI) and FHWA. Introduced
in late 1999, it describes practice and materials, and
relates cost/benefit concepts.

• Another training course in development – aimed at state
agency middle management – is concentrating on “select-
ing the right treatment for the right pavement”, said Jim
Sorenson, P.E., team leader, Construction and System
Preservation Team, Office of Asset Management. Named
Preventive Pavement Maintenance: Selecting Pavements for
Preventive Maintenance, it's now under contract and draft
materials are being developed for presentation in spring
2001.

Working closely with FHWA Asset Management on these
products is the Foundation for Pavement Preservation (FP2),
which receives financial support from charter member the
Asphalt Recycling & Reclaiming Association (ARRA).

It wasn't always like this. For decades, federal highway
spending meant construction of new dual-lane highways
through cornfields. But as we began the post-Interstate era in
the 1980s, we learned the days of big highway construction
were over, and attention turned to reconstruction, manage-
ment and capacity improvement of the existing highway
infrastructure.

This obligation was highlighted by the Intermodal
Surface Transportation Efficiency Act of 1991, which fur-
nished federal money for maintenance through its Interstate
Maintenance Program, and block grants to states through its
Surface Transportation Program, which could be spent as a
state needed.

Now, pavement preservation through maintenance has
been given official sanction through the Office of Asset
Management. “Pavement preservation is at the core of all
future highway programs,” Bloom said. With attitudes like
that, good days lie ahead for asphalt recycling.

Stu Murray
President
Wirtgen America Inc.

Feds Boost Pavement Preservation



Award-winning contractor Midwest
Asphalt Corporation, Hopkins, Minn.,
this fall was using a 12.5-foot-wide
drum on a Wirtgen W 2200 to quickly
mill long stretches of U.S. 61 in south-
eastern Minnesota.

Up on the bluffs high above the
Mississippi River, in a mill-and-fill oper-
ation, the W 2200 was removing 1.5
inches of the outside driving lanes of the
dual-lane highway both south- and
northbound, a distance of 26.7 miles,
from Wabasha to Winona, Minn.
Midwest was executing the $100,000
milling contract in just over two weeks.

“It's perfect for this job,” said Dave
Baldwin, milling foreman for Midwest.
“We'll only make two passes – one
southbound, one northbound – instead
of four. If we can run steady with the
trucks, the W 2200 will remove over 450
tons per hour.” This was keeping a fleet
of 18 30-ton trucks busy, most owned by
prime contractor Mathy Construction
Co., Onalaska, Wis.

Mathy was following the milling
operation, no more than four miles
behind the W 2200, placing a 1.5-inch
base course in the milled section. Later
Mathy would come back and pave the
entire roadway with a 1.5-inch wearing
course, including shoulders.

Then, Midwest was to return with its
Wirtgen W 500 cold milling machine –
equipped to cut rumble strips – and mill
the shoulders for safety, a total of

the three sonic trackers that keep it on a
steady cut, cutting the humps and
bumps out of the road. The machine
runs itself.”

DOT personnel also took note of
the W 2200 and its big drum as it moved
down the pike. “I'm very impressed with

242,000 lineal feet.
“We're running at 80 feet per

minute, a good speed,” said David N.
Peterson, milling/reclaiming superin-
tendent. “We're grinding about 450 to
500 tons per hour, to a total of 42,000
tons for the job.”

Midwest acquired the W 2200 the
last week in May 2000, and the August
project was its third. “We used it on one
of our projects before we put it out for
our customer,” Peterson said. It's the
first unit with the 12.5-foot cutter to be
sold in the United States, he said, and
the second is with Midwest's Delta
Milling Co. subsidiary in Florida.

“The biggest advantage is the unit's
front-load capability,” Peterson said.
“We have a rear-load 12-footer, but on
this job you can see the problems we
would have. Where would we load the
truck, with only one lane closed? The
front loader gives us
a little more versa-
tility. Our contrac-
tor customers love
it, because they can
go with traffic, not
against it.”

Peterson also
found the W 2200's
electronics to be
useful. “We're run-
ning Multiplex on
one side,” he said.
“It's an averaging of
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Oversized Milling Drum
Makes Quick Work 
Of Long Lanes

Feature Articles

Delicate cut depth is adjusted with meter.

Rick Primio cuts 12.5-foot width.



it,” said Jim Kammerer, inspector for MinnDOT District 6,
Rochester. “Once they get the sensors set, she holds the grade
and slope really well. The 12-foot-plus width works really nice,
without the backing up and longer schedule you get with the
6-foot drums.”

“This kind of job is exactly what the W 2200 was designed
for,” Peterson said, “big, long, mill-and-fill projects with grade
corrections with the electronics. You can set her down and let
her go. It has plenty of horsepower.”

All was not roses with the machine shakedown, but
Midwest was pleased with Wirtgen's response, Peterson said.
“You're always going to get glitches with the first one,” he said.
“We had some slope control problems in which the equip-
ment was not reacting quick enough. But Wirtgen's Jan
Schmidt in Nashville and our rep, Jeff Wiley, were very help-
ful. He knows cold milling machines. It's unusual for a sales-
man to know so much; he's the best I've ever seen.”
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W 2200 electronics automatically control depth and slope of 12.5-foot wide cut.

About the Wirtgen W 2200
The W 2200 is designed for big, continuous cold milling pro-
jects in which a pavement must be removed mile after mile.

The high-horsepower, high-production W 2200 lets con-
tractors or government agencies mill large projects in surpris-
ingly short periods of time. Its maximum milling depth of
13.7 inches (350 mm) means that entire pavements can be
removed at a single pass.

Wirtgen's design engineers have produced a machine with
a standard cutting width of 86.6 inches (2200 mm), four
large D-5 crawler tracks, a milling drum with a high-efficiency
mechanical belt drive, and a highly efficient front-loading sys-
tem on a unit that is both compact and easy to operate.The W
2200's Caterpillar Model 3412E, 12 cylinder, 875 hp diesel
engine is specified for the machine's maximum cutting depth,
with an immense feed rate and high level of performance that
keep operators and owners happy.

The front-loading conveyor system is sized to handle
extremely large volumes of material, by means of its 43.3-inch
(1100 mm) belts with a carrying capacity of over 1,100 tons
(1000 metric tonnes) per hour.



Using one Wirtgen machine
instead of the planned two, an
Iowa contractor achieved an incred-
ible RAP production rate of up to
10,000 tons per day on a late sum-
mer interstate project.

Through rain and shine,
Manatts Inc., Newton, Iowa, milled
13.5 inches deep on 12.3 miles of
eastbound I-80 in Adair County,
Iowa, using a brand new Wirtgen
Model W 2200 on its first job. The
project involved removal of two
lanes and shoulder down to the
subgrade, prior to grading of

deposited RAP, addition of granular
base, and placement of portland cement
concrete overlay by Manatts' Portland
Cement Paving Division.

“We had 38.5 days bid into the job
for the removal of approximately
235,000 tons of RAP,” said Bob Morton,
assistant manager, Milling Division.
Manatts' first plan was to use a Wirtgen
W 2100 and another machine to do the
job. But that changed when they heard
about the W 2200 with its massive 7-
foot-2-inch drum.

“When we started looking at plans
for this job in early summer, we talked
to Wirtgen's Jeff Wiley, who brought us
literature on the 2200,” Morton said.
“We had heard what we thought were
some outrageous production numbers,
so we decided to lease this machine. But
the president of the company asked why

should we put money into leasing it
when we could buy it?”

Manatts had quoted 6,000 tons per
day when bid, assuming use of two
machines. “The 2200 beat our two-mill
quote,” Morton said. “We were very glad
to see that.”

Startup for this first job was
smooth, as well. “Wirtgen did a very
good job with a completely green crew,”
Morton said. “Wirtgen's service engi-
neers came in, helped us set up, got the
conveyor on, and walked us through
everything and made sure it worked. We
put it on the lowboy, brought it out
here, and milled 4,500 tons in our first
six-hour day.”

Manatt started in August, milling
13.5 inches deep, 72 inches wide, while
loading RAP on bottom dump trucks.
“The first day in the cut we were doing
22 feet a minute, at about 750 tons per
hour across the belt,” Morton said.

“Then we got into the main line and
encountered quartzite, which is a harder
cut that slowed us down to about 20 feet
a minute, with 673 tons per hour days'
average across the belt,” he said. At that
time they were working at a rate of
7,743 tons per day.

Because the RAP was going to be
used in the base course of the recon-
structed pavement, after an initial half-
lane removal, Morton was able to dis-
pense with haul trucks and deposit the
RAP directly on the right-of-way. Specs

“We put it on the

lowboy, brought it

out here, and milled

4,500 tons in our

first six-hour day”

W 2200 Does Work
Of Two Units, Cuts
10,000 Tons Per Day

I-80 milling continued, rain or shine.
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While the I-80 job is being done in
conjunction with Manatts' Paving
Division, most of Manatts' Milling
Division work is subbed to them.
“About 80 percent of our work is milling
for other contractors,” Morton said. “We
service up to 40 contractors throughout
the state of Iowa.” In addition to PCC
paving Manatts does asphalt paving,
drainage work, and produces aggregates,
concrete and hot mix asphalt.

Manager of the Milling Division is
Bob Burnett.

allowed 8 inches of RAP to be placed
underneath a granular backfill, so a
trimmer was to be used to remix the
RAP prior to backfill and PCC overlay.

“We took it 21 feet wide, threw the
RAP on the ground, and did not have to
stop to change trucks or even fight the
incline of the conveyor into the truck,”
he said. “It was a straight shot out. On
footage alone we were cutting one full
mile a day, 21 feet wide, 13.5 inches
deep. Once we were able to throw it on
the ground, we were hitting an average
of 9,000 to 10,000 tons per day, cutting
13.5 inches deep,” Morton said. “We
never slowed down.”

Later, a second machine – the
Wirtgen 1900 – was brought in to catch
areas in superelevated sections that the
crew could not get depth on. “We want-
ed to keep getting high production out
of the 2200,” Morton said. “Rather than
take that big machine to a low-produc-
tion scenario, we were using the second
one to catch the superelevateds and
leave the big one in the full-depth cut.

“It never slowed our production
down,” Morton said. “We were coming
out of our phases an average of 9.5 days
ahead, so that's four miles, 40-foot wide,
13.5 inches deep, in 9.5 days per phase
on average.”

When production is the driving fac-
tor, machine uptime is critical, and
Morton was not disappointed with the

2200. “I've been very impressed,”
Morton said. “Historically, new iron has
bugs. The only thing we had seen were
two loose hose fittings and a minor leak
on a water line. Other than that, she's
been 100 percent uptime.”

A major challenge for Manatts now
is keeping the W 2200 pushed to its lim-
its. “Right now, I'm scratching my head
at keeping the machine busy to its full
potential,” he said. “The I-80 scenario is
ideal and we will have to look hard to
keeping the machine fully utilized.”

9
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Manatts had full use of both eastbound lanes.W 2200 averaged over 9000 tons per day.

W 2200 high production achieved with 13.5-inch cut.
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An Ohio milling contractor has been able to develop a market in
road widening, thanks to the Wirtgen 1900 Combo.

Road widening in this application is a deep cut on one or
both sides of an existing road that enables backfill of base mate-
rials and subsequent placement of pavement or widened overlay.

Challenged by the need for a drum that would allow it to
quickly change widths as the projects required, BOCA
Construction, Norwalk, Ohio, worked with Wirtgen America,
Inc., who in turn worked with a local fabricator to develop the
1900 Combo as it's known today.

In late September BOCA was removing a deteriorated road
shoulder for prime contractor Erie Blacktop for customer
Vermilion, Ohio. BOCA was using its 1900 Combo to cut a 2-
foot-wide by 6-inch-deep trench on both sides of the mile-long
project, for a total of 2,700 square yards.

Erie was following with partial backfill and vibratory com-
paction, prior to pulverization of the road, grading to widened
dimensions, and overlay with fresh hot mix asphalt.

“We're strictly a milling contractor,” said Michael J.
Bockrath, president. “We're using the Wirtgen 1900 to widen
the pavement on both sides by 2 feet, a total of two miles both
ways. We'll finish the job up today, and tomorrow we'll be
somewhere else.”

And that's always dependent on the prime, said Joseph J.
Caizzo, secretary/treasurer, BOCA Construction. “Scheduling
and service are critical. Quality work and being there when the
prime wants you are paramount. We need to meet his sched-
ule regardless of ours. That is, whether he's ahead of schedule,
behind schedule, or changes his mind, we still have to meet
his schedule.”

BOCA operates in Ohio and surrounding states, and was
founded in 1978 by the two principals. The firm employs
about 35 workers during the season, which runs mid-April to
mid-October.

“Our 1900 is set up with the Combo cutter system, and this
is the best type of machine of its power that can do an excava-
tion in less than 6 feet,” Bockrath said. “The minimum width is

2 foot, with head sizes 3 and 4 feet. We can jump a foot in drum
size in less than an hour and a half's time. It's easier to go down,
from 4 foot to 3 foot, or 2 foot, than upward.”

And while an hour and a half may seem like an eternity to
a contractor trying to keep a schedule, it's a lot faster than
changing the complete head, Bockrath said.

BOCA purchased the 1900 in the early 1990s as it sought
to get into the road widening business. “At that time the
machines – including Wirtgen – had heads set up for individ-
ual widths,” Bockrath said. “And in order to go from one
width to the other you had to physically remove the whole
head or housing, and put a new head and housing back in.”

This was not acceptable to BOCA, which needed some-
thing which could be changed in the field, whether bolt-on or
not. “We purchased the 1900 with a 30-inch head, and
Wirtgen pledged that it would work with us to provide a bolt-
on, or quick-change system, that would allow fast head
changes in the field,” Bockrath said.

BOCA worked with Wirtgen and its fabricator, Fabriweld,
to develop the Combo head as it's called today, with bolt-on
sections that can be removed in the field. “We had the knowl-
edge of what was needed in the field, and Fabriweld had the
engineering and expertise to fabricate the system,” he said.
“Wirtgen also had a good platform (1900 DC) and the financ-
ing. We put our heads together to develop this system. Wirtgen
America and Stu Murray were very fair and honest to work
with in developing the Combo head, and it’s been a very good
and rewarding experience.”

The result was that BOCA owned the first 1900 Combo in
the world. BOCA now owns three Model 1900s and two
Model 2000 Wirtgen cold milling machines, and has retrofit-
ted some of its non-Wirtgen cold milling machines with
adjustable cutters.

“The basic technology hasn't changed over these years, but
it's been refined, with different types of teeth, different lacing
and patterns, different rotors,” Bockrath said. “It's been done
to increase production.”

1900 Combo Gets
Ohio Contractor 
Into Road Widening
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About the Wirtgen
1900 Combo
Model 1900 Combo is a versatile
unit of the 1900 Series of power-
ful, productive, yet compact cold
milling machines for removing
road pavements down to 12 inch-
es in a single pass. RAP is loaded
to the front. The Combo Cutter
enables easy field or shop
changes to cutting widths of 24-,
36- or 48-inches in one cutter.

It boasts a cutting depth of
12 inches and can reach 300 tons
per hour in productivity. It has an
operating weight of 56,000 lbs.
and is powered by a Mercedes
OM442LA diesel engine, provid-
ing 400 continuous horsepower.
It utilizes a front-loading convey-
or and has tracked propulsion.

A. Boca’s Wirtgen 1900 Combo cuts 2-foot trench
for road widening project.

B. Prime contractor Erie Blacktop sweeps trenched
road ahead of backtilling from road widener (C).

D. Backfill is compacted with unique single-wheel
compactor.
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A Wirtgen WR 2500 road
reclaimer is allowing a New
Jersey contractor to expand its
services in foamed asphalt
base stabilization, and broad-
en its geographic reach.

Intercounty Paving
Associates, Hackettstown,
N.J., has just wrapped up its
second season with its WR
2500. And Wirtgen America,
Inc. is partnering with Inter-
county to promote foamed
asphalt to local governments
and consulting engineers.

“The process is very new,
and we're doing whatever we
can to promote it,” said Carl
Lizza, president. “Having a
partner like Wirtgen get
involved in our foamed
asphalt seminar this fall real-

ly helped out. The technical expertise that Wirtgen brought in
was tremendous, and I can't say enough about what they've
been willing to do for us. We anticipate tremendous potential in
our area, both in the public and private sectors.”

This fall, Intercounty was using its WR 2500 to reconstruct
28,400 square yards of privately owned streets in the prestigious
Panther Valley community near Hackettstown, for the Panther
Valley Property Owners Association.

Using the WR 2500, Intercounty was pulverizing the exist-
ing roads to 10 inches deep; using graders to remove the two top
inches of the resulting base; and then stabilizing the remaining
8 inches with foamed asphalt. That surface was then graded and
compacted, and would support local traffic until a wearing
course was placed.

Panther Valley learned of the process through its engineer-
ing firm, Suburban Consulting Engineers, Dover, N.J. After the
association board was informed of the cost savings of reusing
existing aggregates in-place, plus the benefits of eliminating the
hassle of the dusty parade of trucks in and out of the communi-
ty, Intercounty got the contract. “It's a really good job, and it's in
our back yard,” said Chad Nansteel, reclamation superinten-
dent, Intercounty Paving Associates.

Key to Intercounty's work is the WR 2500. “We wanted the
best machine going for this process, and we ended up with the
2500,” Nansteel said. “I've worked around the others, and its
onboard oil heating systems gives you faster startups and recov-
ery from delays. The machine is just built well. The cab is very
comfortable for an operator working 10-, 11-hour days.

“We purchased it in spring of 1999, and we use it to do all
three processes, including foamed asphalt, cold milling, and sta-
bilization with calcium chloride or emulsions mixed in-place,”
Nansteel said. “We bid on them all. Our WR 2500 is equipped
with every spray bar Wirtgen puts out, so we can do any process.
We bought it loaded.”

So which process works best?
“Hot foam is the best process,” Nansteel said. “You get a

much more stable base, with a proper mix design. It's the best
base I've seen. The problem with calcium is that if it gets rained
on, it creates wet areas in the road. But with foamed asphalt it
hardens to the point where water runs off it.”

Emulsions provide a more stable base than calcium chlo-
ride, but do not bind the base material as well as foamed
asphalt, he said. “The emulsion is going down at 170 deg F,
while the foam goes down at 340 deg F. You have a time frame
to work in before it sets up. And with hot foam, so long as you
remix it, you can work it again.”

This can be important for time-pressed contractors. “If you
don't get everything graded the day you wanted to, you can go
back in with the reclaimer, grind it back up, and work it tomor-
row,” Nansteel said. “And it will still roll back in-place.”
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Intercounty Paving’s
WR 2500 Opens Doors
To New Business

WR 2500 recycles existing pavement to create
foamed asphalt-stabilized road base.



Nansteel also can use
the cost factor in selling the
process to local and state
governments. “Calcium is
the cheapest,” he said, “but
emulsions are more expen-
sive than foamed asphalt,
because they are a byproduct
of liquid asphalt, which is
used for foam. So it costs
more to make emulsions.”

Nansteel estimates
foamed asphalt at about
$1.50 more expensive per
square yard than calcium sta-
bilization, but it's a moot
point because of the added
value of the foamed process.
“The product is far superior,
and you have to weigh the
difference,” he said.

“Foamed” or “expand-
ed” asphalt – created by care-
fully injecting a predeter-
mined amount of cold water
into hot penetration-grade
asphalt in the mixing cham-
ber of a pavement remixing
unit – offers a cost-effective
alternate for roadbase stabilization. 

When a carefully metered amount
of cold water is introduced into hot
asphalt – in this case, the mixing cham-
ber of the WR 2500 – a foam is formed,
increasing its volume and surface ener-
gy. This enables stiff road-grade asphalt
to be mixed together with cold, moist
aggregate without having to resort to the
added cost of cutting back the binder
with a solvent or emulsifying it. A bene-
fit is that foaming reduces the viscosity
of the binder, permitting easier disper-
sion through the aggregate.

The foaming action of hot asphalt –
in which the asphalt “explodes” into
millions of bubbles when it comes into
contact with cold water – is not unlike
the splattering which takes place when
drops of water stray into hot cooking oil
on the stove top.

And Intercounty vigorously pro-
motes the process, with support from
Wirtgen America. “We highly promote
the product,” Nansteel said. “This fall we
had a seminar at Panther Valley and invit-
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About the WR 2500
Introduced in North America in
1996, the Model WR 2500 Road
Reclaimer and Soil Stabilizer is
designed for the 21st Century.

The design incorporates a
690 hp (intermittent-rated), V-12
turbocharged/aftercooled diesel
engine to power a 96-inch-wide
by 20-inch-deep cutting rotor,
making it a true, high-horsepow-
er deep-cutting heavyweight.

Perhaps the most significant
of several innovative features is a
two-frame design that allows the
WR 2500 to retain the very
important “floating hood” con-
cept, which allows an expanded
volume of material to pass freely
through the process without cre-
ating a “friction brake” effect on
the cutter and cutter drive com-
ponents.

Material size is controlled by
using hydraulically adjustable,
manganese-lined breaker bars
that can be remotely adjusted by
the machine operator to tighten

or close down the area
between the rotating
cutter and the impact
bars, a scheme used for
decades by the aggre-
gate crushing industry.

Its Type III holder
system allows quick
and easy replacement
of broken or worn-out
cutter bit toolholders
without the inconve-
nience and added cost
of a cutting torch and

welder. Drum rebuilding can be
executed in one day by two work-
ers without removal of the cutter.

Its milling width is 96 inch-
es, with a working depth 0.0 to
20 inches. It has an engine output
of 601 continuous hp, with an
operating weight of 63,336 lbs. It
has a four-wheel, all-wheel travel
drive system.

ed 40 consulting engineers and town offi-
cials. We fed them breakfast and had a
seminar by Dave Collings, hosted by
Wirtgen (see Caltrans Personnel Hear
Benefits of Foamed Asphalt, Summer 2000,
pages 20-22). We brought them out to the
Panther Valley job site and let them see the
process in action. We're making them
aware of the process; if they don't know
about it, they can't put it out to bid.”

Foamed asphalt base is compacted.

Base recycling used in private development.



Wirtgen Technology: What is
Hamm's current market position in
the United States?

McEvoy: There are three or four
major Tier I players. Hamm is slightly
above what I would call the “other”
manufacturers, at the top of the Tier II.
In 2001, the Hamm compaction line
will be a very full line, to serve most of
the asphalt and soil compaction mar-
ket.

We will have models which fit into
most of the Construction Industry
Manufacturers Association weight cate-
gories, including the top end of the
double-drum compactor market. It will
be sufficient to go after a large segment
of the compactor market, with the
exception of the smallest units.

Enners: To be successful in the
marketplace you have to have a product
of good quality and high performance,
competitively priced. Hamm has that
range of product that can outperform
its competitors. The other thing that
will make us successful in the U.S. mar-
ket is development of a strong sales and
distribution network. Along with
enhanced product support and parts
availability, Hamm is poised to make
dramatic improvements in its position
in 2001. It's all part of the value pack-
age Hamm offers to its customers.

What is the history of Hamm in the
U.S. market?

Enners: Hamm came here in the
late 1980s, and located in the Dallas
area. They aligned themselves with
other German manufacturers of earth
moving and material handling equip-
ment, and sold primarily through inde-
pendent distribution. With the acquisi-
tion of Hamm by Wirtgen, those prod-
uct lines have been separated, and
Hamm Compactors Inc. now is a stand-
alone company selling only compaction
equipment to the construction industry.

How will that benefit the customer?

Enners: Hamm will be able to con-
centrate 100 percent on selling and ser-
vicing compaction customers. We will
be going back to the core competencies
of what Hamm is all about. Hamm
may have strayed somewhat by trying
to build volume by adding new lines to
distribute. Frankly, it deteriorated the
support capabilities for compaction
equipment. By stripping those ele-
ments away it gets us refocused on the
existing Hamm line.

McEvoy: Because Hamm now is
100 percent owned by Wirtgen GmbH,
there is no reason to sell the product in
the United States as one of three prod-
uct lines. It made more sense to strip off
those other product lines and purely
focus on Hamm.

New Era For Hamm
Is New Era 
Of U.S. Paving
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In March 2000, Wirtgen America Inc.'s
parent company – Wirtgen GmbH of
Germany – completed its acquisition of
Hamm AG, a leading innovator in asphalt
compaction equipment. Likewise, Wirtgen
America completed its purchase of all
assets owned by Hamm America, Inc.,
Dallas, in September 2000. The purchase
of Hamm complements Wirtgen Group's
existing North American lines of Wirtgen
asphalt recycling, milling and road con-
struction equipment, and Joseph Vögele
AG asphalt pavers.

Through Wirtgen America, Hamm
markets single-drum vibratory soil com-
pactors; articulated double-drum vibratory
and tandem combination vibratory
asphalt compactors; pneumatic-tired
asphalt compactors; and static three-wheel
asphalt compactors in North America.

In Germany, the construction of a
new $25 million state-of-the-art manufac-
turing facility for Hamm continues, and
will open in early 2002.

And in North America, Hamm looks
forward to better serving its customers
from the new Wirtgen Group sales and
customer service facilities in Nashville,
and under an all-new management team.
To give stakeholders a better idea of what
to expect from Hamm, Wirtgen
Technology conducted this interview with
Rich Enners, senior vice president, and
Jim McEvoy, vice president of sales and
marketing.



How are Hamm products distributed in North America?
What can customers look forward to in 2001?

McEvoy: Our distribution primarily is through wholesale
channels. There is a small percentage of product that is sold
direct, for example, to rental yards. But 98 percent of the
product is going through wholesale distribution, so we will
be very focused on supporting wholesale distribution.

To us, the dealer is the main channel to the customer.
With the separation of the products tagged with Hamm, we
now have a clean, lean, focused entity with which to develop
good wholesale channels to the end customers.

There will be a more aggressive effort in the pure marketing
and sales of newly introduced products into the North American
compactor market. Other major enhancements will be in the
product support arena, which is the backbone supporting
wholesale product distribution, and ultimately the customer.

We will improve our on-time shipping of parts to satisfy
the needs of the customer. We will have state-of-the-art train-
ing and service manuals, and troubleshooting guides. The
sense of urgency and high standard of quality of support for
the milling machine business in North America will be a
level we will aspire to as we begin to work out of the new
Nashville facility of Wirtgen America.

With the new facility will come service bays, plus addition-
al square footage for parts warehousing and distribution. We
will be in a much better position to serve our customers and dis-
tributor organization after relocation in January.

Will there be a merger of the Wirtgen and Hamm sales
efforts?

McEvoy: No. These companies will be aligned where it
makes sense to align, and utilize synergies where they exist,
but not change for the sake of change. Just because there are
two sales organizations doesn't mean combining them nec-
essarily will make a better organization.

They will be combined where it mutually benefits both
companies. But it won't dilute from our focus, and it won't
dilute our sales or support efforts.

Enners: When you consider both organizations, you have
Wirtgen primarily selling direct to the customer, because the
base for milling machines in terms of quantity is substantially
smaller than that for soil and asphalt compactors. Our prima-
ry thrust is to establish a strong network of independent  dis-
tribution to put the product in the marketplace.

McEvoy: There are different channels to the marketplace.
There is the wholesale distribution channel, which is the pri-
mary means of moving compaction equipment to the end
customer. There is the rental channel, which to us is a sec-
ondary channel to the end customer. And there is the direct
approach to selling.

The compaction business is highly weighted toward
wholesale distribution. The milling machine business could
have a significant direct element and a wholesale distribution
element. Between these two, there is some common ground
in wholesale distribution. But it doesn't fit hand-in-glove.

How is the Hamm product line constituted?

McEvoy: Hamm always has put a very high degree of
engineering excellence into the product. The products are
very robust and well-designed, with very tight tolerances.
That history has made it very successful in the European mar-
ket, but in terms of design to fit the application, the product
line Hamm brought over did not fit very well with the
requirements of the North American contractor.

For 2000, Hamm introduced a new double-drum asphalt
compactor line – the HD series – that is more in tune with
the application specifications and use of the machine in
North America, while retaining its high quality and highly
engineered attributes. It's the best of both worlds, more
closely fitted to the application needs of North America.

These center-articulated, double-drum machines with
application features, visibility requirements to drum surface
and drum edge, actual steering and operator's station, and
access to service parts now fit very tightly with similar North
American manufacturers of double-drum machines.

How is the U.S. compactor marketplace different from the
European marketplace?

McEvoy: The U.S. marketplace is significantly larger in vol-
ume than the European market. The application requirements
in North America have influenced the design of compaction
equipment that has been made here. Here in the U.S. it's very
basic, it's very simple, it's less demanding in operation.

In what ways is German-sourced compaction equipment
different from U.S.-sourced equipment?

McEvoy: Historically it has been very different. The quali-
ty of work that the North American contractor is responsible
for has risen significantly in the past several years, and will
continue to rise. Their need for quality product at the end of
their compaction process – in addition to more sophisticated
mix design, laydown procedures and roadbase and soil com-

Jim McEvoy, Hamm vice president of sales and marketing, and Rich Enners,
senior vice president, head Hamm North American operations.
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paction – means their need for quality is rising significantly.
Superpave, contractor warranties, and incentive/disin-

centive factors all are leading towards a contractor having to
make machine acquisitions that will help him reach that
higher standards.

Hamm is not lowering its standards; it's retained a very
high level of quality. But the market is rising up to us now.
The market is realizing that this company has had very good
success in Europe, and has been very successful in working at
mix designs that were grandfathered in the European mar-
ketplace, and now are influencing mix designs and quality
requirements in the North American market. We're starting
to converge in a very good way.

Enners: The quality standards of the roadways in Europe
are higher than they are in the United States. As a result, the
European manufacturers of compaction equipment devel-
oped different designs of vibratory compactors. One of the
designs that Hamm has introduced in Europe is oscillation
technology, and this tends to give you a smoother mat. In the
very near future we will be testing this technology in the
United States. U.S. contractors may benefit from these
European designs.

It started out years ago, with the Strategic Highway
Research Program [SHRP]. They went to Europe because
Europe has asphalt roads of exceptional quality. The whole
philosophy of QA/QC and warranties has been in Europe for
a long time, and now is being imported into the U.S.

The new Superpave mix design and quality standards are
very similar to what's been in Europe for a long time. For
North American manufacturers to say that they have a new
Superpave machine, the reality is that knowledge has been
built into the Hamm compaction line for years. Hamm's phi-
losophy has been “A roller length ahead”. Hamm is bringing
that philosophy to the U.S. market.

McEvoy: There are many ways to market your compaction
line in the U.S. You can be the low-cost provider. Or you can
be perceived as a technological innovator which has a high-
end quality standard and a competitive ranking against other
machines. That's where Hamm fits. It will be positioned as a
company with a high degree of engineering excellence, with
robust designs, and good application-specific technology that
meets the requirements of the marketplace.

What are some of these Hamm product features and how
do they meet North American applications?

McEvoy: When you look at the working end of the machine,
the contractor is buying drums. The tractor only pushes them
around. The drum specifications – the force output, the ampli-
tudes, the productivity that comes from the drums – is where the
technology and advantage are with Hamm.

Those are high-performance drums, compared to other
major manufacturers. When you look at the force values or
the adjustability or variability of the output of the drum, the
Hamm models have more expertise in their design as well as
scope of application and the ability to get work done.

You have to get density in the least number of passes.
And that's where you put a piece of Hamm compaction on
the job, and that's where it shines.

What are oscillatory eccentrics or design?

McEvoy: This refers to the principle of creating compactive
effort through generating shear forces, as opposed to vertical
amplitude. The concept maintains that instead of driving
straight up and down, the drum has a horizontal or rocking
force, significantly different than other makes. It's an example of
thinking outside of the box. We don't know how it will play out
in North America, but it's a good example of the knowledge and
the engineering capabilities of a company like Hamm.

What is Hamm's philosophy on visibility?

McEvoy: If you take a look at the present offering of cen-
ter-articulated, double-drum machines – the HD line – the
visibility is bar none, the best in the industry. That includes
visibility to drum edge, to drum surface, to water systems, the
things that are critical to see. That also comes in a properly
sized package, not the 30-foot-long machine, but a proper
weight-to-length configuration.

The new 3000-series soil line has, bar none, the best visi-
bility in the industry, especially the reverse view, for safety rea-
sons. This line will be available in the second quarter of 2001.

Is compaction at the paver screed – such as that offered
by Wirtgen's Vögele pavers – coming to the United States,
and what will that do to the compactor lines?

McEvoy: You will have to make a fairly significant change
in culture on the part of the North American contractor to go
from a laydown process that focuses on speed – not density
– to one where they're actually thinking about density
behind the screed versus behind the roller. The opportunity
is there for the technology, as concerns about quality and
density rise. The pavers will have to combine speed with
compaction at the screed.

Is Superpave the window for this transition?

McEvoy: Yes! To the manufacturers of higher quality,
higher capability machines – such as Vögele pavers and
Hamm compactors – Superpave is a very positive thing. Our
machines will show the capabilities of handling the new chal-
lenges raised by Superpave. Our technology will shine.
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An Illinois road builder has found that
one secret of placing Superpave mixes
is using the right roller.

R.L. Brink Corp., Quincy, Ill., has
become one of the quality contractors
in the state because of its meticulous
attention to detail and doing things
right. And Brink learned the right
equipment makes the job go right.

For example, Brink's new, state-of-
the-art, totally enclosed, environmen-
tally friendly hot mix asphalt plant just
north of historic Quincy was the sub-
ject of a recent major article in a leading
trade magazine (see Contractor Expands
Inward, Asphalt Contractor, January
2000, pages 12-14).

Brink applies the same philosophy
to its mobile equipment as well. Owner
Ronald L. Brink, and his partner,
daughter Julie A. Brink, have traveled to
Europe to trade shows and beyond to
familiarize themselves with new tech-
nology before their competitors can.

Driving Brink's search for new tech-
nology is the lack of skilled labor, and the
leverage that technology brings to opti-
mizing labor resources. Brink got into the
asphalt business relatively recently, in the
mid-1990s, and as such brought no pre-
conceptions into the fray.

“To enter into the asphalt business,
with all-new plant and equipment, we
had to be as sharp as we could,” said
Julie Brink. “It forced us to look at tech-
nology and competitive ideas to reduce
labor costs.”

As a result they have standardized
their asphalt compaction equipment with
Hamm products. “We've been able to
keep our roller train tighter, keeping our
labor costs down,” she said. “We're con-
tinually looking at new ideas with Hamm

products that will
reduce our labor
costs. There is so
much emphasis
on quality and
mat levelness and
smoothness these
days, we need to
provide our peo-
ple with the best
equipment possi-
ble to do their
jobs best.”

A m o n g
Brink's Hamm
products are the
asphalt com-
pactor models
DV8K, DV8, 2422, a new HD 110, an
HD 10, an HD 12, and soil stabilization
Model 250. Julie Brink worked hard to
get her Hamm rollers certified by the
Illinois DOT.

“In past times, the roller train had
three rollers, a double-steel on front
and back, with a pneumatic in the mid-
dle,” she said. “We noticed that the DV
8K was half steel, half pneumatic, and
wondered if there wasn't a reason why
it could not substitute for the interme-
diate roller.” They were able to get the
train reduced to two rollers, saving time
and money.

Overriding all of this is the general
movement toward and end spec in
Illinois and in other states. “The end
result is you have to have density down
pat,” she said. “How you choose to get
there is your choice because the state is
allowing more flexibility.”

The Hamm rollers work for her to
the end spec because of their superior
performance. “One reason they're so

good is that they get compaction fairly
easily,” Julie Brink said. “We've had
tremendous success doing that. They
have great flexibility with the high fre-
quency vs. the low frequency. They
enable you to fine-tune that more than
the other rollers.”

The ability to get quick compaction
pays off with Superpave mixes as well,
such as the one placed at a major inter-
section of Broadway (Ill. 104) in
Quincy in October.

“The Hamm people are excellent
people,” Ronald Brink said. “The engi-
neering is good. We're amazed that
there are not more Hamm rollers in
this country, but I believe it to be a
recognition problem.”
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Superpave Secret: 
Use Right Roller

R. L. Brink’s HD 110 compacts Superpave mix on Illinois 
DOT Route 104 project in Quincy in October.
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A Vögele paver of Wirtgen Group
subsidiary Joseph Vögele AG is an
essential part of the NovaChip™
proprietary asphalt surface treat-
ment as marketed in the United
States.

This October, a Vögele paver
placed the NovaChip process on
scenic Michigan State Route 28
along the Lake Huron coast of the
Lower Peninsula's “thumb” north
of Caseville. There, the local econ-
omy depends on tourism, and the
state is doing its best to make sure
bad roads don't stand in the way
of visitors.

NovaChip – a proprietary
ultrathin friction course – was

developed in France by the construction firm Screg Routes in
1986. The system, as implemented in the United States by
licensee Koch Pavement Solutions, utilizes a single piece of
equipment to place a thin, gap-graded hot mix asphalt (HMA)
onto a relatively thick membrane or layer of polymer modified
asphalt emulsion tack coat.

The HMA is seated by a tamper bar on the Vögele paver
and further seated by a roller which follows the paver. As the
membrane cures as its temperature drops, the roller must
work within a window of temperature range. In Michigan, traf-
fic was being allowed on the surface treatment in as little as 20
minutes after placement.

The surface texture of NovaChip is very similar to that of
a typical open-graded friction course. In a study of two appli-
cations in Alabama, researchers for the National Center for
Asphalt Technology (NCAT) found no significant raveling was
observed on the two projects after about 4.5 years' service,
which indicates very good bond between NovaChip and

underlying surface.
NovaChip surfaces have significantly higher pavement

surface friction numbers compared to dense-graded HMA
wearing course, NCAT reported in 1997. It is marketed as an
alternate to conventional chip seals, micro-surfacing, and
open-graded friction courses.

NovaChip is applied only by specially trained contractors
with a history of quality construction practices. It can be used
as a preventive maintenance or surface treatment, and com-
bines the strength of hot mix with the flexibility of thin main-
tenance treatments, Koch said.

Attributes of NovaChip include:
• It can be placed in one pass
• Quick construction and return to traffic mean shorter user

delays and lower user delay costs
• Coarse aggregate matrix results in reduced backspray for

greater visibility in wet weather as well as good skid resis-
tance, similar to an open-graded friction course

• A proprietary NovaBond polymer modified asphalt mem-
brane permits superior bonding to and protection of the
existing surface

• The ultra-thin lift means maintaining overhead clearances,
curbs and drainage profiles as well as lower costs

• Construction by specially trained, reliable, quality contrac-
tors, and

• Long-lasting performance.
On Michigan S.R. 28, along Lake Huron, a tamper bar of

the Vögele Model SF 1800 paver was tamping the gap-graded
mix into the sprayed polymer modified asphalt emulsion
membrane, to a thickness of 3/4 inch, and was followed by a
static roller, which further seats it to 5/8 inch.

Typically 11 percent voids in the friction course permit
surface water to run out and greatly reduces surface spray in
rainy weather. The largest stone in this Type B gap-graded mix
is 3/8 inch. The membrane was applied from a 1,000-gallon
capacity tank on board the Vögele paver at a rate of 0.2 gallon

Vögele Paver Heart
Of Premium Asphalt
Surface Treatment

High position gives operator
great visibility.



per square yard. The hot mix, as it hits
the spray-applied membrane, actually
drives moisture from the emulsion and
causes the emulsion to “break”.

“The roller tips the aggregate down
into the membrane,”said Al Bernhagen,
construction manager for Koch
Pavement Solutions. “You can barely
see where the roller has been, as most
of the work is done by the paver's tam-
per bar. The roller is seating the mat
into the membrane.”

The operating window for com-
paction is from between 260 and 200
deg F, he said. The roller operator stays
fairly close to the paver. Two rollers
were required in Michigan, as the 17-
foot placement width (driving lane and
shoulder) was too wide for a single
roller to compact within the window of
opportunity.

The Vögele Model SF 1800 paver
has a power crown which can add slope,
but usually the goal of NovaChip is just
to place a thin layer. “We don't try to
change the shape of the road, only lam-
inate on top of it,” Bernhagen said.

In Michigan, the project overlaid
11.3 miles of two-lane blacktop, in both
directions. “Our average will be five lane
miles per day, once we really get going,”
he said.

While the process is proprietary to
Koch, and Koch owns the Vögele paver,

NovaChip is applied by local contrac-
tors who are approved by Koch after a
rigorous certification. And the business
relationship can change from job to job.
“Here, the contractor, Saginaw Asphalt,
procured Koch's services for the paver,
mix design, and technical and paving
support,” Bernhagen said. On the job,
Bernhagen was assisted by Pete Miller,
technical marketer for Koch.

Bernhagen is responsible for the
project and delivery of the Vögele paver
from job to job. The paver's capabilities
include the tamping mechanism and its
ability to spray the NovaBond mem-
brane immediately ahead of the mat.
But the uptime of the Vögele is just as
important to him.

“The paver is very reliable,”
Bernhagen said. “It just rolls along,
month after month. It has plenty of
power. We have very few issues with it. It
comes off the assembly line with the
spray unit. And it has options such as
wheel locks, which hold the aggregates
truck in place into the hopper. The con-
tractors love it; their drivers can let go of
their brakes and we just hold them in
position. The hopper also has been
modified to accept more aggregate for
United States use. And this paver has a
power crown on the screed, separate
from the tamper bar.”

Typical for the high speeds of paving

that U.S. contractors demand, the Vögele
has a high-speed package option built-in
that permits it to go twice as fast as a
European model might, in this case, 90
feet per minute, Bernhagen said. Koch
owns a fleet of five Vögele pavers for
these applications.

Big Vögele SF 1800 paver places NovaChip surface on Michigan 28.
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NovaChip offers porous pavement.

Hot mix is tampered into spray membrane, 
both applied by Vögele SF 1800.
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Cardboard boxes were in short supply in
mid-November 2000 as Wirtgen
America's staff began moving to their
new home in suburban Nashville.

The $4 million, 74,000 square foot
headquarters will combine the North
American operations of the Wirtgen
Group, including Wirtgen America cold
milling machines and road recycling
equipment, Hamm compactors, and
Vögele asphalt pavers.

“In early November the building was 97 percent com-
plete,” said David Bockian, head of preconstruction services
for T.W. Frierson Contractor, Inc., Nashville, the design/build
firm which has undertaken the project. Furniture was to begin
moving in Monday, Nov. 13, as final landscaping continued.

Since the original plans were approved, the exterior site
footprint was enlarged to enable storage of more equipment on
the premises, Bokian said, and to make shop operations more
efficient. “Square footage was added to the site while adding fill
material in an environmentally responsible manner,” he said.

Plus, a new, raised, outside loading ramp and dock was
added to permit quick offloading of Hamm compactors and
Vögele pavers from lowboy trailers, and other mobile equipment 

The total office space – including administration and
warehouse offices – will total nearly 16,000 square feet on
two levels. The building will include 9,900 square foot of 60-
foot clear-span shop.

The parts warehouse will be 38,000 square feet with a
20-foot clear minimum height. Several mezzanines within
the warehouse footprint will provide even more space to a
total of some 50,000 square feet on two levels. Tall racks will
accommodate parts and other equipment.

All offices were anticipated to have moved in by
Thanksgiving 2000. An open house is planned.

Ribbon-Cutting Nears 
For Wirtgen America’s 
New Headquarters
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A mobile, laboratory-scale foamed
asphalt plant gives contractors and other
users of foamed asphalt an advance look
at how foamed asphalt will perform with
a variety of materials and liquid asphalts.

Wirtgen's WLB 10 lets contractors or
state DOTs pre-test materials and deter-
mine what's needed to get optimum foam-
ing before bidding on a job or preparing a
proposal. Some find it indispensable.

“We use the WLB 10 laboratory to
establish foamed asphalt mix designs,”
said Chad Nansteel, reclamation superin-
tendent, Intercounty Paving Associates,
Hackettstown, N.J.

Intercounty recently applied foamed
asphalt technology to a privately owned
network of roads near Hackettstown (see
Intercounty Paving's WR 2500 Opens Doors
To New Business, pages 12-13, this issue).
“We bought Wirtgen's mobile lab for our
lab, so we'd have the proper facilities to
do the mix designs. Wirtgen's the only
firm we know that provides it.”

“A contractor or DOT using a WLB10
can use actual samples from the road
requiring rehabilitation to determine the
most suitable mix design under lab con-
ditions,” said Mike Marshall, product spe-
cialist, Wirtgen GmbH. “The WLB10 sim-
ulates what will happen during the recy-
cling process to eliminate any surprises
during construction.”

The lab can help an agency deter-
mine the in-place materials preclude
foamed asphalt base reclamation. “When
considering options, the use of the
WLB10 can provide a DOT with the infor-
mation it needs to determine whether
foamed asphalt recycling is a viable
option,” Marshall said. “This gives the
DOT a greater range of rehabilitation
options per road and, of course, the secu-
rity in knowing the foam process will
work for their project.”

Finally, the WLB 10 can
help keep costs in check.
“With oil prices anywhere
from $150 to $200 per ton,
it’s essential to accurately
determine the optimum
amount of oil to be used in
the recycling process,”
Marshall said. “The WLB10
enables you to determine exactly the
amount of oil or other materials required,
so there is no guesswork.”

“Foamed” or “expanded” asphalt is
created by carefully injecting a predeter-
mined amount of cold water into hot
penetration-grade asphalt in the mixing
chamber of a pavement remixing unit,
and offers a cost-effective alternate for
road base stabilization.

These materials can be processed in-
place by milling and crushing the existing
pavement structure – while incorporating
foamed asphalt – using the WR 2500
Recycler from Wirtgen. Alternatively, cold
mix can be produced by adding foamed
asphalt to reclaimed asphalt pavement
(RAP) – or new mineral fractions – in the
KMA 150 mobile cold recycling mixing
plant from Wirtgen.

Precise addition of water allows con-
trol of the rate of asphalt  expansion and
of the amount of expansion. The expand-
ed asphalt has a resulting high surface area
available for bonding with the aggregate.

While expanded asphalt doesn't com-
pletely coat all aggregate surfaces, it does
form a mortar or glue which bonds the
particles together. The expanded asphalt
has an affinity for finer particles of 75
microns or less. This effective coating of
finer particles increases the available sur-
face area of the expanded asphalt for bond-
ing with the coarser particles of material.

But considerations in the life cycle of
the expanded asphalt, measured in its

half-life, and the time the asphalt remains
expanded vs. its ability to coat aggregate,
require pre-application testing in the lab.
That's where the Wirtgen WLB 10 is useful
in precisely controlling the manufacture
of expanded asphalt in the laboratory.

Because the stability of a mixture of
materials essentially is dependent on the
granulometric composition of the miner-
als, addition of certain aggregate fractions
– even including fines – may be necessary
to improve the final mechanical proper-
ties of the stabilized course. Wirtgen's
WLB 10 laboratory system can help deter-
mine these properties of the foamed
asphalt mix, and thus the optimum
asphalt (in Europe, bitumen) foam.

The technician's goal is to determine
the percentage of water needed to pro-
duce the best mix properties for a partic-
ular type of liquid asphalt. Two proper-
ties are measured: expansion ratio, and
half-life. The technician wants to develop
a mix with the largest expansion ratio,
and the longest half-life.

Preliminary work using Wirtgen's
WLB 10 foamed bitumen laboratory sys-
tem permits the exact definition of the
quality of the mixes to be produced for a
proposed job, making reports of attain-
able material properties – such as the
load-bearing capacity – possible before
the start of the work.

For more information on the WLB
10, please contact your Wirtgen American
sales representative.

Mobile Lab Gives Foamed
Asphalt Users Look Ahead
At In-Place Performance

Engineering

Wirtgen consultant Dave Collings demonstrates foamed asphalt 
technology using the WLB10 in California earlier this year
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This fall a midsized Wirtgen W 1000 F/T
did taper-milling of high accuracy as part
of a taxiway improvement project at a
north central airport in Indiana.

At Warsaw, Ind., McCrite Milling &
Construction Co., Inc., New Albany, Ind.,
milled three existing taxiway/runway con-
nectors, a total of 1,819 square yards.
McCrite was milling these connectors with
a taper, from 2 inches deep at the runway,
to zero at the taxiway. McCrite also was
doing remedial milling of certain surface
discontinuities in airfield pavements.

Ideally, the 1000 F/T – with its 3.3-
foot (1-meter) wide drum – is used for
3,000+/- square yard projects, with 1- and
2-inch milling depths, said Pat McCrite,
vice president and owner, McCrite
Milling & Construction.

But it can do more. “We've used it for
shoulder milling, too, both on 10-foot
and 4-foot wide shoulder excavations,”
McCrite said. “It works ideally in asphalt
and stone applications.”

McCrite's firm owns four Wirtgen
milling machines, the 1000 F/T; two
2100 DCs; and one W 2000. They are the
successors to McCrite's old Galion
motor grader planers, which he still
owns, but rarely uses.

“The technology has changed so
much over the past 20 years,” McCrite
said. “The size has changed, the horse-
power has changed. We've gone from a
hydrostatic wheel drive to a four-track,
hydraulically driven machine. We've
gone from nonloading to self-loading,

from 225 to 300 hp. They've gone from
being able to cut 4 to 5 inches to 12
inches or more in one pass.”

And that means productivity
improvements for the contractor. “We
definitely have higher production
because of the higher horsepower, better
technology and better balance in the
machines,” he said.

“Hand in hand with that is the higher
cost.” McCrite said. “As a customer you are
paying for all that technology and added
horsepower and better drum width and
depth of cut, all the engineering involved.
There’s nothing cheap about being in the
milling business. You have to turn a lot of
square yards and mill a lot of tonnage to
make ends meet. It translates to higher
capital costs, which translates into far
more productive and reliable machines.”

Those are some of the reasons
McCrite buys Wirtgen cold milling
machines. “If your business is to stay
good you have to be on the leading edge
of technology,” McCrite said. “And
Wirtgen always is changing and updating
its technology. At this time they are the
state-of-the-art, compared to other manu-
facturers. They're not the cheapest milling
machine you can buy, but they're reliable,

Midsize Machine
Serves Airfield
Taxiway Work

McCrite’s W 1000 mills tapered runway connectors.

McCrite’s Rodney Bruce at helm.
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and the name of the game is uptime. They
give me the uptime I need to compete in
this highly competitive business.”

Moreover, for better or worse, his
employees have come to expect Wirtgen
equipment, he said. “Our guys have come
to believe in Wirtgen and they've learned
its systems,” McCrite said. “Years ago,
they about had a heart attack when I con-
sidered buying a Wirtgen over a domestic
machine, but they quickly got over that.”

At Warsaw Municipal Airport, in
September, prime contractor Phend &
Brown was extending the existing taxiway
so aircraft can reach the runway without
having to go on the runway itself. Once
the extension section is built, then the
entire taxiway system will be overlaid
with 4-inch deep hot mix asphalt, to cor-
rect all faults and re-establish the smooth
surface for aircraft.

“We're extending our east/west taxi-
way 500 feet to match a runway length-
ened two years ago when all runways
were improved,” said David A. Beall, air-
port manager. “Now we're matching it,
and overlaying all taxiways.” This year

some $750,000 of airfield work is being
undertaken.

Five major corporations comprise part
of the 150 planes based at Warsaw
Municipal Airport. “Our corporate cus-
tomers are our bread and butter,” Beall said,
“and we're undertaking improvements
because of the resources they provide.”

“Anywhere we do paving work con-
necting to existing, we want at least a 2-
inch butt joint, because if you feather
down, in winter the snow plows will hit
that feather and send asphalt flying all
over,” said Jim Cobb, field inspector for
Midstates Engineering of Indianapolis,
for Phend & Brown, Milford, Ind. “A level
butt joint won't let that happen.”

McCrite's operator, Rodney Bruce, was
starting his W 1000 F/T 2 inches deep,
feathering out to zero depth at the taxiway,
then backing up and starting a new pass.

The work was being funded 90 per-
cent by Federal Aviation Administration
Airport Improvement Program (AIP)
funds, 5 percent by the State of Indiana,
and 5 percent by the City of Warsaw.

Machine began at 2 inches, and tapered to zero.
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About the W 1000 F/T
The W 1000 F/T, the tracked ver-
sion of the W 1000 F, takes
Wirtgen's “Slim Line” utility
machine product family to a
more advanced level. Its rear-
mounted cutter location allows
the unit to cut anything, any-
where. Its rugged Type III non-
weld bolt-on tooth holder system
stands up to abusive work envi-
ronments. One man can remove
the front-loading conveyor in less
than five minutes.

The tracked W1000 F/T was
introduced in January 2000. It
has a cutting width of 40 inches
with a cutting depth of 12 inches.
This results in a productivity of
200 tons per hour. It has an oper-
ating weight of 36,000 lbs. and is
powered by a 225 hp KHD
BFGM1013 engine.
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