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In 1986, Red Mountain Machinery Company began with a simple mission: to use the 
highest ethical standards in providing quality heavy equipment services for the mutual 
growth and benefit of all.
 
Owner and President, Owen Cowing, still believes this today. From its humble beginnings 
working out of his home, to a thriving business with corporate offices based in Chandler, 
Arizona, Red Mountain Machinery Company has built a reputation for providing the 
highest quality, best maintained earthmoving equipment in the business.

Red Mountain Machinery Company began with a vision to help contractors build the 
Southwest. That vision remains strong. Though many things have changed, one thing 
remains constant - its commitment to excellence. 

For any earthmoving project in the Southwest, call Red Mountain Machinery Company.

Discovering a Need

In 2000, Red Mountain’s Owner and President, Owen Cowing, came to the realization 
that using a general ledger and a standalone repair and maintenance database application 
- developed in-house - was inefficient, time-consuming and error-prone. “Everything 
was being handled manually, and there was no way of tying together any of our business 
processes,” said Owen.  “We had to enter approximately 2000 parts invoices into accounts 
payable each month, then have another data entry person re-enter the same information 
into the standalone database application. It was an incredible waste of time, and things 
were just not working well.”

As is true in many companies, people are often afraid of change, but Red Mountain knew 
that if it wanted to continue to provide its clients with excellent service, change would be 
inevitable. 

The TrakQuip Solution by 
Corporate Services 

Meets Red Mountain’s 
Challenges



Finding the Right Solution

When Red Mountain began searching for a 
solution, they found it very difficult to find 
a software solution that would meet the 
challenges they were facing. What attracted 
the company to the TrakQuip solution was 
Corporate Services’ ability to modify the 
software application to meet the needs of its 
clients.

Grant Getman, Red Mountain’s CFO from 
2000 – 2007, was excited about the potential 
offered by TrakQuip and contacted Michael 
Saint, President of Corporate Services, to 
begin the implementation process.

A painful Start

“Michael asked how we needed the software 
to work for us”, said Grant. “After conversing 
amongst ourselves, we gave Mike the plan of 
how we thought we wanted it to work. Mike 
knew immediately that our process was not 
the best and tried to persuade us to take a 
different approach. At the time, we were very 
insistent, so Mike attempted to accommodate 
our wishes and programmed the software just 
the way we asked for it. The day we went live 
- January 1, 2001 - was very painful.” 

“We realized very quickly the way we thought 
we did things wasn’t the way we did them at 
all. It finally occurred to me this is why we 
partnered with Corporate Services - this is 
what they do; they have the experience and 
already know the best practices.”

Corporate Services Rolls Up 
Their Sleeves

 “Mike immediately started attacking our 
issues. He took an incredible amount of 
time rewriting the software, and when we 
found limitations inside TrakQuip, Corporate 
Services took care of making the changes.” 

“We had a critical need for a fleet module 
to track repairs that TrakQuip didn’t initially 
provide. The Corporate Services team built the 
module from scratch, and together we worked 
out the kinks.”

“Things began to come together, and 
everything worked great. We had our hiccups, 
but I guess that’s to be expected when 
implementing a new software solution.”



Why Stop Here?
  
“After the initial implementation, we were 
then very interested in what the program 
had to offer that we were not using, so the 
conversations with Mike became more about 
strategy,” said Grant. “I learned an awful lot 
from him.  I would call and tell Mike what 
was bugging me that day, and he would give 
me a number of different things to try. Our 
conversations became very high level and 
very strategic.”
    

Incredible Results

“As a company, we became very profitable. 
Our revenue was growing very rapidly and, 
because of TrakQuip, our overhead was 
holding even. The return on investment was 
incredible,” said Owen.

Grant added, “A huge advantage was when 
we were capable of automating accounts 
payable for the Caterpillar dealers. We were 
able to reduce accounts payable staff from two 
and a half full-time equivalents to one full-

time equivalent, allowing us to utilize those 
employees in other areas of our business.”
“We were then able to do the same thing with 
customer invoicing.  Our sales department 
thought our invoices were too complicated 
and couldn’t be automated, but a few 
modifications later, we were able to reduce a 
two and a half full-time equivalent staff taking 
care of billing and turn it into a two-hour-a-
day process for one person.”

 “All of our processes were paper-based before 
TrakQuip. It was instrumental in helping us to 
automate all of our operations.”

“Another benefit we received from 
implementing TrakQuip was realized when 
selling used equipment,” said Owen. “The 
history data TrakQuip provides is invaluable. 
Because we have the repair history on all of 
our equipment, when it’s time to sell a piece 
of equipment, we can produce a history 
report that documents regular preventive 
maintenance as well as when we replaced 
major components. Overall, those reports 
show the extent we go to maintain our 
equipment. That allows us to get the best price 
possible.”

“Every business has fundamental and specific 
concerns and watches a different metric,” said 



Grant.  “Every business is unique in its own way. When I walk into offices, I look for paper.  
I look for file cabinets. Once anything hits a file cabinet, it’s worthless. Information can’t be 
shared across the office, let alone across the state line. It’s no good to anybody.  All value is 
lost for whatever information was on that piece of paper.  There are higher real estate and 
payroll costs associated with that piece of paper that returns no value.” 

“With TrakQuip, we had information we never had access to before. There was so much 
data, the only problem we had was figuring out how to use it.  We got a life-sized picture.”  

“A software solution to a business is a lot like a telephone system; you don’t know what 
the value of a phone system is, you just know you can’t be in business without one,” said 
Grant.  When a business takes the leap to install software, so many of them stop improving 
processes when the original pain-point is cured.”  Grant advises, “Keep working to replace 
manual processes anywhere there is a return on the investment.  Give your most valuable 
business resources – people - the opportunity to think and work at levels much higher 
than pushing paper.  Once your people understand what is possible, you’ll have plenty of 
suggestions for which improvement project should come next.”

Relationship with Corporate Services

“The support we got from Corporate Services was excellent,” said Grant.  “Many nights 
were spent working with the Corporate Services’ staff attacking our issues, rewriting the 
software, and building modules from scratch. They made a tremendous effort to understand 
our business and help us meet our goals.”   

“Red Mountain runs more efficiently since implementing TrakQuip. We couldn’t afford not 
to implement TrakQuip.”
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PHONE: 
    Support:  Toll Free (866)-923-3767 
 OR (225)-923-3767 
    Sales: (800)-293-6822 

     
U.S. Mail: 
    Corporate Services, L.L.C. 
    3801 Plaza Tower Dr.
    Baton Rouge, LA USA 70816 

FAX: 
    (225)-923-3761 

EMAIL: 
•	 Support	Information:	support@corpservice.com	
•	 Sales	or	Product	Information:	sales@corpservice.com
•	 Other	Information:	csinfo@corpservice.com	

 Note:	Please	include	your	contact	information	when	
	 	 sending	us	an	email.

www.corpservice.com




