
COMMITMENT
With the Channel Partner Program,
Genesis, Jewell and Kuhn Equipment
have demolition covered.

EXTREME



THE TOTAL PACKAGE
Demolition contractors 

from decades past 
might have a hard time 

recognizing the industry 
today. Long gone are the 
days when the wrecking ball 
and cable crane dominated 
the scene. Today’s demoli-
tion contractors are part of 
an industry that is growing 
constantly in sophistication 
and technical savvy, which is 
creating an atmosphere that 
is more competitive than ever. 

Years ago, any crew with a 
competent crane operator or 
enough dump trucks could 
bid confidently on most any 
job. However, changing times 
have affected how contractors 
go about their business, and, 

■  Genesis, Jewell and Kuhn Equipment partner to serve the evolving demolition industry. 

like so many other industries, 
technology has come to the 
forefront. Today’s demolition 
contractors need newer, more 
specialized equipment—and 
they need it now. 

To get their customers 
the tools they need, three of 
the demolition industry’s 
leading suppliers have forged 
a partnership to ensure their 
customers get exactly what 
they need when they need it. 

Through their Channel 
Partner Program, the three 
companies—manufactur-
ers Jewell and Genesis and 
equipment rental and sales 
company Kuhn—have 
combined their efforts to 
supply complete, custom-

ized equipment packages to 
their customers, according to 
Bruce Bacon,  vice president 
of Genesis and Jewell.  Attach-
ments are built by Genesis, 
mounted on boom configura-
tions by Jewell, and the whole 
package is distributed by 
Kuhn Equipment. “What we 
end up with is three differ-
ent companies with a lot of 
experience in the field, using 
all that combined expertise to 
provide an integrated pack-
age,” says Bacon. 

The quick turnaround 
with which the three partners 
are able to get their equip-
ment on the ground is key, 
says Mark Ramun, Jewell’s 
national sales and marketing 

manager. “Customers don’t 
have time to wait,” he says. 
Demolition contractors often 
don’t have the luxury of time 
when it comes to sourcing 
their equipment. “Scrap com-
panies often plan years in ad-
vance,” notes Ramun. But for 
demolition contractors, “it’s 
difficult for a large portion of 
the industry to plan because 
they’re given very short no-
tice.” Demolition jobs can be 
awarded at a rapid-fire pace, 
Ramun says, sometimes in a 
matter of a few short weeks. 
In the meantime, demolition 
companies have other jobs 
going on, says Ramun. 

As a Channel Partner, 
Kuhn Equipment has invested 

EXTREME CONDITIONS 
▼

  
Many businesses rely on multi-tasking to control costs and stay competitive, and the 
demolition industry is no different. To answer the call of demolition contractors who 
need to do more with less, Kuhn Equipment, with the help of its Channel Partners 
Genesis Attachments and Jewell Attachments, has introduced the Extreme Reach 
Ultra High-Reach Demolition machine. 

This unit’s unique tool-handling capabilities give contractors unprecedented levels 
of flexibility and versatility. The Extreme Reach UHD is capable of multiple applica-
tions, according to Mike Schulz of Kuhn. At different heights, ranging anywhere from 
40 to 100 feet, this machine can carry attachments weighing anywhere from 5,000 
to 19,000 pounds. 

Used with an attachment like Genesis’ Logix Processor (LXP), the versatility fac-
tor increases even more. By taking advantage of the LXP’s multiple jaw sets and the 
boom configured to work at varying heights, “you can cut concrete and steel at 100 
feet, and even thicker concrete and steel at 75; closer to the ground you can easily 
cut over 4’ thick concrete columns with no problem all the while using the same tool 
carrier,” says Schulz. “It’s kind of like a Swiss-Army-knife approach.” 

Furthermore, the unit is portable and designed to be assembled and disassembled 
quickly, so it can arrive at a jobsite and go to work with speed and efficiency.

The flexibility of being able to work from up to 100 feet in the air down to ground 
level with access to the LXP’s multiple jaws makes the Extreme Reach UHD machine 
a valuable addition to a demolition contractor’s equipment arsenal. “That’s what 
intrigued me about this machine—the versatility,” says Schulz. “It’s not just a one-
job-type application—I can keep it utilized in a lot of applications.” 

More information about the Extreme Reach UHD and a full catalogue of the 
equipment available from Kuhn is available at www.kuhnequipment.com. ■



SUCCESS STORY
Industry know-how of Channel Partners Kuhn, Genesis and 
Jewell helps get the job done for Johnson Bros. 

With more than 70 years of experience as a heavy civil contractor, 
Florida-based Johnson Bros. knows construction. But when a bridge 
contract called for demolition work, the company needed a hand.  

Once the company had built a new eastbound bridge that carried 
Florida’s State Route 528 some 100 feet over the Indian River in Co-
coa Beach, Fla., it needed to take down the westbound section. The 
Johnson Bros. crew had the ideas, but it needed a partner to provide 
the means and guidance to put those plans into action. South Caro-
lina-based Kuhn Equipment, along with its manufacturer Channel 
Partners Genesis Attachments and Jewell Attachments, stepped up to 
help Johnson Bros. get the job done right. 

“Demolition isn’t Johnson Bros. primary focus,” says Charlie 
Humphries, Johnson Bros. “We had a lot of big ideas—you need 
somebody to reel you in and tell you what will and won’t work.” 

Permitting regulations prevented the company from imploding 
the bridge, so Johnson Bros. needed an alternative solution—some-
thing that would surgically remove the structure piece by piece. 
Kuhn and its partners put a variety of equipment on the ground 
to help Johnson Bros. tackle the 4-foot thick concrete columns and 
hundreds of thousands of pounds of rebar and steel girders that 
made up the bridge. 

A Komatsu PC450 and a Hitachi ZX 460 were both fitted with 
Genesis LXP 500R processors, each equipped with three jaw sets. 
A Hitachi ZX 330 was fitted with a 10,000-foot-pound hydraulic 
hammer. With these highly specialized tools at its disposal, the 
Johnson Bros. crew was able to process about 14,000 tons of concrete 
and 700,000 pounds of rebar and steel girders from the demolished 
section of bridge. 

Humphries speaks highly of the role Kuhn, Genesis and Jewell 
played in planning the project and supplying the right equipment. 
“They were very knowledgeable—very experienced in demolition,” 
says Humphries.  “They were quite a ways away from Florida, but 
their knowledge made up for the distance. Those guys have been 
there and done that—they know what won’t work and why.” 

Furthermore, Kuhn, Genesis and Jewell didn’t just help with the 
plan and then abandon Humphries and his crew. He says the com-
panies followed through on their commitments, servicing the equip-
ment well throughout the job. “It was a good partnership for us,” 
Humphries says. “I wouldn’t hesitate to work with them again.” ■

heavily in Genesis and Jewell’s 
engineering know-how by 
stocking some of the most 
innovative offerings in its 
partners’ portfolios for imme-
diate rental and delivery. “We 
work very closely with Kuhn 
in helping them identify and 
then determine the needs 
of their customers and what 

equipment specifically would 
be best,” Ramun explains. 
“And what Kuhn does is 
invest upfront in that equip-
ment so it’s on the ground 
and ready for work. It’s rapid 
deployment. We don’t wait 
for the customer to tell us 
what they need, we work to 
anticipate their needs.”  ■

MULTI-PURPOSE 
▼

  
Many factors are driving demand for multi-pro-
cessors in the demolition industry, and Genesis 
Attachments has been quick to respond with the 
introduction of its line of Logix Processors (LXP), 
attachments that take the ability to do multiple 
jobs to the next level. 

The LXP is designed to maximize the power 
curve of the attachment so that the unit can pro-
cess both steel and concrete with equal proficiency, 
according to Genesis Vice President and General 
Manager Bruce Bacon. “If you’re going to cut 
steel, you want maximum power when the tool is all 
the way closed, the reverse for concrete,” Bacon 
explains. “With a traditional tool, you can’t alter, 
you had to compromise.” But the patent-pending 
design of the LXP gives the tool the ability to alter 
the power curve specific to the jaw, Bacon says, 
maximizing steel cutting and concrete crushing ca-
pability in the same product. “And, we hydraulically 
engage and disengage the jaw into the body—that 
nobody else does,” Bacon says. “It’s our engineer-
ing tour de force.” 

Furthermore, change-outs between jaw sets can 
be done in 15 minutes or less, says Bacon. “It’s 
really an advancement for a demolition contractor 
who understands that the ability to change out in 
the field in a short amount of time is certainly a 
competitive advantage,” he says. 

Three jaw sets available: a shear, a concrete pul-
verizer and a concrete cracking jaw for oversized 
concrete. Four models are available that vary with 
the carrier—the LXP 200, 300, 400 and 500. ■



OFFERING OPTIONS
■ Kuhn offers flexible equipment choices to meet customers’ varying needs. 

W    hen it comes to 
investing in equip-
ment, customers 

often come into a deal with 
preconceived notions about 
renting or buying, accord-
ing to Mike Schulz of Kuhn 
Equipment, Summerville, S.C. 
“You run into two different 
mentalities,” Schulz says. 
“There are guys who see rent 
as throwing money away. 
There are others who don’t 
want to deal with the upkeep 
and maintenance of owning.” 

Fortunately, Kuhn of-
fers options to satisfy both 
schools of thought—making 
equipment packages available 
for outright sale, rental or 
rent-to-buy. 

Keeping options open 
makes sense, says Schulz, 
since Kuhn services custom-
ers who are professional 
demolition contractors to 
general contractors that do 
the occasional demolition 
job as part of a contract to 
anyone in between those 
extremes. 

For the professional 
demolition contractor, Kuhn 

has equipment for sale that 
is ready to go to work im-
mediately. “When serving a 
full time demo contractor, it 
doesn’t make a lot of sense for 
him to rent,” Schulz says. In 
addition to highly custom-
ized packages, such as the 
Extreme Reach UHD machine 
(See “Extreme Conditions” 
on Page 1), Kuhn also has a 
number of standard demoli-
tion machines available, 
including excavators with 
grapples, shears and multi-
processors. “We offer the 
whole range,” says Schulz. 
“We’re not just into high 
reach. We cover the whole 

demolition spectrum.”
However, for those of 

Kuhn’s customers who 
might not be so ready to 
make a commitment with 
an outright purchase, they 
have the option of renting. 
“The benefit really depends 
on the customer’s point of 
view,” Schulz says. In the case 
of customer Johnson Bros., 
a Florida-based general 
civil contractor (See “Success 
Story” on Page 3), rental was 
clearly the better option, 
Schulz says. “For companies 
like Johnson Bros., it makes 
no sense for them to buy. It 
would have been a disservice 

to them to own specialized 
demo equipment,” he says. 

A third option allows cus-
tomers to apply rent toward a 
final purchase. This rent-
with-purchase option (RPO) 
allows customers to try vari-
ous machines and work tool 
combinations before making 
a purchase commitment, 
says Schulz. This “prevents 
them from making a costly 
mistake and ensures the 
best fit for their application,” 
he continues. “We let them 
decide that. We’ll sell or rent, 
or if they want an option to 
buy, we leave that all up to the 
customer.”  ■

LXP 500 with quick change cracker jaws on a Komatsu 450.

Kuhn’s fleet of late model 
specialized machines with 
more than $10 million in 
inventory includes:
• Ultra High Demolition (UHD) Machines
• Excavator, shear/concrete processor/hammer packages
• Material Handlers, grapple/generator/magnet packages
• Loaders with Demolition Bucket packages
• Extreme Reach Digging Arrangements
• Compact Recycler/Crusher

EQUIPMENT SHOWCASE 
▼

A wide variety of Genesis attachments and 
other demolition machinery is available for 
rental or purchase through Kuhn Equipment. 

Kuhn has recently ramped up its commit-
ment to supplying highly specialized equip-
ment solutions to the demolition industry 
with the purchase of two new Jewell UHD 
packages, two new Genesis LXP 500Rs and 
a new Genesis LXP 300R. Visit www.kuh-
nequipment.com for a full catalogue. ■

▲

▲ Genesis XP Mobile Shear with 
360-degree rotation.  



The development of the Extreme Reach Ultra-High 
Reach Demolition machine took more than a little 
“out of the box” thinking to figure out how to push 
the limits of traditional UHD machines, according to 
Mark Ramun, national sales and marketing manager 
of Jewell Attachments. 

Ramun says conventional UHD fronts are de-
signed around the base carrier, the weight of which 
determines the size of the boom and the attachment 

it can support. “We took a different approach,” 
Ramun says. “Customers need attachments that 
can go as high as possible. The other demand is 
for a larger tool to be on that same size machine to 
handle larger work.” 

The Jewell approach to UHD meets both these 
demands with the capability to carry very small 
attachments at the highest limit of reach and then 
heavier attachments at lower heights, all using the 
same carrier. “We gave Kuhn a ‘Swiss Army knife,’” 
Ramun says. “This allowed them to rent that one 
machine for two entirely different applications.” 
Using Genesis’ LXP multi-jaw processor with the Ex-
treme Reach UHD only served to enhance it further. 
“The interchangeability gave them the flexibility to 
swap out a few parts and pieces to use that same 
base carrier for two unique jobs,” Ramun says. 

Such innovation comes from real-world experi-
ence. “We have access to this industry because our 
customers want their equipment investments to pay 

▲ An Extreme Reach UHD fitted with a Genesis DemoPro.

GOING TO EXTREMES 
▼

off and encourage us to stay involved. Thanks to 
our customers, our company has a full understand-
ing of the challenges they face.  Our products work 
better as a result, because from concept to comple-
tion, they are designed and built around an accurate 
understanding of their purpose,” he says. 

Ramun adds that you can’t develop solutions 
if you don’t understand the problems the industry 
faces. Jewell and its channel partners Genesis and 
Kuhn get that kind of first-hand knowledge through 
their customers. “We have a tremendous amount of 
interaction,” he says. “Because we are often onsite 

while demolition work is commencing, we 
are able to identify the real situations. 
Interacting with the customers on a daily 
basis gives us first-hand knowledge—we 
share that information within our compa-
nies, Genesis and Jewell, and we share that 
with our partners, like Kuhn.” 

That kind of cooperation benefits manu-
facturer, distributor and customer alike. 
“It’s a commitment to the industry at all 
three levels—Genesis, Jewell and Kuhn. 
We’re able to offer a very good solution in a 
short amount of time. We make it easy and 
make it right,” he says. ■

An Extreme Reach UHD tackles a 120-foot silo.▲

“Customers need attachments that can go as 
high as possible. The other demand is for a 
larger tool to be on that same size machine to 
handle larger work.”
 – Mark Ramun, Jewell Attachments

▲



▲ Summerville, S.C.  Dallas Kuhn established Kuhn Equipment in 1974 as a used equipment 
sales company that focused on heavy equipment. Nearly two decades later, when Mike Schulz 
joined the company, he saw the equipment industry was changing. 

“I saw the earthmoving industry getting inundated,” he says. So he started looking for 
something new. “I looked for something that other people 
weren’t doing,” Schulz says. “I saw demolition as a trend, so 
we moved into that. ” 

Today, Kuhn offers a variety of new and used demolition, 
material handling and earthmoving equipment for sale and 
rent from some of the industry’s most trusted manufactures, 
including Hitachi, Komatsu, Caterpillar and Liebherr. In 
addition to carriers, Kuhn also offers an arsenal of attach-
ments, including those manufactured by its Channel Part-
ners, Jewell Attachments and Genesis Attachments. 

Kuhn counts among its customer base everyone from 
the full time professional demolition contractor to the 
general contractor with the occasional demolition project, 

JEWELL ATTACHMENTS
▲ Portland, Ore. In the 20 
years since company founder 
Jim Kirkpatrick started Jewell 
Attachments building custom 
machines for the forestry in-
dustry, the company has also 
grown to serve the demolition 
and recycling industries. 

When serving any of its 
three divisions, Jewell’s focus 
is on excavators. According 
to Mark Ramun, national 
sales & marketing manager 
for Jewell, an excavator’s pri-
mary function is as a digging 
machine. However, as today’s 
demolition industry is calling 
for more controlled means 
of demolition, excavators are 
finding many new uses. By 
modifying the base machine, 
Jewell helps unlock the exca-
vator’s demolition potential. 
“We’ll take a machine that’s 
inherently designed to dig 
below grade and enable it to 
lift upward and reach higher; 
all the while maintaining 
it’s original ability to dig,” 
Ramun explains. 

By emphasizing custom 
options, Jewell strives to 
supply its customers with 
machines that will be use-
ful in many applications. 

“What people want now is 
maximum flexibility and 
versatility in their equip-
ment,” Ramun says. “Whether 
our customers buy or rent, 
this equipment represents 
a significant investment, 
so they don’t want to just 
be able to dig holes or cut 
scrap. They want to keep that 
machine working. So what 
we’ll do is build a machine 
with multiple functions. We’ll 
turn a digging machine into a 
multi-purpose carrier.” 

In addition to its manu-
facturing headquarters in 
Portland, Ore., Jewell also 
has an affiliated facility in 
Chattanooga, Tenn., Custom 
Works, which puts the com-
pany in a unique position to 
provide service to both coasts 
in a cost-effective manner. 
“That allows us to distribute 
machines all over the country 
cost-effectively,” Ramun says. 

The ability to leverage 
these two facilities on oppos-
ing coasts is part of Jewell 
Attachment’s approach to 
customer service. “We all 
strive to make business easy 
for customers,” Ramun says. 
“We’re focused on listening to 
the customer, being creative 

and applying our knowledge 
to ultimately provide the 
most effective solution to 
their problems. What that 
does is allows customers to 
maintain their competitive 
advantages and to realize a 
fuller return on their equip-
ment investments.”   ■ 

KUHN EQUIPMENT

Kuhn Equipment processes concrete. ▲
▲ A Jewell high reach front goes to work. 

“We all strive to
make business easy for

customers. We’re focused
on listening to the customer,  

being creative and
applying our knowlege to ultimately 

provide the most effective solution 
to their problems.”

– Mark Ramun, Jewell 



▲ Superior, Wis.  Founded 
by four entrepreneurial men 
in 1997, Genesis Attachments 
now employs 135 people and 
brings in about 10 times the 
revenue it did when it started, 
according to Vice President 
and General Manager Bruce 
Bacon. 

The company now oper-
ates independently as part of 
the Dover Corporation, which 
acquired its former parent 
company Paladin in August 
2006. It has sold products in 
23 countries across five con-
tinents. The company today 
may look somewhat different 
now, but the principles that 
brought such success remain 
firmly in place. 

“We don’t have a complex 
philosophy,” says Bacon. “We 
wanted to build premium 
products, so our philosophy 
is to invest heavily in research 
and development.” 

The result of that invest-
ment has been an innova-
tive line of attachments 
that reaches new heights in 
productivity for demolition, 
scrap processin and recycling 
work:

KUHN EQUIPMENT

GENESIS ATTACHMENTS
• XP Mobile Shear – The XP 
Mobile Shears are designed to 
allow mobile shear owners to 
perform complete piercing tip 
maintenance on their shears 
and return to work in less 
than a half hour. There are 22 
models and sizes to choose 
from, ranging in weight from 
4,000 to 53,000 pounds. 
The shears’ patented bolt-
on piercing tips eliminate 
welding and are replaced in 
minutes. 
• DemoPro Procesor– Like 
all Genesis products, this 
attachment uses hydraulics 
to process concrete and steel. 
Its unique jaw and blade con-
figuration allows it to process 
all these materials without 
need for costly, time-consum-
ing jaw or blade change-outs. 
• Versi Pro Multi-Processor 
– This attachment is designed 
to be used with compact 
excavators and skid steers. 
Three jaw sets are currently 
available: grapple, shear and 
concrete cracking. 
• Linkage Tools - Genesis’ 
engineers have optimized its 
full line of Linkage Tools for 
efficiency and versatility. The 

Rebar Shear, Linkage Shear, 
Mechanical Pulverizer, and 
Concrete Cracker have been 
re-designed to maximize the 
cutting/crushing forces of 
the attachment and are ideal 
for use in a broad range of 
applications such as demoli-
tion, scrap, C&D processing, 
aggregate production, bridge 
dismantling and more.

While Genesis strives to 
build premium products for 
the industry, the company 
also makes its R&D resources 
available to modify tools for 
its customers, either at its 
manufacturing facility or 
in conjunction with sister 

company Jewell Attachments. 
“We listen to what a customer 
needs and what they want,” 
Bacon says. “That formula has 
been successful. We really do 
care about our customer base, 
and it continues to grow.” 

Bacon is quick to point 
out that Genesis’ emphasis on 
innovation and design does 
not come at the expense of its 
service commitment. “One of 
the things we pride ourselves 
on is parts availability and 
high-quality service to back 
up the product—that’s what 
keeps customers coming 
back,” he says. ■

who needs advice and guidance as much as quality equipment. By offering to put 
together solutions for customers, Kuhn is just as much a service provider as 
an equipment provider, says Schulz. “We’re not just order takers,” he says. 
Instead, Kuhn works with the customer from the beginning, sometimes 
as early as the bidding process before the job is even awarded, to get 
the right tools mobilized. 

And once the equipment is on the ground, Kuhn prides itself 
on offering the kind of service that creates repeat business. This 
means being “on-call” to answer customers’ questions. 

“Customer service is not a nine-to-five profession,” says 
Dave Kurzontkowski, demolition service manager at Kuhn, who 
adds that he habitually gives customers his cell phone number 
so they can reach him anywhere at any time. “There’s noth-
ing more discouraging than not being able to work, waiting 
two days or so for someone to get back to you. ” he says. “I tell 
[customers] I don’t ever shut my phone off. They can call me 
24/7—they know if they have a problem, we can lead them in 
the right direction.”  ■ 

▲ A Genesis LXP being installed on the jobsite. 



WE’VE GOT DEMOLITION COVERED

JEWELL ATTACHMENTS
18135 SW Boones Ferry Rd.

Portland, OR  97224
Phone: (503) 352-8200

Fax: (503) 352-8201
www.jewellattachments.com

GENESIS ATTACHMENTS
1000 Genesis Drive
Superior, WI  54880

Phone: (715) 395-5252 
Fax: (715) 395-5255

www.genesisattachments.com

KUHN EQUIPMENT
1050 Drop Off Drive 

Summerville, SC  29483
Phone: (843) 873-8333 

Fax: (843) 873-8372 
www.kuhnequipment.com


