
A man once told me that he 

had some good years and 
he had some not so good 

years, but overall, he much 

preferred the good years. 

Sometimes success can be 
measured in ways other 

than financially.  As I look 

back on the first three quar-
ters of 2009 I am reminded 

of how much difference a 
year makes.  Our profits 

this year in no way com-
pare to what they were last 

year at this time.  But, as I 
was reminded this week, 

we are one of the few com-
panies that can claim we 

are profitable this year. 

At this point in the year I 

can only say I am optimis-
tic for the remainder of this 

year and for the beginning 
of the next.  I see people 

stepping up and our orders 
for the next couple of 

months look strong.  I see 
our field techs being more 

responsible and steady in 

their approach to providing 

for their customers.  If we 
can win customer service, 

we can win.  One of my 
goals is to come up with a 

process that can equip our 
people in business and 

customer relations. 

If we are going to continue 
to lead the market, then we 

must improve our leader-
ship from the top down.  

We need to equip ourselves 
and those that work with us 

and develop the expecta-
tions so that we can meas-

ure our progress.  It is a 
continuous process, but I 

realize that many times we 
think that it is important to 

try and stay busy so we can 
take care of today, but if 

we do not train and educate 
ourselves we are not taking 

care of tomorrow. 

We have some very real 

needs.  We need some 
technicians and service 

leaders in Thomasville.  
We need some technicians 

in Columbia.  We need to 

prepare to open another 
office in Charleston or 

Augusta.  Our expedient 
invoicing and closing out 

of jobs is not good.  We 
need more work in in-shop 

repair of hoists.  We have 

to deal with present eco-
nomic struggles but also be 

prepared for the future. 

The forecast for 2010 for 

new hoist sales calls for a 
further decline of 10% over 

this yearôs slower climate.  
That does not mean our 

numbers will agree with 
national numbers.  We can 

still prosper during a down 

economy. 

Thank you.  I think our 
results so far this year are 

quite remarkable.  Every 
good and perfect gift 

comes from the Father 
above.  But we are charged 

with being good stewards.  
Thank you for your      

willingness to serve. 

State of the Company 

2009 Christmas Festivities  
The Christmas parties this 

year are going to be held as 
follows:  The Greenville, 

Lowell, and Thomasville 
Christmas parties will be 

held at our Duncan offices 
on December 11.  We will 

have a time of fellowship 

starting at 6:30 p.m. with 
dinner being served at 7:00.  

Dinner will be catered by 

Buckyôs Barbeque and a 
special guest speaker is to 

be announced.   

The Columbia Christmas 

party will be held at Lex-
ington United Methodist 

Church on December 4 at 

6:30 p.m. 

The Georgia party will be 

held on Thursday, Decem-
ber 3rd at Mabethôs in Jef-

ferson, GA.  This party 

begins at 6:30 p.m. as well.   

Anyone who is available to 
come to the Duncan party 

please do so and help us 

honor Tom in his retire-

ment.  

ESI Takes Hoist Sales to the Web! 2 

Three More Years... 2 

Miracle Hill 2 

Customer Service 3 

Panama Mission Trip 3 

Prayer Concerns 4 

Inside this issue:  

U
p

lif
ti
n
g

 N
e

w
s

 

E
N

G
I

N
E

E
R

E
D

 
S

Y
S

T
E

M
S

,
 

I
N

C
.

 
Volume 5, Issue 2 

October 1, 2009 

By:  Carmen Higdon 

By:  Don Wilson 

ReneaðThomasville 



could somehow figure out a path for him 

to come and work with us.  Tom beat me 
to the draw.  On the very day I deter-

mined to call him, he called me.  The call 
was for a very different purpose, but we 

did meet and Tom came to work for us. 

We hired Tom to help us in sales.  That 

was not what we really needed him for.  

We needed his leadership, his organiza-
tional abilities, and his maturity.  A few 

years later I was finally able to move him 
into the General Managersô role where he 

has prospered, and where he has helped 

ESI prosper. 

Tom was 62 when we hired him.  I really 
only wanted his help for three years.  

After three years I really just wanted his 
help for three more years.  Each year I 

just asked him to consider staying three 
more years.  One of my best sales efforts 

has probrobly been talking Tom into stay-

ing as long as he has. 

At the end of 

the year Tom 
will retire so he 

and Anne can 
spend some 

more time to-
gether with their 

family.  We 

pray for good 
health and many 

blessings.  He 
has been a con-

duit of Godôs 
blessings to us.  

At our Christmas party this year we want 
to honor Tom.  Each of you is invited, 

even if you do not work in the Greenville 

office. 

Those who retire from ESI are special to 
us.  So hopefully this year we can see 

some of our retired folks who have paved 

the way for us. 

In May of 2000, Tom Sevcik, came to be 

a part of Engineered Systems as a sales-
man.  I had known Tom for quite some 

time before I was able to hire him.  
Sometimes you have to let the hand of 

God move.  When I first interviewed him, 
I knew he was a man of highest character 

and great skills.  At first the timing was 

just not right.  Some people, however you 
could just not get off your mind, and Tom 

was one of those people. 

I was impressed not only with Tomôs 

resume, but his attitude.  Not only was I 
impressed with his IQ, I was impressed 

with his ñ I can do.ò  But I just could not 
figure out a way to make him a part of 

ESI. 

Tom and Anne have five children and 

twenty-one grandchildren.  I was aware 
from the very beginning of his love for 

his family, but also his belief in prayer 
and in Godôs grace.  I finally got up the 

courage to try to call him and see if we 

Engineered Systems is excited to an-

nounce a new addition to our traditional 
distribution channels.  As of August, we 

have launched a new website to market 
and sell new hoists and hoisting equip-

ment. 

Hoist Experts (www.hoistexperts.com) is 

our new online sales presence concentrat-

ing on attracting customers that would 
not be reached using our traditional mar-

keting channels.  With the internet be-
coming a more common and trusted place 

to shop and do business, we are eager to 
use Hoist Experts to grow and supple-

ment our existing business. 

Using the knowledge weôve gained from 

HoistExperts.com, we have also launched 
another site focusing on used hoists.  

Hoist Mart, (www.hoistmart.net) is a 
basic site we have developed to keep an 

online inventory of used hoists we have 

available for sale.  While this site is not 
as neat and polished as our new hoist site, 

itôs goal is to help us share with custom-
ers what used equipment we have on the 

shelf to sell. 

Weôre excited about the new doors these 

sites have opened for us.  Feel free to 

share the addresses with anyone you feel 
would be interested.  Also, if you have 

any leads or suggestions, feel free to call 
me at 864-655-3715 or e-mail me at 

paul@hoistexperts.com. 

 

paper, scotch tape, ribbon, gift tags, gift 

bags, scissors and money towards gifts to 
help each child.  We will also need vol-

unteers to come help wrap and label gifts, 
as well as a few to help dress up and  

deliver the gifts.  If you feel led to help 

this year-please see Lenora Cuddy.  

This year Engineered Systems will be 

supporting Miracle Hillôs childrenôs 
home in an effort to bring the joy of 

Christmas and the ministry of our Lord 
Jesus Christ to children in need.  Due to 

hard circumstances, the childrenôs home 
is packed to full capacity this year, and 

has forty children in need of toys and 

clothes for Christmas.  We need help 
collecting contributions of wrapping  
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It is hard to believe that October is al-

ready here.  It seems like I just started 
work at ESI yesterday.  The last year has 

been a very rewarding experience for me.  
After spending thirty-one years in Food 

Retailing, I can tell you that in comparing 
Material Handling to Food Retailing, 

there are both differences and similarities.  

It has been exciting to learn a new trade.  
And, I still have much to learn!  The 

similarity between the two trades is the 
fact that you are dealing with suppliers, 

vendors, customers and employees.  I 
have found in my short tenure here, that 

ESI takes pride in serving the customer.  I 
have also seen that we have an awesome 

team of employees, and this team of peo-
ple is what sets us apart from our compe-

tition. 

Tom has helped build a strong foundation 

here.  I have quickly learned that I have 
some BIG shoes to fill!  What an asset 

Tom has been to our company!  With 
your help, I know that we will continue to 

be a successful company now, and into 
the future!  Engineered Systems will only 

be successful if we take care of our cus-
tomers.  As the old adage goeséòOur 

customers pay our paychecksò!  We need 
to remember that when we deal with our 

customers every single day!  I could write 
a short story to share with you my vision 

for this company, but to me, the best 
means for us to grow to be successful in 

the future is to take care of our customers 
better than anyone else!  To that end, here 

are a few ways we can provide the 

ñultimateò in customer service: 

1)  Treat customers like people, not num-

bers 

Think about how much value a happy, 
recurring customer is worth over the life-

time of our business, compared to a one-
time dissatisfied one that made you more 

profit on that initial sale. 

2)  Listen to your customers 

Is there anything more exasperating that 

telling someone what you want or what 
your problem is and then discovering that 

that person hasnôt been paying attention 
and needs to have it explained again?  Let 

your customer talk and show them that 
you are listening by making the appropri-

ate responses, such as suggesting how to 

solve the problem. 

3)  Communicate your message          

effectively 

Never assume that your customers will 
understand your logic or that they will 

read between the lines.  This can lead to 
misunderstandings and a poorer experi-

ence by the customer, which is not what 
you want if our priority is customer satis-

faction. 

4)  Resolve issues promptly 

The quicker the issue is resolved, the 
quicker it is forgotten.  Make sure you 

always treat concerns, questions, and 

issues very quickly. 

5)  Be open to flexibility 

The more you can be open to customizing 

your customers needs, the greater the 
satisfaction will be, and in return, the 

more business we will receive. 

6)  Anticipate what your customers want 

and guide them 

Sometimes when dealing with a cus-

tomer, they will not be too keen about 
what they are looking for, because they 

perhaps do not know a proper way to 
express it.  Your job in this case is to 

figure out what is best for them and pro-

vide them with a solution. 

7)  Make Customers Feel Understood-

Even When They Are Wrong 

If a customer has an issue with our busi-

ness-even if y ou know that they are be-
ing a bit too demanding or picky, remem-

ber that they are ñrightò.  Listen to what 

they have to say, without interrupting. 

Always give more than advertised 

If you really want to put the customer 

experience over the top, you need to pro-
vide more value that they expected.  Bad 

service falls below expectations.  Good 
service meets the expectations.  Excellent 

service surpasses expectations. 

I believe if we live and breathe these few 

simple steps to ñexcellentò customer ser-
vice, we will continue to be the success-

ful company we have been for the past 40 
years.  I look forward to working with 

each of you in the future.  I completely 
recognize that each of you are our great-

est asset.  Each of you truly make ESI 
what it is today!  I look forward to being 

a part of this great team and I look for-
ward to seeing what God is going to do in 

our personal lives, as well as in the life of 

our company! 

was great to see how the church in Pa-

nama was growing!  The last time Dave 
and Wanda were in Panama was January 

2007.  The Indians were so happy to see 

them! 

There is a need for a new chapel and we 
are praying with the Indians to see if God 

would have us help with this future pro-

ject. 

We would like to take a team to Panama 

in 2010.  Please prayerfully consider go-

In September, Dave and Wanda Scoble, 

Don Wilson and I, returned to Panama for 
a week of work and to visit with our Em-

bera Indian friends.  Piriati, Panama was 

much like we left it, hot and humid! 

Our main focus of the trip was to do 
maintenance on the seminary building 

and to see what we could do to help our 

friends in the future.  We repaired fans, 
lights, and plumbing, in the building 

among other things.  Dave and Wanda 
were able to minister to the Indians.  It 

ing with us.  It will change your life! 
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Engineered Systems, Inc. was founded in 1969 by Mr. Larry LaPlue, PE, 

after he had been involved in the crane and hoist field for several years.  The 

principle focus of the early years was to provide quality ñcrane and hoist 

systemsò to customers in the Carolinas and in Georgia.  It was not long  

before Mr. LaPlue discovered that there was a great need for quality hoist 

and crane service in the region. 

Over the last forty years, Engineered Systems, Inc. has become the premier 

crane and hoist service company in the Southeast.  It now offers a complete 

range of services from field inspections and repairs, to load testing, to       in

-shop repairing of hoists. 

During the last fifteen years, Engineered Systems, Inc. has expanded to be-

come the most comprehensive crane and hoist company in the South.  We 

can offer turn key jobs on any size project.  From the design, fabrication, 

and installation of cranes and hoists, to the provision of quality service, a 

parts department which supplies all makes and models of hoist and crane 

parts, a large inventory of new hoists, crane operator training, and solutions 

for ergonomic handling problems, Engineered Systems, Inc. does it all! 

ENGINEERED SYSTEMS,  INC. 

Brandon Gilreathôs uncle-Larry Frank-

who has cancer. 

Lorie Hoodôs friend from churchðMike 

Stamm-who has stage 4 lung cancer. 

Bill Burgin-that grandsonôs speech will 

continue to improve. 

Mike Huitt-who has kidney stones. 

Susan Wilsonôs brother, Alex Johnson, 

who is working in Kabul. 

Chris Chapman-who is seeing a         

specialist. 

Stephan Rehoricôs grandmotherðwho is 

moving here and needs to sell her house. 

Greg Nighôs daughter Kaitlynðwho is 

getting married in three weeks. 

Kenny Lorentzôs sister-who is having 

marital problems. 

Pray for work here at ESI. 

This quarter we have some specific 

prayer concerns from those within our 
company.  Please remember the         

following in prayer: 

Kevin and Rebecca Lauriault-pray for 

a healthy pregnancy and baby.  Also-
pray for Kevin to get a kidney and for 

Rebeccaôs ankle. 

Pray for the Jordan House Homeless 

Ministry. 

Pray for salvation for our family and 

friends who donôt know Jesus. 

 

Prayer Concerns 

Weõre on the web! 

www.engineeredsystemsonline.com 

1121 Duncan-Reidville Road 

Duncan, SC  29334 

(800) 879-7438 

Fax:  (864) 879-6428 

 

140 Business Park Drive 

Lexington, SC  29072 

(888) 667-5651 

Fax:  (803) 808-1716 

 

121 Merchants Park Drive 

Hoschton, GA  30548 

(800) 618-1137 

Fax:  (706) 654-3588 

 

123-A Branch Street 

Lowell, NC  28098 

(704) 576-8695 

Fax:  (704) 854-9541 


