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WYN LAIDIG
PRESIDENT, LAIDIG SYSTEMS, INC.

My father, Jon Laidig, 
was the founder of what 
is now Laidig Systems.  
Although the company 
he formed is strong 
and vibrant today, its 
beginnings were rather 
humble and tenuous, 
to say the least.  I 

remember spending many days with my father 
on my uncle’s farm, as he dug tunnels into the 
moist, steamy, smelly silage to troubleshoot and 
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Laidig is excited for 
another year to develop 
innovative, quality 
material handling 
equipment that exceeds 
expectations. We are 
proud of what has been 
accomplished in 2015, 
and are anticipating the 
exciting opportunities 

that are coming in 2016. Throughout 2015, Laidig 
has invested in growing its capabilities to meet 
the ever-changing needs of the marketplace. We 
are continually pushing the boundaries to do 
what no company has done before with underpile 

MESSAGE FROM THE CEO
reclaim systems. This is the core of our “More Than 
Steel” philosophy. Laidig doesn’t simply provide a 
equipment...we provide a total solution.

Daniel Laidig

THE FIRST LAIDIG RECLAIMER:
“WE’LL MAKE IT WORK!”

repair what would later be remembered as his first 
reclaim system.  At the time however, it was just an 
experiment -- an experiment fraught with problems 
and seemingly insurmountable obstacles. 

One thing Jon Laidig 
is remembered for is 
persistence.  He did 
not give up, would 
not accept failure, and 
seemed convinced that 

hard work and sheer determination could generally 
solve all problems.  I will always remember him 
gritting his teeth, shaking his head, and exclaiming, 
“We’ll make it work!”

THE LAIDIG MINUTE
youtube.com/LaidigSystems

JANUARY 2016

We recently  
introduced a 
new series of 
60-second video 
programs, “The 
Laidig Minute.”  
These are short, 
informational 

videos about different areas of 
the Laidig Company.  We hope 
you enjoy this and future “Laidig 
Minute” videos.  If you have any 
questions or comments, please let 
us know – we would enjoy receiving 
your feedback.  You can forward 
your comments or questions to:  
michaellacognato@laidig.com

mailto:sales%40laidig.com?subject=
http://laidig.com/
https://www.youtube.com/user/LaidigSystems
http://laidig.com/sites/default/files/articles/2016/129/Christmas_Card_2015.jpg
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Laidig Systems, Inc. • 14535 Dragoon Trail • Mishawaka, IN 46544 • 574.256.0204 • sales@laidig.com 2

And that is the way his first 
reclaimer was eventually 
made into a success.  Day by 
day, week by week, month 
by month, components 
failed, redesigns were 
implemented, and new 
painful lessons were 
learned.  As a small boy, I 
only remember very long 

days (and nights) inside the tunnels of silage, passing tools in and 
out to my father, often getting shocked by the poorly grounded 
trouble lights, drills, and impact wrenches.  Regardless of the 
problem, I was comforted by the confidence of my father’s words, 
“We’ll make it work!”

My father’s perspective was a bit different 
than mine.  I found out years later that those 
times were filled with great uncertainty.  
It was never clear that the first reclaimer 
could ever be made to work.  Finances were 
short.  Patience was gone.  Animals needed 
feed.  And problems abounded.  I know now 
that often it was desperation, more than 
confidence, that lead him to utter those 
words of comfort, “We’ll make it work!”

Later in his life, Jon wrote a brief history of those early days, 
describing how and why he designed that first reclaim system, and 
some of the hurdles he faced along the way.  The following is an 
excerpt from that brief history:

My brother, Duane, and I were feeding yearling steers on 
our family farm. We usually bought around 500 head of 600 
lb. yearlings in the Dakotas in October, fed them corn silage 
and ground ear corn and sold them in May weighing around 
1100 lbs. It was a nice operation but we wanted to improve 
the feed conversion efficiency and further automate the feed 
handling system. At that time we were grinding dry ear corn 
and mixing it with corn silage each day. With a sealed silo and 
bottom unloader the entire crop could be ground right from 
the field and stored, ready for feeding. In addition Purdue 
University proved ensiled, high-moisture ground ear corn 
produced 15% more beef per bushel than dry corn, a savings 
around $10,000 to $12,000 per year for our operation. A 
bottom unloading sealed silo really made sense.

In 1960 we looked at A.O. Smith Harvestore but $40,000 
seemed too costly. Our local concrete silo builder could build 
and epoxy seal a silo for a fraction of the cost. Great! The 
next step was to purchase a bottom unloader. We searched, 
made phone calls, wrote letters, but found none. Therefore 
that fall I decided to design one. I was accustomed to 
designing special equipment for our family farm during those 
years in which the farm equipment manufacturers were not 
keeping up with the farmer’s need for automated equipment, 
and thought building an unloader was not impossible. Yet 
many stories floated around about Harvestore unloader 
problems that were unsettling but the savings of building 

our own “Harvestore style” system made the gamble seem 
worthwhile.

After a few months of thinking and sketching I started 
gathering material. I went to the junkyard for steel bars, 
tubing and a truck transmission for a few cents per pound. 
A truck transmission was great for R&D purposes because 
you could shift gears for any speed desired and besides junk 
transmissions were dirt-cheap. I got bearings, couplings and 
other materials from our local supply house. My electrician 
neighbor, Mr. Weaver, had a used control panel complete 
with starters and ammeters that worked perfectly for only 
$25. Then the blacksmith work began. My inexpensive tools 
consisted of an electric arc welder, acetylene cutting torch, 
a couple electric drills, a hand grinder and a few misc. tools 

that were kept in the corner of the 
large feed room of my chicken house. 
With a picture in my head I thought I 
didn’t need a blue print. After months 
of intensive work and a little head 
scratching my first bottom unloader 
was built.

In the spring of 1961 we erected a 
20’ diameter by 52’ high epoxy sealed 
concrete silo on our family farm, and 

embedded the unloader in the concrete base with the track 
drive ring in the silo wall. The drive ring consisted of a rolled 
5-inch channel with the open end facing inward and a No. 
60 roller chain welded under the top lip of the channel. A 
drive sprocket engaged in this chain to push the sweep auger 
around. The auger was pretty much a copy of a top unloaded 
sweep auger. A 2’ x 2’ sealed door in the bottom of the silo 
wall opened into a small 3’ x 3’ crawl space tunnel under 
the floor that dead-ended at the center of the silo. A small 
opening around the center drive train was just large enough 
for a small person to squeeze up through to get above the 
floor to do any service work.

My brother, Duane, helped install and service the unloader 
and our five-year-old son, Wyn, tried to help. That April we 
ground 6000 bushel of dry ear corn from an outside pile along 
with 10 acres of freshly chopped wet rye forage. This mixture 
ensiled very well and produced an excellent feed but we had 
problems getting the stuff out. The unloader broke down 
almost immediately. This material was packed harder than a 
rock. The unloader was simply too light and poorly designed 
to do the job. I quickly realized we had big problems!

We built this silo to accommodate a top unloader also just 
in case the unloader idea failed. Dad wanted that assurance. 
He didn’t want to look at a large white elephant for the rest 
of his life. So now I had a decision to make. Should we risk 
crawling into the bottom of the silo amid the silage gases? Or 
should we take the easy path, get a top unloader, wash our 
hands of this project and move on? I think dad would have 
preferred this because he was worried for our lives. But at 
this point accepting failure was not an option. However I was 
beginning to realize this project could be a nightmare. 

mailto:sales%40laidig.com?subject=
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Now the big challenge---how to get at the unloader buried 
under 50 foot of hard packed ensiled feed. In addition the 
toxic gases were very strong and life threatening. Blowing 
air into that small crawl space helped but we still suffered 
throbbing headaches at the end of the day. Digging up through 
the fermented feed through a little hole by the gear train and 
then boring a horizontal mole hole through the feed along 
the auger was not a “piece of cake”. Hard packed though it 
was, after a hole was dug the material became unstable and 
therefore the hole had to remain small to prevent a cave in. 
Working in such tight quarters was physically challenging and 
nerve racking. This was a new experience. We did not know 
what to expect. With a small digging fork, a trouble light and 
air hose I began digging lying on my stomach pulling my body 
through the tight dug out hole. I knew I would be buried if 
the material caved, but there was no other way to get to the 
problem. Eventually a broken sweep auger was discovered.

Repairing and rebuilding was a greater challenge. Welding, 
lying flat on my stomach, was a tough job. The heat and 
smoke build up was devastating and my wet, sweaty clothes 
attracted the uncomfortable electrical shocks from the 
welder, power drill and light cord. All that plus squeezing up 
supplies and myself through the small entry hole numerous 
times made sore muscles and bones. It was a risky job and 
not pleasant work.

The sweep auger and shield and the track drive were the 
major problems. The weld holding the high carbon roller 
chain deteriorated allowing the chain to tear off. Also the 
roller chain eventually began crumbling because the acid 
environment corroded the high carbon steel. And the track 
shoe was a continuous problem. The continuing dig outs 
eventually caused an unstable feed mass that demanded 
shoring. Building the haphazard shoring was difficult because 
only small pieces of shoring material could pass through 
the little manhole opening. The flimsy shoring would not 
have passed OSHA but it was at least a little protection. 
Just getting the silo empty without an accident was a great 
accomplishment. 

The next year when we needed a larger 24’ diameter x 
70’ high silo for corn silage, I thought I learned enough to 
redesign an unloader that would work. I was wrong. Corn 
silage behaved differently from ground ear corn .The new 
problems demanded another major redesign. After working 
out a redesign and waiting on components my brother and I 
spent days and weeks digging and pitching out silage from 
the bottom of the silo. Twice a day digging feed for our 
cattle created a dome larger than our living room. During the 
coldest winter days even Lassie, our dog, crawled in the silo 
with us to enjoy the warmth of the stored heat in the feed. 

News of the experimental unloader spread. The neighbors 
knew and the Harvestore people knew and began monitoring 
the progress and the problems much to my chagrin. These 
rascals would brazenly drive onto our farm, back to the silo 
without asking permission. I suspect the grapevine gossip 
figured I was foolhardy and crazy to attempt such a project 
since the Harvestore engineers spent years and tons of 
money to do it. Abandoning this project was tempting but I 
was mentally committed to continue…There were so many 
problems and so much to learn -- far too much.

As I reflect on these words written by my father, several phrases 
stand out to me:  “I quickly realized we had big problems!... I 
was beginning to realize this project could be a nightmare… 
Abandoning this project was tempting but I was mentally committed 
to continue… There were so many problems and so much to learn, 
far too much.”  I truly believe most would have given up.  But not 
Jon.  Hard work, commitment, determination, and perseverance 
coupled with the ability to continue to develop new ideas in face of 
major problems were his recipe for success.  He lived by his mantra, 
“We’ll make it work!”

Jon eventually did solve the problems, and those first two reclaim 
systems on the family farm became productive, remaining in regular 
use for several decades.  The word spread, and soon others were 
literally begging Jon to make them a reclaim system too.  After 
refusing their pleas numerous times, he was finally persuaded.  
After that, one thing lead to another, and problem and after 
problem was solved in the same “Jon Laidig” way – through hard 
work, commitment, determination, and perseverance, together 
with new ideas.  Not long afterwards Laidig Bottom Silo Unloaders 
was formed -- the precursor of what is now Laidig Systems.

Today Laidig Systems continues in the same pioneering spirit of its 
founder, Jon Laidig.  Those same principles modeled by Jon have 
been infused into the very ethos of our organization.  When we 
commit to a project, regardless of the unforeseen obstacles, our 
clients can rest assured that “We’ll make it work!”

With Laidig You Get More Than Steel
We Don’t Just Sell Equipment, We Provide Solutions

mailto:sales%40laidig.com?subject=
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Tank Connection Notifies Employees on ESOP
FROM OUR PARTNERS AT TANK CONNECTION

Tank Connection (TC) announced that the 
company became an ESOP (employee stock 
ownership plan) in April.  According to 
founding partner and then company president, 
Bill Neighbors, “We have been working on this 
employee opportunity for some time.  In our 
business, we are driven by dedicated employees 
and our continuous improvement culture.  
Becoming an employee owned company is just 
the icing on the cake.”

In 2003, three founding partners started a 
company focused on storage tank solutions.  
Today, TC leads the tank industry as the largest 
global supplier of bolted steel tanks for liquid 
and dry bulk storage applications.  TC maintains 
multiple manufacturing facilities with employees 
dedicated to designing, manufacturing and 

field installing above ground storage tank 
systems.  All of their storage tank products are 
manufactured in the U.S., with shipment and 
installations worldwide.

According to Neighbors, “The management 
group at TC could not be more excited to roll 
out this next stage of company development.  In 
essence, the company stock will be purchased 
and held in a trust, where the employees are 
the beneficiaries.  This additional retirement 
benefit holds extraordinary potential and 
further enhances the company’s 401k, bonus 
and profit sharing programs that are already 
in place.  The exciting part is that the ESOP 
benefit comes with no out of pocket expense 
to our employees.  As we move into the future, 
the focus of our employees won’t change, but 

the mindset of our team will be as employee 
owners.”  

Tank Connection contributes their industry 
success to a clear vision, mission and core 
values that really focuses on their clients.  
Neighbors stated, “We engage our employees 
to deliver the best storage tank products and 
services in the industry to fulfill client needs.  
Our clients and employees are mutually 
engaged to drive success on every project.  It 
is the perfect partnership that will only become 
more enhanced as we move forward.”

CHUCK CORRELL
CUSTOMER SERVICE MANAGER

At Laidig, customer satisfaction is at 
the core of everything we do. Our goal 
is to ensure that we meet the needs of 
all of our customers. Here are just a few 
examples from some of our satisfied 
customers.

Chuck,

“Thanks for processing this order for me 
so late in the evening and getting these shipped…I am going to 
drive to UPS and pick them up this morning…Thanks again for 
taking care of this it will definitely get us out of a bind over the 
holiday weekend.”

Kentucky Cooperage

“Thanks Katie, very much appreciate the speedy processing of our 
order.”

Interfor

Steve,

“I want to personally thank you for all your help on our recent 
project with the reclaim system, getting the parts around and the 
crew to complete the project, in a very timely manner.

Also the crew that came in, to do the work, were very professional, 
got the job done in a timely manner and a great knowledge of the 
equipment. They performed the job in a safe manner”

Kalsec Inc

Tori, 
 
“Thanks for all your help. You guys provide some of the best 
customer support of all the vendors I work with!!”

America Bluesky Lumber

I would also like to introduce you to one of our dedicated members 
of the customer service team - Tori Herbes.

“My name is Tori Herbes and I have been 
with Laidig for 5 years. As a Customer 
Service Coordinator, I am here to 
support our customers in any way I can 
to make sure their systems continuously 
operate smoothly. I believe that the key 
to good customer service is getting to 
know our customers and building good 
relationships. It is important to me that 
our customers are happy, well taken care 
of, and their experiences with Laidig are 
always positive.”

CUSTOMER SERVICE UPDATE

Tori Herbes

Chuck Correll, Tori Herbes, Katie Widmeyer, Steve Scott

mailto:sales%40laidig.com?subject=
http://www.tankconnection.com/
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SALES TEAM UPDATE
MIKE SCHUSTER
VP SALES

The Laidig sales team enters 
2016 with tremendous 
excitement considering the 
considerable opportunities 
that lie ahead.  Our focus 
will remain on providing 
innovative storage and reclaim 
solutions to a growing number 
of industries and geographic 
locations.

We certainly experienced this diversity of application 

and project location in 2015. 
We received orders for twenty-
two different Laidig reclaimer 
models in a wide variety of 
materials and industries.  These 
projects are located on five 
different continents including 
our first reclaim systems in 
Turkey. This is the challenging 
environment that has been 
the foundation for our growth and the basis for our 
continually developing experience.

Brian Morton

Manufacturing Update: The New MVR40 
Keeps Technology Advancing

As Pioneers of Bulk Storage and Reclaim 
Systems, Laidig prides itself on providing our 
customers with the best equipment to solve 
their bulk storage and handling needs.  Behind 
every system, there are experienced teams of 
people who design, engineer and manufacture 
each system specific to the customer and 
ensuring the system will function properly – all 
a part of the Laidig guarantee.  

To further enhance the excellence in our 
manufacturing capabilities, Laidig has 
recently commissioned a new addition to 
the manufacturing equipment family – the 
Mitsubishi MVR-40.  The MVR-40 is a precision 
Bridge Type Milling Machine that allows Laidig 
to machine very large components (up to the 
size of a minivan) in house.  With a table size of 
3 meters wide and 4 meters long, the MVR-40 

is a towering piece of machinery in the 100,000 
square foot manufacturing space at Laidig.  The 
MVR-40 also provides Laidig with precision 
and accuracy, operating at a tolerance of two 
ten-thousands of an inch (0.0002”) – further 
assuring the precise functionality and operation 
of every reclaim system for our customers.

In the past, Laidig had to subcontract all of the 
larger parts for machining which added cost and 
time to the project for our customer.  Having a 
machine like the MVR-40 on-site allows our 
engineering and manufacturing team the ability 
to consistently monitor the machined parts for 
quality control and accuracy. The right angle 
head attachment on the MVR-40 reduces - and 
in many cases eliminates - the need to reposition 
parts.  This not only saves time but improves 
accuracy.  According to Daniel Collins, VP of 

Manufacturing, having the MVR-40 is a “win-
win” for Laidig and our customers.  “Having the 
MVR-40 Machine reduces the overall cost of the 
reclaim system and decreases the likelihood of 
re-working a part due to tolerance and fitting 
issues.  With everything under one roof, those 
dimensionally critical areas can be monitored, 
checked and approved before moving on in the 
manufacturing process.” 

mailto:sales%40laidig.com?subject=
mailto:mikeschuster%40laidig.com?subject=
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With the December 2015 retirement of Brian 
Morton, Randy Schuster has accepted the 
challenge of filling his shoes as Asia Regional 
Sales Manager.  Randy has been with Laidig 
for over five years, primarily working in 
international markets.  The past few years, he 

has been working 
closely with Brian 
in Asia to gain the 
experience required 
to be successful.  He 
had an excellent 
teacher and is 
prepared to serve 
our customers and 
representatives well.

The Laidig sales team also added a new a 
new regional sales manager in the Southwest.  
Jason Reed assumed responsibilities for this 
territory in October.  
While relatively new 
to Laidig, Jason’s 
professionalism and 
a strong work ethic 
have allowed him to 
come up to speed 
quickly.

Mike Schuster - VP of Sales

Justin Budzinski

Dave Carpenter

Sean Cohan

Sean DeBroka

John Koorn

Jason Reed

John Schini

Randy Schuster

LAIDIG SALES TEAM

Randy Schuster

Jason Reed
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