
At John Deere Credit, we know you have financing options.

We also know you have business needs unique to your industry.
We know it because we’ve spent years immersed in the con-
struction market. This gives us flexibility and understanding of
your needs that other lenders might not share.

What sets us apart is our flexibility, industry insight, and a range
of financing and leasing options for your equipment, parts, service,
and rental needs. So when you’re looking for your next piece of
John Deere equipment—or the products that can help keep your
machines in top working order—remember to ask your dealer about
John Deere Credit. We’ll help you get the equipment you want.

www.Construction.JohnDeereCredit.com (U.S.)
www.Construction.JohnDeereCredit.ca (Canada)

“I believe in John Deere
equipment—and 

John Deere Credit.”

CR2210159 Litho in U.S.A. (04-09)
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INSIDE TRACKINSIDE TRACK

Not all products sold at all locations.

Sincerely,

Bob B. Brock
Senior Vice President, Sales and Marketing
Worldwide Construction & Forestry Division

Coming soon…the block-

buster Safety, Maintenance, &

Operation (SMO) videos are

going to DVD! Now you can

enjoy the same technology and convenience with SMO

videos that you use with your favorite movies.

As a supplement to our operator manuals, SMO videos

are intended to give you an overview of the equipment.

Sections include Prestart and Daily Maintenance, Controls,

and Safety Tips When Operating. 

In the new DVD format, you can go right to your favorite

section without all the fast-forwarding and rewinding you

have with the VHS format. The SMO videos are also an

excellent tool for OSHA training requirements.

Our SMO video library has grown extensively, which is

why we’re producing the DVDs for current models first. 

Haven’t made the jump to the DVD format? Not to worry,

all videos are still available in VHS.

You can find the new SMO DVDs on www.johndeere.com,

under the Safety Info section. Go there for all your new

equipment releases.

New DVD
Releases
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It’s a
Twister

W hile operating a 304J,
there’s a sense of 
balance and stability

you can actually feel. Between
the hydrostatic drivetrain,
machine articulation, and
front- and rear-wheel steering,
it’s steady-as-she-goes — even
with a heaping bucketful on a
rough site. Are you a smooth
operator? This is the only
loader in its class that offers
the option of ride control. >>>

It’s a
Twister



T A M A R A C K

What covers 3,600 acres, has
62 ski runs, a Robert Trent
Jones championship golf

course, and looks like a John Deere
advertisement? That would be
Tamarack, the first golf, ski, and
lakefront destination resort built in
the United States in nearly 25 years. 

Situated on the shores of Lake
Cascade, Tamarack is located 100
miles north of Boise, Idaho. It also
includes a cross-country ski center
with access to miles and miles of
trails. Just across the valley lies 
the vast Frank Church Wilderness,
where opportunities to experience
fishing, rafting, and other outdoor
adventures abound. When finished,
Tamarack will be a four-season
resort. >>>

Huge resort project... 
or John Deere ad?
Huge resort project... 
or John Deere ad?
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suspension seat. Tilt steering?
Check. Ample leg- and head-
room? Uh-huh. Best-in-class 
visibility? Yup. Electronic mon-
itor? You bet your work boots.

It’s always something
If it’s not an auger, it’s a
broom. If it’s not a rake, it’s a
hammer. Thanks to its
hydraulic quick-coupler, a 304J
can multitask in remote areas,
with you changing attachments
from the comfort of the cab.
And with a wide assortment of
buckets available, there is little
this little loader can’t handle.

Works for peanuts
Deere spared no expense to
keep your operating costs low.
Wet-disc brakes in heavy-duty

axles are self-adjusting, and
they seal out contaminants 
for long, trouble-free life. A pro-
portional fan runs only when
needed for less wear and tear
and better fuel efficiency. And
in the John Deere tradition,
easy-access maintenance
points keep you working on
the job, not the loader.

Do the twist
So, there you have it: An easy-
to-transport, cheap-to-main-
tain, go-most-anywhere, do-
most-anything, comfortable,
fast, reliable, productive, ver-
satile, powerful, and efficient
machine. That may be quite a
list of benefits, but this is quite
a loader. Call today for your
own twisty test-drive. ■

Control freaks, rejoice!
Okay, you’re tooling around
the worksite at a steady 19-
mph clip. When you arrive in
that tight alcove, what kind of
bucket control can you
expect? Plenty: It comes
equipped with return-to-dig, an
exclusive standard feature in
this class. 

All hail this cab
Climb through either door 
of this walk-through cab and
take a seat in the high-back 

304J at a glance
Engine: Turbocharged 5-cylinder 73-hp 

John Deere PowerTech™

Transmission: Hydrostatic with infinitely variable

speed control

Interface: F-N-R joystick

Brakes: Self-adjusting wet-disc

Top ground speed: 18.6 mph

Loader controls: Pilot-operated; single-lever boom-

and-bucket control

Steering: Power, fully hydraulic, dual axle

Lift at ground level: Max. 12,136 lb. (5505 kg)

Breakout force: 12,364 lb. (5608 kg)

Full-turn tipping load: 9,315 lb. (4225 kg)



“Deere’s rates were
very competitive and
the people at John
Deere Credit are very
responsive.”
— Rod Mourant, Controller
Tamarack Resort

Skiers will enjoy more than
1,100 skiable acres when com-
pleted. The mountain has a
7,700-foot summit and a 2,800-
foot vertical drop. Eleven lifts
will rush skiers to the top. Most
of the 2,000 dwelling units will
have ski-in, ski-out access. 

Golfers will be challenged by
the Robert Trent Jones II cham-
pionship golf course that will
have a practice range, full serv-
ice pro shop, and restaurant. 

“Looks like a John Deere
advertisement”  
He laughed when he said it, 
but Jim Spenst, vice president
of operations for Tamarack,
pointed to the high population
of John Deere construction
equipment on the project.
Tamarack and most of their
subcontractors who use con-
struction equipment are now
loyal John Deere users, but it
wasn’t always that way. 

“We called (Deere’s major
competitor) when we started,
but they never called back.”
says Spenst. “The John Deere
people were here the next day. 

I was a little apprehensive about
the Deere equipment because 
I had no experience with it, but
any nervousness was gone after
a few months.”

Spenst says that his opera-
tors love the John Deere equip-
ment, noting that he has not
had one complaint. Being a
hands-on kind of person, Spenst
has run the Deere equipment
himself. “I ran the 550H Dozer
and just loved it,” he said. “The
controls had a great touch and
were very responsive. The visi-
bility was excellent.”

Credit line
Rod Mourant, controller for
Tamarack, worked with John
Deere Credit to set up a line of
credit. “It was just good busi-
ness,” he says. “This way, we
get the machinery we need
without a lot of the hassles. 

“Deere’s rates were very
competitive and the people at
John Deere Credit are very
responsive,” says Mourant. 
“If we change our minds about
something in the deal, they’ll 
be here with the new docu-
ments the same day.”

Dealer support 
Some say that a piece of equip-
ment is only as good as the 
support the dealer provides.
CESCO, the John Deere dealer,
underscores that concept in
spades. “We have other brands
of equipment, but the John
Deere dealer has had excellent
response times and excellent
parts availability,” says Rod
Kesler, site superintendent,
MASCO. “They’ll even haul up 
a loaner if we need it.”

CESCO asked Tamarack
about their equipment needs
and then accommodated them
by setting up a rental yard. 
They suggested a skid loader 
or two, small four-wheel-drive
loaders, generators, and a few
other items.

“They gave us a key and told
us to just get what we need and
then report the hours,” explains
Kesler. “It’s worked out great.”

Purchasing decision
Tim Flaherty, director of site
operations for Tamarack, says
there are two factors he weighs
equally when choosing equip-
ment — operator acceptance
and dealer service.

“The Deere equipment is
very operator friendly,” he
says. “Even an inexperienced

operator can be
productive after
20 hours or less.
The controls are
very intuitive and
easy to learn.” 

Flaherty also
stresses the
value of operator
acceptance. If an
operator likes the
machine he runs,
he’ll take care 
of it. “This may
seem like a small
thing, but it’s not.
Maintenance is 
a big expense, 
so it’s important
they appreciate
that they are run-
ning an expensive
piece of equip-
ment and they need to take
care of it. If they feel like 
it is junk, that’s how they will
treat it.”

The other half of the buying
decision factor is dealer serv-
ice. “This is a big deal with me,”
says Flaherty. “John Deere has
a service truck here several
days a week. The technician
stops in even if we haven’t
called, just to make sure every-
thing is going well. 

“Great dealer support, enthu-
siastic operator acceptance,
and lower operating and main-

tenance costs are
all reasons why
Deere will be our
first option for
heavy equipment in
the years ahead,”
concludes Flaherty.

Super Sub
Masco, Inc., Boise,
Idaho, a division of
MDU Knife River,
has six John Deere
loaders and six
Deere excavators
on the project, as
well as a host of
support machines.

President Doug
McMaster proudly
notes that using
John Deere equip-
ment has helped

lead to a successful career. 
“My financial records show

that running other brands of
equipment is not a good move,”
says McMaster. “Deere equip-
ment may not be cheaper up-
front, but they pay off in the
long run. Consider operating
and maintenance costs, pro-
ductivity, dealer support, and
resale value, and John Deere is
just a better deal. It’s that simple.”

McMaster feels that John
Deere’s strongest asset is its
willingness and ability to sup-
port the equipment it puts in
the field. Years of working with
a dealer that has good field
technicians and a strong serv-
ice manager is the best example
of that support. He has high
praise for the Deere dealership
in Meridian (Boise), Idaho, and
positive things to say about
John Deere’s factory support.
He cites a time when a factory
rep came out the next day to
help solve a tough problem.

“It’s all about being respon-
sive,” says McMaster. “I call it
proactive. I had a problem with
a (Deere’s major competitor)
machine, and they told me

Tamarack, 
Continued on page 10

“John Deere just ends up being a
better deal. It’s that simple.”

— Doug McMaster, President
Masco, Inc.

“We have other brands
of equipment, but the 
John Deere dealer has 
had excellent response 
times and excellent 
parts availability.”
— Rod Kesler, Site Superintendent, 
Masco, Inc.

“The Deere dealer has
superior response

time and excellent
parts availability.”

— Tim Flaherty, 
Director of Site Operations, 

Tamarack Resort

“I’ve never had 
a complaint about

John Deere 
equipment from 

an operator.”
— Jim Spenst, 
Vice President 
of Operations,

Tamarack Resort
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Traditional
storm sew-
ers, curbs,

and gutters are
out, and plenty of
open space and
old-fashion front-
porch, commu-
nity feeling is in
at Bob Johnson’s
“Prarie View”
housing develop-
ment in Geneseo,
Illinois. The local

contractor is relying on John
Deere machinery to turn one 
of the flattest tracts of land in
the area into a conservation
subdivision complete with
prairie grass and lots of open
living space. 

“We couldn’t have put a typi-
cal subdivision on that section
of land,” begins Johnson. “It
always has had an R-1 zoning.
It’s just that a standard-type
layout with storm drains
wouldn’t work.”

Johnson’s wife, Karen, vice-
president of their company,
Geneseo Prairie Developments,
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“The visibility in the 54TC is
substantially better than the
competition” says Jarrod. “It’s
the perfect-size machine for
handling pipe. It’s just great for
this type of work. It can’t be
beat for ease of operation and
comfort.”

The Millers also used a
450LC to install the 33-foot-deep
lift station. One of the problems
they had working in low-lying
ground is that they hit the
water table at 25 feet. Complet-
ing the next eight feet meant
drying up a nearby sand-point
well. A water supply had to be
hooked up for the homeowner
until the job was completed.
They also used a 670B Motor
Grader to do prep and finish 
on the road subgrades.

Prairie View is the first con-
servation subdivision put in by
the Millers, who are impressed
by the engineering of the site.
“There’s lots of room with no
houses adjoinding any of the
backyards,” Justin says. “Usually
your end lot starts the backyard
of another. Here there’s plenty
of room. Prairie View streets 
are 22-feet wide, as opposed to
25- to 33-feet wide with curbs
and gutters. Around here the
standard way of doing things 
is mostly 27- to 29-feet wide. 
The grade from the front of the
house to the street is about .5
percent, and about .6 per cent 
to .7 per cent in the swale.” 

Robert Henderson, city coun-
cilman and member of the
Geneseo Development Board,
says that a main feature of
Prairie View that helps make it 
a conservation subdivision is its
use of six acres of open space. 
A section of that space will serve
to retain water for gradual dis-
charge from the complex.

“We were one of the first
communities in this area to
pass a 100-year storm and
sewer ordinance,” Henderson
says. “So, anything that is done
to the land within 1.5 miles
from town has to be able to
handle the worst weather. >>>
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Inc., explains the characteristics
of their innovative approach.
“The main idea is to manage the
surface water naturally,” she
says. “First of all, the building
lots are not as big as some of
the others you might find
around town. The houses and
condos will be a little smaller.
The 49 single-family homes 
are going to be 1,200 to 1,800
square feet and the 42 condos
900 to 1,500 square feet. The
concrete streets through the
division are narrower than what
you normally see. There’s a
swale in front of every house,
like you will find in some of the
older subdivisions, for drainage.

“Through the middle of the
lots will be a patch of prairie
grass,” continues Karen.
“Prairie grass helps eliminate
the water. It grows to four or
five feet high — but the roots
can go down as deep as 12 feet.
They can absorb a lot of mois-
ture. We’re also going to put
walking trails made of crushed
stone that everyone can use
throughout this natural area.”

Sculpting the 27-acre conser-
vation subdivision to make all
of the land’s features work
together takes some precise
cuts and fills. Justin and Jarrod
Miller, owners of Miller Truck-
ing & Excavating, East Moline,
Illinois, are providing most of
the horsepower that is trans-
forming the one-time corn and
soybean field into the city’s
newest housing tract.

“We started by stripping
12,000 cubic yards of topsoil off
with a scraper we rented so we
could start making the swales
and grades,” begins Justin. “We
are bringing in 18,000 cubic
yards of soil to achieve the sub-
grade. After we prepare the sub-
grade, we go back and spread
the topsoil about eight inches
thick. So far, we have brought in
about 17,000 cubic yards.  

“Everything has been done
with lasers, whether we are lay-
ing the main sewer line or filling
and topsoil grading,” continues
Justin. “We continue to hold 
an accuracy of 1.25 inches
throughout. Getting the correct

O L D  C O N C E P T  W I T H  A  N E W  I D E A

Wide-open conservation subdivision doesn’t fence anyone in.

122104.jpg

Jarrod Miller (left)
and Justin Miller,
third-generation
John Deere own-
ers and operators,
are using their
carefully matched,
versatile fleet of
machinery on top
of and under-
ground to sculpt
“Prairie View” in
Geneseo, Illinois.

20052005 edition

Miller Trucking & Excavating, East Moline, is turning
what was once a low-lying Illinois corn and soybean
field into a well-drained conservation subdivision
tract for Bob Johnson and his wife, Karen, owners 
of Geneseo Prairie View Developments. 

grading is critical in this type of
subdivision.”

The dirt is being spread and
final grade is being achieved
with the company’s 650H Dozer
equipped with
a dual-plane
automated
laser supplied
by Martin
Equipment,
Rock Island,
Illinois, the
Millers’ local
John Deere
dealer. 

“The sani-
tary sewer is
being installed
with our John
Deere 330LC,”
says Jarrod,
who has spent
most of his
time at the site
operating the excavator. “It’s a
bulletproof machine. It doesn’t
have a down hour on it. The
response we had to have for a
job like this was there when we
needed it. The hydraulics is

very precise, with the best
boom control on the market,
including Cat, Case, and
Linkbelt. Most of all, it has great
feel and finesse. The other

machines have
one of these fea-
tures, but the
330LC has it all.”

“We support
the 330LC with
our 54TC (Tool
Carrier) with a
quick-attachment
hookup, forks for
hauling pipe, our
trenching bucket,
and a manhole
picker,” Justin
adds. “We are
moving 16 sani-
tary sewer man-
holes for this job.
We use the 54TC
to charge the 

rock box to bed the pipe as we
go. It also is used to place our
ditch boxes. The quick attach-
ment is great — we change
about 10 times a day. It saves 
a lot of time.”

Little house on the prairie —

General Contractor Bob Johnson was
tired of trying to outguess the weather,
so he bought his own 410G Backhoe.
“I’m glad I did,” he says.



We’ve implemented a multimillion-dollar effort to build equipment with
features that save you money every day. Take our G-Series Backhoes,
for example. Their fuel-efficient diesels, easy-tilt hood, same-side

ground-level daily service access, and extended service intervals
make them among the least expensive backhoes to maintain.

Call us today about a demo and to learn more about
how we can improve your operation’s productivity.

PRODUCTIVITY    I    UPTIME    I    LOW DAILY OPERATING COSTS

Vertical spin-on filters are competitively 
priced and easy to replace.

Sight gauges, prominently displayed lube and
maintenance charts, and convenient grease
banks make quick work of the daily routine.

Serpentine engine belts and park brakes never
need adjusting. Inboard wet-disk brakes self-adjust
and require no special fluids or attention.
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they would be here 
in three days. I have 
a problem with a John
Deere, and they’re
here by nightfall. I
don’t have many of
these service prob-
lems, but when 
I do, the Deere dealer
understands how
important it is to get it
back up and running.”

Clearing the way
Strawberry Construc-
tion, of Council, Idaho,
did most of the land
clearing and road
building at Tamarack.
Company owner
George Conger feels
the same about his John Deere
equipment as the other contrac-
tors on the Tamarack project.

“We were one of the first
contractors on this job,” says
Conger. “We’ve put a lot of hours
on our Deere equipment, and it’s
done a good job for us. The oper-
ators like the equipment, the
dealer supports it well, and
these two things make my life a
lot easier. We’re pleased with
our John Deere purchases.” Tamarack is serviced by CESCO

in Meridian, Idaho.  

Tamarack’s
future
Even though
skiing at
Tamarack
began in
December
2004, and the
golf course
opens this
summer, 
construction 
will not end
any time soon.
Building hotels
and 1,200 con-
dominiums
and small pri-
vate homes
will keep
things hopping

for the next 15 years. When 
completed, total investment in
the Tamarack project will reach
$1.2 billion, with half that amount
spent on the resort itself. So, 
will it continue to look like a
John Deere advertisement in 
the future? Judging from the
response of the contractors
working there now, the answer
is a resounding, “Yes!” ■

“We’re pleased 
with our John Deere

purchases.”
—George Conger, Manager

Strawberry Construction

Bob and Karen Johnson with their 
son, Brandon, Geneseo Prairie
Developments, Inc.

The plans the city approved out there will be 
able to remove all standing water within 24
hours. Now the land that was the wettest might
become some of the driest around. 

“We had to work very closely with the city,”
explains Bob Johnson. “They have an engineering
company they work with, and we have ours. That
means we have to pay double for everything we
do, including the continual inspections throughout
the construction of the project. We had to get the
entire plan put together, including the electrical
and city water for the final plat. We had to add a
30-foot easement around the development for utili-
ties. Usually you can go into a development and
open up a small section, build 10 houses or so, 
and then open up another one. With this type of 
a development, there is a larger financial commit-
ment. You have to have all of your financing 
ready to go before you begin the project.”

One of Bob Johnson’s purchases that has
helped make things go a little smoother for him 
is his investment in a John Deere 410G Backhoe.
The Johnsons are the only contractors building 
at Prairie View. As a general contractor, Bob got
tired of trying to outguess the weather and set 
up a subcontractor to dig a basement or lay pipe.
“There are plenty of dealers around to service 
it — we are going to keep it for a long time,” 
he says. “I’m happy we have it.”

“Prairie View is the first of its kind in this
area,” explains Henderson. “It will attract all ages
of people to our city. From retirees to young cou-
ples — and that’s what every city is trying to do
these days. It’s the best way to build on low-lying
land — it wouldn’t work on a hill. I’d say that 95
percent of the future building that will take place
near a city like ours in this part of the country will
be patterned after a conservation subdivision.” ■


