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	 The first thing read-
ers will notice about 
our annual PROGRESS 
supplement this year 
is that we’ve divided it 
into four smaller weekly 
sections, instead of two 
large sections. PROG-
RESS parts 1-4 are being 
published in consecutive 
weeks on Jan. 23, Jan. 30, 
Feb. 6 and Feb. 13.
	 That’s symbolic in 
two ways. First, we’re 
trying something new — 
looking to improve the 
product for our readers, 
our advertisers and our 
own production process. 
Trying something new, 
of course, is a linchpin of 
community and econom-
ic progress, from indi-
vidual entrepreneurs 
making innovations to 
businesses expanding to 
new markets to govern-
ments and educational 
institutions adapting to 
historical change.
	 Second, four smaller 
sections reflect the 
granular and multifac-
eted nature of economic 
growth and community 
development. 
	 Over time, developers 
and governing officials, 
particularly in smaller 
municipalities and rural 

communities, have real-
ized that good growth 
rarely comes through 
landing that one giant 
manufacturer or technol-
ogy firm. Instead, the 
healthiest development 
for rural areas is usually 
organic, growing out of 
the “soil” of the place, as 
it were. 
	 This kind of prog-
ress leverages existing 
internal assets and 
thrives when many rich 
nutrients come together: 

a talented workforce, 
strong families, support 
for education, cultural 
heritage, health care, 
infrastructure, business-
friendly governance, 
manufacturing, technol-
ogy, agriculture and 
more.
	 “Successful economic 
development is rarely 
about the one big thing. 
More likely, it is about 
lots of little things 
working synergistically 
together in a plan that 

makes sense,” wrote 
Edward T. McMahon of 
the Urban Land Institute 
a few years ago.
	 Look closely at this 
year’s four sections of 
PROGRESS, and you’ll 
find dozens of the “little” 
pieces that work together 
to make progress happen 
in the Grand Lake region. 
	 Consider how small, 
longtime operations like 
Maria Stein Grain, Davis 
Campers and The Wil-
low restaurant become 

intertwined with a rural 
community’s families, 
culture, tax base and 
quality of life. Or how 
Midmark, Ferguson, 
Thieman Tailgates and 
Armcorp highlight the 
continuing importance of 
manufacturing and build-
ing in the Grand Lake 
region’s economic base. 
Or how the new Grand 
Event Center at Mercer 
County Fairgrounds 
(featured in Part 4) serves 
as a beacon of local farm 
culture, community sup-
port and future progress.
	 In Part 1, we also 
highlighted the work of 
the area’s chambers of 
commerce, which are all 
about cultivating synergy 
among the many players 
and forces in the business 
ecosystem. At a profound-
ly local level, they build 
spaces for networking, 
offer unique marketing 
and training opportuni-
ties and develop tomor-
row’s community leaders.
	 They help all of us 
think small — and think 
local — in a big way. 
Progress is sure to follow.

— Jerry Martin
Managing Editor

Think small in a big way

Feb. 6, 2026
The Daily Standard

Paige Sutter/ The Daily Standard

Photo submitted

Above, Ferguson Enterprises, which operates a distribution center and pipe yard at the intersection of State Route 29 and Harris Road, considers its workforce 
to be its greatest asset. Below, workers put the final touches on the steelwork at the Grand Event Center, Mercer County Fairgrounds.
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	 CELINA — Since 
opening its doors in June 
2014, plumbing supply 
giant Ferguson Enter-
prises’ distribution cen-
ter at the intersection 
of State Route 29 and 
Harris Road has under-
gone significant growth, 
enlarging its physical 
presence, the number of 
products it handles and 
its workforce.
	 It’s one of Ferguson’s 
nine regional distri-
bution centers, which 
together supply about 
150,000 different types 
of products and employ 
roughly 1,500 associates 
throughout its network, 
according to Dan Lar-
more, a general manager 
with the company, which 
is the largest value-
added distributor in the 
$340 billion residential 
and non-residential con-
struction market.
	 Ferguson provides 
expertise and a wide 
range of products and 
services, from plumb-
ing, HVAC, appliances 
and lighting to PVF, 
water and wastewater 
solutions and more. It 
considers its associates 
as the driving force of 
the business.
	 The distribution cen-
ters "are the heart of the 
Ferguson supply chain 
network and give us a 
key competitive advan-
tage in the wholesale 
distribution industry," 
according to the com-
pany's website.
	  The Celina distri-
bution center’s mete-
oric rise mirrors that 
of Ferguson, which in 
June announced its 
debut on the Fortune 
500 list, where it earned 
the 146th position on the 
2025 edition of Fortune 
magazine's ranking 
of the nation's largest 
companies.
	 Originally opened 
in June 2014 as a 
350,000-square-foot 
warehouse with 60 to 70 
employees, the Celina 
distribution center 
expanded its warehouse 
by 200,000 square feet 
after just 15 months in 
operation.
	 In 2017, Ferguson 
used over 17 acres of 
land adjacent to the 
distribution center to 
construct a pipe yard 
operation, a $13 million 
investment that brought 

more than a dozen 
additional full-time jobs. 
The pipe yard in Celina 
enables Ferguson to dis-
tribute pipe quickly to 
locations and customers 
in the Midwest. 
	 Today, the twin opera-
tions employ 150 associ-
ates, mostly from Mercer 
and Auglaize counties, 
Larmore said.
	 “Celina and Mercer 
County are very respon-
sive to any needs that we 
have, especially when it 
comes to facilities. So we 
talk on a regular basis, 
so it’s been very respon-
sive,” he said. “And as far 
as the workforce is con-
cerned, we do not really 
have a big issue with 
turnover or filling the 
positions. So that’s been 
really nice, too, com-
pared to other facilities.”

Ferguson comes to Ohio
	 On June 4, 2014, Fer-
guson’s Celina distribu-
tion center rolled out the 
red carpet for state and 
local officeholders and 
other dignitaries, among 
them erstwhile Gov. John 

Kasich, who marveled at 
the company’s more than 
$15 million investment in 
the site. 
	 The sprawling facility 
was the first distribution 
center built by Fergu-
son in the Midwest and 
serves company branches 
and customers in seven 
surrounding states.
	 “The community sold 
itself and here they (Fer-
guson) are,” Kasich told 
The Daily Standard fol-
lowing an official ribbon-
cutting ceremony at the 
then 350,000-square-foot 
facility.
	 The governor credited 
local residents and com-
munity leaders for luring 
the business that, at the 
time, had already hired 
65 people, the majority 
from the Grand Lake 
region. 
	 “Well, for one, the 
people, I think the 
people (in this area) are 
No. 1. Two, it's a good 
location,” he said. “I 
mean we're business-
friendly and the people 
get it and you put all that 
together and proof's in 

Finding a sweet spot in Mercer Co.
Ferguson Enterprises

Facility is 
Midwest hub 
of ‘world-class’ 
supply chain

the pudding.”
	 Larmore echoed many 
of those sentiments 
when asked why Fergu-
son zeroed in on Mercer 
County.
	 “There were about 23 
locations that were con-
sidered, and what really 
brought the distribution 
center to Celina was 

the location,” he said. 
“Where we’re located 
we can reach all of our 
branches that we service 
within a 24-hour point. 
So that was a big win for 
the Midwest.”
	 Another key factor to 
the company’s decision 
to lay roots in Celina was 
a ready workforce.

	 “We knew that we 
were going to be able to 
fill these positions fairly 
quickly and get the right 
management team into 
play,” Larmore said. 
“When we’re looking at 
recruiting for this par-
ticular facility, this 

Submitted photo

Ferguson’s Celina distribution center handles 55,000 different types of products. 

See SUPPLY, page 3B
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Next-GeN Vehicles for the UNited states forces

Established in 1940 as St. Marys Manufacturing, a subsidiary of Goodyear Tire & Rubber, the St. 
Marys plant began as a 50,000-square-foot facility. Over the decades, it has grown into an impressive 
800,000-square-foot operation, employing approximately 450 individuals today. By 1968, the plant earned 
the title of the “World’s Largest Producer of Rubber”, with peak employment in 1954, at 2,300 employees.

Now a cornerstone of American Rheinmetall’s operations, the St. Marys plant continues its legacy of in-
novation and quality. Rheinmetall’s recent acquisition of Loc Performance Products, LLC, a Michigan-based 
leader in track and mechanical systems, fabricated structures, and precision machined components, en-
hances the company’s global capabilities and bolsters its rapidly expanding U.S. military vehicle business. 
The St. Marys facility plays a pivotal role in this growth, producing advanced rubber compounding solu-
tions and manufacturing Trackman-branded products—renowned for their durability and performance in 
agriculture and construction applications.

From creating cutting-edge tracks for military vehicles to bonding rubber to metal, the St. Marys plant 
exemplifies American ingenuity and craftsmanship. As we celebrate its 85th anniversary, we honor the 
generations of hardworking individuals who have made this facility a leader in the industry and look for-
ward to its continued success in shaping the future of rubber manufacturing.

1115 S. Wayne St., St. Marys, OH 45885

Rheinmetall – a key player in the
world of military vehicles

1940-2026 Timeline:
1940-2014 Goodyear Tire & Rubber;

2015-2020 Continental Contitech;
2021-2024 Loc Performance;

2025-current American Rheinmetall Vehicles

WE ARE HIRING!

The Associates at CAPT are a group of passionate and determined 
individuals with the same goal in mind: assuring quality in every job, 
from beginning to end, and exceeding the needs and wants of our 
customers’ expectations.

If you are looking for a job with great benefits and unlimited
career opportunities please go to:
www.capt-celina.com/apply-now

 eoe
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The Celina distribution center maintains an excellent relationship with Crown 
Equipment Corporation. Fifty to 60 pieces of Crown equipment are used within 
the center.

area has done a really 
good job of giving us the 
right folks in the right 
positions to make this 
facility one of the best of 
the network.”

Daily operations
	 Ferguson considers 
its “world-class supply 
chain” to be among its 
core strengths. It con-
nects with 37,000 sup-
pliers and allows it to 
furnish 1 million custom-
ers with a broad range of 
products and services.
	 It deploys scale locally 
through a vast network 
of facilities and a fleet of 
vehicles for “final mile 
delivery.” This exten-
sive network, Ferguson 
asserts, places it within 
60 miles of 95% of custom-
ers in North America.
	 “Our primary goal is 
to make sure that we’re 
supplying product to our 
customers and to our 
branches, here at this 
distribution center and 
(with the) supply chain in 
general for us,” Larmore 
said. “We want to make 
sure that we can get that 
product to them in a 
timely fashion.”
	 The Celina distribu-
tion center’s breadth of 
inventory is much larger 
than what it was at the 
time of its opening. 
	 “There’s just been a 
lot of growth in different 
areas like HVAC, and I 
would say Faciliites Sup-
plies is a big growth-like 
division for us,” Larmore 
said. “We do have more 
than what we had before. 
We have about 55,000 dif-
ferent types of product 
in here.”
	 For contractors work-
ing big jobs or plant 
supervisors facing a 
turnaround, or tempo-
rary halt, getting a part 
as quickly as possible is 
essential for resuming 
operations.
	 “If you’re a contractor 
and you walk into a Fer-
guson branch and you 
order something before 
5 p.m., we’re able to have 
it at that branch the next 
day in the morning for 
them to pick up. So that’s 
a huge win for a contrac-
tor,” Larmore said. “If 
you’re trying to close on 
a house or if you have a 
manufacturing facility 
that’s shut down because 
they need a part, you can 
get it the next day.
	 “We’re also able to 
hotshot things out here if 
we really need to where 
we have a carrier pick 
up and deliver the same 
day if they have a plant 
shut down.”

Dedicated workforce 
	 Since commencing 

operations in June 2014, 
the Celina distribu-
tion center has seen its 
number of associates 
rise from about 70 to 130. 
It has also added a third 
shift and weekend crew, 
Larmore noted.
	 In terms of highly 
valued skills, candidates 
with experience operat-
ing powered industrial 
trucks, or lift trucks, 
certainly have an edge.
	 “When you’re looking 
at our area … it’s mainly 
manufacturing and not 
distribution centers. So 
we have a robust train-
ing program for those 
that need trained up 
on that equipment,” 
Larmore said. “And just 
because you do not have 
the equipment experi-
ence doesn’t mean you 
can’t succeed within our 
facility.”
	 Not surprisingly, 
Larmore said the Celina 
distribution center 
maintains an excellent 
relationship with Crown 
Equipment Corp., one of 
the world’s largest mate-
rial handling companies, 
whose global headquar-
ters are in New Bremen. 
Crown’s Celina manufac-
turing plant on Grand 
Lake Road is just a hop, 
skip and jump from the 
distribution center.
	 Larmore said 50 to 60 
pieces of Crown equip-
ment are used within 
the Celina distribution 
center. 
	 “It’s great having 
them right down the 
street. If we need a 
part, it’s there, and the 
service level is fantas-
tic, and the partnership 
is there, too,” Larmore 
said. “There are times 
when Crown will come to 
us to test out equipment 
or maybe a different 
platform that they want 
to use. And then, obvi-
ously being the partners 
that we are, we will let 
them do that in here.”

Pipe yard 
	  Ferguson built a 
multimillion-dollar pipe 
yard operation next to 
the Celina distribution 
center in 2018, expand-
ing the company’s net-
work of pipe fabrication, 
pipe end cutting and 
preparation facilities. 
	 The operation entails 
a 160,000-square-foot 
building and 6 acres of 
outdoor storage.
	 “The addition lets us 
carry a variety of large-
diameter pipe and also 
fabricate,” Ferguson 
senior director of com-
munications and pub-
lic relations Christine 
Dwyer said at the time.
	 The outfit supplies 
pipes to 100 Ferguson 
branches in 12 states, 
Larmore said.
	 Ferguson made a 
total investment of $13.16 

million in the project, 
$10.9 million for the 
actual pipe yard opera-
tion, $2.01 million for the 
purchase and installa-
tion of new machinery 
and equipment and 
$250,000 for furniture 
and fixtures, according 
to county documents.
	 “We’re also looking at 
big megaprojects out of 
those pipe yards. Data 
centers would be a good 
example of that. We sup-
ply product to (data cen-
ters), and that business 
just continues to grow 
for us,” Larmore said. 
	 The pipe yard started 
out with about 16 asso-
ciates but now has 22 
associates, with more 
expected to be brought 
on in the coming years.

Ferguson today
	 Ferguson in June 
announced its debut 
on the Fortune 500 list, 
where it earned the 
146th position on the 
2025 edition of Fortune 
magazine’s ranking 
of the nation’s largest 
companies.
	 “This milestone 
reflects the company’s 
impact on the North 
American construction 
industry and reinforces 
its position as the largest 
value-added distribu-
tor in its $340 billion 
residential and non-
residential construction 
markets,” the company 
said in a news release.
	 The Fortune 500 list, 
published annually by 
Fortune magazine, ranks 
the top 500 U.S. compa-
nies by total revenue for 
their respective fiscal 
years. Ferguson earned 
its place on the list with 
revenues of $29.6 bil-
lion in fiscal year 2024 
and after completing a 
corporate restructure 
that moved its headquar-
ters to the U.S. in August 
2024.
	 Headquartered in 
Newport News, Vir-
ginia, Ferguson trades 
on the New York Stock 
Exchange under the 
symbol FERG. Overall, 
Ferguson  has roughly 
35,000 associates in over 
1,700 locations. 
	 Should Ferguson wish 
to expand its presence 
even further in Mercer 
County, there’s plenty of 
room to grow.
	 “We definitely own 
all the land between the 
pipe yard and the distri-
bution center, and if we 
do continue to grow at 
the pace that we are on, 
expansion is definitely 
not off the table,” Lar-
more said. “But it’s not 
anything that’s solidified 
today.”

(From page 2B)

Supply

Ferguson  built a multimillion-dollar pipe yard operation next to the Celina dis-
tribution center in 2018, expanding the company’s network of pipe fabrication, 
pipe end cutting and preparation facilities.
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Downpayment Assistance
Program Opens
April 6, 2026!

See our lenders for details

In business since 1978, Buschur 
Electric is a full-service electrical con-
tractor serving commercial, industrial, 
institutional, residential and farm mar-
kets. We provide electrical construc-
tion, service, design and consulting.

We offer 24/7 emergency service 
and carry a full line of Kohler genera-
tors. For more information check out 
buschurelectric.com.

305 W. First St.-P.O. Box 107,
Minster, OH 45865

Phone: 419-628-3407  Fax: 419-628-2021
www.buschurelectric.com

LOOK for JOBS & SUBMIT your
RESUME to LOCAL COMPANIES!

Connecting Local Companies With Local Talent!

Contractor on
a mission

Amcorp Construction

By WILLIAM KINCAID
wkincaid@dailystandard.com

 CELINA — The 
personification of the 
self-made man achieving 
the American dream, 
a Celina veteran went 
from serving his country 
in Central America in 
the 1980s to founding 
Armcorp Construction 
in 2009, prioritizing a cli-
ent-focused, veteran-sup-
ported approach to com-
mercial construction.
 Since starting from 
the ground up, Presi-
dent/CEO Tim Rosengar-
ten has taken Armcorp 
to incredible heights, 
earning the company a 
stellar reputation while 
specializing in work for 
the U.S. Department of 
Veterans Affairs and 
other federal agencies.
 “Tim, he doesn’t even 
have to say why he does 
it or who he does it for,” 
Armcorp senior estima-
tor Kyle Fortkamp said 
about his employer’s 
dedication to veterans. 
“It’s the mission, the 
driving force behind 
Armcorp — always giv-
ing back to the veterans. 
… Armcorp has always 
been in the VA medical 
centers. So we’re con-
stantly surrounded by 
veterans.”
 Headquartered in 
Celina and boasting a 
team of estimators, proj-
ect managers, construc-
tion field experts and 
other seasoned leaders, 
Armcorp offers a range 
of services, includ-
ing pre-construction, 
construction, low-
voltage and electrical 
solutions, and project 
management.
 “This big open area 
is what we call the 

war room,” Fortkamp 
pointed out. “Estimators 
and project managers 
get together on issues or 
questions we may have 
on a job or how we would 
attack things. That’s kind 
of where we get together 
as a collective.”
 Some of Armcorp’s 
major government proj-
ects include the lime-
stone replacement of the 
Pentagon, facade correc-
tion of the VA Medical 
Center in Durham, North 
Carolina, specialty care 
expansion of the Richard 
Roudebush VA Medical 
Center in Indianapolis, 
replacement of the roof 
system of the Kinneary 
Federal Courthouse 
in Columbus, and the 
replacement of exterior 
signage at the Ann Arbor 
VA Medical Center.
 Armcorp was respon-
sible for the second floor 
renovation of the Cincin-
nati VA Medical Center, 
the MRI wing expansion 
at the Dayton VA Medi-
cal Center and a surgery 
suite at OSU Veterinary 
Medical Center.
 Armcorp was named 
the 2024 Veteran Busi-
ness of the Year by the 
U.S Small Business 
Administration's Colum-
bus/ Cleveland District 
Office.

Proud heritage
 Like his father and 
grandfather, Rosengar-
ten is a veteran. During 
his time as a combat 
engineer in the U.S. 
Army from 1983-1989, 
Rosengarten worked on 
large-scale construction 
projects.
 “We did a lot of res-
ervoir repairs, repaired 
bridges, and so that got 
me into the construction. 

My grandfathers, both of 
them were in construc-
tion even before, in Cold-
water and Fort Recov-
ery,” the 1983 Celina 
High School graduate 
said. 
 In a nutshell, Rosen-
garten and his fellow 
combat engineers 
prepared the way for the 
military to mobilize for 
potential action.
 “At any moment, 
if you’re called, you 
would go and build a 
runway strip, any kind 
of situation where they 
have to get across,” he 
explained. “We built a 
few airstrips down in 
Honduras, when Hon-
duras and Nicaragua 
(tensions) were going on 
…. in ’84. There wasn’t 
really any wars, but 
there was a lot of drug 
trafficking going on in 
that year, and so we had 
to prep everything up.”
 After the U.S. Army, 
Rosengarten continued 
to explore construction 
on the commercial side, 
learning more about 
drafting, design and 
other facets of the indus-
try working for various 
companies in Oregon 
and Colorado.
 “When I worked 
for other companies, 
I wanted to learn all 
perspectives,” he said. 
“I became an estimator 
to learn how to bid, to 
understand the costs and 
… the factors from labor 
to superintendents. And 
then I got the opportuni-
ty to be a superintendent 
and go out in the field 
and see whatever you 
design, how it was put 
together.”
 In 1994, Rosengarten 
decided to move back to 
Celina.

 “I worked for some 
companies in Cincin-
nati and Columbus, and 
said, ‘It’s about time for 
me to start up my own,” 
he recalled. “I learned 
a lot of lessons from the 
dos and don’ts, and that 
helped tremendously.”

A startup emerges 
 With the support of 
his wife, Mary, Rosen-
garten launched the 
startup Armcorp in 2009, 
to the backdrop of a  
significantly distressed 
economy. 
 “I think that was the 
best time to start,” he 
said. “We were doing a 
lot of credit card pur-
chase work for the VA 
and the military. We 
would do a lot of work 
in Columbus, Dayton, 
Cincinnati, and I knew 
the government very well 
anyway.”
 Armcorp initially 
rented a small corner of 
the commercial struc-
ture it now fully occu-
pies at 8511 State Route 
703.
 “When the company 
started, this building 

was shared, I think, with 
three other companies,”  
Fortkamp noted. “We 
kind of had this little 
wing up here, and then 
as those companies kind 
of moved on to bigger 
and better things or just 
gave up the business, 
Tim bought more and 
more chunks of it.”
 Armcorp started out 
small, basically as a 
husband-and-wife opera-
tion, building up capi-
tal with an eye on the 
ultimate prize — federal 
government projects. 
 “We have a lot of 
contractors here in 
Mercer County, and 
they’re very good at what 
they do,” Rosengarten 
said. “Why am I  going 
to be here competing up 
against people that are 
very good at what they 
do? Since I was in the 
federal government … 
that’s where I’m going to 
be, because that’s what I 
know.”
 Rosengarten literally 
dug the foundations and 
poured concrete and 
hired area tradesmen 
for local projects. 
 “Mary worked for the 
first three years of the 
company. She did all 
the bookwork,” he said. 
“I was out in the field. 
I would estimate it, I 
would go out in the field 
and do it. Then, I slowly 
hired people.”
 Nevertheless, Arm-
corp hit the ground 
running and soon began 
to grow, both regionally 
and locally. 
 “Since I’m a a veteran, 
I already knew that I was 
going to be tackling VA. 
I knew that a veteran-
owned business has the 
opportunity to go do 
veteran work, and so 
that’s all I was focused 
on,” he said. “But we had 
to do the Setex renova-
tions and additions, we 
had to do the Coldwater 
Machine additions, and 
to know that my focus 
was to go after the vet-
eran stuff is to build that 
capital and start bidding 
them. We had to grow 

enough bank account to 
start getting bonding.”

Hundreds of projects
 Armcorp picked 
up three VA hospital 
renovations and addi-
tion projects alone in 
2010-2011.
 “Then it was Wright-
Patt. Then it was the 
Department of Defense 
down in Columbus. Then 
we get started rolling,” 
Rosengarten said. “We 
did Murfreesboro, Ten-
nessee. We did Durham, 
North Carolina. We did 
Fort Dix in New Jersey, 
Paris Island, South Caro-
lina — a Marine base.”
 Today, Armcorp seeks 
out 150 to 200 projects a 
year where it can serve 
as general contractor, 
Rosengarten said.
 “We’re in Michigan 
now. We’re in Indiana. 
We’re in Ohio.  We 
have big contracts with 
GSA (General Services 
Administration). That’s 
all federal courthouses,” 
he said. “(Over) 16 years, 
we have done almost a 
thousand projects for the 
federal government.”
 Project managers 
remain at the Celina 
headquarters while 
superintendents travel 
out to work sites.
 Josh Evans, Arm-
corp’s vice president of 
operations, said the com-
pany generally prefers 
to take on jobs within a 
two-hour driving range.
 “We’ve done jobs fur-
ther. Just for manpower, 
it’s easier to have lower 
general condition costs, 
things like that, to be 
more competitive,” he 
said. “Second is going 
to be price range. If it 
gets under $500,0000, it’s 
already lower margins, 
and if it gets over …. $20 
million, our bonding, it 
becomes a problem.”
 The company’s bread-
and-butter, Evans said, 
is projects in the $3 mil-
lion-$6 million range.
 “There’s less prob-
lems than the $10 million 
to $20 million (projects) 
but there’s still margin 

to be made,” he said. 
 Armcorp stays 
abreast of the competi-
tion because of its deep 
knowledge and vast 
experience navigating 
the intricate federal 
government contracting 
process.
 “It’s a frustrating 
thing to do federal con-
tracts, a lot of red tape,” 
Rosengarten explained. 
“A lot of federal work is 
so stringent and you have 
to be on it. Our people 
here know the federal 
government very well.”

Emphasis on 
hiring veterans
 Rosengarten makes 
it a priority to hire 
veterans.
 “Hiring veterans is 
a very strong passion of 
mine,” Rosengarten said. 
“We do help veterans out 
as much as we possibly 
can. That’s just who I am. 
The veterans have done 
so much for us. They give 
us our freedom. They 
fight every day.”
 Slightly tweaking 
the leadership style 
instilled in him in the 
U.S. Army, Rosengarten 
said he learned that his 
employees do their best 
when given flexibility in 
how they meet company 
goals.
 “In the military, 
you’re directed to do 
‘this’ — or if you don’t, 
that’s not a good thing. 
Here in the civilian 
world, you can direct 
someone to do some-
thing, but will they do it 
or won’t they?” he said. 
“You have to give them 
accountability. You have 
to allow your people to 
fail.” 
 If an employee can 
execute 70% of the task 
assigned to them, they 
should be given a certain 
latitude in carrying out 
their responsibilities.
 “If I was to dictate 
or tell them how to do 
it, these days it doesn’t 
work that way. We’ve 
created a system: As 
long as they hit the tar-
get with their process, 
then they’re doing their 
job. It’s a lot easier to 

measure, a lot easier to 
track, because you’re 
allowing them to be 
accountable for their 
own process. People 
do things differently. 
There’s probably not too 
many that do the same 
thing just to hit a target.”
 Rosengarten said he 
always tells applicants 
upfront that they would 
be working for Armcorp, 
not Rosengarten.
 “You guys have the 
opportunity to create it. 
I put this vision (there), 
and you guys go after 
it. And that’s what they 
appreciate,” he said. 
 Rosengarten said 
when he hired Evans 12 
years ago, Evans worked 
for a financial planning 
firm and knew nothing 
about construction. Yet 
because Evans had the 
right demeanor and 
understood the compa-
ny’s vision, Rosengarten 
hired him.
 “He went from work-
ing out in the field at a 
project down in Mur-
freesboro, Tennessee. 
Then I brought him in 
because he was doing 
so well,” Rosengarten 
said. “He became a 
business development 
(coordinator).”
 From there, he 
worked his way right up 
to the top. 
 Armcorp is indeed 
a place where men and 
women can start careers, 
as the firm's structure 
allows for growth.
 For instance, Fort-
kamp got his start with 
the company in about 
2016, beginning as a 
laborer and working 
his way up the ladder to 

senior estimator.
 "It's the culture that 
we have around us, our 
field guys, all the way up 
to Tim being the owner 
—  it's a group of guys 
that want to do the best 
for the client that we're 
working for," Fortkamp 
said when asked how the 
company stands out in 
its field.
 Being located in Mer-
cer County, Armcorp has 
access to a skilled and 
proud workforce with 
extensive construction 
knowhow.
 "We're a construction-
thriving county," Fort-
kamp stressed. "There's 
a lot of construction 
companies, and we've 
all kind of found our 
own niches. Some are 
manufacturing, some are 
residential, and we just 
happen to be federal. So 
it's a good market to be 
in when it comes to subs 
and clients."

Business of the Year  
 Terry A. Bolden, 
district director of the 
U.S Small Business 
Administration's Colum-
bus/ Cleveland District 
Office, bestowed the 2024 
Veteran Business of the 
Year Award to  Armcorp 
on May 5, 2025.
 At a ceremony at 
Armcorp headquarters 
in Celina, Bolden hailed 
the local company for its 
family culture and amaz-
ing business structure.
 "One of our biggest 
and proudest awards 
that we provide is to our 
veteran-owned business 
for the state, and Arm-
corp is the veteran small 
business," Bolden told 

The Daily Standard after 
handing off the award.
 "Tim and his team 
are the veteran small 
business of the year for 
the state of Ohio," Bolden 
continued. "We're really 
proud of Armcorp and 
the work that they do in 
supporting the commu-
nity and their legacy for 
Celina, Ohio."
 Rosengarten said it 
was an honor to win the 
award, but gave much of 
the credit to his work-
force of about 30 employ-
ees, which at the moment 
includes nine veterans.
 "My most important 
thing is the people here, 
and we would never have 
that award without the 
people," Rosengarten 
told the newspaper. "I'm 
just a veteran, and the 
people that we have here 
are the ones that have 
created that."
 State Rep. Angie King, 
R-Celina, also attended 
the ceremony to congratu-
late Armcorp, pointing out 
that small businesses — 
those with 500 employees 
or less — make up 99% of 
all businesses in the U.S.
 "They are the heart 
and the backbone of our 
economy and our com-
munity, so thank you for 
fueling our economy, 
creating jobs and just 
fostering innovation," 
King told Rosengarten 
and company officials 
and employees who gath-
ered at Armcorp.
 She also thanked 
Rosengarten and the 
other veterans for “serv-
ing our country, protect-
ing our liberties and our 
freedom.”

Rosengarten, left, accepted the 2024 Veteran Business of the Year Award from 
Terry A. Bolden, district director of the U.S Small Business Administration’s 
Columbus/Cleveland District, in May 2025.

William Kincaid photos/The Daily Standards

Armcorp Construction was founded at 8511 State Route 703, Celina, in 2009, prioritizing a client-focused, veteran-
supported approach to commercial construction. President/CEO Tim Rosengarten and his wife, Mary, started the 
business as a husband-wife operation before expanding. 

With a dedication to veterans, 
Armcorp has grown to new heights

Armcorp has landed federal contracts for numerous VA medical center reno-
vation and expansion projects, including the Richard Roudebush VA Medical 
Center in Indianapolis.
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Call Us For All Your
Lubrication Needs

419-628-3097
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For all your Industrial, Commercial
& Agricultural needs

Commercial & Agricultural Lubricants
Metal Working Products - Industrial Oils
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Using Propane:  We offer Summer Fill Pricing!
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Smarter from the Ground Up™
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Phone:  419-753-2444
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www.newknoxvillesupply.com
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Industrial
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Sheet Metal

• Serving 
the area 

since 
1931 •

For all your Improvement needs!

By ABIGAIL MILLER
amiller@dailystandard.com

	 VERSAILLES — 
Through purposeful 
designs and strategic 
acquisitions, an area 
manufacturer has grown 
from a small machin-
ing company making 
industrial equipment to 
a global health care com-
pany producing innova-
tive equipment in a little 
over a century.
	 Founded in Min-
ster as the Cummings 
Machine Co. in 1915, 
what is now Midmark 
Corp. started out manu-
facturing concrete mix-
ers. The company used 
patents owned by then 
company president EC 
Cummings to manufac-
ture the mixers.
	 Cummings then 
acquired Reeves Pulley 
Co. in 1920 and began 
making gasoline-pow-
ered locomotives. A year 
later, John W. Eiting was 
appointed to its board 
of directors, kicking 
off four generations of 
Eiting leadership within 
the company. John Eiting 
became the president of 
the company, now called 
Industrial Equipment 
Co., in 1925.
	 The company, which 
just celebrated its 110th 
anniversary, has been 
able to consistently 
reinvent itself year-
after-year. It’s biggest 
transition occurred in 
the 1960s under the lead-
ership of John’s son Carl, 
when it ventured into 
the medical equipment 
market, moved its head-
quarters to their current 
home in Versailles and 
eventually, by the end of 
the decade, took on the 
name Midmark.
	 “That shift really 
changed the direction 
of the company. From 
that, we grew through 
the years,” current CEO 
Jon Wells said. “In the 
last 20 years, we added 
dental products as well 
as veterinary products.”  
	 In addition to its 
headquarters in Ver-
sailles, Midmark has 
five other U.S. facili-
ties, located at Austin 
Landing in Miamisburg; 
Traverse City, Michigan; 
Kansas City, Kansas; 
Glasgow, Kentucky; and 
Tampa, Florida.
	 They also maintain 
international subsidiar-
ies in Italy and India.
	 Its Austin Landing 
location takes up 12,700 
square feet; Kentucky 
— 63,700 square feet; 

Kansas — 209,650 square 
feet; Florida — 1,200 
square feet; and Michi-
gan – 12,450 square feet. 
	 Midmark’s base 
in Versailles takes 
up a massive 680,885 
square feet in total; this 
includes 502,385 square 
feet of total manufactur-
ing space, 174,000 square 
feet of office space and a 
4,500-square-foot ware-
house for new product 
development.

Medical, dental 
and veterinary
	 With help from its 
2,000 employees world-
wide, of which 1,200 
are in Versailles, the 
corporation’s mission is: 
“Improving the experi-
ence between the patient 
and the caregiver is at 
the heart of everything 
we do.”
  To deliver on that 
commitment, Midmark 
designs a comprehensive 
ecosystem of products 
for medical, dental and 
veterinary environ-
ments, Wells said.
   Its medical offer-
ings include exam and 
procedure rooms that 
integrate exam chairs, 
cabinetry, diagnostic 
devices and digital 
workflows. This includes 
the Midmark CareFlow 
RTLS (real-time locat-
ing systems) and design 
services.
	 RTLS is a real-time 
locating system for its 
medical customers that 
uses tags, sensors and 
badges to track staff, 
patients and equipment.
	 The system, powered 
by Wi-Fi, Bluetooth and 
infrared technologies, is 
designed to track assets, 
optimize patient flow, 

improve staff safety, 
automate nurse call 
systems and provide 
various medical data.
	 The company also 
offers a wide range of 
dental products. Those 
include operatories and 
instrument processing 
spaces “that support 
both clinical excellence 
and patient comfort,” 
Wells said.
	 In addition, the 
company is focused on 
improving the experi-
ence of non-human 
patients too. Its veteri-
nary medicine offerings 
include “clinical envi-
ronments designed to 
meet the unique needs 
of animal care while sup-
porting efficient, com-
passionate workflows.”
	 Midmark’s busi-
ness units are a result 
of numerous company 
acquisitions over the 
years, Wells said.
	 “We’ve grown through 
acquisition. We bought 
a lot of companies over 
the years to expand our 
offerings and services to 
our customers,” he said.

Customer relations
	 Primarily, Mid-
mark sells its products 
through distribution 
partners, which Wells 
said is beneficial 
because they understand 
the company’s various 
markets and customers.
	 “We also have sales 
teams who collaborate 
with health systems, 

group practices and clin-
ics,” Wells said. “Today, 
we have nearly 150 
teammates on our sales 
team.”
 	 The sales team 
utilizes the Midmark 
Experience Center in 
Versailles. The center 
is much more than a 
typical showroom, as it 
features several dental, 
medical and veterinary 
office mockups that 
allow prospective clients 
to better see and under-
stand how Midmark 
products work.
	 “(The center) allows 
customers to see fully 
integrated spaces, col-
laborate with our design-
ers and plan their own 
care environments. We 
have hosted 178 custom-
er visits so far (in 2025, 
as of Dec. 9),” Wells said. 
	 The experiences of 
visiting customers don’t 
stop at a visit to Mid-
mark’s expansive show-
room. Its sales team also 
utilizes the company’s 
network of hospital-
ity ventures in the Ver-
sailles area through its 
subsidiary Renaissance 
Corp., such as Hotel 
Versailles downtown 
and the Stillwater Valley 
Golf Club just outside of 
town in Webster.
	 “These ventures 
create places where 
families, our customers 
and guests can gather, 
strengthening the social 

Mastering the art
of innovation

Midmark Corp.

Versailles manufacturer focuses on making clinical spaces better

Paige Sutter photos/The Daily Standard

The Midmark Experience Center features several dental, medical and veterinary office mockups that 
allow prospective clients to better see and understand how Midmark products work.

Midmark also offers products like this anesthesia machine for veterinary use.

See ART, page 7B
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Exhaust Specialists

ART’S MUFFLER
& TIRES INC.

• Oil Changes
• Tires - alignmenT - rOTaTiOn

• CusTOm exhausT
• CheCk anTifreeze & fluids

Brake inspeCTiOn

212 E. Fayette St., Celina  •  419-586-1518

~ mOre Than jusT auTO repairs ~

Since 1987, we’ve made cars run better and stay running longer.  We’re 
reasonably priced and honest — this is what our customers tell us.  We 
have a great staff with years of experience, so we get the job done right 
the first time!

We are your one-stop, quality shop!

and economic fabric of 
the community,” Wells 
said. “They also help 
make Versailles a desti-
nation opportunity — a 
place where people can 
build global careers 
while enjoying local 
amenities.” 

Leading with care
	 The idea of caring 
for one another is at the 
heart of all of Midmark’s 
ventures, said Dr. Thom-
as Schwieterman, the 
company’s vice president 
of clinical affairs and 
chief medical officer.
	 That principle has 
led the corporation to 
engage heavily in its sur-
rounding communities. 
	 “When you have the 
means, you have the 
responsibility. (Our) 
logo has a heart in the 
middle, and that is inten-
tional, because we care 
for our communities and 
each other,” Schwieter-
man said. “It’s not a side 
story. It’s intrinsic to who 
we are. And, that stems 
from Jon and from the 
Eiting family. It’s not a 
push to do that kind of 
work, it’s a pull from 
leadership.”
	 The company’s philan-
thropic endeavors are 
led by global philan-
thropic and corporate 
giving manager Mitch 
Eiting.
	 “Our teammates are 
passionate about giving 
back — whether through 
partnerships with 
organizations like Com-
munity Meals here in 
Versailles, hosting blood 
drives or supporting 
wellness initiatives, we 
take pride in making a 
difference where we live 
and work,” Wells said.
	 Since 2013, Midmark’s 
Versailles employees 
have donated over 
7,000 units of blood, 
which equates to 1,275 
lives saved. Its employ-
ees also serve locally 
in positions on the 
Versailles Exempted 
Village Schools Board 
of Education, the Ver-
sailles YMCA board and 
the board for an area 
chapter of the American 
Heart Association.
	 Recent donations 
included contributing 
$100,000 to the village’s 
YMCA re-opening 
efforts, and a donation 
of almost 600 sterilizers 
and exam tables in 2025, 
which were distrib-
uted by World Vision to 
health facilities serving 
vulnerable populations.
	 “Strengthening Ver-
sailles, Darke County 
and the region is essen-
tial to sustaining a long-
term talent pipeline,” 
Wells added. 

Building the future
	 Midmark also sup-
ports the area by heavily 
investing in its future 
through science, tech-
nology, engineering and 
mathematics (STEM) 
education.
	 The company is the 
primary donor behind 
Versailles Schools’ Tech-
nology Center, which 
opened in October of 
2024. The center boasts 
a STEM classroom with 
24 computers and 3D 
printers, a robotics lab, 

drone field, and fully 
functioning wood shop 
and application space.
	 “We support STEM 
programs, robotics and 
related activities to 
help students see future 
careers in this region,” 
Schwieterman said. “We 
get students excited by 
focusing on hands-on 
exposure so they can 
see and feel real work: 
robotics and automation; 
3D design and modeling; 
connecting coursework 
to real-world roles; and 
coursework in robotics, 
automation and comput-
er science maps directly 
to roles at Midmark and 
other local employers.”
	  Midmark’s overall 
goal is for students in 
the area to never have to 
leave the region to find a 
world-class STEM career 
if they do not want to, 
Schwieterman said.
	 “Our region hosts 
high-caliber companies 
— such as Nidec, Crown, 
Honda, KitchenAid and 
Dannon — that create 
serious career pathways 
and a robust ecosystem 
for young people,” he 
added.
	 Schwieterman cur-
rently serves as the 
chair of the state’s STEM 
Committee, a position he 
was appointed to by the 

state Senate. The com-
mittee focuses on bring-
ing STEM opportunities 
to all Ohio students, 
including those in rural 
communities.
	 Other ways the com-
pany supports STEM 
education are through 
their sponsorships of the 
Darke County STEAM 
Camp and National 
Manufacturing Day. As 
well, they participate in 
local job shadow weeks 
and collaborate with the 
Piqua High School engi-
neering and MedTech 
programs through equip-
ment donations and 
education.

Continued evolution
	 The company’s 
extensive background 
in supplying medical 
equipment has laid the 
foundation for its recent 
focus on designing prod-
ucts with empathy.
	 “Design means more 
than just aesthetic … 
It’s having empathy 
for our customers and 
understanding what the 
caregiver is experienc-
ing. How can we deliver 
innovative solutions and 
the workflows to make it 
easier for the caregiver 
to care for the patient 
versus balancing all the 
distractions they may 

(From page 6B)
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Midmark expanded into dental in 1997 through the purchase of Knight Manufacturing, Inc.

experience,” Wells said. 
“If the patient demo-
graphic has a difficult 
time getting on the 
exam table, we create 
an exam table that can 
go very low, (as) it makes 
it easier to transfer (the 
patient) to seamlessly 
receive care. Anything 
we can do so that inter-
action between the 
patient and caregiver is 

Jon Wells succeeded John Baumann as CEO of Midmark in 2021.

as effective and efficient 
as possible.”
	  To do so, the com-
pany keeps care integra-
tion at the forefront of 
its products, trying to 
bring together space, 
equipment and workflow, 
Schwieterman said.
	 Also, Midmark works 
directly with medi-
cal professionals on a 
regular basis, now “more 
than ever,” he added.
	 “To the point where 
we have to work with 
them because we need 
their insights into how 
we can make their lives 
better. You have to work 
alongside of them,” he 
added. “Every day, we 
are interacting with our 
customers in a very pow-
erful way.”
	 The corporation is 
also focused on making 
its health care technolo-
gy smarter, so care teams 
can spend less time on 
manual tasks and more 
time with patients.
	 To strengthen its 
footprint and broaden 
access to technical tal-
ent, Midmark is set to 
expand this year with an 
11,000-square-foot inno-
vation hub in the Blue 
Ash area of Cincinnati.
	 The company 
announced in December 

that it will open the new 
technology and busi-
ness center in Cincin-
nati to serve as a central 
hub for the company’s 
medical diagnostics and 
Internet of Things (IoT) 
solutions.
	 The Cincinnati loca-
tion will also keep the 
team within reach of 
Midmark’s headquarters 
and largest innovation 
hub and manufacturing 
operations in Versailles, 
allowing them to take 
advantage of existing 
facilities and expertise, 
Wells added. 
	 Midmark expects to 
open the new site this 
month.
	 “What was predomi-
nant 20 years ago, it’s 
just different today. 
There’s different needs 
(and) requirements. It 
isn’t just a box examina-
tion table with tongue 
compressors. There’s 
a lot of data, behav-
ioral health and a lot of 
engagement between the 
patient (and) caregiver. 
Where before, it was 
the doctor’s skill to talk 
through it,” Schwieter-
man said. “Now you’ve 
got these new technolo-
gies that are permeating 
the space. We have to be 
a part of that.”
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Doing the heavy lifting
Thieman Tailgates

By TOM MILLHOUSE
tmillhouse@dailystandard.com

	 CELINA — The fourth 
generation of an area 
family is continuing a 
tradition of doing some 
of the heavy lifting for 
customers by manufac-
turing liftgates to ease 
the burden of delivering 
goods throughout the 
United States.
	 Thieman Tailgates 
Inc., 600 Wayne St., 
makes a variety of 
hydraulic liftgates 
for light, medium and 
heavy-duty trucks and 
trailers. 
	 A liftgate is a hydrau-
lic platform at the rear 
of a truck or freight car-
rier designed to bridge 
the gap between ground 
level and the cargo area. 
The equipment is crucial 
for loading and unload-
ing heavy materials and 
large cargo quantities. 
The liftgates manu-
factured by Thieman 
Tailgates have capacities 
to lift from 1,000 to 6,600 
pounds.
	 Company vice presi-
dent Todd Thieman 
said the company is an 
offshoot of Thieman 
Stamping (now known as 
Thieman Quality Metal 
Fab Inc.), which con-
tinues to operate near 
New Bremen. Thieman 
Stamping & Metal Fab, 
a separate company 
headed by Thieman’s sis-
ter, Michelle (Thieman) 
Suchland, fabricates 
metal parts and provides 
a number of other servic-
es, such as welding, laser 
cutting and engineering.
      He explained that 
Thieman Stamping, 
founded by his grandfa-
ther, Wilson Thieman, 
in 1951, made parts for 
TODCO, a liftgate manu-
facturer in Toledo.
	 “TODCO wanted to 
get out of the liftgate 
business and we already 
knew how to make the 
parts,” Thieman said of 
the decision to purchase 
the business in 1987.
	 With the purchase 
of TODCO, additional 
manufacturing capacity 
was needed. Thieman 
said the search ended 
with the purchase of 
two vacant buildings on 
Wayne Street in Celina 
that once housed the 
Speicher Trencher ditch-
ing machine manufactur-
ing facility.
	 “We kind of built 
around them,” he said of 
the old buildings.
	 Thieman Tailgates 
started with a dozen 
workers and has grown 
to a workforce of 80.
	 Thieman said his 
company can produce 
standard liftgates, but 
their specialty is units 
designed to meet the 
specific requirements 
laid out by customers. 
	 “We’ll build it special, 
something they can’t 
get at other places,” he 
said, adding, “They want 
it exactly the way they 
want it.” The company 
has a team of five engi-
neers who work with 

customers to meet their 
needs.
	 Although most of 
the production involves 
customized liftgates, 
Thieman said they also 
receive some large 
orders for multiple units.
	 “We’ve got some cus-
tomers who purchase a 
couple hundred units at 
a time,” he said.
	 Thieman tailgate 
units can be found on 
pickup trucks, delivery 
trucks and semitrailers.
	 Nearly all of the 
company’s sales are 
made through regional 
distributors.
	 “We have distribu-
tors around the country 
that buy the liftgates 
and then the customers 
bring the trucks to them 
(distributors) to install 
it for them,” he said, 
adding that the company 
also has distributors in 
Canada. “We don’t know 
who exactly are the end 
users,” he said.
	 One of the largest dis-
tributors is Kalida Truck 
Equipment.
	 “Probably 90% of our 
business is done east of 
the Mississippi, mostly 
because of the freight 
costs to get the product 
out to the West Coast,” 
he said.
	 While the sales are 
primarily in the eastern 
half of the United States, 
Thieman said area resi-
dents on vacation have 
sent him photos of trucks 
outfitted with Thieman 
Tailgates “from the 
middle of nowhere. We 
had one photo of a Thie-
man Tailgate in Hawaii.”
	 Sales have been 
“relatively steady” in 
recent years, according 
to Thieman, with last 
year’s sales between $25 
million and $30 million. 
	 “Last year was off a 
little bit,” he noted. “We 
had orders coming in but 
we couldn’t get them out 
because of supply chain 
issues.”
	 The supply chain 
issues arose during the 
COVID-19 pandemic. 
The company’s work-
force was up to around 
100 people before the 

pandemic, but tapered 
off slightly because of 
difficulty in getting all 
the parts needed to fill 
orders. Thieman said 
the supply chain issues 
appear to be easing.
	 He also noted that 
President Trump’s 
tariffs have not had 
much effect on the com-
pany since they are not 
dependent on parts from 
China.
	 At one time, nearly 
all of the liftgates were 
constructed entirely of 
steel, but that has gradu-
ally changed because 
of a shift to aluminum 
components. Thieman 
said aluminum tailgates 
make up half of all sales. 
He said the main reason 
for the change is that 
aluminum is lighter and 
more corrosion resistant 
than steel.
	 “Most of the tailgates 
are hanging underneath 
the trucks where it’s 
taking all the road spray 
and rocks and stuff like 
that,” he said. “They get 
beat up quite a bit going 
down the road.
	 The company has 
some new products in 
development — a process 
that requires patience, 
Thieman noted. “Usu-
ally it takes two or three 
years from the time 
somebody has an idea to 
the time we design it and 
put it out on road tests,” 
he said. “We road test it 
for two years. The hard-
est thing on a tailgate 
is running up and down 

the road, hitting the 
potholes and bouncing 
around on the truck.”
	 In addition to the sup-
ply chain issues, Thie-
man said his company 
has the same problem as 
other employers in west 
central Ohio: finding 
workers.
	 He said the company’s 
workforce is primarily 

made up of people who 
have been with Thie-
man Tailgates for more 
than 20 years. Thieman 
started working there 
himself while he was 
still in junior high school 
and has been with the 
company since 1987.
	 He learned the 
tailgate business from 
his father, Tom Thie-
man, who is retired and 
lives in New Bremen. 
The family tradition has 
continued with Todd’s 
son, Aaron, who works in 

assembly, and his daugh-
ter, Abbi, who serves as 
marketing coordinator.
	 Abbi Thieman, who 
has been in the busi-
ness since 2021, said 
she places ads for the 
company’s tailgates 
in trade publications 
for businesses such as 
propane gas delivery to 
promote liftgate sales. 
Another facet of her 
job is working at trade 
shows, taking displays to 
places like Indianapolis 
and Nashville.

Family-owned liftgate maker welcomes fourth generation to workplace

Paige Sutter/The Daily Standard

Craig Lunz welds aluminum at the Thieman Tailgate shop in Celina.

Submitted photo

The liftgates manufactured by Thieman Tailgates 
have capacities to lift from 1,000 to 6,600 pounds.

Submitted photo

The company’s specialty is units designed to meet 
specific requirements laid out by customers.

Paige Sutter/The Daily Standard

After the purchase of TODCO in 1987, Thieman 
Tailgate needed additional manufacturing space 
so the company purchased two buildings on Wayne 
Street in Celina where they remain.
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