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better
better allocated
allocated in
in North
North America
America
where
where we
we have
have plenty
plenty of
of opportunities
opportunities
for
for growth
growth in
in our
our business
business and
and to
to
improve
improve our
our performance.
performance. We
We were
were
fortunate
fortunate to
to find
find a
a great
great company
company like
like
Loxam
Loxam to
to negotiate
negotiate a
a deal
deal to
to transition
transition
our
our businesses
businesses to
to them,
them, which
which will
will
help
help them
them strengthen
strengthen their
their business
business
and
and brand
brand in
in Europe.
Europe. At
At the
the same
same
time,
time, it
it provided
provided us
us the
the opportunity
opportunity
to
to better
better allocate
allocate our
our resources
resources into
into
our
our core
core markets.
markets.
RM:
RM: As
As an
an industry
industry veteran
veteran and
and
having
sold
equipment
having sold equipment into
into the
the
equipment
equipment rental
rental industry,
industry, how
how has
has
this
this business
business evolved?
evolved? It
It seems
seems like
like
it
it is
is much
much different
different than
than it
it was
was even
even
five
years
ago.
Why
has
it
changed?
five years ago. Why has it changed?
Silber:
Silber: The
The industry
industry has
has evolved
evolved
quite
a
bit
over
my
years
quite a bit over my years of
of experience.
experience.
If
If you
you go
go back
back prior
prior to
to 1997
1997 when
when Hertz
Hertz
was
the
only
global
company
was the only global company and
and then
then
in
in the
the late
late 1990s
1990s to
to middle
middle 2000s,
2000s, there
there
was
a
roll
up
of
major
names.
was a roll up of major names. That
That
changed
changed the
the face
face of
of the
the industry
industry as
as
small
regional
or
independently-owned
small regional or independently-owned
and
and family-operated
family-operated groups
groups of
of
companies
became
bigger.
companies became bigger. Access
Access
to
to greater
greater capital
capital to
to invest
invest in
in systems,
systems,
gear
and
people
and
those
gear and people and those types
types of
of
things
things helped
helped to
to further
further professionalize
professionalize

the
the industry.
industry. What
What II think
think has
has
happened
happened is
is the
the industry
industry has
has become
become
significantly
significantly professionalized
professionalized and
and
automated
automated over
over the
the years.
years. There’s
There’s
a
a lot
lot more
more ability
ability to
to understand
understand
what
what is
is going
going on
on across
across the
the business
business
because
of
the
operating
because of the operating and
and software
software
systems
systems we
we operate
operate today.
today. At
At the
the same
same
time,
time, it
it is
is important
important to
to maintain
maintain
the
the entrepreneurial
entrepreneurial attitude
attitude and
and the
the
entrepreneurial
capability
at
entrepreneurial capability at the
the branch
branch
level.
level. That
That is
is why
why we
we are
are empowering
empowering
our
our people
people at
at the
the branch
branch level
level to
to serve
serve
local
local customers
customers the
the way
way local
local customers
customers
expect
expect and
and need
need to
to be
be served
served on
on an
an
everyday
everyday basis.
basis. Then
Then we
we can
can give
give the
the
branches
branches the
the support
support from
from consolidated
consolidated
back
back office
office operations.
operations.
RM:
RM: What’s
What’s keeping
keeping you
you up
up at
at
night?
Do
you
have
any
key
night? Do you have any key business
business
concerns
concerns today?
today?
Silber:
Silber: Everyone
Everyone asks
asks me
me a
a similar
similar
question.
question. II came
came back
back into
into this
this business
business
not
not because
because II needed
needed to.
to. II came
came back
back
into
into this
this business
business because
because II wanted
wanted to.
to.
When
When you
you come
come back
back into
into something
something
because
because you
you want
want to,
to, you
you take
take a
a
different
approach
in
terms
different approach in terms of
of your
your
maturity
maturity level
level and
and experience
experience level.
level.
You
put
your
experience
You put your experience into
into play
play
and
and when
when you
you can
can hand-select
hand-select the
the
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organization
organization the
the way
way we
we have
have been
been able
able
to
to over
over the
the last
last six
six or
or seven
seven months,
months,
you
you bring
bring in
in the
the expertise
expertise where
where you
you
think
think you
you might
might have
have weaknesses
weaknesses or
or
holes.
holes. So,
So, II feel
feel good
good about
about the
the team
team
we
we are
are building.
building. As
As for
for the
the business
business
itself,
we
have
a
lot
of
opportunity.
itself, we have a lot of opportunity. The
The
equipment
equipment rental
rental market
market looks
looks healthy
healthy
for
for the
the foreseeable
foreseeable future,
future, with
with the
the
exception
exception of
of the
the oil
oil and
and gas
gas industry.
industry.
We
We expect
expect that
that oil
oil and
and gas
gas markets
markets will
will
come
come back
back at
at some
some point
point and
and again
again
offer
offer opportunities.
opportunities. It’s
It’s just
just a
a question
question
of
of when
when and
and how
how meaningfully
meaningfully it
it
recovers.
recovers. Overall,
Overall, however,
however, the
the outlook
outlook
for
for equipment
equipment rental
rental markets
markets looks
looks
healthy
in
North
America
healthy in North America and
and that
that
gives
gives us
us a
a great
great feeling
feeling about
about our
our
opportunity
opportunity to
to grow
grow and
and invest
invest to
to
expand
expand our
our business
business and
and our
our footprint
footprint
around
around North
North America.
America. So,
So, nothing,
nothing,
thankfully,
thankfully, is
is keeping
keeping me
me up
up at
at night.
night.
When
you
have
the
organization
When you have the organization and
and
professionals
professionals we
we have
have in
in our
our business,
business,
we
we understand
understand where
where our
our weaknesses
weaknesses
might
might be
be and
and we
we just
just go
go about
about
addressing
addressing them.
them.
RM:
RM: Some
Some of
of your
your competition
competition may
may
buy
buy less
less equipment
equipment this
this year
year because
because
they’ve
they’ve moved
moved machines
machines from
from the
the
oil
oil patch
patch into
into the
the construction
construction ➤
➤

HERC From Page 43 markets. HERC

might have had a bit more exposure
than some in oil and gas. Will that
impact capital expenditures for
Herc Rentals?
Silber: We may not be investing
significantly in the oil and gas markets
for the foreseeable future and we have
made the appropriate changes we had
to make, but overall we are bullish on
our investments in capital expenditures
this year. It will be at levels equal
to or greater than 2015 and we are
identifying a number of new greenfields
we are starting up and markets we
are going into. We want to expand
and diversify our fleet, so we will be
aggressive on capex spending this year.
RM: I’m a potential customer who
wants to rent equipment for a
project. Why should I come to Herc
Rentals? What can your company
give me that I can’t get elsewhere?

Silber: You’re going to get a level
of service, support and customer
understanding that have always been
core to HERC’s success. We are focused
on becoming even better in those areas
and we are communicating within our
organization that we intend to be the
supplier of choice. When you have a
vision to be the supplier of choice, you
have to delight your customers, provide
value-added services, on-time services
and quality gear. What you are going to
find is that we will have a fleet consisting
only of premium quality equipment
with top-quality, recognized brands
that customers want. We will not offer
off-branded or second tier brands of
equipment. We will have a fresh young
fleet available. We will have a backend
support system that is seamless. We
will give our customers the ability to
do business with us from a mobile
technology platform that offers an
unparalleled level of interaction, putting
HERC’s products and services at their
fingertips from anywhere they have a
project or worksite. We will enable a
completely mobile experience in terms
of being able to place orders, track
shipments and follow everything from
order to cash. We are looking to be
technology-enabled and linked to our
customers to give them the confidence
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that when they place an order with us,
the gear will be there, it will work and
they will have the proper support to use
that and get the job done.
RM: What do you envision a typical
branch to look like? What range of
equipment would be available? Will
there be party and event equipment
or strictly construction?
Silber: It will vary by location.
We won’t have party and event
supplies. We will not be in that
business. We will not be in the dealership
or retail business. We are going to be a
rent-to-rent company; in other words,
we are purely in the rental business.
We will be focused on being a rental
company and that is where we ultimately
will generate revenue and profit. Branch
offerings can vary depending on the
market. A large urban center might be
more focused on professional contractor
tools to service urban contractors.
Another branch might have a wide range
of equipment from big excavators to
handheld tools and small equipment.
We also will have specialty locations.
We already have a specialty solutions
footprint with roughly 34 locations today
including entertainment services, and
pump, power and HVAC combined. We
will continue to grow that footprint. RM

Need a sounding board?
Consult with a Coach!
It’s not just the big situations that
Rental Advisory Program Coaches
can help you solve. They’re here to
assist with the smaller ones, too.
Let a Coach — a veteran rental operator
— help you tackle the smaller issues —
before they turn into big problems.

Coach consultations are:

1. Easy to set up.
2. Confidential.
3. Affordable.
Larry Silber,
Herc Rentals

Asterios Satrazemis,
BlueLine Rental
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Go to ARAfoundation.com.
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Hertz yellow, although we now have
our own shade of yellow going forward.
When you look at the contour, it starts
small and is an expanding beam into
the future. We wanted to combine
the past and not lose the legacy of the
Hertz brand and the goodness around
the brand, but we also had to establish
our own identity as an independent
company going forward. That’s how we
came up with our new brand and our
new mark that was announced during
The Rental Show® in February.

Photos courtesy Hertz Equipment Rental Corp.

Restoring the
gold standard

Silber aims to
lead Herc Rentals
to greatness
By Wayne Walley

HERC From Page 41 a bus that’s
traveling at 60 mph. We’re having
our 50th anniversary this year, but it’s
like we’re a new company. As a new
company, we are currently at about
$1.6 billion in revenue and I get to
stand up a whole leadership team at the
same time. It’s a unique opportunity and
something I wanted to do. That’s what
brought me back into the industry.

N

Silber

40

early seven years after Larry
Silber retired as president of
Doosan Infracore Portable
Power — formerly Ingersoll Rand’s
Utility Equipment business — he agreed
to join Hertz Equipment Rental Corp.
(HERC), Bonita Springs, Fla., as the
company’s president and CEO. Silber
says he couldn’t resist the opportunity to
build his own team and help shepherd
the company in its transition from a
subsidiary into a separate, stand-alone
public company.
HERC, in fact, will change its name
to Herc Rentals following its separation
from Hertz Global Holdings to become
independent with Silber’s goal to restore
the company’s industry leadership as it
celebrates its 50th year in business.
“This company trained the industry
and we are once again going to be
known as the company that sets the
standard,” Silber says. “If you don’t train
people, they will leave. If you do train
them and they decide to leave, part of
your legacy follows them as they go on

to be successful elsewhere. Our focus
on people is fundamental to our main
objective, which is to build our business
by enhancing the customer experience
and to create shareholder value.”
Silber recently spoke with Rental
ManageMent about his plans for the
company, the challenges ahead and the
rebranding effort. An edited version of
that conversation follows.
RM: What attracted you to join HERC
and what excites you about this
position as president and CEO?
Larry Silber: After spending 30 years
with Ingersoll Rand, even after the
business unit I led was sold in the
mid-2000s, I’ve maintained an
attachment and involvement in the
industry. What really attracted me to the
opportunity at HERC is really two-fold.
One, this was once the greatest company
in the equipment rental industry. It was
considered the IBM of the industry. It
was the leader in national and global
rental. Unfortunately, over the past six
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RM: Spinning off as an independent
public company has many positives,
but do you see any negatives?
Silber: Whenever there is a
separation, there always is a certain
amount of angst — whether in real life,
such as with a parent and a child, or in
business — but from our standpoint,
as well as our parent company, this is
all positive. While we will share the
same name until we are independent
and become Herc Rentals, we will bring
some of the great legacy with us. There
are very few similarities between the
two businesses other than the fact that
we each rent things. The car rental
business has a completely different
customer base, completely different
operational metrics and is completely
different from the way it goes to market
than the equipment rental business,
which is more of a business-to-business
industry. Quite frankly, the gear isn’t the
same. Cars and equipment are different
animals, so both the parent and we view
this as nothing but positive. That’s not
to say there is anything wrong being
with the parent, but now we will be
allowed to make our own investment
decisions and we’ll be subject to our
own scrutiny as to how we perform in
the marketplace.
Our responsibility continues to be to
maximize shareholder value as we grow
this company, but as an independent

to eight years, it has had its share of self-inflicted problems.
I viewed it as an opportunity to come back into the industry
and use the skill sets I’ve learned through my time in the
industry plus my time outside of the industry to lead this
company back to greatness. It is an opportunity to make
what was once the gold standard of the industry the gold
standard once again.
RM: You’ve joined at a time when Hertz Equipment
Rental Corp. is owned by Hertz, but will be spinning
off soon as its own publicly-traded company. That also
seems to be an exciting challenge to take on.
Silber: That was the second part of what attracted me
to this position. I’ve done a lot of different things in my
nearly 40-year career, including spins and taking public
companies private, taking a division of a public company
and turning it private, and taking a division of a public
company and moving it to another public company, but
I’ve never taken a division of a public company and spun
it into its own independent public company. From an
intellectual challenge and just a general business challenge,
it was a great opportunity to do that. At the same time, I
have the opportunity to build my own team because all of
the corporate functions that were previously provided by
the parent company now have to be provided by ourselves.
It gives me a unique opportunity to change the wheels on ➤
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company, we will be able to purely
focus on our core business and make
decisions that are strictly based on our
business as opposed to considerations
that come into play as part of a larger
organization and team. For example,
sometimes you have to do things that
might be contrary to the business
conditions in your markets to help the
other parts of the business that may
be experiencing challenging economic
times and cycles. Now we will be subject
to our own markets and cycles, and be
more responsive to our challenges and
opportunities as we secure our own
destiny going forward.
RM: How did the rebranding
of the company to Herc Rentals
come about?
Silber: It came from my background
in the industry working with a
manufacturer when I was at Ingersoll
Rand for 30 years, with Bobcat and
all the other brands we had in our
portfolio. HERC always was our single
largest customer and we always referred
to it as HERC. While we are Hertz
Equipment Rental Corp., HERC always
has been the acronym for the full name
and we are referred to as HERC in the
marketplace. More importantly, we are
transitioning from the parent company
brand to Herc Rentals and our new
brand mark really does a couple of
things. Herc, in terms of typeface and
letters, transitions a little of the past.
We kept the typeface and the italicized
movement of the Hertz Equipment
Rental logo. We eliminated the word
equipment as that allows us to open up
our windows to the types of customers
and markets we are going to be looking
at and serving in the future. Then, we
put the yellow contour above “Herc”
to preserve the brand identity of the

RM: How do you expect Herc
Rentals to evolve and who is
the target customer?
Silber: We will continue to serve
our current customer base and seek to
build stronger relationships with them,
but we also are going to look to expand
beyond what has been our traditional
and core markets and into other areas.
For example, we are aggressively moving
into specialty solutions. We already have
businesses in entertainment services.
We already have businesses in the
energy segment with pump and power
capability. Now, you will see us move
more aggressively into things like floor
care, HVAC and other related areas that
will give us opportunities to serve large
businesses with solutions that are more
diverse than those we have previously
been able to provide. Our plans also
involve servicing the smaller local
contractors as well. Our portfolio of gear
is evolving, changing and expanding to
allow us to serve a much broader base,
diversify us and decrease our exposure to
the risk of cycles in some of the markets
we participate in. All of this will give us
growth opportunities well beyond what
we have been able to pursue previously.
RM: HERC, as a U.S.-based equipment
rental company, has been very active
overseas, but prior to the spinoff,
Hertz sold off HERC’s French and
Spanish operations. Does that mean
Herc Rentals will be primarily a North
American company or will Herc
Rentals continue to expand globally?
Silber: We always will have a global
footprint to some degree, but our
primary focus is going to be North
America for the foreseeable future. We
will maintain our operations that we
currently have in China, the UK and
Middle East where we have full or partial
ownership through joint ventures. We
will continue to support franchisees
throughout the world. We currently
have 13 franchisees around the world.
We made the decision to divest the
France and Spain businesses primarily
because we were not in a position to
be in the top three in those markets.
We viewed that our resources would be
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