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In the construction industry, it’s hard to get people to buy into a foreign brand they 
can’t even pronounce, so we cleverly made a nickname the center of the campaign.

The campaign was strategically launched to lead up to the largest construction equipment 
trade show in North America, where we brought the idea to life in a larger-than-life way.

The key to a construction equipment manufacturer’s success is its dealer network, so we created several 
dealer recruitment-specific elements of the campaign to help LiuGong expand its footprint in North America.

“The ‘Go With Lou’ campaign was an extremely clever and 
positively impactful method to introduce the LiuGong 
brand to the North American marketplace. It accelerated 
dealer recruitment efforts three fold and enabled 
existing dealers to sell more products and service due to 
better brand recognition. The campaign put the LiuGong 
brand on the map and made it one of the fastest growing 
construction and material handling equipment OEMs in 
North America.”

GARY A. BUSCH 
Director of Dealer Development  
gbusch@liugongna.com  |  678-850-8114

“We’re committed to supporting and growing our dealer  
network. Our solutions offer customers the right tool for the  
job at a significantly lower acquisition cost. Dealer relationships 
are more important than ever. Across the country we expect 
to see an uptick in new projects, further highlighting the 
importance of dealer relationships and support for providing 
dealers with reliable equipment for their customers.” 

CHRISTOPHER SAUCEDO 
Senior Vice President, Strategy & Customer Solutions 
csaucedo@liugongna.com  |  346-213-1775

“Building and maintaining meaningful connections are 
enhanced with the opportunity to see each other and  
continue the work and growth of our industry. The importance 
of meeting ambitious dealers comes on the heels of major 
infrastructure news in this country. With LiuGong being 
based in the middle of the country, we have the opportunity 
to more easily meet with dealers coast to coast.” 

BENEFIT FROM THE POWER OF OUR PEOPLE. 
LiuGong is making significant investments in building a best-in-class 

North American dealer support network. As a LiuGong dealer, you’ll 

be backed by this team of highly experienced construction equipment 

leaders. We all look forward to meeting with you in person soon at 

the AED Summit. Until then, enjoy the enclosed excavator model as 

a sign of big things to come and the hat you’ll find under this invite 

as the first step of being part of the LiuGong family.

MICHEL MARCHAND 
Vice President of Sales for the United States and Canada 
mmarchand@liugongna.com  |  647-333-1271

“The construction equipment industry is at the precipice  
of setting all-time records for growth and volume. LiuGong 
has grown faster than the industry and is poised for a 
quantum leap forward as we continue to introduce new 
products to the marketplace and grow our dealer network. 
Together with our dealer partners, we will exceed the 
demands of the market and customer expectations.” 

SAM TERNES 
Director, CORE Team 
sternes@liugongna.com  |  346-396-2231

“With more than two decades of experience in 
the industry, I understand the importance of 
implementing effective product support measures 
to drive results. Exceeding customer satisfaction 
and offering the best customer experience starts 
with a solid relationship. I’m glad to have the 
opportunity to build relationships in person.”

ANDREW RYAN 
President, LiuGong North America 
aryan@liugongna.com  |  346-432-6843  

“LiuGong is excited about our 
investment in the United States and 
for more contractors to get to know 
our brand. Together with our dealer 
partners, we are investing to ensure 
that customers who put their faith 
in us will be rewarded. We believe 
our product portfolio offers the right 
combination of performance, reliability 
and total cost of ownership to help 
customers deliver profitable growth as 
the market continues to accelerate.”
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MEET OUR TEAM

MEET US AT 
AED SUMMIT 
Contact Gary Busch, LiuGong Director 
of Dealer Development, by phone or 
email to set up a meeting time during 
the AED Summit, or just drop by our 
suite (Astor Suite 3276) any time. 

RSVP:  
678-850-8114 
gbusch@liugongna.com 

OR STOP BY:  
Astor Suite 3276

Also, be sure to stop by the After Hours 
Networking Welcome Reception sponsored  
by LiuGong. We’re celebrating all the hard-
working dealers like you in the industry.

Tuesday, January 10th 
9 to 11 p.m. 
Hyatt Regency’s BIG Bar 
Skyway Level (East Tower) 

 

It doesn’t take a well-known logo on the side of a machine to do the hard 

work your customers need to get done. As one of the fastest growing 

construction equipment manufacturers in North America, LiuGong is 

proving that even a brand that’s hard to pronounce (just think “Lou”)  

can help dealers build incredibly loyal customer relationships and scale  

up highly profitable businesses.

The AED Summit is a great opportunity for you to meet the LiuGong 

leadership team and learn firsthand why going with Lou means going  

with one of the fastest growing dealer networks in North America; going  

with a flexible dealer model that’s different and gives you the freedom to 

operate your business your way; and going with a full lineup of more than  

300 different machines across 22 categories to choose from.

The best part: we still have lucrative dealer territories available in  

your market. But they won’t last long. So, let’s be sure to connect  

at the AED Summit.

Sincerely, 

Andrew Ryan  
President, LiuGong North America

ANGIE MOORE, VP ACCOUNT PLANNING & MANAGEMENT 
NELSON SCHMIDT

LIUGONG NORTH AMERICA
Positioning an overseas brand for  
overwhelming North American growth.

FINDING A FOOTING FOR A FOREIGN BRAND.
LiuGong is one of the fastest growing construction equipment 
manufacturers in North America. Yet it’s still a relatively unknown 
brand. In a region of the world long dominated by U.S. companies 
like Cat, Deere and Case, it’s not easy for a Chinese construction 
equipment brand to find a footing in the market. In fact, we found 
most people in North America even struggled with pronouncing 
their name (it’s “LOO-gong”). But the high quality and extreme 
value of their machines was attracting both dealers and customers 
to the brand, especially as the struggling economy and supply 
chain disruptions pushed buyers to consider alternate choices. 
Unfortunately, this groundswell of growth was mostly happening 
underground. To bring awareness to the masses and help LiuGong 
secure a permanent place in the mindset of the North American 
market, we developed a campaign that cleverly countered the 
challenges the Chinese brand was facing.

MAKING AN UNDERDOG THE UNDENIABLE CHOICE.
The first issue we sought to solve was their name. We couldn’t 
change it, but we could make it memorable. So we cleverly co-opted 
an American name, “Lou,” throughout the campaign that made 
pronunciation of the brand both fun and simple and highlighted the 
North American commitment this Chinese company was making. 
Next, we challenged the superiority of the U.S.-based competitors. 
The facts were simple: LiuGong equipment consistently outvalued 
and outperformed these brands in nearly every spec that mattered. 
We boldly suggested that buying a machine just because of its  
well-known logo wasn’t going to get the job done any better. Our 
“Go With Lou” campaign was all about changing the mindset of the 
market and making the underdog the undeniable choice for North 
American dealers and their customers.

REAPING THE REWARDS OF A SMART STRATEGY.
The strategy of the campaign was two-fold. We needed to help 
LiuGong attract new dealers in North America and in turn attract the 
attention of end-use buyers to drive business to these dealers. The 
results were truly a win-win. Our work was instrumental in LiuGong 
expanding their dealer coverage by an incredible 325% and increasing 
their revenue by an astonishing 600%. The marketing-specific results 
for our “Go With Lou” campaign were tremendous, too, including digital 
ad click-through rates as high as 1,240% over industry benchmark, 
organic social engagement rates 900% over platform benchmark 
and email click-through rates nearly 100% above industry standard. 
Additionally, our tradeshow public relations efforts resulted in 
172 clips with an advertising value equivalency of $655,000 and 
placements in high-value publications including the Wall Street Journal 
and Equipment World.

Sometimes a brand’s toughest challenge 
can be turned into its biggest opportunity.

The name on the machine matters in 
North America, so we found a clever way 
to make the LiuGong name meaningful.

The dealer recruitment elements 
of the campaign helped LiuGong 
expand its dealer footprint in North 
America by 325%.

The “Go With Lou” campaign was 
so successful, it helped LiuGong 
North America increase its revenue 
by nearly 600%.

325%

600%
Expanding the “Go With Lou” message into 
earned media helped the LiuGong brand get 
credible publication article placements worth  
an ad equivalency of $655,000.

655K

https://vimeo.com/820615128/07edc6d1d1?share=copy
https://vimeo.com/820615197/41f4f8105a?share=copy
https://vimeo.com/820615172/b36f74b97a?share=copy
https://vimeo.com/820615213/fb4fc1f7be?share=copy
https://vimeo.com/820615102/22842ad827?share=copy
https://vimeo.com/787938162/2625a37207?share=copy

