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SOUTHERN 
Raised  
Augers

The following article follows how a small machine 
shop was pulled into the utility construction indus-
try and grew to become one of the world’s largest 
manufacturers of drilling tools.  If you buy or use 
drilling tools you’ll want to read this story and if 
you don’t, it’s still interesting to see some of the 
factors that helped another company grow.  

Jeffrey Machine Incorporated started out as a small 
machine shop in the 70’s in Birmingham, Alabama.  
In the beginning there was never any thought 
about becoming an auger manufacturer.  Their ini-
tial focus was to be the best tool and die machining 
company in the area.  They were pulled in the other  
direction after some local utility contractors dis-
covered the machine shop in their area.  Because 
it was close, the crews began to regularly use them 
for quick repairs on tools and machinery.  With lots 
of hard rock in that part of the country, damaged 
augers were common.  Jeffrey Machine did good 
work on the repairs, they were easy to deal with, 
and so word got out.  

Their auger rebuilding and repair business started 
to grow.  Owner Frank Sager’s son, Jeff  (namesake 
for Jeffrey Machine), eventually took over that por-
tion of the business.  Due to the fact the repaired 
augers were often better than the original tool, 
customers encouraged them to start making their 



own augers.  Compared to tool and die machin-
ery, making augers would be comparatively easy.  
Repairing the augers had made them aware of the 
most common types of damage.  Applying their 
machinist’s skills and knowledge, they could easily 
strengthen the areas most prone to failure.  

Taking on the challenge and working closely with 
area contractors, Jeffrey Machine combined their 
own skill set with the contractors’ experience.  
That winning combination began to result in a 
superior product.   Every order for 
a new tool was treated just like 
any other machine shop order.  
They’d question the buyer to find 
out everything pertinent about 
the intended usage.  A tool would 
then be specifically designed for 
that contractor.  Quite often, Jeff 
would accompany the tool to the 
jobsite to insure it performed as 
expected.  

By the late 1990’s and early 
2000’s, Jeffrey Machine had to 
make some serious growth deci-
sions.  The business had grown to 
the point it stressed the capaci-
ties of component suppliers.  For 
example, they initially had an-
other company to cut and press 
the flighting (the spiral portion 
of the auger) and by this stage 
they were keeping three sepa-
rate companies constantly busy 
just on the flighting.  It caused a 
serious bottleneck whenever one 
or more couldn’t produce quickly 
enough .  To continue to meet the 
growing demand for their augers, 
the Sager family decided to invest 
in a larger facility with space for 
future growth if necessary.  This 
would provide the room for the 
machinery to take control of 
more of their own supply chain.

Rapid growth can kill a company 
and often it’s caused by too much 
debt.  There had been discussions 

about going public, but they wanted no chance of 
losing control.  They knew that the real value they 
had to offer was their accumulated knowledge.  It 
was that and the personalized customer service to 
disperse that knowledge to the individual cus-
tomer’s need that was most important.   The high 
level of service would be exposed to too much risk 
should they lose control to outside stock holders.  
That was the real driver of their growth and it had 
to be protected.  Fortunately, the Sager family had 
managed finances well enough to be able to fund 
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the expansion without needing to go public.    

The expansion decision was a good call and 
allowed them to be more responsive to their 
growing base of customers.  Most of their busi-
ness continued to be word of mouth, but as they 
became involved in various associations and trade 
shows, word began to spread to wider regions.  In 
2003 they increased their advertising and on-
line marketing efforts, making them visible to a 
worldwide audience and their message was well 
received.  By 2006 they quadru-
pled their building size to accom-
modate ever larger specialized 
machinery.  One example of the 
state of the art machinery they 
began to fill their plant with, a 
huge megaton flighting press 
was built to their specifications.  
As tool and die machinists with 
auger manufacturing experience, 
they were able to engineer pro-
prietary changes into the press 
to cause it to outperform any-
thing available.  

At the start, the young Sager 
hired many trusted friends from 
his youth.  They’ve developed a 
tight knit group that works well 
together.  Their friendly coop-
eration and southern charm 
have won over customers from 
around the globe.  As with any 
group of people, it hasn’t always 
been smooth sailing.  Several 
years ago Jeff’s wife was diag-
nosed with cancer.  While he 
spent time with her at a hospital 
several states away,  a handful 
of key employees decided to 
leave and start their own com-
peting company.  His wife passed 
a short time later.  That was a 
one-two punch that would have 
destroyed many people, but the 
family and remaining friends 
gathered around and provided 
the encouragement and sup-
port necessary to continue the 

company’s mission.  The old adage “What doesn’t 
kill you makes you stronger” has certainly proven 
true in this situation.  They’ve grown bigger and 
stronger as a result, and the commitment to the 
customers is more solid than ever.

Last year when many other companies were pull-
ing back due to economic uncertainties, Jeffrey 
Machine bucked the trend by forging ahead with 
a significant purchase on a new custom designed 
rolling press.  Why?  Customer service.  The added 
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capacity would help them shave time when contractors needed it the most.  It proved its value within 
weeks of being setup on the shop floor.  A large utility contractor called with a serious problem.  Their 
crew was stopped dead in their tracks due to some hard rock that their drilling tool couldn’t penetrate.  
They needed a core barrel with rock cutting teeth and needed it immediately.  With the added capacity 
provided by the new rolling press, the tool was manufactured and delivered to the jobsite within six 
days.   It cut perfectly and the contractor was able to meet their obligations to the utility. 

So from a small machine shop to one of the world’s largest drilling tool manufacturers, the unique way 
this company has grown has led to a plethora of industry improving innovations.  One that’s rocking the 
industry right now is a totally 
redesigned rock cutting system 
called the Dragon’s Tooth that 
in at least one instance cut 
2500% faster than traditional 
rock teeth.

If you use augers or drilling 
tools and you would like to get 
some more information on this 
company you can visit their 
website at www.jeffreyma-
chine.com.   Phone is 1-205-
841-8600.  Email is sales@
jeffreymachine.com.

http://www.jeffreymachine.com
http://www.jeffreymachine.com
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DEWALT® announces its new line of heated jackets that can be powered by DEWALT 20V MAX* or 12V MAX** lithium ion 
batteries.  The jackets, when used with a DEWALT 20V MAX* or 12V MAX** battery, are capable of providing hours of core 
body warmth and continuous heat†.  The new line of heated jackets will include 4 different styles:  a soft shell work jacket, a 
hooded work jacket, a True Timber® camouflage jacket, and a True Timber® Blaze Orange camouflage jacket.

Each jacket offers a water- and wind-resistant outer shell, an LED controller with three temperature settings plus pre-heat 
mode, and three core body heating zones: left and right chest, and back.  The soft shell work jacket and camouflage jackets 
offer a fourth heating zone in the collar.

The heating power is transferred from the batteries to the jacket by a USB power source that is also capable of charging up 
to two electronic devices that are USB-compatible.   “Professional contractors work and play in all weather conditions. In 
cold weather, DEWALT heated jackets will provide warmth and protection from the elements,” says Sean Templeton, Product 
Manager, DEWALT.

Jackets can be purchased kitted (jacket, 20V MAX* /12V MAX** USB power source, 20V MAX* battery, and 20V MAX* char-
ger) or bare (jacket and 20V MAX*/12V MAX** USB power source only). The jackets (bare and kitted) will retail for between 
$149.00 and $229.00 each and will be available in sizes S-3XL†† through distributors in September.  The new heated jackets 
come with a one-year limited warranty and 90-day money-back guarantee.

DEWALT Heated Jackets

 

SKU Description Bare † 
Retail

Kit Retail

DCHJ060 Soft Shell Work Jacket: 4 heating 
zones; 5 total pockets; water-resistant 
polyester outer shell; adjustable cuffs 

and waistline

$159.00 $209.00

DCHJ061 Hooded Work Jacket: 3 heating 
zones; 4 total pockets; water-resis-
tant and durable twill outer shell; 
hood with adjustable drawstring

$149.00 $199.00

DCHJ062 True Timber® Camouflage Jacket: 4 
heating zones; 7 total pockets; soft 

noise-limiting camouflage outer 
shell;  removable hood with neck 

and face guard

$229.00 $179.00

DCHJ063 True Timber® Blaze Orange Cam-
ouflage Jacket: 4 heating zones; 7 
total pockets; soft noise-limiting 
blaze camouflage outer shell; re-
movable hood with neck and face 

guard

$229.00 $179.00

Heated jacket kits include:

(1) heated jacket
(1) 20V MAX*/12V MAX** USB Power Source
(1) DCB201 20V MAX* Battery
(1) DCB101 20V MAX* Charger
The TRUE TIMBER® registered trademark and the 
Blaze Orange camouflage design are owned by True 
Timber Outdoors Holding Company, LLC.

* Maximum initial battery voltage (measured with-
out a workload) is 20 volts. Nominal voltage is 18.
 
**Maximum initial battery voltage (measured with-
out a workload) is 12 volts.  Nominal voltage is 10.8

†Actual runtime varies depending on battery type 
and heat setting.

††+$10 Retail for 2XL and 3XL

Heated Jackets 
DeWALTMade 
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Terex Material Handling today announced that its Cleveland, Ohio facility has been awarded recertifica-
tion in ISO 9001 and 14001, and certification in OHSAS 18001 by Global Group for outstanding commit-
ment to safety, consistent quality and environmental management.

“Continuous improvement is one of the core values that make up the Terex Way. These certifications 
demonstrate that Terex Material Handling North America has a deep commitment to keeping our team 
members safe, while successfully servicing our customers, and protecting the environment,“ said John 
Paxton, Vice President and General Manager of Terex Material Handling North America.

To be recertified in ISO 9001, a company needs to demonstrate its ability to consistently provide prod-
uct quality that meets customer requirements, to enhance customer satisfaction and to continuously 
improve through the effective application of their processes.

To be recertified in ISO 14001, a facility must monitor its usage of hazardous chemicals, minimize 

North America  
Facility Earns ISO 

9001, 14001  
Recertification & 

OHSAS 18001  
Certifications

Terex Material Handling   
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harmful effects on the environment caused by 
its activities and continually improve its green 
performance.

To receive OHSAS 18001 certification, a compa-
ny must demonstrate its focus on occupational 
safety through its ability to minimize accident 
and health risks of team members, customers 
and visitors.

“We are proud of these certifications and I thank 
the entire team for their great commitment to 
quality, safety and environmental management.  
The recertifications of ISO 9001 and 14011 
demonstrate our long term commitment to 
continually improving our business.” said John 
Paxton.

About Terex Material Handling
With the integration of Demag industrial cranes 
and crane components, Terex Corporation is 
one of the world's leading suppliers of crane 
technology. The core competence of the Terex 
Material Handling business group lies in the de-
velopment, design and production of technically 
sophisticated cranes, hoists and components 
and the provision of services for these products. 
The business group manufactures in 16 countries 
on five continents and is present in more than 60 
countries, reaching customers in more than 100 
countries.

Terex Corporation is a diversified global man-
ufacturer reporting in five business segments: 
Aerial Work Platforms, Construction, Cranes, 
Material Handling & Port Solutions and Materials 
Processing.  Terex manufactures a broad range of 
equipment for use in various industries, includ-
ing the construction, infrastructure, manufactur-
ing, mining, shipping, transportation, refining, 
energy and utility industries.  Terex offers finan-
cial products and services to assist in the acquisi-
tion of Terex equipment through Terex Financial 
Services.  Terex uses its website to make infor-
mation available to its investors and the market 
at www.terex.com.
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Company Pg. Website
Access Construction Equipment 8 www.accessconstructionequipment.com
Asher 22 www.alasher.com
Alpine Cutters 18 www.alpinecutters.com
California Turbo, Inc. 6 www.californiaturbo.com
Carnie Cap 1 www.carniecap.com
Cementex 26 www.cementexusa.com
Con Expo 23 www.conexpoconagg.com
Dee Zee 16 www.deezee.com
Dur-A-Lift, Inc. 7 www.dur-a-lift.com
Dynatech 9 www.dynatech.com
Elk River 12-13 www.elkriver.com
Fumoto Engineering 24 www.fumotousa.com
Haticon Solar 17 www.haticonsolar.com
Jeffrey Machine, Inc. 3 www.jeffreymachine.com
Krenz Vent 18 www.krenzvent.com
Leading Edge Attachments Inc. 24 www.digrock.com
Minimizer IFC www.minimizer.com
North Shore Labs 18 www.safetyseal.com
Pelsue 11 www.pelsue.com
Pengo BC www.pengoattachments.com
Ram Mount 25 www.ram-mount.com
Rigid Life Lines 19 www.rigidlifelines.com
Roose Mfg 22 www.roosemfg.com
Solesbee 28 www.solesbees.com
Steelman 22 www.steelman.com
SubSurface 21 www.ssilocators.com
Towmaster 10 www.towmaster.com
Unique Paving 15 www.uniquepavingmaterials.com
Vmac IBC www.vmac.com
Winola 27 www.winolaindustrial.com
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