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From machinery and field service lo engineering, scanning, CNC manufacturing and
Al-driven tools, Millennium Machinery has spent more than two decades building
around one question: what does the customer actually need to keep moving?

Millennium Machinery was not built from a
perfect first attempt. t
1
It came out of loss, hard lessons, family history f “It’'s about ﬁnding
and the kind of experience that permanently 1 solutionsforcustomers
changes the way a person thinks about trust. | :

| and embedding yourself

Robert Valdes grew up around machinery and | in a relationship with
engineering. His grandfather owned a machine |  them thatmakesyou
shop in Cuba before Castro came to power and the s I 2
business was taken from him. He rebuilt his mdzspensable.
working life in Puerto Rico, eventually buying
another machine shop and continuing to sell
diesel engine parts throughout the Caribbean.
Valdes started as his driver.

Robert Valdes, ;
Millennium Machingry

“l used to go pick up parts and drop them off,” he
says.
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Over time, he began meeting customers, learning
the vendor side of the business and understanding
something that would eventually shape Millennium
Machinery: the value was never simply in the part.
It was whether that part solved a problem quickly
enough to keep someone else’s operation moving.

Years later, Valdes built his own company in Latin
America.

Then Venezuela collapsed.

“It cost me everything I’d built up until that point in
2000,” he says. “So | had to declare bankruptcy. |
had to close that company down.”

The experience was brutal, but clarifying.

“| learned what shouldn’t be done. And a little bit
more about who to trust and how to do business.”
Millennium Machinery was founded in 2001 with
those lessons behind it.

The Work Behind the Name

Asked what those early years demanded, Valdes
does not romanticize them.

“Sweat and blood.”

There was travel, handshakes, long days and the
constant work of finding answers for customers.
Eventually, he realized Millennium could not be
built around transactions.

“It wasn’t about what widget you sell and what
widget you represent,” he says. “It was more about
finding solutions for customers and embedding
yourself in a relationship with them that makes you
indispensable.”

That philosophy pushed Millennium well beyond
equipment sales.

Today, the company combines machinery, field
service, engineering, scanning, digital technology,
CNC manufacturing and increasingly Al-driven
tools across mining, aggregates and

heavy construction. 33




“We look for solutions for customers,” Valdes
says.

Sometimes that means working within the
capabilities of manufacturers such as Epiroc
and Metso. Other times, it means modifying
equipment, redesigning a component or finding
an entirely different route to the outcome a
customer needs.

“My goal is to make sure that the
customer is profitable first.”

A Business Built Together

The balance between risk and discipline also

exists inside the Valdes family. Robert
describes himself as the entrepreneur and risk
taker. His wife is more conservative, watching
the numbers, insurance, liability and the

details he may have overlooked. “She’s my
yang to my yin,” he jokes.

When he celebrates a large deal, she is often
already thinking about taxes, coverage and
exposure. “I'm looking at it from a realistic
point of view,” she tells him.

Valdes calls her his “litmus test”

“If | can convince her that it’s a good deal, | can
convince anybody.” They have worked beside
one another for decades, her financial
discipline allowing him to remain focused on
customers, growth and business development.
Their son has now joined that story.

Originally studying biology with plans to
pursue medicine, he eventually approached his

father about joining Millennium.

“l want to sit in your chair,” he told him.
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Valdes’s response was immediate.

“Oh, no, you don’t. You have no idea what
you’re saying.”

So he started him as a mechanic’s helper.

His son later earned an MBA, learned the
equipment, worked through engineering
challenges and moved into manufacturing.
Today, Robert says, he asks him for advice.

When Downtime Costs
Thousands

In Millennium’s world, a stopped machine can
mean thousands of dollars lost by the hour.
When a customer goes down, the response
becomes immediate. “We’ll work 24 hours,”
Valdes says. “We’ll subcontract out. We’ll look
for anyone that can help solve that problem.”

He recalls a production facility in Argentina
losing a controller immediately before a long
U.S. holiday. Millennium located one in Utah,
flew out to retrieve it, put it on a direct flight to
Argentina, moved it through customs and had
it installed within 48 hours.

“Whatever it takes to keep the customers
running.”

But urgency does not replace diagnosis.

If a fuse fails, Millennium’s service team wants
to understand why.

Replacing it may restart the machine, but a
short, loose cable or another underlying issue
can simply create the next shutdown. The
company also asks customers to make difficult
decisions around preventive maintenance,
including temporarily giving up production
time when doing so protects long-term uptime.
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“We put our money where our
mouth 1s.”

Lowering the Real Cost

Valdes evaluates machinery through total cost
of ownership, not purchase price alone.

“Those kinds of solutions are not in the
textbooks,” he says. “They’re part of an
overall strategy because we like to put
ourselves in our customer’s shoes.”

One example began with a consumable drill
component that a third-party supplier could
not deliver reliably. Millennium bought CNC
equipment, hired programmers and brought
production in-house.

Then Valdes challenged his engineering team to
improve the component itself. The original
version lasted approximately 4,000 feet. The
redesigned version reached roughly 35,000.

The customer now needs considerably fewer of
them.

The objective, Valdes explains, is not to
‘maximize how much Millennium sells. It is to
improve the economics of the customer’s
operation.

“What do you need to accomplish for you to be
profitable?”

Relationships That Go Both Ways

Millennium approaches its manufacturer
relationships with the same directness.

Valdes believes representing a brand means
understanding its people, strategy and long-
term goals, not simply carrying its logo.
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But the customer remains first.

If a competing product genuinely performs
better for a particular application, Millennium
will say so.

That transparency has created an unusual level
A/‘ , y of loyalty. Valdes says customers have
WPHI || | sometimes resisted efforts by manufacturers
ERIES | . .

bl to work with them directly.

“They’ll say, ‘No, no, no. You leave us with
Millennium. We’re good.”

Millennium now serves customers throughout
the southeastern United States, the Caribbean
and Latin America.

Valdes credits much of that growth to one
thing:

“Hiring the right people.”

Then comes understanding a customer deeply
enough to ask the questions that matter.

“What = drives - their revenue and - their
profitability? What stops you from growing?
Where are your problems?”

‘What Gomes Next

Scanning, digital twins, automation and Al are
already changing how equipment is monitored,
dangerous conditions are identified and
operational decisions are made.

Valdes believes companies that disconnect
from those changes—or from the customers
experiencing them—will'struggle to keep pace.

“If you are not completely engaged with the
technology that’s being developed,” he says,
“and if you’re not engaged with customers and
what they see in the market moving forward,”
falling behind becomes almost inevitable.
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Millennium continues to evolve because the

problems its customers face continue to evolve
with it.

Yet when Valdes considers what he ultimately
wants the next generation to say about the
business, the answer has little to do with
machinery or technology.

A strong company, built on
integrity, trust, and a company
that solves problems rather than
creates them.”
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After more than two decades, there may be no
more accurate measure of what Millennium
Machinery has been building.

Keep Your Operation Moving

Millennium Machinery helps mining, aggregate and
heavy-construction companies reduce downtime,
extend equipment life and solve complex
operational challenges.

Connect with Millennium Machinery at
www.mmpas.com to learn more.


https://www.mmpas.com/

