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J ohn Sargent is the chief executive 

officer (CEO) of Cooper Machinery 

Services, headquartered in Houston, 

Texas. The original Cooper was founded 30 

years before the commencement of the 

American Civil War by two Ohio brothers, 

and has been a mainstay in the engine 

and compressor business ever since. In 

2019, Cooper emerged from the former 

reciprocating compression division of Baker 

Hughes, a GE Company (BHGE), which Arcline 

Investment Co. acquired. BHGE purchased 

the reciprocating compression business five 

years prior from Cameron International.

Sargent, a 25-year veteran of the engine-

compressor world, has former ties to Epic, 

Cameron, Exterran and El Paso. He became 

Cooper’s CEO in September 2019 (see 

COMPRESSORTECH2, November 2019, p. 27). 

COMPRESSORTECH2 spoke with him about the 

company’s evolution since its inception, its 

current situation in these trying times and the 

company’s future plans.  

 

COOPER’S REBIRTH TOOK PLACE A LITTLE OVER A 
YEAR AGO. HOW HAS THIS FIRST YEAR BEEN FOR 
YOU AND THE COMPANY?   

Sargent: Where do I begin? The organization 

has been through so much change and 

been forced, like the entire industry, to 

navigate through the extremely rough 

waters of COVID-19 and the corresponding 

energy demand downturn. The reality is that 

Cooper is a completely new and different 

company than it was a year ago. We’ve 

changed out our entire senior management 

team to a diverse group that includes 

several compression industry veterans. 

We’ve replaced four of our five U.S. regional 

directors and inserted compression-industry 

veterans into those slots. We have acquired 

six separate companies and have entered 

several new product lines. We have switched 

our primary business emphasis from the 

selling of new compressors to the servicing 

of existing horsepower. We’ve modernized 

our systems internally with a new CRM and 

online technical support system. And we 

have done all of this while working from 

home since March and suffering, like most, 

through an industry downturn. But through 

Sargent: Cooper keeps 
eye on future purchases, 
service offerings
OEM’s first year marked with establishing new culture, acquisitions. By DJ Slater

“The reality is that Cooper 

is a completely new and 

different company than  

it was a year ago.”

JOHN SARGENT, CEO, Cooper Machinery Services

John Sargent is a 25-year veteran of the engine-compressor world.
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it all, we have been able to implement real 

and substantive change to our culture, 

our priorities and to the way we treat our 

employees and customers. I’ve very excited 

about where Cooper is as an organization 

and I believe the customer is seeing the 

difference from where we were in the recent 

past.

TELL ME ABOUT THE CULTURE SHIFT AT COOPER IN 
THE LAST YEAR. THE ORGANIZATION WAS OWNED 
BY A LARGE CORPORATION AND IS NOW PRIVATE. 
WHAT CHALLENGES AND OPPORTUNITIES HAS 
THAT PROVIDED?

Cooper has been around since 1833. During 

that time, the organization has evolved 

and reinvented itself many times over. The 

nexus for this reinvention is the fact that we 

cannot be the same Cooper we have been 

in the past. We have to put the customer 

first and not our own short-term interests. 

We must shelve the urge to have a sense 

of entitlement about the business just 

because we are the OEM. We can’t behave 

with short-term thinking when it comes to 

pricing and inventory and quarter-to-quarter 

profit figures as we have to look long term to 

determine what’s best for Cooper and what’s 

best for our industry overall. And we must 

get, as I like to say, “back on the wrench” 

by deploying a world-class service team. 

Our customers deserve an OEM they can 

rely on, and only when we become that will 

customers work with us to keep their Cooper 

and non-Cooper high-speed and slow-speed 

engines and compressors in place and 

running for the long term.

I love this company and industry and 

have for my entire career. It is a tremendous 

honor to be in this position. But the reality is 

that I must implement a tremendous amount 

of change in our company and transform 

our systems, business model and culture 

if we are going to be successful. Some of 

that change will be painful; it often is in 

organizations. But our employees need to 

know that we cannot stay the same, and 

our customers need to know that we are 

committed to change. In life and in business, 

you either get better or you get worse. You  

do not stay the same.  

ARE ALL THE TRANSITIONAL PARAMETERS 
FINISHED FROM COOPER’S ACQUISITIONS OR IS 
THERE STILL A LITTLE MORE WORK TO BE DONE  
IN THIS AREA?  
All the companies Cooper purchased had the 

after-sale support DNA that we were seeking, 

and all of them helped us increase our 

connectivity to the customer and increase 

our overall after-sale capabilities. The Cooper 

organization needed to upgrade its culture 

and almost all our key product and service 

lines – from parts support to upgrades to 

turbochargers to our service and parts 

capabilities for non-Cooper engines and 

compressors. To that end, we have made 

a strong effort to learn from the cultures of 

some of our acquired companies and avoided 

the urge to impose our way to thinking 

on them. We have purposely retained key 

leaders and managers from most of our 

acquired companies. This has allowed us to 

maintain continuity and improve our overall 

business culture and continuity with our 

customer base.   

IT IS IMPOSSIBLE NOT TO TALK ABOUT THE 
CORONAVIRUS AND ITS IMPACT ON THE WORLD. 
HOW HAS THE CORONAVIRUS IMPACTED COOPER?  
I would love to talk about anything but 

coronavirus if I can be perfectly honest. 

Like most service companies in the engine-

compressor space, we have seen a downturn 

resulting from COVID-19. But our business and 

markets are resilient, so our day-to-day parts 

business and general service work has not 

been overly impacted as companies need 

to keep their equipment running. Where we 

see the most impact is with our overhaul and 

upgrade business and our large project work. 

Those projects are labor intensive and require 

Since Cooper’s rebirth, it has 

acquired six companies in the 

gas compression industry.
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a lot of face-to-face interaction to execute, 

so both Cooper and the customer have been 

proceeding with caution here. But our view 

is that we must be prepared for the fourth 

quarter or the first quarter of 2021 when 

customers will need engine-compressor 

overhauls done quickly, so we’re spending a 

lot of time as a team making sure our parts 

inventory is healthy and our service locations 

are ready for when the next wave hits. 

          Of course, our top priority during this 

time has been the safety of our employees 

and customers. We have not seen a 

coronavirus outbreak of any size anywhere 

within Cooper.

IS THE COVID-19 PANDEMIC THE MOST 
CHALLENGING THING THE NATURAL GAS  
MARKET HAS FACED OR WAS THERE A MORE 
CHALLENGING TIME? 
I think the number one issue that hinders 

businesses and economic progress is 

uncertainty. When organizations are 

operating in an environment of uncertainty, 

they sit on cash and are unwilling to invest 

and spend on large projects. With the 

coronavirus, we have seen the greatest 

period of uncertainty that the industry has 

experienced in my career. Add to that the 

double whammy of low energy prices and 

I think the industry is in a situation where 

lots of organizations will have to evolve to 

remain healthy. I expect a lot of evolution and 

consolidation in 2021.   

But for Cooper, we have looked at this 

time as an opportunity. We have great 

support from our ownership and have made 

aggressive moves to transform our business 

this year. We are no longer a large public 

company. We’re private and we’ve used the 

flexibility that our ownership situation allows 

and spent this time to quickly strengthen 

our management and leadership team, 

build up our parts inventory, update our 

systems, modify our sales channels so we 

can get closer to the customer, and launch 

our strategy to become the OEM this great 

industry has been in need of for some time. 

We do not take long here at Cooper to make  

a decision and implement our plans.

WHAT CAN NATURAL GAS PROFESSIONALS LEARN 
FROM A DOWNTURN? WHAT LESSONS DOES A 
PANDEMIC PROVIDE FOR THIS INDUSTRY? 

Cooper acted quickly to protect our 

employees and develop a business plan 

when the coronavirus became an issue. 

I would cite the decisiveness of our 

management team in the time of crisis as 

the number one lesson. And while we paid 

close attention to COVID-19, we were not 

obsessed with it to the point that we ignored 

our long-term goals for the business. We 

have continued to acquire good businesses, 

launch our strategic initiatives and acquire 

strong leaders for our executive team and 

regional locations. 

John Sargent sees this year and 2021 as an 

opportunity to continue making moves that 

will further transform the company. 

The AXH manufacturing complex consists of six plants, totaling 559,100 SF on 67 acres.

Experience, Reliability, Integrity...
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DOES COOPER HAVE MORE ACQUISITIONS OR 
OTHER BIG INITIATIVES COMING SOON?
Cooper has an aggressive plan designed 

to transform our business and become 

the industry’s premier provider of after-

sale support. While we have made a lot of 

progress toward that end, but there is still 

much to do. Cooper does intend to consider 

additional acquisitions so long as they bring 

us closer to the customer and fit with our 

long-term strategy.

As for the future and what Cooper is 

planning, I can share the following:

•    Cooper is entering the CAT 3600 and 
Waukesha VHP after-sale support 
businesses

Our acquisitions of EnDyn, Archrock 

Turbocharger were all designed to strengthen 

our overall after-sale support offering but also 

to give us direct access to the CAT 3600 and 

Waukesha VHP lines.

For the CAT 3600, we will soon offer 

full overhaul kits, remanufactured heads, 

turbochargers for the CAT 3600 GP engines 

(3606/3608/3612/3616).  Our ability to supply 

full overhaul kits for the 25,000-hour to the 

100,000-hour turnarounds will soon be in 

place. We have a new power head cell in 

Houston and will deliver our customers a 

fully assembled and tested power head that 

includes new premium springs, valves and 

valve seats. 

Our acquisition of EnDyn gave us entry 

into the Waukesha VHP after-sale support 

business as that organization has been 

dabbling in this business for some time. Since 

the acquisition, we have taken real steps to 

increase our capabilities to produce parts, 

overhauled engines, and swing engines. Our 

Alice and Odessa, Texas locations are the 

centers-of-excellence for our Waukesha line, 

and we now have the people and expertise to 

compete in this market. We have expanded 

our parts, service and shop capabilities at 

both locations.  We have reconditioned and 

exchange “zero hour” overhauled engines to 

better serve our customers’ requirements.

•    Cooper is now fully engaged with the 
purchase and lease back of customer 
horsepower

One of the major avenues we are pursuing 

with several key customers is lease backs. 

Under this model, Cooper would purchase 

an end user’s fleet outright, take on all 

responsibility for maintenance and unplanned 

equipment failure, control operations in 

certain circumstances, and charge a fixed 

monthly lease rate. 

We think this is a win-win for Cooper and 

its customers. Our end users get cash up 

front to deploy wherever they need it and 

Cooper ensures that we keep our equipment 

running for years to come. We are also 

embarking on a substantial engine monitoring 

and automation program we will utilize as 

part of this program to keep maintenance 

costs low and engine availability high. At 

the end of the day, we want to relieve the 

pressure on our end users so that they can 

focus on transporting gas for their customers 

and we can focus on keeping their units 

running.

•     Cooper is taking technology seriously 
again with emissions reduction, engine 
upgrades, automation, and new product 
development

For many decades, Cooper was a leader in 

emissions technology and engine upgrades. 

When I landed in this role, I discovered quickly 

that we were going to need some outside 

assistance if we were going to get back to our 

roots when it comes to equipment upgrades 

and, especially, emission reduction and 

automation. That is why I made it a priority to 

acquire the Hoerbiger Engines Services (HES) 

division. With that move, we can now offer 

more upgrade technologies including the 

HyperFuel System, HyperBalance, HyperLogic, 

ePCC and ePFI. The HES team has retrofitted 

over 350 engines over the last few years and 

that team gets Cooper back in the lead when 

it comes to emissions reduction solutions 

that our customers need.

Cooper currently offers and continues to 

develop technologies to reduce greenhouse 

gas emissions for the legacy fleet. As 

the leader in .5g/bhp-hr technologies for 

all makes of integral engines, Cooper’s 

customer-centric model supports owners  

by maximizing reliability, extending the 

lifetime of the existing fleet and minimizing 

the capital requirements for continued 

operation.  CT2

Cooper’s future includes offering after-sale 

support for Caterpillar, Waukesha engines.


