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Smopyec

Whoever said that the public works sector
lacks refinement? This year SMOPYC (22
to 26 April), Spain's flagship trade fair for
machinery for public works and mining
offered a touch of refinement in this
universe of gigantic machines.

For the first time, the trade fair organisers
launched a contest for the best and most
innovative design. Haulotte Group's strong
competitive spirit once again produced
attention-grabbing results: the jury that was
very attentive to the aesthetic design,
harmonious lines and decoration awarded
the top mark to Haulotte “cube” with its
highly distinctive refined curves and sleek
black design.

A refined design and sleek machines:
attractions that His Royal Highness
The Prince of the Asturias who honoured the
SMOPYC with a visit certainly appreciated.

H28 TJ+ (HB86 TJ+¥)
creates a sensation

Amidst all this attention, the main attractions

of the Haulotte stand were almost forgotten:
our new products! Presented for the first
time to the European public, the H28 TJ+
(HB86 TJ+*) telescopic platform was the star
of the event. It easy to understand why: its
6 meter telescopic jib with proportional
controls, comhined with a potential outreach
of 23 metres, a large 2.44 metre platform and
a lift capacity of up to 350 kg enables it
to operate in previously inaccessible
work areas. Offering the highest level of
performance...

HTL 4017
and 4014, king of
the telehandlers

(HTL 9055 and HTL 9045%)

With lift capacity of up to 4 tonnes

and providing access for heights

of 17 meters, the new telehandlers HTL
also impressed visitors by their unique
capabilities and ease-of-use.



Developed entirely in-house, they bring together all
Haulotte Group’s know-how and expertise as a manu-
facturer-assembler. Feedback from its first users has
been unanimous: it would be difficult to do better in
terms of compactness, security, comfort, energy and
efficiency!

The high aerial work platforms (HA41 PX and H43 TPX
(HA 130 JRT and HB 135 JRT*) ) and the MJX earthmoving
equipment also met with very enthusiastic responses
by visitors. m

*American names

Haulottetime

N°12-06/2008

A trade show organised every
three years at the Zaragoza Fair .

2,014 exhibitors.
More than 100,000 visitors.

44 countries represented
from all five continents.

400 000 m2 of exhibition
space.

The Moto GP passion

The Moto GP motorcycle racing championship was a clear success.
Sponsor of the Spanish team REPSOL-KTM for the 125¢cc and 250cc
categories for the 2008 season (see pages 6-7), the Haulotte Racing events
have met with increasing popularity. At SMOPYC, some visitors had
difficulty ending their full speed rides on the motorcycle racing simulators
at the Haulotte stand. The more cautious tried their luck with the Haulotte
Racing quiz game offering the possibility to win watches, various prizes
and even a mini-moto, a perfect replica of the model of the REPSOL-KTM
team !
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In recent months

Stevenson Sales

& Service, the US
equipment company
(lllinois) specialized

in cranes and providing
lifting solutions for
challenging work
environments expanded
its offering with the
addition of Haulotte
aerial work platforms
to its fleet.

The result was an
immediate commercial

In order to complete the commercial offer of
Stevenson Crane, company created in 1989 by
Donna Stevenson that possesses a fleet of 150
cranes from 8 US tons up to 825 Us tons spread out
in 17 different states, Dan Stevenson created
Stevenson Sales and Service in 2004 to offer an
enlarged product range such as Industrial cranes,
Telehandlers, construction elevators and now
HAULOTTE aerial work platforms

>

In its enormous 30,000 m2 (7.5 acre) yard a short
distance from Chicago, the 2 Stevensons compa-
nies include some of the most impressive machine
models available in the construction and civil
engineering industry:

Stevenson Crane, dedicated to the rental business
has a fleet of tower cranes, truck-mounted cranes,
bridge inspection equipment, equipment for hau-

success. ling very heavy structures and material...
Stevenson Sales and service, An authorized dealer
for Industrial cranes, Telehandlers, construction
elevators has recently
When the Stevensons incorporated  Haulotte

make a commitment,
it is never haltheartedly

aerial platforms providing
vertical access for people
and material.

“Our goal is to provide excellent equipment for
lifting & access solutions both for major jobsites as

Stevenson Sales
& Services:

well as in confined environments. For this reason
our recent meeting with Haulotte Group was not
without significance” commented Rick Stevenson.

>

When the Stevensons make a commitment, it is
never halfheartedly. This is clear when listening to
Rick Stevenson, head of Sales & Service of the
family group: 'As soon as Bruce Anderson
—Haulotte’s sales manager for the Midwest region
— had our agreement, we devoted our full marke-
ting resources to promote our new partner with
our existing customers and prospects. Increasing
Haulotte Group's market share in the US market
has consequently become an integral part of our
overall strategy.” Such is Stevenson Sales &
Service's business culture: a total commitment to
customer service and steadfast loyalty to those
partners that contribute to this objective. m
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and stronger with Haulotte Group

Rick Stevenson
Director of
Stevenson Sales

& Service

Why wait until the end of 2007 to add
Haulotte products to your fleet?

"After specializing for nearly 20 years in
cranes, this represents an important
cultural evolution for our company. Before expanding our offering to
aerial work platforms, we wanted to be certain that we could offer in this
segment the same standards of quality, security, innovation and service
that have provided the basis of Stevenson's reputation. With its own
reputation rapidly gaining ground in the US market, through its product
demonstrations and support services Haulotte Group has provided us
with all necessary guarantees."

What do you demand from your partners?

‘To maintain the confidence of our customers, we must at all times
propose them the most innovative lifting solutions. By partnering with
Haulotte, we are proud to be the first rental company to propose the
H28 TJ+ (HB86 TJ+*) straight-boom with a telescopic jib in the US!
This represents a major technological innovation that | am certain will
represent a plus to our customers. In its category, this model offers by far
the greatest manoeuvrability and level of performance for work involving
the most challenging conditions of access at heights.”

How do you view future collaboration with Haulotte Group?

"Following the formalization of our partnership in November 2007, our
sales teams began to promote the Haulotte brand that has met with a real
success! In line with our business development policy, we have

*American names

proceeded step-by-step by recently acquiring acquisition two
new machines (HTL telehandlers, electric scissor lifts, etc.)
at the last Conexpo trade fair held in Las Vegas. Our objective
for the future is to market the complete product line in the
North American market. The greater the product range we
are able to propose our customers, the greater our commer-
cial success will be!”

Bruce Anderson — Mr and Mrs Rick Stevenson — Christophe Debatisse

Stevenson Companies in brief
> Location: Bolingbrook (Chicago), lllinois.
> Number of employees: 100+.

> A single site (headquarters) with 30,000 m2
(including buildings of 2,500 m2).

> Sales: US $14 million+ (2007).

> A fleet of more than 200 machines (tower cranes,
hydraulic truck cranes, all-terrain cranes,
crawler cranes, carrydeck cranes, telehandlers,
hoists, Haulotte aerial work platforms).

> A commercial and service network
covering 17 US states.
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Haulotte France,

at your service!

A choice that has paid off: an ambitious
pipeline of projects. With one Haulotte aerial
work platform out of two sold in France
and sales that have increased twofold in
the last two years, Haulotte France has suc-
cessfully met its market challenges:
a little bit of ingenuity, a strong service com-
ponent and local coverage have provento be
a winning combination for Pascal Audebert
and his team to attract and satisfy customers.
“Our Group separated the sales operations
for France from the headquarters in
November 2001, a period when the market for
aerial work platforms was undergoing strong
expansion, commented the subsidiary mana-
ger. Our customers appreciated that we crea-
ted a team fully dedicated to them.” Six years
later, the subsidiary is the top seller in France
and represents a model for Haulotte Group.

> 2 Service Sites

While proximity to the headquarters (only
45 km between Saint-Priest and Lorette)
offers certain advantages, it is the even
greater proximity to the French market that
has fuelled the success of this subsidiary:
“The French market is increasingly driven
by the renewal of equipment. For this reason,
to achieve a competitive edge, we must
concentrate on service” continues Pascal
Audebert. Assuming the responsibility of
Haulotte France two years ago, he did not
hesitate to further expand the strategy
already adopted by his predecessors:
“Proximity, expertise, service are the keys to
our success”.

Close to its customers, the subsidiary’s
commercial presence covers all regions in
France and has two “Service” platforms in
the Lyon (Saint-Priest) and Paris (Epinay-sur-
Seine) regions. “This ensures a presence
in the country's two major regional areas
of economic activity and we are currently
studying the opening of other sites” concluded
Pascal Audebert.

The team communication and reception
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Haulotte France administrative and commercial team
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Soon to have i
20 mobile engineers Cutting-edge customer

The Haulotte France sales staff have specific expertise in specia- Se rVI ce

lised sectors (industry, civil engineering) or customer segments

(rental companies, direct customers, distributors). “This is the e A call-center provides a phone hotline for customers from Monday
best way to provide customised solutions to meet customer to Friday 7:30 a.m. to 7:00
needs”. The subsidiary more than ever remains focused on p.m. and coordinates the
service (see box ) through its team of 48 professionals including service interventions in the
mobile engineers that by year-end will number 20. field by the mobile engineers.
“Our customers are increasingly demanding. In response we o Two workshops for main-

must not only adapt but also begin to develop a competitive
advantage in the field in this area as well” Rui Guerreiro, Service
Manager for France, added without hesitation. m

tenance and repairs in Lyon
and in the Paris region to
service customer machines.

The Paris site also includes a bodywork facility with a spray and
sandblasting booth for all finishing work.

e A spare parts department with a dedicated contact for key
customers. More than 50,000 parts are available at all times for the
oldest to the most recent machines.

¢ Providing technical training on the use upkeep and maintenance
for Haulotte machines and issuing aptitude certificates for operating
aerial work platforms (imposed under French regulations).

After Sales team

e A team of mobile engineers covering the entire territory

”ﬂ"lﬂﬂﬂ E[ﬂlﬂﬂﬂ ilﬂ Iu |[-|Ef assuring after-sales assistance in the field. A true guarantee of

. quality for customers through dedicated staff with a full knowledge
> Date of creation: November 2001.

. ) ) of Haulotte machines.
> Establishments: Saint-Priest (Lyon)
with a sub-office in a Epinay-sur-Seine (Paris).

> Staff: 77 (48 devoted to customer service,
19 to sales and 10 to support services).

* A sales department for used machines, reconditioned by
the Lyon and Paris workshops and guaranteed by a Haulotte manufac-
turer's warranty.

> Customers: rental companies (70 %); distributors * Financing solutions for machines to permit customers to acquire
and direct customers (30%). machines under advantageous pricing conditions negotiated with
> Revenue: €70 million in 2007 bank partners of the Group.
(+100% over 2005).
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> GULF INDUSTRY FAIR
Manama (15-17/01, Bahrain)

Reputed for its Formula One Grand Prix, the small
island of Bahrain has experienced a boom in the
construction and industrial maintenance market.
This trend was highlighted at the first Gulf
Industry Fair, already a key venue for all industrial
professionals in the Persian Gulf region. A major
challenge successfully met by the new subsidiary
Haulotte Middle East FZE: All four machines
exhibited were sold in just a few hours!

ESPACIOS
DE LA
CONSTRUCCION

Mexico

(7-9/02, Mexico)
Laurent Demaretz and his six
members of Haulotte Mexico
have reason to be satisfied.
By participating for the first
time in Mexico's leading trade show for the
construction industry, the new subsidiary has
developed closer contacts with its local custo-
mers distinguished both by their high standards
and degree of discernment. Finally there is an
alternative to the products proposed by the
American manufacturers of aerial work platforms!

jaulotted

GROUP

From one season to the next...

Optimum 8 (1930 E¥) (electrical) scissors met with
a particularly warm reception in Scandinavia!

> QUEBEC REGIONAL

TRADE SHOW

Saint-Hyacinthe
(26-27/03, Quebec)

‘My Haulotte is a great machine"proclaimed visi-
tors on leaving the trade show. An exceptional
venue for Haulotte US whose presence at the
event however was not just for show. A strong
message to customers of the region by Tom Bell,
sales manager for the Canadian market: "We are
committed to delivering improved service by
developing our local presence!”

> SINGAPORE

AIRSHOW

Singapore (19-24/02)

With feet solidly on the ground but eyes looking to
the skies, Haulotte Group could not miss this
international air show. Amidst the enormous steel
winged planes, Haulotte machines demonstrated
their effectiveness for use for plane and plane
hanger maintenance. Yet another step to
becoming a privileged partner in this segment!

> NORDBYGG
Stockholm (1-4/04, Sweden)

800 exhibitors, 60,000 visitors: The most presti-
gious trade fair in the Nordic region confirmed
the success of Haulotte aerial work platforms. By
themselves, the Star 10 mast (26 J*) and the
Compact 12 DX (3368 RT*) (rough terrain) and
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pIviaena payment.
> 29 july:
2008 first-half sales and results.

> 23 october:

2008 third-quarter sales.

> 31 december:

End of fiscal year 2008.

> 22 january 2009:

2008 annual sales.

> SALON DE LA MANUTENTION
Paris (11-14/03, France) and
ARTIBAT Nantes (24-26/03, France)

More than 30,000 visitors seeking the most effective
solutions in the handling sector. The result was a lot of
people at the Haulotte stand! Haulotte machines met with
this same success a few weeks later with visitors at the

construction industry and major works trade show,
Artibat

Haulotte»).

GROUP

Access to Excellence
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