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greatly and the

communities we serve."

Mark Hennesy
Fleet Manager, Xcel Energy
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PREDICTABLE. BECAUSE THE
WEATHER ISN'T.

We know what you want in your trucks. Maximum utility for your crew. And maximum reliability for your budget. At Sterling? we take all that into account as we
custom-build your specification. Then custom-build your truck. You can choose from extensive power, drivetrain, and chassis options. Plus, you have full frame
and wiring flexibility, giving you specialized equipment capabilities. The result is a truck that’s predictable. When your day @@
isn't. See your nearby Sterling dealer. Or visit our Web site: www.sterlingtrucks.com. And get more utility out of your trucks.

STERLING

T R U CK S

You'll like the way we work.”

Convenient financing is available through DaimlerChrysler Services. Call 1-800-STL-HELP for your nearest Sterling dealer. ST/MC-A-127. Specifications are subject to change without notice.
Sterling Trucks is registered to 1SO 9001. ©2003, Freightliner LLC. All rights reserved. Sterling Trucks is a member of the Freightliner Group. Freightliner LLC is a DaimlerChrysler Company.
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In this Issue

EUFMC 50th Anniversary

A Few Names that Stay the Same

Many industry conferences and equipment exhibitions have come and gone over the last
50 years, but the Electrical Utility Fleet Manager’s Conference (EUFMC) has remained.
The EUFMC is an annual meeting of fleet manager from investor-owned utilities compa-
nies as well as utility manufacturers and suppliers held each June in Williamsburg, Virginia.

Wireless Power to your Field Crew

So, like a mirage, somewhere in the distance you can visualize all the great things a wire-
less data solution will give you.Vendors of devices and wireless networks talk of reliable
constant high speed connections, the ability to seamlessly connect with rugged devices,
no more paper, massive improvements in productivity and on-time status updates from
the field.

............ Is Fleet Leasing Right for your Company?

The decision of whether to lease or buy a vehicle is often based on policies established
by a company’s finance department.A “no lease” policy may be in place until a CFO can
be educated on the real benefits and potential cost-savings of third-party funding.

Cover Photo:

Altec
Industries
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Electric Energy is being read
Jrom the boardroom to the field
by decision makers who want
timely information about the
electric utility business.
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Communications Company
Orders Live Line Alarms for
Safety Reasons

RICHMOND, VA - Fidelity Communications
(formerly Fidelity Telephone) in Sullivan,

Missouri, recently contacted Baker Equipment.
After having requested and tested two of the
alarms, they decided to place an order for nine-
teen more, totaling twenty-one high voltage live
line alarms.

“It all started with a pole-climbing class,” said
John DeBroeck, Purchasing agent. “Maurice Gole
with Utility Technical Services conducted four
weeks of classes. He had one of the detectors on
his arm and we started asking questions and
talking about it.”

Fidelity Communications provides local tele-
phone, long distance, internet access, and cable
television services. Their service technicians in the
field are often involved in projects that take place
near a variety of power sources. “We are mainly
interested in detecting trailers with energizers,”

said DeBroeck.

Like many other companies of various sizes in the
United States, safety concerns are very important
issues. According to Safety Coordinator Paula
Dicus, Fidelity Communications has been revie-
wing and revising their safety-related policies.

For over eighty years, Richmond, Virginia-based
Baker Equipment has been a leading manufactu-
rer and distributor of a complete line of utility
truck mounted equipment, in addition to, a
variety of other safety and utility-related
products. The company’s product offering
includes truck-mounted telescoping aerial and
material lifting devices, self-propelled aerial plat-
forms, cable placers, and high voltage live-line
power alarm systems. @

Circle 30 on Reader Service Card

Announcement

HD Electric Company of Waukegan, IL regrets
to inform you of the death of Robert (Bob)
Hoffman, chairman of the company. Mr.
Hoffman died on February 5, 2003 and was 78
years old.

During his 54 years with HD Electric Company
he served in many capacities including the
production and assembly departments, sales and
marketing, and in all levels of management. He
was the second generation in the business
founded by his father, Max R. Hoffman in 1933
and was well known and respected for his
valuable contributions to the electrical power
industry.

Mr. Hoffman was a graduate of the University of
Illinois and attended Purdue University where he
played college football and received his military
training to become a United States Marine. He
spent one year overseas during and after the war
serving in the Second Marine Division. Upon
returning to the U.S. he received his pilots
license, worked in theatre, and trained with Burr
Tillstrom the well-known creator of the television
show Kukla, Fran & Ollie. Following a short time
with the U.S. Gypsum Company, he joined HD
Electric Company and for the next 54 years cared
for the employees and managed the business.

Mr. Hoffman is survived by his wife, Jane Boyd
Hoffman, sons Mark and Dave, daughter-in-laws
Mary and Susan and three grandchildren.
Memorials can be made to St. Hugh of Lincoln
Episcopal Church. @

36W957 Highland Ave., Elgin, IL 60123 or to
St. Francis Academy, 509 East Elm

Street, Salina, KS 67402.
www.HDElectricCompany.com
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Taylor
Appointed
President of
Utility
Equipment
Leasing
Corporation

WAUKESHA, WI - Judie Taylor has been
appointed President, Utility Equipment Leasing
Corporation (UELC). Taylor’s appointment
became effective on February 10, 2003. Before
her appointment, Taylor had served as UELC’s
Vice President from 2001- 2003, and Director of
Marketing from 1994 — 2000.

She assumes the duties of her father, Thomas
Dalum, who served as president from 1967-2003.
Dalum said he is stepping aside from the day-to-
day responsibilities, but will remain involved in
the company as Chief Executive Officer.

“My vision for UELC is to build on the work of
my father over the last three-and-half decades in
making this company one the most successful
utility equipment providers in the nation,” Taylor
said. “We will continue to expand our offerings to
our customers and to provide the same world-
class service they deserve and have come to expect
from us.”

Utility Equipment Leasing Corporation (UELC)
rents and leases utility equipment to customers
worldwide, specializing in the rental and leasing
of aerial lifts, digger derricks, material handlers,
cranes, cable pullers, mini-derricks and track
vehicles. For over 36 years, UELC has specialized
in assessing customer requirements and has
tailored equipment programs to meet their needs.
Customized programs include those for rental,
rental purchase options (RPO’s), leasing, service,
and sales. @

Visit UELC’s website at www.uelc.com.

Circle 32 on Reader Service Card

New ISN50A extended

RICHMOND, VA - For over eighty years,
Richmond, Virginia-based Baker Equipment has
been a leading manufacturer and distributor of a
complete line of wutility truck-mounted equip-
ment. When Model T trucks were puttering
down Main Street, U.S.A., founder Joseph B.
Baker was customizing them in his shop for

4 Electric Energy T&D Magazine — EUFMC 50" Anniversary
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specific jobs. As a visionary, Mr. Baker foresaw

the need for properly outfitted trucks for specific
applications. After many years of manufacturing a
variety of specialty vehicles, and providing parts
and service as well, Baker Equipment is currently
being innovative in providing compact, fuel-
efficient high-quality aerial lift trucks with state-
of-the-art technology and safety features that can
be made available to current and potential

customers nationwide.

“Truck-mounted aerial lift products are now
being mounted on smaller trucks that allow effi-
cient deployment into crowded metropolitan job
sites, with minimal impact on traffic flow and the
environment,” said Skip Baker, president of Baker
Equipment. “Today, 50 to 85-foot truck-
mounted aerial lifts are readily available on non-
CDL cab-over style chassis. Such products often
come with five-year limited warranty on tower
and chassis. These smaller, lighter trucks bring
improved safety systems, such as basket-loading
sensing systems, and move our industry closer to
meeting international standards that are already
influencing U.S. standard development.”

Baker / Aichi products are available through GM,
Chevrolet, and Isuzu Commercial Truck dealers
located across the United States. @

Circle 33 on Reader Service Card

Serveron Announces Addition
to Management Team

Bart Tichelman named CEO, Nancy Floyd
elected Chairman of the Board

Hillsboro, OR -

announced today that Bart Tichelman has been

Serveron  Corporation
appointed to the position of CEO and Nancy
Floyd, a Serveron board member and partner
with Nth Power Technologies, has been elected
Chairman of the Board of Directors. Nth Power
Technologies is a San Francisco venture capital
fund focused on energy related technologies and
businesses. Jim Moon, who has held both the

CEO and Chairman positions since the funding

of the Company in 1999, will provide assistance
to the Company in the areas of strategic planning

and business development.

“Serveron’s patented technologies, established
domestic and international customer base, and
rapid growth have propelled the Company to a
unique position in the electric udility industry,”
said Bart Tichelman. “The rapidity with which
the Company has developed its products and
services, and its reputation for quality and relia-
bility has positioned the Company to grow
quickly and dominate its market sector.” Mr.
Tichelman has previously held general manage-
ment positions in the computer, telecom and

power equipment industries.

About Serveron

Serveron Corporation was founded to help elec-
tric power utilities worldwide deliver reliable
power at the lowest cost. Serveron’s innovative
instrumentation, continuous monitoring services
and Web-accessible data analysis promise to
improve reliability and maintenance efficiency
across the grid. Serveron offers battery monito-
ring and management systems (BCM 200),
TrueGas on-site dissolved gas analyzers, and
remote, on-line monitoring services for power
utilities. @

More information can be found at
www.serveron.com. Serveron and TrueGas
are registered trademarks of Serveron Corp.

Circle 34 on Reader Service Card

Watch the trends
Get the facts
Have the edge!

In keeping with our mission to deliver information of integrity and substance, Electric Energy Media is proud to present it's internet product line.
QOur web site and our e-news letter helps industry leaders stay on top of the latest news and information.

QOur web site offers access to; the most comprehensive on-line buyers quide, industry news, current and passed magazines,
a job center, product innovations and industry events.

Our e-news letter is sent on a weekly basis to more than 35,000 energy professionals.

We are excited to offer advertisers an opportunity to be seen and reached on a daily/weekly basis by decision makers.

www.electricenergyonline.com
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By: Joe Caywood
Marketing Manager
Terex Telelect

A Few Names that Stay the Same

any industry conferences and equip-
ment exhibitions have come and gone
over the last 50 years, but the

Electrical
(EUFMC) has remained. The EUFMC is an

annual meeting of fleet manager from investor-

Utility Fleet Manager’s Conference

owned utilities companies as well as utility
manufacturers and suppliers held each June in
Williamsburg, Virginia.

Terex Telelect, a division of Terex Utilities and
industry leading manufacturer of Telelect digger
derricks and Hi-Ranger aerial devices for the
utility industry offers a unique look at the history
of Williamsburg from the perspective as one of

the original manufacturing participants.

TVD Avalanche® Trouble Call Management and Customer Support Centre Suite,

the effective and complete solution for

Gary McAlexander, EUFMC board member
interestingly noted the first show was not actually
held at Williamsburg, but at the Tides Inn not far
away. It was attended not only by the electric
utilities, but a notable telephone company and a
couple of significant contractors. It was moved to
the Williamsburg Lodge the following year
because the resort did not appreciate the trucks
the group brought to look and talk about.
Telelect’s Ray Kennedy was at the first meeting
with his old over A-frame derrick mounted on a
Dodge Power Wagon.

One reason the show has continued and been
successful in the past is bringing together decision

TROUBLE CALL MANAGEMENT
and OPERATIONS, OUTAGE & WORKS MANAGEMENT

makers from both sides of the partnership —
the end-user and the manufacturer.

EUFMC lists the objective of the conference
as “the dissemination of information pertaining
to the procurement, application, operation and
maintenance of equipment used by electric
utilities”. EUFMC stimulates this process by
providing a forum for utility fleet managers to
exchange information and discuss mutual
issues. The conference promotes close coope-
ration between manufacturers, suppliers and fleet
managers engaged in the development and design
of vehicles and equipment associated with the
electric utility industry.

As used by leading Canadian Utilities, including EPCOR, ATCO and Newfoundland
Power — Awarded the Canadian Information Productivity Award & Business
Excellence Award.

To find out more about our Client Server or new ASP Trouble Call Management
software or our Operations, Outage & Works Management software contact us today.

Be sure to check our website (www.tvdinc.com) for details on upcoming Exhibitions.

Electricity Distribution Systems & Technology Exhibition (EDIST) booth 25 & 26

Distributech booth 165 - TechAdvantage booth 1009

QTVD www.tvdinc.com

1400 16th St, Suite 400, Denver, Colorado 80202, USA. Telephone: 720 932 8083 Fax: 720 932 8100. Email: info@tvdinc.com
The Stables, 2 Collingwood Street, Ponsonby, Auckland 1001, New Zealand. Telephone: +64 9 376 6016 Fax +64 9 376 6017. Email: info@tvd.co.nz

The Voice Of Ontario’s Electricity Distributors
COMMERCIAL MEMBER
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Traditionally Williamsburg has been known as the time and place to intro-
duce and showcase new products and services to the electrical utility indus-
try. A portion of the show is dedicated to a drive-through where manufac-
turers have the opportunity to highlight new products. Past EUFMC
president and board member, Carl Paugh, captured the importance of
exposure to new products by saying he often walked away from the
drive-thru with 3-5 key things to follow-up on to help solve his problems as
a fleet manager.

Terex Telelect and Hi-Ranger have enjoyed memorable moments intro-
ducing new products. Over the years significant innovations were intro-
duced ranging from a patented digger derrick PG (pole grabbing) winch and
an internally stored fiberglass boom extension in the 1960s to the
Hi-Ranger aerial device introduction of hydraulic double cylinder boom
compensation in the 1990’s and most recently, FleetEdge fleet management
services.

Today the economy as well as industry mergers and acquisitions challenge
the electrical utility industry and the future of conferences such as
Williamsburg. It has become more and more difficult to get all the necessary

people around the table to discuss industry issues. Fleet managers are dealing

Electrie

PUBLICATIONS

In keeping with our mission to deliver information of integrity and substance, Electric Energy Media is
proud to present it's internet product line. Our web site and our e-news letter helps industry leaders stay
on top of the latest news and information.

Our web site offers access to; the most comprehensive on-line buyers uide, industry news,
current and passed magazines, a job center, product innovations and industry events.

QOur e-news letter is sent on a weekly basis to more than 35,000 energy professionals.

We are excited to offer advertisers an opportunity to be seen and reached on a
daily/weekly basis by decision makers.

P

with a wider range of issues with fewer and fewer personnel. The role of
equipment manufacturers and suppliers have changed from consulting on
products and applications, to providing expertise for other requirements
such as fleet management and life cycle cost analysis. Additional services are
needed from the supplier base in the areas of fleet management as well as
finance, leasing, asset recovery, and training. The role of Williamsburg is to
address these issues while growing the base of attending fleet managers.

The cost is high for manufacturers and suppliers to attend and participate
equipment shows, exhibitions, and conferences. The competitive world in
which we all live forces us to evaluate expenses and treat worthwhile ones as
an investment. The forum Williamsburg presents, if properly attended by
the fleet managers and coordinated with manufacturers will definitely
provide a reason to attend. The conference needs balance to blend programs
of sufficient value for fleet management attendees while providing manufac-
turers sufficient time to expose their products and services. There must be
sufficient interplay between both groups to encourage the future health and
growth of the conference. Perhaps the solution means getting back to basics,
in a changing and difficult time, focusing on critical industry issues and
ensuring the right people are around the table.

Manufacturers and suppliers need to be versatile to adapt to meet the new
needs. Terex Telelect continues to manufacture industry leading products as
part of Terex Utilities, and when it comes to Williamsburg Terex Utilities
will be focusing and discussing the full range of issues, not just products; to
continue providing the solutions that are needed today. Wl
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ptember 23 - 25, 2003

ATTENTION CON

It’s “take your boss to wo

The Proving Ground for the
INTERNATIONAL CONSTRUCTION &
UTILITY EQUIPMENT EXPOSITION
Louisville, Kentucky, USA

e Over 800 exhibitors J':

* 1.2 million sq. ft.
of exhibit

i
space l 4‘

THE PROVING GROUND

¥

That's right, it's time the boss and ¥
the worker have a litlle one-on-one
in the dirt to discuss what reall
matters in an equipment purchase
We've gof just the location -

the premier demo expo -

ICUEE. Get your boss on the
equipment and point out the
features you really need that

will have you turing out more
productivity and less downtime.
Mention attending seminars

with topics like "increased
efficiency" and we bet your boss
will be more than willing to listen!

REGISTER NOW at
www.icuee.com INTERNATIONAL CONSTRUCTION &
or call 818-558-1278 UTILITY EQUIPMENT

for more information EXPOSITION

ADVANCE REGISTRATION IS FREE
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So, like a mirage, somewhere in
the distance you can visualize all
the great things a wireless data
solution will give you. Vendors of
devices and wireless networks talk
of reliable constant high speed con-
nections, the ability to seamlessly
connect with rugged devices,

no more paper, massive improve-
ments in productivity and on-time
status updates from the field.

A mirage...or real wireless powerl!

The reality is that these systems
represent a specialist and some-
what unique IT infrastructure issue,
any wireless data implementation

is not just “a project”, once imple-
mented it's going to be part of your
overall IT infrastructure for all time,
just as your desktop computers are.
So it needs understanding, plan-

ning, and lots of reality.

The good news is that it is getting

easier, faster and cheaper to imple-
ment. Slowly people are starting

to see the benefits trickle through,
which allows for more certainty in
business cases, and as more of

these solutions get installed the

knowledge/experience base grows.

Wireless Power

to your Field Crew

By: Andrew Thompson, CEO/Founder, TVD Inc.

Solution Overview

As can be seen above a Wireless Workforce
Management Solution comprises 4 key compo-
nents;

e The Client/Server Dispatcher environment — This
is what the dispatcher sees. It will typically
include a map with crew and work orders plot-
ted, SLA and Alarm management, Crew avai-
lability and work loads, Service Request and
Work order status.

The Wireless Data Gateway — This is the key to
getting information to and from your land
based systems. It needs to support guaranteed
message delivery, failover mediums, alarms for
delivery failure, and full duplex link manage-
ment, even in a simplex environment.

The Wireless Data Medium — AMPS, DAMPS,
CDPD, GSM, GPRS, SMS, CDMA,
MPT1327, 2-Way, EDACS, and even Satellite.
The options are myriad but should be looked at
in regards to Coverage, Reliability, Stability and
Speed; and in that order.

e — EUFMC 50" Anniversary

e The In-vehicle Equipment — A combination of a
user interface device (eg MDT, IPAQ, Laptop),
wireless radio/modem for Rx/Tx, GPS for vehi-

cle location and subsequent scheduling.

It’s not the Internet...

Some would question the wisdom of calling
the Internet fast, but in reference to wireless data
solutions, it’s turtle and hare territory.

The amount of data you need to send will
have a big impact, not just from the size of the
initial data packet, but depending on the network
error rates, the amount of data that needs to be
resent to complete the transfer.

This error rate re-try applies also for status
update transmissions, ic it may only take 6
seconds to send a status update, but it might take
800msec to establish and teardown the transfer (ie
an additional 30%). When doing data transfer
analysis the time it takes for errors, retries, and
setup/teardown can often equal or exceed the time
to actually transfer the original Work Order data!

Most wireless networks for Utilities will be
running on VHF/UHF 2-way, or MPT. Despite
what the brochures tell you in the real world

driving under bridges, into valleys, between



Prescriptions
for North American Electricity

The Canadian Electricity Association’s policy paper on

North American Electricity calls for:

« Increased participation in Regional
Transmission Organizations (RTOs), and

increased focus on harmonizing market rules

« Development of a North American strategy to manage

GHG emissions from electricity generation

« Identification of opportunities to further harmonize

management of other air emissions

« Creation of a consistent methodology for measuring

environmental performance

« Enhancement of cross-border and interprovincial

transmission transfer capability
« Coordination of critical infrastructure protection

« Support for a self-governing international organization
for developing and enforcing mandatory reliability

standards for the evolving electricity industry

For more details, visit WWW.CaneleCt. ca



buildings, etc
you will
typically
only get
800-1,200
baud, when

you can main-
tain a connec-
tion, and most of
the time closer to 800

baud. If you architect your
system for 800 and get higher, then everyone will
be a hero, if you architect for a higher data trans-
fer rate and end up getting lower, then at best it'll
be embarrassing, and at worst you'll have to
redesign the entire architecture and business case
payback.

Packet based technologies such as GPRS and
CDMA are definitely up and coming but are
generally constrained by coverage, and reliable
connectivity when on the move. Although they
are IP based networks remember it isnt your IP
network, it’s a shared network (so you cant for
instance control the IP address your device actu-
ally uses which can turn into a significant issue)
and as a shared network it is subject to the
vagaries of how many other users are connected,
and so transmission speed can vary significantly
throughout the day. Generally we have seen
speeds between 24kbits-48kbits. 3G should
improve things further, but we've been hearing
that for years now. Again keeping the data
transfer efficient and packets small will ensure a
higher level of success.

A well formatted Work Order should be no
larger than 500 bytes. So you don't really need
high speed anyway.

Some of the issues
which get raised...

Bluetooth — One of the biggest problems in-
vehicle has been the difficulty of linking multiple
(generally serial interface) units together e.g. How
to connect a Radio, Ul device, GPS, Printer,
Vehicle Logger together, harmoniously, when
they all only have one serial port... it can be done
but not easily, and not without the potential for
a large support overhead down the track.
Bluetooth is finally starting to catch on with
Bluetooth enabled” GPS, IPAQ’s, Printers, and
Bluetooth/serial cables, making the linking
together of these devices much easier and opening
new possibilities.

GIS in the field — No-one doubts the value of
giving the folks in the field the best possible infor-
mation. Its how that information is presented
that is really important. The GIS camp would

have everyone using GIS, the problem is lots of
field crews then have to learn how to read a
complex GIS map, make changes and somehow
relate the GIS view of the world to the physical
pole they are working on. Also one of the biggest
problems has been the relatively small screen
size/resolution. It’s fine having a map designed at
1280*1024 on a 17” LCD but that doesn’t trans-
late well to an IPAQ running at 240*320. In large
geographies, such as rural/semi-rural networks,
the size of the map may be too large to display
practically given the geography required to be
shown between, say ZSub and end of line
recloser.

Driving Directions — We've tried this but have
found that most crews know their area, they don't
need to be told when to turn right/turn left, and
if they are completely lost they can always open
their $20 street directory, (which has a larger
form factor as well...).

Rugged vs Replaceable — With pricing on non-
rugged devices dropping almost daily the decision
on whether to go rugged or simply replace a % of
the device pool is becoming more difficult.
Rugged devices cost around USD2,000 whereas a
standard TPAQ will cost USD400, a 4:1 ratio
makes it pretty attractive to go with a device
which after all is as rugged as a cellphone.

The Business Case

As a general rule these projects should show a
payback of 12-18 months. As the in-vehicle hard-
ware is the most expensive component of the
project, and that technology is both changing at
an enormous pace, and rugged or not, they get
broken, a 3-5 year payback is just too long to
allow for constant upgrades and improvements to
get the best from this environment.

After a lot of analysis what we found is that
over 80% of the benefits will come from the
key areas of;

* Rostering crews and Scheduling work more
efficiently to maximise resource utilization.

Sending accurate Work Order information
to the field

* Receiving timely updates of Work Order
status’ for information and interface to
other systems as decision support parameters,
eg OMS.

*  Receiving accurate Work Order completion
information for injection into other systems
such as job costing or AM/FM.

* Reduction in back-office paperwork
and errors.

* Capture of concise accurate data for use
in rate cases and regulatory reporting

12 Electric Energy T&D Magazine — EUFMC 50" Anniversary

The other things like maps in the field, AVL,
etc were all nice to have but in the final analysis
aren't the key drivers behind the business case.

Lessons Learned

 Planning — It’s not hard, but it can be made
REALLY difficult by lack of good planning
and co-ordination.

 Focus on achieving the goals in those areas
that will actually generate the business case
benefits.

* Don' try and do too much — look for fast
wins and phase in subsequent benefits

* Involve field crews early — If you want it to
be used, they have to want to use it.

* Ensure that this “project” is part of your over-
all business and IT strategy going forward

* Productivity and cost savings, doesn’t
mean job losses

* Don't get talked into high data rates at the
expense of coverage and reliability

Conclusion

Wireless Workforce Management Solutions
probably represent the last significant producti-
vity and cost gain solution that can be made by
Utilities.

Technology, pricing and user acceptance has
finally reached the point where Wireless Work
Force Management solutions are becoming credi-
ble, and can be relatively easily deployed. Most
business cases will show a 12 month ROI, and
often shorter, which allows for regular upgrades
as additional opportunities for improvements
present.

Regulatory pressure will result in even more
stringent focus on auditing actions around
restoration of supply and the ability to maintain
accurate audit trails will likely become manda-
tory. The need for accurate information on which
to base, and support rate cases and then allow
accurate tracking of resource utilization once
the rate case has been approved will also be
important.

Bringing the Service Deliverer (Field Crew)
closer to the Service Requestor (Customer)
enables a more efficient transaction to take place,
and ultimately results in a higher likelihood of a
positive outcome and heightened customer satis-
faction. The benefits of such a system are clear
and the technology and understanding of it are
finally starting to become mainstream. W

About the Author

Andrew Thompson CEO and Founder of TVD Inc. has been
involved in the utility industry for over ten years. He has extensive
experience in regulated, derequlated and disaggregated market
environments and is often called upon to present and speak as an

industry expert at many expos and conferences.




Annnal Convention/Expo

Edison Electric Institute joined by Canadian Electricity Association
Hilton Hawaiian Village, Honolulu e June 1-4, 2003

Never before has the energy industry faced such serious challenges. In 2003, there will be decision-

making on several critical issues:

How well we understand and cope with these issues will determine the success of both your com-
pany and the industry. Attend EEI’s Annual Convention/Expo and help demonstrate Power by
Associations.

. This event is designed to:

S|\ E

. Keynote Speakers include:

Visit www.eei.org/2003 for more details and to register.

. Corporate Sponsors
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ﬁ';:ﬂ”éﬂ‘;‘:% Electric Utility Fleet Managers Conference

he first day of the conference focuses on

equipment with the unique drive through

display of equipment Monday morning
followed by an afternoon equipment show. The
Tuesday and Wednesday general session presentations
and topics include a manufacturer retrospective on the
50 Years of EUFMC, a panel presentation on the World

Williamsburg, VA -

of Fuels Futures, and a management skills session on

The Electric Utility

Navigating Through Change: Enduring Workplace

Restructuring. Other topics include Maximizing your

Fleet Managers
9 Warranty Recovery Dollars, Aerial Device ISO

Standards Challenge, AFV Technology Update, Federal

Excite Tax Exemptions Case Study, Power Distribution

Conference (EUFMC)

and Control for Electric Utility Vehicles, Next

will celebrate the
Generation Fleet Management Software Options, and

Washington Update. Special social events include a

conference 50th
golf tournament for fleet managers and manufacturers

as well as activities especially for spouses.

anniversary at the
Y In addition to the regular conference activities, the

50th anniversary will be celebrated with displays of

annual meeting June 4 . ‘ .
vintage equipment and materials and retrospective

presentations of the conference’s history.

22-25 at the

The Electric Utility Fleet Managers Conference

(EUFMOQ) is an annual meeting of investor-owned uti-

Williamsburg Lodge

lity fleet representatives that began in 1953. The orga-

nization objective is the dissemination of information

in Williamsburg,

pertaining to the procurement, application, operation

and maintenance of equipment used by investor

irginia. The confe-
v 9 owned electric utilities. The conference is known for

its drive through display of equipment and equipment

rence theme is
show and the promotion of close cooperation between

manufacturers, suppliers and fleet managers. It is the

“EUFMC 2003:

only conference specifically for IOU fleet managers and

features a fleet manager form where fleet managers can

Building on 50 Years

exchange information and discuss mutual problems.

of Progress.”

Attendees register for the EUFMC by invitation only. For more information call the EUFMC

office at (757) 220-1795 or visit the conference website, www.eufmc.com
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Electric Utility Fleet Managers Conference
Williamsburg Lodge & Conference Center, Williamsburg, VA

2003 SCHEDULE OF EVENTS

1- 6:00 PM

6:45 AM
7:30 AM

10 AM-4 PM
3:30 PM

4 PM

6 - 7:30 PM

7:00 AM

7:30 AM

8 AM-12:30 PM
12:30 PM/TBA
1-4:30 PM
2:30 PM

5:30 PM
6: 30 PM

TBA

7- 8:30 AM
9 AM

9-11:45 AM

11:45 AM-1PM
1-2:45PM

2:45 - 3:00
3-4PM

5:30 PM
6:30 PM
TBA

8:30 — 10:30 AM

10:30 - 10:45 AM
10:45 — Noon

Noon - 1 PM
1-2PM
2-2:15PM
2:15-3:30 PM
3:30 PM

5:30 PM

6:30 PM — Midnight

Registration, East Gallery

Golf Tournament Continental Breakfast, Golden Horseshoe Gold Course
EUFMC Golf Tournament, Golden Horseshoe Gold Course

Registration, East Gallery

Manufacturers’ Meeting & Drive-Thru Drawing, Tidewater Room

“An EUFMC Birthday Party” Tea for Spouses, Room ABC (Casual)

Opening Reception, Virginia Room, (semi-formal; coat and tie for gentlemen)

Golf Outing for Spouses, Golden Horseshoe Green Course

Continental Breakfast, Bruton Heights Center; shuttle buses provided
Drive-Thru Demonstration, Bruton Heights

Lunch, Bruton Heights, immediately following the Drive-Thru
Equipment Display, Bruton Heights Lot

Press Conference, Bruton Heights Drive-Thru Seating Tent

(at the EUFMC Registration Desk on Sat. & Sun., Manufacturers & Service
Providers may sign up for an optional 10 minute session to address the
attending representatives from the industry press)

Cocktails, North Gallery

Dinner, Virginia Room

(business casual dress for cocktails & dinner: no jeans or shorts)
Hospitality Rooms open after dinner

Breakfast, Tazewell Courtyard (casual dress)

“Behind the Scenes at Colonial Williamsburg Tour” for Spouses; luncheon with

entertainment concludes the program - advance registration required
General Session: “EUFMC 2003: Building on 50 Years of Progress”
Presentations and topics include:

50 Years of EUFMC (Manufacturer Retrospective);

The World of Fuels Futures (Panel Presentation)

Lunch on own

General Session continues:

Managing Warranty Recovery; Influencing Federal Legislation

Break

General Session: Enduring Workplace Restructuring:

Remaining Positive in a World of Change

Cocktails, Tazewell Courtyard

“Colonial Groaning Board Dinner,” Virginia Room (business casual dress)
Hospitality Event after dinner

General Session: Aerial Device ISO Standards Challenge;
AFV Technology update; Federal Excise Tax Exemptions (Case Study)
Break

General Session: Truck Multiplexing Technology Overview;
Next Generation Fleet Management Software Options

Buffet Luncheon

Roundtable Discussion — All Registrants Welcome

Break

Fleet Manager Forum - Utility Representatives Only
Adjourn

Cocktails, West Terrace

Dinner & Dance, “Golden Anniversary Gala,” Virginia Room
(black tie optional)

ric Uﬂﬂ[}, *
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TEREX|=

UTILITIES

erex Utilities, Inc. is a new subsidiary of TEREX

Corporation launched in September of 2002. Terex

Utilities, Inc. combines Terex Telelect, Inc.’s manufac-
turing with privately and company owned distribution channels
to provide specialized local solutions for utility (electric, gas, and
water), tree care, telecommunications, and electric construction
companies, as well as government organizations.

Telelect equipment is the primary product offered by Terex
Utilities, Inc. With years of experience, Terex Telelect, Inc. is an
industry-leading supplier of digger derricks, Hi-Ranger aerial
devices, cable placers, and utility bodies. Telelect’s roots go back
to the 1940’s when it developed the first digger derrick. Over the
years Telelect and Hi-Ranger have introduced many product
innovations making it more efficient for linemen to complete
their jobs. Product innovation continues today with the intro-
duction of products such as the XM Series acrial device.

The Terex Utilities distribution network has years of experience
supporting Telelect products. The combination of Terex Telelect,
Incs products and the proven support of this distribution
network provides the strong foundation of Terex Utilities, Inc..

Focusing on the needs of customers has resulted with offering
additional products and services. Additional Terex products
include boom trucks, loader backhoes, cranes, Genie aerial work
platforms and more. Services were also added offering financing
and leasing, utilizing Terex Financial Services, Inc., asset recovery,
and FleetEdge fleet management. These new services, in addition
to current rental, leasing, training, and aftermarket support
services, provide a broad range of solutions. Alliances with other
industry leading suppliers such as Hogg & Davis, Inc; TSE
International, Inc; and Reedrill Texoma allow Terex Utilities, Inc.
to distribute their products and services through the Terex
Utilities Network.

The result is what we call a “Utility Depot.” The “Utility
Depot” offers customers single source access to a wide variety of
products and services to help increase productivity, reduce
expenses, and improve their balance sheet. By offering a full range
of products and services used by customers under one roof, Terex

Utilities, Inc. can focus on life cycle cost solutions for customers.

EUFMC Showcase Section

The life cycle cost solutions are evaluated based on return on
invested capital (ROIC) through an analysis that takes into
account all elements of the equation. An overview of the different

elements are listed:

= Purchase price
(1 Leveraging Terex buying power & operational excellence
with tailored financing options to provide cost effective solu-
tion.
= Hourly operating cost
(1 Equipment is designed for optimum productivity to assist
the operator in getting the job done correctly in the least
amount of time.
(1 System part costs per hour are managed to provide low cost
operation.
= Maintenance cost
(1 Equipment is designed for ease of maintenance access to
minimize the remove & replace component time.
[ Downtime is minimized through superior performance and
parts availability.
1 Individual component prices are evaluated for competitive
cost.
= (tilization
(1 Fleet management assistance using extensive experience as
well as new tools such as FleetEdge.
= Disposal cost
(A Trade-in and auction partner options are available when

appropriate.

By addressing each item the total provides a key solution avail-

able through the “Utility Depot” solution.

Supporting the “Utility Depot” is the Terex Utilities network,
composed of private and company owned distribution channels.
Five distributors make up the network across the US and Canada,
which has undergone significant improvements and expansion.
An example of this is “Terex Utilities — South.” “Terex Utilities —
South," announced in February, is a new distribution network
with a customer focus across the southern United States. It
aligned company owned Telelect Southeast Distribution, Inc.
with recently acquired Commercial Body Corporation and
Combatel Distribution, Inc. This new single distribution region
covers from Delaware south down the East Coast, west to New
Mexico & Kansas, and north through Kentucky & Missouri. It
offers customers increased capabilities and commonality across
the entire region. This single source access helps customers who
are looking for turnkey solutions and a life cycle value proposi-
tion for their fleets.

Focusing on current and future customer needs has resulted
with many improvements, new products and additional services

available from the Terex Utilities “Utility Depot”.

Terex Utilities, Inc. is a division of Terex Corporation, a diversified global manufacturer
based in Westport, Connecticut with 2001 annual pro forma revenues of $3.4 billion.

Please visit www.terexutilities.com or www.telelect.com for further details.



Experience
to Get the

Job Done Right.

UTILITY EQLIPMENT PIONEER

When you are miles away
from assistance, dependability
and experience is 8 must,

That is why linemen choose
Terex Telelect and Hi-Ranger
equipment. Industry preferred
products to get the job done right.
When experience counts,

Terex Telelect is on the job.

G600 Oakwood Road = Watertown, S0 57201
(605) BEZ-4000 = FAX: [605) BEZ-1842
ermail: salesi@elelecl.com

FEREX TELELECT NETWORK - OVER 37 SERVICE CENTERS ACRDSS MORTH AMERICA




Altec Industries

210 Inverness Center Drive
Birmingham AL
U.S.A 35242

Tel.: (205) 991-7733
Fax: (205) 991-9993
Web: www.altec.com

EUFMC Showcase Section

ALTEC INDUSTRIES, Inc.

“Helping Crews Work Safer & Smarfer”

Altec Industries, Inc., founded in Birmingham in 1929 by
Lee Styslinger, is a privately-held company led today by the
third generation of the family. With 2,500 associates world-
wide, 800 of whom are employed locally, Altec specializes in
the manufacture, sale, and service of aerial devices, digger
derricks, and specialty equipment for the electric utility,
telecommunications, tree care, and light and sign mainte-
nance industries in over 120 countries.

At Altec, advanced technology efforts are aimed, without
exception, at helping customers work “Safer & Smarter”.
Smarter in the sense that Altec sees itself in the productivity
business - enhancing productivity for customers. This trans-
lates into developing technologies that dramatically increase
uptime and dramatically decrease lifecycle costs. Altec invests
more resources than any other manufacturer in advancements
for reliability, uptime, and low cost of ownership. Safer trans-
lates into the rugged construction of its equipment as well as
training for all customers to ensure safe and effective work
practices using Altec equipment.

In addition to the design, manufacture and sale of highly
specialized mobile equipment, Altec works directly with its
customers to create solutions that meet their customers ever-
changing needs. The New Product Development Center
meets a customer’s need for a totally customized product,
from chassis, to body, to aerial device requirements. If used
equipment is more suitable, Altec also offers a used equip-
ment solution (National Utility Equipment Company)
providing previously owned units. And a financing depart-
ment (Altec Capital) is available to assist in custom-tailoring
financing options designed to help customers acquire their
equipment. If a customer isn't prepared to add additional
units to their fleets permanently, but could use extra equip-
ment for a specific job, or while another piece of equipment
is being serviced, Altec provides a rental option as well, Global
Rental Company, Inc.

The values on which the present owners grandfather
founded Altec over seven decades ago remain at the heart of
the company’s core philosophy. “My grandfather started this
company with the idea that the customer comes first, and that
people are our greatest strength,” says Lee Styslinger, III,
Altec’s President and CEO. “My father ran the company
using the same basic principles, and over the years, the initial
ideas my grandfather had have helped us earn the trust and
confidence of our customers worldwide. Listening to our
customers and creating solutions is key to our commitment to
total customer satisfaction in all that we do.”

Altec’s vision is to be recognized by its customers as the
preferred supplier in all the markets it serves. The company’s
values play an important role in sustaining that vision and
achieving its goal of total customer satisfaction. Every Team
Altec associate strives toward these values: (listed

alphabetically)

* Customer First

* Enjoyment at Work

° Family

* Financial Stability

¢ Integrity

* People are our Greatest Strength
° Quality

* Spiritual Development

* Teamwork

Altec’s long-term stability allows for resources to invest in
research and development. The company remains at the fore-
front of providing solutions and innovations in information
support services allowing its customers to fully integrate their
businesses and streamline processes for increased efficiency
and cost savings. The latest manufacturing techniques and
rigorous prototype testing guarantees every piece of Altec
equipment meets the standards of quality its customers have
come to expect. This commitment to quality and safety has
led to an unsurpassed warranty in the industry. In addition,
the company has both ISO 9001 and Class A certifications.

From its headquarters in Birmingham, Alabama, to service
and manufacturing divisions in Georgia, Florida, Kentucky,
North Carolina, Indiana, Minnesota, Missouri, Texas,
Colorado, California, Oregon, Pennsylvania, Massachusetts,
and Ontario, Manitoba, and British Columbia in Canada,
Altec offers:

* Most Complete Line of Equipment

* Lowest Cost of Ownership

¢ Financial Services

* Rental

e Used

¢ Direct Channels of Distribution

* Most Comprehensive After-the-sale Support
* Most Comprehensive Road Service Network
* Tools and Accessories

In short, Altec invests in making crews’ lives easier through safe, reliable equipment.

Altec is not simply a vendor, but rather a business partner and consultant to assist

its customers and ensure their crews work "Safer & Smarter”.
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At Altec, our top priority has always
been knowing and understanding
the day-to-day needs of linemen. And
one requirement that never changes
is safety. That's why everything we
do, from design to manufacturing to
customer service, is aimed at providing

crews the safest work environment in

the industry. For over 70 years, we've

been building equipment that helps

you work safer and smarter.

My family counts on me to

make it home at night. I count
on my training and equipment to
make sure that happens.”
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The decision of whether to lease or
buy a vehicle is often based on
policies established by a company’s
finance department. A "no lease"
policy may be in place until a CFO
can be educated on the real bene-
fits and potential cost-savings of
third-party funding. In my experi-
ence, having called on Electric

Utility Companies for the past 25

years, | have sometimes found that

a company’s policy on leasing is
not revisited until a new financial
management regime takes over,
because of retirements, transfers or
promotions. More recently, the deci-
sion to lease has been driven by
credit rating downgrades by the
public rating agencies and the
resulting financial pressure to culti-
vate new outside sources to fund

capital equipment.

Is Fleet Leasing Right

for your Company?

By: Fred Drozdoff, Vice President and Senior Transactor, CitiCapital Bankers Leasing

large east coast-based electric

utility that I first called on 25

years ago had a “no lease” policy.

The stated reason was that the

AA rated company had plenty of
cash and a relatively cheap source of funds, such
as A-1 rated commercial paper. In reality, the true
cost of funds is not short-term money, but rather
the utility’s incremental cost of funds; that is the
combination of short, medium and long term
funds plus the cost of equity (hurdle rate of return
on equity). Twenty-five years later, following
successive downgrades to BBB (two ratings above
junk status), a new financial management regime
and a financially informed fleet manager have put
this utility in a different frame of mind, and it is
are now planning to lease its fleet. One big advan-
tage for the fleet manager will be freedom from
the timing constraints of the company’s capital
budget policy, where budgetary approval and
funds are not secured until early January. This
timing is out of synch with the normal fleet
production calendar, leaving him scrambling to
submit his orders to the manufacturers before the
factories close their production lines. By leasing
instead of purchasing his vehicles, he will be free
of this constraint.

In another US electric utility, a key consideration
for the fleet manager is a reduction in his opera-
ting budget. Again, a “no lease” policy has been in
effect for over 25 years, and the company, which
was AA rated in the early 19807, is now strug-
gling to maintain a BBB- rating. This electric
udlity still enjoys bank loyalty and can raise funds
through its revolving credit facility, although is
shut out of the commercial paper market that had
provided an inexpensive source of funds in the
past. The fleet manager is charged with operating
expense, and at the mandate of financial manage-
ment, must decrease his operating budget each
year; this year he was granted only half of the $6
million budget he requested. As a result, needed
maintenance is delayed until the last possible
moment. But delayed maintenance ultimately
results in higher costs - the cost of removing a rust
spot is small, but once that rust spot turns into a
hole, it becomes a costly repair job. Because of the

e — EUFMC 50™ Anniversary

diligence of this conscientious fleet manager and
his very dedicated personnel, vehicle downtime
has not yet become a problem. However, the fleet
manager acknowledges that his aging fleet cannot
keep up with a continuous operating deficit and
it is only a matter of time before he will have to
deal with vehicle downtime and high mainte-

nance costs.

There is a financial solution that would satisfy the
needs of the treasury group to improve cash flow
and realize low financing rates, while meeting the
fleet manager’s objective to have an adequate
budget to maintain an efficient fleet — a tax
TRAC lease structure that qualifies as a tax lease
for Federal tax purposes and a capital lease for
accounting purposes. With a tax TRAC lease, the
lessor retains the tax benefits of depreciation in
exchange for lower lease rates for the lessee. In
addition, the rent expense for the fleet is classified
as interest and depreciation expense on the P&L,
rather than part of the operating budget.

For those electric utilities that have made the
decision to lease, what were the drivers for that

decision?

From a financial perspective, a properly struc-
tured lease can provide off-balance sheet finan-
cing. While recently instituted accounting rules
make this type of lease more difficult to structure,
it is still easier to accomplish for fleet than for
other corporate assets, such as computers, office
equipment and furniture, because the fair market
value of a vehicle can be more readily established.
There are a number of ways to structure a fleet
lease from an accounting and tax perspective and
the optimal structure depends on the udility’s
financial situation. However, the terms and
conditions of that lease must be compatible with
the fleet manager’s objectives, especially in the
case of a bundled, full-service lease that may
include services such as maintenance manage-
ment, supplying fuel cards and vehicle procure-
ment. This decision raises implications not only
for the fleet manager, but also for the entire fleet
work force and the fleet vendor relationships.



Energize your
career today

With more energy jobs on-line
than anywhere else, a new
opportunity is just one click away.

Visit www.AllEnergyJobs.com today!

F& AllEnergyJobs.com

e Framir

Circle 49 on Reader Service Card



Beyond tax and accounting crite-
ria, finance and fleet manage-
ment should review other leasing
considerations. For example:

e Is the lessor capable of funding multiple assets,
including component assets for line trucks and
other equipment types sourced from multiple
vendors?

Can the lessor provide the fleet manager with
records and reports that enable him to allocate
leasing costs to the selected and appropriate
departments and cost centers?

Does the lessor have the capability to pay for
these assets on a timely basis? The lessor should
be able to pay vendors within 48 hours of
acceptance so the fleet department can take
advantage of early payment discounts. Prompt
payment will also help in negotiating lower
equipment prices.

Is each individual asset treated separately, so
that the fleet department can determine the

proper lease term and residual (balloon) value?

Does the lease program give the fleet manager
and operating team adequate control over use of
the equipment?

e Are lease terms and residual values flexible
enough to realistically equate value at the end of
the lease so there are no payments due to the

lessor at expiry (lease end)?

e Will the lease reduce capital expenditures,
thereby allowing the lessee to reduce debt, re-
purchase stock and obtain higher returns on
investment of assets that are essential to electric
production?

* Will the lease improve financial ratios, such as
return on invested capital, and improve cash
flow?

Additional information the fleet

manager will want to know is:

 Will the fleet manager still be able to make deci-
sions on asset turnover and usage without
penalty from the lessor?

Does the lessor provide web technology so that
paperwork is kept to a minimum? Does the
online system complement internal systems and
provide asset management control?

Will the annual budgeting process be simpli-
fied? By leasing, will the company avoid the
“scramble” to order fleet equipment because
capital budgets are not set until the beginning
of the calendar year?

Does the lessor offer a wide enough range of
leasing options to provide the best financing
solutions? For example, some lessors can offer
only 5 or 7 year lease terms, while a truck may
have a 15 year useful life.

* Can the lessor submit detailed rental/payment
invoices to numerous departments and profit
centers? Does the lessor allow decentralized
payment of invoices?

These are only some of the questions companies
must ask to ensure their financial and fleet
management objectives will be met. The “lease -
no lease” decision must be a joint effort, as the
implications go far beyond the financials. If the
fleet manager thinks there are specific benefits to
leasing the company fleet rather than ownership,
he should push to take a leadership role in the

lease vs. buy decision.

Disclaimer: CitiCapital does not provide legal,
tax or accounting advice. You should seek and
rely on advice from your own auditors, accoun-
tants, and/or individual counsel. W

About the Author

Fred Drozdoff is Vice President and Senior
Transactor for CitiCapital Bankers Leasing. He has
over 30 years of experience in the leasing industry
and has been calling on the electric utility industry

Jor over 25 years. Fred can be contacted at :
[fredrick.drozdoff@citigroup.com.
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PRODUCT SHOWCASE

Intreducing the néw SpaceFap Max,
the largest fiberglass utility body to fit
on a full-size pickup truck

This mullipurpese work-unit can be
specially cutfitted and customized to
your spacs with a largs amay of
accessonies, including a 7500 W
generator and air conditioning.

Baing equipped with a patented
He-down system, the Spacekap can
be removed and slipped on anocther
pickup within 20 minutes

Allegheny Trailers, Inc.
Leading Manufacturer of Utility Trailers
and Related Capital Equipment.

For nearly fifty years, Allegheny Trailers has been
the leader in the design, manufacture and sale of
specialty capital equipment for the electric, gas and
telephone utility industries. With Fortune 500
customers throughout North America, Allegheny
equipment has met and exceeded the requirements
of our demanding customer base.

Key products in the Allegheny product line include
reel carriers, pole trailers, flat bed trailers, plastic
pipe trailers, oil filtration systems, cargo trailers and
‘combination’ trailers that incorporate multiple
features to maximize fleet versatility. We also

offer parts and services and can retrofit or refurbish
trailers. Additional information can be found on
our web site at www.alleghenytrailers.com.

Or call (216) 851-3750

SPRaCE K AP
E-Mail: info@fibrobec.com

(450) 467-8611
www. spacekap.com
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CONGES
"CONDOR 170-

The CONDOR 1
working height
industry leading
handling capabili
capacity. The ne
comes equipped

S offers 170 feet of
ile delivering
e reach, material

TIME Manufacturing Co - CONDOR
Tel.: (254) 399-2100
Web: www.timemfg.com
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The Wireless Matrix Mobile Base Station
(MBS) is a roof-mounted unit that integrates
multiple antennas, processing and commu-
nications software, enabling real-time multi-
mode communication via Wireless Matrix’s
Wide Area Wireless service. It can host
embedded applications, and is GPS and AVL
capable.

Partnered with the unit, the MBS MAP
system can track the deployment, position
and status of field service vehicles, provi-
ding reporting and alert functionality, and a
web-based graphical interface for monitoring
service fleet movements.

WihkELETSS

MATRIX

www.wirelessmatrixcorp.com
12369-B, Sunrise Valley Dr., Reston VA 20191

Tel.: 877-466-7266 ¢ Fax: (703) 262-0380
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utility equipment »
leasing corporation

Rentals, Leases,
Sales and Service!

UELC can provide your company
with the utility equipment it needs!

For over 35 years UELC has been able to
provide its customers what they need,
whether its a 29'-100' bucket truck,

a digger derrick, material handler,
cable placer, or track vehicle!

We offer only late-model
quality equipment at UELC.

For more information contact us at:
Toll Free: 1-800-558-0999!
Web Site: www.uelc.com
E-Mail: rent@uelc.com

When you rent from UELC,

you rent from the experts!

Circle 41 on Reader Service Card

Versalift
VO-43-1

The Versalift VO-43-I insulated aerial
[lift has 47 ft. 10 in. of worRing height
while mounted on an 84-in. cab to axle
chassis which allows for easy maneu-
vering in tight places. The relatively
inexpensive and fuel efficient 17,500
GYWR chassis also allows for lower
acquisition and operating costs.
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PRODUCT SHOWCASE

i JUN CUTTER!

Megchanical Tree Trimmer '

aodel TR-700

What you want in service truck equipment | [ ® 115 P Water Cooled Diesel
e Dielectric Certified Boom to 69KV

Dur-ArLift offers a range of models from Versatility * FOPS & ROPS cab is standard
o 41, Man and Matenat handiers. o e Rubber encapsulated steel reinforced track.
?gggvlr‘bisj_g DPM-40 with 400 Ib bucket and Dependﬂbﬂ”y * 2 PS| approximate ground pressure
. jib cap, . . )
100 deg. basket rotation VCllUG e Three, independent, 24 inch high speed saws.

24 x 30 basket. © 70' Cutting Height

Meets CSA C-225-2000 YOU WAN-I- MASTERA(KI e Capable of trimming on the move

Dur-A-Lifts are rugged, dependable, and easy TSE International, Inc.
to maintain. g & ol Di 5301 Shreveport-Blanchard Hwy
Ly & % 3%5 g“o‘)’("']‘g(']“m;'%""er SE Shreveport, LA 71107
DRAKAR ENGINEERING LTD masteracl’ koo, Georgio 3034 Toll Free: (800) 825-2402
Woodstock, ON. Phone: (318) 929-2368 e Fax: (318) 929-4853
Tel.: 519-539-1151 Tel.: (404) 525-5501 « 1-800-334-4183 WebsSite: www.tse-international.com
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substance, Electric Energy Media is proud to present it's internet
product line. Our web site and our e-news letter helps industry lead-

PUBLICATIONS ers stay on top of the latest news and information.

QOur web site offers access to; the most comprehensive on-line buyers

wa tc h t h e t ren d S quide, industry news, current and passed magazines, a job center,

product innovations and industry events.

G et t h e fa (ts Our e-news letter is sent on a weekly basis to more than 35,000
energy professionals.
Have the edge! b
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With over 39 service centers and 160 field products and services that bring you extra value
mechanics across North America, TEREX UTILITIES ~ you’ll see in your bottom line. In need of high-
is ready to help improve the value of your business quality utility equipment supported by over 50 years

and gain a higher return on investment. of experience?

TEREX not only offers productive Telelect Add a couple of items to your cart — at your
Digger Derricks, Hi-Ranger Aerial Devices and RO local TEREX UTILITIES dealer. For more information,
Stinger Boom Trucks, but also hundreds of other check us out at www.terexutilities.com.

TEREX|=
UTILITIES
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