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It’s not every day that I indulge in ‘high fives’ but it seems appropriate today, on the

publication of this rather special issue of Volvo Spirit. The magazine is celebrating its fifth

birthday after making its first appearance back in 2001.

Ever since then, we’ve circumnavigated the globe in search of illuminating and

entertaining insights into the world of Volvo Construction Equipment, its all-important

customers, its partners-distributors and its employees. This bumper anniversary issue

attempts to do just that and more besides, in acting both as a mirror to the past as well

as a crystal ball to the future.

CEO Tony Helsham offers a snapshot of the successes of the past five years while also

mapping out the key challenges facing the company in the next five. Regional Presidents

Lars Haglund, Chris Rees, Dennis Slagle and Eberhard Wedekind do likewise, with their

personal takes on the company and the “Volvo Way”.

There are also additional articles on specific business sectors, covering the Volvo rental

market (Volvo Rents was also launched five years ago), the growing world of compact

equipment and the exciting future of hybrid engine technology.

And, as usual, our team of writers and photographers dig out their passports, thermal

underwear and sun cream as they set off to inspect projects varying from road laying in

Alaska (with a low temperature -62oC/-80oF), island building in Qatar (who said

reclaiming 4km2 (1.5mi2) from the sea would be easy?), copper mining in Chile, coal

mining in Borneo, flood defense work in England and the creation of Winter Olympic

venues in Canada.

Pictures, they say, are worth a thousand words so we cap off the issue with a

photographic montage of Volvo Construction Equipment’s last five years.

Nostalgia, of course, is fun, but the future’s the thing… so to year 10 – bring on 2011!

Beatrice Cardon

Editor 

use your head.
choose volvo.

The remarkable Volvo Hard Hat is yet another good reason for choosing Volvo Construction

Equipment. Designed by head and face protection experts Peltor and commissioned exclusively as

part of Volvo’s Safety Challenge 2006, this cutting-edge design is ergonomically styled for greater

safety and convenience. It’s incredibly light (only 365g – 12.9oz), tough and comfortable, with

sliding integral safety glasses fitted as standard, plus a wide range of accessories including

earmuffs and communication solutions available as options. The Volvo Hard Hat is distributed with

every new Volvo CE machine delivered from May to December 2006.

MORE CARE. BUILT IN.
Put a Volvo to the test - find your nearest dealer at www.volvoce.com
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Reducing the burden

While most of the coal is transported out to the waiting

ships by conveyor, the task of moving all the topsoil and

overburden falls to a fleet of 29 Volvo A35C haulers. 

17 hauler units and two water tank units of A35C model

were delivered by local Volvo dealer PT Intraco Penta in

1997/98. Between April and September 2005 these were

reinforced by a 10 unit rental fleet of A35D haulers. The

water tank units are being used for watering haul roads, 

fire fighting and supplying water to the drilling operation. 

Although a non-stop operation, being a tropical climate,
the process is divided into a wet and a dry season. While the
haulers may not be able to maintain the terrific dry weather
rate of moving one million m3 (35.3 million ft3) of material a
day, their six wheel all-wheel drive ability allows work to
continue, even when the rainforest’s worst downpours lead to
boggy, slippery haul road conditions.

To maximize the payload when hauling lighter materials,
the haulers have been fitted with greedy boards. “Even with
the greedy boards the physical reliability of the haulers has
remained well above 90%,” says Rod Bridges, General Manager
of the Mine Operations Department.

Mission critical
Volvo haulers have not always been at work on the site;

initially the hauling was outsourced to an external contractor.
But after an analysis KPC believed that it could save costs,
increase safety and improve productivity if it brought the
process back in house. The efficient removal of overburden is a
critical element of the entire production and it was decided
that this should be internally controlled.

A comparative analysis was carried out between different
brands and the Volvo articulated haulers were found to be
around 15% more efficient. KPC also opted for a full
maintenance contract with PT Intraco Penta. “They manage
their spare parts inventory very well,” believes Bridges. “They
have a well trained, responsive and highly skilled workforce;
when machines break down they have them back up and
working in the shortest possible time. It is a support operation
that clearly knows what they are doing and they provide an
excellent service to KPC.”

Working three eight hour shifts, each hauler has an average
of 4.6 different operators each month. “We try to recruit
people from the local area and give them between four and
eight weeks training, depending on their experience,” says
Bridges. This focus on training not only reduces accidents on

Having clocked up nearly one million serviceable hours, a fleet of Volvo articulated 

haulers is helping to transport 300 million m3 (10.6 billion ft3) of overburden a year. 

BRIAN O’SULLIVAN reports from the Kaltim Prima Coal mine on the Indonesian island of Borneo.

IN TERMS OF TOTAL MATERIAL MOVED, THE KALTIM PRIMA COAL (KPC) MINE IN

INDONESIA IS ONE OF THE WORLD’S LARGEST, EXPORTING OVER 32 MILLION

TONNES OF COAL TO TAIWAN, JAPAN AND SOUTH KOREA. WITH AN AREA LEASE OF

2330KM2 (900MI2), THE COMPANY’S MAIN OPERATIONS ARE SITED AROUND

SANGATTA IN THE NORTH EAST OF KALIMANTAN PROVINCE. 80KM (50 MILES) NORTH

OF THE EQUATOR, THE OPERATION INCLUDES SEVERAL OPEN PITS, COAL

PREPARATION FACILITIES AND A 13.2KM (8.2MI) OVERLAND CONVEYOR TO A

COASTAL TERMINAL THAT IS CAPABLE OF HANDLING BULK CARRYING VESSELS OF

220,000 DEAD WEIGHT TONNAGE (DWT). SINCE THE FIRST PIT WAS OPENED BY THE

THEN INDONESIAN PRESIDENT SUHARTO IN 1991, KPC NOW HAS BETWEEN SIX AND

12 OPEN PITS CONSTANTLY WORKING AT ANY ONE TIME.

A COMPARITIVE ANALYSIS WAS CARRIED
OUT BETWEEN DIFFERENT BRANDS AND
THE VOLVO HAULERS WERE FOUND TO BE
AROUND 15% MORE EFFICIENT
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site but also increases productivity and reduces component
failures, costs and downtime due to machines being misused.

Environment monitoring
KPC has an extensive environmental monitoring

programme, measuring water and air quality. From the start of
mining until the end of last year over 67km2 (26 mi2) of
disturbed land has been rehabilitated. The Volvo haulers play a
major part in this process, not only in dumping overburden
and topsoil in mined out areas, but also in the construction of
dams and sediment ponds. KPC has a tree nursery that grows
500,000 seedlings annually as part of its jungle rehabilitation
programme. This is in addition to the US$5 million spent on
community development each year, part of a package of
initiatives that has helped to foster good relations with the
people of Kalimantan.

Long mean times between failures, maximum uptime and
rapid response when things do go wrong are the key
management drivers for the success of the Volvo fleet of
haulers at work at KPC. With haulers clocking up an average
of over 40,000 hours, the ability to extend the life of machines
gives cost conscious operations a competitive and economic
advantage over competitors. “The Volvo machines have proven
to be reliable even in very harsh conditions,” concludes Rod
Bridges. “The three words I would use to sum them up are
‘Robust’, ‘Reliable’ and ‘Comfortable’.

KPC HAS A TREE NURSERY THAT GROWS
500,000 SEEDLINGS ANNUALLY AS PART OF
ITS JUNGLE REHABILITATION PROGRAM 

Rod Bridges

FIVE YEARS ON
Volvo Spirit’s editor met Tony Helsham, CEO of Volvo Construction Equipment

Photography: Julian Cornish-Trestrail
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It was the beginning of a new

era,” he says. “It was the

beginning of our focus on totally

integrating the company into what we

call the “One Company Vision”. Before

that, we couldn’t really talk about being

one company because we did not have

a full line-up of Volvo branded

products. But although we have come

a very long way in becoming truly one

integrated company, I don’t think we

should sit back and think the job is

done.”

Helsham has also been heartened by
the growth of the company after a
difficult few years in the industry. “In
the beginning of the 2001-2006 period
we had a downturn in the market. Those
were tough years. Markets were
declining around the world and we also
had internal operational problems and
distribution channel issues, particularly
in North America. We took focused and
relatively quick action to deal with those
issues with the result that the company
is stronger today that it perhaps would
have been if we hadn’t gone through
those crises.”

Looking ahead, Helsham believes the
company should be looking to establish
itself as the industry’s clear number
three. To do so, he believes it is
imperative the company gets into
different geographies and into new
products … “to bridge the gap that we
see between where we want to be by

2009 and where we believe we would
get to if we only stuck with organic
growth.” 

According to Helsham, there is one
area of the company’s focus that should
prevail in importance over all others: the
customer. “Everybody has relatively good
performing products and relatively good
quality,” he explains. “The game is going
to be won or lost by the performance of
our dealers – and other distribution
channels – and our people. The secret to
success is in the way you serve your
customers.” 

Volvo CE has made significant
strides in paying even greater attention
to the needs of customers and dealers,
but Helsham wants to see even greater
improvements: “It isn’t perfect but I
believe the company’s culture has
matured into being far more customer
focused. We have to listen to our
customers to understand what their
issues are, and that is something we’ll
absolutely continue to work on.”

Paying regular visits to Volvo
customers and dealers (as well to those
of our competitors) is crucial, he says,
not just because it helps to nurture
relationships, but also because it gives a
direct insight into the frontline of the
industry. “How else do you get and
maintain a customer focus if you don’t
go and visit them?” he asks. “We should
all do it more often.” Receiving positive

WHEN TONY HELSHAM, CEO OF VOLVO CONSTRUCTION

EQUIPMENT, REFLECTS ON THE PAST FIVE YEARS, HE

SEES 2001 AS A CRITICAL MILESTONE IN THE HISTORY

OF THE COMPANY.

“THE KEY TO SUCCESS IS IN
THE WAY YOU SERVE YOUR
CUSTOMERS”

“
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EVERYONE’S JAMES BOND NOW
TONY LAWRENCE EXPLAINS HOW THINGS HAVE CHANGED IN THE PAST FIVE YEARS

feedback is all very well, but he believes
that often it is the negative comments
that are more helpful because the
company can go away, learn from the
comments and come back to the
customer with improvements.

Volvo CE currently represents
roughly 14 to 17% of the Volvo Group,
but Helsham would like to nudge that
figure closer to the 20% mark over the
coming years for the simple reason that
it will give the company greater leverage.
“If you represent only one percent of the
size of a company then you have very
little capability of influencing decisions
in the group, but if you represent a
relatively important percentage of total
revenue and you are an important
contributor to the financial performance,
that gives you a good seat at the table.” 

Helsham believes engines will have a
significant role to play in the future
success of the company. The increasingly
stringent legislative requirements on
emissions together with higher and ever
increasing demands on fuel efficiency
have led to an enormous hike in costs
but, he insists, Volvo is one of three
companies in the construction

equipment industry that can cope with
those pressures.

“I believe there are only a few
companies in the world that have the
critical mass and the size to be able to
devote the necessary resources – people,
money and time – to develop the
technologies and solutions for the future.
Volvo is one. I’ve made it quite clear
that I believe that engines are a key
strategic advantage for the future,” he
says.

In spite of likely downturns in the
North America region over the next 
few years, Helsham is confident that
Volvo CE is in a good position overall 
to build on its strong performance over
the last decade, a period in which the
company has tripled net sales.

“Our analysis suggests that we and
our industry will very probably be in a
period of overall sustainable growth for
quite a number of years, if you add all
the markets throughout the world. On
top of that, if you look at the history of
our industry – all products combined –
it’s generally on an upswing of around
5% annual average compound growth

rate. So even if every ten years there’s a
dip, the bottom or the trough in the
current downturn is higher than that of
the previous one.” 

For Helsham, one of the most
rewarding and enjoyable aspects of his
21-year career with Volvo has been the
opportunity it has presented him to
travel the world and experience different
cultures.

“Working and living in all the
different countries like I’ve done has
been extremely important for me and
my family,” says Helsham, who has one
daughter living in New York City, one in
Brussels and a son in Aberdeen,
Scotland. “The construction equipment
industry is a global industry with
essentially global customers using the
products in exactly the same way. It’s
hard to relate to customers and people
in their own environment if you haven’t
had the chance to experience living in
different countries and cultures. For me,
that is the greatest experience that I’ve
had working in this industry for the last
33 years.”

“I’VE MADE IT QUITE
CLEAR THAT I BELIEVE
THAT ENGINES ARE A
KEY STRATEGIC ADVANTAGE
FOR THE FUTURE”
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State-of-the-art gizmos are not all about hard work, though.
They are also about play.

While business people grapple with their mega and
gigabytes, their children opt for video game consoles and iPods.

For Jason Jenkins, assistant editor of gadget magazine T3,
the iPod has been the single most important innovation over
the past five years.

“It’s brought a lot of people into the gadget marketplace,
people who weren’t interested before,” he says. “For many
people, it’s meant them rediscovering their music, which they
hadn’t listened to for years.”

As a youngster, Dad used to have a small, fuzzy-sounding
cassette recorder. He’d take a few tapes with him, each
containing 20-odd songs, on long journeys, even though the
tapes were forever getting chewed up. Today, son and daughter
travel with their miniaturized iPods. They are a quarter of the

THE LAST FIVE YEARS HAVE SEEN 
SOME LIFE-CHANGING TECHNOLOGICAL
INNOVATIONS BROUGHT TO THE
MASS MARKET

ames Bond has always had the most exciting gadgets

and always will. Not for us the invisible cars, x-ray

glasses, exploding pens and laser-beam watches dreamt

up by Q for the world’s best-known secret agent (which is

probably just as well – remembering where you parked your

visible car can be hard enough, while there’s probably

nothing more tedious than mixing up your writing pens with

the exploding ones).

The last five years, however, have still seen some life-
changing technological innovations brought to the mass market.

Perhaps, indeed, we are beginning to close the gap a little on
007. In “From Russia With Love”, for instance, filmed way back
in 1963, Bond had such gizmos as an MI6 office beeper and a
car phone the size of a brick. Today’s business executive can do
a lot better than that.

Working practices, however, are being transformed not
necessarily by brand new concepts but often by the refinement
and re-invention of existing ideas. Once upon a time, a mobile
phone phoned and a computer computed. Today, ‘smart
phones’ also take photographs or video footage and allow you
to access email and the internet, while hand-held PDAs – that’s
a personal digital assistant, Miss Moneypenny – do much the
same thing after starting life as humble personal diaries.

PCs, meanwhile, are already pretending to be telephones –
via such innovations as Skype, launched in 2002 but already
boasting more than 100 million users – and clearly have
aspirations to merge with televisions.

Such gadgets are now mainstream super-flexible business
necessities, allowing employees to remain in contact with their
desktops as well as their colleagues while on the move. And
their evolution is far from complete. Almost on a daily basis
they get smaller and more portable, more powerful and better
integrated.

With the arrival of high-speed wi-fi on the back of
broadband, computers and PDAs can also operate without the
knot of wires and phone leads once required.

Everywhere you look, whether in a coffee shop, an airport
lounge or even behind the curtains at home, you will find
someone bent over his or her laptop, accessing or sending
information. The business world will never be as static or as
office-bound again.

One industry in particular – broadcast journalism – has
benefited from the smart phone revolution in another way.
Every time there is a dramatic, newsworthy event, in whatever
remote or faraway part of the globe, there will be some witness
at hand, ready to call in first-hand details or even send pictures
or video footage within minutes. Citizen Journalism, they call it.
Today, virtually everyone – not just James Bond – is a fully
equipped spy.

J

size, hold up to 15,000 songs organized in separate playlists and
downloaded from the internet or ripped from CDs. The
enhanced digital sound is crystal clear. Just how popular have
they been in recent years? Well, 14 million iPods – a brand
which helped spawn the term podcasting in around 2003 –
were reportedly sold in the first quarter of 2006 alone.

As iPods have improved and, indeed, turned into must-have
fashion accessories, so have digital and video cameras, as well as
liquid crystal and plasma televisions. With the right recording
devices it is now even possible to pause and rewind live TV
while being freed from program schedules altogether.

“The whole gadget industry survives on constant
innovation,” Jenkins adds. “I predict the next five years will be
just as dramatic as the last five, if not more so.”

Another gadget has caused a recent revolution in the way
we do things – the sat-nav, or satellite navigation system. Again,
it has evolved over time – it was initially developed for the

military, but the last five years have seen it transformed from
theory into mass-market reality. No self-respecting car would
be without one today. Only Dinosaurs – and Grandad – use
paper road maps now.

There have been a few growing pains, of course. Dozens of
cars in England spluttered to a halt in a tiny village when their
sat-navs, asked for an alternative route to avoid roadworks,
directed them in a deep ford, while others got marooned on an
impassable road next to a 100ft drop in Yorkshire. But sat-navs
have still become an entrenched part of everyday life in no
time at all.

Catching up with 007 should be no trouble now. Just type
“MI6” into your sat-nav… and hope Bond’s not out of the
office, listening to his iPod as he drives around in that wretched
invisible car of his.
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Let me introduce you to…
Volvo Spirit’s Editor meets the regional managers as they talk about themselves, the

past five years and what lies ahead.

Lars Haglund
President, Region International
Swedish 
56, married with two children and two grandchildren
Interests include family, children, friends and a 
Volvo Amazon 1970 model
Worked at Volvo for 36 years

Chris Rees
President Region Europe
British
54, married with two children
Interests include restoring and flying old aeroplanes
Worked at Volvo for 24 years

How would you describe yourself?

I am a “doer” and drive my issues hard. I enjoy working as a
team in a consensus environment. I regard myself as a “world
citizen”. I am interested in people, cultures and religions and
making a new acquaintance makes my day.

What is the key value that determines how you interact with

peers, employees, customers?

My interaction with customers is characterized by making a
contact, establishing a relationship leading to a business
relationship.
My values and the way I interact with people are very much in
line with “the Volvo Way”. It is very natural to me.

How would you describe working at Volvo?

I have always had a strong commitment to Volvo CE’s products,
people and values. I have always enjoyed working in the open
and transparent organization that Volvo is.

How has business in the region changed in the last 5 years?

Dramatically. In 2001 our sales reached 240 MUSD. In 2005
we reached 850 MUSD, excluding Asia. I have a goal to break
the Billion Dollar line in 2006 but it might be tough!

What has been your greatest achievement in the last 5

years?

Great achievements are never only mine. They are made by the
organization and the team.
One is the introduction of the new Volvo CE business model,
the second, the formation of the new International Region
without Asia.
Apart from this there are a number of major deals that the
team in the International Region has made.

What has been your greatest challenge in the last 5 years?

Driving out the use of the term, “Rest Of the World”. It
represents an old way of thinking that the world consists only
of Europe and North America and everything else is “ROW”.
We must see the potential of all markets in their own right.

How do you expect the business in your region to change /

develop in the next 5 years?

Despite Aids and famine, the future of Africa looks positive,
thanks to infrastructure development, the price of oil and
minerals, increased global interest and peace. Turkey is likely to
slow but cyclical swings here are not uncommon. Overall we
are likely to see annual growth of 10% rather than the 25-30%
we have been experiencing.
As the region is the interface with our dealers and customer we
are very dependent on support from our colleagues in the
Business Lines and Business Areas and they are giving us
fantastic support.

How would you describe yourself?

Outgoing, a good team player and a strong believer in
relationship management.

What is the key value that determines how you interact with

peers, employees, customers? 

The key value is respect. Without respect nothing can be
achieved and respect for the individual is very much a part of
the Volvo Way. When times are stressful it can be easy to
overlook this fundamental part of our philosophy, but it is the
foundation for our success.

How would you describe working at Volvo?

Our business model requires consensus management, so it is
important to create trust and openness. I really enjoy working
in teams and working with different disciplines – the One
Company Vision gives us common goals and ambitions, which I
find straightforward and motivating. Working life at Volvo is
characterized by diversity, a strong team spirit and a real belief
in our shared abilities.

How has business in the region changed in the last 5 years?

More competitors in Europe, often with a different approach to
business, based on lower prices and less support. We are
absolutely committed to offering our customers premium
products, with premium support throughout the life of the
machine and onto its next owner. We are always trying to be
even more customer focused and independent surveys show
that this is appreciated by the operators and owners who are
the ultimate judges of our abilities.

What has been your greatest achievement in the last 5 years?

The creation of the European Region has been a demanding and
motivating experience. We have created a business which is
strong and effective, and brings together the very best of
distribution ability and manufacturing excellence.

What has been your greatest challenge in the last 5 years?

Before the creation of Region Europe, we had various ways of
working with the European distribution which were often not
coordinated or consistent. The work to change this has been
continuous and determined and is now really paying dividends 
– we are closer to our distribution partners than ever before,
and our customers really see “One Volvo”.

How do you expect the business in your region to change /

develop in the next 5 years?

Our customers expect us to offer a greater range of products
and services, and we want to be seen as the “one stop shop” for
all their needs. The ambition is to continue to develop the
“extended enterprise” throughout the supply chain to
continually strengthen our market position and our brand.
I want to see more and more happy Volvo CE customers!
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Eberhard Wedekind
President Region Asia
German
48, married with four children
Interests include family, jogging, tennis, skiing golf,
friends and spending time in the Swiss mountains
Worked at Volvo for 11 years

How would you describe yourself? 

Open minded, engaged, broadly interested European.

What is the key value that determines how you interact with

peers, employees, customers? 

Respect for the individual, fairness, open communication,
setting and communicating clear objectives, focus on
implementation and follow-up! People development. I think my
values match those of Volvo CE. That’s why I feel very
comfortable working for Volvo.

How would you describe working at Volvo? 

It is a place where I can be myself. I like the combination of a
professional, competitive management approach and the human
aspects of the Volvo Way.

How has business in the region changed in the last 5 years?

Competition has increased significantly; customers have
become more demanding and potentially less loyal. Markets like
Russia, China and India are now important and key for the
future of Volvo.

What has been your greatest achievement in the last 5 years? 

The start of Volvo Rents (as 1st chairman), building the global
marketing function: brand management, training function, CSS
Process, internet, partnership development, and marketing
systems. Turnaround of the Korean business.

What has been your greatest challenge in the last 5 years?

Trying to learn Mandarin!

How do you expect the business in your region to change /

develop in the next 5 years? 

The markets of China and India will continue to grow
significantly. The demand for soft products, service contracts,
financing… will further increase.
Asian customers will become even more demanding and the
price will remain a top buying factor. Volvo CE is price leader 
in all Asian countries with a premium of 5-25%. To remain
profitable, Volvo CE needs products that have lower costs. We
need both: Premium prices and lower, more competitive costs.
During the coming three years our sales will more than double.

Dennis Slagle
President Region North America
American
52, married, three children
Interests include following all sports especially
Baseball, playing golf and spending time with family
Worked at Volvo for 6 years

How would you describe yourself? 

Focused and analytical, competitive, mission driven.

What is the key value that determines how you interact with

peers, employees, customers? 

Honesty and transparency. When differences and challenges
arise, they can be best addressed with open dialogue under-
pinned by a respect for the individual and a person’s right to
voice their opinions and suggestions. When it comes to dealers
and customers, the key word is trust. Our dealers and custo-
mers expect us to be responsive, predictable and committed to
the success of the enterprise. If they are successful and we can
establish a relationship based on mutual trust, then we can
achieve a lot more.

How would you describe working at Volvo? 

It’s a well led company with good people and we genuinely
believe in our core values and operating principles. It is also
comforting to work for a strong, global company that possesses
the resources and will to achieve sustained growth.

How has business in the region changed in the last 5 years? 

It was difficult to predict the timing and scope of the meteoric
demand increases we have experienced. We and other
manufacturers have struggled to adequately gear our industrial
infrastructure and supply chain to meet demand and have been
forced to constantly deal with shortages of key components.
The increases in unit sales also meant that our dealers and
customers quickly needed more training, technical support,
credit lines, etc.

What has been your greatest achievement in the last 

5 years? 

By the end of 2001, our business in North America was on the
brink of disaster. Dealers covering over 50% of the region were
in deep financial difficulty. Others represented competitive
manufacturer’s products. Distribution has been brought back
from the brink, rebuilt and is now strongest where we were
once weakest. This was an extraordinary effort by all involved.

What has been your greatest challenge in the last 5 years? 

To build a strong, motivated organization and manage our
complex “matrixed” operating model in a way that properly
utilizes Volvo CE’s many tools and produces predictable results.
To maximize performance, every individual in the organization
must have both a clear understanding of their role and
responsibilities and a commitment to our overall mission and
objectives.

How do you expect the business in your region to change /

develop in the next 5 years? 

Cost of operating and confidence in resale values will rise in
priority. Technology to optimize machine performance while
meeting more stringent emission standards will need to be a
core competence. The use of satellite systems and the internet
to retrieve information and conduct e-business will
undoubtedly necessitate changes to our business. I also expect
the industry will have to deal with the pressure of new low cost
competition from Asia and India.

15V O L V O S P I R I T14 V O L V O S P I R I T V O L V O S P I R I T 15
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ears ago, the flood defenses around the Humber

Estuary on the east coast of England were largely built

by hand. That was before mechanization. It was also

before global warming and rising sea levels. Today, people

have all but been replaced by machines.

“The rocks and stones were all hand-placed originally,” says
Rick Lindley, taking a break from the cab of his Volvo excavator,
sited on a barge roped up next to an embankment along the
River Trent. “They did it perfectly, as if they were building a
house wall.” 

Lindley’s EC140B may not be quite as dextrous as the
human hand, but it has just laid more than 100 tons of rock
onto the face of the embankment in barely 40 minutes. He and
Dave Hornshaw, who captains the barge and knows the
Humber estuary like the back of his hand, expect to finish

reinforcing two 300m (100ft) stretches of embankment in
around two months.

That work would be completed much faster still were it not
for estuary tides which, even 64km (40 miles) inland, can reach
up to six meters (20ft) in height. Only at high tide can
Hornshaw, who began his working life on steam engines,
maneuver his barge close enough to the side of the river. The
two men’s peculiar working hours as employees of Thorne
Marine Services are thus dictated by the ebb and flow of the
water. They start work at midnight, taking the fully-loaded barge
up-river for several hours. Following a break – to catch up on
their sleep and to wait for high tide – they continue up river
before lining the embankment wall. They then return down
river by late afternoon, where a Volvo wheel loader fills the
barge up for the next day’s run.

HELPING TO TURN
BACK THE TIDE

Y

TONY LAWRENCE went to the East coast of England to investigate.

Photography: Julian Cornish Trestrail 
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“Our working lives are certainly based on the tides during
this particular project, no doubt about it,” says Hornshaw. “It’s
an 18-hour day but you get used to it.”

The life of the entire region, indeed, is based on the tides.
The Humber Estuary, which is caused by the confluence of the
River Ouse and the River Trent, forms a dividing line between
the north of England and the Midlands. The estuary is about
60km (37mi) long and is home to such major inland ports as
Hull and Grimsby. Around 300,000 homes in the region,
however, important industrial installations as well as 90,000
hectares (222,000 acres) of land lie below the level of the
highest tides and are thus in constant danger of flooding. There
are already more than 230km (143mi) of flood defenses in the
area, either in the form of embankments or concrete walls. As
sea levels rise, the cost of maintaining and improving those
defenses have begun to escalate. The Environment Agency,
which carries out British Government policy, estimates up to
£85 million need to be spent to tackle the problem over the
next 5 years.

That commitment will mean more work for Thorne Marine
Services in the years ahead. The company boasted a record
turnover of 2.6 million pounds last year and is already well-
placed to surpass that in 2006.

“We have been trading for five years,” says managing director
Kevin Lunness. “We’re also involved in earthworks and demoli-
tion contracts and there is increasing demand for dredging.

“We’ve had Volvos from day one. We bought four Volvos
and a Caterpillar two years ago but we haven’t bought a
Caterpillar since. We feel Volvo offer better value for money
than their rivals as well as a good resale price. The after-sales

service is good, too, although I’m not the best judge since we
haven’t had any real problems.”

Thorne are currently involved in a two-year, 10-million-
pound project at Alkborough Flats, an area of 440 hectares
(1087 acres) of agricultural land at the western end of the
estuary where the Trent and Ouse join the Humber. In future,
that land will be allowed to flood via a low level and high level
weir, taking water from the river via a rock-armored channel and
thus alleviating the tidal surges as well as the flooding risk of
urban and commercial areas further inland.

It might also prevent the sudden, unwelcome appearance of
an extra water hazard or two at Lindley’s local golf course. He is
the club captain this year and aims to squeeze in a round before
the evening light fails. He is not tired, he says. It has been a long
day but the excavator has done the really hard work. “You can
sense the strain on the machine if you’re doing some hard
digging but there are no vibrations through the controls or
anything like that. If you’re doing easy digging, it feels a bit like
a hot knife in a tub of fresh butter. If you have to force it a bit,
it’s like going through frosted butter, that’s all.

“It’s a very nice machine – all Volvos are. I have operated
many other brands – I’ve been in this line of work since I left
school – but Volvos are the Rolls Royce in terms of comfort.
And while it’s not quite the same thing as laying stones by hand,
they are very precise.

“A while back, for instance, we had a man from the
Environment Agency with us, to see how we were getting on.
Every morning he stood on the bank and every morning we
made him a cup of tea on the barge. I passed it to him using the
excavator bucket, and never spilled a drop.”

IMPORTANT INDUSTRIAL INSTALLATIONS AS WELL AS
90,000 HECTARES OF LAND LIE BELOW THE LEVEL
OF THE HIGHEST TIDES AND ARE THUS IN CONSTANT
DANGER OF FLOODING

GLOBETROTTING
JOE HANNEMAN and NIALL EDWORTHY report on the preparation for the 2010 Winter

Olympics from British Columbia. Photography: Joe Hanneman.
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iall Wallace spends much of his working day perched

on the edge of a mountain precipice overlooking

some of the most breathtaking scenery in the world.

The view may stir the soul but this is certainly not a working

environment for the faint-hearted – especially if you happen

to be sitting in the cab of a fully-loaded 30-ton articulated

truck with nothing but the quality of your machine averting 

a very rapid descent to the bottom of the slope.

“It’s an incredible view,” says Wallace, an operator for North
Construction, the company building the Olympic freestyle skiing
and snowboarding venues at Cypress Mountain Ski Resort for
the 2010 Vancouver Winter Olympics. “You get used to working
Black Mountain. The Volvo A30D has really sure footing and it’s
a solid climber.”

The resort below him is just 20 minutes from downtown
Vancouver but sits on the cusp of a vast and spectacular
mountain wilderness that will provide the backdrop for Canada’s
third Olympics. British Columbia, known to locals as BC, is
bordered by the Pacific Ocean, the American states of Alaska,
Washington, Montana and Idaho as well as the Canadian

provinces of Yukon Territory and the Northwest Territories. The
fact that France, Germany, Belgium and the Netherlands could
all fit inside its boundaries gives some idea of the sheer scale of
the place. The fact that 75% of it is mountainous and 60 percent
is forested gives some indication of its natural beauty.

In short, BC is an outdoorsman’s paradise and it is no
coincidence that millions flock here each year to hike, camp, ski,
snowboard, hunt, fish, cycle, raft, rock climb, canoe, ride horses,
watch nature, play golf and, in the summer at least, enjoy the
southern beaches along its stunning 27,000km (16,800mi)
coastline.

Before the Olympic skiers can compete at Cypress Mountain
in 2010, the Volvo A30D must make its own championship runs,
carrying tons of material up and down a steep, winding access
road to build the moguls, ramps and half-pipes. Right now it is
the most impressive competitor on the slopes.

According to Chris Cheney, a salesman at Volvo dealer Great
West Equipment in Surrey, BC, Volvo is the only brand of
articulated hauler that can handle these mountains. “The overall

N

20 V O L V O S P I R I T 21V O L V O S P I R I T

opinion of the A30D is it that is the best hill hauler,” he says.
“The main difference between a Volvo and the competition is its
responsive and powerful transmission retarder. This allows the
operator to descend on steep slopes with confidence and
control.”

The tough conditions up here hold no fears for mountain
veteran Kevin Webb, an avid skier, helicopter pilot and the owner
of North Construction, a company that specializes in the design
and construction of ski runs and other projects built on ‘extreme
terrain.’ For the 2010 Olympics, North is building the aerial
freestyle skiing competition venue along with chair lifts, snow-
making towers and communication and lighting infrastructure.

The Volvo hauler, the only truck North Construction will use
in these conditions, has been hauling rock-bedding for trenches
while moving more than 4,000m3 (5232ft3)of topsoil to dress the
ski hills.

“We’re real happy with it,” says Webb of the Volvo A30D.
“The operators like the comfort and ergonomics. The trick is
finding guys who are comfortable working on that pitch. The

operators are an integral part of what goes on up here. We don’t
put rookies on these projects. These operators are the best.”

Roughly 120km (75mi) inland from Vancouver, close to the
stunning resort of Whistler, Stuart Neilson of Demidoff
Equipment and his team of workers are currently making their
own contribution to the 2010 Olympics. More importantly, they
are building long-term economic prospects for the original
inhabitants of the Callaghan Valley.

Following the Vancouver Olympic Committee’s historic
agreement in 2005 to involve four of Canada’s First Nations in
the construction of competition venues, the Mount Currie Band
of the Lil’wat First Nation was invited to help build the Nordic
skiing venues near Whistler. Their organization, Creekside
Resources Inc. teamed up with the construction experts of
Demidoff Equipment, to build the venues for the biathlon and
cross-country skiing events. At the last count there were 19
Mount Currie Band members involved on the project.

“We’ve been able to put our equipment in and they’ve been
able to purchase equipment and train guys and put them into

THE VOLVO HAULER IS THE ONLY TRUCK
NORTH CONSTRUCTION WILL USE IN 
THESE CONDITIONS
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the mix with our company,” says Neilson, Demidoff’s general
manager. “It’s helping them to grow so that once this is over they
can stand alone and have their own company to do it.

“We’re building all of the cross country and biathlon trails,
which are 8m (26.3ft) wide, so it’s like building logging roads,”
adds Neilson. “There are 18km (11mi) of that, plus 11 bridges
and more than a kilometer (0.6mi) of access road.”

Volvo A30D articulated haulers have been moving most of
the material on site, while two Volvo excavators are being used
for site preparation and cut-and-cover operations. The Volvo
EC460B has played a key role in the construction of the
pedestrian tunnel at the biathlon site. Its power and precision
were much appreciated by the operator tasked to place huge
sections of concrete for the inside of the tunnel.

“We have one of our best operators, Kelly Rodman, on the
EC460B and he loves it,” says Neilson. “He’s been operating it

since it was new last year. It’s quick. It has a lot of power and
quick cycle times.”

The road that leads up from Vancouver to Whistler is known
as the ‘Sea to Sky Highway.’ From humpback whales off the coast
of Horseshoe Bay to bald eagles soaring over Whistler Mountain,
the highway provides a superb vantage point from which to enjoy
the region’s natural beauty and diversity. The drive along over
100km (60mi) of winding tarmac may be beautiful, but it was not
built to handle significant volumes of traffic.

A $600 million upgrade project, which began before
Vancouver was awarded the 2010 Games, includes adding
divided lanes and medians, road widening and straightening,
bridge construction and other improvements.

The first section of improvements was carried out by Bell
Contracting, using Volvo EC330B and EC460B excavators with a
fleet of A30C and A30D Volvo artic haulers to load and transport
the vast amount of rock blasted from the mountainsides to create
the space for additional lanes.

Building On Solid Foundations
Niall Edworthy interviewed Barry Natwick, President of Volvo Rents

Photography: Claus Andersen
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he first challenge for the Volvo Rents team was to

work out how to break into and establish itself in what

continues to be an expanding area of the construction

equipment industry. 

“We have chosen to gain entry into the rental channel of
construction equipment using different routes,” Natwick
explains. “In North America the aim has been to develop a true
franchise program. In Europe, meanwhile, we currently have a
number of different approaches, modifying and adapting our
entry into each country according to its specific needs and
unique demands. It’s a delicate balance, with each region
making its own call, working within existing infrastructures and
adapting to suit local needs and practices.

“As a result, you will find different models in Europe. To
give you some examples, in Italy we have a franchise program
managed by a master franchisee; in Germany, we are working
with an existing dealer group, and in Portugal, we are working
with one major dealer who works under a franchise license
agreement. In short, the rental program in Europe is tailored to
suit each country. Asia is another area of great interest to us
and we are currently putting together some significant
strategies for development there.” 

To Natwick, the rental program offers a whole raft of
advantages to customers, as well as to Volvo itself. “The main
benefit of the rental system is that it increases options for
customers and allows them to try out a type of unit which
they then may choose to purchase – or to continue renting,
depending on their needs. The customers are also dealing, on a
day-to-day basis, with professionals who understand their
business extremely well. Some of the larger rental companies
have a less personalized approach to business.

“For Volvo, meanwhile, there are great benefits to be
enjoyed through the rental system. It is taking up an
increasingly large part of the compact equipment market and
enables us to reach out to an even larger customer base.”

As Natwick explains, launching a rental arm to Volvo’s
operations was not without risks despite the fact that the
volume of the rental business was growing – and still is – in
key markets throughout the world. “The risk was that other
manufacturers had already been supplying into the rental
channel, especially in Europe where the system was quite well
established. The UK, for instance, remains well ahead of any
other country but North America is starting to close the gap,”
says Natwick.

Volvo has had to tread carefully in certain markets so as
not to upset existing structures and relationships. “We have had
to make sure we approached the market properly while
maintaining a balance with key strategic customers who were

already in the rental business,” adds Natwick. “It has been a
case of filling in the gaps in the market where there were
opportunities for Volvo to make entry either through the
existing distribution system or through a franchise 
operating system.”

The first five years of Volvo Rents has witnessed Volvo
taking great strides into previously unknown territory, reacting
quickly to events in the marketplace in order to gain a sure
foothold. The Volvo team has been learning on the job, so to
speak, and Natwick is confident they are well placed to
capitalize on their success – maintaining the flexibility of their
approach in different regions – over the coming five years.

MODESTY RESTRAINS HIM FROM

ADMITTING THE FACT, BUT BARRY

NATWICK, THE PRESIDENT OF VOLVO

RENTS, KNOWS ALL ABOUT THE RENTAL

SIDE OF THE CONSTRUCTION

EQUIPMENT BUSINESS. THERE IS A

SIMPLE EXPLANATION FOR THIS: HE

HAS DEDICATED THE BETTER PART OF

AN ENTIRE CAREER TO THE BUSINESS.

NATWICK WAS ONE OF THE ORIGINAL

ARCHITECTS WHO DREW UP THE

STRUCTURE FOR THE RENTS ARM OF

VOLVO CONSTRUCTION EQUIPMENT

THAT WAS LAUNCHED FIVE YEARS AGO.

TODAY HE OVERSEES THE ENTIRE

GLOBAL BUSINESS. 

T
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TRACK
Dan Waddell spoke to Bill Golden in Albuquerque, USA

Photography: Julian Cornish Trestrail
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“The business continues to evolve today,” he says. “We’ve
taken some very large steps indeed and learned a great deal in
the early years of the program. Where necessary we have not
backed away from modifying our original approach. For
example, we quickly realized that in the franchise business we
needed to have larger, better-capitalized owner groups coming
into the business than we originally thought. The store size
now is actually twice that of the original program.

“In Europe, we have learned that it’s very important to
work as closely as possible with each region and infrastructure.
As a result, we have established a very good relationship with
the various European regions.

“We’ve learned too that rental continues to be a strong and
developing market. We’ve learned to constantly adapt to
market conditions and the needs of dealers and franchisees.
Today about 35% of all equipment sold in North America,
while around 32% in Europe is made up of rental sales in
terms of value. Analysts’ projections see the rental industry
growing by an average of 4% per year in North America and
5% in Europe over the next five years.

“We’ve also learned that while the rental business is
primarily a business for compact equipment, there is also a
significant amount of business in GPPE (General Purpose and
Production Equipment), particularly smaller to medium size.” 

According to Natwick, there are three key factors behind
the success of a franchisee operation: good quality, motivated
people, a wide range of product offering for the customer and,
finally, intense attention to customer needs.

“We focus on what we call the ‘80-20’ rule,” adds Natwick,
“namely, that 20% of customers give you 80% of their business,
so we identify who those customers are, focus most of our
attention on those, and at the same time constantly search for
customers with a similar profile.” 

So what do Natwick and his global team have planned for
the next five years?

“In a word: expansion,” he says. “We have some aggressive
goals in the US and Canada. In Europe, we are bringing on
board more of the dealer operations helping them to get into
the rental side. We also have a new rental management system
that will be released next year, which will deliver some
significant improvements to all regions. More importantly, it
will give us an edge over our competition.

“As Volvo continues to expand its product line, it will give
us additional offerings to rental customers and help us expand
our base. Another key aim is to get in to new markets in Asia,
as well as Russia and Dubai. As rental business takes a bigger
foothold in marketplaces, Volvo Rents needs to be there to
help the regions and the dealer networks be prepared to enter
into those markets.”

“GOOD QUALITY, MOTIVATED PEOPLE, A WIDE
RANGE OF PRODUCT OFFERING AND INTENSE
ATTENTION TO CUSTOMER NEEDS”

Barry Natwick
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I really would not have made a

good engineer,” he admits,

ruefully.

Yet Bill has made a successful
salesman. So successful that he was
asked to offer a dealer’s-eye view at a
meeting of Volvo CE’s executive
management in Asheville earlier this
year. Despite the short notice, he agreed
to the invitation instantly and, not being
a man to hold back, his observations
gave those present much to chew over.

He has come a long way since 1985
when he left a lucrative sales job with
Ingersoll Rand, bought their factory
store in Albuquerque and set up a
construction equipment business with
two partners. Two years later he bought
them out with the help of his wife,
Jessica, and Golden Equipment
Company was born.

“We started off selling small hand-
held generators, concrete mixers and
skidsteer loaders; compact equipment
mainly,” he says. “In that first year, 1985,
we did about US$800,000 of business
and we made about eight grand. We
were just scrambling, learning how to
survive. It was a lot of fun. Actually, in
the middle of that first year I got
married too, so it was a year of change.”

For the first year-and-a-half the
business was in existence, the owners
did not take one penny out – in 2005

they generated over US$30 million in
revenue.

So what is it about sales that he so
enjoys?

“I like bringing solutions,” he says.
“I like finding out what somebody
needs. That’s the direction the whole
company has taken. Our mantra is:
“Finding innovative solutions.” You have
to really want to solve the customer’s
problem. We start off with the idea that
the customer doesn’t need an excavator;
they don’t need a loader, hard though
that may sound to a manufacturer. What
the customer needs is a hole in the
ground. We are just one of their many
options in doing that. I attack the sales
business not from the view of, ‘Gee,
I need to sell something’. “My approach
is, ‘Let me find out what your need is.’
Then we develop our whole infra-
structure around providing those
solutions.”

Over the years Bill has developed a
successful philosophy, one that might
best be described as ‘civic’ in the way he
seeks to both develop the skills of his
employees and encourage them to play
a part in the life of the local community.

“We believe in community
involvement and continuous learning.
We offer tuition reimbursement for our
employees in case they want to go to
school, whether that’s to do with their

HAD IT NOT BEEN FOR A PERCEPTIVE PROFESSOR 

AT COLLEGE, BILL GOLDEN MIGHT NEVER HAVE

ENTERED THE SALES BUSINESS AND BUILT A

THRIVING BUSINESS. WHILE HE STUDIED AT AN

ENGINEERING AND MINING SCHOOL IN MONTANA,

USA, WONDERING WHAT HE WOULD DO WHEN HE

GRADUATED, THE PROFESSOR SPOTTED THAT HIS

PERSONALITY WAS BETTER SUITED TO SALES AND

GUIDED HIM IN THAT DIRECTION. 

“OUR MANTRA IS: 
“FINDING INNOVATIVE
SOLUTIONS”. YOU HAVE TO
REALLY WANT TO SOLVE THE
CUSTOMER’S PROBLEM”

“
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LENS
THROUGH A
VOLVO SPIRIT

SPIRIT 02/2004  KEN SIMPLER / OPERATOR

SPIRIT 02/2006  DAVE ROSS / VOLVO MOTOR GRADERS SPIRIT 11/2005  SINGAPORE / BAKUN DAM

school, whether that’s to do with their
professional development or not. We
really encourage our employees to get
involved in the community, be it
fundraising, coaching, working with kids
or schools, churches, whatever they
want to do. If they need time to do that
during the workday, then they can go do
that.”

Bill’s involvement with Volvo began
in the early 1990s. Back then the
product range was limited, a few trucks
and loader models. Now, Volvo
machines comprise around 70-75% of
his entire business, spread across three
sites: Albuquerque, Farmington and
Durango. And as Volvo CE has grown,
so has Golden Equipment.

“Our culture and Volvo’s mesh, our
values are compatible,” he adds. “I have

worked with some phenomenal people
at Volvo. The people, the product and
the company’s ethos suit us. They
provide a quality product. We are
dealing with a very honorable company
with very honorable people and that
makes it very easy to take to market.”

Bill, who turned 50 this year and has
four children aged between 16 and 20,
says that over the past 20 years he has
learned his calling is being a teacher and
a coach. These talents have not been
confined to the store. Until his third
knee operation recently, he was a soccer
and basketball coach but his sporting
life is now confined to golf. In keeping
with his company’s ethos, he is also an
active figure in the local community.

“I like doing foundation work,
community work. Work is not the end;

it’s the means. A successful business is
the result of execution, just like being a
successful coach. You’ve got to have a
plan, you’ve got to execute it, listen to
your people, and if all works out well,
and the stars align, you will win the
game. I really am a coach – I just
happen to be coaching a construction
equipment business.”

“I HAVE WORKED WITH
SOME PHENOMENAL PEOPLE
AT VOLVO. THE PEOPLE,
THE PRODUCT AND THE
COMPANY’S ETHOS SUIT US”
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everything in between. Here is a
very small selection of images
which hopefully capture the spirit
of Volvo Spirit magazine over the
past five years.

people from all walks of life involved in
the construction business. We have
reported on some of the world’s major
multi million dollar construction
projects, on small local stories and

S
P
IR
IT
 
0
2
/
2
0
0
3
 
 
J
A
G
U
A
R
 
F
O
R
M
U
L
A
 
O
N
E
 
R
A
C
IN
G

S
P
IR
IT
 
0
5
/
2
0
0
5
 
 
L
IS
B
O
N
 
/
 
Z
A
G
O
P
E
 
C
O
N
S
T
R
U
C
T
IO
N

S
P
IR
IT
 
0
5
/
2
0
0
4
 
 
A
T
H
E
N
S

S
P
IR
IT
 
0
5
/
2
0
0
6
 
 
K
A
R
IN
 
O
L
S
S
O
N
 
/
 
O
P
E
R
A
T
O
R

S
P
IR
IT
 
0
8
/
2
0
0
5
 
 
P
H
IL
IP
P
IN
E
S
 
/
 
C
IT
IM
A
X
 
D
E
M
O
L
IT
IO
N

S
P
IR
IT
 
0
8
/
2
0
0
4
 
 
G
L
E
N
N
 
B
O
U
R
K
E
 
/
 
C
E
O
 
V
O
L
V
O
 
O
C
E
A
N
 
R
A
C
E

S
P
IR
IT
 
0
8
/
2
0
0
4
 
 
A
U
S
T
R
A
L
IA
 
/
 
R
A
N
G
E
R
 
V
A
L
L
E
Y
 
C
O
M
P
A
N
Y

Since November 2001 we have
visited hundreds of countries
around the world to bring you job
stories, site reports and new
developments. We have met
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f you thought the demands of the

compact equipment business were

the same as for bigger machines –

only smaller – you’d be wrong. Wrong in

a very Big way. The customers,

applications, utilization and priorities can

all be wildly different. Causing further

difficulties, they can also all be exactly

the same. This is true for the sales

process and the customer purchasing

priorities too – and there are also large

regional variations to add to the mix.

And that’s the problem – pinning the

compact equipment business down into

a workable strategy is a bit like 

herding cats.

The compact equipment business is
anything but small. With a global demand
of 300,000 units, it has roughly the same
volume as the bigger machine sector. A
conservative estimate of the business value
is over $1 billion a year when you include
machines sales, attachments, parts and
servicing. But unlike the general purpose
sector (where Caterpillar is the No.1

player), there is no similarly dominant
manufacturer in the compact equipment
sector. In fact 5 major players currently
share over 75% of the global market.
Volvo Construction Equipment (Volvo
CE) may be the market leader in Europe
but such leadership is far from global…

“We need to stop thinking about the
compact sector as an add-on to the main
business of making bigger machines,”
believes Andrew Knight, global head of
marketing for compact machines at 

Volvo CE. “The compact sector is a big
industry in its own right and a dynamic –
and different – approach is needed in
order to both serve customers and be
commercially successful.”

Small is a relative term
Compact equipment is generally

regarded as being equipment in the 0-11
tonne class; although even this band can
be further divided into “mini” and “midi”
products. As an example, compact
excavators can be divided into 0-5t and 

6-11t. The main products are skid steer
loaders, excavators, wheel loaders and
backhoe loaders – with telescopic
handlers also a significant player. Often
found on smaller sites, especially in
confined urban areas, these machines are
versatile tool carriers rather than work-
cycle production machines. In the
developing world, compact machines are
directly replacing labour, especially so in
India and China, whose economies are
rapidly expanding and quality and speed
are increasingly important. This is
reflected in utilization rates – Asian
compact machines work on average 40%
more hours per year than in Europe or
North America (2,500 hrs in Asia versus
1,500 hrs in Europe/NA).

Great things done by many small
things brought together

Dominated by construction, compact
equipment also has significant followings
with municipalities, agriculture and
landscaping. And although customers can
be very large (i.e. rental firms replacing
fleets), the majority of compact

equipment customers buy only one or
two machines. This presents a problem
for the distribution partners of big ‘full
line’ manufacturers, because if their sales
forces adopt the consultative approach
they use when selling larger machines
they will struggle to make money. It can
take as long to sell one small machine as
it does 10 large ones – but at a fraction of
the value. What is needed is a different,
dedicated, focused sales strategy for
compact equipment.

The dealer also has to be flexible to
individual customer needs – outright
purchase, rent-to-buy or just rent should
all be available – as well as providing
finance to pay for it. “You can’t visit all
the customers - they need to visit the
dealers’ premises,” says Knight, “Dealers
need to redirect their resources into
providing all the options and always hold
stock of machines, parts and attachments
so there is no waiting. Unlike with bigger
machines, compact equipment customers
can win a contract today and need a
machine working that afternoon.

SMALL TALK?
IT’S NOT JUST SIZE THAT SETS COMPACT EQUIPMENT APART FROM ITS BIGGER

GENERAL PURPOSE COUSINS. IN FACT, THE MARKET DYNAMICS ARE SO

DIFFERENT THAT THEY COULD ALMOST BE DIFFERENT BUSINESSES. 

BRIAN O’SULLIVAN REPORTS.

I

Volvo Spirit_21_ENG_34_61.qxp  3/10/06  9:52 am  Page 34



Cultured Pearls
Stretching 6km (3.7mi) into the Persian Gulf, Qatar’s Pearl Island development will offer 

an exclusive lifestyle for the world’s super wealthy. But first there is the small matter of

reclaiming 4km2 (1.5mi2)from the sea, as BRIAN O’SULLIVAN reports from Doha.

They don’t have time to wait, so we need
to make sure the deal can be achieved in a
single visit.”

The sales approach also differs
between customers of different sizes.
Larger customers tend to be more
analytical, looking at productivity, features,
residual values and lifetime costs (just as
customers of general purpose machines
tend to). Smaller customers however,
prioritise application performance, tool
carrying ability – and of course price.

Buying compact equipment is
undoubtedly a good introduction to a
manufacturer’s brand – but do buyers of
small machines really cross over into
bigger general purpose equipment as they
grow into larger companies? “It’s a bit of a
myth,” believes Knight. “Some customers
buy both general purpose and compact
machines but over 80% of typical
compact equipment customers only ever
buy compact – because these machines
are ideal for the work they specialize in –
no matter how big the customer’s
company becomes. And it’s often a more
significant decision for a small customer to
buy a single compact machine than it is
for a large company buying 50 general
purpose machines, as they are more
dependent on the performance of that
lone machine.”

High stakes game
It’s also a myth that the quality of

compact machines is lower than that of
general purpose machines. “Our machines
are crucial to customers’ businesses and
uptime is the No.1 priority, regardless of

size of customer or application. And with
such high numbers of machines being sold,
quality has to be high,” asserts Knight, “as
any product failure could lead to a massive
number of machines in the field needing
warranty work – at crippling expense to
customer, dealer and manufacturer.
Customers want simple machines that
they can service themselves. But simple
doesn’t equal low quality – customers
want durable machines with good service
back up and strong residuals.” It is here
that the strength of a global company pays
dividends, with good design and
manufacturing resources and a support
network around the world. “The compact
equipment division of Volvo CE does of
course benefit from the strengths of being
part of the $32 billion Volvo Group – but
it also has a business value in its own right
and is not just an add-on to the larger
equipment industry.”

While simple in theory, the practical
reality for dealers means that a
considerable investment is needed in time
and resources in order to realize the
potential of compact equipment. But the

rewards justify the effort. These machines
are not disposable commodities, and
owners want to keep them well
maintained, fit genuine parts and
ultimately sell them for a good price. They
may not be traded globally like the bigger
machines, but there is a healthy business
in second hand compact machinery.
Dealers can help customers at every stage.

Full line equipment companies are
focusing on expanding their compact
businesses. “It offers great growth
potential – and success in this sector is a
high priority at Volvo CE,” says Knight.
“There are lots of challenges to overcome,
not least in meeting fuel and emissions
standards, price of raw materials and the
rapid development of Asian markets.” 
But what is certain is that manufacturers
need to take a new approach when
developing their compact equipment
businesses. Having high quality machines
that are fit for purpose is merely a
qualifying criteria in winning customers
over to a particular brand; it takes a
dedicated, comprehensive and ‘one visit’
approach to seal the deal.

THE COMPACT EQUIPMENT BUSINESS
IS ANYTHING BUT SMALL

37V O L V O S P I R I T36 V O L V O S P I R I T
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YOU CAN TELL WHEN A COUNTRY’S CONSTRUCTION

INDUSTRY IS BOOMING WHEN THE READYMIX

CONTRACTORS DON’T HAVE ENOUGH TIME TO PAINT

THEIR MIXER TRUCKS. SUCH IS THE CASE IN QATAR,

THE LITTLE KNOWN BUT EXTREMELY WEALTHY

EMIRATE THAT JUTS OUT INTO THE PERSIAN GULF.

TOWER CRANES AND SKYSCRAPERS ARE GROWING

LIKE WEEDS AROUND THE CAPITAL CITY OF DOHA,

WHICH IS BLOSSOMING FROM A BEDOUIN DESERT

TOWN INTO AN INCREASINGLY IMPORTANT MIDDLE

EASTERN CITY. NOT ONLY DOES IT HAVE OVER

650KM (404MI) OF SANDY BEACHES, IT IS ALSO

SITTING ON 25 BILLION M3 (900 TRILLION FT3) OF

NATURAL GAS – 15% OF THE WORLD’S TOTAL AND

ENOUGH FOR 200 YEARS OF PRODUCTION.

NEEDLESS TO SAY, THE 800,000 INHABITANTS OF

THIS LUCKY LAND ARE FEELING RATHER PLEASED

WITH THEMSELVES AND ARE INVESTING IN THE

COUNTRY’S INFRASTRUCTURE TO REFLECT THEIR

NEW FOUND GLOBAL IMPORTANCE.

atar has been ruled by the Al Thani family for over

150 years, and the current Emir, Sheikh Hamad Bin

Khalifa Al-Thani is resisting the temptation of

creating another Dubai, which is seen by some in the region

as being a little pretentious and lacking in class. Instead,

Qatar will be a living and holiday destination for those with

money and style, as well as being a regional centre for

financial, health, sports and education services. What Qatar

does share with Dubai however, is a taste for mega projects.

Doha is set to get a $2.5 bil. airport with passenger capacity

of 12 million people and a ‘Friendship’ bridge is being

proposed that would link Qatar with its neighbour Bahrain.

At 45km (28mi), it would be the world’s largest fixed link.

The most glamorous project in the country is the Pearl
Qatar – a man made island that is almost 4km2 (1.5mi) in size,
20km (12.4mi) from the capital Doha. Situated 350m
(1150ft) offshore, the project is a four phase mixed use
development comprising 10 themed districts, with beachfront
villas, town houses, luxury apartments, penthouses – as well as
hotels, marinas, schools and restaurants. And if that isn’t

exclusive enough for you then you can always buy one of the
mini islands, with their own marina, two beaches and enough
garden to park your helicopter.

But before the world’s beautiful people arrive, there is a
major construction project to undertake. The site was chosen
because just below the surface is a large rock embankment.
The shape of the Pearl was designed to make the most of this
natural shelf and in terms of reclamation projects, relatively
little material will be needed to raise the Pearl out of the sea.
The developer – United Development Company (UDC) has
contracted the task of reclaiming the island to Qatar Dredging
Company (QDC). Although only established in 2004, one of
QDC’s major shareholders is Belgium’s Dredging &
Environmental Marine Engineering (DEME) – who is bringing
its considerable expertise to this project.

The project was initially anticipated to be mainly a dredging
project but the water was too shallow for a big dredger to
operate widely and the subsurface rock too hard for a small
dredger. In fact the water depth can be as little as 1m (3.3ft) –

and several parts of the perimeter of the island have to be
deepened to create ‘blue water’ and allow small pleasure 
boats to enter the marinas. This ‘cut’ element has produced 
10mil.m3 (13mil.yd3) of the 15mil.m3 (19.6mil.yd3) needed.
The remaining 5mil.m3 (6.5mil.yd3) has been brought from an
area 5km (3mi) away, where the big dredgers can operate. In
addition are the quay block walls, armour rock protection, etc.
that need to be imported onto the site and carefully placed.

Jewels of the sands
The Pearl Qatar is operating the country’s largest fleet 

of construction equipment, 500 machines in total, including
35 dozers, 120 excavators, over 100 articulated haulers and 
25 wheel loaders. In total they consume over 150,000 liters
(40,000 gal.) of fuel a day. The reason for needing so many
construction machines on this reclamation project (where
normally a dredger would do most of the work) is that 80% of
the reclamation needs to be done dry. To achieve this, a vast
area of temporary dykes was created – and then 30 massive
3,000m3/hr (3900yd3) dewatering pumps extracted the water
to create a dry sea bed for the construction equipment to work

from. “Working dry has allowed us to create a higher finished
quality, especially on the shore protection and quay walls,”
believes Hedwig Vanlishout, the project’s experienced Belgian
director of marine works. “It has also allowed us to cope better
with the wide variation of surface we find on the site – from
the hardest rock to the softest silt.”

The 660,000m2 (163 acres) of soft silt was dried and
compacted using 1.5 mil. land drains and sand surcharge – 
but the unstable cap rock proved more problematic. Several
methods were used to break this up, from large marine hydro
hammers to drill and blasting, diamond cutters, dozer rippers
and surface miners. While all had their merits, the most
effective method was using a fleet of 50 excavators fitted with
hydraulic breakers.

Fetching and carrying all the material around this complex
site has been a fleet of over 100 articulated haulers. The
majority of these are A35D and A40Ds from Volvo
Construction Equipment. Some have been fitted with body
liners to protect against damage from the hard rock, and others

Q
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have ‘greedy boards’ to retain the sloppy silt from escaping.
“We pre-tested Caterpillar, Volvo and Bell,” says Mr. Vanlishout,
“and finally opted for Volvo. But because we had to do more
dry construction than we originally planned we ended up
using twice the number of haulers we had expected.”

Despite 20 hour days, the harshness of the dusty climate –
which can touch 50oC (122oF) - and the working surface,
which can be uneven and very wet, the haulers have
performed well. “I thought we’d have trouble with them,” 
says Scottish construction manager Bruce Davidson, “but
despite moving 750,000m3 (980,000yd3) a week they keep
plodding along.”

Most of the construction equipment is subcontracted but
QDC has taken responsibility for the maintenance and repair
of the equipment on the site. “We manage the servicing of the
machines as if they were all our own fleet,” says Vanlishout.
“Due to the complexity of the project it would be very
difficult to do it any other way.” Local Volvo Dealer Araco is
playing an important part in maximizing machine uptime.
“Spare parts are a crucial element of keeping the fleet going,”
believes its vice president Joseph Lahoud. “We have a rapid
pipeline of components and consumables flowing from our
regional parts warehouse in Dubai as well as our local
operation in Doha itself.”

Upon completion of the island, the temporary dykes will
be removed and the pumps switched off, allowing the sea to
creep back in and form one of the most beautiful man made
islands in the world. The building contractors are already on
site – and the last of the 40,000 residents is expected to arrive
in 2009.

LOCAL VOLVO DEALER ARACO IS PLAYING 
AN IMPORTANT PART IN MAXIMIZING
MACHINE UPTIME

41V O L V O S P I R I T40 V O L V O S P I R I T

The aim of HfH, a non-profit ecume-
nical Christian housing organization, is
simple: to construct good quality,
affordable homes for families in need,
using volunteer workforces and cash
donations. Since its foundation in 1976,
the organization has built over 200,000
dwellings that have become homes for
more than one million people in 100
countries across the globe. It has been
estimated that a Habitat house is now
erected every 24 minutes.

Habitat is currently involved in a
major building operation along the Gulf
Coast in the southern United States
where Hurricane Katrina left such a

terrifying trail of devastation in 2005. By
the summer of 2007 Habitat aims to
have completed over 1,000 new homes
with the help of over 14,000 volunteer
workers. At the time of writing, the
organization is also weighing up its
strategy to help with the severe housing
and displacement problems caused by
the recent conflict in southern Lebanon.

The Habitat system works for three
reasons: 1) Houses are sold for no profit,
with no interest on the mortgage 2) The
homeowners themselves, together with a
large team of volunteers, build the
houses under professional supervision,
thereby cutting out the costs of paying

BUILDING A BETTER WORLD
FOR OVER 30 YEARS

HABITAT FOR HUMANITY

(HFH) HAS BEEN

TRANSFORMING THE

LIVES OF TENS OF

THOUSANDS OF PEOPLE

WHO HAVE FOUND

THEMSELVES IN DIRE

FINANCIAL AND SOCIAL

CIRCUMSTANCES. 

Niall Edworthy explains how Volvo is helping
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builders 3) The money for materials and
equipment comes from donations by
individuals, corporations and faith
groups.

The buildings, made from concrete
and timber, only take a few weeks to
construct partly because the materials
and design are very simple, but mainly
because there is a considerable volunteer
workforce assigned to each project. The
construction technique is known as
‘blitz building.’

Volvo CE Korea became involved in
the ongoing projects in 2001 shortly
after a severe economic downturn in the
Asian region left many families
struggling to find homes and income.
Eric Nielsen, President of Volvo CE in
Korea, is one of many Volvo CE
employees who have offered their labor
and skills to the organization over the
years. “Being involved in blitz building is
a good way of learning to do some good
with your own hands,” he says, adding
that the projects are also good ‘bonding’
exercises for the volunteers.

In addition to the many volunteers
from its workforce, who give up their
holiday time to work on the projects,
Volvo CE has also contributed to the
organization with financial donations,
the supply of tools, equipment and
clothing to wear on site.

One highly grateful beneficiary of
this charitable scheme is SoonRan Son
whose comfortable life quickly fell apart
during the Asian economic crisis. When
her husband’s company was declared
bankrupt and left the family home,
SoonRan Son and her two young sons
had no money and nowhere to live.
For four years they were forced to rely
on the generosity of friends, who took
turns to put them up and feed them.
SoonRan Son soon became depressed 
by the dramatic changes in her
circumstances and started to pile on 
the weight.

Her life changed again – this time
for the better – when she saw an
advertisement about Habitat for
Humanity in a local newspaper,
announcing the organization was about
to build some houses in the area. Her
application was successful and at the
end of 2003 she and her sons moved
into a two-bedroom flat in a building
erected by the HfH team over 
the summer.

“It’s only now I realize how
important a decent home is for people,”
says SoonRan Son. “I have become a
different person. I have started to lose
weight, I have found a part-time job and
I think it’s fun to meet people –
everything has changed for the better!”

“IT IS ONLY NOW I REALIZE
HOW IMPORTANT A DECENT
HOME IS FOR PEOPLE”
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Habitat for Humanity doesn’t just
benefit the people who acquire a new
home and a fresh chance in life, it also
brings great enjoyment and satisfaction
to those who give up their time to help
on the projects. SangMin Han, who
works in Volvo CE’s finance department
in Seoul, said her time on a construction
sites was one of the most rewarding
episodes of her life.

“Most of the work has been
carpentry,” she says. “It isn’t heavy work,
but standing on a roof in the Korean
summer heat for several hours at a time
can be very hot! It makes me happy and
proud to know that I have helped to
give someone in trouble a home. It
enhances my own quality of life.”

KunMo Chung, Chairman of Habitat
for Humanity Korea, is hoping that
Volvo CE’s successful partnership with
the organization will lead to further co-
operation in other regions. “We are
delighted that Volvo has become one of
Habitat for Humanity’s sponsors,” he
says. “We are not only grateful for the
financial support and the personal
contributions, but Volvo’s brand also
stands for values which this organization
appreciates.”
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Fatal accidents? Cero,” he says, with emphasis. “Zero.”

He comes across as a warm yet calm and analytical man.
On the rare occasions that his enthusiasm gets the better of
him, however, he uses his hands to enforce what he is saying.

Cuevas runs the Punta del Cobre copper mine near
Copiapo, an industrial city around 800km (497mi) north of
the capital Santiago, at the southern edge of Chile’s arid
Atacama Desert.

Chile and copper go together. Once, back in the 1960s,
copper made up as much as 80% of its exports. Even today,
the South American country remains the world’s biggest
producer of the metal.

The region around Copiapo, sandwiched between the
Pacific Ocean to the west and the Andes Mountains to the
east, is famous for its copper and silver. Punta del Cobre began
operating in 1973 as a small-scale mine producing around
4,000 tons per month. Today, that figure has soared to around
700,000 tons a month in extracted material, half from its
underground mine and the other half from two open pit
mines. Another two mines will come on stream by 2008,
increasing production by a further 50%.

It does not quite belong to the top division of Chile’s
copper mines in terms of scale, but it is renowned for its
profitability and efficiency.

For Cuevas, there are three pillars to Punta del Cobre’s
success – his 250 staff, the equipment and technology used on
site, and the quality and natural resources of the mine itself.
The safety of his workers, in what has traditionally been
viewed as a precarious industry (world-wide fatalities in the
mining industry are estimated at around 10,000 per year), is
inextricably linked to the company’s choice of equipment.

Again, Cuevas becomes animated as he recalls the first
time the company decided to link up with Volvo by using
construction equipment in the mine. “The A25 was an
extraordinary truck,” he says, referring to one of the first Volvo
machines bought in the mid-1980s.

Today, there are 16 Volvo A40D articulated haulers on site,
eight L150E wheel loaders as well as one L180E low profile
wheel loader, an EC330B excavator and a G720 motor grader.
They are serviced on site, either by mine employees or by
specialist staff from Volvo Construction Equipment dealer
SKC Maquinaria.

VOLVOS DIG DEEP 
TO SHOW THEIR METTLE
TONY LAWRENCE reports. Photography: Hans Ekstrom

RICARDO ARANCIBIA CUEVAS HAS A

LOT TO BE PROUD ABOUT BUT CLEARLY

HIS MINE’S SAFETY RECORD IS

PARTICULARLY IMPORTANT TO HIM.

“
Ricardo Arancibia Cuevas
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THE FINAL FRONTIER

Photography: Robert Gerondale

BUILDING A ROAD THROUGH A ROCKY,

MOUNTAINOUS ALASKAN FOREST WAS

NEVER GOING TO BE EASY ON THE

CONSTRUCTION EQUIPMENT, BUT

WHEN THE OPERATORS ARE NOVICES IT

CREATES EXTREME DEMANDS. 

BRIAN O’SULLIVAN REPORTS FROM THE

49TH STATE OF THE UNION.

The company set a trend 20 years ago as the first in Chile
to use construction equipment for underground mining. What
was then seen as innovative is regarded as commonplace today.
Tunnels are drilled or blown at Punta del Cobre and the wheel
loaders load the extracted material onto articulated haulers
before it is taken away to be refined and, ultimately, exported
to Asia, the United States and Europe.

Initially, says Cuevas, the mine’s tunnels had to be enlarged
to take the vehicles, but today Volvo’s machines are well
adapted for underground mining. The low profile L180E is a
perfect example. Its greater capacity compared to the smaller
L150E which is currently the most widely used wheel loader
at the mine, has also improved load times and reduced load
cycles.

Just as important, the new vehicle is equipped with ROPS
(roll-over protection) and FOPS (falling object protection).
The importance of safety and safety procedures crops up again
and again as Cuevas talks. He enjoys telling the story of one
particular incident when a Volvo articulated hauler tipped
over in difficult conditions. “Because of the articulated joint,”
he explains, “the body tilted over but the cab remained
upright.”

Cuevas has been with the company for more than 20 years
and has seen some huge changes. The Volvo connection,
however, has never been broken. Like any good, open-minded
manager, he has studied his options and experimented with
alternatives.

“We have tried equipment from other brands than Volvo,”
he confirms, before adding: “It has not been a good experience.
Those tests failed.”

The comfort of his operators was one major issue and the
availability of machines another.

Listening to the opinions of his operators is clearly a key
part in the decision-making process when it comes to buying
plant. It’s basic common sense to Cuevas. If they are happy
with their working environment and their equipment,
operators tend to stay with the company which, in turn,
profits from their experience in the longer term. And they are
happy with their Volvos. And so is Cuevas, if his waving hands
are to be believed.

LISTENING TO THE OPINIONS
OF HIS OPERATORS IS
CLEARLY A KEY PART IN THE
DECISION MAKING PROCESS

47V O L V O S P I R I T
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f America is the land where everything is Big – then Alaska

is surely the land where everything is Vast. Now the 49th

state of the USA, it was bought off the Russians for two

cents an acre in 1867; is twice the size of Texas and, if laid on

top of mainland USA, would stretch from New York on the

east coast to San Francisco on the west. Alaska’s very name

comes from the Eskimo word for ‘great lands’. And not only is

it vast, it is also largely unspoilt; with the Tongass National

Forest being the largest in the United States. 

On the edge of the forest is Annette Island, a 19.3km 
(12mi) long idyll that is leased from the US Government and is
home to the Tsimshian tribe of Native Americans. While the
island is full of Hemlock, Spruce, Red Cedar, deer, black bears
and salmon, its isolation has meant that getting around it is a
problem for its 1,200 inhabitants. With high unemployment in
the island’s main town of Metlakatla, job seekers traveling to the
city of Ketchikan on the bigger and more prosperous
Revillagigedo Island have to fly in a six seater DeHaviland
Beaver. This is expensive and inefficient as only hand luggage is
allowed and any supplies bought have to be shipped back
separately to Matlakatla. What the community needs is a road
that allows easy access from Matlakatla to the Ketchikan ferry,
which takes just 15 minutes to make the crossing. Just such a
road is being built, albeit slowly.

Roads through difficult terrain don’t come cheap and the
local community can ill afford to finance one. But a compromise

has been reached whereby a joint team from the US Army, Navy,
Marines and Air Force are constructing the road as a training
programme; teaching their regular and reservist personnel
techniques in road, drainage and bridge building – as well as how
to operate construction equipment.

The programme is set to run for 10 years, which may seem
excessive for a road that is only 15m (49.2ft) wide, 41.8km 
(26mi) long and made of rock that has been drilled, blasted,
crushed, spread & compacted rather than paved, but the
project’s length is mainly due to the severity of the climate,
which restricts construction to only four months of the year. The
weather in Alaska can vary from +38oC to -62oC, and despite its
position in the far north, Annette Island qualifies as a rainforest;
with over five and a half metres (18ft) of rain falling each year.
This, combined with the need to create a high quality road and
blast through solid granite as high as 150m (492ft), contributes
to the project’s duration. The unpaved nature of the road is not
unusual in Alaska; the gravel will be super-compacted to prevent
pot holing during the rainy season and it is more sympathetic in
such an environmentally sensitive and beautiful area.

Local Volvo dealer CMI is supplying 29 machines for the
project on a five year rental basis. Excavators (EC290B, EC360B
and EC460B), G780B graders and nine new & used A30 haulers
are all at work at the site. Specified by the client by model
number in the tender documents, the Volvo brand has a good
track record in these demanding conditions. That said, each

machine’s use by as many as 16 operators a year (many of them
inexperienced) places an additional maintenance burden on the
machines; providing what one might consider a renter’s dilemma
and a mechanic’s nightmare.

“There is certainly plenty of wear and tear,” laughs a sanguine
Chris Gerondale, CMI’s general manager for the region.
“Inexperience people make mistakes, and parts break and don’t
last as long; operators shift gear incorrectly and things go wrong.
But that’s how people learn and this, after all, is the main point
of the exercise. That said, these rocky abrasive conditions would
be tough on machines anyway, with extreme wear to buckets,
tracks, undercarriages and tyres expected.”

One of the main reasons for the success of the Volvo
equipment has been the product support offered by CMI. In
such a remote area, having the ability to get machines up and
running as quickly as possible is vital. In addition to having
technicians permanently on site, the company has also trained
the military, who in turn train the recruits on good practice and
machine maintenance. CMI has also invested heavily in its parts
and support business. “When a machine breaks down we are
more likely to have the part on the shelf than we did five years
ago,” says Gerondale. “And for this project we have even shipped
a sea container full of parts to the site for even faster repairs.”

When the short work season is over CMI ships the battered
machines the 400km (250mi) to the port of Juneau and begins

the unenviable job of bringing them back up to Volvo standard.
“Last year we had three technicians working full time on them
for three months solid,” laughs Gerondale. With lots of
maintenance, a short rental period leading to low utilization and
competitive rates, making money on machine rental is no easy
task. “But we knew this when we came into the project,” says
Gerondale, “and we may not actually make a profit until we
dispose of the equipment. But the Volvos can take a battering
and be repaired to a good condition – which in turn leads to
good residual values. And at least we sell plenty of parts!”

While it may have been hard on the machines that made it,
thousands of people will have learned how to build roads and
use modern machinery. Not only that: when finished, the
residents of Metlakatla will be able to jump in their cars and be
in Ketchikan in under an hour, bringing not only their
purchases back with them but also an improvement to the
social and economic prosperity of little Annette Island.

I

“THE VOLVO BRAND HAS A GOOD TRACK
RECORD IN THESE DEMANDING CONDITIONS”
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ybrid engine technology is not

new. Even though magazines

are full of articles talking about

multiple propulsion systems as if they

were the latest invention, it most

plainly is not: the idea is as old as the

engine itself. But with potentially

significant fuel savings and improved

performance on offer, what hybrid

technology plainly now is – is popular.

Very popular.

The heat is on
For a combination of reasons the

major nations of the world are now keen
to develop new types of engines and
work on adjustments to new fuels. The
oil/combustion engine partnership has
been dominant for over 100 years but its
critics are getting louder. The fact that
the supply of oil will eventually run out,
that it is increasingly expensive and that
demand for oil is projected to soon
exceed supply are all helping to bring
the date when the world is no longer
dependent on the ‘black stuff’ nearer.
There are also concerns about burnt oil
based fuels’ CO2 emissions contributing
to global warming and their impact on
health. These diverse factors have now
come into alignment; creating a situation
whereby manufacturers are keen to
develop vehicles – including construc-
tion equipment – that use less fuel,
are more efficient and cleaner in their
emissions.

On the fuel side, Volvo, the world’s
largest producer of heavy duty diesel
engines1, is conducting research into bio
diesels and bio fuels generally which, if
successful, will strongly reduce carbon
dioxide emissions. It will take a while 
for the bio diesel supply chain to creak
into life, but it is growing fast: in the 
US alone bio diesel sales tripled to 
284 million liter (75 million gal.) during
2004-20052. Admittedly the US market
for diesel is 227 billion liter (60 billion
gal.) a year, but it’s a start – and the
political and economic will is moving in
bio fuel’s direction.

Meanwhile, diesel engine technology
has improved enormously in recent
years. Noxious emissions have been
reduced by over 90% and, with the help
of turbo charging, fuel injection,
multiple valves per cylinder etc, today’s
diesel engine performance is much
greater than that of engines of just a few
years ago.

With emissions regulations in the US
and Europe getting tighter it is becoming
harder to eke out the necessary
improvements from traditional diesel
engines. One method to reduce
emissions is of course to reduce fuel
consumption – and a good way to do
that is to fit a smaller engine and share
the power burden with another motive
force. The initial results of Volvo’s

ANCIENT & MODERN
THE DIESEL ENGINE ISN’T READY TO GIVE UP ITS

DOMINANCE OF THE CONSTRUCTION EQUIPMENT

INDUSTRY QUITE YET – BUT IT DOES HAVE TO 

SHARE THE LIMELIGHT. 

BRIAN O’SULLIVAN examines developments in hybrid 

engine technology.

H
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emissions by eliminating situations
where NOx (nitrogen oxide) emissions
are at their very worst,” believes Dan
Benjamin, an analyst at ABI Research3.

Although the car industry is
embracing the concept of hybrid
technology, it has been slow to take off
in the construction equipment industry.
To be fair, with construction equipment
the issue isn’t just about motive force
but also about finding hybrid solutions
to the hydraulic issues – and both these
aspects need to be developed in parallel.
Taken as a whole, roughly half of the
fuel consumed in an excavator or a
wheel loader is taken up in simply
moving the vehicle. The remaining 50%
is spent on powering the hydraulics,
moving the boom, stick, bucket, etc.

Even some very large manufacturers
still claim that there is no customer
demand for hybrid powered construc-
tion equipment or that it is too
expensive. Others state that the required
performance improvements can be
achieved by fine tuning the current

diesel-only platform. However, a number
of manufacturers are now embracing the
concept and the most active of these is
Volvo CE. Leveraging its position as part
of the US$32 billion Volvo Group, it is
investing heavily into research on
alternative power sources and alternative
fuels, as well as in the constant refining
of existing combustion technology.

Working as a team
The work Volvo is doing on its

diesel-electric hybrid called for a
decision on how the two ’engines’
should work together. There are two
main alternatives: Series or Parallel.

In a series design, the diesel engine is
not directly connected to the driveline
but instead powers an electrical
generator. The electricity generated is
fed to motors that physically drive the
equipment, with any spare energy being
used to recharge the batteries. When a
surge of power is needed, electricity
comes from both the generator and the
batteries. One benefit of an electric-only
power system is that electric motors
work well over a wide range of speeds,
and therefore a complicated transmission
isn’t needed. Also, because there is no
mechanical link between the diesel
engine and the transmission, the speed
of the diesel engine generally doesn’t
change with the speed or power
demands of the equipment: instead it
can operate continuously at its optimum
and most efficient speed. Diesel-electric
trains have used this system for decades.

Parallel systems, on the other hand,
connect both the electric motor and the
diesel engine to the mechanical trans-
mission, so that they work together to
operate the vehicle. This is the option
that Volvo has focused much of its
research efforts on. The really clever 
part of this system is the way it connects
these two power sources together. A 
key component is the ‘I-SAM’ – or
Integrated Starter, Alternator Motor. Put
simply, the I-SAM is basically a powerful
starter motor with enough strength to
propel even heavy construction vehicles
from standstill up to a good speed for
the diesel engine to take over. The I-
SAM’s cleverness doesn’t end there:
when the vehicle then wants to slow
down, the I-SAM can be run backwards
as a generator/alternator, washing off 
the vehicle’s speed and recovering ‘free’
energy in the process – which is then 
fed back to the batteries. This is called
’regenerative braking’. The I-SAM also
contains a Power train Management
Unit, which sits between the clutch and
Volvo’s specially designed automatic
gearbox; governing the gear shifting
strategy and the power split between
diesel and electric power. Needless to
say, electronics also play a significant
part in governing the power split system.

Because of the I-SAM’s ability to
offer both high power and high torque
at low speeds it can easily propel
construction equipment from standstill,
using electric-only power. And as already
mentioned, because the diesel engine is

research into this field are showing quite
spectacular fuel savings – in certain
construction equipment a hybrid
approach is making 40 to 50% fuel
savings a real possibility. And it is no bad
compromise either – far from reduced
usability, there is every indication that
performance may be enhanced by
adopting a hybrid policy.

Diesel deficiencies
Generally though, diesel engines

remain surprisingly inefficient. Despite
the improvements in technology, more
than 90% of the energy created is
’wasted’ through combustion-related
losses, leaving only a fraction for actual
mechanical work.

Electricity powered motors however,
lose hardly any energy in heat, noise etc,
and are therefore a more efficient energy
provider than diesel powered combus-
tion engines, even though the production
of this electricity has obviously required
some other source of energy. And
although other types of compatible
energy are being considered, electricity is
currently by far the most popular hybrid
partner for diesel engines. And it does
not produce harmful emissions either,
which helps diesel-electric hybrids easily
meet emissions regulations.

Best of both worlds
On their own, both diesel and

electricity have performance
disadvantages. Diesel engines’ torque is
minimal at low engine speeds, where

much of the energy is used to merely
keep itself going. So, in order to achieve
acceptable acceleration, much bigger
engines than needed for their general
work are fitted. These are heavy and use
more fuel purely to operate themselves.
Electricity’s failings, on the other hand,
lie in the fact that the energy is stored in
batteries – which are less dense power
sources than diesel’s fuel tanks. This
means the batteries must be larger and
heavier than diesel tanks in order to
achieve the same energy output – and
refueling/recharging takes a long time.

However, when these two power
sources are put together both
disadvantages fall away. Because an
electrical motor produces maximum
torque ‘at stall’ it more than makes up
for diesel engines’ torque deficiency at
standstill and low speeds. This means
that a smaller, more fuel efficient diesel
engine can be used. In fact, the engine
needs to be sized for just above average
power – as opposed to the current
situation where it is sized for peak
power. And the electricity
recharging/storing problem is overcome
by recharging the batteries while the
diesel engine is working and/or from
capturing the energy from braking.
Therefore, smaller batteries too can be
used. By working together, each power
source operates at the most efficient part
of its range. For diesel engines this also
means operating at a point where its
relative output of harmful emissions is
minimized. “Hybrid systems can cut

BEATING BATTERY BLUES 

The battery in a diesel-electric
hybrid is a key component. Serving 
as the power source for the electric
motor as well as secondary functions
(air-conditioning, lights etc), it is
recharged by the engine via regenera-
tive braking. Such is its importance to
hybrid development that industrial
battery technology is also undergoing
intensive research. The Volvo Group is
a major shareholder in Effpower, a
Swedish specialist in bipolar battery
technology. Effpower is developing a
new type of long-life battery that not
only has double the power but also
half the lead acid per unit of power
associated with normal batteries (and
none of the problems of corrosion,
leakage and layer formation). If leaps
in battery technology were sufficiently
successful, construction equipment
could conceivably run on electricity
alone. But before that happens the
dawn of the fuel cell era may finally be
upon us. Powered by hydrogen, super-
efficient fuel cells could produce all
the electricity required on demand,
with only (drinkable) water and a little
heat as emissions. In such an event the
once dominant combustion engine
would surely be consigned to the
history books, just as the once
unstoppable steam and horsepower
that went before it.

VOLVO CE IS INVESTING
HEAVILY INTO RESEARCH 
ON ALTERNATIVE
POWER SOURCES AND
ALTERNATIVE FUELS
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nce again, there’s a buzz of

anticipation across the world of

Volvo, as the search begins for

the Volvo Construction Equipment

Masters of 2007. It all started in March

2006, when invitations were sent out to

the regions for them to put forward their

candidates and regional leaders for this

most prestigious and well-respected

industry event. As we write, the quest for

the best is well underway.

So, it’s a good time to reflect on when and
why it all began. The ‘Masters’ has been an

important phenomenon since 1990 –
initially conceived as a contest amongst
Volvo service technicians worldwide,
designed to spotlight workshop activities
and reward the efforts and ingenuity of
Volvo Construction Equipment’s unsung
backroom heroes everywhere. Apart from
the fun of the chase, ‘The Masters’ was
borne of some serious objectives.

Of course, it was created to give
recognition to the dedicated people at the
‘sharp-end’ who can always be relied on to
keep things moving for Volvo CE customers

worldwide. But perhaps, equally important,
is the motivation it provides each individual
Volvo service technician, by raising the
status of the profession. Let’s face it, service
technicians have a very highly qualified job.

But apart from injecting some favorable
PR into the job spec and attracting the next
generation of technicians, the ‘Masters’ also
benefits from the didactic element of the
contest – educating participants through
promoting and sharing ideas, skills and
knowledge. And since the 1998 competi-
tion, the formula was modified to teams

O

not needed for this initial (peak) burst
of energy, a smaller engine that is more
suited to the average energy demand of
the equipment can be fitted.

That’s not all – having a more
powerful electrical system on construc-
tion equipment has further fuel saving
benefits. Because the I-SAM is such a
powerful starter motor, the diesel engine
can be shut off completely when not
required and rapidly spun up to its
optimum speed before injecting any fuel
and restarting the engine. This not only
saves fuel but also reduces noise
emissions which are already lower as
engine speeds don’t need to rise to 
peak levels.

As with any new technology, there 
is the concern that the benefits of the
system will be outweighed by new
problems. But early indications from
prototypes show that hybrids need no
more maintenance than diesel-only
construction equipment. In fact, brake

wear is likely to be reduced as the 
I-SAM removes some of the braking
duties from the service brakes.

Dawn of a new age?
The biggest fuel savings from diesel-

electric hybrids in the construction
industry are likely to come from those
machines where there are frequent
starts and stops. This is because the
diesel engine will be dormant for much
of the time. Machines such as wheel
loaders will see big fuel savings. But all
construction machinery should see
benefits from this technology. There are,
of course, lots of unanswered questions
and a lot more research and testing is
needed. Construction equipment is used
in aggressive situations and any new
technology will have to be robust to
survive. But it is not inconceivable that
in a few short years operators will have
a graph on a monitor in their cabs
informing them what power source is
being used, whether the batteries are
using power or consuming it and

whether the diesel engine – if it is
present at all – is running or off.

The Big Question now is whether
this is the right time for hybrids. Volvo
CE’s president and CEO Tony Helsham
thinks it is. “Many contractors are
actively reviewing how they can reduce
their dependency on oil,” he believes.
“For a range of economic, political,
environmental and health reasons, now
is a good time to take hybrid technology
seriously. At Volvo, we have a tech-
nology that has the realistic potential to
popularize hybrid power systems for
heavy vehicles.”

MACHINES SUCH AS
WHEEL LOADERS WILL
SEE BIG FUEL SAVINGS

1 9-18 liter capacity engines
2 Source: The Economist
3 ABI Research was founded in 1990 to assist manufacturers
in understanding and entering new markets.

THE

BUZZ B
EGINS...
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competing against teams, to further
facilitate the learning. Each team
consists of two service technicians and
one parts person who each have an
equally important role to play.

The message is clear. You don’t have
to be merely technical to succeed in The
Volvo Construction Equipment Masters,
you’ve got to be ‘smart’ too.

The competition is set up almost 
like a major soccer championship. For 
the purpose of the Masters, the world is
divided into five regions: Europe, North
America, Latin America, Asia and
International. As it progresses, the
competition goes through 3 rounds of
national, sub-regional and regional
eliminators, culminating in Eskilstuna 
in March 2007 when the five regional
winning teams come together in Sweden
for the grand finale. Then comes the big
moment, when the deserving winners can
lift the much-acclaimed trophy.

Throughout the play-off rounds,
each competitive unit will be judged on
the quality and cohesion of their team
performance. Each squad will have to
demonstrate their technical prowess 
and resourcefulness by working on five
products – compact equipment,
articulated hauler, motor grader, wheel
loader, and excavator. Teams will be
judged on various points such as technical
skills, how they handle the tools, how
much attention they pay to safety and to
preserving the environment.

The Masters is a great proving ground
for all participants, giving them the chance
to travel and meet new colleagues, ex-
change experiences, accept challenges and
enjoy the spirit and camaraderie of being
part of a major international competition.

Participating Dealers benefit
enormously too, as their service
technicians and parts personnel are
recognized for their abilities and the

dealership is shown as a good place to
work – undoubtedly good for business
and attracting a better quality workforce.

If you’d like to know more about
‘The Masters’ watch this space for further
Spirit news and features, or visit
www.volvoce.com/masters.
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Lots of manufacturers claim that their

products are so easy to use that ‘they

become like an extension of the

human arm’. While many of these

claims are rubbish, when it comes to

Noël Kibondo and his use of the waste

handling grapple on his Volvo

EC210BLC excavator, the only thing

that is rubbish is what he delicately

picks out from the refuse bags he

sorts. Cardboard, paper, metal – all 

are swiftly arranged in piles from the

endless stream of one tonne industrial

bags he sorts. Noël has been using the

grapple for the last six years and is so

deft at selecting and sorting mixed

waste into differing piles that he can

tease out even the smallest pieces

with such precision that it looks as if

he had picked them up with his thumb

and forefinger… 

Noël is originally from the Demo-
cratic Republic of Congo (DRC), that
beautiful but much troubled central
African country. ‘Beautiful’ because it 
is a tropical climate with stunning
rainforests and the mighty Congo River
(all 4,374km (2718mi) of it), ‘troubled’

as it has struggled with severe instability
and unrest since its independence from
colonial rule in the 1960s. (It was
formerly called the Belgian Congo.) But
Belgium and the DRC have maintained
good relations and when Noël considered
where he should go to seek a better life,
the old ‘mother’ country was first
choice. Not only is French the official
language of DRC, it is also a largely
Christian country. This last point was an
important one, as Noël is a devout
Catholic, and when not working is often
seen in his local parish church. So apart
from the gloomy, rainy weather that
most Belgians complain about, moving
to Belgium seemed like the brightest
prospect.

And so it proved: when Noël arrived
from DRC 15 years ago he immediately
fell lucky. He started work at a transfer
station operated by SITA, a large waste
handling company, which is part of the
billion dollar Suez environmental and
multi services firm. Noël’s timing was
good, because government recycling laws
soon became more demanding and so
SITA’s workload increased. In fact,

Belgium is now by far the most recycling
friendly country in Europe. Noël still
works for SITA today, and whereas he
started sorting waste by hand off a
moving conveyor belt in 1991 he was
soon put in charge of a Volvo L90 wheel
loader and given the task of filling the
endless flow of waiting trucks with the
equally endless flow of waste that
constantly arrives at the station. Recently

Based close to Volvo CE’s Belgium headquarters, 

Noël Kibondo talks to Volvo Spirit’s Editor. 

Photography: Julian Cornish Trestrail

BELGIUM IS NOW
BY FAR THE MOST
RECYCLING FRIENDLY
COUNTRY IN EUROPE
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OPERATOR CORNER
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again in the shortest possible time.
Productivity and uptime are the key
elements here. As Eric Schampaert,
Noël’s boss says. “We process more than
150,000 tonnes of non-dangerous waste
at this site every year. It is a finely tuned
system and it relies on dependability, we
can’t afford to have our machines
standing still – for any reason.”

Comfort is another factor in
productivity and Noël believes that a
good operator environment is important
when considering which machine to buy.
“I have seen many improvements in the
comfort of our equipment,” he says. “It’s
simple; if you are comfortable you get
more done. I think it is important that
buyers talk to their operators before
deciding which machines to buy.”
Comfort is especially important where
the operating environment is severe, as
in waste handling where it can be
extremely dusty. Luckily, Volvo’s
additional filters, for both engine and
operator, help both breathe more easily.

It is always a pleasure to watch
someone who is good at their job and
enjoys doing it. Noël is evidently both of

these, as well as being a kind and
charming family man. He is the proud
father of five sons – aged from 23 years 
to just 18 months old. After years of
being apart, Noël’s wife and family now
live with him and he has adopted the
nationality of his new homeland. A man
who has improved his own circumstances
hugely, he sees the path of betterment for
his children through education. “I insist
that my boys study – I want them to have
more opportunities than I have had,” he
laughs. Self improvement is a theme for
Noël, not only of his own life and those
of his family, but also of the environment
of his new nation. With expert operators
like Noël, there is a chance that recycling
companies like SITA can cope with the
endless amount of waste that modern
society produces.

he has been using one of the company’s
two Volvo L120E wheel loaders, but for
the last six years his prime role has been
operating the grapple, now fitted to a
new Volvo EC210BLC excavator.

The EC210BLC at SITA is no
ordinary machine. Waste handling is an
important element in Volvo CE’s
strategy of being an application-led
solutions provider. That means that
Noël’s machine is tailored to suit its
environment. The list of waste handling
options available from Volvo CE is
extensive but the most obvious additions
to the EC210BLC at SITA is its raised
cab, which allows Noël to see over the
top of the high sided trucks, ensuring
that they are accurately filled. The other
evident option is the multi-function
grapple. While it takes time to learn,
when mastered, its speed and precision
allows skilled operators like Noël to sort
and process large quantities of waste in
the shortest time. And once sorted, the
waste can then be grabbed and placed
into the truck in exactly the position
required. That is the name of the game
at the site: the purpose of the ‘transfer
station’ is to get the waste in and out

IT IS ALWAYS A
PLEASURE TO WATCH
SOMEONE WHO IS
GOOD AT THEIR JOB
AND ENJOYS DOING IT

Whatever business you’re in, the all-new Volvo FE delivers in a

big way. Its innovative, 7-litre Euro 4 engine at 240, 280 and 320hp

is a technologically advanced, new-generation powerhouse built to

set new standards in productivity and reliability. The FE offers a flexible chassis

range, available at 18 and 26 tonnes, which combines Volvo’s famous 

dependability with a choice of modern functional cab options. The result is 

a heavy-duty performer that not only impresses on the road,

but on the spreadsheet too, improving the Total 

Performance of your business in every sense. The new 

Volvo FE – go for it at your Volvo Truck Dealer today.

www.volvotrucks.com

VOLVO TRUCKS. DRIVING PROGRESS

Peter’S NEW
VOLVO FE

TRUCKS AFTERSALES FINANCE TRANSPORT MANAGEMENT
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