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Dear reader,
As we go into the new year, at long last it looks like the 
recent tough times are almost behind us. So now we can 
look forward to a brighter future together. 
 
You can be sure that Caterpillar is ready to face tomorrow’s 
challenges with you. We are better equipped than ever to 
listen to your needs and meet them – to support you with 
great products, services and unique solutions that will deliver the lowest owning 
and operating costs. 
 
However, as you’d expect, our support goes much further. For example, we’re 
ready, too, with a comprehensive selection of quality used Cat equipment, and 
with equipment rental options to extend your operating capabilities, helping 
you make the very most of each and every new business opportunity as it arises. 
 
In this issue we highlight some of those facets of our business. So in the 
following pages you’ll discover how Caterpillar customers internationally 
have profited from our determination to provide them – and you – with 
solutions that add business value throughout the lifecycle, whether you 
are the first or second owner of Cat equipment. Enjoy your read.

Paolo Fellin,
Vice president Caterpillar
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Jordan’s leading quarry operator is in the process 

of replacing his entire fleet of machines with 

equivalent Cat models. The reason? Only the 

local Cat dealer delivers the kind of service 

he needs to keep his machines – and his 

business – running at peak efficiency 24/7.

Site manager Amer Mbeideen stands at the highest point 
of the Al-Sweimeh quarry, 45km west of the Jordanian 
capital Amman, from where you can see the Dead Sea 
shimmering in the midday heat on the horizon. “That’s 
beautiful,” he says. His eyes aren’t on the landscape, 
though, but on what for him is an equally captivating 
sight – a Cat 988H wheel loader working at full stretch 
in the quarry below to fill a waiting off-highway truck 
with yet another load of limestone. It’s a sight he never 
tires of because, he says, “Each load represents another 
promise kept, another customer satisfied, one more 
step towards another day of productive, profitable 
operation. And in this business that’s what counts.”

The Al-Sweimeh quarry is operated by Developed 
Crushers Company, established in 2002 and part of 
Jordan’s Manaseer Group of companies, owned by 
Engineer Zaid Al-Manaseer. Along with Al-Sweimeh, 
Developed Crushers Company operates two others 
– one  in the south near Aqaba, and the Al-Hallabat 
quarry, 60km east of Amman. The company’s products 
are sold throughout Jordan, 70 percent of them 
destined for use in the concrete industry and 30 percent 
going for road construction and other applications.

The Al-Hallabat quarry, opened in 2008, produces high 
quality basalt and, according to site manager Omar Al 
Serdi, is the first of its type in Jordan. “There was another 
basalt quarry in the country,” he says, “that operated 
between 1975 and 1985. It produced basalt for use as 
insulation material. But we are the first in the country to 
produce high quality crushed basalt suitable for mixing 
with asphalt. Our product is used for road construction 
throughout Jordan, and it’s helping make a substantial 
improvement to the quality of the country’s highways. 
We currently operate 20 hours a day for six days a week, 
producing around 350 tonnes of crushed product per 
hour, and will further be expended to reach 900 tonnes 
by year end upon operating the new 550 tonnes Crusher.”

The Al-Sweimeh quarry was opened earlier, in 2002. 
Occupying a one million m2 site, with 300,000m2 

SERVICE MAKES THE 
DECISIVE DIFFERENCE

currently being worked, and employing 220 people, 
it is Jordan’s largest – and one of the biggest in the 
Middle East. Production of aggregates currently 
also runs at around 900 tonnes per hour of grades 
ranging from 0-2mm to 16-25mm. Silica sand for 
the concrete industry is also extracted at the site 
and there is some marble production too.

THE CRITICAL INGREDIENT
Turn up at Al-Sweimeh and you’ll quickly understand 
why effective servicing of the machines in use there 
is key to keeping the business profitable. Situated 
150 metres below sea level (but still 272 metres above 
the nearby Dead Sea shoreline, the planet’s lowest 
dry land surface), midday temperatures routinely 
exceed 40ºC and in summer can rise as high as 
55ºC. Add to that the harsh, sandy, abrasive nature 
of the terrain and it’s no surprise that the machines 
operated there take a beating as a matter of routine.

More

“Each load represents one more step 
towards another day of productive, 
profitable operation. And in this 
business that’s what counts.”
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It’s the same story at the Al-Hallabat quarry. Although 
situated 500 metres above sea level – and therefore 
benefiting from slightly cooler temperatures 
(though you’d be hard pressed to notice), the nature 
of the rock extracted there – a very high quality 
basalt – means that a fine abrasive dust permeates 
the environment, clogging filters and subjecting 
equipment to the possibility of high rates of wear. At 
both sites you’ll find Cat machines supplied by local 
Cat dealer Jordan Tractor hard at work, seemingly 
unaffected by the conditions, but it wasn’t always so.

Christie Janho, chief executive officer at Jordan 
Tractor, takes up the story: “Before 2008 there were 
no Cat machines at any Manaseer Crushers site. We 
had, however, previously supplied a Cat generator 
set to them for use at Al-Hallabat. It turned out that 
we were arriving on-site to check and service that 
single piece of equipment more often than did the 
dealer who had sold them all their earthmoving 
machines back in 2005. They noticed this and began 
to wonder why they weren’t getting that level of 
service from their major equipment supplier.

“As we do with every customer and potential customer, 
we kept visiting them regularly and even offered advice 
and help when it was needed on the maintenance and 
repair of their non-Cat machines. And then, one day, 
they finally turned to us and said something like ‘Would 
you be able to supply us with 40 Cat machines?’. And of 
course you can guess what our answer was. It turned 
out that they were fed up with the levels of productivity 
achieved with their machines and had decided that 
Cat machines, with their high performance backed by 
the kind of maintenance and repair service they were 
convinced we could offer, would make a significant 
difference to their business. It was the beginning of 
what is turning out to be a great partnership. So far 
we have supplied them with 29 Cat machines and the 
changeover process is still continuing. Currently, for 
instance, there’s a joint study underway that’s looking 

at the possible benefits of replacing the company’s 
large fleet of Russian-built off-highway trucks with Cat 
machines – probably 770s and 772s. So it’s an ongoing 
process and Manaseer’s commitment to Cat machines 
looks set to grow as time goes on. As long as we 
continue to do our job properly,” he adds with a smile.

SUPPORT IN ACTION
The intensive support offered by Jordan Tractor under a 
service agreement with Developed Crushers Company 
covering maintenance and repair for all the Cat 
equipment is evident at both sites. In both workshops 
a resident team of two Jordan Tractor technicians is on 
hand 24 hours a day to undertake routine checking, 
maintenance and repair. They are backed by a ‘flying’ 
team of technicians based at Jordan Tractor’s Amman 
workshop, who are on standby 24 hours a day – even at 
weekends – ready to go to either site should a problem 
occur that requires more expertise and manpower 
to solve it than the resident teams can provide. And 
should major work prove necessary, machines can be 
transported to Jordan Tractor’s workshop in Amman – 
though only once so far has this has been necessary.

So do the challenging conditions at the two sites lead 
to abnormal demands being made on the resident 
technicians? “No,” says technician Faris Deges, based 
at Al-Sweimeh, “it’s just the normal procedures, 
nothing special, we don’t face any special challenges.” 
But it’s noticeable that he and his colleagues are 
kept constantly busy and he admits to working long 
hours, sometimes from 5 a.m. to 8 p.m. “Ah,” he says, 
“but that’s only because that’s what it takes to do 
our job properly, not because there are any special 
problems with the Cat machines working here.”

The job he and his colleagues do is, as you’d expect, a 
thorough one. Because of the hard working conditions, 
monitoring of the machines’ condition is constant, 
with regular checking, reporting and analysis of 
mechanical, electrical and hydraulic systems. Plus, under 

Jordan Tractor’s parts and 

service manager, Amin Amireh

Engineer Zaid Al-Manaseer, 

owner of Jordan’s Manaseer 

Group of companies
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SM oil analysis service, regular oil analysis 
is carried out, with the samples analysed at Jordan 
Tractor’s own laboratory in Amman. Established in 
1982, it was the first to be opened in the Middle East.

“All in all it’s an intensive program,” states Jordan 
Tractor parts and service manager Amin Amireh. 
“But the aim is simple – to keep the Cat machines 
earning money for their owner rather than sitting in 
a workshop costing them time and revenue. In order 
to achieve that we operate a policy we call ‘repair 
before failure’ and its success is critical to maintaining 
the machine productivity our customer requires.”

A MEETING OF MINDS
Helping to co-ordinate all the support activity is Jordan 
Tractor CSA administration supervisor Reyad Batah. “If 
you want to keep everything running smoothly,” he says, 
“nothing beats regular face to face communication at 
every level. So we hold weekly meetings with all the 

relevant people from Manaseer Crushers and Jordan 
Tractor. It means that I’m on the road between Amman 
and the two quarry sites a lot, often three times a week. 
But the result is effective communication, which leads to 
prompt action wherever necessary, which in turn leads to 
a satisfied customer. It’s intensive work, but it brings us 
closer together and the results are worth it for both sides.”

At one of these meetings, at the Al-Sweimeh site, 
both Jordan Tractor CEO Christie Janho and Manaseer 
Crushers general manager Abdelghani Al-Manaseer are 
present, and it’s clear that their business relationship 
has advanced way beyond the formal dealer/customer 
pattern. Mr Manaseer confirms this: “We are not 
simply customer and dealer, two linked but separate 

organisations,” he says. “Over the past few years 
this has become a true partnership, a meeting of 
minds, working together for our mutual benefit. And 
surely this is the best way of all to do business.”

Standing at the top of the Al-Sweimeh quarry site 
in the hot afternoon sunshine, looking down at his 
Cat machines still working at full swing below, site 
manager Amer Mbeideen would surely agree. ■

“When it’s 50ºC,  
maintenance matters”

“Nothing beats regular face to face 
communication at every level.”

Al-Hallabat’s site manager, 

Omar Al Serdi

CAT MACHINES IN USE AT ALSWEIMEH
8 x 966H wheel loaders

3 x 988H wheel loaders

4 x D10T track-type tractors

1 x 329C hydraulic excavator

CAT MACHINES IN USE AT ALHALLABAT
4 x 966H wheel loaders

2 x 988H wheel loaders

2 x D10T track-type tractors

1 x 365C hydraulic excavator

See for yourself in this video

www.mycattv.com/totalsupport
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ACCUGRADE AT WORK IN LATVIA

PEACE  
OF MIND  

IS ALL PART  
OF THE DEAL

In a massive infrastructure development in the 

Latvian capital of Riga and on one of the country’s 

major road renewal projects, a rented AccuGrade 

3D GPS-equipped Cat D6K track-type tractor 

has been boosting work rates to unprecedented 

levels for local contractor SIA Roadeks.

Uldis Klaperis, Chairman of Riga-based construction 
company SIA Roadeks points to traffic streaming 
along the highway overpass that runs almost above 
his company headquarters: “Latvia may not be a 
big country with an enormous population,” he says, 
“but as you can see it is a busy country. And as it 
has grown busier over the past decade, the more 
urgent it has become to improve the country’s 

infrastructure. It is our good fortune as a company that 
we have been chosen to be part of that process.”

SIA Roadeks began life in 1997 as a small road 
maintenance and construction company, activities 
which are still the company’s core business. Following 
a successful start, growth began to accelerate in 
2001 and has continued to this day, despite the 
recent downturn in the country’s economy. “We now 
employ between 100 and 180 people, depending 
on the time of year,” states Uldis, “we’re currently the 
fifth largest construction company in Latvia, and…“ 
he smiles here “…we’re aiming to improve on that 
as quickly as possible.” He also emphasises that the 
company’s rapid growth has not simply been in staff 

Learn more about AccuGrade here

www.uk.cat.com/accugrade
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THE SOUTHERN BRIDGE  CONNECTIONS FOR SMOOTHER  
TRAFFIC FLOW
Riga’s Southern Bridge project has a long history. 
First drawings for a road bridge to the south of the 
city over the river Daugava south were first drawn 
up in the 1930s. However, they remained merely ‘a 
good idea to be put into action one day’. Then, with 
the growth in business and tourist traffic followed by 
Latvia’s accession to the European Union in 2004, the 
need for the Southern Bridge – now seen as a major 
element in a planned ring road round Riga – became 
urgent. Construction started in 2005 and the bridge 
was opened to local city traffic in November 2008. 
But work on the access road system connecting it 
to the major highways south of the city continues, 
with completion scheduled for the end of 2011.

SIA Roadeks is one of the major contractors on this 
project, responsible for construction of a 2.5km 
stretch of access road consisting of nine separate 
carriageways in all – a total of 22.5km of construction 
work, to tight deadlines. “It’s a difficult task,” says 
Uldis Klaperis, “because we must build short sections 
of road simultaneously, in co-ordination with other 
contractors building other, connected, sections. So 
speed and accuracy are vital. That’s why we decided 
to rent the Caterpillar 3D GPS AccuGrade system. We 
had first seen it at the Cat demonstration centre in 
Malaga and realised it would be ideal for this project.”

More

and turnover, but in experience as the range of projects 
undertaken has expanded. “And experience counts,” 
he adds, “especially when times are not easy and 
you’re under pressure to work ever more efficiently.”

“WE CAN’T AFFORD TO BE UNPRODUCTIVE”
It can’t be denied, though, that in the road construction 
business size matters. So the fact that SIA Roadeks now 
owns a total of around 30 machines, including trucks, 
dozers, graders, backhoes, paving machines, and soil 
and asphalt compactors, counts in the company’s 
favour when tendering for bigger projects. Of these 
30 machines, no fewer than nine bear the Cat logo. 
“You could say that they are our key machines in 
the road construction side of the business,” states 
Roadeks director of manufacture Janis Ansviesulis.

Why Caterpillar? Janis gives a pragmatic answer: “We 
bought our first new Cat machine – a D5 track-type 
tractor – in 2005, along with another, non-Cat machine. 
In 2006 we had minor problems with the Cat machine 
and with the other machine too. Our local Cat dealer, 
SIA Witraktor, fixed the D5 immediately, with no 
downtime. We didn’t get the same response for the 
other machine, so we decided to replace it with another 
Cat machine. We can’t afford to be unproductive.”

There were other factors, too, that convinced SIA 
Roadeks that an investment in Cat machines was the 
right route to take. Janis says: “We keep a close eye 
on machine efficiency, reliability and productivity. 
We measure and judge one machine against another, 
so we know which machines are pulling their weight 
and which aren’t. Quite simply, the Cat machines give 
us the performance we’re looking for. Our operators 
like them too. They tell us they have more usable 
power than comparable non-Cat machines.”

He adds that turning to Cat dealer SIA Witraktor 
meant that he could also benefit from a machine 
demonstration before deciding to buy. “And not 
just a few hours, but a week in order to evaluate the 
machine fully. No other dealer offered us that.”

TAKING FULL ADVANTAGE OF THE RENTAL OPTION
Like Cat dealers throughout Europe, Africa and the 
Middle East, Latvia dealer SIA Witraktor offers a rental 
service for Cat machines. It’s an option that SIA Roadeks 
has taken full advantage of by renting PM102 and 
PM200 cold planers, an AP655D asphalt paver, and a 
D6K track-type tractor equipped with a complete 3D 
GPS AccuGrade system. All of these machines are being 
used in two major ongoing road construction projects, 
with the AccuGrade-equipped machine in particular 
delivering performance and productivity that have kept 
SIA Roadeks up to speed in difficult circumstances.

Riga’s southern bridge, Latvia
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The AccuGrade 3D system uses GPS technology 
to compare the blade position to a computerized 
site plan and signals the operator or hydraulic 
system to raise or lower the blade.

According to Janis Ansviesulis, AccuGrade 3D GPS 
has exceeded their expectations, proving even more 
productive than anticipated. “It’s faster and cheaper, 
and because there’s no need for constant optical 
surveying, it eliminates the human factor and saves 
on personnel costs. And it lets us keep working in the 
dark, a real benefit in winter; you can’t do that with an 
optical surveying system. The system has even helped 
us prove to government inspectors, who believed that 
we had made a 5cm mistake in level on one section, 
that this wasn’t the case. In fact it turned out that they 
had made a human error in their own checking process. 
Without AccuGrade we might have spent time and 
money trying to rectify a mistake that wasn’t, in fact, 
a reality. So when anyone asks us about the benefits 
of AccuGrade, I have to say that, as well as cost-saving, 
a major plus point is peace-of-mind; quite simply, 
you can trust the system to deliver the goods.”

ON THE ROAD TO A BETTER TRANSPORT INFRASTRUCTURE
SIA Roadeks have found the same benefits when using 
the rented AccuGrade 3D GPS system on another large 
road project, the renovation of a 200km A IV category 
State Road P33. Contracted to renovate an 8km section 
of this project, SIA Roadeks are involved in digging out 
the old road to a depth of between three and four metres 
before constructing a new, straighter and smoother road 
in its place. The task involves moving around 170,000m3 
of different types of soil, rock, gravel and old asphalt.  
 

“Again,” says Janis, “different parts of the project 
were being undertaken at the same time, each 
at a different stage, and using AccuGrade made 
the transition from one section to another much 
simpler than it would otherwise have been.”

RENT OR BUY? THE ANSWER IS ‘YES’
On both projects, claims Uldis, renting the AccuGrade 3D 
GPS system was the most attractive option. “AccuGrade 
really provides the best advantage on big projects, 
and currently these two are our only big ones. And 
perhaps, too, the technology will evolve further over 
the next few years, so – by the time we really need a 
permanent system of our own – renting now leaves 
us free to buy the most up-to-date equipment later.”

So will they turn to AccuGrade again in the future? “Of 
course,” insists Janis, “where we can’t use it, the need 
to employ more people makes it more expensive not 
to have the system than to have it. That’s particularly 
relevant in difficult times when you need to ‘think 
more’ in order to be efficient. The AccuGrade 3D GPS 
system certainly makes a significant difference!” ■

ARTURS DEGROVS
is “the company’s best 

operator”, according to his boss, 

with third place in Operator 

Challenge Latvia 2008 and 

second place in operator 

competition CATBALL 2010 

to his credit. “I had never used 

AccuGrade before,” he says, “so 

I expected it to be a headache. 

But it wasn’t. I spent two days 

training with Edgars Dambergs, 

SIA Witraktor’s technical 

communicator, and then, after 

about two weeks in the field 

with it, I found it extremely easy 

to use – I had no problems. It 

makes my life simpler and my 

work easier. And best of all, 

when I’m up there in the cab 

working with AccuGrade, I’m 

the boss. I don’t depend on 

others, they depend on me 

– and that’s a great feeling!”

Uldis Klaperis, chairman of SIA Roadeks
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Regular inspection and maintenance of your 

hydraulic system and following contamination 

control practices will lower your owning 

and operating costs and maximise your 

machine’s productivity and uptime. In 

this article we offer some essential advice 

to maximise the life and performance 

of your machines’  hydraulic systems.

2. SELECT THE RIGHT OIL

Ensure your hydraulic oil contains the 
needed additives, like oxidation and foam 
inhibitors, and zinc to provide maximum 
protection to pumps, motors, cylinders 
and valves. Caterpillar HYDO™ Advanced 
oil contains the necessary additives and 
extends your hydraulic oil change interval.

1. PERFORM REGULAR VISUAL INSPECTIONS 

Look for leaks in cylinders or hoses, 
worn or damaged hoses, missing bolts, 
damaged cylinder rods, worn wiper seals, 
etc. in order to prevent a small problem 
from becoming big and contamination 
from entering the hydraulic system. 

2. HYDRAULIC SYSTEM PERFORMANCE CHECK

Hydraulic system efficiency can drop 
by as much as 20 percent before the 
machine operator detects there’s a 
problem. Cat dealerships can perform 
Hydraulic Service inspections to help 
keep your hydraulics in peak condition.

1. CHANGE FILTERS REGULARLY AND CAREFULLY

Hydraulic filters should be changed as per 
the Operation and Maintenance Manual. 
It’s also important to keep new filters and 
other parts packaged until they’re ready to 
install and to remove old filters carefully.

INSPECTION TIPS

MAINTENANCE TIPS  
TO MAXIMISE MACHINE 
LIFE AND PRODUCTIVITY

HYDRAULIC SYSTEM

MAINTENANCE TIPS

3. KEEP HYDRAULIC TANKS FILLED

Always keep the hydraulic tank between 
the “Full” and “Add” marks. Insufficient 
fluid levels are the leading cause of pump 
cavitation and can also result in high oil 
temperatures, causing oil to degrade.

1. USE TIGHTFITTING BARREL COVERS

Tight-fitting covers can help prevent 
dirt, water, airborne particles and other 
contaminants from entering oil barrels. 
It’s also wise to store barrels inside.

CONTAMINATION CONTROL TIPS

2. MONITOR BULK FLUIDS

Check the condition of the oil in 
your bulk tanks periodically. Make 
sure the tank has a 4-micron air filter 
breather as oil is dispensed.

3. USE HIGH EFFICIENC Y FILTERS AND KIDNEY 
LOOPING AFTER REPAIRS

Contaminants invade the hydraulic 
system whenever it’s open for a repair. 
We recommend Kidney Looping and 
the use of Cat High Efficiency Filters 
following any system invasion in 
order to remove contaminants.

75 percent to 85 percent of hydraulic pump, 
motor, cylinder and valve failures can be 
traced to contamination. Due to the extremely 
small clearances in today’s hydraulic systems, 
even particles you cannot see can damage 
pumps, motors, cylinders and valves by 
causing abrasive, adhesive and fatigue wear.

1 1
Learn more

www.cat.com/parts/hydraulics
>>



Mantrac Nigeria recently organized 
Customer Open days for its customers 
in Lagos and Port Harcourt.The main 
objective of these events is to acquit 
the customers of the latest product 
improvement information on Power 
systems, Machines and Material 
Handling. Also to show to customers 
recent investment put in place in 
providing comprehensive product 
support. 

The one day event that took place in 
both Lagos and PH started with  
Mantrac Nigeria Managing Director 
welcome speech followed by a thorough 
facility tour. 

Products and services were on display 
with a presenter at each who introduced 
an informative presentation to the 
customers.  

In Lagos, the new CKD and Canopy 
factory was among the latest invest-
ment show cased during the event. 

In Port Harcourt, the newly improved 
Engine specialization centre is a key 
show cased investment to the custom-
ers. This workshop had been certified 
by Caterpillar as a five star workshop. 

The new improved Scheduled Oil 
Sampling (SOS) was not left out. 
With the new lab, there is increased 
speed with which the sample results 
get back to customers. 

The two events were concluded by a 
Lucky Dip. In Lagos, one of the custom-
ers – Mr. Bayo Peter of UAC property 
won the star raffle prize while in Port 
Harcourt; the star prize was won by 
Agip senior personnel. Both won LCD 
TV plasma. 

Customers’ comments, questions and 
suggestions were taken with a promise 
of improved service delivery.

 

Mantrac Nigeria Customer Open Days 
at Lagos and Port Harcourt
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Kenya hosts Mantrac’s used machines exhibition

Mantrac Group ranked first EAME oil seller

As an important regional hub, Kenya 
was recently chosen to host a three-
day used equipment exhibition in the 
yard of Mantrac premises in the capital 
Nairobi. 

With a sales volume that reached 7.6 million liters, Mantrac 
Group ranked first in CAT oil sales in the Europe Africa Middle 
East (EAME) region for the year 2009, thus marking a substan-
tial increment of 590 thousand liters and achieving an 8% 
increase over the previous year. 

The new ranking, which was the culmination of joint efforts by 
the entire Mantrac Group, earned two of the company’s 
branches excellence awards in appreciation of their 
contribution to this collective achievement as well as in recog-
nition of other accomplishments each of them managed to 
realize in its respective territory. 

In addition to the 2009 sales record, Mantrac Egypt received 
the award for being one of the top ten CAT dealers worldwide, 
while Mantrac Ghana was given the same award for reaching a 
67% growth rate—the highest in EAME. 

CAT oil demand in Mantrac Ghana witnessed a stellar rise from 
a few hundred liters several years ago to the current two 
million, owing to a great extent to the contribution of the 
Goldfields and Newmont Maintenance and Repair Contracts 
and other major customers in the mining business. A similar 
growth rate is expected to be shortly achieved in a variety of 
other business sectors.

In order to ensure continued growth with further augmenta-
tion of sales volumes, a marketing and development training 
for all Mantrac territories took place in early 2010 in the East 
Africa region, namely Kenya, Tanzania, and Uganda, with the 
attendance of many PSSRs (Product Support Sales Representi-
tives), Counter Sales, and Service Engineers. 

A similar training was held in West Africa in June at the 
Newmont Site, Goldfields Site, and the Accra branch in Ghana. 
The significant leap in the 2009 sales constituted the best 
impetus for all the group’s companies to take the challenge to 
the next level and reach an ambitious 8 million liters by the 
end of 2010.

More than 200 of Mantrac’s customers 
from Kenya, Tanzania, and Uganda 
attended and a sizable number of 
other potential customers from East 
Africa also came to check out the 
machines on display which included 
many units varying between Motor 
Grader H & G series, TTT R & H series, 
Wheel Loaders H, GII & G series, HEX D 
& C series, and Back Hoe Loaders. 

Attendees were impressed by the 
variety of the exhibits as well as their 
excellent  condition and most of the 
machines in display were sold. In addition 
to existing customers’ 
 

share of the 
purchases, 
around 80 
non-customers 
participated in 
the event and 
bought later 
used machines for 
the first time from 
Mantrac. 

A marketing campaign entitled 
“The Biggest Exhibition for Used CAT 
equipment in East Africa” accompanied the 
event and which included expansive 
announcements through newspaper 
advertisements, printed materials, and 
direct emails. 
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SIEGFRIED PENZENSTADLER
owner of Munich-based 

German construction company 

Penzenstadler GmbH

When Siegfried Penzenstadler, owner of Munich-based 

German construction company Penzenstadler GmbH, 

visited the Bauma trade fair in April last year he had 

no immediate plans to buy a wheel excavator. Yet 

just a couple of hours later he was the proud owner 

of an immaculate four-year old Cat M318C with only 

3,000 hours on the clock. Here’s how it happened.

Penzenstadler GmbH has been in business since 1940, 
first as a transport company and then subsequently 
expanding into the construction, earthmoving and 
recycling fields. The company bought its first excavator 
in 1954 and its first Cat machine – a D4 track-type 
tractor – in 1980 following Siegfried Penzenstadler’s 
takeover from his father as head of the business in 
1976. The company now has an annual turnover of 
€20 million a year, employs between 70 and 100 
people (depending on the level of business) and 
operates a total of 35 earthmoving machines.

Of these, no fewer than 25 are Cat machines, so why is 
the Cat brand so popular with Penzenstadler? “They are 
not the cheapest machines you can buy,” says Siegfried, 
“but in my opinion they are quite simply the best. Parts 
availability is good, and when the time comes you know 
you’ll be able to sell them anywhere on the planet.”

LOVE AT FIRST SIGHT AGAIN!
However, neither selling nor buying was on Siegfried’s 
agenda when he visited the Caterpillar stand at Munich’s 
Bauma trade fair for construction machinery last April. “I 
merely went to see what was on show, what was new, as 
I always do,” he claims. “Although at the back of my mind 
I may already have had the thought that the business 
might be able to use another wheel excavator at some 
time in the future. But not necessarily right away.”

And then on the Caterpillar stand he saw a Cat Certified 
Used M318C wheel excavator, built in 2006 and with 
3,000 hours on the clock. Within an hour or two the 
decision to buy it was taken and the deal completed. “For 
us that was a smart move,” says Siegfried with a smile. 
“Not only did we get a great machine, but throughout the 
rest of Bauma it was on show on the Caterpillar stand with 

a ‘sold to Penzenstadler GmbH’ sign on it, and that meant 
good publicity for our company! But more seriously, 
the price was OK, everything was OK and I love it.”

CAT CERTIFIED USED FOR PEACE OF MIND
For local Cat dealer Zeppelin sales representative Marko 
Gaspar, Siegfried’s lightning decision wasn’t such a big 
surprise. “After all,” he says, “he did the same thing three 
years ago. That time he turned up at Bauma and bought a 
used 950 wheel loader simply because he fell in love with 
it; he admits now that he had no real need for it at the 
time. But it’s given him outstanding service on every job 
site, so we knew he liked the Cat Certified Used concept.”

The Cat M318C on show on 

the Caterpillar stand at Bauma, 

complete with a ‘sold to 

Penzenstadler GmbH’ sign.

INSTANT 
ATTRACTION

“The price was OK, everything 
was OK and I love it.”
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PENZENSTADLER GMBH’S CAT FLEET
5x 325DLN

2x 325CLN

1x 325BLN

2x 966G

1x 950G

2x 966H

1x D6N LGP

1x D5M

1x D5H

1x M318C

1x 928G

1x D4M

1x 320BLN

1x 950F

1x 322BLN

1x 320N

Jens Schrader, Caterpillar’s used equipment consultant 
for Central and Eastern Europe explains: “If you’re 
going to buy second-hand equipment there’s always 
a perception that you’re taking a risk. How can you 
be sure you’re getting good value? It’s like buying a 
used car; you can get a good used Mercedes, say, for 
a particular sum of money, but you’re taking a risk 
because you don’t know its history. So you end up 
buying a new Fiat instead for the same money.

“The Cat Certified Used concept overcomes that 
obstacle. It provides an up to two-year Cat Certified 
Used warranty, plus a low interest finance package 
and a service contract. And the used machine itself is 
prepared to a high standard, with up to 140 different 
inspection points covered before it’s put up for 
sale. It’s a program that’s now offered by every Cat 
dealer in Europe, Africa and the Middle East, and the 
overall result, for every buyer of a used Cat machine, 
is peace-of-mind that you won’t find elsewhere.”

A CLEAR ADVANTAGE
For Siegfried Penzenstadler the benefits are clear: “The 
price/performance equation was right, reliability’s good, 
and in our pipe laying and road construction work, 
which is where it’s been used so far, the M318C is doing 

everything we ask of it. And our operators like it better 
than other makes of machine, particularly because the 
hydraulics provide them with a superior response.

“Usually we buy new – only 10 percent of our machines 
were bought second hand – but we have no worries 
about this machine. It went straight from Bauma to a 
construction site and it’s still performing as expected. 
And because we have had a strong relationship with 
Cat dealer Zeppelin ever since 1980, we know the 
back-up will be there to keep it working should that 
ever become necessary. For us it’s a no risk solution.” ■

Find out more

www.uk.cat.com/certified-used
>> 1 5
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INGENUITY  
AT WORK

In spring last year work began on the 15.4km long Ceneri 
Base Tunnel in the Swiss canton of Ticino. This tunnel, 
comprising two single-track bores, continues the Swiss 
AlpTransit line south of the Gotthard Base Tunnel.

Commercial operation of the tunnel is planned to start 
at the end of 2019. It will carry high-speed rail and 
heavy freight trains, neither of which can operate on the 
existing steep track over the Monte Ceneri mountain.

To meet machinery needs, the tunnel contractor 
consortium Condotte Cossi turned to Swiss Cat dealer 
Avesco, working – for this project – in collaboration with 
Italian Cat dealer CGT and German Cat dealer Zeppelin.

The Cat 314D LCR and 328D LCR excavators in use on 
the project have been customised by the dealer for 
tunnelling. Booms and dippers are unconventional 
in both shape and size, and heavy-duty dozer blades 
are fitted to the car body. Strong covers protect the 
top of the blade cylinders. These modifications ensure 
outstanding stability and enable any type of levelling 
work to be undertaken. While clearing the tunnel crown 
and vertical face from loose rock, the blade at the 
rear prevents the machine from creeping backwards. 
Like all machines at the site, the eight compact radius 
excavators are equipped with two fire extinguishers, one 
in the cab and one on the exterior of the excavator.

For loading and shovelling within the narrow connecting 
galleries, Avesco modified four Cat 938H wheel 
loaders. Fenders have been shortened and parts of 
the rear fenders removed. The maximum width of the 
loader is now 2.6m. To better protect the operator, a 
second roof and a front windshield guard have been 
added to the cab. A moving cover prevents damage 

to the dump-cylinder and heavy steel beams on the 
counterweight protect the radiator from side-impacts.

When drill and blast operations are in full swing, crews 
drive the two tunnels simultaneously to the north and 
south. After each blast a 328D LCR tunnelling excavator 
clears the crown and the face of any loose rock and 
finishes off the tunnel profile with the hydraulic hammer. 
The cleared area is then secured with rock bolts, steel 
meshes and shotcrete before a wheel loader removes 
the muck at the tunnel face and dumps it into a 
mobile crushing plant. The broken material leaves the 
tunnel on an extendible belt conveyor system. About 
20 percent of the excavated rock can be reused for 
onsite concrete production. The rest will be disposed 
for landscaping the area around the construction site.

THE SWISS ALPTRANSIT LINE GOES UNDERGROUND  
AT MONTE CENERI

When you are faced with extending and updating a 

complex transport infrastructure in an environment 

as challenging as Switzerland’s, it takes imagination, 

superior skills and total dedication – along with 

Cat machine versatility and reliability – to get the 

job done. Here we focus on two examples.

Cat machines, specially 

customised for tunnelling, at work 

underground at Monte Ceneri.

1: MONTE CENERI
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In the second half of the 19th century trains from 
Lucerne to Zürich passed through the “Knonauer Amt” 
area because the line along the shores of lake Zürich 
was not yet built. The single track railway crossed a 
main road in a 10 metre deep man-made cut between 
the villages of Hedingen and Bonstetten/Wettswil. 
Instead of building a bridge across the cut, the owner 
of the railway line decided on a tunnel to fill the gap 
for the road. Masons used solid sandstone blocks 
to construct the tunnel, with a crown measuring 
70cm and walls at the bottom on both sides 150cm. 
Afterwards they backfilled the cut to the level of the 
road, creating the 21 metre long Chrüzachertunnel.

As more people leave the big cities to live in surrounding 
villages, public transport capacity needs to increase 
to take them to work in cities like Zürich. Which is 
why in the near future the Swiss Federal Railways 
(SBB) decided to add a second track to the railway 
line in the “Knonauer Amt”. So in 2009 the fill above 
the tunnel was excavated and a new concrete bridge 
replaced the road across it. Consequently the tunnel 
lost its purpose and was scheduled for removal.

After the last train passed the Chrüzachertunnel 
late on a Friday night in July last year, SBB-workers 
removed the overhead power-lines. Then a special 
train with conveyor belts covered the tracks with 
60m3 of crushed stones. At 04:00 the first 51 tonne 
Cat 345C L, suspended from a 200 tonne capacity 
crane, was lowered onto the covered tracks. At 04:30 
the first sandstone block at the northbound side of the 
tunnel fell to the ground. 28 minutes later a second 
Cat 345C L excavator was in position at the southbound 
side. Attacked with a hydraulic hammer and a concrete 
crusher, the tunnel crown started to crumble.

At 07:38 the tunnel crown was gone. While the 
southbound excavator broke down the side walls 
with a hammer, two other 345C’s moved stones and 
fill material to the road level. Around 08:30 the first 
road-going trucks appeared. A Cat 973C kept them 
busy all day, loading 2600m3 of material which was 
hauled to a dumpsite for recycling. And by Saturday 
evening the Chrüzachertunnel was history.

FROM TUNNEL TO BRIDGE IN THE KNONAUER AMT
2: KNONAUER AMT
Moving stones and fill 

material at the site of the 

former Chrüzachertunnel.
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Mantrac Vostok Machines and Mining concluded lately two 

companies, Stroygazconsulting (SGC), a loyal Mantrac cus-

Mantrac Uganda signed two deals to 
supply pole handlers to two of the 
country’s most important parastatals, 
the Uganda Electricity Transmission 
Company Ltd. (UETCL) and the Uganda 
Electricity Distribution Company Ltd. 
(UEDCL). 

The purchases are part of the Ugandan 
governance’s long term plan to face 
the challenges of energy supply in rural 
areas through an optimal utilization of 
the country’s natural resources in a way 
that guarantees access to electricity by 
the largest number of citizens while 
guaranteeing the highest possible 
degree of environmental sustainability. 
The primary target of the government 
initiative is to increase electricity coverage 
from 1% to 15% by the year 2012.

Winning those two deals with such 
prominent government-owned corpo-
rations constitutes an excellent oppor-
tunity for Mantrac to position itself as a 
major player in the pole handling market.

In line with its belief that finalizing a 
deal does not solely involve the selling 
of the ordered equipment and that 
the satisfaction of customers at all 
times is a foremost priority, Mantrac 
Uganda provided special training for the 

operators and technicians at UETCL 
and UEDCL in order to familiarize 
them with the purchased product 
and the safest and most effective 
ways of utilizing its capabilities. 

Unatrac Ltd. and Iratrac win battle with the elements in Iraq 

In 2009, Unatrac International in Iraq was awarded a total 
Engineering, Procurement  and Construction (EPC) contract 
with KBR, an American construction and military contracting  
company which provides logistical support to the U.S. Army. 

The deal stipulates the supply and installation of a 20MW 
power plant, including all the required accessories, switch-
gears, fuel tanks, control systems, and all the other required 
components. 

In addition to the power plant, the deal also includes a water 
treatment plant, road construction works, and a telecommu-
nication and information system. 

The new turnkey project is located in a region of Iraq that is 
known for the harshest weather conditions in the country 
where temperature reaches 60 degrees Celsius in the 
summer and drops to 5 below zero in winter in addition to 
frequent sand storms. 

Unatrac team displayed remarkable perseverance whether in 
dealing with the crippling climatic conditions or facing the 
challenges of procuring the required materials or sourcing 
the work force needed for such a mega project.    

Customer satisfaction perfected: Mantrac Uganda trains electricity 
companies’ staff  
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Earlier in 2010, Bucyrus International Inc. purchased the Terex Mining division, 
which includes Terex|O&K.  

BUCYRUS® changed the name Terex|O&K GmbH to Bucyrus HEX GmbH. The O&K 
diamond logo is replaced by the Bucyrus logo. However, BUCYRUS® has kept the 
former O&K model numbering such as RH40E, RH90C, RH120E, RH170B, RH200, 
RH340B,  RH400 and “TriPower” for its patented Front Shovel arrangement.

The Mantrac Group retains the franchise for BUCYRUS© 
hydraulic mining excavators for its African territories.

Serious about the tough business in Africa !

Unatrac Ltd. , in cooperation with Mantrac Egypt and Mantrac Ghana, 
concluded lately 3 top-notch deals with high profile mining customers.
Pharaoh Gold Mines Limited (PGM) is a rapidly growing gold producer whose 
flagship project is the Sukari Gold Mine (SGM), located in the Eastern Desert of 
Egypt 25 kilometers off the Red Sea coast. 

Since the onset of its gold production in June 2010, Sukari has established itself 
as the first modern mine in Egypt, itself a prolific producer of the precious 
yellow metal in ancient times. 

For more than five years, both Unatrac and Mantrac Egypt have been working with PGM on the Sukari project since it had been 
an exploration and until it developed to a fully operational gold mine. Providing 15 x 785C off-highway trucks, 3 x RH120 
excavators, and a multitude of ancillary machines over the past three years, Unatrac and Mantrac made it possible for the mine 
to target a production of 200,000 ounces of gold in 2010. 

In addition to a total of 30 Caterpillar machines already stationed on site, 16 other machines estimated at 20.3 million US dollars 
are on order for 2010. A Mantrac team of one expat and five engineers are working full time on site to support the growing fleet 
that remains to indicate the group's capability of providing PGM with all the required equipment throughout different phases 
of the project.       

In Ghana, more Caterpillar equipment has been contributing to the progress of the mining industry in the West African 
country. The African Underground Mining Services (AUMS) placed orders for 9 x AD55Bs and 5 x R2900s to be added to their 
fast-expanding underground fleet in Ghana.  The new units are to be used for increasing production at the Chirano UG mine 
project and the Newmont Subika UG project in 2011. 

And finally, Gold Fields Ghana also placed an order for the purchase of equipment to operate their Damang mine, previously 
handled by a contract miner. The deal involves 777Fs , 992K , Bucyrus RH90s , D9Ts ,773, 844H. Gold Fields Ghana has displayed 
remarkable commitment in taking over the maintenance of its fleet at the Tarkwa mine, previously carried out by Mantrac 
Ghana, as part of its cost reduction as far as mine operating costs are concerned. Unatrac and Mantrac Ghana will continue to 
work closely with Gold Fields Ghana in order to ensure that its forecasts and parts supply would guarantee an efficient manage-
ment of the fleet and will also continue to supply new and replacement equipment when and as required.

TEREX|O&K is now BUCYRUS®
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explains: “Over the course of the demonstration it 
became clear that the Cat machine was delivering 
more usable power than the other machine for the 
same fuel consumption. So it was able to work faster 
for the same fuel use, and would therefore offer us 
higher productivity. Provided, of course, that we could 
depend on it to function reliably. There was another 
plus point, too,” he adds. “Our operators preferred 
working with the Cat machine. Its extra power meant 
that it was easier for them to use and made their work 
simpler – an important factor for us to consider.”

More

A large block of marble is carried 

away from the quarry face for 

processing in the nearby factory.

Smaller blocks of marble 

are carried away from the 

quarry site by a Cat 725 

articulated dump truck.

MUHAMMED ERCAN,
owner of Ermas Mermer

How an extended on-site demonstration helped 

convince a Turkish marble producer of the economic 

benefits of turning to Cat used equipment.

From its headquarters near Yatagan in western Mugla 
province, marble producer Ermas Mermer operates a 
total of five quarries – two in the Yatagan area and three 
further south near the city of Antalya. Three associated 
factories handle the output from the quarries. In business 
since 1985, total annual production of marble runs to 
150,000 tonnes a year, which, thanks to its high quality, 
is in growing demand worldwide. Of this total, some 
75,000 tonnes is excavated at the Yatagan quarries, where 
the company currently uses earthmoving equipment 
that includes hydraulic excavators, wheel loaders and 
articulated dump trucks – some 28 machines in total, 
no fewer than eight of them bearing the Cat logo.

It wasn’t always this way though. Company owner 
Muhammed Ercan confesses that before 2008 you would 
have been hard pressed to spot a single Cat machine 
on site. “We had in fact bought an old Cat machine back 
in 1997,” he says, “and that was still in use – in fact it still 
is today. But for some reason a myth had grown in the 
company that fuel consumption on Cat machines was 
higher than with other brands. As far as I can tell now, 
this myth wasn’t based on solid evidence, but the result 
was that we were no longer really interested in the brand 
and were mostly operating other makes of machine.”

BACKTOBACK EVALUATION
By 2009, though, growth in the business meant that 
Ermas Mermer needed to expand its fleet and was 
considering buying one, or perhaps two articulated 
dump trucks – probably second-hand machines. At 
this point Izmir-based Turkish Cat dealer Borusan 
Makina, in regular contact with the company, saw an 
opportunity to overcome the company’s reluctance 
to consider the Cat brand. The Cat dealer’s offer of 
an extended on-site demonstration was accepted 
and a used Cat 725 articulated dump truck, built in 
2005 and with around 4,600 hours on the clock, was 
delivered to the Yatagan quarry site for extended 
evaluation, back-to-back with another maker’s 
equivalent model of a type already in use at the site.

Ten day’s of extensive performance evaluation, with 
performance recorded and evaluated at the end of 
every day, convinced the company that their reluctance 
to consider Cat machines was misplaced. Muhammed   

TRIED, TESTED, TRUSTED
CAT CERTIFIED USED EQUIPMENT
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Discover our range of equipment here

www.catused.com
>>

See our concept in action here 

www.mycattv.cat.com/certifiedused
>>
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“The warranty package dispelled 
all our worries about reliability, 
servicing, everything.”

A COMPLETE PACKAGE FOR TOTAL SUPPORT
However, Muhammed still hesitated before committing 
himself to buying the used Cat machine. “We were 
already using the non-Cat machines in our quarries,” 
he states, “so we knew their capabilities, whereas 
the Cat machine, although it performed brilliantly in 
the trial, was still an unknown in terms of reliability, 
maintenance and durability. Would it continue to work 

for us as effectively as it had during the demonstration 
period? And, it has to be said that the second-hand 
Cat machine would still be more expensive to buy 
than an equivalent second-hand model of our usual 
brand. So we needed reassurance that we would 
be making the right decision by going with Cat.”

That reassurance came in the form of the warranty 
package offered by Borusan Makina. “It dispelled all 
our worries about reliability, servicing, everything,” 
claims Muhammed, “particularly the 3,000 hours 
warranty. On a four-year old machine that’s a good 
deal – as good as some brands offer on a new 
machine. Consequently we made the decision in 
favour of Cat and put the 725 straight to work.”

And has it performed up to expectations? “Yes,” says 
Muhammed emphatically. “When we bought it we 
added 2,000 hours on the clock. By the autumn last 
year it had already clocked up 7,000 hours with no 
real problems and we’re now expecting to use the 
machine for another five years – that will be around 
15,000 hours in total.” And for further proof of his 
satisfaction, he points to the fact that Ermas Mermer 
has now invested in more Cat equipment – a mixture of 

new and used machines that brings the company’s Cat 
equipment inventory to a total of ten machines so far.

WHY BUY USED?
For Ermas Mermer, the decision to invest in used Cat 
equipment makes sound economic sense. It’s a simple 
matter of cost versus performance and reliability. 
“For instance,” says Muhammed, “take the trucks we 
use to transport marble from the quarry face to the 
processing sites. Like every other marble producer in 
Turkey, we’ve used on-road trucks. Though they’re not 
ideal, they’re cheap to buy compared with quarry-
specific off-road trucks. But if you can buy a used 
Cat articulated dump truck instead, with the kind of 
back-up we’re getting from Borusan Makina as part of 
the deal, you can guarantee that it will work harder, 
longer, and in all conditions, whereas an on-road 
truck simply can’t do that. So the cost/productivity 
equation changes in favour of the used Cat truck.

“That’s why we’ve invested in Cat used equipment, 
and it’s why we intend to keep doing so.” ■

All Cat Certified Used 

equipment is less than five 

years old, has low work hours 

and includes:

on tires, undercarriage, and 

ground engaging tools

completed by a Cat factory 

trained technician

Inspection points cover:

Cat machines in use at  

Ermas Mermer:

 

 

 

Teamwork: A Cat 330B L, 
980H BH (Block Handeling) 

and 725 at work in the Ermas 
Mermer quarry at Yatagan

Learn more about our articulated trucks

www.uk.cat.com/articulated-trucks
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