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Above is just a taste of what’s in this issue of Cat Magazine – there’s 
plenty more news and views. If you would like to see additional subjects 
in the next issue contact our publishers on CatMagazine@cat.com. 
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D E A R  R E A D E R ,
Today’s aim for Mantrac Group 
is not just selling products 
to generate revenue, but to 
become an integral part of 
the success of our customers. 
Our team members are 
employed as solution providers 

to help you to be successful in your business. 
That is what guarantees continuity and growth 
to every segment that we serve. We provide 
our customers with the best products that are 
backed with similarly best service and support.

This meaning is highly manifested in this 
rich issue of CAT magazine in which you will 
enjoy an assortment of hot news not only 
about Mantrac Group’s successes in its various 
territories, but also from CAT all over the world.

You will follow up the latest news about the Group’s 
outstanding product support to our mega project 
beyond the Arctic, our first successful introduction 
of CAT work tools in Egypt marble business, the 
distinguished CSA (Customer Support Agreement) 
in Nigeria, and also the Group’s latest hit deal in 
Uganda with the local road construction company.

Enjoy this spring issue

Sherif Sabry
Mantrac Construction Director 
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“People usually try to help orphans and 
orphanages by providing clothes or furniture,” 
says Anton Chadrine, of Caterpillar Finance in 
Moscow. “But orphanage directors told us that 
these kids really miss workplace experiences 
– they have no parents to discuss what goes 
on at work and what careers are available. 
That is why the Caterpillar Moscow Charity 
Committee together with Cat Financial 
and the local dealers Zeppelin Russland 
and Vostochnaya Tekhnika organised a day 
out at a dealer demonstration centre.” 

The 35 teenagers saw Cat machines at 
work and took turns to sit in the cabin with 
the operator. Then they talked with the 
technician who showed how the engine 

A HELPING HAND FOR ORPHANS

CAT in brief

TRY BEFORE 
YOU BUY

A new Visitor Centre in Leicester, 
UK is set to give customers a 

chance to try new Cat machines 
before they buy. More than 5,000 
visitors – half of which will come 

from outside the UK – are expected 
each year to test drive the machines, see 
them in action, and question the relevant 

product experts. On show will be mini hydraulic 
excavators, backhoe loaders, compact and small 
wheel loaders, skid steer loaders, multi-terrain 

loaders and articulated dump trucks. The 
centre is due to open in summer 2008 

– contact your local dealer for more information.
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LOVE, ITALIAN STYLE
With most men it’s the wife or girlfriend, 
but for Ezio Coria it could only be one thing 
– his first true love. Cat operator Ezio works 
for the Marell Group based in Gorlago, Italy 
– and clearly for him it’s a labour of love.

Service manager Alexy Khlystov 
explains how an engine works. 
“The kids were fascinated. 
It was a highly rewarding 
initiative for everyone 
– especially me”, he said. 

works. Games and quizzes followed 
after a special ‘working’ lunch.

“From the expressions on their 
faces we knew we had set some 
imaginations alight,” says Anton. “Some 
even asked how they could become 
operators and service technicians.”
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CAT CAR WINS 
$2 MILLION 

WITHOUT 
A DRIVER

CAT in brief

Recently, staff from eight companies in Uganda 
took a day off to help build houses for people 
affected by HIV/AIDS. The local Cat dealer, 
Mantrac, mobilized a team of 16 of its people 
and donated € 1,500 to this worthy event.

The mission – organised by the charity ‘Habitat for 
Humanity’ – was to provide low-cost but decent 
accommodation for 100 families. It was a day of fun 
and lots of hard work and at the end, Mantrac’s staff 
were commended for their speed, teamwork and 
quality of workmanship. Congratulations to all involved.
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Hard work, 
but fun.

SUSTAINABLE 
FLOWER POWER

In 2008 most of the fleet of 65 machines and 10 large 
diesel engines at the Caterpillar Malaga Demonstration 
and Learning Center will run on B20, a blend of 20 percent 
biodiesel and conventional diesel fuel. This will create 
significant reductions in the centre’s overall emissions as 
well as creating awareness of alternative fuel sources.

“We receive about 12,000 visitors every year,” says Richard 
Garstin, manager of the Malaga Centre. “Using biodiesel 
is a great opportunity to do our part in leveraging 
sustainable development business principles.”

Biodiesel is manufactured from vegetable oils like sunflower 
oil. Please consult your operation and maintenance manual 
or contact your local dealer for guidance on using biofuels.

In the desire to cultivate new vehicle 
technologies, Caterpillar recently 
sponsored a well-known Californian 
University to build an advanced, 
driverless robot car. The finished car 
was then entered in a special robot car 
competition and won the  
$2 million first prize – to be spent on 
further robot car research. In addition 
to providing financial assistance 
Caterpillar provided a full-time 
research engineer and made available 
its advanced technologies in drive-

by-wire, sensing and steering. “Team 
Caterpillar is tremendously proud to be 
involved as sponsor,” says Tana Utley, 
Caterpillar’s chief technology officer. 
“This victory shows what can happen 
when business and academia work 
together to advance technology.”

The driverless car had to complete 
a 100 kilometre obstacle course 
that contained all of the driving 
difficulties of a busy city highway.
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i n  e n g i n e e r i n g
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“Normally in hilly ground, we 

would use the excavated soil from 

the cuttings to fill the valleys,” says 

Bogdan Sgarcitu, external affairs 

manager of construction company 

Bechtel. “But on this stretch the 

clay-like soil cannot be compacted, 

so we’ve had to use many more piles 

than normal: in just three months 

we installed more than 500, some 

drilled as deep as 24 metres. We’ve 

also had to transport millions of 

tonnes of materials over some 

less-than-perfect infrastructure.”
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Bogdan was speaking about the Cluj-
Napoca section of the Transylvanian 
Motorway: a massive 415-kilometre, 
four-lane highway featuring more 
than 300 bridges, 70 overpasses, and 
19 interchanges. It is the largest highway 
project in Europe. When complete in 
2013, it will connect central Romania 
with the country’s northwestern 
border with Hungary. And it will make 
what is now a tough 10-hour tour 
into a smooth three-hour breeze. 

This sleek new €2.2 billion national 
highway will bring the country’s 
infrastructure in line with that of its new 
economic partners. The road will ease 
traffic jams, improve safety, and open 
up the country to new possibilities for 
tourism and trade, likely becoming 
the preferred route between the 
Black Sea and Western Europe.

And, as you would expect from a 
project of this size and significance, 
Cat machines and the local Cat dealer 
are playing vital roles to help make it 
all come together as planned. Bechtel 
and Enka, two of the world’s leading 
construction companies, are handling 
the project together. They brought an 

existing fleet of 67 Cat machines and 
purchased an additional 68 especially 
for this project. Now across the valleys, 
mountains and plains of Transylvania you 
can see Cat excavators, track-type tractors, 
wheel loaders, articulared dump trucks, 
motor graders, soil compactors, cold 
planers, wheel pavers and generators.

Why Cat machines?
“Cat machines make up 70 percent of our 
entire earthmoving fleet on this project,” 
says Bogdan. “In our experience, operators 
prefer their comfort: the seat suspension, 
easy-reach controls and high all-round 
visibility are especially appreciated. It 
keeps our operators fresher, longer – so 
they are more productive throughout 
the long shifts. Our service technicians 
also like Cat machines: they are easy 
to service and they rarely break down. 
But the presence of a local Cat dealer, 
Bergerat Monnoyeur, was also important 
in our decision to use Cat machines.”

As part of its regular service to all its 
customers, Bergerat Monnoyeur ensures 
a secure and fast supply to original Cat 
spare parts and consumables. It also 
provides an on-site full-day’s training by 
an experienced service technician, with 

Content_Description
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P r e Pa r i N g  t h e  r u r a l  Co m m u N i t i e S

School children, herdsmen and other locals are currently receiving road safety awareness training. 
This is backed up with free reflective bands on school satchels and horse-drawn wagons.

The new motorway will pass through rural regions where the local communities live 
an uncomplicated life. That’s why Bechtel and Enka are preparing the locals for the 
eventual arrival of large amounts of fast-moving traffic. 
The team has partnered with local traffic authorities on 
road safety training, and every project driver has taken 
defensive driving classes. So far, more than 800 Romanian 
children have learned theoretical and practical lessons 
in road safety, and 1,000 herdsmen and shepherds have 
been given reflective vests free-of-charge. Safety crews 
have even fitted out 100 horses with reflective collars.

Even in the non-
mountainous stretches 
of the motorway, huge 
cuttings are necessary to 
keep the incline within the 
prescribed five percent. At one 
such cutting near Cluj-Napoca, 
shown here, 1.5 million tonnes 
of earth had to be excavated and 
transported away from the site.

CONTENT_HEADING
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every machine’s delivery. “Our technicians 
ensure that the customers’ operators 
know all about the daily inspection and 
routine servicing,” says Mihai Hotinceanu 
of Bergerat Monnoyeur. “They also give 
some advanced operator training to 
help ensure maximum productivity 
and efficient machine use. “Of course 
we cannot train all the operators so we 
describe these one-day visits as ‘train-the-
trainer’ sessions, the knowledge trickles 
down to all operators on the job site.”

Bergerat Monnoyeur also supplies full 
technical documentation translated into 
the local language, “This is very much 
appreciated by customers,” adds Mihai.

the road to prosperity
Road building is always good news 
for the local economy: it immediately 
creates new jobs and new skills in the 
project itself as well as driving demand 
for supporting products and services 
throughout the nation. But the sheer 
scale of this project represents a massive 
injection of energy into the Romanian 
economy. Currently, more than 3,000 
Romanians (93 percent of the project 
team) are working on the motorway, 
and in 2010, at the peak of construction, 
that number will exceed 8,000.

When the road fully opens in 2013 it 
will be a powerhouse for Romania’s 
economic development as it will open 
trade routes from central Romania to its 
European and Central Asian neighbours. 
In addition, the country is already gearing 
up for an expected 30 percent increase 
in tourism and many analysts predict 
that collateral investments will equal 
that of the motorway’s €2.2 billion.

a bridge to the past – and the future
Romania is a country with a rich history: 
not only was the region intensely colonised 
by the ancient Romans (hence the 
name: Romania), its history of civilisation 
stretches many millennia. In fact the 
oldest modern human remains in Europe 
were discovered here six years ago. Not 
surprisingly then, on a jobsite that spans 
3,320 hectares the road builders have 
unearthed some rather special sites of 
historical interest. So far, 14 archaeological 
teams have retrieved hundreds of artefacts, 
and digs around Cluj revealed a 6,500-year-
old settlement with huts and coloured 
pottery. “It’s good to remember the past,” 
says Bogdan of Bechtel. “But it’s also good 
to think of the future, and we hope what 
we’re building here will provide progress 
and prosperity for many years to come.” n

The road goes from 130 metres to 600 metres 
above sea level. It crosses vast plains with 
roaming buffalo, and passes through high 
mountains with spectacular Transylvanian 
castles - some of which inspired the famous 
Dracula stories. Not surprisingly, this fluctuating 
elevation posed many engineering challenges.
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F O U R  T I M E S  T H E  L I F E
W I T H  C AT  E X T E N D E D  L I F E  F R I C T I O N  M AT E R I A L

Caterpillar Extended Life Friction Material uses an 
innovative carbon paper, providing a significant 
step forward in braking performance, especially 
in heavy-load applications. The new carbon 
friction material is designed to provide two 
- four times more wear life than standard paper 
friction material, resulting in less cost per hour.

More importantly, if your application 
requires mid-life brake overhauls, you 

may be able to eliminate this interruption 
to your production in the future.

The new friction material is currently available 
for 769-797 off-highway trucks, either as 
an option on new machines or as a service 
replacement. It can also be specified as a service 
replacement for 980G-H, 988B-H, 990I-II 
and 992C-G wheel loaders, and for 824G-H, 
834B-H, 844 and 854G wheel dozers. n

Did you know that Caterpillar now offers a friction material that provides 
extended life and increased heawt resistance in wet brake systems?

1 1



CO M PAC T  W H E E L  LO A D E R S 
E X PA N D  T H E I R  R O L E
New Cat H-Series enhances versatility

Over the years, people have come to regard the compact wheel loader 

as a bit of a specialty machine. That’s because they are excellent in load-

and-carry applications in confined spaces. Like their bigger brothers, 

large wheel loaders, these little workhorses feature a Z-bar loader 

design, four equal size rubber tires, a rear-mounted engine, and a 

high-placed cab from where operators have all-round visibility. 

The ‘high-speed’ option lets you travel at up to 35 km/h (rather 
than the standard 20 km/h). This substantially reduces travel time 
from site to site and leaves more time for productive work.

1 2



“All of these features make compact wheel loaders 
ideal for cleanup, digging and moving material 
in confined spaces,” says Marylise Serrano-Dion, 
Caterpillar product specialist. “But increasingly, with 
each new generation, their role and usability has been 
enhanced. And now, with the introduction of the 
new H-Series from Caterpillar this movement towards 
more versatility has taken a huge leap forward.”

The new H-Series compact wheel loaders offer more 
options than ever – making them more versatile and 
ideally suited to more applications than ever before. For 
example, you now have a skid steer loader coupler in 
addition to the traditional horizontal-pin quick coupler. 
This means you can use many of the standard hydraulically 
powered tools used on Cat skid steer loaders. The H-
Series compact wheel loaders also offer an option for 
higher auxiliary hydraulic flow to drive these work tools 
which allows customers with mixed fleets to share tools 
between skid steer loaders and compact wheel loaders. 
Asphalt planers are particularly suitable for operation 
with a compact wheel loader on small road repair jobs.

There’s also a new differential lock – ideal for slippery 
conditions. Heavy-duty axles with outboard planetary 
reduction provides the 100 percent differential lock in 
both axles. “The new 906H also has a lower cab height 
than the 907H and the 908H,” continues Marylise. “This 
enables them to pass under a height of 2.5 metres 
allowing them to get into many buildings.”

More productivity
When Caterpillar began designing this new H-Series 
the team set itself three main goals: first to improve 
versatility, then to maintain the same durability standards 
and component quality as Caterpillar’s large wheel 
loaders – and (perhaps most importantly) to improve the 
productivity over the current product. That’s why each 
of the new compact wheel loaders makes use of the 
high performance Z-bar loader design, which has been 
optimised for visibility, strength and versatile attachment 
usage. The Z-bar linkage gives the operator a clear view 
to the work tool and also excellent dump clearance and 
high digging forces while maintaining competitive cycle 
times. It also offers parallel lift, as standard, for safe pallet 
handling. “In addition, we now offer a new multifunction 
joystick which includes forward/neutral/reverse, and 
the operator can also select the 100 percent differential 
lock with one button press. And that’s just the start, 
there are many, many more options – all of which are 
designed to increase productivity and versatility. 

As always, the best way to determine which H-Series 
compact wheel loader is the right size and configuration for 
your business is to work with your local Cat dealer. Dealers 
have the expertise to best match the correct size machine to 
your job. And once you determine the correct size machine 
for your job, your dealer can often provide you a rental 

machine or demo prior to making the purchase, further 
demonstrating a machine’s usefulness before you commit. n

What’s been said

“The stability is great - even better than 
the larger non-Cat machines we have.”

 “Increased view to the fork tips” 

 “It’s easy to get to all the daily 
checkpoints and filters.”

“The joystick is nicely balanced 
and a pleasure to use.”

The above quotes are evaluations made by 
machine operators of several German road 
construction companies. Made after one week 
of testing in genuine real jobsite conditions.
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CAT Block Handling tools, the first to be introduced in Egypt, 
are already starting to carve their place in the market. In anoo
other of its outstanding achievements, Mantrac Egypt supoo
plied 2 sets for Cat 988H Wheel Loaders to Sinai Holding Co. 
for Marble and Granite, one of the biggest marble giants in 
the market and one that operates almost 150 quarries.

Before the end of 2006, Mantrac Egypt started exploring new 
horizons by selling new machines with CAT Block Handling 
tools to the dynamic Egyptian marble market. Although this is 
not Mantrac’s first experience with the marble market, yet its 
previous investment  was only confined to the used machines 
only. Nevertheless, 2006 and 2007 witnessed the signing of 
successful deals to supply brand new machines with CAT 
tools to top marble Egyptian customers besides Sinai Co.

The marble industry is currently in its heyday in Egypt with 
buyers like Italy and China, with their own expansive marble 

business. Egyptian Marble is classified as “warm” whereas 
Italian marble is classified as “cold”.  This classification is due 
to the fact that Egyptian marble feels literally warmer when 
compared to its Italian counterpart. 

Sinai Co. bought the 2 Loaders in combination with CAT sets of 
Block Handling Tools (i.e. Block handling Quick Coupler, Rake, 
Fork. Breaker tine, and Block handling bucket). The producoo
tion of the company’s “EloSheik Fadl” marble quarry increased 
from 10 blocks of marble to 40o45 blocks of approximately 
35 tons each day since the introduction of the Cat 988H with 
Block Handling Tools. 

In a positive feedback that reflects the satisfaction of Manoo
trac’s valued customer, Sinai Co.’s Managing Director Mr. 
Ahmed Fahim said, “We are extremely happy with the peroo
formance of CAT Work Tools. Our future plans are to further 
double their current monthly output.”

Mantrac Egypt participated in a new 
promotional film about Caterpillar 
Road Construction Equipment, which 
was  shown for the 1st time  at Germaoo
ny’s Bauma exhibition in April 2007. 
Segments of the film – which features 
the full range of CAT road construction 
machines and associated support servoo
ices – were also showing several road 
projects in different countries, includoo
ing an autobahn contract in Germany 
and a road resurfacing job in Cornwall, 
England, in addition to other projects in 
United Arabs Emirates.  

Mantrac Egypt was 
specifically chosen by 
Caterpillar EAME as a 
prime shooting locaoo
tion for filming as it is 
considered one of the largest dealeroo
ships in Africa and the Middle East and 
boasts a long successful history in the 
road construction business. 

Commissioned by Road Construction 
Segment Manager Hamid Lavassani, the 
film is intended to convey how Caterpiloo
lar has the right machines, services and 

attitude to make road projects a sucoo
cess, regardless of location or company 
size. “The film emphasises the strong, cooo
operative relationships Cat dealers build 
with our customers,” noted Mr. Lavassani. 
“Working with Caterpillar is always about 
professional partnerships focussed on sucoo
cessful outcomes.” he added.

Mantrac Egypt 

Mantrac Egypt in caterpillar’s 
new road construction documentary

affirms its presence in the marble market with cat 
Block Handling tools



Mantrac Group has been granted the 
firework sponsorship during the 41st 
annual IPLOCA convention (Internatt
tional Pipeline & Offshore Contractors 
Association) which was held in Sydney , 
Australia last year.

The Group has joined the IPLOCA on 2006 
and became an associate member – the 
main mission of the IPLOCA is to provide 
value to members through a forum for 
sharing ideas, engaging the industry 
and its stakeholders, facilitating business 
opportunities and promoting the highest 
standards in the pipeline industry. The 
IPLOCA was officially established in 
1989 . The whole idea was originally 
started in 1966 when companies active 
in the international pipeline constructt
tion industry recognized that they had 
many common interests and challenges 

that could most effectively be addressed 
through the establishment of an 
industry association. That same year 
the then leaders of the industry met 
in Paris and established the Internatt
tional Pipeline Contractors Association. 
It has became fully independent after 
a significant increase in membership 
and was extended to include those 
companies working offshore in the oil 
and gas industry. By such joint, Mantrac 
engraved it’s name among the major 
worldwide contractors in this industry.

IPLOCA hosts an annual convention for 
its members for 40 years. It is considered 
the most important international 
networking event for the key players in 
the pipeline construction industry. The 
fireworks provided by Mantrac were 
a piece of arts that highly impressed 

the 600 attendees – Mantrac logo 
shined gracefully over the breathtaking 
location between Sydney harbor and the 
worldwide known opera house.During 
the event, Adel Selim, Construction 
Regional Manager UK & Russia, has said 
a speech (both in English and Russian) 
about Mantrac Unatrac Group  infront of 
the 600 attendees and for the 1st time in 
such an international gathering.

Mantrac name shines in the sky of Sydney
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Inflatable workshops: 
Excellence beyond the Arctic

In accordance with the 2006 deal, Mantt
trac Vostok (MV) has already started 
supplying SCG (Stroy Gas) with some of 
the agreed upon 188 units of CAT matt
chines for the mega exploration project 
of a new gas deposit in North of Russia 
beyond the Arctic Circle. However, MV 
began facing a hindering challenge—
the harshness of weather conditions in 
the sites where the machines are opertt
ated. In order to provide the client with 
unmatched service, MV has three big 
field service vehicles and two mobile 
workshops located in the Yamal Penintt
sula in northwest Siberia.

To ensure the promptest and most ecott
nomical way of operating as beyond 
the boundaries of the Arctic Circle, the 
idea of having an inflatable hangar for a 
workshop came into being. 

The humongous size of the heatert 
equipped hangar— length 22 m, width 
13 m, and height 7 m— could in fact 
allow it to accommodate 4 offthighway 
trucks in the inside. 

The easiness with which the hangar 
could be assembled adds to its practitt
cally in a situation in which obstacles 
abound. In a matter of two days, only 
four persons can assemble the worktt
shop, and the inflating process requires 
no more than 20 minutes. 

The hangar must be fixed to the ground 
with 1000 sandbags, 18 kg each, to prott
vide it with better stability and protect 
it against the strong Yamal wind. Inside 
the mobile workshop, there are two 
workbenches, hand tools, and a sleeptt
ing car for service engineers. Power and 

heat are supplied by the diesel Olympian 
generator. Being movable, the inflatable 
hanger can then be used at any other 
territories after finishing the project in 
the Yamal Peninsula.

We would like to pay tribute to the 
brave MV assembly team who work on 
daily basis in one of the coldest regions 
in the world: the temperature is often 
around t35 Celsius and sometimes even 
lower. Thanks are due to Service Operatt
tion Manager Stephen Crawford, Novy 
Urengoi’s Product Support Manager 
Ahmed Hammad, Service Supervisors 
Denis Furman and Alexander Brezhnev, 
and Technical Communicator Ivan Vasiltt
iev for battling the odds and refusing to 
make natural conditions, no matter how 
harsh, stand in the way of the group’s 
strife for premium quality service.  



Giuseppe 

F R O M  H O R S E P O W E R  TO  C AT  P O W E R  I N  T H R E E  G E N E R AT I O N S

The family-run Marell Group, 

based near Bergamo in Italy, has 

its origins in transporting marble 

from a local quarry by horse and 

cart. So what changes have the 

members of the family involved 

in the business seen, and what 

does the future hold in store?

Elisabetta
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Gianmarco

F R O M  H O R S E P O W E R  TO  C AT  P O W E R  I N  T H R E E  G E N E R AT I O N S

“My father, Arante Bortolo, still remembers 
the name of his old horse,” says group 
owner Giuseppe Facchinetti. “But of 
course everything is different now. Today 
my daughters Romina and Elisabetta, 
her husband Ferdinando Belotti, 
and my grandson Gianmarco are all 
involved in the business, we now rely on 
Caterpillar machines for our earthmoving 
operations, and we’re even evaluating 
the possibility of generating our own 
electricity from plant oil. We’ve come a 
long way from that horse and cart.”

The process of change began in the 1950s. 
“My wife and I were about to get married,” 
Signor Facchinetti recalls, “and when I 
went into town one day she assumed it 
was for a sewing machine she wanted. 
When I came back with our first machine 

– a tractor – she was a little surprised. But 
I was very focused on the business; I knew 
it would have to support my future family.”

From then on the business grew along 
with the family. In 1971 Signor Facchinetti 
bought his first wheel loader and – a 
few years later – his first Cat 933 track-
type loader. In 1986, to take advantage 
of continually growing demand, he 
inaugurated Marell Scavi, the first 
company in the Marell Group (the name 
Marell comes from the initial letters 
of the names of his six daughters).

The enterprise began with five employees, 
operating in demolition, excavation 
and road construction. Now 76 people 
work in five specialized companies in 
the group. And over 20 Cat machines 
are used in quarrying and grading, 
waste management, land reclamation, 
urban infrastructure installation 
and processing of steel screaps.

Quality makes the significant difference
Ferdinando Belotti insists that quality 
has been key to growth. “We have always 
focused on quality,” he says. “As a result 
the group has won national certifications 
for earthmoving, urbanization, 
transport, non-toxic waste handling, 
quarrying and landfill management, all 
of which have led to more business.”

This insistence on excellence extends to 
the group’s machines. “We rely on Cat 
for all our earthmoving activities,” says 
Ferdinando. “We value their quality and 
reliability, and our operators prefer them. 
We also value our relationship with our 
Cat dealer CGT. They don’t just sell us 
machines; they act as problem solvers 
too. And soon they will be undertaking 
yearly inspections focused on safety 

– not just to confirm our machines are 
okay, but to highlight points that may 
become critical in a few months’ time.”

The other key to future success, claims 
Ferdinando, will be flexibility. “We must 
be ready to change direction rapidly 
as market demands change. So staff 
versatility and mobility are essential. 
We must be able to shift from one type 
of operation to another at short notice 
– and from one piece of equipment to 
another – in order to keep the group 
working profitably. But that’s what we’ve 
always done. It’s how we’ve grown, and 
how we’ll continue to prosper.” n

“We must be ready to change 
direction rapidly…”

Ferdinando

1 7



Amr Abd-Rabo: 
Another pillar in the pantheon 
It was in late 2007 that Vice President of Caterpillar EAME 
Marketing Mr. Paolo Fellin presented the latest pride in the 
group’s intermittent successes. Caterpillar EAME Management, 
representatives of Caterpillar Parts Sales & Product Support 
management, and CAT University personnel were introduced 
to Amr Abd-Rabo, Mantrac  Group Parts Training Instructor. 
Amr is the first instructor in the World to be certified as a 
Caterpillar ‘Foundational Level Instructor,’ thus becoming 
Mantrac’s first and foremost. The major, and indispensable 
for that matter, role Amr plays in Mantrac Group is to 
deliver training to Product Support personnel. This basically 
involves placing the group’s product support knowledge and 
competency levels in line with the Product Support strategy 
adopted by both Mantrac and Caterpillar.  

 The certification of ‘Foundational Level Instructor’ is awarded 
in recognition of the achievements fulfilled by the instructor 
and is evaluated through product knowledge testing as 
well as monitoring instructional techniques, assessed and 
determined by a Caterpillar MPSD representative.
“This certification represents a great achievement and is 
undoubtedly an important personal investment in time and 

effort,” Paolo Fellin said, as he expressed his high regard for 
Mantrac’s ability to choose such promising cadres that lead 
the group to more acclaim.  
“It is with professionals like Amr that our dealers are capable of 
delivering the level of quality services that customers expect. This 
plays an important role in building and maintaining a strong 
Product Support organization. We thank the Mantrac Group and 
Amr for their continued commitment to guiding people along 
the road of Product Support excellence.” added Mr. Fellin.

It is noteworthy that that Amr Abd-Rabo attended the ‘Train 
the Trainer 1’ course conducted by the University of Illinois 
in MDLC (Malaga Demonstration and Learning Centre) prior 
to being assessed by Caterpillar on his delivery of training 
courses for PM Products in Uganda. 
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The incessant successes of the Mantrac 
Nigeria CSA (Customer support Agree--
ment) have been remarkably visible 
since the first day it was launched. As the 
program blooms by the hour, more cus--
tomers are increasingly signing up for 
this unmatched service that offers pre--
mium quality regular/permanent main--
tenance schedule with the Caterpillar 
dealer. Being an ideally cost-effective 
program, CSA does not only economize 
as far as repair and maintenance costs 
are concerned, but maintains an equip--
ment condition that guarantees consist--
ent performance and thus avoids any 
previously occurring business disrup--
tion or revenue reduction. 

More than 300 customers in Nigeria 
joined CSA program, more than 95% of 
which gave extremely positive feedback 
and expressed their satisfaction with the 

new service and Mantrac management. 
The comments made by British Ameri--
can Tobacco Company (BAT), one of the 
most distinguished CSA customers in Ni--
geria, are representative of the impres--
sion that customers get after signing up 
for the program and sheds light on the 
numerous benefits this entails.  

Based in Ibadan, the British American 
Tobacco Company started its cigarette 
manufacturing and marketing business 
5 years ago. BAT’s relation with Mantrac 
Nigeria started in 2001 with the pur--
chase of 3 generator sets 3608 and 1 
generator set 3412, which were sold as 
turn key project and whose installation 
and commissioning were completed  
by 2002.

Since the time of purchase, the genera--
tor sets were initially supported through 
Field Service ad-hoc calls. It was in 2003 
that BAT signed a $36,600 per annum 
CSA–PM special with Mantrac Nigeria, 
which also includes the non CAT items 
attached to the units. Current units’ 
hours are 20,000hr, 18,000 hr and 16000 
hr. The one year preventive maintenance 
renewable contract was customized to 
in a way that caters to BTA’s demands 
and satisfies its business needs.

Engineering Manager of the British 
American Tobacco Company, Mr. Lekan 
Abangayola gave his input in a state--
ment that summed up his appreciation 
for the efficiency of the CSA agreement 
as well as highlighted the constant boom 
the program has been enjoying: 
“We have been into CSA consistently for 5 
years. CSA has given us value for money, 
minimal power failure (which has not 
exceeded 0.1% of our annual total prodd
duction hours in each year). Equipment 
availability and reliability have been condd
sistently above 90% in the last five years. 
CSA has enhanced productivity (producdd
tion outputs and waste control); enhanced 
quality of product and also maintenance 
costs of other equipment because of the 
quality of power supply.

There is no parts stocking on site, no obsodd
lescent parts, reduced overheads on parts 
and specialized tooling; reduced maintedd
nance labor requirements.  

To crown it all, Mantrac Nigeria managedd
ment have been very responsive, good indd
terpersonal relationships, and team workdd
ing spirit. Generally, we are happy with the 
services that have been provided and with 
Mantrac overall performance. I highly recdd
ommend this outstanding service.”

Mantrac Nigeria’s CSA program – Two Thumbs Up !

Mr. Lekan Abangayola

Amr A. Rabo with Mr. Mr. Christian Dillier, Mr. Paolo Fellin , Mr. Kurt 
Theil and CAT Geneva team



To ensure consistent growth of GET (Ground engaging tools) & 
UC (Under carriage) in Ghana, Mantrac Ghana Ltd. organized a 
two day training course at the dealer headquarters in Accra.

Participants included Mantrac Ghana’s PSSRs, Parts Counter 
Analysts (including Joyce Oparebea Bonsra, the first lady to 
be appointed as a Counter Analyst at the dealership), Custom 
Track Service Inspector, Service Engineers, and Parts Logistics. 
Also present were Accra Product Support Sales Manager 
Jimmy Davies, and National Product Support Sales Manager 
Anthony Dawson-Amoah.   

GET Management training was delivered by Mantrac Ghana 
GET & UC Product Specialist Isaac Poku Adusei, whereas 
Basic Undercarriage training was given by GET & UC Product 
Specialist from Mantrac Nigeria Lateef Adenle. 

In addition to conducting the training, both GET & UC Product 
Specialists were assessed based on their training skills as well 
as the technical content of the sessions. Assessments were 
conducted by Jim Monachino from Caterpillar Peoria and 
Ansar Hafil from Caterpillar Geneva.

Based on the outcome of the assessment, Isaac and 
Lateef managed to do the job with the required dexterity, 
and feedback from both Caterpillar representatives and 
participants in the course was extremely positive.

An integral element of the role GET & UC Product Specialists 
play is training and developing the performance of PSSRs 
there by enhancing Mantrac’s Product Support capability in 
these market segments. 

In that capacity, and as part of their own development 
program to become GET & UC Product Specialists, both Isaac 
and Lateef had previously completed level 1 of the ‘Train 
the Trainer’ course conducted by the University of Illinois 
at Caterpillar’s Malaga Demonstration and Learning Centre 
(MDLC) in Spain.

Isaac and Lateef will continue to conduct courses and work 
closely with Caterpillar to ensure that Mantrac’s Product 
Support is the first choice solution provider.

The Machine Sales team of Mantrac 
Uganda Ltd. managed to add to the 
company’s series of landmark sales by 
signing an extremely prolific supply 
order with NPD Contraco. 

According to the 3.2 million dollar 
deal, Mantrac Uganda is to supply the 
local road construction company with 
14 new units, varying between 140H 
Motor Graders, CS583E compactors, 
966H and 950 Wheel Loaders, 950 
Wheel Loaders, D7R Track Type 
Tractors, 428E Backhoe Loaders, and 
M322 Wheel Excavators. 

NPD Contraco’s future plan to 
expand its business scope to include 
tarmacking is in fact good news for 
Mantrac Machine Sales team since 
this means more opportunities for 
the company to be involved in the 
ever vital road construction sector. 
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Mantrac Uganda 
and NPD Contraco 
strike a deal 

Towards bolstering GET & UC in Ghana

Before 2007 came to an end, Mantrac Group Product Support scored total sales of 
$251 million across its various operation territories. To nourish these sales, Mantrac 
Group’s demand on Caterpillar parts hit a record of $104 million USD at dealer net 
pricing level. 
There are more than 200 CAT dealers around the world, less than 10 of which reach 
a demand of more than $100 million per year. In fact, the 2007 achievement enabled 
Mantrac Group to join the exclusive club of the +$100 million demand dealers.

On behalf of Caterpillar, Product Support Marketing Manager – EAME Phil Coleman 
presented a wooden plaque award to Mantrac Group Product Support Director 
Steve Woodfield, at the Mantrac Group Product Support meeting that took place 
at the Egyptian Red Sea city of Sharm El-Sheikh from the 10th to the 14th of  
March 2008.

This award and the club membership are further indications that Mantrac Group 
Caterpillar work together as one entity towards more achievements for both.  

Sales boom entitles Mantrac Group to 
the 100 Million Dollar Club



One of the premier events at any 
Olympic games is the marathon 
race, and this year Beijing will play 
host to the world’s best distance 
runners. Not only will those world-
class runners be making history in 
front of Beijing’s historic Forbidden 
City and Tiananmen Square, they will 
be running for gold on a road made 
smooth by a Caterpillar customer 
using the Cat PM-200 cold planer.

Contractor Beijing Fujinfeng Henglong 
was selected to handle the work for this 
high-profile paving 
project along Chang’An 
Street, arguably the 
most famous and 
certainly one of the busiest 
roads in Beijing. For this reason, 
the Chinese government wanted work 
completed as quickly as possible without 
sacrificing quality. The contractor turned 
to Caterpillar to get the job done.

“It is an honor for my company to be 
selected for this important project and 
I am pleased with the performance of 
our Caterpillar equipment for this job,” 

said Zhang Lianquan, CEO of Beijing 
Fujinfeng Henglong. “When the world 
watches the marathon race during the 
Olympic games, I will have great pride 
in knowing that my company paved 
Chang’An Street for that event.”

Better in the long run
“These high-tech machines cost more 
when you first buy them, but the 
productivity and reliability is superior 
to other brands and so our overall 
operating costs are much lower,” explains 
Zhang. “In the long run, these machines 

have far exceeded our 
expectations.”

Jim McReynolds, 
president of Caterpillar 

Global Paving said: “Over the 
last several decades, Caterpillar machines 
and engines have been involved in 
building Olympic venues all around 
the world, and I am certainly pleased 
that our customers in China are once 
again using Caterpillar products for the 
work leading up to the 2008 games.”

The Cat PM-200 is a product that 
has only recently been introduced to 
paving contractors in China, but the 
machine’s speed, power and reliability 
are already winning over customers 
such as Beijing Fujinfeng Henglong 
Road Maintenance. Based on the 
success of its first Cat PM-200, Zhang 
has bought two more Cat PM-200s 
for use in projects around Beijing. n

CO L D  P L A N E R  W I N S  G O L D 
O N  M A R AT H O N  J O B

To minimize the impact 
on traffic congestion, the 
Cat PM‑200 was put to 
work at night in front of 
the Forbidden City and 
Tiananmen Square.
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When you mention ‘sustainable development’ many people think 
of multinational companies making global policies that affect large 
numbers of people. But in fact, the idea of sustainable development 
can work at many levels, as shown by a recent initiative that 
brought clean drinking water to a small village in Kenya. 

With the help of the civil engineering company I&H Brown, the 
UK’s National Grid, Caterpillar and Cat UK dealer Finning, the 
project organisers brought together a team of engineers, machine 
operators and two backhoe loaders, provided by local Cat dealer 
Mantrac. (Caterpillar and Finning sponsored the rental of the 
machines). Their mission: to lay a four-kilometre pipeline to carry 
clean drinking water from a natural spring to the centre of the 
village. In total it took just seven days from start to finish, now the 
750 inhabitants can enjoy fresh and clean drinking water every day. 

“It really has made an enormous impact on the health and 
quality of life of the villagers,” say the project organisers. 
“Before the pipeline was installed the water to the village 
was transported via an open ditch. This made it vulnerable 
to pollution from animal faeces and malarial infestation. Not 

surprisingly this caused quite a few health problems and worries. 
But now these people can drink the water with confidence.”

The organisers are now planning another project to carry 
water from a nearby river. Although this water is not good 
enough for drinking, it’s ideal for irrigation to some local fertile 
land, which could be used for growing food and cash crops. 
Irrigation via trenches is not possible since the land is higher 
than the river, but with another pump assisted pipeline the 
community can become self-supporting in terms of produce, 
and even produce surplus for sale on the open market. n

A  R E F R E S H I N G  D AY ’S 
W O R K  I N  K E NYA

A section of the pipeline had to be dug by 
hand with the help of about 50 locals.

S p e c i a l  d e l i v e ry  b r i n g S 
o u t  c r o w d S  i n  e t h i o p i a

Last year, two Cat AP755 paver finishers were delivered to a 
customer in Addis Ababa, and unexpectedly they received 
quite a welcome. “What most people consider to be a normal 
job-site application was in fact an exciting event for the locals,” 
says Johann Hahn, Cat Global Paving. “These were the first 
paver finishers of this make ever delivered to Ethiopia. And 
when you consider that this delivery signals progress and 
prosperity you can well understand the people’s enthusiasm.”

To mark the occasion Caterpillar provided dealer training and 
commissioning. Cat paving application specialist Gianluca 
Gamberini of Caterpillar Minerbio spent a week on site and in 

the classroom providing in-depth training for local technicians 
on all relevant hydraulic and mechanical systems. n
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Peter van Schaik

Peter at home in his Cat machine

The Caterpillar Operator Challenge is designed to test the skills, safety 

awareness and speed of Cat machine operators on a variety of machines. 

Each year regional and national heats see the best operators from more 

than 20 countries qualify for the five-day gruelling final in Southern Spain. 

It’s been called ‘The Toughest Competition on Earth’, and amazingly the 

same man has won it for three years running. Cat Magazine asked “How”? 

Why have you been so successful?
Obviously my 13 years of experience in 
earthmoving has something to do with 
it, but quite honestly I think it is mainly 
because I simply love operating these 
machines. I think it’s highly enjoyable to 
work them and control them precisely 
– and I particularly like getting to grips 
with machines that I’ve not tried before.

What does it take to be a good operator?
Well, first you have to enjoy the work. 
You also have to be highly focused on 
what you’re doing. When I am digging 
a load, I’m always thinking of where I 
should take the next load. This is essential 
if you want to be fast and productive.

What was it like to win three times?
It’s great. Winning anything is always nice, 
but winning at something you do for a 
living is fantastic. But I’d also like to say that 
even if I hadn’t won at all, the competition 
and its atmosphere is a great experience. 
Meeting machine operators from all over 
Europe, the Middle East, and Asia – even 
though we all talk different languages we 
understand each other, probably because 
we all share the same passion for machines. 

Do you own your own Cat machine?
Yes, a M315C wheeled excavator. It’s 
great, because it’s fast and highly 
manoeuvrable. And soon I’ll be buying 
a M315D. I also work on a 25 tonne 
track-loader. That’s also good.

The three-time winner of the 
Caterpillar Operator Challenge

How did you get into earthmoving?
My dad had, and still has, his own 
earthmoving company, so I was raised 
with machinery. Ever since I first sat 
in a Cat machine when I was just six 
years old, I knew I would become an 
operator. In fact I cannot think what 
else I could have become, whatever it 
could have been it would certainly be 
something that involved machines.

And nowadays?
Today I own my own rental company 
– hiring out my machine and my services. I 
take on broad range of jobs, from precision 
work to loading dumpers. In March I will 
expand my company with a new M315D.

Finally, what advice do you have for this 
year’s contestants?
Try to get experience on lots of different 
machines. Go to the regional and national 
competitions and learn as much as you 
can. Don’t be afraid to ask questions, 
and get tips and advice from the people 
who operate the different machines. 
After doing all that – it’s up to you. n

Peter van Schaik from the 
Netherlands is the three-times 

champion of the Caterpillar 
Operator Challenge. That by itself 
is something to smile about, but 
as you can read, Peter is always 

happy in a Cat machine.
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