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Mike Waites – President and CEO 

Finning International Inc. 

Remarks - Annual General Meeting - May 8, 2012 

(check against delivery) 

Thanks Doug.  

 

Good afternoon everyone, and thank you for attending our annual general meeting. When I became CEO of 

Finning four years ago, I was handed the reins of a strong company celebrating 75 years in business. 

My job was to continue to leverage the strengths that had helped Finning succeed, while also ensuring we 

evolved in a way that would support another 75 years of success. 

  

With the commitment and drive of the entire Finning team, we began to transform the company for the future. I 

believe our financial results, and in particular the many new records we set in 2011, underscore just how 

successful we’ve been. 

 

Today, I’d like to talk about the strategies that are “Powering Finning’s Success” and take a look at what we’re 

achieving in our operating divisions.  Dave Smith, our CFO, will provide a review of our financial results, 

including our results for the first quarter of 2012, which we just released this afternoon. 

Following that, I’ll return to discuss our outlook before taking your questions.   

 

To begin, let me introduce the members of Finning’s executive team who are with us today.  

In addition to Dave Smith, we have: 

 Rebecca Schalm, our senior vice president of human resources;  And our dealership principals:  

 Juan Carlos Villegas, of Finning South America,  

 Neil Dickinson, of Finning UK and Ireland, and  

 Andy Fraser, who leads Finning Canada. 

 

I’d also like to welcome our shareholders and employees who have joined us in person, as well as everyone who 

is following our webcast. 

 

At Finning, everything we do is guided by a clear understanding of how we create value for customers. 

 

It is the combination of Caterpillar’s excellent products, backed by unmatched service from Finning…that results 

in loyal customers and growing market share. As you know, mining has become a much bigger part of our 

business in recent years.  This is partially due to our operating in resource-rich territories, but it also reflects our 

strategic decision to focus on markets that offer long-term growth potential. There are over three billion people in 

Asia who want to increase their standard of living. They’re driving sustained growth in global demand for 

commodities of all kinds.  This has spurred unprecedented investment into the mining and oil sands 

sectors…something Finning has benefited greatly from in recent years. 

With our acquisition of the former Bucyrus distribution businesses, we’re in the process of becoming an even 

more significant supplier to mining customers. The transaction combines two widely recognized and respected 

brands into highly complementary product lines. Before this deal, Finning’s mining products were restricted to 

trucks, dozers, wheel loaders and graders. We were missing out on significant equipment opportunities on a 

mine site.  

 

With the addition of Bucyrus, we now offer a renowned portfolio of surface and underground equipment that 

meets the needs of the entire mining site from beginning to end.  Simply put, no other company can offer what 

we’re offering.   
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The strength and the breadth of our mining portfolio sets us apart in the marketplace and will enable us to 

increase our core mining business by about 30%. The acquisition closed just last week in South America, as well 

as in Finning UK and Ireland. The U.K. team has wasted no time in reaping the benefits of this deal and has 

already signed equipment and service contracts with our customers.   

  

As part of our sequenced integration approach, we expect to close the acquisition for Finning Canada at the end 

of the third quarter of 2012. Overall, we anticipate that the Bucyrus business will generate about $700 million in 

revenue on a full year basis. While adding new products is exciting, our ability to translate sales into profitable 

growth and long-term customer loyalty comes down to the service we provide.  Service has always been core 

strength for Finning. Over the past four years, we’ve taken steps to get even better.  We invested in service 

facilities like our Truck Shop and Parts Distribution Centre in La Negra, Chile.  Later this year, we’ll open a new 

16-bay facility in Fort McKay, Alberta that meets the strong demand in the oil sands. We’ve also ensured that our 

mechanics have industry-leading expertise through ongoing investment in technical training. And we’ve made 

changes to our customer service and supply chain processes in order to deliver better service at a lower cost.  

We’re pursuing excellence in every part of our organization…and fostering a high-performance culture that 

ingrains it as a core way of doing business.  

 

Looking at what we’ve achieved from a regional perspective, in Canada, our commitment to operational 

excellence has been a key driver of positive change. While many companies with our market leadership position 

would have been satisfied with the status quo, we continued to raise the bar on our performance. We kept 

prudently investing in capacity increases despite the economic downturn. As a result, we’ve been able to keep 

pace with growing demand.  And, we implemented productivity and efficiency measures to permanently reduce 

our cost structure. As most of you are aware, we launched a major new ERP system in 2011, which encountered 

challenges during the implementation phase, leading to higher costs. While this was disappointing, bear in mind 

it is a temporary challenge. As system efficiency and proficiency ramped up, we saw, and will continue to see, a 

progressive decline in costs.  I am proud of how our employees rose to this challenge.  I am also grateful to our 

customers for their continued loyalty.  

 

Looking forward, I am confident that this system will become a significant contributor to Finning’s unrivalled 

service levels.  I will note that, Finning Canada boasted a strong top-line performance in 2011.  

We grew revenues by 30% as we responded to strong heavy construction and mining activity.  We also achieved 

record product support revenues.  

 

Turning to South America, our teams have been successfully stick-handling an explosive rate of growth. 

To illustrate the magnitude of growth, in just three years, we have gone from revenues of $1.5 billion to $2.1 

billion.  That’s an increase of 40%. We’ve capitalized on this momentum by providing superior after-market 

support to our customers.  We’ve expanded and upgraded to world-class facilities, and we are building a state-

of-the art training centre to support us in maintaining the highest skilled technical employees in the industry. 

 

In 2011, growth continued to be the dominant theme of our story in South America.  To support the tremendous 

business opportunity, we increased our workforce by 9% to 6,500 people last year.  What I am particularly proud 

of is that at the same time that we’ve grown and delivered record revenues, we have also stayed relentlessly 

focused on managing costs.  This was clearly evident in the region’s continued improvement in EBIT margin and 

increased operating leverage in 2011. 

 

Looking at the U.K., we’ve achieved a remarkable transformation in this region.  After several years of 

inconsistent results, we completed a fundamental repositioning to focus firmly on our core strengths.  

We sold Hewden.  We cut operating costs, and we shifted our focus squarely on becoming a total solutions 

provider. We also expanded our geographic footprint by acquiring dealerships in Ireland. 

 

I am pleased to report that this strategic repositioning is now paying off with a turn-around in results.  
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Despite a weak economic backdrop in 2011, the U.K. and Ireland delivered strong revenues and significantly 

improved bottom-line performance.  As a testament to our employees’ unwavering commitment to customer 

service, I am also pleased to report that we ranked number one amongst all European dealers in Cat’s 2011 

customer loyalty survey.  

 

Overall, 2011 was a year of many financial and operational achievements, and a year that showcased the 

considerable progress we’ve made with our strategy.  

 

At this point, I’d like to ask Dave Smith to tell you more about our achievements from a financial perspective. 

When I return, I’ll spend some time discussing our outlook.  First, over to Dave. 

 
Conclusion 

 
Thanks Dave. 

 

In closing, I’d like to say a few words about the bright future I see ahead for Finning.  

    

As I described in my remarks earlier, Finning is strategically positioned to excel.  

 We operate in some of the most resource-rich areas on the globe.   

 We enjoy a strong partnership with Caterpillar, a company that sets the gold standard in the equipment 

industry. 

 We have a vast product support infrastructure and unrivalled technical expertise. 

 We have a strong financial foundation.  

 And, most importantly we have the commitment and dedication of the industry’s best people as reflected in 

our high employee engagement and world-class safety standards.  

 

These strengths support our positive outlook for the business. 

 

In Canada, market conditions are in our favour with new machine sales and quoting activity remaining strong, 

particularly in mining. Our product support business is also strong across all sectors; and large equipment 

overhaul and component remanufacturing remain solid. 

 

Overall, demand for mining equipment and product support in South America is high with the underlying long-

term fundamentals expected to remain positive. Significant investment in infrastructure and energy is also driving 

activity in construction and power systems. And, backed by the growing base of equipment we expect to see 

continued product support growth from this region.  

 

In the U.K., the outlook remains positive despite a fragile economy. There are considerable sales opportunities in 

coal mining, quarrying and re-handling. Product support activities, including equipment rebuild work for large 

accounts, are expected to remain at healthy levels. In addition, we’ve recently acquired an engineering company 

that is expected to help us increase market share in the water industries while adding power systems 

capabilities.  

 

Earlier, I mentioned the tremendous opportunity as we integrate the Bucyrus business. This is a terrific strategic 

fit for us with significant growth potential as we further develop the business, particularly on the product support 

side.  

 

Overall, the next chapter looks very promising for Finning.  

 

In closing today, I want to thank all of our employees for your invaluable contributions in 2011. It is a credit to 

your ability to embrace change that we are successfully transforming Finning into a stronger company – a 
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company that is well-positioned to realize our full potential. I also want to acknowledge our partners at Caterpillar 

for their critical role in our success and thank our Board of Directors for their support.  Lastly, I want to thank you, 

our shareholders, for your continued confidence in Finning.  

 

We remain committed to implementing Finning’s winning strategy to create long-term value for our customers, 

our investors, and our employees. 

 

With that, I will now turn the meeting back to Doug. 


