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Forward Looking Information 
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Monetary amounts are in Canadian dollars and from continuing operations unless noted otherwise 

This report contains statements about the Companyôs business outlook, objectives, plans, strategic priorities and other statements that are not historical facts. A 

statement Finning makes is forward-looking when it uses what the Company knows and expects today to make a statement about the future. Forward-looking 

statements may include words such as aim, anticipate, assumption, believe, could, expect, goal, guidance, intend, may, objective, outlook, plan, project, seek, 

should, strategy, strive, target, and will. Forward-looking statements in this report include, but are not limited to, statements with respect to: expectations with respect 

to the economy and associated impact on the Companyôs financial results; expected revenue; expected free cash flow; EBIT margin; ROIC; market share growth; 

expected results from service excellence action plans; anticipated asset utilization; inventory turns and parts service levels; the expected target range of the 

Companyôs net debt to invested capital ratio; and the expected financial impact from the acquisition of the operating assets of the Caterpillar dealer in 

Saskatchewan. All such forward-looking statements are made pursuant to the ósafe harbourô provisions of applicable Canadian securities laws.  

Unless otherwise indicated by us, forward-looking statements in this report reflect Finningôs expectations at December 15, 2015. Except as may be required by 

Canadian securities laws, Finning does not undertake any obligation to update or revise any forward-looking statement, whether as a result of new information, 

future events, or otherwise.  

Forward-looking statements, by their very nature, are subject to numerous risks and uncertainties and are based on several assumptions which give rise to the 

possibility that actual results could differ materially from the expectations expressed in or implied by such forward-looking statements and that Finningôs business 

outlook, objectives, plans, strategic priorities and other statements that are not historical facts may not be achieved. As a result, Finning cannot guarantee that any 

forward-looking statement will materialize. Factors that could cause actual results or events to differ materially from those expressed in or implied by these forward-

looking statements include: general economic and market conditions; foreign exchange rates; commodity prices; the level of customer confidence and spending, 

and the demand for, and prices of, Finningôs products and services; Finningôs dependence on the continued market acceptance of Caterpillarôs products and 

Caterpillarôs timely supply of parts and equipment; Finningôs ability to continue to improve productivity and operational efficiencies while continuing to maintain 

customer service; Finningôs ability to manage cost pressures as growth in revenue occurs; Finningôs ability to reduce costs in response to slowing activity levels; 

Finningôs ability to attract sufficient skilled labour resources to meet growing product support demand; Finningôs ability to negotiate and renew collective bargaining 

agreements with satisfactory terms for Finningôs employees and the Company; the intensity of competitive activity; Finningôs ability to raise the capital needed to 

implement its business plan; regulatory initiatives or proceedings, litigation and changes in laws or regulations; stock market volatility; changes in political and 

economic environments for operations; the integrity, reliability, availability and benefits from information technology and the data processed by that technology. 

Forward-looking statements are provided in this report for the purpose of giving information about managementôs current expectations and plans and allowing 

investors and others to get a better understanding of Finningôs operating environment. However, readers are cautioned that it may not be appropriate to use such 

forward-looking statements for any other purpose.  

Forward-looking statements made in this report are based on a number of assumptions that Finning believed were reasonable on the day the Company made the 

forward-looking statements. Refer in particular to the Outlook section of this MD&A. Some of the assumptions, risks, and other factors which could cause results to 

differ materially from those expressed in the forward-looking statements contained in this report are discussed in Section 4 of the Companyôs current AIF.  

Finning cautions readers that the risks described in the AIF are not the only ones that could impact the Company. Additional risks and uncertainties not currently 

known to the Company or that are currently deemed to be immaterial may also have a material adverse effect on Finningôs business, financial condition, or results of 

operations.  

Except as otherwise indicated, forward-looking statements do not reflect the potential impact of any non-recurring or other unusual items or of any dispositions, 

mergers, acquisitions, other business combinations or other transactions that may be announced or that may occur after the date hereof. The financial impact of 

these transactions and non-recurring and other unusual items can be complex and depends on the facts particular to each of them. Finning therefore cannot 

describe the expected impact in a meaningful way or in the same way Finning presents known risks affecting its business. 

 



Agenda 

Welcome and Introduction Mauk Breukels, VP Investor Relations 

Finning Canada Overview Juan Carlos Villegas, President Finning Canada & COO 

Supply Chain Cristian Chavez, VP Operational Excellence 

Service Excellence Brent Davis, VP Oil Sands 

Asset Utilization Mona Hale, VP Finance 

 

Q&A ï Part 1 

 

Core Industries Dave Primrose, EVP Core Industries 

Power Systems Joel Harrod, SVP Power Systems 

Mining / Oil Sands John Pollesel, SVP Mining 

Closing Remarks Juan Carlos Villegas, President, Finning Canada & COO 

 

Q&A ï Part 2 
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FINNING CANADA OVERVIEW 

Investor Meeting - Fort McKay 

December 15, 2015 

Juan Carlos Villegas, President Finning Canada and COO Finning International 

 



Safety 

(1) LTIF ï lost time injury frequency; see description of non-GAAP and key performance measures 
(2) TRIF ï total recordable injury frequency; see description of non-GAAP and key performance measures 
(3) YTD ended Oct 31, 2015; excludes Saskatchewan 

LTIF(1) 

0.17 

0.14 

0.00

0.05

0.10

0.15

0.20

2013 2015 YTD

TRIF(2) 

1.58 

0.90 

0.00

0.30

0.60

0.90

1.20

1.50

1.80

2013 2015 YTD

Continued Strong Safety Performance 

(3) (3) 
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Health and Safety ï Success Factors 

Á Tone from the top - aligned actions 

Á Safe work procedures for high risk operations 

Á Communication 

Á Training and education 

Á Awareness through in-depth analysis 



Canadaôs Executive Team 
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Right people in the right roles 

Juan Carlos Villegas 

President Finning Canada & 
COO Finning International 

Dave Primrose 

Core Industries 

Chad  Hiley 

Human Resources 

Cristian Chavez 

Operational 

Excellence 

Joel Harrod 

Power Systems 

Streamlined organizational structure  

Á Smaller executive team 

Á Optimized span of control and layers 

Á Clear roles and accountability 

Á More efficient organization to meet evolving 

customer needs 

Talent development ï emphasis on organizational depth 

Á Strengthened succession status for executive team  

Á Embedded talent mindset among leaders 

Á Deepened organizational talent review 

Á Improved senior leader recruitment and on-boarding 

John Pollesel 

Mining 

Tony de Sousa 

Saskatchewan 

Mona Hale 

Finance 



Current Market Conditions 
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Á Customers minimizing capital and operating expenses 

Á Postponing non-production activities (e.g. overburden 

removal, road building) 

Á Insourcing some service work 

Á Postponing maintenance 

Á Parking equipment 

Á Product support activity remains resilient 

Challenging macro environment impacts customer behaviours 

Low Commodity Prices 

Á Expect to persist into 2016 

Á Oil in $40-50/b range 

Á Coal - $50/ton 

Á Continued weakness in 

metals and minerals 

Á Shaped business accordingly 

Á Lower activity across most markets, particularly in oil & gas 

service sector ï Alberta impacted significantly 

Á Core equipment market units Ć 60%(1) 

Á Building construction equipment market units Ć 40%(1) 

Á Demand shift to smaller machines 

Á Site C Dam, other infrastructure opportunities emerging 

 

Weak Canadian Dollar 

Á Increased pricing pressures in a 

very competitive market 

Á Used equipment pricing relatively 

attractive vs. new 

Changes in Political Environment 

Á Alberta provincial government 

Á Canada federal government 

Á Infrastructure agendas 

Á Customers taking wait-and-see 

approach and delaying investments 

Oil Sands and Other Mining  

Construction
 

(1) YTD ended  Oct 31, 2015 vs. 2013 

Power Systems
 

Á Drilling and well servicing significantly reduced 

Á Oil & gas project deferrals and cancellations 

Á Growing and diversified electric power market 

Macro  

Drivers 



7.5% 

4.9% 

8.0% 

5.8% 

6.5% 
7.0% 

0.0%

2.0%

4.0%

6.0%

8.0%

10.0%

FY08 FY09 FY14 Q1/15 Q2/15 Q3/15

Canada EBIT Margin(2) 

(2) EBIT excludes severance, facility closure costs, and loss on building sublease; see description of non-GAAP and key performance measures 

08-09 downturn 

Embracing the Trough 
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Quickly adjusted to market realities 

Á Workforce Ć 1,100 people or 20% in 2015 

Á Accelerated optimization of facilities footprint 

Á Closure / consolidation of 27 facilities by late 2016 

Driving business transformation by staying the 

course on operational priorities 

Á Re-shaping organization to become agile and responsive 

to market dynamics 

Á Focus on efficiencies and costs to support customers 

through economic volatility 

Á Highest customer loyalty(1) in Sep 2015 since survey 

implementation two years ago 

Á Sustainable cost model to maintain profitability through 

the cycle 

Á $150M in non-volume related annual SG&A cost 

savings from 2014 - to be fully realized in 2016 

Á Positioning for future growth and ROIC improvement 

 

 

 

 

Decisive actions to navigate downturn and improve business for long-term 

(1) As measured by Net Promoter Score; see description of non-GAAP and key performance measures 

15.9% 

17.1% 

13.1% 

10.0%

12.0%

14.0%

16.0%

18.0%

20.0%

2013 2014 Q3 2015

Canada ROIC(2) 

Up 1.2 points 



Finning Canada Workforce Reductions  
Excluding Saskatchewan 

Austerity Measures  

Á No increases to salary bands 

Á No merit increases for all salaried employees 

Á Unpaid vacation days for salaried employees 

Á Option to elect additional 15 unpaid vacation days 

Á Voluntary early retirement for senior tenured employees 59 

years and over 

 

Disciplined Workforce Reductions 

Optimized organizational structure yields improved efficiency 
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BC Alberta 

Province ~25% ~75% 

Mining Non-

mining 

Industry ~35% ~65% 

Hourly Salary 

Employee  

Type 
~60% ~40% 

Reductions by Category 

4,400

4,600

4,800

5,000

5,200

5,400

5,600

5,800

1,100 

~20%  

5,700 

4,600 

Organizational Structure Transformation 

Á Optimized spans and layers while reducing workforce 

Á Layers decreased by over 10% 

Á Spans increased despite significantly lower 

headcount 



Transforming the Business for Sustainability 
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Safety and Talent Management 
Á Become a world class company on safety, fully 

embedded in our culture 

Á Reshape talent pool at all levels, with competitive 

management spans and agile organization 

Operational Priorities
 

Canada Progress Highlights
 

Commitments: æ 2013-2016
 

Supply Chain 
Á Competitive advantage as a world class distributor 

Á Improve availability and drive customer loyalty  

Á Improve invested capital and cash generation 

Service Excellence 
Á Drive lower operating cost for our customers 

Á Maximize equipment uptime 

Á Improve service talent and profitability 

Market Leadership 
Á Build machine utilization 

Á Drive current and future product support 

Á Focus on all market segments 

Core market share ą 2 points 

from Dec 2013 to Oct 2015 

while industry Ć sharply 

Service EBIT$ ą year over 

year in 2015 and 2014  

Parts turns(1) ą 0.6 times 

from Dec 2013 to Sep 2015  

TRIF Ć 43% from  

Dec 2013 to 0.90 YTD 

(1) See description of non-GAAP and key performance measures; (2) assuming no industry change, market share ï consolidated, power systems revenue - Canada 

 Progress in challenging environment 

Consolidated inventory turns(1): 

ą 0.5 ï 0.9 times  

Consolidated EBIT: 

ą $40 ï 60M   

Á Core market share ą 2-4 points(2) 

Á Parts market share ą 2-4 points(2) 

Á Power systems revenue ą10-15%(2) 

Á Safety excellence 

Á Right people in right roles 

Á Talent development 

Asset Utilization 
Á Optimize footprint and distribution activities 

Á Expand channels to customers at competitive cost 

Á Improve service delivery 

Footprint Ć over 20% from 

Dec 2013 by late 2016 

ÁOptimize allocation of work 

Á Increase mining facilities utilization 

Á Capital allocation discipline 



Sustainable Cost Model 
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Permanent SG&A cost reductions 

$150M SG&A Cost Savings 

Non-volume related (2014-2016) 

$80M 

$55M 

$15M 

Organizational structure
transformation

Process improvement
initiatives

Facilities and other
SG&A initiatives

Permanently reducing fixed SG&A costs  

ÁOptimized organizational structure 

ÁChanging the way we do business through process improvements 

ÁSupply chain - structurally improved (e.g. reduced freight costs) 

ÁService excellence - improved profitability (e.g. increased labour recovery) 

ÁProcurement 

ÁService vehicle fleet 

ÁReduced facility footprint 

~80% 

Canadaôs SG&A Costs 
2015 

~20% 

Variable Fixed 
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Key Focus Areas 

Market Opportunities
 

Á Significant infrastructure development 

ÁBC Hydro Site C Dam 

ÁAlberta government infrastructure plan 

Á Supporting mining customers for sustainability 

through the cycle 

ÁWinning mining deals 

Á Power systems 

ÁLNG 

ÁDiverse range of electric power generation 

projects 

Á Strong forestry activity 

Á Saskatchewan ï new markets 

ÁPotash 

ÁUranium 

ÁAgriculture 

2016 Key Focus Areas
 

Á Grow product support 

ÁAdjust oil sands business for ónew realityô 

Á Continue to gain market share in core 

equipment 

Á Take advantage of rental and used 

equipment opportunities 

Á Execute re-shaping of branch network 

Á Continue to drive cost discipline 

Á Leverage positive employee and customer 

engagement over Saskatchewan acquisition 

Á Tightly control capital 

Á Focus on equipment inventory reduction 

Á Prudent capital and rental expenditures 

Á Talent development 

 



Key Takeaways 
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Transforming the business for sustainable profitability 

Á Operational excellence agenda is transforming the business to deliver improved 

financial and customer results  

Á Markets are difficult, and we are taking decisive actions to embrace the trough and 

capitalize on the downturn 

Á Supply chain and service excellence are structurally improved and position the 

organization well today and for the future 

Á Facility optimization supports evolving customer needs, reduces footprint, and 

leverages field service proposition 

Á Our SG&A cost reductions are sustainable for a leaner, more agile Finning Canada 



SUPPLY CHAIN 

Investor Meeting - Fort McKay 

December 15, 2015 

Cristian Chavez, VP Operational Excellence 

 



Supply Chain Transformation Imperatives 
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Key Focus Areas Details 

ÁCustomer-focused approach to change 

ÁConsistent and disciplined delivery 

ÁClear accountability with new organizational structure 

ÁLeveraging volume by creating new ócentres of gravityô 

ÁReduce variability (demand / supply / order) 

ÁDirect shipment to reduce ñtouchesò  

ÁSupply chain expertise 

ÁTeam work 

ÁDisciplined execution 

Á Increased talent bench strength 

Talent 

Management 

Customer 

Centric 

Network 

Transformation 



Parts Network Transformation 

16 

2012 

BC AB SK 

USA 

Mildred Lake 

Fort McMurray 

Edmonton 

Calgary 

Lethbridge 

Surrey 

CAT 

Morton, IL 

7d 

Prince George 

Á One main ócentre of gravityô 

Á Multiple touches in the network 

Á Rigid network 



Parts Network Transformation 

17 

2015: dramatically reduced lead times and improved efficiency 

BC AB SK 

USA 

Mildred Lake 

Fort McMurray 

Edmonton 

Calgary 

Lethbridge 

CAT 

Morton, IL 

CAT 

Spokane, WA 

19h 

12h 

7h 

Prince George 

13h 

8h 

Regina 
Surrey 



Parts Network Transformation 
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Simplified and optimized parts supply chain 

BC AB SK 

USA 

Mildred Lake 

Fort McMurray 

Edmonton 

Calgary 

Lethbridge 

Surrey 

CAT 

Morton, IL 

CAT 

Spokane, WA 

19h 

12h 

7h 

7d 2012 2015 

Centers of Gravity One: Edmonton (90%) Three: Edmonton (+40%) 

Sourcing Morton, IL (95%) Spokane, WA (92%) 

Average Transit Time 7 days 3 days 

Network Routes 42 25 

Network Touches 25+ 10+ 

Branch Direct 

Shipments 

1 16 

Prince George 

Regina 

13h 

8h 



Parts Supply Chain 
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Performance Highlights(1) 

Á Achieved highest parts fill rate since mid-2011 

Á Significant reduction in emergency purchases 

Á Improved parts turns by 0.6 times from December 2013 to September 2015 

Á Customer loyalty increased consistently ï highest ever Net Promoter Score in November 2015 

 

65%

70%

75%

80%

85%

90%

2012 2013 2014 2015
YTD

Parts Fill Rate - 24 Hours 

20%

25%

30%

35%

40%

45%

50%

55%

2012 2013 2014 2015
YTD

Parts Emergency Purchases 

20%

30%

40%

50%

60%

70%

80%

2012 2013 2014 2015
YTD

Parts Customer Loyalty(3) 

(1) As at September 2015 
(2)  Six months rolling; excludes Saskatchewan 
(3)  As measured by Net Promoter Score 

Achieved sustainable improvement in performance 

1.0

1.5

2.0

2.5

3.0

3.5

4.0

2012 2013 2014 2015
YTD

Parts Turns (times)(2) 



Vernon 

Equipment Network Transformation 
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Leveraging volume and increased specialization 

BC 
AB 

NT 

Cranbrook 

YT 

Terrace 

Edmonton 

SK 
Fort McKay 

COE 

Fort St. John 

Fort McMurray 
Houston 

Prince George 

Williams Lake 

Kamloops 

Surrey 

Port Hardy 

Nanaimo 

Victoria 

Peace River 

Grande Prairie 

Calgary 

Lethbridge 

Medicine Hat 

32 locations in 2012 

4 locations in Q1 2016 ï over 75% of 

new equipment volume 

New Equipment Preparation Facilities 

Castlegar 
Sparwood 

Quesnel 

Tumble Ridge 

Construction 
Surrey 

Oil Sands 
Fort McKay 

Forestry 
Kamloops 

Fort Nelson 

Hay River 

Red Deer 

Campbell River 

Core 
COE - Red Deer 

Regina 

Before After 

Model Decentralized Centralized 

Volume Low leverage High leverage 

Specialization Minimal High 

Implemented NEP(1) Service Model 

(1) New equipment preparation 



Equipment Supply Chain 
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Performance Highlights(1) 

Á Highest equipment availability since mid-2012  

Á Most efficient cycle time since 2012 

Á Equipment turns impacted by significantly reduced volumes 

Á Adjusting to industry downturn; targeting further improvements for 2016-2017 

Á Customer loyalty improved with consistent and reliable equipment availability  

 

30%

40%

50%

60%

70%

80%

90%

2012 2013 2014 2015
YTD

Core Product Availability 

20

30

40

50

60

70

80

2012 2013 2014 2015
YTD

NEP Cycle Time (days)(2) 

50%

60%

70%

80%

90%

100%

2012 2013 2014 2015
YTD

Equipment Customer Loyalty 

Significantly improved capabilities 

(1) As at September 2015 
(2) New equipment preparation cycle - time between machine arrival and its readiness for sale 
(3)  Six months rolling; see description of non-GAAP and key performance measures 

1.0

1.5

2.0

2.5

3.0

3.5

4.0

2012 2013 2014 2015
YTD

Equipment Turns (times)(3) 

Equipment Inventory 

at Sep 30, 2015 ($) 

Construction 

 ~70% 

Power 

Systems 

 ~15% 

Attachments 

 ~10% 
Mining 

 ~5% 



Á Maintain customer-centric momentum 

Á Moving from foundational to progressive capabilities 

Á Continue to improve end-to-end processes 

Á Further improve business intelligence: data, information, knowledge 

Á Ongoing investment in talent 

Á Network simplified and improved 

Á Manage shift from large to small machines driven by current market dynamics 

Á Will take time to improve new equipment turns 

Á Achieving sustainable performance improvements 

Á Higher parts turns 

Á Improved product availability 

Á Increased customer loyalty 

 

Summary 
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SERVICE EXCELLENCE 

Investor Meeting - Fort McKay 

December 15, 2015 

Brent Davis, VP Oil Sands 



Service Model 

Key Focus Areas 

Á Consistent service process for all facilities 

Á Standard service organizational structures 

Á Development of competencies and technical skills  

Á Management system to increase discipline in 

execution of service process  

Á Service scorecard to sustain improvement in service 

metrics 

24 

Service Excellence Objectives 

Á Drive lower equipment owning and 

operating cost 

Á Maximize equipment uptime and 

improve customer loyalty 

Á Improve service profitability 

Á Attract and retain technical talent 

Á Optimize shop and field resources 



Service Model Installation Update 

BC 
AB 

NT 

Cranbrook 

YT 

Yellowknife  

Terrace 

Edmonton 

SK 

Vernon 

Fort McKay 

COE 

Whitehorse  

Fort St. John 

Fort McMurray 

Houston 

Prince George 

Williams Lake 

Kamloops 

Surrey 

Richmond 

Nanaimo 

Peace River 

Grande Prairie 

Red Deer 

Calgary 

Lethbridge 

Completed / operational 

In progress 

Branches and Customer Sites 

Ekati 

Victoria 

Service Model Installation Summary 

Á 26 installations initiated in 2015 

Á 5 completed workshops to support  

self and assisted installation branches 

Á Continued support to adopt behavioral 

change in all branches 

Á Saskatchewan installations expected 

late 2016 

Campbell River 

Type Description Industry Focus 

Full 

Support 

Dedicated service excellence 

team oversees installation of 

service model and supports 

local team in sustainment 

Á Oil sands 

Á Most mining locations 

Á Edmonton power systems 

Á Centre of Excellence 

Assisted Local team drives the 

installation process with 

support from dedicated service 

excellence team 

Á Most construction  

Á Power systems 

Á Forestry  

Self-

Install 

Minimum level of on-site 

support from dedicated  

service excellence team 

Á Petroleum / oil & gas 

Á Some construction 

Á Mining (northern region) 
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Oil sands customer sites scheduled for 2016 

Saskatoon 

North Battleford Tisdale 

Estevan 
Swift Current 

Regina 



Sustainable Improvement in Service Metrics 
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2013 2015 Estimate

Service Profitability 

EBIT improvement 

on track despite 

lower revenue 

Revenue 

66% 

69% 

2013 YTD 2015

Labour Recovery 

>$40M 

(1)  As measured by Net Promoter Score 
(2) YTD ended Oct 31, 2015 

 

2013 YTD 2015

Bid Variance 

Variance between quote and actual charge (%) 

~50% 

 

2013 YTD 2015

Customer Loyalty(1) 

Shop Field 

Up 8 points 

Billable hours as % of total hours worked 

2 

2 2 



Service Processes and Technology 

27 

Progress 

ÁService Job Management 

ÁScheduling tool that increases visibility  

Á iPhone for field mechanics and supervisors 

Á iPhone app for log book eliminates paper log books and 

improves efficiency 

Á iPad Electronic Job Binder 

ÁElectronic Time Entry/ Service Report Project 

ÁService Request Form and Component Request Form 

ÁGPS for Finning service trucks 

Under 

Development 

Completed 

In Progress 

Creating Customer Portal to provide visibility of their transactions at Finning: sales, parts, and service 



Summary 
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Á Significant progress on service model installation 

Á Sustainable improvements in service metrics 

Á Increased use of technology 

Á More work to do: 

ÁService model installation ï oil sands customer sites and Saskatchewan 

ÁLabour recovery 

ÁCustomer loyalty - shop 

ÁService EBIT 

 

 



ASSET UTILIZATION 

Investor Meeting - Fort McKay 

December 15, 2015 

Mona Hale, VP Finance 



Current Target 

Locations(1) ~60 buildings 35-40 buildings 

Ownership Majority leased 
Balanced portfolio of 

owned and leased 

Utilization(2) Under 60% Over 75% 

Operating Cost Ć ~20% 

Services 
Mainly in Finning 

shops 

More field/customer  

site work 

Asset Utilization 

Objectives 

Á Optimize footprint and distribution of activities  

Á Improve service delivery and customer experience  

Á Improve facility utilization 

Á Reduce costs and invested capital 

Á Maximize return on investments made 

Á Allow for flexibility and scalable growth 

Á Ensure more disciplined capital allocation going forward 

Considerations 

Á Customersô evolving business requirements  

Á Supply chain optimization opportunities 

Á Future growth areas 

Á Skill set transferability 

Á Costs to make changes 

Progress to date 

Á Creating geographic business ócenters of gravityô and standardizing types of work 

at these centers  

Á Leveraging customer locations - less Finning óbricks and mortarô 

Á Aligning timing of exits and centralization of work with expiry of leased properties 

Á Maximizing supply chain coverage and co-location opportunities between lines of 

business 
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Facility Strategy 

(1) Includes Saskatchewan; excludes OEM and The Cat Rental Stores  
(2) Excludes Saskatchewan 

Footprint  Ć ~20% 

Facility Optimization 
By late 2016 

Closures 27 

Improvements in supply chain and service excellence have enabled our facility strategy 
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Network Transformation  

Á Creating business ócenters of gravityô 

based on customer and competitor 

locations, and market requirements 

Á Enables greater standardization 

Á Supporting field-service 

technicians and self-serve 

customers 

Á Maintaining presence in key 

markets while optimizing footprint 

Branches 

Á Full-service branch - sales, 

parts warehouse, service shop 

Á Branches vary by size and 

industry focus 

Field Service 

Á Resident technician 

Á Parts drop box - secured box at 

permanent location for delivery 

of parts to field mechanics and 

customers 

Supporting customers more efficiently and cost effectively   

The Cat Rental Stores 

Á Standalone or co-located 

with dealership 

Improving Service Delivery 

Strategy to leverage the óvirtualô branch through technology, e-commerce and other support tools 



Network Transformation ï Case Studies 

Sparwood 
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Medicine Hat 

Á Close Sparwood service shop 

Á Increased field service coverage at sites 

Á More reliance on technology 

Á Leverage skill sets and expertise across the 

enterprise - move machine rebuilds to COE  

Á Consolidate non-mining work to Cranbrook 

Á Support one consolidated 

producer 

Á Opportunity to reduce costs 

while maintaining service levels 

Á Partnership with customers to 

collectively decrease cost base 

Á Supported multiple 

producers in region 

Á Close Medicine Hat branch 

Á Continue focus on BCP and power systems 

Á Sales coverage and field supervisor still in 

Medicine Hat  

Á Field service coverage in Medicine Hat 

Á Leverage skill sets and expertise on new 

equipment preparation from Lethbridge to 

COE 

Á Centralized repository for customer parts  

Á Support Medicine Hat with Lethbridge /  

Swift Current shop as needed 

 

Á Dry gas activity volume declined  

Á New equipment preparation done 

in Lethbridge 

Á Field service work already 

underway 

Á Support focused on oil 

field services 

Past Today 2016 and beyond 

Past Today 2016 and beyond 

Facilities optimization has been conducted with a customer-centric focus 
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Facility Closures 

Branch 

Depot 

The Cat Rental Store 

 

Closed Facilities 

BC 
AB 

NT 

Castlegar 

YT 

Hay River 

Fort Nelson(1) 

Tumbler Ridge 

Squamish 

Chilliwack 

Kelowna 

Revelstoke 

Sparwood(2) 

Edmonton(3) 

Hinton 

Edson 

Whitecourt 

Drayton Valley 

SK 

Rocky Mountain House 

Coquitlam 

North Vancouver 

Kindersley 

Medicine Hat 

Mildred Lake 

Lloydminster 

(1) Fort Nelson: transition to field service model 

(2) Sparwood: transition to field service model 

(3) Edmonton: Truck Shop; Shovels and Drills, Used Equipment,  

                       head office consolidation from two to one building 

(4) Centre of Excellence (COE) ï Building A 

Á 27 facilities closed / consolidated by 

late 2016 

Á Footprint reduced by 600,000 square 

feet or more than 20% 

Red Deer ï COE(4) 
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Current Footprint 

Improves service delivery and enables scalable growth 

BC 
AB 

NT 

Cranbrook 

YT 

Yellowknife  

Terrace 

Edmonton 

SK 

Vernon 

Fort McKay 

COE 

Whitehorse  

Dawson 

Fort St. John 

Fort McMurray 
Houston 

Prince George 

Williams Lake 

Kamloops 

Surrey Richmond 

Campbell River 

Nanaimo 

Victoria 

Peace River 

Grande Prairie 

OEM Remanufacturing 

Red Deer 

Calgary 

Lethbridge 

Saskatoon 

Estevan 
Swift Current 

North Battleford 

Regina 

Tisdale 

Branch 

Field service - resident technician 

and parts drop box 

Finning Canada Facilities 

The Cat Rental Store 

 

Consolidating standardized work and 

improving supply chain efficiency 

Á New equipment preparation  

Á Oil sands at Fort McKay 

Á Core at COE Building B 

Á Building construction product at Surrey 

Á Component Remanufacturing at OEM 

Á Oil sands mining consolidated at Fort McKay  



Summary  

Á Improvements in supply chain and service excellence have enabled our facility strategy 

Á Adjusting to evolving customer requirements - less óbricks and mortarô 

Á Reduced footprint leverages field service proposition 

Á Optimizing allocation of work 

Á Improving facility utilization 

Á Minimizing operating costs and increasing return on investments ï disciplined capital allocation 

Á Well-positioned to support future growth with current footprint 
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