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Strength.
Newest Denver International Airport Runway:
Building an Exceptional Holcim Team
By: Michael Long - Market Manager Colorado Sales Group
As you sit down to read this article,
Holcim’s contribution to the world’s
longest commercial airport runway will be
complete. Imagine being a pilot, sitting at
one end of the runway. This runway is so
long, you would have a difficult time
seeing a plane at the opposite end because
of the curvature of the earth. Likewise, as a
Holcim employee, at the beginning of this
project supply process you would have a
difficult time seeing the end of a very
successful project.

“As impressive as
the size of the

Denver International Airport (DIA) in Denver, CO, opened bids for its sixth
runway on May 31, 2001. When the Federal Aviation Administration (FAA)
completes its testing in the fall of 2003, the $160 million, 16,000- by
200 - feet wide runway designated 16R-34L will be released for service.

runway is, the real
story is the
uniformity of its
concrete.”

When the Colorado Sales Group began the bidding process, we intended
to rely on our new production facility at Portland to supply the 102,000
M tons of cement. In August of 2001, Interstate Highway Construction
(IHC) Inc., Englewood, CO, was awarded the paving contract. Holcim was
awarded the cement contract and the project team began planning for
paving that would begin ten months later.

March 10, 2003
issue of Rocky
Mountain

Construction
Magazine.

Exceptional Cement
Early in the discussions between marketing and manufacturing, it
became apparent that the new Portland facility w o u l d n o t b e
operational for another year. It was impossible to supply the contractor
with the quality of the cement that they required with a combination of
cements from numerous plants. Initial paving mix designs were tested
with Holcim’s Devil’s Slide, Fort Collins and Ada cements. The only
possible option for steady supply was using Type II Low Alkali cement
from Ada. The manufacturing team provided the contractor consistent
cement and therefore an opportunity to succeed by making the best
concrete possible. Holcim has received accolades from DIA, IHC and
others. “As impressive as the size of the runway is, the real story is the
uniformity of its concrete,” claimed Rocky Mountain Construction
Magazine in its March 10, 2003 issue. FAA’s Northwest Mountain Region
paving engineer Jack Scott proclaimed “in 20 years I have never seen such
a low standard deviation (19.1) in 762 (flexural strength) tests.” As an
indication of how exceptional the cement had to be, Hassan Barzegar,
P.E., IHC general manager DIA Operation said, “we had enough concrete
to place it just once, so it had to be right the first time.” Our Ada
manufacturing group dedicated itself to producing “exceptional
cement.”

Exceptional Project
Team:
Logistics
Ken Farrar
Sonny Daniels
Rhonda Hardrick
Chris Herne
Bob Pawluk
Looman Stingo
Randy Vodney
Jim Zorn
Manufacturing
Christine Bragge
Dwight Hart
Ralf Osswald
Dick Roush
Marketing & Sales
Dave Brown
Michael Long
Tom Symns
Technical Service
Dobber Bingamon
Karin Kelsey
Andre Kuzmenko

obstacle that rail supply from over 500 miles away would throw at us. At
the peak of paving, IHC would require 85 loads of cement to supply
7,000 cubic yards (CY) of concrete in a 10-hour shift. Delivering cement
to the two on-site central mix batch plants required our team to plan
extensively with IHC. Cement delivery began in June of 2002. Logistics
personnel coordinated the effort of supplying cement from a Hudson,
CO, rail-truck transfer site operated by Don Ward Transport. The logistics
team finalized budgeting, planning and building a new rail-truck
transfer site adjacent to the Denver Terminal. Logistics coordinated
shipping and storage space at the Portland and Ada plants for cement
dedicated for this project. Most impressive was that the runway
construction was never delayed due to Holcim.
Exceptional Quality Concrete
IHC has credited Holcim in several areas for its success: consistent
cement quality, steady on-time delivery and the performance shown by
its technical service staff. One factor that increased quality and which
allowed continuous paving was assigning both quality assurance (QA)
and quality control (QC) processes to the batch plant area. Holcim
technical service staff provided assistance in establishing these
processes from the very start. Initially Holcim provided a technical staff
person solely dedicated to IHC and this project.
Most of us are familiar with a highway project requiring 8-16 flexural
beams cast per day. At DIA, however, 120 beams per day were cast.
Barzegar provided us an idea of the size of this QA/QC project: “We had
20 technicians a day just performing concrete testing.” Specifications for
compressive strength were 4000-5000 psi depending on the mix design,
and flexural strength was 700 psi. A core was taken every 1,000-sq. yards
to verify thickness. Although the concrete required 28 days to reach
700-psi strength, the technicians didn’t wait that long and broke several
beams within a few days to predict the 28–day strength. “When we were
laying down 7,000 CY of concrete in a day, we would have 140,000 CY or
$12 million in concrete down by day 28. If you realize at that point you
have a problem, it’s too late.” Barzegar commented, “We made progress
with the schedule because we never had to redo the work, …the only
concrete removed in the project was in two panels damaged by hail
before they could cure.” Our technical service staff contributed to this
focus on “exceptional quality concrete.”
Exceptional Customer Relations
The highway and airport pavement market has been a major contributor
to the success of the Colorado Sales Group’s business plan. Each
contractor must have confidence in Holcim’s ability to deliver on its
promises of consistent quality, pricing, logistics and technical support
year in and year out. The Colorado Sales Group presented the theme of
strength, performance and passion to IHC throughout the project.
Interstate Highway Construction’s partnership with Holcim will only
strengthen in the future.

Exceptional Delivery
Everyone had concerns centering on the timing and scheduling of
cement delivery. The challenge was to successfully overcome every

To everyone on
the team: Thank
you for the
“exceptional
customer
relations” during
this successful
project.

Left: New runway at Denver International
Airport required exceptional teamwork in
delivering this high profile project.

Below: Many preparations were made by
Holcim employees to make this project a
success.
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Cover Photo: Holcim (US) President and CEO Patrick Dolberg visits the Devil's Slide control room with plant manager Chester Goodson
and reviews historical data from the Aspen process system.

Building Customer Loyalty Online
Cement-Online Building Customer Loyalty
Strengthening Productivity through Information and Tools
By: Leslie Neath - Corporate Marketing Specialist
The Internet is a limitless 24/7 resource!
Cement-Online harnesses this power. It gives Holcim (US) the advantage
of being able to provide customers (and other industry stakeholders)
with access to up-to-date information about the company, our business
and our products 24-hours-a-day, 7-days-a week. It also allows us to
present other relevant content from the Internet and to provide
technical, training and communications tools that also can help these
businesses.
Highlights:
With Cement-Online, customers will now have online access to:
• A constantly evolving library of Technical Documents and articles in
eight broad categories;
• Quick and easy access to Material Certificates and Material Safety
Data Sheets from anywhere on the site;
• Information Zones that allow us to gather and present information
according to topics that are of interest to specific client segments and
regions;
• Detailed weather forecasting, automatic alerts when weather
conditions in each customer’s preferred location will affect concrete
pouring, and 13 months of history of weather conditions for more
than 1,500 global locations;
• Current industry news and press releases;
• My Concrete Quality Tool – a personalized electronic repository for
concrete sample test data that provides the capability to conduct
statistical analysis on any set or subset of data;
• Unlimited other Technical Tools that make it more efficient for
customers to run their businesses such as a Concrete Mix Design
Calculator, a Cement Efficiency Model and an Adding Water to
Concrete Table;
• Training Tools to help augment technical skill and efficiency such as
MasterBuilders University, Concrete 101, the Basics of Ultrathin
Whitetopping, the Basics of Masonry and presentations on Above
Grade Residential Concrete, Concrete Intersections and the properties
of GranCem;
• Links to outside resources such as the Portland Cement Association,
National Concrete Masonry Association, National Contractors
Association of America, and to associations which impact material
standards such as American Society of Testing and Materials,
American Association of State Highway and Transportation Officials
and American Concrete Institute;
• Interactive “Contact Us” maps that allow customers to directly contact
individual market managers and internal technical and subject
matter experts; and

• Bulletin Boards and a
personalized mailbox that
allow all users of CementOnline across North America
to communicate with one
another and engage in
discussions on any topic of
interest.
Angela Imse (R, seated) and Jim Merek
Benefits to Our Customers:
Finding information often takes (standing) training a customer about
Cement-Online during the Houston pilot.
hours of research or telephone
calls without any guarantee of
finding exactly what you are looking for.

Cement-Online now combines multiple sources of information and tools
not normally found in a single location. This allows customers to access
global, regional and local-specific content, value-added services and
resources that they would otherwise have difficulty locating.
Information tailored to customers’ specific needs is now available to
users whenever and from wherever they want it.

The fourth in a
series begun in
“Connections”
that explores the
functionality of
our newest
e-commerce
venture, this
article examines
the library of
industry
information and
tools that we now
offer customers
via CementOnline, helping
them to increase
their productivity.

The combination of general business and technical information gives
customers resources to help them better manage their businesses.
Technical quality and training tools, weather information and access to
our internal technical resources help our customers to produce quality
products. This enhances their own competitive advantage – which keeps
them coming back to us!
And it helps to make us more efficient working with customers. We can
now more efficiently manage and distribute our entire library of internal
information to ensure that all users have access to the most up-to-date
and accurate information affecting them. This helps reduce our
distribution costs and increases each user’s ability to find whatever they
are looking for with fewer calls to Holcim.
Customers and other industry users such as architects, engineers,
contractors, college students and professors can also communicate and
collaborate regardless of their locations or companies. They can deal with
technical questions, trade information, debate issues or even sell
equipment in the Cement-Online discussion groups.
For the first time in our industry, Holcim (US) is creating a virtual
community dedicated to supporting the diverse information needs of
customers and other stakeholders throughout the country.
Stay tuned for our final article in the series discussing how our Houston
pilot group has successfully used Cement-Online and prepared us to roll
out our solution to our entire customer base.

Cement to the Rescue
By: Carlos Bradshaw - Holcim Market Manager and Al Crawley, P.E. Mississippi Consultant - American Concrete Pavement Association,
Southeast Chapter

Construction was recently completed on a $10 million, 30-mile Natchez
Trace pavement recycling project that began March 10 between I-20 and
Port Gibson in Hinds County, Mississippi. Holcim originally was asked to
provide 2,000 tons of cement for a treated base. However, the project
expanded to use more than 8,600 tons of cement as a stabilizer due to
its ability to achieve higher strengths than lime.
Holcim received the original call last September from Dale Cronauer of
the reclamation subcontractor, Blount Construction of Marietta, GA.,
working for the prime contractor APAC-MS. The prior pavement
consisted of about 3-4 inches of a combination of hot mix asphalt and
surface treatments over a clay gravel base ranging in thickness from
12-24 inches, with 12 inches being most common.
Designed as a foamed asphalt reclamation project with 3 percent asphalt
cement to stabilize a 6-inch thickness of asphalt pavement and clay
gravel base, the scope changed due to excessive moisture contents in the
sub grade. The problem was most noticeable in cut/fill transitions. When
it was apparent the foamed asphalt mixture was unstable and the
process was not feasible, Blount first unsuccessfully tried lime as a
stabilizer. Then cement came to the rescue.
Two CMI mixers were used to recycle the combination of hot mix asphalt
and surface treatments plus some of the existing clay gravel base into a
cement-treated base. Holcim supplied the portland cement, which was
pneumatically applied from transport trucks. After experimenting with

cement content ranging
up to 6 percent and the
stabilized thickness up
to 16 inches, the bulk of
the project used cement
content between 3.5 to
4 percent with a
stabilized thickness of
12 inches. Most of the
mix design of the cement stabilized layer consisted of iterations of
different cement contents and mixing depths.
The change in the work scope this spring was challenging. Two-way
traffic was placed on the roadway during non-construction hours. Blount
averaged about 0.5 mile per day for the reclamation work with traffic
using one lane while the reclamation was done on the other. Traffic was
routed onto the cement-stabilized lane within two- to three-hours after
compaction. As expected, some raveling of the surface of the cement
treated layer occurred, primarily with the larger-size gravel aggregates
being pulled from the surface of the stabilized layer by the action of
traffic before the reclaimed layer gained much strength. With the low
traffic volume and low-axle weights on the Natchez Trace, no long-term
performance problems are predicted.

L to R: The team
strengthening the
Natchez Trace
pavement recycling
project included: Roy
Bestwick,
superintendent for
Blount Construction;
Carlos Bradshaw,
market manager for
Holcim; Al Crawley
Mississippi
consultant for the
American Concrete
Pavement
Association –
Southwest Chapter;
and Jack Burns,
Holcim Vicksburg
terminal manager.

Many people are following the success of this project. For example, more
than 30 people attended a seminar for local contractors hosted by Al
Crawley from the American Concrete Pavement Association. A second,
larger seminar is planned.
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Focus on the Future
President and CEO has Positive Outlook
After his Initial Months with Holcim (US)

safety and environmental action. For example, the company has
committed to have continuous emissions monitoring on all of its plants
this year.

Passion… Commitment… Ideas… Effort… Engagement…

Excited by the recent startup of the Holly Hill plant, Dolberg said that he
has been impressed by the “leadership, spirit, and involvement of all
employees engaged” with it. “They are a key element to renew our assets
and reach cost leadership,” he said.

These words describe what President and CEO Patrick Dolberg has looked
for – and found – in the people of Holcim (US) Inc. Based on some of what
he has seen since March, Dolberg explained there is a lot of potential for
satisfaction, rewards and opportunity for all employees.

The use of alternate fuels is one way to drive costs down, noted Dolberg.
“We have a huge potential with 12 million tons of capacity for a big
financial gain,” he said, noting that the company’s Energis subsidiary has
named Mario Romero as its new president. “We need to drive an
entrepreneurial spirit and beef up our efforts to grow this business unit.”

Performance.

Take ownership. Take the mindset of a good family caretaker.
“That’s the same spirit I’ve seen in some of the best plants over the
years,” Dolberg said. The attitude of hundreds of employees at Holcim
plants shows in paying attention to detail and to always doing better
whether reporting and correcting a spill or simply turning out the lights
at the end of the day. “Large oceans begin with small rivers,” recalled
Dolberg.

Dolberg visited the Devil’s Slide Plant in June for its Manufacturing
Performance Review (MPR) that brought together experts from the
plant, the company and the Group to review
all aspects of operation. There were
opportunities to improve even considering
that Devil’s Slide commissioned the new
plant in 1998. “This clearly shows that there
is always room for improvement and ways to
lower our cost per ton,” said Dolberg who
fully supports the Devil’s Slide MPR team.

Outside forces such as the weather and a
national economic slowdown have hurt
company performance in the first six months. A
fighting spirit is needed now to achieve our goal
of reaching budget, he stressed. Unplanned
plant shutdowns at Portland and Dundee have
resulted in higher expenses. Maintenance costs
go up. Production is lost. So our cost per ton
goes up.

Rob Davies and Jason Morin, the new plant
managers at Portland and Mason City typify
the company’s management strategy to
“The thing we can control the best is our cost,”
increase its bench strength and, with regard
Dolberg said, adding that the biggest segment
to Morin, promote qualified employees from
of cost is in manufacturing. He explained why
within the organization. Dolberg noted
he remains optimistic. “Management has set
there are numerous examples of how
targets for this year and the future that are
employees are showing the leadership the
rigorous and ambitious. They are realistic,
company needs to achieve its goals. Holcim
stretch targets.” Management and employees
(US) Safety Manager Dave Betts is among
are involved in the process and focused on
the worldwide experts to focus on safety and
continuous improvement.” He added, “That’s Our president and CEO Patrick Dolberg visits the Devil's
share best practices. Marketing continues to
what I call leadership.”
get closer to its customers and launched the
Slide control room with plant manager Chester Goodson
pilot rollout of the e-commerce platform
As part of the focus on results, Dolberg stated and reviews historical data from the Aspen process system.
Cement-Online in Texas. This program
that the Annual Incentive Plan has been
allows customers 24/7 access to information
simplified to make it easier for employees to clearly see that they will be
from our cement products to their account balances. They can also
rewarded for good performance. Quarterly reports will help employees
receive expert advice and draw upon technical training tools.
to see payouts expected early next year based on their plant’s key
performance indicators (KPIs) and company EBITDA (earnings before
These are a just a few of the examples of what Dolberg sees will enable
interest, taxes, depreciation and amortization).
Holcim (US) and its employees to grow and perform in the days and
months ahead. What they all have in common is a simple goal and high
“We earn our right to operate each and every day,” added Dolberg. He
intensity of drive, a sense of urgency. When coming in to work each day,
believes in living up to his responsibilities to the community and other
Dolberg reminds himself and employees to ask one question:
stakeholders and noted that operating in a safe and environmentally
friendly way is key to the corporate strategy. That’s why Holcim (US) goes
“What am I going to do today that will make things even better here?”
beyond the mandatory requirements and aims to lead the industry in

Teaming Cuts Costs and Makes Sense
By: Jim Gilbert and Allen Cast

Est. 2003 Coal Purchases, MTs

When part of a big company, it makes sense to leverage your
expertise and volume. So, when gathering bids for coal,
consolidating our buying power makes Holcim an even more
desirable coal customer and makes better use of our dollars and
cents.
Additionally, to optimize results for Holcim, it makes sense for the
North American Procurement Office (NAPO) and the Logistics
Department to address both cost components of product and
transportation. Chart 1 (below) illustrates that the cost of coal
includes about 48 percent transportation charges.
Average Components to Coal Supply by Cost

Transportation

48%
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Coal
52%

Hagerstown, 72
Joliette, 82

Midlothian, 190

Catskill, 91
Portland, 163
Mississauga, 136

Trident, 54

Dundee, 145

Devil's Slide, 59
Ada, 63
Holly Hill, 109

Theodore, 136
Mason City, 127

Last year, the Coal Team was charged with optimizing the consolidation
of coal purchases and transportation options for participating plants.
Holcim (US) estimates it will purchase 1.1 million metric tons of coal in
2003 to serve all company plants. St. Lawrence Cement (SLC) is expected
to purchase another 360 thousand metric tons this year. Together, this
brings the total volume with new contracts in 2003 to an estimated 1.46
million metric tons. Individually, each of our plants represents a good
customer for coal suppliers and carriers. Consolidated, they see Holcim
(US) and St. Lawrence Cement together as one great customer.
Chart 2 (above) shows the volume breakdown by participating plant.
Continued on page 6

How Much Does an Empty Truck Really Cost?
By: Joel Adams, Logistics Manager – Road Transportation

Holcim
Other Cement Plant

How much does an empty truck cost? Most in the cement industry are
all too familiar with the cost to move empty trucks to support a large
project, or a business spike. However, many still will be surprised at how
empty trucks impact the U.S. economy.
When a manufacturer ships a load of goods to a customer, it is the
carrier’s responsibility to secure a paying load to haul back for the return
trip. According to the American Trucking Association (ATA), carriers travel
about 110 billion miles annually.
Bob Costello, the ATA’s chief economist estimated that about 15-17
percent of those 110 billion miles are empty miles, translating into about
a $21 billion inefficiency.

Ready Mix Customer

Ready Mix Customer
Fly Ash Producer

Empty
Miles

17%

Loaded
Miles

$21 Billion in Transport Inefficiencies
“Continuous Moves” are part of a larger initiative referred to as
“Collaborative Logistics.” C. John Langley, Jr., Ph.D., professor of supply
chain management at Georgia Institute of Technology in Atlanta, defines
this as “the process by which logistics decisions and strategies are
enhanced through collaboration between and among users and
providers of logistics services.” Supply management organizations
collaborate with their trading partners or with firms outside their
industry to more effectively use available capacity within the logistics
network. True collaboration means that all participants benefit.
The specialized equipment used to transport cement has limited
applications outside of our industry. Pneumatic bulk tanker trailers are
designed to transport product in a very fine particulate form. This greatly
limits the scope of implementing continuous moves; fly ash is the most
common compatible product. The diagram below shows how Holcim has
combined inbound fly ash moves with the delivery of finished cement:

Both cement plants independently negotiate with the carrier in the
middle. The carrier, in turn, can offer both shippers advantageous rates
due to the increase in truck utilization.
The Holcim packaged product offers greater opportunity to set up
continuous moves due to the generic nature of the equipment involved.
Holcim packaged product is transported on both flat bed and van trailers,
which have applications in many other industries. The diagram below
shows an example:

Short empty miles

Holcim

Brick
Supplier

Steel
Customer

Short empty miles

Steel Mfg

Construction
Company

In this case, Holcim would use a flat bed trailer to deliver packaged
product to a brick manufacturer / supplier. The supplier would then
reload the flat bed with brick and dispatch the truck to one of its
customers, a construction company that is near a steel manufacturer.
Then the truck would travel to and be loaded at the nearby steel
manufacturer for dispatch to a steel customer near the Holcim plant
where the tour started. Such a scenario may yield a loaded miles ratio of
95 percent or better.

Holcim

Ready Mix Customer
Fly Ash Producer

This scenario can return significant transportation savings, depending on
the distance between the ready mix customer and the fly ash producer.
The challenge in balancing the amount of inbound fly ash and outbound
cement trips can be solved using Collaborative Logistics. This approach
uses the cement carrier as a middleman between two independent
shippers.

Continuous Moves and Collaborative Logistics are powerful tools. They
can help drive out inefficiency and cost from a transport system. To
ensure a satisfactory experience in implementing such a program,
remember:
• All parties must share in the gains to be truly collaborative.
• The carrier must act as the fulcrum between shippers to leverage the
increased equipment utilization and lower costs.
• The carrier and all shippers involved must have a high degree of trust.
• Each shipper must independently negotiate with the carrier.
• The carrier must respect the confidentiality of each shipper.
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Clean, Safe Terminals Add to Efficient Operations
Environmental Support for our Terminals
By: Rashila Tong, P.E., Environmental Specialist

Since starting work at Holcim in October, I have seen our
terminal managers working in a dynamic environment,
requiring much flexibility and teamwork. Product pick-up and
delivery schedules change at the last minute. Equipment
maintenance is done regularly due to the texture of the
product.
In most cases, dust is the greatest environmental challenge.
When I first visited the terminals, I was impressed by their
cleanliness. This is remarkable, considering the nature of the product. It
indicates the commitment of the terminal managers to operate in a
clean, safe, and environmentally responsible manner. Our terminals set
an example of how to run a clean and efficient operation.

Some of my other goals include continuing to provide support and
training to the terminal managers. I also will be looking for
opportunities to streamline the reporting and monitoring requirements
associated with the permits and providing education on the importance
of good environmental practices and sustainable development. I would
also like to pursue opportunities to share information more efficiently
through online tools, such as posting documents and permits online and
providing a forum to share experiences among the terminals.
I enjoy working with others with a genuine can-do attitude in such a
dynamic environment, providing training and support to the terminals
and, in return, learning about the logistics side of cement operations.

I came to Holcim with eight years of experience in environmental
consulting. Four of those years involved wastewater design and
distribution planning for public works. The other four years were spent
in environmental compliance working with manufacturing companies,
mostly within the automotive industry. My experience helps me to
understand the many complexities of the environmental regulations,
and enables me to help the terminals address environmental questions
as they arise. In return, this position offers me the opportunity to learn
about a new industry.
My role is to work towards full environmental compliance at all of our
terminals. I am a member of the Environmental Affairs Department and
work with the logistics group to determine environmental implications
of proposed projects and procure the necessary permits. I also assist the
terminal managers with permit renewals, preparation of environmental
reports and correspondence with the agencies. In addition, I assist in
enhancing the online Environmental Compliance Management System,
including the task calendar. To help us identify areas of improvements, I
manage and conduct environmental audits and aim to have completed
audits for all terminals by the end of this year.

“One of my greatest enjoyments with this position is working with a group of
folks that have a genuine can-do attitude,” said Rashila Tong, environmental
specialist. She is pictured here with Ken Farrar, terminal operations manager (L)
and Ken Zaborski, manager, terminal project development (R).

Continued from page 4

The goals of the team were:
• Obtain the best value in coal for Holcim (US) and SLC
• Improve the opportunities for plants to incorporate alternate fuel and
raw materials (AFR)
• Take advantage of the soft coal market in the East
• Reduce net costs by leveraging freight costs
• Optimize consolidating techniques to apply to future opportunities
The team measured its success by the change in corporate coal costs
from 2002 to 2003. A 3 percent increase, on average, would have been
expected without the RFP.
There is a serious twist in evaluating coal purchases. Coal and freight are
negotiated on a per ton basis; yet the value of the coal is in dollars per
GigaJoule ($/GJ), or dollars per unit of energy. To better manage the
number of plants, bids, and coal energy values, the team developed a
database that evaluated all bids per plant on a net basis, and normalized
to $/GJ (Kiwi-compliant unit). The database provided a graphical
representation of the outstanding bids per plant. Accommodations were
made for the quick movement of bids. As the fields narrowed, the
database immediately evaluated and compared a bid change, in freight
or coal product. At any given time, the latest bids were entered and the
dollar impact per plant and across all locations was calculated.
The RFP showed positive results, not only in savings, but also as an
exercise in teamwork of Legal, Finance, Plant Operations, Logistics, and
technical support. The team, headed by NAPO, was able to optimize the
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net impact of aggregating coal purchases for both companies with a
savings expected of about $1.5 million. Savings to St. Lawrence Cement
will be about $639,000 and to Holcim (US) about $940,000 in 2003 vs.
2002 unit costs. Rebates are expected to save $30,000, so the value of
the bigger piece of pie was evident in the unit price.
The benefit of consolidating the coal purchase for 2003 was not evident
at every site. However, SLC and Holcim (US) benefited collectively. The
top five locations in terms of 2003 expected net savings as a percentage
of 2002 expenses can be seen below.

Expected 2003 Cost Reduction for Coal
Purchases, top 5
16
%, percentage $ reduction from 2002

In June 2002, 42 suppliers received a Request for Proposal (RFP) for coal.
Bidders - coal mine operators, brokers, and transportation providers - all
were encouraged to provide offers for 1-, 3-, and 5-year supplies. The RFP
encouraged rebates for volume plateaus bridging multiple plants.
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Mississauga Midlothian

Joliette

Theodore

The next RFP will go out for sites that obtained one-year supplies, and for
newly participating plants. Moreover, the value of teamwork and
consolidation can continue to significantly enhance the bottom line for
both Holcim and SLC by pooling volumes and expertise to lower 2004’s
coal supply cost below that of 2003.

