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Saubot, Father and Son
20 years of success

A transfer of power within the Haulotte Group.
From Pierre to Alexandre, management maintains
its course: Straight to growth.
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D A K A R
2 0 0 5  
At Haulotte,
the major challenges 
are what brings us up

A S I A  
Aerial Platforms
in Bangladesh

U S A  
Open House
and Baseball

H A U L O T T E  W O R L D W I D E

Haulotte, building
bold innovations
to improve performance

O R G A N I Z AT I O N

New 
Management 
Committee

(from left to right): 

Philippe NOBLET Administrator - Patrick POULLAIN Director of Group Information Systems  

Bernard POINTET Director of Group Rentals - Segundo FERNÁNDEZ Group Sales Director 

Jacques BENOIT Group Management Control Director - Alexandre SAUBOT Delegated Managing Director 

José MONFRONT Group Industrial Manufacturing Director  - Daniel DAMART France Sales Director

Come visit us

at Haulotte U.S.

*Americain names
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towards Russia with the creation of the 
subsidiary Haulotte Vostok. All this to be 
closer to our customers and to continue 
to develop the level of service that is due 
to them.

S a t i s f a c t i o n
It’s with certainty that in this area of 
service Haulotte is committed to making a 
difference. The impetus was given with the 
complete reorganization of our Customer 
Service department.
The expansion of our range of services 
which is now standardized throughout all 
our subsidiaries (see page 7) marks a new 
stage in our customer relations. Good busi-
ness always relies on winning relationships: 
It’s this approach that we would like to 
translate in following our customers closely. 
In true partnership. For satisfied customers.

I n f o r m a t i o n
A final word to welcome the publication 
of HaulotteTime. The purpose of this new 
magazine distributed all over the world is to 
keep you better informed of the activities of 
the Haulotte Group.
It will be released on a quarterly basis to 
help solidify the spirit of partnership that I 
spoke of.  More than ever, Haulotte and its 
teams are at your service.
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Haulotte:
"A group that's on the rise"
S E G U N D O  F E R N Á N D E Z  G r o u p  S a l e s  D i r e c t o r

Haulotte Ibérica : GLIMPSE OF AN EXCEPTIONAL ASCENT!

Created in 2000 by Segundo Fernández, Haulotte 
Ibérica, a subsidiary of the Haulotte Group, has 
greatly contributed to the sales development of the 
Group by distributing Haulotte equipment in Spain 
and Portugal.   Having started up with a small team 
of 4 persons, Haulotte Ibérica is now made up of 
70 collaborators. 

Can it be said that Haulotte Ibérica represents a 
model of development on a sales level for the Haulotte 
Group?

Segundo Fernández. Since its creation, the main 
mission of Haulotte Iberica was to establish a long 
term relationship with its customers based on the 
excellent quality of after-sales support services and 
expert consultations. As such, it offers today sales 
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.
In the years following 2002 we were 
reminded that nothing is won in advance. 
And so much the better. It’s when one is 
faced with a market crisis that a leader 
shows an ability to react. Knowing how 
to take risks, be innovative, and anticipate 
expectations: Haulotte has been able to 
overcome new challenges thanks to the 
confidence given by its customers. Let 
us thank them all here for imposing their 
expectations, a driving force that has 
allowed us to move forward.  

P r o g r e s s
It has been shown that launching new prod-
ucts pushes Haulotte in the right direction. 
The success noted at the Conexpo trade 
show in Las Vegas (see page 8) proves this. 
With a stimulating American market and 
a budding world-wide economic recovery, 
2005 looks to be a big year for Haulotte. 
Already 3,000 machines have been sold in 
three months. Haulotte, however, will not 
let itself get carried away. It is not in the 
nature of the company.
In addition to product innovation, we are 
working on launching and reinforcing our 
sales structures. We are steering towards 
South America with new installations in 
Argentina and Chile and very recently 

To always have more clients,

more good clients, in other

words, satisfied clients:

This is the legitimate ambition 

of any successful business.

Today, Haulotte

has subscribed to this 

conquering dynamic.   

R e a c t i o n

and technical support services through 5 
subsidiaries spread out among the strategic 
points of the Iberian peninsula.

What were your objectives when you created this 
subsidiary company?  

S.F. Thanks to the close relationship we have 
with our customers and to all my team’s efforts 
to provide excellent services, Haulotte Iberica 
has obtained its objective: To be N°1 in the 
Spanish market. Of course, this position of 
leadership does not end here and must continue 
to last. I would like to acknowledge the work 
that has been accomplished and thank the entire 
team of Haulotte Iberica for their achievements 
and point out the numerous challenges to come.  
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Their story could be seen 

to resemble a dynasty

of the Saubot family. 

But the takeover from 

the Creusot-Loire 

steelworks in 1985 

by the father,

Pierre Saubot

of the two companies 

Pinguely and Haulotte 

hardly concerned 

his son Alexandre 

until 1999. 

From Pierre to Alexandre Saubot, father to son, the Haulotte Group, whose headquarters 
are based in L’Horme (42- Loire, France), has continued to grow over a period of 20 years.
The 3rd worldwide manufacturer of aerial platforms continues to pursue its development
strategy on strong lines: To always perform better in the delivery of services.
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S a u b o t  :

generation
theHaulotte

Having other ambitions at the time, Alexandre chose to follow his own path at 
first in the top government ranks in Paris (France) within ministerial offices 
before being sidetracked to business. 
It was then, at 34 years of age, that Alexandre joined general management of 
what had become the Haulotte Group, and was assigned to finance.  Five years 
later (Fall 2004), Alexandre Saubot became the Chief Operating Officer in 
charge of company operations. Pierre Saubot remains as CEO and continues to 
be very involved in the strategic choices and as an official representative of the 
Group required for both European and international proceedings.
Changing while maintaining tradition: The Haulotte Group, 3rd worldwide 
manufacturer of aerial work platforms, continues to move forward with the 
continued ambition to develop its markets on a worldwide scale.
Let us pay tribute here to the Founding President Pierre Saubot, for the 
spectacular accomplishments made from a modest industrial enterprise in a 
small town to an internationally renowned group present in the five continents 
of the world, for his driven energy and especially for the jobs created and 
multiplied by 20 over 20 years.

It was in 1985 that in taking over the 
Pinguely and Haulotte companies, Pierre 
Saubot started to take interest in the 
aerial platforms market.  Ten years later 
the two companies merged and the 
risks of strategic streamlining paid off 
with the Group becoming a leader in 
this specialized market.
At that moment, in 1995, the market for 
aerial platforms experienced a strong 
growth in the United States but was still 
just beginning to develop in Europe.
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Almost one thousand employees
across the five continents

With its new products, its quality 
procedures tested, Haulotte must 
solidify its positive outlook for 
development on an international 
level in particular. Our margin
of progress in our services is great. 
Looking far ahead in a controlled 
manner, means optimizing 
long-lasting growth which is 
associated with volume and 
profitability. 
I hope that Haulotte is able to 
offer its customers the best 
services”.

And looking ahead to this horizon, 
Alexandre Saubot predicts  “a bigger, 
better and stronger Haulotte”,  worthy 
of the markets that today are at the
center of attention: Western Europe
and North America of course, but also
Eastern Europe, Asia and South
America.

Being optimistic without being smug. 
Thereby from Pierre to Alexandre, 
Haulotte is cultivating the values that
have made the Group successful: 
Innovation, determination, and passion. 
Today, the company knows that it can
count on its customer sense and on
continually improving its reactivity and
productivity to obtain the position
which leads to becoming N° 2.

Two decades of climbing brings the two
generations closer to the summit.

THE  HA UL OTTE  GRO U P
K EY  F IGURES
N° 1 in Europe  
N° 3 worldwide
85% of the turnover achieved is from outside 
of France 
4 ranges of products: More than 45 models
4 production factories
12 sales subsidiaries
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Pierre Saubot, CEO of the Group Alexandre Saubot, Chief Operating Officer

1998: e Group is entered on thep is entered on The G
Stock Market in order to accelerate itsr to accelerate iStock Market in
international developmement.international de

Group gains visibility and gains visibility Haulotte G
es known: Many advantages atwn: Many advantbecomes 

moment when the Europeannt when the the m
market for aerial platforms experiencesr aerial platformmar
a big boom.

September 2001 : over-investment
during the 1990’s sets off a deep crisis
in the sector that will last three years. 
The mar ket shr inks by two
thirds . Haulotte reacts and
adapts by optimizing production
costs, reorganizing itself, and focusing
its efforts on innovation. Three years of itss e
self-examination that bears its fruit eelf
today now that it is time to bounce back.ood

2003 : independent of the crisis in the
sector, Haulotte makes the decision toeect
increase its efforts in the area of nncr
services and among other things eerv
proceeds to acquire two rentalroproce
companies (LEV in November 2003oomcompcomp
and UK Platforms in February 2004).nndand Ud U
At the same time, the Group beginsAAt At thAt th
product diversification towards ropprodud
material lifting equipment.mmatmatermater

2004 : The results develop again  
”We are reaping the benefits of 
our efforts. Our success relies on 
experience and a modest 
approach, analyzes Alexandre 
Saubot. To build means learning 
every day. Our fundamental 
practices are sound as the 2004 
results testify.
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You are planning to introduce to 
the world for the first time several 
new models in the Fall. How do you 
go about developing new machines?  

Salah Beji. The successful development
of the Group is due in part to our 
capacity for innovation. We mobilize
our teams to anticipate and imple-
ment solutions that meet our client
expectations. Today, in our market, 
product life spans barely exceed 10 
years. This is the result of regulations
that evolve constantly in order to
guarantee greater safety to the users
and to answer customer needs which
are breaking into segments more and
more. As a result, we must be in
touch with the field as much as
possible in order to anticipate the
needs and to suggest even more
innovative solutions. 

How do you anticipate the needs of 
the client? 

S.B. Our R&D department t works 
with a marketing department thathat in
addition to helping our sales force ine in
selling our products, helps us to
identify customer needs and assists us
with the process of designing new

models from start to finish. In 
addition, our rental networks which
maintain direct contact with the final
users help us to constantly measure
their rate of satisfaction with respect
to both our range of products and
the others that exist on the market.

What edge does the Haulotte 
Group have with respect to 
innovation?   

S.B. We have a large R&D budget at
our disposal which amounts to about
3% of our turnover. Otherwise, our 
main edge resides with the high
quality of our teams. Our Group is
made up of 70 engineers and techni-
cians with a profound experience in
lifting equipment for people and 
materials. Our constant challenge is
to design several products a year thatn sev
are truly innovative.uly innovat
These challenges allow us to maintainse challenges a
our leading position and to increaseeading position 
our compempetitiveness.our

*The Apex Trade Show in MaMaastricht,*The Apex Trade S
ds from September 22-24, 2005.eptember 22-24, 200The Netherlands 

World premiere:  The Haulotte Group will introduce 
this September at the APEX trade show (Maastricht,
The Netherlands*) several new models. An opportunity 

to get an overview from Salah Beji, the Director of R&D and Product 
Marketing, on the “made in Haulotte” innovation. In anticipation

of the Apex trade 
show where 
several models 
will be launched, 
Haulotte presents 
its new range
of rough terrain 
scissors 
H 12/15/18 SXL, 
HS 33/43/5388 XL*.

Innovation

The Haulotte Group is offering a new range of diesel 
scissors “SXL” series :
H 12 SXL, HS 3388 XL* – 12 m working height - 33 ft platform height
H 15 SXL, HS 4388 XL* – 15 m working height - 43 ft platform height
H 18 SXL, HS 5388 XL* – 18 m working height - 53 ft platform height

These new rough terrain diesel scissors have many 
advantages:
   a large working platform: 
7.30 m x 1.90m (24 ft x 6 ft 2in) platform size (with a 
double extension), a platform capacity of up to 700 kg 
(1.545 lb) without load restrictions on the extensions 
   a significant driveability due to its 4 wheel drive and the 
hydraulic differential lock 
   and greater safety with its centralised levelling outriggers
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Come one come all and visit our
booth during the APEX trade show
(Maastricht, Holland)
from September 22 to 24, 2005
and discover all the new Haulotte 
products.

as the driving force of research

*Americain names
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Customer Service:
        Going up market

After-sales Support Services

     

This is how Haulotte “Customer 
Service” has developed its provision 
of service on all levels of maintenance 
and the value-added use of materials. 
An enormous project which by 
making use of the geographic proxim-
ity and reactivity, has made it easier 
to come up with specific solutions. 
”The challenge is one of size, states 
Patrice Métairie, but our services 
meet the risks in the context of 
international competition. In addition 
to the relevancy of the innovation, it 
makes up one of the differentiating 
and client maintaining elements”. We 
meet the mark of providing high-
class services, attending to a range 
of expectations from a legitimately 
demanding clientele.
Let us consider first of all the 
equipment. A Haulotte product must 
remain constantly operational. The 
Spare Parts Service delivers within 
24 hours following the order and 
to anywhere in the world and the 

Today, the Customer Service Teams see
Planet Haulotte from a new “full service”

angle. “Our growth has led us to
reformulate our concept of ‘Customer

Service’ from the simple notion
of guarantees to one of continually 

following-up on needs”,
explains Patrice Métairie,

Director of Customer Service.

For the last few months, the Haulotte Group has completely revised its Customer Service.
Besides completely expanding the range of services, the services have been standardized in each
subsidiary. A new dimension of customer relations is emerging on a worldwide scale.

Key figures
32,000 spare parts under reference 
4 months of stock available at all times
for a large number of referenced items
Delivery of parts within 24 hours
anywhere in the world
More than 100 technicians available to
provide permanent and qualified technical
support over the five continents of the world

J U L Y  2 0 0 5

parts are manufacturer guaranteed 
with a warranty (from worn out 
parts to consumable goods such 
as lubricating oils to work clothes).  
For efficient use, maintenance of 
the machine is an absolute must 
(obligatory overhauls, oil changes, 
verification of worn out parts, etc.).
This technical support falls under the 
responsibility of Haulotte technicians 
based throughout the world.
They are the ones who carry out the 
regulatory visits and who deliver 
the periodic aptitude certificates for 
the aerial platforms (in accordance 
with the regulatory requirements for 
each country).
In addition, in the second line of 
Customer Service, an emphasis is 
placed on training the staff of our 
client companies. 
The program includes: A range of 
training sessions formation with 
respect to the repair and maintenance 
of the equipment; A preparatory 
training course for the purpose of 
obtaining driving licenses (for aerial 
platforms).
The “Full Service” also includes 
technical support by telephone.
In each country, a simple phone call 
is all that is needed to contact the 
local Haulotte Customer Service de-
partment. The response is immediate.

”This approach of listening to the 
customer is a winning one, concludes 
Patrice Métairie.
Fully backing up our commitments 
reinforces our professional image while 
the analysis of requests allows us to 
pursue the growth of our services with 
respect to the actual needs”.
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CTT in Moscow (Russia)
From May 31 to June 4, 2005 

CONEXPO
In Las Vegas - USA
from March 15-19, 2005 

During 2005 first half-year, the Haulotte Group participated in a 
dozen or so trade shows. These meetings provide an opportunity to 
greet customers and to show the new Group products.

An overview of some of the Haulotte booths
T r a d e  S h o w s
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SMOPYC 
in Saragossa (Spain)
From the 1st to the
5th of March, 2005 Plan your schedules

and reserve ahead of time for the 
2006 Intermat dates,

the biggest gathering next year.

Intermat - Paris (France): 
Already 2006!  

The 2006 edition of the Intermat trade show
will take place from April 24-29, 2006 in Paris. 
This trade show is a world showcase for the 

construction machinery industry and involves 
exhibitors and visitors from 120 countries.

With the latest innovations in equipment and 
techniques for public works, and for the

building and construction materials industry, 
Haulotte is due to hold its own within

the 2006 section of new products.
So be patient and we’ll see you at our booth!

Haulotte Group - La Péronnière - B.P. 9 - 42152 L'HORME - France - Tel. +33 (0)4 77 29 24 24 - Fax +33 (0)4 77 29 43 95- e-mail : haulotte@haulotte.com - Web : www.haulotte.com

*Americain names

FR  18/01/06  12:54  Page 1


