Dealer Meeting

Going Far Together
“If you want to go fast go alone, if you want to go far go together.” — African proverb

September 2020
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Agenda

* Welcome

* Voice of Customer

* Customer Centricity
* Marketing

* Service

* Training

* Warranty

* Engineered Solutions
* Sales Process

* Port Application

* Changes to the Product Line
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Voice of Customer and Dealer
Dr. Ajay Sirsi
Professor and Consultant
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Industries Consulted in

* Transportation and logistics

* Building materials

* Real estate

 Commercial and residential property management
o IT

* Banking and financial services

* Pharmaceutical

* Healthcare and medical equipment
* Manufacturing

* Heavy machinery

* Fluid control systems

* Paper and packaging materials
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Marketing Professor, Schulich School of Business, York University

Areas of specialization Books Teaching

« Marketing strategy « Customer segmentation « Executive seminars
(manuscript stage)

- Sales strategy and
sales management * Marketing: A Roadmap
to Success

MBA program

BBA program
 Branding strategies
* Instructor’s Manual to

« Customer centricity MARTS

strategies « Marketing Led - Sales

Driven

* Marketing: Real People,
Real Decisions
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Organizations that Drive Revenue and Profit

 Have a deep UNDERSTANDING of customer needs
 DEVELOP superior go-to-market strategies

« EXECUTE those strategies well

« ALIGN their marketing, sales (and other) functions

« Constantly RECALIBRATE their strategies
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Companies and Industries that Failed to
Understand Customer Needs

* Taxis

* Hotels

* Travel agencies
* Blockbuster

* Blackberry

* Best Buy

* Gillette

* Yahoo

* Kodak
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The only source of sustainable
competitive advantage: our ability to
understand (and act on) the needs
of our customers faster than our
competitors.
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Organizations that Drive Revenue and Profit

 Have a deep UNDERSTANDING of customer needs
 DEVELORP superior go-to-market strategies

« EXECUTE those strategies well

« ALIGN their marketing, sales (and other) functions

« Constantly RECALIBRATE their strategies
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Three Questions we Need to Answer in a
Go-to-Market Plan

e \Whom should we serve?

* What value propositions?
* Why will we win?

Going Far Together 12




SEIN/EBIEN]

Customer Segment A | Customer Segment B | Customer Segment C

Product « Wants the basic product -« Willing to pay for » Custom designed
* No customization unique features product
« Some customization:
material and display

Price * Price sensitive * Willing to pay if caseis <+ Will pay for
made customization
Shipping -+ Cheapest shipping cost + 3-week delivery « Customized shipping
solution

Inventory - Noinventory « Some inventory « Security of inventory
Sales * No account « Some account » Dedicated account
approach management management management

» Self serve through  May require sales visit * Internal sales support

website
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Organizations that Drive Revenue and Profit

 Have a deep UNDERSTANDING of customer needs
 DEVELOP superior go-to-market strategies

« EXECUTE those strategies well

« ALIGN their marketing, sales (and other) functions

« Constantly RECALIBRATE their strategies
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SEINEBILENS

Voice of Customer and Dealer: Research Objectives

« SENNEBOGEN is a successful company due to the best product, superior
customer support, availability of spare parts, dealer and customer training, and
dealer perception surveys

 However, SENNEBOGEN is too dependent on the scrap market: scrap is a
commodity, as it goes down, SENNEBOGEN sales could be drastically affected

« SENNEBOGEN wants to succeed in five diverse markets: scrap, logging, ports,
waste, and tree care

« SENNEBOGEN wants to put a strategy (Go-to-Market Plan) together to be
successful in the five diverse markets

* Developing a deeper understanding of dealer and customer needs across the
five markets will be a key factor in developing a strong Go-to-Market (GTM) plan
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Methodology

* Conducted depth interviews with dealers and customers in all
market segments

 Obtained feedback and identified:

— Customer pain points

— Gaps in how we serve our markets

- What we are doing well and better than our competitors
— Customer buying process (who, how, when)

* Interpreted Dealer Satisfaction Survey results
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Voice of Customer

‘I have been in business 30 years. | have never had an opportunity
to talk like | did today: | buy John Deere, Cat, Morbark. No one has
ever approached me to talk like we did today. | appreciate
SENNEBOGEN wanting to talk to their customers.”
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SENNEBOGEN is a Product-Centric Company
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_ Product Centric Customer Centric

Decision making Product-out Customer-in
Basic philosophy Sell to whomever will buy Clear customer segmentation strategy in place
Business orientation A strong product will win the day Products will become commoditized. To

decommoditize, we must focus on the customer and
add value beyond the product.

Innovation Product based Around customer experience: pre-sales, sales, post-
sales

Product positioning Highlight features and benefits Highlight what the product can do to solve customer
problems

After the sale React to customer issues Proactively communicate with customers
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Customer Centricity is...

* A management philosophy

* A strategy to align a company’s value propositions to its target
customers

* It basically means that all functions are working toward a
common customer goal

 To achieve this, all functions must share a common
understanding of the customer
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Customer Centric

* A lot of companies say they are becoming “customer centric” but reality
is they are afraid of what they will hear.........
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Success Requires a Partnership

e o
s - o -
e - i
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SENNEBOGEN - Dealer Partnership Needs to be More
Customer Centric

Voice of Customer
* “The dealer is the first point of contact”

 “The SENNEBOGEN dealer is good in State X, okay in State Y, terrible
in State Z”

* “A good dealer understands my business, cares about my business
success, not just interested in selling me more”

* “Maybe take trade ins”
* "How fast a shade of gray: 2000 hours versus 2002 hours on warranty”
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SEINEBILENS
What Customers Like about SENNEBOGEN

* Breadth of product line

* Machine design and engineering

* Quality product

* Simpler product than competitors

* Availability of add on options

* Leading manufacturer of material handling machines
* Product innovations

* Training facility in Stanley
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SEINEBILENS
What Customers Like about SENNEBOGEN

SENNEBOGEN business model
- Buy parts on the open market

- “"Huge sell factor with SENNEBOGEN: parts are interchangeable, this is
important in remote locations. We cannot wait for days for parts to come in.
With Liebherr we have to wait a week.”

- “Interchangeability of parts: we do not have to order from SENNEBOGEN,
we can go to a local auto shop bearing and transmission suppliers; this is a
huge advantage for SENNEBOGEN; if you buy a Cat you have to use Cat
parts as these parts are unique and not interchangeable. Mechanics are
happy with SENNEBOGEN machines.”

“SENNEBOGEN modular system helps with uptime”
* Service team
* Easy to get answers on technical issues
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Customer Needs and Challenges

* How to be competitive
* How to grow
— “$6 million today, how can we get to $10 - $15 million?”
* Getting into new markets
* Market ebbs and flows
* Downward pressure on prices
* Costs go up
* Margins go down
* Upward pressure on customer service
* Efficiency, productivity, quality
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Customer Needs and Challenges

* Labor shortage: operators and maintenance
* Improperly trained personnel

* Machine utilization

* Reduction of total costs

- QOperating costs
* Fuel and other items
* Uptime of equipment
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Customer Needs Specific Application- Ports

- Safety

« Equipment availability

* Asset management

« Use excavators as material handlers

— “Lie_bherr, Hitachi, John Deere excavator_s are used as material handlers in our
business. Does not work as well. Material handlers are a lot faster.”

— Rent equipment before buying it
« Uptime, uptime, uptime

— “Our projects are complicated, with processes relying on each other. Lines of
trucks waiting, if anything in the chain breaks the whole thing comes to a stop.”
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Customer Needs Specific Application- Tree Care

Many smaller players, cannot afford the 718
Efficiency

— “That is why we bought the 718, can work with 1 or 2 people versus 3 or 4 in
the past”

Estimating
Making profit in low bid contracts

— “How do you price low and maintain a profit margin? That is why we look at
iInnovation. No competitor has a machine like ours, but they will catch up.”

Younger talent not coming to the trade
Industry response

— Not merely a summer job, it is a career
— Arboriculture

Employee safety
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Customer Needs Specific Application- Logging SEIN/ESILEN]

« Corporate procurement
« Shifting fiber input
« Declining percentage of long wood
— Need to constantly redesign process: unload truck, stack, process
« Every operation is different
* Need machines that can work in different terrain
— Rough terrain to log yard

« “We wanted to buy an 840 on wheels. SENNEBOGEN took too long, could not
get them to understand what we wanted. They should focus on the technical
aspects so the customer can focus on strategy. This requires SENNEBOGEN to
have a back end infrastructure, not just a rep with a brochure and donuts. We
tend to get reps who do not fully understand our business.”

« “Weaknesses: provide more technical info not just a brochure. They rely too much
on their dealers, who are not as strong and knowledgeable”

* Machines cannot have downtime
— “In the old days you could take a machine apart. Not anymore.”
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Customer Needs Specific Application - Scrap <= NESEIEN,

 Have many yards
« Keeping qualified mechanics
« Cheaper steel products coming into market
* Buy scrap, process scrap, sell scrap
— Key variable is operating costs
— Cost per ton
* Need to control cost
* Pricing challenges
* Fierce competition
« Environmental issues, increasing regulation
« Demand for scrap is increasing
« Demand for steel is not as high
« Seem to be indifferent toward material handlers

— “Every material handler will do the job for me, SENNEBOGEN will not want to
hear this”
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SEINEBILENS
Customer Needs Specific Application - Waste

* Difficult environment to work in

— Hot and dusty

— No raw material consistency

* “Anything gets thrown into the dumpster”

 Efficiency and productivity are key
* Reduce costs
* No downtime
* Growth opportunities

— “More recycling regulations will help us”
* Threat from landfills

— Willing to take trash cheaper
« Customers do not appear to be very sophisticated
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SEINEBILENS

Voice of Customer

* “Machine, flow of information, evolve the machine to do more.
Service after the purchase is key: it falls apart a bit from
SENNEBOGEN to dealer. Our local dealer is not knowledgeable.”

* “The dealer who sent someone to train our operators on the 840s
was not even SENNEBOGEN trained. How does this happen?”

 “| can see value if they understand my business, not if they
only understand their machine. | would guess 75% of

SENNEBOGEN employees do not know what a shredder
does.”
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SEINEBILENS

Voice of Customer

“Every 3 to 6 months, find out what is happening to our business, business
priorities. Komatsu dealer speaks with us every week or two.” Customer
“SENNEBOGEN should be more proactive: visit customers, understand his
environment and provide advice on less machine breakdowns and increasing
machine longevity. When SENNEBOGEN rep calls or emails he asks how
things are and does customer have any issues. This is not enough.”
Customer

“Dealer in State X is a dealer for them, | have not heard from them. Do they
even know | have the machine?” Customer

“We talk to a sales rep from dealer once in a blue moon® Customer
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Voice of Customer

* “Their follow up is not as good. SENNEBOGEN reps listen
very hard, they nod their heads, nothing really happens.”

* “The best advantage: someone who knows how the machine
works but how to work the machine: not just an engineering
background but actually sitting in the seat: know what our
operators deal with.”

Going Far Together 36




— > —~ =) r \ -
SEIN/EBTILEN

Voice of Customer

‘I would like to see what is the well researched true ownership
costs for a machine. This is an important number for a machine
owner to set his rates or to understand his lifetime expected costs.
There are differences in equipment. Purchase price is not as
important. How long do the tracks wear? How long will the boom
cylinder last? This will help an experienced person as well as
someone just starting out.”

Going Far Together 37




SEIN/ESILEN]

Voice of Customer

“The day we picked it up no one knew how to operate the machine
[718] or get it on a trailer, | had to read the manual! We got it loaded,
took it to a job, nobody including the dealer sales rep did not know,
we just started using it.”
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SEINEBILENS

Voice of Customer

“What can SENNEBOGEN do to help: better flow of information from
SENNEBOGEN to dealer to customer. When | toured
SENNEBOGEN in North Carolina, they have a good understanding
of how to do this within their own company; flow breaks down from
SENNEBOGEN to dealer. To fully realize machine capabilities we
need information. Flow of information will result in higher
productivity as the machine is running and not down: the operator
knows how to operate the machine. If the machine is down, we
have to find labor to fill the gap, labor does not exist.”
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Voice of Customer

“Cummins engine problem, would not start when it was cold. We had
40 people coming the next day for a demo from the Department of
Transportation, so we took it upon ourselves to call Cummins directly.
Cummins made us pay; took 2 or 3 months to get the money back.

Dealer and SENNEBOGEN were involved, but we were constantly on
the phone with Cummins.”
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Voice of Customer

“We made a big stink: we have issues with the cold weather with
Cummins engine with EGR valve problem. Issues after many
months we are finally putting solution together: it is coming in bits
and pieces. This is an issue with SENNEBOGEN and dealer
interface. Dealers are the face of SENNEBOGEN, but many
times dealers are not as technically adept. We need technical
details asap. We still do not have a solution, now we are going
iInto a new winter season.”
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Voice of Customer

« “40 years ago we were regional working on the Mississippi river
between St. Paul and St. Louis. Now, we are geographically spread
out % of the US. When the river flooded we had work in other parts of
the country, this saved us.”

« “We are looking at high stacking, we’ve never done this before”

« “Growth, expanding our markets: we are a full-service contractor; we
can do everything; we want more of this with minimal sub-contractors.
Example: we do work for the railroad industry on small bridges, we
send divers in to inspect; we will design a fix: permitting, engineering,
lay concrete, pound the piling, put the rail in.”
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SEINEBILENS
Voice of Customer

* “We are looking at more markets in the scrap business,
different type of scrap processing, these will require diff types of
machines. We bought a plant in City X, we load by barge, their
demand is different.”

* “735: pick and carry machine. Our strategy for Region X is
changing: trying to redesign our mill for operations: our
problem: we have these machines that are old, we need to
find a solution. We have discussed 735 for years, we do
not know when capital is going to be available. Sometimes
renting or leasing is better. What we are trying to do is to

Going Far Together
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Voice of Customer

«  “We spend a lot of time and money on preventive maintenance. If we
knew the lifecycle or total cost of ownership we would be forearmed.
SENNEBOGEN needs to partner with customer for this data.”

* “Fuel usage is a big cost in a machine. Unlike excavators a material
handler runs all the time: back and forth. Can SENNEBOGEN do detailed

analysis: this type of machine doing running for 5 hours burns this much
fuel (fuel burn rate). Even if you can save 2 gallon an hour, that is huge
savings. Eco, middle, full power: | do not know the fuel burn rate. The

data would be used in developing my internal charge rate; would help in
bidding.”
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SEINEBILENS

Voice of Customer

«  “Why are we bending saw bars? Finally SENNEBOGEN provided a
person, to buyers after 5 months to train us, he spent an entire day on a
job site.”

«  “Help me with training employees to knowing nothing to having the skKill
sets, equipment operations. Can they get me qualified workers?

* | do not mean training on the 718, but general training on forestry
operations, equipment that SENNEBOGEN does not make. Terrain,
avoiding accidents, rollovers, etc. SENNEBOGEN could come up with a

program for the 718. They have good programs on machine
maintenance but not operations.”
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Voice of Customer

e Some dealers enhance SENNEBOGEN brand, while others devalue it
* Some do not speak highly of SENNEBOGEN

- “This is what the dealer told us: We tried to put this deal together, | tried to
get you this warranty claim but they [SENNEBOGEN] will not cover it”

- “I bought a new 835 6 months ago, we had problems with the Cummins
engine; when we called our dealer he called SENNEBOGEN.
SENNEBOGEN told us it was a Cummins problem. Cummins said it was
SENNEBOGEN'’s problem. Then, parts were only available in Germany.
Dealer says to us: they have parts in North Carolina on a different machine,

but they will not give it to you. The dealer is putting himself in a good light,
making SENNEBOGEN look bad.”
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Voice of Customer

“Most of the time we call a different dealer as they can get us the
right parts faster than our dealer can. Our dealer is not strong in
forestry equipment. Dealer A in State X and Dealer B in State Y
know forestry equipment. Neither of them handle SENNEBOGEN

equipment.”
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Voice of Customer

“We would like to do other things with it: add devices to the boom.
Had dealer discussions but not the easiest to get assistance from
them. What can we put on it? Been frustrating, no clear answers.”
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Voice of Customer

« ‘| found out about the machine in a print ad in an industry magazine. We
were looking for such a machine, did not know such a thing existed. We
were doing work for the DOT, but the ground was too soft. We called
everywhere to find a machine with the boom reach. Everyone told us it
could not be done. Even our dealer told us it could not be done.”

« “| saw it [the machine] online, on Facebook.”
« My Komatsu dealer suggested SENNEBOGEN.”
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Voice of Customer

* “Fuchs says: we make our own engines, you do not have to fight with
Cummins.”

* “Fuchs has changed their design, we have demoed some of their
machines, they just do not have the same footprint as SENNEBOGEN.”
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SEINEBILENS

Voice of Customer

“Ken Palmer: a tree expert in the Northeast, he took time
and introduced me to the machine. He talked about the
productivity and safety of the machine. He said it was a
game changer. | was intrigued. | was not talking to just any
salesperson who has never climbed a tree. Ken is
authoritative, trustworthy. If | did not recognize his name |
would not have taken the second call.”
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SEINEBILENS

The New Generation of Customer is Different

« “A competitor of SENNEBOGEN went to our New York
operations, machine is 100k less, but SENNEBOGEN unit
weighs more, has more steel in it. But new generation is
different. My generation looks for speed, fuel. Now they
say music and a comfortable environment. How adjustable
Is the lumbar support?”

* “They search for information differently: web and social
media. They do not read brochures or spec books. | am
more technical, | want specifications.”
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SENNEBOGEN Brand Awareness is Low

« “l am going to retire in a few years, others may not know SENNEBOGEN,
they are looking for other units.”

« “SENNEBOGEN has no name recognition on the west coast. When we
ordered from SENNEBOGEN we got a lot of backlash locally. A local
contractor, a road builder who runs Cat thought we were crazy. One of our
operators refused to get in the rental. He complained about the new
machine. We sent him to operator school, that helped.”
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Dealers Pain Points

* Business efficiency

* Proper sales coverage

* Training for parts and service people
* Trained sales professionals
 Difficult to increase margins

* Retaining talent
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SEINEBILENS

Voice of Dealer

* "We had a revolvmg door with SENNEBOGEN reps in the past,
now it is stable.”

* “Customers want information faster. Sometimes SENNEBOGEN
takes longer to respond. For non-standard questions the
process is cumbersome and slow. Reflects badly on the
dealership as the customer thinks dealer is slow. Example:
customer wants to add an option to the machine, after market.
Wants to know the cost and can we put it after market, took a
couple of months. “We are waiting on Germany to give us a
response ...

* “SENNEBOGEN drops the ball on non-standard issues: adding
an accumulator to the boom system”
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SEINEBILENS

Voice of Dealer

* “| have asked SENNEBOGEN for pricing in a format to do quicker quotes.
Getting pricing files electronically. You can go to their website download a
PDF. With other brands: go online, get a price.”

* “They have DDRF: discount form. If you need help on a deal, submit the
form, they review it, will either grant discounts or decline. If | am sitting in
front of a customer trying to strike a deal there is no time to fill out a form.
SENNEBOGEN needs to be more nimble.”

* “If | am in a position to close a deal today: that customer has bids from other
entities. If | allow deals to not close, sales cycle is months but closing cycle
Is often hours. My sales guys are trained to close a deal.”
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Voice of Dealer

« “Digital marketing: we are going to ask our vendors to give us information
formatted for main social media platforms. Brand awareness for us.
When we recruit in high schools to join our technician program. We are
starved for content. Interesting applications, special features on a

machine, how much material needs to be mined to get material that goes
into a cell phone, green machines.”

« “We are using technology to make our salespeople more efficient. We
are looking at how we do things: stop partying like its 1999. Improving our
systems. Get better information. Data informed. EDA data. How we
buy, how much we buy, how we price, threats, opportunities how we sell,
we hired an inventory manager.”
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Voice of Dealer

“SENNEBOGEN has a mindset, we have a great machine..... they do not
listen as well. When Erich comes over he likes to talk to the operators.

Making changes to the product, they do...... but they drop the ball with
inner working of the company.”

Going Far Together
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Voice of Dealer

“Our strategy 1: you have to have product. Open house tomorrow for tree
care at a golf course, expenses are ours. We came up with this idea, not
SENNEBOGEN. Everything from soup to nuts was done by us, Facebook
post, LinkedIn post. SENNEBOGEN will send an expert. We said to
SENNEBOGEN: we are doing an open house, do you want to participate?
They should push and promote this. My competitors do this also.

Our strategy 2: we say: we are a product support company that happens to
sell equipment. Our guys have service trucks. Customer will ask us to
support them nationally.”

Going Far Together 60




= > —t—t N \ B
SEINEBLEEN,
Voice of Dealer

* Parts support issue

- "OEM XYZ system is so easy to use for our parts guys.

SENNEBOGEN system is more cumbersome, more steps needed,
not as intuitive.”

* “Dealers can bring ideas to help SENNEBOGEN and dealer grow”
* Joint plans with dealers

— “Our business priorities: we represent all brands well; give
feedback to SENNEBOGEN, formal meeting with SENNEBOGEN
rep to go over our business plan: opportunities we are facing; he
checks the box to say | have done this, then it gets filed away”
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Voice of Dealer

«  “Customers do 70% of research in advance: google search, not going to be
our website they look at , but the manufacturer. We put an ad in a mag.
Customer went to our website and could not find aggregate equip (rock
crushing equip); they thought we did not carry the products.”

« “Could develop more marketing tools for our salespeople. Product
comparison chart on the website: has basic information, but needs to add
more selling points: right now it only shows specs: weight, horsepower;
instead of bullet point information 825 against Fuchs.”
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Voice of Dealer

« “We ask the right questions of customers: how will machine be used?
We cannot predict what customer will want to buy. We need to get
better at understanding customer needs and their business context and
put in CRM. Our salespeople talk to customers about their equipment
needs; but, capturing that information is where we break down.”

* “No strategy to help my business grow.”

Going Far Together
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Voice of Customer

“I have been in business 30 years. | have never had an
opportunity to talk like | did today: | buy John Deere, Cat,
Morbark. No one has ever approached me to talk like we did
today. | appreciate SENNEBOGEN wanting to talk to their

customers.”
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How do we differentiate ourselves?

We think beyond the machine. By carefully listening and
understanding our customers’ needs we go beyond the material
handler. We enable our customers to be more profitable, increase
productivity, decrease costs, increase workplace safety, maximize
uptime, and serve their customers.
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What are we doing after hearing the
Voice of the Customer and Dealer?

* Evaluated and Enhanced all areas of our business to develop
Customer Centric Policy

* Beginning a Segmentation of our Dealers and Customers to
strengthen Partnership and Value with valuable Benefits
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Customer Segment A | Customer Segment B | Customer Segment C

Product .

Price

Shipping

Inventory

Sales
approach

Going Far Together

Wants the basic product
No customization

Price sensitive

Cheapest shipping cost

No inventory

No account
management

Self serve through
website

Willing to pay for
unique features
Some customization:
material and display

Willing to pay if case is
made

3-week delivery

Some inventory

Some account
management
May require sales visit

Custom designed
product

Will pay for
customization

Customized shipping
solution

Security of inventory

Dedicated account
management
Internal sales support
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What are we doing after hearing the
Voice of the Customer and Dealer?

* You will hear about the benefits we will be offering to our Partnership
Level dealers

* Enhance the process to improve communication on the values delivered
to the customer

* Created primary accountable role for each region (RSM to RBM)

* Increase touch points to customer and dealer

* Working closer with our Partnership dealers to improve their bottom line
* Increase knowledge base and tools for consultative selling

* Simplify internal processes ...... for faster response
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Journey to customer centricity

Product Customer

Centric Centric
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Who is involved in this
Journey
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Marketing
Ryan Kolb
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Brand equity = brand awareness + brand associations (what
customer thinks of us) + brand satisfaction
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Marketing Support

* Collateral

* Website / SEO

e Social Media

* Job Stories

* Tradeshows

* Promotional items

* Co-Op Funds

* Dealer Portal

* Proactive Network email Blasts
* New Application Bulletins
* Dealer Satisfaction Survey
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Collateral

One of the main sales tools

Hard copies order via the dealer portal (free)

Digitally available to customers on Website

* Coming soon: Demolition, Log Yard, Product Support

Our Expectation: When visiting customers provide
them at a minimum Uptime Kits, training, product
line, preventive maintenance kits* and decal*. Have
copies of product literature on hand.

*coming soon

Going Far Together




Web / Search Engine Optimization (SEO) SENES el

* A strong website is important as potential customers will likely interact
with your website before a person

- A Dealer website audit identified this is a dealer pain-point for a
majority
= Lack of product information, images, linking to SENNEBOGEN Germany not
North America

= New: iFrame solution launching soon

* A strong website is important for customers to find you. In the last year
by editing out content, posting more to social media, we have increased
out SEO from 16% to 65% out ranking competitors 3x. This helps
drive customers to dealers via the find my dealer

Our Expectation: Dealer websites should have specific product content,
images

Going Far Together
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iIFrame

* Dealer will no longer have to maintain information separate from
SENNBOGEN

* Webmaster enters in a line of code and information is automatically
populated and update

* The customer doesn’t leave the dealers website

* Launch guide coming soon

SENNEBOGEN Purpose Buﬂt Materlal Handllng Equipment
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SOCiaI Media m Andrew Jaross

Simply said Sennebogen material handlers
are first class machines, simply designed

* Customer visit social channels to get fresh and built for reliability, performance, and
. energy efficiency moving millions of tons of
content, engage with the brand, and see what matecil evervivear. Manyicaulpmant
OtherS are Saying abOUt the brand manufactures focus on high pressure
machines to try and increase cycle times
° : and forget about long term harm due to
We create a basket of posts for FB, IG, LI with T
p|Ctu res available on the Dealer Portal systems requiring special technicians and
high maintenance costs down the road.
- Ports, Waste, Recycling, Tree Care, Scrap, With factory maintenance and operational
. . training you won't need to wait hours for the
Demolltlon, Logglng mechanic to show up. Anyone can turn an
excavator into a material handler,
- U pdated Quarterly Sennebogen chose to create a machine
. . . . designed to put money back in the owners
* Linking back social posts to your website helps ket ORerator Safery and ffcteasing
increase SEO authority production doals.

Our Expectation: Post SENNEBOGEN content to your social channels
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Jobsite Reports g m @

* Jobsite Reports are a powerful customer testimonial tool

* Available on the SENNEBOGEN Website Online Jobsite Report Catalog
= News & Media < Jobsite Reports

= Filterable by using icons

* To make it easier to find the right story for your customer we have
created a Catalog of reports that allow you to filter by industry, machine,
country, state, dealer, and has a brief description and link to report

- Once you find the right report for your customer you can copy and email
them the link

* If you have a customer that would make a good jobsite report notify your
RBM or Ryan Kolb

Our Expectation: Provide potential customers Jobsite Reports, submit
requests
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Tradeshows

* Attend ~30-40 tradeshows per year
- Local / State / Regional / National

* Redesigned ConExpo and ISRI booth
* Suggestions for other tradeshows?

Our Expectation: SENNEBOGEN leads national and regional tradeshows.
Dealers lead local and state tradeshows (co-op).

Going Far Together
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Promotional Items

* All of the SENNEBOGEN branded Wilcome o the

merchandise is available via the SE Eaa

SENNEBOGEN Store Store

Featured Products

* https://SENNEBOGEN.mybrightsites.co
m/

* 1 @

Our Expectation: Order promotional items via the online store for
customer or dealership (co-op)

Going Far Together
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Co-op Funds- Partnership Dealers Level SISy SEItIEISN

* The CO-OP Program is intended to provide marketing funds to support
Dealer efforts in local advertising, regional promotions, and sales
support activities to drive sales growth

* Only 7 dealers have submitted for co-op to date
* Only 2% of the allocated co-op has been claimed

[ ) Elig i ble itemS inCI ude EFFECTIVE PERIOD & ELIGIBLE PARTICPANTS
— Tradeshows

_ SI naage CO-OP wil be eamed based on the Dealer's prior purchase (Ocloder 1, 2018 through September 30, 2019) of
g g SENNEBOGEN equipmant and attachments (parts exciuged) on a rate determined by SENNEBOGEN.

January 1, 2020 - December 31, 2020

ACCRUAL SCHEDULE

- Advertising (digital, print, email)

Fund allocation wil be avallable for expense reimbursement on the following schedule:

Q4 Pricr Year January - June 60% July -

- Wra pS Arrcunce furcz yvaistis o Dexer iz eigibie to remburze for up 1o | Deer iz sigbie b mimburze for 1 to
upcoming year S0% of funds for actvity dste Jonuary | S0% of funds for activity dote July 1 -

1=June 30 December 31

- Appeal e T | e T
- Special requests

Our Expectation: Use co-op to drive sales growth
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Marketing Dealer Portal

PRODUCTS | INDUSTRIES | PARTS&SERVICE | TRAINING | NEWS&MEDIA | COMPANY | BLOG | CONTACTUS

Product Used Literature Product Specialist Sales Managers SENNEBOGEN Service Marketing Management KITEE

-

Home Comparison Equipment & Forms Information Information Capital Training Classes Tools Postings

THE DEALER INSIDER NEWS FROM STANLEY
Welcome to The Dealer Insider. This page is your connection to what is happening at SENNEBOGEN in Stanley and in the o NEW | Sennebogen Capital
field. We have packed this section of the website with a number of sales tools designed to make you more efficient and now part of the dealer
effective. Some very unique features have been built into this page and we look forward to working with you. Iogin area
NEW - The Sennebogen
Need printed Need Product Looking for port survey forms are
. . available now for download

i P, P, P
literature: Data: Ideas: New training courses
' announced for PSR.

Recent Used Equipment

Our Expectation: Use the Dealer Portal as your first source of information
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Preview: Product Comparison

* Updated tool coming soon!

- Compare up to 3 model
- https://staging. SENNEBOGEN-na.com/wp-admin

SENNEBOCEN v SENNEBOCEN v SENNEBOGEN v

Product | | . , . .

Comparison
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Gift: New Machine Purchase — Partnership Level Dealers

Operator Company

* Lunchbox packed with, gloves, * Send to the address of delivery ~4
vest, hat, safety glasses, keychain weeks post delivery
and a small card * Thank you card with soft

* Card has link to FB, IG, LI with a encouragement to post to social
soft encouragement to post media

ﬂw_

L.A¥
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New Applications update

* Continuously working to expand our
portfolio of applications

- Collateral

- Job Stories
- Videos

- Social Media

Our Expectation: Provide contact information and consent to contact
customers with new or unique applications

Going Far Together
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Marketing Blasts

* Email blast, ongoing, sent to customer contacts (with emails in CRM)

* Purpose: Create awareness of who their dealer is and what they offer
- How to find your dealer contact
- Parts
- Service

Our Expectation: Cultivate any new or rekindled customer relationships
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Dealer Satisfaction Survey SEINJEBIER

* QOverall score increased 8 points!

— Qverall, | am satisfied with SENNEBOGEN
- SENNEBOGEN is helping to meet our business goals

* 34 other satisfaction drivers measured

- S drivers increased 10 points or more

= Parts training, Communication of machine status, DDRF
process, Marketing support, On time equipment

- 13 drivers increase 1-9 points
- 1 driver decreased 5 points or more

= Parts delivered on time :
— 6 drivers decrease 1-4 points t 8 pOI nts
* Results are being shared within SENNEBOGEN and 2019 -74

plans will be put into place based on results

Our Expectation: Take the annual survey and encourage others to take

Going Far Together
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Jim Westlake
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Service Voice of Customer

“Machine, flow of information, evolve the machine to do more. Service
after the purchase is key: it falls apart a bit from SENNEBOGEN to dealer.
Our local dealer is not knowledgeable.”
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What’s Offered?

* Free Technical Support

* 48-hour onsite support for dealer (machine down)

* Inspection Program

* RAMP Advantages

 UPTIME MAINTENANCE PRO (new program)

* Maintenance & Repair videos will be made available to technicians
* New CXS Role

* Uptime Kits
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SEIN/EBTILEN
Technical Support !

Would you purchase the same model truck if the service and or parts

support is poor?

e Technical phone support followed up with emails until issue is solved.
Use this support

* SENNEBOGEN has 48-hour machine down policy for eligible
customers/machines. SENNEBOGEN will send a technician to the
machine

* Why are dealers not participating in the SENNEBOGEN inspection
program? (Partnership Level Benefit)

- The inspection program is revenue driver and it's another touch to the
customer. Dealer should be attending customer inspections.

* Are you taking advantage of the Repair And Maintenance Program
(RAMP)?
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Service%20Attachments/Inspection%20example/835.0.777.pdf
Service%20Attachments/RAMP/821%20E-series%20T4F.xlsx
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Uptime

* New program...UPTIME MAINTENANCE PRO a 3 year/2,000-hour program that
covers all scheduled maintenance (Partnership Level Benefit)

* SENNEBOGEN is working on maintenance and common repair videos

Our Expectation: Use the available SENNEBOGEN programs. Get the
SENNEBOGEN service team involved early so we can help

Going Far Together


Service%20Attachments/PM%20flyer/194-1204%20UPTime%20Maintenance%20Flyer(scr)July15.pdf
Service%20Attachments/PM%20video/718,%20818,%20821%20Change%20Transmission%20Oil.mp4
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Customer Experience Specialist

VOC: “Weaknesses: provide more technical info not just a brochure. They
rely too much on their dealers, who are not as strong and knowledgeable.”
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SENNEBOGEN Introduces “Customer Experience Specialist”
(CXS)

VOC: “Weaknesses: provide more technical info not just a brochure. They rely too
much on their dealers, who are not as strong and knowledgeable.”

Why the new CXS Role?

* From the “Voice of the Customer” it became apparent that on-site training after
the operator had sufficient “seat time” would enhance their understanding and
utilize the efficiency of the SENNEBOGEN equipment

- Having a SENNEBOGEN factory rep on-site demonstrates the level of
commitment to the customer that a dealer representative cannot achieve

 This unique service will contribute to brand awareness
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What is the CXS Role? SEINJES LeLo =7y

« Travel to every new machine sold within 1 week to 2 months after the machine has been
commissioned and operated

« Ensure operator is operating the machine correctly

« Ensure operator understands every switch, button, indicating icons, and warning icons at a high
level

« Engage with the customer maintenance and technical personnel to ensure they know and
understand the maintenance intervals, proper lubrications, and the importance of using
SENNEBOGEN spare parts beyond just the filters

« Explain the use of SENNEBOGEN spare parts manuals and an overview of SENNEBOGEN
schematics

« Install decal “did you know we offer free technical training and have uptime kits for your machine?
« Hand out a package to operator (lunch box...)

Our Expectation: Dealer should be present with CXS on-site. This can
be educational and shows our partnership to customer

Going Far Together
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Uptime Kits

What are they?

* Functional benefit they provide?

* Every Service truck should have them... Does yours?

* Every customer should know about them... Does yours?

Our Expectation: Every service truck has uptime kits; included in every
machine proposal; every customer is educated on uptime Kkits

Going Far Together
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Voice of Customer - Sentrack DS

“Fuel usage is a big cost in a machine. Unlike excavators a material handler runs all
the time: back and forth. Can SENNEBOGEN do detailed analysis: this type of
machine doing running for 5 hours burns this much fuel (fuel burn rate). Even if you
can save 2 gallon an hour, that is huge savings. Eco, middle, full power: | do not

know the fuel burn rate. The data would be used in developing my internal charge
rate; would help in bidding.”
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Sentrack DS Update

It is available for E series machines as a kit that can be ordered through spare
parts

* The system shows GPS location

* Currently has Geofencing capabilities (Geoleash)
- It will send an alert when the machine leaves an area that you set

* This system will work with third party telematic monitoring programs
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Sentrack DS Update Continued

* The device works on GSM cellular signal

- If you have a cell phone signal at the location of the machine, then you will service to
the device.

- The system automatically uses the cheapest cellular carrier in the area. In the US it
Is usually T-Mobile

* The system will show active engine error codes

* There are still key components that need to be added, such as fault alerts (ex.
engine oil pressure)

Our Expectation: Use Sentrack as a value, track fuel usage so that
going into a sale you know G.P.H for example

Going Far Together
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Voice of Customer - Training

“The dealer who sent someone to train our operators on the 840s
was not even SENNEBOGEN trained. How does this happen?”
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Training

* Manufacturers charge on average per person $1,000 to $2,000 for a 5- day
course...SENNEBOGEN charges $0.00 (Partnership Level Benefit)

* Detailed Brochure hand-outs

* 2019-2020 attendance ratio of customer techs to dealer techs is 46% (customer) to 54% (dealer)
* We can report to each dealer the number of participants and class type attended

e Hired 2" trainer (more LMS...digital focus)

» Started “tree care” machine course

* Currently having an operator simulator being built

* Launching high voltage (electric machines) 4t quarter (depending on COVID)

Our Expectation: Evaluate your machine population vs current techs per dealer location.
Minimum of 2 tech per branch should be trained. Inform all customers of this value , take
advantage of the tri-fold handouts

Going Far Together


Service%20Attachments/Training/Factory-Training-Flyer.pdf

- - ™My == =~\"p
Simulator Example SEIN/ESILEN,
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480-volt Cabinet in Stanley
€= F Sy
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Voice of Customer - Warranty

“We tried to put this deal together, | tried to get you this warranty claim but they
[SENNEBOGEN] will not cover it.”
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Warranty

Do you feel like you should get higher warranty approvals for reimbursement?

* Top 5 reasons warranty gets denied

1. Commissioning and warranty certificates not submitted to SENNEBOGEN

2. Machine out of warranty

3. Required pictures not submitted or blurry poor pictures submitted

4. Claims submitted after the 30 days past “last labor” (work order closed)

5. Requested parts return: dealer has not stored parts for the required 6 months

* Improve warranty process understanding: SENNEBOGEN has been reaching out to
dealers and scheduling virtual meetings for clear understating of warranty processes

* Higher % approval of warranty claims = reduction in customer billing and frustration?
Warranty training is key!

Our Expectation: Push your warranty staff to get virtual training ASAP. Communicate to
SENNEBOGEN when there is a change in personnel so anyone new can be trained.

Going Far Together
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Some Examples of Photos

840.0.2062

Hebhelstrasse 30 » D-94315 Straubing =
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,...; 7v

= | 093136
MVLO260LG1S/11R—NZD12K02=5
2105257 248.32.43.99

2594 5050

PR
janr ’“008 08 richtung /C;/\V

min | CReE T kW

. 0 o

pr—

Going Far Together 111




SEIN/EBILEN]
Photos of Abuse
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Parts

* What's new
- New parts policies and discount structure
- PM Kkits for dealers and customers

* Parts sold per machine in territory
* Uptime Kits
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Parts

* Would you like to make higher Profit Margin?
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Parts- Percentage of Order Types

* Wide dealer variation when looking at our dealer's individual data
* Emergency order percentage varied from 3% to 68%

* Standard order percentage varied from .9% to 96%

* Stock order percentages varied from 0% to 74%

* On average if 50% of the standard orders are switched to stock orders
the dealer's margin would increase 3%

* The current rebate program is still running

Our Expectation: Have dealers order more on stock orders to increase
margins and no freight additional to customer

Going Far Together
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Rebate program

* All the below requirements must be met in order to qualify for the
iIncentive

* Dealer account in good standing

* Biannual reporting of parts inventory levels by item/quantity, value
 DSS complete before end of 4t quarter

* Minimum of one employee attended parts training each year of incentive
* Minimum of one employee attended PSR training each year of incentive
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Rebate program

* Total amount possible is 5%.
- Parts purchase volume is 2%
- Stock order percentage is 2%
- Recommended inventory value is 1%
* This incentive program is being implemented to continuously improve

the way SENNEBOGEN and the SENNEBOGEN dealer support the

customer. At the same time providing the SENNEBOGEN dealer another
method to increase profitability.

Our Expectation: All dealers participate in this program
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Recommended Stock List Process

« SENNEBOGEN is looking at revising the current stocking list

* We have already had 3 dealer’s partner with SENNEBOGEN to share
the top 50 items they have sold year over year

* We will integrate these items into our current stocking list

Our Expectation: Dealers share the top 50 items they sell to customers
with SENNEBOGEN

Going Far Together



Parts

Current Policy

30-day return
No hoses or rubber items returned

$5000 d-net stock order
No large order discounts

Restock fee of 20%
Annual parts return

gst:=nm:p

Partnership Level Dealers New Policy

60-day return

Hose and rubber returnable if under 3 years in stock
$3000 d-net stock order

$60K d-net Super stock order option at 35% off

Special 15% items are not eligible for any additional
discount

No restock fees

Semi-annual parts swap (none accepted in
December)

Our Expectation: Partnership Level Dealers will be able to achieve higher
margins
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Parts

* New program...UPTIME
MAINTENANCE PRO a 3

year/2,000-hour program that
covers all scheduled maintenance
(Partnership Level Benefit)

Going Far Together

Lubricate machine \/ \/
Change engine oil /
Replace engine oil filter /
Change engine air filter

Replace engine coolant filter
Replace fuel pre-filter /"'
Change engine coolant

Replace A/C fresh &
recirculation filters

Reset monitor panel
maintenance counter for
appropriate items

N«
<«

Replace fuel main filter

Replace breather element
hydraulic tank

Change final drive/hubs/
differential fluids

Change swing gear oil
Change transmission oil

Replace hydraulic filters

Sy B e

Factory trained
technician labor

v

AN BN A B

NS A B

N

Sy B U RN S R S RN s BN RS R RN

2 haurs, 150-
**{0 initial break-in service *=*Additicnal 250()) maintenance performed cn 850 E

1957 Sennebogen Trail « Stanley » NC « 28164 « USA
+1(704) 347-4910 » www.sennebogen-na.com

The innovative SENNEBOGEN
UPtime Maintenance Pro program
has been designed to help you
maximize the uptime on the job.
The program includes factory
scheduled maintenance for the first
3 years or 2,000 hours, whichever
comes first on all new 825, 835, 840
and 850 material handlers.

UPtime Maintenance Intervals will be
scheduled at: 250(3)/500/1,000/2,000
hour intervals. The complimentary
program includes all fluids and OEM
filters with factory authorized parts.

Travel and Mileage restrictions apply™

Benefits of the SENNEBOGEN
UPtime Maintenance Program

o Cost of ownership savings

Assurance of uptime with
factory authorized parts

Factory certified technicians
perform the work on your premises

e Transferable upon resale

SEINJEBOGEN
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Parts

* To better support our customers and dealers, we will offer PM
maintenance Kits:

* These kits will be offered for the Initial 250, 500, 1000, 2000 PM’s
* Models: 718 through 875 E
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Parts

* Factory parts
* Ease of ordering kits in advance
* Even if dealer is not performing services can offer kits to customers

* We will offer 10% discount on these from August 1st until the end of the
year (Partnership Level Benefit)

Our Expectation: Dealers will use and offer these to customers that
perform their own PM services

Going Far Together
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Parts

« SENNEBOGEN did an initial analysis of the parts per machine sold in
dollars

 To calculate this, SENNEBOGEN used the current number of machines

in the dealer's territory, as per the information in our system, divided by
the parts sold to the dealer for the same time period (2019)

* Dealers will be shown machines in their assigned territory

- If dealer feels this isn’t accurate, we need updates sent in so we can update
our system
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Parts

* Parts sold per machine varied from $1,850 per machine to $15,400

* One set of hydraulic return filters including hydroclean are $550

* The dealer with $15,400 per machine has 131 machines in their territory
* This will be reported sales metric going forward

Our Expectation: Where are your sales? What can we do to help you
increase your sales?
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Parts

* Uptime kits are important for our dealers and customers to increase
uptime
* What is dealer benefit
- Revenue

- Relationship
— Customer satisfaction (one customer stating 93% reduction in downtime)

* Does your PSR and dealer salespeople talk about this with customers?

* We have one dealer that in the last 2 years bought O while one has
purchased 60 Kits!
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Parts

* By using these kits the customer received better uptime and satisfaction

* Again one customer stated their uptime increased 93% using these Kkits
onsite

* From August 18t until December 315t we are offering an additional 10 %
off all Uptime kits purchased. (Partnership Level Benefit)

Our Expectation: Uptime kits are on all Dealer service trucks; proposals
and that the customer is educated

Going Far Together
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Paul Quistorff
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Streamline Relationships with Dealerships
and Customers

* Assist Dealerships to provide top level service and support to
customers

* Provide Dealership reps with appropriate Sennebogen
department resources to facilitate quick and efficient factory
support to Dealerships to help resolve issues with customers
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Personal Assistance to Dealership PSSRs

* Personally visit Customers together with Dealership PSSRs
as a team effort

* Address and resolve Customer issues/ concerns together
with Dealership PSSRs

* Address and resolve dealership level issues with factory
support
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Assess Customer Needs

* Field customer maintenance and support questions

* Review customer equipment status, usage, condition and
maintenance practices

* Assess the machines needs with a visual inspection if the
customer permits
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Detail Equipment Needs
* Provide a detailed PSSR review and report of equipment deficiencies

and needs to Dealership and Customer based on visual inspections

* Utilize PSSR review to compile a recommended parts list to address
the equipment issues

* Provide Dealership PSSRs with a recommended parts list and a parts
sales quote to help Dealership propose service work and parts sales to
Customer based on provided review
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Follow up with Customers

* Follow up with answers to address Customer concerns, needs and
any field questions

* Follow up after Dealerships proposals for service and
recommendations from PSSR visits to guide the Customer to have
optimal service live and uptime of equipment

Going Far Together 133




-l > ~=Irilr \
SEIN/EBTILEN

Assistance to Dealership PSSRs

* Assist Dealerships with recommending Customers on site parts
stock based on machine hours or recommended component
replacement intervals

* Assist Dealerships with parts and components lookup

* Help with recommended component lists for Dealership machine
rebuilds/ overhauls
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Assistance to Dealership Store Personnel

* Assist Parts Reps to understand the parts books/ schematic
lookups when on site at the dealership

* Review and assist with Dealership recommended stocking
list items

* Provide documentation assistance with the Sennebogen
Dealer portal
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Engineered Solutions
Detlef Engels

SEINJEBOGEN



SEINEEEIEN
Engineered Solution - VOC finding solution?

* Explain benefits: We engineer solutions/drawings for the customer
and demonstrate exactly what the customer needs

* Show example: Weyerhaeuser

* Opportunities
- Special Projects: Utilize a used 830M-T fixed on Pedestal
- Non Standard operations: Clear logs from de-barker

- Solutions provided: Use the current old 830M-T to be placed on
concrete pedestal
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Basic Application Survey

PORT / WATERWAYS FACILITY
BARGE UNLOADER SURVEY

high 1 / water level

Jow tice / water level

L

=FIEN]

T

- s
\’
7
A E F PN
hopper
A outside width barge L distance center of machine to edge hopper V1 type of material
B inside width hatch / hold M hopper opening [truck opening] W1 density of material [max]
C distance hatch to edge barge N hopper height [truck height]
D inside hatch clearance (o] degrees swing barge to hopper
E distance edge dock to edge barge P i hopper / y ity V2 type of material
F di center machine to edge dock W2 density of material [max]
G distance dock level to high water level Q free-digging" producti qui f
H tide / distance high to low water level R hourly products qui [hours/barge]
| barge ity { volume S preferred / existing clamshell volume / size X clean-up equipment
J style of barge [deck, hopper, ...] i isting / new 1l weight ¥ weight
K weight barge covers U time barge move, clean-up, etc. Z time to lower equipment
dealer
customer
date
'mm-( 9 -t (defined) time Intenal, whan digging Yom 3 specifiad paint In e barge. This paint is generally located 3t the horzontal cenre of the ship and vestically 3t the mean low water for e port. In general i represants the
mean (o )

fate at wouki be achieved. This rate is margnally pecic to the port and does not consider barge Movement, Barge cover handing, Ciean-up, Waltng me of any other me ioss. © 2011 SENNEBOGEN LLC




Let’s not do this!!! 55]}\\&::,355\]@

How the customer explained it!!
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Let’s not do this!!! 55]}\\&::,355\]@

How the salesperson understood it!!
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Let’s not do this!!! gib\\llszfuggjj’

How the project leader understood it!!

Going Far Together »




Let’s not do this!!! 534\\”::,55_:“»

How the project was documented!!
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Let’s not do this!!! SEIN/ESLILEN]

How the customer would be billed!!
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Let’s not do this!!! EEIN/EBLEN]

How marketing advertised it “iSwing 2.0”!!
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Let’s not do this!!! SEIN/ESLILEN]

This is what the customer really needed!!

Our Expectation: Use the surveys and listen to the customers needs!

Going Far Together
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Engineered Solution SEIN/EBLIITER

Customers need: To get the logs out which are tangled up in the de-barker.
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Engineered Solution SEIN/EB WL ET

I ! | 2 L1 3 | 4
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ummed Machine i be smad b corvrson Working Radius
. 3052548 NT Darie - covermont!
. Ko a 4
Option 1: X | B :
Undercarmage: STES (13048) v 3
. . . Sy SeAk T 31 : |
Pyon J E
830 A-Special (4-Point pedestal) machine S
Netmtrg pume fou 11008
[ .
i
E' Casen $ X T
H . [
i = - 3 |
|
Is |B |
ste 3 | |
122 |
i 1 E o o] I
3 o 7 | . I i 7 4
efs A A / AR 5 1111111
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51| C e o WH C"I‘R‘s 7 T
A -
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Note:
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D
®
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H Stick: 5.8m
H Undercarriage: STE3 (13046) et
¥ Gallery: I/m/ack (11181 & 11182) e Deen
] Pylon: 3650mm (12927 & 12928} SR ARAL E
i Agapter pylon: 1250mm {183084)
] Cab: maXcab D270
} Refusling pump: Yes (11098} L
3
5 - -
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Engineered Solution SEIN/EBLIITER

| 1 [ 2 [ 3 4
Oponz
A
=
Option 2: (.
=
A-Special (Elasti '
830 A-Special (Elastic bearing mount |
H
= ;‘{ =
on concrete pedestial) macnine i
ir
i
i, e
HH
HH e
ite o
T H )
s
E 97735
T K I N1 - e
=5 ES27.22, ) N O o — T ||
HiH ST83 Smxsm LIHT POLE
HTH MTH CANERAS
31| C J \
STANDARD CONCFETE AULED A
__-PFE BOLLARDS (TYP)
- ==
Current Machine 1o be used for conversion: LKHT FOLE
Series - v
£30.0.2045 MT K14 D-Series - conversion!! (TiPOLE
Note: WTH CAVERAS ” ||
Concrate foundaton is customer specitc and |
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Scaffoliplatiform is customer specific and " " "
responsillity of customert —T T
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®
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Engineered Solution —’35\/]—'—1—1—1—'11

Customers Question: How will this work?

R

B =

I 12262,39mm G
N

&
Length:| 17063.8mm

Answer: | will make a simulation and show you what we can do.
What | need is your data from the de-barker so | can make a simulation.
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Engineered Solution SEIN/EBIITEN
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Engineered Solution SEINIES A ET
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Engineered Solution SEIN/EBIIEN

Result: Customer loved the idea and went this way.
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Sales
Jason Jones

SEINJEBOGEN



Who is involved in the Journey
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SEINEBILENS

Dealer Tier “PARTNERSHIP Advantage”

« SENNEBOGEN has added a Partnership dealer tier to our policies in order
to help :

— Customer centricity
- Improve dealer partnership, both bottom line and growth
* To maintain this level of benefits, there are dealer requirements in the
sales process which focus on:
- Dealer being Proactive & Transparent in Customer Potentials & Quotes
- Dealer Management Support for Strategic Meetings and Accountability

* Future tiers will be added to benefit dealers who support the partnership

Our Expectation: Dealer full partnership with everyone working towards
the same goal

Going Far Together



From

The Role of Sales in our Customer Centric Journey ggjj\\/j_—,_ﬂ_zjg..—;:,\f
I

To

Negotiating for customer’s business

Creating customer value

Having expert product knowledge

Having expertise about the customer’s
business and industry

Supplying customer with product and
market information

Helping the customer grow his business

Selling a product

Delivering value

Communicating value

Creating value

|dentifying customer problems

Consultative customer solutions

Volume planning with customer

Building a business plan in partnership
with customer

Sales function focus

Total involvement of all functions

Focus on many customers

Focus on few attractive customers

Source: Ajay K Sirsi: Marketing Led — Sales Driven
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Regional Sales Manager to Regional —IEJNJ - Ld = EF
Business Manager

* “CEO of Territory” (Sales / Parts / Warranty/Service/Training/Engineered
Solutions)...What does this really mean?

e Change from supporting the business to co-driving with dealers

* Will hold strategic monthly discussions to review partnership milestones and
opportunities

* Require open discussion and transparency with dealer and their sales teams
on opportunities and quotes

* Participate in strategies to succeed and share best practices

« SENNEBOGEN Consultative Sales & New application Training for product
benefits and selling techniques (e.g. Lunch-n-Learns)

Our Expectation: Dealer Full support and open communication

Going Far Together
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For Alignment we will have Strategic Monthly
Meetings to Review the Partnership

* Monthly in person
* Should include Dealer Principles
* Information sharing: review warranty / parts / sales / needs

* Review Sales Process including opportunities and agree on action plan /
next steps

* New lead generation
* CRM refinement / update

Our Expectation: Management support with accountability to your team

Going Far Together
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Monthly Data based Scorecard SEN/EBISIEN

7 Unit Sales YTD Parts Ordering Method Uptime Kit Purchases
I 60% 5% 3.5
4
:I 10 9 50% 44% 3
7 39%
| s 40% 34% 33% 25
28%
e 30% 24% o 2
- 3 19%
| 4 . 20% 15
)
!_ 0 0% 0.5
} 2017 2018 2019 Current YTD 2018 2019 2020TYD
il 0
!_ mRetail mStock mGap W Emergency M Standard m Stock 2018 2019 2020
)
) . Marketing :
- ini Parts per Sennebogen Population
" Dealer Tralnlng Targets P 8 P Website Audit Approved Not Approved
}| 100% $25,000 Co-Op _ Available $5,000
)| 90% $20,100 Consumed $2,000.00
)| 80% 1 $20,000 Remaining $3,000.00
1 70% $15,400
— 15,000
| 60% ’ Warranty :
7] 50% 1 N
} All Branches trained Yes /NO
[ $10,000 $7.394
H 30% ’ $6,334 Deniials for Administration: 5
Vo20% 1 $5,000
| 10% Customer Touch:
"o S0 Inspections or CXS visits not attend 2
} Specialist Technical PSR 2018 2019
1] mGap ® Current W Parts Per W Bestin CLASS Customer Complaints
)| Service or other 2
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Unit Sales YTD and Gap discussion

are we going
to meet goal?

Unit Sales YTD

12

10 9

oo

(e}

SN

N

2017 2018 2019 Current YTD

m Retail = Stock ® Gap
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Discuss what
IS causing
these trends?

Parts Ordering Method

Parts Ordering Method
60%

50%

57%
44%
0,
40% 39%
34%
30%
249
" 22%

20% 19%
10%

0%

2018 2019 2020 TYD

o<

mEmergency mStandard m Stock
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How can we
Improve parts
sales

Part sales per Sennebogen vs. Benchmark

Parts per Sennebogen Population

$25,000
$20,100
$20,000
$15,400
$15,000
$10,000
$7,394
$6,334
N - -
$0
2018 2019

m Parts Per mBestin CLASS
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SEINEBEIEN]

Training overview of Dealer staff

Dealer Training Targets
100%

90%
80%
70%
60%
50%
40%
30%
20%

10%

0%
Specialist Technical PSR

mGap mCurrent
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What is the
cause of no
uptime kits?
How to improve?

Progress with Uptime Kits

Uptime Kit Purchases

3.5

2.5

1.5

1
0

2018 2019 2020
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Review Data relevant touch points

Marketing :
Website Audit Approved Not Approved
Co-Op Available $5,000
Consumed $2,000.00
Remaining $3,000.00
Warranty :
All Branches trained Yes / NO
Denials for Administration: 3
Customer Touch:
Inspections or CXS visits not attended 2

Customer Complaints
Service or other 2

Going Far Together
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SEIN/ESTITEN,

Concerns / Issues / Comments

Retail off slightly, but can improve No dedicated SENNEBOGEN rep / consider
regional?

Current inventory levels Can't order wholesale until units retailed - replace as
sold

New location in GREAT NEWS - Will dramatically contribute to growth
in that region

718 Dealer Has required unit in stock - consider dealer demo
days to tap market

Opportunities / Reporting Reported opportunities mostly in XXX at this point

Strained Relationship with XX Industries Constantino may need to intervene / it is our issues
not dealer

Trained Service Techs 13 - Great start!!!, Consider sending tech for
Fishersville

Parts $313K - good month. Sell Uptime Kits for easy
increase

Large untapped Forestry Potential Need to appoint SENNEBOGEN Forestry Specialist
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SEIN/EBTILEN

Strategy Meeting Example

Opportunities in Region Action / Strategy Agreed

upon with Dates
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SEINEBILENS
In VOC We Heard

* Customers face changing challenges, their strategies change

- “We are looking at more markets in the scrap business, different type of
scrap processing, these will require diff types of machines. We bought
a plant in City X, we load by barge, their demand is different.”

- “735: pick and carry machine. Our strategy for Region X is changing:
trying to redesign our mill for operations: our problem: we have these
machines that are old, we need to find a solution. We have discussed
735 for years, we do not know when capital is going to be available.
Sometimes renting or leasing is better. What we are trying to do is to
sort the wood automatically, not in the yard.”
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Answering the Voice of Customer we will develop and use LR =
customer plans in partnership with dealers -‘—:"IJ\// It5=r]

Alm Structured way to discover strategic pricing and sales opportunities
. G—()a{/Ve should be fairly compensated (price and sales) for the value we create
H—O W?)/atlﬁe is created when we can help customer cut costs, increase revenues, or
* Why ’

- Customers may know their needs, but they do not always know what fulfilling
thcl)se needs is worth to them or the value created. This tool helps quantify that
value.

e Sales calls are opportunities

- Sales professionals should have a clear idea of
= Why they are going out on calls
=  What they want to find out
=  Which questions will give them the needed answers

Our Expectation: Dealer Sales Team to Assist in Gathering Information
and Collaborating on Customer Stratec
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SEINEBILENS

In VOC we Heard:

“Every 3 to 6 months, find out what is happening to our business, business

priorities. Komatsu dealer speaks with us every week or two.” Customer

« “SENNEBOGEN should be more proactive: visit customers, understand his
environment and provide advice on less machine breakdowns and
increasing machine longevity. When SENNEBOGEN rep calls or emails he
asks how things are and does customer have any issues. This is not
enough.” Customer

« “Dealer in State X is a dealer for them, | have not heard from them. Do they
even know | have the machine?” Customer

+ “We talk to a sales rep from dealer once in a blue moon.” Customer
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Introduce
Customer
Segmentation

Our Expectation: Dealer
Sales Team to Assist in
Gathering Information and
Collaborating on
Customer Strategy and
being Accountable for

Agreed Actions

Going Far Together

Premium — RBM is directly
involved in these accounts
and drives the business with
the Dealer

Performance- RBM is driving
the business and working
with the Dealer to accomplish
action plans and strategy.

Value — Dealer is Owner of
these and RBM is driving and
following up on actions to be
taken

Customer Plan is
required

Opportunities Identified
and created

Customer Plan is
required

Opportunities identified
and created

Need to “qualify “ as
opportunity or not and
updated

Value with Opportunity
should have a
customer plan worked
out with Dealer
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RBM will Ensure we are using a Consultative
Selling Process

Have approached with a curious mindset (NOT: | already know what he
needs!)

* Avoid “what is my price” discussion, explain to them “Solution Provider”
 SELLING THE SENNEBOGEN AND DEALER STORY!

* Follow your agenda of questions to probe ( coming from customer plan)
* Seek out what they value and why

* Try to understand what keeps them up ? What are pain points ? Perfect
world solution?

Our Expectation: Dealer follows the Sales Process showing Value Early
while Including SENNEBOGEN
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RBM should ensure we are using SEIN/EBWLEN]
Consultative Selling-to Finding the Right
Solution

* Ask the right questions to understanding customer need

* Follow a process (Customer plan)

» Critical to be involved early in the process, not at price comparison stage
* Understand clearly “Why did we quote that machine?”

* Providing right solution — confidently!

 Example 895E vs E-Crane

Our Expectation: Dealer allows RBM to help drive the business with
transparency and strategic planning together

Going Far Together



Machine Knowledge — Offering the RIGHT Machine

.-',3'"[\/ ESWLEN
MARKET POSITIONING ON LARGER MODELS
r
g' _ 840E | 850E | 855E| |860E 870E
erie : : _
i L Hybrid Hybrldj Hybrid

C/D- 840D 850D |860D| | 870C

Serie
(Tier 3)

Same lift capacity
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Potential

Strategic Sessions _
Customer smmmd With Dealer (Action [ Segmentation Building Identified

Information Plans)

Customer Plan Opportunities

Present Offer

. . * Show/ Explain Values
|dentify Customer Review / Update Strategize best delivered

Needs and some [med Customer Plan & offering « Engage in Concern or

they may not realize Opportunities Sales Arguments
Customer has raised

Pre Visit/Meeting
Plan

(price)

Our Expectation: Dealer supports the Sales Process
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Example Proposal

Quotation To:

Email:

Quote #: QUO-10319-K3M7D9
Date: 4/7/2020

Delivery Date: TBD

REQ:

We at are pleased to offer you the following equipment for your consideration.
2020 New SENNEBOGEN 830M S/N TBD

830M E SERIES SENNEBOGEN
1,25YD 4-TINE GRAPPLE
MAGNET SUSPENSION LINK
25kW BALDOR GENERATOR
K15 REACH PACKAGE 50'3"
SPEC SHEET ATTACHED
Galveston Port Surcharge
DELIVERED TO TDS

Total Accessory Price

WARRANTY: 7 Yr/ 2,000 hrs - Complete Machine

Base Selling Price (Ea)

Total Sales Price (Ea)

Net Sales Price

Sales Tax  8.2500000
Diesel Tax  1.5000000
HET 0.1687000
Total Sales Price

$550,700.00
$45,432.75
$8,260.50
$929.03
$605,322.28

We look forward to your valued order. If you have any questions or comments please feel free to contact me at

Regards,

Going Far Together

$543,344.00

$5,856.00
$1,500.00

$7,356.00

$550,700.00




Proposal Preparation and Delivery

@

= J\\J#ﬁrl'#:h‘

Machine

Highlight values

Focus on customer specific items

Quantify with estimated $$ for values you have or the machine has

- Example Safety Guard typical cost
— Other items you are providing w/ value ($9)

Include Product Specific Values if you are aware of competitive quote (ex. Fuel
consumption, cycle time)

Offer Uptime Kit benefits and price

PM and RAMP service offered

Present the offer where you can explain the above (don'’t just send email)
Discuss with customer was there any area of that was not covered

Our Expectation: Dealer is transparent with SENNEBOGEN while
communicating clearly delivered value to customer
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SEIN/EBLEN]

SEINJEBOGEN

Machine Quote

Machine Quote Example

Dealer Logo Model: MB18EK10
Customer: Customer Name
Date: Date
Dealer: Dealer Name
Quote #: Quote #
? 360° Lift
WO g apacity
10 . iy
-
&5
- - - . - u e -
Machine Quote
RO ar”

| s [ e
R ‘.\\ = ol Dealer Logo Model: MS18EK10

/R 5'\ T Customer: Customer Name
B R . Date: Date

1 »
l, Dealer: Dealer Name
s
ols CQuote #: Quote #
! *
$ 2
| la
fa
- ] -5
L L =
e T T N S T TR
fmt 0 5 ;c 5 » ;S ;—- 5 & 4‘6
Lift capacitior arertatedinpoundr. Valuerin brack [Jare. di trictons. Indi. 4

fiqurer are baredonlS0 10567 and donot excood T5 % or tipping and 37 of hydraulic
zapacity and machinestandingon firm, lovelrupportingrurfacze. Loadr are valid for 3607

i33s1L
@ SEHHEROGEN LLS, 1357 Sranrbagrs Trail, Slanley, HC 20464

Usdrraar paling of suslissnsnimprasrmrals ur rracear Ibe righl ls sbanyr spraifinali ar. The illaaleali absus splisual rusiparal sndler diffrreal arciva.
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Machine Quote Example

Machine Quote
Value Cost Value Cost
Included Standard Options
Tap Windou Guards 2000 o ptimo Maintonance Pra 4000 o
2000 o o o
2700 o o o
1100 o o o
850 o 0 o
2500 o
1000 o
470 o Value Cost
520 o
520 o 2000 o
550 o 10000 0
560 o
2150 o
7850 o Value Cost
2300 o
Pricelorr o
Pricelorr 0
Value Cost
Pricelorr o
o 0
Value Cost
Included Value
Included Standard Options $29.270 $0
Uptime $4,000 $0
Trainina $18,000 $0
Priceless  Priceless
$0 $0
$51.270 $0
3888
$2,000
$51270
$53,270
Total Customer Cost i

Going Far Together

Value

Included Standard Options*

Top Window Guards

Front Window Guards
Upper Carriage Handrail

Bulletproof Windshield
Bulletproof Skylight

3 Micron Dual Filtration System
Seat Heater

Light Package on Cab Roof

LED Light Package Boom

LED Light Package Stick

Travel Alarm

Aluminum Ladder

Safety Catwalk w/ Handrails for
Easy Access

Easy-access, Heavy Duty Sliding
Cab Door for Safe Entry

2000
3000

2700

1100
650

2500
1000

470
920
920
550
560

2750

7850

Cost

0
0

o

0O 0O 0O 0O o o o
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SEIN/EBTILEN
Machine Quote Example

Value Cost

selNesoGEN Uptime Maintenance Pro 4000 0

Machine Quote

Value C. Val C i 1
T T ———— Uptime Kit ABCD 0 0
Top Windou Guardr 2000 o Iptime Maintenance Pro 4000 o
uar: 3000 o o o
2700 o o o
—
100 o o o - -
“ v Full Repair and Maintenance Program O 0
o
ano o Value Cost
920 o Training
920 o LevellFactary Training 3000 o - -
mooe | e On the Ground, Anytime Maintenance O 0
2750 L]
-
o Non-Electronic Magnet Controller 0 0
ot —1
Value Cost
Parts & Warran ty
987 Availability Pricelorr o
Standard Warranty 1yr 2000hes o o

Value Cost

Included Value

Included Standard Options $29.270 $0
Uptime $4,000 $0
Training $12,000 $0
Suppark Priceless  Priceless a u e os
Pars $0 $0
Tatal $51.270 30
- -
Rotail Price nf Unit Liid i
Dircawats $2,000 T ra l n l n g
Tacluded Yalus $51270
Tatal $53.270

Levell Factory Training 38000 0

Level Il Factory Training 10000 0
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Machine Quote Example

selNJesoGEN
Value Cost

Yalue Cost Value Cost
luptime |
Top' Guardsr 2000 i ro. 4000 0 »
- v Support Services
2700 0 o o p p
100 0 o
€50 o HNon-Electranic Magnet Contraller o - - -
- Factory Technicians Priceless 0
SoatHoater
L;.r.::u:u...nc.m..t :‘::0 : Value Cost
LEOLihP ackoqsBosm w0 . . - .
Moo e e T Engineering Services Priceless 0
o

560

2150 o
7850 o Value Cost
2300 o Support Services el
Factary Tochnicians Pricelorr o v
Engincering Servicor Pricelorr 0
Value Cost
Parts & Warranty
982 Awailability Pricelorr o
StandardWareanty tyr 2000her o 0

Value Cost

Included Value

Included Standard Options $29.270 $0

Parts & Warranty
Tatal $51,270 30
S8% Availability Priceless )
sss.éz;oo

Standard Warranty 1yr 2000hrs 0 0

Going Far Together
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Machine Quote Example

Value Cost
Included Standard Options $26,970 S0
S e —— e 54,000 50
Training $18,000 SO
Support Priceless Priceless
Parts SO SO

e ost
Parts & Warrant y
982 Availabilivy Pricelors o
e lotal ,970

T
o w6 | ——
Parts $0 $0
i Retail Price of Unit $480,000
lllllllllllll $51270
----- $53.270
Discounts SO
Included Value S48,970
Total $48,970
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Lease By The Hour - The Best Financial Package Available

* Customer pays a Per-Hour-Rate regardless of time
* Strong option to include PM and RAMP
* Customer realizes their EXACT operating cost

* Directly attaches operating cost to revenue (changes from fixed to
variable cost)

* Cash flow consideration
* Every customer that has tried this has NEVER gone back
* Historical buyers are seriously interested in this!!

Our Expectation: Dealer should be offering these options to every
customer and explain them properly

Going Far Together
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How Can We Support Used & Rental
SENNEBOGEN Market

* Rental business is a great revenue stream

* Rental and Used machines bring more sales
* Great driver for parts and service departments

Our Expectation: Dealer supply us with info on how we can help you get
stronger

Going Far Together
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Sales Tools

- Tools / Resources Available

= Dealer Portal
- SENNEBOGEN vs. Others Comparison
- How to sell against Liebherr/Fuchs
- Specific application details/benefits

= Video Library : Walk Around and Demo Videos
= Agenda for Meetings

= PM and RAMP advantage

= Updated Quote Document

= Engineered Solutions / Drawings

Our Expectation: Dealer Sales should be utilizing these tools to sell value
and generate margins

Going Far Together



Take Note of These Policies SEIN/ESIIISEN

* Multi — Territory (any customer deals that include more than 1 dealer
territory) deals MUST include RBM at earliest stage

» 3" Party Extended Warranties must be stated clearly — 3" Party or NOT
FACTORY WARRANTY on all quotes

* Grey Market machines cannot be sold as Sennebogen LLC machines:
— Must be declared as a grey market
- Clear no factory warranty applies
- Customer notified parts & service may not be as readily available

Keep in mind these machines are typically built to different specs than
Machines designated for North America

* ALL dealers MUST have a Sennebogen Specialist on staff- Specialist
training in November

Our Expectation: ALL dealers are abiding by these policies 100%

Going Far Together
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Product Specialist Training Q4

* Date: Week of Nov 9t

* Who should attend?

* What should they expect?

* Your RBM will be in contact with you for more details on scheduling

Our Expectation: Dealer has person(s) attending

Going Far Together
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Diversify YOUR MARKET COMPETITION !

* Over the NEXT 9 MONTHS (thru March ’21)

* Individual Salesperson of record who SELL (2) Diverse Application with
PO in hand (limited to the 1st (5 salespersons))
* Diverse application is Waste or Port at least (1) Port required
* Trip for (2) to Europe one week in Sept 2021
Airfare to and from Germany

Accommodations / Meals while staying in Germany
Personal option to extend travel
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SENNEBOGEN will become a Customer
Centric Company

* With SENNEBOGEN'’s customer-centric approach the
competition will become irrelevant

* The work we are doing together will take us to new
heights

- Drive revenue and profit
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Port Focus

David LaFleur

SEINJEBOGEN
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SEINEBEIEN]

Ocean Inland
Terminals Waterways

Great
Lakes Dredging
Terminals

192
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Applications
Inland River Terminals Great Lakes Terminals
Barge Unloading/Loading Barge Unloading/Loading
Transloading Ship Unloading/Loading
Ocean Terminals Marine Construction
Barge Unloading/Loading Dredging
Ship Unloading/Loading Environmental Dredging

Going Far Together 193




SEIN/EBLEN]

Applications
Inland River Terminals Great Lakes Terminals
Barge Unloading/Loading Barge Unloading/Loading
Transloading Ship Unloading/Loading
Container Unloading/Loading Container Unloading/Loading
Breakbulk Unloading/Loading Breakbulk unloading/Loading
Ocean Terminals Marine Construction
Barge Unloading/Loading Dredging
Ship Unloading/Loading Environmental Dredging
Container Unloading/Loading Maintenance Dredging
Breakbulk Unloading/Loading Jetty/Breakwater Construction

194
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PRELIMINARY

H

"‘
/s
f
585 iw (stagav) /
'

"w' 552 iw (stage) }
500 iw (Etectro) 9 a D g
‘A w420, ,gs —
o > N . ' Harbour mabile crane

A mean, Hybrid

{ | .
ﬁ POR]E:E) Material handling machine

195
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Road to Port Success

Qualify the customer — ask the right questions

Going Far Together

What machines are you currently using
What are your pains

Who performs their maintenance

Do they track operating costs

What material are they handing

Any special projects

Production requirements

196

196



Road to Port Success

- Use our available tools 5 =

— Port Survey
— Machine lift chart comparison Sennebogen v/s Liebherr

— Fuel comparison

Broussard Brother Project Cycle Times

HoB o8 oW
& & & & &

— Cycle time estimates

Al times are calculated uning single functions with no overiap
Function Parame ters full cycle time

Clamshell Full open / close / open cylce 7  seconds
Hoist Full down / up / down cycle 12 seconds

&
w
=

92672019
Stick Full in / out / in cycle 10 seconds

O UC IO eS I a eS Swing 5 rpm = 1800 degrees per minute 30 dps
Sennebogen 875E, serialnumber: 875.51017 divi _

Sennebogen 870 / 875R HD Cycle barge to pile 90 degree swing

- RBM, Specialists & Engineering e . o

5.
total engine hours engine hours Stick average barge to pile a1
Swing 50 divided by 30 x2 60  seconds
219510 h 135.03 h 223 Total
Our commitment..,
Total cycle 60 divided by total cycle time 27  perminute
1345 ies per
27 cycles per minute x 50 minute hour hour
All cycie times are calculated using single funictions ( lift then swing then stick our etc.)
utilization diesel (total) max capacity capacity : Tons per
Medel Reach at full reach material wisght cubic hour

\ Y
N E75R HD K18 (55 57) 35,053 Ibs 3,000ibs CY 75 1513
76% J E75R HD B24 (79'97) 24,500 Ibs 3,0001bs CY 5 1003
0 — o
E70R HD K18 (55'5") 27,500 Ibs 3,0001bs CY 55 1110
4645 | E70R HD B24 (75 97) 19,500 Ibs 3,0001bs CY 35 706

all buckets are Anvil HC7 series
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SEIN/EBTILEN
Road to Port Success

Purpose-Built - =
To Suit Your Purpose ~.~_/ \_:
By building simply, we can build flexibly.

Present the quote properly st | SR

- In Person
Health & Safety:
The First Step

- Large drawings s sty

industry leader in preventing downtime,
ple

P\

A\

L

Order your UPtime Kits by Model & Part Number

—_ —  A/C Service Kits —————————————
=
- o . >

- Value presentation

Green Hybrid
Energy Recovery System

§41 rocow wrargy dung e werk gk ed e

* Use of the movered emergy durmng the next
b e b the e s et

The benefit of the SENNEBOGEN Gree """

Almost constant power across the entire cylinde =

Center of : .
Excellence e

Nt Loy sty

* Ube of stangint byransic
cmgmrents

[

AVAILABLE

TRAINING s s
COURSES ey el

Servce Level 2 T *+ 86 Dot ShocCng
Pect: Traurmng

Operstor Famdanzetion
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SCFMARINE

———— I N C

875E R B24, BA14.5m, ST12m, R147/580

E300/260 Kabine maXcab Industrie

ft 92 85' T 727 66' 59 52' 46 39' 33 26' 20' 13" T

24267 vy
FReET] !
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e ————— I N C

875E R B24, BA14.5m, ST12m, R147/580

E300/280 Kabine maXcab Industrie

ft 92 85 o 72 66' 59 52 46 39' 33 26' 20' 13 T {

24267 o
e '
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\\' WATCO

COMPANIES
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SEIN/ESILTEN

875E R K18, KA10.5m, ST8.5m, R147/580
E300/260 Kabine maXcab Industrie

18,
.
8 18..
.
18

. .7 2.'».5 2%7 3*7 3:.. £
2186 203 223 48
(. ey

-

.
o

= 80
-

-

Hgy S / Water

Low tide / Worer

92° 85" 79° 72 66' b9 52° 46' 39" 33' 26" 20" 13' T

Going Far Together
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[59.48)
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T3NS

]g' 1" 8% 10
MIN. .
P
—NAVIGATIONAL AID ) g
/_ SEE C-609, C-610 2
BREAKWATER ARMOR
TWO LAYERS (SEE DETAIL 2
ON C-503) (TYP.)

/A BREAKWATER 9 — SECTION A
C~508/ SCALE: 1"=8'
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\\' WATCO

COMPANIES

selNJEBOGEN
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COMPANIES

B895E R K28, KA16.0m, ST13.5m.
PRADOBAD special, Poricab, Skylift 1100

n
05
ST
7'
8BS’
79
ra
66’
59"
52'
&6
39
33
26"
20°
13

-1¥

-20
26"
=33
<35
-46°

ft 97" 92" 8BS 19" T2 66" S 527 &6 397 337 267 20" W3 T }}

200'5mm

see exe 1
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selNJEBOGEN
New Port Material Handler

Electric motor 500 kW / 670 HP
Diesel engine 563 kW / 755 HP
Working equipment 92 ft. — 133 ft.
Operating weight: ca. 465 US t




46
“ imiv SEIN“‘EBDGEN
42 -
§ /1 i
13 23ﬁ:z 7 / f:’i

36
34 %{ /
32 // N / [l }J ]

«..._‘:>"~_____ _
|

R B n New Port Material
RN EETAN Handler
22 ;* '," - :‘ :,“ f" o . =
65,621t 20 ii{g'{,'b / ;' ] i
18 (:. 1K | ( ! i i I.
. e TR T L = 33,600 Ibs.
S AREEE S NI capacity at 131 ft.
e Jmmh reach
. 2 y J| }‘ ; W:{ w}if‘ ;
, 's '." i
’ NI T : = 465 US tons
: R = operating weight
-32,80ft j — 1|
-1
-1
-1
-1
-2

44 42 40 38 36 34 32 30 28 26 24 22 20 18 16 14 12 10 8 6 4 2 0
131,23t 98,43ft 65,62t 32,80ft



. = selNJEBaGEN
98,43ft 30 7 ."'f
28 // ..'}
26 y /: N New Port
2“ A el 1 | Container Handler
22 (30t)] (67]2001) 'z\ '
o0 T T 1 = 60,480 Ibs.
18 £ .
16 0y N capacity at 91 ft.
{ // 30t 67,2016 /N
14 f: (330 (73.92010) i reach
- | A1/ 5
[/ / / |
32,80t 10 ? :
[ |3y e
8 !' taer {89
6 ! = '\
4 "'%.,k
2 ‘
0 b
2
-4
6
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Components and Design

SEINJEBOGEN
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Components & Design "
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2 piston 2 nitrogen
accum: Sujiw R oA ithrs

Hybrid accumulator

ettt
N

TREEH

|} 1l.
CICHCIECIN,

ﬂl \~H°

o L

wenenem.

VEFIEREERR VR

R e )

L
i

=

1l

PUHIA b N I M IO T I M M T
M i Ha

Hybrid accumulator #2

2 slewing gears

1
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SEIN/EBEIEN

Com ponents & Design Hydraulic tank 2.150 |
(570 gal.)

Gear lubrication

Central lubrication

intercooling water cooling 4x oil cooling

Servo control

E-Box

Power take-off unit

Main valve block

Diesel engine 568 kW

PowerPack
ventilation surge tank

Fuel tank 2.250 |

(600 gal.) Air intake incl. filter

Going Far Together



Components & Design SEIN/ESLILEN]

. Main valve blocks

2x swing pump 760 IIm|n

Diesel engine 568 kW

\
Boom

N

Oil
COC

°ooooo

“1» 66060 - Stick

Water
cooler

gy

Intercool
er

Servo
control

Oooooo

B80RBED

— e

T

2x double row main pump
4x 570 I/min (150 gpm)

Auxiliary pumpe
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Components & Design

Intercooler

Water

cooler

4x oil cooler

215
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Components & Design

Hydrauliktank

2.150 | (570 gal.)

Air condition electrical

4x oil cooling

cabjnet

PowerPack
ventilation

Going Far Together

E-Box

incl. FC

Electrical cabine

SEINESLILEN]

Gear lubrication

Central lubrication

Servo control

Power take-off unit

Main valve block

Electric engine 500
kW

Air intake incl. filter
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Components & Design SEINJEBLILER

Crawler gantry
P216/900

- Track width 1,20 m (48)
- Clearance width 6,00 m (20°)
- Clearance height 5,50 m (18)

Going Far Together
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Components & Design "=

Mobile gantry - All wheel steering
undercarriage - 4x twin wheel per
suspension

- 32 powered wheel pairs

0

8500

2800 | 2800 | 2800 | 12000

8400 |
12500
14500

Turning radius 16m (52°) / 6m
(20°)
Crab steering

Going Far Together



Components & Design SEIN/EHLILER

Schienen Portal

Going Far Together 590




Service Accessibility

Going Far Together

Service Spots :

v Electrical cabinet

v" Hydro Clean filter

v' Central lubrication

v' Gear lubrication

v' Battery disconnector

v" Main fuse

SEIN/ESLII-EN]
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Applications
Inland River Terminals Great Lakes Terminals
Barge Unloading/Loading Barge Unloading/Loading
Transloading Ship Unloading/Loading
Container Unloading/Loading Container Unloading/Loading
Breakbulk Unloading/Loading Breakbulk unloading/Loading
Ocean Terminals Marine Construction
Barge Unloading/Loading Dredging
Ship Unloading/Loading Environmental Dredging
Container Unloading/Loading Maintenance Dredging
Breakbulk Unloading/Loading Jetty/Breakwater Construction

222
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Changes to the Product Line

Constantino Lannes

SEINJEBOGEN
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Market positioning on larger models SEIN/EHULEN

!
E- 840E | 850E |855E| [3860E 870E

Serie - .
i L Hybrid Hybrldj Hybrid

C/D- 840D 850D |860D| | 870C

Serie
(Tier 3)

Same lift capacity
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Competitive Situation

. New models in 2018 / 2019 Zk;. Sﬁ A‘ {}w;d

~ 850 M E Tier 4 = 850 M “D” Tier 3 ‘4 4

— 855 M E Tier4 =860 M “D” Tier 3

— 860 M E Tier4 =870 M “C" Tier 3
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SEINEBILENS

Load chart comparison USA

Mobdlio orange peel grapple, 4-tine (HMS #1, shredded scrap, etc.)

0.50 ye3 0.50-0.75 yd3 0.75-1.00 yd3 1.00-1.25 yd3 1.25-1.50 ye 1.50-1.75¢d3 | 1.75-2.00 a3 2.00-2.50 yd3 2.50-3.50 yd3 3.00-4.00 yd3 3.50-5.00 yd3

Scrap Magnets ¥ ar 38 50" ab” - 54" 5862 S8 - 62 S GEiE 56 76" 728 TS 882"
850M D 260M D 870M C 280A CL
818ME B2IM E 22SME B30M £ 830M-HD-S E 83SME B40ME 850M E EHy. S7SM E Hy. E75M [ Hy. Pont E30R EQ B8SR E Hy. BISR E Hy.
LH22 LHpa LH30 ERC LHS0 ERC LHB0 ERC LHB0 ERC LH$0 Port LHJIOERC  (H110 Pget LHISO  LHISP Port
Lisbherr Tamp | f& 1.“‘ Vo TR o T £ % £ Iy Fam' L1 L 1.&Y 2N
MH3024
MH3022
| {ele

MHL331 MHL335 MHL340 MHL350 MHL380 MHL370 MHL380 MHL3%0

- | AMIAR A4 AR
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Product range - mobile ==mRY=m=F==1
Operating weight [t ]

23 |[2¢ [[25 || 26 || 27 |[ 28 |/ 29 ) s0 |[ 30 || 52 || 53 [[ 54 [[57 |[ a0 || a5 |[ 46 49”52”55'

»
»

A
v

|
LH24 M LH28M LH30M LHas ™ LH40 M LHEO M
. J
" o > |§
WL zze MHL 331 NHL 335 WMHL 530 MISL 350 MH!I 0
o -
o
A
1]
818M 821 825 S30M-HD QyEM
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Closing

* This is a partnership
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