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Senior Vice President, Business Services

 Joined the company in 1998

 Various responsibilities for the company's 
information technology systems

 Served as director-operations support, and then vice 
president-operations support, before being promoted to 
his current position

 Currently responsible for Fleet Management, 
Procurement, Information Technology, and Shared 
Services functions

 Divisional Manager, United Waste Systems



Fleet Composition

Booms
and Lifts

Earth
Moving

Forklifts
Trench 

and Other

% of Original 
Equipment Cost 48.5% 13.0% 17.4% 21.1%

% of 2010
Rental Revenue 39.0% 11.5% 13.7% 35.7%

Time Utilization 74.0% 53.9% 70.9% 30.8%

Dollar Utilization 34.3% 39.0% 33.7% 84.3%

Average Fleet Age* 
(in months) 53.2 46.4 49.5 37.7

2,900 Equipment Classes with Original Cost of $3.8B

* Fleet age is calculated on a unit-weighted basis. Total fleet age is 47.7 months at 12/30/10 (43.7 months if adjusted for refurbishments)



Managing Fleet with a Life Cycle Approach

Age Composition
($MM)
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Used Sales Based on Lifecycle Analysis

Identified optimal ages for each 
equipment class based on:

 Revenue trends

 Repair data

 Time utilization

 Breakdown review

 Resale value

Average Age of Used Sales in 2010, 77 Months

Optimal 
Sales Age 
(months)

Booms 96

Scissors 84

Excavators 84

Skidloaders 72

Backhoes 84



Used Equipment Web Site



Broad Geographic Footprint

URI in 99 

of the Top 100 

Markets*

Strong Competitive Advantage



Used Sales Margins Improving from Recent Lows

Margin improvement driven by market 
improvement and channel mix

 Focus is to sell used equipment through the 
retail channel

 List of items available for sale provided to 

sales representatives

 Representatives have a full quarter to sell 

before equipment is taken to auction

 Sales to vendor are used strategically to 

leverage capital spend

Used Sales Margin Trend
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Used Sales by Channel
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Utilizing OEM’s for Refurbishment
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