May/June

L

s
4

3 T by o“
ED’99
l."rae & cl:ess

W

5 = ¥
B
L
* 1

| oatees
¥ ' )
- > & %.Graneworld.com www.access-industry.co



-

synergy

Do cranes and platforms

naturally go togethere Martin
Ainscough (leff) says Yes,
while David Barrass (right]
says No. Timothy
Whiteman reporfs.

hould you mix hooks and
baskets? Something that
many of our readers will have
wondered when they saw the
new title of our magazine.
We got two industry leaders with very dif-
fering views in one room and asked for
their views. The result was a very instruc-
tive afternoon as Martin Ainscough,

chairman of Ainscough Group and David
Barrass, managing director of Initial
Plant Services, owner of Initial GWS
Crane Hire and Initial PTP Aerial
Platforms, became unusually passionate
about booms and baskets.

“Why should the customer have to
phone completely different people for his
cranes and access equipment? After all,
it’s similar technology and the customer

wants just one invoice — why give them
separate ones from GWS and PTP?” asks
Martin Ainscough in a move calculated
to rankle his debating companion, David
Barrass. Ainscough continues: “What it’s
all about is making sure your salesman
has more in his bag — the more he can
offer the customer, the better the rela-
tionship they will have — access equip-
ment is a natural extension to cranes.”.

Barrass responds with vigour: “That
may be true, but you are only targeting a
tiny bit of the access market, this little bit
that overlaps with cranes and is basically
the construction industry” he says point-
ing to a quickly drawn series of diagrams.

Barrass should, of course, know. His
group Initial Plant Services includes both
PTP and GWS. The former owns about
1400 platforms while the latter has nearly
500 cranes. Between them they operate
45 to 50 depots. Ainscough Group, in
contrast, runs about 280 cranes and has
just started in the access business where it
now has about 150 platforms.

Barrass warms to his theme: “The
overlap is tiny and it’s the lowest margin
business in the world — construction™.

Ainscough is quick to jump on that
one: “If other people want to get out of
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4 construction, I'm happy to

take it on” he says with a

A9

smile. He continues: “I afford to have two lots of
believe that the idea of a C 5 costs” says Ainscough tri-
one-stop shop is absolutely onsfruction umphantly. The big advan-
right. Why should the cus- fs fhe tage he sees with access

tomer have to ring some-
one completely different

lowest margin

DEBATE

have a wealth of detailed health and safety
knowledge, would be under-utilised if put
to work on a general hire desk.

_ Over capacity coming soon?
i As to the state of the access busi-
ness, Barrass is cautious: “There
are great margins, but they are
falling away like there is no
' tomorrow because the extra
volumes coming in are more
than the market growth”.
“That’s why you can’t

equipment is that it can be
bolted onto the existing crane

for his cranes or access? b usines 5 in sales and r.naintenancc acj‘r.ivi—
After all both bits of kit use ties with virtually no addition
very similar duty charts, fhe \f'\”OJr to overheads. Where before

training and technology —
the same principles apply
and people do not want to
have separate invoices for what they see
as the same service.”

“So if you’re going for a one stop shop,
will you be offering compressors and hard
hats in the near future?” asks Barrass
acidly? “What about cars and phones as
well — after all most of your customers
probably rent them as well”!

Ainscough is not impressed with the
response and “totally disagrees” with the
line of thought, saying: “the aim is to focus
on Ainscough’s area of expertise which is
engineering and lifting solutions™.

Barrass, however, is up and running:
“I’m going in the opposite direction to
Hewden’s with its one stop shop approach.
I think cranes are a unique form of operated
plant, and there definitely is no synergy
between operated and non-operated
plant”. He adds that crane specialists, who

Dawid Barrass ’ 9

his sales team would simply
sell crane hire, they now have
an extra service that can be
made available to the same customer base.

Barrass is unimpressed. Access and
cranes are utterly different he says and gives
the following examples: If a depot manager
has got three cranes and three platforms
standing in his yard, which will he focus on
shifting? Answer: The cranes because he is
still having to pay for the operators to sit
and drink tea in the canteen.

Secondly, “If someone rings your
Standish depot now, and books a crane,
it will come with a fully qualified, safety
conscious operator. If the same person
rings up and asks for a platform, you put
it on a lowloader and deliver it — what the
customer does with it after the training
you give him is up to him”. :

“No it isn’t”, says Ainscough, “pre-
cisely because we train him when we get
there”.

FOR MORE II\IFGRMA'I'ION ON OUR RANGE OF HITACHI HYDRAULIC CR
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Nonetheless, says Barrass, there is no
parallel concept to the crane industry’s
contract lifting in the access
business — but then he adds:
“with the possible exception
of large truck mounts which
are so sophisticated that
they are often supplied
with an operator”.

Strategic
move?
Ultmately the ques- ‘
tion of whether
cranes and access

can be mixed comes P/Gh[OfmS
down to whether a bove

such a move will 40 f@@f f”

make money for the
companies involved. W@H Wﬁh

Ainscough is con-

vinced that his com-  OUI Crane
pa access — gctivities

division “will be suc-

Ainscough

scaffolding company Inidal
Deborah Services, all of which are
members of Initial Plant Services,
Barrass’ answer is revealing: “No,
the question of multiple occupancy
is purely driven by property consid-
erations and the managing directors
of each division find their own loca-
tions. We are not actively fostering
the co-location of such companies™.

What Barrass does do is
encourage area managers of the
different divisions to get to know

cessful” with the  ‘pamin ’ ’ each other, perhaps over a lunch

fleet growing to 300
or 400 units within
the next two years and being available
from 8 to 10 depots. He adds, to the evi-
dent surprise of Barrass, that he is “also
interested in load carrying hydraulic
platforms — you don’t see them too much
but watch this space as this is an area in
which access and cranes get even closer”.

Asked which types of access equip-
ment he is focusing on, Ainscough
replies that “there is a natural divide at
about 40 feet (about 12 metres)”.
Platforms with a lower working height
are really the preserve of tool hire com-
panies, above that height they fit well
with our crane activities”.

Asked whether he will be encouraging
single sites with multiple occupancy
between Initial PTP, Initial GWS and

organised by him, and pass on rel-

evant market intelligence.
Included in these meetings are managers
from another Initial Plant Services mem-
ber, Redispace & Johnson which supplies
accommodation units, often to green-
field construction sites. In this way, says
Barrass, the division can get advance
knowledge of demand for lifting equip-
ment. Customers of Redispace will also
be made aware of GWS, PTP and
Deborah Services.

In situations where a big contract
does arise for a total lifting service,
Barrass will meet customer requests for a
single point of contact by appointing one
person from within Initial Plant Services
to act as that single point of contact.
Generally, however, he believes that:
“The big difference is that access has to

OR FAX US ON
=2 EHITACHI EUCLID-HITACHI ISUZ2 LU INGERSOLL-RAND

Quality without
compromise

FOR MORE INFORMATION SEE PAGE 50
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€ be delivered to the customer — who

proves that he is trained or else can be
trained by us. This is comparable to
mini-excavators — there are skills
involved in using them, but you just want
somebody to show you how to use the
equipment. Cranes are different -
nobody other than our operators is going
to drive our cranes”.

He adds that the discussion with
Ainscough is essentially covering three
types of plant hire:
® The kind of equipment you load into
the back of a transit for your customer to
drive away — this is small tool hire and
includes the very small personnel lift sec-
tion of access.
® Access platforms, mini diggers and any
other equipment that is delivered to site
and needs some basic training
@ Cranes — these are hired with operator
and are fundamentally different from the
other kinds of equipment.

As far as Barrass is concerned the three
are very different and need separate sales
and administration staffs.

Ainscough is simply not convinced. To
him access equipment is a logical extension
to his lifting business and he predicts that
many other people will do the same or, and
this is flatly contradicted by Barrass, will
add cranes to their access fleets — “I already
have people working for me who came
from an access background and are now
dealing with both types of lifting equip-
ment”.

Nonetheless Ainscough concedes that
there is a difference between what he and
Barrass are doing: “We won'’t be taking on
a PTP role as we are not into very specialist
platforms and will be limiting ourselves to
models that appeal to our existing cus-
tomers”.

The difference between the two is
clear to see: David Barrass sees a huge
market for access equipment beyond
existing users of cranes. While he accepts
there is some cross over between the two
industries he believes that companies
specialising in one or the other will ulti-
mately do better.

Martin Ainscough, in contrast, believes
that most of his existing customers will
want platforms and that this is a technology
that his existing staff and systems can easily

JEBATE

adapt too. He also believes that ultimately although he and Martin Ainscough are,
the access arm of Ainscough Group will this once, in agreement: “Martin and I dis-
bring in new business for the crane division ~ agree and will follow completely
and that the overall group will simply grow different strategies — suits me!” L 4
and grow.

The last words go to David Barrass Pictures: Timothy Whiteman and Fohn Simm.

Latest Generation of Fully Automatic Rated S U P E R
Capacity Indicators or Load Moment Indicators

FOR ALL MOBILE CRANES SER’ES

New Kobeleo crane
supplied by Grove

Europe fitted with
Loadwise 502,

Mew Additional Features...

® Operator Adjustable Minimum & Maximum Limits
® Full Datalog Options with RS232 Interface

® Heavy Duty Caast Alloy Display Housing to IPE5
® Upgraded User-friendly software

LOAD INSTRUMENTATION LIMITED

31 Ivanhoe Road, Hogwood Lane Industrial Estate,
Finchampstead, Berks. RG40 4QQ.

Telephone: +44 (0)1189 328855 Fax: +44 (0)1189 328920 See us at
email@loadwise.co.uk Website htto://w.w.w.loadwise.co.uk SED

42C Ave P.
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