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MANAGEMENT DISCUSSION SECTION 
 

Micrea Dobre 
Analyst, Robert W. Baird & Co., Inc. 

All right. Good morning, everyone. Thank you for joining us. My name is Mig Dobre. I'm the Baird Analyst covering 

machinery and diversified industrials. It is my pleasure this morning to introduce to you Hyster-Yale. As you might 

know, Hyster is a leading global manufacturer of industrial lift trucks, serving a wide variety of end markets, but 

notably manufacturing, distribution and logistics, big-box retail [ph] I suppose (00:00:32) food and beverage. 

 

To brief us on Hyster-Yale's progress and opportunities, we are joined by a number of folks here. But I'm just 

going to introduce Colin Wilson, who is the company's outgoing CEO. Colin, I'm going to turn it over to you for 

formal remarks. 
 ......................................................................................................................................................................................................................................................  

Colin Wilson 
President & Chief Executive Officer, Hyster-Yale Group, Inc. 

Thanks. So we have about 15 minutes of material. As Mig said, I'm the outgoing CEO [Technical Difficulty] 

(00:00:57) new CEO come January the 1st and we have Ken Schilling who is our CFO. I'll go through the 

prepared materials, should take about 15 minutes, and then we'll allow 10 minutes for questions. 

 

Safe Harbor statement and disclosure. Our business is, I'll call it, our business is Lift Trucks, forklift trucks. Being 

in business more than a 100 years, servicing needs of companies [Technical Difficulty] (00:01:25) across the 

world. It's a growing business and it's in a market that people [ph] specifically (00:01:34) think is a static market or 

mature market, but it's actually a growing market and continues to be a market that provides opportunities for 

value-add. 

 

Our Fuel Cell business, we've owned now for five years. We've been five years in development. We're getting 

ready to launch our 45-kilowatt engine early in 2020. We have great commercial opportunities to leverage our 

investment in Nuvera. 
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And then, finally our Attachment business, it's a bolt-on acquisition. We've owned this company for the last three 

to four years, highly successful, market leaders in Europe and we're putting a lot of investment into increasing that 

capabilities in the North American market. 

 

So if you look at the top left-hand of this [ph] four blocker (00:02:26), it is the global market for Lift Trucks currently 

about a – just under a 1.5 million Lift Trucks. On the bottom-left, we are an America-centric organization, although 

we do sell trucks around the world. We are in a cyclical business and we're a little bit off the peak, but [Technical 

Difficulty] (00:02:40) very, very high market levels. We have market levels that peaked in the equivalent to the sort 

of a 2016-2017 period and we are very happy at that time about the market levels we were seeing. 

 

Top right-hand side is just where Lift Trucks get sold around the world. This is units, not value. The Americas 

segment would be much higher if we looked at it in terms of value of Lift Trucks sold. 

 

And on the bottom right of the [ph] four blocker (00:03:12) it's the type of trucks that get sold. Class 1, 4 and 5 are 

the counterbalance trucks. So our strength is and still over three quarters of the market is represented by those 

products. So the Class 2 and 3 are more of the warehousing equipment, it's where again we've been making a lot 

of investment and that represents about a 25% of the market measured by value. 

 

So this is a new slide we've put into this deck and it really is to say we are in a very attractive market segment. On 

the left is the secular growth drivers. The growth in global trade, the rise of e-commerce over 300 million square 

feet of warehouse, every million square foot warehouse gets 200, 300 new trucks typically in those warehouses. 

And then, the last point even in the developing markets less people to do the manual tasks which means more 

requirement for machines to replace human beings lifting load. So that's why we see this continuous growth which 

is at a multiplier of GDP in the core market. 

 

In the middle, we have the opportunity for increasing value add. Again, as we look at these warehouses and the 

rise of warehouse people wanting more efficient trucks, better ways of doing things, doing things with less 

machinery, operator demographics which means a lot of emphasis on ergonomics and safety. A lot of value-add 

opportunities in those areas and then electrification and automation. 

 

And on the right, it's a lot of accelerators. Digital transformation, we're putting telematics equipment on a very high 

percentage of our equipment and the Internet of Things, our machines becoming more like data hubs able to 

provide owners with real intelligence about what is happening in their operations and then automation solutions. 

And we are leaders in the automation of industrial trucks very, very high opportunities for the value add. 

 

So we feel very excited about the opportunities within our core business. We do make over 400 different models 

of equipment, everything from a $1,500 power truck all the way up to an $800,000 reach stacker. That's why 

you've got to be careful when you look at market, numbers of lift trucks because they all count one and of course 

the value creation is significantly different. 

 

We have a broad range of power options, so we will power our trucks whichever way our customers would like us 

to power them, whether it's by a battery-lead acid or lithium ion and we have our own fuel cell company, all types 

of engines, whether they're LP or diesel. We'll talk more about attachments in a moment. Again, the digitization 

and the embracement of the Internet of Things in terms of turning our machines into basically smart devices. 

 

And then, finally, solutions on the bottom left. We're basically in the mass customization business. Almost, every 

one of our Lift Trucks is customized to meet the exact demands of a customer in one way or another. And 

[Technical Difficulty] (00:06:29) we have four strategies for the Lift Truck business. On the right-hand side, 
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everything [Technical Difficulty] (00:06:36) multiplier effect. So investing in one area which we've been making a 

lot of investment recently is it's helping to feed success in other initiatives. 

 

[Technical Difficulty] (00:06:49) we are a leader in delivery of industry and customer-focused solutions, again 

mass customization, lowering the cost of ownership and enhancing productivity, lowering the cost for our 

customers. Our lead is an independent distribution that's part of our strategy. It's very much like the Caterpillar 

Model, where we don't own our distribution. We go to independent dealers which is unique for large companies in 

the Lift Truck space and then growing in all of the emerging markets. 

 

Our investment in Bolzoni has been a big success. Bolzoni is a leading attachment supplier in Europe. Those who 

don't know our industry for many customers, the attachment is the most important thing they buy. They don't want 

that paper roll damaged. Therefore, it has to be picked up with exactly the right pressure and in an exactly the 

right way. Same thing with white goods. 

 

The reasons we bought Bolzoni was, they were very strong in Europe. They can help to lift our business up in 

Europe. We're very strong in the Americas. We can help them lift their business up in the Americas and then they 

had underutilized capacity which we've filled up by in-sourcing things into Bolzoni that we were previously given to 

their competitors. We created as a standalone business because some of our biggest customers happened to be 

other OEMs. So we have a big very thick Chinese wall between our two companies to make sure that they can 

deal with integrity and confidentiality in their dealings with all of the other OEMs. 

 

Core strategies for growth with Bolzoni is expanding in North America. We've dedicated our factory in Alabama to 

Bolzoni. We've closed a small facility just outside Chicago in Homewood. That production has now transferred 

into the factory in Alabama. We're going to be significantly expanding the product range that gets built there. Right 

now a lot of those attachments come out of Europe. So that will reduce cost and it will also significantly reduce 

lead time. They have a very significant focus on different industries working with customers to make sure 

customers understand the benefits of the Bolzoni solutions. They're very heavily into the AGV markets. On the top 

right-hand side, a leader in the supply of attachments for AGVs. On the bottom left, developing strong OEM 

relationships. In the middle, we have two factories of Bolzoni in China, one making forks which you can see the 

ramp-up in volume on the bottom right and the other making a standard range of attachments which come into the 

lower price point to the premium attachments made out of the European facility. So again, very excited about the 

opportunities for growth with Bolzoni. 

 

Nuvera, we've owned for five years, it's our venture into the fuel cell world. We've separated the business of what 

we call BBRs, replacing a battery box in a truck and replacing that with a fuel cell. So the actual integration of an 

engine into a BBR is now done in our Lift Truck business. And we've dedicated Nuvera to being the provider of 

stacks and engines, not only for the Lift Truck world, but also for many other applications such as buses, trucks, 

construction equipment, et cetera. 

 

I would say with Nuvera, we've been five years in development. We're launching a 45-kilowatt engine in the first 

quarter of 2020. We have orders for this engine. We have customers for this engine. And so, we're moving. The 

reason we've pushed out our breakeven into fourth quarter of 2020 is because of the work we've done to get this 

engine prepared for commercialization. So we're at that point now. And once we start selling that engine in high 

volumes, we expect that we'll have a transformational impact on the results out of our Nuvera business, and of 

course we're expanding the customer base not only for stacks and not only for the 45-kilowatt engine, but also for 

engines of different sizes to meet the needs of different customers. 
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There's also a lot of opportunity, as I say, for non-Lift Truck growth. On the bottom right is a picture of a bus which 

is powered by one of our fuel cell engines running around in China. We are having an Investor Day, the St. Regis 

Hotel in two weeks' time in New York City and we'll be showing videos of our products in operation, in test 

environment so albeit, but – with real customers in operation. 

 

This is my last but one slide that shows Hyster-Yale at a glance, in terms of our size and our profitability. We have 

in our Lift Truck business being hit by two very significant factors in the last 18 months. One is tariffs. We were 

sourcing a lot of components out of China and also the 232 tariffs on steel. I'm pleased to say we've basically 

neutralized our position with respect to pricing. In other words, we've [ph] passed (00:12:17) pricing along to offset 

the tariffs, but there was a sort of a lag effect in terms of that pricing realization. And the other significant factor in 

our Lift Truck business, early in the period, we had a lot of issues coming out of our European plants, very similar 

to many other companies like ourselves. 

 

Those got resolved earlier this year, but we had one supplier in particular in the United States, that was a major 

supplier of castings that went into many of our drivetrain, which basically we run into very significant supply 

difficulties. They were – had contracts with the Class 8 market with penalty clauses, so we tended to get short 

shrift in terms of supply, we were on allocation. I'm pleased to say those issues are all behind us. We are 

continuing to buy from that supplier, but we're also sourcing at this moment in time started a source from 

elsewhere. 

 

The Bolzoni business, the numbers are very heavily impacted by the restructuring costs associated with the 

expansion of the capabilities into Sulligent, Alabama. And then, our Nuvera business, this is sort of been our run 

rate for the last few years. Again, our projections are for these numbers to change dramatically as we move into 

the commercialization phase. 

 

We're very confident about the company, we think all three of our businesses are very well placed. If you think 

about the year 2020, we're launching – we've been talking in our investor perspectives about a new range of 

scalable and modular products that will be coming to market middle of 2020 – of the year 2020. We made our 

acquisition in Maximal, a big Chinese company in China. We're moving into the phase where we'll be bringing out 

significant volumes of low intensity products out of our facility in China starting now. Bolzoni, going through the 

transition in the Americas to gain significant amounts of market share in the US. And then, finally, Nuvera moving 

into the commercial phase. 

 

We are a company that invests for the long-term. We're very interested in the quarter for sure. But we will make 

decisions that will potentially dampen our short-term results in order to make sure that we're value-positioned for 

long-term shareholder growth. 

 

With that, happy to answer questions and again happy to answer questions myself or with Rajiv or with Ken. 
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QUESTION AND ANSWER SECTION 
 

Micrea Dobre 
Analyst, Robert W. Baird & Co., Inc. Q 
That's great. Thank you for that, Colin. It's a small room, so rather than emailing the questions through iPad, just 

put your hand up and we'll try to handle them, old school, if you would. 

 

I guess, I'm going to start us off with one. You touch a lot of different end markets in high geographies as well. I 

think it would be helpful to get your perspective on what's going on with demand and what you're hearing from 

your customers, feels like the tectonic plates, if you would, from a macro standpoint and end market standpoint 

are shifting a little bit. So how would you characterize the current environment demand environment? 
 ......................................................................................................................................................................................................................................................  

Colin Wilson 
President & Chief Executive Officer, Hyster-Yale Group, Inc. A 
I don't see any markets are particularly down. I mean, we're, I remember coming to this conference three years 

ago and everybody was talking about the industrial recession. 
 ......................................................................................................................................................................................................................................................  

Micrea Dobre 
Analyst, Robert W. Baird & Co., Inc. Q 
Sure. Right. 
 ......................................................................................................................................................................................................................................................  

Colin Wilson 
President & Chief Executive Officer, Hyster-Yale Group, Inc. A 
We don't think we are there. We think we – some segments sort of slowing down. The power business is slowing 

down a little bit, but the demand for our big equipment is still very robust, because if you look at all the different 

segments, steel, for example is going very well at the moment, concrete is going well, we're doing quite well in 

intermodal, still a lot of rail traffic. We're watching them, Mig, but we're not – we're watching what's happening with 

our backlog which is still at pretty high levels. 

 

The market in the US is, if you look at the Lift Truck market, it was down almost 20% in the first quarter. On last 

year, we were concerned. It was down sort of high-single digits in the second quarter. It was actually up in the 

third quarter. So it was up on the same period of last year. So we think what happened was sort of coming out of 

2017 into 2018 and all the tariffs and the inflation and a lot of our customers bought ahead to beat what they saw 

was coming and then sort of – but, they did all that in 2018 and then sort of everything paused in the first half of 

2019 and now we're sort of getting back to normalized run rates. 

 

So the levels that we're seeing are more like 2016 and 2017 levels at this moment in time overall. And Europe is 

down 7.5% on the same period of last year. We're probably a little bit more concerned about Europe than we're 

about the US at this moment. 
 ......................................................................................................................................................................................................................................................  

Micrea Dobre 
Analyst, Robert W. Baird & Co., Inc. Q 
Right. It seems like there was a like you said a bit of a pull forward. I mean, we've kind of seen that in various 

types of machinery, not just forklifts, but that seems to have worked out or rather worked through a little bit sooner 

for you than maybe for [indiscernible] (00:17:47). 
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Colin Wilson 
President & Chief Executive Officer, Hyster-Yale Group, Inc. A 
Right. [indiscernible] (00:17:46) pricing into the market and again, I think some of the smart customers saw that 

coming and got ahead of it. 
 ......................................................................................................................................................................................................................................................  

Micrea Dobre 
Analyst, Robert W. Baird & Co., Inc. Q 
Sure. 
 ......................................................................................................................................................................................................................................................  

 

 
A 

Coming into the fourth quarter though we still have 43,000 trucks in the backlog, $1.1 billion of value in the 

backlog. So those are very robust numbers for us heading into the fourth quarter. 
 ......................................................................................................................................................................................................................................................  

 

 
Q 

[indiscernible] (00:18:11-00:18:37) 
 ......................................................................................................................................................................................................................................................  

Colin Wilson 
President & Chief Executive Officer, Hyster-Yale Group, Inc. A 
Well, I'll describe some of the... 
 ......................................................................................................................................................................................................................................................  

Micrea Dobre 
Analyst, Robert W. Baird & Co., Inc. Q 
Just one second here for the webcast, the question is on the 7% margin and how that will be attainable. So go 

ahead. 
 ......................................................................................................................................................................................................................................................  

Colin Wilson 
President & Chief Executive Officer, Hyster-Yale Group, Inc. A 
Yeah, I mean, I mentioned the transformational things that we're doing at the moment. We've been investing very 

heavily in a lot of different areas and these things will take time to mature. Many of them are maturing in 2020 and 

certainly into 2021. So let's just go through them again. I mean, we've got the investment in Hyster-Yale Maximal. 

I mean, we've gone through a lot of expense in Hyster-Yale Maximal, the Chinese company. We've just put an 

SAP system in there. We are putting DFT into there. We are starting to export products, branded Hyster and Yale. 

We call them low intensity products into world markets. That will ramp up significantly as we go through 2020. 

That not only will help us to sell more trucks with good margins, it also help us to place the position the other 

trucks that we have, because right now we're sometimes selling too much truck down into those segments. 

 

We've talked about our – what we called, our sort of new modular and scalable product range. We've been 

making significant investments in that including a lot of sales coverage to get ready. We start producing those 

trucks in middle of 2020. And then, we will be ramping up of a 12, 15, 18 months following that period of time. 

 

We've invested very heavily in enhanced selling capability in the market. We've seen the – you don't buy from a 

customer, because the salesmen stop selling to you today. You build a relationship up, you provide demo trucks, 
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you provide the value. So we're seeing the benefit of those investments in our enhanced sales coverage starting 

to materialize. We expect those to continue to materialize into 2020. 

 

We're not going to have the supplier issues next year with – we've made sure of that by dual sourcing. We've had, 

the rat going through the snake on our pricing in terms of passing along very, very significant price increases into 

the market. And of course the backlog has a lot of those units at the higher margins in. But it will be fully fleshed-

out as we go through the balance of the year. 

 

And then on Bolzoni, the restructuring costs, one-time mainly in 2019 associated with that we're doing in North 

America. And then on Nuvera, we'll see that starting to really mature in 2021. So we feel we've been through a lot 

of a game change. I mean, we've made significant number of acquisitions and getting them all better than [ph] 

and – for the (00:21:25) reason I showed on the slide. We're very bullish about the market that we're in in terms of 

its long-term value creation opportunities. And we feel that the – yeah, we don't just make the numbers up. We 

have our financial forecast with volumes and pricing and cost targets and we get the 7% in the planning period. 
 ......................................................................................................................................................................................................................................................  

 

 
A 

If you look backwards, prior to the supplier constraint and the tariff issues, we did hit a quarter we are at 5% and 

our current analysis that's in our book today, we're above 2%, 2.9% on the year-to-date basis. We've got about a 

2% margin gap still backward looking basis due to those supplier constraint and tariff issues. But we'll capture 

those over time. And then, it's a question of volume. We need to get 122,000 units in our plants to fully absorb our 

fixed cost and that gets us to 7%. 
 ......................................................................................................................................................................................................................................................  

Micrea Dobre 
Analyst, Robert W. Baird & Co., Inc. Q 
There's a question that's been sent in on Nuvera and really it's kind of a long question, but I'm just going to 

skinning it down a bit. What is the competitive advantage here versus other providers and any comments on 

competition here from Cummins and their acquisition of Hydrogenics? 
 ......................................................................................................................................................................................................................................................  

 

 
A 

Sure. So it's an emerging market, Fuel Cell and a part of the reason we acquired Fuel Cell was because we felt 

the future is electric. And if once you analyze all the power source that can give you zero emission for our type of 

application and most industrial and commercial applications, we think Fuel Cell is the right technology because it 

can refill the system very quickly just like gasoline or diesel in a few minutes and then you go again. So we think 

it's the right technology. In terms of Nuvera's capability, we are a high power and a look at industrial trucks or 

commercial trucks or in a construction vehicles, these are both high power and high energy applications and we 

think it's the right solution for that. 

 

What's taken as long is taking the technology we develop within Nuvera and making it robust for these type of 

application. As Colin said, we are close to implementing that. So if you look at this technology from a power 

density point of view, we think sort of that closest competitor would be Ballard with significantly superior to their 

technology we've published this. Hydrogenics has a very similar technology to Ballard. It's a derivative of the 

Ballard technology. So we feel that technology is superior. We are behind Ballard in terms of commercialization, 

but we think we're coming up the curve just at the right place, as the OEMs are starting to look for zero-emission 

solutions that are sustainable. 
 ......................................................................................................................................................................................................................................................  
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Micrea Dobre 
Analyst, Robert W. Baird & Co., Inc. 

Excellent. We are out of time. So please join me in thanking the management team for the presentation. If you 

would like to continue your discussion, we're going to have a breakout session that will be in a foyer here. Coming 

up next, we have Commercial Metals Company. 
 ......................................................................................................................................................................................................................................................  

Colin Wilson 
President & Chief Executive Officer, Hyster-Yale Group, Inc. 

Thanks. 
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